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More From The Web
�Exercise: elastic resistance as

effective as machine use. Visit
ChiroEco.com/elastic.

�Too much calcium can be
bad for your heart. Visit
ChiroEco.com/calciumheart.

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:

Patient Acceleration
The importance of patient care
Drew Stevens, PhD
ChiroEco.com/stevens

Patients to Profits
5 quick tips to power-up your
consult and report of findings
Daron Stegall
ChiroEco.com/stegall

Fearless Chiro
Only the good die young?
Perry Chinn
ChiroEco.com/chinn

Resource Centers
Instrument Adjusting
ChiroEco.com/neuromechanical

�Neuromechanical launches Tuesday
Think Tank
�Conservative management of male

with low-back and leg pain

Nutritional Supplements
ChiroEco.com/deecee

�Coenzyme Q10: what's in it for you?
�Increase your metabolism with

raspberry ketones

Class IV Lasers
ChiroEco.com/klaser

�Low level laser therapy for acute
neck pain with radiculopathy
�Effect of low level laser therapy on

measures of oral mucositis

Resource Guide
and Directory
Our patient retention resource guide
and directory is now available online at
ChiroEco.com/directory.

Job Board
Visit ChiroEco.com/jobboard for
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

What’s NewOnline Plus

THE MOST COMPREHENS IVE WEBS ITE FOR THE CH IROPRACT IC PROFESS ION

Neat Tweets
Follow us on Twitter at
ChiroEco.com/twitter.

@Palmercollege
‘Pain in America’ premiers at
National Chiropractic Legislative
Conference ow.ly/hTKHn
@ChiroEcoMag

@Drdozellodc
@CircleofDocs @rebel2_bell
@ChiroEcoMag Thank you for
including my video and two of my
articles in your newspaper.

@OolaSeeker
My love for chiropractic and being
an entrepreneur all wrapped up into
one magazine... @ChiroEcoMag.
Congrats on being #Oola
#ParkerVegas

Facebook Favorites
Like us on Facebook at
ChiroEco.com/facebook.

Douglas Laboratories
Really enjoyed reading “Beyond the
Adjustment” it featured great
information about connecting with
patients to help better their
treatments! Well done Chiro Eco!

Chiropractic Economics
“Mainstream medicine would be way
different if they focused on prevention
even half as much as they focused
on intervention…” ~ Anonymous

James Fedich
Best chiropractic magazine out there!
Only one I read, thanks so much for
publishing my article!

SocialMedia Shout-Outs
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WHEN WE BEGAN TO INVESTIGATE ELECTRONIC

HEALTH RECORDS (EHR) for our feature story last
year, a common phrase we heard was, “As goes

Medicare, so goes the rest of the insurance industry.”
And you see this in your own experience. Certain trends,

like wellness and prevention, approach like an incoming
tide. Others, like the growth of the probiotics
market, take off like wildfire.
When it comes to technology, we have more

of a mixed bag. For several reasons, dental
clinics were among the first to widely switch
over from analog film to digital imaging. Now,
some 20 years later, chiropractors are starting
to move in that direction.
The same applies to patient management

systems. Automated scheduling and patient
appointment reminders are being used in
some practices, but you get the sense that

most are still doing things the traditional way — manually.
True, there’s a certain expense involved in upgrading to

the latest in technology, especially when looking at complete
EHR systems. But there are numerous tools available to you
that can be purchased à la carte, subscribed to, and provided
via the Internet.
As you’ll discover in our feature article in this issue of

Chiropractic Economics, there are many reasons you should
explore the options at hand. Automating any processes that
are currently assigned to your staff results in greater
efficiency, allowing your practice to handle more patients —
or giving you more free time to do the things you enjoy.
What’s more, increasingly patients are coming to expect a

certain level of modernity in their healthcare. As they move
from provider to provider, they will notice differences in office
procedures. Shouldn’t they have a good impression of yours?
To your success,

Let me knowwhat’s
on your mind:
904-567-1539
Fax: 904-285-9944
dsosnoski@chiroeco.com
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BPA Worldwide Chiropractic Economics’
subscriptions are now audited by BPA Worldwide,
the most dominant global media auditing company
for B2B publications in the world. BPA certifies that
Chiropractic Economics has the highest number of
requested readers in the profession. More doctors of
chiropractic choose to read Chiropractic Economics
than any other BPA-audited publication serving
chiropractic.

A leaner, meaner
practice
The changes in healthcare mean
changes ahead for your practice.

EDITOR’SNOTE

Daniel Sosnoski, editor-in-chief
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ACA board member and Alaska resident, William
Pfeifer, DC, alerted ACA’s Government Relations
Department of this troubling development.

to learn how to participate in the program,
visit ChiroEco.com/ihs.

Source: American Chiropractic Association,
acatoday.org

C O L L E G E N E W S

Parker University grants
Fabrizio Mancini, DC,
president emeritus status
Parker University recently presented Fabrizio
Mancini, DC, with the president emeritus award,
the highest honor bestowed upon a former
university president.

Mancini retired from Parker University in
October 2012 to pursue his dreams of spreading
the chiropractic health and wellness message to
public audiences. Mancini has already been
successful in this journey, including appearances
on popular daytime talk shows like Dr. Phil and
The Doctors in 2012.

Mancini has been a driving force in the growth
and success of Parker University and Parker
Seminars and this recognition was a way for the
Parker community to show their appreciation for
his 13 years of service.

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

Source: Parker University, parker.edu

Mark Dehen, DC, named
Distinguished Alumnus
of the Year
Mark Dehen, DC, received the Distinguished
Alumnus of the Year Award from the College

CHIROECONEWSflash.com

T O P N E W S

New HIPAA omnibus rule changes
health IT security landscape
Healthcare providers are now facing an immediate need to provide security risk assessments and
testing to meet compliance requirements with HIPAA. On Jan. 17, 2013, a new omnibus HIPAA privacy
and security rule was released, bringing with it more audits and increased penalties if compliance is
not achieved.

This requirement is the beginning of a new push toward health IT security and data protection.
In a series of in-depth research interviews conducted with CIO executives from some of the

largest hospitalists in the U.S., one of the top “worst-case” security scenarios keeping them up at
night is how to prepare for a data-at-rest breach caused by loss or theft of a mobile device.

Furthermore, fines are no longer restricted to massive data breaches, as HHS confirmed it received
a $50,000 settlement from a breach in Idaho stemming from a lost laptop that only involved 441
patients in January 2013.

to read this article in its entirety, visit ChiroEco.com/omnibus.
Source: HealthTech Council, healthtechcouncil.org

‘Pain in America’ premiers at NCLC
At the request of American Chiropractic Association (ACA) President Keith Overland, DC, a special
extended preview of the PBS documentary Pain in America: The Silver Tsunami premiered at the
National Chiropractic Legislative Conference (NCLC) and Educational Symposium.

The preview took place at 10 a.m. March 7, at the Capital Hilton Hotel in Washington, D.C. Pain in
America producer and director Don Barrett, an Academy Award winner, were also featured speakers
during the NCLC general session March 7.

Pain in America: The Silver Tsunami explores the problem the healthcare system will have serving
the 79 million baby boomers who will cross the 65-year threshold between now and 2029. Currently,
the system can’t aggressively cope with a quarter of that number of retirees, many of whom will
experience multiple crises of pain and illness.

to read more about this documentary, visit ChiroEco.com/paininamerica.
Source: Don Barrett

IHS retains chiropractic in Federal Loan Repayment Program
The Indian Health Service (IHS) recently announced it will retain chiropractic in its Federal Loan
Repayment Program — thus striking down an earlier proposal that would have restricted doctors of
chiropractic from participating.

The original proposal to remove DCs was based upon a faulty survey sent to tribal health directors
using arbitrary criteria for elimination, and resulted in a nearly 90 percent non-response rate. Former
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of Chiropractic at Northwestern Health Sciences
University.

This award is presented each year at the
chiropractic homecoming to an individual who
exemplifies leadership, dedication, and service
to the university and the chiropractic profession.

Dehen is a second-generation doctor of
chiropractic, who was inspired by his late father,
David Dehen, DC. He boasts a long list of
awards, community service, and service to the
chiropractic profession.

For more information on Dehen, visit
ChiroEco.com/dehen.

Source: Northwestern Health Sciences University,
nwhealth.edu

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

Biotics Research donates
$25,000 to F4CP
The Foundation for Chiropractic Progress (F4CP)
recently announced that Biotics Research has
presented an initial pledge of $25,000 to the
F4CP.

This financial contribution will aid in the
production of new promotional materials
distributed nationwide to communicate the
countless advantages associated with
chiropractic care.

“Biotics Research genuinely supports the
chiropractic profession and its hands-on
approach to providing patients with quality
care,” shares Denis DeLuca, president, Biotics
Research. “Over the years, we have witnessed
the positive effects of the F4CP campaign in
regards to nationwide patient education, and we
are privileged to be in a position to further
promote the success of the F4CP.”

to learn more about this donation, visit
ChiroEco.com/bioticsf4cp.

Source: Foundation for Chiropractic Progress, f4cp.org

Study: elastic resistance
exercise as effective as
machine exercise
A recent study showed knee extension exercises
performed with Thera-Band elastic resistance
tubing produce beneficial muscle activation
equal to or better than exercises performed on
expensive and bulky isotonic machines. Thera-
Band product’s affordability, availability, and
portability make it ideal for worksite training,

rehabilitation in hospitals, or in-home use.
Researchers in Denmark were interested in

comparing the activation patterns and levels of
multiple muscles during knee extension with an
isotonic machine and Thera-Band elastic
resistance tubing. They tested 16 untrained
adults using a 10RM resistance, the amount of
resistance the subjects could move only 10
times. The 10RM level was determined a week
prior to testing and with a combination of
different colors of Thera-Band tubing.

