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For Your Information
�Learn some great tips on anti-aging

to share with your patients at
ChiroEco.com/healthyagingtips.

�Read more about Bill Esteb’s
tips on launching a successful career
at ChiroEco.com/practiceamnesia.

More From The Web
�Smooth sailing ideas for

workers’ comp cases. Visit
ChiroEco.com/smoothsailing.

�Identifying adverse food reactions.
Visit ChiroEco.com/idfoodreaction.

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

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

Expert Insights
Blogs by Perry Nickelston, Mark Sanna,
Drew Stevens, Alex Niswander, Jaime
Phillips, Julie Weaver, Shawne Duperon,
and the Chiropractic Economics editorial
staff. Here’s what’s new:

Fearless Chiro
Radiating fear
Perry Chinn
ChiroEco.com/chinn

Patient Acceleration
Getting things done at
your practice
Dr. Drew Stevens
ChiroEco.com/stevens

Chiropractic Breakthrough
HCR update
Mark Sanna
ChiroEco.com/sanna

Resource Centers
Nutritional Supplements
ChiroEco.com/deecee
�The ABCs of vitamins for stress relief
�Fruit and vegetable advertising linked

to more consumption

Laser Therapy
ChiroEco.com/multiradiance

�Multi Radiance partners with Life
University
�Effect of laser acupoint treatment on

blood pressure and body weight

Chiropractic Tables
ChiroEco.com/hill
�Hill Labs introduces Posture Angel:

active rehab in a small space
�Nail the problems, solutions of lower

back pain

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

Job Board
Visit ChiroEco.com/jobboard for
employment opportunity listings for:

�Associates
�Billing
�Chiropractic Assistants
�Doctors of Chiropractic
�Faculty
�Front Office/Reception/Scheduling
�Independent Contractors
�Marketing
�Massage Therapists
�Multidisciplinary Practice Opportunities
�Office Management
�Temporary Positions
...and More

like us on Facebook at
Chiroeco.com/facebook.

Follow us on twitter at
Chiroeco.com/twitter.

Online Poll
If you are considering adding
wellness to your scope of
practice, which interests you
the most?
� Weight loss
� Exercise
� Corporate consulting
� Wellness products
� Sleep improvement

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

What’s New Online Plus

THE MOST COMPREHENS IVE WEBS ITE FOR THE CH IROPRACT IC PROFESS ION
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eARlieR tHis yeAR, i HAD tHe CHAnCe to meet many of
you in person at the Florida Chiropractic Association
National Convention and Expo 2012. At that time,

many of you were discussing “wellness” as it relates to
chiropractic. What I heard was surprising.

For starters, some DCs think of wellness as the end result
of chiropractic, a goal to be attained. Others see it as the
product of spinal alignment, nutrition, and exercise. Still

others view the entire notion of wellness with
suspicion — as being a highly questionable
justification for adjusting healthy patients.

Some DCs view wellness as fundamental to
the design of their family oriented practices.
In other cases, it’s a modality, or kind of
service the doctor provides in addition to
treating acute and chronic conditions.

The picture that emerged resulting from our
listening to these comments is that the word
“wellness” means different things to different
people, and those offering wellness care to

patients are often promoting strikingly different offerings. So
when we were planning this issue of Chiropractic Economics,
we thought it might be a good idea to take a look at people
working in this area and get an overview of the subject.

If you are curious about adding wellness to your practice
model, you’ll gain some insights into how to do it successfully.
Even if you aren’t looking to work in this area, however, our
feature should help to better define what “wellness” means
in the chiropractic space.

A similar debate seems to arise whenever a group of DCs
gets onto the topic of vertebral subluxation. It’s difficult to
communicate and exchange ideas when our terminology
isn’t clear. Sometimes, the best approach is to start by
clarifying what we mean when we use terms of science
and art. It keeps us from talking at cross purposes.

Then we can all speak the same language.
To your success,

Let me knowwhat’s
on your mind:
904-567-1539
Fax: 904-285-9944
dsosnoski@chiroeco.com
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C O L L E G E N E W S

New York Chiropractic College
launches mobile website
New York Chiropractic College’s website is now
available on all mobile devices.

The recent launch culminates a year-long
project that enables the college to optimize
customer service and allow prospective
students to request information, connect with
an admissions counselor, and apply online.
Additionally, applicants can now check the
status of their admissions or financial aid files
in real time.

Changes not only benefit applicants, however.
Current students can now check their grades,
communicate with faculty, and review their course
schedules. Alumni can access continuing education
information, update contact information, and
register for the annual homecoming event.

Michael Lynch, director of admissions said of
the new application, “With the new mobile site,
we can communicate with people in an
environment where they spend most of their
time. Things are moving so quickly — even
email is becoming outdated!”

For more information on the mobile site,
visit ChiroEco.com/nyccmobile.

source: new york Chiropractic College, nycc.edu

Parker to host homecoming
event celebrating 30-year
anniversary
Parker University will celebrate its 30th
anniversary during a special homecoming event
on its campus in Dallas Oct. 26-28. Parker
invites alumni, students, faculty, industry
partners, and all other chiropractors, massage
therapists, and chiropractic assistants to join in
the celebration.

The event will feature customized education
tracks for chiropractors, massage therapists, and
chiropractic assistants. The Homecoming
Education Program classes include The Multiple

CHIROECONEWSflash.com

T O P N E W S

ACA to court: N.M. chiropractors should
have right to self-determination
The American Chiropractic Association (ACA) filed an amicus curiae (friend of the court) brief in the
New Mexico Court of Appeals, supporting the expertise of chiropractic physicians in that state and
their right to self-determination.

ACA was compelled to file the brief after the International Chiropractors Association (ICA) joined
forces with the New Mexico Board of Pharmacy and the New Mexico Medical Board in a December
2011 memorandum to the court, requesting a halt to efforts by the New Mexico Board of Chiropractic
Examiners to create an advanced practice training and certification program for chiropractors.

In making its argument in favor of allowing New Mexico chiropractors to chart their own course in
this matter, ACA’s brief informs the court about the extensive educational background and training
that chiropractors receive today from accredited U.S. chiropractic colleges.

to read this article in its entirety, visit ChiroEco.com/selfdetermination.
source: American Chiropractic Association, acatoday.org

Chiropractic at athletic events enhances performance
The presence of chiropractic and the leadership role of doctors of chiropractic at major national and
international competitive events — including the Olympic and Paralympic Games — are the result of
positive outcomes in optimizing athletic performance: endurance, return-to-play, and functionality.

The Foundation for Chiropractic Progress (F4CP) and Phil Santiago, DC, the first chiropractor to be
contracted with the U.S. Olympic Committee (USOC), cite the participation of DCs at the 2012
London Games: Bill Moreau, DC, serves as USOC managing director of sports medicine; and Tom
Greenway, DC, led the coordination of the multidisciplinary medical services team provided by the
London Organizing Committee of the Olympic Games.

“Chiropractic care is only one tool within the athletes’ healthcare tool box, but its unique manual,
non-drug methods make it a crucial component of healthcare delivery at Olympic Games which carry
strict restrictions on drug use,” shares Santiago, secretary-general, International Federation of Sports
Chiropractic (FICS).

to learn more about this enhancement, visit ChiroEco.com/sportsenhancement.
source: Foundation for Chiropractic progress, f�cp.com

‘Go Green with Chiropractic’ now available on KY license plates
The chiropractic community in Kentucky is celebrating the recent announcement that its “Go Green
with Chiropractic” official state license plate has been approved by the Kentucky Department of
Transportation (DOT) and is now available for purchase.

The plate was released to the public at the beginning of September, and is the first chiropractic
license plate in the country that patients can obtain to show their support for the profession. The “Go
Green” theme symbolizes chiropractic’s all-natural approach to health and wellness care and was
widely supported by businesses, patients, and DCs during a trial period to determine if the Kentucky
DOT would offer the custom plates to drivers.

For more information on these license plates, visit ChiroEco.com/gogreenplates.
source: American Chiropractic Association, acatoday.org
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Causes of the Vertebral Subluxation and Disease,
The Neurology of Stress, and Lower Extremity:
Pathomechanics of Injury and Research
Regarding Management and Prevention. DCs
can earn up to 20 hours of continuing education
credit, and MTs can earn up to 12 hours.

The homecoming gathering will include
numerous events, luncheons, and get-togethers
including the annual Oktoberfest celebration
held on Friday where attendees will have the
chance to reconnect with old friends, professors,
mentors, and classmates. Also on Friday, the
Parker Alumni Association will host an Alumni
Awards Luncheon.

In addition, a birthday party will be held on
Saturday to celebrate Parker’s 30-year
anniversary.

to read more on the homecoming event,
visit ChiroEco.com/parkerhc2012.

source: parker university, parker.edu

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

Jeffrey Bland, Metagenics
form Personalized Lifestyle
Medicine Institute
Jeffrey Bland, PhD, and Metagenics Inc.,
announced the formation of a new organization,
the Personalized Lifestyle Medicine Institute
(PLMI).

PLMI, founded by Bland, will be a not-for-
profit organization focused on promoting the
importance of personalized lifestyle medicine as
the safest and most effective approach to the
management of early stages of chronic illness.

To help reach its goal of reducing the rising
global burden of chronic illness, Metagenics is
providing the founding grant to the new
organization.

to read more about bland and PlMI, visit
ChiroEco.com/plmi.

source: metagenics, metagenics.com

Enzymedica continues
partnership with AHA
Enzymedica Inc., a manufacturer of enzyme-
focused supplements recently announced their
continued partnership with the Autism Hope
Alliance (AHA) foundation.

To date, Enzymedica has donated more than
$300,000 to AHA. However they have now
announced a new five-year plan in which they

will donate an additional $1 million over the
next five years.

The announcement solidifies their desire to
support the nonprofit foundation, Enzymedica’s
driving philanthropic cause, and to inspire hope
for progress and recovery to the thousands of
families across America living with the diagnosis
of autism.

Tom Bohager, Enzymedica’s founder and AHA
board member stresses, “We feel the urgency of
mounting autism statistics and recognize that
families will benefit from strategies which
promote tangible results. As the original
founders of the Autism Hope Alliance,
Enzymedica is reinforcing our commitment to
continued sponsorship of the nonprofit.”

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

source: enzymedica, enzymedica.com

Caleb Durenberger wins
Chiropractic Summit logo
contest, $1,000 scholarship
Caleb Durenberger
was announced
recently as the
winner of the Chiropractic Summit’s logo contest.

Chiropractic students across the country were
asked to design the official logo of the Summit,
and the winner would earn a $1,000 scholarship
sponsored by Chiropractic Health USA.

“ChiroHealthUSA is pleased to award a
$1,000 Scholarship to Caleb Durenberger of
Northwestern Health Sciences University for
submitting the winning logo design for The
Chiropractic Summit,” said Dr. R.A. Foxworth,
president of ChiroHealthUSA. “This award and
our ongoing donations to state associations, the
Foundation for Chiropractic Progress, and the
Congress of Chiropractic State Associations is
made possible by our network of over 1300
doctors nationwide.”

to learn more about this scholarship, visit
ChiroEco.com/durenberger.

source: Chiropractic summit, chirosummit.org

H E A L T H N E W S

Tips to healthy aging
The Minnesota Chiropractic Association (MCA)
is encouraging seniors to embrace an active and
wellness-based approach to life.

