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Meet 
the family. 
We’ve been growing! Fujifi lm’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 Fujifi lm 

advanced imaging solution within 

your budget. With 80 years of 

experience, proven dependability 

and customer support, we will 

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 effi ciency 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.fujimed.com.

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

 

twitter.com/FUJIMEDUSA youtube.com/fujifi lmmedical facebook.com/fujimedusappg

facebook.com/fujimedusa     
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T e business sense 
behind full disclosure 
Does your practice give clients every treatment option, even 

if they’ve decided on one course of action? Vist dvm360

.com/FullDisclosure or scan the QR code with a smart-

phone to read how following clients’ wishes without educat-

ing them can lose you business and land your staff in trouble. 

Predicting 
the threat 
of lawsuits
Will the courts and 

lawyers evolve on the 

legal status of pets? Visit 

dvm360.com/PetLaw or scan the QR 

code with a smartphone and watch a vet-

erinary industry lawyer discuss what value 

the legal system assigns animals and how 

it impacts pet owners and your practice. 

Managers: 
Don’t fail new 
employees on 
their f rst day
What’s your procedure for wel-

coming a new employee? Visit 

dvm360.com/NewStaff for 10 

tips on how to ensure a new team member 

is properly introduced to your practice, 

team and expectations.

Deciphering the 
Millennials in your practice
What defi nes the Millennial generation? What do 

these young employees expect from you at work, 

and how do their personalities confl ict with 

those of older generations? Visit dvm360.

com/Millennials or scan the QR code with 

a smartphone to read how assumptions differ 

in multi-generational workplaces and what it 

means for your business, 

your team and the 

profession. Also, fi nd out the 

special skills that Millennials 

bring to the workforce.
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GET INTO THEIR COMFORT ZONE
With a Better Way to Say Thank You!

Introducing Vetstreet’s 

Thank You Emails  

with Online Reviews,  

Social Sharing and  

Smart Surveys

Thanking clients for entrusting you  

with their pets’ health is more than  

common courtesy.  It’s a way to  

build client loyalty and long-lasting  

relationships. But just as important  

to the success of your practice  

is asking clients what they think of 

the customer service you provide.

A Vetstreet customizable Thank You  

Email lets you do both—automatically 

—with no additional investment of  

staff time. Thank your clients for  

the trust they place in you and  

give them the opportunity to share  

the positive experience they’ve had  

with your practice.

Clients can easily spread the good  

word by posting reviews directly  

from your emails onto social media  

sites. The result: increased traffic  

and an enhanced reputation. 

Dr. Rogers rocks! Everyone  
should use her as their vet. 
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Let them know just how important their trust—and their opinions—are to you. Call us today to learn how!

780 Township Line Road  |  Yardley, PA 19067  |  888-799-8387 

www.vetstreetpro.com  |  www.vetstreet.com
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W
hen I started work-

ing at my hospital, it 

was normal for new 

hires to receive training for a 

day or two 

and then be 

left on their 

own. My 

team was 

used to the 

environ-

ment and 

didn’t realize the benefts that 

good training could provide. 

Once I was promoted to 

practice manager, I made it my 

personal goal to create an efec-

tive training program.

“I don’t have 
time for this!”
Te new training protocol was 

not well received. In many 

instances, team members 

insisted they didn’t have time 

to train. No one ever really 

told me why they thought it 

was a waste of time. Tey just 

insisted we didn’t have time to 

do it. It took me a few years of 

staf changes to build a team 

that not only viewed training 

as essential but asked for it. 

I promoted one of my RVTs 

as the frst clinic trainer. I met 

with her on a weekly basis to 

help her understand what was 

expected of her. I helped her 

create an efective technician 

training manual, and she helped 

make a lot of improvements to 

the phase training protocols 

that we had in place.

Two ways our 
training was tested
When we hired our next 

veterinary assistant, we were 

ready. Te trainer spent the 

frst three months working 

closely with the new hire.

It wasn’t always easy. Some of 

the senior team members again 

complained that we were spend-

ing too much time on training. 

But the decision to thoroughly 

train paid of when the assistant 

eventually passed her RVT exam 

and was prepared to train any 

new assistants.

After the success of train-

ing in the treatment area, we 

branched out to reception. A 

new receptionist worked one-

on-one with our front-ofce 

manager for the frst month.

Our training recently hit a 

road bump, however, as our 

treatment-area trainer had to 

reduce her hours. Tis made 

it more difcult to ensure new 

hires had someone to work with. 

Te trainer tries to assign others 

to work with the new hire, but 

this doesn’t always work. 

Team members still need 

reminders that they need to 

take the time to properly train 

new employees. And I remind 

the doctors that if they want a 

better-trained team, they need 

to be patient and give us time. 

I believe most of the team now 

understands why we need train-

ing because so many of them 

wish they would have had better 

training in the beginning. 

Melissa Tompkins, BS, CVPM, is prac-

tice manager at Te Cat Care Clinic 

in Orange, California. 

“Nobody has time to 
train team members!”
Practice Manager of the Year nominee faced criticism, 
rebooted her hospital’s training protocol. By Melissa Tompkins, BS, CVPM

Who’s in the 
running? 
Read more from nominees 

and last year’s winner of the 

Veterinary Economics Practice 

Manager of the Year contest, 

sponsored by VPI-Nationwide, 

at dvm360.com/PMOY.
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Dr. John Talmadge shares how asso-

ciates can sell the prac-

tice owner on Fear-

Free. Go to dvm360.

com/newidea or scan 

the QR code at right.

Also online…Fear-Free 
boosts morale
To read how work culture 

has improved with more 

flexibility and support, 

go to dvm360.com/

fearfreemorale.

Go big or go home

B
igger Road Veterinary Center in 

Springboro, Ohio, has adopted a Fear-Free 

philosophy for their entire practice. Here, 

staf members share their thoughts about how 

they’re building a low-stress handling experience 

that works for them, their patients and their clients.

“We saw our cat population 

drop over the last 10 years. 

We ask clients, ‘What’s 

stopping you from visiting?’ 

Te answer: It wasn’t fun to 

bring a cat to the veterinar-

ian. So, we thought, let’s go 

to the cat [with housecalls], 

and be in an environment 

where they feel safe.”

-Kelly Searles, 

practice manager

“We used to refer to pa-

tients as ‘unpredictable,’ 

which wasn’t true at all. 

Now we get more specifc 

in our patient notes. For 

example, ‘Tis dog loves 

cheese, OK for nail trims, 

don’t touch ears.’”

-Emily Korber, RVT

“We have the tools to make 

a patient visit as stress-free 

as possible. And it’s going 

to be diferent for every 

patient. It’s not a cookie-

cutter experience.”

-Jesse Dorland, 

business manager

Learn how the staff at Bigger Road approaches its Fear-
Free evolution one patient at a time.
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I
’ve been in practice more 

than 35 years and I, like all 

of you, tire of the multiple-

times-a-day task of getting cli-

ents to say yes to recommen-

dations, to accept estimates 

or quotes, to pay the bill and 

make sure they leave feeling 

like they have received value. 

