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More From The Web
�Exercising with others helps college

students reduce stress. Read more at
ChiroEco.com/exercisecollege.

�Five myths that misinform our efforts
to slim down. Read more at
ChiroEco.com/5myths.

The TuesdayWebinar Series
Chiropractic Economics webinars are
always available for you to download.
You can choose from a variety of topics
that affect 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 Anthony Lombardi, 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
7 pounds...of what?!
Perry Chinn
ChiroEco.com/chinn

Results to Referrals
Video: acupuncture motor point
stimulation of deltoid muscle
Anthony Lombardi, DC
ChiroEco.com/lombardi

What are you
broadcasting?
Twitter
Shawne Duperon
ChiroEco.com/duperon

Resource Centers

Nutritional Supplements
ChiroEco.com/deecee

�Try African mango to lose weight
�Boron: good for your bones and more

Chiropractic Tables
ChiroEco.com/hill

�Choosing a chiropractic table
�Chiropractic care for knee pain

Foot Orthotics
ChiroEco.com/footlevelers

�Ten reasons to use an exercise band
when working out

�Use foam rollers and roller sticks to
help muscles

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

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

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

What’s New Online Plus

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

hamback
Dr. Lombardi helps student
chiropractors launch their careers in
the latest @ChiroEcoMag issue.
fb.me/JLdpFHqn

MindBodyChiro
Very cool! RT @ChiroEcoMag:
Chiropractic student transforms into
Skeletal Man as a learning tool for
classmates: ow.ly/oUDce

accshapp
@ChiroEcoMag Amazing photo to
honour and remember those who
lost their lives on 9/11.

Shahin Pourgol
HAPPY CHIROPRACTIC DAY!
September 18th, 1985 is when
chiropractic was founded in
Davenport, Iowa, USA by Canadian
Dr., D.D. Palmer.

Tangut USA Corporation
Check out the Chiropractic Economics
Product Showcase and Buyers Guide
2013! Lots of great products in many
different categories. Sea Berry
Essence is one of them under Herbs
& Homeopathy - Thank you for this
feature! #chiropractic #herbs
#homeopathy

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

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

SocialMedia Shout-Outs
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YOU MAY HAVE HEARD THAT 40 IS THE NEW 30, THAT
50 is the new 40. But what does that mean, exactly?
The answer can be found in your family’s photo

album. When you look at those old black-and-white photos
and fading Polaroids, you’ll notice that our ancestors tended

to age more quickly than we do. In 1940, the
average U.S. citizen could expect to live to be
about 63 years old. By the year 2000, that
number increased to nearly 80 — a gain of
more than 25 percent.

As time is the one thing you cannot buy
more of, by any measure the gains in life
expectancy have been a positive development.
And as people have come to live longer, they
are tending to age better, too.

This has been true up to a point. Now, in
looking at projected trends in longevity, we’re

seeing a leveling off and, worrisomely, some cohorts may
actually have shorter life expectancy than their parents.

What’s going on here?
As a healthcare professional, you already know the

answer — you see it in your practice daily. Overweight and
obese patients are practically the norm. Diets heavy on
processed and chemical-laden foods. Sedentary lifestyles.
Environmental pollution.

The result of this impacts both life expectancy and life
quality. What good is it to live an extra 10 years if most of
those are bedridden and spent combatting chronic illness
and disease?

So when we talk about anti-aging and wellness, these are
the primary issues on the table. Not “looking younger” or
cosmetic concerns with vanity, but truly feeling young,
healthy, and vibrant all through one’s life.

This is where chiropractic stands head and shoulders above
other healthcare modalities, and where you shine the brightest.
In this issue of Chiropractic Economics, we have some ideas
about how you can help your patients age the easy way, not
the hard way, and raise your game in this regard.

To your success,

Let me knowwhat’s
on your mind:
904-567-1539
Fax: 904-285-9944
dsosnoski@chiroeco.com
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advance the ability of doctors of chiropractic to
provide patients with access to high-quality,
cost-effective care.”

“It is an honor to have this opportunity to
serve the smart, compassionate, and innovative
professionals who comprise ACA’s membership,”
said Potter. “I am thrilled to join the top-notch
ACA staff team, and look forward to working with
the members, board, staff, and the chiropractic
profession to make a difference in the health
and lives of patients and their families.”

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

Source: American Chiropractic Association,
acatoday.org

C O L L E G E N E W S

Canadian Memorial
Chiropractic College
president steps down
The Canadian Memorial Chiropractic College
(CMCC) Board of Governors announced that
Jean A. Moss, DC, will step down from her
position as president, effective June 30, 2014.
She will continue to lead CMCC for the
remainder of the academic year.

“It is a bittersweet milestone. Jean leaves an
extraordinary legacy of innovation and success
and very large shoes to fill,” said Mark
Symchych, DC, chair of the CMCC Board of
Governors and CMCC.

Moss attended CMCC and graduated in 1970
as a doctor of chiropractic. She began a private
practice and joined the CMCC faculty on a part-
time basis in 1971. Since then, she has held a
number of increasingly responsible roles at
CMCC that culminated in her serving as president
since 1990. During her tenure, CMCC has grown
and prospered and has achieved national and
international recognition for the quality of its

CHIROECONEWSflash.com

T O P N E W S

Chiropractic recognized as key contributor
in treatment of back pain
The Foundation for Chiropractic Progress (F4CP) has endorsed the conclusion of a recent report,
titled “Adding chiropractic manipulative therapy to standard medical care for patients with acute low
back pain: results of a pragmatic randomized comparative effectiveness study” (Spine; 4.15.2013).

The study found that for patients with low-back pain, the addition of chiropractic care to standard
medical care (SMC) offered greater than a four-fold increase in patients whose pain and disability
was “completely gone, much better, or moderately better.”

“The inclusion of chiropractic care in this study setting demonstrated that chiropractic can
promote cost-effective and clinically efficient outcomes for musculoskeletal conditions,” shares
Gerard Clum, DC, spokesperson, F4CP, who points out that the evidence-based care also ranks highly
in terms of patient satisfaction. “Reports continue to confirm the extended value of chiropractic and
support its inclusion within care delivery models, such as patient-centered healthcare homes
(PCHCH) and accountable care organizations (ACOs).”

to learn more about this study, visit ChiroEco.com/spinestudy.
Source: Foundation for Chiropractic Progress, f4cp.com

Chief operating officer joins ICA’s management
As part of a major expansion of the organization’s professional and management resources, the board
of directors of the International Chiropractors Association (ICA) has selected Mark Cook to serve as
the ICA’s chief operating officer (COO).

Cook will assume responsibility for the management of the ICA’s business and financial operations
at the ICA’s Falls Church, Va., headquarters. He brings 25 years of experience in non-profits, private
enterprise, and government, with emphasis on processes improvement, technology, and communications.
Serving in the administration of the current Maryland governor, Cook was responsible for the governor’s
signature StateStat performance management program at a billion-dollar, 2,000-person agency.

Employing statistical analysis for improving government, Cook successfully implemented this
program; provided staffing projections, strategic planning, wrote the agency’s first annual report, and
improved customer service and program delivery.

For more information on Cook, visit ChiroEco.com/icacook.
Source: International Chiropractor Association, chiropractic.org

American Chiropractic Association announces new CEO
The American Chiropractic Association (ACA) has selected James G. Potter as its chief executive
officer. He joined the ACA in mid-September, replacing Bill O’Connell.

“Jim is an experienced leader with a proven track record of results,” said ACA President Keith
Overland, DC. “The Board was impressed not only by his broad management experience with
national healthcare professional associations and proven advocacy expertise, but also with his
passion for our mission. We are confident that Jim will be invaluable to ACA’s success in its efforts to
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programs, the competence of its graduates and
the breadth of its innovations and contributions
in education and research.

to read more about moss, visit
ChiroEco.com/mossstepsdown.

Source: CanadianMemorial Chiropractic College,
cmcc.ca

Palmer College administrator
receives 2013 Lincoln
Research Prize
Christine Goertz, DC, PhD, was awarded the
2013 Lincoln Research Prize for Chiropractic
and Biomechanics. Among the outstanding
nominees for the prize, Goertz was selected for
demonstrating excellence in clinical research
completed during the years 2010–2012 that
most significantly contributed to the body of
knowledge and also directly impacted patient
care.

The prize was founded by its three sponsors,
the Florida Chiropractic Foundation for Education
& Research (FCF), Lincoln Chiropractic College
Education & Research Fund (LCERF), and FCA,
along with the Lincoln Endowed Research Chair
at the University of South Florida, in order to
bring attention to chiropractic research and build
the image of chiropractic in the scientific
research community worldwide.

The prize is awarded to an individual who
demonstrates the most outstanding research
productivity in patient-oriented, epidemiological,
and health outcomes research related to
chiropractic care. At $20,000, the Lincoln
Research Prize is the largest research prize in
the chiropractic profession.

to read this article in its entirety, visit
ChiroEco.com/lincolnprize13.

Source: Palmer College of Chiropractic, palmer.edu

Logan University opens
chiropractic clinic at
Paraquad
Logan University’s College of Chiropractic has
opened a part-time clinic at Paraquad, a non-
profit community health and wellness resource
in St. Louis that helps people with disabilities
live more independently and actively participate
in their communities.

This collaborative partnership between Logan
University and Paraquad places Logan students
in an integrated healthcare environment, working
alongside physical and occupational therapists.

As part of Paraquad’s Health and Wellness
Program, the clinic allows Logan students to
provide hands-on chiropractic treatment while
learning from other healthcare professionals
about patient care.

For more information on the Paraquad
clinic, visit ChiroEco.com/paraquad.

Source: Logan University, logan.edu

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

Foot Levelers promotes
international chiropractic
growth
Key executives of the Foot Levelers team are
traveling internationally to promote the growth
of chiropractic outside of North America. China,
Australia, and Mexico were first stops on a jam-
packed itinerary that will soon include Europe.

Mark Zeigler, DC, Foot Levelers’ vice president
of education, recently travelled to Shanghai,
where he visited an orthopedist and general
practitioner at St. Michael’s Hospital to discuss
protocols and the role of orthotics in the
chiropractic profession. After his visit, Zeigler
traveled to Tianjin in Northern China, and met
with representatives from Beiman Hospital,
Tianjin University of Traditional Chinese
Medicine (one of the oldest TCM institutions),
and the First Teaching Hospital of Tianjin
University. At the university, he spoke with the
vice president about the role of chiropractic in
rehabilitation and functional medicine.

For more information on their other trips,
visit ChiroEco.com/flinternational.

Source: Foot Levelers, footlevelers.com

Standard Process Inc.
sponsors new app for
chiropractors
Standard Process Inc. partnered with Visual
Odyssey, a chiropractic software developer, to
develop a free app that can show patients
what’s going on inside their bodies and how it
relates to a chiropractic adjustment. The app is
available for Apple or Android phones and
NeuroPatholator PopUp Windows software for
computers.

Based on the popular NeuroPatholator
electronic nerve wall chart, the Patholator app
puts the NeuroPatholator Anatomy menu at the
fingertips of chiropractors who use it. The new
app highlights the connections between the

vertebra, nerves, organs, extremities, muscles,
and dermatomes. Using clear and easy-to-
understand visuals, the Patholator app helps
patients see how they can support their own
body with whole food nutrition that specifically
targets their health challenges.

to learn more about the Patholator app,
visit ChiroEco.com/neuropathapp.

