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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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Are bullies bogging down 

your team? A hostile work 

environment can raise a host 

of issues, none of them good 

for business. Visit dvm360

.com/bullies for ways to 

identify aggresive team 

members, 

discipline 

them and change practice 

procedures to deter turmoil 

amongst team members.

Want to cut costs and increase client 

compliance? Send electronic reminders to clients 

instead of snail mail. Visit dvm360.com

/notifi cations to read how a new reminder 

system could improve communication with clients.

Wish you knew how clients 

decide they’ll come to you 

for elective procedures? 

A recent survey polled 

approximately 2,000 

consumers to better 

understand how consumers 

make veterinary healthcare choices. Visit dvm360.com/choices 

to read the results and use the insight to improve how your practice 

engages and educates clients. 

More money and a more fl exible schedule 

are aspects of practice ownership—but so 

are the unexpected problems that give you 

headaches. Whether you own a practice 

or are considering taking the leap, visit 

dvm360.com/headaches to read about 

the ordeals owners have experienced.

Heavy is

the crown

Get inside
clients’ heads

Stop
mailing it in
with your clients

Show bullies
who’s the boss

the head that wears
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Mission

You don’t need inspiration to help animals and the people who love them—that’s in your blood. 

Instead, we’ll give you the  inspiration and tools you need to be happy, healthy and whole.

Because you matter to us.
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How should 
you tell clients 
their pets are 
overweight?

Check out how 
our team says they 
would like to be 
told the news:

Check out page 
16 to read more 
simple lessons every 
veterinary team 
should remember. 

JENNY SHAFFSTALL

It’s not about how 
they say the words, 
“Your dog needs to 
lose weight.” I already 
knew that Scout, my 
rat terrier, needed 
to lose weight 
because he looked 
like a fat sausage 
with legs. What I 
needed was practical 
advice. Instead, my 
veterinarian left it up 
to me to fi gure out 
how much my dog 
should be 
eating each day. 

Your d
lose weig
knew that S
rat terrie
to lose we

ALISON FULTON

I would like them to 
say something like, “I 
know you love Beau 
and it’s hard to deny 
him treats. When you 
rescued him, he was 
starving, poor guy. 
But now, it would be 
better for his health 
and he would live 
longer if he could 
lose the extra 
weight he 
is carrying.”

say some
know you l
and it’s ha
him treat

d h

(Left to right) Scout and Fergie

Beau
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Combat falling 
drug revenue with 
these practical tips
One practitioner shares his thoughts on how to handle 
the smaller portion of income his pharmacy generates.

I
n reference to “Has your pharmacy taken a 

hit in sales?” (August 2015), I’ve had drugs as 

23 percent of my revenue at my practice in 

Wisconsin, but I see this decreasing monthly.

T e pressure is great and requires my atten-

tion daily for requests 

like, “Can’t I just pick 

up some medicine at 

---mart?”

Worse are clients 

who just want anoth-

er round of medi-

cine for their pet 

that “has the same 

symptoms they had 

six months ago.” 

T ey don’t want 

another of  ce 

visit. And clients 

get angry if you 

say no.

Here is what 

we are doing to 

help but it is by 

no means enough:

> First, if at all possible, I use medication 

that is approved for dogs and cats, such as Biomox 

instead of Amoxicillin, which is for humans.

> All medical records show the number of 

refills the doctor allows (this may be law in 

my state).

> I’ve cut my percentage markup to compete 

with commonly prescribed medicine.

> On all perscriptions I write, “No substitu-

tions” and “For animal use.”

> Every perscription that leaves my clinic 

comes with an “About this medication and 

warning” handout that my computer drug 

program provides.

> I insist on monitoring blood work for all 

patients on long term medication. I also try to 

bundle the cost of the lab work with medica-

tion from my clinic as one price.

> I’ve increased my exam fee to recoup some 

of the income.

> I no longer fax perscriptions because often 

the fax is not received at the “---marts” and the 

pet owner gets mad when their medicine is not 

ready when they arrive. Sometimes we’d fax 

the perscruption three or four times without 

success to some human pharmacies.

I have not been totally successful in my ap-

proach, but this is a start.

Robert Pope, DVM 

Mosinee Veterinary Clinic

Mosinee, Wisconsin
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DATA center

Data from Benchmarks 2015: A Study of Well-Managed 

Practices show that 74 percent of practices have seen 

sales drop in the last two years.

W
hile a small amount of prac-

tices (26 percent) have seen their 

pharmacy sales stay the same or 

increase, more than three-fourths of Well-

Managed Practices have had their sales drop. 

What are you doing to combat the loss? 

Email us at ve@advanstar.com. 

Has your pharmacy 

taken a hit in sales?

Benchmarks 2015 for sale now 

Veterinary Economics and Wutchiett Tumblin and 

Associates have surveyed the most successful 

practices in the country in the latest edition of 

Benchmarks 2015: A Study of Well-Managed 

Practices. This year’s edition focuses on the most 

up-to-date information about fees, revenue and 

expenses. This data-rich study reveals smart cost 

control techniques and revenue-growing forward 

thinking that are essential to running a well-

managed practice. Get your copy at dvm360.com/

Benchmarks2015.

6 to 10 

percent

How have your dispensing 

pharmacy sales decreased? 

17%

41%

25%

5%3%

9%

11 to 20 

percent

More than 

20 percent

No 

change

Our volume 

of dispensed 

medications 

has increased

5 percent or 

less
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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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practice management q&a
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When does a mobile 
practitioner need a sidekick?
Get the answer as well as ideas on auditioning DVMs 
to test their compatibility with your culture. By Lisa Aumiller, DVM

I
f you’re a “very busy solo 

practitioner,” now is the 

time to start looking for an 

associate that fts in with your 

practice’s philosophy and style of 

care and connects with clients.

Clients expect their 

veterinarian to be dependable, 

reliable and available at all 

times—this is the challenge of 

being mobile. As a solo mobile 

practitioner, you’ll soon fnd 

yourself either not being able 

to take new clients or taking 

new clients and not being able 

to serve the demand from all 

of your current clients.

