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For Your Information
�Learn about new tools for assessing

cardiovascular health at
ChiroEco.com/hearttests.

�View the references for the research
article by Jeremy Appleton, ND, at
ChiroEco.com/appletonref.

More From The Web
�Midlife fitness impacts brain health.

Visit ChiroEco.com/fitforbrain.

�How oriental medicine views a cold
or flu. Visit ChiroEco.com/orientview.

The TuesdayWebinar Series
Chiropractic Economics webinars are
always available for you to download.
You can choose from a variety of topics
that affects your practice, such as billing
and coding, growing your practice,
documentation, and marketing — all
brought to you by some of the top
experts in the chiropractic profession.

Download any of our webinars at
ChiroEco.com/webinar.

Expert Insights
Blogs by Perry Nickelston, Mark Sanna,
Drew Stevens, Alex Niswander, Jaime
Phillips, Julie Weaver, Shawne Duperon,
and the Chiropractic Economics editorial
staff. Here’s what’s new:
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Your healthy heart
Perry Chinn
ChiroEco.com/chinn
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Zach Zavoral
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Drew Stevens, PhD
ChiroEco.com/stevens

Resource Centers
Foot Orthotics
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Chiropractic Tables
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�A 14-year-old competitive, high-level
athlete with unilateral low-back pain:
case report

Lasers
ChiroEco.com/erchonia
�The influence of low intensity laser

therapy on bone therapy
�Low level laser effects on simulated

orthodontic tension side periodontal
ligament cells

Resource Guide
and Directory
Our patient retention resource guide
and directory is now available online at
ChiroEco.com/directory.
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employment opportunity listings for:
�Associates
�Billing
�Chiropractic Assistants
�Doctors of Chiropractic
�Faculty
�Front Office/Reception/Scheduling
�Independent Contractors
�Marketing
�Massage Therapists
�Multidisciplinary Practice Opportunities
�Office Management
�Temporary Positions
...and More

like us on Facebook at
chiroeco.com/facebook.

Follow us on twitter at
chiroeco.com/twitter.

Online Poll
Which type of specialty
practice most interests you?
� Athletic treatment
� Pediatics
� Animal chiropractic
� Weight-loss
� Metabolic balancing

To enter your response and
view the results of our last poll,
visit ChiroEco.com.

What’s NewOnline Plus
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aGooD way to Start a PaSSionate DiScuSSion

aMonG any GrouP oF cHiroPractorS iS to aSk

the question, “What is a chiropractor?” There seems
to be as many different explanations as there are doctors in
the profession.

One reason for this is that once you earn your credential as
a doctor of chiropractic, you have wide leeway in approaching
the discipline. What’s more, your interests may change over

time, as may your clientele demographic.
None of us stands still for long. Your insights

and discoveries regarding health and illness,
ease and dis-ease, as well as your application of
chiropractic philosophy mean that the doctor
you are today is different from the one you
were five years ago. Life and growth means we
never stop learning and trying new things.

One of our missions at Chiropractic
Economics is to be with you along this
journey. We never tell you how to practice —
that’s your decision alone. We do, however,

want to show you what others in the field are doing.
Ultimately, each volume of this magazine, every 20 issues

collectively, is a way of answering the question, “What is a
chiropractor?” (And we’ll never run out of material.)

As a case in point, in this issue we examine specialty
practice. The DCs you’ll meet are here to share their
experiences in building thriving niche practices with special
patient populations.

If you have ever considered narrowing your focus and
developing particular expertise in a facet of the profession,
you’ll benefit from several of the articles in this issue. Not so
suprisingly, in the same way many DCs enter the field due to
a personal experience with chiropractic, most specialist
practitioners pursue their passion for the same reason.

From experience comes inspiration, and avocation follows
naturally. Isn’t that always the best way?

To your success,

Let me knowwhat’s
on your mind:
904-567-1539
Fax: 904-285-9944
dsosnoski@chiroeco.com
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F4CP runs ad featuring
NFL Hall of Famer
The Wall Street Journal, USA Today, and
Capitol Hill newspaper Roll Call published
an advertisement from the Foundation for
Chiropractic Progress (F4CP) that featured NFL
Hall of Famer Jerry Rice promoting the benefits
of chiropractic care.

The ad, which came out the week of the
National Chiropractic Legislative Conference
(NCLC), welcomed DCs and students attending
the profession’s premier legislative event in
Washington, D.C.

to learn more about these ads, visit
ChiroEco.com/nclcads.

Source: american chiropractic association,
acatoday.org

C O L L E G E N E W S

Logan College of Chiropractic
names new president
Logan College of Chiropractic/University
Programs announced the selection of Clay
McDonald, DC, as the college’s next president.

McDonald, a Logan alumnus, brings extensive
experience in chiropractic education, university
administration, and clinical practice. He presently
serves as the provost for Texas Chiropractic
College, where he leads the institution’s academic,
business, and administrative operations.

“We are delighted Dr. McDonald has
accepted our invitation to join Logan College as
President,” says Steven Roberts, chair of the
Logan Board of Trustees. “Our board, with input
from students, faculty, administrators and
alumni, conducted a thorough search and
reviewed many outstanding candidates for the
position. Dr. McDonald is uniquely suited to

CHIROECONEWSflash.com

T O P N E W S

Chiropractic patients less likely to undergo
lumbar surgery
A recent study in the medical journal Spine found a strong association between chiropractic and the
avoidance of lumbar spine surgery.

Key findings of the study show that:
�Patients under age 35, women, Hispanics, and patients whose first provider was a DC had
reduced odds of lumbar spine surgery

�Approximately 43 percent of patients who saw a surgeon first had surgery
�Only 1.5 percent of those who saw a DC first ended up having surgery
Two additional studies reinforce the American Chiropractic Association’s longstanding position

that healthcare providers should start with conservative approaches to treatment, such as the
services provided by chiropractors, before guiding their patients to less conservative alternatives.

to read this article in its entirety, visit ChiroEco.com/lumbarsurgery.
Source: american chiropractic association, acatoday.org

Is the time right to repeal Medicare payment formula?
Medicare reimbursement for providers, including doctors of chiropractic, has long been subject to the
sustainable growth rate formula (SGR) and continued calls for rate cuts.

To avoid the cuts, Congress has enacted a series of temporary payment delays over the past
decade to push back the deadline (most recently a postponement of cuts until Jan. 1, 2014). However,
change may be on its way. The American Chiropractic Association has learned that a bipartisan
group of House members is floating plans intended to repeal the controversial SGR formula and
institute a system that would not depend on Capitol Hill’s annual ritual of delaying cuts.

For more information on this repeal, visit ChiroEco.com/paymentrepeal.
Source: american chiropractic association, acatoday.org

Parker Seminars hosts premier event in chiropractic
Parker Seminars recently held its largest event of the year: Parker Seminars Las Vegas, where doctors
of chiropractic, chiropractic students, and chiropractic assistants attended.

This year’s theme, “Empower Your Life, Empower Your Practice,” is exactly what attendees set out
to do while attending classes filled with innovative chiropractic technique and business practices.

The seminar included developmental tracks that provided guidance through specific challenges
and promoted progress based on the length of time the attendee has been in the chiropractic
profession. Courses ranged from topics on communicating chiropractic with certainty, pediatric
evaluation made easy, the ultimate business crash course for DCs and staff, and more.

to read more about Parker Seminars, visit ChiroEco.com/parker2013.
Source: Parker university, parker.edu
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continue Logan’s outstanding leadership position
in the field of chiropractic education.”

For more information on McDonald, visit
ChiroEco.com/mcdonald.

Source: logan college of chiropractic, logan.edu

NBCE hosts student
leadership forum
The 10th annual student leadership forum was
recently held at the National Board of
Chiropractic Examiners (NBCE). This year’s
group represented 12 student leaders, 10
chiropractic colleges, four student organizations,
and three continents.

The students were welcomed by NBCE
President Norman E. Ouzts, Jr., DC, who
thanked them for their commitment to
leadership within the chiropractic profession.
Ouzts described his own path to leadership in
the profession as well as described the benefits
of a national exam. In introducing the agenda,
Ouzts assured attendees that, “We hope to
learn from you today and that you will learn
from us. We ask only that you put aside
preconceived notions about the NBCE. The day
offers many opportunities to ask questions of
NBCE senior management, and we hope you
will take advantage of our willingness to share
with you.”

to read this article in its entirety, visit
ChiroEco.com/nbceforum

Source: national Board of chiropractic examiners,
nbce.org

I N D U S T R Y N E W S

PID sponsors chiropractic
mission trip to Guatemala
For the past 23 years, the non-profit Partners
in Development (PID) group has produced
successful medical mission trips to Haiti and
Guatemala. This year, for the first time, the
organization is sponsoring a chiropractic mission
trip to Guatemala.

Paul J. Weber, DC, MPH, was selected by PID
to head this mission, which will feature intensive
instruction in his Dynamic Movement Workshop,
a hands-on technique course he created.

The workshop focuses on the functional (as
opposed to the static) model of the spine. The
emphasis is on locating areas where there is a
lack of movement in the joints. The adjustment
of these restricted joints produces changes
everywhere within the musculoskeletal system.

The theme of the Workshop is “adjust ONE
unique area; feel the changes everywhere.”

For more information on this trip, visit
ChiroEco.com/guatemala.

Source: Partners in Development, pidonline.org

Markson Connection founder
passes torch of leadership
After 50 years of being a successful chiropractor,
and founder of The Masters Circle and The
Markson Connection, Larry Markson, DC,
thought it was time to retire.

However, after four months, Markson said he
began to go stir crazy. Therefore, he has “unretired,”
but passed the torch of leadership/ownership to
Rick Markson, DC, and Brett Axelrod, DC, under
the condition that he is allowed to “hang around.”

As such, he will be at each Markson Connection
tribal gathering, work with connection members
every other week via webcam, and continue to do
what he loves best of all, which is facilitate The
Cabin Experience.

His love for chiropractic and helping people
achieve greatness in practice and in their
personal lives was the catalyst that caused him
to continue. The Markson Connection is a unique
“tribe” of already successful chiropractors who
are determined to get to the next level — both
as practitioners and people. In the three years of
its existence, The Markson Connection can say
that its members have far exceeded initial
anticipation with regard to practice, personal,
and financial growth.

to read this article in its entirety, visit
ChiroEco.com/marksontribe.

Myo Technologies offers
microcurrent technology
to chiropractic community
Myo Technologies LLC announced that it will
expand its services to doctors of chiropractic. It
recently introduced Myotonology, marketed as
the only U.S. patented microcurrent skin toning
treatment and an affordable, non-surgical option
for skin rejuvenation and anti-aging.

The treatment complements chiropractic
and expands practice capabilities by offering
patients a non-invasive alternative to surgery as
part of chiropractic’s overall goal to restore and
optimize health.

“Myotonology and chiropractic work as
natural partners for patients seeking safer,
evidence-based care that fosters greater

wellness and overall self-esteem,” says Geoffrey
Ring, corporate training director of Myo
Technologies LLC, and a certified Myotonologist.
“A growing number of medical professionals and
consumers recognize the benefits of all-natural
alternatives to surgery and other aggressive
treatments.”

to learn more about this expansion, visit
ChiroEco.com/myotechnologies.

Source: Myo technologies llc, myoinc.com

H E A L T H N E W S

How oriental medicine
views a cold or flu
If you’re able to fend off a contagious cold or
flu, it may be because you have strong Wei Qi
(pronounced “way chee”), according to oriental
medicine experts. On the other hand, if you
seem to catch every virus going around, you
may have weak Wei Qi.

“Wei Qi is another way of referring to the
body’s immune system or first defense against
infection,” says Dr. Yihyun Kwon, a faculty
member in the acupuncture and oriental
medicine program at National University of
Health Sciences.

“Oriental medicine looks at respiratory
infections like a cold or flu a little bit differently
than western medicine,” says Kwon. “Good
health and resistance to colds and flu requires
a strong balance between the body’s internal
energy and its Wei Qi, or defense against
external pathogens.”

According to oriental medicine, each
individual’s energy profile is unique. A person’s
Wei Qi can have a particular weakness where
excess heat, cold, dampness, or dryness create an
imbalance in the body. Any one of these excesses
can act like a pathogen and make someone
more vulnerable to a cold or flu virus.

to read this article in its entirety, visit
ChiroEco.com/orientview.

Source: national university of Health Sciences,
nuhs.edu
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DiGeStive ProBleMS —
everyone HaS tHeM. In fact,
more than 60 million

Americans seek help from their
healthcare providers every year for
gastrointestinal woes.1 Millions of
others simply suffer in silence.