“There are simply no short cuts,” stated MCA

President, Dr. Christian Kollar. “An active,
engaged, and wellness approach to everything
we do is essential to a high quality, functional
life as we get older.”

Daily anti-aging tips:
�Make sure to keep your body moving every

day, even if it’s just walking at the mall, up
and down stairs at work, or taking a stroll
around the block. Exercise is key to living a
long and healthy life.
�Hydration is important for cellular functioning,

so make sure you drink liquids regularly
throughout the day.
�The nutrients in plant-based foods are

essential for health and wellness. Eat plenty of
vegetables and low-sugar fruits every day.

to read the remaining tips, visit
ChiroEco.com/healthyagingtips.

source: minnesota Chiropractic Association,
mnchiro.com

Study finds true pain relief
in acupuncture
The New York Times reported about a recently
published study in the Annals of Internal
Medicine that provides substantial support for
acupuncture as an effective treatment for pain.

Financed by the National Institutes of Health
and carried out over the past six years, the new
research provides analysis of earlier data that
involved nearly 18,000 patients. The findings
indicate that acupuncture outperformed many
sham (superficial acupuncture) and standard
care treatments when used on people suffering
from osteoarthritis, migraines and chronic back,
neck and shoulder pain.

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

source: American Chiropractic Association,
acatoday.org
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you migHt tHink An inDooR BAseBAll tRAining

FACility to Be An unlikely plACe to find a
chiropractor, but for Ken Kaufman, DC, it was a

natural fit. The economic downturn hit his practice hard
and he decided to focus on a niche practice, which he
launched as Sarasota Sports Medicine, within a branch of
Extra Innings.

Opportunity from adversity
After Kaufman moved his traditional family practice into
the sports facility, he soon realized he needed more than just
his hands to respond to the complex injuries he was now
treating. What’s more, Kaufman had also been named team
chiropractor for the Baltimore Orioles spring training and
rehabilitation teams.

In addition, then, to his established patient base, Kaufman
was now treating more athletes suffering from painful
sports-related injuries. As many players were presenting
with tendonitis from pitching and other repetitive-motion
injuries, Kaufman needed more than traditional straight
chiropractic methods to provide the level of pain relief these
patients needed.

These new issues caused Kaufman to begin investigating
pain-relief modalities: “I practice straight chiropractic, so I
never used EMS, ultrasound, or any other kind of modality.
I started to see articles and began looking into laser therapy
as the potential relief modality to add to my practice.”

Kaufman was quickly convinced that laser therapy was the
right modality after his own personal experience. “I have stress
fractures and two herniated discs at the base of my spine that
had caused me pain for over two years. When I received my
first laser treatment, I got up off the table with no pain for the
first time in years. After that it was a no-brainer.”

Soon thereafter, Kaufman purchased a deep-tissue-therapy
laser and began treating conditions such as plantar fasciitis,
tendonitis, patellar femoral syndrome, and other painful
conditions caused by inflammation. A runner presented with
a torn hamstring, and after seven treatments over the course
of three weeks she was back to running track.

Kaufman treated another patient, a woman in her 80s, who
was suffering from severely restricted range of motion due to
chronic osteoarthritis. After eight treatments her range of
motion went from severely restricted to mildly restricted and
she was back in the gym with her personal trainer.

Improving patient relationships
For their part, patients appreciate laser treatments. The
soothing sensation of the deep-tissue-therapy laser provides
fast relief from both acute and chronic conditions. With his
traditional chiropractic approach, Kaufman looks for the
underlying cause of each patient’s condition. The brief time
it takes to administer laser therapy gives him the
opportunity to understand the patient’s habits and diagnose
functional movement issues to get to the root of the pain.

“This completely resonates with patients,” Kaufman says.
“In this day and age, patients are active and are truly
motivated to participate in their care.” The resulting
improvements in compliance are no surprise. “It was
refreshing to have patients just accept my recommendations
and comply with my treatment protocol.” This partnership
and the ability to provide fast pain relief has invigorated his
patient base and eliminated the frustrations associated with
hard-to-treat conditions and long recovery times.

“There is no modality that compares in terms of pain

Making practice a pleasure
By combining deep-tissue laser therapy and traditional chiropractic, one
chiropractor is putting positive energy into his patients and his practice.
BY AMANDA CAPITANIO
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relief. My physical therapist colleague at Extra Innings says
she gets more accomplished in five minutes with the laser
than she would in 45 minutes with traditional ultrasound,
ice, heat, and taping,” Kaufman says.

The road to recovery
To implement this new technology, Kaufman hosted several
open houses, which resulted in nearly 20 new patients. After
that, word spread throughout the community.

He posted information about his new therapy treatment
on his website and made contact with community members
via an email marketing campaign. He targeted a very
specific group, active adults aged 30 to 55.

As patients signed up for treatment, questions like, “It
helped my piriformis syndrome, can this help my mom’s
arthritis?” became commonplace and the practice base
expanded. Kaufman is even getting laser-therapy-treatment
referrals from MDs he has never met.

Back in the game
One question some practitioners have about laser therapy
concerns whether patients balk at paying cash for the
treatment. “This is not a treatment I have to sell,” Kaufman
says. “If someone is skeptical about the benefits of laser I
give them one treatment for free and they can feel the
difference for themselves.” He performs between 30 and 40
laser treatments per week; his deep-tissue-therapy laser
enables him to deliver treatments in five to seven minutes.

Kaufman, whose practice is a mix of insurance and cash,
has seen cash-based revenue increase rapidly following the
introduction of the therapy laser. As a result he was able to
hire a certified athletic trainer and a marketing coordinator to
help build his business.

As Kaufman’s experience demonstrates, with a passion for
healing and a commitment to patients, a practice can be
profitable and enjoyable again. He’s found that integrating a
pain-relief technology has brought him many benefits: “It
has totally revolutionized my practice, I can’t really put it
into other terms.”

AMANDA CAPITANIO is a graduate of the Virginia
Polytechnic Institute and is a frequent contributor to trade
and technical publications in the medical device industry.
She currently serves as the manager of marketing
communications at LiteCure Medical and can be reached

at amandac@litecure.com.

“If someone is skeptical about the
benefits of laser I give them one
treatment for free and they can feel
the difference for themselves.”
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As CHiRopRACtiC CeleBRAtes its

��7tH BiRtHDAy tHis yeAR,
DCs should assess and

contemplate the state of the profession.
To that end, certain key questions
come to mind.

Do you have the cultural authority
you deserve? Have you established
yourself in the eyes of the public, the
insurers, and other healthcare practiti-
oners as an expert in your field? Have
you staked your claim as being a
specialist in spinal conditions, or even
just low-back pain?

Fortunately, there’s good news on
the horizon. DCs are in the midst of a
literal revolution in the treatment and
management of low-back pain that is
highly congruent with chiropractic
principles.

A new opportunity
Research over the last decade or so has
shown the importance of deep stabi-
lizing muscles in the spine (e.g., the
multifidus and transversus abdominis)
and their relationship to recurring low-
back pain. Along with this discovery, a
new application of ultrasound imaging
technology, called rehabilitative
ultrasound imaging (RUSI), is being
employed in clinics around the world
to assess, measure, and treat these
muscles effectively and objectively.

The use of RUSI in your practice
allows you to improve the objective
measurement of your clinical results,
validate your impact on chronic and
recurring low-back pain, increase your
cultural authority, and allow you to stake
your claim as being a back pain specialist.

The low-back pain pandemic
Low-back pain has plagued humanity
since the dawn of recorded history.
Even our earliest writings depict the
negative effects of low-back pain on
civilization. Despite considerable
advances in diagnostic imaging and
healthcare technology, disability from
low-back pain and its negative impact
on society have increased, starting with
the industrial revolution and contin-
uing through the information age.

About 80 percent of adults in the
U.S. will develop low-back pain at some
point in their lives. Although short-
term treatments and remedies abound,
recurrence rates remain high, especially
within one year after an episode.

Additionally, the costs of treating
back pain have not shown any signs of

Game changer
Rehabilitative ultrasound imaging could be the
objective measurement tool chiropractic needs.
BY STEVE PALAZZO, DC
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slowing down. In the U.S., consumers spend about $80
billion per year on back-pain treatment. Over-reliance on
diagnostic imaging just adds to the skyrocketing costs.

Commonly prescribed X-rays and CT and MRI scans
have shown to be of little benefit for long-term results once
serious pathology is ruled out. Focusing on structural issues
(instead of functional deficiencies), medicine, and surgery
has led to continued mismanagement and is likely to have
made the problem worse.

Spinal stabilizers and low-back pain
Until recently, the problem of recurring back pain has eluded
clinicians and researchers alike. Beginning in the early 1990s,
Australian researchers and others began to determine a link
between recurring and chronic low-back pain and the
dysfunction of the deep stabilizing muscles of the
lumbopelvic region.1

These researchers found that atrophy and delayed
recruitment of these specific muscles (namely the transversus
abdominis and multifidus) were found to have a profound
effect on the ability of the lumbar spine to stabilize interseg-
mentally, while other larger global mobilizers moved the
trunk and extremities. Many researchers have since confirmed
this relationship2 and have subsequently developed and

perfected specific exercises with the intent to rehabilitate
these muscles.3

These lumbopelvic stabilizing exercises have been the
only treatment to increase cross-section area, improve
activation of the deep stabilizers and, consequently, decrease
recurrence rate by up to 80 percent within a three-year
follow up. Unfortunately, in an evidence-based healthcare
environment, objectively measuring these changes in a
clinical setting has been impractical and challenging until a
new application of a familiar technology was introduced.
This new application is called RUSI.

Enter rehabilitative ultrasound imaging
Ultrasound technology has been around for many decades
and has been used for medical purposes for almost as long.
Musculoskeletal (MSK) ultrasound imaging has been and
remains to be a mainstay for healthcare practitioners treating
musculoskeletal conditions. However, like most medical
imaging, MSK ultrasound imaging has focused on structural
issues like tendinitis, bursitis and, more recently, injections of
these structures.

Contrarily, RUSI focuses on the function of the spine.
RUSI uses familiar ultrasound technology and equipment to
reliably view, measure, and assess the multifidus and trans-
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versus abdominis. The standardized procedure is evidence-
based and time efficient (about 15 minutes).

These objective measurements and observations obtained
can be compared to established norms to determine the
existence and extent of dysfunction.

Findings can then be tracked through periodic progress
examinations as part of a comprehensive treatment plan
consisting of a typical combination of chiropractic manipu-
lation, manual therapy, and a specific therapeutic exercise
program. Additionally, due to the real-time nature of
ultrasound imaging, patients can benefit from live feedback
to ensure proper activation of the deep stabilizers.

Opportunities for the back-pain specialist
Despite growing evidence for the effectiveness of spinal
manipulation on low-back pain, chiropractic continues to
struggle with a lack of cultural authority with the public,
third-party payers, and other healthcare professionals. Even
with epidemic levels of low-back pain, DCs continue to treat
only 7 to 10 percent of the population — a dismal fraction
of back-pain patients.

Although the DC’s scope of practice is broad, chiro-
practors have not yet taken their rightful place as back-pain
specialists. Additionally, they are pressured by economic and
policy issues that obstruct their ability to provide quality care
and may even negatively affect their income.

Over the years, some misguided doctors have turned to
unsubstantiated quasi-clinical procedures to increase their
income and draw new patients into their practices, making
it harder for DCs to establish professional credibility.

