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tHe ArtISt PHIl CollInS onCe SAID tHAt, “In

leArnInG you WIll teACH, AnD In teACHInG you

WIll leArn.” This is because the teaching process
requires both parties to ask and answer questions.
As any teacher will tell you, to really learn something

well, you have to teach it. And students, generally speaking,
have a knack for asking precisely those questions
the teacher has a hard time answering. So both
sides get value from the relationship — it’s a
two-way street.
In any learning situation, the beginning is

the vital stage because at the outset, the learner
is full of hope and expectation. He or she is
hoping that this teacher, this environment, is
the one where all those outstanding questions
will finally be resolved.
At the same time, the student knows that in

order to learn, the most important thing is to
keep a fully open mind and maintain receptivity to new ideas.
On the teacher’s side of things, it’s critical to be aware that

each student has a different style of learning, and that what
works with one may fail with another. Some students like
reading and listening to instruction. Others are hands-on
and want to learn by doing. The instructor is thus
challenged to quickly learn a student’s preferences and then
facilitate the optimal learning experience.
In this issue of Chiropractic Economics, we’re looking at

associateships in the chiropractic practice setting. These offer
a chance for an experienced doctor to mentor a new graduate
and impart the wisdom of a hard-won career. They also can
invigorate and re-energize a practice that’s grown routine.
At the same time, if mentoring DCs can approach this kind

of relationship in a mindful and appropriate manner, they
stand to learn a great deal, too. As you know from practice,
the best outcomes are reached when everybody wins.
To your success,

Let me know what’s
on your mind:
904-567-1539
Fax: 904-285-9944
dsosnoski@chiroeco.com
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Life University expands its
functional neurology center
Life University (LIFE) continues to carry the
torch for functional neurology and exploring the
relationship between the spine, the nervous
system, and healthy body function.

LIFE established the Functional Neurology
Center (FNC) more than 19 months ago to
conduct research and offer chiropractic
functional neurology clinical services to the
public. With major figures in professional sports,
entertainment, and from other walks of life
visibly benefiting from this natural approach to
health and healing, Life University will vigorously
work to continue to develop its Functional
Neurology Center with several new initiatives
announced by President Guy Riekeman, DC.

Thanks to the accomplishments of
chiropractic neurologist F.R. Carrick, DC, and the
talented team of clinicians assembled to support
him, the university can take pride in the success
of this first phase of its work.

For more information on the functional
neurology center, visit

ChiroEco.com/lifecenter.
Source: life university, life.edu

Logan raises $20K for
Arthritis Foundation walk
The Arthritis Foundation’s Heartland Region
Missouri Office held its annual Arthritis Walk
May 17 on the campus of Logan College of
Chiropractic/University Programs. Logan was a
major sponsor for this event and Team Logan,
comprised of students, faculty, and staff, was
the top fundraising outfit with more than
$20,000 raised.

The annual event, held for the second time on
Logan’s campus, raised more than $116,000 to
benefit arthritis research and the various AF
programs designed to address the needs of

CHIROECONEWSflash.com

T O P N E W S

ACA launches national search
for chief executive officer
The American Chiropractic Association (ACA) has launched a national search for its next leader. ACA
has elevated the position title to chief executive officer to better reflect the duties of the position as
it continues to evolve.

ACA’s Board of Governors (BOG) has selected Summit Search Solutions Inc. to conduct national
outreach and pool candidates for board consideration. A search committee has been named as well.
Summit’s president, Carrie Coward, will manage the project. In preparation for the search launch,
Coward conducted more than 20 interviews with a variety of individuals representing the BOG,
members of ACA’s House of Delegates (HOD), and association staff.

For more information on the search, visit ChiroEco.com/acasearch.
Source: American Chiropractic Association, acatoday.org

Foundation for Chiropractic Progress membership
surpasses 4,500
The Foundation for Chiropractic Progress (F4CP) announced that its membership total now surpasses
4,500 individual supporters.

The F4CP credits this latest surge in membership to its unprecedented media coverage, which
documents the positive impact of evidence-based chiropractic care on patient outcomes, satisfaction
scores, and total care costs. In 2012, media statistics reported more than 31 billion impressions
generated by F4CP efforts.

“Surpassing 4,500 members symbolizes the shattering of a ‘glass ceiling’ and it not only drives
even greater membership but also increases the support of corporate sponsors,” says Kent S.
Greenawalt, chairman, F4CP, who notes that the 4,500 figure doesn’t include supportive associations,
educational institutions, and vendors.

to learn more about the foundation, visit ChiroEco.com/f4cpmembership.
Source: Foundation for Chiropractic Progress, f�cp.org

Michigan Chiropractic Foundation awards $20K to CCGPP
The Michigan Chiropractic Foundation (MCF) announced that it awarded $20,000 to the Council on
Chiropractic Guidelines and Practice Parameters (CCGPP) for the formation of their Rapid Response
Resource Center, which will provide the foundation for CCGPP’s Rapid Response Team and provide
resources for practitioners to use on their own, thus expanding CCGPP’s outreach to the profession.

CCGPP’s primary function for the past several years has been the Rapid Response Team, providing
testimony, letters, and factual compilations to help individual doctors and chiropractic associations
fight unreasonably denied treatment, as well as help associations establish inroads into insurance
companies and help them address unreasonable policies relative to chiropractic on the part of
insurers and other organizations.

to read this article in its entirety, visit ChiroEco.com/mcf.
Source: Michigan Chiropractic Foundation, michirofoundation.com
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people with some form of debilitating arthritis.
The walk drew more than 1,000 participants.

to read more about the arthritis walk, visit
ChiroEco.com/loganarthritis.

Source: logan College of Chiropractic, logan.edu

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

Standard Process Inc. awards
$10,000 student scholarship
Standard Process Inc. presented its 2013 Dr.
Michael Dobbins Excellence in Nutritional
Education Scholarship to James Evans, a Life
Chiropractic College West student. The
scholarship provides $10,000 to Evans to
pursue his chiropractic and wellness education.

“I am so thankful for the scholarship and to
Standard Process,” says Evans. “Being capable of
incorporating nutrition into my future
chiropractic wellness paradigm will make a huge
difference in my capacity to serve society in
creating healthier lives.”

Evans was selected for his essay on how he
will educate and improve the health of patients
who face weight-related health challenges in his
future practice. He is the fourth recipient of the
scholarship.

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

Source: Standard Process, standardprocess.com

Chiro One earns spot on
‘Fast Fifty’ list
Chiro One Wellness Centers has another feather
to put in its corporate cap. The Oak Brook–based
chiropractic services company is listed as
Chicago’s 14th fastest growing company on
Crain’s Chicago Business “Fast Fifty” list for 2013.

This is the third time Chiro One has made the
prestigious list, with each appearance in the top 15.

“Being named to the ‘Fast Fifty’ list is a great
honor,” says Chiro One Founder and CEO Stuart
Bernsen, DC. “We take our vision seriously and
have big plans to impact the health and
wellness of more and more patients. Ranking on
the list for the third time shows we’re gaining
traction toward everyone being able to reach
their full potential through chiropractic care.”

For more on Chiro one, visit
ChiroEco.com/chiroonefifty.

Source: Chiro one Wellness Centers, chiroone.net

Running your chiropractic
practice just became easier
Today, chiropractors face a brutal business
environment to operate their practices, with
challenges like marketing, patient retention, staff
management, and insurance industry pressures
dragging down profits daily.

But if you take advantage of the tips and
strategies available in Patient Acceleration:
Helping Chiropractors Maximize Patient Volume
and Revenue, you may dramatically improve your
operations, strengthen your brand, and build
patient loyalty.

In this book, consultant Drew Stevens, PhD,
offers the techniques you need to help
supercharge your practice. Stevens has developed
business methodology that is designed to increase
patient acquisition by 40 percent, while creating
practice protocols that reduce labor intensity.

to learn more about this book, visit
ChiroEco.com/patientacceleration.

Source: Greenbranch Publishing, greenbranch.com

H E A L T H N E W S

Pistachios: all they’re
cracked up to be
A new research study, using an experimental
model that mimics digestion, suggests that
nearly all of the polyphenols in pistachios are
released to the body during digestion. The new
findings, when considered along with earlier
research that suggests dietary fat may not be
completely absorbed, is a win-win for those on
the lookout for nutrient-rich snacks they can feel
good about as part of an overall healthy diet.

The new study appears in the January issue
of the Journal of Nutrition and was conducted by
the Model Gut Group at the Institute of Food
Research (IFR) in the United Kingdom in
association with the University of Messina.

The study specifically looked at polyphenols
and antioxidants, such as gamma-tocopherol
(vitamin E), found in pistachios. The study found
that these polyphenols and antioxidants, which
are also found in fruits and vegetables, are
released during digestion, making them available
to the body.

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

Source: PistachioHealthInstitute.org

New research suggests
massage therapy is a
powerful tool for pain relief
Pain can negatively affect a person’s quality of
life and impede recovery from illness or injury.
Recent research compiled by the American
Massage Therapy Association (AMTA) suggests
that massage can be a helpful pain management
strategy for manually controlling symptoms in
people suffering metastatic cancer and
rheumatoid arthritis, among other illnesses, as
well as post-cardiac surgery pain.

“Massage Therapy for Improved Pain and
Sleep in Metastatic Cancer Patients” published
in the Journal of Alternative and Complementary
Medicine, found that therapeutic massage at
home for metastatic cancer patients can
improve their overall quality of life by reducing
pain and improving sleep quality.

American Massage Therapy Association
President Winona Bontrager, says of the study,
“These findings suggest that cancer patients
can also benefit from professional massage,
both physically and mentally, providing the
necessary comfort during advanced stages of
the disease.”

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

Source: Pr newswire
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TECHNIQUESPEAK

My Journey Into tHe

DISCovery AnD DeveloPMent

of the OTZ Method began
in 2006 when librarian Pam H. came
to my practice in hopes of finding
relief for her frozen shoulder syndrome
(FSS). FSS, also referred to as adhesive
capsulitis, is a common condition, but
it remains one of the most poorly
understood shoulder conditions1 as its
etiology and pathogenesis are largely
disputed.2 Recently, a consensus
definition of FSS was reached by the
American Shoulder and Elbow Surgeons
to be “a condition characterized by
functional restriction of both active
and passive shoulder motion for which
radiographs of the glenohumeral joint
are essentially unremarkable.”1
Pam found me while searching for a

local Dallas doctor who could apply
active release technique to her FSS.
Pam’s healthcare history pertaining to
her FSS included medical diagnosis
and treatment, physical therapy, and
home exercises, none of which provided
any benefit. Before seeing me, Pam had
been experiencing FSS for two months.
After a full examination, I determined

that Pam’s FSS diagnosis was correct.
Her case fit the classic case of this
syndrome, with all the hallmark signs
and symptoms exhibited in the current
literature, including insidious onset,
night pain, painful restriction of passive
elevation less than 100 degrees, and
external rotation less than half of normal.
We discussed some cases I had

treated in the past. By using chiropractic
and active release technique, I have been
able to give some relief from
compensatory changes to the body,
which is common to FSS patients. I

informed Pam that FSS was a puzzling
disorder that is poorly understood, and
that limits may exist on the effectiveness
of her treatments.
These discussions led to a short care

plan that spanned more than eight
weeks and included weekly soft-tissue
and chiropractic sessions. Results were
typical of many FSS patients: the
condition remained mostly unchanged.
Furthermore, the positive results
stemming from the weekly visits
proved to be short-lived.
Most doctors with whom I’d

discussed FSS were convinced that the
currently accepted understanding of
FSS was accurate. An indication found
in a typical exam for FSS includes a
loss of abduction thought to be due to
adhesions in the capsule of the
glenohumeral (shoulder) joint. This
made no sense to me for two reasons.
First, in principle, adhesions worsen

over time and do not spontaneously
resolve themselves. Literature and
clinical histories describe FSS as a
condition that can spontaneously
resolve itself after an average period of

The ABCs of OTZ
Learn about this effective technique
for addressing frozen shoulder
syndrome.
BY FRANCIS X . MURPHY, DC
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30 months. Second, I saw passive (no
patient involvement) abduction of the
involved shoulder that ends in a bony
limitation.
The limited range of motion in each

case ended in a bony stopping point.
This is how past patients described
their limitation as well. Patients express
fear that their arm will fracture if it
were forced upward. Adhesions alone
typically do not exhibit these
characteristics.
Pam was still experiencing significant

pain and, as a result, was not sleeping
well. Like many FSS patients she had
nowhere to turn. It was a challenging
situation for both doctor and patient.
While she hoped I could find a
solution, her confidence was greater
than my own.

I began further researching FSS and
identifying as much related information
as possible. By May of 2007 I had
developed a working hypothesis, which
explained the loss of abduction in FSS.
The etiology of FSS was actually neuro-
mechanical in nature, originating in the
cervical spine, cranium, occipitoatlantal
joints, or cranial nerve 11 (CNXI) and
causing malfunction of the trapezius
muscle, resulting in a breakdown of the
entire dynamic shoulder complex.3
During the weeks leading up to May

2007, Pam sought the advice of a local
surgeon. Together, Pam and her surgeon
agreed to move toward surgery if
progress was not made in her case.
On May 27, 2007, Pam returned to

my office ready to give in and schedule
a surgery. I was certain that surgery

would not address the cause of her
FSS, and I knew she was in a lot of
pain and desperate for relief. Now was
the time to test my hypothesis.
On re-examination, Pam displayed

90 degrees of painful abduction and
had been that way for quite some time.
She was demonstrating the primary
malfunction I hypothesized would be
present in FSS. This finding was
confirmed by cervical X-ray.
Next, my staff prepared Pam for the

first One-to-Zero (OTZ) tension adjust-
ment procedure. The OTZ tension
adjustment aims to correct occipitoat-
lantal articular dysfunction (C0-C1
chiropractic subluxation).4 The tech-
nique identifies aberrant alignment of
the occipitoatlantal articulation through
visual inspection and motion palpation.4

Patients express fear that their arm will fracture if it were forced upward.
Adhesions alone typically do not exhibit these characteristics.
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In the procedure, the doctor sits at
the head of the supine patient and first
performs a specific skull glide to
determine the orientation of the
dysfunctional joint.3 A high-velocity,
low-amplitude thrust is delivered at the
level of the dysfunctional C0-C1 joint
into the direction of maximal
restriction. The general line of drive is
posterior to anterior, lateral to medial,
and slightly superior to inferior.3 After

the adjustment is made, the skull glide
palpation is performed again to
confirm correction of the dysfunction.
The procedure took approximately

eight minutes to perform. Immediately
following the procedure, I asked Pam
to stand up and try to raise her arm in
abduction. Her arm went all the way
up, and she was able to demonstrate
180 degrees of abduction.
She said her pain was reduced by 80

percent immediately.
Since 2007, I have performed and

documented more than 300 FSS
patient resolutions. When properly
performed, the OTZ tension adjustment
procedure is a highly successful strategy
that directly breaks the condition that
initiates the onset of and suspends
patients in FSS.
In April 2011, I co-authored a 50-

case consecutive retrospective review
of cases treated in my clinic with
Michael Hall, DC, and Anne Jensen,
DC.4 This paper is a start toward
further research in how the OTZ
Method affects FSS, and potentially
other health conditions.
FSS is a condition that has been in

the medical literature for about 200
years, but its nature and cause have
remained unclear. The OTZ Method
may catalyze neurological research and
achieve healthcare breakthroughs. OTZ
tension adjustment to treat FSS
encompasses the fields of neurology,
chiropractic, and biochemistry to relieve
the symptoms associated with FSS.

FRANCIS X. MURPHY, DC, is
the owner of Whole Health
Partners in Dallas, which has been
providing a holistic approach to
chiropractic care and wellness

since 1996. Murphy has studied extensively in
nutrition, meditation, and active release
technique. For more information on Murphy,
Whole Health Partners, and frozen shoulder
syndrome, visit wholehealthpartners.com,
frozenshoulderdoctor.com or
tomorrowsgeniuses.com.

References:
1Zuckerman JD, Rokito A. Frozen Shoulder, a
consensus definition. J Shoulder Elbow Surg.
2011 March;20(2):322-5.
2Favejee MM, Huisstede BMA, Koes BW. Frozen
shoulder: the effectiveness of conservative and
surgical interventions systematic review. Br J
Sports Med. 2011;45(1):49-56.
3Murphy FX. (2009). Frozen shoulder syndrome
diagnosis and treatment. Dallas: OTZ Health
Education Systems.
4Murphy FX, Hall MW, Jensen AM. OTZ
Tension Adjustments for frozen shoulder
syndrome: a retrospective case series of 50
cases. Johnson C, ed. World Federation of
Chiropractic Congress. Rio de Janeiro, Brazil.
April 6-9, 2011.
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MICroCurrent PoInt

StIMulAtIon (MPS) tHerAPy

is a truly integrative therapy
specifically designed for the treatment
of chronic or acute soft-tissue pain.
MPS applies brief, concentrated direct
current (DC) microcurrent impulses to
motor, trigger, and acupuncture points
that gently relax muscles, calm the
nervous system, and release endorphins,
the body’s natural painkillers. This
multi-pronged simultaneous treatment
of the body’s nervous, muscle, and
endocrine systems with DC current is
the reason why MPS works so effectively
with many chronic pain conditions.

Acupuncture and chiropractic
The use of acupuncture dates back
more than 3,000 years in Chinese
history, yet it remains much of a
mystery to Western medicine
concerning its effectiveness for pain
relief and a broad spectrum of other
somatic and visceral disorders.
From a traditional approach,

acupuncture is thought to work by

restoring the body’s flow of innate
healing forces. In the optimal state of
health, these innate forces flow unim-
peded through the system of meridian
lines. Disease and pain are byproducts
of an impeded or blocked innate flow
of energy. Acupuncture accesses this
flow through various acupuncture
points, and restoration of the flow
theoretically restores one to an ideal
state of health.
Similarly, in chiropractic philosophy,

optimal health depends on the
unimpeded flow of the internal “life
force.” Subluxations or spinal dyskinesias
create sources of potential interference
that may affect the organism’s ability to
react to its environment. Removal of
these blockages reduces the life-force
interference, allowing the body’s innate
intelligence to react maximally, bringing
about an increased state of health.
Philosophically, consider the

possibility that blockages in the flow of
a patient’s “life force” may be similar in
effect to blockages in acupuncture’s
energetic systems. If this is true,

stimulation of key acupuncture points
may be able to produce similar healing
effects as spinal manipulation, or may
be integrated with manipulation to
significantly improve patient outcomes.