Surface electromyography (EMG) of 10 leg,
abdominal, and lower-back muscles were
assessed. EMG was measured during both the
concentric and eccentric phases of knee
extension.

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

Source: Performance Health, thera-band.com

LightForce announces
Compass – Tools for
Practice Navigation
LightForce recently announced the introduction
of LightForce Compass – Tools for Practice
Navigation. Combined with a LightForce EX or
LightForce PRO Therapy Laser, the package
provides all the tools necessary for the smooth
integration of a deep tissue laser therapy
program into practices focused on treatment of
musculoskeletal pain and physical rehabilitation.

More than just a set of marketing collateral,
the LightForce Compass package provides
practices with strategic resources that ensure a
successful laser therapy program implementation.

The program includes a wide variety of
collateral, digital, and other new media
marketing resources to help any practice easily
build awareness of laser therapy in its target
market. The LightForce Compass also includes
advanced educational resources for both
patients and staff.

to learn more about LightForce, visit
ChiroEco.com/lightforce.

Source: LiteCure, litecure.com

H E A L T H N E W S

Acupuncture may reduce
effects of seasonal allergies
According to a recent study published in Annals of
Internal Medicine, acupuncture has been found to

benefit many individuals with seasonal allergies.
The research indicates that acupuncture can

lead to statistically significant improvements in
disease-specific quality of life and antihistamine
use measured after eight weeks. Reuters, which
reported on the study’s findings, indicated that
researchers aren’t sure why it might help people
with seasonal allergies, other than its possible
beneficial effect on the immune system.

For more information, visit
ChiroEco.com/reduceallergies.

Source: American Chiropractic Association,
acatoday.org

Study: Too much calcium
can be bad for your heart
In a new study from the National Institutes of
Health, startling results showed that men who
took calcium supplements were more apt to die
of heart disease than those who didn’t get extra
calcium in supplement form.

Between 1995 and 1996, 388,229 middle-
aged Americans age 50 to 71 were asked to
answer questions about their lifestyle, general
health and diet, including use of supplements.
Over the next 12 years, scientists tracked how
many of them died, and from what causes.

About half of men and more than two-thirds
of women said they took calcium supplements
or multivitamins containing calcium at the
beginning of the study.

During the study period, almost 12,000
people — or about three percent — died of
cardiovascular disease.

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

Source: PR Newswire







CH I RO E CO . COM A P R I L 1 , 2 0 1 3 • CH I RO P RACT I C E CONOM I C S 19

CLINICALCONCERNS

IP6, OR INOSITOL HEXAPHOSPHATE,
IS A REMARKABLE VITAMIN-LIKE
molecule that benefits many aspects

of human physiology. It is primarily
used for increasing bone density,
enhancing natural killer (NK) cell
activity for immune support, and for
many holistic health practitioners it
plays a crucial role in adjunctive cancer
care. It has been patented for both
immune support and bone health
treatment.
IP6 is found in all living tissues and it

is needed for cells to function optimally.
The human body produces a small
amount of IP6 — but not enough for
health. It is similar to vitamin D in this
regard. You get the balance of your IP6

from food. However, as diets have
become increasingly Westernized, the
amount of IP6 most get from the food
they consume has diminished.
Functionally, IP6 is an intracellular

messenger that facilitates communi-
cation between various organelles of
the cell. In addition to the above-noted
primary benefits, IP6 also plays a
crucial role in the release of insulin
from pancreatic beta cells, is believed
to inhibit kidney stones from forming,
and it provides multiple cardiovascular
benefits.
It’s also a potent antioxidant with up

to 12 free electrons. In nature, IP6 is
found in high concentration in both
grains and legumes. Commercially, it’s

derived from the bran of rice when the
bran is removed to make white rice
from brown rice (how ironic that we
remove the most nutritious part).
Unfortunately, like many natural
products, the quality of IP6 varies
dramatically among brands and purity
can range from a low percentage to
more than 90 percent.
Historically, the focus on bone

density supplements has been on
calcium. Yet, a deficiency of calcium
is called osteomalacia and not
osteoporosis.
You may recall old pathology

textbooks that showed pictures of
children with rickets whose legs were
bowed due to “soft” or calcium-
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Themissing link in bone density
Advances in research with IP6 show tremendous
potential for this powerful antioxidant.
BY KIM VANDERLINDEN, ND
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deficient bones. Osteoporosis is much
more complex than osteomalacia or
rickets.
In addition to reduced calcium,

osteoporosis, by definition, includes
the loss of the non-mineral framework
of the bones. Bones are much more
than calcium.
The typical options for patients with

low bone density are:
1. Bisphosphonates (such as Fosamax

and Boniva). In addition to other side
effects, current data suggest these drugs
may provide little or no benefit after
three to five years for osteopenic
patients and may increase the risk of
femur fractures.
2. Hormone replacement therapy

(HRT). Historically, women on HRT
have experienced strong bones as a
result. There is a potential, however,
for increased risk of breast and ovarian
cancer with HRT.
3. Supplements containing calcium

and/or vitamin D.
Rather than restore bones to an

optimal state, most doctors are happy
if they can simply slow or halt the
progression of bone loss.
The initial interest in using IP6 for

bone health came after a professor of
medicine at the University of
Maryland, AbulKalam Shamsuddin,
PhD, discovered that IP6 inhibited
osteoclasts (bone resorbing cells) while
simultaneously stimulating osteoblasts
(bone rebuilding cells). The dual action
of IP6 was noteworthy, since bones are
living tissue and are always being
broken down and rebuilt.
The IP6 available in supplement

form contains approximately 15 percent
calcium and 5 percent magnesium.
This is because magnesium is one of
the most common mineral deficiencies.
But to demonstrate that this benefit
was not due to calcium or magnesium,
Shamsuddin used IP6 that contained

neither. He used a form containing
sodium that’s available to scientists.
In addition, University of Maryland

researchers performed experiments in
which Prednisone was given to
animals and, as expected, they lost
bone mass and became osteoporotic.
But when IP6 was added to their diet
their bone mass was largely preserved.
Most DCs have patients who are
taking Prednisone.
The value of IP6 in managing bone

health made another advance with
research published by Felix Grases,
PhD, of Spain, who showed the
relationship between increased IP6
consumption and a reduced incidence
of kidney stones.1 He knew from his
kidney-stone research that urinary IP6
levels were closely correlated with IP6
consumption.
Grases measured the bone density,

urinary IP6 levels, and several other
factors in his subjects. Of all factors
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considered, IP6 had the closest
correlation with bone density.2 The
higher the IP6 content in the urine
(and therefore the more IP6
consumed), the stronger the bones.3
On a personal note, 10 years ago my

sister was diagnosed with having
dysplastic precancerous cells. At the
time she was 40 years old and
osteopenic, bordering on being
osteoporotic. Her bone density was
quite low for her age.
On my advice she began taking IP6

and soon her precancerous cells
returned to normal. I strongly
encouraged her to continue taking IP6
for cancer prevention (we have a
family history of cancer) and for the
multiple general health benefits.
Now, her bone density measurement

shows the bones of a 20-year-old.
Those who are active in bone-density
management are likely surprised at
hearing such dramatic results.

Transitioning from a low-bone density
to a high-bone density state is a rare
and phenomenal result.

KIM VANDERLINDEN, ND, also
has a degree in Chinese medicine.
He is the president of Hope
Science. He is also the author of
Too Good to Be True,which

examines the use of IP6 for bone loss,
diabetes, and adjunctive cancer care. He can
be contacted at drkimv@hopescience.com.
Email the author for a PDF of his book on IP6.

References
1López-Gonzalez AA, Grases F, Perello J, et al.
Phytate levels and bone parameters: a
retrospective pilot clinical trial. Front Biosci
(Elite Ed). 2010;2:1093-8.
2López-González AA, Grases F, Roca P, Mari B,
Vicente-Herrero MT, Costa-Bauzá A. Phytate
(myo-inositol hexaphosphate) and risk factors
for osteoporosis. J Med Food. 2008;11(4):747-52.
3Grases F, Sanchis P, Prieto RM, Perelló J,
López-González AA. Effect of tetracalcium
dimagnesium phytate on bone characteristics in
ovariectomized rats. J Med Food.
2010;13(6):1301-6.

Quick Tip
Laugh away stress
There are ways to cope with stress
— both everyday challenges as well
as the once-in-awhile stressors. Self-
care is the answer! It is fascinating
to work with colleagues who
embrace ownership of one’s body
and the need to advocate for self-
care, self-reflection, meditation, and
laughter. Laughter definitely has a
place within every aspect of one’s
life. And, it definitely helps during
periods of stress. Laughter has
enabled many to change their
mindset, shift paradigms, and
enhance their well-being!

Source: The Chicago Healers
chicagohealers.com
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PRACTICECENTRAL

EVERY DAY, APPROXIMATELY

10,000 PEOPLE IN THIS COUNTRY

TURN 65. If you haven’t made
your practice senior-friendly yet, now
is the time. Consider the following to
be merely a partial list of things to
consider:

Does your practice have:
�Plenty of easy parking close to the
entrance — both handicapped and
regular spots? Does it have ramps
allowing patients to avoid steps?
“Making your office safe and
welcoming for elderly patients starts
with the parking lot,” says Richard
Stefanacci, a geriatrician and internist.
�A choice in the reception area of
sturdy chairs with armrests or chairs
with elevated seats?
�Handicapped-accessible hallways,
doorways, and restrooms with safety
rails to assist patients using the
facilities? Does it have levers instead
of knobs on the sink making them
easier for those with arthritis to use?
�A quiet reception area or one with
soothing music?
�Health-history forms and other
printed materials in easy-to-read
large type?

