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A Message from TVC

What’s Next for  
Independent Hospitals?
By Ginni Hamele, President

	> When The Veterinary Cooperative started, the big pressure on 
independent veterinary hospitals was purchasing power – being able to purchase 
products at prices that would keep them competitive against corporate clinics 
in the marketplace. As TVC grew its membership and vendor partnerships, it 
also developed an education platform to help shareholders with learning good 
business and financial practices to go along with their clinical expertise.

Now, it’s 2021. While purchas-
ing power and education remain im-
portant, other pressure points have 
evolved, and TVC’s goal is to develop 
solutions in new areas to meet the 
changing needs of its shareholders. 

Independent hospitals are seeking 
support in new areas such as longev-
ity and business operations. They’re 
wondering how to plan for a transi-
tion, and how to do it so the hospital 
remains independent. 

At the same time, the next generation of veterinarians are seeking a collective voice to 
speak to them and show them that independent ownership is an incredible opportunity. In 
2021 and beyond, TVC aims to be that collective voice of independent veterinary hospitals. 

Other areas TVC will branch out to in the future include:
Mentoring and study groups. While other study groups exist in veterinary medicine, 
there’s a way for us to step into that space with a unique offering – business analytics, 
benchmarking and best practice sharing. We can also inject a developmental piece 
into the groups, where we put the next generation of veterinarians in those spaces 
and create a community so they can talk to those that own the practices to figure out, 
across the nation, where there might be opportunities.  

Practice management. A lot of independent hospitals are 1-3 doc shops. They 
can’t fully employ a CVPM because it doesn’t make sense for their needs. Yet, they 

could benefit from the expertise of that 
position. TVC is in a position to provide 
CVPM expertise and consulting for in-
dependent hospitals.

Staff training. Individually, staff train-
ing is a heavy burden for a lot of inde-
pendent hospitals to do. TVC is looking 
to create training paths and programs 
at the independent hospital level, be it a 
practice manager, tech, front desk staff, 
whatever the position, and help facili-
tate that training. 

Leadership training. Many indepen-
dent hospitals have promoted a tech or 
front desk staff member to a practice 
management position because of his 
or her hard work and good business 
sense. We want to create a program 
that helps develop them as a leader 
for the business, because often they 
set the culture within the whole team. 
TVC believes that by investing in the 
team, they in, turn, invest in you, which 
will create more job satisfaction, keep 
team members happy in the culture 
that they’re in and hold on to the staff 
you have. 

It’s a lot to look forward to. With a 
solid foundation of purchasing power 
and education, TVC and its sharehold-
ers are ready for the next step. 

A lot of 
independent 

hospitals are 1-3 
doc shops. They 

can’t fully employ 
a CVPM because it 

doesn’t make sense 
for their needs.
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2021 TVC Shareholder  
Profit Dividend Program Announced
In early March, TVC finalized the 2021 Shareholder Profit 
Dividend (SPD) program. The SPD is a unique opportunity 
to earn an additional rebate for your hospital, funded by 
TVC profits, based solely on your cooperative spirit and loy-
alty to TVC vendor partners. We invite you to participate!  
Check out the 2021 SPD program here.

TVC Annual Shareholder  
Meeting Recording Available
TVC’s Annual Shareholder Meeting is now available on-de-
mand. The meeting is a Shareholder requirement, and in-
cluded content ranging from TVC’s current state of the coop-
erative to our vision for the future. The meeting also detailed 
TVC’s new 5STARvet initiative which aims to give support in 
the areas of practice management, employee recruitment, 
transition planning and more. View the recording.

Dr. Ronald Anders Named  
as Inaugural Winner of the 
Cooperative Spirit Award
The first Cooperative Spirit Award was recently awarded to 
the wonderful Dr. Ron Anders – a 38-year independent vet-
erinary practitioner and owner of Country Animal Hospital 
of Coldwater, Ohio. Rich Morris, TVC’s founder, contacted 
Ron when he was developing his vision for the future of The 
Veterinary Cooperative. Dr. Anders worked tirelessly to sup-
port the unique needs of independent veterinary practices 
across America. Dr. Anders enjoyed talking to TVC staff at 
conferences, board meetings, and retreats. He especially 
liked talking to potential Shareholders about the benefits 
of independent veterinarians working together toward a 
greater good. At his core, he fought to ensure that private 
practice did not become a thing of the past. More informa-
tion about the 2022 TVC Cooperative Spirit Award will be 
announced later this year.