It’s little wonder that digestive
ailments are so common. The gastroin-
testinal (GI) tract is an intricate system
that runs from the mouth to the
rectum. It is responsible for breaking
down the foods we eat, extracting
nutrients, and eliminating toxins and
waste. Much of the body’s immune
system and the enteric nervous system
are also found in the gut.2,3 The gut-
associated lymphoid tissue (GALT) is
the largest immune organ in the body.

Potential threats to this complex
system can come from a variety of
factors, including food allergies, chronic
stress, exposure to contaminants, and
even the aging process. As people get
older, they produce less saliva, fewer
digestive enzymes, and lower levels of
gastric acid.

What’s more, the balance of
microflora in the aging gut often

becomes tipped in the direction of
less-favorable species. Taken together,
these factors slow the digestive process,
reduce the level of nutrients that are
absorbed, and can have far-reaching
effects throughout the body.

Without healthy GI function, it’s
impossible to have good overall health.
Poor digestion is ground zero for many
seemingly unrelated health problems,
including those involving immunity,
the skin, the cardiovascular system,
and the musculoskeletal system.4-7

Taking a proactive approach can
optimize digestion, restore gut health,
and resolve many digestive disorders
that can make patients miserable and
affect overall heath. The following six
principles, used either individually or
together, can target specific problems
or simply enhance digestive health.

Principle 1: Enhance food
breakdown
Optimal digestion requires healthy
amounts of the specific enzymes that
break down food. Without adequate
levels, food is not completely digested,
leaving the door open to digestive

discomfort, as well as nutritional
deficiencies that can contribute to
serious health problems.8,9

The three primary digestive enzymes
— protease, amylase, and lipase —
digest the three “macronutrients”:
Protease digests protein, amylase
digests carbohydrates, and lipase digests
fat. There are also secondary enzymes
— such as cellulase, lactase, sucrose,
maltase, and phytase — which are used
by the body to digest cellulose, sugars
(lactose, sucrose, and maltose), and
dietary phytates.10

A broad-spectrum enzyme
supplement taken immediately before,
during, or just after meals, helps
ensure the complete digestion of a
wide range of nutrients common in the
typical diet. These enzymes, when
derived from certain microbial and
plant sources, are acid-stable and active
throughout the pH range of the entire
GI tract (pancreatic enzymes, in
contrast, are more dependent on
certain intestinal pH conditions to be
activated). More complete digestion
means less likelihood of partially
undigested food, which can cause
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The good gut
These six principles
underpin digestive health.
BY JEREMY APPLETON, ND
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protein putrefaction, immune reactions, and chronic
inflammation in the gut.

Optimal digestion also requires sufficient hydrochloric
acid (HCl) in the stomach. Reduced levels, common in aged
individuals, can prevent the complete digestion of foods.
However, supplementing with betaine HCI can support
healthy stomach acidity, gastric function, and protein
digestion.11

Bile salts are another essential component of healthy
digestion. Low levels can result in the incomplete
emulsification and assimilation of dietary fats.
Supplementing with ox bile extract can help restore
healthful levels of bile salts and support digestion when
liver and gall bladder function are less than optimal.12

Principle 2: Support the stomach
The stomach’s mucosal lining protects delicate stomach
tissue from the highly acidic environment needed to properly
break down food and destroy harmful bacteria. To function
properly, the mucosal lining must remain intact. Yet, everyday
substances including the frequently used non-steroidal anti-
inflammatory drugs (NSAIDs) can compromise this
protective barrier.12 This may add to irritation when
consuming coffee and spicy or fried foods.

Deglycyrrhizinated licorice (DGL) can soothe the
discomfort and has been shown in several studies to support
a healthy mucosal lining by stimulating mucin production.13
Gamma-oryzanol, a compound derived from rice bran oil,
has also been shown to soothe stomach tissues in the
presence of stress.14

Principle 3: Restore intestinal mucosa
The intestinal tract also contains a protective barrier. This
epithelial lining, which is only one-cell deep, forms a
selectively permeable membrane that allows beneficial
nutrients to pass into the bloodstream while blocking the
absorption of potentially harmful agents. An overly
permeable intestinal barrier — commonly known as a
“leaky gut” — can lead to chronic inflammation affecting
the immune, cardiovascular, and other systems.15-18

Glutamine is a conditionally essential amino acid that
provides fuel for rapidly dividing enterocytes (the cells that
line the intestine). Because of this, supplementation has
been shown to enhance gut barrier integrity and reduce
permeability.19,20

Several other nutrients can help reinforce intestinal
mucosa, including the antioxidant quercetin, which has been
shown to enhance intestinal barrier function and promote
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tight junction regulation;21 N-acetyl-L-cysteine (NAC), a
precursor to glutathione that supports healthy intestinal
permeabilty;22 and N-acetyl D-glucosamine (NAG), which is
needed for the production of intestinal mucin.23

Principle 4: Fortify intestinal defenses
Even the healthiest digestive system is subject to constant
attack from harmful bacteria, toxins, and other foreign
invaders, making a strong intestinal defense system essential.
Research suggests that probiotics and certain botanicals and
nutrients can help strengthen and maintain gut defenses,
which benefits overall gastrointestinal health.

Three notable herbal compounds include berberine,
which modulates the bacterial balance in the gut and
supports a healthy intestinal barrier;24,25 goldenseal (which
contains berberine and hydrastine) has been found effective
against a wide range of harmful bacteria;26 and sweet
wormwood, an herb found to support healthy bacterial
balance due to its high artemisinin concentration.27

Principle 5: Promote detox and elimination
Regardless of how strong intestinal defenses are, they likely
can’t keep up with the sheer volume of toxins and contami-
nants most people are exposed to daily. Even simple activities
like grooming or eating may expose one to hundreds of
potentially harmful chemicals.

The body’s detoxification process is an elaborate
mechanism designed to eliminate both toxins from the
environment and those created within the body itself. The
liver is the main player in this process and is involved in
two sequential steps, referred to as Phase I and Phase II
detoxification pathways. Phase I involves making compounds
more water-soluble so they can be excreted in the urine.
During Phase II, toxins that cannot be made water-soluble
are conjugated (combined with carriers) for excretion in the
bile and feces.

Phase I and II detoxification pathways in the liver require
several cofactors and conjugating agents that are supplied by
the diet. Many of these can also be obtained by
supplementation.

Three in particular are extremely beneficial for supporting
Phase II detoxification, as well as healthy liver function. The
first, calcium D-glucarate, can be made by the body in small
amounts and is also found in many fruits and vegetables.28
When activated in the gut, it forms glucarolactone, a
powerful inhibitor of an enzyme called beta-glucuronidase,
which would otherwise be undoing some of the conjugating
activity of Phase II. Thus, calcium-D-glucarate helps prevent
the reabsorption of toxins into the bloodstream.29

The second is N-acetyl cysteine (NAC), a precursor to
glutathione that scavenges free radicals and supports the
elimination of toxins.30 Because it replenishes glutathione,
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NAC is also effective at preventing liver
damage.31 The third in this trio is milk
thistle, source of a well-researched
bioflavonoid called silymarin that
promotes detoxification.32

Silymarin is a powerful antioxidant
that lowers oxidative stress in the liver
and helps preserve glutathione.33,34
Used together, these three supplements
reinforce liver detoxification pathways,
which in turn supports overall health.

Principle 6: Re-establish
bacterial balance
In addition to efficient enzyme activity,
healthy digestive barrier function, and
strong detoxification processes, a
strong GI tract relies on more than 500
different bacteria. These bacteria —
collectively known as probiotics —
produce organic compounds including
lactic acid, hydrogen peroxide, and
acetic acid that increase the acidity of

the intestines and help guard against
harmful pathogens. They also aid in
the production of nutrients and
enzymes, support a strong immune
system, help maintain a healthy balance
of bacteria and yeast, enhance skin
health, promote normal intestinal
permeability, and support a healthy
balance of inflammatory mediators in
the gut and throughout the body.35,36

Good health depends on maintaining
a ratio that favors beneficial microorgan-
isms over less desirable ones. Yet aging,
poor diet, stress, travel, and exposure to
antibiotics can upset this balance.37-39

Restoring healthy microflora can be
accomplished by taking a probiotic
supplement containing selected
human strains of Lactobacillus and
Bifidobacteria. Lactobacilli are the
primary type of probiotic bacteria
residing in the small intestine, while
bifidobacteria primarily inhabit the
large intestine. Together, these and
other probiotics can restore a healthy
balance of beneficial microflora for a
more harmonious balance.

Digestive health goes far beyond
simple stomach upset. Poor gastroin-
testinal health can undermine the
quality of life, compromise immunity,
prevent efficient detoxification, and
contribute to a wide variety of systemic
health conditions. By following the six
basic principles given above, proactively
or after problems arise, digestive health
can be restored and overall health and
well-being enhanced.

JEREMY APPLETON, ND, serves
on the editorial board of
Integrative Medicine: A Clinician’s
Journal as well as on Integrative
Therapeutics’ Medical Advisory

board. In his capacity as director of scientific
affairs at Integrative Therapeutics, Appleton
develops professional education resources,
advises on the development of new products,
and conducts educational seminars and
clinical rounds for the medical community. He
can be contacted through integrativeinc.com.

to view the references to this article, visit
chiroeco.com/appletonref.
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it’S SurPriSinG How Few PeoPle

can anSwer tHe FollowinG

queStion: “What do you have to
see before you know what to do?”

The answer is simple: A deviation
from normal. And once you’ve found
the cause of the deviation, the
treatment becomes obvious.

While the answer is simple, putting
it into practice is not. The body always
compensates for stress, and unless you
carefully examine the causes, you may
see only the compensation. Healthcare
providers, it seems, only treat one
condition: stress.

The body must maintain itself
against gravity, and it must maintain
the extracellular fluid within relatively
narrow limits of temperature, pH,
volume, and concentration of dissolved
substances.

The body must likewise respond to
any stimulus that threatens any of
these factors. Often, this is done at the
subconscious or autonomic level. If the
stimulus is too strong or lasts too long,
the body must rely on whatever

compensatory action it can take.
In the 1950s, Hans Selye, MD,

studied how stress affects the human
body. His studies can be summarized
as follows: The body responds
physiologically to any form of stress
exactly the same way, whether that
stress comes from a mechanical,
chemical, or emotional source.

The following table shows the
various stages of reaction through
which the body progresses if the

stimulus is not removed.
The following quote is taken from

Selye’s book titled The Stress of Life:
Apparently, disease is not just suffering,
but a fight to maintain the homeostatic
balance of our tissues, despite damage.
Could all this vagueness be somehow
translated into the precise terms of
modern science? Could it point a way
to explore whether or not there is some
nonspecific defense system built into
our body, a mechanism to fight any
kind of disease? Could it lead us to a
unified theory of disease?
To improve your clinical results and

gain more patient referrals, turn your
attention back to your basic science
education and chiropractic philosophy.
After all, chiropractors are unique in
that they consider both structure and
visceral function every time they
examine or treat a patient.

The body employs its nervous
system to connect its anatomical and
physiological functions. Any deviation
from normal in either system results in
muscle contraction, which leads to loss

TH
IN

KS
TO

C
K

Treat one condition:
stress
Because stress is at the root of
almost all health imbalances,
it’s important to treat its cause,
not its symptoms.
BY HOWARD F. LOOMIS JR . , DC

Selye’s General
Adaptation Syndrome

Stimulus/alarm

Resistance Healthcare

Compensation

Exhaustion and the
appearance of symptoms

Disease

Degeneration Sickcare

Death
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of joint mobility, misalignments, and
subluxations.

Basic premise
Many times, visceral dysfunctions
perpetuate and prevent correction of
structural problems. Finding these
seemingly hidden causes will help lead
to improved clinical results and
increased referrals.

Both visceral and structural dysfunc-
tions produce muscle contraction and
loss of range of motion. As a chiro-
practor, your purpose is to determine
the cause. Once the cause is known, the
treatment becomes obvious.

Consider stress as a specific physio-
logic cascade of events that are set in
motion whenever the brain must direct
its autonomic nervous system and
endocrine system to respond to stress,
be it from a mechanical/structural,
nutritional/chemical, or emotional
source.

Most of your patients are in some
phase of stress because it is the cause
of all symptoms. Therefore, you can
state that all symptoms originate from
three sources, musculoskeletal, visceral,
or neurological dysfunction.

From a chiropractic viewpoint, the
body’s first response to stress is muscle
contraction and visceral organs share
neurological innervation with muscles.
In fact, muscle contraction occurs and
can be readily palpated before symp-
toms manifest.

Yet, most practitioners concentrate
on the therapeutic measures to relieve
the symptoms and do not attempt to
find the cause.

There is a cascade of physiological
events that occurs when the body
responds to stress.

You are taught the body’s reaction to
acute stress — the response of the
sympathetic system.