RUSI is a state-of-the-art, practical, evidence-based
clinical procedure that objectively measures the deep
stabilizing muscles that have been shown to be directly
associated with long-term relief of common mechanical
low-back pain.

Widespread use of RUSI in practices could improve
clinical outcomes, enhance practitioners’ image to the public
and third-party payers, increase reimbursement and income,
and help establish DCs as back-pain specialists.

RUSI may just be the game-changer you’ve been
looking for.

STEVE PALAZZO, DC, has been in practice for more than
16 years. He was an associate professor of clinical sciences
at the University of Bridgeport College of Chiropractic for
eight years. He is also CEO and founder of Back Wellness
Revolution, an organization that provides a 12-hour

certification program for chiropractors to cost-effectively perform
rehabilitative ultrasound imaging in their practices. He can be reached
through backwellnessrevolution.com.

to view the references for this article, visit ChiroEco.com/palazzoref.
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ApotentiAl HiRe, wHo ReCently

inteRvieweD for a chiropractic
assistant (CA) position, wrote

a cover letter that read: “Dear hiring
manager, I am applying for director of
first impressions.”

It went on to say why she believed
she was a good candidate for the
patient coordinator/CA position.
Although the cover letter was well
written, the first line was the real
attention grabber. After all, aren’t
chiropractic assistants of all practices
directors of first impressions?

There are clear signs and common
characteristics and traits a person
portrays when demonstrating that he
or she would be an asset to a practice.

In fact, there are seven signs you can
look for when hiring a new team

member. In today’s service-based
world, many chiropractors know the
importance of taking their time during
the hiring process. Doing so ensures
that your recently hired CA will be an
asset, not an expense.

Genuineness.Having the ability to be
authentic and honest is especially
valuable in a world where we put a lot
of emphasis on superficial qualities.

Feeling comfortable in your skin and
being true to yourself is a trait a
potential hire should possess. Everyone
is different, and having the ability to
accept people for who they are and not
expect them to be who we want them
to be is an important part of happy and
healthy relationships — both personally
and professionally.

Personality. There are many different
personality types. You should seek out
someone who has traits that
complement yours.

When hiring a CA, look for someone
who has a positive, upbeat attitude;
smiles a lot; and shows confidence,
enthusiasm, and a desire to learn.

Purpose. First, go through the process
of a new patient examination and what
your patients experience. Ensure the
CA understands what chiropractic is.

Have everyone on your staff start
the day by saying your practices’
purpose or mission statement out loud.
As a team, when you state your
purpose and mission together, with
energy and enthusiasm, it creates unity.

The ultimate goal in your practice

From expense to asset
Your chiropractic assistant is the central player in your practice.
Know what to look for when hiring for this position.
BY MICHELLE GELLER-VINO
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should be to help your patients — and their families and
friends — understand chiropractic. Being a chiropractic
advocate then becomes easy for the CA.

Attitude. Taking responsibility for all of your actions and
choosing your attitude is crucial.

If a potential applicant starts discussing all of the personal
issues going on in his or her life, it should be a red flag. This
may not be the right candidate. Attitude shows in a person’s
words, body language, and appearance, and others always
take notice.

Confidence. A potential CA who is meek and afraid to speak
up is not someone who will be a good communicator. A
person who is confident will take on more of a leadership
role, and will be more likely take the initiative.

Flexibility. This is an important sign. No one wants a clock-
watcher on their staff. A CA who arrives early and stays late
if needed is definitely seen as an asset and a valuable team
member.

Willingness to learn and grow. Is your CA ready to attend a
seminar, read a book, do research, or whatever it takes to
grow both personally and professionally?

The willingness to grow means eliminating distractions
and leaving your personal stuff at home. Growing is about
living in present-time consciousness, having balance in your
life, developing your skills, maturing, and being productive.

Each member of your team should have the skills, work
ethic, and personality traits you need and want in your
practice. Not everyone who applies for a position on your
staff will meet these criteria.

However, you should continue your search until you find
the candidate who is the right fit. If you compromise your
employee standards, you could be compromising your
practice’s success.

MICHELLE GELLER-VINO is president of MGV Marketing
Inc. and has more than 28 years’ experience training
chiropractic assistants. She can be reached at 561-392-
5206, chiromich@yahoo.com, or through
mgvmarketing.com.

Each member of your team should
have the skills, work ethic, and
personality traits you need and
want in your practice.
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iF you weRe to Ask wHAt tHe

most impoRtAnt FACtoR is for any
successful business, the typical

answer is: location, location, location.
Every city has a chamber of

commerce that can tell you the areas
where the most growth potential is for
your business. Look for areas that may
be resurrected, brand new, or under
construction. Real estate agents are
also a great resource to find out where
the best places in town are for lease or
sale. You can also look online at sites
that show the buildings and outlying
areas you are interested in.

Sometimes you might just be driving
around looking at certain areas and
find the right place. If this happens,
make sure you analyze this location for
the following pitfall: One of the most
overlooked pieces to the business
puzzle is where you are located and
whether it’s convenient to get there.

The following are some tips and
components that will help fill in the
rest of the pieces to this puzzle:

1. Great accessibility. When looking for
the best location for your practice, it is
important for patients to have easy
access in and out of the facility.

In many cases, the practice may be
in a location that requires cars to go
through a turnaround area. Make it as
convenient as possible for your clients
to get to you. If they are coming to
your practice multiple times per week,
they may discontinue prematurely with
your care if your location is poor.

2. Plenty of parking. Patients want to be
able to park close, especially if they are
in pain or if the weather is bad. Most
thriving practices have plenty of parking
right in front so they can accommodate

patients. Many practices also require
staff to park offsite to have the parking
capacity necessary for their patients.

3. Frontage. In most cases, retail space
gives you this kind of visibility. Retail
space can be more expensive, but
typically provides full-time advertising
and marketing for your practice.

People come into a mall or retail
space because of the various businesses
in that location to serve them. They
may be there for something else and
decide it is time to walk in and find
out more about your services. Make
sure you choose a retail space that
attracts the kind of clientele you’re
interested in.

4. Signage. Signage not only identifies
you and what you do, but it is also the
brand of what you are. Make sure your
signage identifies your location with

either the name of the street, the mall,
your town, the county, or your logo.

Using your last name (Smith
Chiropractic) or just identifying
yourself as “chiropractor” is too simple
for the average person. Make sure that
the sign is vivid and has lighting
around it to draw attention after dark.

5. Contracts and leases. When you do
find the right place, make sure you
fully understand that contractual leases
can make or break your relationship
with the landlord. Tennant improve-
ments, long-term leases, common-area
maintenance costs, cost per square
foot, etc., are just some of the things
that will come up when faced with
reading your first lease.

Have an experienced real estate
attorney read it and give you recom-
mendations and advice before you sign
anything. Once you have committed to

Locking down a location
Seven tips to help you find the right spot for your practice.
BY TIMOTHY J. GAY, DC
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a lease, it’s difficult to get out of it
without costly penalties.

6. Small versus big. Think big and start
small. Start with just a bit more than
you can afford and push yourself to
make it happen financially.

As your practice gets crowded, make
sure it has room to grow in the existing
space, into an adjoining space, or into

a different space within your complex.
Remember, the key to growth is
keeping your overhead expenses low
while making a decent profit.

7. Subleasing from someone else. If you
sublease from someone, make sure
their business is not in competition
with yours, and that their business
complements it instead.

While these tips are not all-inclusive,
they should give you a good start to
finding the best location for your
dream practice.

TIMOTHY J. GAY, DC, is a
national speaker, an author, and
the founder of Ultimate Practice.
He can be reached at 866-797-
8366, ultimatepractice.com, or

ultimatepractice@ultimatepractice.com.
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Chiropractic is
founded on the
principles of
wellness, so

expanding your practice to
include additional wellness-
related services is a natural
progression that makes a lot
of sense for your patients and
your business.

Chiropractors who have successfully
traveled this road and other experts
say that it’s essential when carving out
your niche in wellness to determine
which new services and products will
fit in with your practice philosophy.

“How you integrate products and
services into your overall wellness
program matters,” says Scott Heun, DC,
co-founder of BStrong4Life. “As you
add a new dimension, make sure it’s
consistent with your practice philos-
ophy and that you 100-percent endorse
it because it’s the right thing to do.”

Positioning the profession
Dane Donohue, DC, co-founder of 8
Weeks to Wellness, says the profession
needs to redefine its brand image so
that patients and potential patients
automatically think of chiropractors as
wellness providers. “We can help on a
whole other level besides symptomatic
problems,” says Donohue, who is a
third-generation chiropractor

specializing in health and wellness.
“We need to open up the market. Very
few patients come to see a chiropractor
and say they want you to help with
their overall health, but that’s a huge
part of what we do.”

Cynthia Barron, director of commu-
nity outreach for Chiro One Wellness
Centers, says that for the company’s
group of 77 practices in Illinois,
Kentucky, and Texas, wellness education
is key. “Chiropractic is not just about
back pain and neck pain,” she says. “We
provide education on wellness within
every facet of our business — staff,
administrators in the office, patients.”

Chiropractors are uniquely
positioned to become the “trusted
advisor” to patients about wellness,
Heun says. “There are a number of
forces, including PPACA [the Patient
Protection and Affordable Care Act],
that are creating opportunity for
chiropractors,” he says. For example: By
2025, it’s predicted that with more
people having access to healthcare, the
country will have a shortfall of 30,000
primary care physicians.

“Chiropractors can become the
patient’s director of care much like the
old GP (general practitioner) was,”
Heun says. “Wellness is long term. We
can positively impact the health of the
individual by getting them well and
keeping them well.”

Defining your focus
In addition to positioning your
practice and the type of care you
provide as wellness-focused, you can
choose to offer a number of wellness-
oriented services and products as a
service to patients, while also creating
additional revenue streams.

Some of the categories you might
want to consider include:

Nutritional products and services,
including weight loss: Patients are
becoming more savvy about nutrition,
and while other types of healthcare
practitioners are now starting to offer
these products and services, chiro-
practors were among the first to
recognize their importance.

Offering nutritional products and
services to your patients demonstrates
a holistic approach to wellness. “We
believe in a holistic approach — eat,
sleep, and supplements,” Barron says.
Chiro One offers supplements in some
of its practices, and they also offer
patient education on topics such as
childhood obesity and the effect of
sugar on the body. In January, Chiro
One gives a workshop called “Eat like
a pig, look like a twig,” which focuses
on when to eat carbs and protein and
other nutritional information.

Donohue says when you include
nutrition as part of an overall approach

Optimizing your practice’s wellness offerings can lead
to healthier patients — and a healthier bottom line.
BY TARA STULTZ

Wellness at work
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to improving wellness through
lifestyle changes, you can expand
your potential patient base. “It
opens up the market — people say,
‘I’m overweight, out of shape, and I
don’t feel good. Maybe a chiropractor
can help.’”

Christopher Fuzy,MS, RD, LD,
founder and president of Lifestyle
Nutrition Inc. and PhysicianWellness
Program.com, says: “Chiropractors
have the business edge and physiology
background to be able to run
with nutrition in their practices.”

Fuzy says that he believes
weight-loss programs are
successful when they consider
activity and metabolic levels,
focus on real food rather than
prepackaged food, and take
into consideration the doctor’s
nutritional philosophy and
regional food preferences.