TVC News

TVC News This Month at the Veterinary Cooperative

Vendor News

ASPCA Pet Health Insurance  
partners with CheckN
Our partners at ASPCA Pet Health Insurance have noticed 
a need for a more comprehensive clinic check-in technol-
ogy, so they have partnered with CheckN are are providing 
the service at no charge! CheckN is ready to use immedi-
ately on any mobile device, laptop, or desktop within your 
hospital. No integrations needed with your existing practice 
software, and it stands as a long term solution for automat-
ing your client check in process. With no cost to you or your 
clients, CheckN provides you with additional client informa-
tion such as pet concerns, requests for food, or prescription 
refills, making the curbside check-in process more efficient 
for you and your client. Learn more here.

Ceva launces CARDALIS™
We are excited to share that our partners at Ceva are launch-
ing CARDALIS™, the only FDA approved drug with a unique 
combination of Benazepril HCl plus Spironolactone for the 
management of congestive heart failure (CHF) in dogs. CAR-
DALIS™ has been clinically proven to slow down disease 
progression through effective RAAS suppression, and the 
convenient, chewable tablet provides half of the ACVIM quad-
therapy recommendation for congestive heart failure.  Spi-
ronolactone is the essential addition to an ACE inhibitor. Now 
veterinarians will have a new tool in CARDALIS™ chewable 
tablets, as studies have shown 87.6% patient acceptance – 
solving owner compliance challenges. Find out more about 
CARDALIS™ here and learn about pricing here.
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VITAL
SUPPORT

HEALTH IS ADDING MORE LIFE IN THEIR YEARS.  
VITAL SUPPORT.

Dogs and cats are so much more than pets. As the years go by, they become best friends. Con-
stant Companions. And family. To help ensure they live their best lives, it’s critical to get ahead of 
age-related conditions while there is time to make a difference.

Royal Canin’s Vital Support represents a continuum of care that helps vets take the guesswork 
out of proactively addressing complex renal, mobility and cardiac issues. It includes innovative 
solutions that help you catch and manage chronic kidney disease early. Plus proven nutritional 
formulas fine-tuned for the needs of aging cats and dogs with chronic conditions.

Like health itself, Vital Support is many things.
But at its heart, it is a simple way to add life to the years of your beloved patients.
And that is everything.

my.royalcanin.com/vet/vital-support

http://www.my.royalcanin.com/vet/vital-support


TVC News

Education & Events

An Innovative Leap: Advancements in the Treatment of Mast Cell Tumors
March 31, 2021 | 9 AM & 12 PM CST

Part 1: Update on Mast Cell Tumors
RACE-Approved CE Credit: 0.5 hours
Abstract: In this presentation, we will briefly review the 
clinical journey from understanding and identifying mast cell 
tumors in dogs, to grading and staging MCTs and then eval-
uating factors that may impact treatment considerations. 
Lastly, we will briefly review current treatment options.

Part 2: Tigilanol Tiglate: New Treatment Option  
for MCTs in Dogs
RACE-Approved CE Credit: 0.5 hours
Abstract: This presentation will introduce a unique, in-
novative molecule, Tigilanol Tiglate (STELFONTA®): an ex-
citing new way to treat mast cell tumors in dogs with an 
intratumoral injection providing an alternative to surgery.

 
Vendor News

Hill’s Global Symposium  
set for April 20, 2021
The Hill’s Global Symposium, hosted virtually, is set for 
2021 and promises to “make itching ancient history,” 
with its comprehensive line-up of educational speakers. 
The virtual event offers 5.5 Hours of RACE CE Credits, 

and covers topics ranging from, “Getting the most out 
of the tele-dermatology consultation” to “Hocus pocus 
vet dermatology: curtain lifted and myths revealed!”  
Canine Atopic Dermatitis topics include diagnostics,  
tele-dermatology, compliance, treatment, and commu-
nication. Learn more & register here.

