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Why Wellness Test? -- Medical Necessity 
•  28% of all wellness tested patients demonstrate at least one abnormal 

blood value that requires either a recheck visit, further diagnostics or 
immediate treatment. 

•  At least 10% of all wellness tested patients are diagnosed with sub-
clinical disease. 
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Goal of Wellness Testing? 
•  Indentify subclinical disease prior to the onset of clinical signs 

•  Early diagnosis results in: 
•  Improved treatment outcome 
•  Lower cost of treatment 
•  Improved prognosis 
•  Improved length of life 
•  Improved quality of life 
•  Enhancement of the human-animal bond 



Benefits of Wellness Testing 

•  Patient 
•  Confirmation of Health 

•  Blood testing adds quantitative data to the qualitative information provided by the 
history and physical examination 

•  Increased life expectancy and quality of life 
•  Increased safety for medication use 
•  Increased anesthetic safety 

•  Client 
•  Piece of mind regarding pet health 
•  Reduced cost of treatment when illness diagnosed 
•  Improved human-animal bond 

•  Practice 
•  Quality of medicine 
•  Shift from dependence on vaccine/OTC revenue to diagnostics/treatments 
•  Improved job satisfaction 
•  Increased referrals 
•  Increased Profitability 



New Challenges – Hospital Revenue is Going Other Places: 
 
1. Decreased Veterinary Utilization 
 
2. Fipronil 

 Now Off Patent – Generic 
 
3. Target and Wal-Mart Pharmacies 

 Aggressively Seeking Veterinary Revenue 



Target and Wal-Mart 

•  Bill in US Congress requiring prescriptions be handed to any pet 
owner where a medication has been prescribed by the veterinarian 

•  Designed to allow (and even encourage) the pet owner to price 
shop the medication at a larger pharmacy 

•  Also requires a written disclosure for the client explaining that 
they may fill their prescriptions at the clinic or at an offsite 
pharmacy  

What will this potentially do to the profitability and revenue stream at 
the clinic level? 

Leading The Charge 

Journal of the AVMA, June 1, 2011 



Fipronil Off Patent 

Lower generic fipronil prices move consumers to 
generic brands even if the practice carries other 

products 



Challenges to The  
Veterinary Practice 

Decreasing Veterinary 
Utilization 



The Bayer Veterinary Care Usage Study 

•  Bayer Healthcare LLC in cooperation with Brakke 
Consulting, NCVEI, Ipsos-Forward Research as well as 
university consultants form Southern Methodist 
University, Texas Christian University and Kansas State 
University  

http://www.ncvei.org/articles/FINAL_BAYER_VETERINARY_CARE_USAGE_STUDY.pdf 



Weekly Transactions 
Are Down 
 
Trend Started 
Pre-recession 



THE GOOD NEWS 



Strategies to Make an Immediate Difference 

1.  Remove the Vaccine Roadblock 
2.  Address Price Sensitivity 
3.  Remove the Need for Unnecessary Repeat Visits to 

Address Feline (and overall client) Resistance to Visiting 
the Office 



Remove the Vaccine Roadblock 
Veterinary Visit = Vaccine 

•  We must change the expectation from the veterinary visit away 
from the vaccine and move it toward: 
•  Overall Preventive Medicine 

•  Education 
•  Diagnostics 
•  Quality of Life 

•  Length of Life 

The Client is asking for more - almost 60% would come more often if it 
would prevent illness. 



YOUR KEY MESSAGE TO THE PET OWNER 

Wellness Testing 
•  Normal results provide value and a healthy report card 
•  Detects sub-clinical disease often not found on a physical 

examination 
•  Often finds disease at an earlier stage where treatment 

will be less expensive 
•  By finding disease earlier: 

•  Life is extended 
•  Quality of life is improved 

Almost 60% would come more often if it would prevent illness. 



Current Blood Testing  



Forecasted Wellness Testing Opportunity 



Point of Care Analysis – Why Do This In-House? 
 By obtaining immediate chemistry and hematology results, you will: 

 

1.  Provide a higher level of patient care 

2.  Improve Customer Service – Vital in today's economy 

3.  Strengthen client communication and education 

4.  Boost client compliance 

5.  Expand specialty testing capabilities 

6.  Increase tests/visit 

7.  Grow practice revenue 



Spin sample (~10 minutes) 

WAIT 20 minutes for proper blood clot to form 

See patient 

Separate sample from blood cells for transport to lab (separate ASAP, or lab results may be compromised) 

Prepare syringe/vacutainer, collect blood sample (be sure to draw enough for lab test requirement) 

Label tube 

Fill out necessary lab request forms 

Package tube(s) and lab forms (Choose next step) 

Stat Lab service(Mon-Fri) Regular service(Mon-Thurs) Weekend/Holiday service(Fri-Sun, other) 

Call/WAIT for courier 
(Will sample results be compromised due to transport? How will sample be handled  

once received at the lab? Will sample be lost? Will sample be enough?) 