A good associate is your 

backup and your security. If 

you limit your availability by 

not having proper coverage for 

your clients, clients will seek 

care for their pets elsewhere, 

regardless of how much they 

love your bedside manner.

Do yourself a favor and start 

interviewing now. Considering 

the nature of a mobile veterinar-

ian/client relationship, mobile 

veterinarians often work shifts 

up to 17 hours, seven days a 

week. Tis quickly leads to com-

passion fatigue and problems in 

your personal and work lives. 

Te right associate will be a 

welcome breath of fresh air that 

gives your clients the coverage 

they expect and deserve and 

time for you to recharge to keep 

your practice invigorated.

However, don’t be a con-

trol freak. Many mobile solo 

DVMs fear that clients won’t 

accept the new associate. Hire 

an associate with your same 

passion. When I interview an 

associate, I invite them on four 

appointments with me to see 

the fow and determine wheth-

er they like mobile practice. 

If the veterinarian is still 

interested, I have them do 

a full day of paid work and 

send my best technician with 

them to help guide and assist 

with clients. I personally do 

callbacks the next day to see if 

clients were pleased with their 

experience. Once hired, I work 

alongside the new associate 

for a week to teach them my 

system of serving clients. VE

Dr. Lisa Aumiller owns HousePaws 

Mobile Veterinary Service in Mt. Laurel, 

New Jersey. She has four mobile units and 

a brick-and-mortar hospital.

I’m a very busy solo mobile practitioner, and I think it’s time to bring on an associate. How do I 

know when I’m busy enough? And how do I train my first associate?Q

On the 
road, 
in your 
pocket
Are you using 

your phone 

efficiently in 

your mobile 

practice? Visit 

dvm360.com/

mobilephone to 

read five tips. 

GETTYIMAGES/DAnIEl SAMbrAuS / EYEEM
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Practice tips

2015 Practice Manager 
of the Year announced 

W
esley Taylor, 

MPA, of Mercy 

Animal Hospital in 

Gardendale, Alabama, has been 

chosen as the 2015 Veterinary 

Economics Practice Manager of 

the Year in a contest sponsored 

by Nationwide. 

“Once I realized this was for 

real I thought, ‘How awesome 

for the Mercy team and the 

practice owners,’” Taylor says. 

“Tey have all gone above and 

beyond working together every 

time I approached them with 

crazy ideas. I am so proud that 

all their support and hard work 

has paid of.”

Taylor wants to keep pushing 

his practice toward growth 

through client engagement that 

makes an impression, such as 

making contact 

at a festival. 

“I want to 

keep pushing 

boundaries,” 

Taylor says. 

“People remem-

ber nontraditional interaction, 

and I believe that’s what we’ve 

created. It’s not time to rest on 

our laurels.” 

Winner credits owners, team for support. By Matthew Kenwright

Wesley Taylor, MPA

Emulate 

the winner

Read more ways 

the Practice 

Manager of the 

Year turned his 

ideas into action 

at dvm360

.com/Wesley.

BEING SMALL MAKES 

A BIG DIFFERENCE. 

When it comes to banking, size matters. And at United Community 
Bank, we are small enough to know you, and big enough to serve 

you. From our wide range of f nancial solutions to our award-winning 
customer service, we believe in providing you with the support you 

need to turn your dream business into a reality. 

CONSTRUCTION | REAL ESTATE

ACQUISITION | EXPANSION | START UP

To learn more, contact one of our Veterinary Lending Experts today.

B r e i ’  S i l v i a

SENIOR VICE PRESIDENT, NATIONAL BUSINESS 

DEVELOPMENT OFFICER, GM VETERINARY LENDING

214-422-0180 |  brei_silvia@ucbi.com

K e l l y  J a c k s o n

NATIONAL BUSINESS DEVELOPMENT OFFICER 

VETERINARY LENDING

303-503-5943  |  kelly_jackson@ucbi.com

Member FDIC. ©2015 United Community Bank  |  ucbi.com
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Practice tips
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How I learned to cope
with euthanizing patients

“T
his is probably 

the worst part of 

your job,” may be 

the most common thing I 

hear from an owner before I 

euthanize a pet.

Te owner is right. In fact, 

it’s one of the most devastating 

experiences veterinarians face. 

Repeated over and over again, 

the grief can take a toll. 

I found my coping mecha-

nism as my career beckoned. I 

was fnishing my clinical rota-

tions and had accomplished my 

goal of not killing anything. But 

now my caseload was about to 

jump, and euthanasia was about 

to become part of my job.

I wanted a way to express 

my feelings that euthanasia 

was more than stopping an 

animal’s sufering by ending its 

life. It was sending a soul on to 

the next life.

A simple prayer was my 

answer. I’m not a biblical 

scholar, but I thumbed through 

the Bible. I spoke 

with friends and even 

Googled it, but I wasn’t 

able to fnd anything 

that resonated. So I did 

the next best thing—I 

wrote my own prayer.

Te words came 

quickly. For my frst 

euthanasia patient on 

Flag Day 2004, I said to myself:

“As you enter the kingdom of 

heaven, you are welcome. For 

you give love, and you are loved.”

I’ve recited that prayer to 

myself for 11 years. It’s helped 

me feel better about that 

ultimate responsibility. I’m not 

fatigued or burned out. 

A year ago, the new minister 

at my church asked me and my 

wife for ideas to attract young 

people to the church. I knew 

a prayer service that involved 

blessing of the animals. I 

thought that was something 

that appealed to anyone with 

a pet. Te minister agreed and 

asked me if I would participate 

in the service.

As I thought about it, I 

realized I didn’t lack material. 

I have 11 years of experience 

and haven’t shared most of it. 

Discussing a tough case or how 

I lost a patient isn’t appropriate 

dinner conversation when my 

4-year-old daughter asks about 

my day nor at a party when 

someone asks what’s the coolest 

case that I’ve seen recently.

Te sermon material was 

already in my head—I just had 

to put the words to paper. I 

thought I was taking part in the 

Blessing of the Pets for others. 

But I think I do it for myself 

too. It’s how I cope. 

Dr. Andy Rollo is a 

veterinary associate 

at Madison 

Veterinary Hospital 

outside of Detroit, 

Michigan. He is 

also a Veterinary 

Economics Editorial 

Advisory Board member. 