Source: Standard Process, standardprocess.com

H E A L T H N E W S

NFLAA members offer
discounted healthcare
to retired players
NFL Alumni Association (NFLAA) members will
have access to deeply discounted healthcare,
products, and services under an agreement that
the NFLAA has reached with healthcare
providers Maximized Living.

“Health is the number-one concern for retired
NFL players, and we are proud to offer our
members a program that provides affordable
care geared toward former athletes,” said
NFLAA CEO and President Joe Pisarcik. “Our
goal is to give our members a valuable resource
they can use to improve all aspects of their
wellness, which will help them lead healthy,
happy, productive lives after their playing days
are done.”

Under the agreement with the NFLAA,
Maximized Living will:
�Provide discounted access to Maximized

Living’s 5 Essentials of Healthy Living to NFL
Alumni members to naturally treat conditions
specific to high-velocity injuries of the head,
neck, spine, and extremities, and lifestyle-
related maladies common to former athletes.

�Set up a local Healthy Living Workshop at
each NFLAA Chapter location nationally.

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

Source: NFL Alumni Association, nflalumni.org
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HYPNOTISM AND CHIROPRACTIC

ENJOY A SIMILAR HISTORY IN

that both have been considered
an alternative to allopathic medicine and
both offer an alternative to what most
believe to be the known path to health.

Within the hypnosis discipline,
some of the uses of greatest interest to
the practicing chiropractor are weight
loss, smoking cessation, and pain-
management protocols. Although the
use of conversational or covert
hypnotism can be emphasized by the
chiropractor to motivate patients for
many treatment applications, patients
are better served when you allow them
to know that hypnosis is taking place
so that they can expect results. The
patient needs to know that the magic
happened.

Benefits of hypnotism
When making the case for using
hypnotism in clinical practice, four key
benefits stand out:
�Lack of side effects.

�The bond created between
practitioner and client can be
therapeutic in itself.

�Can be done as an unattended
modality for part of the protocol,
leaving you and your staff free to get
other tasks done.

�Offers you and your practice a
unique selling proposition for weight
loss and smoking cessation.

Hypnosis is the use of suggestion to
induce belief. The modality can help
clients come to terms with the past,
reduce stress, and rehearse future
behavior or goals.

To employ hypnosis, the hypnotist is
trained to first empathize with the client.
The hypnotist mimics the observable
physiological and psychological
behaviors of the client to feel what the
client feels, and think in the patterns
the client displays.

The ability to observe and then
match the client allows the hypnotist to
create the connection and rapport

needed for the patient to feel safe.
Most veteran hypnotists find that if

they match the breath rate, attitude,
movement range, vocabulary, and
observable values of the client, the
experience begins to feel like mind
reading. This is caused by the synchro-
nization of the communication styles
and thinking patterns between the
hypnotist and client.

When beginning the induction of
the client, the hypnotist slows his or
her own metabolism, relaxes his or her
own muscles, and slows the brain
down to theta waves in order to lead
the client into the desired hypnotic
relaxation. The idea is that if you want
someone to go into a certain state of
mind, you must go into it first.

Repetition, repetition, repetition
When working with hypnosis, you
discover that people need to hear and
visualize a concept at least three times
before they internalize it. This raises
the question of how many times you
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Behavior change
Learn how hypnotism can play a
role in your practice.
BY JULIE NISE , LMFT, LPC , CH
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should tell patients what you need them to do in their lives
before you can expect them to follow directions.

For many practitioners, the number of times they repeat
directions to patients is low. Then they are frustrated that
the patients are not taking action. During hypnosis, sugges-
tions are routinely repeated for better comprehension and
agreement.

James Braid, the doctor who created the term “hypnosis,”
later lamented that he wished he had named it “mono-
ideism.” He wanted the new term in order to focus on
causing people to focus on one thing at a time.

Braid also regretted the misconception that a hypnotized
subject should expect to be asleep. Hypnosis is not sleep;
rather, it is a relaxed state of mind.

Feelings first
Imagine being able to get your patients to eat the way they
need to in order to heal. Imagine your patients following
through with your instructions for spinal rehabilitation. The
study of hypnosis allows you to communicate with reason
enhanced by the understanding that all human decisions are
based on emotions first and then justified by intellect
afterward.

All too often, healthcare professionals appeal exclusively
to logic and rational thought. This over-emphasis on reason
is a mistake doctors make in order to be “in character” as
physicians or experts. When using hypnosis, you learn to
focus on the emotional drivers in a client in order to
facilitate healing. After appealing to the emotions, you can
then follow up with the rationalizations needed to justify
reacting to the emotional appeal. People feel first, and
rationalize second.

Relaxation, fixation, and repetition are the hallmarks of
most hypnosis inductions. The patient is given physical
suggestions such as the eyes being stuck closed or feeling
tingling in the hands and feet to enhance the experience and
convince them that they are having a hypnotic episode.

Peer-reviewed evidence
One meta-study that examined the effectiveness of hypnosis
in pain management compared studies evaluating hypnotic
pain reduction in healthy volunteers versus those using
patient cohorts. In particular, it looked at the relationship
between hypnoanalgesic effects and participants’ hypnotic
suggestibility to determine the effectiveness of hypnotic
suggestion for pain relief relative to other nonhypnotic
psychological interventions.1

The examination of 18 studies revealed a moderate to
large hypnoanalgesic effect, supporting the efficacy of
hypnotic techniques for pain management. The results also
indicated that hypnotic suggestion was equally effective in
reducing both clinical and experimental pain.
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Another meta-study examined the
results of 20 controlled studies on the
use of hypnosis as an adjunct to surgical
care. In these studies, hypnosis was
typically administered to patients in the
form of a relaxing induction phase
followed by suggestions for the control
of side effects (e.g., pain, nausea,
distress).

Only studies in which patients were
randomized to either a hypnosis or

control group (no-treatment, routine
care, or attention-control group) were
included. The patients in hypnosis-
treatment groups had better outcomes
than nearly 90 percent of the patients
in control groups.2 It was found that
adjunctive hypnosis helped the majority
of patients reduce adverse consequences
of surgical interventions.

John Kappas wrote extensively on
the fact that patients tend to react

more readily either to physical,
emotional, or intellectual directions.3
The hypnotist at first uses all three
types to determine which gives the
client the most convincing feeling of
being hyper-suggestible.

Many chiropractors are familiar with
Thurman Fleet, DC, and his promul-
gation of suggestive therapeutics
through his Concept-Therapy Institute.
The idea is that the way the patient
stores ideas, concepts, and emotions
directly affects physical health.4

Fleet frequently demonstrated how
ideas affect physiology. This included
simple exercises, such as sucking on a
lemon in front of a group and watching
the attendees salivate and pucker.

In modern hypnosis practice, the
idea of hypnotic depth has given way
to the idea of effective convincers so
that the client will take action later.

The mind and body connect in
countless ways. Expectation followed
by realization is usually how a patient
defines being assisted. This process can
be greatly amplified using the power of
simple suggestions.

JULIE NISE, LMFT, LPC, CH, is
the owner of Southeast Hypnosis,
a hypnosis clinic and a state-
licensed school that teaches
hypnosis and neurolinguistics. She

is also the president of International Hypnotism
Training Consultants, a group of hypnosis clinic
and school owners. She can be contacted at
281 996-8000, Julie@southeasthypnosis.com,
or through southeasthypnosis.com.
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MUCH LIKE THE SPARK PLUGS IN

YOUR CAR, THE VITAMIN-LIKE
nutrient coenzyme Q10

(CoQ10) serves as a vital catalyst to
ignite the mitochondrial “spark” that
creates cellular energy. Without adequate
CoQ10, cells aren’t able to support
normal levels of activity. But this
powerhouse coenzyme also boasts
antioxidant activity that has been shown
to address a growing number of health
conditions.

To accomplish these two critical
tasks, CoQ10 dynamically cycles
between oxidized ubiquinone and
reduced ubiquinol. While both
ubiquinone and ubiquinol are part of
the total CoQ10 concentration in the
body, there are molecular differences
between the two.

Ubiquinol contains two additional

hydrogen atoms and two more electrons
than ubiquinone. The electrons
ubiquionol donates give it the power to
neutralize free radicals.1 The two
additional hydrogen atoms also make
ubiquinol more hydrophilic (water
soluble) than ubiquinone, which in
turn makes it considerably easier for
the body to assimilate.

In healthy young individuals, total
CoQ10 is comprised of approximately
95 percent ubiquinol.2 However, health
conditions that cause oxidative stress
decrease this ratio by lowering the
amount of serum ubiquinol.3
For example: The level of ubiquinol

in people with diabetes can be nearly
75 percent lower than normal.4-6 Those
with fibromyalgia can have as much as
40 percent less serum ubiquinol than
normal.7,8 Other studies note signifi-

cantly lower plasma ubiquinol levels in
patients with coronary artery disease,
male infertility, neurological conditions
like Parkinson’s and Alzheimer’s
disease, and liver disease.9-14 (See chart
on next page.)

Simply getting older can also
undermine a healthy ratio. As a person
ages, the body loses much of its ability
to convert ubiquinone to ubiquinol.
Without adequate levels of reduced
CoQ10, the body is less able to defend
itself against oxidative stresses that
contribute to premature aging and
disease.15 Thus, many clinicians now
recommend ubiquinol supplemen-
tation, a practice with growing peer-
reviewed backing and clinical credibility.

Heart-smart CoQ10
The heart requires a large amount of

The spark of life
Understand the role ubiquinol plays in the
maintenance of health and treatment of disease.
BY GAETANO MORELLO, ND
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energy to function properly, so it’s not
surprising that some of the highest
concentrations of CoQ10 are found in
the cardiovascular system. And because
free radical damage plays a significant
role in many types of heart disease —

especially atherosclerosis and congestive
heart failure (CHF) — supplementing
with ubiquinol has been found to
mitigate cardiovascular damage.

Over the past decade, studies have
demonstrated that ubiquinol inhibits

low-density lipoprotein (LDL) oxidation
better than many other antioxidants,
including alpha-tocopherol.16 Not only
does ubiquinol inhibit the peroxidation
of cell membrane lipids, it also thwarts
the overall oxidative degradation of
lipoprotein lipids circulating throughout
the body.

