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A Message from TVC

Long-term Contracts:
Do they benefit the clinic?
By Rich Morris, Chief Executive Officer

Do you remember the old cell phone contracts that carriers would try to lock you into long-term? They certainly
made sense for the carrier. They would sign you up, and essentially
maintain you at a higher rate even as the market drove the costs lower.
Maybe you got a few more minutes out of the deal, but by and large you
were surrendering more of your control as a customer than they were
giving back as the service provider.
In some cases, long-term contracts are required, especially with banks, financial institutions and insurance. In those agreements, there needs to be clear legal
obligations that must be followed, or people could go to jail or be fined because of
current laws. The contract is there to keep everyone safe.
The contracts I want to discuss
are services and product contracts
The No. 1 thing to look
for your veterinary practice. Ask
for is a termination
yourself, why do you need a conclause. In the contracts
tract, and why for more than a
year? A contract simply confirms
I’ve read in this industry,
a verbal agreement made by you
often there is no ability
and the provider. That’s the only
to get out – at least
contract I’ve signed in any industry
for products and services. You’re
for the veterinarian.
putting it in writing, because a year
That’s just wrong.
or two down the road (or a month
You should have the
or two) you may forget the exact
terms. The contract should have
ability to get out.
only what you both agreed to. Contracts lasting more than a year in this fast-changing world mostly do not make
sense anymore. Long-term strategic plans used to be 5 to 10 years and now
are only 2 to 3 years. Who can know what the business climate will look like
more than a year or two out?
In today’s market, it’s very likely that you’ve been asked, or will be asked to
consider, a long-term contract for a service or product. My first suggestion would
be to have a lawyer review any contract you may sign. My second suggestion
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would be to take a long, hard look at
what you’re getting out of the deal.
There is a good chance it is better for
you to sign for only one year at a time.

Is it worth
your signature?
Often with long-term contracts, you’ll
find the company is offering you money,
either straight up, or they are offering
you equipment worth a certain amount.
You need to take a look at what
they are offering you, and compare
that to what you would get from a
bank. There is no free lunch in this
world, I am sure you all know that. It
may be better to try to negotiate a discount and get a loan from a bank. The
discount may be larger than the interest you would pay, thus you will be
up money. Plus, when you sign with a
bank, there are all kinds of legal regulations that are inside a bank contract
to protect the consumer – your clinic,
that will protect you if something bad
happens. Those contracts are somewhat safer to sign. For example: there
are out clauses so you can switch to
a different bank and get a lower rate
if rates come down, like they are at
the time this article is being written.
Using a bank, you are not obligated
to continue to buy from the company
offering you what is truly a loan. The
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DOES YOUR JOINT SUPPLEMENT NEED A

SECOND OPINION?

VetriFLEX® is formulated to provide more comprehensive
joint support than the average supplement by also assisting
with a healthy inﬂammatory response.
Our formula of glucosamine HCl, MSM, and perna-based chondroitin sulfates
provides critical building blocks for cartilage and soft tissue, and helps replenish synovial fluid.
In addition, our Phytosome™-based ingredients—CurcuVET® brand Curcumin,
Casperome® brand Boswellia, and LeucoSelect® brand Grape Seed Extract—
support a healthy inflammatory response. This unique Phytosome™ complex
easily crosses the gut barrier, resulting in superior absorption and significantly
higher blood levels of each ingredient.
This helps eliminate the costly and lengthy loading period, which means your
clients will see a quicker results and improve compliance.
Casperome®, CurcuVET®, LeucoSelect®, and Phytosome™ are registered trademarks of Indena S.p.A.

www.vetriproline.com
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A Message from TVC

next day, month or year you can choose a different supplier
if things change in the market place.
If the company is offering you money upfront, I think you
have to question why. These are public companies. They
don’t give money away for free. There is something happening in the industry that you may not see right away as
to the reason behind the long-term contract. For example, it
may be that prices are about to come down or the contract
obligates you into price increases, both not in your best interest. Change is happening at an alarming rate, especially
in this industry. It is hard to predict the future and you need
to stay flexible.

What to ask for
If you are thinking of signing, there are some important
things to review. The No. 1 thing to look for is a termination
clause. In the contracts I’ve read in this industry, often there
is no ability to get out – at least for the veterinarian. That’s
just wrong. You should have the ability to get out.
There are two potential ways to get out. First, if you’re
signing for some financial reimbursement or equipment up
front, there should be a buy-out formula. For instance, if
you signed a five-year deal and received $35,000 and want
to get out after a couple years, you would pay $20,000 or
whatever amount the formula says to get out. This provides
you a way to asses if something unexpected happens would
this out clause work for you? If not, maybe you should not
be entering into a contract at all?
Another option is a 30-, 60- or 90-day notice (for long
term contracts) where either party can formally announce
they want to get out of the contract at any time. There should
be the ability to give notice and get out for any reason, because you just never know what might come up in the future.
If those things don’t exist, I would not recommend signing.