I fight compassion fatigue with a blessing. By Andy Rollo, DVM

“As you enter the kingdom 
of heaven, you are welcome.
For you give love, and 
you are loved.”

GeTTYIMAGeS/Jon SchulTe
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Practice tips

‘Paws’ for questions in the exam room
engage and educate clients with wall art. By Matthew Kenwright

T
he three exam rooms 

in Beacon Veterinary 

Hospital in Swannanoa, 

North Carolina, give clients 

a creative way to share their 

questions for the veterinarian. 

After leading the client and 

pet into an exam room to com-

plete paperwork, the recep-

tionist writes their names on a 

paw painted on the wall with 

blackboard paint. “Welcome” is 

written in the paw’s frst digital 

pad, and the names are written 

on the other digital pads. Te 

palmar pad has a numbered 

list with blank spots that invite 

clients to use chalk and write 

questions for the veterinarian.

“We had a pleasant surprise 

when one of our clients wrote 

a note on the paw that said 

something to the efect of, 

‘Tank you very much for the 

super care that you’ve given 

us,’” says the Beacon Veterinary 

Hospital owner and Veterinary 

Economics Editorial Advisory 

Board member Jim Guenther, 

DVM. Children like to write on 

them too, he says 
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>>> clients love to write on the paw.

At U.S. Bank, our customized lending solutions assist you 

^P[O�Z[HY[�\WZ��HJX\PZP[PVUZ��L_WHUZPVUZ�HUK�YLÄUHUJPUN�

needs for your practice. Contact your dedicated Practice 

Finance Specialist today, and let’s talk.

We can help your practice grow— 

space by space, paw by paw.

GALEN VAN OTTERLOO

U.S. BANK NATIONAL SALES MANAGER, 800.313.8820 EXT 3

usbank.com/business

EQUAL HOUSING

Credit products are subject to normal credit approval and program guidelines. Some restrictions and fees may apply. See your banker for details. Deposit products offered by U.S. Bank National Association. Member FDIC. 
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Practice tips

“Build it and they will come” doesn’t work for everyone, 
so what’s really driving growth? By Jeff  Rothstein, DVM, MBA

Why does one practice 
prosper and another fails?

A 
few years ago I was 

disappointed when a 

family-run gas station 

near my home closed. It just 

wasn’t turning a prof t anymore. 

But last year, a huge, corporate 

station with a full convenience 

store opened in the same spot.

“T at’s nuts,” I thought, “If 

the other one failed, how’s one 

10 times the size going to make 

it?” Surprise, surprise—cus-

tomers noticed a change, and 

it’s packed all the time. 

Here’s why it worked: T e oil 

company performed a demo-

graphic study and found that 

the location was right, just not 

for an older-style station that 

didn’t remodel and reinvest in 

itself. It’s a true “Build it and 

they will come” situation.

When I travel, I keep my 

eyes open for veterinary 

hospitals. I f nd it curious that 

within the same town, hospi-

tals come in many sizes and 

styles—small and large, new 

and old. Everyone has his or 

her own idea of success, so I 

won’t say for sure that the large 

hospital is more successful, but 

what drives the growth of one 

facility versus another? It’s not 

necessarily how long a veteri-

narian has been in business, 

because sometimes the newer 

practice is the bigger one. So 

what is it?

Sure, a lot of factors play a 

big role in growth and success: 

location; hours of operation; 

range of services; community 

outreach; customer service; 

marketing and social media 

savvy; prices; and relationships 

with other pet-oriented 

businesses in the area. But 

what can’t be overlooked is 

that the leaders of growing, 

successful veterinary 

practices have a vision and are 

knowledgeable businesspeople. 

T e owners are probably risk 

takers who did research about 

a location before building or 

buying a practice. T ey likely 

strive to of er extended hours, 

which over time pays of , as 

they become known for client 

convenience. As they grow they 

invest in new equipment and, 

in turn, are able to of er a wider 

range of services.

Sure, maybe if you build 

it—not matter where it is or 

who’s running it—they’ll come. 

But success is far more likely 

for the savvy practitioner who 

understands the community 

they practice in and who are 

motivated to keep growing. 

Veterinary 

Economics 

Editorial Advisory 

Board member Jeff  

Rothstein, DVM, 

MBA, is president of 

the Progressive Pet 

Animal Hospitals 

and Management Group.
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Step up 
your game
Thinking about 

upgrading 

your practice’s 

equipment? Turn 

to page 12 or visit 

dvm360.com

/equippricing to 

fi nd a formula that 

could help you 

decide whether 

you can afford the 

investment. 
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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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DATA center

These are the new services that Well-Managed Practice 
owners told us in Benchmarks 2015 they’ve added in 
the past two years or will add in the next two years. What 
would you add to your veterinary practice? 

What’s new at your

Services that need 
mostly your smarts

All about pet food?
If you’re with the 52 percent of respon-

dents said they were planning on adding 

nutrition counseling in the next two years, 

don’t forget to focus on what’s important 

to your clients. First, help them f gure out 

food myths and truths with the resources 

at dvm360.com/foodmyths. 

Focus on prevention
Another high-interest item was preven-

tive-care packages. What makes preven-

tive-care plans most successful? Focus on 

three key things: 

> A real commitment from clinic staf  to 

promote and sell the plans

> A goal for the number of plans to sell

> Reasonable expectations of success.

Find resources to answer these questsions at 

dvm360.com/preventivegoals.

Check 
yourself 
Want to see what 

you could learn 

from Well-Managed 

Practices? Get your 

copy of Benchmarks 

at dvm360.com/
benchmarks2015.
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DATA center

A
re you hungry for new and better in your healing practices and client service? Do you have a big, 

audacious goal for 2016 and beyond? Or—and be honest—have you fallen into a bit of a rut? Be-

low you see what the answer is for practices—surveyed annually by Wutchiett Tumblin and As-

sociates. In Benchmarks 2015: A Survey of Well-Managed Practices, we asked what’s new on the medical 

menu and what’s coming soon. How does this compare to your history and plans? And, sometimes even 

more important, once you’ve added a service, do you know how to price it and market it? Let’s dig in ... 