How about your staff? Are they:
�Patient and in tune with the needs of
the elderly? Are they sensitive enough
to recognize when a patient needs
help and tactful enough to offer it
without making the patient feel
uncomfortable?
�Aware that hearing problems are
common among older people?
“Every staff member should know to
face hearing-impaired patients while
speaking to them and to enunciate
clearly,” says geriatrician Kenneth
Brummel-Smith. “Shouting is not

only rude,” he adds, “it distorts the
voice and lessens comprehension.” (It
also threatens to compromise patient
confidentiality if it happens within
earshot of the reception area.)

In addition, does your staff:
�Speak slowly and clearly to older
patients when making appointments
and talking (but not overly so as if
they were slow witted)?
�Walk at an easy-to-follow pace when
escorting older patients around the
practice?
�Avoid addressing older patients by
their first names (without permission)
or using overly familiar terms such as
“dear,” or “sweetie”? Kristine Williams,
a nurse gerontologist and associate
professor at the University of Kansas
School of Nursing, who studies the
effects of such language, finds that
healthcare workers often think that
using words like “dear” or “sweetie”
convey friendliness and caring. “But
they don’t realize the implications,” she

says. “It’s also giving messages to older
adults that they are incompetent.”
�Help patients with health history
forms if they have difficulty seeing
or completing them?
�Help patients with transportation if
needed, such as arranging taxi or
shuttle services?

How about you? Do you:
�Maintain eye contact when talking to
or listening to patients — or do you
focus instead on a computer screen
or tablet?
�Make sure that patients who might
be anxious, confused, or hearing
impaired understand you? (When
explaining something for the
umpteenth time, especially if you’re
busy, it’s easy to make the mistake of
speaking so fast that patients can’t
follow you.)
�Ask patients to repeat your homecare
instructions in their own words?
Consultant Jacob Weisberg calls this
“reverse paraphrasing” and says that

How senior-friendly is your practice?
The little things can mean a lot — especially to older patients.
BY BOB LEVOY
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it lets you know how well patients
understand your instructions. “If you
just tell patients but don’t get any
inkling of what they’ve understood,
then the chances of compliance are
greatly reduced,” he says.

Molly Mettler, senior vice president
of Healthwise, a nonprofit consumer
health information company, stresses

the importance of monitoring the
needs of older patients. “Probably the
best thing a doctor and office manager
can do is ask older patients directly, ‘Is
there anything we can do to make this
office more accommodating for you?’”
she says.

Action step: To get everyone on the
same page when dealing with older

patients, schedule a staff meeting to
discuss these issues and include the
required protocols in the training of
new practice personnel.

BOB LEVOY’S newest book, 222
Secrets of Hiring, Managing, and
Retaining Great Employees in
Healthcare Practices, is published
by Jones and Bartlett Publishers.

He can be reached at blevoy@verizon.net.
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TINSLEY WAS A WORKAHOLIC IN

THE MAKING. At such a young
age and having interned at the

practice since high school, she seemed
to stay at the practice even longer than
the docs. She was always helpful with a
smile, but there was concern that she
needed to “get a life” of her own, but
still her work was always appreciated.
No one was sure what they were

going to do if she ever left, but for now
that didn’t appear to be a worry. Tinsley
was an employee worth keeping.
Her counterpart Betty, however, had

been working far too long. It was if she
had quit but forgotten to tell anyone.
Yet no one had the heart to let her go.
Her work had lessened in quality and
effectiveness, and though she was now
checking in the children of patients she
had originally met as young people
themselves, there was a concern about

her performance and the increasing
use of technology in the practice.
This stark contrast in daily

performance could have been ignored,
but bonus time was coming around
and a few of the doctors felt ignoring
the disparity was no longer the right
thing to do. In the past, everyone got
the same bonus, but it was becoming
evident that this was rewarding
performance that was not equal.
Did recognition have to be equitable

in terms of bonuses and other rewards?
Could they recognize performance
without creating a disparity in the treat-
ment of employees? The answer to both
is yes, but there is more to the story.

Equal but not the same
When recognizing team members,
“same” is not the name of the game.
There has long been misunderstanding

that in order to be fair, employers must
treat (and thus reward) each employee
the same way.
In fact, employee recognition should

be equitable, not the same. You can
reward employees commensurate with
their hours, efforts, and output without
violating any equitable treatment of
one staff member over another.
Factors such as hours worked (for

part-time employees in particular),
tenure, and responsibilities can deter-
mine different bonus percentages.
When determining those criteria, you
should focus on what is most important.
If you place high value and importance

on tenure and loyalty, then increase the
percentage of bonus tied to the number
of years an employee has been with you.
If the focus is instead on performance or
the number of customer compliments,
tie a higher percentage to those metrics.
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Inventive incentives
When it comes to employee recognition, “same” is not the name of the game.
BY MONICA WOFFORD, CSP
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Re-incent, not re-invent
InManage People, Not Personnel,
author Victor H. Vroom gives the
following conditions necessary for
employee motivation. Employers must:
�believe effective performance
(behaviors) will lead to certain
rewards
�feel that the rewards offered are
attractive
�believe a certain level of individual
effort will lead to achieving the
desired standards of performance

From this, you can see that no
amount of rewards will create behaviors
that have yet to exist. Thus, rewards
are to motivate more of the behavior
being demonstrated and appreciated,
not to reinvent employees and get
them to do something new. For these
reasons, rewards work best when they
are customized to the person receiving
them.
If Tinsley, in this case, would be

more motivated to continue her high
performance by earning a pair of
tickets to Disney World, then this is
appropriate to provide even if Betty
were to receive something less in
value, but equally motivating for her
to continue doing the things she is
doing well.

Employees want it their way
Employees who have grown up
expecting to be able to customize their
experiences will expect the same in
their recognition. If they are rewarded
exactly the same as everyone else, they
won’t find it as valuable.
Those who grew up in the “you can

have any color car you want, as long as
you want black” era don’t expect a
customized experience at work or
anywhere else.
Burger King was speaking to its

target demographic when it told

viewers they could “have it their way.”
In the same way, you should focus on
the target demographics in your
practice.
If your employees prefer customiza-

tion, consider their input when it
comes to rewards. Maybe they have a
suggestion on what would motivate
them to do better or do more. Maybe
their suggestions would cost less than
the rewards currently offered.
Just as you ask unhappy patients

what they want to make up for a
problem before giving away a year’s
worth of treatment, ask employees
what they want. If you’ve built enough
trust and rapport with them, most will
gladly tell you.
There are four types of recognition

to be aware of when rewarding and
praising employees. They are public,
private, tangible, and intangible
rewards, and most employees will
embrace two of the four. Some will
have a public-tangible expectation,
some will have a private-intangible
preference, and so on.
This explains why the method of

delivery and type of reward should not
be the same for everyone. “Same” is
not the name of the recognition game.
Walk away from the traditional

bonuses and merit increases and study
those who contribute the most to
building a successful practice. Give
rewards and incentives to those who
are working in the desired direction.

MONICA WOFFORD, CSP, is a
leadership development expert
and the CEO of Contagious
Companies Inc. She helps leaders
work more effectively with their

team and worry less about their inner voices.
Her recent book,Make Difficult People
Disappear, is spreading virally to readers
worldwide. She can be reached at 866-382-
0121, Monica@ContagiousCompanies.com, or
through ContagiousCompanies.com.

Rewards work best when they are customized
to the person receiving them.





Some things about
finding and keeping
patients will never
change — the most

effective way to attract new
patients is through word of
mouth, and the best way to
retain them is to provide a
first-class practice experience,
which includes not only your
own professional expertise but
the competence of your
support staff as well.
One thing that has changed, though,

is the large number of tools available to
help you. From improved practice
software to appointment reminders via
text to leveraging social-media “likes,”
developers are creating new ways for
you to stay connected with current
patients and let them help you find
new patients.
The problem is that many DCs are,

if not exactly technophobic, a little
uncomfortable with all the gadgetry.
“There’s a big gap between where they
are and where their patients are” with
communications technology, says Nitin
Chandra, co-founder of HourMine.
It’s hard to get some DCs to adopt

this technology, agrees Michael

Cody, president of ReviewTree. “Not
all of them realize why this stuff is
important, and these days consumer
behavior changes quicker than small
businesses respond to it.”

Noel Lloyd, DC, founder and head
coach of Five Star Management, admits
he’s not an early adopter — but he is
an adopter. “I’m 63 and just had to bite
the bullet,” he says. “Get help and hire
wisely.”

The power of social media
“Word of mouth is the biggest influencer
in how people get new patients,” Cody
says. “In one practice, for instance, out
of 385 new patients over the course of a
year, 220 came from referrals.”
Obviously, the key to patient

acquisition is getting your patients to
recommend you to their friends and
family. How those recommendations
happen, though, has changed radically
over the last decade: Instead of picking
up the phone or gathering by the water
cooler at work to ask about good
health practitioners,
people

increasingly go online.
One popular online route is through

rating sites, whether general ones like
Yelp and Angie’s List or sites specifically
for medical practitioners like RateMD
and Healthgrades. “Recommendations
are more compelling and more influ-
ential when you know the author,
though,” Cody says. For example: This
happens when your patients “like”
your Facebook page — and, more
importantly, when they participate on
that page.
If you use online surveys or similar

kinds of feedback tools, they can
usually be configured to ask at the end
if the patient wants to share his or her
feedback via Facebook or Twitter.
About half say yes, in Cody’s
experience, so the survey can be
set to automatically sign the
person into a social
media account.