Yet that cascade is second to the
body’s awareness that it does not have
adequate glucose for energy
production to meet the stress. That
realization triggers the sympathetic

“fight-or-flight” mechanism.
When needed, large portions of the

sympathetic nervous system discharge
at the same time and enable the body
to dramatically increase muscle activity
in many different ways. The sympa-
thetic system also is strongly activated
in many emotional states.
For example: In the state of rage,

which is elicited mainly by stimulating
the hypothalamus, signals are trans-
mitted downward through the reticular
formation and spinal cord to cause
massive sympathetic discharge and all
of the sympathetic events listed above
ensue immediately.

That describes acute stress. The
slower acting endocrine system is also
activated and becomes more involved
with chronic stress. The sum of effects
permits the person to perform far
more strenuous physical activity than
would otherwise be possible — but
for how long?
�Increased glycolysis in muscle and
increased muscle strength

�Increased arterial pressure
�Increased rates of cellular metabolism
throughout the body

�Increased blood flow to active
muscles combined with decreased
blood flow to organs that are not
needed for rapid activity

�Increased blood glucose
concentration

�Increased mental activity
�Increased blood clotting ability

The possibilities for this profession
to play a key role in the treatment of
chronic stress are enormous and
should be further examined.

HOWARD F. LOOMIS JR., DC, is
a 1967 graduate of Logan College
of Chiropractic. He ran an active
general practice in Missouri for 25
years. He is a member of the

postgraduate faculty at Logan and is the
founder and president of Enzyme Formulations
Inc. and the Loomis Institute of Enzyme
Nutrition. He can be reached at 800-662-
2630 or through loomisenzymes.com.
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wHile tHere are Many

coMPonentS oF a

SucceSSFul Practice, it can
be argued that the three most
important elements are:
�The process of acquiring new
patients,

�Patient compliance and the
frequency treated, and

�Average cost per visit and for services
rendered.

There is also the satisfaction of
delivering the best patient care possible.
This is why you love your chiropractic
technique of choice. While mailing to
lists of potential patients may get a few
referrals a month, this effort alone
will usually not make for a thriving
practice. An integrated practice, on the
other hand, provides a more compre-
hensive approach to care that not only
allows a practice to flourish but can
also save lives.

In 2010, on referral from her
physician, Jennifer, a middle-aged,
athletic, and healthy-appearing patient
visited a chiropractor and presented
with head and neck pain. Two days
prior she had been seen in the ER with
a severe headache. After a head CT
was shown to be negative for pathology,
and in the absence of a fever, she was
discharged to her primary care
physician, who in turn referred her to
an integrated practice for therapy.

During the patient’s assessment, a
physical therapist found it difficult to
exacerbate the patient’s pain, only
noting diffuse trigger points present
along her neck. There was, however, an
enlarged lymph node.

As things were not adding up, the
practice MD was asked to conduct an
evaluation. Diagnostic ultrasound was

performed on the neck region and
compared anatomically to the CT taken
in the ER two days prior. The lymph
node was not viewed on the CT scan,
so Jennifer was sent back to the ER to
have a CT with contrast right away.

A raging infection encapsulated in a
cyst was discovered, and was positioned
to rupture into the C2 neural foramen.
A few hours later, the patient’s husband
informed the practice that his wife’s
surgery had been successful, and he
was elated that her life had been saved.

The surgeon told him that the cyst
would have likely ruptured within
hours, causing paralysis or possibly

death. If the providers in the integrated
clinic had not been working together,
the results might not have been so
positive.

Better practices, better outcomes
It is common for patients with subtly
dangerous conditions to walk into every
doctor’s office. Do they all receive proper
diagnosis and treatment? Would a team
of doctors working together do a better
job? The numbers suggest so, as seen in
institutions like the Mayo Clinic.

For a practice to manage a large
population, it must have proper
systems in place. Integration can be the

Integration justification
The future of chiropractic may lie in collaborative relationships.
BY MAYER GREEN, DC
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ideal route for a practice to achieve
these outcomes. It is a wonderful
feeling to walk into a busy practice,
bustling with patients with a wide
range of conditions, and see them
improve daily. This equates to a truly
healthy practice — both clinically and
financially.

When you are able to effectively
co-manage common musculoskeletal
ailments alongside other medical
professionals, your potential to gain
new patients increases dramatically.

If your clinic takes on the challenge
of developing into a multispecialty
practice, it needs to successfully reach
out to the surrounding medical
community for referrals. New patients
will usually be eager to see if an
integrated team can help them.

Not only will the numbers of new
patients likely increase, but patient
compliance improves also, and the end
result is more positive patient outcomes.
Patients know the care they are receiving
is the most expeditious, compre-
hensive, and prudent available.

A glimpse of the future
Looking forward 10 years, it’s likely
you’ll see growth and integration on a
scale never before realized.

Chiropractors who are able to
properly reach out to physicians will
successfully build relationships in the
medical community.

If 1,000 chiropractors meet their
medical colleagues in their area, they
stand to receive thousands of new
patient referrals. As this happens, the
work of chiropractors will slowly root
and succeed in seeing more patients
than ever before.

MAYER GREEN, DC, is a director
at Silver SpringMedical Center, a
multispecialty physical medicine
clinic in Silver Spring, Md., as well
as the co-founder of Endless MD

Referrals, a company that strives to enhance
chiropractor-to-physician relationships. He
can be reached at 240-482-7068 or
mayergreendc@gmail.com.
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tHe terM “MeDical neceSSity,”
in its original sense, was coined
to ensure that hospitals and

providers were getting paid. Now it is
mostly used to limit coverage due to
rising healthcare costs; increased
litigation between patients, payers, and
providers; and increases in the cost of
experimental medical procedures.

Early on when a physician deemed a
treatment or procedure medically
necessary the payer typically did not
question the doctor’s clinical opinion.
After all, it should be the doctor’s
medical judgment to drive a patient’s
treatment plan, not the responsibility
to legally prove what is and is not
medically necessary.

Today, members of the medical
profession must legally prove that their
clinical judgment with respect to how

a patient can be helped is reasonable
and necessary. The Center for Medicare
and Medicaid Services (CMS) has
established the following definition of
medical necessity under the Social
Security Act:
[No] Medicare payment shall be
made for items or services that are
not reasonable and necessary for the
diagnosis or treatment of illness or
injury or to improve the functioning
of a malformed body member.
But even under this definition there

is still room for misinterpretation. And
medical necessity alone does not get
the doctor paid. There are also local
and national coverage rules that limit
coverage further.

So what does that mean for today
and the near future?

Proving medical necessity in today’s

marketplace requires doctors to
document functional improvement in
order to get patient visits approved. As
long as you can prove that there is
improvement in the functioning of the
malformed body member under your
treatment, you can keep treating.

According to Gregg Friedman, DC,
“National guidelines, which are used in
many states, say that ‘If the patient
does not show objective improvement
in any two successive, two-week periods,
referral is indicated.’ When they say
‘objective,’ they mean ‘measurable.’ As
long as we can show measurable
improvement every two weeks, we are
justified to continue treating.”

So how do you do it?
One way to show measurable

improvement is by using outcome
assessment tools, such as outcomes

Medical necessity
The need to demonstrate objective improvement is greater than ever before.
BY DANIELA BIRKELBACH
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assessment questionnaires and
functional testing. All outcome tools
can be classified as either subjective or
objective, and there are objective tools
available for all physicians — including
chiropractors.

Objectively measuring progress is a

fundamental way to prove medical
necessity. After all if you can prove that
a treatment is helping a patient, it
makes sense for a payer to allow that
treatment and pay for it.

With the continued trend toward
more managed care organizations and

fewer funds available to pay out, in
general payers will want to see
outcomes assessments that cannot be
manipulated by patient or doctor (i.e.,
objective findings), or documented
improvement in the patient’s function.

Among the objective tools you can
employ are range-of-motion (ROM)
and strength/endurance testing. It is
relatively simple to test and retest with
these outcomes-based tests measuring
devices, making them helpful in
proving medical necessity.

Performing the same set of tests on
a patient every two to four weeks gives
you solid numbers that demonstrate
whether your clinical judgment on
treatment choices is actually improving
the patient’s condition. (Note that if
there is no marked improvement with
your prescribed treatment, the insurance
adjuster can rightfully argue in the
absence of documented necessity and
improvement, the patient should

Objective measurement testing tools
Manual devices—e.g. goniometer
Pros: Low cost, commonly used, taught in many schools
cons: Cumbersome, time-consuming, potential for human error, non-
standardized reports

Digital devices—digital readout on dial, not computerized
Pros: Lower price than computerized systems, easy to use, objective readings
cons: Manually record or manually download readings, time-consuming,
potential for human error, non-standardized reports

Computerized ROM and strength testing
Pros: Objective documentation, track progress automatically, quick testing and
retesting, standardized reports
cons: Higher cost
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perhaps be referred.)
There are multiple tools available to

perform ROM and strength testing.
There are manual and subjective ways
to test for ROM and strength/endurance
through manual evaluation, but these
don’t offer the same benefits of
objective measurements.

The devices available range from
mechanical to digital to fully
computerized systems. You can use
hand-held devices with analog dials to
automated systems that do all the
calculations, or even use tools that
include sEMG.

Bear in mind that one solution does
not fit all. It’s up to you to weigh the
potential benefits and drawbacks each
system offers for your practice.

Accuracy, quality of reports,
simplicity of use, time savings, and
price all factor into a decision. Would a
quick, objective way to conduct a
functional test and the ability to easily

retest your patients be worth the
investment? What if the system could
automatically print a fully formatted
report? What effect would those
reports have on your billing if they
helped prove medical necessity and
secure additional approved treatments,
all at the click of a button?

The meaning of medical necessity
has changed in the last 80 years. It’s
likely the trend toward objective
measurements will grow in tandem
with the continued rise in healthcare
costs. Consider adding tools to your
practice that can objectively record
improvement in function as a direct
result of your treatment.

DANIELA BIRKELBACH is
the founder and owner of
Kennebec Inc., makers of the
Proof Preferred system. She can
be contacted at 412-278-2040,

sales@proofpreferred.com, or through
proofpreferred.com.

Quick Tip
Family affair
Somepractices feature a “kids board”
that shows children receiving care. An
alternative idea is to put up a “healthy
generations” boardwith pictures of
entire families, including grandparents
and great-grandparents, who are
patients.

Your healthy-generations display will
attract interest from patients of all
ages andwork to generate an
increase in referrals with almost no
cost to you, simply by reminding your
current patients that chiropractic can
benefit the entire family.

Source: Eric Plasker, DC
The Family Practice Inc.

thefamilypractice.net or 866-532-3327
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As DelRae Messer,
DC, recalls, she
started getting
frequent migraines

while still in chiropractic
school. She was often
extremely fatigued, gaining
weight for unknown reasons,
and had difficulty with
digestion.

“I had always been very healthy and
had lots of energy,” she says. “Blood
tests and X-rays were negative.
Specialists either prescribed pills or
told me it was all in my head.”

Fortunately, Messer eventually found
one doctor who could get to the root
of her ailments. A specialist in cellular
toxicity, he explained that environmental
toxins were causing her symptoms. In
her case, the problem was the black
mold that was prevalent in her home.

“I got my life back by being on the
right wellness program,” Messer says,
recalling the relief she experienced
from the curing of her symptoms.
With her life turned around, Messer
found her passion for educating people
on how toxicity can negatively impact
their health.

After practicing general chiropractic
care for five years, she opened a specialty
practice on detox and weight loss in an
integrative health-and-wellness center.
“I wanted to help people who couldn’t
otherwise get answers to their health
problems,” she says.

Selecting your specialty
In the case of Messer, who is CrossFit
certified, becoming a detox and
weight-loss specialist was an obvious
choice given her personal journey back
to health.

“If you like what you do, it won’t
seem like work and you can become
naturally good at it,” says Tory Robson,
DC, DAAMLP, director of Winner’s
Edge Chiropractic Consulting.
Robson’s practice specializes in
personal injury.

Choices for a specialty practice are
typically centered on a specific
technique or market. Some options
include pediatrics, geriatrics, particular
health conditions, specific injuries
(such as those related to sports),
vehicle or work accidents, nutrition,
weight loss, fitness, neurology,
neuropathy, and orthopedics.

As with Messer, Robson’s specialty
chose him as well. “I had built a
practice that saw more than 100
patients a day,” he says. “More than
one-third of my patients had injuries
that were either work or vehicle
related. I became good at helping this
particular population, but I wanted to
become even better so I pursued
advanced training in this area. As a
result, even more people with injuries
wanted to see me.”