How long before the 
equipment pays for itself? 
T at’s a complicated question, but 

you can get there with a good plan. 

Head to dvm360.com/

equipfi nances to make one.

veterinary practice?

$

What about pricing the new service?
T ere’s a simple answer: What ROI are you looking 

for? Here’s the formula: 

$ __________ Annual cash f ow from equipment 

÷

$ __________ Total cost of equipment

= __________ % return on investment

And there’s a more nuanced answer at dvm360

.com/equippricing.

Services that likely require 
equipment or more space
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hospital design

Send us your entry and you could be featured  
in a future issue of Veterinary Economics!

H
ave you recently built 

or remodeled the 

veterinary hospital 

of your dreams? Do you think 

your hospital is the best in 

the nation? Ten enter the 

Veterinary Economics Hos-

pital Design Competition! 

Show us why your practice’s 

design stands out. At stake? 

Besides bragging rights, your 

hospital will be featured in an 

upcoming issue of Veterinary 

Economics and you’ll win a 

trip to the Veterinary Econom-

ics Hospital Design Confer-

ence in Kansas City, where 

your practice will be featured 

prominently and you’ll get a 

chance to ofer your wisdom to 

attendees who are still in the 

planning stages of their build. 

Te competition is open 

to any hospital of any size 

or type as long as it’s owned 

by a private practitioner or 

corporation. Hospitals funded 

by foundations, government 

agencies, nonproft organi-

zations, or publicly traded 

corporations are ineligible.

How it works
Download the ofcial entry 

form by going to dvm360

.com/hdcompetition.

Compile your entry binder 

and send it to the Veterinary 

Economics staf. We’ll take it 

from there! Full details of en-

try requirements can be found 

on the entry form. 

Troubleshooting
Putting together an entry 

can take time. Use your time 

efciently and avoid making 

mistakes that can hurt your 

entry, like missing informa-

tion, by checking out the list 

of the top 10 mistakes people 

make by visiting dvm360

.com/hdmistakes.

What happens next? 
After we receive your en-

try, our panel of veterinary 

hospital design experts will 

gather and pore over this 

year’s entries. Tey’ll spend 

hours discussing the strengths 

and standout features of each 

practice, to ultimately crown 

a Hospital of the Year win-

ner, and an number of Merit 

Award-winning hospitals. 

Ok, but what’s  
in it for me? 
After the judges have chosen 

their winner(s), we’ll be in 

touch to coordinate that cool 

feature article mentioned 

above. You put in the hard 

work to build a beautiful prac-

tice, now we’ll put it out there 

for our entire audience to see. 

Plus, you’ll get to come to the 

Hospital Design Conference 

and CVC Kansas City. And

you’ll receive a commerative 

plaque to hang in your lobby, 

something sure to attract ad-

miration from your clients. 

The deadline
Entries must be postmarked 

no later than November 26, 

2015, so don’t delay!

Still have questions? 
Send us an email. Contact ve@

advanstar.com and we’ll get all 

your questions answered. 

competition

Hospital Design
Enter the 2016

Competition
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                                   CareCredit can be a big help for people who love 

their pets and are passionate about their care. When you accept the 

CareCredit healthcare credit card, clients have helpful fi nancing options for 

the care their pets need. In fact, 91% of cardholders who made veterinary 

purchases said they are highly satisfi ed with CareCredit,1 and more than 

20,000 veterinary practices now accept it. Ready to practice more of your 

passion for the best care? It’s easy to get started today.

1. Cardholder Engagement Study, Q4 2014, conducted for CareCredit by Chadwick Martin Bailey.
*A Handy Checklist for annual checkups for cats of all sizes; and A Handy Checklist for annual checkups for dogs 
of all sizes
 ©2015 CareCredit

www.carecredit.com 

ENROLL NOW by calling 
877-490-1766. 

ALREADY ENROLLED? 
Call 800-859-9975 opt 1, then 6.

Ask for the special off er
FREE Canine and Feline
Checklists for your clients.*

Mention off er code VETEC0915VA

“Our clients can use CareCredit for any kind of 
care to increase their pet’s quality of life. They use 

it for any medical situation, wellness care, even at our 

pet daycare next door. It’s not just for sick animals.”

Rod Winchester, DVM
Julington Creek Animal Hospital

Accepting CareCredit since 2010
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PERSONAL growth

PHOTOS COURTESY OF DR. MICHAEL NAPPIER

We learned these 10 things long ago, and vet school 
students remind me of them daily. By Michael Nappier, DVM, DABVP

I
t’s been 26 years since Robert Fulghum wrote 

the bestselling All I Really Need to Know I 

Learned in Kindergarten, a look at childhood 

lessons that stay true in adulthood. It’s past time 

for the veterinary school edition, courtesy of the 

timeless lessons I see my students at Virginia-

Maryland College of Veterinary Medicine model 

for me year in, year out ... 

All I really need 
to know about veterinary 
medicine I learned in

KINDERGARTEN

e awed. Remember the f rst time you got the blood 

draw on the f rst stick? Remember the f rst surgery 

of yours that went really well? And kittens! Students get 

excited by the little things that those of us with more ex-

perience tend to take for granted. Put up ear mites on the 

microscope at our school and everyone comes running. 

When was the last time you found yourself thinking, “Cool!” 

because of something you did or saw?

sk, “Why?” It’s surprising the number of 

times students ask and my gut response is, 

“T at’s just always how I’ve done it.” But those 

are opportunities to question my assumptions 

and look at something in a dif erent light.

ES659896_vete0915_016.pgs  08.20.2015  03:32    ADV  blackyellowmagentacyan



PERSONAL growth

t’s OK not to know—look it up. You don’t actually have to know 

everything, but you do need to know where to f nd the answer. 

Clients appreciate the honesty that you’re not all knowing. What students 

don’t know is that some of the time while they run of  to look it up, I’m 

sneaking to go look it up myself.

o ahead and learn it now. So many people have to switch 

up their veterinary careers based on new medical interests, 

the job market or big life changes. Just because it isn’t in your 

plans today doesn’t mean you won’t need it tomorrow. 

© 2015 i4C Innovations Inc.