Why microcurrent?
There are two general types of electric
current: the back-and-forth flow of
alternating current (AC), which powers
most household appliances and tradi-
tional transcutaneous electrical nerve
stimulator (TENS) devices, and DC,
which flows in one direction and
mirrors the human nervous system.
The Biomedical Engineering Handbook
states “DC current heals, AC current
inhibits.”1
The author of The Body Electric,

Robert Becker, goes further in stating,
“The body’s nervous system runs on
DC current ... no subsequent healing
of any injury may occur without DC
stimulation.”2

Point stimulation
Microcurrent is optimally applied via
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An integrative solution
Microcurrent point stimulation offers chiropractic-friendly pain management.
BY TAMRA ELL IS
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direct point stimulation, not with
electrode pads. It allows for precise
targeting of treatment points with low
amperage stimulation for therapeutic
outcomes. The stimulation mimics the
effects of traditional acupuncture,
providing pain relief to patients. The
application of microcurrent to
acupuncture and myofascial trigger
points (MTPs) is MPS therapy.
Non-invasive MPS permits easy

integration of several potent pain-
relieving therapies (acupuncture and
neural therapy) into clinical or home
settings.
Jay P. Shah, MD, of the National

Institutes of Health, stumbled upon
MPS to relieve his own pain. He says
he’s used it daily for some 15 years to
treat clients with neck, shoulder, back,
and other soft-tissue pain.
A pain specialist by training, Shah

has also studied acupuncture and
finds that MPS offers many of the

same advantages in relaxing muscles to
ease pain.
“It’s a wonderful tool for patients to

treat themselves,” Shah says. “[It also]
causes them to rely less on medications.
As a doctor, you give pain medications
but you really are not getting to the
underlying cause of the problem, which
is often the upregulation of the nervous
system and muscular contractions.”
Since most soft-tissue pain is

controlled by the autonomic nervous
system, many disorders often respond
well to MPS, including
�back and neck pain, whiplash, and
TMJ

�fibromyalgia, migraines, and
headaches

�sports injuries, carpal tunnel, and
plantar fasciitis

�frozen shoulder and post-operative
pain

�diabetic neuropathy
�shingles and scar pain

Radiculopathy or nerve root
entrapment
According to Western medicine, there
are three categories of pain: nociception,
inflammation, and neuropathy (or
radiculopathy). Western pain physicians
recognize that radiculopathy is a
primary source for the development of
chronic pain.
Radiculopathy is often due to muscle

shortening. This occurs when muscles
are saturated with high concentrations
of acetylcholine (ACH), and a motor
impulse acts upon the muscle. Muscles
then contract, remain contracted, and
electrically depolarize.
If the shortened muscle is not

released, it can distort and misalign the
skeletal system. If the muscle that is
shortened is a primary muscle, such as
the piriformis or ilieo psoas, the results
can be misalignment of the core of the
body followed by the spine and the
entire skeletal system.
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Nerve roots can get pinched and
compressed by shortened paraspinal
muscles. This is often the result of a
poor lifestyle, bad ergonomics, traumatic
injury, or congenital factors. The tissues
and organs innervated by that nerve root
can be adversely effected. According to
Cannon’s Law of Dennervation, any
reduction in the flow of motor impulses
will cause abnormal functioning in the
receptor organ or tissue. Radiculopathy
is one reason why many physicians
inject paraspinal muscles for a relief of
extremity pain.
Therefore, releasing the paraspinal

erector spinae muscles at the spinous
process interspaces of the levels
innervating the condition can have a
beneficial effect on the associated pain.

MPS research
In one study, when MPS was applied
to patients with chronic pain, the
following outcomes were observed:

MPS applied to the lower back (called
the “standard protocol”) produced 70
percent pain relief after one session (n
= 221 patients), and lasted five or more
days on average.
These results were consistent with a

recent Florida hospital rehab study,
which compared two standardized
patient groups: one group (n = 43)
applied TENS and the other applied
MPS (n = 43). The MPS therapy group
had significantly greater reduction in
pain (80 percent versus 50 percent)
than the traditional TENS modality
group.
“We are seeing our patient pain

levels drop from seven to eight (on a
scale of 10) down to one or two in just
a few treatments. MPS more than
doubles our outcomes that we used to
receive from the combination of all
traditional physical therapy modalities
put together,” says Mitch Freed, MD, a
regional medical director in Florida.

While there is strong clinical
evidence to support the application of
DC microcurrent stimulation for pain
relief, investigate MPS for what it really
is: a cost effective, integrative approach
to naturally relieving pain.

TAMRA ELLIS is a licensed
occupational therapist and is the
founder of the Centre for
Rehabilitation and Health in
Canada, which collaborates

regularly with Acumed Medical. Ellis is also a
co-author of a text on MPS and is a certified
instructor of MPS for the Introductory Level
Certification. For more info on MPS therapy,
call 800-567-7246 or visit
ultimatepaintherapy.com.

References:
1Bronzino JD, ed. The Biomedical Engineering
Handbook, Third Edition. Boca Raton, FL: CRC
Press; 2006.
2Becker R, Selden G. The Body Electric:
Electromagnetism And The Foundation Of Life.
New York, NY: William Morrow Paperbacks;
1998.
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tHe treAtMent oF ADrenAl

FAtIGue IS ContInGent uPon ItS

proper diagnosis. The diagnosis
of adrenal fatigue proceeds in the same
manner as that for any disease or
health condition:
�Take a good case history.
�Listen for presentation of signs and
symptoms during the intake interview
and treatments.

�Conduct a good clinical examination
incorporating simple clinical tests for
adrenal dysfunction.

�Order appropriate laboratory tests.

The combination of the above will
result in an accurate diagnosis.

What to ask and listen for
1. Ask about and listen for indications
of high and consistent stress, multiple
stressors, or significant stress shortly

before the onset of signs and symptoms
of adrenal fatigue.
You’ll often hear such things as life

situations leading to exhaustion;
stressful jobs and home life; a history
of substance abuse; repeated illnesses;
and frequent, prolonged, or severe
respiratory infections such as colds, flu,
pneumonia, or bronchitis.
People with adrenal fatigue will

report a loss of motivation and
decreased ability to work, or handle
stress at work. They frequently report
mild nausea. Life seems more of a
struggle for them.
Adrenal fatigue will often begin after

a severe trauma. Sudden loss of
employment or income is a major
stressor often overlooked. It is helpful
to have the sentence: “After_______, I
was never the same” on your intake
questionnaire. This can help identify a

critical event that triggered onset, and
it may later play a role in your therapy.
2. Determine the patient’s daily energy

and fatigue patterns. Patients with the
most common adrenal fatigue pattern
will report fatigue upon rising and a
midmorning or a midafternoon low.
They typically feel better after

around 6 p.m. and if they stay awake
long enough they’ll get a second wind
and want to stay up past midnight. If
allowed to sleep in, they often report
feeling most refreshed if they can sleep
in later than usual.
Because low cortisol produces low

blood sugar, these patients show the
signs and symptoms of hypoglycemia,
especially under increased stress. Other
common indicators are: restless sleep,
low libido, difficulty concentrating, and
increased irritability.
Chronic illness carries with it a
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The wages of stress
What you need to know about diagnosing adrenal fatigue.
BY JAMES L . WILSON, DC, ND, PHD
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multitude of additional stresses that
can weigh heavily on a patient’s
adrenals. It is often necessary to treat
both the adrenals and the illness in
order for full recovery to occur.
3. Look for certain eating patterns.

Most people with adrenal fatigue drive
themselves with food and beverages.
Because they are often severely hypo-
glycemic, they prefer caffeinated
beverages and soon learn to combine

them with fatty and salty foods.
4. Ask and listen for aggravating

factors. Patients often report that
symptoms worsen with increased life
or work stress, poor dietary habits,
insufficient or interrupted sleep, lack of
exercise, and no feeling of control over
their lives.
5. Ask and listen for relieving factors.

These include mental, emotional, and
physical rest. A night of restful sleep

and sleeping in may make them feel
better on rising, and eating regular
meals decreases symptom severity.

The physical examination
The following clinical tests are fast and
easy to conduct. They can be performed
either by the doctor or the chiropractic
assistant. The entire series of tests can
be completed in five minutes or less.

Iris contraction test: In a darkened
room, while standing in front of the
patient, shine a penlight at a right
angle across (not into) one eye, watching
for the typical pupillary contraction
that should follow exposure to light in
a darkened room. Observe iris diameter.
A normal iris should hold this

contraction with only slight fluctuation
for two minutes or longer. In adrenal
fatigue, the iris will initially contract
but soon repeatedly dilate and contract.
In severe adrenal fatigue, the iris will
dilate after about 30 seconds despite
the presence of a light source. The
sooner fluctuation between dilation
and contraction begins, and the wider
the dilation, the greater the indication
of weak adrenal function.

Orthostatic blood pressure: Hypoadrenia
ordinarily spells hypotension, i.e., low
blood pressure is common in people
with adrenal fatigue.1 Systolic blood
pressure in the 90s and diastolic
pressure in the 60s (measured in
mmHg) are not uncommon. This is
further demonstrated by testing blood
pressure upon rising from a supine
position.
Have the patient lie down on a

comfortable treatment table. This should
be in a quiet, relaxed setting for best
results. After remaining quiet for a few
moments, take and record both systolic
and diastolic pressure. Then have the
patient stand up and immediately
retake blood pressure.
The normal response is for blood

pressure to rise approximately 10
mmHg. The person with moderate to
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severe adrenal fatigue will actually decrease by 10 mmHg or
more, and with mild adrenal fatigue will show no change
between supine and standing blood pressures.

Sargent’s white line:With the patient supine and abdomen
exposed, use the blunt end of a neurological hammer or
other blunt-ended instrument to draw a line about 6 inches
long obliquely along the abdomen with approximately 10
pounds of pressure.
The normal response is a red line that will soon disappear.

The response with low adrenal function is a white line or a
white line with the red outline that will remain for two
minutes or more. This indication is typically only present in
more severe cases.

Rogoff’s sign:With the patient prone, locate the adrenals by
going to the intercostal space between ribs 11 and 12 and
measure out approximately 1 inch to 1.5 inches from the
lateral edge of the vertebra. Press one thumb directly into the
intercostal space over each adrenal, using about 10 pounds
of pressure per thumb. The majority of patients with
severely depleted adrenals will have tenderness in this area.

Psoas test:Many practitioners also find that testing the
psoas major muscle of each leg using applied kinesiology is
also helpful in the diagnosis of low or weak adrenals.

As the adrenals are restored to normal function, all of
these tests will revert back to normal. Thus, they are useful
for both the diagnosis of adrenal fatigue and to check
response to therapy and progress over time.

Laboratory tests
Several laboratory tests have been used to test for low adrenal
function; the most useful is the salivary hormone test. It is
best to measure cortisol four times per day (about 45 minutes
after rising, at noon, 4 p.m., and before bedtime) as well as
morning dehydroepiandrosterone (DHEA), testosterone,
progesterone, and estradiol.
Cortisol and DHEA are almost exclusively produced in

the adrenals. The other steroid hormones are also produced
in the testes or the ovaries. The salivary hormone test is
noninvasive and kits can be kept in your practice. It does not
require a prescription and provides the most accurate view
of steroid hormone tissue availability.

Once incorporated into your usual
office procedures, you will see how
common this condition is and how
often it was missed in the past.
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You can quickly make a diagnosis of adrenal fatigue by
combining the information obtained in the case history with
the key signs and symptoms, and clinical and laboratory
tests described above. Once incorporated into your usual
office procedures, you will see how common this condition
is and how often it was missed in the past.
Missing this diagnosis costs patients an opportunity to

regain their health. And making the diagnosis offers you the
opportunity to provide a valuable service and generate
increased revenue by properly treating adrenal fatigue.

JAMES L. WILSON, DC, PhD, is an internationally
recognized authority on stress and its impact on health. His
best-selling book, Adrenal Fatigue: The 21st Century Stress
Syndrome, has been translated into several languages. The
clinical tools he developed to work effectively with stressed

patients, including a diagnostic adrenal fatigue questionnaire, are
available to healthcare professionals at icahealth.com.

Reference:
1Harrower HR. (1929). Endocrine Diagnostic Charts (p. 79). Glendale, Calif:
Harrower Laboratories Inc.
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PRACTICECENTRAL

It IS uSuAlly Pretty eASy to IDentIFy

DoCtorS WHo Are trAnSItIonInG

from college to the real world.
They are typically the ones who

look bright-eyed and bushy-tailed, and
are ready to tackle whatever is thrown
their way. They may have an assort-
ment of questions that have been
answered three or four different ways
by their peers, yet they are still searching
for the right answer.
But there is no right answer. Instead,

it is up to you to dig in and start doing
experiential role playing to find out
what successful doctors are doing in
your area. Here are some suggestions:

1. Get involved. Start attending meetings
and getting involved with state associa-
tions, group philosophy meetings,
practice building or marketing
workshops, etc.
The doctors who are the most

successful are the ones who are active
in their communities and not sitting
on the sidelines watching. Be proactive
and excited to be away from the grind
of school and start finding out more
about being a communicator and
advocate for your profession.

2. Love what you do.Make being a
chiropractor far more important than
just a regular job. There are no finish
lines or office hours. Every day is
another chance to give 100 percent to
your cause. Tell each person with
whom you come into contact your
chiropractic story, and ask them about
their perception of chiropractic.
But remember, as a new doctor, you

need to define, outline, and shape your
story before you start sharing it with
others.

3. Figure out what you want to do.
Some doctors want to learn more about
running a practice and perfecting their
business and marketing skills in
someone else’s practice. Others feel
they learned enough in school and
may want to go out on their own.
While there are pros and cons to

both approaches, it is usually more
difficult to start a practice on your
own directly out of school.

As an associate, you start out working
as an employee learning about systems
of practice, handling employee issues,
business matters, IRS responsibilities,
taxes, financial structure, and more.
But make sure whoever you associate
with is successful, reputable, and has
your best interests at heart.
Alternatively, if you start on your

own, there are many unknowns. And
unless you have someone you can rely

Off to a good start
Are you a new practitioner? These keys to success will help
make your transition from student to doctor an easier one.
BY TIMOTHY J. GAY, DC
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on to help answer the hard questions,
it can be a difficult road.

4. Consider hiring a practice consultant.
The consultant you hire should be
someone you resonate with and
understand. If you listen to your
consultant and put in the effort, it can
be a huge step toward building a
successful practice.
Here are some questions to ask if

you are considering hiring a consultant:
�Will I be speaking with the same
person each time? Some companies
have multiple consultants, which
gives you the opportunity to see who
you work best with.

�Has the consultant owned his own
practice and for how long?

�What are the practice statistics and

success of that practice?
�How long has it been since they were
in practice?

�Is the practice still in existence?
�Do they have references you can check?
�Do they offer educational webinars or
seminars? Are your staff members
invited to attend the webinars and
seminars also? Are the seminars
included in the price or is there an
extra charge? How frequent are the
seminars and is there travel involved?

�Do they offer individual consultation
calls to go over your questions and
statistical information?

�Do they offer a line of products? If so,
are there additional charges for products
such as manuals, CDs, or DVDs?

�What are the terms and length of
their contracts?

5. Make sure your needs are met. The
person you work with has to see the
same goals that you set for yourself.
You need to feel as though you are
important to your consultant and that
he or she is actively helping you realize
your goals.
Understand that your consultant can

guide, educate, and help tremendously,
but you still have to do the work.
Structure your time so you can balance
building a practice and being creative
with marketing. Your success is
ultimately up to you.

TIMOTHY J. GAY, DC, is a
national speaker, an author, and
the founder of Ultimate Practice.
He has helped thousands of
chiropractors improve their

practices through his straight forward,
experiential speaking style. He can be
reached at 866-797-8366,
ultimatepractice@ultimatepractice.com, or
through ultimatepractice.com.

The consultant you hire should be someone
you resonate with and understand.
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Lifetime Membership 
Lifetime Membership is the only dues paying membership level offered to graduates and friends 
of Parker University. This elite group of individuals contributes 100% of their dues to the Parker 
Alumni Association Endowment Fund, which generates interest for student scholarships. Since 
2008, over $26,000 in scholarships have been given to deserving Parker students on behalf of 
our Lifetime Members. 

Become a Lifetime Member today!  
visit www.parker.edu/lifetime-membership.

What began as a way for the Parker University Alumni Association to share advice on practice startup has 
now provided more than 960 students the opportunity to tour 68 clinics throughout the DFW region. 

The After Hours Clinic Visit Program enables a small group of students to visit clinics and discover first-hand 
how a true practice operates. Learning from field doctors opens a world of opportunity for chiropractic 
students – here’s what past students have said about Parker’s After Hours Clinic Visit program:

“This was my first visit and I loved it. I’m definitely attending more visits to continue to 
get a better understanding of the market expectations from other Parker graduates.”
“What a great program and I hope someday I can be as helpful to other students as these 
Parker graduates have been to me.”
“I love the After Hours Clinic Visit program. It’s a great way to hear what other 
chiropractors have done to help set our paths to becoming successful doctors.“

Share YOUR knowledge and experience with Parker students! To host an After Hours event and join other 
generous graduates in passing knowledge to the next generation of spinal health experts, visit our website 
at www.parker.edu/after-hours, call888.772.5867, or e-mail askalumni@parker.edu.  

this program is fully supported by the Parker University alumni association.

cLinic Visit proGram

After Hours Celebrating  Six YeaRS  of Sharing!
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Matt Spaulding, Dc ’05 was interviewed by NBC News’ Brian 
Williams on his heroic actions following the devastating tornado 
in Moore, Oklahoma on May 20, 2013. 

christopher cochran, Dc ’12 offered free chiropractic services to 
victims of the West, TX plant explosion.

 
Brock Stratton, Dc ’12 appeared on KeNs 5 in san Antonio with 
Detroit Lions linebacker Travis Lewis in February for bringing 
cryotherapy to the general public in san Antonio. His clinic can 
be reached at www.strattonspine.com.

 
Wayne carter, Dc ’88 is still practicing after 25 years in Pueblo, Colorado. He 
recently shared “it’s not as easy as it used to be, but still going strong.”  He can be 
reached through his website www.carterspinuzzichiropractic.com.

Kevin Kanz, Dc ’88 was recognized in March at the ACA House of Delegates 
meeting in Washington DC with the Alternate Delegate of the Year Award. ACA’s 
awards are given to outstanding volunteer members and other individuals for their 
contributions to chiropractic advancement. 

Len Lopez, Dc ’95 teamed up with ehow.com to produce 10 videos on fitness and 
exercise that were filmed at Parker University. He can be reached through his website 
www.workhorsefitness.com.

Francis x. Murphy, Dc ’95 was published in the December 2012 edition of the  
Journal of Chiropractic Medicine for his research on using the OTZ Method for the 
treatment of Hatcher-Murphy Disorder in children. For more information on his use 
of the OTZ Method, visit www.tomorrowsgeniuses.com and www.otzhealthed.com.  