Questions to consider
Consider the following questions when looking at the terms
of a contract:
What do they expect from you? What do you need to
deliver? What happens if things change in your practice?
Think about the unplausable – what happens if you get ill,
or can’t perform for whatever reason? What will that do to
your business? Will the terms of this contract force you to
go out of business? What do you have to give up for what
6

you’re getting? Is it a reasonable return for the risk? What if
you want to sell the practice? What if the new owner doesn’t
want this contract? Then it becomes commonly known in
the mergers and acquisitions realm as a poison pill – not
being able to sell the company because of a contract.
The market is changing fast. What’s fair today may
not be fair tomorrow. Contracts should make sense for
both parties.

Evergreen contracts
TVC rarely signs a long-term contract, and if we do it has
the provisions stated above. However, we do sign evergreen
contracts (a contract that automatically renews each year
forever). This sounds worse than a long term 5-year contract, but it is not. The reason being, if the contract is good,
we don’t want to be renegotiating every year. We want to
continue forward, so it automatically renews. The evergreen
contract does give us the ability to opt out of the renewal
every year up to 90 days of the end of the contract. That provides TVC and the other party 90 days to renegotiate or find
a new partner – source of supply for TVC member/owners.
This is very different from a 90-day window to cancel.
I don’t sign a contract with a window to cancel in the last
90 days, or the last 30. If we sign in January and something
changes in March, we want to be able to give the company
notice right away that we will not renew the contract as is
the next year. That starts the process of them having to think
about customer service and how they will fix the problem.
(Another reason not to sign a long-term contract, what happens to customer service if they have you locked in? The
vendor may not have to do anything if you are unhappy.)
If I have to wait until the end of the year to pull that trigger, I don’t have leverage, except to threaten to leave, which
likely will not change anything now and doesn’t look good
in promoting a healthy long-term relationship. Defined windows to get out also may trip one up as I might get busy at
the end of year and forget the window, and then I’m in for
another year!
The 90-days’ notice gives each side the ability to make
plans either to fix or exit. That’s a fair contract. If contracts
don’t include this and the other party will not put it in, you
need to think twice about how much they will truly be a
partner attending to your needs. It doesn’t feel win-win. Our
member/owners need to be creating win-win contracts.
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Detect twice as
many infections
with next-generation
intestinal parasite
antigen testing
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IDEXX Reference Laboratories intestinal parasite antigen testing
uses enzyme-linked immunosorbent assay (ELISA) to identify antigens
secreted directly from infecting hookworm, roundworm, and whipworm
parasites. Avoid false negatives and detect worms in their prepatent
stages, up to 30 days sooner when compared to fecal ova and
parasite testing alone.2
To learn more, contact your IDEXX Veterinary Diagnostic Consultant.

Strengthen the bonds.
1. Elsemore DA, Geng J, Flynn L, et al. Enzyme-linked immunosorbent assay for coproantigen detection of Trichuris vulpis in dogs.
J Vet Diagn Invest. 2014;26(3):404–411.
2. Data on file at IDEXX Laboratories, Inc. Westbrook, Maine USA.
© 2016 IDEXX Laboratories, Inc. All rights reserved. • 109521-00 • All ®/TM marks are owned by IDEXX Laboratories, Inc.
or its affiliates in the United States and/or other countries. The IDEXX Privacy Policy is available at idexx.com.

NEWS
Purina

The team at Purina is conducting a mini VIP Tour associated with CVC in Kansas
City for TVC members in August. For up to 10 TVC members: Purina will comp
one night’s hotel for the guests and ground transportation as we will drive out to
the PTC on Thursday, August 25 at 11 a.m., and then have a group dinner after
we tour the St. Joe facility. On Friday morning we will offer a couple hours of
CE and breakfast before the conference starts at noon that day. Please contact
allison.morris@tvc.coop if you are interested in attending.

Royal Canin

Make sure you hit your Royal Canin growth goals for rebates and to check with
TVC Allison or Mark (call: 847-328-3096) or your RC rep to see if they have hit their
3% growth goal.

Webinars
Tuesday, October 4 Stress Management For Pets

October starts holiday season and
stress for pets. How can your practice
help clients manage the stress of the
holidays with their pets? The title for this
webinar is: Pheromones, Silent Nights
and peace on earth: Pheromones management to reduces stress in pets. Join
us for this playful webinar that can have
serious positive results for pets, pet
owners and your clinics profits.