Promotions

ASPCA Pet Health Insurance: 
Receive a complimentary subscription to CheckN - pro-
viding you with additional client information such as pet 
concerns, requests for food, or prescription refills, making 
the curbside check-in process. Learn more here.

Ceva: 
For a limited time, receive a free 3D heart model and 3M™ 
Littmann® Cardiology IV™ Diagnostic Stethoscope with 
qualifying CARDALIS™ order sizes. Click here for details.

First Veterinary Supply: 
Save on your favorite products - exclusive savings with 
First Veterinary Supply. Click here for details.

GeniusVets:  
Download your free Social Media Toolkit from GeniusVets. 
Click here for details.

Hill’s Pet Nutrition: 
Save 10% on select weight management diets. Click here 
for details.

Register here!
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	> Earn PurrrchasePoints™ when you send Hill’s 
direct to the pet with any vet sponsored home 
delivery platform. TVC Exclusive Promotion

Petlink: 
Current User Special includes buy 50 Petlink SLIM Chips 
and receive 10 free! Click here for details. 

Securos:
Buy 5 boxes of PLUS Antibacterial Suture and receive a 
Free Olsen-Hegar Needle Holder TC, 5.5”. Click here for 
details. 

	> Receive a 10% discount when you purchase any 
of the qualifying Securos Surgical® brand Dental 
Instruments. Click here for details. 

Vetoquinol:
Buy 10 get 2 free on Flexadin® Advanced with UC-11® 60 Count 
Chews. Click here for details. TVC Exclusive Promotion

Vetsource: 
Autoship promotions for pet parents on your favorite TVC 
brands. Click here for details.

Virbac: 
Spring Cleaning with TVC Promotion qualifies you for entries 
to win an EyeVac® Pet Touchless Vacuum with every qualify-
ing promotional trade order of IVERHART MAX® Chew (iver-
mectin/pyrantel pamoate/praziquantel), IVERHART PLUS® 
(ivermectin/pyrantel) Flavored Chewables, or SENERGY™ 
(selamectin) through their Stock Up for Spring Promotion. 
Click here for details. TVC Exclusive Promotion

Spectrum Vet is now NextmuneSpectrum Vet is now Nextmune
order form available at: 

NEXTMUNE.US

eye on patient – mind on innovation

when you order our allergy 
Test & Treat Package!

TVC MEMBERS

$30$30savesave

https://theveterinarycooperative.coop/membersonly/sendfile2.php?file=../vendors/uploads/resources/b7d30874fad2a8be591cfcda74b69103.pdf
https://theveterinarycooperative.coop/membersonly/sendfile2.php?file=../vendors/uploads/resources/09848fbc6f4084dbb8ac4335d2141794.pdf
https://theveterinarycooperative.coop/membersonly/sendfile2.php?file=../vendors/uploads/resources/09848fbc6f4084dbb8ac4335d2141794.pdf
https://theveterinarycooperative.coop/membersonly/sendfile2.php?file=../vendors/uploads/resources/54afb88f58fd404ea46922c55b978459.pdf
https://theveterinarycooperative.coop/membersonly/sendfile2.php?file=../vendors/uploads/resources/3fe8e34b95d38c8c27c96840f32bf6a8.pdf
https://theveterinarycooperative.coop/membersonly/sendfile2.php?file=../vendors/uploads/resources/dd2e77b14bd45342b1a44b4a0749c359.pdf
https://theveterinarycooperative.coop/membersonly/sendfile2.php?file=../vendors/uploads/resources/01b25971551ffd017d116c99bef16a6c.pdf
https://nextmune.com/
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Improving  
Client Compliance
The influx of new pet parents presents an opportunity for veterinary practices  
to get more pets on parasite prevention.

By Graham Garrison

	> Have your appointment times been filling up at a relentless pace? Judging by industry research, you 
are not alone. There has been a massive influx of new pet owners who are going to need help navigating preventive medicine 
for their pets. 