Ubiquinol may also have a direct
effect on the progression of athero-
sclerotic lesions, as demonstrated in a
mouse model of atherosclerosis.
During the study, the mice fed a high-
fat diet and also given ubiquinol had a
lower concentration of lipid hydroper-
oxides in atherosclerotic lesions. Plus,
the lesions were considerably smaller
than those in the untreated mice.17

Ubiquinol also plays a key role in
congestive heart failure. When
Langsjoen and colleagues evaluated a
group of patients with advanced CHF,
they found that the majority had sub-
therapeutic levels of total plasma
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CoQ10, despite supplementing with up
to 900 mg of CoQ10 daily. However,
after switching the patients to a daily
dose of 580 mg of supplemental
ubiquinol, the researchers found that
plasma CoQ10 levels increased 300
percent. What’s more, mean ejection
fraction improved 17 percent. This
suggests that ubiquinol provides better
results in patients with CHF using a
lower dose.18

The aging brain
As baby boomers head into their golden
years, many are concerned about
cognitive function. This concern is
well-founded since excess reactive
oxygen species (ROS) like oxygen ions
and peroxides can cause a loss of
function in neural cells. Studies have
linked this uptick in free radical
damage to a variety of neurological
disorders, including Alzheimer’s and

Parkinson’s disease.19

When 30 patients with untreated
Alzheimer’s disease were compared to
30 healthy controls, researchers at Japan’s
Iwate Medical University found that
levels of oxidized CoQ10 were nearly
twice as high in the cerebrospinal fluid
in the Alzheimer’s group than in the
control group.20 However, preliminary
research using aged mice bred with
amyloid precursor protein mutations
suggests that supplementing with
ubiquinol delays brain atrophy.21

Similar effects have been found in
animal models of Parkinson’s disease.22

Because unchecked ROS are
implicated in many other facets of
cellular senescence, ubiquinol is
suspected to improve overall aging
conditions. Animal studies suggest that
supplementing with ubiquinol can
significantly slow the rate of physical
decline. One particular study using a
senescence-accelerated mouse model
found the rate of aging to be 40
percent slower in mice given a daily
ubiquinol supplement compared to
those taking ubiquinone and, 51
percent slower than mice given a
placebo.23

Diabetes and liver health
Diabetes is a rising concern among
Americans. Between 1995 and 2010,
rates of diagnosed type 2 diabetes
across the country doubled.24

Emerging evidence suggests that low
ubiquinol levels may play a role in
postprandial hyperglycemia and
increased oxidative stress.

Further, a recent trial by Mezawa
and colleagues found that supple-
menting with 200 mg of ubiqunol daily
improved pancreatic function in type 2
diabetic patients, resulting in improved
blood sugar metabolism. The researchers
demonstrated a significant reduction
in hemoglobin A1c due to improved
insulin production efficiency. This
suggests that ubiquinol can be used to
help improve blood sugar metabolism.25

Earlier studies also found that
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ubiquinol improves pancreatic beta cell
response and glycemic control in
patients with diabetes and pre-diabetes.26

Obesity is a common thread among
many diabetics. Here too, ubiquinol
may be beneficial. Preliminary studies
have found that supplemental CoQ10
offers protection against the liver
damage associated with obesity and
poor diet.

Routinely eating a diet high in fat
and sugar increases ROS and inflam-
mation in the liver. Mice fed this type
of diet along with CoQ10 experienced
less hepatic inflammation and lower
ROS levels than controls.27 New
findings also show that ubiquinol has a
strong impact on gene expression
involved in PPARα signaling and lipid
metabolism in mice livers.28

Anti-aging approach
Ubinquinol research continues to offer
promise to those actively seeking ways

to age well. An added benefit is
ubiquinol’s enhanced absorption and
bioavailability. During one four-week
study of 80 volunteers given either 150
mg or 300 mg of reduced CoQ10 daily,
researchers noted significant absorption
that resulted in dose-dependent non-
linear increases in serum ubiquinol
concentrations.29

The evidence suggests that ubiquinol
is a potential anti-aging option for most
patients — and especially for those
suffering from cardiovascular disease,
neurological challenges, or diabetes.

GAETANO MORELLO, ND,
practices inWest Vancouver,
Canada. He received his doctorate
from Bastyr University’s School of
Natural Health Arts and Sciences.

Since 1991, he has been educating health
experts on the use of natural medicines in
the fields of cardiology, immunology,
gastroenterology, anti-aging, and
detoxification. He is the author of The Fiber

Miracle, and a contributing author to
Alternative Medicine and a Textbook of Natural
Medicine.He can be contacted through
drgaetano.com.
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PRACTICECENTRAL

ONE OF THE BIGGEST TIME-
WASTERS AND POINTS OF

frustration when dealing with
new patient management is making sure
you have gathered all the essential data
at the start of the relationship. This is
the critical information that must be
obtained for a multitude of reasons. It’s
also an oft-overlooked subtlety within
a new patient encounter.

Many patients won’t understand why
you are collecting so much information
on their history, or they may not want
to be bothered with “all this paperwork,”
especially if they are in pain. Yet your
team must uphold operational and
data-collecting standards when it
comes to patient intake.

The successful gathering of data is
completely reliant on your front desk
personnel. If you employ a new patient

advocate in your practice, this system
may rely on him or her.

When the new patient understands
that the data gathering process is critical
and your only accepted standard is
completeness, you will have a happier
team, a happier doctor, and a happier
patient. Furthermore, your patient has
the assurance of receiving improved
care as a result of this thorough history.
Not only will you be better able to make
proper decisions for your patient but
you are collecting key components of
your evaluation and management code
and also working more efficiently
within your practice.

Set up for success
There are several systems you can put
in place to set your patients up for
success, such as providing them with

intake forms prior to their new patient
appointment. Proven strategies include:
�Use your website as a portal where

patients can download your new
patient history and intake forms.

�Fax, email, or snail-mail intake
paperwork to patients prior to their
first appointment.

�As a last resort, have new patients
complete the intake history upon
arrival to your office for their new
patient appointment, prior to meeting
with the doctor.

Make sure your team is on top of
helping new patients understand the
importance of sharing all their medical
history, and how critical that will be in
assisting the doctor in giving the them
the best care possible. Team members
must emphasize this point as they give

Good beginnings
Master the basics and you’ll be documenting new patient visits with ease.
BY KATHY MILLS CHANG, MCS-P
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instructions concerning completion of intake paperwork.
Once the patient has arrived for his or her appointment,

your staff should not accept a half-completed set of intake
forms. When a new patient returns the intake paperwork,
team members must review it thoroughly, making sure all
fields have been completed. There are times when team
members are busy, and it may be tempting to let things
slide, but don’t allow a breakdown in this key procedure!
Make it a priority that the review of intake is performed.

Your internal policy should never allow a patient to cross
the threshold of the consultation room with blanks on a
form, or with less-than-specific information. If the CA finds

Intake form scripts
The following scripts show how to relay health history
expectations to the patient:

“Mary, we are delighted to schedule your new patient
appointment forWednesday, Jan. 8, at 2:00 p.m. For the
doctor to get to the bottom of your problem once and for all, it
is critical that she receives your entire health history to review.
I’d like you to complete the intake history forms in the comfort
of your own home, so you can have time to think about the
answers and have any resources for information you may
need. It will also allow us to get you right back to see the
doctor once you arrive for your appointment, after we’ve
reviewed your paperwork to ensure it is complete.”

“You can download all the necessary forms to complete from
our website, or I can email or fax them to you; which would
you prefer? Great, I’ll email them to you in a fewminutes.
Remember, it is critical information we are requesting, so if
you are not sure how to answer a question, call me so I can
help you. Again, my name is Sallie, and I’m here to help. This
will guarantee the doctor has all your vital health information
because that is a critical piece of the puzzle and will ensure
you get the best care available!”

Completeness counts
If blanks are discovered where the patient has omitted
information, the front desk staff should politely return the
forms to the patient with a simple explanation about how
they mistakenly missed some questions. For example:

“Mary, thank you so much for getting most of this done at
home.We are getting you set up to go back and see the
doctor. I’ve indicated a few spots in this paperwork that need
more detail, and if you can just work on getting those filled in
while we get you set up, we will be able to have you back
shortly. We have to have all of this information to give to the
doctor so she has the clearest picture of your condition,
allowing her to then be able to offer you the best care.”
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that the patient has written in the blank
for “chief complaint” the words, “back
hurts,” be clear this is not acceptable.
The provider will then have to dig
deeper, so if the team can assist by
getting more detailed information first,
that saves everyone time in the
consultation and examination.

Make sure you point out exactly
what is missing and reiterate that you
expect them to complete this missing
information now, prior to them seeing

the doctor. When the paperwork is
returned the final time, review it to
ensure it is fully completed, as requested.
If it is not complete at this point, the
team member may have to fill it in
after asking the patient to relay the
information orally.

There are times when a patient may
be embarrassed to answer a specific
question so you want to be warm and
help the patient understand that the
information is kept private, but must
be complete. Be sure that team
members initial any areas they filled
in on this form, to clarify that it was
relayed to them orally.

Team members and doctors benefit
from complete intake information.
Documentation standards are raised
and health histories are more
comprehensive. Providers should take
time to train their team members on
expectations for complete paperwork,
and the techniques for digging deep to

clarify vague points of reference.
People learn what you teach them. If

you tell the new patient that you expect
something from them (e.g., 100-percent
completion of the intake forms) and
you do not hold them to that standard,
you are in essence telling the new
patient “we really don’t mean what we
say — you can do what you want in
our practice, please feel free to walk all
over us.” That is not how you want to
start a lifetime relationship with a new
patient. A complete set of intake
paperwork benefits the team, the
provider, and the patient.

KATHY MILLS CHANG, MCS-P,
has provided DCs with
reimbursement and compliance
training, advice, and tools to
improve the financial performance

of their practices since 1983. She also serves
as Foot Levelers’ insurance advisor. She can
be reached at 855-832-6562 or
info@kmcuniversity.com.

Take time to train your
teammembers on
expectations for
complete paperwork,
and the techniques for
digging deep to clarify
vague points of
reference.





38 CH I RO P RACT I C E CONOM I C S • OCTOB E R 2 9 , 2 0 1 3 CH I RO E CO . COM

THINKSTOCK



CH I RO E CO . COM OCTOB E R 2 9 , 2 0 1 3 • CH I RO P RACT I C E CONOM I C S 39

You can’t turn on the
television or open a
magazine without
seeing some sort

of product proclaiming to
engender youth, beauty, weight
loss, or pain management.
And even if they don’t ask you
about it, your patients are
likely seeking at least one of
these things at some point
while under your care.

But the seemingly inexhaustible
mix of pills, diets, and beauty creams
can leave anyone’s head spinning.
Misinformation abounds. And as a
healthcare practitioner, it’s your job to
sort things out and help your patients
navigate the hype.

If a patient were to ask you tomorrow,
“What can I do to stay youthful and
healthy,” what would you tell them?
The good news is that experts agree
the best approach is a simple, holistic
one that relies predominantly on
common sense.

Getmoving
The human body was made for
movement. As a healthcare provider,
you know exercise can benefit the
mind and body, so make sure your
patients understand this as well.

The amount and kind of exercise
each patient needs and can tolerate will
vary depending on their health. The

Centers for Disease Control and
Prevention offers some good guidelines
for adults. The group recommends, at
the very least, that people get two days
a week of muscle-strengthening
activities combined with either: 150
minutes of moderate aerobic activity,
75 minutes of vigorous activity, or an
equivalent mix of the two.

It’s this combination of different
kinds of exercise that is so important,
particularly for patients trying to lose
weight. DelRae Messer, DC, author and
nutrition specialist, says one good
thing you can tell patients is they don’t
have to spend hours on the treadmill
to lose weight.

“We used to think that long bouts of
cardio were good,” she says. “Cardio is
a good thing; it gets your heart pumping
and gets you sweating. But if you are
exercising to lose weight, do higher-
intensity workouts for a shorter
duration.”

