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this traditional means of offering supplements has merit and
is still the most common way doctors integrate supplements
into their practices, it is by no means the only option.

If you have a larger practice with front-desk staff, an in-
office dispensary may work well for you. In this case, you
stock products in your practice, offering instant gratification
to your patients who want to walk out with a product in
hand. This requires someone to maintain inventory and also
means that some of your practice’s cash is sitting in bottles
lined neatly on your shelves — but it also offers the greatest
margin for profit.

An alternative is to have an online dispensary. There are
many companies that enable you to have a Web page
branded with your practice logo where your patients can
order their supplements and have them shipped directly to
their homes.

Most of these collect the patient’s payment and pay you a
commission monthly, usually about 25 to 30 percent of the
sale price. This is a better solution if you have minimal staff,
unusual hours, or other practice situations where an in-office
dispensary isn’t a good option. But you don’t have to choose;
many chiropractors offer both options, and patients can
choose the most convenient way to refill their supplements.

Offering nutritional supplements can be a simple way to

differentiate yourself from your competition. With most
patients choosing to use vitamins and supplements on their
own, it can be a relief for them to be able to get credible
advice from you, and a relief for you to have the
opportunity for further practice growth.

JACLYN CHASSE, ND, maintains a private practice and
also works as the medical director of Emerson Ecologics.
She shares her passion for health as an adjunct faculty
member for Bastyr University and frequently writes and
lectures in the field of integrative medicine. She can be

contacted at jchasse@emersonecologics.com.
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PERSONALGROWTH

WHen MoSt PeoPle Are

ASkeD WHAt ABunDAnCe

means to them, they
imagine winning the lottery and the
unlimited money, freedom, travel, and
excitement it would bring. We inherit a
great number of attitudes about abun-
dance from society: abundance comes
only at the expense of others, money is
the root of all evil, it is dirty, it keeps
us from entering the kingdom of
heaven. On the other hand, we are also
told that abundance is available only to
a chosen few who win it by being
special, smart, crafty, talented, or lucky.

In reality, wealth and abundance are
neither good nor evil; they are neutral.
Abundance is the quality of a life that
is full, ample, and abounding in love,
fun, fulfillment, time, energy, money,
health, and much more. Abundance is
to be experienced today, not at some
point in the future when you’ve made

enough, saved enough, done enough,
worked hard enough, or deserve it
enough.

Reasons for change
If you are not enjoying more than
enough today, something has to change.
If you keep doing what you have always
done, you will keep getting the results
you have always gotten. Do you really
want to get up in the morning and say,
“I hope everything stays exactly the
same”? Everyone wants to know they
will be better today than they were
yesterday.

The big one
Build a strong foundation for your life
and your practice by including five
important “stones.” The cornerstone of
your foundation — the most important
block — is integrity.

Integrity is honesty. It is doing things

right and knowing that you can hold
your head up high, regardless of what
anyone else says or thinks. Integrity is a
commitment to truth.

A rock-solid commitment
Commitment is the second important
foundation stone. To experience abun-
dance, you must be fully committed —
body, mind, and spirit — to the
principles of abundance. If your body
stores fear about abundance or if your
mind remembers past fears about
scarcity, you must dissolve these blocks
before you can move forward.

It is much easier to sit on the fence
or stand in the middle of the road than
to lead. Marching in front of the pack
brings up powerful and challenging
fears and anxiety. Overcoming these
challenges and committing to give the
extra effort is what it takes to transform
a good life into an abundant one.
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Live in abundance
A guide to having more than enough.
BY M A R K S A N N A , D C , AC R B L E V E L I I , F I CC
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Your first commitment is to get your
finances in order. Take the following
financial steps:
�Pay yourself first.
�Pay off credit card and other non-

productive debt.
�Establish and use a budget.
�Prepare an emergency fund of three

months’ overhead.
�Create a long-term, conservatively

invested retirement fund.
�Increase your rate of savings regularly.
�Decide how increases in your income

will further your purpose.

Demonstrate loyalty
Loyalty is the third block of your
foundation. Loyalty is a close cousin of
integrity and commitment. You can be
loyal to a cause, a person, or an entity.
Loyalty means that you have the
character to remain devoted even
when things are not going well. What
should you be loyal to? You should be

at the top of your list.
In your practice, loyalty means

working to make a difference in the
lives of your teammates and patients.
At home, it means spending time with
your loved ones, doing your share of
the chores, and helping each family
member realize his or her dreams.

Experience compassion
The fourth foundation stone, compas-
sion, is the heartfelt ability to sense
and be motivated by another’s feelings.
Compassion must be genuine and not
just syrupy sentiment. It comes from
true involvement in the world and in
your family, practice, and community.

Others won’t care what you know or
what you can do until they know how
much you care. Compassion begins
with listening.

Take responsibility
The fifth foundation stone is

responsibility. To build and maintain
an abundant lifestyle, you must take
responsibility for your own actions
and choices.

When you refuse to take responsi-
bility, you rob yourself and those
around you. To live responsibly
requires that you be honest with
yourself. You have your own physical
limits. There are only 24 hours in a
day. Learn how to prioritize your time,
money, and energy and not fritter
away your abundance by wasting your
time on low-priority tasks.

Establish “non-negotiables”
The mortar that solidifies these stones
into a strong foundation is composed
of the non-negotiables in your life.
These are your bottom-line values that
define exactly where your boundaries
lie. They are your universal principles,
e.g., “I do what I know to be right
despite other people’s opinions.”
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These provide you with the strength
to overcome difficult times and build
an abundant life financially, emotionally,
and spiritually. You may be challenged
on your non-negotiables, but when
you adopt a code of discipline, your
self-worth goes up. You can hold your
head high when you stand for some-
thing meaningful. Abundance will
follow as a reflection of your beliefs
and self-value.