Jason Black, Dc ’99 was awarded Irving’s Best Chiropractor 2013 by the Irving 
Chamber. He also celebrated 14 years in practice on May 6. To learn more about Dr. 
Black and his clinic, visit www.maximalhealth.com. 

Michele Kimel, Dc ’06 and her husband, nick Kimel, Dc ’04 welcomed son, Brogan 
Dean, 4lbs 8oz; 20 inches, born at home on February 20, 2013. Big brother, Colton, 
is enjoying being a big brother!

Lindsay Mcinnis, Dc ’11 married sherman graduate, Chris Carter DC, in Montego 
Bay, Jamaica on February 7, 2013. The couple met while practicing in Ghana and 
now practice together in Norway.

Got married? Had a baby? Received an award? opened a new clinic or celebrating 
an anniversary? the office of alumni Relations would like to share your successes! 
Submit your class notes today at www.parker.edu/class-notes.

cLaSSNotes
See what your classmates have been up to!

Faces of
PaRKeR

andrew Bang,  
Dc ’11

associate Staff, 
cleveland clinic, 
center for integrative 
Medicine 
cleveland, oh

www.clevelandclinic.org

“here at the cleveland 
clinic, i work in the 
same office with 
acupuncturists, massage 
therapists, holistic 
psychotherapists, 
reiki practitioners, 
yoga instructors, 
and medical doctors 
(who use nutrition 
and supplementation 
to reverse disease 
processes). the 
physicians, other health 
care providers, and i 
work together with the 
whole patient in mind. 
the patient receives 
world class care.”

read more at  
www.parker.edu/ 
faces-of-parker 
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Mark Your calendars for Parker Homecoming 2013!
Ready for a weekend of CE and celebration? Save the Date for Homecoming 2013 at Parker University.  
Join us for three days of food, fun, networking – all while earning up to 20 DC CE hours (pending state board 
approval) or 16 Texas-licensed MT CE hours. 

events include:

Parker University Alumni Association  

aWaRDS LUncHeon

october 25

Parker University Campus 
Noon - 1:30pm

Applaud the achievements of the 2013 award  
recipients at the Parker University Alumni  
Association Awards Luncheon. 

For more information,  
www.parker.edu/alumni-upcoming-events

Ready to register or find out more? contact us today!     www.parker.edu/homecoming     800.266.4723

Dc - ce Program - October 25-27, 8am-5:30pm Friday/ 
Saturday, 8am-Noon  Sunday (20 CE hours available 
pending state board approval)

Mt-ce Program - October 25-26, 8am-3:30pm Friday/
Saturday, 8am-Noon Sunday (16 CE hours available 
for Texas-licensed MTs)

vendor exPo - October 25-26, Hall Open 7:30am – 6pm 

Grad Fest 2013 - October 25, Noon - 1:30pm 

alumni Social event - October 25, 5pm-9pm

Philosophy night - October 26, 6pm-9pm

class Reunion Gatherings - October 26, 7pm

Tickets are  

onLY $25!

See what your classmates have been up to!
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Hannah Winn, tri-3
Fort Worth, TX

“I would like to devote a great amount of my time to researching 
various understudied handicaps and learn how to better treat people 
with disabilities. I feel so blessed to have been chosen for this 
scholarship. Thank you for supporting my educational endeavors!”

summer 2013  
Parker University  

alumni association  
scholarship recipient

cLaSS ReUnionS
OCTOBER 26

Come back to campus this fall and reconnect with your fellow  
Parker graduates! Class reunions are held during Homecoming 2013. 

cLaSS oF 1988  
 25 Year reunion

cLaSS oF 1993 
20 Year reunion

cLaSS oF 1998 
15 Year reunion

cLaSS oF 2003 
10 Year reunion

cLaSS oF 2008 
5 Year reunion

Locations will vary so check the upcoming events website for details at  
www.parker.edu/alumni-upcoming-events
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summer 2013  
Parker University  

alumni association  
scholarship recipient

  hristopher Cochran, DC ’12, was in the front yard 
of his Waco home, wife and kids by his side, when he 
thought he heard a crack of thunder.

It was only a short time later that he and his family 
realized what they heard wasn’t thunder at all, but 
rather, a massive explosion fueled by 27 tons of 
ammonium nitrate in neighboring West, home of 
the West Fertilizer Company and, more importantly, 
several of Dr. Cochran’s patients.

As a mountain of news coverage began to expose 
the scale of the disaster, an increasingly restless  
Dr. Cochran began to call his West patients, one-by-one.

“Are you alright, is your family safe?” he asked. “Is there 
anything – anything at all – I can do to help?”

Less than 24 hours later, Dr. Cochran found himself 
on the phone with the director of the West VFW 
Hall, home to a makeshift triage complete with food, 
blankets, and – following Dr. Cochran’s arrival – a 
chiropractic table with a committed, caring, and 
eager-to-help chiropractor by its side.

“The community was almost entirely closed off by 
the time I arrived, except for the first-responders,” he 
said. “They weren’t allowing many outsiders in, so 
I really owe a debt of gratitude to a patient of mine 
who got me in touch with the VFW Hall.”

The day Dr. Cochran arrived on site – the saturday 
following the explosion – over 15,000 people came 
through the makeshift triage in West’s VFW Hall. 
With a city population of fewer than 3,000 people, 
the gigantic number that fled to assist highlighted the 
caring nature of the central Texas region. Whether 
informed by faith, care for humanity, the Parker 
Principles or otherwise, the efforts put forth by  
Dr. Cochran and countless others put a spotlight on 
all the good happening in town as opposed to all 
the uncertainty.

In providing chiropractic care to victims, first 
responders, FeMA representatives, and other 
volunteers, Dr. Cochran was able to provide relief 
not only through adjustments and stretches, but 
also through conversation and much-needed moral 
support. One first-responder he treated spoke of a 
severe migraine headache she had been battling the 
whole day; its immensity had her thinking of ending 
her efforts for the afternoon, she said. Following 
an upper cervical adjustment from Dr. Cochran, 
however, her migraine completely vanished and she 
proudly announced her intention to stay for the day 
to contribute.

“I felt so fortunate to be able to provide chiropractic 
care to everyone there in West, and just to see them 
in the triage center looking relaxed and calm – even 
if only for a few minutes while away from the relief 
effort – put a lot of things into perspective for me,” 
Dr. Cochran said. “Providing service and care for 
others is what chiropractic is all about,” Dr. Cochran 
said, “and I’m thrilled I had the opportunity to show 
that at a time and place where care and love for others 
was so badly needed.” ¡

to see more examples of Parker alumni stepping 
up to make an impact on their communities, 
visit the Parker University alumni class notes at  
www.parker.edu/class-notes.

Parker Principles 
Flourish in West, texas
How Parker University graduate Christopher Cochran, DC ’12, put “Loving 
Service is My First Technique” into action following the April 17 explosion 
in the small central Texas town of West.

cLaSS ReUnionS
OCTOBER 26

Come back to campus this fall and reconnect with your fellow  
Parker graduates! Class reunions are held during Homecoming 2013. 

cLaSS oF 1988  
 25 Year reunion

cLaSS oF 1993 
20 Year reunion

cLaSS oF 1998 
15 Year reunion

cLaSS oF 2003 
10 Year reunion

cLaSS oF 2008 
5 Year reunion

Locations will vary so check the upcoming events website for details at  
www.parker.edu/alumni-upcoming-events

c
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 etting involved in your community can be 
tremendously rewarding. You can gain respect, 
friendships, potential patients, a sense of pride, and 
self-gratification! Whether you’re still a chiropractic 
student, new to practice, or an established practitioner, 
there are three main objectives to getting involved in 
your community: why to get involved, how to find 
the right organization, and how to follow through 
with your passion.

As the end of chiropractic school drew near, I started 
to shadow doctors near my hometown in south 
Louisiana. My search was very specific, as I was 
looking for a female chiropractor to become my 
mentor. An advertisement I placed in the Chiropractic 
Association of Louisiana bulletin led me to Abbeville, 
a city of about 13,000 people located 15 miles south 
of Lafayette. After meeting the staff and viewing the 
office, I was impressed, but still had reservations 
about relocating hours away from my family to a city 
where I knew only one person – my prospective boss! 

...if there was one valuable pearl 
I took away from Parker, it’s that 
getting involved in your community 
opens the door to opportunity!

Nevertheless, I decided to take the job and quickly 
got to know my new community. This was the 
reason I decided to get involved – if there was one 
valuable pearl I took away from Parker, it’s that 
getting involved in your community opens the door 
to opportunity! To be involved in your community 
allows you to consistently meet new people and make 
lasting business contacts. It’s also a great way to gain 
respect from your community and become the go-to 
person for their health and wellness questions. Once 
I made the decision to get involved, the next step was 
to choose the right community organization for me 
to expand my presence.

It’s important to determine which organization feels 
like “the right fit.” You have to be sincere and find a 

group with a sense of fellowship and camaraderie. You 
also have to find a group whose mission and purpose 
relates to your own principles. I was personally drawn 
to Junior Auxiliary, a women’s organization that 
focuses on child welfare. I also joined both the Rotary 
Club and Kiwanis International, where I consistently 
met new people through lunch meetings and weekly 
gatherings. I also became active in the Chamber of 
Commerce, which hosted social networking events 
at various businesses in the community. 

As a further testament to how, getting involved opens 
the door to opportunity, I was asked to help start a 
young professional group, which we named F.U.e.L. 
Vermilion. This acronym stands for everything  
I  believe…to Focus, Unite, Engage, and Lead Vermilion 
Louisiana into the future. 

Fulfilling community projects is the final step to 
getting involved, and approachability is a powerful 
tool in that regard. Local organizations may ask you 
to speak at club meetings, which allow you to share 
all your knowledge about chiropractic, health, and 
wellness. Due to my own activity throughout my 
community – fundraisers, sponsorships, and health 
initiatives – I’m frequently asked by organizations 
to lend my time to help others in our community 
through guest speaking. 

The more people I meet, I’ve found the benefits of 
establishing myself as a health care leader in my 
community far outweigh the time and financial 
expenses required to expand my presence. For 
professional growth, it’s crucial to get involved, find 
the right organizations, and establish initiatives 
that fuel your community toward health, wellness, 
and chiropractic! ¡

Dr. anita carrere-chaisson is a  
2011 graduate of Parker University’s 
college of chiropractic. She is 
currently practicing at abbeville 
chiropractic clinic in abbeville, La. 

It’s Your Community…  

Get invoLveD!
anita carrere-chaisson, Dc ‘11

G
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 DeveLoP a viSion

Your vision should drive the decisions you make 
for your clinic, from floor plan to patient services 
to employee dress and communication. As the 
cornerstone of your practice, the vision is the reason 
why patients come in, adapt their behavior, and 
become an indirect part of your practice’s marketing 
efforts. A vision is more than just fluffy words or a 
cute tagline – it’s something actionable that creates a 
tone-setting standard. 

2. iDentiFY SPeciFic MaRKetS

One of the wonderful aspects of our profession 
is the opportunity for individual chiropractors to 
elevate their own quality of service as it relates to 
their vision. A focus on diverse submarkets can help 
refine service, improve results, and create an agenda 
for future marketing efforts. examples of submarkets 
that deserve thought include athletes, laborers, 
children, and those with ailments pertaining to 
auto collisions, disc displacements, headaches, or 
allergies. There are always certain approaches to care 
that transcend varying populations, but particular 
submarkets may require extra focus to improve 
awareness and gain results. 

3. SeeK coMMUnitY PaRtneRS

establishing relationships with like-minded businesses 
in your community creates a word-of-mouth referral 
network that operates well beyond practice hours. 
People are most likely to get involved and align 

themselves with your vision when they understand 
how it aligns with their own vision. Develop these 
partnerships on a recurring basis – it takes time to 
establish a consistent support network.

4. cReate PaSSionate PatientS

Provide your patients with such service that they 
know they’re part of something special. Instill pride 
in the act of taking a proactive approach to health. 
The process of driving patient referrals is reliant on 
the culture you establish for your practice and your 
team. As patients buy into your culture, continue 
to provide an experience that they’ll appreciate to 
the point of distributing word-of-mouth referrals 
on behalf of your practice and your approach to 
spinal health.

A new chiropractor can improve their results by 
taking the focus from short-term advertising to a 
long-term forward-thinking clinic plan that includes 
a vision, clearly defined patient markets, structured 
outreach based on community partners, and a 
top-notch patient experience that fosters referrals 
through results. ¡

Patrick Bodnar, Dc ’99 is the Director of 
clinics at Parker University chiropractic 
Wellness clinics and a Parker University 
professor. He lectures on a variety of topics 
and has presented seminar-based and 
continuing education material throughout 
the United States and in canada. 
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A New Chiropractor’s  

MaRKetinG PLan
Four Fundamental elements to Jumpstart Practice Growth

It’s Your Community…  

Get invoLveD!
Patrick Bodnar, Dc, ’99

   tarting a chiropractic practice can quickly reveal challenges when it comes to market information and advertising 
geared toward attracting new patients … after all, most chiropractors went to school to learn how to help people, 
not to develop marketing strategies.

All new chiropractors realize before long that marketing a practice is about far more than just obtaining an office 
and adding new patients – it’s also about building brand awareness and prospective patient understanding in 
a given community. 

By targeting patient populations, building relationships, and developing a strong sense of what your practice stands 
for, you’re in turn inspiring patients to get involved and seek out their own spinal health and wellness. 

1

2

4

3

Here are four fundamental elements essential to creating a marketing plan that is affordable, 
effective, and representative of what your practice stands for:

S
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 n 1990, Maryann Woods-Osifo, Tri-9, immigrated to 
the United states from Liberia to escape the growing 
unrest in her West African homeland.

she had never heard of chiropractic at that point 
of her life. The same could be said while she was a 
student at eastern Hill High school in Fort Worth, 
as well as during her college years at Texas Wesleyan 
University. It wasn’t until a conversation with a close 
friend that Maryann first heard about her future 
career and catalyst for bringing change to an entire 
country’s health care system.

“My friend studying neurosurgery and I were 
discussing our attitudes toward heath care, and 

he suggested, based on my beliefs, I learn more 
about chiropractic,” Maryann says. she was able to 
meet with Parker University students shortly after, 
which only strengthened her burgeoning interest 
in the profession. 

As her interest in chiropractic moved forward, so too 
did her academic life, which saw her transfer and 
ultimately graduate from Paul Quinn College. With 
a degree to her name and an eagerness to start work, 
Maryann opened a business, a clothing boutique 
by the name of Benji’s Collezioni, alongside her 
husband. After nearly a decade of operating the 
boutique – and gaining considerable business sense 
along the way – Maryann found her professional life 
at a crossroads when she and her husband decided to 
close the business in 2010.

“It was around that point,” Maryann says, “that 
I decided I needed a change; that I needed to do 
something different entirely.”

Having never lost her fascination with chiropractic, 
Maryann’s road to a new career began with enrollment 
at Parker University. Chiropractic wasn’t Maryann’s 
only longstanding fascination she acted upon; she 
also had a renewed interest in Liberia, and began to 
make routine trips back to her home country while 
working toward her doctor of chiropractic and Bs in 
Anatomy degrees at Parker.

This past January, Maryann’s studies at Parker 
and travels to Liberia reached a collective and 
extraordinary climax.

Parker Student Brings 
chiropractic to Liberia
Maryann Woods-Osifo Works to Spread Chiropractic Throughout Her 
West African Home Country

i

i
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“ever since I had been a chiropractic student, I had 
wanted to take chiropractic to Liberia since I knew 
it was nonexistent in their health care system,” 
Maryann says. “I wanted to help Liberians discover 
what I myself had discovered: health care that deals 
with the source instead of just the symptoms.”

so when Maryann traveled to Liberia in January, 
she went prepared; to state her case, to implement 
change, and to spread the study and practice of 
chiropractic throughout the entire nation. she 
contacted a friend upon arriving who heads 
a pharmacy distribution unit for the Liberian 
government in Monrovia, the capital city. Having 
gained further knowledge on the country’s health 
care system through her friend, Maryann was 
instructed to seek a meeting with Liberia’s Chief 
Medical Officer. The following day, with nothing 
more than a few papers, a pen, and an innate feeling 
of confidence, Maryann arrived at a building that 
housed the country’s Chief Medical Officer, among 
other prominent government officials.

Ever since I had been a chiropractic 
student, I had wanted to take 
chiropractic to Liberia since I knew  
it was nonexistent in their health 
care system

Then, she waited … and waited … until just under 
four hours passed by. At that point, she was led into an 
office and promptly greeted by Dr. Bernice T. Dahn, 
the country’s Deputy Minister for Health services and 
Chief Medical Officer, a position equal to the United 
states’ surgeon General. 

With assistance from personal mentors along 
with the World Federation of Chiropractic (WFC), 
themselves in the midst of chiropractic expansion in 
West Africa, Maryann explained to Dr. Dahn, along 
with two of her assistants, the merit of chiropractic for 
the Liberian people. In a subsequent meeting with 
the country’s Director of Alternative Medicine, 
Maryann’s passion for chiropractic was put to the test 
in what she described as the most telling moment of 
her visit: a courtroom-style cross-examination on 
the philosophy, future outlook, and evidence-based 
research exhibited by the chiropractic profession. 

Two months later, Maryann returned home from 
class at Parker to find perhaps the most uplifting 
letter she’d ever seen. Addressed specifically to 
her and hand signed by Chief Medical Officer  
Dr. Bernice T. Dahn, the letter read, in part:

“The Ministry of Health and Social Welfare (MOHSW) 
hereby expresses its appreciation for the inclusion of 
Chiropractic as a health care entity into the Liberia 
Health Care System.”

“The Ministry is convinced that chiropractic care will be 
a vital part of the Liberian Health Care delivery system, 
and it will give us more of an edge when it comes to 
alternative health care. We understand that a focus 
on prevention and wellness is the best way to ensure 
that people stay healthier or don’t worsen existing health 
issues … Chiropractic will be incorporated throughout the 
Liberia health sectors, workplaces, as well as sports, to 
ensure a healthy lifestyle … The Ministry is ready and 
excited to start working with you and your organization on 
the inclusion of Chiropractic Care for Liberia.”

The letter provided Maryann a personal goal to strive 
for in the months and years ahead.

“It’s my hope that Liberians that have graduated in 
the United states with a doctor of chiropractic degree 
consider moving back to their country to provide 
chiropractic now that it’s supported by Liberia’s national 
health care system,” Maryann says. “I’m personally 
working to develop a network of Liberian chiropractors 
in order to spread awareness and recruit other 
chiropractors who desire to practice internationally.”

Maryann first confirmed recruit? Herself – she intends 
on moving back to Liberia and opening her own 
practice following graduation from Parker University 
this December.