The simple solution
Too much of the time, the 

client doesn’t say yes to what’s 

in the pet’s best interests 

(as outlined by our recom-

mended diagnostic, treatment 

or prevention protocols), 

bargains for a lower level of 

care, leaves the practice feel-

ing exploited, or worse yet, 

exercises the fnal solution—

economic euthanasia. Tis is 

what we’ve always done, so 

what could we possibly do 

that would allow us to stop 

selling in the exam room?

Simple. Recommend a brand 

of pet insurance, get the whole 

veterinary team to understand 

and promote that company’s 

policies (best yet if yourselves 

are policy holders), get the pet 

owner to purchase a policy and 

get ready for clients to say yes.

Put aside the 
usual objections
I’m a mind reader. I can sense 

your resistance to selling pet 

insurance and know your 

objections. “I don’t like sell-

ing.” Really? You already sell a 

certain line of parasite control 

products, vaccines, therapeutic 

diets, etc. With almost all vet-

erinary products and services, 

you sell with each transaction. 

With pet insurance, you only 

have to sell once, get them to 

become policy holders, and 

then everyone (pet, pet owner, 

practice) reaps the benefts.

My crystal ball sees more ... “I 

tried pet insurance before and 

they didn’t pay, were slow to 

pay, dictated how much they re-

imbursed, just didn’t work well.” 

Just like I don’t use a rotary dial 

telephone or an 8-track tape 

player because they wouldn’t 

work well to call on the go, play 

music on an airplane or surf the 

web, yesterday’s pet insurance 

companies and the policies 

are like the frst generation of 

mobile phones compared to 

today’s smartphones. You need 

to check out the new models. 

Ah, another image appears 

in the smoke. “Te same clients 

who need pet insurance are 

the same people who should 

try and get credit or wouldn’t 

qualify for it.” Wrong. You 

know which of your clients are 

best suited for pet insurance? 

Almost all of them. Pet owners 

with pet savings accounts are 

about as common as Jack-

alopes. Few pet owners are pre-

pared or able to pay the costs 

associated with specialty care (I 

know, I just paid a whopper of 

an invoice for a puppy of mine 

that spent 10 days in intensive 

care). Even your employees 

would beneft from having pet 

insurance (I have it too).

I think of it like basketball 

superstars who are in college 

for one year before going pro. 

It’s commonly referred to as 

“one and done.” I think of pet 

insurance as “Won and done.” 

With competent, confdent 

selling of pet insurance, you 

get clients to say yes to pet 

insurance one time, and then 

you’re done selling. 

Dr. Marty Becker is a renowned 

speaker, TV personality and author. 

He practices at North Idaho Animal 

Hospital in Sandpoint, Idaho.

Stop selling in the  
exam roomÑhere’s how
Get clients to buy in to a recommended brand of pet 
insurance so you can focus on care. By Marty Becker, DVM

Pick and 

choose

Go to dvm360.

com/compare 

to get information 

on pet insurance 

companies to 

help you decide 

which company 

to recommend to 

your clients.
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DATA center

What contributes most to your on-the-job stress? 

SOURCE: 2015 DVM360 JOB SATISFACTION SURVEY

What’s stressing 
you out at work?
The results of the dvm360 job satisfaction survey show 
the top stressors in veterinary practice—and we’ve got 
tips for dealing with them.

S
tressed, sad, frazzled, fed up, anxious, angry, 

tense and tired ... sound familiar? It’s no way 

to live, and yet many veterinary profession-

als do, every day. In our recent Job Satisfaction 

survey, dvm360 asked what specif c factors lead to 

the most stress in the lives of managers, veterinar-

ians and technicians. T en we matched that data 

up with the responses some survey-takers pro-

vided and collected a whole bunch of resources, 

tips and tools — to address the particular issues 

they brought up. For example, “T e f ve most dif-

f cult types of clients, plus, dos and don’ts on how 

to handle them,” “What to say when pet owners 

can’t—or won’t—pay for veterinary care,” and “10 

veterinary practice time savers.” Find them all at 

dvm360.com/stresshacks. 

Diffi cult
boss

8%

Diffi cult 
coworkers/staff

14%

Diffi cult 
clients

21%

Time 
management 

issues

23%

Critically ill 
patients

5%

Performing 
euthanasia

1%
Clients’ inability 

to pay

16%

Other

11%

Fractious
patients

2%
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Creating a low-stress environment at your clinic is a great way to 

encourage happier, more compliant clients. Designed by Dr. Marty 

Becker to make practice visits more relaxing, the Fear-Free initiative 

provides simple tips and easy tools to implement at any clinic.

Using the tactics found on the reverse, you can help:

  Put animals and owners at ease

   Deliver a higher level of compassionate care

  Earn repeat visits

Take the “pet” out of “petrified” and create a calmer clinic today!

ULTRA Helpful Tip: 
Take the necessary steps to 
make your clinic Fear-Free™.

TM

SM
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Check the next issue 

of Veterinary Economics for 

another ULTRA Helpful Tip on 

how the ULTRA line of 0.5 mL 

vaccines* can help differentiate 

and grow your business!

Instruct pet owners to limit food before 

each appointment. When pets arrive hungry, 

they’re more likely to accept treats as a reward 

for good behavior during their clinic visit.

Create a sense of calm in the exam room. 

Avoid eye contact with pets and lower your 

voice to make them feel at ease.

Make the vaccination experience more 

comfortable. Choose vaccine options that 

use small-gauge needles or offer a reduced 

volume, such as ULTRA vaccines.

Fear-Free is a trademark of Dr. Marty Becker. All other trademarks are the property of Boehringer Ingelheim Vetmedica, Inc.

© 2015 Boehringer Ingelheim Vetmedica, Inc.   VAC0715001   15639

1 

 

 

2 

 

3

*  The ULTRA vaccine line includes ULTRA™ Duramune® and ULTRA™ Fel-O-Vax®.

For even more Fear-Free ideas, visit www.dvm360.com/fear-free-veterinary-visits today!

ES629966_VETE0715_BOEHR2_FP.pgs  06.18.2015  01:58    ADV  blackyellowmagentacyanPerforation



The ULTRA line of 0.5 mL vaccines* offers:

  Pet owners effective protection with minimal  

injection volume for their pet

  Veterinarians the opportunity to provide a better  

vaccine experience for their patients

And that’s a beautiful thing.

Contact your Boehringer Ingelheim Vetmedica, Inc. sales 

representative or visit ULTRAvaccines.com to learn more.

* The ULTRA vaccine line includes ULTRATM Duramune� and ULTRATM Fel-O-Vax�. 

  ULTRA DURAMUNE and ULTRA FEL-O-VAX are registered trademarks of Boehringer Ingelheim Vetmedica, Inc. 

 ® 2015 Boehringer Ingelheim Vetmedica, Inc.   VAC0515002   15658

minimalism  
can be  
magniFicent.
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>>> Architect Wayne Usiak feels strongly that isolation 
should be viewable from treatment, but that doesn’t 
mean the door has to be in a high-circulation area. 

>>> Architect Heather Lewis feels it’s important to have separation for these conta-
gious and very sick pets, but high visibility is still crucial for monitoring.