A clear vision
Having a clear, compelling vision will
enable you to navigate through the
obstacles that stand between you and
your goals. As you work your way past
obstacles, you may even find that your
problems bear gifts. A clear vision and
a commitment to it will bring you
closer to abundance.

Vision is the picture you establish
and maintain in your mind of where

you want to go in life. Your vision is a
pair of binoculars locked on your
future. Without vision you will flounder
about aimlessly and never know what
your true destination is. If you don’t
know where you are going, you won’t
know when or if you get there.

People with vision see where they
want to go and refuse to give up until
they get there, regardless of the
obstacles. People without vision see
only the obstacles.

Avoiding scarcity
Scarcity is what prevents you from
accessing abundance. In fact, it is the
opposite of abundance. Scarcity is an
outlook that results from a conscious
or unconscious belief that abundance
and its components, including money,
are hard to get and inadequate in
supply. Unfortunately, most people
grow up thinking that scarcity is all
that can be expected from life.

Commit to abundance
Why settle for less than the best possible
outcome? The vision you dare to dream
is the vision you dare to achieve. You
must be willing to dream big. The
moment you establish a clear vision and
start moving in its direction with
certainty, your life will take on a new
meaning and a new level of excitement.

Abundance is your birthright. It is
your gift for being on the planet. You
do not need to be special or gifted, you
simply must be true to your heart and
true to your spirit. Ask for all that you
desire, act accordingly, and enjoy the
journey.

MARK SANNA, DC, ACRB Level
II, FICC, is a member of the
Chiropractic Summit, the ACA
Governor’s Advisory Board, and a
board member of the Foundation

for Chiropractic Progress. He is the president
and CEO of Breakthrough Coaching, and can
be reached at 800-723-8423 or through
mybreakthrough.com.
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Canadian Memorial Chiropractic College
416-482-2340
cmcc.ca
President: Jean Moss, DC

Cleveland Chiropractic College-Kansas City
913-234-0600
cleveland.edu
President: Carl S. Cleveland lll, DC

D’Youville College
716-829-8000
dyc.edu
President: Sister Denise A. Roche, GNSh, PhD

Life Chiropractic College West
800-788-4476
lifewest.edu
President: Brian Kelly, DC

Life University
800-543-3202
life.edu
President: Guy Riekeman, DC

Logan College of Chiropractic
800-782-3344
logan.edu
President: Clay McDonald, DC, MBA, JD

National University of Health Sciences
800-826-6285
nuhs.edu
President: Joseph P.D. Stiefel, MS, EdD, DC

New York Chiropractic College
315-568-3052
nycc.edu
President: Frank Nicchi, DC

Northwestern Health Sciences University
952-888-4777
nwhealth.edu
President: Jeff A. Nelson

Palmer College of Chiropractic, Davenport Campus
800-722-3648
palmer.edu
Provost: Dan Weinert, MS, DC

Palmer College of Chiropractic, Florida Campus
866-585-9677
palmer.edu
President: Peter Martin, DC

Palmer College of Chiropractic, West Campus
866-303-7939
palmer.edu
President: William Meeker, DC, MPh

Parker University
214-902-2466
parker.edu
President: Brian J. McAulay, DC, PhD

Sherman College of Chiropractic
800-849-8771
sherman.edu
President: Edwin Cordero, DC

Southern California University of Health Sciences
562-947-8755
scuhs.edu
President: John Scaringe, DC, EdC

Texas Chiropractic College
281-487-1170
txchiro.edu
President: Richard Brassard, DC

University of Bridgeport
888-822-4476
bridgeport.edu/chiro
President: Neil Albert Salonen

University of Western States
800-641-5641
uws.edu
President: Joseph E. Brimhal, DC, FICC

BUYERSGUIDE

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

Colleges

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

uSuAlly quIte IntereSteD In tHe

subject of property leasing,
because so many of them plan to open
their own practices. Whether you are
facing a lease renewal negotiation or
navigating a new lease, here are a few
tips that should help both established
DCs and newbies alike.

Negotiate to win. Often, chiropractic
tenants enter into lease negotiations
unprepared and don’t even try to win.
If you are not negotiating to win, you
won’t. With big commissions at stake,
you can be sure the landlord’s agent,
on the other hand, is negotiating
fiercely to win. Remember, it is OK to
negotiate assertively.

Ask the right questions. Gathering
information about what other tenants

are paying for rent or what incentives
they received will position you to get a
better deal. Landlords and their agents
know what every other tenant in a
property is paying in rent, so do your
homework, too.

Be prepared to walk away. Set aside your
emotions and make objective decisions.
Whoever most needs to make a lease
deal will give up the most in concessions.
A good practice in a poor location will
soon become a poor business.

Know the broker’s role. Real estate
agents and brokers typically work for
the landlord, who is paying their
commission. It is not normally the
agent’s role to get you the best deal —
it is their job to get the landlord the
highest rent, the biggest deposit, etc.
Because the higher the rent, the more

commission the agent is likely to earn.
If you are researching multiple
properties, try to deal directly with the
listing agent for each property rather
than letting one agent show you around
or show you another agent’s listing.
Your tenancy is more desirable to the
listing agent if he or she can avoid
commission-splitting with other agents.

Ask for more than you want. If you want
three months’ free rent, then ask for
five months’ worth. Nobody gets more
than they ask for. Be prepared for the
landlord to counter with another offer
and negotiate with you as well. Don’t
be afraid of hearing “no” from the
landlord — counteroffers are all part of
the game.

Never accept the first offer. Even if the
first offer seems reasonable, or you

Leases and renewals for newbies
What you need to know before taking the real estate plunge.
BY DA L E W I L L E R TO N
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don’t know what to counteroffer with,
never accept the leasing agent’s first
offer. In the real estate industry, most
things are negotiable and the landlord
fully expects you to negotiate.

