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President’s Update: Hang In There!
Chiropractic, an amazing profession, is
also a business. We are service providers.
By now, it is clear that hard times are upon
us. You may not have noticed a change in
your practice yet, but experts believe every
business will feel the impact of the ailing
economy in the coming months. Deductibles and co-payments will become more
of burden and for some, impossible to pay.
As others lose coverage, they will resist making an appointment.
If you think consideration by the insurance industry is possible,
you’re dreaming. Their actions have made their purpose clear.
Profits. We must not wait for someone to come to our rescue. If
we do nothing, if we just wait to see what happens, our regrets
will not comfort us when we cannot pay our bills. The easy solution, provide unnecessary services or bill for services that were
not actually provided. Do this and face a fate far worse than a
failing business. The temptation to fudge the facts will be great,
but we must keep our “ethics in check.” People violate the rules,
break the law and compromise their ethics when they are confronted with a situation for which they have no obvious solution.
If they are prepared, if they have the knowledge and tools to
handle difficult situations, honesty and integrity prevail. Imagine
the poor slob who resorts to dishonesty. He or she waits for the
proverbial knock at the door. You say an investigator wants to
inspect our records? Oh my God!
During a downturn there is one thing that always works. Promotion. If our profession was promoted, it would grow. If you promote, your practice will grow. With such a great product, it’s difficult to conceive that we still treat less than 20% of the population.
The number one reason is obvious, failure to promote. On the other
hand, our past failure is good news in this time of crisis. It means
your community is packed with people who don’t know how much
they need you. Imagine how hard it would be to find a new patient
if everyone already had a chiropractor? What then?
Now is the time to start new, expand existing programs and resurrect old ones in order to acquire new patients through promotion.
Over the next month do just a few of the things you did, or should
have done, when you first opened your practice. Put more effort
into the things you already do, but add something new. Remember this one? Every time a patient tells you how much better they
feel, make it a point to tell them “Did you know that 80% of the

population walks around suffering with symptoms just like yours.
Do me a big favor and tell your friends and co-workers about chiropractic.” Hand them a practice building business card that has a
list of the symptoms you treat and provide a free consultation. If
you and your staff do this with every patient, referrals will come.
Don’t just do this with the patients you like, do it with every
patient, whenever they report progress. Make it something you do
no matter what. Put these cards in every piece of mail you send to
your community. Hand them out every time you tell someone that
you’re a chiropractor. If you think this is below you, stop kidding
yourself. This is simply Sound Business 101. Successful business
owners promote.
We are professionals and we are business owners. We have to
be both. If you can’t apply the basics of good business, your
business will suffer. If you promote, you will not only grow your
practice, but you will also help a lot of people who would not
have known about you otherwise. There are countless ways to
promote your services to the public. Make a list and start applying them. Over time it will make a difference and in the long
run you will become a better business owner. The MCA recently
became a member of the Foundation for Chiropractic Progress.
We support their efforts simply because they do the one thing our
profession has not done very well in the past. I bet you can guess
what that is. If you would like to share some of your successful
promotional actions, I’m sure our members would love to hear
from you.
Hang in there,

Richard Schmitt, DC
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MCA Co-Sponsoring “A Chiropractic
Perspective of Pharmaceuticals”
The MCA is partnering with Anabolic Laboratories, LLC to bring you “A Chiropractic
Perspective of Pharmaceuticals,” an 8 CEU program taking place February 14, 2009 at the
BWI Hilton Garden Inn in Baltimore, Md. Featured guest speaker, Dr. David Seaman,
will provide you with a better understanding of the pharmaceutical products patients may
be considering or currently using and how to provide sound nutritional alternatives. Don’t
miss out on this educational event, go to www.jeshaner.com/09febanabolic.pdf to
download the registration form now!
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About the Instructor:
Dr. Seaman is a chiropractor who holds a diplomate in neurology
and a masters degree in nutrition. His book “Clinical Nutrition
for Pain, Inflammation and Tissue Healing,” is a required text
at many chiropractic and naturopathic colleges and universities.
He currently is on the faculty of Palmer College of Chiropractic
in Florida and on the post-graduate faculties of Logan College
of Chiropractic, Cleveland Chiropractic College, University of
Bridgeport College of Chiropractic, National College of Chiropractic and New York Chiropractic College.
In addition to his teaching credentials, Dr. Seaman is a columnist for the publications
Dynamic Chiropractic, American Chiropractor and Chiropractic Products.
Dr. Seaman’s program is designed to provide the chiropractor with a better understanding
of the pharmaceutical products many patients may be considering or currently using and
how to provide sound nutritional alternatives.