“We have seen a great increase in the number of new pa-
tients,” said Dr. Cindy Cook, DVM, TVC Shareholder and owner 
of Jamestown, Tennessee-based Dogwood Animal Hospital. “It 
has been very difficult to make enough time for the new pa-
tients and continue to adequately serve our existing patients.”

Nationally, results from the “Embracing Pet Care for Life” 
survey revealed that taking care of a new pet, especially during 
a pandemic, may not be as simple as one may think.

While many people found comfort during the COVID-19 pan-
demic by bringing home new dogs for companionship, the sur-
vey found that 73% of those who became dog owners for the 
first time had considered re-homing once the pandemic ends. 
Other findings included: 

	> One in four (25%) also claim they don’t have enough 
information to properly care for their dog. 

	> Among new dog owners who brought home puppies, more 
than half (58%) say they wish taking care of their pet’s 

health didn’t take so much time, and 33% were surprised 
to find out how much it costs to care for their pet.

	> Survey results indicated that 70% of all dog owners 
said they would like to learn new ways to keep their dog 
healthy, whether a puppy or fully grown.

	> More than one-third (38%) of pandemic puppy owners 
say they were surprised by how much attention their 
pet requires.

An “unexpected hurdle”
Specific to parasite prevention, one-third (35%) of pandemic 
first-time dog owners say giving their dog flea and tick preven-
tative treatments has been an unexpected hurdle, ranking this 
responsibility as even more difficult than housebreaking. Nearly 
one-third (29%) of all pandemic puppy owners, including both 
experienced and first-time dog owners, said they were surprised 
to learn how much parasites can impact their dog’s health.
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Dr. Cook said Bravecto-1 Month chews are a great option 
to start new puppies on. “Then their treatment can continue 
uninterrupted with the Bravecto-3. No secondary product will 
be needed.”

For first-time puppy owners, Merck Animal Health recom-
mends its Bravecto® (furalaner) 1-Month Chews to protect 
dogs 8-weeks of age or older from fleas and ticks; and once 
they reach 6-months or older, the process remains effective 
and easy – dogs can then transition to Bravecto® (furalaner) 
Chews which is a single dose that provides extended duration 
protection for dogs for a total of 12-weeks of flea and tick pro-
tection, said Nicole Sinclair-Torre, VMD, MBA, and a member 
of the professional services veterinarian team at Merck Animal 
Health USA. Additionally, both puppies and adult dogs can be 

exposed to internal parasites, so it is just as important for own-
ers to pair-up their flea and tick medication with a comple-
mentary product, said, such as Sentinel® Spectrum® Chews 
(milbemycin oxime, lufenuron, and praziquantel), which offer 
broad-spectrum, internal and external parasite protection.

Dr. Cook said it is important to establish a client patient 
relationship as early in a pet’s life as possible. “This helps to 
improve client compliance in the form of reminders and educa-
tion. In turn, it benefits the pet greatly.” 

Maintain a preventative care schedule
Nearly one-fourth of pandemic 
first-time dog owners (22%) 
report they have encountered 
unexpected challenges when 
trying to schedule veterinary 
appointments, according to 
Merck’s “Embracing Pet Care 
for Life” survey. Approximately 

one-third (27%) of people 
who owned dogs prior to the 
pandemic said this was a 
challenge for them, as well.

Pet Care Tip: Regular 
veterinarian visits are key 
to preventing health issues 
among dogs, especially when 

it comes to recommended 
core vaccinations that protect 
them from serious diseases. 
A monthly schedule can 
help. Talk to your veterinar-
ian about a preventative care 
schedule and try not to skip 
any appointments. Also, keep 

in mind that recommenda-
tions for some vaccines and 
other preventative measures 
may vary depending on the 
dog’s overall lifestyle, activity 
levels and local climate, so 
talk to a veterinarian about 
your dog’s unique needs.