From a business standpoint,
many chiropractors that Fuzy
works with are bringing in
additional cash payment revenue
through the nutritional counseling
and weight loss services that they
offer. “Doctors we consult with see
the value of direct-pay programs,” he
says. Others have chosen to work
directly with MDs or midlevel
providers such as physicians’ assistants
(PAs) or nurse practitioners (NPs) to
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offer additional testing and other medical services related
to weight loss that are eligible for third-party payment for
the treatment of obesity.

Overall wellness programs: Many patients are looking for a
healthcare professional who can help them manage their
health naturally rather than pharmacologically — and who
better than you to guide them?

Donohue says the best way to get patients engaged in
making lifestyle changes is to “market both the problem and
the solution.” The patients he treats through his program
have measures checked such as body-mass index (BMI),
blood pressure, cholesterol, and waist-to-hip ratio, so there
are metrics to indicate if they are trending toward chronic
disease and require intervention (and many people do).
Patients receive a “wellness score,” which is re-checked once
the patient has made lifestyle changes.

“We show that we can deliver in a tangible, measurable
way through pre- and post-testing.”

Donohue has found that his patients’ MDs are supportive
of these efforts when they see the results. In fact, they often
receive new patient referrals from these physicians.

Sleep and sleep products: Sleep is an essential component of
wellness, and it’s an area where chiropractors can play an
important role.

“Chiropractic and orthopedic doctors understand the
skeletal system and the way that it should be supported,” says
Shawn Clark, executive vice president and co-founder of
Advanced Comfort Technologies Inc., which distributes

Meet the experts
Scott Heun, DC, co-founder of BStrong4Life; founder
of ChiroPractice Mentoring; and president of
BStrong4Life Napa Valley Center/Heun
Chiropractic Inc.
bstrong�life.com; chiropracticementoring.com

Dane Donohue, DC, co-founder and developer
of 8 Weeks to Wellness
�ww.com

Cynthia Barron, director of community outreach
at Chiro One Wellness Centers
chiroone.net

Christopher Fuzy, MS, RD, LD, founder and
president of Lifestyle Nutrition Inc.
physicianwellnessprogram.com

Shawn Clark, executive vice president and
co-founder of Advanced Comfort Technologies Inc.
intellibed.com/dcprogram
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mattresses and pillows through chiropractor distributors.
“Currently there is no go-to medical professional for sleep

issues,” Clark says. “Chiropractors can serve in that role.
Sleep nourishes, heals, and repairs the body. We think of it
as a triangle: nutrition, wellness, and sleep.”

Barron says that Chiro One’s practices sell chiropractic
pillows and head rolls as a service to patients and to support
their overall wellness plan. They offer a workshop for patients
called “Sleep: The most important eight hours of your day.”

Last year, 60 million prescriptions were written for
sleeping pills and 70 million people experienced sleep-related
pain, Clark says. “DCs can add sleep and sleep products to
their portfolio of wellness services and products.”

Expanded biomechanical support and conditioning therapy:
Chiropractors already “own” neuromusculoskeletal
healthcare, Heun says, so it’s natural to consider adding
wellness services that emphasize structural conditioning that
supports chiropractic care.

At Heun’s practice, he emphasizes a bone mineral density
system — which his company also markets to other
chiropractors — that addresses microstructure in addition
to the macrostructure through conditioning that stresses
proper biomechanics and vibrational training. “We want to
rebuild you and keep you as strong, stable, and healthy as
possible,” he says.

Heun says his approach to wellness has allowed him to
attract patients in a number of areas commonly and not-so-
commonly treated by chiropractors, including osteoporosis,
baby boomer health, surgery and injury, sports conditioning,
and of course back pain.

As with any type of wellness service, Heun says, prevention
and early intervention are keys. “We’re focusing on earlier and
earlier detection of issues.”

Getting the word out
No matter what aspects of wellness you choose to focus on,
it’s important to get the word out to patients — and
prospective patients.

These strategies have worked for our experts and could
work for you, too:
�Wellness education with incentives to seek care: Chiro
One offers “Topic of the Week” patient information sheets
that fit into a monthly wellness theme; September was
“healthy at work,” and Topics of the Week have included
carpal tunnel and ergonomics. August focused on kids,
and one of the weekly topics was childhood obesity. Each
handout includes a coupon for related services to
encourage patients and potential patients to explore that
area of wellness, Barron says.
�Go viral! Promote your wellness services through your
website, e-newsletters, and social media such as Facebook
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and Twitter. For example: Chiro One
just launched a new smartphone and
tablet app, and to encourage people
to download and share it, they are
awarding the person with the most
social media “shares” with an iPad
(they have a tech team that can track
these types of metrics).
�Be a cheerleader for wellness.
Wellness is a concept exciting enough
to be emblazoned on a T-shirt. For
example: At Chiro One practices, they
give out T-shirts to patients that say
“Believe” on the front and “In
Wellness” on the back. They also offer
shopping bags with the same tagline.

Group events: A number of experts we
talked to offer informational sessions
focused on wellness for employees at
area companies. The companies
support these initiatives because a
healthier staff is good for their

business, and the employees are
interested in learning about these
issues and often become patients. Also,
chiropractors who offer wellness
services sometimes team up with other
providers to offer on-site “mini
wellness fairs” for employees.
�Take advantage of materials provided
by wellness companies. Many of the
companies that work with chiropractors
to offer wellness-focused services and
products offer turn-key marketing
materials that you can use in your
practice, such as flyers, press releases,
patient education information, and
letters to MDs (to communicate with
them about the wellness care you are
providing and also to encourage
referrals). You can get a jump start
on your marketing by leveraging
these value-added offerings.
�Never underestimate the value of
word-of-mouth. Your patients to

whom you provide wellness care will
start to see results, and they will be
anxious to share that good news with
family and friends who could
become patients, too.

It’s also important that patients who
come to you for adjustments know
what else you have to offer. “People
need to know what we are including in
our clinical tool chest to bear on their
condition,” Heun says.

Finding the best fit
The wellness services and products
discussed here are just the beginning.
Numerous options abound and it’s
important to identify the offerings that
fit best with your practice.

“Doctors need to start looking at
chiropractic care as a piece of wellness,”
Heun says. “If DCs can position and
market themselves as wellness providers,
we can get a bigger piece of the pie.”

In addition to making sure that the
wellness products and services that you
offer mesh with your practice focus and
philosophy, it’s important to carefully
determine which ones are most
appropriate for patients as individuals.
“One size doesn’t fit all,” Fuzy says.

Donohue says that when you believe
in the wellness services and products
that you are offering, patients will too.

“My best advice is to have passion
about what you do,” Donohue says,
“and the changes you see in patients.”

Heun says he believes that it’s
important to keep raising the bar. “Do
things to optimize patient care,” he says.
“Keep learning and growing. Think
outside the box in chiropractic.”

TARA STULTZ has 20 years of
healthcare communications
experience, including past roles as
editor of Chiropractic Economics
and executive editorial director of

Medical Economics. She is president of
Engagency Healthcare Communications. She
can be contacted at 440-225-9595,
stultz.tara@gmail.com, or through
engagedmedicine.com.

PPACA promotes wellness
The Patient Protection and Affordable Care Act (PPACA) specifies more than 25
separate initiatives and provides approximately $2 billion in federal funds to support
workplace and other types of wellness. DCs are uniquely positioned to provide this
type of wellness care and take advantage of related economic incentives.

Essential health benefits: Under PPACA, qualified health plans (QHPs) must
provide beneficiaries certain essential health benefits. Chiropractic is not one of
them, but wellness is. Where permitted by your state’s scope-of-practice
guidelines, you can explore providing QHP-covered wellness services.

Workplace wellness: PPACA enables employers to establish workplace wellness
programs through which employees can reduce the costs of healthcare coverage
by as much as 30 percent. Wellness programs are a perfect fit for employers to
reduce workers’ compensation claims, lost productivity, and absenteeism.
Chiropractors are well qualified to plan and carry out these types of programs.

Centers for Disease Control and Prevention (CDC): PPACA calls for the CDC to
provide employers with technical assistance and other resources to launch
workplace wellness programs. Chiropractors can guide employers through these
CDC resources, help them conduct workplace wellness assessments, and
establish programs to prevent work-related musculoskeletal injuries. Tap into the
CDC’s technical assistance and resources here: cdc.gov/workplacehealth
promotion/implementation/topics/disorders.html.

JAMES SCHUSTER, ESQ., is a principal at McCarthy, Lebit, Crystal &
Liffman Co., LPA. He focuses the majority of his practice on regulatory healthcare,
technology, and intellectual property law. He also serves as adjunct health law
professor at the Cleveland-Marshall School of Law, Center for Health Law Policy.

He can be contacted at 216-696-1422 or through mccarthylebit.com.
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tHeRe is A lot oF ConFusion

Among memBeRs oF tHe

chiropractic community when it
comes to electronic health records
(EHR), electronic medical records
(EMR), government reimbursement,
timing, etc. Before you make any
critical decisions in this area, be sure
you understand the fundamentals.

First, what is the difference between
EHR and EMR? The terms are often
used interchangeably. The main
difference between them is that EHR
provides a more comprehensive view
into a patient’s health and history by
pulling information from multiple
health systems. Features such as
electronic prescribing (eRx) and lab
results are often part of an EHR system.
In order to be Health Information

Technology for Economic and Clinical
Health Act (HITECH) certified, the
electronic system must be defined as
an EHR.

The government is mandating that
most healthcare providers, including
chiropractors, have a HITECH-
certified EHR system in place by the
beginning of 2015. Failure to do so
may result in Medicare payments
being adjusted downward beginning at
that time.

Government mandates aside, many
chiropractors are wondering why they
should go with an EHR system. There
are many good reasons to do so.

Kevin Sharp, DC, one of the
country’s foremost experts in the areas
of compliant clinical documentation
and insurance industry standards, says

that he realized a “20-percent increase
in profits in just the first year of having
an EHR in place.”

Sharp attributes these savings to two
main sources:
�increased coding levels that led to
improved billing
�greater efficiency from a decrease in
personnel costs

Many chiropractors do not currently
have a firm understanding of the
benefits of EHR or they may have
received misinformation.

The HITECH Act, part of the
American Recovery and Reinvestment
Act (ARRA), is a provision that
authorizes the Centers for Medicare
and Medicaid Services (CMS) to issue
annual payments to eligible providers

Clearing the air on EHR
What you need to know about electronic health
records and the HITECH incentive program.
BY DEAN ROTTINGHAUS, DC
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who demonstrate “meaningful use” of
a certified EHR system. The Office of
the National Coordinator for Health
Information Technology (ONC) is
responsible for implementing many
elements of HITECH, including
designating meaningful-use criteria
and certifying EHR vendors.

CMS offers HITECH incentives on
a per-provider basis through either
Medicare or Medicaid to offset the cost
of EHR adoption. Each eligible doctor
can qualify for up to $44,000 in
incentives. Physicians adopting a
HITECH-certified EHR system may
use the incentive dollars they receive at

their discretion. Although EHR
incentive programs are available
through both Medicare and Medicaid,
the Medicare EHR incentive program
is the channel for chiropractors.

Under this program, you could be
eligible for up to $44,000 in reimburse-
ments over five years. To have received
the maximum potential incentive
funding, Medicare-eligible chiropractors
must have enrolled in the process by
Oct. 3, 2012. If you missed out on this
deadline, there are still significant
reimbursements to be realized.