Negotiate the deposit. Large deposits
are not legally required in a real estate
lease agreement for a chiropractic
tenant. Deposits are negotiable and,
more so than anything else, often serve
to compensate the landlord for the real
estate commissions he will be paying
out to the agent. If you are negotiating
a lease renewal and your landlord is
already holding a deposit of yours, try
to get that deposit back.

Measure your space. Chiropractic
tenants frequently pay for phantom
space. Most pay rental fees that are
based on the number of square feet
that their practices occupy, but often
they are not receiving as much space
as the lease agreement states.

Negotiate, negotiate. Leasing is a
process, not an event. The more time
you have to arrange a deal and make
counteroffers, the better the chance
you have of getting what you really
want. Too often, chiropractic tenants
mistakenly try to hammer out the deal
in a two- or three-hour marathon
session. It is more productive to
negotiate in stages over time.

Educate yourself. These leasing secrets
are only the tip of the iceberg. There is
so much more to learn. Talk to a
professional lease consultant, study,
and attend presentations.

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

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

ACoMMon MISConCePtIon

AMonG CHIroPrACtorS IS tHAt

if you’re a new practitioner and
your practice is relatively small, you
aren’t at risk for violating Health
Insurance Portability and Accountability
Act (HIPAA) compliance laws.

Regulatory complaints and the
penalties associated with them are on
the rise and smaller practices have
special exposures that can cause even
greater risks.

There are many reasons for the
increase in regulatory complaints and
the enforcement that follows including
the Patient Protection and Affordable
Care Act requirements, increased

enforcement of Medicare laws, and
HIPAA compliance and regulatory
agencies targeting chiropractors. One
of the main reasons, however, is the
growing sophistication of healthcare
consumers.

Medical doctors (MDs) have
generally been faster than DCs in fully
implementing HIPAA compliance
programs in their offices. This may be
due to the fact that hospitals were early
targets of regulators and so they
developed their programs early. As a
result, many MDs were exposed to the
rules in a meaningful way long before
other types of healthcare practitioners.

Unfortunately, that is to your

disadvantage as nearly all chiropractic
patients also see MDs. As medical
offices conform to new regulations,
their patients participate in and are
educated relative to what should be
done. This makes it more likely for
them to complain if you are not
following suit.

Whether it’s due to ignorance or
lack of resources, many smaller
practices are the most neglectful. This
makes them more likely to get patient
or peer complaints.

Keep up with the reasons for
complaints and try to avoid them.

There was recently a $50,000 fine
collected due to a breach of infor-

HIPAA compliance
and the new practitioner
As a new chiropractor, you’re not exempt from HIPAA
violations. Know how to prepare to avoid future problems.
BY T Y TA LCOT T, D C , A N D M A R T H A M C K I N N E Y, C P O
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mation on a laptop that only involved 441 patients. That is a
far cry from the patient volume seen by hospitals and large
clinics.

The following are special challenges for the new or small
practice.

1. Being unaware of the following:
�That there are required clinical files and denied claims

audits that must be performed internally (by you or your
staff) on a yearly basis and the deficiencies you find, plus
your corrective actions, must be documented.

�That there are standard forms with required language that
must be stored in your HIPAA compliance manual.
Whether you feel you will ever use them or not, you are
required to know when and how to use them.

�When and how to correctly use and audit advance
beneficiary notice (ABN) forms. This is probably the most
misunderstood procedure in most practices.

�That you must conduct and document HIPAA training for
all team members yearly — even if you are the only team
member. There are required topics you must document
that you covered during that training.

�That you must have a way to organize your compliance
program via an appropriate HIPAA manual.

�That just because a new electronic healthcare record (EHR)
software system says it is HIPAA compliant, it doesn’t
mean it addresses the other areas of required compliance
listed above.

�That it does not take a full-time employee to be your
HIPAA compliance officer. The doctor or existing staff
will be able to handle these functions with minimal
impact on daily operations.

2. Inexperience: Use other people’s experience so you don’t
go through the pain. Make sure you know the most recent
reasons for fines being levied and the ways to protect
yourself.

3. Lack of focus: Always focus on results and business
growth, but make sure you take care of matters that can
close your doors. You must manage risk in all its forms.

4. Lack of resources: New or small practices are often short
on cash and staff. While it takes some time to get your
program in place, any doctor or CA can do it with
inexpensive educational solutions. Once the program is in
place, it should only take about one to two hours per
quarter of the year to follow up adequately.
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Quick Tip
Benefits of parsley
An important diuretic, parsley root helps aid in the removal
of uric acid from the urinary tract and helps dissolve and
expel gallstones and gravel — putting a stop to their future
formation. For allergy sufferers, it also inhibits the
secretion of histamine and is therefore useful in reducing
hives and other allergy symptoms. A decoction of parsley
root can help with bloating and reduce weight by
eliminating excess water gain.

Source: The Baseline of Health Foundation
JonBarron.org

5. Lack of education: Keep up with association trainings,
seminars, and conventions. Read journals and get advice
from other professionals to help educate yourself.

What to do
Be aware and start doing something. Showing intent to
comply and documenting your activity goes a long way,
even if you are deficient in many areas.

Sign and date all documentation relative to your internal
audits, corrective actions, and other policies and procedures.
In general, if it is not signed and dated, auditors or inspectors
will consider it to be invalid or not done at all.

Create a HIPAA manual separate from your policy
procedure manual. This is critical to “store” information
relative to your compliance program and to record your
audit activity, etc. This should be a working document. If
your manual has been untouched for six months or longer,
there is no way you can have an adequately functioning
compliance program.

Make sure your materials are current. Budget a small
amount of time and money to get educated via seminars,
journals, and professional materials.

Get help and attack each of the challenges listed above.