Thanks to
MCA Supporters
MCA has a Supporting Membership category
for suppliers of goods and services. We
encourage you to consider the following
2009 Supporting Members when making
purchases. Support those that support YOU!

Alternative Medicine
Integration
Linda R. Eldridge
847-433-9947
Anabolic Laboratories, Inc.
Bryan Miller
410-296-7574
Metro Marketing
Laurie Dengel
800-696-7788
Nutri-West Mid Atlantic
Nadine Carrick
302-478-5090
Park Heights Medical
Center
Eugene Barg
410-466-4977
Plymouth Bell Laboratories
Marc Cienkowski
215-646-8436
Take Shape for Life
Garon Boyd
202-498-3852
Z-Coil Pain Relief Footwear
Lisa Valentine
410-987-0007
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Happy New Year!! January 14 starts the 90-day legislative session. Thank you for your support of the PAC. The PAC provides
opportunities for legislators to get to know who we are and for us to stay on their “radar.” By attending fundraisers for the legislators
and other policy makers we become familiar to them. The PAC is non-partisan, so your participation is welcome regardless of your
party preference. If you are interested in attending some of these events, please let me know.
My thanks to Robin Shaivitz and Cas Taylor of Alexander & Cleaver and Molly Baldwin of MCA for their invaluable assistance this year.

President
($1,000 or more per year)

Dr. Richard Schmitt
Dr. Keith Scott
Governor
($500 - $999)
Dr. Lisa Bailes
Dr. Neil Cohen
Dr. John V. DeMaio
Dr. Jay Greenstein

Senator
($365 - $499)
Dr. James LeVan
Dr. Beth Tedesco

Delegate ($100 - $364)
Dr. Kathryn Alexander
Dr. Frank Alfano
Dr. Russell Antico
Dr. Reeve Askew
Dr. Raymond Barry
Dr. Greg Belcher
Dr. Chad Blaker
Dr. F. Keen Blaker
Dr. Chris Brandolini
Dr. Kevin Brown
Dr. Joanne Bushman
Dr. Nadine Carrick
Dr. Thomas Chaney
Dr. Denise Conner
Dr. Charles Cooper
Dr. John Davidson
Dr. Nicholas Dezes
Dr. Stewart Falk
Dr. Richard Fidanza
Dr. Eric Fisher
Dr. David Fishkin
Dr. Paul Foutz
Dr. Robert Friedman
Dr. Joel Goldwasser
Dr. Michael Grimsley
Dr. Ronald Gillum

Dr. Paul Henry
Dr. Lisa Beth Hepfer
Dr. Charles Hester
Dr. Donald Hirsh
Dr. Brandon Hollenberg
Dr. Eric Horne
Dr. Eric Huntington
Dr. Scott Irrgang
Dr. John Jennings
Dr. Cheryl Kalb
Dr. John Kibby
Dr. David Koronett
Dr. Daniel Kraus
Dr. Blaise LaVorgna
Dr. Howard Lewis
Dr. Steven Lipschutz
Dr. Thomas Lo
Dr. Stewart Loeb
Dr. Lucinda J. Mitchell
Dr. Brian Morrison
Dr. Deborah Morrone
Dr. Jack Murray
Dr. Jonathan Nou
Dr. Giuseppe Nunnari
Dr. Brian Paris
Dr. Robert Reier

Dr. Anthony Ricci
Dr. Robert Rifkin
Dr. Mark Roberts
Dr. Julie Rosenberg
Dr. Duane R. Sadula
Dr. Scott Samson
Dr. Richard Santangelo
Dr. Thomas Schreppler
Dr. Brian Seymore
Dr. Thomas Shaw
Dr. Mark Shulman
Dr. Steven Silverston
Dr. David Sortiso
Dr. Edwin Sipsitz
Dr. Norman Spector
Dr. Young-Sung Song
Dr. Diane L. Taber
Dr. Charles Thorn
Dr. Denise Travagline
Dr. Jeffrey Wallace
Dr. Stephen Wander
Dr. Ronel Williams
Dr. Daniel T. Wise
Dr. Juliet Worley
Dr. Maria Yiassemides
Dr. Mahmoud Zai-Shakeri

