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On March 15, 2008 the University of Missouri-Columbia chapter of the VBMA and SCAVMA were proud to host the first university based world café discussion on veterinary finances and educational debt.  Utilizing the momentum from the first national economic summit held at NAVC this past January, we sought to bring the proactive search for solutions and an open dialogue right here to Me’s campus.  Through generous support from our sponsors: Hill’s, Bayer, VBMA, and SCAVMA we were able to get this event off the ground, and we look forward to adding to the national momentum!

Using the World Café format, and four pre planned questions, participants from several walks of veterinary medicine sat together and joined in a common goal.  Representatives such as: Mr. Richard Antiulcer from the MVMA, Dr. Clark Fabian from the AVMA, and Dr. Chuck Wide-eyed from UMC CVM, among others joined with students to share ideas and explore the many perspectives presented in the questions.  Our day began with national VBMA president, Kevin Finn, displaying the data from the national NAVC presentation in order to educate us on the growing discrepancy between student debt and graduate salaries.  Our very own Dean of Student and Alumni Affairs, Dr. Ronald Cott, DVM,  moderated the event.  

In total 45 attendees explored possible solutions and co factors for each question.  Included below are the results of these discussions.  It is our hope that our event will open the doors to even more discussions, and that together we can become a powerful motivational tool for the development of our industry. 



Thank You

 
Elephant Economic Summit Team 2008.

Question 1:
How do we increase the perceived value of the veterinary profession, externally as well as within the veterinary community?

· Create a presence in the media. Display our diverse impact on society through ad campaigns. Represent our profession with a television show. 

· Increase personal relations. Take advantage of our local and nationwide representatives, state associations and AVMA.

· Implement a ‘Did You Know?’ campaign to inform the public of the important roles of veterinarians—how we keep our state disease free, how we help get milk onto the store shelves, the potential of veterinary research.

· Address the misconception of veterinary doctor salary compared to  physicians.

· Discuss itemized lab results and bills with clients so they understand the scientific approach to veterinary medicine and the costs involved.

· Grouping clinics together to create a name for our profession. Also, would a conglomeration of clinics help handle costs? Sharing diagnostic equipment, buying in bulk, etc. may help manage finances and be more profitable.

· Large animal veterinarians are working longer hours, while the cost of gas is rising. However, practice fees are not increasing. 

· Create an opportunity during clinics for veterinary students to learn about the cost of medical supplies.

· Veterinarians in public service: educate young children about the many facets of our profession, and how they can start gaining experience.

· Why doesn’t the cost of a visit to the veterinarian correspond with the cost of becoming a veterinarian?

Question 2:
 How can I, as a new graduate bring more profitability to your practice?

Many of these suggestions are what new graduates can do while at the same time building up a client base at a new practice.
· Upperclassmen expressed the need to take the business training which they 
receive at MU seriously. Students agreed that business knowledge is vital for their professional and financial success. Students need to be able to hit the ground running with their client communication skills.

· Students should be able to bring new technologies to practices: be aware of software 
changes to increase efficiencies and know webpage design to enhance marketing.
· Students should bring a new attitude of camaraderie to practices ( encouraging 
group practices especially in rural area: a group of 3 practitioners could easily handle 6 counties together, rather than one trying to handle 3+ alone.)
· For their own financial success, students need to understand cost of living, living within their means while in school, and have an understanding of salary negotiations and know what to ask for.
· Students can bring diversity a practice/change the work environment culture: 
More students are graduating with more experience in exotic handling, husbandry, and medicine, which can add another specialty to a practice. Students may offer diverse hours. If the local practitioner holds appointments from 8-5, perhaps a new grad could add evening hours, or different weekend hours to the practice, adding more convenience to hours of availability for clientele.
· Students need to be prepared to bring community involvement and volunteering 
to a practice. Involvement with the media, with school groups, and with other community activities helps bring publicity for themselves and for the practice.
· Students brought up a deficit that they see in many practices: the lack of a united 
front between staff and veterinarians. Many students felt like they could bring education to staff meetings, leading to a more efficiently-run practice.
· Students unanimously agreed that they desired these things in addition to the education that they receive at the College of Veterinary Medicine: More role playing opportunities to better develop their communication skills with clientele, staff, and colleagues.  Strong mentorship from a professional they were comfortable with asking difficult questions to: discussing what to expect from clients, benefits and salaries, how to approach difficult topic/procedures cost analysis/pricing knowledge. To prevent new graduates from undervaluing themselves, their facilities, their staff, and their skills.