She recommends three days of high-
intensity training per week that includes
cardio and strength work. Cindy Howard,
DC, of Innovative Health and Wellness
Center, tells patients that 15 to 20
minutes of interval training three times
a week is good, and she would love to
see them do 30 to 45 minutes four
times a week.

“I tell them to change the intensity
they are working at,” Howard says. “If
they are walking three miles per hour

on a treadmill, I try to get them to up
it to five miles per hour for a minute
or two and then move it back down.”

A healthy appetite
You would be remiss to talk with
patients about exercise without making
sure they are eating right as well.
Changing patients’ diets can be a
challenge for various reasons, e.g.,
eating is such a social and emotional
activity, there is myriad misinformation
available to people, and processed and
fast foods are ubiquitous.

But, as with other information you
provide, try to keep it simple. Choose
some salient points and offer advice or
nutrition plans that are manageable.

“We want to look at what prolongs
longevity and quality,” says Carol Ann
Malizia, DC, a consultant and president
of GirlsGalsGurus. “And it’s chemistry
— all things in nature have a chemistry,
like love, chronic disease, pain, and
arthritis. We recognize that people are
either feeding the disease or feeding
the solution.”

A key point to make to patients is to
eat as little processed food as possible,
Malizia says. She stresses that the
stomach processes foods, and the body
understands how to use whole foods
better.

One thing she recommends women
have in their diet are cruciferous
vegetables like kale and Brussels sprouts.

Stepping stones
to wellness
If you know the right route, you can guide
your patients toward health and longevity.
BY TAMMY WORTH
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These promote healthy liver function, which assists with
processing estrogen.

Messer says another easy thing patients can do is drink
more water. She recommends consuming half of one’s body

weight a day in ounces. If a patient is addicted to soda or
other drinks, a trick to wean them off is using tea or adding
stevia and lemon until they get accustomed to plain water.

Instead of thinking in terms of anti-aging, Daryl DeLuca,
vice president of Biotics Research Corp., says it’s good to
aim for a diet that is anti-inflammatory. Inflammation can
cause problems throughout the body. A diet that is mainly
plant-based can combat this enemy. He recommends a
Paleo-Mediterranean diet that includes vegetables, fruits,
nuts, and some lean protein.

Key things to avoid are grains and simple sugars, which
DeLuca says promote inflammation. Howard agrees, noting
that grains and refined sugars are on her “no” list.

“If it comes in a box or can last in the pantry for a year and
a half, it is probably not a food — it’s a product,” Howard says.

And it’s good to stress that eating well doesn’t always
mean deprivation. While Malizia avoids things like diet
sodas and margarines, foods like good fat (organic butter)
and coffee (also organic) are healthy in small doses.

Gut check
While on the topic of food, you should talk to your patients
about their stomachs. With the boom in advertising of late,
it is likely that most people have at least heard of probiotics.

Meet the experts
DelRaeMesser,DC, author and nutrition specialist
in Braselton, Ga., and owner of Dr. DelRae Detox
andWeight Loss System
drdelraedetox.com

Cindy Howard,DC, of InnovativeHealth andWellness
Center in Orland Park, Ill.; past president of ACA’s
Council on Diagnosis and Internal Disorders
orlandparkchiropractor.com

Carol AnnMalizia,DC, international speaker, leader,
author, consultant, and president of GirlsGalsGurus
in Newburgh, N.Y.
girlsgalsgurus.com

Daryl DeLuca, vice president of Biotics Research
Corp. in Rosenberg, Texas.
bioticsresearch.com
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And that’s a good thing.
“Gut health is huge,” Howard says.

“If it isn’t healthy, your patient is
probably not going to be healthy.”

One thing she does is ask patients
how often they have a bowel movement.

Most people, she says, have one every
couple of days and think that is regular.
They are wrong. She says people should
be going one to three times a day. It
shouldn’t be too lose or too hard.

“If you only eat once every three

days, then you should only poop then
as well,” she says. “If you left food by the
side of the road for three days, it would
get gross, so you don’t want to leave it
in your stomach that long either.”

DeLuca says patients should be
taking a broad-spectrum supplement
that includes probiotics and prebiotics.

Additional supplementation
When it comes to products like
probiotics, herbs, or vitamins, chiro-
practors are in the perfect position to
provide guidance and information to
patients, but it is important to know
what you are recommending.

“The truth is that it is up to the
doctor to do the due diligence,” DeLuca
says. “You see One A Day and Centrum
ads on TV and crazy things advertised
on the radio. The doctor is in a better
position to do due diligence; he can
talk to the rep, ask questions, and even
visit a manufacturing facility.”

Other than probiotics, DeLuca
recommends three basic products for
all patients: a broad-spectrum multi-
vitamin and essential fatty acids and
vitamin D supplements. A deficiency
in vitamin D can lead to things like
hypertension, depression, and inflam-
mation. Essential fatty acids can help
reduce inflammation. He recommends
a balanced source that includes alpha-
linolenic acid (flaxseed), EPA and
DHA (fish oil), omega 9 (olive oil),
and gamma-linolenic acid (evening
primrose oil).

When considering supplementation
for a patient, Malizia says it is best to
structure case management based on
three levels — from basic depletion to
illness that requires detoxification.

“Level one means that this is
someone who is depleted based on the
fact that they are functioning in a
current American community,” she says.
“You want to make sure patients have
basic nutritional health. Look at it like
a bank account — are they bankrupt
or taking steps to add to their health
every day?”

Researchers have found that as well as a healthy
diet and regular exercise, mindset is a large part
of what keeps people young.
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Know your numbers
One final thing Howard says is likely the most important:
Make sure patients receive an annual comprehensive blood
workup. And by comprehensive, she says it goes beyond the
traditional panel to include a metabolic, complete blood
count, iron and thyroid panels (including antibodies), magne-
sium levels, inflammation, lipids, and vitamin D levels.
Doctors, she says, typically only take the panels and look

to see if someone is out of the normal range. They use that
as an indicator of illness. Her job, she says, is to track
patients’ numbers to see if anything changes. Early detection
can help manage conditions before they get out of control.
“Unless it is a holistic MD, they aren’t going to assess

patients like we will,” she says. “They are looking at clinical
stuff; we can look at changes. One of the most powerful
tools we have is to watch for markers to change and be
proactive instead of reactive.”

Mind matters
Another important area to target when thinking about
wellness is the mind. Messer, for instance, says she offers a
weight-loss and detoxification program, but doesn’t begin
until she first does a session on a patient’s mindset.
“We work on visualization, affirmation, and changing

Key supplements
These supplements are what our experts recommend
offering to patients looking for anti-aging and wellness
support.

�Glutathione is a favorite of Howard, who calls it “one of
the best antioxidants you can get.”

�A regimen that includes a good multivitamin, probiotic,
vitamin D, and essential fatty-acid supplement is
recommended by DeLuca.

�Curcumin, a substance found in turmeric, which is
thought to reduce swelling and inflammation, can be
particularly good for people with pain, says Messer.

�Adrenal extract can help lower cortisol and improve
hormonal balance and ameliorate some of the effects of
chronic stress.

�Herbs are also a good option, according toMalizia. Her
top picks are Gymnema to help stabilize blood sugar;
chaste tree, which supports progesterone balance; and
schisandra, which helps provide women with endurance
and stamina.
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The Power 9
These are the characteristics shared by “Blue Zones,”
communities that have the largest numbers of residents
aged 100 or more.

1. Natural movement. The longest-lived people don’t pump
iron at the gym. Instead, they live in environments that
constantly encourage them to move as part of daily life.

2. Purpose. The Okinawans call it ikigai,which translates to
“a reason for being.” Having a sense of purpose adds to life
expectancy.

3. Calming actions. Stress leads to chronic inflammation,
associated with every major age-related disease. The
world’s longest-lived people have routines to shed stress,
like prayer, naps, and social drinking.

4. The 80-percent rule. Hara hachi bu, the Okinawan
mantra said before meals, reminds the Japanese to stop
eating when they are 80-percent full. People in Blue Zones
eat their smallest and last meal in the late afternoon or
early evening.

5. Plant preference. Beans, including fava, black, soy, and
lentil, are the cornerstone ofmost centenarian diets.Meat is
eaten on average only five times permonth, in small portions.

6.Wine is fine.Most people in Blue Zones drink alcohol
moderately and regularly. Moderate means one to two
glasses of wine per day, with friends and with food.

7. Belonging.Most centenarians belong to a faith-based
community. Denomination doesn’t matter.

8. Loved ones close. Successful centenarians keep aging
parents and grandparents nearby or in the home. They
commit to a life partner and invest in their children with
time and love.

9. Healthy tribes. The longest-lived people choose or are
born into social circles that support healthy behaviors.
Research from the FraminghamHeart Study shows that
just as unhealthy behaviors like smoking and obesity are
contagious, so too are healthy ones like happiness and
self-care.

negativity to positivity,” she says. “We exercise our bodies,
but how often do we look at our thought processes?”

Messer recommends that patients read positive things in
the morning to start their day. That they try to be grateful
for what they have instead of focusing on what they lack.
Try focusing on positive change instead of playing a negative
mental reel (“I am fat,” can change to “I want to lose five
pounds.”) She and her husband try to find one act of kindness
that happens around them every day and discuss it.

Messer points to areas called Blue Zones as a model of
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wellness. These are places around the
world where there are a large number
of centenarians. Researchers have
found that as well as a healthy diet and
regular exercise, mindset is a large part
of what keeps people young in these
places that include Okinawa, Japan;
Sardinia, Italy; and Loma Linda, Calif.
Some of the common principles or
“Power 9” values found in these cities

include belonging to a faith-based
community (of any kind), eating well,
and being part of healthy social
networks.

It seems that positive things like
donating to charities and connecting
with others plays a vital role in mental
health, which then supports physical
well-being.

“We feel good when we are

contributing to society in a positive
way,” Messer says. “How great do you
feel when you do something good for
someone?”

TAMMY WORTH, a freelance
writer based in Kansas City,
Mo., specializes in business and
healthcare subjects. She can
be contactedat

tammy.worth@sbcglobal.net.







CH I RO E CO . COM OCTOB E R 2 9 , 2 0 1 3 • CH I RO P RACT I C E CONOM I C S 49

WELLNESSAPPROACH

CORTISOL, OFTEN REFERRED TO AS

THE STRESS HORMONE, PLAYS A

crucial role in maintaining
health. But to be effective, circulating
levels must be maintained in a fairly
narrow range. If levels drop much
below optimal, signs and symptoms of
adrenal fatigue occur. Any lower and
the situation can become life-
threatening.

If levels climb and remain above
optimal for a period of time, signs and
symptoms of metabolic syndrome
appear. And if they get too high,
Cushing syndrome manifests.

Regulated by the hypothalamic-
pituitary-adrenal (HPA) axis and
cortisol carriers in the blood with
varying affinities for cortisol binding,
the level of circulating cortisol in a
healthy body remains between 15 and
24 mcg/dL, producing 20 to 25 mg of
cortisol over a 24-hour period. These
optimal circulating levels vary in a
diurnal pattern, with low being at
approximately 4:30 a.m. and high
occurring 30 to 45 minutes after rising
or at approximately 7 a.m. There is
also a mid-afternoon low sometime
between 2 p.m. and 5 p.m., which
usually lasts between 15 minutes and
two hours.