Member ($25-99)
Dr. Veronica Antico
Dr. Aaron Cidor
Louis S. Crivelli, II

Dr. Denise Frederick
Dr. James Holding
Dr. William McDermott
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Charitable Giving Strategies
By Marc S. Schliefer

As the year ends it is a good time to do tax and estate planning. One of the topics that I often advise clients is on
charitable giving strategies. There are many ways to give
away assets to charities and associations like the MCA.
You can make tax deductible gifts in cash and gifts-in-kind,
like adjusting tables and other types of equipment. The
equipment needs to be in working order and usable. You can
also give away appreciated assets such as real estate and stock.
You can make the Association the beneficiary on life
insurance policies for part or all of the benefit and also on
retirement plans for part or all of the proceeds. This type of
gift would not be currently tax deductible, but it is a great way
to leave a legacy to the association.
You can also give away an asset to a charity or association, get
a substantial tax deduction for the gift, and also get an income
from the association for the rest of your life. When you pass
away the asset goes to the association. This type of strategy is
called a Charitable Remainder Trust.
There is another similar type of trust called a Charitable Lead
Trust, where the association or charity gets the income from
the asset, when you pass away the asset goes back to
your heirs.
There are many strategies that can be employed. Some involve
charitable planning and others are just overall financial
strategies. I would strongly advise that you run those by a
competent financial advisor and tax advisor prior to making
any final choices to see how it can work in your situation. I
would be happy to speak to any member and look at their
situation to explore planning opportunities and look at what
opportunities would work best in your circumstance. Please
feel free to call me and to see what makes sense in your
personal situation.

ACA Update
By Audie Klingler, DC - ACA Maryland Delegate

ACA, PARCA Coalition
Lobby Obama on Provider
Discrimination Issues
A coalition of non-MD provider organizations, led and
originally founded by the American Chiropractic Association
(ACA), recently contacted President-elect Obama and key
members of Congress regarding the issue of health
plan discrimination.
The coalition, known as Patients’ Access to Responsible Care
Alliance (PARCA), outlined its stance in a letter dated
Dec. 1, 2008.
As noted in its letter, PARCA seeks inclusion of language into
any national health reform plan that would ban discrimination
against entire classes of non-MD health care providers with
respect to participation in insurance companies and plans.
Importantly, the provisions would also prevent insurance
plan discrimination as it relates to the fair reimbursement of
services provided by non-MD health professionals.
“While ACA remains focused on many chiropractic-specific
legislative initiatives, there are certainly some areas where
the profession shares common concerns with a larger body
of health care providers,” said ACA President Glenn D.
Manceaux, DC. “When common ground exists, ACA
feels it’s vitally important to make full use of the potential
power and influence of a coalition of provider organizations.
Through our participation in PARCA and other alliances,
we’re working toward meaningful and beneficial health care
reform not only for doctors of chiropractic, but also the
patients they serve.”

Marc S. Schliefer, CFP® is a registered representative of and
Go to www.amerchiro.org/press_css.cfm?CID=3175 to read
offers securities through Lincoln Financial Securities
the full article.
Corporation, Member SIPC. Lincoln Financial Securities
Corporation is a member of the Lincoln
Financial. Lincoln Financial Group
which is the marketing name for Lincoln
Prime Westminster location, professional setting convenient to
National Corporation and its affiliates.
Lincoln Financial Securities Corporamajor routes. Brick single story with ample parking. Glass
tion and their representatives do not offer
enclosed atria leading to units. Units A/B: 894 sq ft. each. Can
tax advice. Please see your personal tax
professional regarding your
be combined to one large unit. Unit F: 955 sq ft. with waiting
individual circumstances.