Label transport tube 

WAIT 3-6 hours WAIT 6-24 hours WAIT 3-6 days 

While waiting make BEST GUESS, and begin TEMPORARY medical treatment plan. 
Receive numerous phone calls from worried client requesting lab results. Technician calls  
lab requesting lab results. (CAUTION: With phone results, transcription errors may occur) 

Receive lab results ~14 minutes minimum Results unavailable due  
to sample/lab problem 

Review chart and interpret lab results 

Call client for 2nd appointment or consultation  
regarding medical treatment plan 

Call client for 2nd appointment  
to recollect patient’s blood and 
START ALL OVER AGAIN! 

16 steps plus 3 hours  
to 4 days later =  

Call client back with results 

Is the Commercial Lab Really 
Easier to Use? 

Keep a record of all lab work and lab fees to assure accurate billing  
from lab. Does the lab bill for testing of inadequate lab samples? 



How frustrating is phone tag? 
What does it cost you to play phone tag after sending out 
blood tests? 

Physical Examination/Office call fee $30.00  

Length of routine appointment (minutes) 20.00 

Appointments per hour 3.00 

Calculated doctor hourly medical fee $90.00  

Calculated doctor hourly surgical fee $315.00  

Hours per day medical 7.00  

Hours per day in surgery 2.00  

Average doctor hourly fee $140.00 

Doctor time per minute $2.33 

3.5XMedical 



Abaxis Practice Growth  
Partnership Program 

•  Team Training Outline 

•  Tiered Pricing Examples  

•  Personalized documents for clinic use  

1.  Wellness Checklist 

2.  Wellness Questionnaire 

3.  Physical Exam Form  

4.  Bill of Health  



Understand The Tiered Pricing 



Tiered Pricing Example 

Benefits: 
•  Increase compliance 
•  Improve perception of value 
•  Boost revenue on full panel results 

•  Additional testing  
•  Additional treatments and medications 

Ill Patient Wellness/Pre-
anesthetic Recheck 

Comprehensive 
Diagnostic Rotor $60 $50 $40 

Include a CBC $70 $60 $50 



Prepare For The Customer Appointment 



Regular	  staff	  meetings	  to	  discuss	  wellness	  testing	  are	  important	  to	  a	  thriving	  
program.	   Possible	   topics	   for	   regular	   meetings	   would	   be	   (see	   training	  
manual):	  
	  
• 	  	  	  	  	  Case	  discussions	  of	  sub-‐clinical	  cases	  
• 	  	  	  	  	  New	  ideas	  to	  increase	  compliance	  
• 	  	  	  	  	  Learning	  blood	  smear	  creation	  and	  interpretation	  
• 	  	  	  	  	  Expanding	  the	  program	  to	  include	  other	  testing	  –	  radiology,	  

	  ultrasound	  and	  urinalysis	  
	  
Once	  the	  staff	   is	   trained,	  we	  can	  now	  utilize	   the	  client	  education	   literature	  
we	  have	  created	  to	  recommend	  the	  wellness	  testing.	  We	  must	  also	  train	  the	  
staff	  as	  to	  the	  meaning	  of	  this	  literature	  and	  how	  to	  present	  it	  in	  a	  flow	  that	  
complements	  the	  practice,	  not	  inhibit	  it.	  

Staff Training 



REMINDER	  CARD	  
	  
Expectation	  of	  Testing	  Prior	  to	  the	  Visit	   By	  sending	  a	  reminder	  card	  that	  

includes	  wellness	  testing,	  your	  client	  
will	  know	  what	  to	  expect	  when	  they	  
come	  in	  	  As	  well	  as	  ensuring	  they	  have	  
the	  appointment	  in	  their	  busy	  schedule.	  	  



PREPARATION	  FOR	  THE	  VISIT	  &	  PHONE	  COMMUNICATION	  	  

When	  the	  client	  sets	  the	  appointment,	  the	  	  receptionist	  should:	  
	  
1.  Remind	   the	   owner	   to	   withhold	   food	   the	   morning	   of	   the	  

appointment	  in	  case	  blood	  testing	  should	  be	  needed.	  	  
	  