“I’m so proud of the leadership Maryann has 
demonstrated,” said Dr. Brian McAulay, president 
of Parker University. “Dr. Parker’s vision was to 
spread chiropractic worldwide, and we’re honored 
to have students like Maryann who show that same 
type of passion and drive to spread chiropractic 
around the world.”

Maryann presented her experience to the World 
Federation of Chiropractic’s 12th Biennial Congress in 
south Africa this past April, where she spoke of her past, 
present, and ready-to-begin future as a representative of 
chiropractic growth efforts in the West African region.

Dr. Brian McAulay spoke for all of Parker University– 
students, faculty, and alumni alike – as he followed 
up his initial comments with an undeniable truth: 
“This is an exceptional accomplishment, and words 
can’t express how proud we are of her.” ¡

to learn more about chiropractic expansion  
in Liberia, or to learn how to volunteer your 
services to the West african region, contact 
Maryann Woods-osifo at mosifo@parker.edu. 
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 n the 1950s and 60s, the civil rights movement 
formed upon demands for equality for all – legislation 
and international initiatives would follow. Later, the 
anti-war movement spread across America, leading 
to sit-ins, protests, and in some sense an increased 
social conscience. Now for more than 60 years, 
the environmental movement has sought to make 
conservation a habit by respecting and preserving 
Earth’s natural resources.

Between those and countless other social movements 
that have helped shape our view of what’s right, 
wrong, healthy or detrimental, there’s one constant: 
they were all dependent on a group of people with 
a common belief who together, sought to achieve 
certain goals.

Here in my first five months as president of Parker 
University and Parker Seminars, I’ve been so 
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Chiropractic as a  

SocIal MoveMent
Spinal Health and Wellness through the Lens of a Social Movement

Dr. Brian Mcaulay

12-2760 ParkerLife July Edition.indd   10 6/18/13   3:45 PM



fortunate to travel across the country and meet 
countless people who share my beliefs about not 
only the fundamental role of chiropractic, but 
also what our profession represents. In talking to 
students, alumni, and seminar-goers, questions 
that concern our goals – and in a sense, our social 
movement – often arise: what is our vision now and 
in years ahead? How can we best communicate that 
vision? With whom or what do our ideals align?

...true health care is a proactive 
approach to health, not reactive

As the health care system in America continues 
to transform, I know I’m not alone in seeing the 
country’s approach to health care transform along 
with it. As this change in thinking occurs, I feel the 
answers to those questions become clear as more 
begin to adhere to a philosophy that aligns with 
our philosophy; that true health care is a proactive 
approach to health, not reactive. It’s a philosophy 
understood by a diverse group – young and old, rich 
and poor, red and blue – who all agree wellness is 
best achieved through proactivity, in lifestyle and 
in practice. In support of an active lifestyle, more 
are seeking minimal health care that, on top of 
being effective, is safe, affordable, and accessible. 
These values, which the chiropractic profession has 
embraced for over a century, are the same values 
that provide expansive opportunities for practice 
growth here, now, in 2013.

Those of us in practice need to lead 
the public education on the link 
between spinal health and wellness 
and improved health. By no means 
are we the sole ambassadors of this 
important social movement. We’re 
alongside champions of nutrition, 
exercise, mental health, and other 
institutions who share our vision of 
patient-inspired proactive health. 

The American health care system is facing a 
projected shortage of up to 200,000 primary care 
providers by 2020. This coming shortfall reinforces 
the need for a shift of responsibilities as it relates 
to health care. From the food we eat to the way we 
exercise, all the way to mental health treatment, 
more Americans will take a proactive and forward-
thinking approach, fully aware the alternative may 
be costly, invasive, or filled to the brim with red tape. 
The health care dynamic is already moving away 
from a fee-for-service model and toward a model 

wholly based on value and benefit, first and foremost. 
Spinal health and wellness, just as every practice 
that’s safe, affordable, and results-based, stands to 
grow in scope and fill in gaps left by an increasingly 
inaccessible American primary care system.

Those in practice need to lead the public education 
on the link between spinal health and wellness 
and improved health. By no means are we the sole 
ambassadors of this important social movement. 
We’re alongside champions of nutrition, exercise, 
mental health, and other institutions who share our 
vision of patient-inspired proactive health. 

It starts with collectively creating a conversation about 
our strategy, focus, and what we feel spinal health 
represents, especially as our consensus is further 
legitimized through research, accreditation, and 
results. Chiropractic has historically limped along 
as a profession, its growth hobbled by divisions – 
mixed vs. straight, broad scope vs. narrow scope, 
conservative vs. liberal. Some have even said the 
primary characterizing element of the chiropractic 
profession is, in fact, its many internal conflicts.

The primary losers in this intraprofessional squabbling 
are the patients, who have been denied access to 
spinal health care due to the failure of the profession 
to present a coherent vision of the link between 
spinal health and well-being.

It’s time for the core constituencies within the 
chiropractic profession to acknowledge these  
differences, but also agree that adherence to a 
control set of principles within the context of a social 
movement is our best chance to provide increased 
levels of spinal health to the American public.

The sick care approach to health care, the status quo 
approach, is no longer acceptable. Just as we value 
adequate nutrition or an extra couple minutes on 
the elliptical, let’s value spinal wellness in the same 
way ... for its clear, results-based link to a healthy 
lifestyle. That’s my social movement – nothing more, 
nothing less – and I’m confident it’s anchored in both 
a belief and in goals that we all share. ¡

Dr. Brian Mcaulay is the president 
of Parker University and Parker 
Seminars. He has served in a number 
of administrative and advisory 
roles at chiropractic colleges 
throughout america, including life 

University, the Palmer chiropractic University 
System, Pennsylvania college of chiropractic, and 
Sherman college, as well as taught management 
and communications courses at temple University 
and Philadelphia University.
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Several of our CE programs receive global attention!   
These programs are unique to Parker and can help you reach higher!

Parker University continuing education

chiropractic Sports Specialist Program (ccSP®)
Beginning Fall 2013

Scoliosis correction Series 
Fall series begins in October 2013

animal chiropractic
New Program begins March 2014

Decompression certificate Program
Beginning Fall 2013 

We also offer the following popular programs:

acupuncture certificate Program (100 Hours)
Beginning in 2014

IcPa Pediatrics
On-Going 

Functional taping  
Watch for new dates coming soon! 

texas Mandatory Board Hours
Includes: Ethics, Risk Management and Documentation 

August & November 2013

online courses
Obtain hours from the comfort of your home or office

Save tHe Date! 
Homecoming 2013

October 25-27

We offer a wide variety of ce  
programs for Massage therapists  

in your office, as well.

Learn more about all these DC and MT 
programs by visiting our website at  

www.parker.edu/ce or call 800.266.4723. 
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Several of our CE programs receive global attention!   
These programs are unique to Parker and can help you reach higher!

Parker University continuing education Faces of
PaRKeR

Steve Brooks,  
Dc ‘99

owner, Sunset 
chiropractic,  
San Angelo, TX

www.sunsetchiropractic.net  

“While in school, a few of 
us made a point to visit 
several local successful 
doctors and we picked 
their brains on why they 
were so successful.  
I believe this helped pave 
my way on my journey.”

“Parker has given me so 
much more than I could 
have ever imagined. 
I have a wonderful 
practice and an  
amazing life all due  
to Parker University.”

Read more at  
www.parker.edu/ 
faces-of-parker 

   s an LMT for more than 13 years, I’ve found the best way for massage therapists 
to promote their business isn’t with any state-of-the-art marketing plan, advanced 
social media initiative, or flyer distribution. If you really want to expand your 
presence as an LMT throughout your community, there’s one tried and true rule on 
top of great service: get your face seen and vision heard by spreading the value of 
massage therapy. Here’s how I do that and, in the process, maintain up to an 85% 
client retention rate:

Maximize face time at community events. Most communities have a ‘Calendar’ 
page on their official website with links to community-sponsored events. What 
better way to connect with prospective clients than seeking events that align with 
your businesses’ ideals? From there, grab a massage table, a collection of business 
cards, and set up shop at a pre-reserved spot! Open a dialogue and collect names 
and e-mail addresses along the way to follow-up. Be sure to bring your best 
30-second elevator pitch to quickly explain the physical and mental benefits of 
massage therapy. 

Be sincere, and always listen. Once you get new clients in the door, be sure 
you and your workspace present a calming presence. I maintain my calm, relaxing 
presence through simply listening to clients – listen to them explain any ailments, 
how their body feels, and what they’d like to get out of either one particular 
session, or a series of sessions. 

Reach out to clients. Between sessions, send clients a thoughtful e-mail or 
handwritten letter. A simple “Thanks for being my client!” along with your 
contact information can go a long way in not only maintaining strong business 
relationships, but also cultivating an increasingly high retention rate … and 
retention is key. 

If you discount, do it right. I typically offer discounts on the second visit. At my 
first session, I do everything I can to not only provide a great service and a relaxing 
presence, but also help clients understand the benefits of massage therapy. I’m 
confident after a great first session, most are eager to return for that second session, 
especially at a discounted rate. If I’m doing everything I’ve learned right, I know 
that after two sessions, they’ll be hooked and my retention rate will rise.

You don’t have to reinvent the wheel to grow your massage therapy practice 
throughout your community. Simply get out there (and, of course, hop on 
social media a bit too!) and relay exactly what massage therapy means to you. 
Those in the crowd may be interested today, but with your effort, they’ll be 
clients tomorrow. ¡

cemetria Hayes-McMullen has been a licensed massage 
therapist since 2000. She is an instructor at the Parker 
University School of Massage therapy, where she teaches 
Business Practices, ethics, and Hydrotherapy as well as 
continuing education courses.

GRoWInG YoUR MaSSaGe 
PRactIce … on a BUDGet!
How to Keep Your Retention Rate High and Spread the Value of Massage 
Therapy in Your Community

a

cemetria Hayes-McMullen, lMt
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 f you have seen the movie “Love and Other Drugs,” 
starring Anne Hathaway, then you’re aware of 
the magnitude of influence the pharmaceutical 
representatives and industry have in primary care 
health. While the movie mischaracterizes and 
often paints these pharmacy representatives in an 
unfavorable light, one truism stands out throughout 
the film: primary care doctors are the gatekeepers 
for the health care system.

As doctors of chiropractic, we enjoy immense 
popularity and loyalty within our patient population. 
Unfortunately, due in large part to professional 
bickering and America’s general distrust of 
anything that doesn’t come in pill form, we 

only see between seven and 15% of the general 
population utilize our service. This is a stark contrast 
to the overwhelming majority of Americans who 
see primary care medical physicians – these 
physicians see a majority of non-complicated 
back and neck pain cases, and may prescribe anti- 
inflammatory medication, refer patients to physical 
therapy, orthopedic and neurological surgeons, or 
even chiropractors. What if you could tap into that vast 
referral source and have these primary care doctors 
trust you with their back and neck-specific cases?

I’ve built several busy practices in my short career, 
and each had one thing in common: a strong referral 
presence from primary care medical physicians. 

The Art of the  
Medical lunch
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Beau Hightower, Dc ‘11, acP, cScS, ceS 

How to Gain Referrals Through 
A Strong Rapport With Primary 
Care Physicians
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Below, I’ll outline some of the techniques I have used 
to approach, meet, and garner referrals from these 
medical physicians, most of which I picked up from 
observing pharmaceutical reps while working at a 
family medical practice:

1    Make contact with the Gatekeeper

Most medical offices have an office manager or 
front desk administrator tasked with setting up 
pharmaceutical lunches and other events. If you are 
not familiar with “pharm lunches,” they are lunches 
in which the rep brings food to feed the entire office 
in exchange for a few minutes to pitch their latest 
updates in front of the doctor. These gatekeepers 
decide who gets to bring lunch, and typically what 
kind of food is brought. When I contact an office, 
I always ask who is in charge of booking these 
lunches (and if the particular office accepts “pharm 
rep” lunches, as not all do). I then explain that I’m a 
new doctor in the area who offers a service I believe 
would benefit Dr. Doe’s patients, and I ask when the 
next available lunch slot is open. If you can get this 
meeting booked, you’re in a good position to meet 
the doctor at a time when they’re not trying to juggle 
patients and medical notes.

2  Put together Your Presentation and 
            Practice, Practice, Practice

When you get to the office, make sure you have 
enough goodies to leave behind so your name will be 
seen frequently in the office. Pens and notepads are 
cheap and effective items you can give away in large 
numbers. Order custom referral pads to leave for the 
doctor so it’s easy to refer you a patient. I always ask for 
the patient demographics so I’m able to call patients 
that were referred to me. My presentations are always 
short and to the point with the goal being to schedule 
a couple of the office staff and the opportunity to 
treat one of the doctors’ loved ones. Be prepared to 
rationally answer any perceived misconceptions 
the physician may have about the profession. There 
are many misconceptions about chiropractic, and a 
small amount of rational information delivered in a 
thoughtful and genuine manner can go a long way in 
dispelling these mistruths. 

3    Be a Professional and Perform like one

Check on your food order the night before your 
presentation and again the morning of. The doctors 
have a short window to eat, and it is imperative you 

have the food ready to roll before they get off for 
lunch. Make sure you are well-dressed and early. I 
always introduce myself and make small talk with 
the office staff while we wait for the doctor. When the 
doctor does arrive, don’t become over-excited and 
talk over them to sell your services. They are used to 
these lunches, and will often push you into your sales 
presentation while in the midst of small talk. When 
presenting, highlight what services make you unique 
– this will go a long way in building credibility, as 
doctors tend to trust other providers who know the 
expectations and limitations to their own skill set. 
Discuss research or anecdotal cases depending on the 
doctor, with the aim to get as many staff and family 
members of the doctors scheduled possible. Once the 
office staff and family members begin singing your 
praise, it will be much easier to garner referrals from 
the doctor’s patient base.

4    Follow Up!

This seems simple enough, but few clinicians rarely 
follow-up as they are not natural salespeople. I often 
see people drop business cards at local offices, but 
they never actually meet the doctor and never 
choose to follow-up. Set up another lunch for about 
a month out. Once a week, stop by the office to say 
hi to the front desk, and drop off pens, notepads, 
and other name-bearing goodies. Offer to teach 
a free ergonomic or foam roller class to the staff. 
Bring coffee or doughnuts. I find it usually takes me 
between five and 10 contacts with the office before I 
start to see a rise in referrals from the doctor. When 
you do receive a referral, always send a thank you 
note, and ask the doctor if and how they would like 
to receive progress reports concerning their patient; 
most doctors like to have these faxed to them. If 
doctors don’t hear how their patient is doing, they 
may become frustrated and even stop referring, 
even if you’re providing outstanding service. Never 
underestimate the power of a follow-up!

I’ve personally implemented these steps at about a 
dozen medical offices, and in doing so, I’ve created 
viable relationships with virtually all the doctors I get 
referrals from. If you implement these steps, you’ll 
open the doors to a vast new patient base courtesy of 
our friends in the pharmaceutical industry. ¡

Dr. Hightower graduated from Parker 
University’s College of Chiropractic 
in 2011. He is now pursuing his PhD 
through the Carrick Institute.
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ALUMnI
UPCoMIng EvEnTS2013

aUGUSt
24 – alumni Reception at Fca national convention 

Orlando, FL

octoBeR
25 – alumni association awards luncheon 

Dallas, TX

25 – Grad Fest 2013 
Dallas, TX

26 – class Reunion Gatherings 
Dallas, TX

visit www.parker.edu/alumni-upcoming-events  
for details.

161616

Show your 

cHIRo 
PRIDe!

Demonstrate your love of chiropractic 
wherever you go with our polos, 

t-shirts, and sweatshirts. 

enter Promo code PlIFe13 for  

20% oFF your next order at  
www.parkershareproducts.com!

800.950.8044

One of the most requested programs to date has been the Chiropractic Sports 
Physician course. 

Our team of skilled instructors will provide their expertise on a variety of 
subjects throughout 10 modules. Topics covered include: upper and lower 
extremities, radiology, team physician concepts, exercise physiology and fitness 
testing, taping, nutrition, supplemental emergency procedures information, 
case study guidelines, and so much more. 

This course is designed to take you from the training camp to the winner’s 
circle with knowledge that will be beneficial not only to you and your practice 
but to your community as well. Your practice is not a game – neither are your 
patients. Let these blue ribbon speakers show you how to produce gold medal 
results. The race is on! Register today and let us help you reach the top.

to register, verify your state board’s approval status, find hotel information, 
or view the cancellation policy, visit our website at www.parker.edu or call 
800.266.4723. class start date is dependent on pre-enrollment numbers.

Parker University’s newest CE Program: 
ccSP® – certificate in chiropractic Sports Physician
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For more than 30 years, Parker University 

has been a leader in educating the 

best and brightest chiropractors in the 

world. We are proud to continue the 

tradition of inspiration, support, and 

growth of the chiropractic profession. 

And now, as the health care industry 

continues to expand and diversify, we 

have added new degree programs that 

support our mission to be a student-

centered university committed to being 

a leader in developing programs that 

compliment chiropractic.

 MBA in Health Care 
Management

 Bachelor of Science in  
Health Information 

Management

Associate of Applied 
Science in Radiologic 

Technology

Massage Therapy

Doctor of  
Chiropractic

Associate of Applied 
Science in Health 

Information Technology

Empower Your Future with Parker University!

Earn your MBa in Health care Management and empower 
your practice! Contact Parker today to get started.

  www.parker.edu/future       800.637.8337       askadmissions@parker.edu

online!online!
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Call 888.727.5338 or visit  
www.parkerseminars.com  
and begin empowering your  
life and practice today!

Become a GTO Pledge by committing 
to three (3) consecutive North American 

Parker Seminars.

Enjoy a  
$635 savings!

For more information, visit our  
website at www.parkerseminars.com  

or call 888.727.5338

ParkerSeminars

Upcoming Seminars
Parker Seminars

EMPOWER      YOUR LIFE.

EMPOWER   YOUR PRactIcE.

New York
October 17-19

Sheraton Meadowlands Hotel and Conference

Las Vegas 
January 9-11, 2014

Rio All-Suite Hotel and Casino

Dallas 
June 5-7, 2014

Sheraton Dallas Hotel
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WHIle tHe unFortunAte

reAlIty In toDAy’S
eConoMIC ClIMAte HAS

some chiropractors struggling, more
success stories are beginning to emerge
than ever before.
The difference between failure and

success becomes clear when you look
at it from a different perspective.
Instead of viewing the physical practice
as a static structure, forward-thinking
doctors realize that their practice
environment can — and should — be
used as an integral tool that works with
them to help them achieve their goals.
Successful practice design can make

a huge difference in your success.