Malcolm Professional Center – Office Space Available

rm/reception; 3 private offices; restroom; storage. 410-377-5226.
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Resolute Solutions
By Robert Frieman, DC

Everyone knows that New Year’s resolutions are a joke, right? They’re
things people promise — to no one in particular and everyone within
earshot — at some point after a sparkling ball drops (along with several
glasses of sparkling liquid). When folks don’t live up to these promises,
they chalk it up to Auld Land Syne and the bubbly...
What’s ironic is that these resolutions are made with the best of intentions.
They come from the best places in our hearts. They reflect what we most
wish to be and want to do. Not just for ourselves, but for those we love. Yet
so often, they become a catalogue of all the things we won’t do, instead
of all those things we won’t let another year pass without doing. And the
greatest irony is that the new year really is the perfect time to take stock of
our situations and resolve to make some changes — yet the occasion itself
gives us license to ignore the promises we make to ourselves.
Today, I’d like to remind you of what’s at the root of any resolution,
whether it’s made on New Years or not. It’s the words within the word:
Resolute and solution. If you think of a resolution in these terms — as an
unwavering dedication to a course of action that solves a problem in some
aspect of your life — you’ll begin to follow through on it. And there is no
better time than the dawn of a new year to identify problem spots in your
own personal and professional life, and make proactive plans to solve them.
To avoid the popular stigma, I won’t call these plans “resolutions.” I’ll call
them “goal-setting.” Getting started takes only two things: A few clean
sheets of paper and a clear mind.
In a place free of distraction and during a period of low stress (the hour
before bedtime is the best, in my opinion), start by briefly considering who
you are right now. Write down a few things about yourself, and be objective. What kind of a person are you? What do you mean to those you love?
What do you mean to your patients? It doesn’t matter if your answers are
flattering or not — if some things on your list of traits and adjectives are
not too complimentary, this means you’re being honest with yourself. After
this, move on to defining who you want to be. Do you want to be kinder
to people? Write it. Do you want to feel better about your life and work?
Scribble away. Do you want to be in better health yourself? Spell it out, and
be specific about exactly the changes you want to make. Do you want to be
more successful — not just financially, but as a practitioner of the healing
arts? Again, write it down.
The point of all this is simple: You’re coming up with the raw ingredients
you’ll then distill into your own personal “mission statement.” This statement should be brief, and answer the simple question: Why am I on this
planet and what am I trying to accomplish while I’m here? As an example,
my personal mission statement is this: “I resolve to be a positive force in
the lives that I touch and to help others in any way that I possibly can, but
primarily through Chiropractic.” This statement is one that I have developed over several years worth of goal-setting. As my perspective in life has
evolved, so has this mission statement. Yours may be similar to mine or in
marked contrast — but whatever it is, it should resonate within you when
you read it, and focus clearly on why you do things. Now that you have
your personal mission statement, it is time to start listing your actual goals.
I recommend breaking these into two categories: Personal and professional.
Under the “personal” heading, put all those goals not having directly to do

with your practice or your money. Things relating to family, friends, hobbies, health, your significant other, household tasks, and those rewards you
dream of giving yourself in the coming year. In both of these categories,
list the goals you want to accomplish and your base reason for wanting to
accomplish them (this emotional component is vital — it’s what drives human action). Phrase all your goals in a positive, proactive way. Negativity
is a poor motivator. Examples, from a theoretical “personal” list:
I will chew the gun, wear the patch, undergo hypnosis and acupuncture, or
anything else it takes to become a non-smoker. I will do this to better my
health, ease the fears of those who love me, and to better concentrate on
other habits that can actually enhance my life.
I will tell my friends and family how much they mean to me. I will do this
because they deserve the gratification of knowing, and because they are my
support system.
I will take lessons and practice at the driving range until I break 90 on a
regulation golf course. I will do this for no other reason than the fact that
this feat will bring me boundless euphoria, however irrational that may
seem to those around me.
You get the drift here. You want to list your goals and why they’re important. Next, do the same thing with your professional goals. Some examples:
I will consult a designer or colleague I admire to make my practice a place
that soothes and comforts my patients on all levels. I will do this to give
them the best possible chance at healing, and to make it more likely that my
practice will be referred to new patients.
I will bring myself up to date on all the latest treatment and reimbursement
policies of the various insurance carriers my practice honors. I will do this
to increase the quality of care I can offer patients, and to safeguard against
needless erosion of my bottom line.
I will read at least 6 peer-reviewed journal articles on sports injuries and
rehabilitation. I will do this to expand the spectrum of care I can offer my
patients — which in turn, will increase referrals and patient-hours.
Remember, specificity and measurable points of accomplishment are key.
For example, if your goals included doubling the size of your practice AND
spending more time with your family, you’ll need to have an exact plan
about how to do this: Take on an additional DC, learn how to see more
patients faster with out sacrificing care, etc. Refine your list down until
it’s a streamlined package of solutions that you can easily wrap your mind
around and see to completion. Lastly, post your list in a place where you’ll
see it often, like inside the door of the medicine cabinet.
If you take the time to do this, you’ll be astonished at how much you actually can accomplish over the next year. As a consultant to chiropractors
— and one who has mentored numerous DCs over the years — I’ve seen
this simple process of mine bear fruit time and again. It can for you, too,
starting right now.
About the author
Dr. Robert Frieman has been practicing in Maryland since 1990. He
has continuously been and remains a member of the MCA. He has been
involved in personal and professional growth as well as practice management for nearly two decades. He is now CEO of Frieman Consulting and is
available for private consultations and practice coaching. Dr. Frieman can
be reached at 410-456-4455.
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Insurance Committee Report
By Dr. Bahareh Borhani, MCA Insurance Committee Secretary
American Specialty Health Networks (ASHN):