John Hayes, Jr.,DC, DABCO, CEO
of NeuropathyDR, had worked 28
years as a chiropractic orthopedist and
nutritionist when he became committed
to finding help for a relative with
diabetic neuropathy.

To accomplish this goal, Hayes did a
tremendous amount of research. He
worked with medical device inventors
and manufacturers to create a treatment
protocol with multiple components.

Ultimately, he developed a
trademarked treatment system and
techniques in 2008, and now sells a
line of devices to help treat neuropathy
and chronic pain patients. “Before that,
there was no effective systematic
clinical treatment for peripheral

It isn’t easy to focus on a niche clientele, but great
rewards are available to those who crack the code.
BY KAREN APPOLD

The secrets of
specialty practice
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neuropathy,” Hayes says.
“I was astounded, not only with the

results, but with how many people
responded to notices that we now had
powerful, effective care for a condition
that devastates the health and well-
being of more than 20 million
Americans,” Hayes says.

Location considerations
When looking to open a specialty
practice, consider a number of factors.
For example: Locate your practice
where there are enough clients who
need your services. “Live where you
want to live, and practice where it’s
best to have your practice,” Robson
advises. “Entrepreneurs who open a
McDonald’s franchise put it where the
highest concentration of people live
and work, not out in the country.”

“To make sure the demographics
are a good fit, do market research,”
Messer says.
For example: If you want to open a

practice for workers’ compensation
cases, “a good place to do so is around
the courthouses in your neighbor-
hood,” says Glen David, owner of
Davlen Design.
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Your realtor may also be able to provide you with a
property’s demographics, David says. You can visit sites like
Loopnet.com, for instance, to get details of demographics,
income averages, property values, etc., in a particular area
for a small fee.

Hayes advises people who want to open his licensed clinics
to locate them in wealthier communities where patients are
willing to self-pay. “Reimbursement can be more challenging
than a regular chiropractic office,” he says.

You’ll also want to commit to being well educated in your
specialty and continue to stay up-to-date on advances in your
field. “Special education makes you more credible in the
eyes of the general public,” Messer says.

“Don’t get lazy or cheap on training,” Robson adds. “Decide
to be an expert; don’t just dabble in it. You want to best serve
your patients, so build a great reputation that will garner
referrals so you can grow. School is never out for the pro.
Use coaches and consultants,” Robson continues. “Don’t
waste time and money reinventing the wheel on your own.”

To find a consultant who is a good fit, he advises finding
chiropractors in your specialty area who are already running
a successful practice. Then ask them for referrals. “Choose
the one who you feel naturally in sync with or resonate
with,” he says.

Robson encourages developing a good working relationship
with medical professionals. “Any time you see a new patient,
ask who their primary-care physician is,” he says. “Then send
that physician a note stating that you are treating their patient
and that you will send them updated reports.”

Another way to make connections with area medical
professionals is to refer your patients to them. “Be the first
one to make the referral,” says Robson, who refers accident
victims to orthopedists, neurologists, dentists, and psychol-
ogists for additional care as needed. “Then drop their
physician a note stating that you welcome any patient with a

Meet the experts
DelraeMesser, DC, owner of Delrae Detox,
certified CrossFit trainer in Tampa, Fla.
drdelraedetox.com

Tory Robson,DC, DAAMLP, director ofWinner’s
Edge Chiropractic Consulting in Minneapolis
winnersedgeconsulting.com

John Hayes, Jr.,DC, MS, DABCO, CEO of
NeuropathyDR in Nantucket Island, Mass.
johnhayesjr.com

Glen David, owner of Davlen Design in
Mooresville, N.C.
davlendesign.com



CH I RO E CO . COM MARCH 1 5 , 2 0 1 3 • CH I RO P RACT I C E CONOM I C S ��

particular condition, and that they will be well taken care
of.” These same professionals often refer clients to Robson.

Messer has developed relationships with medical profes-
sionals through networking. “Attending networking events
and seminars with different kinds of medical professionals
and starting a dialogue with them on how to provide the
best integrated care possible for patients has generated
referrals and given me a good reputation among other
healthcare professionals,” she says.

But David advises being careful about opening a free-
standing niche practice from the get-go. Rather, starting a
subspecialty within a general practice makes you much
more attractive to more of your neighborhood. If only 3
percent of Americans go to a chiropractor and you begin by
only catering to a subspecialty, you will shrink your patient
base to a much smaller target market, he says.

Robson, on the other hand, wouldn’t necessarily discourage
a doctor from starting a specialty practice right out of college.
“If a doctor is excited about digging into a specialty and is
confident in his abilities, then he is beautifully positioned
for success,” he says.

Design to succeed
When opening a specialty practice, ensure that it is properly
equipped for your type of specialty care. “Your office needs
to look, smell, and feel like the very thing that you specialize
in,” Robson says. “When someone walks into Starbucks,
they certainly don’t have to wonder if they sell coffee.”
For example: If you have a pediatrics practice, decorate it

with kids in mind. Have play areas and artwork that appeals
to children, Robson says. You’ll also want equipment specific
for treating kids.

If you have a wealthy clientele, have fine furnishings and
incorporate marble and granite into your décor. “Provide a
first impression that is above what your patients expect,”
David suggests.

But be careful not to rent more space than necessary,
which can blow your budget. “The smart way is to get less
space and use every square inch of it,” David says. “That
could save you $10,000 to $20,000 per year without limiting
your growth.”

Advantages abound
There are some significant advantages to being a specialist
rather than a generalist. As a specialist, you can help patients
when no one else can. In some cases, these patients will be
seriously ill. Treating them “can be both professionally and
personally rewarding,” Hayes says.

You should also expect to garner greater financial rewards
because, as a rule, specialists are paid better than generalists.
As a specialist, you will most likely experience greater job
security than a generalist. “By putting in the time, effort,



�� CH I RO P RACT I C E CONOM I C S • MARCH 1 5 , 2 0 1 3 CH I RO E CO . COM

and energy, you will create a career for
the long term,” Robson says.

In addition, marketing a specialty
practice should be easier and most
likely will reap greater rewards. “As a
generalist-turned-specialist, I’ve found
that marketing is so much easier,”
Messer says. “When people know what
you’re about and what you do, they
know they can come to you for specific
reasons and refer friends and family
that have those same problems. You
can save money on marketing if you
know your target audience.” A Jack or
Jane of all trades can’t possibly market
to everyone.

Messer advises keeping your
marketing content fresh. “I constantly
need to update my marketing efforts
and reinvent myself in an effort to
appeal to new potential clientele,” she
says. “One way I achieve this is by
keeping abreast of recent research.”

Make sure that all your marketing

efforts are tied together. “Consistency
and connectivity are key,” Messer says.
“All pieces of the puzzle should work
synergistically to get the best results.”

Challenges to confront
You need a sound business model for a
specialty practice to survive, David
says. Again, lean on the expertise of a
chiropractic consultant or coach when
creating this type of practice. The good
news, according to David, is that 80
percent of specialty practices survive.

Any chiropractor, whether a
generalist or specialist, needs to be a
master of three things, Robson says.
These include being
�a marketer and promoter of
chiropractic

�a doctor of chiropractic
�a business person

But as a specialist, you really need to
excel in certain areas. Hayes believes

that a specialist must have superb
organizational skills. “You have to
consider every detail, from how your
secretary answers the phone to how he
or she handles prospective and new
patients.”
For example: Your staff needs to

explicitly understand what you do. “In
some cases, patients will seek help with
a problem that they didn’t know a
chiropractor could address,” Hayes
says. Instruct your staff not to make
promises that you can’t keep. Make
sure that patients understand if and
how insurance will be used.

Excellent communications skills are
critical as you convey the benefits of
care. “If a doctor can’t convey this, you
won’t be able to sell patients on your
treatment system,” Hayes says.

Good patient selection criteria are
also key. “Don’t make the mistake of
thinking that you can accept every
patient who presents to you,” Hayes
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continues. “Some have financial,
psychological, or attitude issues that
won’t make them a good fit for your
practice.”

Hayes has seen a few of his formerly
licensed clinics fail due to a poor
implementation of systems, such as
proper patient intake, proper patient
qualification, proper marketing, and
using tried-and-true treatment
techniques.

From a logistics perspective,
opening a specialty practice requires a
greater outlay of time and money than
a general practice. “The higher up the
ladder you go, the better regarded an
expert you will be and the more time
you will need to invest in yourself and
your improvement,” Hayes says.

As you can see, establishing a
specialized practice isn’t something to
do lightly, as it requires a greater

commitment (and concomitant risk)
on your part. But with the right
attitude, expectations, and sufficient
preparations, however, you can make it
work — and spectacularly so.

KAREN APPOLD, an editorial
consultant in Royersford, Pa., is
dedicated to regular chiropractic
care. She has been the president
ofWrite Now Services, which

offers writing, editing, and proofreading since
2003. Her experience includes chiropractic
marketing. She can be reached at 610-812-
3040, kappold@msn.com, or through
WriteNowServices.com.

Quick Tip
Dealing with stress
In small doses, stress is normal. But
chronic stress can cause anxiety,
depression, and serious health
problems. The following strategies
may help you and your patients.

Positive outlook: “Adopting the right
attitude can convert a negative
stress into positive,” says Hans
Selye, MD, stress theory pioneer.

Get out and enjoy nature:While
modern civilization has made our
livesmore convenient, it has deprived
us of a connection with nature.
Studies show that interacting with
nature can help lessen the effects of
stress on the nervous system.

“Smell the roses” for better mood:
Aromatherapy, or smelling essential
plant oils, is a complementary
therapy for managing chronic pain,
depression, anxiety, insomnia, and
stress-related disorders.

Laugh it off:Humor relieves stress
and anxiety and prevents depression.
Laughter can help boost the immune
system, increase pain tolerance,
enhance mood and creativity, and
lower blood pressure.

Source: American Chiropractic Association
acatoday.org
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DiD you know tHat MoSt

PeoPle Make BuyinG DeciSionS

based on emotions and then
back those decisions up with facts?
Whether you are selling a product, a
service, or an idea, speaking to a
prospect’s emotions will increase your
connection to them and ultimately
increase your sales.

One of the best ways to to connect
with a prospect emotionally is through
stories about people similar to them.
That’s because when people connect to
the characters in your story they
connect with you, and when that
happens they are much more likely to
work with you.

Now you may be thinking, “What
about the facts — aren’t those important
too?” Yes. But facts and figures alone
don’t have a lot of resonance and they

can be boring.
To make a connection with your

listener, put your facts into the context
of a story and let the story anchor your
facts in the listener’s mind. Do this in
your next presentation and you’ll make
a deeper connection with your
audience. Bottom line: When giving a
presentation, remember the adage,
“Facts tell, but stories sell.”

You’ve known the experience of
listening to someone tell a story that
rambles with no clear point. The
mistake such speakers make is that
their stories aren’t following a structure.

Then, now, and how
In business presentations, it’s critical to
plan your stories in advance and
structure them for maximum impact.
One of the best structures you can use

in any sales situation (and yes,
converting listeners into patients is
sales) is what world-class speaking
coaches call the “then, now, and how”
formula. The following “then, now, and
how” story will serve as an example.

Then:Matt and Becky have owned a
clinic for three years. For the first two
years they were struggling. At the time,
Becky said “We’ve peaked out at about
40 to 50 patients a week. No matter
what we do, the numbers aren’t
changing, and we’re spending more
time and money on marketing than
anything else.”

Becky remembers saying to Matt, “I
wish we were spending as much time
treating patients as we are trying to get
them in the door.” They were doing
screenings, giving any talks they could,

Tell it to sell it
Mastering this narrative technique will improve
your conversion rate during presentations.
BY DEIRDRE VAN NEST
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sending out postcards, door hangers — you name it, they
probably tried it.

Asked about the talks, Becky said, “We realize that giving
public talks can be effective marketing, however we always
leave them feeling discouraged and drained, practically
needing a nap.” They were getting these results because they
didn’t have a clear structure for their talks, so there was little
audience participation and their typical closing rate was
never more than 10 percent.

They had heard, as have you, that talks are a great way to
bring in patients. But Becky said, “We feel like we are on the
outside of some insider secret.”

Now: Fast forward a year: Matt and Becky now walk into
every talk full of confidence and walk out feeling energized.
As Becky tells it, “We’re energized because we know exactly
what we are going to say, the audience participates, and we
typically close 25 percent or more of the room. We even had
one talk where we walked away with more than 100 new
patients all signed up and paid! This changed our practice
almost overnight.

Curious about what made the difference?

How: Asked about the change for the better, Becky explained
that it involved learning the right process for designing and
delivering presentations.

Understanding each piece will help you create your own
story.

1. Your then story should be about something bad. It
should either be something your client can relate to or be a
situation your client never wants to be in.