Big business
Any successful business begins by
developing a product or service. You
then develop a marketing strategy to
sell, and create a workplace to produce
that product or service in the most
efficient and cost-effective way possible.
Chiropractors have a unique, desper-

ately needed, yet highly misunderstood

gift to offer. Unfortunately, DCs often
think their practice environment has
nothing to do with their overall
success.
Successful practice design can be

credited with improving volume,
increasing services, minimizing work-
load, lowering overhead, increasing
profitability, and even helping patients
achieve a healthier lifestyle.
While the design of your practice

should provide you with a facility that
allows you to care for the intended
volume of patients, a strategically
designed clinic can also help you
attract, convert, educate, and provide
more services to more patients.
Here are some tips on practice

design that can help you achieve the
success you are searching for:

1. Begin with the end in mind. Superior
office design will define your success.
What works for one doctor may not
work for you. What works in one city
may be much more difficult to achieve
somewhere else.

2. Design from the inside out. Successful
design starts with how you manage the
first patient who enters your clinic.
What is their first impression?
Design the most efficient flow

through the new-patient processing
areas and design an environment for
the best reports of findings possible.
Don’t design to reinforce what the
doctor says. Instead, design to help
patients understand and retain your
information after they leave your
clinic. Then focus on the most
common services you provide. If
patients don’t understand what you
really have to offer, they will not be
around for you to adjust again.

3. Serve the masses. Your practice
should be designed to serve the majority
of the people who visit it on a daily basis.
Focus on the rule, not the exception.

4. Less can be more.Most chiropractors
rent more space than they actually
need. Design to maximize the use of
every square inch of your facility.
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Design for success
How you design your practice can make the difference
between struggling and succeeding.
BY GLEN DAVID
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Smaller is usually better.
By packing more into less space,

efficiency goes up, rent goes down, and
patients get served in a timelier
manner. This approach should help
you determine how much space you
actually need, as compared to how
much space you think you need.
Successful design can significantly
reduce the amount of space you
require, saving you money.

5. Project your volume and services.
Don’t just plan for what you are doing
now, plan for the best-case scenario.
Increasing patient volume and services
does not mean requiring a space twice
as big. By providing multifunctional
areas in the clinic, you can use more of
the space more of the time.

6. First impressions. Creating a great
first impression is critical, but you

don’t have to spend a lot to do so.
You don’t need exotic materials and
expensive furnishings. The most
important first impression is the
personal connection your CA makes
with your patients. A good first
impression revolves around their
ability to serve your patients.
The majority of the time, a front

desk is mistakenly designed based on
shape and size available with no
thought as to what has to happen to
work efficiently. This can leave your
staff left trying to determine what and
where to place things long after the
contractors are gone.
This means that the most important

design element has to focus on the
effectiveness and efficiency of your
CA’s workspace. Being a command
center of your practice, your front desk
should be designed to prioritize your
CA’s tasks.

7. Neighborhood watch.Watch and
match the demographics of your
neighborhood. The decorations of
your practice should meet or slightly
exceed the expectations of your clients.
While you shouldn’t go overboard with
opulence, you also shouldn’t under-
estimate patients’ expectations.

8. Patient flow. Fewer kinks in flow will
greatly improve volume. Avoid ping-
ponging a patient back and forth
across a clinic. Provide escape routes
for primary staff. Never let a patient
trap a key staff member in a corner (or
in a room). Design a way out.

9. Measure of success. Your practice
design should be based on your
definition of success, not anyone else’s.
Ensure that your goals are realistic but
not restrictive. Most DCs under-
estimate their potential. Nine times out
of 10 a DC can see 50 percent more
volume in any given space than they
assume possible.
Establish your measure of success by

determining what is right for your
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patients. What is right for them will be
right for you.
Ensure your measure of success is

directly linked to a timetable. Link this
timetable to the duration of your lease.
If you are in a five-year lease, establish
a level of volume and services to be
achieved six months prior to your lease
expiration. By doing so, you are not
overspending through overzealousness,
nor are you shortchanging yourself.

10. Design for expansion and relocation.
Think modular design. Include elements
and structures that can be added to,
rearranged, and relocated. By doing so,
your investment into anything modular
means an investment in long-term
efficiency.

11. Design for the future. EMR, digital
radiology, and wireless technology are
some of what should be considered in a
successful practice design.

If you design for them now, you can
implement them whenever they are
right for you.

12. Thoughts versus reality.Design for
what your patients need, not what they
think they need. For example:While
patients may think they prefer closed-
room adjusting, semi-open adjusting
will actually reduce their wait time by
at least 50 percent.
Design your environment so patients

experience other patients who have
grown to understand chiropractic as
corrective care, preventive care, and
even as a quality-of-life improvement.

13. Design for education. All patients
have a preconceived notion of what
chiropractic can offer. Successful
practice design can help you with
“cross-pollination” education that
allows the patients in your clinic to
learn from other patients.

14. Save time and money. Hiring an
expert to assist you in the process of
designing your practice may cost you a
little more in the beginning, but when
it ultimately helps you increase your
volume by 20 to 50 percent, it’s money
well spent.

15. Should versus could. Designers,
architects, and decorators all claim that
they can design a chiropractic practice.
While that might be true, hire one
who understands what should be done
to achieve your goals instead of what
could be done.
Design for success. It is a wise

investment in any business.

GLEN DAVID has designed and
furnished more than 5,000 world-
class chiropractic clinics
worldwide. He can be reached
through Davlen Associates Ltd. at

631-924-8686 or DavlenDesign.com.
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tHe PeAk eArnInG yeArS For A

CHIroPrACtor Are AGeS �� to

54. After age 54, the doctor
slows down and prepares to retire.
Prior to age 35, the doctor is usually
flat broke, with piled-up debts, student
loans, equipment costs, etc. Then the
doctor gradually increases income
until reaching the peak earning years.

Do something about it
You don’t have to let the years from 25
to 35 be the “getting into debt” or
“bailing yourself out of debt” time of
your life. Instead, be smart and hire a
new-practice consultant who can turn
your 20s and 30s into peak earning
years. You don’t have to starve or
start slow.

Take the leap. Get into practice fast,
and build your practice fast. Working
as an associate or independent
contractor is just postponing the
payment of your debt.

Use the power of a fast start.How your
new practice grows in its first 90 days
is how it will grow for the rest of your
life. A slow start will lead to a slow
practice. And a financially failing start
will result in a financially failing
practice.

Control your future. Don’t let success
happen to you — make it happen!
Believe that you can do it and you
won’t have to go through a starvation
period or, worse, “the valley of death.”

Be courageous. Do what you don’t want
to do. Successful people do what the
unsuccessful avoid. If any of your
friends are not successful, observe
what they are doing and don’t make
their mistakes.

Follow a real plan. All doctors starting a
practice want to make a profit. But,
that’s not a plan — it’s a wish. How
much of a profit? When do you expect
the profit? And what are you willing to
do to get that profit? That’s a plan to
follow. Don’t chase a wish.

Make all your work … work for you.
Everything you do in starting a
practice should be geared toward
keeping your overhead low, meeting
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The secrets of successful start-ups
Pay attention to the hard-won lessons of DCs who launched their
own practices when getting yours up and running.
BY PETER G. FERNANDEZ, DC
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the public, and attracting new patients.
Nothing else counts.

Go where you are wanted and needed.
Learn how to assess demographics and
psychographics to determine where
there is a need for chiropractic, and
then fill that need. Most new DCs just
go to a town they like and open up
their doors. But is a chiropractor
needed and wanted in that community?
If not, the practice will do poorly or
fail and the owner won’t know why. It
was because the wrong location was
chosen.

Seize the marketing moment. This is a
good time to open a new practice.

Most established doctors have reduced
their marketing efforts and most new
doctors are reluctant to open a new
practice. The time when you have the
least competition is when you can be
the most successful.

Be a cheapskate. Starting a new practice
offers a chance to control your overhead
and keep it low. Negotiate lower practice
lease rates, buy good-yet-inexpensive
equipment, and hire only the minimum
number of staff you need.

Think small.When looking for practice
space, don’t go overboard. Find a small
practice — then grow out of it. Don’t
lease a big practice thinking you will

grow into it. The bigger your new
practice, the more it costs to lease,
heat, cool, decorate, and equip. Keep
your overhead low.

Buy beneath your means. Start your
practice with new, but inexpensive
adjusting equipment, therapy tables,
etc. You can buy more expensive items
when you make a net profit. Buying
expensive products to begin your
practice means you will be in debt
longer.

Arrange back-up financing. Being under-
financed is the number-two reason
that new practices fail. (The number-
one reason is laziness.) A financial
back-up plan can protect you against
unforeseen problems.

Concentrate on new patients. Your most
important objective in starting a new
practice is attracting a large volume

The most important things are the care you give
to your patients and the attraction of new
patients — nothing else.
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of new patients. The more new
patients you attract, the quicker you
will hit net profit and be able to pay
off your debts.

Push yourself beyond your comfort level.
The difference between a doctor seeing
20 patients a day and one seeing 100 is
that the second doctor pushed himself
beyond the 20-patients-a-day level and
kept pushing. You can do it too.

Get networking savvy. The more people
who know you, like you, and know
you are a chiropractor, the bigger your
practice will be. During your practice
day, you should be either treating
patients or getting new ones. Nothing
else matters until you hit net profit.

Get gutsy. If you don’t enjoy public
speaking, learn to love it. If you are shy
or introverted, overcome it. Don’t wait

15 years to reach your peak earning
time. Make your peak earning now.

Don’t sweat the small stuff. The most
important things are the care you give
your patients and the attraction of new
patients — nothing else. Don’t get
distracted by the small stuff that won’t
produce a new patient (or a profit).

PETER G. FERNANDEZ, DC, the
“start-up coach,” has been a
practice consultant for almost 30
years. He has written 20 books
and more than 200 articles on

starting a practice, and has consulted in the
opening of more than 3,000 new practices.
He can be contacted through The Practice
Starters Program at 800-882-4476,
DrPete@DrFernandez.com, or
PracticeStarters.com.

Quick Tip
Carpal tunnel syndrome
Initial therapy for CTS includes:

�Resting the affected hand and wrist

�Avoiding activities that may worsen
symptoms

�Immobilizing the wrist in a splint to
avoid further damage from twisting
or bending

�Applying cool packs to help reduce
swelling from inflammation

Some medications can help with pain
and inflammation. Studies have shown
that vitamin B6 supplements may
relieve CTS symptoms.

Chiropractic joint manipulation and
mobilization of the wrist and hand,
stretching and strengthening
exercises, soft-tissue mobilization
techniques, and even yoga can be
helpful. Scientists are also
investigating other therapies, such as
acupuncture, that may help prevent
and treat this disorder.

Source: American Chiropractic Association
acatoday.org
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Innovative Ideas from the Industry Leaders

tHe HeAltHCAre InDuStry IS

ever-CHAnGInG. New technolo-
gies are constantly making way

for better treatment options and higher
recovery and success rates. And this
goes for even some of the most tried-
and-true methods.
Take RICE for example. This tech-

nique, known as rest, ice, compression,
and elevation, has been a conventional
method of treatment for a number of
years. But is it the most effective choice
for patients — specifically athletes —
who need their bodies to recover
quickly from injury and be protected
from future injuries as well?
Experts are saying no.
“It’s cheap and convenient,” says

Brian Fitzpatrick, DC, CLS. “Plus it has
a catchy acronym. However, the research
simply isn’t there to show it as an
effective method for acute injuries.”
Instead, Fitzpatrick recommends a

new acronym: MELT, which stands for
mobilize, elevate, laser therapy, and
taping.
“Mobilizing through adjustments

and soft tissue mobilization has shown
to be effective, along with elevation of
the injured limb to reduce excessive

swelling,” he says. “Low level laser
therapy and kinesiology taping are two
of the most-researched treatment tech-
niques in the past 10 years and have
shown both improvements in swelling
reduction and improved function.”
Being the key component in the

MELT method, low level laser therapy
(LLLT) offers benefits that have been
clinically proven in the chiropractic
industry and in some of the biggest
arenas in sports.
So what’s the secret?
“Specialized laser light photons

provide the optimal environment for
true healing to occur at the cellular
level,” says Todd Austin, DC. “LLLT
quickly decreases both pain and
inflammation, improves range of
motion, and increases the once
damaged tissue’s ability to handle
additional stress.”
Fitzpatrick says the best way to

really understand the difference
between laser therapy and ice is from
research by Ernesto Cesar Leal Junior,
PhD, presented at this year’s North
American Association for Light
Therapy. He says his work proved that
30 seconds of LLLT was more effective

than 20 minutes of ice for recovery of
muscle injuries.
“While RICE is trying to slow down

the inflammation, laser therapy is
accelerating the process so it can reach
its completion faster,” says Fitzpatrick.
Maybe the most impressive part of

laser therapy for injuries is not how
effective it is in treatment, but that it
can actually protect the body from
future injuries, as well.
Austin uses the example of an athlete

who, while not currently injured, might
have a history of injuries to his
shoulder or calf.
In this instance, Austin says that

athlete is “definitely getting a preven-
tative LLLT treatment of his weak area
just prior to each game. This will
increase ATP to the weak area, thus
both strengthening it and minimizing
the chance of re-injury during a
contest.”
Fitzpatrick breaks it down even

further, explaining the treatment
technique known as photohemotherapy,
which is popular, he says, because it
performs two very important functions.
“First, it releases nitric oxide that is

a vasodilator and increases the

Shifting the athletic
performance and
recovery paradigm
BY MELISSA HEYBOER
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EDITORIAL SERIES SPONSORED BY MULTI RADIANCE MEDICAL

permeability of the capillaries.
Secondly, laser therapy causes the
photodissociation of oxygen from
hemoglobin, creating a 10-percent
increase in molecular oxygen available
to the working muscles.”
“By increasing the amount of

oxygen and nutrients available to the
muscles, studies have shown delays in
muscle fatigue and improvement in
muscle performance with laser therapy
prior to activity versus control groups.”
But the benefits of laser therapy are

not just for the patient. Both Austin
and Fitzpatrick note increased patient
compliance and referrals because of the
accelerated recovery time it provides.
“New patient referrals from quick

returns to play and impressed coaches
and trainers have been a staple since
adding low level laser therapy to my
practice,” says Fitzpatrick.
Austin agrees: “LLLT works wonders

for patient compliance,” he says. “Over
80 percent of patients feel a significantly
noticeable improvement within four
hours of their first treatment. And at
least 30 percent notice improvement by
the time they are at the front desk
scheduling their next appointment.”
Adding laser therapy to your practice

isn’t just about affecting the lives of the
patients you’re currently treating. It’s
about affective change in the culture of
injury rehabilitation, prevention, and
recovery. It’s about creating a new
paradigm going forward and getting
patients excited about not just lasers,
but chiropractic, too.
“Once I have new patients educated

about LLLT and they’ve personally
experienced its healing and pain relief
effects, they now know that I know
what I’m talking about,” says Austin.
“And then they are more than willing
to listen to my chiropractic recommen-
dations as well.”

MELISSA HEYBOER is the
associate editor of Chiropractic
Economics. She can be reached at
mheyboer@chiroeco.com or 904-
567-1540.

Multi Radiance Medical is changing
two currently held paradigms. The first
is in the care of acute athletic injury.
The second is that laser treatments are
no longer just for recovery. At first,
laser treatments were utilized to get
athletes back from injuries faster.
Although MR4 technology has been
powering professional, collegiate,
scholastic, and recreational athletes’
performances for years,1 recent
research studies are confirming the
reasons why.

Studies with the Multi Radiance Medical
laser equipment performed at the
Laboratory of Phototherapy in Sports
and Exercise (Nove de Julho University,
Sao Paulo, Brazil) have shown super
pulsed laser accelerated the recovery
of skeletal muscle when applied before
exercises but also that it minimized
fatigue, which has been shown to
cause injuries.2 Advancements made
in Multi Radiance Medical products
have allowed for smaller, more
portable, battery-powered devices to
be introduced. So laser treatments can
be performed not only in the clinics or
athletic training rooms but on the field,
in the gym, locker rooms, or anywhere
an athlete needs. With the minimal
contraindications and high degree of
safety, Multi Radiance Medical’s line
of laser products offer athletes a
novel way of improving preparation,
performance, and recovery, to keep
and meet strenuous training and event
schedules, and perform at their highest
level possible.

For an athlete to be at his or her peak
— there are no short cuts. Hours of
rigorous training and conditioning
programs are required to build
champions. With all the time spent in
preparation and performances,
recovery is often overlooked and
considered an afterthought.

At the Laboratory of Phototherapy in
Sports and Exercise, LLLT with Multi

Radiance Super Pulsed Laser was also
found to be more effective than any
type of cryotherapy when compared
head-to-head. Recovery is more than
just rehydration. It involves rest to
eliminate oxidative metabolites and
rebuild energy stores. Training programs
or even game schedules can make it
difficult at best to allow adequate rest
for muscles to repair from the stress
imposed upon them but after the long
hours on the court or field, athletes
must find time to recover. So there has
been a considerable increase in
scientific interest in sports recovery
modalities.

Multi Radiance Medical has discovered
ways of utilizing laser to improve
recovery so athletes can train more
intently without the fear of overtraining
or overuse injuries. For champions and
those who aspire to be, MR4 super
pulsed laser technology is a smarter
choice.

For more information about Multi Radiance
Medical’s Super Pulsed lasers, call 800-

373-0955, email info@multiradiance.com, or
visit multiradiance.com.
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1Multi Radiance Medical Super Pulsed Lasers
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Jatin Ambegaonkar, and James A. Onate
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Historically, the relationship between a doctor and an associate
has been rife with mistakes and unsuccessful partnerships.
But a shift in the paradigm could lead to winning outcomes.
BY MELISSA HEYBOER

A balancing act

There’s a lot to be said
about relationships.
That is, a lot that doesn’t
include the words

“piece,” “of,” and “cake.”
That’s because the strongest, most

enduring associations take work.
Whether it’s your spouse, your best
friend, or your business partner,
relationships require a commitment
unparalleled in almost every aspect.
The kind of commitment very few

have managed to master. And in the
chiropractic realm, this is most widely
evident in the relationship between a
doctor and an associate.