Promotions

Join us in
your time zone!
Morning Webinar
10:00 AM Eastern
9:00 AM Central
8:00 AM Mountain
7:00 AM Pacific
Register Here

Afternoon Webinar
2:00 PM Eastern
1:00 PM Central
12:00 PM Mountain
11:00 AM Pacific
Register Here
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How far does your patients’
heartworm disease prevention go?
Advantage Multi® (imidacloprid + moxidectin) pushes prevention forward*
Advantage Multi® not only works reactively to kill heartworm larvae acquired during the
previous month, it also goes a step further to proactively prevent heartworm disease by
killing newly acquired heartworm larvae all day every day all month long.†

Pushing prevention forward.

After four consecutive monthly product administrations of Advantage Multi®.

†

*Proactive prevention of heartworm infection means that after four consecutive monthly administrations of Advantage Multi®, blood levels of moxidectin are continuously at or above the concentration
required to kill newly acquired heartworm larvae and are maintained between continued monthly administration of this product. Therefore, new exposure of the pet to infective heartworm larvae
between monthly administrations of the product results in killing of the larvae and inhibiting successful establishment of a heartworm infection.
Learn more at PushPreventionForward.com

CAUTION: Federal (U.S.A.) law restricts Advantage Multi® for Dogs (imidacloprid + moxidectin) to use by or on the order of a licensed veterinarian. WARNING: DO NOT ADMINISTER THIS PRODUCT ORALLY.
For the first 30 minutes after application ensure that dogs cannot lick the product from application sites on themselves or other treated animals. Children should not come in contact with the application sites
for two (2) hours after application. (See Contraindications, Warnings, Human Warnings, and Adverse Reactions, for more information.) CONTRAINDICATIONS: Do not use this product on cats.
CAUTION: Federal (U.S.A.) law restricts Advantage Multi® for Cats (imidacloprid + moxidectin) to use by or on the order of a licensed veterinarian. WARNINGS: Do not use on sick or debilitated cats or ferrets.
Do not use on underweight cats. (see ADVERSE REACTIONS). Do not use on cats less than 9 weeks of age or less than 2 lbs body weight. Do not use on ferrets less than 2 lbs body weight. PRECAUTIONS: Avoid
oral ingestion. HUMAN WARNINGS: Children should not come in contact with the application site for 30 minutes following application.
©2016 Bayer, Shawnee Mission, Kansas 66201. Bayer, the Bayer Cross and Advantage Multi are registered trademarks of Bayer.
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Healthy
Habits
Why nutrition and pet food
sales can be a big part
of your practice

“What do you feed
your dog?”
For TVC Member Dr. Leonardo Baez
and Oklahoma City-based Midtown
Vets, it’s not a conversation starter
with new clients, but a vital component
to the practice’s care plan for each pet
that walks through the door.
Indeed, pet food is not an ancillary
product but an important component of
Midtown Vet’s business plan. Dr. Baez
estimates that pet food sales make up
more than $10,000 a month, and more
than six figures a year, in revenue for
the veterinary clinic. The veterinary
clinic is not afraid to compete with the
retail chains and online stores for the
pet food spend.
“A lot of times veterinarians don’t
sell the food or take the time to talk
about the importance of nutrition for
the pet,” says Dr. Baez. “One of the
first things we do is make sure the pet
is nutritionally managed.”
10

Dr. Leonardo Baez
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Building the bond
In fact, Dr. Baez believes veterinary clinics have strategic
advantages over the competition. One of those is the veterinary-client relationship, and the trust that goes along with it.
“They come to your clinic because they trust you,” he says.
“And we do have a lot to say about what they should feed
their pets.”
Midtown Vets recommends Royal Canin, based off of
years of experience and the research and development the
company invests in its products. “Everybody on staff at this
hospital uses Royal Canin,” Dr. Baez says. “I have personal
experience with the product. Royal Canin has one of the
best research facilities in the world, and their diets are scientifically proven … I will tell new clients that this is great
food and they will see the difference. Smaller stools, higher
digestibility, etc. It’s an overall healthier diet than anything I
know of out there.”
Dr. Baez says clients with puppies are some of their
best customers. When he asks them what they are feeding
their puppy, it’s usually either what the breeder gave them,
something they saw on TV, or whatever says “puppy” at the
nearest retail store. When he and the staff educate clients
on the benefits of using Royal Canin products, about 75 to
80 percent of the time the client will make the switch.
Clients with adult dogs are a tougher sell, but that’s to be
expected, Dr. Baez says. The owner may be using grain-free,
organic or another line of dog food and aren’t interested.
“We do switch some dogs, but we are not as successful as
we are on the puppy side,” he says. “They’ve already been
feeding the dog 5-6 years and haven’t had any problems.
They’re already accustomed to it. We don’t push that much
on the adult.”
Dr. Baez says that if a dog registers a high weight score,
then the veterinarians and staff use that as an opportunity
to promote a prescription diet to help manage their weight.
“Those are easier suggestions to make, because it’s obvious what you are trying to recommend,” Dr. Baez says. “On
the adult side, we sell a lot more prescription diets. Or with
an older dog, we use the mobility diet a lot. We use it as a
preventive measure.”