2. Your now story should be strongly positive. The now
part should demonstrate the results your prospect wants to
achieve.

Be sure your then and now stories each have a few layers
of detail. This will give your listener a picture of who your
characters are and what they were going through.

Notice in the then example above there are details about
the challenges Matt and Becky had with giving presentations.
This escalates the sense of conflict. In the following now
story are details that reveal the change from then to now.
Note: Don’t give so many details that you confuse the
listeners, or make the story too long. Most importantly,
make sure all of the details of your story are true.

3. Your how story is about your service or product. Note
that the how is not you. This is because it’s easier to buy into
a product or a repeatable and proven process than it is to
buy into a person.

You may think that you don’t have a process, but you
assuredly do. Just think of the steps you go through when
you treat someone — that is your process. All you need to
do now is call it something. For example: You might talk
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about how effective your signature
adjustment is with your patients, not
how great you are.

Talking about your process and how
effective it is probably won’t bother
people, but if you start talking about
how great you are, you will likely turn
some listeners off. By selling your
process you are indirectly selling
yourself in a way that doesn’t sound or
feel pushy.

A key factor in using this formula is
making sure you use it in the “then,
now, and how” order. Many people tell
stories but put the “how” in the
middle. This misses an opportunity.
Instead, if you put the “how” last you
pique the listener’s curiosity. What’s
more, people tend to remember the
first and last things they hear.

To start, make a list of the most
common reasons patients work with

you. Then for each reason listed, choose
a patient who had great results by using
your services. The more dramatic the
outcome the better. Next, jot down
several details about the patient for each
of the “then” and “now” stories.

Now decide what to call your “how”
and turn the three parts into a cohesive
story. The next time you present or meet
with a patient, engage your listener with
a “then, now, and how” story relevant to
their situation. Chance are you’ll see
your conversion rate improve.

DEIRDRE VAN NEST is a
certified world class speaking
coach and co-founder of the
Speak and Get Patients practice
growing system for chiropractors.

She specializes in practice building through
lunch-and-learns. For a free copy of 26 Tips to
Speak and Get Patients and receive a cold
calling script for booking high quality talks,
visit speakandgetpatients.com/gift.

Quick Tip
Benefits of olive oil
Olive oil is healthier than the typical
fat added to commercial foods.
It contains a high proportion of
antioxidants, particularly
polyphenols, which have powerful
anti-inflammatory properties.

One of the polyphenols, hydroxy-
tyrosol, protects blood vessel walls.
Also, olive oil differs from
commercial cooking oils as about
75 percent of the fat is oleic acid, a
monounsaturated omega-9 fatty
acid — and that's a good thing.

Other oils with lower monounsat-
urated content are higher in omega-
6 fatty acids, high consumption of
which causes a build-up of harmful
non-esterified fatty acids (NEFAs).
NEFAs in the blood are associated
with sudden heart attacks.

Source: The Baseline of Health Foundation
JonBarron.org
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MoSt DoctorS SPenD a

MaJority oF tHeir tiMe

workinG IN tHeir BuSineSS

but not enough time working on their
business. But it’s useful at times to take
a step outside and view your practice
as a business; so take off your doctor
hat and put on your business hat.

While chiropractic marketing is
rapidly changing and some of the old
reliable strategies are struggling to keep
pace, there is good news: There are still
ways to drive in high numbers of new
patients from external sources, if you
are willing to adapt and remain flexible.
Remember, businesses must be rein-
vented every five to seven years to
remain relevant.

The first step in reinventing your
practice marketing is to determine
where your current new patients are
coming from and how much you are
investing to attract them. A general
rule of thumb is to invest up to 10
percent of your case average to deliver

a new patient to your practice.
A reasonable goal is a $2,000 case

average over the patient’s lifetime
experience in your practice. This
would require investing up to $200 for
a new patient. (If your current case
average is $1,000, the maximum
amount would be $100.)

The biggest place where the average
practice can save marketing dollars is
on Yellow Pages ads. You’ll find that
many practices still have a Yellow Pages
ad, which costs roughly $200 per
month but only pulls in a new patient
every two or three months.

Going social
It would be better to take that $2,400
annual expense and reinvest it into an
upgraded website and social media
campaign. About half of chiropractic
practices have a Facebook page but
only a small percentage is active in
posting information and building their
lists of followers.

But the whole point of social media
is to expand your reach and impact
more prospective patients. Practices
that make a capital investment in a
quality website and take the time to
work on their social media have seen
increases in the range of five new
patients per month. With a $2,000 case
average, that equates to $120,000 in
new revenue.

Adding value
Ultimately, chiropractic isn’t very sexy.
It does not sell itself. If it did, you
would have a line out your door every
morning. You provide a compelling
service in your practice, but you might
not be maximizing your full potential.
For example: Consider adding massage
to your practice offerings.

If you currently do not provide
massage, would you consider adding it
if it could generate an additional 20
new patients a month? Most practices
that offer hour-long massages are only

Marketing, reinvented
The way you promote yourself and your
practice needs to grow and change with
the times, or you risk falling behind.
BY PETER J . DRUBIN
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earning a $15 to $20 in profit per hour, which from a
profitability standpoint is hardly even worth providing.

And that doesn’t include the time spent by a CA for
scheduling, laundry, and the rent allocated to the massage
room. The best way to make the massage department into a
profit center is to provide an hour-long massage and if the
massage client wishes, he or she is given the opportunity to
consult with you.

The conversion rate from massage client to new chiro-
practic patient ranges on average between 10 to 30 percent.
Using the lower number to be on the conservative side, if
you could render 10 one-hour massages and get at least one
new patient ($2,000 lifetime average) from it, how many
hours a week would you have massage running?

If you answered “as many hours as possible,” you are
correct. A licensed massage therapist working 30 hours a
week would generate about 12 new patients per month, or
$275,000 in revenue over those patients’ lifetime
engagement with your practice. Now what you’ve done is
taken a department that made you $10 an hour and turned
that into $175 an hour. That is maximizing your resources.

Action steps for reinventing your practice marketing:
1. Print out a new patient report dating back two years

that shows where your new patients came from, and see
how your phone book ad has performed. If it does not meet
the criteria given above for gauging profitability, get rid of it.

2. Make your website and social media work for you.
Having a website that drives new patients through your
door is priceless. Load your website with photos — there is
no excuse for having an “under construction” sign on your
virtual practice tour.

3. Get your massage therapists to be effective marketers
for you.

Marketing drives businesses and the future of marketing
is lead generation. Wouldn’t you prefer that a never-ending
stream of potential new patients walks through your door as
opposed to your standing at a screening all day? The world
of marking is changing rapidly. Make certain that you
capitalize on the change.

PETER J. DRUBIN, MBA, is with ProPractice Partners, a
practice-management consulting firm. A graduate of Zarb
School of Business at Hofstra University, he brings his
business management and coaching experience to help
doctors grow their businesses. He can be reached at 520-

575-0207, change@xmission.com, or through propracticepartners.com.

Marketing drives businesses
and the future of marketing is
lead generation.
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tHree eleMentS oF your

Practice FinanceS tHat are

key to your SucceSS are your
accounting methods, your budgets,
and your systems for embezzlement
prevention. The way you organize
these areas in large part determines the
value they provide to you.

Your practice’s daily business is
processed through your clinical
software (managing your accounts
receivable) and, hopefully, accounting
software (managing your accounts
payable). When back-to-back
accountability between these two
software programs exists, your
collections and income amounts
reported by both should be exactly the
same. Without this, they are nothing
more than two separate accounting
systems. Together, they function
dynamically for your practice,

providing you with measurements of
your business’s health.

But how do you make them work
together in a simple and easy-to-use
way? First, you need to evaluate some
key areas in your practice.

Income coming in
Your clinical software determines the
income received from patients, so have
you checked lately to verify that:
�the patient insurance information is
current?

�the insurance tables are correct?
�patient adjustments are being used
appropriately?

�the payment types (check, cash,
credit card payments, etc.) are being
designated correctly?

At the end of the day, a deposit
report is printed from the clinical

software. This lists the exact amount of
patient payments, and is broken into
payment types. A credit card batch
summary is printed from the credit
card machine after the last patient of
the day. The amounts stated on the
clinical report should match the credit
card batch summary.

Bank deposit slips are created daily,
at the end of the day, every day. These
include all the cash and checks received
from patients and insurance companies
for that day, and totals should also
match the deposit report.

Staple the batch summary and
deposit slip copy to the back of the
deposit report. Then three-hole punch
the deposit report and place it in a
binder, or scan the information and
store it on a server. The deposits from
these reports are then entered into the
accounting software as separate deposits

Who’s minding the store?
The way you organize your financial software can
have a major effect on the health of your practice.
BY SUSAN GUNN

TH
IN

KS
TO

C
K



�� CH I RO P RACT I C E CONOM I C S • MARCH 1 5 , 2 0 1 3 CH I RO E CO . COM

for the day — exactly as the deposits are actually made to the
bank (check, cash, credit card payments, etc.). These cannot
be lumped together as one day’s deposit in the accounting
software or it creates a reconciliation nightmare.

If the bank deposit does not go to the bank that day, keep
it in a secure location, locked in a desk drawer or an office
safe, not accessible by anyone except you. Be sure to include
a collections report from the practice software when you
give reports to your CPA for taxes, for another set of eyes to
help you evaluate.

Caution: Some doctors think that taking cash home from the
practice will lower their tax liability. When you are audited,
(not if, but when) the auditor will know how to use clinical
software and can easily create a report to verify your income.

To knowingly not declare your entire income is tax
evasion, which carries a fine and a sentence. And unethical
conduct speaks volumes to the staff. If you need cash, use
an ATM machine after the complete deposit has been made.

Outgo going out
Most likely, a practice with accounting software will only be
using a small portion of what it can do. But maximize that
portion by downloading credit card charges, paying vendors
through online banking, directly depositing paychecks
through assisted payroll, and more. The more you use your
accounting software, the more complete and up-to-date
your financial picture will be.

Keep a clear line between business and personal expenses.
If it is not a business expense (i.e., your CPA does not include
the transaction in your taxes), then resist the urge to keep it
in your accounting software. A business credit card is used
for business expenses. A personal credit card is used for
personal expenses.

If you undergo a tax audit, if any personal expenses are
co-mingled in your business accounting software, it will lead
the auditor to wonder if the business expenses listed are
truly business expenses, or if they are actually personal.

Bank and credit card accounts must be reconciled.
Otherwise, there is no accountability between the bank, the
credit card companies, and your practice. And this is so easy
to do with accounting software, especially if cleared
transactions are downloaded from your bank.

An important feature of accounting software is the ability
to generate an easy-to-understand chart of accounts, designed
for business understanding, not simply tax accounting.

MONEYMANAgEMENT

Themore you use your accounting
software, themore complete and up-
to-date your financial picture will be.
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You think with words, so avoid
financial terminology. Use words you
understand; keep them simple and
avoid accounting lingo. There is no
need to overcomplicate this area — the
goal is to understand your practice’s
financial health. If you do not under-
stand the reports, then it is time to
make some changes.

Review your profit-and-loss reports
diligently. Compare this report’s
income to the clinical software’s
collection report created for the same
period. Do patient collections from the
clinical software match the income
listed in the accounting software? Ask
yourself questions regarding expense
transactions. Do this month after
month and you will be the expert
regarding your practice.

Digital details
If your practice is going paperless
you’ll want to consider digitally

scanning bills from vendors. Keep
vendor invoices and receipts in digital
files. Create a folder on the server
called “Vendors” then create a folder
for each vendor. Scan and store invoices
and receipts by vendor, using the date
as the file name.

Download bank and credit card
statements and store them in
respective folders as well.

Though a flatbed scanner is
adequate for scanning your paper bills
and receipts, a desktop scanner, which
is designed solely for this purpose,
makes the process much easier.

For both your clinical and
accounting software, you should be the
only one who has the administrative
passwords. If you write them down,
keep them in a secure location.

One often-overlooked measure of
internal control is mail. Consider using
an offsite mailbox, accessible by you on
the way to or from the practice. This

way, before anyone else, you can view
what mail, including insurance checks
and patients payments, is being
received by the practice.

The payoff
Once organized, your practice finances
are actually easier to process, taking
less time out of your work week. The
big picture of your business is easier to
understand, giving you better opportu-
nities to make wiser choices for your
practice’s future.

Making business decisions based on
your financial information is business
intelligence.

SUSAN GUNN is a certified fraud
examiner, an Advanced
QuickBooks ProAdvisor, and has a
BA in psychology. Along with 16
years of practice consulting, she

has written 25 books for practices. She can be
reached through SusanGunnSolutions.com or
SolutionsForYourPractice.com.
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Chiropractic Economics is pleased to present the profession’s most comprehensive CE & Post grad Programs directory. The
information in the resource guide was obtained from questionnaires completed by the listed companies. Companies
highlighted in RED have an advertisement in this issue.

