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Killing fleas and ticks
can be just this easy.

With NexGard® (afoxolaner), flea and tick
control is convenient for pet owners since
dogs love taking the soft, beef-flavored chew.!

POWERFUL flea and tick killing all month long

CONVENIENT monthly dosing owners are used to

EASY for owners to give! and for veterinarians " g
to dispense

g e ot —n Ao e ———— & ~

rorooes 10.1-24.0 Ibs

NexGard

(afoxolaner) Chewables
Kills Fleas and Ticks

Soft Beef-Flavored
Chewables

3‘
|
!

» Kills fleas before they can lay eges
+ Prevenits flea infestations

Net Contents: & Chewables
Each chewable contains
28 3 mpg afoxolansr

Give once a month

FOR USE IN DOGS AND PUPPIES
§WEEKS OF AGE AND OLDER

Prescription only with anti-diversion technology

'Data on File at Merial.

! ) IMPORTANT SAFETY INFORMATION: For use in dogs only. The most common adverse
®NexGard is a registered trademark, and Ay . h . . .
ERONTLINE VET LABS is a trademark, of _ reaction is vomiting. Other adverse reactions reported are dry/flaky skin, diarrhea,
Merial. ©2015 Merial, Inc., Duluth, GA. lethargy, and anorexia. The safe use of NexGard in pregnant, breeding, or lactating
All rights reserved. NEX1STRADEADA (01/15).  dogs has not been evaluated. Use with caution in dogs with a history of seizures.

A SANOFI COMPANY

See brief summary on page 6.
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WHAT'S in this issue & online

° Join our circle at dvm360.com/community u Follow us at twitter.com/dvm360 Like us on facebook.com/dvm360

Videos: Watch your language

Friendly, clear communica-

DVM, shows examples at
‘_L l dvm360.com/thirdtime.

tion will be more success-
- ful than being the doctor
who blames or confuses
‘ X L.k K clients. Sarah Wooten,

Good client communication also
makes relationships stronger.
Watch how Karen Felsted, CPA,
MS, DVM, CVPM, demonstrates
different approaches at
dvm360.com/Felstedapproach.

Explore CAPC parasite
survey data results

Explore the results from CAPC's para-
& .

site study at dvm360.com/capcstudy.
' Resources include the five biggest
{ concern gaps between clients and
u veterinarians and the exam room
Vote for Pratice Manager of the Year
Is your practice manager a hero?
Submit him or her—or yourself—

questions to ask.
for the Veterinary Economics Prac-
tice Manager of the Year award,
sponsored by Veterinary Pet Insur-
ance at dvm360.com/pmoy. The
deadline is March 1.

Subscriber Services: Call (800) 815-3400 in the United States, or (888)
527-7008 or (218) 740-6477 in Canada; fax (218) 740-6417; or write

to: Veterinary Economics, 131 W. 1st St., Duluth, MN 55802-2065. If you
are unable to connect with the 800 numbers, e-mail fulfill@superfill.com.
Reprint Services: Call 1-877-652-5295 ext. 121 or email bkolb@wrights-
media.com. Outside US, UK, direct dial: 281-419-5725. ext. 121 Back
Issues: Individual copies are available for one year; to order, call (800)
598-6008. Permissions/International Licensing. Call Maureen Cannon at
(440) 891-2742. List Sales: Please contact List Account Executive Renée

Schuster at (440) 891-2613. Editorial Offices: Write to 8033 Flint, Lenexa,

KS 66214; or call (913) 871-3800. Visit our websites: dvm360.com;
thecvc.com; industrymatter.com.
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TEAM PAY

On deck in your favorite
veterinary publications

dvin3ea

.com

The team pay report. A
comprehensive overview of
the veterinary team com-
munity, as measured by the 2014 and 2015
Firstline Career Path Study. Plus, tips on how to
pay team members more—and why some may
be leaving the profession.

Up with revenue = up with team pay. Dr. Ernie
Ward and other experts uncover the biggest non-
secret around: If you want to pay team members
more money, you need to earn more money.
>>> Learn how on page 8.

medicine

Specialized technicians: Encouraging technicians
to become certified in one of the 11 currently
approved technician specialties is one way for
practices to boost revenue and raise pay. Veterinary
Medicine delves into the details of these specialties.

A new way to look at team pay. Discover data
from the 2015 Firstline Career Path Study and
tips and tools to help technicians, receptionists,
veterinary assistants and practice managers
grow their careers in the New Year.
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The business of client and patient care

To give practicing veterinarians the business tools, insights, ideas and inspiration they
need to fuel their passion for practice; run a well-managed, profitable business; enhance
client loyalty and satisfaction; and maximize their patients’ well-being.
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who’s proud
of you?

(we arel)

Petplan congratulates the
Practice of the Year Coral Springs Animal Hospital, Coral Springs, FL
Veterinarian of the Year Dr. Tracey Jensen, Wellington Veterinary Clinic PC, Wellington, CO

Practice Manager of the Year Gretchen Dillon-Sauer, South Carolina Veterinary Specialists
and Emergency Care, Columbia, SC

Veterinary Technician of the Year Monique Feyrecilde, Mercer Island Veterinary Clinic, Mercer Island, WA
Receptionist of the Year Bob Gauthier, Red Mountain Animal Hospital, Mesa, AZ

Now accepting Veterinary Awards submissions for 2016 at GoPetplan.com/VetAwards

petplan
veterinary awards

\



PRACTICE tips

INVOICE #3

Patient ID: 17598

3 y/o female spayed German Shep-
herd

Patient Name: “Samantha” Jones
Date: 5/20/2014

Office visit $25
Physical exam $25
Diagnostics

Bloodwork $100
X-rays $149
Treatment

Injection — Cerenia $14
Fluids $45
Medications — Flagyl $25

2

Methodology

> A survey was completed by
2,433 pet owners via email or
Facebook about three different
invoices for a dog presenting
with a three-day history of
vomiting and diarrhea. They
ranked the example invoices
on whether they were clear
and easy to understand, gave
them a better understanding
of their pet’s care, and the
amount of services received
for the price paid.

> Of those owners, 86%
owned dogs, 58% cats, 11%
horses, 9% small mammals,
7% birds, and 18% another
species like exotic or reptile.

4. February 2015 | Veterinary Economics | dvm360.com

INVOICE #2

Patient ID: 26758

4 y/o male neutered Labrador
Retriever

Patient Name: “Spike” Brown
Date: 5/20/2014

Office visit $25
Physical exam $25
Diagnostics

Blood collection fee $5
Complete blood count $42
Serum chemistry $45

Manual microscopic blood slide

review $5
Abdominal radiographs (3 views) $94
Radiographic interpretation fee $55

Biohazard fee $3
Treatment

Injection — Cerenia $14
Subcutaneous fluids —

LRS (<200 mLs) $32
Subcutaneous fluid administration $10
Biohazard fee $3
Medications — Flagyl $20
Medicine dispensing fee $5

Results

> When asked, 61% saw no dif-
ference in cost of visits (there
wasn't). Of the pet owners who
saw a difference, 33% said In-
voice #1 was most expensive,
53% said Invoice #2 and 14%
said Invoice # 3.

> 63% of respondents saw

no difference in care of visits
(there wasn’t). Of those who
saw a difference, 90% said the
pet in Invoice #2 received
better care.

> Regarding perceived frivo-
lous charges, 58% said none.
Of those who said there were
frivolous charges, 37% said
Invoice #2 had the most.

INVOICE #1

Patient ID: 15873

5 y/o female spayed Golden Retriever
Patient Name: “Fluffy” Smith

Date: 5/20/2014

Exam $50
Diagnostics $249
Treatments $84

3

Write a winning invoice

See how three different invoices got very different results
II"I pet Ownel’S' percept'on Of Value By Jacquelyn N.B. Olson

Takeaway tips
> Include both layman’s and
technical terms on invoices to
avoid confusing clients and ex-
plain the value of your services,
products and expert knowledge.
> A separate line for “physi-
cal exam” in addition to “office
visit fee” doesn't increase the
perceived value of this service.
> Fees such as “biohazard fee”
or “blood collection fee” should
not appear on the invoice but
rather be factored into cost of
main line item. ve

Jacquelyn N.B. Olson will graduate
from the University of Florida College of
Veterinary Medicine this year. Her BS is

in Business Administration.



tips

Stop saying this to
veterinary clients!