New technology and software are transforming the ways you
can connect with patients, and help them connect with you.
BY JUDY WEIGHTMAN

Social-savvy relations
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These “likes” and tweets get your name
in front of your patient’s Facebook
friends or Twitter followers, giving
those recommendations greater
impact.
Social media has other uses than

just recruitment. “It’s a means of
providing patients with easier access to
the practice at any time, not just
during business hours,” Chandra says.
“Patients can use Facebook, Twitter,
whatever they’re comfortable with, to
keep in touch. For instance, they might
have a quick question that can be dealt
with in a brief online consultation
rather than an office visit.”
“An Internet presence is a must,”

Lloyd says, “but spending big money
on Internet gimmicks you don’t
understand is a big mistake. Real

Internet coaching is affordable and
pay-as-you-go.”

Enter the robo-practice
Chiropractors and their staff are already
using computers for recordkeeping and
billing, so adding new gadgets and
software is about improving existing
procedures, not rethinking the basics,
according to Rocky Downs, CEO of
HourMine.
“Some of the tech, like sending text

messages, is great, but using it isn’t a
giant change like the one that occurred
in the ’80s when offices first went
paperless,” Downs says. “The benefits
are more incremental.” Most of the
new software uses a practice’s existing
systems, so it’s not disruptive to
current procedures to add cutting edge
functions. Many of these functions are
designed to improve retention rates in
two main ways: improving office
operations, and improving the patient
experience.

The operations equation
Improving the workflow and efficiency
of your practice allows you to spend
more time on your primary mission:
helping patients. This is, of course, one
of the most important ways to improve

patient retention.
“Automation makes sense in terms

of your time,” says Marie Fontaine,
business development manager at
NexySoft. “Less time writing notes
means more time actually spent with
the patient — or the time to see more
patients. The same is true for your CA:
as her tasks are automated, she can
concentrate on other tasks.”
The benefits of automation for staff

are especially clear. “Processing every
new patient might involve 10 separate
tasks,” says Yuval Lirov, CEO of Affinity
Billing. “Like getting insurance infor-
mation, taking the history, and so forth.
If you get 20 new patients a week, or
1,000 patients a year, that adds up to
10,000 tasks spent on the first day of
patient visits. A work flow manager
[program] coordinates all of those tasks,
and takes away the need to memory-
manage them. It helps you focus on
your real task, which is saving lives.”
One area of practice operation with

a huge impact on patient retention is
tracking and following up with
patients. Mike Norworth, president of
MPN Software, points out that this is
especially critical for practices with a
large number of repeat visits for
patients seeking wellness care or help
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head coach of Five Star
Management
myfivestar.com

Rocky Downs, CEO of
HourMine
hourmine.com

Marie Fontaine, business
development manager at
NexySoft
nexysoft.com

Yuval Lirov, PhD, CEO of
Affinity Billing
abichiropracticsoftware.com

Mike Norworth, president
of MPN Software
mpnsoft.com

TravisMcDonough, DC, CEO
of 3DRX Development LLC
3drx.com

Software shopping tips
Any new software should offer three basic things, says Yuval Lirov:

Functionality. Your first step is to set a quantifiable goal, such as increasing
referrals or improving billing performance. Once you’ve identified your goal, you’ll
have a handle on what kinds of tools you need to achieve that goal.

Ease of use. “The saying [in chiropractic] is ‘the patient carries the doctorwithin him,’”
Lirov says. That’s a goodmodel when looking at how softwareworks. Does the
systemdo thework for youwithoutmaking you jump through hoops?Does theway
you enter and retrieve datamake intuitive sense to you? Is the help function actually
helpful? “Look at the iPhone,” says Lirov. “It’s designed so you can pick it up and
figure it out yourself. Your new software should be equally easy to use.”

User support. Even an easy-to-use system will require some training for you and
your staff. Ask how the vendor provides that training, and what kind of support is
available going forward. It is the provider’s “responsibility to make sure you’re
comfortable with the program, and to present it in a form you can continue to
use,” Lirov says.
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with chronic conditions. “If a patient
was in last week but not this week,” he
says, “and if you don’t notice, you can
lose that patient.” Thus the very first
software he wrote back in 1986 was to
track patient visits.
These days, of course, tracking

software is much more sophisticated.
“You can send out automated emails or
text messages,” Norworth says. “The
system will let you know if the patient
is late, and send an instant text
[message saying] ‘Where are you?
You’ve got an appointment today.’”

Revised relationships
Ironically, using appropriate software
for patient communications can make
the relationship with each patient more
personal, not less. “You can [use
software to] group patients together,”
Fontaine says. “For instance, you can
create a group of mothers, then send
them Mother’s Day greetings.” Similarly,
you can target tips and reminders to
specific groups, such as athletes or
seniors.
Aside from targeted emails, other

programs are specifically created for
patient education. According to Travis
McDonough, DC, CEO of 3DRX, the
average patient retains less than 10
percent of what he or she is told
during a visit. “Using chiropractic
terminology just serves to bamboozle
the patient,” he says, which causes
them to leave your office without
understanding their diagnosis.
“This is the number-one cause of

cancellations, disgruntlement, and
failure to follow the treatment plan —
all of which lead to bad outcomes.” And
of course it disinclines the patient to
return. Providing access to explanatory
videos — whether on a tablet in the
office or via a website the patient can
view at home — improves treatment
outcomes, McDonough says. “You can
have the best scheduling system, but it
does nothing if the patient doesn’t
understand what their condition is and
why they need treatment.”
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One of the most effective ways to
improve patient relationships, and thus
increase patient satisfaction, is to use
one of the many feedback programs.
“This is absolutely central to patient
retention,” Cody says. “You need to
find out not just who’s happy and
who’s not, but why.” In a busy practice,
you don’t have time to ask these
questions, but by doing it via a tablet
app or an online survey, you can not

only gather the information but have it
aggregated and processed — and even
have it fed automatically to the review
sites potential patients are reading.

Measured steps
Remember, you can — and should —
start small when it comes to adopting
new techniques. “If you’re nervous
about change, do the cheaper, easier
things that are similar to what you’ve

done in the past,” Lloyd recommends.
“Start by using your existing software

to maximum effect,” Downs says. “For
instance, if you’re not already collecting
email addresses and cell phone numbers,
do that.” You’ll want to have that infor-
mation available when you upgrade to
a program that sends automatic notices.
And when you do upgrade,

remember that most of these programs
are offered on a subscription basis, so
the decisions you make aren’t
irrevocable. “All new tech carries a
risk,” Downs says, “but these risks are
manageable. What if you set up a cell-
phone system and people don’t use it?
If it’s not working, you can just
unsubscribe.”

JUDY WEIGHTMAN is a writer
and editor based in Philadelphia.
In addition to health, she writes
on higher education, gardening,
and sustainability for both print

and theWeb. She can be contacted at
jmweightman@gmail.com or followed on
Twitter: @JudyWEdu.

Quick Tip
Make referral easy
Make up gift bags filled with
information on the conditions you
most successfully treat in your
clinic. Include handouts on the
conditions, your practice brochure, a
personalized pen, stress ball, or
other “goodies,” a gift certificate for
an exam (if permitted in your state),
and anything else exciting.

Place the bags where your staff can
easily give them to patients who say
things like, “I wish I could get my
neighbor in here because she
always has headaches.”

You’ve made it easy to refer!

Source: Mark Sanna, DC
Breakthrough Coaching

mybreakthrough.com or 800-723-8423
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HOW DO CHIROPRACTIC

MARKETERS MEASURE THEIR

RETURN ON INVESTMENT (ROI)
when it comes to social media? After
all, “follows,” “likes,” and “repins” are
not the usual metric for tracking
online marketing success.
At the same time, the indicators you

typically use to gauge the success of
digital marketing don’t apply as easily to
social media. Counting website hits and
measuring your click-through rate is not
a means of measuring ROI in this realm.
Social media marketing is still new for
most DCs and monitoring a few key
metrics can help you determine whether
your efforts and initiatives in social media
are moving the needle for your practice.
As you look forward and begin

allocating your marketing resources,
take time to consider the following
metrics and related critical questions.

Share of voice: How does your practice’s
social media presence stack up against
your competitors’? This includes both
the size of your audience (number of
followers, etc.), and their level of

engagement. How engaged are your
patients and potential patients compared
to those of your competitors? Howmany
people are talking about your practice,
how frequently, and in what context?

Conversations: Are you having
conversations with your patients? If
not, re-examine the content you are
posting. Don’t speak at your audience,
speak with them. Every post is an
opportunity to stimulate a dialogue.
Creating dialogue increases your
patients’ affinity to your practice.

Advocates: Do you have any patients
who have become super fans of your
practice’s social media sites? If the
answer is yes, leverage their passion for
your practice.
If the answer is no, you may be

missing out on an opportunity to
increase the number of potential
patients who have been exposed to
your practice in the past, but are now
compelled to try it, thanks to a fan’s
recommendation. Activate your fans by
noticing them and engaging with them.

Product guidance:Ask your patients
questions to learn what they like about
your practice and the products and
services you provide. Social media
provides your practice with access to a
large, free, real-time focus group. You
can leverage your social network to
help you decide which products and
services you should offer. This can help
save you from making costly mistakes.
Many times you don’t even have to

ask — just listen and respond. For
example: A chiropractor added massage
therapy to his practice, but a long wait
time resulted in unhappy comments on
the DC’s social media sites. As a result,
the DC changed the flow in the practice
to decrease wasted time. Patients were
thrilled with the changes, eventually
posting positive responses.

Follow-up questions
These metrics don’t show the complete
picture of how social media can affect
your practice’s bottom line. Some
additional follow-up questions can
help you determine how effective you
are at engaging your audience.