CE & Post Grad Programs

Abundant Health
916-725-3999
abundanthealth.com

Activator Methods Int’l
800-598-0224
activator.com

American Chiropractic Board
of Sports Physicians
712-362-8860
acbsp.com

American Chiropractic Neurology Board
254-773-2103
acnb.org

Amrex
310-527-6868
amrex-zetron.com

Anabolic Laboratories
800-445-6849
anaboliclabs.com

Apex EDI
800-840-9152
apexedi.com

Avicenna Laser Technology Inc.
888-284-5273
avicennalaser.com

Back To Basics Golf Academy
603-528-6200
backtobasicsgolfacademy.com

BioHealth Laboratory
800-570-2000
biodia.com

BioPharma Scientific LLC
877-772-4362
superfoodsolution.com

Biotics Research
800-231-5777
bioticsresearch.com

BodyZone.com
770-922-0700
bodyzone.com

Breakthrough Coaching
800-723-8423
mybreakthrough.com

Bryanne Enterprises Inc.
877-279-2663
bryanne.com

Business Industrial
Chiropractic Services
404-518-4338
bics2020.com

California Chiropractic Association
916-648-2727
calchiro.org

California College of Natural Medicine
800-421-5027
cconm.com

Canadian Memorial Chiropractic College
416-482-2340
cmcc.ca

Catchfire Coaching
817-939-8435
catchfirecoaching.com

Cert Health Sciences
866-990-4444
spinemed.com

Cessna Consulting
800-548-3141
cessnaconsulting.com

Chiro-Manis Inc.
800-441-5571
chiromanis.com

ChiroCredit.com
860-463-9003
chirocredit.com

Chiroschool.com
707-927-4611
chiroschool.com

Cleveland Chiropractic College
913-234-0600
cleveland.edu

ConCentro Laboratories LLC
520-876-0308
neuropathyniche.com

Concept Therapy Institute
210-698-2254
zonedoctors.com

Council on Extremity Adjusting
208-375-7431
kevinhearon.com

D’Youville College
716-829-8000
dyc.edu

DaVinci Laboratories of Vermont
800-325-1776
davincilabs.com

DC Hours
800-511-0269
dchours.com
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DNFT Seminars
310-657-2338
nonforce.com

DrBarbaraEaton.com
734-255-9003
drbarbaraeaton.com

Erchonia
888-242-0571
erchonia.com

Expert Clinical Benchmarks
800-814-8712
expertclinicalbenchmarks.com

F/D Enterprise LLC
800-441-5571
coxtechnic.com

Florida Chiropractic Association
407-290-5883
fcachiro.org

Foot Levelers Inc.
800-553-4860
footlevelers.com

Georgia Chiropractic Association
770-723-1100
gachiro.org

GMP Fitness
888-467-3488
gmpfitness.com

Gonstead Seminar of Chiropractic
800-842-6852
gonsteadseminar.com

Graston Technique
888-926-2727
grastontechnique.com

GW Heel Lift Inc.
800-235-4387
gwheellift.com

Heel Inc.
800-621-7644
heelusa.com

IMPAC Inc.
503-581-3239
impacinc.net

International Chiropractic
Pediatric Association
800-670-5437
icpa4kids.com

JTECH Medical Industries
800-985-8324
jtechmedical.com

Kinesio USA
855-488-8273
kinesiotaping.com

King Bio
800-543-3245
safecarerx.com

KMC University
888-659-8777
kmcuniversity.com

Koren Enterprises
800-537-3001
korenpublications.com

Life Chiropractic College West
800-788-4476
lifewest.edu

Life University
800-543-3202
life.edu

Logan College of Chiropractic
800-782-3344
logan.edu

Loomis Institute of Enzyme Nutrition
800-662-2630
loomisinstitute.com

Lypossage
877-346-1156
lypossage.net

Med Tech USA LLC
407-875-2000
medtechusa.com

Meditech International Inc.
888-557-4004
bioflexlaser.com

Metagenics
800-877-1703
metagenics.com

MicroCurrent
602-952-1560
microcurrentresearch.com

MicroLight Corp.
469-385-4600
microlightcorp.com

Mighty Oak Technology Inc.
952-374-5550
mightyoakinc.com

Mojo Interactive
866-626-3867
locateadoc.com

Morter HealthSystem
800-874-1478
morter.com

Multi Radiance Medical
800-373-0955
multiradiance.com

N.E.T. Inc.
800-888-4638
netmindbody.com

National University of Health Sciences
630-889-6723
nuhs.edu

NCMIC
800-769-2000
ncmic.com

Neuromechanical Innovations
888-294-4750
neuromechanical.com

Neuromuscular Reeducation Seminars
805-637-8033
nmrseminars.com

New York Chiropractic College
315-568-3052
nycc.edu

Northwestern Health Sciences
University
952-888-4777
nwhealth.edu

Nutri-West
800-443-3333
nutriwest.com

Ohio State Chiropractic Association
800-837-6721
oscachiro.org
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Palmer College Continuing
Education and Events
800-452-5032
palmer.edu/ce

Parker Seminars/Parker College
of Chiropractic
888-727-5338
parkerseminars.com

Parker University
800-266-4723
parker.edu

Performance Health/Thera-Band
800-321-2135
thera-band.com

Pettibon Systems Inc.
888-774-6258
pettibonsystem.com

Pneumex Inc.
800-447-5792
pneumex.com

PrescriptionBeds.com
800-457-6442
prescriptionbeds.com

Real Bodywork
888-505-5511
realbodywork.com

Rehabilitation Management Specialists
866-734-2202
123rehab.com

RSI Radiology Specialty Imaging
866-715-6770
dahan.com

Science Based Nutrition
937-433-3140
sciencebasednutrition.com

ScripHessco
800-747-3488
scriphessco.com

Sherman College of Chiropractic
800-849-8771
sherman.edu

Sigma Instrument Methods
888-860-9492
sigmamethods.com

Sigma Instruments
724-776-9500
sigma-instruments.com

SOAPware Inc.
800-455-7627
soapware.com

Southern California University
of Health Sciences
562-947-8755
scuhs.edu

SpiderTech/Nucap Medical
416-494-1444
spidertech.com

Spinal Reflex Institute Int’l
877-259-5520
spinalreflex.com

Spine Research Institute of San Diego
800-423-9860
srisd.com

Standard Process Inc.
800-558-8740
standardprocess.com

Stevens Consulting Group
636-938-4486
stevensconsultinggroup.com

Sunset Park Massage Supplies
813-835-7900
massagesupplies.com

Synergy Therapeutic Systems
800-639-3539
synergyrehab.com

Target Coding
800-270-7044
targetcoding.com

Texas Chiropractic College
281-487-1170
txchiro.edu

The Family Practice Inc.
866-532-3327
thefamilypractice.net

The Masters Circle
800-451-4514
themasterscircle.com

The McKenzie Institute
315-471-7612
mckenziemdt.org

The Vital Health Depot
866-941-8867
thevitalhealthdepot.com

Transformation Enzyme Corp.
800-777-1474
transformationenzymes.com

Trigenics Institute of
Functional Neurology
416-481-1936
trigenicsinstitute.com

Ultimate Practice
866-797-8366
ultimatepractice.com

University of Bridgeport
888-822-4476
bridgeport.edu/chiro

University of Western States
800-641-5641
uws.edu

Upledger Institute
800-233-5880
upledger.com

Vital Nutrients
888-328-9992
vitalnutrients.net

Ward Success Systems
925-855-1635
wardsuccess.com

The information in the Buyers Guide was obtained from
questionnaires completed by the listed companies. Chiropractic
Economics strives for accuracy in all reports but is not responsible
for errors or omissions. For the complete buyers guide of services
these companies provide, and to view all of our other complete
buyers guides, visit ChiroEco.com/buyersguide.
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Many cHiroPractorS FounD

tHeir way into tHe

profession because they had
a positive, life-changing experience
with chiropractic.

It is a profession where miracles,
great and small, can happen on any
given day. It’s also a profession that
allows the practitioner to specialize.
Few DCs, however, take the time to
identify, plan, and build their niche
practice.

Many DCs have tried accident
recovery, but only a small fraction has
chosen to become experts in the
personal-injury arena.

Personal injury (PI) practices
flourish regardless of the economy. In
2011 alone, an estimated 2.22 million
people were injured in motor vehicle
traffic crashes.1 This number does not

include those who don’t report injuries
when filing an accident report. And
those who reported a traffic accident
experienced an 84-percent increase in
the likelihood of new onset chronic
widespread pain as compared with the
general population.2

According to the U.S. Bureau of
Labor Statistics (BLS), more than one
million workers suffer back injuries
each year, and back injuries account
for one in five workplace injuries or
illnesses. In addition, BLS states that
one-fourth of all compensation
indemnity claims involve back injuries,
costing industry billions of dollars on
top of the pain and suffering borne by
employees.

Personal injury provides chiropractors
with an abundance of injured patients
in need of treatment and guidance.

While these types of accidents are
common, few understand the
importance of seeking qualified
expertise, both medically and legally.
Getting proper care from a qualified
professional in a timely manner and
following through with that care to full
recovery is essential.

With the latest in evidence-based
technology, the process of providing
insurers and attorneys with objective,
physiologic data is simple and quick,
requiring only a small investment of
time by the practitioner or trained
assistant. Dynamic sEMG — coupled
with simultaneous computerized range-
of-motion (ROM) testing — is the only
truly objective testing available to chiro-
practors for determining the presence
or absence of soft-tissue injury.3,4

Remember, objective data leads to

TH
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Objectify your bottom line
Transitioning to the role of a personal injury expert
can help you flourish in a specialized practice.
BY NANCY MIGGINS , DC , AND DAVID MARCARIAN
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an objective doctor, which creates
clinical competence.

There are no shortcuts to success in
the PI industry. The skills developed
by mastering this evidence-based,
patient-centered field create a solid
foundation for a sustainable, financially
lucrative practice.

It takes more than clinical com-
petence to thrive in the PI industry. As
a DC, you can’t just rely on injured

patients to find you. You need to
validate and align yourself with
attorneys who also specialize in
personal injury and who can partner
with you to achieve the best results for
your patients.

Attorneys may have reservations
about working with DCs, as most cases
come down to a DC’s versus an MD’s
opinion. Objective data levels the
playing field, as data trumps opinion

99 percent of the time.
“Attorneys like evidence, and by that

I mean actual evidence-based treat-
ment, not opinion,” says Brandon
Casey, partner at Casey Law Offices.
“Surface EMG studies are the best
proof of soft-tissue injuries. In this day
and age of skepticism, they are
essential in a litigation case.”

The rules of personal-injury case
management may be simple, but they
are not necessarily easy. There is a
definite process to follow to maximize
your reimbursement potential. These
simple guidelines will help streamline
the legal process, leading to prompt
and consistent payment for your
dynamic sEMG testing.

1. Adhere to testing protocol: It is
essential to learn proper testing
technique, as good data are crucial to
your success. Proper technique ensures
accurate data. Without this, your
credibility may be in jeopardy and
your clinical conclusions open to
dispute.

Testing theory will not provide you
with the skills required to flourish in
this industry. Mastering proper test
protocol requires actually performing
tests.

2. Clinical interpretation: Accurate data
is not enough to win cases and get
paid. You must make clinical sense of
the data, presenting it in a clear, concise
manner. Receiving a bill without the
required report is a red flag for insurers.
Not only does it lead to claim denial
but also to possible disciplinary action.

Get proper training regarding
accurate and thorough interpretation
of test findings. Relaying these findings,
combined with the test graphics and
your clinical recommendations, is
mandatory if you wish to gain profes-
sional respect and receive consistent
payment for your services.

3. Prepare for deposition: There is
nothing worse than having solid data
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and not being able to defend your
work. Both patient and attorney are
relying on you as the expert witness.
Take this responsibility and obligation
seriously, and garner the respect you
deserve as a doctor. Ultimately your
income will abound.

Doing your research and educating
yourself on the pertinent sEMG studies
is a key component to deposition
mastery. Take the time to learn from
each attorney encounter to bolster
your confidence.

4. Follow up: Proper follow up and
follow through must be made with
insurance carriers and attorneys. Most
payment delays or denials occur from
incomplete information or lack of
documentation. Initially, it might require
diligence and tenacity, but persevere
until your process is streamlined.

Be proactive and utilize the power
of mail. Insurers will claim they did
not receive bills and reports — a
common first attempt at denial.
Insurers learn quickly who perseveres
and who does not. Those who
persevere get paid.