After 2015, Medicare-eligible chiro-
practors who have not successfully
demonstrated meaningful use of an
EHR system may have their Medicare
reimbursement payments adjusted
downward.

The following examples are based
upon a single-physician practice with
$24,000 in annual Medicare billings.

If the physician enrolled in the

Medicare billing at $24,000
EHR attested 2012 2013 2014 2015 2016 5-year total

By Oct. 3, 2012 $18,000 $12,000 $8,000 $4,000 $2,000 $44,000

In 2013 --- $15,000 $12,000 $8,000 $4,000 $39,000

In 2014 --- --- $12,000 $8,000 $4,000 $24,000

Medicare billing at $10,000
2012 2013 2014 2015 2016 5-year total

Amount rec’d $7,500 $7,500 $7,500 $4,000 $2,000 $28,500

Cap $18,000 $12,000 $8,000 $4,000 $2,000 $44,000
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process by Oct. 3, 2012, the amounts to be received would be
$44,000 over five years.

If you missed the Oct. 3, 2012, deadline and implement
for 2013, the amount to be received would be $39,000 over
four years.

If you implement for 2014, the amount to be received
would be $24,000 over three years.

But what happens if your Medicare Billings are less than
$24,000 per year? For example: A doctor with $10,000 of
annual Medicare billings, who enrolled in the program by
the Oct. 3, 2012 deadline, would receive 75 percent of the
billings annually in additional reimbursement, for a
maximum of $28,500. (See chart on page 46.)

If this doctor missed the Oct. 3, 2012, deadline but has a
certified EHR in place for 2013, he or she would receive
$21,000 for the period 2013 through 2016.

In addition to the above, there are a number of excellent
reasons to move to a certified EHR system:
�provides a more concise way to add charges as you
perform them
�makes it easy to attain, organize, and maintain patient data
�maintains compliant healthcare records
�decreases costs in staffing, office supplies, and storage of
patient records
�provides a high degree of patient record security

Supposing that you are convinced and have purchased a
certified EHR system, you may wonder what you’ll need to
do to receive the Medicare EHR incentive payment. How
will you prove to the government that you have it in place?
�Register for the Medicare EHR incentive program at
ehrincentives.cms.gov/hitech/login.action.
�Demonstrate meaningful use of a certified EHR system.
�Successfully attest, using the Web-based CMS system, that
you have met meaningful-use criteria using certified EHR
technology.

Important past and future deadlines:
oct. �, ���� Was the last day to initiate the EHR incentive
program process and qualify for the maximum
reimbursement for your practice.

���� Last year to initiate participation in the Medicare
EHR incentive program.

���� Medicare payment adjustments begin for eligible
professionals who are not meaningful users of EHR
technology.

���� Last year to receive a Medicare EHR incentive
payment.
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You will need to attest or prove that
you have the system properly in place.
Medicare-eligible chiropractors, after
demonstrating meaningful use through
the Web-based CMS Registration and
Attestation System, and completing a
successful online submission, will
qualify for a Medicare EHR incentive
payment. Immediately following this
completion, you will see a summary of
your attestation and know whether or
not you were successful.

Understanding the core elements
regarding the EHR systems and
reimbursement will help you make
better decisions about your practice.
Because details occasionally change,
you should check out pertinent
government websites that explain the
HITECH Act, reimbursement
procedures, and similar matters.

DEAN ROTTINGHAUS, DC,
opened his Cincinnati-based
practice in 1992 after graduating
from Cleveland Chiropractic
College. It was the area’s first

wellness center blending traditional
chiropractic within a therapy-focused
environment. As the president of Medicfusion
EMR/EHR, Rottinghaus oversees a national
sales team. He can be contacted at 513-257-
6499 or dean.rottinghaus@medicfusion.com.

Quick Tip
Fight allergies naturally
Kristen Bobik, DC, shares these tips
to manage season allergies:

�Avoid sugar, dairy, and carbs
when you’re symptomatic.
Products such as pasta and bread
assist the body in forming mucus,
so avoid them at all costs.

�Drink plenty of water. It helps
flush away toxins and excess
waste, including mucus.

—Chicago Healers
ChicagoHealers.com
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Chiropractic Economics is pleased to present the profession’s most comprehensive Anti-Aging Products directory. The
information in the resource guide was obtained from questionnaires completed by the listed companies. Companies
highlighted in RED have an advertisement in this issue.

Anti-Aging

3 Care Therapeutics
888-372-3421
omega3care.com

8 Weeks to Wellness
215-968-1661
8wwdr.com

A2Z Health Store.Com
888-303-3131
a2zhealthstore.com

Aboca Herbs and Health
206-624-7542
aboca.us

Aloe #1 Laboratories
888-564-5501
aloe1.com

ALT-MED Labs Inc.
800-876-7722
altmedlabs.com

Anabolic Laboratories
800-445-6849
anaboliclabs.com

Anson Aromatic Essentials
402-489-5064
therapeutic-grade.com

Anthony Robbins
800-397-6182
tonyrobbins.com

Apex Energetics
949-251-0152
apexenergetics.com

Aqua Detox USA
704-662-9239
aquadetoxusa.com

Atrium Inc.
877-434-5841
atriuminc.com

Ayush Herbs Inc.
800-925-1371
ayush.com

Banner Therapy Products Inc.
888-277-1188
bannertherapy.com

Baseline Nutritionals
800-869-5060
baselinenutritionals.com

BioActive Nutritional Inc.
800-288-9525
bioactivenutritional.com

BioCell Technology LLC
714-632-1231
biocelltechnology.com

BioPathics
561-799-7741
biopathics.com

BioPharma Scientific LLC
877-772-4362
superfoodsolution.com

Biotics Research
800-231-5777
bioticsresearch.com

BlitzX
724-494-2857
blitzx.com

Blue Spring International
866-470-4930
doctorspainformula.com

Body Balance of Winter Park
407-671-7974
bodybalancewp.com

BodyZone.com
770-922-0700
bodyzone.com

Bonvital Inc.
239-481-1002
nutribonvital.com

BrainCore Therapy
800-491-6396
braincoretherapy.com

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

C’est Si Bon Co.
888-700-0801
bestchlorella.com

Carlson Laboratory
847-255-1600
carlsonlabs.com

CC Chiro
530-527-1774
blindspotmapping.com

Cell Sciences Systems Ltd.
800-872-5228
alcat.com

China-Gel Inc.
847-364-0353
chinagel.com

Chopra Center Online Store
800-858-1808
store.chopra.com

Control Bar
800-699-0527
control-bar.com

CryoDerm
800-344-9926
cryoderm.com

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

Dee Cee Laboratories Inc.
800-251-8182
deeceelabs.com

Dermastart Inc.
866-589-2949
dermastart.com

Deseret Biologicals
800-827-9529
desbio.com

Designs for Health
800-847-8302
designsforhealth.com

Diamond Herpanacine
Associates
888-467-4200
diamondformulas.com

Diamond Lotus Essentials
530-459-1506
diamondlotusoils.com

Doctor’s Weight Loss Solution
800-224-2021
doctorsweightlosssolution.com

Douglas Laboratories
800-245-4440
douglaslabs.com

Dr. Stan Guberman
800-333-9942
drguberman.com

Drucker Labs
888-881-2344
druckerlabs.com

Dynamic Health Labs Inc.
800-396-2114
dynamic-health.com

Dynatronics
800-874-6251
dynatronics.com

Edge Systems Corp.
562-597-0102
edgesystemscorp.com

Edom Laboratories
800-723-3366
edomlaboratories.com

Energique
712-647-3366
energiqueherbal.com

Enzyme Formulations
800-614-4400
loomisenzymes.com

Enzyme Process Co.
800-521-8669
enzymeprocess.com

Enzyme Science
855-281-7256
enzyscience.com

Enzymes Inc.
800-637-7893
enzymesinc.com

Erchonia
888-242-0571
erchonia.com

Erickson Labs
877-263-9101
myformula101.com

Essential Formulas
972-255-3918
essentialformulas.com

First Priority Medical Center
877-398-7171
firstprioritymanufacturing.com

Flexcin
800-929-5799
flexcin.com

Gematria Products Inc.
760-931-8563
gematria.com

Golden Sunshine USA Inc.
800-798-3977
pain-terminator.com

GY&N Nutriment
Pharmacology Inc.
877-864-5112
gyandn.com

Health Logics-Arthenol
888-402-1600
health-logics.com

Healthy You
800-826-9946
healthyyouweb.com

Heel Inc.
800-621-7644
heelusa.com

Himalaya Herbal Healthcare
800-869-4640
himalayausa.com

Hope Science
866-628-8725
hopescience.com

HP Life Science
877-903-9657
hplifescience.com

Human Touch
866-369-9426
humantouch.com

iHealth Products Inc.
800-930-6493
ihealthproducts.com

Inform for Life
800-234-8325
informforlife.com

Integrative Therapeutics
800-547-4891
integrativeinc.com

Interceuticals Inc.
781-631-9154
interceuticals.com

Juvenon
925-253-8432
juvenon.com

K-LaserUSA
866-595-7749
k-laserusa.com

Karuna Corp.
800-826-7225
karuna.com

King Bio
800-543-3245
safecarerx.com

Laser Fat Loss Business
773-665-4005
laserfatlossbusiness.com

Laser-Therapy
877-527-3750
coldlasertherapy.us

Legacy for Life
800-557-8477
legacyforlife.net

Life Management Formula
813-685-6000
lifemanagementformula.com

Lifestyle Nutrition Inc.
800-699-8106
lifestylenutritioninc.com

LifeTec Inc.
800-822-5911
lifetecinc.com

LiteCure
302-709-0408
lightforcelaser.com

LSI International
800-832-0053
lsiinternational.com

Lypossage
877-346-1156
lypossage.net

LZR7
888-333-7511
lzr7.com

Massage Warehouse
800-910-9955
massagewarehouse.com

Master Supplements
800-926-2961
therabiotics.com





Matrix Health Products
360-816-1200
matrixhealth.com

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

Medicardium
808-573-8166
medicardium.com

Mediral International Inc.
303-331-6161
mediral.com

MedTrak/In Balance
888-239-6436
medtrakonline.com

Membrell LLC
800-749-1291
membrell.com

Metagenics
800-877-1703
thrive.metagenics.com

Mountain States Health Products
800-647-0074
mhpvitamins.com

Multi Radiance Medical
800-373-0955
multiradiance.com

Mushroom Wisdom
800-747-7418
mushroomwisdom.com

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

Natural Wellness Centers
of America Inc.
949-600-6515
naturalwellness.com

Nature Tech
800-865-1475
naturetech.com

Nature’s Sources
kolorex.com

New Reality Inc.
925-443-2254
newreality.com

NewMark
866-963-9675
new-mark.com

Next Generation Therapeutic
303-589-4517
ngtlasers.com

Nordic Naturals
800-662-2544
nordicnaturals.com

Novolife
866-759-3746
novolife.net

NuLean Inc.
800-948-5307
newpatientsuccess.com

Nutraceutics Corp.
877-664-6684
nutraceutics.com

NutraLife
877-688-7254
nutralife.com

Nutri-West
800-443-3333
nutriwest.com

Nutriceutical Solutions Inc.
866-674-2001
inflamex.com

Nutrilite/Amway Global
800-253-6500
nutrilite.com

Optimal Health Systems
800-890-4547
optimalhealthsystems.com

OPTP
800-367-7393
optp.com

Origin and Source
800-774-7419
originandsource.com

Original Medicine
800-622-8986
original-medicine.com

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

Panasonic
570-823-0854
panasonic.com/chiro

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

Personal Health Product Development
631-532-9189
phreshproducts.com

Perspectis Inc.
866-586-2278
backvitalizer.com

Pharmalox
866-866-3993
pharmalox.com

Pharmax
888-737-6925
pharmaxdc.com

pHion Nutrition
480-556-0210
ph-ion.com

PhysioLogics
800-765-6775
physiologics.com

Pivotal Health Solutions
800-743-7738
pivotalhealthsolutions.com

Pleomorphic (SANUM U.S.A.)
602-439-7977
pleosanum.com

Premier Research Labs
800-325-7734
prlabs.com

PrescriptionBeds.com
800-457-6442
prescriptionbeds.com

RESOURCEGUIDE
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Preventive Therapeutics
800-556-5530
thymic.com