Question #3

How do we succeed in veterinary students valuing business education and the life-skills necessary for personal and professional success?

Throughout the three rotations of the Economic Summit, many topics were heavily discussed by UM students, as well as leaders of our community and profession.  Great progress was made towards finding a possible answer to this question, and a possible solution to the lack of essential business skills among veterinary graduates.  Many of these topics are outlined below.

· Progressive and Pervasive Business Education

· Year 1: Budgeting student’s finances

· Teach students to live within their means: successful personal financial management skills transfers to successful business financial skills

· Year 2: Build Upon

· Year 3: Clinical Business Skills (Management and Practical Skills)

· Business classes

· Discussion of business aspects daily while on clinical rotations

· Year 4: Contract Negotiations, so that it is fresh in your mind

· More Pre-Veterinary Business Requirements/ Pre-requisites: basics of business

· Problem Based Learning Business class

· Cost to run the hospital?

· Use of supplies/equipment and their associated costs

· Cost to work up patients?

· Cost of a clinical procedure: teach the student to understand why they are charging a certain fee and what goes into determining the fee; technician time, overhead costs etc.

· Videotape students with mock clients and evaluate

· Educate students that business is part of the vet’y profession whether they like it or not

· Understand how the hospital/private practice is run

· School-wide campaign, with an easy to recognize slogan

· 8 months with 8 different school organizations to take the lead on different business topics: set up meetings, workshops etc.

· Send out a school-wide e-newsletter of the proceedings/results of each meeting

· Educate naïve students with ongoing activities to get their attention

Question 4:

Are students pursuing internships because they desire post-graduation mentorship?

Themes:

· A stepping stone to the profession is desired.

· Students need more education.

· Clinical business training early on is key.

· Community practice needs more emphasis.

· Priorities vary– there’s more money in specialties.

· Moving a family and terms of income.

· Is vet school teaching specialists or entry level vets?

· Is this a problem?

Yes, students are pursuing internships because they desire post-graduation mentorship:

· There’s not enough time in school for proper training.

· Clinical rotations do not allow time to follow personal interests.

· The teaching hospital does not mimic a typical practice.

· Graduates can bring extra skills to private practice.

· Graduates can demand more money ($10,000) as a starting salary.

· Clients expect more.

· Recent graduates are too hard on themselves.

· Most students go into an internship for a specialty.

· Internships provide easy access to specialists.

· Interns rotate through specialty services.

· Internships go fast, even though students are tired of school.

· Students lack confidence at graduation; internships provide safety nets.

· Faculty encourage internships.

· It is hard to find good mentors.

· Internships provide excellent networking opportunities.

No, students are not pursuing internships because they desire post-graduation mentorship:

· What’s wrong with our education?

· Students already have a family and children and they cannot move.

· Money—internships put off full salary a year longer.

· Is there really a difference in the experience of an internship versus one year as a veterinarian?

· If you are not pursuing a specialty, why go into an internship?

· Internships do not necessarily help students if they plan to enter private practice.

· Some residency programs would rather include those coming from private practice versus those coming from internships immediately following vet school.

If this is a problem, what are possible solutions?

· Have courses taught solely by clinicians and practitioners.

· Use more problem-based learning techniques, heightens diagnostic skills.

· Lower the cost of education.

· Increase perception of veterinarians and veterinary medicine.