5. Retesting: Initial testing should be
performed four to six weeks after a
motor vehicle accident or workplace
injury. The test and interpretation with
written report must be included in
insurance and attorney billing. An
important part of being paid for this
service depends on the presentation
and interpretation of the data.

PI expert Gregg Friedman, DC,
recommends performing dynamic
sEMG with simultaneous computerized
ROM testing every 30 days of care to
document progress and establish
necessity for continued treatment. The
additional test and written report,
including a comparison of results,
should be included in the billing.

The key here is to practice. The
more you do, the more confident you’ll
become. And, as is true with any

competent case management, refer out
if necessary. A second opinion from a
medical doctor or specialist helps build
your case and your reputation.
Working with a network of diversified
practitioners solidifies results and
strengthens the claim.

Attorneys want to see consistency in
your testing and interpretations, case
management, and ability to discriminate
between the truly injured and those

who feign symptoms. Objective data is
the key element in being able to defend
your diagnosis and justify your
treatment recommendations.

Being the victim of an auto accident
or workplace injury is both inconvenient
and intimidating. And navigating the
medical and legal aspects can be
daunting.

PI expert Allen Fraley, DC, urges
other DCs interested in this field to
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acquire the proper technology, seek
education to master the unique aspects
of a PI practice, and gain confidence
and expertise in the interpretation of
sEMG.

This mastery and confidence will be
conveyed with patients, attorneys, and
judges. When you combine that with
undisputably objective sEMG data, you
can’t lose.

NANCY MIGGINS, DC, has more
than 25 years’ clinical experience.
She excels in the areas of
procedures, ethical business
practices, and management. She

developed an integrative health and fitness
center and directed it for six years. She is
currently director of clinical applications and
product development for Precision Biometrics
Inc. She can be contacted through
myovision.com.

DAVID MARCARIAN, MA, is the
founder of Precision Biometrics
Inc. and a former NASA
researcher who invented the
MyoVision Systems. He can

be reached at 800-969-6961,
info@myovision.com, or through
myovision.com.

to view the references to this article, visit
chiroeco.com/pisemg.
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riSk ManaGeMent reFerS to

tHoSe ProceDureS Put in Place

to identify risk factors for poor
patient outcomes and liability to a
practice, and to develop strategies for
prevention and response to poor
outcomes.

Even the smallest solo practice
should pay attention to risk
management.

You should be concerned with three
types of liability:

1. Problems with your professional
board,

2. Criminal actions, and
3. Medical malpractice lawsuits.
Malpractice is the most common

issue and most risk management

programs focus on that. Of course,
malpractice lawsuits can lead to board
action if there is a judgment against
you.

Although anyone can file a lawsuit,
in order to prevail a plaintiff must
show there was a duty on the part of
the doctor (i.e., there was a doctor-
patient relationship). There must have
been a breach of that duty, and the
patient must have suffered real damages.
Risk management strategies focus on
preventing this from happening.

There are only two ways you can be
sued for malpractice: negligence, which
includes breaching the standard of
care, and failure to provide informed
consent. The medical record will be

used to determine if either of these
occurred. This is one reason why it is
important to document carefully.

There are a number of things
known to increase risk. These include:
patient follow-up, terminating a
patient, dealing with a patient who has
had a poor outcome, dealing with a
patient who has a complaint related to
you or your practice, follow up on test
results, and documentation issues.

Patient follow-up for missed
appointments and for patients who
simply stop coming is vital. Make
every effort to contact these patients
and document your efforts as well as
any communication with the patient. If
such patients are putting themselves at

Are you at risk?
Incorporating proper risk management procedures in
your practice will help prevent headaches in the future.
BY MARC H. SENCER, MD
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risk for increased injury or poor
outcome by not getting treatment, this
should be explained to the patient and
documented in the chart. Certified
mail is the best way to do this.

For less severe cases, a phone call or
email is sufficient as long as it is
documented in the chart.

When terminating patients, follow
these general guidelines as well as any
special requirements your state may
impose. Send a termination letter
showing the date of termination, and
state that you will be available to treat
emergencies for 15 days prior to the
termination date. Send the letter by
certified and regular mail.

You do not have to give a reason for

the termination, although it is generally
a good idea to do so.

If a patient has a poor outcome,
apologize to the patient and express
compassion and sympathy for his or her
situation. Doing so is not an admission
of guilt. The worst thing you can do is
avoid the patient or shut down commu-
nication; this will likely result in the
patient suing you and complaining to
your board. Contact your malpractice
carrier and speak with an attorney to
develop a response strategy, even
though no lawsuit has been filed.

The unhappy patient needs to be
dealt with even though there may be
no adverse outcome or actual damages
involved. Your patients are your best

source of referrals. It’s important to
listen to their complaints and try to
resolve issues that involve your practice
and staff.

Who wants unhappy patients? They
very well might take their complaints
to the Internet or — worse — your
state’s professional board. Take the time
to deal with these problems before
they have a chance to fester and grow.

Poor follow up on test results can
lead to big problems, too. For example:
The patient is not doing well so you
send for an MRI. The MRI results
come back, but a staff member files
them in the chart without your ever
seeing them. The patient has stopped
coming in and never calls to get his

Poor documentation is by far the greatest risk factor to you and your
practice. The chart is your defense in a board action, criminal action,
or malpractice lawsuit.
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Test yourself
Check your knowledge about
developing good risk management
procedures with this true or false
quiz.

1. Small solo practices do not need
to worry about risk management.

2. Risk management aims to prevent
breaches of the standard of care.

3. There are specific rules to follow
when terminating a patient.

4. A single missed test result can
lead to a poor outcome, malpractice
lawsuit, and a board action against
you.

Answers:

Nos. 2 through 4 are true.

No. 1 is false. Every practice needs to
pay attention to risk management.

results. A year later you get notice of a
lawsuit for failure to diagnose. It turns
out the patient has a malignancy of the
spine and not an inflamed disc.

This is easily preventable. Develop a
system so that no test result ever gets
filed in the chart without the doctor
signing off on it.

Poor documentation is by far the
greatest risk to you and your practice.
The chart is your defense in a board
action, criminal action, or malpractice
lawsuit. Think about that every time
you are in too much of a hurry to
write a good note.

The chart should clearly tell a story.
The story of a patient who comes in
with a problem and a doctor, who,
following the standard of care, examines
the patient, orders any necessary tests,
makes a diagnosis based on them and
treats the patient. The patient hopefully
improves or is referred to a different
specialist for further treatment.

When you review your charts, ask
yourself “Does this make sense?” Is it
clear what you were thinking each
time you made a decision or
intervention? Were you following the
standard of care?

Lastly, you may want to retain the
services of a licensed risk manager, to
review all your documentation and
monitor your practice on an ongoing
basis.

Either way, pay attention to good
risk management procedures in your
practice. The peace of mind this will
give you makes it well worth the
effort.

MARC H. SENCER, MD, is the
president of MDs for DCs, which
provides intensive one-on-one
training, medical staffing, and
ongoing practice management

support to chiropractic integrated practices.
He can be reached at 800-916-1462 or
through mdsfordcs.com.
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iF you watcH, liSten, anD StuDy

cHaMPionS in variouS SPortS, you

will find some common habits that
separate them from the rest. They have
a detailed training program, a passion,
and a focus that are relentless. They
work hard each day on themselves and
on their plan.

To a champion, there are no
excuses. Champions make it happen,
and nothing becomes a distraction.
Champions take responsibility and
become record breakers.

What it takes
1. Create your vision. What is it that you
really want? Write it down. Be specific
about what it will look like when you
become a champion. You have to envi-
sion success before you can realize it.

2. Live with passion and purpose. You
need to be all in. Your passion must be
obvious to anyone around you. You
have to think and act like a champion.
How many can you serve today? Who
can you help? Every day should be
fulfilling and rewarding.

3. Enjoy the challenge. Being a chiro-
practor and building a practice and
business is a battle. Growing, managing,
training, marketing, and treating
patients are all part of the process.
Embrace and enjoy these processes and
become a champion at dealing with
these daily issues. Many chiropractors
only want to adjust patients and do not
want to deal with the rest of the issues.

To be a champion in this business, you
must learn to enjoy all the aspects of
growing your business.

4. Practice and train. Do you and your
team perform your scripts to the best
extent possible or can you do better?
Champions are always improving. Give
your team the proper tools and
training to succeed. Practice your
communication skills. The best
communicators build the biggest
businesses.

5. Create winning procedures and scripts.
Always tear apart your procedures and
scripts to make them better. Consistency
is king. Is your team performing like a
championship team? Are your systems
creating the best outcomes? Are those
systems being done the same way
every day or just usually?

6. Find the best teammates. Find good
people to work with you. Show them
your vision and train, develop, and
reward them. Spend at least one hour a
week on training. Inspect what you
expect. Support them by asking what
they need, and what you can do better.
Find people that believe in you and
your brand. They will do whatever it
takes. Find people that align with your
values and appreciate your brand.

7. Get back to the basics. Continue to
review basic procedures. Refresh, re-
learn, and practice the fundamentals.
The basics are the building blocks that

are necessary to grow. Review new
patient procedures.

8. Get out of your comfort zone. Practice
growth takes place when you are out of
your comfort zone. Stretch, and you
become bigger, better, and bolder. Your
comfort zone will talk you out of being
a champion. Growth requires you to
act and think differently. Do you want a
practice or a business? Find a coach or
mentor who can help stretch you.

9. Pound your stakes. Pound your stakes
into the boundaries of your community
and become the wellness champion.
Take a stance, and let the community
know who you are and what you do.
Out-work, out-think, out-perform,
out-train, and out-market the
competition. How many business cards
can you hand out in a day, a week, or a
month? Become the champion of
wellness in your community.

DENNIS SCHONE, DC, is a
consultant and partner of
ProPractice Partners. He can be
reached at 614-361-4833 or
through ProPracticePartners.com.

The way of the champion
BY DENNIS SCHONE, DC

studentDCcom
Home Colleges Career Development Financial Preparation Job Search Practice Startup Checklists Resources

Click it!

The online resource for future doctors of chiropractic.

STuDENTDC

800-553-4860
footlevelers.com

Brought to you by your industry leader
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Academy of Lymphatic Studies
800-863-5935
April 24–28, Mount Kisco, N.Y.
July 24–28, Minneapolis
Oct. 23–27, Portland, Ore.
Dec. 11–15, Palm Beach Gardens, Fla.

Back School of Atlanta
800-783-7536
April 3–5, Atlanta
April 4–5, Rochester, N.H.
April 12–13, New Rochelle, N.Y.
April 19–20, Newark, Del.
April 26–27, Toledo, Ohio
May 17–18, Concord, N.H.
May 18–19, Atlanta
June 28–29, Oceanside, Calif.
July 27–28, Chesterfield, Mo.
Aug. 3–4, Orlando, Fla.
Aug. 9–10, Los Angeles
Sept. 20–21, New Haven, Conn.
Oct. 4–5, Houston
Oct. 16–18, Atlanta
Oct. 19–20. Portland, Maine
Dec. 7–8, Orlando, Fla.

BodyZone LLC
770-922-0700
June 13–16, Boca Raton, Fla.
Aug. 3–4, Fredericksburg, Va.
Aug. 22–25, Orlando, Fla.
Oct. 4–5, Raleigh, N.C.
Nov. 21–24, Naples, Fla.

California Chiropractic Association
916-648-2727
May 30–June 2, San Diego

California College of Natural Medicine
800-421-5027
March 29, Online Certificate Program
April 4, Teleseminar
April 5, Online Certificate Program
April 12, Online Certificate Program
April 19, Online Certificate Program
April 26, Online Certificate Program
May 3, Online Certificate Program
May 5, Online Certificate Program
May 10, Online Certificate Program
May 16, Teleseminar
May 17, Online Certificate Program
May 24, Online Certificate Program
June 6, Teleseminar
June 7, Online Certificate Program
June 7–8, Chicago
June 14, Online Certificate Program
June 21, Online Certificate Program
June 28, Online Certificate Program
June 29–30, Irvine, Calif.
July 5, Online Certificate Program
July 12, Online Certificate Program
July 18, Teleseminar
July 19, Online Certificate Program
July 26, Online Certificate Program
Aug. 2, Online Certificate Program
Aug. 8, Teleseminar
Aug. 9, Online Certificate Program

Aug. 16, Online Certificate Program
Aug. 23, Online Certificate Program
Sept. 6, Online Certificate Program
Sept. 13, Online Certificate Program
Sept. 20, Online Certificate Program
Sept. 27, Online Certificate Program
Oct. 4, Online Certificate Program
Oct. 11, Online Certificate Program
Oct. 18, Online Certificate Program
Oct. 25, Online Certificate Program
Nov. 1, Online Certificate Program
Nov. 8, Online Certificate Program
Nov. 15, Online Certificate Program
Nov. 19, Online Certificate Program
Nov. 22, Online Certificate Program
Dec. 6, Online Certificate Program
Dec. 13, Online Certificate Program
Dec. 20, Online Certificate Program
Dec. 27, Online Certificate Program

CATS Workshops
705-792-1315
May 12–13, Winnipeg, Ontario
May 13–14, Kingston, Ontario
Sept. 28–29, Toronto
Nov. 9–16, St. Martin, Mexico

Cleveland Chiropractic College
800-969-2701
April 6–7, Columbus, Ohio
April 12–13, Overland Park, Kan.
April 20, Overland Park, Kan.
April 27–28, Austin, Texas
May 4–5, Overland Park, Kan.