Tweak your turns of phrase to avoid sabotaging your
exam room conversations before they even start.

By Jeff Rothstein, DVM, MBA

f you'd like to focus anew

on wellness or preventive-

care visits at your veteri-
nary practice, you know client
education is key. Now, [ want
you to consider a few changes
in your turns of phrase when
you're deep into exam room
visits or talking on the phone
or sharing information with
clients on social media. When
clients understand the pur-
pose and value of preventive
services, they’re more likely
to be compliant pet parents.
Here’s what we've found help-
ful at our clinics:

Clients un-
derstand prevention is impor-
tant. When you say wellness,
they seem to think, “If it ain’t
broke, why fix it?”

The
phrase intestinal parasites
conjures up a real picture of
the dangerous—and graphic—
problem you're helping to
prevent. Some clients just aren’t
familiar with the term “fecal”

We find that it’s easy
to get clients to agree to
the important annual blood
screen by packaging it with
the heartworm test. We use
the verbiage above and pres-
ent the combination price on
our treatment plan. Charge
a moderate price for a basic
blood screen—in our case,
roughly $40. Our clients have
long heard us recommend
“blood screening,” and at this
price point they can have both
a heartworm test and screen
for $60 to $70. Our compli-
ance is very good.

Set the
tone in the conversation by
emphasizing the importance
of year-round prevention
from the very beginning.
When you start by offering
clients a choice, they’ll usually

default to a small amount—
less expensive—amount. Then
when it runs out, they’re often
done for the year.

Layman’s terms
are less medically correct, but
they often provide far more
meaning to the layman (or
laywoman). And don't forget to
show a dental report card with
pictures of the different grades
of dental disease to help sup-
port your recommendation for
dental cleaning.

While these examples may
seem like subtle differences,
they can make a big differ-
ence day in, day out for client
buy-in. In the above cases, both
phrases or questions are true,
but one is stronger and more
likely to lead to greater client
compliance and, more impor-
tant, better preventive care.

Find it all here

dvm

More say
this, not that!
Check out Dr. Karen
Felsted’s suggestions
for ensuring client
compliance with
dental procedures

at

Veterinary Economics Edito-
rial Advisory Board member
Dr. Jeff Rothstein, MBA, is
president of the Progressive
Pet Animal Hospitals and
Management Group in Michigan.
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NexGard

(afoxolaner) Chewables

CAUTION: Federal (USA) law restricts this drug to use by or on the order of a licensed veterinarian.

Description:

NEXGARD® (afoxolaner) is available in four sizes of beef-fl d, soft for oral to dog

puppies according to their weight. Each chewable \s formulated to provide a minimum afoxulaner dusags uf 1 14 mg/\b (2.5
mg/kg) Afcxo\aner has the chemmal 4 [5- 3 oromethyl)-phenyl]-4,
5-dihydro-5- IyI]-N-[2-0x0-2-{(2,2,2-tri l.

Indications:

NEXGARD kills adult fleas and is indicated for the treatment and pi of flea (Ct felis), and

the treatment and control of Black-legged tick (Ixodes scapularis), | American Dog tu:k (Dermacentor variabilis), and Lone
Star tick (Amblyomma americanum) infestations in dogs and puppies 8 weeks of age and older, weighing 4 pounds of body
weight or greater, for one month.

Dosage and Administration:

NEXGARD is given orally once a month, at the minimum dosage of 1.14 mg/Ib (2.5 mg/kg).

Dosing Schedule:

Bodi Afoxolaner Per Chewables
Weig| Chewable (mg) Administered
401010.0 Ibs 113 One
10.1024.0 Ibs 283 One
24.1t0 60.0 Ibs 68 One
60.1t0121.0 Ibs 136 One
QOver 121.0 Ibs. Administer the appropriate combination of chewables

NEXGARD can be administered with or without food. Care should be taken that the dog consumes the complete dose, and
treated animals should be observed for a few minutes to ensure that part of the dose is not lost or refused. If it is suspected
that any of the dose has been lost or if vomiting occurs within two hours of administration, redose with another full dose. If
a dose is missed, administer NEXGARD and resume a monthly dosing schedule.

Flea Treatment and Prevention;

Treatment with NEXGARD may begin at any time of the year. In areas where fleas are common year-round, monthly
treatment with NEXGARD should continue the entire year without interruption.

To minimize the likelihood of flea reinfestation, it is important to treat all animals within a household with an approved

flea control product.

Tick Treatment and Control:

Treatment with NEXGARD may begin at any time of the year (see Effectiveness).

Contraindications:

There are no known contraindications for the use of NEXGARD.

Warnings:

Not for use in humans. Keep this and all drugs out of the reach of children. In case of accidental ingestion, contact a
physician immediately.

Precautions:

The safe use of NEXGARD in breeding, pregnant or lactating dogs has not been evaluated. Use with caution in dogs with a
history of seizures (see Adverse Reactions)

Adverse Reactions:

In a well-controlled US field study, which included a total of 333 households and 615 treated dogs (415 administered
afoxolaner; 200 administered active control), no serious adverse reactions were observed with NE D

Over the 90-day study period, all observations of potential adverse reactions were recorded. The most frequent reactions
reported at an incidence of > 1% within any of the three months of observations are presented in the following table. The
most frequently reported adverse reaction was vomiting. The occurrence of vomiting was generally self-limiting and of short
duration and tended to decrease with subsequent doses in both groups. Five treated dogs experienced anorexia during the
study, and two of those dogs experienced anorexia with the first dose but not subsequent doses.

Table 1: Dogs With Adverse Reactions.

Treatment Group
Oral active control
N % (n=415) N % (n=200)

Vomiting (with and without blood) 17 4.1 25 125
Dry/Flaky Skin 13 31 7 0
Diarrhea (with and without blood) 13 3.1 7 35
Lethargy 7 17 4 20
Anorexia 5 12 9 45

"Number of dogs in the afoxolaner treatment group with the identified abnormality.
“Number of dogs in the control group with the identified abnormality.
In the US field study, one dog with a history of seizures experienced a seizure on the same day after receiving the first dose
and on the same day after receiving the second dose of NEXGARD. This dog experienced a third seizure one week after
receiving the third dose. The dog remained enrolled and completed the study. Another dog with a history of seizures had a
seizure 19 days after the third dose of NEXGARD. The dog remained enrolled and completed the study. A third dog with a
history of seizures received NEXGARD and experienced no seizures throughout the study.
To report suspected adverse events, for technical assistance or to obtain a copy of the MSDS, contact Merial at 1-888-637-
4251 or www.merial.com/nexgard. For additional information about adverse drug experience reporting for animal drugs,
contact FDA at 1-888-FDA-VETS or online at htp: fda nimalVeterinary/SafetyHealth.
Mode of Action:
Afoxolaner is a member of the isoxazoline family, shown to bind at a binding site to inhibit insect and acarine ligand-gated
chloride channels, in particular those gated by the neurotransmitter gamma-aminobutyric acld (G/—\BA) thereby blocking pre-
and post-synaptic transfer of chloride ions across cell Prolonged results in
uncontrolled activity of the central nervous system and death of insects and acarines. The se\ectwe toxicity of afoxolaner
between insects and acarines and mammals may be inferred by the differential sensitivity of the insects and acarines”
GABA receptors versus mammalian GABA receptors.
Effectiveness:
In a well-controlled laboratory study, NEXGARD began to kill fleas four hours after initial administration and demonstrated
>99% effectiveness at eight hours. In a separate well-controlled laboratory study, NEXGARD demonstrated 100%
effectiveness against adult fleas 24 hours post-infestation for 35 days, and was = 93% effective at 12 hours post-infestation
through Day 21, and on Day 35. On Day 28, NEXGARD was 81.1% effective 12 hours post-infestation. Dogs in both the treated
and control groups that were infested with fleas on Day -1 generated flea eggs at 12- and 24-hours post-treatment (0-11
eggs and 1 17 eggs in the NEXGARD Irealed dogs and 4-90 eggs and 0-118 eggs in the control dogs, at 12- and 24-hours,