A frustrating past
While there are exceptions to every
rule, it’s a common belief that associ-
ateships usually don’t work out the way
they’re initially intended. There are
struggles, misunderstandings, and
misguidances that often plague what is
otherwise supposed to be a mutually
beneficial arrangement.
So where did it all go wrong? And

how do we change the current model
from one of frustration and disap-
pointment to one of satisfaction,

functionality, and edification?
It starts with one word: expectations.
Associateships, in many ways, are

nothing more than a balancing act.
You’re balancing egos, you’re balancing
personalities, and you’re most commonly
balancing the expectations of two — or
more — people.
“A lot of these relationships are

weakened because of unrealistic
expectations — mostly financial,” says
Lisa Goldberg, PhD, executive director
of All Care Consultants, a staffing
and placement firm for healthcare
professionals. “In the beginning, the
new associate and the owner need to
agree to things. A lot of the time, the
owners are set in their ways and they
do not accept feedback, and the
associate leaves because it’s a one-way
street.”
Or worse, says Shelley Cygan, the

hiring doctor brings on an associate
under false pretenses. That being the
hope that the associate will build up
the already-established DC’s practice.
“A doctor shouldn’t be bringing on

an associate unless their practice is
already expanding,” says Cygan, chief
operating officer at Integrity

Management, a chiropractic manage-
ment coaching and consulting
company. “A new grad has no idea
how to build a business. No other kind
of business would bring on another
person in hopes that it would grow
that business.”

Peter Fernandez, DC, founder of
DrFernandez.com, a chiropractic
marketing and development website,
says you should view your associate as
an assistant rather than a partner.
Doing so will help clear up any
confusion there might be about the
associate’s role in the practice.
Like Cygan, Fernandez says the

hiring doctor should never expect an
associate to grow the practice or fix
any long-standing problems. It creates
a destructive pattern that typically ends
in failure.
And because of that, the myth that

associateships can’t work gets contin-
uously perpetuated, says Chandler
George, DC, president and founder of
Catchfire Coaching, a marketing and
consulting firm. But he wants to assure
potential associates and already-
established DCs that the model can
work. It just has to be done right.
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Shifting gears
Oftentimes, while the doctor is
expecting an influx of new patients,
the associate is expecting to be
nurtured and fostered. Both of
which create a framework of
expectations that cannot be
attained. Reason and judgment
become clouded with grandiose
thoughts and selfish motives.
The best way for both

parties to align their
expectations is to talk
about them.
The Internet is a great place

to start.
George recommends that the

associate start by researching
the doctor. “Google them,” he
says. “Look them up in that
county; research the business,
their loans, etc. Find out if
they are any good. I want
to know from a business
standpoint if they’ve been
sued before.”
And, as Cygan says, make sure

that the practice you’re choosing to
join is already established, successful,
and on an upward trajectory. You don’t
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want to join a sinking ship because not only will you not
learn anything, but you’ll likely pick up the bad habits the
hiring DC has created.
Make sure the doctor is a good manager who possesses

attractive qualities you can relate to and admire.
You also want to make sure your practice philosophies

are similar and that the DC has a history of working well
with associates.
“Look up the doctor’s website and determine how that

doctor practices,” says Fernandez. “What exactly will you
have to do? What is the style of practice? Is it a wellness
practice, personal injury practice, etc.?”
He also recommends asking the doctor for the names of

former employees and associates and calling them. “You’ll
get a lot of information that way,” Fernandez says.
An associateship needs to be viewed like any other

potential job and the practice like any other potential
employer. In other words: do your research, know what
you’re getting into, and conduct the appropriate interviews
in order to lay the groundwork. These interviews can be
with anyone from former and current staff members to state
associations and licensing boards.
But be thorough.
And also, Goldberg says, “Be open and direct with each

other on what you expect out of the relationship. You both
need to open the dialogue so you know each other’s lives
and, ultimately, what the practice’s goals are.”
This is also a good opportunity to review the employee

contract and non-compete agreement, what they entail, and
that they have provisions for both parties. And Goldberg
recommends hiring the expertise of a healthcare attorney to
go over the agreement with the associate.

For the doctor
It’s important to understand and remember that the

Meet the experts
Lisa Goldberg, PhD, executive director of All Care
Consultants Inc., a staffing and placement firm for
healthcare professionals. allcareconsultants.com

Shelley Cygan, chief operating officer at Integrity
Management, a chiropractic management coaching
and consulting company. integritymanagement.com

Peter Fernandez, DC, founder of
DrFernandez.com, a chiropractic marketing and
development website. drfernandez.com

Chandler George, DC, president and founder of
Catchfire Coaching, a marketing and consulting
firm. catchfirecoaching.com
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interviewing process prior to any hire should be mutual. Just
as the potential associate should research the doctor, the
doctor should do his or her due diligence as well.
But George points out that choosing an associate isn’t

necessarily about their business acumen or what their grade
point average was while in chiropractic school. Those things
are inconclusive, as they don’t tell the whole story.
You want to find a person you not only get along with,

but one who complements you and your practice style.
“Look for someone you enjoy being with,” says Cygan.

“Go out and see what they’re like socially. See if you enjoy
being with them. You’re going to be with that person for
eight hours a day.”
But also, she says, “You want them to be a good adjuster.

You don’t want someone you’re going to have to teach how
to adjust. That’s what they’re coming in to do: adjust people.”
And also remember that they will be representing your

practice. Someone who is a good communicator, personable,
and connects naturally with patients is a must, says George.

Making it work
If experience tells us anything, it’s that interviewing and hiring
is only half the battle. Once you’ve established an associateship
relationship, you’ve got to harmoniously maintain it.

This is where communication skills are most important
and valuable.
Think of it like a marriage, says George. Both sides need to

be in sync — both from a practice and a personal standpoint.
That means holding weekly staff meetings to discuss

business and procedures in the practice. George also says
this is a good time to offer feedback to the associate.
“There needs to be measurement in place. So if things

aren’t going correctly, they can be fixed,” he says. “Any
problems have to be brought out so things don’t get worse.”
Fernandez says it’s also important for the associate to

understand that he or she is there to learn.
But in many cases, egos get in the way of success and

instead lead to severe acrimony — in both parties. So while
a “yes, sir” attitude might be best, the associate has to be
willing to also give the practice the benefit of his or her
knowledge, and the established DC has to be receptive to
that. “It has to be self-perpetuating,” says Goldberg. “The
employer has to be willing to listen, too. If we can make it
so that the associate is also teaching the owner, it would
elongate the relationship.”
“The head doctor and the associate need to realize they

are doing this together so that, in the end, they can both
take advantage of the spoils,” says George.
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How you benefit
While the idea of a successful
associateship can seem daunting, and
sometimes impossible, it’s important to
remember just how beneficial the
arrangement can be for everyone when
done right.
Fernandez points out that when you

think outside the typical financial
realm, new practitioners are like any
new graduate and employee — highly

enthusiastic yet understandably timid.
For those doctors, he says, becoming
an associate is the best way to gain
needed confidence in your abilities and
really hone your adjusting skills.
It also gives both doctors a chance

to experience new opportunities and
incorporate different modalities.
“It allows fresh air to come into the

practice,” says Goldberg. “People get a
set way of doing things and when

someone comes in with a fresh
perspective, they see things differently.
Any time you bring in another doctor
and can create diversity and offer other
specialties, it’s good for the practice
because you can treat more patients
and offer more services.”
George says overall it just creates a

more attractive atmosphere. “It allows
the clinic to be open longer hours and
gives them an advantage over other
clinics,” he says. “And it offers varying
personalities to your patients. The
clinic is more well-rounded and you’ll
be that much stronger.”
While hiring an associate or being

an associate is not for everyone, it can
be a practical decision for both the
doctor and the new practitioner.
“Doctors today are responsible for

being a technician, a manager, and an
entrepreneur, and it’s hard for those
doctors to carry all three roles,” says
George. “So what an associate offers
the practice — among many things —
is diversity.”
As the doctor, you’re also getting an

incredible opportunity to extend these
benefits beyond your practice’s walls.
You’re getting an opportunity to be a
driving force behind someone’s
professional career.
“I think you have an obligation to

help make that person better,” says
George.
And that can go both ways.
Being a mentor and being mentored

can ultimately change the way chiro-
practic is perceived to the outside
world.
If you want to inspire your patients,

you have to first inspire those around
you — and that starts with the new
practitioner.

MELISSA HEYBOER is the
associate editor of Chiropractic
Economics. She can be reached at
904-567-1540 or
mheyboer@chiroeco.com.
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WELLNESSAPPROACH

MoSt AMerICAnS CHooSe CHIroPrACtIC BeCAuSe

tHey want to maintain good health, and they
understand that proper alignment of the spine is

an integral part of their well-being. These health-focused
patients are often looking for other means to improve their
health and, as their chiropractor, you have the opportunity
to be a resource for them, providing information on healthy
living, diet, exercise, and the use of dietary supplements.
Increasing your expertise in these areas will keep your

patients coming back for more and will establish you
as a community thought-leader for health. If you think your
patients aren’t interested in using nutritional supplements,
you’re probably wrong.
According to the 1999-2000 National Health and

Nutrition Examination Survey (NHANES), a national
survey of almost 5,000 adults, slightly more than half of
Americans use dietary supplements regularly. The prevalence
of use was more than 70 percent in patients over age 70.1 If
your patients are aware enough to choose chiropractic, they
likely fall in this majority.
Nutritional supplements can play an integral role in a

successful practice. In fact, given the financial challenges
associated with an insurance-based practice, offering
nutritional supplements can provide you with a consistent,
independent revenue stream. But when you incorporate
nutrition, the increased success is not only financial — you
can improve your patient outcomes and patient relationships
as well.
There are a few key considerations to adding nutrition to

your practice:

Rule 1: Start with wellness, and start simple.When you are
starting a dispensary, it’s best to begin with just a few
products that are easy to prescribe, have a low incidence of
side effects, and are going to be good for the majority of
your patients. These should include a multivitamin, omega-
3 fish oil, and a probiotic. These are the cornerstone of
integrative practice and fuel the engine driving a large
percentage of patient improvement.
A multivitamin provides insurance for the days that

patients don’t meet their daily nutritional needs. A multi-
vitamin also provides vitamins A, C, E, and zinc —
nutrients that are essential to support healthy connective
tissue. There are several multivitamin types available —

choose one that you would want to take for yourself.
Offering something you have personal experience with will
help you speak more comfortably about the products with
your patients.
Omega-3 fatty acids are probably the biggest nutritional

deficiency in the U.S. Omega-3 fatty acids — naturally found
in fish, nuts, and seeds — play an important role as the
preferred fat to build cell membranes. Their deficiency has
been associated with ADHD,2 depression,3 heart disease,4
diabetes, and autoimmune and other inflammatory disorders.5
When choosing a fish oil to carry, select a product that has
at least 500 mg EPA/DHA per serving, which is a standard
maintenance dose for a healthy individual. For those with
risk factors for the conditions listed above, at least 1,000 mg
EPA/DHA daily is recommended.

Supplements: three rules
for dispensing success
Adding nutrition to your practice may be easier than you think.
BY JACLYN CHASSE , ND
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WELLNESSAPPROACH

Probiotics contain strains of bacteria that live in the body
and support health. Probiotics have extensive research
supporting their use, linking them to cold and flu prevention,
decreased autoimmunity, improved digestion, decreased
allergy symptoms, and more.
Choose a probiotic with multiple strains including some

bifidobacteria and some lactobacillus. The best brands
usually require refrigeration, and a good dose to look for is
between 5 to 10 billion CFU (colony-forming units) per
dose. Probiotics should be taken with food and are safe for
all ages, although an infant-specific formula should be used
for children under age 2.
Even with this simple dispensary of three products, you

can improve your patient outcomes and your income. If you
have 200 active patients, and half of them take these three
products, that equates to an additional $4,000 in profit per
month, almost $50,000 annually. More importantly, you
should notice your patients get sick less often, heal faster,
and feel better.
Refilling their supplements offers an opportunity for

patients to visit your practice, interact with your staff, and
learn about events, programs, and offers you may have
going on. Finally, when patients have the opportunity to get
this additional nutritional expertise from you, you are

solidifying your place as their go-to expert to maintain their
optimal health.

Rule 2: Be a stickler for quality. The U.S. Food and Drug
Administration has oversight of dietary supplements, but
products do not require pre-approval before they hit the
shelves. There are unscrupulous companies who will make a
poor-quality product and sell it until they are caught. This is
another reason why your patients need your help to ensure
they are taking safe and effective products.
Thankfully, there are terrific companies out there as well

who go above and beyond to offer a pure and effective
product. Look for brands that use a third party to validate
their compliance with the law and follow cGMPs (current
Good Manufacturing Practices). Before choosing a product,
ask such questions as how often a company tests their
products and whether they check to ensure the product is
free of solvent residue, heavy metals, and microbial
contaminants. Good companies will be forthright with
information of this nature, and often will provide you with
lab results on request.

Rule 3: Have a dispensary that makes sense for your patients.
The days of needing an in-office dispensary are gone. While
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this traditional means of offering supplements has merit and
is still the most common way doctors integrate supplements
into their practices, it is by no means the only option.
If you have a larger practice with front-desk staff, an in-

office dispensary may work well for you. In this case, you
stock products in your practice, offering instant gratification
to your patients who want to walk out with a product in
hand. This requires someone to maintain inventory and also
means that some of your practice’s cash is sitting in bottles
lined neatly on your shelves — but it also offers the greatest
margin for profit.
An alternative is to have an online dispensary. There are

many companies that enable you to have a Web page
branded with your practice logo where your patients can
order their supplements and have them shipped directly to
their homes.
Most of these collect the patient’s payment and pay you a

commission monthly, usually about 25 to 30 percent of the
sale price. This is a better solution if you have minimal staff,
unusual hours, or other practice situations where an in-office
dispensary isn’t a good option. But you don’t have to choose;
many chiropractors offer both options, and patients can
choose the most convenient way to refill their supplements.
Offering nutritional supplements can be a simple way to

differentiate yourself from your competition. With most
patients choosing to use vitamins and supplements on their
own, it can be a relief for them to be able to get credible
advice from you, and a relief for you to have the
opportunity for further practice growth.

JACLYN CHASSE, ND, maintains a private practice and
also works as the medical director of Emerson Ecologics.
She shares her passion for health as an adjunct faculty
member for Bastyr University and frequently writes and
lectures in the field of integrative medicine. She can be

contacted at jchasse@emersonecologics.com.
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PERSONALGROWTH

WHen MoSt PeoPle Are

ASkeD WHAt ABunDAnCe

means to them, they
imagine winning the lottery and the
unlimited money, freedom, travel, and
excitement it would bring. We inherit a
great number of attitudes about abun-
dance from society: abundance comes
only at the expense of others, money is
the root of all evil, it is dirty, it keeps
us from entering the kingdom of
heaven. On the other hand, we are also
told that abundance is available only to
a chosen few who win it by being
special, smart, crafty, talented, or lucky.
In reality, wealth and abundance are

neither good nor evil; they are neutral.
Abundance is the quality of a life that
is full, ample, and abounding in love,
fun, fulfillment, time, energy, money,
health, and much more. Abundance is
to be experienced today, not at some
point in the future when you’ve made

enough, saved enough, done enough,
worked hard enough, or deserve it
enough.

Reasons for change
If you are not enjoying more than
enough today, something has to change.
If you keep doing what you have always
done, you will keep getting the results
you have always gotten. Do you really
want to get up in the morning and say,
“I hope everything stays exactly the
same”? Everyone wants to know they
will be better today than they were
yesterday.

The big one
Build a strong foundation for your life
and your practice by including five
important “stones.” The cornerstone of
your foundation — the most important
block — is integrity.
Integrity is honesty. It is doing things

right and knowing that you can hold
your head up high, regardless of what
anyone else says or thinks. Integrity is a
commitment to truth.

A rock-solid commitment
Commitment is the second important
foundation stone. To experience abun-
dance, you must be fully committed —
body, mind, and spirit — to the
principles of abundance. If your body
stores fear about abundance or if your
mind remembers past fears about
scarcity, you must dissolve these blocks
before you can move forward.
It is much easier to sit on the fence

or stand in the middle of the road than
to lead. Marching in front of the pack
brings up powerful and challenging
fears and anxiety. Overcoming these
challenges and committing to give the
extra effort is what it takes to transform
a good life into an abundant one.
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Live in abundance
A guide to having more than enough.
BY MARK SANNA, DC, ACRB LEVEL I I , F ICC
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Your first commitment is to get your
finances in order. Take the following
financial steps:
�Pay yourself first.
�Pay off credit card and other non-
productive debt.

�Establish and use a budget.
�Prepare an emergency fund of three
months’ overhead.

�Create a long-term, conservatively
invested retirement fund.

�Increase your rate of savings regularly.
�Decide how increases in your income
will further your purpose.

Demonstrate loyalty
Loyalty is the third block of your
foundation. Loyalty is a close cousin of
integrity and commitment. You can be
loyal to a cause, a person, or an entity.
Loyalty means that you have the
character to remain devoted even
when things are not going well. What
should you be loyal to? You should be

at the top of your list.
In your practice, loyalty means

working to make a difference in the
lives of your teammates and patients.
At home, it means spending time with
your loved ones, doing your share of
the chores, and helping each family
member realize his or her dreams.

Experience compassion
The fourth foundation stone, compas-
sion, is the heartfelt ability to sense
and be motivated by another’s feelings.
Compassion must be genuine and not
just syrupy sentiment. It comes from
true involvement in the world and in
your family, practice, and community.
Others won’t care what you know or

what you can do until they know how
much you care. Compassion begins
with listening.

Take responsibility
The fifth foundation stone is

responsibility. To build and maintain
an abundant lifestyle, you must take
responsibility for your own actions
and choices.
When you refuse to take responsi-

bility, you rob yourself and those
around you. To live responsibly
requires that you be honest with
yourself. You have your own physical
limits. There are only 24 hours in a
day. Learn how to prioritize your time,
money, and energy and not fritter
away your abundance by wasting your
time on low-priority tasks.

Establish “non-negotiables”
The mortar that solidifies these stones
into a strong foundation is composed
of the non-negotiables in your life.
These are your bottom-line values that
define exactly where your boundaries
lie. They are your universal principles,
e.g., “I do what I know to be right
despite other people’s opinions.”
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These provide you with the strength
to overcome difficult times and build
an abundant life financially, emotionally,
and spiritually. You may be challenged
on your non-negotiables, but when
you adopt a code of discipline, your
self-worth goes up. You can hold your
head high when you stand for some-
thing meaningful. Abundance will
follow as a reflection of your beliefs
and self-value.

A clear vision
Having a clear, compelling vision will
enable you to navigate through the
obstacles that stand between you and
your goals. As you work your way past
obstacles, you may even find that your
problems bear gifts. A clear vision and
a commitment to it will bring you
closer to abundance.
Vision is the picture you establish

and maintain in your mind of where

you want to go in life. Your vision is a
pair of binoculars locked on your
future. Without vision you will flounder
about aimlessly and never know what
your true destination is. If you don’t
know where you are going, you won’t
know when or if you get there.
People with vision see where they

want to go and refuse to give up until
they get there, regardless of the
obstacles. People without vision see
only the obstacles.