Long-term plans
Midtown Vets emphasizes the importance of nutrition for the
pet as part of a long-term plan for the pet’s health. “Our

clinic works more in the preventive side of veterinary medicine,” he says. “We don’t go crazy about vaccinating adult
dogs. We concentrate more on things that are going to help
us enhance the life of the dog into the target age.”
That means doing a deep dive into each breed of pet.
For instance, when Dr. Baez talks to a client that owns a
Yorkshire Terrier, he makes sure they understand the life expectancy of the dog is 14-15 years, “and we’re going to help
you get there,” he says.

If it’s an adult, such as a 6-year old Labrador Retriever,
the veterinarian will discuss things that are more prevalent
for a 13-14 year old Labrador, such as managing arthritis
and joint problems. “We can manage that at an early age,
then we won’t have so many crises occur. We try to get the
client to see the future of their dog, not just the next year.”
The pet food discussion is critical to this. If the clinic and
pet owner are on the same page nutritionally, then they’ll
be better able to manage the pet’s health down the road.
“That’s our plan. We give them a comprehensive profile, we
get their eyes pressure checked and urinalysis once a year.
Along with that a good nutritional plan you’re covering a lot
of things. All of these things have to go together.”
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A SUITE OF SOLUTIONS DESIGNED
TO HELP YOUR PRACTICE GROW.
Our exclusive VPS loyalty program rewards you
for making everyday purchases from Patterson.

EPETHEALTH

DIA

VETERINARY MARKETING TOOLKIT

• Free enrollment for a limited time
and $30 discount on monthly
subscription services.
• Free onsite consultations to aid
implementation and training
of your staff.

• Members receive the $1,695
software for use on up to 5
terminals as part of ePetHealth
and monthly subscription service.

• $157 per month for VPS members.
Additional discounts apply based
on Member Rewards tiers

Subscription to ePetHealth is required.

PATTERSON VETERINARY UNIVERSITY

VETSOURCE HOME DELIVERY

EQUIPMENT MAINTENANCE

• As a member, you will receive: 25%
discount on live, in-person CE events.
• Additional discounts apply according
to Membership Rewards tiers.

• Free enrollement and 12 months of
no monthly fees (for a limited time).
• Free onsite implementation
and training.
• Free merchant services.
• Free embedding of the online store
within your website.

• Up to 20% discount on Preventative
Maintenance Services, depending on
monthly sales volume purchases.

ANESTHESIA VAPORIZER SERVICE

ANESTHESIA TECHNICAL SUPPORT

3D DESIGN SERVICE

• 20% off the price of your
vaporizer service.
• Special trade-in incentives
and discounts on purchasing
new vaporizers.

• Patterson Veterinary’s Anesthesia
Technical Support program is
complimentary to VPS
network members.

• Preferred registration to Guiding
Practice Success seminars.
• Telephone consultation services.
• Blueprint designs, CAD/CAM
drawings, design consultations &
3D “virtual walkthrough”
(upon signed agreement).

ESHELF – AUTOMATED
INVENTORY ORDERING

VETERINARY MEDICAL SUPPLIES

PATTLOCK DATA BACKUP

• Your account is already set up to
take advantage of offers we have
negotiated with hundreds
of manufacturers.

• Competitive pricing PLUS Patterson’s
legendary technical support to help
set up your data backup schedule
and assist you with any
technical issues.

PREFERRED PARTNERSHIPS

FEATURED EQUIPMENT VENDORS

CREDIT CARD PROCESSING

• Exclusive offers on select products
and services from Purina, Virbac
ANIMAL Pharmaceuticals, Covidien/
Medtronic, ANTECH Reference Labs.

• Preferred pricing and warranty
agreements from our exclusive
equipment vendors.

• We offer volume rates to members.

• Patterson will pay fees for
practices that order more than
$10,000 of products per year
through the eShelf/Cornerstone
integration.