At ion, fleas from dogs in the treated group were essentially unable to
produce any eggs (0-1 eggs) while fleas frcm dugs in the control group continued to produce eggs (1-141 eggs).
In a 90-day US field study conducted in households with existing flea infestations of varying severity, the effectiveness of
NEXGARD against fleas on the Day 30, 60 and 90 visits compared with baseline was 98.0%, 99.7%, and 99.9%, respectively.
Collectively, the data from the three studies (two laboratory and one field) demonstrate that NEXGARD kills fleas before
they can lay eggs, thus preventing subsequent flea infestations after the start of treatment of existing flea infestations.
In well-controlled laboratory studies, NEXGARD >94% effecti against De variabilis and
Ixodes scapularis, 48 hours post: and against 72 hours post: for 30 days.
Animal Safety:
In a margin of safety study, NEXGARD was administered orally to 8- to 9-week-old Beagle puppies at 1, 3, and 5 times the
maximum exposure dose (6.3 mg/kg) for three treatments every 28 days, followed by three treatments every 14 days, for
a total of six treatments. Dogs in the control group were sham-dosed. There were no clinically-relevant effects related to
treatment on physical examination, body weight, food consumption, clinical pathology (hematology, clinical chemistries, or
coagulation tests), gross pathology, histopathology or organ weights. Vomiting occurred throughout the study, with a similar
incidence in the treated and control groups, including one dog in the 5x group that vomited four hours after treatment.
In a well-controlled field study, NEXGARD was used concomitantly with other medications, such as vaccines, anthelmintics,
antibiotics (including topicals), steroids, NSAIDS, anesthetics, and antihistamines. No adverse reactions were observed
from the concomitant use of NEXGARD with other medications.
Storage Information:
Store at or below 30°C (86°F) with excursions permitted up to 40°C (104°F)
How Supplied:
NEXGARD is available in four sizes of beef-flavored soft chewables: 11.3, 28.3, 68 or 136 mg afoxolaner. Each chewable
size is available in color-coded packages of 1, 3 or 6 beef-flavored chewables.

INADA 141-406, Approved by FDA

Marketed by: Frontline Vet Labs™, a Division of Merial Limited.
Duluth, GA 30096-4640 USA

Made in Brazil.

1050-4493-02

Rev. 4/2014

®NexGard is a registered trademark, and ™FRONTLINE VET LABS
is a trademark, of Merial. ©2014 Merial. All rights reserved.

with heart

4 ways to send
clients running from

your clinic

It's time to adjust your strategy.
By Marty Becker, DVM
get lots of requests for advice from pet owners on
how to pick a veterinarian. Here’s what I tell them
are red flags:

Lack of compassion. Pet owners need to experi-
ence how much you care before they witness how
much you know. If you're hurried or ignoring signs
of a pet’s anxiety, fear or pain, pet owners should
leave immediately.

Friction among team members. Pet owners have
a hard time judging quality of medicine, but it’s easy to
judge quality of service. If they see signs of friction in
the practice, they should start looking for another.

Facility shows a lack of pride or investment.

If you have a dated or damaged sign, peeling paint
and flooring is dirty, you're betting pet owners won't
care about those things. Top practices have pride

in their facility, equipment, uniforms—everything.
This doesn’t mean you have to immediately rebuild
or remodel, but you do need to keep things painted,
cleaned and repaired.

Practice doesn't invest in the newest equip-
ment, technology and training. Quality practices
have invested in digital radiography, dental suites
and laser therapy, and the teams from these practic-
es attend CE meetings where they learn the current
thinking on medicine and surgery. If you're living a
practice life of self-improvement, publicize it.

I tell pet owners that once they've done their home-
work by talking with family members, friends, neighbors
and coworkers, to then do an onsite visit and ask to see
beyond the exam rooms in the back. ve

Veterinary Economics Practice Leadership Editor
and CVC speaker Dr. Marty Becker is author

of The Healing Power of Pets: Harnessing the

e 3 Amazing Ability of Pets to Make and Keep People
g "‘"ﬂ Happy and Healthy. Dr. Becker also practices at
. * North Idaho Animal Hospital in Sandpoint, Idaho.
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DATA center

THE DATA CENTER

This monthly column covers market data, industry trends
and more. For more, head to dvim360.com/datacenter.

. : . . 5 c .. o clients think
Clients: Time spent with veterinarian during visit D your appoint-
ments are too
long, too short or just
27% about right?

240/ In a study called
2200 “Connecting With
Today’s Clients” from
the Companion Animal
Parasite Council (CAPC)
with support from Bayer
Healthcare, pet owners

13%

5% were asked about how
long their veterinarian
, , , ] ] spent with their pet dur-
Under 10 10-14 15-19 20-29 30-44 45 minutes ing their last health and
minutes ~ minutes ~ minutes  minutes  minutes  or longer wellness examination. Of

the 1,952 owners who re-
sponded, 92 percent said
they felt their veterinar-

. - ian and staff spent just
Pet owners’ perception of visit length the right amout of time
with them—an average
of 22 minutes—while
others responded saying
28 minutes was too long
and 15 minutes was not
long enough. ve

dV Find itall here
[ —
Just about right

Avg. = 22 mins CAPC extras
For more exclusive
data from CAPC,
visit dvm360.com/
CAPCstudy.

Too much time
Avg. = 28 mins

Not enough time
Avg. = 15 mins

dvm3e0.com | Veterinary Economics | February 2015 | 7



LEADERSHIP challenge

dvm
leaders I1

CHALLENG

TEAM PAY

We're shouting it to the rafters: Want

to pay staff more? Then earn more

revenue. Here are 10 ways to do it. P
1% Plus, eye-opening data from the 2015 # ,4,@

Firstline Career Path Study. s, s ward, pvm

\ 4

ou
know 5\
the old

saying about

how you can't

love someone un-

til you love yourself?

I say your clients won't

love you unless you love
your team. One great way

to show your love is excellent
compensation and opportu-
nities for advancement. Here
are my 10 ways to boost
revenue to pay staft more,
along with links to resourc-
es at

hand-picked by the
Veterinary Economics
editors to help you make
that happen:

Expand team

members’
responsibilities
and roles

Veterinarians need to ex-
pand the roles and services

81 February 2015 | Veterinary Economics | dvm360.com

—

their staft provides
in order to support
higher wages. We all
understand this: A team
member performing class
IV laser therapy is paid more
than someone cleaning cages.

Expand services

Practices need to add ser-
vices to generate more revenue and
increase wages. Nutritional counsel-
ing and behavioral training are good

Smart salaries

Team members: Have you left one
veterinary job for another veteri-
nary job to earn more money?

No

Pro tip: Don't pay lower than market
rate or your employees will eventually
walk. You may save money now with
low salaries, but it will cost you in the
long run. Visit dvm360.com/teampay
for regional and city size breakdowns of
veterinary team member compensation.

Source: 2015 Firstline Career Path Study

GETTYIMAGES/ALEKSANDER KACZMAREK



Satisfied employees
Team members: What makes a

veterinary job satisfying? (in rank of
importance)

1 Pay

2 Working with doctors | respect

3 Working with a team | respect

Job flexibility, including family-friendly
scheduling options and job sharing

5 Benefits

6 Working with a manager | respect
7 Opportunities for advancement

8 Paid continuing education

Source: 2015 Firstline Career Path Study

examples. Don't let veterinary imposters claim
these sectors and reap the financial rewards.

Expand staff training

Employees can produce more revenue if
they know their jobs better and perform them
more efficiently. Almost 20 years after instituting
weekly staff training, I still believe it’s the best
investment a practice can make.

Forever learners

Team members: Would you pursue
additional training to earn more?
No. I do nothave

time for additional Yes, but only
training right now. if the practice
compen-
sated me.
Yes. | would
Yes. 1 would be willing to
be willing pursue some
D pUIELEE additional
degree or training.
certification.

Source: 2015 Firstline Career Path Study

LEADERSHIP challenge

Expand pet insurance

Third-party payment systems are increasingly
necessary to improve clinic cash flow and support
raising fees. Veterinarians need to embrace pet
insurance by learning what it is and isn't. (It isn't an
HMO and they don't set veterinary fees.) Choose
a provider you value and trust (start with the com-
parison chart on page 15) and actively promote
them to clients. 2015 is the year to get on board.

Analyze practice finances

Is your practice profitable? (Find out at
dvm360.com/profitable.) Too many clinic
owners review their finances once or twice a
year—far too infrequently to make meaning-
ful strategic changes. You can't pay your staff or
yourself more if you don’t understand the basics
of small business economics. Pledge to learn
how to analyze your practice’s finances this year

Educational investment
Team members: Which of the fol-
lowing types of training do you re-
ceive? (Respondents checked all that applied)

80

70 69% 67% g0

60

50

40

30

20

10

0

. Local CE
Customer service
In-house CE
Policy manuals
National CE

General software training
General computer instruction
None of the above

Source: 2015 Firstline Career Path Study
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LEADERSHIP challenge

Great goals

Team members: Which
of the following is most
important to your career
satisfaction and life
balance?