If cortisol is either too low or too
high, it creates problems. Therefore,
circulating cortisol is constantly on a
tightrope walk, balancing at varying
levels during the 24-hour diurnal cycle
in order to adequately supply cells,
tissues, and organs, and keep the body
functioning optimally. In addition,
cortisol must also respond appropriately
to all stresses impinging on the host.

These stresses can be physical,
biochemical, hormonal, physiological,

mental, emotional, real, or imagined.
The combined stresses are sensed by
the hypothalamus, which compares the
amount of circulating cortisol to antici-
pated need throughout the entire body
and allows adequate amounts of cortisol
to be released from the adrenal cortex.

This balancing act is carried out via
messenger hormones. The corti-
cotropin-releasing hormone (CRH)
from the hypothalamus releases the
adrenocorticotropic hormone (ATCH)
from the anterior pituitary, which then
stimulates receptors in the adrenal
cortex to prompt the manufacture and
release of cortisol. To maintain the
proper amount of cortisol, this cycle
occurs every three to six seconds.

This system works with remarkable
efficiency as long as the stresses are not
too lasting, numerous, or severe.

In addition, the nutrients used during
stress are not replenished by the normal

modern diet. Even healthy foods have
fewer nutrients due to the use of
chemical fertilizers that deplete the soil
of essential minerals that plants need
to make and store vitamins and
phytonutrients.

As a result, people have fewer
nutrients to replenish challenged
adrenals.

However, if the adrenals are strong
enough to withstand this and cortisol
levels remain adequately elevated to
handle the multiple stresses, over time
the signs and symptoms of metabolic
syndrome begin to appear — often
taking decades to fully manifest.

Conversely, if the adrenals can’t keep
up with demand, adrenal fatigue results.
With adrenal fatigue, cortisol levels are
no longer able to rise adequately to
meet the challenges faced by the host.

The following are common signs
and symptoms of adrenal fatigue:

THINKSTOCK

The tightrope walk
Proper regulation of hydrocortisone
is essential to health and well-being.
BY JAMES L . WILSON, DC, ND, PHD
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�Morning fatigue: difficulty getting up
and going without caffeine or other
stimulants

�Mid-morning low: often compensated
for by more caffeine plus sugar with
fat (e.g. coffee and doughnuts)

�Afternoon low: typically experienced
between 2 p.m. and 5 p.m.

�Energy improves substantially after
around 6 p.m.

�Sleepiness may occur around 9:30 p.m.

�A second wind occurring around 11
p.m., lasting until 1 a.m. to 2 a.m.

�Sleeping in about two hours beyond
usual rising time is more refreshing

Other symptoms include:
�Feeling run down and exhausted

most of the day
�Sleep disturbances
�Getting sick more often and taking

longer to recover from illness and

other stresses
�Decreased libido
�Cravings for salt or salty foods
�Feeling fuzzy headed
�Increased irritability, intolerance, and

lack of stamina
�Decreased concentration, attention,

and memory
�Most symptoms of hypoglycemia

(Cortisol plays intimate role in
maintaining adequate blood sugar.)

If people experiencing adrenal fatigue
reduce their stress load; eat nutritious
food; combine high quality protein, fat
or oil, and unrefined carbohydrates; add
enough salt to satisfy cravings; make
time daily to recharge; and take the
right dietary supplements, they can
recover and begin to function at a
higher level within one to two years.

Unfortunately, the majority of people
never reach this goal.

There are some people who are able
to push their adrenals to keep providing
adequate cortisol to meet the demands
of their stressful lives. But over time
their bodies start to break down.

An excess of cortisol over time can
lead to the following illnesses:

Insulin resistance. Cortisol stimulates
gluconeogenesis, which raises blood
glucose. When stress is combined with
the consumption of high glycemic
foods, the disproportionately elevated
blood glucose leads to excessive insulin
response. Over time, this creates insulin
resistance and the accompanying
abdominal adiposity.

Dyslipidemia. It will manifest as elevated
cholesterol, especially low-density
lipoproteins (LDL) cholesterol and
very low-density lipoproteins (VLDL).

Hypertension. This typically follows
within a decade.

Impaired fasting glucose. This will
come later.
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Adult-onset diabetes. This will occur
due to an overabundance of circulating
insulin for a prolonged period.

Metabolic syndrome has been called
minor Cushing syndrome because of
the basic features they share, due
almost entirely to the excess circulating
glucocorticoids of both conditions. The
most common cause of Cushing
syndrome is exogenous corticosteroids
from prescriptions. Several studies show
that once the excess glucocorticoids are
removed, Cushing syndrome disappears.

The key to recovery, however, is to
view the elevated cortisol as an alert
that the body is in crisis. From there,
the patient must take the appropriate
therapeutic measures to help it
rebalance itself.

To do this, locate the largest sources
of stress in your life and work to
eliminate them. Supply the nutrients
necessary to replenish the adrenals. If

the adrenals are not supported
nutritionally, they may go into a
temporary state of under-functioning
once the stress is removed — much
like a marathon runner’s recovery
period after a race.

To be healthy in a stressful world,
the HPA axis must maintain balance
on the cortisol tightrope walk. If the
adrenals secrete too little cortisol,
optimal functioning disappears and
signs and symptoms of adrenal fatigue
begin to emerge. If they secrete too
much cortisol, metabolic syndrome
manifests over time, which left
unchecked may lead to diabetes and
other complications.

Both adrenal fatigue and metabolic
syndrome are stress-related health
conditions strongly dependent on
adrenal function. Both are treatable,
and usually fully reversible with proper
dietary changes, lifestyle adjustments,
and dietary supplements.

As a chiropractor, you can help by
monitoring your patients’ health and
regularly checking for signs of adrenal
fatigue and metabolic syndrome.
When noted, advise your patients
about stress management and
appropriate lifestyle modifications,
food choices, and dietary supplements.

The key to better health in both
these conditions is awareness. And the
goal is to achieve balance — both in
the response to stress and the amount
of overall stress in daily life.

JAMES L. WILSON, DC, ND, PhD,
is an internationally recognized
authority on stress and its impact
on health. His best-selling book,
Adrenal Fatigue: The 21st Century

Stress Syndrome, has been translated into
several languages. The clinical tools he
developed to work effectively with stressed
patients, including a diagnostic adrenal fatigue
questionnaire, are available to healthcare
professionals at icahealth.com.
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YOU READ THAT RIGHT —
QUANTITY DOES DRIVE QUALITY.
The more you practice any

procedure, the better you are at it.
Think about parents who have their
first baby. Do they say, “I love you” to
their baby only once? No, they say it
over and over, even though the baby
doesn’t comprehend the words. Young
parents may not even know what it
truly means to love their child (yet),
but they say the words without fail.

As a chiropractor, you have to do
the same: express love in your thoughts,
in your words, and in your procedures,
every day in practice. Quantity does
drive quality. The more you engage
your one desire — the reason you go
into the office to change lives, to speak
truth, to give hope — the more you

experience miracles. And the more you
speak truth to your patients, the more
you are driving to provide the highest
quality healthcare.

Your new-patient procedures must
be based on specific scripts that are
congruent with your knowledge of the
truths of chiropractic. When your
procedures are driven and fueled by
the truth and an undeniable pursuit of
sharing that truth, then quality will
always result.

Caring for new patients leads you to
offer better care, because you learn from
your experiences in listening to them,
engaging them, and helping them
understand the devastating effects of
subluxations. You learn the necessity of
waiting to get the green light from each
patient to make sure he or she wants

your care and is committed to following
through with it.

As the number of new patients
coming into your practice increases,
you raise the bar to be better at your
scripts so you don’t miss any of the
essential words that lead your patients
toward their best opportunity for good
outcomes.

Quantity drives quality in your re-
exams, too. Re-exams are critical tools
for helping patients commit to lifetime
care. Consider regularly doing re-
exams every 10 to 12 adjustments. The
consistency and quantity of your re-
exams will influence your patients’
commitment to care.

Also, the more you do re-exams, the
more your patients will realize that you
really do care about them as individuals,

TH
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Quantity drives quality
A thriving practice creates efficiencies and confidence —
it forces you to raise the bar.
BY DEAN DEPICE , DC , AND JEN DEPICE , DC
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and you care about their progress. Re-
exams are a valuable tool for raising
the value of the care you recommend.

The more re-exams you do, the
more you raise the quality of the tests
you perform and the more information
you can then give to your patients.
Think of them as checkpoints.

Quantity drives quality in your daily
adjustments, too. The more adjustments
you perform back to back, the more
focused, effective, and competent you
are. If your schedule is sporadic with
significant gaps between adjustments,
it’s easy to become scattered and
distracted.

What’s more, a scattered or distracted
doctor will attract a scattered team, too.
It’s easy to see these qualities in others
but you can always optimize your
scheduling to experience more energy
and intensity in your adjustments.

The patients win when you gather
the adjustments in the morning
session, all at the top of the opening
hour. When more people are present,
they get the benefit of community and
feel part of a larger mission. They
respect and honor the doctor more
and can benefit from all the education
you share while adjusting.

Quantity does drive quality. Think
beyond conventional wisdom. Listen
for the truth and realize that your best
comes out when you serve many and
with principle. This is why you are
driven not to be content with a few
patients but satisfied only when
exhausted from serving patients all day,
nonstop, and knowing that you are
changing lives from the inside out, one
spine at a time.

DEAN DEPICE, DC, and JEN
DEPICE, DC, have been
practicing together for more
than 20 years. They formed
TLC4Superteams 10 years ago in

order to redefine coaching for chiropractors
and teams by bridging philosophywith practical
procedures that produce results. They can be
contacted at drjen@tlc4superteams.com or
through tlc4superteams.com.
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WHEN YOU ARE LOOKING FOR

A LOCATION FOR YOUR

practice, you shouldn’t be
looking for the cheapest one you can
find, but rather the location that will
enable you to maximize your patient
volume. As you would expect, leasing a
weak or mediocre location will
negatively impact the potential of your
practice.

If your lease is coming up for
renewal and your practice is under-
performing, perhaps you need to
consider relocating (and yes, it’s
expensive). If your practice is doing
$300,000 in annual revenue, but could
be doing $400,000 or more in a better
location, the problem is not going to
correct itself.

If competing chiropractors are
beginning to move in around you and
leasing newer or better plazas near

your office, it will in turn make your
location less desirable. A poor location
will hold back the growth of your
practice, make it more difficult to earn
a good salary, and reduce the resale
value of your practice.

Basic considerations
It’s almost impossible to invest too
much effort when searching for the
right location for your practice.
Consider the neighborhood, traffic
flow, visibility (by both drive-by and
walk-by traffic), demographics,
signage, and parking. It is better to
have negotiated a poor lease on the
right location than get a good deal on
a bad one.

Chiropractors about to open their
first practice typically don’t give them-
selves enough time. If you are opening
a new office or moving, begin your site

selection process at least nine to 12
months before you plan to open. If you
are already a tenant, initiate your lease
renewal negotiations at least a year
before the lease expires. After all, if you
can’t get a decent renewal, you will
want time to negotiate a new lease and
relocate without the pressures most
tenants feel during the process.