TY TALCOTT, DC, is CEO of HIPAA Compliance Services.
He has been consulting with practices for decades and
assists with protection from regulatory risk. He has
developed specialized programs to assist individual
chiropractors and their associations.

MARTHA MCKINNEY, COO of HIPAA Compliance
Services, has been assisting chiropractors with business
development for nearly a decade and has a background in
claims review and Medicare and HIPAA compliance.
Talcott and McKinney can be contacted at 214-437-7559 or

through hipaacomplianceservices.com.
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Joint returns
Treating osteoarthritis of
the knee can be a strong
niche for integrated
practices.
BY M A R C H . S E N C E R , M D

oSteoArtHrItIS oF tHe knee IS

A CHronIC AnD uSuAlly

progressive condition that
affects millions of Americans. If your
practice currently includes medical
doctors and physical therapists, you are
in a good position to participate in the
lucrative market for non-surgical
treatment of knee osteoarthritis using
injectable hyaluronic acid.

In osteoarthritis (OA) of the knee, the
articular cartilage degenerates over time.
As this occurs, the joint fluid begins to
dry out. The joint fluid provides
necessary lubrication for proper range
of motion and function of the joint.
Eventually, this process can lead to a
situation where bone is moving on
bone with no cartilage for padding and
no joint fluid for lubrication.

Symptoms that occur as a result of
this pathology are pain, tenderness, and
restriction of motion. As the disease
progresses, the patient may become
increasingly disabled with severe
limitations on activities of daily living.

If begun early enough, treatment can
restore function and slow down the

progression of disability, as well as
relieve pain. Typically, this involves
injections of hyaluronic acid derivatives
directly into the affected joint. This
takes the place of the lost joint fluid
and lubricates the joint. Most people
tolerate the procedure well and side
effects are limited to those associated
with other joint injections.

There are several different
preparations on the market. They all
work in a similar fashion to provide
lubrication to the degenerating joint.
Injections are given weekly for three to
five weeks depending on the product
used. As they are all egg-based products,
they are contraindicated in patients who
are allergic to bird feathers or eggs.

The only other major contraindi-
cation is an inflamed fluid-filled or
infected joint. The procedure may be
done on one side or bilaterally, and can
be repeated in six months.

The treatment of OA of the knee
includes a number of profit centers that
when added up make the typical case
quite lucrative. There is an initial
evaluation, which is usually extensive.

An X-ray is taken to confirm the
diagnosis. Then a diagnostic ultrasound
is performed in order to evaluate all of
the internal structures of the joint.

If a complete report is generated,
this study may be billed with a higher
rate of reimbursement. Be sure to
include the medical necessity for the
study. If all of the internal structures
are not included you will be reimbursed,
but at a much lower rate.

The injections are given on a weekly
basis and you can bill for the injection
itself. Most doctors do the injection with
ultrasound guidance for better needle
placement or when the joint is hard to
visualize, as in obese patients. You can
bill separately for this ultrasound
guidance.

In addition to the above, in many
cases you can bill for the injectable
material. Medicare and private payers
have their own policies on this so verify
insurance benefits carefully. All of the
drug companies have hotlines to help
with the verification and reimbursement
process. You should keep your own
profile of each payer and how they



reimburse for the different products
and the codes that you bill.

During the course of injections (and
in some cases after), the patient will be
getting physical therapy. They may get
occupational therapy to help with
activities of daily living.

Marketing this type of practice is easy.
The playing field is huge because an
estimated 21 million adults suffer from
this condition (including some 80
percent of those over age 65) in the

U.S. In fact, some doctors are limiting
their practices to this procedure. It is
not necessary to do this, but you
should market this as a separate niche
or carve-out.

Focus on the non-surgical aspect of
the treatment and how it can change
the patient’s life. Try to communicate
on an emotional level and not get too
technical in your marketing.

As with all commerce, the Web is
paramount. Use separate landing pages

and the best search engine optimization
services you can afford. Find out what
keywords people are using to search
and run your own searches to see who
your competitors are and how they are
marketing.

Use your current networks to let
people know what you are doing. You
can use print media and direct mail to
jumpstart the practice, but this is
expensive. Ultimately, word of mouth
and your Web marketing will bring most
of your patients to your door. Use the
more expensive marketing promotions
to get you to that point more quickly.

By adding this niche to your practice
you can make a real difference in your
patients’ lives and dramatically improve
the bottom line of your practice.

MARC H. SENCER, MD, is the
president of MDs for DCs, which
provides intensive one-on-one
training, medical staffing, and
ongoing practice management

support to chiropractic integrated practices.
He can be reached at 800-916-1462 or
through mdsfordcs.com.

�� C H I R O P R A C T I C E C O N O M I C S • J U LY 1 5 , 2 0 1 3 C H I R O E C O . C O M

CHIROBIzqUIz

Test yourself
Check your knowledge about
establishing a knee osteoarthritis
niche practice with this true or false
quiz:

1. If you use ultrasound for needle
guidance you cannot bill a separate
diagnostic ultrasound.

2. The injection may improve function
and delay disability.

3. The injection may delay or
eliminate the need for surgery.

4. Knee osteoarthritis should be
marketed as a separate niche.

Answers:

Nos. 2 through 4 are true.

No. 1 is false. Be sure your notes
include the medical necessity for the
diagnostic and guidance studies.
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WHen you’ve nArroWeD

DoWn your lISt oF

potential hires to a
manageable number, it’s time to
schedule face-to-face interviews. Here’s
your chance to make a good hire, so
use this time to learn as much as you
can about the candidate.

Be a good listener
When it comes time to ask questions,
consider asking all your questions at
once. This accomplishes three things:

First, you’ve passed the baton.
You’ve asked the questions; now the
candidate must respond.

Second, this strategy confronts the
most common problem in interviewing:
not listening enough.

Third, it forces you to listen. Asking
all your questions and then following
up later allows you to settle back and
watch the candidate’s behavior as well
as listen to his or her words.