Medicare:

Dr. Mike Fedrorzick went to the San Diego meeting on
Oct. 18. He was surprised that the people at ASHN actually
wanted feedback from the practitioners. There were several
topics discussed at the Professional Affairs Health care Advisory Committee (PAHAC) meeting:

Dr. Tim Gober is working on breaking down all the information that pertains to chiropractors in the CD that Highmark sent
out to all of its providers. This is a time consuming and detail
oriented task that will require some time to complete. Mellissa
Sinden has also joined Dr. Gober’s Medicare team and we
welcome her aboard. We will keep you posted on this subject.
The good news is that the Medicare fees for chiropractic
manipulation in 2009 have been increased by two percent!

• The use of X-rays just as a screening for the need of heel
lift is prohibited. So the practitioners that perform full spine
series on every patient just to rule out the need of a heel lift
or a leg length deficiency can not continue the practice. There
must be a clinical reason to take X-rays. They also were asking for feedback from the practitioners about the validity of
some of the new techniques that have limited research.
• The ASHN Web site is getting a face lift in January 2009.
They want to have as much tools and information available for
the doctors on their Web site so that it can help answer many
questions as well as keeping us informed on any updates in
techniques or protocols. This maybe a tool that ASHN can
use to raise the tier level on the chiropractors which may cut
down on paper work and getting more visits preauthorized per
request. ASHN is also looking into having the PAHAC
meeting twice a year instead of once to expedite needed
changes and discussions.
• The co-pay issue was raised during the meeting. ASHN
representatives were saying that their hands are tied since it
is the employer who purchases the packages from them and
sometimes they are subject to some insurance regulations?!
However they do recognize that there is a reimbursement issue
on hand and that the $20 co-pay is eating the entire reimbursement to the doctors. ASHN is willing to look into this further
when is time to rewrite some of the contracts. The MCA
committee members don’t really buy into the ASHN excuse,
but we are going to continue and look for loop holes trying to
get better reimbursement rate from them!
• ASHN was reporting on their view with regards to House
Bill 2020. The bill is geared towards having a gate keeper
in the multidisciplinary settings. In a way this is the medical
profession’s attempt to regain the status as the primary care
provider and the one that overseas everyone else. ASHN was
against this bill.
• The National Committee for Quality Assurance (NCQA)
is likely to be added as part of ASHN credentialing process.
NCQA is a back recognition program and there were talks
about raising the tier level for any doctor to a four or a five if
they were certified by this program. Our MCA members are
encouraged to look into this certification program just as another tool to enhance their practice. You can do so by visiting
www.ncqa.org and click on the back pain recognition icon and
follow the prompts. You must fit certain criteria to be eligible
for enrollment. Keep in mind that you will be required to send
your data to NCQA and they have the right to audit you!
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BCBS:
Drs. Greenstein and Wander both reported on BCBS. Since
BCBS is cutting down our reimbursement rates as of Jan. 1
there have been several attempts from our committee to try to
fight and reverse this decision. So far it has been a long waiting game. Dr. Greenstein provided BCBS with an excellent
spreadsheet explaining the continuous trend by this insurance
company to cut our fees. He had also sent a copy of this to the
MIA. In the letter sent to BCBS it is also mentioned that the
reimbursements for the chiropractors and the osteopaths differ
significantly. BCBS is decreasing our reimbursement rates
despite their own increase of revenue. Doctors can go to:
www.carefirst.com/media/html/AnnualReports.html to look at
the financial state of CareFirst.
On another note there have been some changes in the coding
for BCBS. The federal BCBS policies will no longer pay for the
electro-muscle stimulation code 97014. It needs to be entered
as the G0283 as we have to report for Medicare. Also they will
no longer pay for re-exam codes (99211, 99212, 99213, 99214,
and 99215) but will pay for PT re-exam code which is 97002.
In addition Dr. Wander was reporting on balance billing a non
HMO BCBS policy for a patient that has been injured in a car
accident that has exhausted their PIP. This is allowed as long as
it is not an HMO policy. In an event that the patient chooses not
to use their health insurance that you happen to have a contract
with, make sure that the patient signs a waiver sheet that frees
you up from any contractual agreements with the health insurance carrier!