10  |  July 2015  |  Veterinary Economics  |  dvm360.com PHotos coUrtesy of Long AnimAL HosPitAL, coUntry VieW Pet HosPitAL 

And ALL Pets AnimAL HosPitAL

hospital design

>>> drs. dennis cloud and ross clark suggest having an exterior entrance to keep 
disease from spreading through the hospital. 

How isolated 
should you be?
experts are divided on how  
much separation is best for  
these infectious patients. 

W
here you place the isolation ward in your hospital 

is critical, yet even the experts don’t seem to agree 

on the best place to put it. Should it be of of the 

treatment area? Or have its own exterior entry? What about 

building a dedicated building just for isolation?

We asked for advice from Veterinary Economics Edito-

rial Advisory Board members Dr. Dennis Cloud; architect 

Heather Lewis, AIA, NCARB; Veterinary Economics

Practice Management Editor Dr. Ross Clark; and architect 

Wayne Usiak, AIA. Check out the examples below, and 

head to dvm360.com/isoplacement to hear more. 
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V
eterinary practice manage-

ment speaker Bash Halow, 

LVT, CVPM, shared dozens of 

actionable tips on major time-wasters 

in veterinary practice in an evening 

session titled “Stop the day-to-day 

time suckers and start managing for 

the future” at CVC Washington, D.C., 

in April. Here are a few of his tips 

compiled by attendees Lisa Bodenski, 

CVPM, and Denise Nickodemus, 

DVM, to get you started:

1. Delegate 
your scheduling
Employees are capable of scheduling 

themselves and taking responsibility 

for their shifts.

2. Be more 
creative in hiring
Hiring sort-of-good employees costs 

you immense time and money. Request 

that applicants review your practice’s 

website and write an original cover 

letter describing their interest in your 

practice as a way of weeding out those 

who aren’t truly invested in working 

specifcally for you. (If your website 

doesn’t refect why your practice is spe-

cial—start with that work frst.)

3. Standardize 
your inventory
Implement a hospital-wide standard 

of care and stop carrying multiple 

products that do the same thing based 

on individual doctors’ preferences.

4. Outsource social media, 
but keep it personal
Outsource your social media and 

online reputation management (time-

saver!), but don’t outsource the unique 

message and content of your social me-

dia (don’t be bland and cookie-cutter!). 

Automate your systems but continue to 

provide rich, unique photos, blogs and 

videos in your marketing pipeline.

5. Stop holding 
so many meetings
Don’t hold a meeting if you don’t 

understand what return on investment 

you’ll get from taking up everyone’s 

time. Need to share information? Write 

an email or put a notice in mailboxes.

6. Put civility 
into your manual
Consider drafting a “civility clause” 

for precise expectations on polite, re-

spectful interactions. Ten hold folks 

accountable. Don’t participate in this 

drama. It’s a time killer. 

6
ways to stop 
wasting your time

Be creative in delegating, rethinking and streamlining practice tasks 
that are bringing you too often to a halt. By Lisa Bodenski, CVPM, and Denise Nickodemus, DVM

CVC highlight

Bash Halow, LVT, CVPM

Worth the time 

We just scratched the surface 

of Halow’s session to come 

at CVC Kansas City Aug. 

28-31 and CVC San Diego 

Dec. 3-6. Go to dvm360.

com/cvchalow or scan 

this QR code learn more 

and to register.
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Don’t make my 
four rookie mistakes!

A
fter spending four years in vet-

erinary school, we associates 

sometimes emerge with the 

latest knowledge but also a classic bit 

of ignorance—the idea that we know 

everything we need.

My f rst year was a def ning experi-

ence because it demonstrated that what 

we need to practice good medicine is 

often beyond what we learned in school. All new veterinar-

ians f nd themselves in countless teachable moments in 

their f rst year, but here are four lessons that can help all of 

us in our veterinary journey: 

I didn’t anticipate how 
valuable technicians are
Your support staff  can make or break you. Technicians 

are often better at placing IV catheters and drawing blood 

than new graduates or even long-time veterinarians 

who have delegated tasks like this. Team members have 

sometimes worked for decades at your new practice and 

possess valuable insight. T ey understand the ins and outs 

of the clinic. T ey know which patients prefer more or less 

restraint and which ones will become anxious on a table 

while being examined.

T ese days, my experience in practice has taught me 

to always ask for a technician’s input on most things. We 

Younger DVM’s advice focuses on 
daily interactions, while semi-retired 
owner looks at the bigger picture.
By Jeremy Keen, DVM, and Craig Woloshyn, DVM

should remember that we are not—and never will be—

better at everything in practice than our support staff .

I didn’t always appreciate the 
experienced DVMs around me
Since most of your fellow doctors have been through 

everything you have and more, they are invaluable to you. 

Many of them can share better approaches to certain 

procedures or diagnostic tests. 

If you’re lucky enough to have an experienced DVM serve 

as your mentor, you should listen. Seek every opportunity 

to work with these veterinarians on cases and surgeries, and 

don’t be afraid to ask if you can watch their surgeries or assist.

I didn’t realize the priceless 
value of the client relationship
Excellent communication skills may be the most important 

asset for a general practitioner or specialist. You can be 

the best clinician, but you’ll struggle if you can’t connect 

Dr. JereMY Keen

| DIVIDE |
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A seasoned DVM points out 
new associates’ eight missteps 

A
fter more than 30 years in 

veterinary medicine, I’ve learned 

to recognize the mistakes that new 

veterinarians are prone to make. Here 

are eight missteps you can avoid:

1. Working part-time. The fi rst fi ve 

years of practicing shape your career. 

You lose the value of higher caseload, 

long-term continuity, client feedback 

and seeing the endpoint of your thera-

pies if you’re not there most days.

2. Not appreciating your worth. 

Learn enough about practice fi nances 

to understand how to improve your 

personal production and earnings. 

More importantly, learn how to pres-

ent the value of our profession to 

clients when they have doubts, as that 

is the basis of your business success. 

3. Rushing it. Things take time. 

You won’t be a great doctor fresh 

out of school. Relax, enjoy your early 

years and the excitement of new dis-

covery every day. Set goals to reach 

in one, fi ve and 10 years, but don’t 

become discouraged when your 

situation changes. Remember, your 

goals are not set in stone.

4. Not knowing 

yourself. What 

do you like to do 

that clients want 

and need? What are your motor and 

mental skills? Most of us don’t need 

to specialize, but neither can you be 

all things to all people, so learn your 

strengths and weaknesses.

5. Staying local. This is a big ol’ 

country and an even bigger world. 

Don’t let geography defi ne your 

career choices. After graduation, you 

don’t need to go home. >>>

Dr. CraiG WolosHYn
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professional growth

with clients. Pet owners want to hear plain 

language—not confusing medical language and 

jargon from school. 

At the end of each physical examination, I 

discuss every aspect of a pet’s health from head 

to toe. I also try to keep curious children in-

volved in the exam. Let them peek through the 

otoscope or ophthalmoscope or listen to the 

heart (ask the parent and clean the ear pieces). 

I didn’t know it’s 
OK to admit ignorance
If you don’t know the answer to a client’s 

question, don’t be embarrassed to admit you 

don’t know. Be honest and say you’re not sure, 

but you’ll fnd out. VE 

Dr. Keen is an associate at North Madison Animal Hospital 

in Jackson, Tennessee. 