Adapt a half-dozen questions that fit
your style, but ask them all at one time
as a series. Consider such questions as:
�What would your former employer say

about you, both positive and negative?
�What would your former subordinates

say about you?
�How do you recognize incompetence?
�How do you recognize excellence?
�What about yourself would you like

to improve most?
�What makes you lose your temper?

When you’re satisfied you’ve heard
enough in response, begin closing the

interview. Announcing, “We have
about five more minutes...” is a useful
way to initiate closure.

Pay attention whenever a candidate
says, “By the way...,” “Oh, one more
thing...,” or “I almost forgot...,” all of
which usually mean, “This is the most
important thing I’m going to say.”

Post interview strategies
If you are still interested in the candidate,
schedule a final interview to talk about
potential problems. It’s never a question
of if problems will arise with a new hire;
it’s more one of what those problems
will be. If you haven't discovered any,
you’re missing something.

The best predictor of future behavior
is past behavior. If a person was great
with people, but weak with details in
his or her last three jobs, you can predict
their future behavior accordingly.

Here’s a simple and effective
reference check. Call references during
their lunchtime — you want to reach
an assistant or their message service. If
it’s an assistant, be sure that he or she
understands the last sentence of your
message. Say something like: “John is a
candidate for (the position) in our
practice. He gave us your name as a
reference. Please call me back if he was
an outstanding employee.”

The results can be revealing. If the
candidate is outstanding, the references
will respond quickly and want to help.
However, if only one or two of the
references returns your call, this message
is also loud and clear. At the same time:

�No derogatory information has been
shared.

�No libelous statements have been
made.

�No confidences or laws have been
broken.

Always ask candidates, “What am I
likely to hear — positive and negative
— when I call your references?

This allows the candidates to alert
their references to your inquiry. It’s fair,
because it tells them you will be
checking their references in depth, and
it gives them a chance to tell their side
of the story.

Nothing you do in your practice is
more important than selecting the
right people to work with you.

BRADLEY K. CHAPMAN, DC,
RMSR, has been a practice and
management consultant for more
than 30 years. He is the president
and CEO of Chapman

Management Corporation, which specializes
in the opening of practices nationwide. He is
an authority on methods for opening and
growing high-quality, high-volume practices.
He can be contacted at 630-240-3396,
drbkchapman@aol.com, or through
chapmanmanagementcorp.com.

Advanced hiring interview strategies
BY B R A D L E Y K . C H A P M A N , D C , R M S R
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Academy of Lymphatic Studies
800-863-5935
July 24–28, Minneapolis
Oct. 23–27, Portland, Ore.
Dec. 11–15, Palm Beach Gardens, Fla.

Apex Energetics
800-736-4381
July 27, Dallas
July 27–28, Santa Monica, Calif.
Aug. 2–4, Philadelphia
Aug. 3–4, Minneapolis
Aug. 10, Chicago
Aug. 10, Denver
Aug. 10, Austin
Aug. 17–18, Fort Lauderdale, Fla.
Aug. 21, Woodland Hills, Calif.
Aug. 21, Santa Monica, Calif.
Aug. 22, Irvine, Calif.
Aug. 22, San Diego
Aug. 24, Houston
Sept. 14, New York
Sept. 19, Dallas
Sept. 20, Raleigh, N.C.
Sept. 21, Portland, Ore.
Sept. 21, Charlotte, N.C.
Sept. 27–29, San Francisco
Sept. 28, Tampa, Fla.

Back School of Atlanta
800-783-7536
July 27–28, Chesterfield, Mo.
July 27–28, Miami
Aug. 3–4, Orlando, Fla.
Aug. 9–10, Los Angeles
Sept. 20–21, New Haven, Conn.
Oct. 4–5, Houston
Oct. 16–18, Atlanta
Oct. 19–20, Portland, Maine
Nov. 15–15, Chicago
Dec. 7–8, Orlando, Fla.
Jan. 24–25, 2014, Pomona, Calif.
March 20–21, 2014, New Bern, N.C.

Biotics Research Corp.
800-231-5777
Oct. 26, Bethesda, Md.
Nov. 2, Austin, Texas

BodyZone LLC
770-922-0700
Aug. 3–4, Fredericksburg, Va.
Aug. 22–25, Orlando, Fla.
Oct. 4–5, Raleigh, N.C.
Oct. 26–27, Chesterfield, Mo.
Nov. 21–24, Naples, Fla.
Dec. 14–15, Charlotte, N.C.

Breakthrough Coaching
800-723-8423
July 27, Dallas
Aug. 18, Oak Brook, Ill.
Sept. 21, Orlando, Fla.
Sept. 28, Pittsburgh
Oct. 19, Newark, N.J.
Oct. 26, Gulfport, Miss.
Nov. 2, Raleigh, N.C.
Nov. 9, Orlando, Fla.

California College
of Natural Medicine
800-421-5027
July 26, Online Certificate Program
Aug. 2, Online Certificate Program
Aug. 8, Teleseminar
Aug. 9, Online Certificate Program
Aug. 16, Online Certificate Program
Aug. 23, Online Certificate Program
Sept. 6, Online Certificate Program
Sept. 13, Online Certificate Program
Sept. 20, Online Certificate Program
Sept. 27, Online Certificate Program
Oct. 4, Online Certificate Program
Oct. 11, Online Certificate Program
Oct. 18, Online Certificate Program
Oct. 25, Online Certificate Program
Nov. 1, Online Certificate Program
Nov. 8, Online Certificate Program
Nov. 15, Online Certificate Program
Nov. 19, Online Certificate Program
Nov. 22, Online Certificate Program
Dec. 6, Online Certificate Program
Dec. 13, Online Certificate Program
Dec. 20, Online Certificate Program
Dec. 27, Online Certificate Program

CATS Workshops
705-792-1315
Sept. 28–29, Toronto

Cleveland Chiropractic College
800-969-2701
July 27, Overland Park, Kan.
Aug. 14, Overland Park, Kan.
Sept. 21, Overland Park, Kan.
Oct. 11–13, Overland Park, Kan.
Dec. 14–15, Overland Park, Kan.