Major missteps
In viewing properties, avoid assuming
that all the current tenants will remain
— especially the anchors, or major
stores. Tenants in a strip mall can be
caught off guard when the major draw
for the location moves out of the
property.

Because of lease considerations, the
now-absent retailer may continue to
pay rent on the vacant space, and the
landlord cannot put another store into

Prime position
What you need to know about selecting the best location for your practice.
BY DALE WILLERTON
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the anchor spot because of the former
tenant’s non-competition clause in the
lease agreement. The landlord
continues to receive rent payments
from the former tenant, but traffic to
the mall can drop sharply and the

remaining tenants will suffer the
consequences.

Brokers and in-house leasing
representatives are generally required
to know this type of information but
may not tell you when you ask.

Another common mistake you can
make is letting one broker or agent
assist you with viewing a variety of
properties. Don’t let one broker show
you space all over town. Yes, you can
talk to the listing agent or broker and
ask questions. But do not let an outside
agent introduce you to another
building that is not listed by his or her
brokerage.

Instead, speak directly to the listing
broker, i.e., whoever has his or her
name on the “For Lease” sign outside
of each building that interests you. You
will get information faster and more
accurately, while avoiding the sort of
commission-splitting where two
brokers share the fee for finding your
business. Commission-splitting can
either result in an inflated rental rate
or lessen your chance of leasing the
space if the listing agent has another
prospect for the space — and wants
the whole commission.

In some cases, the broker will
present you with an “offer to lease” or
“letter of intent” that states the broker
is working in a dual agency capacity.
But “dual agency” is the same thing as
“conflict of interest.” Cross this point
off the offer and tell the broker that
you want your own broker working on
your behalf.

Conventional commercial agents
work for the landlord who is paying
their commission, and not for you the
tenant. They are paid by the landlord
to get the best deal for the landlord.
Even if there are two agents involved,
if they are both sharing the same
commission, are they really working
for you, the chiropractic tenant?

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

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

Do not let an outside agent introduce you to
another building that is not listed by his or
her brokerage.
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ON THE POPULAR TV SHOW

NCIS, THE MAIN CHARACTER

constantly drinks coffee.
Everyone knows the coffee is from
Starbucks because of the cup’s distinctive
color and logo. You might remember
the computer company whose boxes
were colored like cows: Gateway.

When marketers package products,
they do so with branding in mind.
Branding is the look and feel that
provides consumers with recognition
and value. Packaging is a vital
component of marketing because
consumers acquire for brand’s sake.

With that in mind, what are you
doing to create allure and attraction?
To gain visibility and recognition you
must engage with others and ensure
they are aware of your value.

Yet many doctors of chiropractic
introduce themselves by title, offering
nothing in terms of differentiation but
a comparison with others. Patients are
then left wondering why they should
choose one doctor over another.

It is your responsibility to illustrate
who you are and what you do. Perhaps
the best method in today’s market is to
devise a message that conveys not only
your competitive advantage but also a

clear understanding of your patients’
issues. A genuine grasp of people and
their problems will draw more of them
to you than your use of titles or
stereotypes.

In fact, a job title is a kind of
stereotype. Patients today are seeking
experts in whom they can confide and
trust to create long-term relationships.
Stereotypes do not promote this. What
you want is a tool that can attract
people to you like nails to a magnet.

The voice of value
A strong method of attracting new
patients to you and your practice is to
create a “voice of value.” This is not an
elevator speech or the like. The voice
of value is a statement that frames your
competitive advantage with your specific
target market. It explains why you do
what you do better than anyone else.

As you can imagine, this will
immediately assist you in manifesting
your brand. You are looking to create
the value and differentiation necessary
for patients to say, “I want to work
with you.”

Step one: Start with your target market.
Many chiropractors fail to find their

niche because they don’t think of
themselves as needing a target market.
However, every successful brand focuses
on a target market to pinpoint the best
customers. Consider the proper
demographic for your services by age,
income, education, profession, region,
and so forth.

Some of the resources available to
help you zero in on your proper
demographic include the U.S. Bureau
of Labor Statistics, your local real
estate association, and Web resources
like Google and ZIPskinny.com.

Step two: Identify the patient’s
condition in lay terms. This is another
area where chiropractors tend to miss
the boat. Too many use medical termi-
nology like “subluxations”, but patients
don’t talk about subluxations, they talk
about neck pain, lower-back pain,
fatigue, joint stiffness, lethargy, and
obesity. It is vital that you talk in the
patient’s language.

Identify the issue the patient is going
through. For example: “I work with
individuals who have constant fatigue,
joint pain, and migraine headaches.”
This way, patients will feel that you
understand them.

The power of positioning
Branding yourself and your services is a key aspect of your marketing plan.
BY DREW STEVENS, PHD
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Step three: After you define your niche
and patient issues, establish your
competitive frame. Briefly state your
exclusive processes, procedures, and
methodology for aiding patients. For
example: If you use proprietary
enzymes, you might have a special
analytical technique or way to check
for mineral, thyroid, or vitamin
deficiencies.

Consider what you do that’s
different from other chiropractors in
your area. Not in terms of adjustment
techniques or acupuncture or massage
— these are tactical methods. Position
your strategic competitive advantage
versus others in the area.

Putting it all together
Once you have completed all three
steps, devise a conversational message
incorporating them. Your final
positioning statement might actually
sound similar to the following: “Hello,
my name is David, and I work with
professional women who are mostly
administrative professionals and
executives age 35 to 40 who suffer from
chronic fatigue, joint stiffness, and
migraine headaches. I use a proprietary
formula known as McKinley’s Medicine
Box, which quickly rejuvenates and
energizes them so they feel like they’re
22 again!” What you’ll likely hear from
potential patients is: “I want to work
with you because I need that!”

Creating a voice of value helps you
stand above the crowd — especially if
there is significant competition in your
area. It does take time and patience.
Test your message repeatedly to ensure
that your prospective patients
understand what you do and how you
do it.

DREW STEVENS, PhD, works
with chiropractors who desire to
dramatically accelerate patient
volume and revenue. He is the
author of six books including his

most recent, Patient Acceleration, and is a
regular columnist for Chiropractic Economics.
He can be reached at 877-391-6821.
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3 Care Therapeutics
888-372-3421
omega3care.com

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

A.C. Grace Co.
800-833-4368
acgrace.com

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

Aboca USA
206-624-7542
aboca.us

Advanced Photonic Systems LLC
800-210-5060
advancedphotonicsystems.com

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

Anabolic Laboratories
800-445-6849
anaboliclabs.com

Apex Energetics Inc.
800-736-4381
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

Beautiful Image
954-535-5358
beautifulimagellc.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

BioProtein Technology
800-280-2456
bioproteintech.com

Biotics Research
800-231-5777
bioticsresearch.com

Blind Spot Mapping
530-949-1353
blindspotmapping.com

Blue Spring Int’l
866-470-4930
doctorspainformula.com

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

BodySite.com
561-247-3839
bodysite.com

BodyZone.com
770-922-0700
bodyzone.com

Bonvital Inc.
239-481-1002
nutribonvital.com

BrainCore Therapy
800-491-6396
braincoretherapy.com

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

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

Buckeye Nutritionals
330-835-9900
buckeyenutritionals.com

Carlson Laboratories
847-255-1600
carlsonlabs.com

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

China-Gel Inc.
800-898-4435
chinagel.com

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

Control
800-699-0527
control-bar.com

Cryoderm
800-344-9926
cryoderm.com

CuraMedix
877-699-8399
curamedix.com

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

Doctors Weight Loss Solution
800-224-2021
doctorsweightlosssolution.com

Douglas Laboratories
800-245-4440
douglaslabs.com

Dr. Dale’s Wellness Center
800-219-1261
wellnesscenter.net

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
855-281-7246
enzyscience.com

Enzymes Inc.
800-637-7893
enzymesinc.com

Erchonia
888-242-0571
erchonia.com

Essential Formulas Inc.
972-255-3918
essentialformulas.com

Fenix Nutrition
888-241-2072
fenixnutrition.com

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

Flexcin Int’l Inc.
800-929-5799
flexcin.com

Forest Herbs Research
+64-3-548-2741
kolorex.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
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

Human Touch LLC
866-369-9426
humantouch.com

ICA Health LLC
888-237-3625
icahealth.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
877-557-8477
legacyforlife.net

Life Extension
866-585-1435
lifeextensionretail.com/epartner

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

LifeTec Inc.
800-822-5911
lifetecinc.com

Lily Pro Aloeceuticals
888-972-4362
lilyprofessional.com

Lipo-Light
877-788-5476
lipolightpro.com

BUYERSGUIDE

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

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

LiteCure
877-627-3858
litecure.com

Logos Nutritionals LLC
800-556-5530
logosnutritionals.com

LSI Int’l
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 Inc.
800-926-2961
master-supplements.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 Int’l 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
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

Myo Technologies Inc.
910-509-7192
myoinc.com

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

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

Naturetech
800-865-1475
naturetech.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

Nutra Summa
866-866-3993
nutrasumma.com

Nutraceutics Corp.
877-664-6684
nutraceutics.com

NutraLife Health Products Inc.
877-688-7254
nutralife.com

Nutri-West
800-443-3333
nutriwest.com

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

Nutrilite
800-253-6500
nutrilite.com

Optimal Health Systems
800-890-4547
optimalhealthsystems.com

OPTP
800-367-7393
optp.com

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

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

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

Perspectis Inc.
866-586-2278
backvitalizer.com

Pharmax
888-737-6925
pharmaxdc.com

pHion Nutrition
480-556-0210
phionbalance.com

Phresh Products
631-532-9189
phreshproducts.com

PhysioLogics
800-765-6775
physiologics.com

Pivotal Health Solutions
800-743-7738
pivotalhealthsolutions.com

Premier Research Labs
800-325-7734
prlabs.com

PrescriptionBeds.com
800-457-6442
prescriptionbeds.com

Prevention Pharmaceuticals Inc.
888-677-5453
omax3hcp.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

Rich-Mar
888-549-4945
richmarweb.com

ROMfab
818-787-6460
quickgym.com

SANUM-Kehlbeck GmbH & Co.
602-439-7977
pleosanum.com

Sarati Int’l
800-900-0701
sarati.com

Science Based Nutrition
937-433-3140
sciencebasednutrition.com

Scientific Bio-Logics Inc.
877-724-7888
sblogics.com

Sedona Labs
888-816-8804
sedonalabspro.com

SlenderRay
800-916-7536
slenderray.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

Stockton Aloe1 Inc.
866-691-0201
aloe1.com

Sun Chlorella USA
800-829-2828
sunchlorellausa.com

Sunlighten
877-292-0020
sunlighten.com

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

Systemic Formulas Corp.
800-445-4647
systemicformulasmedia.com

Tangut USA
888-982-6488
tangutusa.com

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

The Spa Exchange LLC
952-938-2652
thespaexchange.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 Int’l
800-800-8849
trimedica.com

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

UAS Laboratories
800-422-3371
uaslabs.com

VerVita Products LLC
616-453-2306
vervitaproducts.com

Viatrexx Bio Inc.
888-337-8427
viatrexx.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 Inc.
408-961-9223
weilab.com

Weight-a-Minute Int’l
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 Firgrove LLC
866-968-9854
wujilife.com

Yamuna Body Rolling
800-877-8429
yamunabodyrolling.com

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

YOLO Medical Inc.
877-738-8119
yolomedical.com

Young Innovations
888-279-9904
envypillow.com

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

MODERN HEALTHCARE IS BASED

ON THE IDEA THAT PRIMARY

care physicians will refer
patients to other specialists when unique
medical challenges arise. And when it
comes to financial planning, doctors
must use the same logic. You should
expect the same level of sophistication
from your own advisors when
administering to your financial health.