Social media marketing
Measuring the return on investment of your online
presence isn’t as straightforward as you may think.
BY MARK SANNA, DC, ACRB LEVEL I I , F ICC
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1. Do more people know about your
practice than before? How to learn it:
Measure the number of mentions your
practice receives and the number of
positive reviews you generate. Then
compare your results to the volume of
traffic on the social sites of the other
practices in your community.

2. Are more people hearing your
message than before? How to learn it:

This is called your practice’s reach.
Measure the growth in the number of
your followers/fans per reporting
period. Enlist tools that measure
Twitter reach and use tools such as
LinkedIn analytics and Facebook
Insights that report the number of
impressions.

3. Are your posts generating traffic?
How to learn it: If you are engaging,

interesting, and valuable in all of your
social media interactions, then you are
not simply sharing all of your content
day after day. However, when you do
link back to your own website,
measure the resulting traffic to your
site via Google Analytics. This allows
you to determine which traffic was
nurtured through social media.

4. Are people reacting to what you’re
putting out there? How to learn it:
Measure your click-through rate as
well as the number of comments per
post. The number of shares and
retweets your posts receive is a great
way to identify the number of fans you
are engaging.

Social media ROI is more complex
than a simple cost-versus-practice-
awareness equation. While social media
can affect the journey of patients to
your practice, it cannot be simply
superimposed over it. There are too
many touch points in too many places
to limit social media to one fixed point
along a patient’s path.
Social media ROI is delayed ROI.

This may be tough to come to grips
with, but it goes back to your overall
marketing strategy. Social media is not
just another marketing channel; it is a
critical part of your practice’s overall
communications platform. It touches
many areas within your practice —
from retweets to your blog posts.
When it comes to social media, don’t

be hyper-focused on the immediate
ROI. Instead, get your practice team
focused on another question: What
have we learned today from our
patients?

MARK SANNA, DC, ACRB Level
II, FICC, is a member of the
Chiropractic Summit, the ACA
Governor’s Advisory Board, and a
board member of the Foundation

for Chiropractic Progress. He is the president
and CEO of Breakthrough Coaching, and can
be reached at 800-723-8423 or through
mybreakthrough.com.
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TECHTALK

WHILE CHIROPRACTORS HAVE

LONG BEEN TRACKING THE

growing influence of online
consumer reviews, a study from
Opinion Research reveals the impact
of these reviews has reached a tipping
point.
The study found that more than 80

percent of all online consumers said
that the reviews they find on the Web
influence their decisions about whom
to do business with.
Another 32 percent said they had

posted feedback or a review on the
Web after an experience with a
product or service.
“Businesses today exist in an era in

which it’s nearly impossible to escape
the likelihood of being evaluated —
there’s nowhere to hide,” says Linda
Shea, a senior vice president at

Opinion Research, which also does
national polling for CNN. “Even a
single negative review, when posted in
a very public forum, can have a
significant impact on a prospective
buyer’s decision.”
Even the bravest of the review site

pioneers embrace reviews on their sites
that are both positive and negative.
These companies buy into the “brave
new Web” theory that a business
demonstrating complete transparency
on the Internet earns the greatest
respect — and the most repeat
business — from today’s most
sophisticated online consumers.
But others are hedging their bets,

convinced that posting only glowing
reviews will make them look trendy
while bringing in more business, too.
If you’re looking to ride the

promotional wave of the review frenzy
— one that could negatively impact
your practice with just a few, well-
placed, unflattering reviews — you
may want to consider creating a review
domain on your website.
The advantage of having such a

domain is that it can be overseen,
guided, and edited by you or a staff
member. And while these review
domains cannot erase a negative
review posted elsewhere on the Web,
you can at least control public opinion
where it matters most.
“Blogs, discussion boards, and other

forms of interactive media are the
most cost-effective customer feedback
mechanism ever invented,” says Paul
Gillin, author of The New Influencers:
A Marketer’s Guide to the New Social
Media. “You won’t get a representative

Wisdom of the crowd
Learn how to build your practice with online reviews.
BY JOE DYSART
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sampling of your customers. But you
will get your most passionate
customers.”
Fortunately, there are plenty of

review-service providers ready to help
create a wide array of online review
communities that can be run on the
service provider’s computer servers or
your Web-hosting service.

Consider the communities
The online review communities
typically break out into three
categories.

1. Social hang-out communities. These
offer a review domain component.
They borrow from the Facebook
model and attempt to offer a variety of
community features to attract as many
visitors as possible.

2. Private, invitation-only communities.
While these are generally much

Cases in point
Service providers who specialize in creating Facebook-type communities
include Affinitive (beaffinitive.com).

Meanwhile, the second breed of online review communities — invitation only
affairs — are the type preferred by Communispace (communispace.com), an
online community service provider specializing in designing and helping
businesses run private meeting places.

The third genre of industry review communities — sites that limit all activity to
pubic reviewing of a company’s products and services — can be found in
Bazaarvoice (bazaarvoice.com), a review community builder urging you to be
transparent. Its flagship product is designed to solicit unvarnished reviews
about your practice’s performance. These are published on your website, but
still subject to company approval.

If you’re still a bit skittish about the concept of publishing bad reviews about
your practice on your own website, you’ll probably be more interested in a
solution like Genuosity’s KudosWorks (kudosworks.com) or Zuberance
(zuberance.com). These are glowing-testimonials-only type approaches.

If you’re not ready for any of these choices but still want to monitor what’s
being said about your practice on the Internet, you have options that include
Dow Jones Insight, Nielsen, BlogSquirrel, and webclipping.com.
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smaller than the public sites, many
businesses have discovered there’s a big
pay-off when they pick and choose
who will belong to their review
community.

3. Positive review communities. These
exist solely to solicit reviews from
extremely happy patients, customers,
and the like. Many of these commu-
nities are driven by highly sophis-
ticated review software packages that
walk visitors through every step of the
review process and find ways to
encourage them to speak positively
about your practice.

Whatever method works for you,
one thing is certain: the ongoing rise of
such gathering places is inevitable.
If you’re interested in going with the

Facebook clone, you’ll only be able to
achieve that look and feel by offering a
full array of community fostering

amenities including discussion boards,
chat rooms, instant messaging, blogs,
photo, audio and video posting, etc.
You’ll also want to jump-start the

community’s discussion board by
posting commentary on several topics,
and then encouraging visitors to weigh
in with feedback.
“When a few hundred members are

participating on a regular basis, the
quantity and quality of the content is
deeper and richer than from large
public sites,” says Katrina Lerman,
co-author of the white paper The Fifth
P of Marketing: Participation. “For
companies that truly want to connect
with their customers, smaller may in
fact be better.”

JOE DYSART is an Internet
speaker and business consultant
based in New York City. He can
be reached at 646-233-4089,
joe@joedysart.com, or through

joedysart.com.

Quick Tip
Chiropractic and asthma
“Doctors of chiropractic can give a
full-scale evaluation to asthma
patients; assess their physical and
neurological status, their lifestyle,
diet, and stressors; and help the
patients increasemotor coordination,
and improve the work of respiratory
and gut muscles to increase the
quality of life,” says Gail Henry, DC,
a chiropractic neurologist, who
practices in Houston. “Doctors of
chiropractic can be a great addition
to the healthcare team treating the
asthma patient.”

Source: The American Chiropractic
Association,
acatoday.org
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Chiropractic Economics is pleased to present the profession’s most comprehensive Patient Education 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.

Patient Education

2 Imagine
480-657-8506
2imaginethis.com

2nd Cousin Inc.
413-232-3219
healthnewspodcast.com

3B Scientific
888-326-6335
a3bs.com

3DRX Inc.
360-909-3709
3drx.com

A2Z Health Massage Schools
888-303-3131
a2zhealthstore.com

Access Equipment Corp.
888-463-1381
usedchiropractictable.com

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

Addison Health Systems Inc.
800-496-2001
writepad.com

aDIO Productions
800-461-2346
adioproductions.com

Advanced Rehab Consultants LLC
866-914-2003
advancedrehabconsultants.com

American Anatomical Corp.
800-344-5904
americananatomical.com

American Nutriceuticals
888-848-2548
888vitality.com

Apex EDI
800-840-9152
apexedi.com

Back Talk Systems Inc.
800-937-3113
backtalksystems.com

Backpack Safety America
800-672-4277
backpacksafe.com

BML Basic
800-643-4751
bmlbasic.com

Body Logic
214-378-6100
ebodylogic.com

BodyPart Chart
888-712-4278
bodypartchart.com

BodyZone.com
770-922-0700
bodyzone.com

Breakthrough Coaching
800-723-8423
mybreakthrough.com

British Institute of Homeopathy
609-927-5660
bihusa.com

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

BStrong4Life
866-515-4907
bstrong4life.com

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

Chiro Design Group
512-301-0821
chirodesigngroup.com

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

ChiroColumn
888-707-5656
chirocolumn.com

ChiroConceptions
310-777-3710
chiroconceptions.com

ChiroMatrix
800-444-4200
chiromatrix.com

ChiroPlanet.com
888-364-5774
chiroplanet.com

Chiropractic Images
514-277-3546
stephenshortt.org

Chiropractic Leadership Alliance
800-285-2001
subluxation.com

Chiropractic Marketing 360
888-929-3633
chiropracticmarketing360.com

ChiroPractice Marketing Solutions
866-285-2011
chiropracticemarketingsolutions.com