May 18–19, Salt Lake City
June 1, Overland Park, Kan.
June 1–2, Rockford, Ill.
June 1–2, Pittsburgh
June 22–23, Overland Park, Kan.
July 13–14, Overland Park, Kan.
July 27, Overland Park, Kan.
Aug. 14, Overland Park, Kan.
Sept. 21, Overland Park, Kan.
Oct. 11–13, Overland Park, Kan.
Dec. 14–15, Overland Park, Kan.

Daybreak Geriatric Massage Institute
317-722-9896
June 14–16, Miami
Sept. 13–15, Pittsburgh
Oct. 18–20, Worcester, Mass.
Nov. 1–3, Pittsburgh

Emerson Ecologics
800-654-4432
April 10, Webinar

F/D Enterprise LLC
800-441-5571
April 18–21, Fort Wayne, Ind.
June 22–23, Philadelphia
July 20–21, Norfolk, Va.
Sept. 14–15, San Jose, Calif.
Oct. 5–6, Atlanta

FIT Institute
905-356-4484
April 26–28, Carp, Ontario
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Foot Levelers
800-553-4860
April 6–7, Boston
April 6–7, Columbus, Ohio
April 20–21, Albany, N.Y.
April 20–21, Boise, Idaho
April 27–28, Seattle
April 27–28, Cedar Rapids, Iowa
April 27–28, Austin, Texas
April 27–28, Portland, Ohio
May 4–5, Erie, Pa.
May 4–5, Phoenix
May 4–5, Chicago
May 18–19, Baltimore
May 18–19, Wilmington, Del.
May 18–19, Hartford, Conn.
May 18–19, Davenport, Iowa
May 18–19, Salt Lake City
June 1–2, Rockford, Ill.
June. 1–2, Pittsburgh

Impulse Adjusting Systems
888-294-4750
April 20–21, Chicago
April 27–28, Denver
May 4–5, New Orleans
June 1–2, Detroit
Aug. 10–11, Philadelphia

Integrative Therapeutics
800-931-1709
April 10, Webinar
April 25, Webinar

Kinesio Taping Association
888-320-8273
April 6, Rancho Cucamonga, Calif.
April 6–7, Oswego, Ill.
April 12–13, Clarksville, Tenn.
April 13–14, Tulsa, Okla.
April 13–14, North Richland Hills, Texas
April 13–14, Warm Springs, Ga.
April 13–14, Jacksonville, Fla.
April 20–21, Grundy Center, Iowa
April 20–21, Burien, Wash.
April 20–21, Houston
April 27, McKinney, Texas
April 27–28, South Lake Tahoe, Calif.
April 27–28, North Bend, Ore.
May 4, Rancho Cucamonga, Calif.
May 10–11, Canton, Ohio
May 11, Burien, Wash.
May 11–12, Albuquerque, N.M.
May 18, TBD, Texas
May 18, Oswego, Ill.
May 18, Warm Springs, Ga.
May 18–19, Lexington, Mass.
June 1, South Lake Tahoe, Calif.
June 1–2, Denison, Texas
June 22–23, Providence, R.I.
June 29, Jacksonville, Fla.
July 13, Spokane, Wash.
Aug. 3, Denison, Texas
Aug. 17–18, Miami
Sept. 14–15, Philadelphia
Sept. 21, Miami

Logan College of Chiropractic
800-842-3234
April 6–7, Chesterfield, Mo.
April 13–14, Chesterfield, Mo.
April 20–21, Chesterfield, Mo.
May 9–10, Chesterfield, Mo.
May 18, Chesterfield, Mo.
May 18–19, Chesterfield, Mo.

MyoVision
800-969-6961
Aug. 18, Seattle

Neuromechanical Innovations
888-294-4750
April 20–21, Chicago
April 27–28, Denver
May 4–5, New Orleans
June 1–2, Detroit
June 8–9, Toronto
Aug. 10–11, Philadelphia

Options for Animals College
of Animal Chiropractic
309-658-2920
July 31–Sept. 1, Wellsville, Kan.

Palmer College of Chiropractic
800-452-5032
April 13–14, Port Orange, Fla.
April 27–28, Davenport, Iowa
May 4–5, Davenport, Iowa
July 20–21, Davenport, Iowa

Aug. 8–10, Davenport, Iowa
Aug. 24, Davenport, Iowa

Platinum Chiropractic
02-4365-5055
April 23–30, Tavarua, Fiji

Probiotic Symposium
866-216-6127
Oct. 24–26, San Antonio

Professional Applied Kinesiology
315-451-1152
April 6–7, Daytona Beach, Fla.
April 13, Waterloo, N.Y.
May 4, Waterloo, N.Y.

Target Coding
800-270-7044
April 2, Webinar
April 11, Webinar
April 16, Webinar
April 25, Webinar
May 7, Webinar
May 14, Webinar
May 23, Webinar
June 13, Webinar

The Strategic Chiropractor
800-577-0321
April 18, Seattle
April 20, Portland, Ore.
April 25, San Francisco

For a searchable list of more seminars and show dates or to submit your event, visit ChiroEco.com/datebook.
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3D imaging
3D BodyView from Foot Levelers is
marketed as the first true color 3D
imaging device to be released in the
chiropractic profession. This
imaging system produces a 3D
volumetric image in true color to
enable you to show patients levels

of asymmetry throughout the body and relative relationships
between different components of the foot.
call ���-���-���� or visit footlevelers.com.

Multivitamin
ThyroLife Optima from Douglas Laboratories
is a complete, well-balanced multivitamin
developed to support thyroid health. It
includes a comprehensive mix of vitamins,
antioxidants, micronutrients, and a few
selected herbs that help support thyroid
function, energy, mood, and the immune
system. These statements have not been
evaluated by the Food and Drug Administration.
call ���-���-���� or visit douglaslabs.com.

Orthotics
Prothotics Motion Control from the Bintz
Company is a full-length orthotic that has a
metatarsal rise, as well as a structural
stabilizer designed to promote maximum
stability, prevent rolling ankles, align the hind
foot, and help correct postural alignment.
The anti-microbial polyurethane materials
help provide shock absorption and
cushioning.
call ���-���-���� or visit bintzco.com.

Posture support
Str8-n-up is a posture band that helps retrain
and remind the user of what proper form should
feel like. Its unique design gently pulls the neck
muscles downward and shoulders back, which
relaxes tense neck and shoulder muscles due to
slouching, hunching, and stress.
call ���-���-���� or visit str�-n-up.com.

Vitamin D supplement
D3 gummies from Nordic Naturals are
vitamin D supplements. They are delicious,
chewable, wild berry gummies that provide
1,000 I.u. of vitamin D in each serving and
are sourced from cholecalciferol, the natural
form of vitamin D preferred for optimal
absorption. The pectin-based product is
gelatin free and does not contain artificial
coloring, flavoring, or preservatives.

call ���-���-���� or visit nordicnaturals.com.

Pain-relief pillow
Pillow Aid is an arm,
shoulder, and neck pain-
relief product primarily
used during sleep. It can
be used in conjunction with any pillow. It features a counter-
intuitive design and is designed to keep the head aligned with the
shoulders during side sleep. It also helps keep the weight of the
head completely isolated from the arm/shoulder.
call ���-���-���� or visit pillowaid.com.

Cardiovascular support
Simply Cardio from Doctors' Research Inc.
contains 200 mg per tablet of bovine heart
tissue. Heart tissue is sometimes used by
people with low blood pressure,
overwhelming fatigue, people who need
strength, people who feel cold, and athletes

interested in improved performance.
call ���-���-���� or visit doctorsresearch.com.

Supplement packets
SP Complete Packets from
Standard Process are single-
serving packets designed to
make supplement shakes
convenient. Including nutritious
shakes as part of purification or
a healthy everyday diet is easy with SP Complete Packets. Order
them in boxes of 10 from Standard Process. These statements have
not been evaluated by the Food and Drug Administration.
call ���-���-���� or visit standardprocess.com.

For a comprehensive, searchable products directory, go to chiroeco.com and click on “Products and Services.”
To submit your products, go to ChiroEco.com/products and fill in the required information.
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ADMARKETPLACE

Why Advertise Here? Because it Works! Every ad that runs here, also runs on our website: ChiroEco.com

PRACTICE FOR SALE

PRACTICES FOR SALE in AL, AR, CA,
CO, GA, KY, IL, MI, NC, NJ, NM, PA, SC,
TN, TX, VA. I have new doctors who want
to buy your practice $300.00 for Practice
Analysis. For more info Contact Dr. Tom
Morgan, VolumeDC@aol.com, 770 748-6084,
www. VolumePractice.com

PRACTICE FOR SALE

FT. LAUDERDALE (SUBURB) FL PRAC-
TICEFORSALE:Well established family prac-
tice collecting $364,707.00. 287 new patients.
4,286 total visits. Solid numbers. Exceptionally
equipped and staffed. Located within Broward
County. Easy access off the I-95 and 595. Ideal
“turn-key” practice opportunity. MUST SELL
Moving out of State!! Pix Available. Please email
FLChiro25yrPractice@gmail.com

BUYING OR SELLING A PRACTICE. Visit
our website for information on selling and
current listings nationwide. The Paragon Group
www.eparagongroup.com or call 1-800-582-1812.

PRODUCTS

REVOLUTIONARY PAIN RELEASE
HIDDEN IN THE EYES Dr. Vincent Perri’s
Conjugate Gaze Adjustive Technique. Use
Coupon Code Chiro to Get 10% Off Now!
www.ConjugateGaze.com

ASSOCIATE WANTED

ASSOCIATE NEEDED FOR BUSY
WELLNESS CENTER. Excellent pay & bonus.
Must be VA Licensed. Our office is not your
typical chiropractic center. We recommend
eating & exercise plans using a holistic approach.
Will train you! Call Roxana for details 703-354-
7336 or email resume to roxanac@drberg.com.
We are looking for an associate doctor.

EQUIPMENT FOR SALE

INFRARED COLD LASERS $575 New
Infrared Cold Lasers. Priced thousands below
cold lasers with similar specs. Three 808nm
diodes/200mW (combined output). Recharge-
able. Animal Use Only. Quickly treat joints,
wounds, muscles, and pain. Lots of extras.
Acupuncture red laser (650nm/5mW), Dr.
Daniel Kamen, D.C.’s animal chiropractic
technique DVDs (horse and dog). Professional
carrying case, user manual, charts, points,
and treatment formulas. Call 800-742-8433
www.vetrolaser.com

FUNCTIONAL MEDICINE

BecomeanExpert inFunctionalMedicine
Go to:

www.FunctionalMedicineUniversity.com
Subscribe for free clinical cases
Go to: www.clinicalrounds.com

To Place a Classified Ad Call
Tina Farber at 904-567-1551
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Ads that run here, are also on our website: ChiroEco.com

CLASSIFIEDMARKETPLACE

classified Marketplace information
To place an ad, fax ad copywith payment to
904-285-9944 or call Tina Farber at 904-567-
1551 formore information.
line ad rates: $3.00 per word or number
group (eg: phone number) Minimum $60.*
Boxed Display ads: $200 per column inch, no
more than 50 words per inch in a box ad.
Payment: Full payment must accompany all
ads. Visa, MC, Check or Money Order are
accepted methods of payment. No refunds
will be issued for classified advertisements.
Camera ready ads may be reformatted to fit
requirements. All copy subject to publisher’s
approval. In no event will the liability of
Chiropractic Economics exceed the cost of the
advertisement.
*Restrictions apply. Call for details.

LOWER BACK PAIN RELIEF
• Comfortable
• Portable
• Easy to use
• Designed for patient in-home use

30 Day conditional
money back guarantee

LASHAW DISTRIBUTORS LTD
9631 Bakerview Dr.
Richmond B.C.
Canada V7A2A2
Tel: (604) 270-4263
Fax: (604) 277-2154

Toll Free: 1-800-667-7795
www.invertrac.com
invertrac@invertrac.com

C.O.D. or prepay by check