	  PRACTICE	  TIP:	  	  
	   Place	   post-‐it	   notes	   on	   the	   workstation	   screens	   wherever	  
appointments	  are	  made.	  The	  notes	   should	   remind	   the	   staff	   to	   tell	  
the	  client	  to	  withhold	  food	  for	  the	  meal	  prior	  to	  the	  appointment	  in	  
case	  blood	  work	  needs	  to	  be	  performed.	  This	  is	  routinely	  asked	  of	  
patients	   by	   human	   MDs	   and	   clients	   will	   understand	   and	   usually	  
follow	  the	  request.	  

2.  Prepare	  a	  document	  similar	  to	  the	  Pet	  Owners	  Checklist.	  	  
	  
3.  The	   receptionist	   should	   perform	   a	   brief	   description	   of	   the	   reason	  

for	  the	  visit,	  including	  wellness	  testing.	  

Patient	  files	  and	  computer	  records	  are	  accessed	  to	  prepare	  
the	  Complete	  Wellness	  Checklist	  prior	  to	  the	  patients	  arrival	  



DISCUSS	  AND	  STRONGLY	  EMPHASIZE	  TOPICS	  ON	  THE	  PET	  OWNERS	  CHECKLIST	  	  	  

The	  pet	  owners	  checklist	  provides	  the	  client	  with	  a	  	  
summary	  of	  what	  their	  visit	  to	  the	  Veterinarian	  will	  	  
consist	  of	  and	  the	  date	  those	  visits	  are	  scheduled.	  	  
Great	  for	  ensuing	  follow	  up	  with	  your	  clients	  and	  	  
expanding	  customer	  service	  by	  sending	  reminder	  	  
cards.	  	  
	  

	  Important	  Note:	  	  
	  How	  you	  say	  something	  is	  often	  more	  important	  than	  
what	   you	   say.	  Which	   of	   the	   following	   statements	   is	  
more	  likely	  to	  make	  a	  person	  either	  say	  yes	  or	  at	  least	  
stimulate	  discussion?	  

“We	  recommend	  wellness	  testing.”	  
“Your	  pet	  is	  due	  to	  receive	  wellness	  testing.”	  

	  Always	  use	  positive,	  directed	  statements.	  



Everyone	   is	   interested	   in	   the	  
“human	   age”	   of	   their	   pet.	   This	  
charts	   provides	   in	   detail,	   their	  
pet’s	   age	   and	   suggestions	   for	  
their	   pet’s	   annual	   check	   –up	  
testing.	   	   Testing	   suggestions	  
may	   vary	   depending	   on	   breed	  
and	  size	  of	  animal.	  	  
	  
Always	  discuss	  physiologic	  age!	  



WELLNESS	  QUESTIONNAIRE	   Give	   form	   to	   all	   clients	   at	   check-‐in	  
to	   get	   a	   snapshot	   of	   their	   animals	  
health	  and	  to	  cover	  any	  information	  
the	  owner	  may	  not	  think	  of	  when	  in	  
the	  examination	  room.	  



TECHNICIAN	  EXAMINATION/Discussion/Education	  	  

	  Upon	  review	  of	  all	  needed	  services	  in	  the	  exam	  room,	  the	  Technician	  
informs	  the	  client	  as	  to	  which	  wellness	  panel	  the	  patient	  is	  due	  to	  
receive.	  

	  
	  If	  wellness	  testing	  is	  declined,	  the	  technician	  will	  educate	  the	  client	  as	  
to	  why	  the	  blood	  tests	  are	  a	  necessary	  component	  of	  the	  patients	  
health	  care,	  and	  an	  educational	  handout	  is	  provided.	  

	  

	  
“It	  is	  important	  that	  we	  perform	  blood	  testing	  on	  your	  pet	  every	  year.	  We	  watch	  for	  

changes	  in	  organ	  systems	  such	  as	  the	  kidney	  and	  liver.	  We	  also	  monitor	  important	  
blood	  cell	  levels,	  among	  many	  other	  things.	  Should	  we	  find	  abnormalities,	  we	  can	  
often	  treat	  the	  illness	  with	  better	  results	  and	  often	  at	  a	  lower	  cost.	  If	  everything	  
is	  normal,	  you	  will	  have	  piece	  of	  mind	  that	  all	  is	  well,	  and	  we	  will	  have	  normal	  

baseline	  values	  to	  monitor	  your	  pets’	  health	  in	  the	  future.”	  