CRA Wellness
616-669-5534
Sept. 21–22, Tampa, Fla.
Oct. 12–14, Bloomington, Minn.
Oct. 26–27, Holland, Mich.
Nov. 9–10, Dallas
Nov. 16–17, Cherry Hill, N.J.
Dec. 7–8, Brisbane, Calif.

Daybreak Geriatric
Massage Institute
317-722-9896
Sept. 13–15, Pittsburgh
Oct. 18–20, Worcester, Mass.
Nov. 1–3, Pittsburgh

Dr. Charles Ward’s
Innate Legacy
925-855-1635
Nov. 1–2, San Francisco

Elite ProEDU
713-452-9838
Aug. 3–4, Westlake Village, Calif.
Aug. 10–11, Prescott Valley, Ariz.
Aug. 24–25, Casper, Wyo.
Sept. 7–8, Las Cruces, N.M.
Sept. 15, San Mateo, Calif.

Erchonia Corporation
888-242-0571
July 27–28, Manchester, N.H.
Aug. 3–4, Portland, Ore.
Sept. 14–15, Dallas
Sept. 21–22, Seattle
Sept. 21–22, Tampa, Fla.
Oct. 12–13, Scottsdale, Ariz.
Oct. 19–20, Scottsdale, Ariz.
Nov. 9–10, Portland, Ore.
Nov. 9–10, TBD, N.J.
Nov. 16–17, Bloomington, Minn.
Dec. 7–8, Boston
Dec. 7–8, Seattle

F/D Enterprise LLC
800-441-5571
July 20–21, Norfolk, Va.
Sept. 14–15, San Jose, Calif.
Oct. 5–6, Atlanta

The FIT Institute
905-356-4484
Sept. 20–22, Toronto
Oct. 4–6, Dublin, Ireland
Oct. 25–27, Fort Worth, Texas
Nov. 1–3, Toronto

Graston Technique
888-926-2727
July 27–28, Phoenix
July 27–28, Lombard, Ill.
Aug. 3–4, Seattle
Aug. 10–11, St. Louis
Aug. 10–11, Whittier, Calif.
Aug. 17–18, Tulsa, Okla.
Aug. 24–25, Charlotte, N.C.
Aug. 24–25, Newark, N.J.
Sept. 14–15, Boston
Sept. 14–15, Las Vegas
Sept. 21–22, Portland, Ore.
Sept. 28–29, Indianapolis
Oct. 12–13, Vancouver, B.C.
Oct. 19–20, Davenport, Iowa
Oct. 19–20, Minneapolis
Nov. 2–3, Orlando, Fla.
Nov. 2–3, San Jose, Calif.
Nov. 2–3, Tulsa, Okla.
Nov. 9–10, Las Vegas
Nov. 16–17, Portland, Ore.
Nov. 16–17, Charlotte, N.C.
Dec. 7–8, Boston
Dec. 14–15, Newark, N.J.

Impulse Adjusting Systems
888-294-4750
Aug. 10–11, Philadelphia

Integrative Therapeutics
800-931-1709
July 25, Webinar

Kinesio Taping Association
888-320-8273
Aug. 3, Denison, Texas
Aug. 3, Midland, Texas
Aug. 3–4, Baltimore
Aug. 3–4, Allen, Texas

Aug. 17, Wichita, Kan.
Aug. 17–18, Miami
Aug. 17–18, Jacksonville, Fla.
Aug. 18, Wichita, Kan.
Aug. 24–25, Rockville, Md.
Aug. 24–25, Mission, Texas
Sept. 7, Allen, Texas
Sept. 8, Allen, Texas
Sept. 14, Jacksonville, Fla.
Sept. 14–15, Philadelphia
Sept. 14–15, Syracuse, N.Y.
Sept. 14–15, Grapevine, Texas
Sept. 21, Miami
Sept. 21, Baltimore
Sept. 28, Baltimore
Sept. 28, Mission, Texas
Sept. 28–29, Chicago
Sept. 29, Mission, Texas
Oct. 5–6, El Paso, Texas
Oct. 12–13, Odessa, Texas
Oct. 19, Syracuse, N.Y.
Oct. 19–20, Grapevine, Texas
Oct. 20, Grapevine, Texas
Oct. 26, Chicago
Oct. 26, Soldotna, Alaska
Oct. 27, Chicago
Oct. 27, Soldotna, Alaska
Nov. 9, El Paso, Texas
Nov. 9–10, Bellingham, Wash.
Nov. 9–10, Waterbury, Conn.
Nov. 9–10, San Antonio
Nov. 10, El Paso, Texas
Nov. 16, Odessa, Texas
Nov. 17, Odessa, Texas
Dec. 14, San Antonio
Jan. 11, 2014, Waterbury, Conn.
Jan. 12, 2014, Waterbury, Conn.
Feb. 22–23, 2014, Somerville, N.J.
March 22, 2014, Somerville, N.J.
March 23, 2014, Somerville, N.J.