VISIT PATTERSONVPSN.COM
TO REGISTER TODAY!
17PV0026 (6/16)
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A Thorough Diagnosis
How IDEXX’s next generation of fecal testing can enhance preventive care for your practice

A pet’s health is important. But for Nancy Dutra
and Dayville, Conn.-based Companion Veterinary Health Center, effective parasite screenings cover more than just the pet. They’re also important for family health.

Eggs per Gram

ELISA Optical Density

“Unfortunately, there are a lot of parasites that can be transmitted to humans,”
says Dutra, the co-founder and practice administrator for the veterinary health
center. “It just makes good sense to have as much information as possible when
we are treating these patients in keeping them healthy, and the families that they
are living with healthy as well.”
3
300
Egg
ELISA
IDEXX’s new whipworm anti2.5
250
gen testing is designed to provide
2
200
timely, enhanced information to
1.5
150
the veterinarian and pet owner.
1
100
ELISA positive
Eggs first
It’s an important development in
by day 31
detected
0.5
50
on day 69
preventive care considering how
0
0
difficult it’s been in the past to ac0
20
40
60
80
100
Days Postinfection
curately detect parasites such as
Treatment
whipworm. Dutra says that when
There are“It’s
a varietygiving
of anthelminticus
products
available
more
for both treatment and control of whipworm infections.
she started out in the industry as a
Treatment
should be repeated monthly
for atwe’ve
least 3 months
information
than
vet tech 28 years ago, the standard
because of the parasite’s lengthy prepatent period and
because
reinfection
is common.
Both fenbendazole
and
had
in the
past
to help
of fecal flotations wasn’t enough to
febantel are common parasiticides used for the treatment of
whipworm
infections.these
The recommended
dose is 50 mg/kg
treat
patients
catch everything. There were difgiven daily for 3 days. Milbemycin oxime and moxidectin,
who income
in with
ferent solutions to use and tests
common ingredients
monthly heartworm
preventives, are
also effective in removing and controlling whipworms.
to try for a more comprehensive
intermittent diarrhea,
Public Health Considerations and Preventive
screening, but sometimes paraweight loss, etc..”
Measures
T. vulpis has low zoonotic potential, but it does occasionally
sites still went undetected.
– Nancy Dutra
infect humans.
Now, IDEXX’s next generation of
The immediate disposal of feces is important to prevent
environmental
contaminationresults
and reduce
the likelihood
of
fecal testing allows the veterinary practice
to use in-hospital
combined
with
reinfection. Because of the stable nature of the eggs, they
24-hour lab results to provide the pet owner
with
a more
accurate
are very
difficult
to destroy
and mayassessment.
survive for many years
the environment. Monthly anthelmintic medications may
“It’s giving us more information thaninbewe’ve
had
in
the
past
to
help treat these
helpful in preventing the continuation of the cycle.
patients who come in with intermittentOrdering
diarrhea,
weight loss, etc.,” Dutra says.
Information
“We may have done a blood panel and really
physical and weren’t able
test code thorough
test name and contents
24639 Fecal Panel—Comprehensive
to determine that anything was wrong, but
withFecal
this
test,
we can alert the client if
ova and parasites, Giardia antigen by ELISA,
reflex whipworm antigen by ELISA
the antigens come up positive, so we know at some point the pet had parasites,
5013 Fecal Panel—Standard
and then we’re going to treat for that. It gives aFecal
bigger
picture
what’s
going
ova and
parasites,of
reflex
whipworm
antigenon.”
by ELISA
Dutra says that although the test is more expensive, they haven’t received a
Specimen requirements: 3–5 g fresh feces in a clean, plastic
container
lot of pushback from clients once they’re
educated on its benefits. “The minute I
6