Virtual care
Overall, more than half of pandemic dog owners 
say they wish taking care of their dog’s health was 
easier and less time consuming (57% and 56%, 
respectively), according to Merck’s survey. Nearly 
half of pre-pandemic dog owners feel the same way 
(46% and 34%, respectively); however, only 19% of 
them say they have spoken to their vet more often 
during the pandemic.

Pet Care Tip: Your entire veterinary team can be a 
great resource for pet care advice, including the vet-
erinarian nurses at your local clinic. As a pet owner, 
consider writing down all pet care questions and/or 
challenges in advance to gather trustworthy advice 
from the veterinarian during the next visit. And for dog 
owners having trouble scheduling in-person or curb-
side veterinary appointments, ask the veterinary team 
about telemedicine and if a virtual visit is possible.
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Hill’s Prescription Diet Derm Complete is our masterpiece. 
The only clinically tested nutrition for both food and environmental 
allergies (among leading brands in North America). 

1

2

Manage itching in dogs with food and/or environmental allergies

Reduce licking, scratching, head shaking and skin redness in  
dogs with environmental allergies

As part of a multimodal treatment, Derm Complete is shown  
in clinical studies to:

Ask your Hill’s rep about allergy care that’s
A STEP AHEAD FOR THEIR BEST LIFE

The Hill’s Transforming Lives logo, the Hill’s Prescription Diet logo, the S+OXSHIELD logo, Hill’s, Prescription Diet, and Derm Complete are trademarks of Hill’s Pet Nutrition, Inc

LET’S MAKE ITCHING 
ANCIENT HISTORY

FOOD + ENVIRONMENTAL ALLERGIES

COMING
SOON



Trends

	> Like most businesses, South Mississippi Animal Health Center 
was hit hard by the shelter-in-place orders in the early days of the pandemic. And 
three hurricanes during the summer and fall only added to the disruptions.

The saving grace? A forward-
looking business approach, said Craig 
Fraser, whose wife Dr. Brandy Womack 
owns SMAHC. Wellness plans, online 
rebates, and home delivery all kept rev-
enue coming through the door in April 
and May despite the clinic being closed 
to walk-in traffic. “If a veterinary clinic 
is not doing those things, they’re going 
to get their lunch eaten by the competi-
tion,” Fraser said. 

A fit for today’s consumer
For new pet owners and long-time 
clients alike, particularly in a time of 
uncertainty with a pandemic and high 
unemployment, wellness plans have 
struck a chord. “First and foremost is 
they help lead to healthier lives, thus 
more birthdays for the pet,” said Dr. Bob 
Lester, chief medical officer of WellHav-
en Pet Health. Lester said in success-
fully run wellness practices, as much as 

90% of revenue can come from both 
wellness plan services and other ser-
vices delivered to WP clients. Not just 
from wellness services, but from ad-
ditional services and procedures that 
veterinarians recommended as a result 
of doing good preventive care.

Interest in wellness plans has actu-
ally risen in the last 8-10 months, de-
spite limitations on in-person contact 
with clients. “At first, we were a little bit 
worried, because getting a family to en-
roll in a subscription care plan typically 
takes place in the exam room,” Lester 
said. “You’ve got to have their trust and 
be able to describe it to them. It’s a little 

Solid Bonds
Wellness plans offer a way for clinics to help solidify the  
veterinary-client relationship while increasing revenue on core products and services.
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more difficult when they’re in the car 
or you’re doing it by text or through an 
open window out the parking lot.”

Pet parents have responded in 
large part because of the benefits well-
ness plans offer in budgeting for care. 
“They’re bonded to that pet. They love 
that pet. But they really like to hear that 
‘Hey, for $50 to $60 a month, all of my 
office calls are covered, all of my pre-
ventive care is covered. If my pet ever 
sneezes or looks sideways, I can just call 
and get my pet in and my veterinarian 
will take a look. It’s all covered as part 
of the plan. I think that has made it more 
attractive and outweighs any of the dif-
ficulties of getting that initial enrollment.”