6. Remaining complacent. Challenge your-

self to grow with experienced guidance. There 

are many bad or indifferent mentors/owners, and 

many young doctors confuse mentoring with vali-

dation. Learn the difference. Never work for some-

one who isn’t smarter than you. Find someone you 

respect and want to emulate. Work there.

7. Ignoring networking. Collegiality, as us old 

people knew it, is gone. Try to bring it back. It’s a 

very valuable and comforting mechanism to help 

you become a better doctor.

8. Relying on technology. If you can’t per-

form a cystocentesis without a $50,000 ultra-

sound, hire a technician who can. For me, knowl-

edge of physiology beats lab tests every time. VE

Veterinary Economics Editorial Advisory Board member Dr. 

Woloshyn has owned a clinic in Tampa Bay, Florida, since 1985.

Keen to  

hear more? 

Register to attend 

CVC Kansas City 

Aug. 28-31 or 

San Diego Dec. 

3-6 to hear Dr. 

Keen talk about 

how staff can be 

your obstacle to 

success or your 

best asset. Visit 

dvm360.com/Keen 

or scan the QR 

code below.
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I
n a profession crowded with 

competition, veterinary 

acupuncture has given some 

practitioners an opportunity to 

tap into a new market. 

Last-resort 
treatment
John Touvenelle, DVM, own-

er of Russell Veterinary Service 

& Reproduction Lab in Russell, 

Kansas, says he has ofered 

acupuncture for 35 years. Dr. 

Touvenelle was introduced 

to it in veterinary school at 

Kansas State University when a 

speaker visited. 

“Te thing about acupunc-

ture is, we get to use it in a 

limited situation,” Dr. Tou-

venelle says. “People usually try 

every other form of medicine 

outside of faith healing and 

voodoo, then they’ll say, ‘Well, 

what about acupuncture?’” 

Word-of-mouth about his 

success attracts clients with 

patients sufering from paraly-

sis or other musculoskeletal 

issues, he says. 

Dr. Touvenelle says acupunc-

ture is 10 percent of his busi-

ness. Practicing in a rural setting 

didn’t stop him from ofering it.  

“My thoughts were when I 

got out of vet school that just 

because you lived in a rural area 

didn’t mean you had to sacrifce 

any kind of medicine you [could] 

provide people,” he says. 

Pursuing acupuncture with 

busy clients can be a challenge 

because it can take as many 

as six separate visits to see 

results, Dr. Touvenelle says. 

Alternative treatment
Deanna Miller, DVM, owner 

of Rising Sun Animal Care in 

Denver, Colorado, says she 

has ofered acupuncture for 15 

years since taking the course 

through the International Vet-

erinary Acupuncture Society 

(IVAS). Her personal success 

with acupuncture in her own 

healthcare inspired her to 

use it in practice.  

Acupuncture accounts 

for 25 percent of Dr. 

Miller’s pain management 

cases. She has used acu-

puncture as a frst course 

of action and as an alter-

native treatment. It can 

help keep clients when 

traditional approaches 

fail, she says. 

Clients who are in-

clined to nontraditional 

medicine gravitate toward 

acupuncture, she says.

“Tey tend to love it because 

it’s something they can do that 

isn’t medication for their pets, 

who [may not be] tolerating 

the efects of many of the pain 

meds,” Dr. Miller says. 

Dr. Miller does communicate 

diferently about acupuncture.

“I know both sets of language, 

so I’ll use the language that the 

client is more interested in,” 

she says. “I don’t have a canned 

speech. I treat the animals and 

owners as individuals.”

Surprising treatment
Mike Petty, DVM, a certifed 

veterinary medical acupunctur-

ist and veterinary pain practi-

tioner, is the past-president of 

Pinpointing Acupuncture
Adopting acupuncture appeals to more clients and 
gives practices another tool in the toolbox. By Matthew Kenwright

photo courtesy of dr. Ann krAmer

>>> Ann kramer, dVm, treats a dog with acupuncture. scan the Qr code above or 
go to dvm360.com/pinpoint to read how acupuncture has served her practice.

Need more 
prodding?
read a case 

study that details 

another practice’s 

success with 

acupuncture at 

dvm360.com/

pinpoint or scan 

the Qr code 

below. 
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the International Veterinary 

Academy of Pain Management 

(IVAPM). He says acupuncture 

has worked to some degree in 90 

percent of the more than 1,000 

cases he’s treated. 

“Using acupuncture has been 

a complete game-changer for 

my treatment of these types of 

issues,” Dr. Petty says. NSAIDs—

the traditional standard for 

treating degenerative joint dis-

ease—aren’t as efective, he says. 

Despite the potential, acu-

puncture is not common. “Every 

time a client moves to a diferent 

area of the country, I try to help 

them fnd an acupuncturist, and 

often there is no one within 50 

miles,” he says.

It took six months for Dr. Pet-

ty to recover the cost of becom-

ing certifed in acupuncture, he 

says. Te process is easier now 

than when he did it because 

Colorado State University (CSU) 

ofers the didactic portion online 

and only requires students to 

spend one week on site for the 

hands-on part, he says. 

Dr. Petty asserts that every 

practice should ofer acupunc-

ture. However, he says that 

someone considering learning 

about the treatment needs to 

consider how to approach it.

“Eastern-based acupuncture 

has a lot of fun metaphors and 

is partly based on nonexistent 

anatomical entities that helped 

practitioners formulate diagno-

ses and treatment plans when 

very little was known about 

anatomy and nothing was 

known about neurophysiol-

ogy,” Dr. Petty says. “Hundreds 

of years ago this was fne, but 

it really should be time for all 

acupuncturists to move into this 

era of modern medicine.”

His acupuncture classes at 

CSU were entirely science-

based. “You don’t have to learn 

about nonexistent organs like 

the triple-heater, or energy con-

cepts such as Chi,” Dr. Petty says.  

Although clients’ doubt is 

one problem with acupuncture, 

there are opportunities with the 

treatment, Dr. Petty says.   

“People feel disillusioned with 

western medicine, and for good 

reason. We ofer up too many 

promises of treatments that 

involve medications that don’t 

always do the job and come with 

potential side efects,” Dr. Petty 

says. “When acupuncture is 

available, your toolbox is much 

bigger when you need to fnd 

the right tool to fx a problem.”

Acupuncture’s efectiveness 

can shock clients, Dr. Petty says.  

“I remember one outdoorsy 

client with a hunting dog that 

had injured itself and hadn’t 

hunted to his ability in quite 

some time. Tis dog had even 

gotten to the point where he 

could not jump up into the 

owner’s Jeep. After a lot of eye-

rolling, [the client] agreed,” Dr. 

Petty says. “About 60 seconds 

after he left the clinic, he came 

back in … and said, ‘My dog 

just jumped up into my Jeep for 

the frst time in months. Two 

hundred years ago they would 

have burned you at the stake!’”