ChiroPractice Mentoring
608-489-7542
chiropracticementoring.com

ChiropracticOutfitters.com
952-270-0258
chiropracticoutfitters.com

Chiroschool.com
707-927-4611
chiroschool.com

ChiroVision
800-438-9355
chirovision.com

CommVantage
866-399-4009
commvantage.com

ConCentro Laboratories LLC
520-876-0308
neuropathyniche.com

Concept Therapy Institute
210-698-2254
zonedoctors.com

Creating Wellness
888-589-9355
creatingwellness.com

Current Solutions
800-871-7858
currentsolutionsnow.com

Davlen Associates Ltd.
631-924-8686
davlendesign.com

DemandForce
800-246-9853
demandforce.com

Destiny Health TrendsNetwork
877-777-1177
dhtn.com

Discover Wellness Inc.
760-208-1895
drstevehoffman.com

DoctorPromo
516-867-8237
doctorpromo.com

Dr. Pete Gratale’s Power Centering
powercentering.com

DrBarbaraEaton.com
734-255-9003
drbarbaraeaton.com

eyeQuest Networks Inc.
770-933-1800
eyequestnetworks.com

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

Forte Holdings Inc.
800-456-2622
emr4chiro.com

Full Potential Leadership
512-474-1895
fpl4life.com

Future Health Inc.
888-434-7347
fheconnect.com

GMP Fitness
888-467-3488
gmpfitness.com

Graston Technique
888-926-2727
grastontechnique.com

H.W. Industries Inc.
800-824-5084
hwind.com/chiro

Happy Birthday Call
904-438-3700
happybirthdaydoctor.com

Health Visions
888-480-1350
healthvisions.com

Healthy You
800-826-9946
healthyyouweb.com

Himalaya Herbal Healthcare
800-869-4640
himalayausa.com

Hoggan Scientific LLC
800-678-7888
hogganhealth.net

Houghton Mifflin Harcourt
800-325-4177
hmhco.com

Illum Innate
626-383-2527
spine24.com

Image One
800-536-3030
imageoneads.com

Inform for Life
800-234-8325
informforlife.com

Jones & Bartlett Learning
978-443-5000
jbpub.com

JTECH Medical
801-478-0680
jtechmedical.com

K-Med Services Inc.
800-243-2603
kmedsupplies.com

Kennebec Proof Preferred
412-278-2040
proofpreferred.com

Killer Ads
706-233-9000
thekillerads.com
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King Bio
800-543-3245
safecarerx.com

Koren Enterprises
800-537-3001
korenpublications.com

Legacy for Life
877-557-8477
legacyforlife.net

Lippincott Williams & Wilkins
800-638-3030
lww.com

Living Well Labs
800-540-1674
livingwelllabs.com

LSI Int’l
800-832-0053
lsiinternational.com

Massage Warehouse
800-910-9955
massagewarehouse.com

Medi-Stim Inc.
800-363-7846
medi-stim.com

Medical Arts Press
800-328-2179
medicalartspress.com

Medical Electronics Inc.
866-633-4876
meditronics.net

Meditherm Inc.
866-281-5479
meditherm.com

MGV Marketing
561-392-5206
mgvmarketing.com

Miridia Technology Inc.
888-647-4342
miridiatech.com

Mojo Interactive
866-626-3867
locateadoc.com

Morgan Professional Products
800-403-5295
morganprofessionalproducts.com

MPower Media
888-232-9862
mpowermedia.com

Myogauge Corp.
888-696-3539
myogauge.com

MyoVision
800-969-6961
myovision.com

National Health Education Society Inc.
800-241-7705
voiceforhealth.com

Natural Touch Marketing
800-754-9790
naturaltouchmarketing.com

New Harbinger Publications Inc.
800-748-6273
newharbinger.com

Noromed Inc.
800-426-0316
noromed.com

Novel Electronics Inc.
651-221-0505
novel.de

Nutraceutics Corp.
877-664-6684
nutraceutics.com

Officite
630-928-0950
officite.com

OPTP
800-367-7393
optp.com

Pain & Stress Center
800-669-2256
painstresscenter.com

Palmer College Continuing
Education & Events
800-452-5032
palmer.edu

Parker Share Center
972-438-6932
parkersharecenter.com

Patient Media Inc.
719-488-6663
patientmedia.com

Perfect Patients
800-381-2956
perfectpatients.com

Performance Health/Biofreeze
800-246-3733
biofreeze.com

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

Pivotal Health Solutions
800-743-7738
pivotalhealthsolutions.com

PostureCo
866-577-7297
postureco.com

PrescriptionBeds.com
800-457-6442
prescriptionbeds.com

BUYERSGUIDE
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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.

PreventiCare Publishing
912-897-3040
preventicare.com

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

Rizzo & Jones Associates
877-947-7200
rizzoandjones.com

Rosen Coaching
808-878-8384
rosencoaching.com

S.A.M. LLC
800-752-3263
morenewpatients.com

Science Based Nutrition
937-433-3140
sciencebasednutrition.com

Sigafoose Seminars
800-331-6930
sigafoose.com

Sigma Instrument Methods
888-860-9492
sigmamethods.com

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

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

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

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

Synergy Therapeutic Systems
800-639-3539
synergyrehab.com

Target Information Management Inc.
800-258-0258
targetinfo.ws

Tekscan
800-248-3669
tekscan.com

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

The Integration Group
443-600-5807
integrateyourpractice.com

The Masters Circle
800-451-4514
themasterscircle.com

The Upledger Institute Inc.
800-233-5880
upledger.com

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

Tim Stensrud Design
780-449-7272
healthcaredesigner.com

Totally Booked Practice
888-243-2661
totallybookedpractice.com

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

Trusted Voice
877-558-6423
trustedvoice.com

Ventura Designs
913-239-8465
posturepro.com

Visual Odyssey Inc.
800-541-4449
neuropatholator.com

Watt Media Inc.
800-250-8233
watt-media.com

Wellness Way
888-450-3333
wellnessway.com
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THE SO-CALLED “FISCAL CLIFF” TAX

PACKAGE RECENTLY SIGNED INTO

law renewed more than 50
temporary tax breaks through 2013,
saving businesses about $76 billion.
Employees are already finding less in

their paychecks because the American
Taxpayer Relief Act did not extend the
payroll tax holiday that had reduced
Social Security payroll deductions from
6.2 percent to 4.2 percent on earned
income up to the Social Security wage
base ($113,700 for 2013). It’s a similar
story for self-employed chiropractors.
For chiropractors, there is good

news and bad news in the fiscal cliff
tax laws. First, the good news:
Included in the new law was a one-
year delay in the 26.5 percent Medicare
physician payment cuts that had been

scheduled to take effect Jan. 1, 2013.
Unfortunately, the one-year Medicare
physician payment patch was offset
partly through $22 billion in payment
reductions to other Medicare providers,
including hospitals, pharmacies, and
dialysis clinics.
Like the sustainable growth rate

(SGR), the key factor in annual Medicare
payment updates that was designed to
limit spending, chiropractors and
principals in practices have grown used
to many longstanding tax breaks, but
they also have had to get used to the
uncertainty of whether they will be
renewed each year. While many key tax
breaks were allowed to expire at the end
of 2011, the new tax law renews them
retroactively, allowing chiropractors to
claim them on both their 2012 and 2013

tax returns.
For example: an often overlooked

and misunderstood tax credit — the
research and development (R&D) tax
credit — has been extended through
2013 and made retroactive for 2012.
While only for research in the clinical
sense, many of the small practices and
businesses it was designed to help have
in the past shied away from its complex
rules. Perhaps the potential of reaping
a share of the $14.3 billion in tax
savings may entice more chiropractors
to investigate the R&D credit.

Equipment write-offs
for profitable practices
The American Taxpayer Relief Act
extended the tax code’s Section 179,
first-year expensing write-off. Now, the

Over the tax savings cliff
The tumultuous events in Washington, D.C., have
dramatic tax implications for you and your practice.
BY MARK E. BATTERSBY
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higher expensing limits in effect in
2011 have been reinstated for 2012 and
extended for expenditures made before
Dec. 31, 2013.
Thus, a practice can expense and

immediately deduct up to $500,000 of
the cost of equipment and business
property in 2012 and 2013, subject to a
phase-out if total capital expenditures
exceed $2,000,000. The maximum
amount that can be expensed in years
beginning after 2013 will, without
amendment, drop to $25,000.
The ability to expense the off-the-

shelf software used in so many
practices, under Section 179, has
also been extended and applies to
expenditures made before Dec. 31,
2013.
The tax break that allows profitable

practices to write off large capital
expenditures immediately — rather
than over time — has long been used
by our lawmakers as an economic

stimulus. One-hundred percent “bonus”
depreciation expired at the end of 2011.
Today, the new law allows 50-percent
bonus depreciation for property placed
in service through 2013.
To be eligible for bonus depreciation,

property must be depreciable under
the Modified Accelerated Cost Recovery
System (MACRS), and have a recovery
period of less than 20 years. Code
Section 179 first-year expensing remains
a viable alternative, especially for small
practices and businesses. Property
qualifying for the Section 179 write-off
may be either used or new in contrast
to the bonus depreciation requirement
that the taxpayer be the “first to use.”

Cheaper and smarter workers
The Work Opportunity Tax Credit
(WOTC), which rewards employers
who hire individuals from targeted
groups, has extended to Dec. 31, 2013
and applies to individuals who begin

work for the employer after Dec. 31,
2011. Under the revised WOTC,
practices and other businesses hiring
an individual from within a targeted
group are eligible for a credit generally
equal to 40 percent of first-year wages
up to $6,000.
The new tax law has permanently

extended the exclusion from income
and employment taxes of employer-
provided education assistance up to
$5,250. A practice may also deduct up
to $5,250 annually for qualified
education assistance paid on behalf of
an employee.