Logan College of Chiropractic
800-842-3234
July 27–28, Chesterfield, Mo.
Aug. 3–4, Chesterfield, Mo.
Aug. 10–11, Chesterfield, Mo.
Aug. 17–18, Chesterfield, Mo.
Sept. 14–15, Chesterfield, Mo.
Sept. 21–22, Chesterfield, Mo.
Sept. 28–29, Chesterfield, Mo.
Oct. 5–6, Chesterfield, Mo.
Oct. 12–13, Chesterfield, Mo.
Oct. 19–20, Chesterfield, Mo.
Oct. 26–27, Chesterfield, Mo.
Nov. 2–3, Chesterfield, Mo.
Nov. 16–17, Chesterfield, Mo.
Nov. 23–24, Chesterfield, Mo.
Dec. 7–8, Chesterfield, Mo.
Dec. 14–15, Chesterfield, Mo.
Jan. 18–19, 2014, Chesterfield, Mo.
Feb. 15–16, 2014, Chesterfield, Mo.
March 15–16, 2014, Chesterfield, Mo.
April 12–13, 2014, Chesterfield, Mo.

Mally Enterprises
303-823-5555
Aug. 16–17, Murfreesboro, Tenn.

Sept. 20–21, Anchorage, Alaska
Oct. 5–6, Columbus, Ohio
Oct. 12–13, Overland Park, Kan.
Oct. 19, New Brunswick

MyoVision
800-969-6961
Aug. 18, Seattle

Neuromechanical
Innovations
888-294-4750
Aug. 10–11, Philadelphia

Neuro-Structural Taping
Technique
416-750-1500
Sept. 14, Indianapolis
Sept. 21, Washington, Va.
Sept. 28, Newark, N.J.
Oct. 5, Boston
Oct. 12, Denver
Oct. 19, Orange County, Fla.
Nov. 2, Seattle
Nov. 9, Orange County, Fla.
Nov. 16, Boston
Nov. 23, Toronto

Options for Animals College
of Animal Chiropractic
309-658-2920
July 31–Sept. 1, Wellsville, Kan.
Oct. 2–Feb. 5, 2014, Wellsville, Kan.
March 26, 2014–Aug. 31, 2014,

Wellsville, Kan.
July 30, 2014–Aug. 31, 2014,

Wellsville, Kan.

Palmer College of
Chiropractic
800-452-5032
Aug. 8–10, Davenport, Iowa
Aug. 24, Davenport, Iowa

Probiotic Symposium
866-216-6127
Oct. 24–26, San Antonio

PulStar – Sense Technology
800-628-9416
July 27, Las Vegas
Sept. 21, Charlotte, N.C.
Nov. 9, Clermont, Fla.

Standard Process
of North Texas
817-845-8325
July 27–28, Dallas
Sept. 28–29, Dallas
Dec. 7–8, Dallas

Target Coding
800-270-7044
Aug. 22–25, Orlando, Fla.

DATEBOOK

For a searchable list of more seminars and show dates or to submit your event, visit ChiroEco.com/datebook.
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Body contouring
system
SlenderRay from LightSource

Technologies is marketed as the most effective body contouring
technology on the market, doubling inch-loss results in half the time
of other systems. Accompanied by a superior marketing program
and training, it’s designed to bring more traffic through your door
and generate the income you need to sustain a successful practice.
Call ���-���-���� or visit slenderray.com.

Pain-relief gels
Sombra Natural Pain Relieving
Gels from Sombra Professional
Therapy Products are now
available in a 3-ounce roll-on
and 4-ounce tubes. The
effectiveness and the reliability of the Sombra Natural Pain Relieving
Gels comes in perfect retail sizes that fit nicely on a countertop and
have a good feel in your hands.
Call ���-���-���� or visit sombrausa.com.

Musculoskeletal support
Ligaplex II from Standard Process is
musculoskeletal support designed to support
and maintain the body’s natural rebuilding and
repair functions. It contains targeted nutrients
for long-term, maintenance support of
connective tissue. These statements have not
been evaluated by the Food and Drug
Administration. This product is not intended to

diagnose, treat, cure, or prevent any disease.
Call ���-���-���� or visit standardprocess.com.

Anti-inflammatory support
VitälzȳmX from World Nutrition Inc. is an extra
strength and highly fibrinolytic version of the
original powder-based VitälzȳmX. Its unique
blend includes even more serrapeptase and a
highly active form of proteinase, which helps
support normal pain and inflammatory response.
It is an all-natural alternative to non-steroidal anti-
inflammatory drugs (NSAIDs).
Call ���-���-���� or visit worldnutrition.net.

Malpractice insurance
ChiroSecure offers malpractice
insurance and is said to understand
the growing needs of the chiropractic

community and has consistently worked to be innovative and
expand malpractice coverage to insure doctors with the greatest
protection. With multiple options available, and more than 21 years’
experience, ChiroSecure is marketed as a respected leader.
Call ���-���-���� or visit chirosecure.com.

Massage bed
HydroMassage beds have been
trusted by doctors and industry
leaders for more than 24 years.
They are designed to provide a
convenient form of massage
therapy for up to 30 patients
per day. HydroMassage is most commonly used for 12 to 15
minutes prior to an adjustment or spinal decompression to help
with muscle soreness, stiffness, and tension.
Call ���-���-���� or visit hydromassage.com/eco.

Software
qNotes Office EMR and PDq Portable
Note System from quick Notes
Documentation has supported the
chiropractic profession for 25 years. Their
solutions are fully compliant, 100-percent
portable, and documentation is always in

your own words. The new PDq Pad Solution works with virtually
any iPad and Android pad device.
Call ���-���-���� or visit qnotes.com.

Tables
Kennedy Decompression
Systems aims to provide the
premier affordable
decompression system that
affords amenability, versatility,
and high quality. Made in the
U.S. with a two-year warranty, the KDT System is in use
internationally and is highly regarded by educated clinicians.
Call ���-���-���� or visit kdtneuralflex.com.

PRODUCTSHOWCASE
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Meal guide
Primal Power Method: Unlocking the Ancient Secret
to Health from New American Nutrition is based
on the premise that achieving optimal health is
the same today as it was thousands of years ago
for our cave-dwelling ancestors. While modern
humans may have more creature and culinary
comforts than their predecessors, their digestive

systems have changed little.
Call ���-���-���� or visit newamericannutrition.com.