Clients should be told that 

most pain treatments are multi-

modal, he says. 

photo courtesy of dr. LIndA BoggIe And the 

InternAtIonAL VeterInAry Acupuncture socIety

>>> A cat receives acupuncture treatment from Linda Boggie, dVm, in deventer, nether-
lands. the treatment can be an effective tool for practices and appeal to patients who want to 
pursue care for their pets that does not rely on medications that may have side effects. 

“My dog just jumped up into my 
Jeep for the frst time in months. Two 
hundred years ago, they would have 

burned you at the stake!”
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Dr. Marty Becker is on a mission to make Fear-Free veterinary 

visits a reality for pets. He’s outspoken about the need, and his 

message is eye-opening. In this symposium, you’ll learn how 

to use Fear-Free concepts to:

• put animals and owners at ease 

• deliver a higher level of compassionate care 

• earn repeat visits. 

You will also receive a copy of the new brochure 

“Top 10 Ways to Get Started with Fear-Free Veterinary Visits”  

Marty Becker, DVM
Fear-Free tools to transform patient interactions, 
boost visits, and enhance your practice.

Lisa Radosta, DVM, DACVB 
Fear-Free techniques: Clinical behavioral evidence 
that they work.

Jonathan Bloom, DVM 
Modern Love — Making pets happy at the 
veterinary hospital.

FEAR-FREE PRACTICE SYMPOSIUM

Sunday, August 30, 2015

8:00 AM - 12:15 PM

Kansas City Convention Center

Visit TheCVC.com for details.

Proud sponsors of the Fear-Free Initiative
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Practice growth

Work your way 
backwards to get 
clients in the door
Behavioral event modeling is a fancy business term for 
thinking about who will pay for a product or service in 
your veterinary hospital exam room—and how to get that 
person there in the fi rst place. By Carly Hodes

HoW a specialty and emergency referral 
hospital could gain more clients
Work backwards from the goal and see what the 

practice owner can do to make it happen.

PART ONE: Veterinarian-driven referrals

ABC Specialty Clinic

18  |  July 2015  |  Veterinary economics  |  dvm360.com

DVM is unavailable 
at the time.

An emergency
occurs.

DVM is not at ease 
with the client, 
patient or liability.

DVM doesn’t have  
the expertise or 
necessary equipment.

DVM likes and 
respects the referral 
hospital.

Referring DVM 
refers client

GOAL

Possible reasons DVM 
WoUlD reFer client...
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B
ehavioral event model-

ing was developed in the 

social science feld of 

consumer behavior. Te process 

maps out a series of possible 

behaviors or events that lead 

to a specifc outcome. You can 

use it to imagine how a client 

chooses one clinic over another 

or decides to pay for oncology 

care, or sticks to a medication 

regimen for their pet.

A behavioral event model 

looks like a cross between a 

fowchart and concept map. To 

get started, choose an outcome 

and work backwards, identifying 

decisions or other events that 

could infuence that outcome.

How to start
Start the sketch by writing 

down your ultimate out-

come. Draw a box around it. 

Ten work “backward” in the 

sequence of causality, brain-

storming events that could lead 

to that outcome. Circle these 

events and draw connecting 

lines to the ultimate outcome. 

Continue this process until 

your ideas—and those of your 

team—are exhausted.

Tis will give you clues to 

potential points of interven-

tion in the sequence. Ten 

you can try to infuence the 

chain of events that lead to 

the desired outcome.

For an example, here’s a be-

havioral event model for a spe-

cialty and emergency referral 

veterinary hospital owner who 

wants to draw in more clients 

through veterinarian referrals. 

Check out dvm360.com/

behavioralmodeling to see a 

client driven referal diagram. 

Practice growth

Flexible hours 

make referral 

hospital 

attractive.

Client or patient 
is aggressive.

Case has particular  
liability concerns.

Referral 
hospital is easy 
to work with.

Referral hospital has 

strong liability insurance 

plus thick-skinned 

DVMs to cope with 

challenging cases.

Referral hospital makes 

sharing patient records 

easy, and maintains 

good communication 

and relationship with 

the referring DVM.

Referral hospital 
offers incentives to 
frequent referrers.

Referral hospital 
has DVM outreach 
programs and 
practice visits.

Referral hospital 
hosts CE events for 
outside DVMs.

Referral hospital hosts open 
houses and other events.
Plus, the DVM considers the 
referral hospital a high-quality 
option for pet owners.
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Possible action stePs ...

illustration source: getty images
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OFFICE efficiency

A
core principle of Lean is “5S,” which 

makes systems visible so waste is easily 

seen. Could your hospital run a little 

smoother with these fve principles in place?

1. Sort: Go through the work area looking for 

any old, expired, irrelevant or broken items, and 

remove them. Trow them away or, at least, get 

them out of the way. 

2. Straighten: For everything else that re-

mains, organize it. Items used more frequently 

should be placed closer at hand to save time for 

staf and veterinarians.

3. Shine: Clean up the area. 

4. Systemize: Do the drawers and cabinets in 

each exam room contain the same supplies, and 

are they arranged in the same way? 

5. Sustain: 5S is not meant to be a one-time 

project. It should be an ongoing activity in the 

practice, to keep things organized, and to be 

continually improved. 

Use the 5S principle to get 
your veterinary practice in order
Begin and maintain the Lean system’s philosophy to make 
your practice more productive. By E.E. Chip Ponsford, DVM, and Mark Graban 

Learn more 

about Lean

The Lean system 

has many more 

organizational 

strategies for 

you to try. Visit 

dvm360.com/

lean for more.
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The Green Pet Shop

Canine cooling 
device
Requiring no water or elec-

tricity to operate, the Cool 

Pet Pad cooling device from 

T e Green Pet Shop con-

tains a nontoxic, warmth-

absorbing gel that’s pressure-activated by the pet’s own 

weight. When a pet lies down, a gentle cooling ef ect 

is initiated that lasts up to four hours. When the pad is 

removed and allowed to rest, the cooling gel is auto-

matically recharged. In warm weather, the Cool Pet Pad 

is benef cial for overheated, dehydrated dogs. T e pad 

is available in small, medium, large and extra-large sizes 

and is designed to f t standard-size beds and crates. 

For fastest response visit theGreenPetShop.com 

SunTech Medical

Blood pressure 
monitor
SunTech Medical has devel-

oped the SunTech Vet20, an 

automated blood pressure 

monitor that allows veterinar-

ians to take fast, simple and accurate blood pressure 

measurements on awake or sedated companion animals. 

T e monitor uses an algorithm specif cally developed 

for animals to deliver reliable, motion-tolerant results 

without audible alarms that frighten the animals. Small 

enough to carry between exam rooms, the battery-

operated SunTech Vet20’s intuitive touchscreen interface 

is easy to use with little to no staf  training. 

For fastest response visit suntechmed.com or 

call (800) 421-8626

Esaote 

Ultrasound 
platforms
Esaote has launched two 

new ultrasound platforms 

for general practice veteri-

narians—the MyLabGam-

ma and MyLabSix—along 

with the MyLabAlpha and 

MyLabSeven platforms for specialists. T e MyLabSix 

and MyLabSeven are cart-based, created for in-practice 

use and designed to meet increasing demand from vet-

erinarians, clinics and group practices wishing to of er 

high-quality ultrasound services.