Avoiding scarcity
Scarcity is what prevents you from
accessing abundance. In fact, it is the
opposite of abundance. Scarcity is an
outlook that results from a conscious
or unconscious belief that abundance
and its components, including money,
are hard to get and inadequate in
supply. Unfortunately, most people
grow up thinking that scarcity is all
that can be expected from life.

Commit to abundance
Why settle for less than the best possible
outcome? The vision you dare to dream
is the vision you dare to achieve. You
must be willing to dream big. The
moment you establish a clear vision and
start moving in its direction with
certainty, your life will take on a new
meaning and a new level of excitement.
Abundance is your birthright. It is

your gift for being on the planet. You
do not need to be special or gifted, you
simply must be true to your heart and
true to your spirit. Ask for all that you
desire, act accordingly, and enjoy the
journey.

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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Canadian Memorial Chiropractic College
416-482-2340
cmcc.ca
President: Jean Moss, DC

Cleveland Chiropractic College-Kansas City
913-234-0600
cleveland.edu
President: Carl S. Cleveland lll, DC

D’Youville College
716-829-8000
dyc.edu
President: Sister Denise A. Roche, GNSh, PhD

Life Chiropractic College West
800-788-4476
lifewest.edu
President: Brian Kelly, DC

Life University
800-543-3202
life.edu
President: Guy Riekeman, DC

Logan College of Chiropractic
800-782-3344
logan.edu
President: Clay McDonald, DC, MBA, JD

National University of Health Sciences
800-826-6285
nuhs.edu
President: Joseph P.D. Stiefel, MS, EdD, DC

New York Chiropractic College
315-568-3052
nycc.edu
President: Frank Nicchi, DC

Northwestern Health Sciences University
952-888-4777
nwhealth.edu
President: Jeff A. Nelson

Palmer College of Chiropractic, Davenport Campus
800-722-3648
palmer.edu
Provost: Dan Weinert, MS, DC

Palmer College of Chiropractic, Florida Campus
866-585-9677
palmer.edu
President: Peter Martin, DC

Palmer College of Chiropractic, West Campus
866-303-7939
palmer.edu
President: William Meeker, DC, MPh

Parker University
214-902-2466
parker.edu
President: Brian J. McAulay, DC, PhD

Sherman College of Chiropractic
800-849-8771
sherman.edu
President: Edwin Cordero, DC

Southern California University of Health Sciences
562-947-8755
scuhs.edu
President: John Scaringe, DC, EdC

Texas Chiropractic College
281-487-1170
txchiro.edu
President: Richard Brassard, DC

University of Bridgeport
888-822-4476
bridgeport.edu/chiro
President: Neil Albert Salonen

University of Western States
800-641-5641
uws.edu
President: Joseph E. Brimhal, DC, FICC

BUYERSGUIDE

Chiropractic Economics is pleased to present the profession’s most comprehensive Colleges directory. The information in the
resource guide was obtained from questionnaires completed by the listed companies. Colleges highlighted in RED have an
advertisement in this issue.

Colleges

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

StuDentS oF CHIroPrACtIC Are

uSuAlly quIte IntereSteD In tHe

subject of property leasing,
because so many of them plan to open
their own practices. Whether you are
facing a lease renewal negotiation or
navigating a new lease, here are a few
tips that should help both established
DCs and newbies alike.

Negotiate to win. Often, chiropractic
tenants enter into lease negotiations
unprepared and don’t even try to win.
If you are not negotiating to win, you
won’t. With big commissions at stake,
you can be sure the landlord’s agent,
on the other hand, is negotiating
fiercely to win. Remember, it is OK to
negotiate assertively.

Ask the right questions. Gathering
information about what other tenants

are paying for rent or what incentives
they received will position you to get a
better deal. Landlords and their agents
know what every other tenant in a
property is paying in rent, so do your
homework, too.

Be prepared to walk away. Set aside your
emotions and make objective decisions.
Whoever most needs to make a lease
deal will give up the most in concessions.
A good practice in a poor location will
soon become a poor business.

Know the broker’s role. Real estate
agents and brokers typically work for
the landlord, who is paying their
commission. It is not normally the
agent’s role to get you the best deal —
it is their job to get the landlord the
highest rent, the biggest deposit, etc.
Because the higher the rent, the more

commission the agent is likely to earn.
If you are researching multiple
properties, try to deal directly with the
listing agent for each property rather
than letting one agent show you around
or show you another agent’s listing.
Your tenancy is more desirable to the
listing agent if he or she can avoid
commission-splitting with other agents.

Ask for more than you want. If you want
three months’ free rent, then ask for
five months’ worth. Nobody gets more
than they ask for. Be prepared for the
landlord to counter with another offer
and negotiate with you as well. Don’t
be afraid of hearing “no” from the
landlord — counteroffers are all part of
the game.

Never accept the first offer. Even if the
first offer seems reasonable, or you

Leases and renewals for newbies
What you need to know before taking the real estate plunge.
BY DALE WILLERTON
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don’t know what to counteroffer with,
never accept the leasing agent’s first
offer. In the real estate industry, most
things are negotiable and the landlord
fully expects you to negotiate.

Negotiate the deposit. Large deposits
are not legally required in a real estate
lease agreement for a chiropractic
tenant. Deposits are negotiable and,
more so than anything else, often serve
to compensate the landlord for the real
estate commissions he will be paying
out to the agent. If you are negotiating
a lease renewal and your landlord is
already holding a deposit of yours, try
to get that deposit back.

Measure your space. Chiropractic
tenants frequently pay for phantom
space. Most pay rental fees that are
based on the number of square feet
that their practices occupy, but often
they are not receiving as much space
as the lease agreement states.

Negotiate, negotiate. Leasing is a
process, not an event. The more time
you have to arrange a deal and make
counteroffers, the better the chance
you have of getting what you really
want. Too often, chiropractic tenants
mistakenly try to hammer out the deal
in a two- or three-hour marathon
session. It is more productive to
negotiate in stages over time.

Educate yourself. These leasing secrets
are only the tip of the iceberg. There is
so much more to learn. Talk to a
professional lease consultant, study,
and attend presentations.

DALE WILLERTON is a certified
lease consultant and author of
Negotiate Your Chiropractic Office
Lease or Renewal, and Negotiating
Commercial Leases and Renewals

for Dummies. Request his free CD: Leasing
Do’s and Don’ts for Chiropractic Tenants.
He can be reached at 800-738-9202,
through TheLeaseCoach.com or at
DaleWillerton@TheLeaseCoach.com.
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LEGALEASE

ACoMMon MISConCePtIon

AMonG CHIroPrACtorS IS tHAt

if you’re a new practitioner and
your practice is relatively small, you
aren’t at risk for violating Health
Insurance Portability and Accountability
Act (HIPAA) compliance laws.
Regulatory complaints and the

penalties associated with them are on
the rise and smaller practices have
special exposures that can cause even
greater risks.
There are many reasons for the

increase in regulatory complaints and
the enforcement that follows including
the Patient Protection and Affordable
Care Act requirements, increased

enforcement of Medicare laws, and
HIPAA compliance and regulatory
agencies targeting chiropractors. One
of the main reasons, however, is the
growing sophistication of healthcare
consumers.
Medical doctors (MDs) have

generally been faster than DCs in fully
implementing HIPAA compliance
programs in their offices. This may be
due to the fact that hospitals were early
targets of regulators and so they
developed their programs early. As a
result, many MDs were exposed to the
rules in a meaningful way long before
other types of healthcare practitioners.
Unfortunately, that is to your

disadvantage as nearly all chiropractic
patients also see MDs. As medical
offices conform to new regulations,
their patients participate in and are
educated relative to what should be
done. This makes it more likely for
them to complain if you are not
following suit.
Whether it’s due to ignorance or

lack of resources, many smaller
practices are the most neglectful. This
makes them more likely to get patient
or peer complaints.
Keep up with the reasons for

complaints and try to avoid them.
There was recently a $50,000 fine

collected due to a breach of infor-

HIPAA compliance
and the new practitioner
As a new chiropractor, you’re not exempt from HIPAA
violations. Know how to prepare to avoid future problems.
BY TY TALCOTT, DC, AND MARTHA MCKINNEY, CPO
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LEGALEASE

mation on a laptop that only involved 441 patients. That is a
far cry from the patient volume seen by hospitals and large
clinics.
The following are special challenges for the new or small

practice.

1. Being unaware of the following:
�That there are required clinical files and denied claims
audits that must be performed internally (by you or your
staff) on a yearly basis and the deficiencies you find, plus
your corrective actions, must be documented.

�That there are standard forms with required language that
must be stored in your HIPAA compliance manual.
Whether you feel you will ever use them or not, you are
required to know when and how to use them.

�When and how to correctly use and audit advance
beneficiary notice (ABN) forms. This is probably the most
misunderstood procedure in most practices.

�That you must conduct and document HIPAA training for
all team members yearly — even if you are the only team
member. There are required topics you must document
that you covered during that training.

�That you must have a way to organize your compliance
program via an appropriate HIPAA manual.

�That just because a new electronic healthcare record (EHR)
software system says it is HIPAA compliant, it doesn’t
mean it addresses the other areas of required compliance
listed above.

�That it does not take a full-time employee to be your
HIPAA compliance officer. The doctor or existing staff
will be able to handle these functions with minimal
impact on daily operations.

2. Inexperience:Use other people’s experience so you don’t
go through the pain. Make sure you know the most recent
reasons for fines being levied and the ways to protect
yourself.

3. Lack of focus:Always focus on results and business
growth, but make sure you take care of matters that can
close your doors. You must manage risk in all its forms.

4. Lack of resources:New or small practices are often short
on cash and staff. While it takes some time to get your
program in place, any doctor or CA can do it with
inexpensive educational solutions. Once the program is in
place, it should only take about one to two hours per
quarter of the year to follow up adequately.
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Quick Tip
Benefits of parsley
An important diuretic, parsley root helps aid in the removal
of uric acid from the urinary tract and helps dissolve and
expel gallstones and gravel — putting a stop to their future
formation. For allergy sufferers, it also inhibits the
secretion of histamine and is therefore useful in reducing
hives and other allergy symptoms. A decoction of parsley
root can help with bloating and reduce weight by
eliminating excess water gain.

Source: The Baseline of Health Foundation
JonBarron.org

5. Lack of education: Keep up with association trainings,
seminars, and conventions. Read journals and get advice
from other professionals to help educate yourself.

What to do
Be aware and start doing something. Showing intent to
comply and documenting your activity goes a long way,
even if you are deficient in many areas.
Sign and date all documentation relative to your internal

audits, corrective actions, and other policies and procedures.
In general, if it is not signed and dated, auditors or inspectors
will consider it to be invalid or not done at all.
Create a HIPAA manual separate from your policy

procedure manual. This is critical to “store” information
relative to your compliance program and to record your
audit activity, etc. This should be a working document. If
your manual has been untouched for six months or longer,
there is no way you can have an adequately functioning
compliance program.
Make sure your materials are current. Budget a small

amount of time and money to get educated via seminars,
journals, and professional materials.
Get help and attack each of the challenges listed above.

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 and Medicare and HIPAA compliance.
Talcott and McKinney can be contacted at 214-437-7559 or

through hipaacomplianceservices.com.
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Joint returns
Treating osteoarthritis of
the knee can be a strong
niche for integrated
practices.
BY MARC H. SENCER, MD

oSteoArtHrItIS oF tHe knee IS

A CHronIC AnD uSuAlly

progressive condition that
affects millions of Americans. If your
practice currently includes medical
doctors and physical therapists, you are
in a good position to participate in the
lucrative market for non-surgical
treatment of knee osteoarthritis using
injectable hyaluronic acid.
In osteoarthritis (OA) of the knee, the

articular cartilage degenerates over time.
As this occurs, the joint fluid begins to
dry out. The joint fluid provides
necessary lubrication for proper range
of motion and function of the joint.
Eventually, this process can lead to a
situation where bone is moving on
bone with no cartilage for padding and
no joint fluid for lubrication.
Symptoms that occur as a result of

this pathology are pain, tenderness, and
restriction of motion. As the disease
progresses, the patient may become
increasingly disabled with severe
limitations on activities of daily living.
If begun early enough, treatment can

restore function and slow down the

progression of disability, as well as
relieve pain. Typically, this involves
injections of hyaluronic acid derivatives
directly into the affected joint. This
takes the place of the lost joint fluid
and lubricates the joint. Most people
tolerate the procedure well and side
effects are limited to those associated
with other joint injections.
There are several different

preparations on the market. They all
work in a similar fashion to provide
lubrication to the degenerating joint.
Injections are given weekly for three to
five weeks depending on the product
used. As they are all egg-based products,
they are contraindicated in patients who
are allergic to bird feathers or eggs.
The only other major contraindi-

cation is an inflamed fluid-filled or
infected joint. The procedure may be
done on one side or bilaterally, and can
be repeated in six months.
The treatment of OA of the knee

includes a number of profit centers that
when added up make the typical case
quite lucrative. There is an initial
evaluation, which is usually extensive.

An X-ray is taken to confirm the
diagnosis. Then a diagnostic ultrasound
is performed in order to evaluate all of
the internal structures of the joint.
If a complete report is generated,

this study may be billed with a higher
rate of reimbursement. Be sure to
include the medical necessity for the
study. If all of the internal structures
are not included you will be reimbursed,
but at a much lower rate.
The injections are given on a weekly

basis and you can bill for the injection
itself. Most doctors do the injection with
ultrasound guidance for better needle
placement or when the joint is hard to
visualize, as in obese patients. You can
bill separately for this ultrasound
guidance.
In addition to the above, in many

cases you can bill for the injectable
material. Medicare and private payers
have their own policies on this so verify
insurance benefits carefully. All of the
drug companies have hotlines to help
with the verification and reimbursement
process. You should keep your own
profile of each payer and how they



reimburse for the different products
and the codes that you bill.
During the course of injections (and

in some cases after), the patient will be
getting physical therapy. They may get
occupational therapy to help with
activities of daily living.
Marketing this type of practice is easy.

The playing field is huge because an
estimated 21 million adults suffer from
this condition (including some 80
percent of those over age 65) in the

U.S. In fact, some doctors are limiting
their practices to this procedure. It is
not necessary to do this, but you
should market this as a separate niche
or carve-out.
Focus on the non-surgical aspect of

the treatment and how it can change
the patient’s life. Try to communicate
on an emotional level and not get too
technical in your marketing.
As with all commerce, the Web is

paramount. Use separate landing pages

and the best search engine optimization
services you can afford. Find out what
keywords people are using to search
and run your own searches to see who
your competitors are and how they are
marketing.
Use your current networks to let

people know what you are doing. You
can use print media and direct mail to
jumpstart the practice, but this is
expensive. Ultimately, word of mouth
and your Web marketing will bring most
of your patients to your door. Use the
more expensive marketing promotions
to get you to that point more quickly.
By adding this niche to your practice

you can make a real difference in your
patients’ lives and dramatically improve
the bottom line of your practice.

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

support to chiropractic integrated practices.
He can be reached at 800-916-1462 or
through mdsfordcs.com.
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Test yourself
Check your knowledge about
establishing a knee osteoarthritis
niche practice with this true or false
quiz:

1. If you use ultrasound for needle
guidance you cannot bill a separate
diagnostic ultrasound.

2. The injection may improve function
and delay disability.

3. The injection may delay or
eliminate the need for surgery.

4. Knee osteoarthritis should be
marketed as a separate niche.

Answers:

Nos. 2 through 4 are true.

No. 1 is false. Be sure your notes
include the medical necessity for the
diagnostic and guidance studies.
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WHen you’ve nArroWeD

DoWn your lISt oF

potential hires to a
manageable number, it’s time to
schedule face-to-face interviews. Here’s
your chance to make a good hire, so
use this time to learn as much as you
can about the candidate.

Be a good listener
When it comes time to ask questions,
consider asking all your questions at
once. This accomplishes three things:
First, you’ve passed the baton.

You’ve asked the questions; now the
candidate must respond.
Second, this strategy confronts the

most common problem in interviewing:
not listening enough.
Third, it forces you to listen. Asking

all your questions and then following
up later allows you to settle back and
watch the candidate’s behavior as well
as listen to his or her words.
Adapt a half-dozen questions that fit

your style, but ask them all at one time
as a series. Consider such questions as:
�What would your former employer say
about you, both positive and negative?

�What would your former subordinates
say about you?

�How do you recognize incompetence?
�How do you recognize excellence?
�What about yourself would you like
to improve most?

�What makes you lose your temper?

When you’re satisfied you’ve heard
enough in response, begin closing the

interview. Announcing, “We have
about five more minutes...” is a useful
way to initiate closure.
Pay attention whenever a candidate

says, “By the way...,” “Oh, one more
thing...,” or “I almost forgot...,” all of
which usually mean, “This is the most
important thing I’m going to say.”

Post interview strategies
If you are still interested in the candidate,
schedule a final interview to talk about
potential problems. It’s never a question
of if problems will arise with a new hire;
it’s more one of what those problems
will be. If you haven't discovered any,
you’re missing something.
The best predictor of future behavior

is past behavior. If a person was great
with people, but weak with details in
his or her last three jobs, you can predict
their future behavior accordingly.
Here’s a simple and effective

reference check. Call references during
their lunchtime — you want to reach
an assistant or their message service. If
it’s an assistant, be sure that he or she
understands the last sentence of your
message. Say something like: “John is a
candidate for (the position) in our
practice. He gave us your name as a
reference. Please call me back if he was
an outstanding employee.”
The results can be revealing. If the

candidate is outstanding, the references
will respond quickly and want to help.
However, if only one or two of the
references returns your call, this message
is also loud and clear. At the same time:

�No derogatory information has been
shared.

�No libelous statements have been
made.

�No confidences or laws have been
broken.

Always ask candidates, “What am I
likely to hear — positive and negative
— when I call your references?
This allows the candidates to alert

their references to your inquiry. It’s fair,
because it tells them you will be
checking their references in depth, and
it gives them a chance to tell their side
of the story.
Nothing you do in your practice is

more important than selecting the
right people to work with you.

BRADLEY K. CHAPMAN, DC,
RMSR, has been a practice and
management consultant for more
than 30 years. He is the president
and CEO of Chapman

Management Corporation, which specializes
in the opening of practices nationwide. He is
an authority on methods for opening and
growing high-quality, high-volume practices.
He can be contacted at 630-240-3396,
drbkchapman@aol.com, or through
chapmanmanagementcorp.com.

Advanced hiring interview strategies
BY BRADLEY K. CHAPMAN, DC, RMSR

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

Click it!

The online resource for future doctors of chiropractic.