Receive
regular raises
for my current

job perfor-
mance.

22%

Take on more
responsibility
at work and

earn signifi-

cantly more.

18%

Enjoy more
job flexibility
and work-life

balance.

18%

Be appreci-
ated for the
work | do
with bonuses
and other
forms of
recognition.

Pro tip: If you tie bonuses
to important financial
numbers, you can close
the gap for team mem-
bers who might not see
how their work fits directly
into revenue and raises.
For more thoughts go to
dvm360.com/bonus.
Note: Totals may not equal
100% due to rounding.

Source: 2015 Firstline Career Path Study

and begin reviewing your data monthly.
Financial knowledge is essential to earning
more money.

Evaluate debt

Interest rates are set to rise in 2015.
It’s time to examine your practice debt to
see if you can negotiate lower rates or fees
(sharpen your skills at dvim360.com/
negotiate). Any earnings can be applied
toward increasing staff wages and benefits
or infrastructure improvements.

Canvass the competition

Who, what and where are your
competitors? Think beyond competing
veterinary clinics and evaluate threats from
retailers, noncredentialed service providers
and online companies. Know your “enemy’”

Find out what clients

want and give it to them
Happy clients recommend your services
and spend more, so find out what they

Empowered staff

What assistants, receptionists,
technicians and managers would
do for more money:

All: More hours and more duties
All: CE

Assistants: Enroll in technician
program

Receptionists: Get degree

Technicians: Take on leadership/
management duties

Managers: Increase efficiency or
profitability

Pro tip: Ask team members to help
hospital profits with achievable goals.
Let technicians draw blood, take
radiographs and induce anesthesia.
Let receptionists educate clients on
heartworm prevention. For more tips,
go to dvim360.com/delegate.

Source: 2015 Firstline Career Path Study

10 February 2015 | Veterinary Economics | dvm360.com

want. Conduct surveys and make post-
appointment phone calls (get tips at
dvm360.com/surveytips). Then hire a
mystery shopping service or ask a friend
to call or come in for an appointment to
give you the low-down on your client ser-
vice (see how other practices survived the
test at dvm360.com/surviveshopper).

Say “yippee!”’

for Yelp!
Embrace online reviews—they’re not
going away. Don't be afraid to ask cli-
ents to recommend you online (more
at dvm360.com/awkward). Be subtle,
but make it easy by including links in
electronic correspondence and welcome
brochures. Develop a response strategy
to less-than-stellar reviews and tactics
for monitoring review sites (get ideas at
dvm360.com/onlinerep). Review sites
are today’s word-of-mouth generators.

1 Love your team

Happy teams are more produc-
tive, and people are happiest when they feel
respected and appreciated, have challenging
job responsibilities and feel like part of a
bigger mission or cause. Take time each day
to thank your employees for their hard work
(pointers at dvim360.com/saythanks). It's
both self-centered and demoralizing to walk
around the practice every day telling yourself
and others, “I shouldn't have to go around
thanking everyone for doing what they
should be doing” A pat on the back goes a
long way toward producing more revenue.
The best teams are appreciated emotionally
in addition to receiving a generous wage. VE

Veterinary Economics Editorial Advisory Board
Member Dr. Ernie Ward is an author, speaker and the
founder of Seaside Animal Care in Calabash, North
Carolina. Heather Lewis, AIA; Andy Rollo, DVM; and
Craig Woloshyn, DVM, helped with this article.



1 WAS ACCUSED © ,_
SEXTAL HARASSM ENT

: R i 5. o
E—— R R i L T A £

- T

R TIALE RE

OWNERSHIP issues
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| wiped my hand on someone else’s sleeve and
unleashed a cascade of events that proves that every
practice needs a sexual harassment poliCy. sy mark opperman, cvem

es, it’s true: A practice
employee once accused
me of sexual harass-

ment. It happened during an
operational audit of a practice.
On the first day, my partners
Sheila Grosdidier and Monica
Dixon Perry and I stayed late
to observe the flow and opera-
tion of the practice during

the evening hours.

I passed two technicians who
were working on a dog in the
middle of the treatment area
and reached out to pet the dog’s
head. One of the technicians

most of the employees, devel-
oped a comprehensive busi-
ness plan and presented it all
to the practice’s entire staff a
few days later.

A few days later, Sheila got
a call from the practice owner
who informed her that an
employee told the practice
manager that I sexually ha-
rassed her and touched her in
an inappropriate manner.

When I learned this, I was
shocked! I'd never been ac-
cused of such a thing and, of
course, would never do it.

An employee told the practice
manager that I sexually harassed
her and touched her in an
inappropriate manner.

said the dog had a zoonotic
disease and that I probably
shouldn't have done that. Being
a little surprised, I wiped my
hand on her sleeve in a joking
manner and said, “Oh, I had no
idea” Then I walked away to
wash my hands.

We spent another two days
at the hospital, interviewed

GETTYIMAGES/PETER BOOTH

Sheila she told me that an
employee said I had touched
a dog and then touched her
inappropriately. I immediately
knew what she was talking
about and which employee
had lodged the complaint.

So I told Sheila exactly what
had transpired.

Luckily, she’s certified as a

Don't find yourself in a fingerpointing nightmare.
Make sure appropriate policies are in place so
that the solution for any possible harrassment
situation is black and white.

professional in human resourc-
es (PHR) and knew how this
situation should be handled.

Exercise

due diligence

First, we contacted the practice
owner and explained the

Find it all here

dvm
[ S—
Apply the
lesson

Can you recognize
sexual harassment
in the workplace?
Test yourself at
dvm360.com/
harassmentquiz.

dvmae0.com | Veterinary Economics | February 2015 | 11



OWNERSHIP issues

If appropriate procedures hadn’t been

in place, the ending might not have

been so favorable.

circumstances of the incident.
Fortunately, a sexual harassment
policy was included in the new
employee manual that had been
established within the practice
during our on-site consultation.
The practice’s sexual harass-
ment policy stated that employ-
ees should report any situation
that they felt to be harassment
to the practice manager who
would thoroughly investigate the

situation and report back their
findings to the employee.
Following this policy,
the practice manager and
one of the practice owners
interviewed me, the employee
and another employee who
had witnessed the incident.
During the interview, the
manager and practice owner
explained what would be
considered sexual harassment

and reviewed what had
occurred with the employee.
She stated that she had
thought that I was going to
spread this zoonotic disease
throughout the practice, and
ultimately she didn’t feel I
had sexually harassed her.
The other employee who
had witnessed the event
corroborated my account.
The employee was assured
that I was aware of proper
protocol for handling a
dog with leptospirosis and
management agreed to new
infection-control signage

What if more clients could say yes?

Petinsurance
can help your
business grow.

Call our friendly
Veterinary Services
Team to learn how.

1-877-738-2677

www.aspcapetinsurance.com/vets

ASP.

VISIT US AT WVC
BOOTH #1940

SPETCHEALEH
INSURANCE




OWNERSHIP issues

and precautions so that everyone would be aware of
infectious cases in the hospital. (The topic would be
discussed further with team members during the next
team meeting at the practice.)

In the end, this was basically a case of miscommuni-
cation, but it shows how easy it is to become the target
of a sexual harassment claim. If appropriate policies
and procedures hadn't been in place, the ending might
not have been so favorable.

Be prepared

Do you know how to handle a sexual harassment
claim? Does your employee manual have a policy that
deals with harassment and discrimination?

In our employee manuals, we use the Equal Em-
ployment Opportunity Commission’s definition of
sexual harassment and examples of sexual harass-
ment, plus, what employees should do if they feel they
were sexually harassed and the veterinary practice’s
obligations when someone claims he or she was
harassed. We followed this exact procedure when I was
accused of sexual harassment.

Another precaution I believe that veterinary prac-
tice owners should take is to purchase an employment
practices liability (EPL) insurance policy. This type of
policy is available through most agencies as a rider to
your business owner’s policy, or it can be purchased
through the AVMA Professional Liability Insurance
Trust. It’s not very expensive and, if an employee were
to sue you or bring you to court, the insurance will
provide for payment to lawyers and coverage if there is
an award against you. VE

Mark Opperman, CVPM, is a certified veterinary pactice manager
and owner of VMI Inc., a veterinary consulting firm based in
Evergreen, Colorado.