Progena Professional
Formulations
505-292-0700
progena.com

Progressive Laboratories Inc.
800-527-9512
progressivelabs.com

ProMed Products
800-542-9297
promedproducts.com

Protocol for Life
877-776-8610
protocolforlife.com

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

Remington Health Products
888-333-4256
drinkables.com

ROMFAB
818-787-6460
quickgym.com

Sarati International
800-900-0701
sarati.com

Science Based Nutrition
937-433-3140
sciencebasednutrition.com

Sedona Labs
888-816-8804
sedonalabspro.com

Sombra Professional
Therapy Products
800-225-3963
sombrausa.com

Spinal Touch Formulas
800-421-5443
spinaltouchformulas.com

Standard Enzyme Co.
770-537-4445
standardenzyme.com

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

Sun Chlorella USA
800-829-2828
sunchlorellausa.com

Sweetwater Natural
Products LLC
888-666-1188
sweetwaternaturalproducts.com

Texas Biostetic
Instruments TBI Inc.
877-496-8838
biostetics.com

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

The Spa Exchange LLC
952-938-2652
thespaexchange.com

The Vitality Depot
866-941-8867
thevitalitydepot.com

The Wholefood Farmacy
561-350-0902
wholefoods4health.com

TheraLase
866-843-5273
theralase.com

Titan Laboratories
800-929-0945
titanlabs.com

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

TriElements
888-876-3240
trielements.com

TriMedica International
800-800-8849
tmprofessionalcare.com

Truwell Health & Wellness
866-878-9355
truwell.net

UAS Laboratories
800-422-3371
uaslabs.com

Vital Nutrients
888-328-9992
vitalnutrients.net

Vitamin Research Products
800-877-2447
vrp.com

Wai Lana
800-624-9163
wailana.com

Wei Laboratories
408-961-9223
weilab.com

Weight-a-Minute International
605-388-3755
weightaminute.com

Whole-istic Solutions
866-814-7673
whole-isticsolutions.com

Wise Essentials
800-705-9473
wiseessentials.com

World Nutrition Inc.
800-548-2710
worldnutrition.info

Wuji LLC
866-968-9854
wujilife.com

XelvaGEN Inc.
888-390-8838
xelvagen.com

Yamuna Body Rolling
800-877-8429
yamunabodyrolling.com

Yasoo Health Inc.
888-469-2766
yasoo.com

Yolo Medical
877-738-8119
yolomedical.com

ZyCal Bioceuticals Inc.
888-779-9225
zycalbio.com

RESOURCEGUIDE

For the complete resource guide of services these companies provide, and to view all of our other complete resource guides, visit ChiroEco.com/directory.
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petty CAsH FAils to BAlAnCe.
Patient accounts exist for people
you’ve never met, let alone

treated. Things are ordered, come in
the door, and are on the shelf one day,
but gone the next. And that employee
you hired to faithfully handle your
practice’s patient billing and admin-
istrative tasks? What if that employee is
the source of your unbalanced books,
phantom accounts, and missing
supplies and items?

A very real risk
In 2008, Jeffrey L. Hoover, DC, learned
that the young woman he had trusted
to greet and schedule patients, collect
payments, and handle insurance billing
and office mail had pocketed thousands
of dollars in cash while on the clock.1
Through an internal audit of cash
receipts performed by Hoover’s wife, the
fraudulent scheme was uncovered and
justice finally served. But why wait for a
financially ruinous scam to unfold in
your practice when embezzlement can
be avoided altogether?

Loss of business assets can result
from outside sources like robbery or
burglary, but harm is more likely to
occur internally from employee theft
and embezzlement.

Just ask one prominent Cleveland
chiropractor who prides herself on the
adjustments, therapies, and community
of wellness she provides to her trusting
patients. Although her patients have
reason to trust her, she has found her
faith in others too often exploited.

Similar to Hoover, she entrusted her
employee, who came by way of a
temporary staffing agency, to handle
her patient accounts, orders, and
checking and depository accounts. It

didn’t take long before that employee
violated her trust, embezzling upward
of $20,000 in very short order.

Although she was able to put the
pieces together, it took two years before
she was able to recoup even a small
portion of what was stolen from her.
This year, she discovered that another
employee, whom she trusted uncondi-
tionally, had been perpetually stealing
supplies and items from the practice.

These stories of theft and embez-
zlement are not isolated. In fact, the
typical organization loses 5 percent of
its yearly revenues to occupational
fraud — a figure that translates to a
potential projected global fraud loss of
more than $3.5 trillion.2 The chiro-
practic industry is no stranger to
employee fraud and embezzlement;

chiropractors are actually more at risk
for employee theft and embezzlement
than they are for malpractice.3

Protective measures
How can you, often separated from the
everyday administrative functions of
your practice, ensure that you do not
become the victim of employee theft?

The best way to protect your
business from fraud and embezzlement
is to establish strong internal controls.
One effective way to achieve this is to
focus on three particular functions:
employee hiring, delegation of
employee functions, and interoffice
communication.

While you can rarely predict
whether an employee will steal from
your business, there are certain ways
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Who’s watching out for your practice?
Avoid the heartbreak of embezzlement and fraud
by taking some commonsense precautions.
BY JAMES SCHUSTER, ESQ
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you can prevent potential plotters from
gaining a position on your payroll.
Additionally, once you’ve chosen
employees to fill important roles
within your business, there are steps
you can take to ensure that they are
geared toward protecting you from
financial loss.

Think about all of your employees,
whether they greet clients or prepare
payroll, as the gatekeepers of your

funds. Consider the following points
when making decisions about whom
to bring into such important roles
within your business.

Do your homework before you hire
anybody. A standardized employment
process isn’t just for large practices. So,
at least here, size doesn’t matter. Indeed,
for solo practitioners, it can spell the
difference between flourishing with a
good, honest, reliable employee or

disaster at the hands of a bad one.
Require résumés or completed job

applications and between three to five
professional references per candidate.
Check those references and confirm the
employment histories. Go to epls.gov,
which is the federal government’s
Excluded Parties List System. Ensure
that no candidate you are considering
is excluded or debarred from Medicare,
Medicaid, or any federal healthcare or
other program. (In fact, if you have
Medicare or Medicaid patients, you are
obligated to do so.)

Just don’t collect résumés and
references; read and review them
carefully. Observe what they say as
well as what they don’t. For candidates
who seem too good to be true, don’t
ignore employment gaps or a pattern
of bouncing around. It’s not your job
to give the candidates the benefit of
the doubt. If you don’t get a logical
explanation for discrepancies, there is
probably something the candidate isn’t
telling you.

For example: If you notice that a
candidate’s prior employers don’t
match up with that candidate’s profes-
sional references, ask about that, and
ask whether the candidate has any
objection if you contact those past
employers.

Even the most thorough and prudent
hiring practices cannot guarantee that
your business will be protected from
fraud and embezzlement. There are
certain things you can do, however, to
delegate employee functions and
communicate with your staff that can
aid in defending against financial loss.
�Don’t give employees check-writing
authority or online access to your
checking or depository accounts.
�Don’t have or use a signature stamp.
Whether an employee may be
authorized or not to use it, a
dishonest one won’t ask permission.
�Preferably weekly, but no less than
once a month, go through your
checking and depository accounts
and their line items. If you see
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something that does not line up,
contact your financial institution
immediately.
�Whether you do claims and billing

in-house or contract with a third-
party billing company, take sufficient
time to review, understand, and
assess claims and billing reports. Do
so at least once a month, at month’s
end. Ask for and require the claims
and billing reports that make sense
to you. If they don’t make sense to
you, they don’t make sense.
�If you keep an inventory of products,
such as supplements, herbal products,
vitamins, or orthotics, keep them
secured and maintain a running
count of them.
�Create a thorough inventory of all of
your computers, software, technology,
and office property and holdings.
Periodically check to make sure
nothing is missing.
�Talk to your employees. Establish

mutual trust and respect with them.
Employees who feel closer to “the
boss” may be more reluctant to steal
from you. In addition, employees who
communicate with you more regularly
may be more likely to apprise you of
any suspicious behavior they’ve
observed from a fellow worker.
�Be observant and try to assess the
personal situation of any person you
are considering bringing into your
business. An employee who appears
to be living above his or her means
may be tempted to take money from
your business to maintain their
lifestyle.

An ounce of prevention
Save your practice the hassle of
investigating missing assets only to
find that one of your trusted
employees has hatched a scheme to
drain your business’s funds. There may
be no surefire way to protect against

internal fraud, but there are steps you
can take to minimize the chances that
you and your practice will become a
victim.

By taking greater care in your hiring
practices, establishing more control
over the functions of your employees,
and communicating effectively with
your staff, you can help keep losses to
a minimum.

JAMES SCHUSTER, Esq., is a
principal at McCarthy, Lebit,
Crystal & Liffman Co., LPA. He
focuses the majority of his
practice on regulatory healthcare,

technology, and intellectual property law,
including EHR and other aspects of HITECH,
software licensing, and development. He also
serves as adjunct health law professor at the
Cleveland-Marshall School of Law, Center for
Health Law Policy. He can be contacted at
216-696-1422 or through mccarthylebit.com.

to view the references for this article, visit
ChiroEco.com/schusterref.
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integRAtive meDiCine is A populAR

topiC in the healthcare industry. As
a chiropractor, you are in a unique

position to expand this wing of your
practice.

Integrative medicine is the blending
of traditional allopathic medicine with
alternative, holistic therapies. The
integrative approach emphasizes the
mind-body connection and treats the
patient as a whole rather than simply
as a collection of symptoms.

While this approach is inherently
non-surgical, integrative physicians
recognize that surgery and medications
can be necessary. The difference
between the integrative surgeon and

his or her counterpart is that the
integrative doctor uses holistic
therapies in conjunction with surgery
to speed healing, limit pain, and get
the best possible result for the patient.

Integrative practices incorporate
many alternative treatments, varying
by specialty and the preferences of the
practitioner. Some of the most common
are: nutrition and supplements,
acupuncture and Chinese herbal
medicine, yoga, meditation and deep
breathing exercises, hypnosis and
guided imagery techniques, biofeed-
back, and biofield therapies such as
qigong and reiki.

While many complementary and

alternative medicine (CAM) practi-
tioners utilize these therapies, it’s the
use of both traditional and comple-
mentary therapies that sets the
integrative medicine practice apart.

