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Interview with Jeffrey Slocum, D.C.

R. SLOCUM graduated from

Logan College of Chi-

ropractic in April 1993.

He has been the owner

of his practice for over

fourteen years. Dr. Slo-

cum is a fourth generation

chiropractor and has focused on developing a

family wellness based practice that uses state

of the art technology and focuses extensively

on staff development. Dr. Slocum has been

named Mid Coast Maine’s #1 chiropractic

center for nine consecutive years. Through

his commitment to alliance development and

community outreach, he has served as an

advisor to many of the largest employer’s in

Maine and has become a well known speaker

for the Maine Municipal Association and
Maine Department of Education.

He and his partner, Dr. Rok Morin, have
created the most advanced community out-
reach and marketing program in chiropractic.
Their Learning Curves Program helps its
members develop civic, social, and health
care leadership through time tested and
proven methods of building relationships,
creating more value for chiropractic and
more trust in their message.

Dr. Slocum was honored, in 2004, as Mas-
ters Circle Chiropractor of the year and Dr.
Morin was named the Associate Doctor of
the Year by The Masters Circle in 2006.
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DR. SLOGUM is passion-

ate about helping individual
chiropractors define their core
professional values, find their
purpose personally and profes-
sionally, and develop their own
civic, social, and health care
leadership styles.

DR. SLOCUM'S CORE
MESSAGE. When you are on
purpose, everything in life is
more meaningful. It is when we
are off purpose that we get stuck
in the process and life becomes
difficult or less fulfilling.

In an interview with The American Chi-
ropractor (TAC), Dr. Slocum demonstrates
his passion for chiropractic and humanity

TAC: Tell us about the services you offer chiropractors and
how or why they are offered.

SLOCUM: Dr. Morin and I began Learning Curves out of our pas-
sion for the advancement of chiropractic and the vision of civic,
social, and health care leadership in a chiropractic model. The
Learning Curves program is a multi-tier community outreach
and marketing program that has a primary focus of helping its
members develop leadership skills and clarify their core practice
values and market their practices in powerful ways to serve
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2004 AWARD.

Dr. Jeff and his team
when he received the
Masters Circle Chiro-
practor of the Year
award.

more people. Our Advanced Citizenry training model helps
individual chiropractors understand the seven characteristics
of effective leadership. It is the goal of the Learning Curves
team to provide its members all of the tools and resources they
need to effectively build their identity as the most valuable and
trusted contributor to the overall health and wellbeing of the
individuals in their communities.

TAC: How do you feel chiropractors should work with medical
doctors, surgery, and vaccination?

SLOCUM: Simple: Understand what chiropractic means to you,
develop a rock solid foundation for your professional beliefs,
and have the courage to tell the truth without fear of being
different. I have found, consistently, when we share our mes-
sage with non-chiropractic health professionals with certainty,
congruency, and confidence, we find that it is more often met
with interest and acceptance than it is with disinterest or indif-
ference. When we approach other providers with the goal of
finding ways to work together and we highlight our common
goals of better patient outcomes, only pure unadulterated ig-
norance can interfere with a positive outcome and, more often
than not, we don’t run into that level of bias.

TAC: One of the components of your program is the Learning
Curves curriculum to educate children. Why do you think that
is important?

SLOCUM: We developed our curriculum because we understand
that, for chiropractic to move forward and establish a leadership
position in health care, we need to change some of the ways
we share our message and when we share it. We started by
looking for a model that has been successful for other health
care systems and we realized that the most highly advanced
and accepted health and wellness model on the planet was the
dental hygiene model. When you look at the development of
the dental hygiene model, you start to see that it has happened
in a relatively short period of time. In the period of roughly
five decades, the dental association has created a generational
wellness model that is accepted by all to be an essential part of
a healthy lifestyle. They did this through early education and
continual reinforcement in the classroom. Dentists became role
models and mentors to children, and that relationship and the
value system that it created was carried through life and became
the value system we now share with our children every night
before bed. Our research shows that, between the ages of seven
and eleven, children are capable of learning causal relationships
and relate lifestyle behaviors with health outcomes. At this age,
they are still more interested in personal wellbeing than they are
in social wellbeing or acceptance. We know that, if we take this
lesson from the dental association and use it to shape the health
paradigm of the next generation, we can create a powerful and
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Ever wonder why
some patients
respond to treatment

and others don't?

Finally the reason for patients
not improving as expected has
been discovered...

Get this
3-DVD set

and completely
revolutionize your
health practice

only $140%

Mention: Promo
Code TAC-WDVD-01

Welcome to Nutrition Response Testing™" — the
key to the “unfixable” patient. Many doctors have
tried to incorporate nutrition into their practices but
have failed due to the lack of a 100% effective and
accurate testing method. Those days are over.

Freddie Ulan, DC, CCN, has more than 25,000
hours of clinical experience and has built his own
$1 million dollar per year nutritional practice. With
his breakthrough research and findings, you will
be able to assess your patients’ actual core health
problems and handle them with certainty.