ACN:
The meeting took place between Dr. Greenstein and the attorney general, Doug Gansler, and his key staff members. Dr.
Greenstein had prepared a power point presentation which was
received well by the attorney general. He seemed very sympathetic towards our issues with ACN and has introduced a new
contact person within MIA for Dr. Greenstein to work with. This
individual will help us pick the next potential step and increase
pressure on ACN. This was in response to Dr. Greenstein’s
frustration that the cases that were sent to MIA were dismissed
and there was no clear cut route that he could take next. Dr.
Greenstein’s whole approach to ACN has been to stop receiving

these performance improvement letters all together in order to
prevent being terminated from the network.
On a happier note here is a list of our committee’s
accomplishments in 2008:
• 1.7% increase in the Maryland state work comp reimbursements.
• Getting paid for the spinal X-rays from BCBS HMO policies.
• Four doctors filed complaints against ACN with the MIA.
Cases are still pending.

MCA Member Feedback:

“Thanks for a Great Convention!”

• Two meetings with the MIA and one meeting with the attorney general.
• A major lawsuit was won against one of the big car insurance
carriers that were reimbursing treatment codes based on the geographical region. The ruling said that if there is such a practice
by an insurance company that they will have to pay 50 cents on
each dollar they under paid the doctor as a penalty.
• Meeting with the medical director of the Highmark and
helping with the changes that took place during the transition.

MCA President Dr. Rick Schmitt received a thank you note
from an MCA member who attended the 2008 Convention that
took place Oct. 3-5 at the Rocky Gap Lodge and Golf Resort in
Flintstone, Md.
The thank you note read as follows:

• Working with the state of Iowa chiropractic association with
the hope of establishing the preferred provider network of our
own in the state of Maryland.

“Rick,
Just wanted to let you know that this weekend’s MCA
convention was great. I enjoyed the speakers and fellowship
with other great Chiropractors! Keep up the awesome job, it is
not unnoticed.”

• ASHN is willing to work with the
illusionary benefits and the co-pays.

Thanks to everyone who helped make this year’s convention
highly successful!

In our next report I will discuss the process
of filing a C-51 when the work comp carrier is denying payments or is disagreeing
with the award set by the commission.
Have a happy holiday and a happy New Year!

PartnersPavillion
Saluting MCA’s 2009 Partners!
Gold Partner
Alternative Medicine Integration
http://www.alternativemedicineint.com
Silver Partner
Anabolic Laboratories, Inc.
http://www.anaboliclabs.com

Bronze Partner
Nutri-West Mid Atlantic
http://www.nutriwest.com/distrib/index.htm
MCA Journal |