Voyce™ remotely monitors key health indicators:Voyce™ remotely monitors key health indicators:

Objective insights for personalized care.™

Using the revolutionary Voyce Pro Wellness Monitoring 

Program,™ you and your veterinary team can remotely monitor 

your dog patients’ key health indicators such as resting heart 

and respiratory rates, as well as robust activity metrics. You 

will receive daily summary reports and alerts about individual 

patients to help identify and manage chronic and acute 

issues quickly and accurately. 

Learn more at voycepro.com  |  844.GO.VOYCE

Find us at upcoming veterinary events:

IVECCS #811 | CVC San Diego #327
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PERSONAL growth

reat others like they know more than you 

(because they might). Remember when tech-

nicians were gods, possessing a depth of knowledge 

you couldn’t even hope to attain? My students know 

that feeling. Get back to thinking like them. Listen to 

your staf ’s advice; a lot of the time, they still know 

more than you—about the client, about the 

patient, about a lot.

t’s fun to learn. I love hearing excited students ask, 

“Can we have rounds on ... ?” It’s easy to get bogged 

down in day-to-day practice. Go to a conference. Read 

a trade magazine. Schedule a lunch ’n’ learn on a topic 

you’re curious about. Have fun getting smarter!

ake time for potty 

breaks. Students haven’t 

learned the bladder-destroying 

work ethic that ignores their 

own wellbeing. How many 

times have you said to yourself, 

“I’ll use the bathroom/have 

lunch/etc. as soon as I f nish 

with … ” Make a little time 

for yourself during the day to 

recharge. And urinate.

at. On the last Friday of 

every block, veterinary 

students here organize a pot-

luck they call Food Friday. Sit-

ting down and sharing a meal 

helps to refocus and reconnect 

with veterinary teammates. It 

doesn’t just f ll your stomach—

it ref lls your passion.

ave a big goal. Every 

student has one big goal: 

graduation. It’s so much a part 

of their lives that they sign of  

all their emails with “Class of 

2016” or “DVM Candidate 

2016.” How often do you 

feel stuck on the never-

ending hamster wheel 

of clients and patients in 

practice? Everyone needs a 

long-term goal, something 

you work toward and get 

satisfaction from seeking 

and achieving.

e done. Despite their 

bubbling enthusiasm for 

new veterinary knowledge, stu-

dents want to go home on time. 

T ey want to spend time with 

signif cant others, pets, family 

and friends. Be like a student 

and go home! 

Dr. Nappier is assistant professor of 

community practice in the Department 

of Small Animal Clinical Sciences at 

Virginia-Maryland College of Veteri-

nary Medicine.
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CALL  800.255.6864, ext. 6    CLICK  TheCVC.com    EMAIL  cvc@advanstar.com    FOLLOW

“You’re going to learn and 

   laugh along the way.   

  It’s a lot like dealing with real clients.”
CVC San Diego Speaker, Andrew Roark, DVM, MS

about his dvm360 Full Circle sessions “The angry client experience.”

that supports the way you practice 
veterinary medicine today

exceptional
continuing education

Register today at TheCVC.com,

or call 800.255.6864, ext. 6.

©2015 Advanstar Communications, Inc.
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industry issues

To improve health for all, it’s time to shift the way we 
discuss overweight pets with our clients. By Ernest E. Ward Jr., DVM

I ’ve been studying and work-

ing on pet and human obesity 

for nearly 20 years. In that 

time I’ve witnessed the obesity 

discussion evolve from “fat is 

funny” to “fat is deadly” to “fat is 

boring.” People ignore warn-

ings about obesity the same way 

they disregarded the fact that 

smoking was deadly for decades. 

Deep down folks know being 

overweight or having a portly pet 

is unhealthy; they just don’t think 

it will happen to them. Psycholo-

gists call this phenomenon of 

believing you or your pet is 

at less risk for harm “opti-

mism bias.” It’s a coping 

mechanism that allows 

us to get through our 

days without having a 

breakdown. 

It also gets 

in the way 

of change. Maybe it’s time we 

change how we talk about pa-

tient obesity. 

Change perception
For the last three years, I’ve al-

tered the way I describe obesity 

to clients and veterinarians. Pet 

owners see a “big pet.” Most vet-

erinarians see a “fat pet.” I see an 

“adipokine storm.” Adipo-what?

Adipokines are signal pro-

teins produced by fat tissue. 

Leptin, adiponectin and inter-

leukin-6 (IL-6) are examples. 

We know adipokines cause or 

contribute to hundreds of 

harmful infamma-

tory processes 

throughout 

the 

body. Tink of every fat cell 

as a little factory pumping out 

hundreds of potentially toxic 

compounds. Multiply that by 

millions or billions in an obese 

pet. Te real danger of excess 

fat isn’t the fat; it’s the infam-

mation the fat causes. 

Infammation is the biggest 

health threat our pets face. Tat’s 

a bold statement but I’m conf-

dent it’s soundly supported by 

science. Te more we learn about 

excessive infammation, the more 

we understand the importance 

of keeping it at safe 

levels.

Speak 
out
Perhaps 

the biggest 

obstacle in the war 

on pet obesity is our 

silence. Veterinarians 

complain they aren’t 

comfortable talking can-

didly about a pet’s weight for 

fear of inadvertently ofending 

the client. Forget fat; start 

talking about infamma-

tion. Learn about adipo-

kines, cytokines and disrupted 

metabolic pathways caused by 

infammation. It’s a fascinating 

world of biochemistry that has 

real impact on our patients.

It’s time we reshape the obe-

sity conversation to center on 

infammation. 

new obesity
Infammation is the

GeTTyImaGeS/erIc ISSelée

Fat gap  
rings true 
Data shows that 

more than half of 

U.S. dogs and cats 

are overweight, 

but their owners 

don’t realize 

it. learn more 

about this trend at 
dvm360.com/
fatgap.
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industry issues

a
s a profession we can reshape the obesity con-

versation by doing the following:

> Define obesity. currently we can’t define 

what “clinically obese” is in animals. We don’t know 

what we’re talking about when we say “overweight” 

and “obese.” I’m officially offering the association for 

Pet Obesity Prevention (aPOP) to help jumpstart the 

conversation. Now I need the help of academicians, 

practitioners and industry representatives. 