Themoney side of it all
Although an S corporation is a pass-
through entity and not normally subject
to income taxes, it is liable for the tax
imposed on built-in gains or capital
gains. The tax on built-in gains is a
corporate-level tax on S corporations
that dispose of assets that appreciated

TAXTIPS
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in value during the years when the
practice was a regular C corporation.
The new law extends a relaxed

version of the provision that limits the
taint to five years, but only for 2012
and 2013. Thus, if a practice waits five
years it escapes the “double tax.”
Anyone in this situation may wait to
take advantage of this provision but is
advised to consult with a tax
professional.

Taxing it alone
Thanks to the Health Care and
Education Reconciliation Act of 2010,
beginning in 2013, many individuals
suddenly discovered they are subject to
a 3.8 percent net investment income
(NII) tax and a 0.9 percent additional
Medicare tax. The new taxes apply to
single taxpayers with a modified
adjusted gross income (MAGI) in
excess of $200,000 and married
taxpayers with a MAGI in excess of

$250,000 if filing a joint return, or
$125,000 if filing separately.
More recently, single individuals

with incomes above the $400,000 level
and married couples with income
more than $450,000 will pay more
income tax in 2013 because of the
higher 39.6 percent income tax rate,
and a 20 percent maximum capital
gains tax. For others, the alternative
minimum tax (AMT) has finally been
indexed for inflation.
Ironically, the AMT was created to

ensure that wealthy individuals would
pay some kind of income tax, not
target middle-income households. The
new law increases the 2012 exemption
amounts to $50,600 for unmarried
individuals and $78,750 for jointly-
filing couples. For 2013, the AMT
exemption amounts are predicted to
be $80,750 for married couples filing
jointly and $51,900 for single
individuals.

Estate taxes never die
Always of significant interest to the
owners of small businesses and prin-
cipals in professional practices, the
estate tax has long been a bit of a
mixed bag. On one hand, the $5-
million-per-person exemption has
been kept in place (and indexed for
inflation). The top rate has been
increased to 40 percent, however,
effective Jan. 1, 2013.
Other good news for estate

planning: Portability is kept in place
and estate and gift taxes remain
unified, i.e., the $5 million stays in
place for gift-tax purposes as well as
estates. Best of all, it is permanent.

Planning opportunities abound
The majority of chiropractors practice
as pass-through entities, such as S
corporations, limited liability
companies, and partnerships. Profits
are passed through to the practice’s
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principals and are taxed at individual
income tax rates.
Thanks to the new tax law, some

chiropractors may want to consider
switching to a regular C corporation
with its top rate of 35 percent rather
than practicing as one of the other
types subject to a top tax rate of 39.6
percent on pass-through income.
Looking deeper than the tax rates,

keep in mind pass-through entity

shareholders are taxed only once on
the income. With a regular C
corporation, distributions are first
taxed at the corporate level and once
again at the shareholder’s level for an
additional 15 or 20 percent.
This double taxation is even more

important on the sale of a practice.
Although there are provisions in the
tax law that allow all or a portion of
the gain on the sale of a practice or

business to be excluded or ignored,
they are limited.
Another consideration, especially for

small professional practices or busi-
nesses, is that any expenses disallowed
by an IRS auditor will only result in
increased income to the pass-through
entity. Doing business as a regular
corporation, disallowed personal
expenses increase the income of the
corporation and are taxed as construc-
tive dividends to the shareholders. The
same is true for unreasonable compen-
sation of shareholders, officers, and
principals.

Here today, but what
about tomorrow?
Although it is not the grand bargain
envisioned by lawmakers, many popular
but temporary tax extenders relating to
chiropractors were included in the
American Taxpayer Relief Act.
However, despite Section 179, small
business expensing, bonus
depreciation, and the WOTC, the new
law is effectively a stop-gap measure
designed to prevent the onus of the
expiration of the Bush-era tax cuts from
falling on middle-income taxpayers.
Congress must still address spending
cuts and may even tackle tax reform.
The time is now — hopefully before

filing the practice’s 2012 tax returns —
for every chiropractor and principal in
a practice to consult with their
accountants and tax professionals to
focus on the potential savings offered
by these newly revised, extended, and
expanded business credits, deductions,
and tax write-offs.

MARK E. BATTERSBY is a tax
and financial advisor, freelance
writer, lecturer, and author located
in suburban Philadelphia. He can
be reached at 610-789-2480.

DISCLAIMER: The author is not engaged in
rendering tax, legal, or accounting advice.
Please consult your professional advisor
about issues related to your practice.
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LEGALEASE

THERE’S A COMMON FALLACY THAT

THE ONLY HIPAA OFFENSES that
result in fines or punishment

are major screw ups. Such as the kind
where a patient’s information is given
to a third party for which there was no
written release signed by that patient.
There’s currently specific training for

auditors so that they can find violations
of the new rules for Medicare and HIPAA
compliance, and government strike
forces can be used for enforcement.
Seemingly minor infractions can

oftentimes result in dire consequences,
and you need to be aware of — and fix
— as many of these issues as possible.
The new $50,000 minimum fines,

combined with the potential of losing
your license, being required to return
payments previously made to you by
Medicare or insurance companies, and

even facing criminal charges make
HIPAA and Medicare regulations a
force that can no longer be ignored.
The combined efforts of the Office

of Inspector General (OIG) and major
insurance companies have been
strengthened by the addition of the
justice department.
They mean business and have

recently taken the position that a
practice being investigated for
Medicare violations should also be
investigated for HIPAA compliance
and vice versa.
Here are a few areas of concern:

�Faxing patient health information
(PHI) without following the fax
protocol outlined by the OIG. Not
using the secured fax line procedures
is one of the most frequent complaints
cited and the insurance companies

are often the ones turning you in.
Make sure your practice follows the
proper procedures to the letter.
Anyone filing insurance is exposed.
�Discussing PHI within earshot of a
public area in your practice.
�Having a common therapy area or
open reception area where people can
overhear conversations. Not taking
steps to decrease the carry of voices in
your practice can be costly. Give
written notification to patients that
some of their care may be provided in
open areas but that there are private
consulting areas available upon request.
This is the least you should do.
�Providing only a summary of care
and refusing to release actual records.

Many doctors don’t realize that
HIPAA and Medicare auditors will
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HIPAA compliance: avoiding disaster
Learn some of the common violations and deficiencies
that have resulted in the levy of fines against DCs.
BY TY TALCOTT, DC, AND MARTHA MCKINNEY, CPO
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become involved in virtually every
aspect of your practice when they decide
there is reason to be. You are required
to perform annual audits of your charts,
to be included in your HIPAA manual.
These audits cover topics from diagnosis
and treatment plans to trends in claims
denial in your practice. They must be
documented and signed, and there
must be written corrective actions
recorded for deficiencies. Without this,
it becomes easy for investigators to
find subpar practice procedures that
can lead to overpayment and patient
confidentiality breaches.
�Releasing records to an employer
without the patient’s permission or a
special signed release on file. Just
because an employer pays for a
patient’s insurance doesn't give the
employer a right to the patient’s
health information.
�Leaving messages for patients that
include PHI, without obtaining prior
patient permission. Many practices
solve this issue by including a blank
space on patient intake forms for
patients to indicate phone numbers
that are approved for your practice to
leave messages. These forms must be
signed by the patient to be valid.
�Requiring unreasonable fees for
release of records. You cannot deny a
patient access to their own records by
making copy fees onerous. Charge no
more than market rates.
�Withholding records until a balance
owed by the patient is paid. If you
want to see fireworks explode, let a
regulatory agency discover that you
were holding a patient’s records until
a billing dispute was resolved.
�Not having your self-audits completed
and documented.

The public is becoming more aware
of its rights with the onset of electronic
health and medical records. The
reporting of violations is on a strong
upswing. When combined with the
increase in random audits, the world
of compliance becomes more and

more dangerous.
Officials of HIPAA and Medicare

have indicated that chiropractors and
many other specialists have too long
ignored the need to become compliant.
Therefore, deficiencies in compliance
will be considered “willful” in many
cases.
This is where the justice department

comes in to enforce criminal prose-
cution relative to audit findings. Don’t
get caught in the crossfire. Here’s how
you can take action now:
�Attend compliance seminars.
�Attend state association license
renewals. Many are now requiring
regulatory topics be presented.
�Make sure your information is up to
date. There were new requirements
as recent as 2011 and new threats as
recent as July 2012.
�Work with professionals who supply
training materials for the do-it-
yourselfer. It can be done in bite-size
pieces.
�Have someone come onsite and put
your program in place.

Prudent action taken now will be
worth far more than the effort you’ll
need to untangle a compliance
problem later.

TY TALCOTT, DC, is CEO of
HIPAA Compliance Services. He
has been consulting with practices
for decades and assists with
protection from regulatory risk.

He has developed specialized programs to
assist individual chiropractors and their
associations.

MARTHA MCKINNEY, COO of
HIPAA Compliance Services, has
been assisting chiropractors with
business development for nearly a
decade and has a background in

claims review andMedicare and HIPAA
compliance. Talcott andMcKinney can be
contacted at 214-437-7559, or through
hipaacomplianceservices.com.

to read part one of this series, visit
ChiroEco.com/medicaremyths.
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FOR THE LAST FEW YEARS NOW,
YOU HAVE BEEN DUTIFULLY SITTING

in classrooms, going to your labs,
and learning how to use your hands to
make a career for yourself. For many
of you, chiropractic school has been a
continuation of college, and it has been
one class and one test after another, for
quarters or semesters on end. Well,
guess what? The biggest test of all is
coming, and you won’t be graded on it.
It is the test of practice, and you need
to pass it.
Thus far, your mind has been well

tuned to the rigors of school. You go to
class, take notes, study, and pass exams.
What is so important about your school
experience is to learn the many ways
you and your classmates are able to
learn. As human beings, we all learn
through sight, sound, and touch. In fact,
everything you’ve learned at school has
been through these three methods. And
most people are dominant in one form
of learning over the other two.
Being a successful chiropractor

requires mastering many skills, but
chief among them is your ability to
educate your patients. If you use
visual, auditory, and kinesthetic styles
of teaching when you talk to your
patients, they will better understand
and learn from you.
Many of your patients have been to

other types of healthcare providers and
have not found the answers to their
particular health issues. Patients are
often made to feel like healthcare
providers will not take the time or

effort to explain what is happening.
Now is your time — it is your turn

to be the teacher! Being the teacher
means effectively communicating
information and having a good
“bedside manner.” You can develop
this with a little practice.