STUDENTDC

800-553-4860
footlevelers.com

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

Apex Energetics
800-736-4381
July 27, Dallas
July 27–28, Santa Monica, Calif.
Aug. 2–4, Philadelphia
Aug. 3–4, Minneapolis
Aug. 10, Chicago
Aug. 10, Denver
Aug. 10, Austin
Aug. 17–18, Fort Lauderdale, Fla.
Aug. 21, Woodland Hills, Calif.
Aug. 21, Santa Monica, Calif.
Aug. 22, Irvine, Calif.
Aug. 22, San Diego
Aug. 24, Houston
Sept. 14, New York
Sept. 19, Dallas
Sept. 20, Raleigh, N.C.
Sept. 21, Portland, Ore.
Sept. 21, Charlotte, N.C.
Sept. 27–29, San Francisco
Sept. 28, Tampa, Fla.

Back School of Atlanta
800-783-7536
July 27–28, Chesterfield, Mo.
July 27–28, Miami
Aug. 3–4, Orlando, Fla.
Aug. 9–10, Los Angeles
Sept. 20–21, New Haven, Conn.
Oct. 4–5, Houston
Oct. 16–18, Atlanta
Oct. 19–20, Portland, Maine
Nov. 15–15, Chicago
Dec. 7–8, Orlando, Fla.
Jan. 24–25, 2014, Pomona, Calif.
March 20–21, 2014, New Bern, N.C.

Biotics Research Corp.
800-231-5777
Oct. 26, Bethesda, Md.
Nov. 2, Austin, Texas

BodyZone LLC
770-922-0700
Aug. 3–4, Fredericksburg, Va.
Aug. 22–25, Orlando, Fla.
Oct. 4–5, Raleigh, N.C.
Oct. 26–27, Chesterfield, Mo.
Nov. 21–24, Naples, Fla.
Dec. 14–15, Charlotte, N.C.

Breakthrough Coaching
800-723-8423
July 27, Dallas
Aug. 18, Oak Brook, Ill.
Sept. 21, Orlando, Fla.
Sept. 28, Pittsburgh
Oct. 19, Newark, N.J.
Oct. 26, Gulfport, Miss.
Nov. 2, Raleigh, N.C.
Nov. 9, Orlando, Fla.

California College
of Natural Medicine
800-421-5027
July 26, Online Certificate Program
Aug. 2, Online Certificate Program
Aug. 8, Teleseminar
Aug. 9, Online Certificate Program
Aug. 16, Online Certificate Program
Aug. 23, Online Certificate Program
Sept. 6, Online Certificate Program
Sept. 13, Online Certificate Program
Sept. 20, Online Certificate Program
Sept. 27, Online Certificate Program
Oct. 4, Online Certificate Program
Oct. 11, Online Certificate Program
Oct. 18, Online Certificate Program
Oct. 25, Online Certificate Program
Nov. 1, Online Certificate Program
Nov. 8, Online Certificate Program
Nov. 15, Online Certificate Program
Nov. 19, Online Certificate Program
Nov. 22, Online Certificate Program
Dec. 6, Online Certificate Program
Dec. 13, Online Certificate Program
Dec. 20, Online Certificate Program
Dec. 27, Online Certificate Program

CATS Workshops
705-792-1315
Sept. 28–29, Toronto

Cleveland Chiropractic College
800-969-2701
July 27, Overland Park, Kan.
Aug. 14, Overland Park, Kan.
Sept. 21, Overland Park, Kan.
Oct. 11–13, Overland Park, Kan.
Dec. 14–15, Overland Park, Kan.

CRA Wellness
616-669-5534
Sept. 21–22, Tampa, Fla.
Oct. 12–14, Bloomington, Minn.
Oct. 26–27, Holland, Mich.
Nov. 9–10, Dallas
Nov. 16–17, Cherry Hill, N.J.
Dec. 7–8, Brisbane, Calif.

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

Dr. Charles Ward’s
Innate Legacy
925-855-1635
Nov. 1–2, San Francisco

Elite ProEDU
713-452-9838
Aug. 3–4, Westlake Village, Calif.
Aug. 10–11, Prescott Valley, Ariz.
Aug. 24–25, Casper, Wyo.
Sept. 7–8, Las Cruces, N.M.
Sept. 15, San Mateo, Calif.

Erchonia Corporation
888-242-0571
July 27–28, Manchester, N.H.
Aug. 3–4, Portland, Ore.
Sept. 14–15, Dallas
Sept. 21–22, Seattle
Sept. 21–22, Tampa, Fla.
Oct. 12–13, Scottsdale, Ariz.
Oct. 19–20, Scottsdale, Ariz.
Nov. 9–10, Portland, Ore.
Nov. 9–10, TBD, N.J.
Nov. 16–17, Bloomington, Minn.
Dec. 7–8, Boston
Dec. 7–8, Seattle

F/D Enterprise LLC
800-441-5571
July 20–21, Norfolk, Va.
Sept. 14–15, San Jose, Calif.
Oct. 5–6, Atlanta

The FIT Institute
905-356-4484
Sept. 20–22, Toronto
Oct. 4–6, Dublin, Ireland
Oct. 25–27, Fort Worth, Texas
Nov. 1–3, Toronto

Graston Technique
888-926-2727
July 27–28, Phoenix
July 27–28, Lombard, Ill.
Aug. 3–4, Seattle
Aug. 10–11, St. Louis
Aug. 10–11, Whittier, Calif.
Aug. 17–18, Tulsa, Okla.
Aug. 24–25, Charlotte, N.C.
Aug. 24–25, Newark, N.J.
Sept. 14–15, Boston
Sept. 14–15, Las Vegas
Sept. 21–22, Portland, Ore.
Sept. 28–29, Indianapolis
Oct. 12–13, Vancouver, B.C.
Oct. 19–20, Davenport, Iowa
Oct. 19–20, Minneapolis
Nov. 2–3, Orlando, Fla.
Nov. 2–3, San Jose, Calif.
Nov. 2–3, Tulsa, Okla.
Nov. 9–10, Las Vegas
Nov. 16–17, Portland, Ore.
Nov. 16–17, Charlotte, N.C.
Dec. 7–8, Boston
Dec. 14–15, Newark, N.J.

Impulse Adjusting Systems
888-294-4750
Aug. 10–11, Philadelphia

Integrative Therapeutics
800-931-1709
July 25, Webinar

Kinesio Taping Association
888-320-8273
Aug. 3, Denison, Texas
Aug. 3, Midland, Texas
Aug. 3–4, Baltimore
Aug. 3–4, Allen, Texas

Aug. 17, Wichita, Kan.
Aug. 17–18, Miami
Aug. 17–18, Jacksonville, Fla.
Aug. 18, Wichita, Kan.
Aug. 24–25, Rockville, Md.
Aug. 24–25, Mission, Texas
Sept. 7, Allen, Texas
Sept. 8, Allen, Texas
Sept. 14, Jacksonville, Fla.
Sept. 14–15, Philadelphia
Sept. 14–15, Syracuse, N.Y.
Sept. 14–15, Grapevine, Texas
Sept. 21, Miami
Sept. 21, Baltimore
Sept. 28, Baltimore
Sept. 28, Mission, Texas
Sept. 28–29, Chicago
Sept. 29, Mission, Texas
Oct. 5–6, El Paso, Texas
Oct. 12–13, Odessa, Texas
Oct. 19, Syracuse, N.Y.
Oct. 19–20, Grapevine, Texas
Oct. 20, Grapevine, Texas
Oct. 26, Chicago
Oct. 26, Soldotna, Alaska
Oct. 27, Chicago
Oct. 27, Soldotna, Alaska
Nov. 9, El Paso, Texas
Nov. 9–10, Bellingham, Wash.
Nov. 9–10, Waterbury, Conn.
Nov. 9–10, San Antonio
Nov. 10, El Paso, Texas
Nov. 16, Odessa, Texas
Nov. 17, Odessa, Texas
Dec. 14, San Antonio
Jan. 11, 2014, Waterbury, Conn.
Jan. 12, 2014, Waterbury, Conn.
Feb. 22–23, 2014, Somerville, N.J.
March 22, 2014, Somerville, N.J.
March 23, 2014, Somerville, N.J.

Logan College of Chiropractic
800-842-3234
July 27–28, Chesterfield, Mo.
Aug. 3–4, Chesterfield, Mo.
Aug. 10–11, Chesterfield, Mo.
Aug. 17–18, Chesterfield, Mo.
Sept. 14–15, Chesterfield, Mo.
Sept. 21–22, Chesterfield, Mo.
Sept. 28–29, Chesterfield, Mo.
Oct. 5–6, Chesterfield, Mo.
Oct. 12–13, Chesterfield, Mo.
Oct. 19–20, Chesterfield, Mo.
Oct. 26–27, Chesterfield, Mo.
Nov. 2–3, Chesterfield, Mo.
Nov. 16–17, Chesterfield, Mo.
Nov. 23–24, Chesterfield, Mo.
Dec. 7–8, Chesterfield, Mo.
Dec. 14–15, Chesterfield, Mo.
Jan. 18–19, 2014, Chesterfield, Mo.
Feb. 15–16, 2014, Chesterfield, Mo.
March 15–16, 2014, Chesterfield, Mo.
April 12–13, 2014, Chesterfield, Mo.

Mally Enterprises
303-823-5555
Aug. 16–17, Murfreesboro, Tenn.

Sept. 20–21, Anchorage, Alaska
Oct. 5–6, Columbus, Ohio
Oct. 12–13, Overland Park, Kan.
Oct. 19, New Brunswick

MyoVision
800-969-6961
Aug. 18, Seattle

Neuromechanical
Innovations
888-294-4750
Aug. 10–11, Philadelphia

Neuro-Structural Taping
Technique
416-750-1500
Sept. 14, Indianapolis
Sept. 21, Washington, Va.
Sept. 28, Newark, N.J.
Oct. 5, Boston
Oct. 12, Denver
Oct. 19, Orange County, Fla.
Nov. 2, Seattle
Nov. 9, Orange County, Fla.
Nov. 16, Boston
Nov. 23, Toronto

Options for Animals College
of Animal Chiropractic
309-658-2920
July 31–Sept. 1, Wellsville, Kan.
Oct. 2–Feb. 5, 2014, Wellsville, Kan.
March 26, 2014–Aug. 31, 2014,

Wellsville, Kan.
July 30, 2014–Aug. 31, 2014,

Wellsville, Kan.

Palmer College of
Chiropractic
800-452-5032
Aug. 8–10, Davenport, Iowa
Aug. 24, Davenport, Iowa

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

PulStar – Sense Technology
800-628-9416
July 27, Las Vegas
Sept. 21, Charlotte, N.C.
Nov. 9, Clermont, Fla.

Standard Process
of North Texas
817-845-8325
July 27–28, Dallas
Sept. 28–29, Dallas
Dec. 7–8, Dallas

Target Coding
800-270-7044
Aug. 22–25, Orlando, Fla.

DATEBOOK

For a searchable list of more seminars and show dates or to submit your event, visit ChiroEco.com/datebook.
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Body contouring
system
SlenderRay from LightSource

Technologies is marketed as the most effective body contouring
technology on the market, doubling inch-loss results in half the time
of other systems. Accompanied by a superior marketing program
and training, it’s designed to bring more traffic through your door
and generate the income you need to sustain a successful practice.
Call ���-���-���� or visit slenderray.com.

Pain-relief gels
Sombra Natural Pain Relieving
Gels from Sombra Professional
Therapy Products are now
available in a 3-ounce roll-on
and 4-ounce tubes. The
effectiveness and the reliability of the Sombra Natural Pain Relieving
Gels comes in perfect retail sizes that fit nicely on a countertop and
have a good feel in your hands.
Call ���-���-���� or visit sombrausa.com.

Musculoskeletal support
Ligaplex II from Standard Process is
musculoskeletal support designed to support
and maintain the body’s natural rebuilding and
repair functions. It contains targeted nutrients
for long-term, maintenance support of
connective tissue. These statements have not
been evaluated by the Food and Drug
Administration. This product is not intended to

diagnose, treat, cure, or prevent any disease.
Call ���-���-���� or visit standardprocess.com.

Anti-inflammatory support
VitälzȳmX from World Nutrition Inc. is an extra
strength and highly fibrinolytic version of the
original powder-based VitälzȳmX. Its unique
blend includes even more serrapeptase and a
highly active form of proteinase, which helps
support normal pain and inflammatory response.
It is an all-natural alternative to non-steroidal anti-
inflammatory drugs (NSAIDs).
Call ���-���-���� or visit worldnutrition.net.

Malpractice insurance
ChiroSecure offers malpractice
insurance and is said to understand
the growing needs of the chiropractic

community and has consistently worked to be innovative and
expand malpractice coverage to insure doctors with the greatest
protection. With multiple options available, and more than 21 years’
experience, ChiroSecure is marketed as a respected leader.
Call ���-���-���� or visit chirosecure.com.

Massage bed
HydroMassage beds have been
trusted by doctors and industry
leaders for more than 24 years.
They are designed to provide a
convenient form of massage
therapy for up to 30 patients
per day. HydroMassage is most commonly used for 12 to 15
minutes prior to an adjustment or spinal decompression to help
with muscle soreness, stiffness, and tension.
Call ���-���-���� or visit hydromassage.com/eco.

Software
qNotes Office EMR and PDq Portable
Note System from quick Notes
Documentation has supported the
chiropractic profession for 25 years. Their
solutions are fully compliant, 100-percent
portable, and documentation is always in

your own words. The new PDq Pad Solution works with virtually
any iPad and Android pad device.
Call ���-���-���� or visit qnotes.com.

Tables
Kennedy Decompression
Systems aims to provide the
premier affordable
decompression system that
affords amenability, versatility,
and high quality. Made in the
U.S. with a two-year warranty, the KDT System is in use
internationally and is highly regarded by educated clinicians.
Call ���-���-���� or visit kdtneuralflex.com.

PRODUCTSHOWCASE
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Meal guide
Primal Power Method: Unlocking the Ancient Secret
to Health from New American Nutrition is based
on the premise that achieving optimal health is
the same today as it was thousands of years ago
for our cave-dwelling ancestors. While modern
humans may have more creature and culinary
comforts than their predecessors, their digestive

systems have changed little.
Call ���-���-���� or visit newamericannutrition.com.

Impulse technology
PulStar Perfect Impulse from Sense
Technology Inc. is designed to give
you all of the adjusting benefits of
the bigger, more expensive PulStar
G3 system at a fraction of the price.
This includes the point function for
soft tissue work, as well as the original osseous technology with a
more compact display.
Call ���-���-���� or visit pulstar.us.

Cardio health supplement
L-Arginine Complete from Vita Core Health is
an all-natural, non-GMO, and vegan compliant
cardio health supplement for both men and
women. It features 5,000 mg of l-arginine and
1,000 mg of l-citrulline per serving, the
combination of which produces nitric oxide in

the body for more than 20 hours a day.
Call ���-���-���� or visit larginine-complete.com.

Spinal traction device
Yogena Inversion Sling from Yogena
International is designed to relieve back pain by
facilitating a unique combination of spinal
traction and lower-back muscle stretch. The
goal of spinal traction is to pull the vertebrae
apart from each other. The purpose is to create
more space for nerves where they exit the
spinal column.
Call ���-���-���� or visit inversionsling.com.

Herbal supplement
Botanicals, Herbs and Spices from
Starwest Botanicals Inc. specializes in
the procurement, manufacturing, and
processing of botanicals, herbs, and
spices. As a wholesaler, they offer

more than 400 botanicals, herbs, and spices from all over the world
including certified organic, medicinal, culinary, and seasoning blends.
Call ���-���-���� or visit starwest-botanicals.com.

Essential fatty acids
Dr. Ohhira’s Essential Living Oils
from Essential Formulas is
available in a vegan-certified
option that provides balanced
omega-3, -6, and -9 ratios that
serve as a complete and balanced source of essential fatty acids.
Clean Eating Magazine recently announced Dr. Ohhira’s Essential
Living Oils as a 2013 “Clean Choice Award” winner.
Call ���-���-���� or visit essentialformulas.com.

Orthotics
Feet and Posture Stabilizers from Posture Correct
Back Pain Systems are flexible hand-crafted,
custom-made foot orthotics. They are
manufactured with all-natural leather tops and a
suede leather bottom. Their high-quality foam is
marketed as giving excellent support. They are

marketed as high quality and are hand-crafted exactly to the needs
of your patients.
Call ���-���-���� or visit posturecorrectbackpainsystems.com.

Immunity support
Sea Berry Essence from Tangut USA is
made of wild-harvested sea buckthorn
and is rich in omega 3, 6, 7, and 9. It’s
marketed as an energy boost, immunity
support, and beauty product all in one. It’s
100-percent USDA organic certified sea
buckthorn seed oil extracted from plants
grown in the pollution-free Tibetan Plateau.
Call ���-���-���� or visit tangutusa.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
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ADMARKETPLACE
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To Place a Classified Ad Call Tina Farber at
904-567-1551 or tfarber@massagemag.com

PRACTICE FOR SALE

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

GREATOPPORTUNITYINESTABLISHED
PRACTICE IN LINCOLN, NEBRASKA,
the highest-ranked U.S. city on Gallup’s
Wellbeing Index for 2012. Electronic records a
plus. ChiroPractices4Sale@gmail.com.

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

Classified Marketplace
Information

To place an ad, fax ad copy with
payment to 904-285-9944 or call Tina
Farber at 904-567-1551 for more
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.

EQUIPMENT FOR SALE

MULTIRADIANCE MR4 LASER like new
complete package with LaserStim& LaserShower
emitters, terraquadrant armature, carry case,
treatment protocols, goggles, and handbook.
New $8500 asking $6500 obo contact dr-
jared@thevitalenergycenter.com

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

ASSOCIATE WANTED

WANTED:ASSOCIATEDOCTORFORBUSY
WELLNESS CENTER.Holistic approach uses
nutrition, advanced exercise strategies, cutting-
edge techniques address the whole person.
Will train. great pay. www.DrBerg.com, Email
roxanac@drberg.com or call 703-354-7336

EMPLOYMENT OPPORTUNITIES

COMPANY LOOKING FOR HIGH LEVEL
DC WITH PROVEN SALES SKILLS TO
manage Marketing Dept. Qualified DCs please
forward resumes to: marketingdc00@gmail.com

FUNCTIONAL MEDICINE

BecomeanExpert inFunctionalMedicine
Go to:

www.FunctionalMedicineUniversity.com
Subscribe for free clinical cases
Go to: www.clinicalrounds.com
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Every ad that runs here, also runs on
our Web site: ChiroEco.com

A Better Marketplace For
the Things DCs Need Now!
Savvy businesses advertise in
both print and online to ensure
they reach consumers however
they search. Promote your
products and services in the
Classifieds.

T O 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

CLASSIFIEDMARKETPLACE

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

30 Day conditional
money back guarantee

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

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

C.O.D. or prepay by check