7,8

mention it also goes to a lab for more
thorough analysis, usually any pushback gets dropped,” she says.
Companion Veterinary Health Center recommends twice-a-year testing,
which Dutra says can be a challenge
in getting buy-in from clients. The
veterinarians and staff try to explain
that petIDEXX
age differs from human age,
Contacting
Laboratory Customer Support
thus
the
need for more routine exams
If you have any questions regarding test codes, turnaround
times
or pricing,
please contact our Laboratory Customer
and
testing.
Support Team at 1-888-433-9987.
“Once we get into the conversaExpert Feedback When You Need It
Ourtion
team on
of internal
specialists
always
available
whymedicine
we want
to issee
them
for complimentary consultation. Please call 1-888-433-9987
more
people begin to see
if you
have frequently,
questions.
the
importance
of
Recommended Readingregular care. It has
Traversa
payingeducating
too much attentionclients.
to cardio-pulmonary
to D.doAre we
with
We’re
nematodes and neglecting old-fashioned worms like Trichuris vulpis?
Parasites & Vectors. 2011;4:32. www.parasitesandvectors.com
selective
withMarch
our
clients.
pride
/content/4/1/32.
Published
8, 2011.
Accessed We
December
18, 2013.
Gates
MC, Nolan TJ. Endoparasite
prevalence and
recurrence
across
ourselves
on
education
and
prevendifferent age groups of dogs and cats. Vet Parasitol. 2009;166(1–2):
153–158.
tive care as our mantra. “
References
Any
time
theD,health
center
consid1. Little SE,
Johnson
EM, Lewis
et al. Prevalence
of intestinal
parasites in
pet dogs in the United States. Vet Parasitol. 2009;166(1–2):144–152.
ers
a
new
test
or
product,
Dutra
says
2. Blagburn BL, Lindsay DS, Vaughan JL, et al. Prevalence of canine
parasites based on fecal flotation. Compend Contin Educ Pract Vet.
they sit down as a team and evaluate
1996;18(5):483–509.
3. Cooper R. Whipworm in a dog: Could it be more? Clin Brief. April
whether it fits with their emphasis on
2013;11(4):81–83.
4. Graves
TK, Schall WD,
Refsal K,and
Nachreiner
RF. Basal
and ACTHpreventive
care,
how
it will
imstimulated plasma aldosterone concentrations are normal or increased
in dogs with trichuriasis-associated pseudohypoadrenocorticism.
prove
customer
service
and
satisfacJ Vet Intern Med. 1994;8(4):287–289.
5. DiBartola,
, Johnsonthe
SE, Davenport
DJ, et al.is
Clinicopathologic
tion. SP
Once
decision
made to
findings resembling hypoadrenocotticsm in dogs with primary
gastrointestinal disease. JAVMA. 1985;187(1):60–63.
bring in a new product, then staff edu6. Companion Animal Parasite Council. Current advice on parasite
control: intestinal parasites—whipworms. www.capcvet.org/capccation begins. Dutra says they brought
recommendations/whipworms#treatment. Published March 2013.
Accessed December 18, 2013.
in the IDEXX rep to get the entire staff
7. Bowman DD. Georgis’ Parasitology for Veterinarians. 9th ed. St Louis,
MO: Saunders; 2009:224.
on board with making changes. “Hav8. Bowman DD, Legg W, Stanfield DG. Efficacy of moxidectin 6-month
injectable
and milbemycin oxime/lufenuron
against
naturally
ing information
is critical,tablets
and
arming
acquired Toxocara canis infections in dogs. Vet Ther. 2002;3(3): 281–285.
the team with the best possible eduThe information contained herein is intended to provide general guidance
to orhappen
soshould
theyusecan
only.cation
As with anyhas
diagnosis
treatment, you
clinicaltalk
discretion
with each patient based on a complete evaluation of the patient, including
history,
physical
presentation
and complete
laboratory
data.Friday
With respect
about
this
product
wisely.
We do
to any drug therapy or monitoring program, you should refer to product
inserts for a complete description of dosages, indications, interactions
weekly meetings to do this. It is so imand cautions.
portant to meet as a team. If we don’t
drive it together, it doesn’t happen.”