Integrative medicine emphasizes
early diagnosis and prevention. And
nutrition and nutritional supplements
play a key role. If disease has already
been diagnosed, the goal is to slow
down or reverse the disease process.
This can mean recognizing the impor-
tance of the mind-body connection and
treating the patient as a whole person.

Stress reduction and an under-
standing of the patient’s lifestyle is
important. Skeptics should be aware

The integrative medicine practice
It’s important to know the ins and outs of an integrated
practice before you decide if it’s right for you.
BY MARC H. SENCER, MD
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that major trials are being conducted
at teaching centers that focus on the
benefits of supplements such as
coenzyme Q10 in slowing the disease
progression of chronic neurological
conditions such as Alzheimer’s,
Parkinson’s, and multiple sclerosis
(MS). Other studies focus on the effect
of integrative techniques on surgical
outcomes and healing time.

Integrative medicine is being used

by a number of medical specialties
to treat a variety of conditions. In
gastroenterology, relaxation and
biofeedback techniques, as well as diet,
are used to treat irritable bowel
syndrome. Oncologists are increasingly
turning to CAM to ease pain, reduce
stress, and support the traditional
therapies being used for cancer
patients.

Psychiatrists have a long history of

using integrative techniques, and the
field of integrative cardiology is rapidly
growing. While the focus in cardiology
is on prevention, many integrative
cardiologists are surgeons who practice
cardiac surgery or interventional
cardiology and use complementary
medicine as an adjunct.

Getting started
Here are a few things to consider if
you are creating or expanding an
integrative practice:

If you’re interested in starting an
integrated practice, you will need a
medical doctor to collaborate with,
either in the practice or outside. Often,
the patient’s family doctor will be
happy to coordinate care with you.

While you may be trained to do
some complementary therapies in
addition to chiropractic, some services
such as biofeedback, reiki, and
hypnosis may need to be done by
another practitioner.

Ideally, you should have these
people in your practice rather than
sending the patient out. This makes it
easier for you to coordinate their
integrative care.

No discussion of integrative care
would be complete without discussing
reimbursement. There will be reim-
bursement for the traditional allo-
pathic treatments. The integrative
cardiologist will still be paid for his
echocardiograms.

Insurance coverage for most comple-
mentary therapies, however, is spotty.
Some payers pay for biofeedback,
acupuncture, and medical hypnosis.
There are also codes for counseling
and psychotherapy that may be used
for some services. But many of the
complementary tests and treatments
will not be covered.

Your staff will have to verify
insurance carefully and provide
financial counseling for your patients.

One caveat: Avoid billing
complementary services as something
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Test yourself
Check your knowledge about integrative practices with
this true or false quiz.

� Dr. Smith practices acupuncture and Chinese medicine.
Since these are considered alternative medicine
treatments, Dr. Smith is practicing integrative medicine.

� You run an integrative medicine practice with an MD
partner. For a simple back pain patient, you should not
take a detailed personal and lifestyle history because it
is unnecessary and intrusive to the patient.

� Reiki and bio-energy field treatments are being studied
at major medical research centers.

� Coenzyme Q10 may slow the progression of neurode-
generative diseases like Parkinson’s and Alzheimer’s.

Answers

Nos. 3 and 4 are true.

Nos. 1 and 2 are false.

Dr. Smith is an alternative medicine provider, but since he
does not combine alternative medicine with traditional
allopathic medicine he is not an integrative physician.

Careful attention to the patient’s lifestyle and how that
affects his or her illness is one of the hallmarks of integrative
medicine. It’s an integral part of seeing the patient as a
whole person and not just as a collection of symptoms.

else. For example: Do not bill IV chelation therapy as IV
nutrition.

The good news on the reimbursement front is that some
employee plans are paying for complementary services, and
patients are increasingly seeking out and paying cash for
these services.

The nutritional supplement industry is a multi-billion-
dollar per year business — and it’s growing.

You can create a multispecialty, multi-provider integrative
practice with all of the services under one roof, or you can
start on a smaller scale by expanding the alternative services
you currently provide and emphasizing more collaboration
with MDs.

Either way, integrative medicine will provide you with
intellectual challenge, more treatment options for your
patients, and increased cash flow and profits.

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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AFteR tHe FiRst quARteR oR so

oF CHiRopRACtiC College,
many students forget why they

are there. The process of learning often
obscures its purpose. These students
suffer from “practice amnesia.”

Practice amnesia is the condition in
which students forget that chiropractic
college and national board examinations
are largely an obstacle course, an
expensive “snipe hunt” designed to test
the resolve and cognitive skills of those
who want to become chiropractors.

It’s a complicated puzzle that society
has devised to see who will be permitted
to touch patients in examination rooms
in order to rearrange their internal
skeletal structure to reduce biomechan-
ical fixations and invoke the healing
potential resulting from reducing
nervous system interferences.

Rather than seeing college for what
it is, many students are seduced into
believing that getting good grades will
somehow enhance their future
prospects. That’s because at this stage
they have not yet discovered that they
will use little of the book learning in
actual practice. They assume the
largely medically oriented coursework
will find application in day-to-day
practice.

It won’t.
Even more tragically, the diploma

and practice license are identical
whether you graduate at the top of
your class or barely scrape by at the
bottom. Patients will never ask for
your grade-point average or want to

know how well you did on your
neuroanatomy final. Unless you have a
scholarship or student loan based on
your GPA, whether you get an A or a
C is largely immaterial.

Skills that make for good test-taking
are largely unhelpful in actual practice.
This is an obstacle course, remember?

Worse, many student chiropractors
believe that the future will take care of
itself and that planning for actual
practice years before graduation is a
needless luxury. Most are concerned
with passing the boards first.

Ironically, these are the same
chiropractors who emerge unprepared,
without a plan, having squandered
valuable opportunities along the way
that could have laid the groundwork
for a successful career launch.

If you’re currently in chiropractic
school and want to practice the
discipline of chiropractic, you might
want to rethink your goal of being
class valedictorian and invest your
limited discretionary time and
attention in activities that will actually
help you in practice.

Develop your public speaking skills
Even if you don’t want to do lectures or
give talks in your community (the most
effective, least expensive way of getting
new patients), fine-tuning your ability
to speak in front of others will enhance
your confidence, self-expression, and
ability to deliver an effective report of
findings. Moreover, getting to a
Toastmasters group while you’re still in

college will help you stop the “living in
your head” that studying and relentless
test-taking seem to promote.

Tour asmany practices as possible
Chiropractic doesn’t generally offer an
organized intern or residency program
like medicine. To broaden your
understanding of the practice of
chiropractic, you’ll want to see
firsthand the good, bad, and the ugly.
Ask questions. Record your interviews.

Successful chiropractors are quick to
help students if they show up humble,
curious, and open-minded. For the
price of a couple of lunches you can
learn many of the lessons that go
untaught at chiropractic college.

Watch out for practice amnesia
BY WILL IAM D. ESTEB

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

WILLIAM D. ESTEB is the
creative director or Patient Media
Inc., a patient communication
supply resource that helps
chiropractors communicate

chiropractic principles to their patients and
prospective patients. Read his blog and
subscribe to his weekly “Monday Morning
Motivation” email at patientmedia.com.

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





7� CH I RO P RACT I C E CONOM I C S • O C T O B E R 2 6 , 2 0 1 2 CH I RO E CO . COM

DATEBOOK

Activator Methods
602-445-4231
Nov. 11–12, Boston
Nov. 17–18, Toronto
Dec. 1–2, Orange County, Calif.

Apex Energetics
800-736-4381
Nov. 9–11, Chicago
Nov. 10, Philadelphia
Nov. 17, Atlanta
Dec. 1, New York
Dec. 1–2, Fort Lauderdale, Fla.
Dec. 6, Berkeley, Calif.
Dec. 6, Santa Cruz, Calif.
Dec. 7, Sacramento, Calif.
Dec. 7–9, Denver
Dec. 8–9, Portland, Ore.

Back School of Atlanta
800-783-7536
Nov. 17–18, Jacksonville, Fla.
Nov. 30–Dec. 1, Denver
Dec. 1–2, Providence, R.I.
Jan. 24–25, 2013, San Bernardino, Calif.
Jan. 30–31, 2013, Nashville, Tenn.
Feb. 8–9, 2013, Atlanta
Feb. 23–24, 2013, Harrisburg, Pa.
March 8–9, 2013, San Jose, Calif.
March 16–17, 2013, Nashville, Tenn.
April 12–13, 2013, New Rochelle, N.Y.
April 19–20, 2013, Newark, Del.
April 26–27, 2013, Toledo, Ohio
June 28–29, 2013, Oceanside, Calif.
Oct. 4–5, 2013, Houston

Breakthrough Coaching
800-723-8423
Nov. 17, Las Vegas
Dec. 1, Orlando, Fla.
Dec. 8, Coraopolis, Pa.

Brimhall Wellness Seminars
866-338-4883
Nov. 10–11, Oklahoma City
Nov. 17–18, Sacramento, Calif.
Dec. 1–2, Orlando, Fla.

BodyZone LLC
770-922-0700
Nov. 10, Newark, N.J.
Nov. 15–18, Naples, Fla.
Dec. 8, Bloomington, Minn.

California Chiropractic Association
916-648-2727
Nov. 17–18, Santa Ana, Calif.
Dec. 1–2, Monterey, Calif.

Cleveland Chiropractic College
800-969-2701
Nov. 17–18, Overland Park, Kan.
Dec. 1, Overland Park, Kan.
Dec. 8–9, Overland Park, Kan.
Jan. 12–13, 2013, Overland Park, Kan.
March 2–3, 2013, Overland Park, Kan.
April 12–13, 2013, Overland Park, Kan.
May 4–5, 2013, Overland Park, Kan.

Cox Seminars
800-441-5571
Nov. 16–18, Chicago

Dynamic Movement Workshop
855-668-3166
Nov. 15, Tampa, Fla.
Nov. 18, Tampa, Fla.
Dec. 13, West Palm Beach, Fla.
Dec. 16, West Palm Beach, Fla.

Foot Levelers
800-553-4860
Nov. 10–11, Baltimore
Nov. 17–18, Chicago
Nov. 17–18, Bowling Green, Ky.
Nov. 17–18, Des Moines, Iowa
Nov. 17–18, Charlotte, N.C.
Nov. 17–18, Sioux Falls, S.D.
Dec. 1–2, Newark, N.J.
Dec. 1–2, Pittsburgh, Pa.
Dec. 1–2, Denver
Dec. 1–2, Phoenix
Dec. 1–2, Milwaukee
Dec. 1–2, Louisville, Ky.
Dec. 1–2, Providence, R.I.
Dec. 8–9, Cleveland
Dec. 8–9, Staunton, Va.
Dec. 15–16, Charleston, S.C.