PROVIDE	  EDUCATIONAL	  MATERIALS	  
Especially	  if	  Tests	  are	  declined	  



Client Brochures  



Should	  the	  client	  still	  decline	  blood	  testing,	  the	  veterinarian	  
SHOULD	   repeat	   the	   recommendation	   when	   he	   or	   she	  
enters	  the	  room	  and	  has	  performed	  a	  physical	  examination.	  

Example	  terminology:	  	  
	  
“Mrs.	  Smith,	  while	  all	  of	  Fluffy’s	  physical	  examination	  
findings	  appear	  to	  be	  normal,	  I	  would	  still	  recommend	  
we	   perform	   at	   least	   some	   level	   of	   blood	   testing	   to	  
ensure	   that	   all	   of	   her	   internal	   organ	   functions	   that	   I	  
cannot	   evaluate	   through	   the	   examination	   are	  
normal.”	  

VETERINARY	  EXAMINATION	  



PHYSICAL	  EXAMINATION	  SHEET	  



SEND	  HOME	  INFORMATION	  

The	   Bill	   of	   Health	   gives	   the	  
Client	   their	   pet’s	   blood	   work	  
results	   and	   a	   summary	   of	  
health.	  	  
	  
It	  also	  provides	  a	  the	  definitions	  
of	  what	  was	  tested	  and	  why.	  	  



PRESENTED BY: 

Achieve 100% Compliance with Pre-anesthetic 
Testing 
 
 

Paul H. Jaffe, DVM 



1) Cost 
2) Fear 

Pre-anesthetic blood work reduces the fear 
of anesthesia by ensuring a healthy patient,  
changing the drug protocol or delaying the  
procedure. Cost is justified with excellent  
care. This handout explains the importance  
testing blood work before surgery and will  
require agreement to risks of anesthetics  
without blood work if prep testing is  
declined.  

Reasons Anesthesia Is Declined 



Questions and Answers About Anesthesia 



1.	  Create	  a	  value	  for	  your	  anesthetic	  protocol:	  
	  It	  is	  important	  that	  your	  clients	  see	  value	  in	  your	  anesthetic	  protocol.	  Therefore,	  you	  
must	  educate	  them	  about	  the	  need	  for	  pre-‐anesthetic	  testing.	  More	  importantly,	  make	  
your	  clients	  see	  all	  of	  the	  precautions	  you	  take	  in	  regards	  to	  anesthesia.	  

	  
2.	  Your	  clients	  fear	  anesthesia	  for	  their	  pets:	  

	  How	  many	  of	  your	  clients	  tell	  you	  they	  do	  not	  want	  a	  dental	  on	  their	  pet	  because	  
someone	  they	  know	  lost	  a	  pet	  to	  that	  procedure?	  You	  need	  to	  take	  the	  fear	  out	  of	  the	  
procedure	  by	  educating	  your	  clients	  about	  your	  anesthesia	  and	  what	  you	  do	  to	  make	  it	  
as	  safe	  as	  possible.	  

	  
3.	  Anesthetic	  improvements	  to	  consider	  for	  your	  practice:	  

•  REQUIRE	  IV	  catheter	  placement	  and	  fluid	  therapy	  during	  anesthesia	  to	  support	  
cardiac	  function.	  (Would	  you	  have	  anesthesia	  without	  these	  items?)	  

•  Require	  proper	  monitoring	  (CO2,	  Pulse	  Oximetry,	  ECG,	  Respiration,	  
Temperature).	  

•  Utilize	  up	  to	  date	  anesthesia	  –	  sevoflurane	  or	  isoflurane.	  
	  



1.  Offer coagulation testing to all 
surgical patients 

2.  Line item on the surgical 
estimate. 

Implementation of Routine Coagulation Testing 
in the Veterinary Practice 



Offer client education if the tests is questioned 
or asked to be declined. 

Require the test in seniors, liver patients or ill 
patients. 

Implementation of Routine Coagulation Testing 
in the Veterinary Practice 



PRESENTED BY: 

T4 Testing 
 
 

Paul H. Jaffe, DVM 



T4/Cholesterol Profile 

Feline 

•  Diagnosis of Hyperthyroid Disease 

•  Medication Titration 

•  Monitoring 

Canine 

•  Screening Tool For Hypothyroid Disease 

•  Medication Titration 

•  Long Term Monitoring 



T4 as Part Of The Wellness Program 

•  Feline 
•  All “senior” cats 
•  Many practices start at 5 years old 

•  Canine 
•  All familial breeds at minimum 
•  Recommend all “senior” dogs 
•  Obese 
•  Allergy 

Pricing consistent with screening test. 



Questions?   