> Standardize body condition scores (BCS). 

There are three or four major BcS used worldwide. 

I’ll be the first to agree that there are limitations to 

the BcS. But they’re simple to administer, work well 

in most situations and are already in use. let’s get 

together and settle on one scale.

> Define prediabetes. I fought this until I started 

looking at studies on humans who were diagnosed as 

prediabetic. It helps. There’s growing evidence that we 

may be able to intervene before full-blown diabetes 

develops, especially in cats. There are useful biomark-

ers that could help general practitioners identify early 

the pets at risk for developing diabetes. 

> Define obesity as a disease. The american 

medical association officially defined obesity as a dis-

ease for humans in 2013. I’d like to see the american 

Veterinary medical association and the american 

animal Hospital association follow. classifying obesity 

as a disease would encourage more veterinarians to 

talk with clients about the condition. 

> Develop better technology. We need a tech-

nological solution to quickly and accurately assess 

body fat composition in dogs and cats. at this point 

I’d even settle for biomorphic software that estimated 

underlying fat. We desperately need improved tools 

for tracking weight, BcS and dimensions.

5 steps to fight fat

Veterinary Economics Editorial Advisory Board Mem-

ber Dr. Ernie Ward is a speaker and the author of 

Chow Hounds: Why Our Dogs Are Getting Fatter—

A Vet’s Plan to Save Teir Lives. He founded Seaside 

Animal Care in Calabash, North Carolina.

DISC
OVER

30-DAY FREE MEMBERSHIP TRIAL

Veterinary Hospital Managers Association

Can 30 Days be Transformational to  a 

Veterinary Management Professional? 

VHMA is Giving YOU a Free Opportunity 

to Discover that the Answer is

YES!

Discover VHMA by taking advantage of the 30-Day 

Membership Trial available during September 2015. 

Sign up and test drive VHMA’s members-only essential 

resources and discover how they can help you thrive 

as a veterinary management professional.

You can:

• Get sage advice from experienced managers to solve 
perplexing practice problems.

• Discover how successful managers are increasing 
practice profts.

• Find out how savvy managers deal with difcult staf 
management issues.

• Network with managers with similar profles who 
understand your specifc needs.

• Download sample policies and forms so you don’t 
have to reinvent the wheel.
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PracticE finances

Here’s how to comply with a global security standard coming 

to the united states for the first time. By Mark Battersby

t
here’s a storm of legal liability brewing on 

the horizon for your veterinary practice if 

you accept credit or debit cards.

After Oct. 1, 2015, any business that doesn’t 

have a Europay, MasterCard and Visa (EMV) 

processing device will be on the hook for 

credit card fraud—not the banks or credit-card 

issuers. Are you ready?

What is EMV?
Traditional credit and debit cards are prime 

targets for counterfeiting because their 

magnetic stripes contain unchanging data. 

A new generation of cards—often referred 

to as “Chip and PIN” cards—sport a small, 

metallic square with a chip that creates a 

unique transaction code, every time the card 

is used. For one standalone payment terminal, 

it can generally be upgraded for around $100, 

according to a spokesperson for EMV.

The big change
Consumers will need to receive their new EMV 

cards, activate them and learn new payment 

processes at the register. >>>

?
practice be on the hook for

credit card

fraud

Will your

How EMV would work 
in your practice 

the terminal’s screen guides 

the client throughout 

the checkout process.

the client leaves the chip 

card in the terminal until 

instructed to remove it.
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PracticE finances

Businesses will need to add new 

point-of-sale (POS) terminals, in-ofce 

technology and internal processing 

systems to accept the cards.

Te big diference? Instead of 

swiping, an EMV card is inserted into 

a terminal slot. Data fows between 

the card chip and the credit card 

company to verify and create the 

unique transaction data.

Te one drawback—the new process 

isn’t as fast as the old way. 

What happens if 
you don’t switch?
Veterinary practices can continue 

processing cards with magnetic stripes 

and ignore EMV. Most cards will still 

have a magnetic stripe as backup. But 

after Oct. 1, 2015, your practice might 

be on the hook for counterfeit or 

fraudulent card transactions.

Te card companies will shift fraud 

liability to whoever is using the least-

secure technology, according to EMV’s 

website. Here is what that means in 

two diferent scenarios:

> If your practice has an EMV 

terminal but your client’s bank hasn’t 

issued a Chip-and-PIN card, the bank 

will be held liable. 

> If your practice used EMV tech-

nology that wasn’t fagged as fraudu-

lent by the system, the credit card 

company bears the liability.

Every veterinarian and veterinary 

professional should protect them-

selves and their practices from fraud 

liability. Te relatively small price of a 

new terminal may be worth the peace 

of mind it brings. 

Mark E. Battersby is a fnancial consultant in 

Ardmore, Pennsylvania. 

40 percent of debit cards and 

more than 70 percent of credit 

cards issued in 2015 will use the 

emV technology. many practices 

may find the cost of upgrading 

could outweigh the potential 

future costs of fraud. 

FACT TO CONSIDER:

If the chip card is swiped,

the client will be instructed to

insert it instead.

the chip card is inserted with chip 

facing up and toward the terminal.  

client removes it when prompted.

the client verifies the transaction 

by signing or entering a 

PIn. some transactions may 

not require either. emV allows for 

both PIn and signature. 

the client removes card when 

the terminal says the 

transaction is finished.
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Heska

Immunodiagnostic 
analyzer
Heska Corp., a provider of veterinary 

diagnostic and specialty products, has 

introduced the new Element i Immuno-

diagnostic Analyzer. Element i performs 

immediate in-clinic testing and screening for key health 

concerns, including thyroid disorders, Cushing’s disease 

and Addison’s disease. T e unit is a compact bench-

top analyzer that delivers rapid immunoassay testing, 

including total T4, cortisol and an in-clinic TSH test. T e 

Element i platform currently delivers results in under 10 

minutes from three immunodiagnostic assays.