Freedom FastTrack
801-214-9663
Nov. 9–11, Salt Lake City

Impulse Adjusting Systems
888-294-4750
Nov. 10–11, Kansas City, Kan.
Nov. 17–18, Napa, Calif.
Dec. 1–2, Los Angeles
Jan 19–20, 2013, Phoenix

Jan. 26–27, 2013, Orlando, Fla.
Feb. 9–10, 2013, San Francisco
Feb. 16–17, 2013, Atlanta
Feb. 23–24, 2013, St. Louis
March 2–3, 2013, Tyson’s Corner, Va.
March 9–10, 2013, Cambridge, Mass.
March 16–17, 2013, Seattle
March 23–24, 2013, Columbus, Ohio
April 20–21, 2013, Chicago
April 27–28, 2013, Denver

Integrative Therapeutics
800-931-1709
Nov. 13, Webinar
Dec. 6, Webinar

Kinesio Taping Association
888-320-8273
Nov. 10, Wolcott, Conn.
Nov. 17–18, Lake Placid, N.Y.
Dec. 1–2, Clinton, N.J.
Dec. 8, Baltimore
Feb. 23–24, 2013, Somerville, N.J.
March 2–3, 2013, Kennesaw, Ga.
March 23–24, 2013, Somerville, N.J.
April 13–14, 2013, Tulsa, Okla.
April 20–21, Grundy Center, Iowa

Logan College of Chiropractic
800-842-3234
Nov. 17–18, Chesterfield, Mo.
Dec. 15–16, Chesterfield, Mo.
Jan. 19–20, 2013, Chesterfield, Mo.
Feb. 16–17, 2013, Chesterfield, Mo.
March 23–24, 2013, Chesterfield, Mo.
April 13–14, 2013, Chesterfield, Mo.
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Meditech International Inc.
888-557-4004
Nov. 16–17, Toronto
Nov. 23–24, Calgary, Alberta
Dec. 7–8, Toronto

MyoVision
800-969-6961
Aug. 18, 2013, Seattle

Neuromechanical Innovations
888-249-4750
Nov. 10–11, Kansas City, Kan.
Nov. 17–18, Napa, Calif.
Dec. 1–2, Los Angeles

Neuro-Structural Taping Technique
888-750-1577
Nov. 10–11, Del Mar, Calif.
Dec. 1–2, New York

Palmer College of Chiropractic
800-452-5032
Nov. 10–11, Las Vegas
Nov. 10–11, Port Orange, Fla.
Nov. 17–18, Columbus, Ohio
Nov. 17–18, San Jose, Calif.
Nov. 17–18, Davenport, Iowa
Dec. 1–2, Las Vegas
Dec. 1–2, San Juan, Puerto Rico
Dec. 8–9, Davenport, Iowa
Jan. 12–13, 2013, Port Orange, Fla.
Jan. 12–13, 2013, San Jose, Calif.
Jan. 19–20, 2013, Columbus, Ohio
Jan. 19–20, 2013, Davenport, Iowa.
Jan. 26–27, 2013, San Juan, Puerto Rico
Jan. 26–27, 2013, Davenport, Iowa
Feb. 2–3, 2013, Port Orange, Fla.
Feb. 9–10, 2013, Las Vegas
Feb. 9–10, 2013, San Jose, Calif.
Feb. 16–17, 2013, Columbus, Ohio
Feb. 16–17, 2013, Davenport, Iowa
Feb. 23–24, 2013, Davenport, Iowa
Feb. 23–24, 2013, San Juan, Puerto Rico
March 1–3, 2013, Port Orange, Fla.
March 2–3, 2013, Las Vegas
March 9–10, 2013, Davenport, Iowa
March 23–24, 2013, Davenport, Iowa
April 13–14, 2013, Port Orange, Fla.
April 27–28, 2013, Davenport, Iowa

Professional Applied Kinesiology
315-451-1152
Nov. 17, Waterloo, N.Y.
Jan. 12, 2013, Waterloo, N.Y.
Jan 19–20, 2013, Daytona Beach, Fla.
Feb. 2, 2013, Waterloo, N.Y.
Feb. 9–10, 2013, Daytona Beach, Fla.
March 2, 2013, Waterloo, N.Y.
March 23, 2013, Waterloo, N.Y.
April 6–7, 2013, Daytona Beach, Fla.
April 13, 2013, Waterloo, N.Y.

VM Seminar Solutions
508-457-1245
Nov. 10, Newark, N.J.
Nov. 10, Portland, Ore.
Nov. 17, Anaheim, Calif.
Nov. 17, Stamford, Conn.
Dec. 1, Portland, Maine

For a searchable list of more seminars and
show dates or to submit your event, visit
ChiroEco.com/datebook.
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Joint support
Glucosamine Synergy from Standard Process is
formulated to help maintain healthy joint
function and support the body’s normal
connective-tissue repair process. Along with
glucosamine sulfate, it contains boswellia to help
relieve discomfort in affected areas. Omega-3s
from flaxseed oil help promote bone growth and
restoration. These statements have not been

evaluated by the Food and Drug Administration.
Call ���-���-���� or visit standardprocess.com.

Skin lotion
Natural Kukui Body Silk Moisturizer from
Caribbean Solutions is a rich, non-greasy lotion
that hydrates, rejuvenates, and enriches skin
tissue. This lotion contains organic aloe leaf,
squalene oil, and a variety of tropical plant
extracts from the Caribbean known for their
high content of natural vitamin E and
moisturizing effects on the skin.
Call ���-�77-7��� or visit caribbean-sol.com.

Digital imaging
C-DR 1417 sensor from 20/20 Imaging is
designed to directly capture the image
data and displays it on a monitor within
10 to 12 seconds. It is adaptable to most
existing grid cabinets with its universal
hang-on-adapter or by utilizing the

optional trans-former grid cabinet. It features economic CCD
technology and a flat panel detector.
Call ���-7��-���� or visit ����imaging.net.

Heat therapy
NMS Gel Pack from Norwegian
Medical Supply LLC is a heat therapy
device. The heat remains at a steady
130 F, with only a drop of
approximately 45 F. Its saline content
is protected in a double-layered material, preventing any residue to
reach the saline and become unmanageable.
Call ���-���-���� or visit norwegianmedicalsupply.com.

Massage stones
Moon Stones from Ceramic Wonder
USA LLC are marketed as innovative
and effective, and represent a unique
combination of modern day
technology and Scandinavian

massage traditions. Ceramic Wonder is committed to serving the
spa and wellness industry by manufacturing innovative, high-quality,
environmentally safe ceramic tools and accessories.
Call ���-���-���� or visit ceramicwonder.com.

Rehab therapy
Thera-Band Foam Roller Wraps+
from Performance Health are
patent-pending and used in
conjunction with standard 6-inch
round foam rollers. They allow you
to make the most of foam rolling, whether you’re introducing it to
your practice or enhancing an existing foam roller investment.
Call ���-���-���� or visit performancehealth.com.

Intestinal health
Multi-Flora Junior from UAS Laboratories is the
source of a special strain of Bifidobacterium
lactis, Lactobacillus acidophilus (DDS(R)-1),
and Fructooligosaccharides (FOS). It should be
used as an aid in maintaining normal intestinal
flora and can be added to baby foods,
formulas, or liquids. It must be fed immediately
once mixed with food or water.
Call ���-���-��7� or visit uaslabs.com.

Sleep aid
Glysom from Ajinomoto North
America Inc. is designed for those
with occasional sleeplessness and
helps improve sleep quality. Glysom
aids in a sounder, more satisfying
sleep without any side effects or
morning drowsiness. These
statements have not been evaluated by the Food and Drug
Administration.
Call �77-��7-���� or visit capsiatenatura.com.

PRODUCTSHOWCASE
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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.

Software
Demandforce is an online

marketing and communication software service from Intuit Inc. It’s
designed to help local businesses thrive in the Internet economy
using email communications, text messaging, and online services.
Demandforce is marketed as combining an award-winning
communication platform with best-in-class reputation and
networking tools into one powerful Web-based application.
Call ���-���-���� or visit demandforce.com.

Exercise system
Posture Angel from Hill Laboratories is a
therapeutic exercise system intended for small
spaces. It is a versatile system that uses
resistance band exercises to target isolated
muscle groups while maintaining plumbline
posture. Its design helps patients engage only
the intended muscles while minimizing
distortional stress on the body as a whole.
Call �77-���-���� or visit
postureangel.com.

Nutrition
Smoothie Power Tool from OmniBlender.com LLC is
a three-horsepower blender. It’s marketed as being
as good as its higher priced competitors, and
blends perfectly fine smoothies, sauces, hot soup,
ice cream, and more. It comes with a seven-year
warranty.
Call ���-���-���� or visit �blenders.com.

Vibration therapy
VibraWav Pro is designed to stimulate
muscles throughout the body more
effectively than traditional exercise and
activity. This causes the muscles to contract
up to 50 times per second and 3,000 times
per minute. This creates increased blood-
flow with an improvement of transport for
oxygen/carbon dioxide, vitality components,
energy components, toxins, and waste
down to the cellular level.
Call ���-���-���� or visit vibrawav.com.

Aqueous extract
Osteo-Sil from EuroMedica Inc. is an aqueous
extract of horsetail providing silica through a
patented extraction method, filtering out the
insoluble parts that are abrasive and harmful.
It is entirely soluble and virtually 100-percent
absorbable. Osteo-Sil provides organic silica,
flavonoids, and trace minerals (from the sea),

bound to marine lipids for superior absorption.
Call ���-���-7��� or visit euromedicausa.com.

Leg rest
The Lounge Doctor is marketed as
the ultimate leg rest for venous
health, comfort, and relaxation. It
positions the legs in a unique
patented position that helps
maximize venous and lymphatic flow
and reduce leg swelling. The angles are based on extensive medical
research by a board certified vascular surgeon.
Call ���-���-���� or visit loungedoctor.com.

Vitamin D
Vitamin D3 2,000 IU Chocolate Chewable from
Integrative therapeutics provides an easy way to
increase intake of cholecalciferol — the same
form of vitamin D our bodies create naturally.
Human skin cells can synthesize adequate
vitamin D after exposure to UV-B rays from

sunlight, which is why it is sometimes called the “sunshine vitamin.”
Call ���-���-���� or visit integrativeinc.com.

Scanning software
V7+ Software from Foot Levelers
was designed to enhance the
Associate Platinum and scanning
patients’ feet. The software is
manufactured to display the severity
of pronation and how imbalances in
feet can lead to problems in the knees, hips, back, and shoulders.
New features include: pronation/stability index, increased reliability,
whole-body assessment, and vibrant graphics.
Call ���-���-���� or visit footlevelers.com.
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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.

CENTRAL KS PRACTICE FOR SALE -
Doctor retiring, established 1972. 2,800 sq. ft.
clinic; town pop. 13,500; county 30,000. Buy
practice an/or clinic. Available January 1 or
before. Details: 620-241-5272; larryethomp-
son1432@att.net.

PRACTICES FOR SALE in AK, Al, AR, FL,
GA, IN, KY, KS, MA, MO, NC, NJ, NM, NY,
PA, TN, TX, VT. I have new doctors who want
to buy your practice. $200.00 for Practice
Analysis. For more info Contact Dr. Tom
Morgan, VolumeDC@aol.com, 770-748-6084.
www.VolumePractice.com

POSITIONS AVALIABLE

ASSOCIATE AND CHIROPRACTIC
DIRECTOR Lexington, Dallas, Oak Brook.
We are looking for chiropractors to join our
movement to be a part of transforming the
face of “Health Care” as we know it. We offer
unmatched benefits package. All Chiropractic
Directors starting salary average $70k
with buy-in option up to 49%. If interested,
respond via email with current resume to
akolodziej@chiroone.net

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.

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

FLORIDA PRACTICES FOR SALE!
See descriptions and pictures of our listings

at www.floridapracticesales.net
Selling? Buying? We can help.

Call 239-362-7302

WHYADVERTISE HERE?
BECAUSE IT WORKS!

Every ad that runs here, also runs
on our Web site: Chiroeco.com