Turnaround time: 1–2 working days

14

AUGUST 2016 • TVC DIGITAL MAGAZINE IN PARTTNERSHIP WITH BAYER ANIMAL HEALTH • WWW.THEVETERINARYCOOPERATIVE.COOP

Advantage Multi ® for Dogs and for Cats
(imidacloprid + moxidectin)
BRIEF SUMMARY: Before using Advantage Multi ® for Dogs
(imidacloprid+moxidectin) or Advantage Multi ® for Cats (imidacloprid
+moxidectin), please consult the product insert, a summary of which
follows:
CAUTION: Federal (U.S.A.) Law restricts this drug to use by or on the
order of a licensed veterinarian.
Advantage Multi for Dogs:
WARNING
• DO NOT ADMINISTER ThIS pRODUCT ORAllY.
• For the first 30 minutes after application ensure that dogs cannot
lick the product from application sites on themselves or other
treated animals.
• Children should not come in contact with the application sites for
two (2) hours after application.
(See Contraindications, Warnings, human Warnings, and Adverse
Reactions for more information.)
INDICATIONS:
Advantage Multi for Dogs is indicated for the prevention of heartworm
disease caused by Dirofilaria immitis and the treatment of Dirofilaria
immitis circulating microfilariae in heartworm-positive dogs.
Advantage Multi for Dogs kills adult fleas and is indicated for the
treatment of flea infestations (Ctenocephalides felis). Advantage Multi
for Dogs is indicated for the treatment and control of sarcoptic mange
caused by Sarcoptes scabiei var.canis. Advantage Multi for Dogs is
also indicated for the treatment and control of the following intestinal
parasites species: Hookworms (Ancylostoma caninum) (Uncinaria
stenocephala), Roundworms (Toxocara canis) (Toxascaris leonina)
and Whipworms (Trichuris vulpis).
Advantage Multi for Cats is indicated for the prevention of heartworm
disease caused by Dirofilaria immitis. Advantage Multi for Cats kills
adult fleas (Ctenocephalides felis) and is indicated for the treatment
of flea infestations. Advantage Multi for Cats is also indicated for the
treatment and control of ear mite (Otodectes cynotis) infestations and
the intestinal parasites species Hookworm (Ancylostoma tubaeforme)
and Roundworm (Toxocara cati). Ferrets: Advantage Multi for
Cats is indicated for the prevention of heartworm disease in ferrets
caused by Dirofilaria immitis. Advantage Multi for Cats kills adult
fleas (Ctenocephalides felis) and is indicated for the treatment of flea
infestations in ferrets.
CONTRAINDICATIONS: Do not administer this product orally.
(See WARNINGS). Do not use the Dog product (containing 2.5%
moxidectin) on Cats.
WARNINGS:
Advantage Multi for Dogs: For the first 30 minutes after application:
Ensure that dogs cannot lick the product from application sites on
themselves or other treated dogs, and separate treated dogs from
one another and from other pets to reduce the risk of accidental
ingestion. Ingestion of this product by dogs may cause serious
adverse reactions including depression, salivation, dilated pupils,
incoordination, panting, and generalized muscle tremors. In
avermectin sensitive dogsa, the signs may be more severe and may
include coma and deathb.
a
Some dogs are more sensitive to avermectins due to a mutation in
the MDR1 gene. Dogs with this mutation may develop signs of severe
avermectin toxicity if they ingest this product. The most common
breeds associated with this mutation include Collies and Collie crosses.
b
Although there is no specific antagonist for avermectin toxicity, even
severely affected dogs have completely recovered from avermectin
toxicity with intensive veterinary supportive care.

Advantage Multi for Cats: Do not use on sick, debilitated, or
underweight cats. Do not use on cats less than 9 weeks of age or less
than 2 lbs. body weight. Do not use on sick or debilitated ferrets.
hUMAN WARNINGS: Not for human use. Keep out of the reach
of children. Dogs: Children should not come in contact with the
application sites for two (2) hours after application. Cats: Children
should not come in contact with the application site for 30 minutes
after application.
Causes eye irritation. Harmful if swallowed. Do not get in eyes or on
clothing. Avoid contact with skin. Wash hands thoroughly with soap
and warm water after handling. If contact with eyes occurs, hold
eyelids open and flush with copious amounts of water for 15 minutes.
If eye irritation develops or persists, contact a physician. If swallowed,
call poison control center or physician immediately for treatment advice.
Have person sip a glass of water if able to swallow. Do not induce
vomiting unless told to do so by the poison control center or physician.
People with known hypersensitivity to benzyl alcohol, imidacloprid, or
moxidectin should administer the product with caution. In case of allergic
reaction, contact a physician. If contact with skin or clothing occurs, take
off contaminated clothing. Wash skin immediately with plenty of soap
and water. Call a poison control center or physician for treatment advice.
The Material Safety Data Sheet (MSDS) provides additional occupational
safety information. For a copy of the Material Safety Data Sheet (MSDS)
or to report adverse reactions call Bayer Veterinary Services at 1-800422-9874. For consumer questions call 1-800-255-6826.
pRECAUTIONS: Do not dispense dose applicator tubes without
complete safety and administration information. Use with caution
in sick, debilitated or underweight animals. The safety of Advantage
Multi for Dogs has not been established in breeding, pregnant, or
lactating dogs. The safe use of Advantage Multi for Dogs has not been
established in puppies and dogs less than 7 weeks of age or less than
3 lbs. body weight. Advantage Multi for Dogs has not been evaluated in
heartworm-positive dogs with Class 4 heartworm disease.
Cats may experience hypersalivation, tremors, vomiting and decreased
appetite if Advantage Multi for Cats is inadvertently administered
orally or through grooming/licking of the application site. The safety
of Advantage Multi for Cats has not been established in breeding,
pregnant, or lactating cats. The effectiveness of Advantage Multi
for Cats against heartworm disease (D. immitis) after bathing has
not been evaluated in cats. Use of this product in geriatric cats with
subclinical conditions has not been adequately studied. Ferrets: The
safety of Advantage Multi for Cats has not been established in breeding,
pregnant, and lactating ferrets. Treatment of ferrets weighing less than
2.0 lbs. (0.9kg) should be based on a risk-benefit assessment. The
effectiveness of Advantage Multi for Cats in ferrets weighing over 4.4
lbs. (2.0 kg) has not been established.
ADVERSE REACTIONS: heartworm Negative Dogs: The most common
adverse reactions observed during field studies were pruritus, residue,
medicinal odor, lethargy, inappetence and hyperactivity. heartworm
positive Dogs: The most common adverse reactions observed during
field studies were cough, lethargy, vomiting, diarrhea, (including
hemorrhagic), and inappetence. Cats: The most common adverse
reactions observed during field studies were lethargy, behavioral
changes, discomfort, hypersalivation, polydipsia and coughing and
gagging. Ferrets: The most common adverse reactions observed during
field studies were pruritus/scratching, scabbing, redness, wounds and
inflammation at the treatment site; lethargy; and chemical odor.
For a copy of the Material Safety Data Sheet (MSDS) or to report
adverse reactions call Bayer Veterinary Services at 1-800-422-9874.
For consumer questions call 1-800-255-6826.
Advantage Multi is protected by one or more of the following U.S.
patents: 6,232,328 and 6,001,858.
NADA 141-251,141-254 Approved by FDA
19653
BAY110515
© 2014 Bayer HealthCare LLC
Bayer, the Bayer Cross, Advantage Multi are registered trademarks of Bayer.
Made in Germany.
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NEWS
Partners for Healthy Pets develops preventive
healthcare plan manual for practices