Essential skills
Listening: If there is one skill lacking in
a healthcare provider that patients
complain most about, it is listening. It
seems like a simple concept, but it is
not. Can you tell when someone is not
listening to you? Of course you can,
and so can your patients. Maintaining
eye contact, nodding your head, using
facial expressions, and even making
noises that show you are hearing
patients’ words are all effective ways
of listening.
All of your patients have a story to

tell, and they want someone to listen
to them. Let them talk without
interrupting. Let there be short pauses
of silence. Allow them to get all of
their thoughts out. Occasionally, you
can redirect their thought processes
with a few words, but avoid giving
your opinions and conclusions until
they are done speaking.

Patience: Give your patients enough
time to not only get their thoughts out
during the history taking but also
during the rest of the exam and
treatment. Remember, many of these
patients have never been to a doctor
who actually puts his or her hands on

them. They are used to waiting a long
time to see a doctor and then spending
only five to 10 minutes with them once
they get into the examining room.
Be efficient with your time, but

allow the patient to experience the
chiropractic way of healthcare. The
more relaxed they are with you, the
easier your treatment (including the
adjustments) will be.

Compassion: You would be surprised at
how many of our patients are treated
coldly and without empathy by other
healthcare providers. Caring and
compassion are quintessential compo-
nents of a great doctor. After all, how
do you feel after you have shared a
story or a description of something
important to you, only to have your
listener appear bored?

Be the teacher
BY KEVIN WONG, 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

KEVIN WONG, DC, is an expert
on foot analysis, walking and
standing postures, and orthotics.
He discusses spinal and extremity
adjusting at speaking

engagements. He can be contacted through
orindachiropractic.com.

to read this article in its entirety, visit
chiroeco.com/teacher.
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DATEBOOK

Academy of Lymphatic Studies
800-863-5935
April 24–28, Mount Kisco, N.Y.
July 24–28, Minneapolis

Apex Energetics
800-736-4381
April 11, Rochester, N.Y.
April 11, Syracuse, N.Y.
April 13, Cherry Hill, N.J.
April 20, Atlanta
April 20, Denver
April 24, Woodland Hills, Calif.
April 24, Santa Monica, Calif.
April 25, Irvine, Calif.
April 25, Del Mar, Calif.
May 4, Chicago
May 18, Tampa, Fla.
May 18–19, Charlotte, N.C.
May 18–19, Irvine, Calif.
May 23, Santa Cruz, Calif.
May 23, Berkeley, Calif.
May 24, Sacramento, Calif.

Back School of Atlanta
800-783-7536
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.

Biotics Research Corp.
800-231-5777
April 13, Orlando, Fla.
April 27, Houston
May 4, Bethesda, Md.
May 18, Windsor Locks, Conn.
June 8, Charlotte, N.C.
July 13, Houston

BodyZone LLC
770-922-0700
June 13–16, Boca Raton, Fla.
Aug. 3–4, Fredericksburg, Va.
Aug. 22–25, Orlando, Fla.

Breakthrough Coaching
800-723-8423
May 4, Gulfport Miss.
May 18, Raleigh, N.C.
June 8, Newark, N.J.
June 15, Orlando, Fla.
July 27, Dallas
Aug. 18, Oak Brook, Ill.
Sept. 21, Orlando, Fla.
Sept. 28, Pittsburgh

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

California College
of Natural Medicine
800-421-5027
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

CATS Workshops
705-792-1315
May 12–13, Winnipeg, Ontario
May 13–14, Kingston, Ontario
Sept. 28–29, Toronto

Cleveland Chiropractic College
800-969-2701
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.

Daybreak Geriatric Massage Institute
317-722-9896
June 14–16, Miami
Sept. 13–15, 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.

FIT Institute
905-356-4484
April 26–28, Carp, Ontario

Foot Levelers
800-553-4860
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 11, Port Chester, N.Y.
April 25, Webinar
May 16, Webinar
May 30, Schaumburg, Ill.
June 4, Portland, Ore.
June 5, Seattle
June 13, Louisville, Ky.
June 26, San Francisco
July 25, Webinar

Kinesio Taping Association
888-320-8273
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 15–16, Weslaco, Texas
June 22–23, Providence, R.I.
June 29, Jacksonville, Fla.
June 29–30, Midland, Texas
July 13, Spokane, Wash.
July 13, Weslaco, Texas
Aug. 3, Denison, Texas

Aug. 3, Midland, Texas
Aug. 3–4, Allen, Texas
Aug. 17–18, Miami
Sept. 14–15, Philadelphia
Sept. 21, Miami

Logan College of Chiropractic
800-842-3234
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

Professional Applied Kinesiology
315-451-1152
April 13, Waterloo, N.Y.
May 4, Waterloo, N.Y.

Target Coding
800-270-7044
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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Glutamine supplement
Glutamine Forté from Integrative
Therapeutics is designed to deliver a
therapeutic level of L-glutamine in
combination with theracurmin, a novel,
water-dispersible form of turmeric with
dramatically enhanced curcumin

bioavailability. L-glutamine is an essential amino acid and an
important fuel for enterocytes. The benefits of oral supplementation
with L-glutamine have been extensively studied.
Call 800-931-1709 or visit integrativeinc.com.

Footwear
Earth Runners are marketed as minimalist
earthing sandals designed to allow you to
connect to the natural frequencies of the
Earth while minimizing your exposure
to electromagnetic frequencies. These
self-molding sandals recreate that one-
of-a-kind primal experience of going
barefoot, while minimizing risk of injury to your feet.
Call 408-564-1966 or visit earthrunners.com.

Multivitamin
PhytoMulti from Metagenics is marketed as
the “smart multi,” and is now available in a 120
tablet size bottle. It aims to take you beyond
basic wellness support to help you reach your
best health possible. It provides a proprietary,
concentrated blend of plant extracts rich in
phytonutrients — bioactive secondary
metabolites in plants with scientifically

established health benefits.
Call 800-692-9400 or visit metagenics.com.

Heating pads
Good2Go from Battle Creek Equipment Company
are microwavable moist heating pads made with a
patented silica crystal that does not smell or break
down after being continually reheated. The soft
inner layer holds the moisture, while the water
vapor barrier pushes the moisture in. It’s available
in five sizes.
Call 800-253-0854 or visit battlecreekequipment.com.

Software
GoMotive is an online exercise
prescription system designed to
save time instructing patients. It
offers customizable videos to help

improve quality of care and compliance. You place rehabilitation
and exercise videos into a grid, add verbal cues, and customize
instructions for each patient. Patients instantly access their online
exercise prescription on a computer or mobile device.

Call 206-462-6379 or visit gomotive.com.

Nutritional supplement
Klean Electrolytes from Klean Athlete is
formulated to replenish important minerals in
the body during or after exercise. The loss of
sodium, potassium, chloride, calcium, and
magnesium can lead to fatigue, dehydration,
and muscle cramps. The capsule form makes it
easy to customize the dosage to meet
individual training and performance needs.
Call 800-245-4440 or visit kleanathlete.com.

Cervical support
Pillo-Pedic by Foot Levelers is
designed to provide optimal joint
stability, therapeutic traction, and

support for the cervical spine while your
patients sleep. The pillows feature a patented

design that provides an appropriate edge regardless of size, age, or
body type. Each pillow has a narrow and wide edge and soft and
medium center.
Call 800-553-4860 or visit footlevelers.com.

Gastrointestinal supplement
Gastro-Fiber by Standard Process is made from
a proprietary blend of psyllium, collinsonia,
apple pectin, fennel, and fenugreek. These
whole foods are intended to work synergistically
to promote healthy gastrointestinal elimination,
support healthy digestive function, and help
cleanse and lubricate the intestines.
Call 800-848-5061 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.

PRODUCTSHOWCASE



ADMARKETPLACE

CH I RO E CO . COM A P R I L 1 , 2 0 1 3 • CH I RO P RACT I C E CONOM I C S 63



64 CH I RO P RACT I C E CONOM I C S • A P R I L 1 , 2 0 1 3 CH I RO E CO . COM

ADMARKETPLACE



CH I RO E CO . COM A P R I L 1 , 2 0 1 3 • CH I RO P RACT I C E CONOM I C S 65

TO P L A C E A N A D C A L L T I N A FA R B E R AT 9 0 4 - 5 6 7 - 1 5 5 1

Ads that run here, are also on our website: ChiroEco.com

CLASSIFIEDMARKETPLACE

ClassifiedMarketplace 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.

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

ESTABLISHED PRACTICE IN ATMORE,
AL., DC must retire due to illness. Please call
Dr. Surles Evenings at 251-294-1892.

ASSOCIATE WANTED

FULLTIME CHIROPRACTOR POSITION
IN FEDERALWAY, WAMust have Doctor of
Chiropractic degree from accredited school,
Chiropractic license from WA State Dept. of
Health, and at least 1 year clinical experience.
Must be fluent in English and Korean. Send
resume to stevebaekdcjobs@hotmail.com

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