Find more resources

Check out a sample sexual harrassment policy at
dvm360.com/harassmentpolicy. For more of
Opperman’s insight, visit dvm360.com/opperman.
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Consider Live Oak Bank for Financing Your Commercial Property & Construction Project.

Up to 100% Financing ¢ 50+ Years in Veterinary Lending ¢ Dedicated Construction Team

Contact one of our lenders to get started.

o
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% |IVE OAK BANK

liveoakbank.com/vet
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INSURING PATIENTS’ HEALTH:

A handy comparison chart

Pet insurance could be a wise choice for many of your
clients. If you've never researched pet health insurance
options, now might be a good time to start.

et insurance is one great way clients can plan ahead for their pets’ care. And pet insurance can

help boost revenue (not to mention, improve patient care and pay team members more—see

page 8 for more ideas). We've done some of the legwork for you by gathering the details about
major providers. Now, take a look and choose the one or two that sound best for your practice. For a

more detailed breakdown of features, visit
(Note: This information was provided directly by companies themselves and has not been mdependently verified.)

ASPCA, EMBRACE HEALTHY PETPLAN PETS BEST TRUPANION VPI
HARTVILLE, PAWS (NATIONWIDE)
INSURANCE PETSHEALTH
BRAND CARE PLAN,
PROTECT
YOUR BUBBLE
ACCIDENT, Accident, Accident, Injury and Accident and Accident, Injury and Injury, iliness
ILLNESS, OR illness and illness and illness illness illness and illness and wellness
WELLNESS? wellness wellness wellness
HOW MANY Over 100,000 45,000 Undisclosed Over 130,000 157,000 Over 207,000 523,000
PETS?
Pre-existing Pre-existing Pre-existing Pre-existing Pre-existing Pre-existing Pre-existing
conditions; conditions, conditions, of- conditions, conditions; conditions, conditions,
elective grooming fice visit/exam  elective proce- conditions elective grooming,
procedures fees, preventa- dures, routine preventable procedures, elective
the ASPCA tive care, and preventive by vaccine; routine care, procedures,
opposes, pre-existing care, grooming nonmedical grooming congenital
such as ear cruciate liga- veterinary conditions,
cropping, tail ment problems expenses behavioral
NOT docking, and to one leg as conditions,
COVERED? claw removal; respects the preventable
treatment for cost of future conditions
dental disease treatment for (if vaccine
(injuries are problems of available and
covered); costs the other leg. recommended
for breeding or by DVM)
pregnancy; pet
food; groom-
ing; others as
listed
$100, $250, $100, $200, $100, $250, $50, $100, $0, $50, $100, $0 to $1,000 $0 to $1,000
DEDUCTIBLE?  $500 $300, $500, $500 $200 $200, $500,
$1,000 $1,000
ANNUAL OR Annual Annual Annual Per-incident Annual Per-incident Annual
PER-INCIDENT
DEDUCTIBLE?
None $5,000, None $10,000, $20,000 None $7,000 to
MAXIMUM $10,000, $14,000, $14,000
PAYOUT PER $15,000, $22,000
YEAR? $20,000

service

Find it all here

Clients still
need help?
Legal jargon can

be tough. Give

your clients a list

of questions to

help provide clarity
when choosing

a pet insurance
provider, available at
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CLIENT service

ASPCA, EMBRACE HEALTHY PETPLAN PETS BEST TRUPANION VPI
HARTVILLE, PAWS (NATIONWIDE)
INSURANCE PETSHEALTH
BRAND CARE PLAN,
PROTECT
YOUR BUBBLE
lliness: 30 2 days ac- 15 days injury  Accident: 24 Accident: 3 Injury: 5 days; Standalone
days; Accident  cident; 14 orillness hours; lliness: days; illness: illness: 30 Wellness &
and well- days illness; no 14 days 14 days; well- days Injury: next
ness: None; waiting period ness: 14 days. day; lliness: 14
WAITING Heredlt:'ary ar.ld wellness; 6 With veterinary days
congenital: six ~ month waiv- exam 10%
PERIOD? . .
months able waiting discount
period for certificate, ac-
orthopedic cident: none;
conditions in illness: 7 days
dogs
70%, 80%, 70%, 80%, 90%, 80%, 80%, 90%, 70%, 80%, 90% 100%
REIMBURSE-  90% 90% 70%—client 100% 90%, 100%
MENT? chooses at
enrollment
EXAM FEES Yes Yes No Yes Yes No Yes
COVERED?
Age, breed, Age, breed, Age, breed, Age, breed, Age, breed, Species, Age, location,
location, gender, species, location location breed, age at size (as aduld),
PREMIUMS? ) g §
species gender, loca-

tion and spay/
neuter status

Recommended
by Veterinarians

specifically for cats!

Mason Company'’s Fiberglass Cat Condo
designed to meet the "Association of Shelter Veterinarians”

-wide unit features a central divider

inte cess. Manufactured with Features include:
durable fiberglass materials, the condos f i T s Removable divider separating litter from
, quieter and more T i living and sleeping areas.
environment than cold, loud i Optional removable shelf for more vertical
stitutional- it b il space and height cats love.

Stack units for added capacity.
Easy to clean.
Optional powder coated wire for a warmer,
more updated look than stainless steel bars.

MASON Ccontact us today! (800) 543-5567

COMPANY www.MasonCo.com/fiberglasscatcondo  info@MasonCo.com

Trusted Animal Housing Solutions

a4 I




IDEXX

Canine ECG device
IDEXX Laboratories has launched
the CardioPet ECG device, making
cardiac screenings, consultations
and collaboration with board-
certified cardiologists easier. With
six leads and pet-friendly clips, the
device is DICOM-compliant and
offers improved diagnostic quality
and patient comfort. Veterinarians can now view the
ECG to ensure the quality of tracings before submit-
ting it. Practices can submit cases electronically at
their convenience, combining ECGs, radiographs and/
or echocardiograms in a single transmission when
requesting a comprehensive cardiac consultation.

For fastest response visit idexx.com/cardiopetecg

Oxford Science
Countertop
chemistry
analyzer
Oxford Science,

a distributer of
veterinary labora-
tory equipment, has
announced the U.S.
debut of the new
Phoenix Chemistry System to provide veterinarians
reference laboratory testing capabilities in a compact
countertop instrument. The system employs innovative
dual linear flow-cell and solid state LED technology,
providing veterinarians with accurate, fast results in an
easy to operate analyzer. It allows veterinarians to run
a chemistry panel or single tests including bile acids,
fructosamine and fibrinogen.

For fastest response visit oxfordsciencecenter.com

PRODUCTS

Patterson Veterinary
Sterilization unit
Patterson Veterinary

has partnered with
Mocom, a manufacturer

of sterilization units.
Patterson will exclusively
offer the Mocom B Classic
28 sterilizer, a unit that
offers short cycle times and
the ability to sterilize double-wrapped instruments. It
includes an LCD screen and keypad and is managed
using an ID PIN system to record data that can be
downloaded to a USB device and transfered to a PC.

In addition, the sterilizer’s built-in, fully automated
water feed system features water level sensors to ensure
proper filling and draining and make sanitation easy.

For fastest response Visit pattersonvet.com

Dechra

Navicular

syndrome

treatment

Dechra introduces Q-

Osphos, a new intra- N g‘:.."""..-

muscular injection for NEZE—

the control of clinical = :_?":‘.'-:?j_‘.»f-'-"" y

. . . . —

signs associated with S o =

\' . h: 3

navicular syndrome in
horses. The product
contains clodronate
disodium, a bisphosphonate approved by the FDA for
use in horses via intramuscular injection. In a clinical
trial in 86 horses, lameness improved in 74 percent of
horses by at least one grade 56 days after treatment. The
product legally may be administered only by or on the
order of a veterinarian.

For fastest response visit equinelameness.com

Continues on page 27
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MEDICAL EQUIPMENT

Ultrasound Expertise and Solutions. Delivered.
United Medical Instruments, Inc.

Terason uSmart 3200T & 3300 Ultrasound Systems

United Medical Instruments, Inc. (UMI) has been serving the veterinary
and traditional healthcare markets since 1999 with over 3000 installed
systems.