Pet retailers hope pet-related
movies help boost sales

According to AAHA NEWSTat, Partners for Healthy Pets (PHP),
an alliance of 100+ veterinary associations, veterinary colleges, and animal health companies focused on preventive care
led by AAHA and the American Veterinary Medical Association
(AVMA), has developed an easy-to-understand, step-by-step
process for understanding the nuts and bolts of implementing
a preventive healthcare program in a veterinary practice. This
free, downloadable manual, Preventive Healthcare Plan Overview, explains what preventive healthcare plans are, how they
work, and what it takes to implement them. It also outlines
the logic of preventive healthcare – clients want it – and how
practices can implement payment plans to make preventive
healthcare affordable for their clients.

According to USA Today, pet retailers are wagging their tails over
the success of two animated blockbuster movies this summer,
hoping that Finding Dory and The Secret Life of Pets will unleash higher sales. “Whenever these movies come out, there
is definitely a bit of a jump in the business,” said Eddie Rum,
president of Spoiled Brats, a pet supply store in New York with
cat adoption services. Pet supply giant PetSmart stands to
benefit from its tie-in to the Secret Life of Pets. PetSmart is
selling an array of toy, apparel and pet bed products based
off of characters from the comedy. It also has shelf signage
in stores in which characters from the movie pitch items to
customers. For many pet-related retailers, the movies come
along at the right time – during the dog days of summer. “It’s
the slowest season,” said Rum, president of Spoiled Brats. “It’s
like everybody’s going away on vacations.”

Patterson Veterinary announces new
practice-branded app with loyalty program
Patterson Veterinary has announced an exclusive distribution agreement with Vet2Pet, a practice-specific, customizable app that allows veterinarians to communicate with
clients through new and efficient channels. The app’s function and appearance are easily modified with the branding
of each individual practice, creating a unique and specific
app for practices. The Vet2Pet app features a loyalty program that rewards clients for their business and has shown
a return on investment between 21 and 75 percent. The
program was designed to help practices retain their top
20 percent of clients, usually accounting for 80 percent of
revenue. Vet2Pet also benefits clients, as the free app allows
them to contact the veterinary practice to request refills of
pet food and prescriptions, upload a selfie of their pet and
receive instant messages from the practice. Vet2Pet will be
offered independently or in conjunction with Patterson’s client communications platform, ePetHealth, as a comprehensive marketing solution.
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2016 AAHA Oncology Guidelines
for Dogs and Cats now available
The American Animal Hospital Association (AAHA) announced the release the 2016 AAHA Oncology Guidelines
for Dogs and Cats. The guidelines were published in the
July/August edition of the Journal of the American Animal
Hospital Association (JAAHA) and are available on the AAHA
website. Because each oncology case is medically unique,
the new guidelines recommend a patient-specific approach
consisting of the following components: diagnosis, staging,
therapeutic intervention, provisions for patient and personnel safety in handling chemotherapy agents, referral to an
oncology specialty practice when appropriate, and a strong
emphasis on client support. The guidelines include comprehensive tables of common canine and feline cancers as a
resource for case management and a sample case history,
and also discuss important concepts including end of life
considerations when managing cancer cases.
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