A Scientifically and Clinically Proven System

® Built on a solid foundation of key anatomical &
physiological principles. ® Superbly delivered theory
and LOTS of practical, hands-on demonstrations.
® Extensive additional training and support options
available. ® Easy to Learn. ® Instantly integrate the
information to your practice with dramatic results.

ULAN

Nutritional ystems, Inc.

m  Building Successful Nutritional Practices, Step-by-Step

© 2007 Ulan Nutritional Systems, Inc. All Rights Reserved. NUTRITION RESPONSE TESTING
and the ULAN“U and leaves” logo are trademarks and service marks owned by Freddie Ulan.

Call (866)418-4801 to order these DVDs
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Have you ever wondered if

Emotions were caus ing

your patients to lose

their Adjustments?

“Moving thots (sic) produce
disease - malice, revenge, grief,
worry spite, etc.”

“The determining causes of
Disease are Traumatism, Poison,
& Autosuggestion.”

DD Palmer - Founder of Chiropractic

We have won
the war on the
chronic recurring

Vertebral
Subluxation

e No Counseling - not a talk it out therapy.
e Removes Emotional Stress.

e Takes 3-5 minutes.

e Dovetails with other techniques.

e The corrrection is a vertebral adjustment.
e Eliminate the Insurance game,
the big market is emotional stress.

Scott Walker, DC
Founder of NET
Voted Doctor of the Year 1992

NEURO EMOTIONAL TECHNIQUE
SINCE 1988

TRY IT FOR YOURSELF.

Find a practitioner at
www.netmindbody.com/find_a_prac_finder.asp

SEE THE RESEARCH FOR YOURSELF.

Read NET Science at:
www.onefoundation.org/article_synopsis.html

LEARN IT FOR YOURSELF.
www.netmindbody.com/seminars_schedule.html or call

800-888-4638

Call for FREE CD — Dr. Walker Radio Interview

» Fixes the recurring vertebral subluxation.

To learn more, circle #45 on The Action Card
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lasting paradigm shift where spinal — —————
hygiene and the role of chiropractic ~ DR. SLOCUM lives in Coastal
will be seen as a valuable and neces-  Maine with his wife Debbie and

sary part of a healthy lifestyle for
future generations.

their three children (Isabella,
8; Amelia, 5; and Andrew, 10
months). Together they enjoy
being able to get away on the
weekends exploring the New
England coast in their motor
home or taking extended vaca-
tions to the Yucatan Peninsula
in Mexico.

TAC: What are the attitudes toward
you from other professionals you
work with?

SLOCUM: I think the biggest attitude
issue we have facing our profession
is the issue we have with ourselves.
I feel that we have a values

issue within chiropractic.

We have become a profes-

sion that lacks fusion and is
fractured. Individual chiro-
practors need to start with
themselves. It is only when

we, as individuals, start to

take professional responsi-

bility seriously and become

more courageous and dis-
ciplined with our message,

that we will be able to serve

with more compassion those

that are suffering with the

silent dread of chronic sub-
luxation. We need to com-

mit to working tirelessly to

create a more just and fair
health care delivery and
reimbursement system, and

start to respect the honor and
privilege that comes with the degree of Doctor of Chiropractic.
As we do that individually and that becomes the standard for
our profession, we will begin to move forward with a greater
sense of self respect and be able to declare with pride and dignity
that chiropractic is healthy and well. I believe that everything
that needs to be done is already there; we just need to focus on
our purpose and avoid getting stuck in the process. Just like
the body needs no help, just no interference, the same can be
true for chiropractic. As a profession, we could be incredibly
powerful and it is my dream that the hard work of the pioneers
of chiropractic will be honored by the commitment and dedica-
tion of today’s chiropractors and that, through that commitment
to the greater good of our profession, we will have something
very powerful to share with tomorrow’s chiropractors.

TAC: What is the most common problem you see among
chiropractors today?

SLOCUM: The lack of a clearly defined purpose. When we are
unsure of our professional values, it is impossible to stay on
purpose. The foundation of the work we do with our Learning
Curves members is to help them define their professional values
and understand how those values contribute to their purpose.
Without a clearly defined purpose based on a firm foundation
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Personalized Chiropractic Digital Solutions

D CChoiceTM

by Universal

800-800-6006

for more information on
our digital or film-based
chiropractic suites.

Complete Digital Suite
A simple,
yet sophisticated,
cost-effective digital
system.

Superior image quality
Anatomical programming

Powerful 500 mA high
frequency generator

5-Year warranty on
Universal manufactured
components

3-Year warranty on

digital detector and
hardware

Digital Upgrades Available!
Enhance your existing system

with a digital wall stand or
choose one of our CR solutions.

To learn more, circle #73 on The Action Card

o
Urniversal
A DEL GLOBAL TECHNOLOGIES COMPANY
www.delmedical.com
11550 W. King Street Franklin Park, IL 60131
Phone 800.800.6006 . Fax 847.288.7011

ATM"2 Systems

A Turn-Key Rehab Solution

Evidence Based - Measurable - Superior Outcomes
Significant Improvement from session to session
Immediate Pain Relief

ney Back Guarantee =

Compliment Decompression

“The concept of a vertical treatment table is a very
functional way to transition patients to self-care.”