In addition, Esaote introduces OPUS, its “One Probe 

Ultrasound Solution.” Based on the micro-convex 

transducer, OPUS has a frequency range between 9 and 

4 MHz and a scan angle of up to 93 degrees.

For fastest response visit esaote.com/veterinary

MARKETPLACE | dvm360.com PRODUCTS

Continues on page 31
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Smart Practice

Canine-feline 
muzzle
Smart Practice intro-

duces the Soft Claws 

Restraint Air Muzzle 

II, which was specif -

cally designed for cats 

and small dogs. T e 

muzzle has several 

features designed to calm rambunctious pets and make 

their handling safer. Its purple vision shield eliminates 

sight-induced anxiety, while both the shield and muzzle 

do not come in contact with the pet’s face. Restraint 

Air Muzzle II’s new break-resistant polymer material is 

lightweight and can withstand abuse from animals who 

are high-risk without a restraint. 

For fastest response call (800) 522-0800 or visit 

smartpractice.com/groomer
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C L E A N I N G  E Q U I P E M E N T  &  S U P P L I E S

 800.991.9380 •  proinfo@mieleusa.com •  www.miele-pro.com

Rely on Miele to care for your laundry  
so you can care for your patients.

Miele Professional high performance, small footprint washers and dryers are designed to last at least 30,000 

operating hours. If used 40 hours per week, that equals 15 years of service or more. Don’t replace machines 

every few years - rely on a system that won’t let you down.

Scan to learn about Miele reducing 

the risk of Canine Parvovirus in  

contaminated laundry.

• Highest G force drastically reduces drying time 

   and saves money

• Laundry throughput of 15-20 lbs. per load

• Stackable units available

• High temperature disinfection and treatment of 

   laundry contaminated with Canine Parvovirus

SearchMiele_Professional
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ADV E R T I S I N G

For information, call Wright’s Media at 877.652.5295 or visit our website at www.wrightsmedia.com

Leverage branded content from Veterinary Economics to create a more powerful and sophisticated state-

ment about your product, service, or company in your next marketing campaign. Contact Wright’s Me-

dia to fnd out more about how we can customize your acknowledgements and recognitions to enhance 

your marketing strategies.

Content Licensing for Every Marketing Strategy
Marketing solutions fit for:

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

SearchVetNetwork
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M O B I L E  V E T E R I N A R Y

M O B I L E  V E T E R I N A R Y

SearchWAG’N_TAILS

SearchLA_BOIT_INC

PLACE YOUR  
AD HERE

Get your message 

to veterinarians  

TODAY. 

Call Angela Paulovcin  
(800)225-4569, ext. 2629

apaulovcin@advanstar.com
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ANESTHESIA EQUIPMENT

ARCHITECTS/BUILDERS

ARCHITECTS/BUILDERS

BICKFORD
SENSIBLE SOLUTIONS

VETERINARY ANESTHESIA

A.M. BICKFORD, INC.
SINCE 1974

CALL FOR CATALOG:

1-800-795-3062
VISIT US AT: www.ambickford.com

Bickford’s Fair Scavenging Kit

 

8 0 0 . 332 . 4 4 13 

www.animalarts.biz 

architecture 

animals 

people 

Professional Hospital Development

• Sole source from concept to compleƟon

• Site SelecƟon opƟmizaƟon

• Planning, budgets, financing

• Design and engineering

• ConstrucƟon management

• Facility operaƟon opƟmizaƟon

Chicago’s Only CerƟfied Project & 

Facility Management Professional

OpƟmized Value Minimizes Effort, Risk and Cost

Ph 708-547-5096 www.jfmccarthyconstrucƟon.com

General Construction

Design Build

Construction Management

T 732-389-0202 x401

F 732-389-0836

info@L2MConstruction.com

www.L2MConstruction.com

Est. 2002

Chicagoland’s most experienced 
provider for the development, 

design and construction of
award winning animal care facilities.

630.734.0883  
www.rwemanagement.com

MANAGEMENT COMPANY

RWE

Primarily serving
veterinary

customers in
NW Indiana,
SW Michigan
& NE Illinois

Architectural &
Construction Services

Phone: 219-465-7555 • 800-778-1131

We specialize in veterinary facilities!
www.chesterinc.com

SILBERSTANG LASKY
A R C H I T E C T S ,  P C

www.slanyc.com

212.242.3234

Appropriate, Practical

Design for Veterinarians

2015 MERIT 

AWARD WINNER

Veterinary Economics 

Hospital Design 

Competition

Get more product  
information online

Researching a purchase? dvm360.com offers hundreds 

more product listings. Just visit dvm360.com/products
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ARCHITECTS/BUILDERS

FRANCHISE OPPORTUNITY

CLIENT COMMUNICATIONS

For More Information or to Start Your Free Trial Go to www.newslettersforvets.com or  

Contact Dr. LoSasso via E-mail At: editor@newslettersforvets.com or by phone At: 214-537-5579.

Bonding Your Clients to Your Practice with Monthly Newsletters

for Veterianary Practices

DIAGNOSTIC TESTING

NOSORB
™ Easy Urine Collection from Cats
• Nonabsorbent cat litter
• Comes in urine cup
• Easily dispensed or used in hospital
• Clients love it 
• Inexpensive, bulk 5lb. tub with scoop
• Readily accepted by cats
• Inert—will not affect test results
• Recommended and used by Veterinary urologists 

at many Veterinary teaching hospitals

Available through your Veterinary Distributor, or contact:
CATCO, 423 SE Eighth St., Cape Coral. FL 33990 for information

Visit our Web Site at HTTP://www.bpsom.com/catco/catco.htm for distributor information.

CATCO, 140 SE 23rd St., Cape Coral, FL 33990 for information

CONSTRUCTION

A National Company 
Specializing in Veterinary

Hospital Construction
•New Construction •Renovations

440.357.4500
WWW.KLINECONSTRUCTION.COM

DIAGNOSTIC IMAGING

MEDICAL EQUIPMENT

  Wireless DR Flat Panel

1-800-346-9729 VetXray.com

Wireless• 

True • 

      Size 14x17

Shock Resistant• 

Auto-Xray• 

      

Under $30,000
with Dicom Software

& Computer

All Makes And Models

Broken?

We Fix It!

Portable X-Ray Service

1-800-346-9729 VetXray.com

TAGS

DVM360.COM FIND IT ALL HERE!
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MEDICAL EQUIPMENT

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

Visit Our Online Catalog
www.paragonmed.com

DVM360.COM FIND IT ALL HERE!

RECRUITMENT

NatioNal

Own YOUR CityVet! CityVet is seeking veterinarians, 
at any stage of their career, interested in working 
with, partnering in, or owning a practice through 
our complete pet care system. Interested?  
Info@cityvet.com or 817-233-9275

GeorGia

Well established, 10 year old, small animal practice 
seeks an ambitious, personable, responsible, and 
compassionate full-time veterinarian. Experience 
in internal medicine and surgery is a plus. Our 
hospital has a solid reputation for professional 
quality care. We are located in Pooler, GA, which 
is approximately 15 minutes outside of Savannah.  
We offer a benefits package including vacation 
time, CE and license allowance. For more 
information about our hospital visit our website 
at www.godleystationvet.com. Please send resume 
to 127 Canal Street Pooler GA. 31322 or you may 
contact Kathy at 912-748-8805

Get more 

product  

information 

online

Researching a  

purchase?  

dvm360.com

 offers hundreds more 

product listings.  