For fastest response visit heska.com

silver lake research corp.

urinary test
Silver Lake Research Corp. has 

launched RapidBac Vet, a rapid im-

munoassay for detection of gram-

positive and gram-negative bacteria in urine to aid in the 

diagnosis of canine urinary tract infections. It provides 

veterinary practices with an accurate and cost-ef ective 

point-of-care solution that can be performed during the 

initial clinic visit. T e test expands a clinic’s in-house 

testing capability to immediately rule in or rule out UTIs 

with 98.5 percent accuracy and allows clinical teams to 

test and treat in the same visit. 

For fastest response visit rapidbacvet.com

Vet24seven

mobile 
veterinary service 
Vet24seven is a new, free 

mobile app that provides 

pet owners access to local 

veterinarians via live video or chat. Owners create their 

animal’s prof le, partner with the veterinarian of choice, 

select the level of urgency and choose whether they want 

a live video or chat consultation. T e average cost of a 

10-minute consultation is expected to range between $40 

and $60. T e selected veterinarian sets the consultation 

fee. T e app has two versions: one for animal owners and 

one for veterinarians. 

For fastest response visit vet24seven.com

aVma PlIt 

New policy features
AVMA PLIT has unveiled two 

new features for the 2016 policy year to make it easier 

for veterinarians to pay for their professional liability 

coverage and receive better protection. Veterinarians 

will be able to choose to pay the premium monthly, with 

no extra fees, through an automated fund transfer and 

to select a higher-limit option of $100,000 for veterinary 

license defense coverage. T rough the updated website, 

veterinarians can now review coverage and make policy 

changes, submit payments, report claims and link the 

practice manager to their account.

For fastest response visit avmaplit.com 
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Products & Services SHOWCASE | dvm360.com/products

A N I M A L  S A F E T Y

C A G E S  &  K E N N E L S

SearchMASON_COMPANY

Researching a purchase? dvm360.com

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

Get more product  
information online
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M O B I L E  V E T E R I N A R Y

A D V E R T I S I N G

SearchVetNetwork

SearchWAG’N_TAILS
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C L E A N I N G  E Q U I P M E N T S  &  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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M O B I L E  V E T E R I N A R Y

SearchLA_BOIT_INC

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

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
COMPLETE LINE

VETERINARY ANESTHESIA EQUIPMENT

A.M. BICKFORD, INC.
SINCE 1974

CALL FOR CATALOG:

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

One of the Bickford’s line of 

Table Top Anesthesia Machines

 

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

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

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

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

DIAGNOSTIC IMAGING

MEDICAL EQUIPMENT

FRANCHISE OPPORTUNITY

CLIENT  COMMUNICATIONS

CONSTRUCTION

A National Company 
Specializing in Veterinary

Hospital Construction
•New Construction •Renovations

440.357.4500
WWW.KLINECONSTRUCTION.COM

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
ª 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
• InertÑwill 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

  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

DVM360.COM 
FIND IT  

ALL HERE!

Follow us!
Get instant updates on critical developments in veterinary 

medicine, business, and news by following dvm360.

facebook.com/dvm360 twitter.com/dvm360

ES660051_vete0915_031_CL.pgs  08.20.2015  19:13    ADV  blackyellowmagentacyan



MARKETPLACE | dvm360.com

32  |  September 2015  |  Veterinary Economics  |  dvm360.com

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

TAGS

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

Nevada

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

Exceptional opportunity to practice quality 
medicine in Henderson, Nevada. Looking for a 
Veterinarian with high-energy and enthusiasm. 
The ideal candidate will have a desire to 
collaborate with colleagues. Privately owned 
company with state-of-the-art modern diagnostic 
equipment. Send resume to animalcareclinicinc@
gmail.com. 

Progressive 4-year AAHA small animal  
hospital in beautiful Hilton Head Island, SC. 
Fantastic clients, award winning beaches, 

fishing, golf, tennis and more!  
Base plus Pro-Sal. E-mail resume to 
plantationanimalhospital@live.com

South CaroliNa

DVM360.COM FIND IT ALL HERE!
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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

NatioNal

PS BROKER, INC.
California, Riverside County: The Hill: 2,000sf SA. 
 San Diego County: 1,750sf SA w/RE. 
Washington DC:  New Ultra-Modern facility. 
Florida, Broward County: 1,500sf. Priced to Sell;
 Lee County: Gross >$1M. Multi-doctor;
 Saint Lucie County: Multi-doctor – 
 AAHA w/RE;
 Volusia County: Emergency 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.
New York, Elmira: 3,500sf w/RE.
North Carolina, Charlotte: 
New Ultra-Modern facility.
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

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

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

West GA -- Small animal practice grossing 
$1.2 million. Exceptional lifestyle in charming 
community with a wonderful family environment. 
Beautiful physical plant and state-of-the-art facility 
available for sale. Very tenured staff. Motivated 
seller. Call Mike Nelson, Nelson & Associates,  
770-475-7559

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 Route 1. Grossing $550,000.00 with 4 ½ day 
week, nice hours, and ER clinic near by. Contact 
ccat@myfairpoint.net.

MaiNe

DVM360.COM
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FEES: PRICE YOUR SERVICES RIGHT

REVENUE: REJUVENATE YOUR GROWTH CENTERS 

EXPENSES: BE MORE EFFICIENT

STRATEGIC PLANNING: YOUR BLUEPRINT FOR SUCCESS

2015
E N C H M A R K S 

A  S T U D Y  O F  W E L L - M A N A G E D  P R A C T I C E S

B

success.

Numbers don’t lie. And they’re all here.

Veterinary Economics and Wutchiett Tumblin and Associates are back with another edition in our 

Benchmarks series for veterinary practice owners and managers. This year we reveal the fees, 

revenue and cost control key to running a well-managed practice! 

Fees. Survey’s in, with more than 200 median fees for services and procedures animal hospitals 

perform every day — plus data and analysis putting it all into context. 
 

Revenues. Bringing in revenue can be like completing a puzzle. We lay all the pieces out for you. 

See what opportunities well-managed practices are tapping to make more money. 
 

Expenses. From wages & compensation and facility costs, to fixed and variable items and 

capital improvement, up-to-date figures from practices are in one place.