Wellness plans fit with today’s 
dominant consumer, who Lester refers 
to as PetGen. It’s a combination of mil-
lennial and Gen Z, which prefer sub-
scription services like Netflix or Dollar 
Shave Club and are willing to spend the 
money on their pet’s care in a similar 
way. “There’s never been a generation 
that’s more open to preventive care 
than today’s generation.”

Financial win  
for the practice
Lester said the veterinary profession 
has been built through a standardized 
model – brick-and-mortar, one doctor, 
one exam room and one appointment 
once a year. But within that model, 
there is little time for educating clients 
on everything involved in a pet’s pre-
ventive care, including immunizations, 
nutrition, parasites, dental care, be-
havior, etc. “Another huge advantage 
with wellness plans is you will typically 
touch the pet 3-5 time a year, and not 
all necessarily in an exam room. Some 

could be virtual telehealth, phone calls, 
and texting. But you get those multiple 
touches to really educate the client.”

If the practice is getting 3-5 touch-
es a year instead of one, and the pet 
is living 2-3 years longer, it’s a huge 
win financially. “So it’s a win for the 
pets, it’s a win for the pet owner, and 
it’s a win for the financial health of 
the practice and the wellness of the 
team,” Lester said. “You can better 
even out scheduling. When there used 
to be slow times in the year, you could 
push a lot of your wellness care things 
into the slow times of year.”

Economists would say the shift in 
mindset is a case of turns vs. earns. 
The veterinary profession has been 
stuck in a one-transaction mindset, 
Lester said. “We all talk about the 
average transaction fee, the average 
patient charge, we look at that one-
time visit. And we kind of build all our 
metrics around that … We’ve got to 
move from this idea of earned, that 
it’s all about one transaction, to just 
how many times we can touch and 
build a deeper relationship with the 
pet parents.”

Embracing  
preventative care
Lester said it’s important not to think of 
a wellness plan as a loyalty program. 
A wellness plan is truly embracing 
preventive care. “It’s making that the 
center of your practice, your lifeblood. 
Instead of seeing a diabetic case and 
thinking of the diagnostics you have to 
work up, you’re thinking, ‘I’ve seen this 
pet for four or five years. We haven’t 
done a good enough job educating 
them on exercise and nutrition and 
other things. Shame on us for dropping 
the ball. So we really have to embrace 
preventive care and be all about it.’”

Once veterinary practices do em-
brace preventative care, then it simply 
becomes a part of the routine from the 
time their client service representa-
tive is on the phone, to their website, 
to making sure it’s part of the offerings 
being discussed by the veterinarian or 
veterinary technician. Team members 
need to be believers of and participants 
in the wellness plans. 

“It’s not a little add on widget to the 
practice. It’s got to be central.” 

The Big 5
Lester said the preventive 
services that see the biggest 
bump in revenue from well-
ness plans can be broken 
down into five categories:

	> Immunizations

	> Parasite prevention

	> Dental care

	> Nutrition

	> Behavior

“If pet parents embraced 
those, then it would really 
come down to compliance. 
We wouldn’t need wellness 
plans if pet parents were 
100% compliant with all the 
recommendations I make 
when I walk into an exam 
room with my white coat 
stethoscope to discuss  
their pet’s health.”
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Industry News

Supplement sales skyrocket during pandemic
Pet supplement sales rose 21% last year to nearly $800 
million, according to a new report from Packaged Facts. 
The veterinary care sector captured an estimated 46% 
of the revenue, the largest share. According to the report, 
dog owners spent four times as much as cat owners on 
pet supplements. Additionally, the report said, “41% of pet 
owners are paying closer attention to their pets’ health and 

wellness because of COVID-19.” Packaged Facts predicts pet supplement sales will 
rise by about $50 million annually through 2025, Today’s Veterinary Business reports.

Trained dogs detect 
COVID 94% of the time, 
study finds
A German veterinary clinic says its 
trained dogs that can detect COVID-19 
with 94% accuracy, even if people are 
asymptomatic, Deutsche Welle reports. 
The dogs were conditioned to sniff out 
the “coronavirus odor” emitted from cells 
in infected people, said Esther Schalke, a 
veterinarian at Germany’s armed forces 
school for service dogs. “So dogs can 
really sniff out people with infections, as 
well as asymptomatic and symptomatic 
COVID patients,” said Holger Volk, 
head of the clinic at the University of 
Veterinary Medicine Hanover, where 
dogs are being trained. Stephan Weil, 
the state premier of Lower Saxony, 
said he was impressed with the study 
and called for more tests before the 
dogs are put to work in the real world.