Unfortunately, doctors often receive
and follow general advice that doesn’t
address the needs of a successful doctor.
Advice that rarely considers the high
risk of lawsuits doctors face and the
corresponding need for asset protection.
And doctors typically require specialized
tax and estate planning.

It would be considered malpractice
for a primary-care physician to try to
diagnose and treat all medical
conditions presented by his or her

patients. A doctor’s financial needs
change from residency to mature
practice to retirement; and these
changes often require the doctor to
regularly review, interview, and replace
advisory team members.

Even if your goals remain constant,
tax laws and healthcare delivery
systems are ever-changing. If you don’t
have a team working with you to help
address these changes, your plan won’t
be in line with your actual needs.

Advisors: helping or hurting?
Take inventory of your staff. Do your
current advisors specialize in working
with doctors and their unique
challenges? Do they regularly commu-
nicate with one another to discuss your
situation? Have they ever suggested
you consult with additional experts? If
the answer to any of these questions is

“no,” consider shopping around. You
may not be taking advantage of all the
opportunities that exist.

Here are a few other questions to
consider:
�Does your CPA regularly explain tax

law changes and offer you suggestions
for tax savings?

�Did your attorney explain the 2013
estate tax changes? Has he or she
brought up strategies to transfer your
assets to your heirs without losing
control during your lifetime?

�Has your attorney discussed multi-
generational planning that can protect
your heirs from over-spending and
losing inheritances to lawsuits or
divorce?

�Have your advisors explained the
concept of, and need for, tax-
diversification as a hedge against
future tax-rate increases?

Careful consideration
Working with the wrong financial planner, CPA, or attorney can cost you.
BY JASON M. O’DELL , CWM

TH
IN

KS
TO

C
K
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MONEYMANAGEMENT

�Are you one of your advisor’s smaller
clients? If so, are you getting the
attention you deserve?

�Have your advisors discussed your
long-term view of the U.S. economy
and explained investment strategies
that accord with your vision?

�Did your insurance expert explain
how you could get up to $50,000 per
month of disability insurance, a partial
deduction on your life insurance
premiums, subsidized long-term care
premiums, or the tax benefits of
insurance company ownership?

There are simple tools you can use
to help avoid the unnecessary costs
that often go along with common
financial planning mistakes.

Expiring estate planning
opportunities
Most advisors streamline and scale
their businesses to cater to their

clientele. Doing so enables efficient
and inexpensive service.

The problem with the one-size-fits–
all approach is that you generally won’t
get the customized planning your
situation likely requires. Consider this:
More than 90 percent of American
families will never earn more than
$150,000, will never be in the highest
marginal tax bracket, and will never
approach a net worth more than
$2,000,000.

Accordingly, few financial advisors,
spend much time handling the unique
challenges presented by high-net-worth
individuals.
For example: By now you have

probably heard of the term “fiscal cliff”
and some of the changes to tax laws
that took place in early 2013.

Keep abreast of ongoing fiscal cliff tax
chances and consider contacting your
estate attorney to set up a meeting to
discuss the options under the new laws.

Spotting a bad insurance agent
or financial planner
The insurance purchases of most
doctors are often:

a. poorly designed so cash values are
not accumulating as well as they could
be,

b. owned improperly so that funds
will be left in the estate, or

c. owned in irrevocable trusts where
cash values are not available to you in
the event you need them.

To determine if your current
insurance is in line with your needs,
ask yourself the following questions:
�Has my financial planner or insurance

agent explained that there are two
different — but equally acceptable —
ways to purchase life insurance?

�Do I understand how maximum and
minimum funding options work and
why virtually everything in between
likely represents an overpayment of
commissions?
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�Do I understand how funds in
insurance policies may or may not be
protected even if I file bankruptcy?

�Am I aware that I can get a partial
net tax deduction for my life insurance
premiums or that I could buy life
insurance within my retirement plan
and leave almost all of the death
benefit to my spouse tax-free?

�Did I know I could buy life insurance,
leave the death benefit to my heirs,
and still have access to the cash value
while I’m alive?

If you answered “no” to any of these
questions, then you should review your
current policies to ensure they fit
within your long-term financial plan.
For example: Cash value life

insurance can be a tool for asset
protection, tax management, wealth
accumulation, and estate planning — if
used properly.

To use cash value life insurance

properly, the advisor needs to know a
lot about your situation. The agent
must coordinate the insurance
purchase with the other advisors on
the team to make sure you maximize
your benefits.

Take time to get a better under-
standing of how life insurance can
work for you and don’t assume that
you did everything right because your
agent told you so. Policies are generally
structured with an eye toward high
commissions rather than meeting the
goals of maximum tax-efficient
accumulation or minimum cost of
income replacement/estate liquidity.

In the medical world, specialists
have certain areas of health concerns
they are uniquely trained to address
for their patients. What many high-
net-worth Americans (especially
doctors) fail to realize is that their
financial, legal, and tax concerns
require specialists, too.

With the right team, you may be able
to protect your assets from lawsuits,
taxes, and divorce, while still main-
taining control and access to funds. If
you are not confident that your current
advisors are meeting your goals, or
if you would simply like a second
opinion, seek out the advice of those
who can help you get to a place where
you want to be.

JASON M. O’DELL, MS, CWM,
is a consultant, author of a
number of books for doctors,
including For Doctors Only: A Guide
toWorking Less & BuildingMore,

and principal of the financial consulting firm
OJMGroup. He can be reached at 877-656-
4362, odell@ojmgroup.com, or through
ojmgroup.com.

DISCLAIMER: The author is not engaged in
rendering tax, legal, or accounting advice.
Please consult your professional advisor
about issues related to your practice.
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OVER THE PAST SEVERAL YEARS,
MY TEAM HAS OWNED OR

launched more than 100
clinics. We have trained and coached
dozens of associates as well. And it has
become apparent that there are
detectable differences among the
chiropractors entering our profession.

At the outset, anyone who graduates
from a chiropractic program and
receives a DC degree has been deemed
“proficient.” They have been given that
stamp and judged “good enough to
practice.”

Then there are the chiropractors who
take that “DC” behind their name and
do something with it. They prevail.

These owners create the life they
had envisioned when they chose
chiropractic. They become influential
in their community.

In looking at winning practices,
you’ll see a number of key qualities that
can be called the “C’s” of chiropractic.
As you consider the following, do a
self-check and determine in which C’s
you are strong and in which you may
need some adjustment.”

Clinical excellence. Some students
manage to get through chiropractic
college but are questionable in their
ability to really “bring it” clinically.
These are the docs who are proficient
in test-taking, but chiropractic involves
more than the intellectual aspects of
diagnosis and prescribing care
(although these are key). It’s more
about the ability to adjust and get real

results. Today’s grads must go beyond
just passing tests. They must master
whatever technique they opt to use.
Ultimately, they must get great results
if they want to prevail.

Cause focus. Chiropractic is more than
a science and art. It is a philosophy,
too. While you need not be a profes-
sional philosopher, it is essential to have
dug into the principles that define the
profession.

Those start-up DCs who are willing
to “fight the battle” day in and day out
against the allopathic-minded view of
healthcare are the ones who most often
prevail. They really change the way
people think and live. Too many are
proficient at just the science and forget
this critical piece.

Commerce mind. Besides it being a
science, art, and philosophy, chiropractic
is also a business. B.J. Palmer was an
amazing business-minded leader. While
you need to have a healing hand and a
business hand, it is not one or the
other — it’s about balance.

Some DCs say they “just want to help
people”. But if they don’t pay adequate
attention to the business aspects of their
practices, they’ll cripple their ability to
help others. By not building your
“business muscle” you limit your
ability to prevail.

Consciousness. Prevailing people in
every area of life and business under-
stand that their thoughts determine

their reality. Prevailing doctors realize
the truth in the proverb “As a man
thinketh, so is he. As a woman
thinketh, so is she.”

Communications. This is one of the
more challenging areas for start-ups.
Many have a vision, a cause, and a
message to share, but cannot effectively
express it. As a result many are left
frustrated.

Do you remember when you started
chiropractic college? Were you a good
adjuster at that time? The way you
(hopefully) got better is by practicing.
Adjusting is a skill that must be
developed. Well, so is effective
communication. Just like adjusting, it
can be improved and mastered.

So how do you rate in these C’s?
Think about how you can develop
those that need improvement so you
can prevail.

BART ANDERSON, DC, is co-
leader of HealthSource Launch U
(HSLU), a specialized training and
coaching program for DCs working
to start, build, and succeed

quickly in practice. He can be reached at
banderson@healthsourcechiro.com or
through hslaunchu.com.

Proficient or prevailing?
BY BART ANDERSON, DC

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

Click it!

The online resource for future doctors of chiropractic.

STUDENTDC

800-553-4860
footlevelers.com

Brought to you by your industry leader
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DATEBOOK

Academy of Lymphatic Studies
800-863-5935
Dec. 11–15, Palm Beach Gardens, Fla.

Apex Energetics
800-736-4381
Nov. 15–17, Dallas
Nov. 16, Chicago
Nov. 16–17, San Diego
Dec. 6–8, Fort Lauderdale, Fla.
Dec. 6–8, San Francisco
Dec. 7, Atlanta
Dec. 7, Raleigh, N.C.
Dec. 7–8, Austin, Texas

Back School of Atlanta
800-783-7536
Nov. 14–15, Fort Lauderdale, Fla.
Nov. 15–15, Chicago
Dec. 7–8, Orlando, Fla.
Jan. 24–25, 2014, Pomona, Calif.
Feb. 6–7, 2014, New Orleans
Feb. 21–22, 2014, San Jose, Calif.
March 6–7, 2014, Atlanta
March 20–21, 2014, New Bern, N.C.
March 28–29, 2014, Indianapolis
April 10–11, 2014, Indianapolis

BodyZone LLC
770-922-0700
Nov. 21–24, Naples, Fla.

Dec. 5–8, Las Vegas
Dec. 14–15, Charlotte, N.C.

California Chiropractic Association
916-648-2727
Nov. 16–17, Ontario, Calif.
May 29–June 1, San Diego

California College of Natural
Medicine
800-421-5027
Nov. 15, Online Certificate Program
Nov. 19, Online Certificate Program
Nov. 22, Online Certificate Program
Dec. 6, Online Certificate Program
Dec. 13, Online Certificate Program
Dec. 20, Online Certificate Program
Dec. 27, Online Certificate Program

Cancer Treatment Centers
of America
623-207-3031
Feb. 8–9, 2014, Goodyear, Ariz.

Cleveland Chiropractic College
800-969-2701
Dec. 14–15, Overland Park, Kan.