Just visit  

dvm360.com/ 

products
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PRACTICES FOR SALE OR LEASE

NatioNal

ToTal PracTice
SoluTionS GrouP

Veterinary Practice Sales & Appraisals  

www.tpsgsales.com

Scott
Daniels

John
Bryk

Bill
Crank

Richard
Alker

Len
Jones

Karl
Salzsieder

George
Sikora

Dave
Davenport

Kurt
Liljeberg

Rebecca
Robinson

Selling or Buying a Veterinary Practice?
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

Dr. Kurt Liljeberg – 800.380.6872 – kurt@tpsgsales.com
MN, WI, MI, 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, RI, VT, DE ,NJ, NY, PA

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

Transform your team!

Order now and save $10

119$ 95
USE DISCOUNT CODE OPENBOOK AT CHECKOUT

go to industrymatter.com/openbook
or call 1-800-598-6008

Brought to you by

Learn veterinary business wizard Dr. Ross Clark’s strategy for 

empowering your team members and improving your practice!
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PRACTICES FOR SALE OR LEASE

NatioNal

florida

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.

GeorGia

Mableton, GA Area -- Small animal practice grossing 
$800K+. Quality lifestyle.  Beautiful physical plant 
and very well established practice with tenured 
staff.  Real estate available.  Motivated seller. Call 
Mike Nelson, Nelson & Associates, 770-475-7559.

Unique opportunity to own a specialty feline 
practice in picturesque, historic Georgia community 
near major university. Quality lifestyle in growing 
community and family environment.  Freestanding 
facility.  Tenured staff and well established business 
make this a truly special opportunity.  Real estate 
available.  Highly motivated seller. Call Mike Nelson, 
Nelson & Associates, 770-475-7559.

Cumming, GA -- Small animal practice grossing 
$950K. Enjoy a quality lifestyle in rapidly growing 
community. Beautiful physical plant is 5,300 sq. 
ft. and exceptionally well equipped. Real estate for 
sale. Business is all medical; no boarding. Quality, 
tenured staff. Highly motivated seller. This is a great 
opportunity. Call Mike Nelson, Nelson & Associates, 
770-475-7559.

PS BROKER, INC.
California, Riverside County - The Hill: 2,000sf SA. 
Florida, Broward County: 1,500sf. Priced to Sell;
 Lee County: Gross >$1M. Multi-doctor;
 Pinellas County: 1,500sf w/3-exam rooms;
 Saint Lucie County: Multi-doctor – AAHA w/RE;
 Volusia County: Emergency w/RE.
Illinois, Chicago Suburb: Multi-doctor, 
2,200sf w/RE.
Maine, York County: 2,000sf w/RE.
Maryland, Baltimore County: 1,600sf SA. 
Price to Sell.
Michigan, Bay County: 2,500sf w/RE.
Missouri, St. Louis: Feline, 2,200sf.
Oregon, Linn County: 1,800sf 2-story w/RE.
Vermont, Orleans County: 4,400sf w/RE.
1.800.636.4740 
psbroker.com
info@psbroker.com

maiNe

Beautiful view of Atlantic Ocean. Bay awaits you 
every morning from this quaint Downeast Maine 
town. Busy small animal hospital founded 2003, 
owner retiring. Building is 2,900 square feet, 2 
acres, with 195 feet frontage on easily accessible 
and highly visible Rout 1. Grossing $550,000.00 
with 4 ½ day week, nice hours, and ER clinic near 
by. Contact ccat@myfairpoint.net

alabama

SA practice in South AL. 4,000SF free standing 
facility, RE available. well-established practice 
in great area. Gross $580K+. Will not be on the 
market long! Contact Len Jones, 877-711-8774 or 
len@tpsgsales.com

louisiaNa

Don’t miss this golden opportunity to own your 
own practice. Great facility and clientele.  Gross 
$812K, after debt income $200K. Practice is  
pre- approved for financing. Contact Len Jones, 
877-711-8774 or len@tpsgsales.com

DVM360.COM

Get more product  
information online

Researching a purchase?  

dvm360.com

 offers hundreds more 

 product listings.  

Just visit  

dvm360.com/products

Follow 
us!

Get instant 

updates on critical 

developments in 

veterinary medicine, 

business, and 

news by following 

dvm360.

facebook.com/ 

dvm360

twitter.com/ 

dvm360
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Veterinary
Receptionist’s 
HANDBOOK

The dvm360

By M. T. McClister, , & Amy Midgley

This exciting 3
RD

 edition includes:

> New social media guidance

>  Free web resources 
and team training tools

>   Real-world advice from 

experienced receptionists

IMPRESS 
PET OWNERS 
AND YOUR 

 BOSS!

Powered by:

It’s the best resource you 
can give to one of the 
most important positions 
at your practice.

Veterinary receptionists represent animal 

hospitals. They deeply infl uence clients.

The Veterinary Receptionist’s Handbook is 

written by two experts on veterinary offi ce and 

veterinary business administrative support work. 

It’s full of real-world advice from experienced 

receptionists.

Revised and refi ned, the 3rd edition is the 

perfect training tool for new and eager-to-learn 

veterinary receptionists to excel at their job!

RUGHU�QRZ
	�VDYH���� �����

just go to

industrymatter.com/handbook

or call

1-800-598-6008

XVH�FRGH�+$1'%22.�DW�FKHFNRXW
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Vétoquinol

Equine 
behavior 
supplement 
Equine veterinarians 

in the U.S. now have 

access to Zylkene 

Equine, a supple-

ment formulated with 

alpha-casozepine to help support behavior manage-

ment. It helps horses maintain a normal disposition 

during periods of environmental or situational stress. It 

has no sedative or tranquilizing ef ects and can be used 

with other therapies. 

For fastest response call (800) 267-5707

Pet Assure

Marketing 
services
Pet Assure mar-

kets veterinary 

practices to its 

community of 400,000 pet owners to help veterinarians 

grow their businesses. A pratice owner who joins the 

Pet Assure network by registering the practice for free 

online grants access to pet owners who will be able to 

select that practice and make an appointment. At check-

out, members present their ID card and the practice 

provides these clients a savings on the medical portion 

of their bill. Membership can be canceled at any time. 

For fastest response visit dvmnetwork.com

Innovacyn 

Wound care product 
Innovacyn has developed a new formu-

lation of Vetericyn Plus, indicated for 

wounds, cuts, lacerations, abrasions, 

ear ailments and eye irritations. It is a 

nontoxic and antibiotic-free solution 

that is ef ective in dermal cleaning and 

debriding. It includes a higher concen-

tration of hypochlorous, making it up to 

three times as concentrated as original 

Vetericyn without requiring a withdrawal period. 