Millennials overtake Gen X  
in the veterinary profession: AVMA
Millennials are surpassing Generation X as the leading age group in the U.S. veterinary 
workforce, according to data from the AVMA. Millennials this year make up 35.1% of 
the workforce. Generation X makes up 34.6%, baby boomers make up 29.9%, and the 
silent generation are at 0.4%. Most new veterinarians entering the workforce are mil-
lennials, while baby boomers and the remaining silents are moving toward retirement. 
This generational shift will likely lead to significant changes in the profession, the asso-
ciation said, including changes in work-life integration, a new emphasis on mentorship, 
greater adoption of new technology, and new client insights.

AVMA and AAHA release small animal telehealth guidelines
The American Veterinary Medical 
Association and the American Animal 
Hospital Association released a new 
guide to help small-animal practices 
improve their telehealth procedures.

The AAHA/AVMA Telehealth Guide-
lines for Small-Animal Practice are 
meant to supplement the AVMA’s over-
arching telehealth guidelines, which the 
association released earlier in February.

“During the pandemic, a survey of 
companion animal practices reported 
a strong increase in the use of tele-
health, from 10% to 30%,” said Dr. 
Douglas Kratt, AVMA president. “Tele-
health has supported better and more 
timely communication with our clients 

during a time when maintaining phys-
ical distance has been critical to their 
health and the health of the staff in 
our practices.

“Beyond this immediate need, our 
experience with telehealth has given 
us insight into the opportunities remote 
technologies present for integrating AI 
into our diagnostic workups and ongo-
ing monitoring of our patients, which 
ultimately will support more timely inter-
vention when their health is challenged.”

The guidelines focus on practical 
integration of telehealth into practice 
operations, by identifying and using 
telehealth “champions,” streamlining 
workflow and successfully monetiz-
ing its use. Additional topics include 
considerations for device and platform 
selection and internal and external 
marketing strategies.
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https://todaysveterinarybusiness.com/supplement-pet-sales-packaged-facts/?utm_source=delivra&utm_medium=email&utm_campaign=TVB%20News%202.3.21&utm_id=2739249&utm_term=Read+More&dlv-emuid=1b3fb187-bd04-4f8e-8010-a3223ee24ba1&dlv-mlid=2739249
https://www.dw.com/en/coronavirus-trained-dogs-detect-covid-94-of-the-time-german-study-finds/a-56447514
https://www.avma.org/blog/generational-shift-what-does-it-mean-veterinary-profession
https://www.aaha.org/about-aaha/media-room/press-release-list/leading-veterinary-medical-associations-release-new-telehealth-guidelines-for-small-animal-practice/
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IT’S FOR LIFE

Introducing BRAVECTO® 1-MONTH Chews— 
flea and tick protection for dogs and puppies.
Veterinary professionals well know, life with a puppy isn’t always 
picture perfect. In addition to all the cuteness, there comes some hard 
work and even the occasional fleas and ticks! That’s why choosing the 
right protection is so important. By prescribing BRAVECTO 1-MONTH 
Chews to your patients, no matter what life has in store, you can trust 
that they’ll be well-protected from the start.

Designed for dogs and 
puppies 8 weeks of age  
and older, and weighing  
4.4 pounds or greater.

LIFE-LONG  
PROTECTION  

NOW BEGINS WITH 
  BRAVECTO®

Once puppies reach 6 months  
of age, they can then transition 
to extended-duration  
BRAVECTO Chews.

Available in 4 strengths— 
45 mg, 100 mg, 200 mg,  
and 400 mg per chew.

BRAVECTO  
1-MONTH CHEWS

EXTENDED-DURATION 
BRAVECTO® CHEWS 