CRA Wellness
616-669-5534
Nov. 16–17, Cherry Hill, N.J.
Dec. 7–8, Brisbane, Calif.

Emerson Ecologics
800-654-4432
Nov. 13, Webinar

Erchonia Corporation
888-242-0571
Nov. 16–17, Bloomington, Minn.
Dec. 7–8, Boston
Dec. 7–8, Seattle

Freedom Fast Track
801-214-9663
May 2–4, 2014, Salt Lake City

Foot Levelers
800-553-4860
Nov. 16–17, Providence, R.I.
Nov. 16–17, Omaha, Neb.
Nov. 16–17, Las Vegas
Nov. 16–17, Minneapolis
Nov. 23–24, Baltimore
Nov. 23–24, Chicago
Nov. 23–24, Portland, Ore.
Nov. 23–24, Seattle
Dec. 7–8, Colorado Springs, Colo.
Dec. 7–8, Cleveland
Dec. 7–8, Denver
Dec. 7–8, Hartford, Conn.
Dec. 14–15, Charleston, S.C.
Dec. 14–15, Louisville, Ky.
Dec. 14–15, Bristol, Va.

Graston Technique
888-926-2727
Nov. 16–17, Portland, Ore.
Nov. 16–17, Charlotte, N.C.
Nov. 23–24, London
Dec. 7–8, Boston
Dec. 7–8, Lombard, Ill.
Dec. 7–8, Winnipeg, Manitoba
Dec. 7–8, Kihei, Hawaii
Dec. 14–15, Newark, N.J.
Dec. 14–15, Daytona Beach, Fla.

Hope Science
866-628-8725
Dec. 13–15, Las Vegas

Kinesio Taping Association
888-320-8273
Nov. 16, Odessa, Texas
Nov. 16, Seneca Falls, N.Y.
Nov. 17, Seneca Falls, N.Y.
Nov. 17, Odessa, Texas
Nov. 23–24, Boca Raton, Fla.
Dec. 7, Boca Raton, Fla.
Dec. 8, Boca Raton, Fla.
Dec. 14, San Antonio
Jan. 11, 2014, Waterbury, Conn.
Jan. 12, 2014, Waterbury, Conn.
Jan. 18–19, 2014, Miami
Feb. 8, 2014, Mechanicsburg, Pa.
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Feb. 9, 2014, Mechanicsburg, Pa.
Feb. 15, 2014, Springfield, Ill.
Feb. 16, 2014, Springfield, Ill.
Feb. 22–23, 2014, Somerville, N.J.
March 22, 2014, Somerville, N.J.
March 23, 2014, Somerville, N.J.

Logan College of Chiropractic
800-842-3234
Nov. 16–17, Chesterfield, Mo.
Nov. 23–24, Chesterfield, Mo.
Dec. 7–8, Chesterfield, Mo.
Dec. 14–15, Chesterfield, Mo.
Jan. 18–19, 2014, Chesterfield, Mo.
Feb. 15–16, 2014, Chesterfield, Mo.
March 15–16, 2014, Chesterfield, Mo.
April 12–13, 2014, Chesterfield, Mo.

Mally Enterprises
303-823-5555
Nov. 16–17, Rocky Hill, Conn.
Dec. 6–8, Viliford, Denmark

McMaster University Contemporary
Medical Acupuncture Program
905-521-2100
Feb. 21–May 30, 2014, Hamilton, Ontario

Minnesota Chiropractic Association
952-698-2351
March 6, 2014, St. Paul, Minn.
May 2–4, 2014, Minnetonka, Minn.

Neuro-Structural Taping Technique
416-750-1500
Nov. 16, Boston
Nov. 23, Toronto

Northwestern Health Sciences
University
952-885-5446
Nov. 16, Bloomington, Minn.
Nov. 16–17, Bloomington, Minn.
Nov. 21, Bloomington, Minn.
Nov. 23–24, Bloomington, Minn.
Dec. 6–8, Bloomington, Minn.
Dec. 12, Bloomington, Minn.
Dec. 13, Bloomington, Minn.
Dec. 14–15, Bloomington, Minn.
Dec. 21–22, Bloomington, Minn.
Jan. 11, 2014, Bloomington, Minn.
Jan. 11–12, 2014, Bloomington, Minn.
Jan. 17–19, 2014, Bloomington, Minn.
Jan. 18–19, 2014, Bloomington, Minn.
Jan. 25–26, 2014, Bloomington, Minn.
Feb. 5–8, 2014, Bloomington, Minn.

Feb. 14–15, 2014, Bloomington, Minn.
Feb. 15–16, 2014, Bloomington, Minn.
Feb. 22–23, 2014, Bloomington, Minn.
March 1–2, 2014, Bloomington, Minn.
March 8–9, 2014, Bloomington, Minn.
March 15–16, 2014, Bloomington, Minn.
March 27–30, 2014, Bloomington, Minn.
March 29–30, 2014, Bloomington, Minn.
April 5–6, 2014, Bloomington, Minn.
April 12–13, 2014, Bloomington, Minn.
May 3–4, 2014, Bloomington, Minn.
May 10, 2014, Bloomington, Minn.
May 10–11, 2014, Bloomington, Minn.
May 17–18, 2014, Bloomington, Minn.
June 21–22, 2014, Bloomington, Minn.
July 19–20, 2014, Bloomington, Minn.
Aug. 9, 2014, Bloomington, Minn.
Aug. 21–24, 2014, Bloomington, Minn.
Sept. 20–21, 2014, Bloomington, Minn.
Oct. 18–19, 2014, Bloomington, Minn.
Nov. 1–2, 2014, Bloomington, Minn.

Options for Animals College
of Animal Chiropractic
309-658-2920
March 26, 2014–Aug. 31, 2014, Wellsville, Kan.
July 30, 2014–Aug. 31, 2014, Wellsville, Kan.

Palmer College of Chiropractic
800-452-5032
Nov. 16–17, Port Orange, Fla.
Nov. 21, TBD, Iowa

Parker University
800-438-6932
Nov. 15, Dallas
Dec. 7, Dallas
Jan. 9–11, 2014, Las Vegas

Standard Process of North Texas
817-845-8325
Dec. 7–8, Dallas

Wellness Center
866-962-6484
Dec. 5, Teleseminar

For a searchable list of more seminars and show dates or to submit your event, visit ChiroEco.com/datebook.
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Support pillow
Functional Pillow from Plus Pillow
Inc. is a personalized pillow designed
to provide proper neck support for
patients of all sizes and body types
through adjustable and modifiable
pillow components. The patented

Functional Pillow features diamond support that provides an even
distribution of support when patients sleep on their back and side.
Call 847-228-3030 or visit functionalpillow.com.

Daily supplements
General Health Daily Fundamentals from
Standard Process are single-serving
convenience packs containing three Standard
Process supplements essential for foundational
nutrition: Catalyn whole food multivitamin,
Trace Minerals-B12, and Tuna Omega-3 Oil.
Each box of Daily Fundamentals contains a 30-day supply.
Call 800-848-5061 or visit standardprocess.com.

Software
Chart Talk from Mighty Oak
Technology is a fully certified,
HITECH Certified Ambulatory,

complete EHR software. Chart Talk has been integrated with
Dragon Medical to help provide seamless voice interface. The
program is fully navigable using voice commands and is designed to
create fast, accurate notes. Voice activated macros also help speed
up the SOAP process.
Call 952-374-5550 or visit charttalk.net.

Dietary supplement
intraMAX from Drucker Labs is a comprehensive
all-in-one dietary supplement. It contains more
than 415 ingredients derived from natural sources
such as fruits, vegetables, and herbs. These
ingredients also include 71 organically-bound trace
minerals and fulvic acid.
Call 866-693-4812 or visit druckerlabs.com.

Nutritional support
ProEPA from Nordic Naturals offers a high
concentration of omega-3 eicosapentaenoic
acid (EPA) and beneficial omega-6 gamma-
linolenic acid (GLA). It also includes omega-3
docosahexaenoic acid (DHA) for
comprehensive essential fatty-acid support.
Call 800-662-2544 or visit
nordicnaturals.com.

Orthotics
AquaGuard from Foot Levelers
are Stabilizing Orthotics ideal for
activities in and around the water, high humidity work situations
(such as firefighting), or excessive perspiration. The AquaGuard is
highlighted by a SafetySole, which resists wetness and provides a
thermal and static barrier.
Call 800-553-4860 or visit footlevelers.com.

Tables
Heritage 10 from Thomas
Tables is a chiropractic table
available in solid top or split
face with adjustable vibration

for relaxing or deep penetrating treatment. It
features a heavy duty motor that guides the eight rollers up and
down a 24-inch track. And its spring loaded carriage helps contour
to the patient’s spine.
Call 800-322-2162 or visit thomastables.com.

Kinesiology
tape
Synergy Performance
Taping features
kinesiology tape designed with an aggressive adhesive. It is ideal for
the serious athlete or for patients requiring stronger adhesive
properties. Performance taping works by affecting the specialized
nerve receptors of the skin and the underlying fascia through the
gentle tugging action the tape offers during movement.
Call 905-356-4484 or visit synergyperformancetape.com.

PRODUCTSHOWCASE

For a comprehensive, searchable products directory, go to ChiroEco.com and click on “Products and Services.”
To submit your products, go to ChiroEco.com/products and fill in the required information.
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Every ad that runs here, also runs on
ourWeb site: ChiroEco.com

To Place a Classified Ad Call 904-285-6020

TO P L A C E A N A D C A L L 9 0 4 - 2 8 5 - 6 0 2 0

CLASSIFIEDMARKETPLACE

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.

ASSOCIATE WANTED

CAREMORE CHIROPRACTIC LOCATED
IN SUNNY, SCENIC ALBUQUERQUE is
seeking a highly motivated, patient-oriented
chiropractor for full or part time work. We offer
salary plus aggressive percentage, benefits,
trained staff, guaranteed newpatients, advertising,
and a beautiful turn key facility. If you’re ready
to expand your horizons, send your resume to
mjplaman@msn.com or call 505-435-5476 and
ask for Dr. Plaman.

EQUIPMENT FOR SALE

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

ERCHONIA LASERS FOR SALE Erchonia
Laser Base Station, I Docking Station, 3 Probes~
1 IIIa 635 nm, 1 ~ IIIb 635 nm, 1 ~ 405/635 nm.
Asking $12,000, purchased new $33,000.
1 Erchonia PL5000, 5mW 635nm, dual head.
Asking $6,000, purchased new $14,000. Both
Lasers have been recalibrated and certified by
Erchonia. Contact:MarieMoelter@ 802-773-4161.

FOR SALE ACCU-SPINA™ decompression
unit like new available for delivery, install &
training~New $150K accepting best offer please
email: rgclark1027@sbcglobal.net

OFFICE COVERAGE

TRAVELING CHIROPRACTORS,America’s
first Chiropractic relief service has been
providing quality, caring, temporary and associate
DC’s since 1984. Reasonable daily, weekly and
month rates avail. CALL: 800.624.8876 OR
www.travelingchiropractors.com.

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

30 Day conditional
money back guarantee

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

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

C.O.D. or prepay by check

PRACTICE FOR SALE

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

FUNCTIONAL MEDICINE

Become an Expert in Functional Medicine
Go to:

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