We are a multi-vendor distributor of new, used and demo equipment from
every brand while maintaining exclusive contracts with the best ultrasound
manufacturers for any given market.

UMI presents an outstanding combination of value and performance in
veterinary ultrasound with the Terason uSmart 3200T and 3300.

What you can expect from UMI and Terason
that you will not get with any other
ultrasound partner:
uSmart 3300

Best performance-per-dollar ratio in ultrasound when you consider
image quality, feature sets and warranty coverage over price

A five year warranty with loaners available from a truly American
company dedicated to producing portable ultrasound

Web-based remote access to every ultrasound system by tech
support and training personnel to increase accessibility while reducing
downtime and cost of ownership

An active PC desktop that allows the most networking options to
PACS/EMR/EHR and the flexibility to download third-party programs
uSmart 3200T onto the ultrasound system

Massive and dependable 250 GB to 1 TB Solid State Hard drives
for incredible speed and expansive storage
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United Medical Instruments, Inc. cultivates a partnership that begins with your evaluation process and
continues through the duration of ownership.

Before you purchase from a veterinary ultrasound vendor dedicated to one product line, call UMI for a
consultative approach that will provide the full picture.

Call us Today for More Information!

832 Jury Court e San Jose CA 95112
Toll Free: 877.490.7036 e Phone: 408.278.9300 e Fax: 408.278.9797
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ADVERTISING

you know what your clients
Py about you?
®o___ -

KirehVietNetworik

1©) [SIUISSY YU
onlinefrieputation:

DonsiawaififoRantattack
foYoccuRCallinow!

e R =i
www.vetnetwork.com 800-564-4215 /[ VetNetwork

Follow us!

Get instant updates on critical developments in veterinary medicine,
business, and news by following dvm360.

i3 facebook.com/dvm360
(2 twitter.com/dvm360

dvm36e
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CLEANING EQUIPMENT & SUPPLIES

Search for the company name you see in each of the ads in this section for FREE INFORMATION!

Miele_Professional

Tired of replacing
laundry machines?

e

Miele’s high performance commercial cleaning
systems are designed to last at least 30,000
operating hours, which if used 40 hours per
week equals 15 years of service or more.

The Systems At A Glance:

e Rugged construction

e Highest G force

e Lower total cost of ownership

e High temperature disinfection and sanitizing
programs heat water to 200° F

E_E E Miele Professional

% 9 Independence Way
Princeton, NJ 08540
I ©800.991.9380 ext. 2434
EXPLORE  pdproinfo@mieleusa.com

Miele

PROFESSIONAL

Invest in the Miele G 7889 washer disinfector
and you will streamline reprocessing and
improve your practice by:

e Reducing manual labor enabling staff to
attend to clients

e Reducing sharps incidents

e Providing verifiable, intermediate level
disinfected instruments for sterilization

e Providing a system that has been tested to
last 15 years* or more

Email proinfo@mieleusa.com for more information
on our veterinary package which includes a two
year warranty.

Miele

PROF E SS I O NAI_ *Based on 15,000 operating hours

Tired of your staff
handwashing
instruments?

S
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MOBILE VETERINARY

Wekeh Pr Venkel's Stery

TN ((Soereh) e 2 00:5i3:0300m
With a Mobile CI|n|c from Wag'n Tails

PLACE YOUR

MOBILE VETERINARY

Py Feel The

Freedom... AD HERE

of a Mobile Practice

Specialty Vehicles Inc.

Get your message
to veterinarians
TODAY.

Call Angela Paulovcin
(800)225-4569, ext. 2629
~apaulovcin@advanstar.com

You’ll miss 100% of the
opportunities you don’t take

www.laboit.com
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BICKFORD

COMPLETE LINE

VETERINARY ANESTHESIA

General Construction
Design Build
Construction Management
T 732-389-0202 x401
F 732-389-0836
info@L2MConstruction.com
www.L2MConstruction.com
Est. 2002

CONSTRUCTION LLC

One of Bickford’s line of Anesthesia Machines

A.M. BICKFORD, INC.
SINCE 1974 ﬁ 800.426.2557
CALL FOR CATALOG: ravhaus freedenfeld & associates www.rfarchitects.com

1-800-795-3062

VISIT US AT: www.ambickford.com % ! pMINERIe

“Not just your or ary animal hospitals

800.332.4413

www.animalarts.biz

MICARTHY

Professional Hospital Development
® Sole source from concept to completion
MANAGEMENT COMPANY ® Site Selection optimization

TR ® Planning, budgets, financing
SpeC|a| 1Z1 ng ® Design and engineering

1 1 Chicagoland’s most experienced e Construction management
it Vete e ry provider for the development, ® Facility operation optimization
AI’Ch itecture design and construction of

Chicago’s Only Certified Project &
Facility Management Professional

award winning animal care facilities.

630.734.0883 Optimized Value Minimizes Effort, Risk and Cost
www.rwemanagement.com

www.tcarchitects.com
755 White Pond Drive
Akron, Ohio 44320
(330) B67-1093

Ph 708-547-5096 www.jfmccarthyconstruction.com

Find itall here.

dvm36q Researching a purchase? dvim360.com offers hundreds

more product listings. Just visit dvm360.com/products

Turning Visions
Into Reality
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BMKna Schmidt W 222 IYZVZYPN | Portable X-Ray Service
« Wireless e All Makes And Models

= A rc h Itects Bt True Cassere e 33000, Broken? &

. WWW kiaf(h I'I Et . * Shock Resistant & Computer “ " We Fix It! ,-;

[ | 1.800.236.0140 W | DIAGNQSTIC LAGNQSTIC

Specialists in Animal Care Facilities | 7-800-346-9729 VetXray.com| |1-800-346-9729 VetXray.com

TM Cats Purr ﬁu themto cages”

CAT'SINN 6 YEAR WARRANT,

6 year warrant
DON'T BOARDYOUR
CA'I'S BEHIND BARS! "
LET THEM RELAX AT
| THE CAT'S INN
AFFORDABLE 50r6 LEVEL
TOWNHOUSES
MODULAR CONSTRUCTION
REMOVABLE SHELVES
TEMPERED GLASS Son-Mate Scaler / Polisher A.D.S. 2000 Anesthesia Machine / Ventilator
PATENTED VENTILATION Sale Price § 1,825 Sale Price § 5,505
ATTRACTIVE EUROPEAN
HARDWARE : Engler Scale-Aire
VARIETY OF MODELS < 2\
OPTIONAL 4 POSTER BED High Speed Veterinary Dental Air Unit
QUALITY BUILT IN MAINE - 360,000 RPM high speed drill
HOLDS UP TO 3 CATS PER FAMILY = - 20,000 RPM low speed H.P.
— - Built in 25K ultrasonic scaler
contact us at: - Auto-tune circuitry
1.877.228.7466 Tri-Mate (3 units in 1) - Air water syringe
thecatsinn.c Scaler | Polisher | Electrosurge - Includes oil-less compressor
W om Sale Price § 2,755 - H-Frame mobil stand
' "Ih&Wﬂ}/Cﬂt&u&ﬂw@%B&”@ - Built in water reservoir
- Switching power supply
M - Automatic handpiece activators
- Proudly made in the USA )
m LTRA | |l a
Proudly made l“' '
=———= inthe US.A.
IN BUSINESS SINCE 1964
warranty on Son-Mate
warranty on Scale-Aire
construction || T

A National Company 1099 East 47th Street - Hialeah, Florida 33013 USA
Specializing in Veterinary || 800-445-8581 /| FAX 305-685-7671

Hospital Construction www.englerusa.com / www.engler411.com
=New Construction =Renovations
440.357.4500
N TINECONSIREGTON-EON Get more product information online

Find it all here

ﬁ dv Researching a purchase?
eom dvm360.com offers hundreds more product listings.

DVM360.COM
Just visit dvm360.com/products

FIND IT ALL HERE!

dvmae0.com | Veterinary Economics | February 2015 | 23



v

&

dvm360.com

VETERINARY POSITIONS AVAILABLE

DELAWARE

Practice seeking a part-time / full time
experienced veterinarian who enjoys general
medicine, surgery, and dentistry. Located in
southern Delaware 10 minutes from the beaches.
All applicants considered. Send resume to
veterinaryposition2014@gmail.com or contact
Nancy Mullins at: 302-945-2330 or Dr. Pappas at:
302-846-2869.