11

Classifieds

To place a classified ad in the MCA Journal, please send it in writing, along with appropriate payment, to MCA, ATTN:
Molly, 720 Light St., Baltimore, Md. 21230. The cost for a 25-word ad is $15 for MCA members (2 issues for $25) or $25
per issue for non-members. The next issue is set for distribution the first week in February. The deadline for classifieds is
January 15.
Doctor Looking for Associate Position and Office Coverage - DC/PT license PT/FT. Several years experience in wellness and PI
offices, available immediately. Contact Dr. Jai at 410-419-1440 or 443-919-5733. (2/09)
Chiropractic Assistant Wanted - Chiropractic Assistant needed for busy chiropractic office in Laurel, Md. E-mail resume to
LaurelChiro@hotmail.com or fax to 301-362-1171. www.LaurelChiro.net. (3/09)
Associate Wanted - Great opportunity available for a Chiropractor to join our well established rehab wellness center located in the
Columbia, Maryland area. This is a unique and excellent opportunity, please fax resume to 410-510-1200. (4/09)
Associate Wanted - Associate doctor wanted for Chiropractic Practice in Bethesda. Musculoskeletal and biomechanics based
practice. Full PT department. Position is available immediately. Call Dr. Beech 301-951-9000. (1/09)
Associate Wanted - Alexander Chiropractic Center is looking for a full-time associate with PT privileges to work in our beautiful Solomons Island, Md. location. Very professional and fast paced office. We offer great benefits. Please fax resume to 301-866-0044. (1/09)
Associate Wanted - FT chiropractor needed for P.I. practice in PG County. Excellent salary plus benefits and bonus. Must be
personable and professional. PT privileges required. Please fax resume to 240-430-3001. (1/09)
Chiropractic Office Coverage - Licensed, experienced and insured DC with PT privileges. Please contact at 410-901-2903 or
dredachiro@bcctv.net. (8/09)
Chiropractic Office Coverage - Licensed DC with PT privileges. 15 years experience in Maryland, NCMIC insured. Multiple
references and techniques. Kurt W. Hassel DC, C.C.S.P. 443-939-PAIN (7246), drkurt2@yahoo.com. (3/09)
Chiropractic Office Coverage - “Leave your patients in the best of hands!” Supervisor, PT, Laser, fully insured. Private and Coverage
practice since 1985. Great references. MCA Discounts. Call ‘Dr. Joe’ Giuseppe Nunnari, 240-731-0264, drjoe.dc@verizon.net. (1/09)
Office Coverage - Want a break? Need a break? Whatever the reason, leave your practice in capable hands. 1998 Palmer graduate
with 5 years clinic ownership experience. Licensed DC with P.T. privileges ready to help. Call Dr. Gary Amaral at 410-365-6891 or
email ahcps@verizon.net. (3/10)
Chiropractic Employment Agency - America’s chiropractic employment agency is MMA. Providing quality, caring, experienced,
dependable doctors. Daily and monthly reasonable rates. If you are a doctor who needs relief or an associate in your clinic, or you
want to be an associate or coverage doctor, call 1-800-501-6111, www.mmachiropractors.com. (2/09)
Practice for Sale - Practice for sale in Bel Air. Good starter practice for new Doc. Practice is debt free with annual income
110,000-125,000. Serious inquiries only. Contact Dr. Brown at drnatural@helloworld.com or 443-676-8354. (4/09)
Practice for Sale - Charles County - Great location! Spacious and beautifully appointed office. Turnkey marketing program. The
Paragon Group at 800-582-1812 or www.eparagongroup.com. (1/09)
Practice for Sale - Prince George’s County - Long-established, well managed practice with excellent clinical reputation.
Pre-qualified for financing. The Paragon Group at 800-582-1812 or www.eparagongroup.com. (1/09)
Practice for Sale - Montgomery County - Extremely profitable 20 year practice. Main line techniques. Owner retiring. The Paragon
Group at 800-582-1812 or www.eparagongroup.com. (1/09)
Buy In Opportunity (Baltimore area) - Make $125k your first year with annual increases. Full practice ownership through sweat
equity. Includes practice management (coaching) and tremendous seller assistance in the transition. Call Professional Practice
Advisors, Inc. 800-863-9373. (5/09)
Equipment for Sale - Original McManus table with attachments. Best offer. C. Cooper 410-235-5640. Call Mon. - Wed. between 9
a.m. - 12 p.m. (1/09)
Equipment for Sale - Myo-Logic MSM 1 Range of Motion Computerized testing by Erchonia. Paid $9,000 two years ago, hardly
ever used. $6,500 OBO. 410-456-5326 or getadjusted1@msn.com. (1/09)
Equipment for Sale - Xray machine for sale - in good condition. Call Kathie 410-543-1230 or JKBushman@verizon.net. (1/09)