Jay Kennedy, c

“It is the most valuable and cost effective device in
my rehab suite. ..once you start using it you'll ask:
"how did | manage before it2”

Don Chu, Php., T, ATC, CSCS
“The ATM2 is truly a dream-machine in the high
volume, sports medicine clinic ..

“Simply Remarkable!. The results have far exceeded
my expectation.”

Erich Breitenmoser, bc

“Many patients that didn't improve under chiroprac-

tic care would respond very quickly with the ATM2
machine. | call it my secret weapon.”

470-8100 (408) 280-7

it )
US Patents: 6,656,098 & 6,749,548, Euro an Patent EP 1264 617 B1 and Other US & Intl. Patents Pendin

To learn more, circle #82 on The Action Card
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of values, our vision becomes narrow
and our actions or procedures become
meaningless. This lack of foundational
stability is what leads to the frustration
that most chiropractors feel at some point
in their careers.

TAC: What is the biggest opportunity
you see in the chiropractic profession
today?

SLOCUM: We now have the ability to sup-
port what we do with great technology.
Technology and the ability to evaluate
and assess subluxation in objective and
reproducible ways create more certainty
in practice and more certainty in the
power of chiropractic. This expanded
level of certainty gives us the power to
share our message with more courage
and discipline to more people more often.
We have more credible technologies that
are supported by reproducible trials that
demonstrate the effects of subluxation
than ever before. We have the ability to
support our principles with real science
and that will only help to build our profes-
sional self esteem. My favorite technol-
ogy is the Insight Millennium and I would
never practice without it.

TAC: Can you think of one change that a
chiropractor can do to significantly impact
his/her practice’s growth immediately?
SLOCUM: Call us to find out how we can
help them clarify their values, define their
purposes, and use our tools and resources
to demonstrate their value as civic, social,
and health care leaders for their commu-
nity. Our members not only attracta lot of
new patients, but their patient-visit aver-
ages go up, their case averages increase,
and their referrals and retention rates go
up. Our Learning Curves members under-
stand that, through community outreach
and education, they attract educated and
engaged new patients that are not just
shopping for health care; they have al-
ready bought the relationship.

TAC: Do you have any recommended
marketing strategies that chiropractors
can do to attract new patients and/or keep
current patients?

SLOCUM: Commit to becoming more
valuable to your community. Building
relationships based on trust and contribu-
tion is the key to increasing your social
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LEADERSHIP SUCCESS STORY

“Just a note of thanks for Learning Curves and the
associated curriculum you have developed. | have
used the information as a springboard to excel
my presentations to students. | have found it
especially helpful with home school groups
where the parents are present. Instant New
Practice Member Orientation! The only problem was scheduling all
the FAMILIES (forty-two people in all) for their chiropractic analysis
and scans. They wanted to get their spines checked ASAP. What
a problem to have!ll The program just works. All you have to do is
use it. Thanks for helping me change the world through education,

information and your leadership.” Chadwick Hawk, D.C.

capital. When you become more valuable to your community,
your community becomes more valuable to you.

TAC: Where do you see the future of chiropractic headed?
SLOCUM: T see a very bright future for chiropractic. I be-
lieve that we are moving out of the adolescent phase of our
professional development and on to adulthood. From about
1895-1960, our profession was in its infancy and the growth
of chiropractic was marked with incredible hope and expecta-
tion. Our pioneers showed incredible commitment, persever-
ance, and bravery. We learned, adapted, took some lumps
and bruises, but we did so with confidence in our principles.
From 1960 to today, we have been in an adolescent stage
where we have been awkward, uncertain, fearful, and selfish.
I believe that the end of our adolescent phase is here and

there is a growing sense of individual and collective strength
that is welling up in our profession. I believe that, as we start
to become more mature and we see the strength that comes
with responsibility, courage, and discipline, we will become a
profession that will enter an adult phase marked with a redefined
sense of professional values, self discovery, growth and fulfill-
ment. I think the best way to sum up the state of chiropractic
going forward is the declaration from my friend and mentor
Bob Hoffman. His declaration is, “There has never been a better
time to be a chiropractor,” and I couldn’t agree more.

TAC: Any final words for our readers?
SLOCUM: To be your best, you must do what the best do: You
must find a coach that serves your personal and professional
growth goals. I believe that every chiropractor and his or her
entire team needs to work continuously on values clarification,
develop a clear purpose, and have a boundless vision. At the
very least, find a mentor or a role model and become a sponge;
absorb all you can from the people you trust and look up to. I
have found coaching with The Masters Circle to be extremely
helpful to me personally and professionally. I have spent the
better part of the last three years in and around the many excel-
lent coaching companies available today and I have realized
that there is always something new to learn and always a new
perspective that can help you overcome obstacles and discover
your genius.

For more information, contact Dr. Slocum at 1-800-613-2528 or
info@learningcurves.us.

m See this Speaker at Chiropractic '08 | 888-668-8728
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