Impulse technology
PulStar Perfect Impulse from Sense
Technology Inc. is designed to give
you all of the adjusting benefits of
the bigger, more expensive PulStar
G3 system at a fraction of the price.
This includes the point function for
soft tissue work, as well as the original osseous technology with a
more compact display.
Call ���-���-���� or visit pulstar.us.

Cardio health supplement
L-Arginine Complete from Vita Core Health is
an all-natural, non-GMO, and vegan compliant
cardio health supplement for both men and
women. It features 5,000 mg of l-arginine and
1,000 mg of l-citrulline per serving, the
combination of which produces nitric oxide in

the body for more than 20 hours a day.
Call ���-���-���� or visit larginine-complete.com.

Spinal traction device
Yogena Inversion Sling from Yogena
International is designed to relieve back pain by
facilitating a unique combination of spinal
traction and lower-back muscle stretch. The
goal of spinal traction is to pull the vertebrae
apart from each other. The purpose is to create
more space for nerves where they exit the
spinal column.
Call ���-���-���� or visit inversionsling.com.

Herbal supplement
Botanicals, Herbs and Spices from
Starwest Botanicals Inc. specializes in
the procurement, manufacturing, and
processing of botanicals, herbs, and
spices. As a wholesaler, they offer

more than 400 botanicals, herbs, and spices from all over the world
including certified organic, medicinal, culinary, and seasoning blends.
Call ���-���-���� or visit starwest-botanicals.com.

Essential fatty acids
Dr. Ohhira’s Essential Living Oils
from Essential Formulas is
available in a vegan-certified
option that provides balanced
omega-3, -6, and -9 ratios that
serve as a complete and balanced source of essential fatty acids.
Clean Eating Magazine recently announced Dr. Ohhira’s Essential
Living Oils as a 2013 “Clean Choice Award” winner.
Call ���-���-���� or visit essentialformulas.com.

Orthotics
Feet and Posture Stabilizers from Posture Correct
Back Pain Systems are flexible hand-crafted,
custom-made foot orthotics. They are
manufactured with all-natural leather tops and a
suede leather bottom. Their high-quality foam is
marketed as giving excellent support. They are

marketed as high quality and are hand-crafted exactly to the needs
of your patients.
Call ���-���-���� or visit posturecorrectbackpainsystems.com.

Immunity support
Sea Berry Essence from Tangut USA is
made of wild-harvested sea buckthorn
and is rich in omega 3, 6, 7, and 9. It’s
marketed as an energy boost, immunity
support, and beauty product all in one. It’s
100-percent USDA organic certified sea
buckthorn seed oil extracted from plants
grown in the pollution-free Tibetan Plateau.
Call ���-���-���� or visit tangutusa.com.

For a comprehensive, searchable products directory, go to Chiroeco.com and click on “Products and Services.”
To submit your products, go to ChiroEco.com/products and fill in the required information.

PRODUCTSHOWCASE
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To Place a Classified Ad Call Tina Farber at
904-567-1551 or tfarber@massagemag.com

PRACTICE FOR SALE

BUYING OR SELLING A PRACTICE. Visit
our website for information on selling and
current listings nationwide. The Paragon Group
www.eparagongroup.com or call 1-800-582-1812.

GREAT OPPORTUNITY IN ESTABLISHED
PRACTICE IN LINCOLN, NEBRASKA,
the highest-ranked U.S. city on Gallup’s
Wellbeing Index for 2012. Electronic records a
plus. ChiroPractices4Sale@gmail.com.

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

Classified Marketplace
Information

To place an ad, fax ad copy with
payment to 904-285-9944 or call Tina
Farber at 904-567-1551 for more
information.
line Ad rates: $3.00 per word or
number group (eg: phone number)
Minimum $60.*
Boxed Display Ads: $200 per column
inch, no more than 50 words per inch
in a box ad.
Payment: Full payment must
accompany all ads. Visa, MC, Check or
Money Order are accepted methods of
payment. No refunds will be issued for
classified advertisements.
Camera ready ads may be reformatted
to fit requirements. All copy subject to
publisher’s approval. In no event will the
liability of Chiropractic Economics exceed
the cost of the advertisement.
*Restrictions apply. Call for details.

EQUIPMENT FOR SALE

MULTIRADIANCE MR4 LASER like new
complete package with LaserStim & LaserShower
emitters, terraquadrant armature, carry case,
treatment protocols, goggles, and handbook.
New $8500 asking $6500 obo contact dr-
jared@thevitalenergycenter.com

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

ASSOCIATE WANTED

WANTED:ASSOCIATEDOCTORFORBUSY
WELLNESS CENTER. Holistic approach uses
nutrition, advanced exercise strategies, cutting-
edge techniques address the whole person.
Will train. great pay. www.DrBerg.com, Email
roxanac@drberg.com or call 703-354-7336

EMPLOYMENT OPPORTUNITIES

COMPANY LOOKING FOR HIGH LEVEL
DC WITH PROVEN SALES SKILLS TO
manage Marketing Dept. Qualified DCs please
forward resumes to: marketingdc00@gmail.com

FUNCTIONAL MEDICINE

Become an Expert in Functional Medicine
Go to:

www.FunctionalMedicineUniversity.com
Subscribe for free clinical cases
Go to: www.clinicalrounds.com
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Every ad that runs here, also runs on
our Web site: ChiroEco.com

A Better Marketplace For
the Things DCs Need Now!
Savvy businesses advertise in
both print and online to ensure
they reach consumers however
they search. Promote your
products and services in the
Classifieds.

T O P L A C E A N A D C A L L T I N A F A R B E R A T 9 0 4 - 5 6 7 - 1 5 5 1

CLASSIFIEDMARKETPLACE

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

30 Day conditional
money back guarantee

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

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

C.O.D. or prepay by check