SoutH CAROLINA

Seeking associate veterinarian to join us in a
multi-doctor companion animal practice in the
South Carolina low country . Located between
Charleston and Summerville in  Ladson, a
bedroom community of Charleston, College Park
Road Animal Clinic is seeking a team player
dedicated to quality medicine and surgery in
a caring compassionate atmosphere. Many
opportunities for surgery and intensive medicine.
Excellent client skills are a must. No emergencies,
evening hours, or Sunday office hours. Friendly
working environment with modern equipment
and a strong support staff. New Graduates
are welcome. Charleston was voted one of the
friendliest U.S. cities with numerous historic
plantations and gardens nearby. Charleston is
also the home of local and International Arts
such as Spoleto USA. We are located close to
the Atlantic Ocean and the beaches-- excellent
fishing, numerous golf courses and other outdoor
activities are available outside your door. Berkeley
County is beautiful, home of Lake Moultrie and
Frances Marion National Forest and local schools
are rated among the best in South Carolina. There
are new and affordable housing developments
nearby. Benefits include paid vacation, continuing
education allowance, 401-K Plan, National State
and local association dues and Health Insurance.
Salary based on experience and ability. Please
contact Joe McKenzie DVM 912 232-5700 or 912
660-3384 email jhmdvm@comcast.net or Alexis
Key 843-343-4255 email alexiskey898@gmail.
com.

WASHINGTON

Well established, small animal hospital in upper
middle class area close to both urban and rural
delights, mountains and Puget Sound. Fair,
fun, busy environment. No on call. Please visit
our website for all contact information www.
WoodsideAnimalHospital.com

| Find it all here.

Get instant updates on critical
developments in veterinary
medicine, business, and news
by following dvm360.

n facebook.com/dvm360
D twitter.com/dvm360

VETERINARY EQUIPMENT / “NEW CLINIC” DISCOUNTS

Dental & Anesthesia Equipment
Autoclaves + Surgery Lights
Centrifuges + Microscopes - Cages
Central Oxygen& Suction Systems
Patient Monitors - Wet Tables
Scrub Sinks - Cabinetry - X-Ray

PARAGON
MEDICAL

1-800-780-5266 7=

Visit Our Online Catalog
www.paragonmed.com

The business of client and patient care

Marketing solutions fit for:

Outdoor
Direct Mail
Print Advertising
Tradeshow/POP Displays
Social Media
Radio & TV

Leverage branded content from
Veterinary Economics to create a more powerful and
sophisticated statement about your product, service,
or company in your next marketing campaign. Contact
Wright’s Media to find out more about how we can
customize your acknowledgements and recognitions to
enhance your marketing strategies.

For information, call
Wright's Media at
877.652.5295 or
visit our website at www.wrightsmedia.com
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PRACTICES FOR SALE OR LEASE

NATIONAL

aé TOTAL PRACTICE

SOLUTIONS GROUP

Kurt George Bill ’g‘i Rebecca
Liljeberg Sikora Crank + Robinson

Veterinary Practice Sales & Appraisals

www.tpsgsales.com

Scott arl Dave
Daniels Salzsieder Davenport

Selling or Buying a Veterinary Practice?

Dr. Kurt Liljeberg — 800.380.6872 — kurt@tpsgsales.com
MN, WI, M, IN, OH, NY, PA

Dr. George Sikora — 419.945.2408 — george@tpsgsales.com
DC, IL, KY, MD, OH, NC, SC, VA, WV

Dr. John Bryk —419.945.2408 - john@tpsgsales.com
DC, IL, KY, MD, OH, NC, SC, VA, WV

Dr. Bill Crank — 419.945.2408 — bill@tpsgsales.com
CT, MA, ME, NH, R], VT, DE \NJ, NY, PA

Rebecca Robinson - 912.230.3389 — rebecca@tpsgsales.com
TX, NM, LA, MS, AL, GA, TN, FL

Dr. Len Jones — 334.727.2067 — len@tpsgsales.com
TX, NM, LA, MS, AL, GA, TN, FL

Dr. Richard Alker - 850.814.9962 - richard@tpsgsales.com
FL

Scott Daniels — 877-778-2020 — scott@tpsgsales.com
CA

Dr. Karl Salzsieder — 360-577-8115 — karl@tpsgsales.com
WA, ID, OR, AK, UT, NV, AZ, HI

Dr. Dave Davenport — 816.331.9449 — dave@tpsgsales.com
MT, WY, CO, ND, SD, NE, KS, OK, IA, MO, AR

SEE MORE PRACTICES FOR SALE/LEASE IN NEXT PAGE!

Ross D, Clark, vva

: Learn veterinary business wizard Dr. Ross Clark’s strategy for
empowering your team members and improving your practice!

Order now and save $10
go to industrymatter.com/openbook

or call 1-800-598-6008
USE DISCOUNT CODE OPENBOOK AT CHECKOUT

dvm “ DINC @ industrymatter

A ADVANSTAR

VETERINARY
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PRACTICES FOR SALE OR LEASE

NATIONAL

FLORIDA

NEED HELP SELLING OR BUYING?
CONTACT ME!

r 4 ¢
y e
DR. JOSEPH ERTEL, D.VM./C.B.I.
1468 SHOREWOOD DRIVE, LAKELAND, FLORIDA 33803
www.brokerdoc.com Cell: 863-698-1043 Office: B63-646-9044

NATIONAL

CA, Fresno County: 2,500sf w/RE.

FL, Dixie County: 3,500sf w/RE;
Levy County: 2,200sf w/RE;
Pinellas County: Emergency w/4-exam rooms;
Pinellas County: 1,500sf w/3-exam rooms;
Saint Lucie County: Multi-doctor — AAHA;
Sarasota County: 1-1/2 doctor — AAHA.

GUAM: SA in US Territory.

IL, Chicago Suburb: Multi-doctor w/RE.

MI, Bay County: Reduced Price! 2,500sf w/RE.

NY, Onondaga County: Emergency

w/3-exam rooms.

NC, Brunswick County: 4,000sf w/RE.

OR, Linn County: 1,800sf 2-story w/RE.

PA, Westmoreland County: 4,300sf w/RE.

VT, Orleans County: 4,400sf w/RE.

WV, Cabell County: AAHA, 1,800sf w/RE.

PS BROKER, INC.

1.800.636.4740

www.psbroker.com

info@psbroker.com

ARKANSAS

Central Arkansas - Veterinary hospital in central
Arkansas. One man practice. Highly profitable
in one of the fastest growing cities in Arkansas.
Owner willing to stay on during transition. Call
for details today!! Contact David Davenport,
Total Practice Solutions Group @ 816-804-2861

GEORGIA

Central GA -- Small animal practice grossing
$550K+. Great opportunity in rapidly growing
community. High tech practice -- very well
equipped. Call Mike Nelson, Nelson & Associates,
770-475-7559.

PLACE YOUR AD HERE!

Small animal practice in a 2800 sq.ft. freestanding
building on .75 acre. Located in N. Pinellas Co.
on a six lane divided highway carrying 65k cars/
day. Established 30 years, grossing, 550k/year,
landscaping award by city, 9 parking spaces,
boarding kennel, exercise yards, open land for
expansion. Owner/builder retiring. Dr. Steve
Odland. 727-422-3390.

LOUISIANA

small animal practice for sale Northwest LA.
2,800SF facility, Well-equipped, great location
and clientele. Gross $800K. Real estate $375K.
After debt income $200K. Contact Len Jones,
877-711-8774 or len@tpsgsales.com

MICHIGAN

30+yr. Practice for sale, $375,000, full turnkey
operation including excellent RE, inventory and
equipment on 1+ acre in Southwest Michigan.

Dr Joseph Ertel DVM CBI 863-646-9044
WWW.BROKERDOC.COM

TENNESSEE

small animal practice for sale Northeast TN.
5,000SF facility, digital x-ray, great location
and clientele. ATC $136. Gross $760K. Practice,
$684K. Real estate $250K. After debt income
$275K. Contact Len Jones, 877-711-8774 or
len@tpsgsales.com

EQUIPMENT FOR LEASE

NATIONAL

Trade in your old CR and get a digital DR Plate for
only $25,500. Monthly Lease payment $499.00
Approx or new CR for $16,500.00 858-271-8170

EQUIPMENT FOR SALE

GEORGIA

Storz Medipack Compact Endoscope Video System
with camera, monitor, light guide cable, halogen
light source, and more (used in excellent shape)
details, $8800.00 Mary marshnut@comcast.net.

dv3eo

~com

Get more proaduct
information online
Researching a purchase? dvm360.com

offers hundreds more product listings.
Just visit dvm360.com/products
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Follow
us!