For fastest response visit vetericyn.com

Veterinary Economics (Print ISSN: 0042-4862, Digital ISSN: 2150-7392) is published monthly by UBM Life Sciences, 131 West First St., Duluth, MN 55802-2065. Subscription rates: one year $43, two years $66, three years $100 in the United States and Possessions; $60 for one 
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or mechanical including by photocopy, recording, or information storage and retrieval without permission in writing from the publisher. Authorization to photocopy items for internal/educational or personal use, or the internal/educational or personal use of specif c clients is granted 
by Advanstar Communications Inc. for libraries and other users registered with the Copyright Clearance Center, 222 Rosewood Dr. Danvers, MA 01923, 978-750-8400 fax 978-646-8700 or visit http://www.copyright.com online. For uses beyond those listed above, please direct 
your written request to Permission Dept. fax 440-756-5255 or email: mcannon@advanstar.com. UBM Life Sciences provides certain customer contact data (such as customers’ names, addresses, phone numbers, and e-mail addresses) to third parties who wish to promote relevant 
products, services, and other opportunities which may be of interest to you. If you do not want UBM Life Sciences to make your contact information available to third parties for marketing purposes, simply call toll-free (866) 529-2922 between the hours of 7:30 a.m. and 5 p.m. CST 
and a customer service representative will assist you in removing your name from UBM Life Sciences’ lists. Outside the United States, please call (218) 740-6477. Veterinary Economics does not verify any claims or other information appearing in any of the advertisements contained 
in the publication, and cannot take responsibility for any losses or other damages incurred by readers in reliance on such content. Veterinary Economics cannot be held responsible for the safekeeping or return of unsolicited articles, manuscripts, photographs, illustrations, or other 
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Assure

VitusVet 

Mobile medical 
record storage 
VitusVet has launched 

the VitusVet app for 

iPhone and Android as 

a tool for pet owners, 

giving them access to their pets’ medical records, includ-

ing notes, lab work, patient alerts and digital images. 

T e app places vital information in the palm of a client’s 

hand in an emergency when their regular veterinarian is 

closed. VitusVet also sends notif cations for reminders. 

For fastest response visit vitusvet.com
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Hot button

Combatting suicide
Despite high military suicide rates, veterinarians are still 
more likely to be victims of suicide. Why? By Dean Scott, DVM

A 
widely read study con-

cluded veterinary pro-

fessionals are four times 

as likely to die by suicide than 

the general population. Another 

study about suicide in the mili-

tary cites that military members 

are twice as likely to do so than 

the general population. 

Really? We are even more 

likely than military members 

to commit suicide? I was in 

the Army Veterinary Corps 

for fve years. When I think of 

the list of potentially most-

stressful occupations, being in 

the military is on it.

If I compare my day-to-day 

veterinary job with that of a sol-

dier at a forward operating base 

in Afghanistan, away from his 

family, in hostile territory, there 

is no doubt that the soldier is, 

hands-down, operating under 

more stress than me. So, why 

the disparity in suicide rates? 

I think the answer lies in the 

mental attitude prior to enter-

ing either feld.

When people enter the mili-

tary, there is an understanding 

of what they may be getting 

themselves into, no matter 

how sublimated. Te training 

that soldiers undergo lays the 

groundwork for the discipline, 

mental and emotional buttress-

ing needed to complete their 

jobs and their missions. Tere 

is also a support system in place 

where soldiers help each other 

or can seek help for mental 

health issues, though many feel 

more could be done.

When peo-

ple enter the 

veterinary 

feld, we are 

fat-out not 

prepared for 

the mental 

stress that the job entails. We 

approach the feld in a very 

emotional way. When I was a 

teenager, some veterinarians 

gave soft warnings about the 

job, but what I have encoun-

tered was so much more than 

they hinted at. 

Veterinary academia does a 

poor job of preparing us to deal 

with the public as the devour-

ing beast that it is. We enter 

the feld unprepared for the 

amount of passive neglect we 

see, the people who don’t give 

even minimal care to some-

times very serious problems, 

the amount of animosity 

toward us, the bullying we are 

subjected to (both personally 

and anonymously), and the 

amount of negotiating we do 

just to provide an animal with 

some kind of relief.

So, the diference, I believe, in 

the comparative suicide rates has 

to do with expectations and pre-

paredness. We in the veterinary 

community are often caught 

fat-footed when our years of 

training and our earnest, honest 

approach in trying to give care 

to animals is met with disdain, 

resistance or an uncaring eye. 

We are given no tools or 

insight as to how to mitigate 

our stress and how that stress is 

compounded by the number of 

hours many of us work. Tere 

are resources available, but the 

time committment needed to 

get help is, in itself, stressful. I’m 

not sure how much vet schools 

have changed in 22 years, but I 

doubt many places are dealing 

with this subject in-depth.

 Yet, we need to. We have to 

do a better job of not neces-

sarily “deterring” people from 

the feld, but giving them more 

realistic expectations. We need 

to get our members to under-

stand that they are human and, 

therefore, imperfect. We need 

to apply the motto “frst, do no 

harm” to ourselves. 

Burden 

of care

Check out more 

on mental health 

in the veterinary 

profession from 

the Burden of 

Care dvm360 

Leadership 

Challenge at 

dvm360.com/

burdenofcare 

or scan the QR 

code above.

A graduate of UC Davis 
School of Veterinary 

Medicine, Dr. Dean Scott 
has enjoyed 35 years in 

the veterinary profession, 
including five years with 
the U.S. Army Veterinary 
Corps. He now practices 
small animal medicine at 
Animal Clinic of Brandon 

in Brandon, Florida.
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You don’t have to start  
 from scratch . . .  
&you don’t need a million bucks.

Join us in Kansas City, August 26-28, 2015 for the 

Veterinary Economics Hospital Design Conference 
and let us help you realize the dream hospital you, your team, and  

your patients deserve.   

Here’s what you’ll take home from our 40th anniversary conference:

Fear-Free™ design concepts to implement throughout your practice

Guidance gleaned from 1:1 consultations with the nation’s top 

hospital design experts 

An action plan specific to YOUR practice and budget, big or small

Guaranteed takeaway tips for every session

Interior design touches for every room in the practice 

All this, plus an exhibit hall filled with numerous resources to meet a  

variety of building and remodeling needs, to fit any budget. 

Visit TheCVC.com to learn more and register, or call 800.255.6864, ext. 6.

 The hospital of your dreams can be yours. 

CALL  800.255.6864, ext. 6    CLICK  TheCVC.com    EMAIL  cvc@advanstar.com    FOLLOW
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In the Nation, pet insurance 
means business.

*Pets insured with VPI visited their veterinarians 50% more frequently than non-insured pets. Source: VPI Consumer Awareness & Usage Study, 2013.
Insurance plans are of ered 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, WI, an A.M. Best A+ rated company (2014). Veterinary Pet Insurance, 
VPI 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. ©2015 Veterinary Pet Insurance Company and Nationwide. 15VET3239_VE/F

It’s a new day for pet insurance.

The VPI® you used to know has a new name, a new outlook and, 

most important, game-changing new products and services.

We’re more dedicated than ever to getting more pets insured. 

And that means more business for you.

See how Nationwide® is changing the face of pet insurance.

vetpetNationwide.com  •  866-838-4874
formerly
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