Benchmarks 2015 is the one practice owners and managers can’t wait to see. Order yours now!

here’s to

Go to industrymatter.com/benchmarks
  or call 1-800-598-6008
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dechra  

Veterinary Products 

dermatologic 
ointment
Dechra Veterinary 

Products has shipped 

inventories of three sizes 

of Animax Ointment 

(nystatin, neomycin sulfate, thiostrepton, triamcinolone 

acetonide) to its veterinary distributors. Veterinarians 

are now able to purchase Animax Ointment for their 

canine and feline patients. Te product is an FDA-

approved drug for local therapy in a variety of cutaneous 

disorders of dogs and cats.

For fastest response visit dechra-us.com

Vets Plus

medication  
dispensing 
pockets
New from Vets 

Plus, Probios Pro-

Pill Pods provide 

a convenient, simple way to give medication to dogs. 

Tese unique pods can be shaped around a pill to mask 

unsavory favors and odor, making the process of giving 

a pill hassle-free. Tey contain probiotics so dogs get the 

added beneft of good bacteria for digestion and appetite. 

Te product is available in two favors: peanut butter or 

chicken. Pro-Pill Pods contain no added sugars, no corn 

and no artifcial colors and are available in two sizes to ft 

most capsules and tablets. 

For fastest response visit probios.com

New Planet 

technologies

data entry 
system 
New Planet Technologies has released SmartICVI, a fast 

data entry, electronic Certifcate of Veterinary Inspec-

tion service for veterinarians. With the new service, 

veterinarians can use their smartphone, tablet, laptop 

or PC to capture animal data, meeting USDA require-

ments for interstate livestock movement. A new feature 

allows clients to create a pending ICVI case by inputting 

animal ID, shipper, receiver and transporter data before 

veterinarians arrive on site. Veterinarians then review the 

health certifcate (ICVI) data while inspecting the health 

of the animals being shipped. SmartICVI is a cloud-based 

requiring no software download. 

For fastest response visit smarticvi.com

Vetriscience

liver supplement 
VetriScience has introduced a 

new component of its exclu-

sive Pro Line: HepatiClear 

Pro. HepatiClear Pro contains 

antioxidant plant extracts in 

phytosome form to support 

liver health and proper detoxi-

fcation. Along with immuno-

logical supportive ingredients, 

such as DMG and betaine, 

phytosomes ofer advanced support for normal phases 

of the detoxifcation process.

For fastest response visit vetriproline.com
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Ready 
to buy?
Inspired to buy a 

practice? Before 

signing on the 

bottom line, visit 

dvm360.com/

buyingtips and 

read nine tips 

to consider.

hot button
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women give for not 
owning practices

And why you shouldn’t let them stop you. By Melissa L. Magnuson, DVM

W
hen I retire from 

owning my practice, 

I hope to hand the 

reins to a noncorporate buyer. 

But I may struggle to fnd a 

female veterinarian to take my 

practice because there’s a lack of 

women embracing ownership. 

Here are my arguments 

against fve common reasons 

women give for not owning:

“I want more time to 
spend with family.” 
Owning a practice makes my 

schedule fexible. I can go to my 

children’s school events because 

I can designate myself “out of the 

ofce” when necessary. Owning 

does entail hard work, but it also 

provides more leeway than if I 

worked for someone else. 

“I don’t want to work 
100 hours a week.”
I’ve worked 100 hours in a week 

once—during my internship. I 

spend approximately fve hours 

per day for a total of 30 to 60 

hours per week seeing appoint-

ments four days per week. 

With my fexible schedule, 

I can work at night tying up 

loose ends after I spend quality 

time with my kids. If I need a 

short week because of outside 

commitments, I take it. I have 

the freedom to choose where 

and when I work.

“I’ll burn out.”
Running a business is 

something new every day. 

Sometimes it’s medical 

questions, customer service 

decisions or marketing ideas. 

Each day brings variety and the 

opportunity to learn and open 

up channels with experts in 

many diferent felds. 

“I can’t 
manage people.”
I’m not good at managing or ac-

counting—so I hired a practice 

manager and an accountant. 

Two years into practice 

ownership, I learned a valuable 

lesson. I had been doing all my 

bookkeeping because I was con-

vinced I couldn’t aford someone 

to do it for me. After stewing in 

frustration, I hired someone. She 

completed six months of book-

keeping in eight hours. It cost 

me $160. Tis taught me that if I 

hire experts when I need them, 

it costs me less.

“I have too much 
student debt.”
If you have good credit and 

pay your loans, you can buy 

a practice. I’ve heard that 

veterinarians have the highest 

payback rate on loans than 

any other profession. I applied 

to three banks and received 

three loan approvals with just 

10 percent down. In the long 

run, practice ownership will 

be more lucrative for me than 

working for someone else.

As more women buy veteri-

nary hospitals, we can change 

the notion that our personal 

and career priorities bar us 

from practice ownership. 

Melissa Magnuson, DVM, is owner 

of three New Hampshire practices: 

Canobie Lake Veterinary Hospital in 

Windham, All Pets Veterinary Hospital 

in Nashua, and Greenland Veterinary 

Hospital in Greenland.

5
reasons
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Since 1965 – VETERINARIAN-OWNED • COMMITTED TO DISTRIBUTION

Jorgensen Labs • 800.525.5614 • www.jorvet.com

Jorgensen Laboratories, 

founded by Irvin Jorgensen, 

DVM, started out in the family 

garage in 1965 and  

has grown to 75 employees.

The company started in 

Minnesota and has operated  

in Loveland, CO since 1970.  

Our 2015 catalog has over  

400 pages featuring over 

3,000 products.

Jorgensen  

Laboratories  

Celebrates Its  

Golden Anniversary

50 Years of Service 
to the Veterinary Profession

50 Years of Service 
to the Veterinary Profession
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Vince Dailey
404.995.2002

Brian Faulk
404.995.2008

Sarita Vora
404.285.2606

Contact one of our lenders to get started.

Recently-Completed Ground Up Construction Project 

liveoakbank.com/vet

YOUR FUTURE

Consider Live Oak Bank for Financing Your Commercial Property & Construction Project.
Minimal Equity Requirements  •  50+ Years in Veterinary Lending  •  Dedicated Construction Team
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