Get instant
updates on critical
developments in
veterinary medicine,
business, and
news by following
dvm360.

facebook.com/
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Equine
practitioner
productivity app
Zoetis has introduced
VHub, a new productivity
application for iPad that gives equine veterinarians in-

Hulb

Clinic on the go

stant access to medical information and business resourc-
es. The app, available for free in the Apple App Store, is
designed to help equine veterinarians make the most of
their time and each client interaction. The app includes
an option to email handouts to clients or colleagues from
an iPad. It also includes the latest animal health news and
information from the Internet in the VHub feeds tab.

For fastest response visit vhub.zoetisus.com

Lir=LEARN

Company rebranding

LifeLearn has redesigned its logo, bringing together

the company’s core strength of creating and activating
knowledge through technology, while also bringing its
three pillars of business to the forefront: innovation,
practice solutions and corporate solutions. Under the
new branding, LifeLearn retains its signature color
green as a symbol of its roots and continued growth,
but its primary color is now blue, a symbol of confi-
dence, intelligence and trust. Orange has been added to
the new logo to represent action. The three-tiered E in-
corporates LifeLearn’s visually represents how LifeLearn
serves as a catalyst to elevate the animal health industry
with actionable knowledge.

For fastest response visit lifelearn.com

Mobile enabled  Rxpue I
veterinary software AVImar
AVImark veterinary software

now works with Windows-based mobile tablets and de-
vices, allowing veterinarians to better maintain up-to-
date electronic medical records and paperless practices.
Windows 8.1 professional-based tablets run the full
AVImark software program and synchronize with the
practice’s data when in the office. Other tablets such as
the Apple iPad can access the practice’s main AVImark
program via remote desktop applications, which allow
users to access their computer through their iPad device
when they are away from the practice.

For fastest response visit avimark.net or call (855) 838-7638

LED lighting

Midmark has introduced the

255 LED Procedure Light

to provide an affordable, r
high-quality option for light-

ing in-office procedures.

A combination of optics,
including a color render-

ing index of greater than 95 and a color temperature of
4,400 K, enhances clinicians’ ability to see color variations
in tissue, which can lead to more accurate diagnosis and
treatment. Additional features include 7,500 footcandles, a
reflector with 1,040 facets and integrated controls on both
sides of the light head, which provide convenient access
for brightness adjustments.

For fastest response visit midmarkanimalhealth.com or
call (800) MIDMARK
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HOT button

Owner of the Animal ER
of northwest Houston, Dr.
Jennifer Hennessey has
over 10 years' experi-
ence in emergency and
critical care.

No high-maintenance client can unravel
my emotions—that’s a simple stress

How | got ripped
and changed my life

We veterinarians work our mental muscles every day
caring for patients. Now it’s time to push your mind and
bOdy through a new Cha”enge )/OU By Jennifer Hennessey, DVM

ive overnight shifts
F a week leaves barely
enough time to eke out a
yawn. But in my world, sunrise
means closing the doors of my
animal ER and making the most
of my daily routine.

As a single mother of three
(that is, two children and a

now that I've pushed this hard.

Find it all here

| N |
Get started
Check out the
heart-healthy tips
at dvm360.com/
fittopractice. To
see photos of how
Dr. Hennessey
transformed her
body (and her life)
go to dvm360.
com/hennessey.

28 1 February 2015 |

9-month-old emergency hospi-
tal), my life consists of constant
efforts to provide for my family
and my community. To make
the day even more packed, I'm
fully committed to my personal
fitness. We're not talking just
any aerobic workout—I have an
intense daily bodybuilding and
weightlifting routine.

Caring for me

Early in my veterinary career,
my nutrition centered on junk
food and caffeine. My standard
practice was to work out my
mental muscles while ignor-
ing any physical activity. In a
way, it felt heroic, this sacrifice
on behalf of saving lives. After
graduation and two babies,

Veterinary Economics | dvm360.com

though, that “sacrifice” was
showing in the mirror. I had
become secretly ashamed of my
body and lacked confidence. I
found myself with a successful
career, but plenty of excuses to
cut corners with my health.

In 2010, I realized the irony
of my spending hours on the
perfect prescrip-
tion plans for
patients while
ignoring my own
well-being. So
decided to comply with my
own “medical” recommenda-
tions to care for myself the way
I care for pets.

My daily routine includes
seven meals, a gallon of water
and no caffeine or sugar. When
my shift wraps, I head to the
gym for a powerful hour-long
workout. The hours in be-
tween? I write, enjoy time with
my Haflinger mare and spend
quality time with the kiddos.
Oft days are spent catching up
on much-needed sleep.

Mind and body

So why would I advocate push-
ing yourself to the point of a
loaded plate? Completing tasks
and focusing on each moment

of the day helps keep my mind
sharp. By pushing my own
limits, I find that once-huge life
stresses are minuscule hiccups.
No high-maintenance client
can unravel my emotions—
that’s a simple stress compared
to pushing aside fatigue to
write, care for kids, abide by my
training routine, ignore tasty
and tempting foods, and com-
plete a difficult workout. Push-
ing this hard has resulted in
being chosen as a Formulation
1 Nutrition sponsored athlete
and having the confidence to
open my own practice.

My personal mission is to
look back and know that I gave
life my best effort. I find satis-
faction knowing I am influenc-
ing others to work hard. Fitness
is not about the body’s appear-
ance, but the strength to push
your mind and body through a
challenge. It’s a chance to dis-
cover how strong you really are.

My advice is to squeeze a full
schedule into a small compart-
ment of time each day. Maxi-
mize time management and
learn to be your own motiva-
tion. Push through the mo-
ments of the day as if they are
your last and live limitless.



Meet
the family.

We've been growing! Fujifilm’s ' '

family of digital x-ray solutions is
now larger than ever, making more
cost effective and technologically

advanced products well within your
reach as a veterinary practice.

Whether you need a tabletop CR
or a portable DR panel with all

the upgrades, there's a Fuijifilm ' '
advanced imaging solution within ! ‘ |

your budget. With 80 years of : F UJ 'FI l_ M
experience, proven dependability O

and customer support, we will Value from Innovation

always be there for you.

In addition to consistent low dose,
our products feature exclusives that
make them even more exceptional:
Patented Irradiated Side Sampling

(ISS), which improves signal
strength and dose efficiency and
Dynamic Visualization™, which
improves sharpness, contrast —_—
and latitude for every image. \

What can we do for your practice? \ /

Call 866-879-0006 or visit

www.fujiprivatepractice.com.

facebook.com/fujimedusappg twitter.com/FUJIMEDUSA youtube.com/fujifilmmedical
facebook.com/fujimedusa

©2015 FUJIFILM Medical Systems U.S.A., Inc.



-———.-—v_-n—..._. -___.___.._-.—

READY B3 G0

Covering more of what you treat every day.

Are your clients ready for anything? With VPI®, they can choose the pet
health insurance option that fits their lifestyle and their budget. Your clients
will appreciate that VPl covers exam fees, and they only need to meet a single,
annual deductible. Plus, VPl-insured clients visit their veterinarians 50% more
often, helping to ensure more healthy patients and a financially healthy practice.*

Help your clients be ready for whatever comes next. Recommend pet
health insurance from VPI. Learn more at www.vpihealthypractice.com
or call 866-VET-4VPI (866-838-4874).

v, -
Veterinary Nationwide’
Pet |I"ISU rance is on your side

a Nationwide Insurance” company

Ready for anything.

*When compared to clients without pet insurance. Source: VPl Consumer Awareness & Usage Study 2013.

Insurance plans are offered and administered by Veterinary Pet Insurance Company in California and DVM Insurance Agency in all other states. Underwritten by Veterinary Pet Insurance Company (CA), Brea, CA, an A.M. Best A rated company (2013);
National Casualty Company (all other states), Madison, W, an A.M. Best A+ rated company (2014). ©2014 Veterinary Pet Insurance Company. Veterinary Pet Insurance, VPl and the cat/dog logo are service marks of Veterinary Pet Insurance
Company. Nationwide, the Nationwide N and Eagle, and Nationwide Is On Your Side are service marks of Nationwide Mutual Insurance Company. AM45718.05






