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TIPS
TO IMPROVE YOUR FINANCIAL
FUTURE DURING AND AFTER
THE COVID-19 CRISIS
This quick reference guide will provide
you with some proven techniques to secure
your cashflow, to protect your family,
your staff, your practice, and the valuation
of your retirement nest egg during and after
this financial crisis.
Follow this three-step process to ensure
the profitability of your life’s work,
during uncertain times.

STEP ONE:
Determine
the starting point.
Determine your hospital’s current breakeven
point now and what it would be if there is a further
25% reduction in gross income, using the attached
spreadsheet, generously supplied by Dr. Marsha
Heinke EA, CPA, CVPM.
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Apply for the wage subsidies applicable to your
needs, and recalculate your breakeven point, utilizing these subsidies.
https://www.canada.ca/en/department-finance/
economic-response-plan/wage-subsidy.html

Apply for the $40,000 government secured loan,
of which they will forgive $10,000 if repaid by
Dec. 31, 2021.

If there is a need to reduce staff, lay off part-time
workers and family first, allowing them to receive
the Covid Emergency Relief Benefit.

As a last resort, determine if there is a need to
increase future debt load through deferral of
HST, payroll remittances, and rent.

STEP TWO:

Continue to grow revenue,
by letting every client know
that you ARE open to CARE.

Change the message on your automated
reminders. Tell clients that if their pet is in need
of care, you are still open and available for them.
Call us at 613 634-1234 to discuss the best way for
us to provide your pet the care they need during
the pandemic and as we move into recovery.

Use website, Facebook, Twitter, mass texts and
emails through your software to inform your
clients that they can still purchase their food and
medications, have ill pets treated, and provide
some preventive care via telemedicine offerings.
Example of message

Ensure every client is called to receive their pet’s
year supply of parasite preventive medication.
•	Mail 12 months of preventive medications
to the client.

 nsure every client who purchases your food
E
receives a call to show you care.
Example of message

 se Telemedicine to see pets who are due for
U
preventive care. Client consultations can be paid
for now, and the vaccines can be given when the
doors reopen. Implement this in a manner which
will not negatively affect your profit after the
Covid-19 crisis has passed.

I dentify all medications used chronically, the clients
who purchase them, and reach out BEFORE more
medications are needed. Offer curbside pickup,
or mail the medicine.

 se phone call reminders or your hospital’s
U
reminder system to ensure your team speaks to
clients when they need more parasite preventive
medications, food, and other chronic medications.
Explain when the best time would be to perform
their needed heartworm test and schedule
the procedure.

Maximize the efficiency of curbside care by texting
and emailing client information forms to your
client before their appointment.
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 HOOSE to adopt Zero Based Budgeting techC
niques proven to increase profit during times
of reduced growth. Do this by having your book
keeper provide you with a trial balance. Going line
by line, cancel or justify every individual expense
that has been accounted for during the last
12 months.

Utilize monthly payment plans for all taxes, insurance policies and maintenance plans.

STEP THREE:

Change your reminder messaging to inform clients
of their pet’s care needs, and your ability to now
provide preventive care. Set the time periods
your reminder system searches for to include the
pets already overdue when the crisis began. Adopt
a reminder system that has atleast seven touchpoints ith customers, as suggested by published
compliance studies.

Help your staff, your practice,
and your family. Protect your
hospital’s value by protecting
your profit as we enter Covid
recovery.

Implement a system to reset reminders appropriately for each missed appointment. Ensure
that every overdue pet is “seen” by your reminder
system. If a pet had an appointment booked, they
likely did not receive a reminder. If they missed
their appointment, will your reminder system
reach out to them when, and as many times as is
optimal to ensure the pet receives care?
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A normalized net profit of 30% should be the goal
in small animal practice in Canada. If your hospital
did not have a 30% net profit BEFORE the crisis,
evaluate WHY, and make SMART goals to achieve
the hospital valuation you need BEFORE it is time
for you to retire. Choose to reach for the
family income you need and deserve. Note: The
average in Canada is 10-15%, while some have
achieved as much as 30%.
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Manage your fee schedule to weather this storm,
and to achieve your goals more quickly during the
recovery phase. (Match fee increases to the real
inflation experienced by your practice, paying
attention to which fees are “shoppable” and which
ones are not).

 et your MARGIN goal for all inventory at 55%.
S
($ made from all inventory sales – All inventory
costs) / $ made from all inventory sales = 55%.

 et your quantity on hand, reorder quantity
S
and reorder points for your top 50 inventory skus
to allow your goal to be achieved.

 rom your practice management software, and
F
your 12 month income statement, accumulate
data to create a dashboard that will help you see
trends as you work to achieve your goals.

 nsure each Veterinarian phones three clients
E
per day who did not expect the call, to ask about
a patient.

I mplement these systems to ensure that no client
is ever surprised, and that no client ever feels the
need to call YOU back because something was
missed, or because the pet isn’t getting better.
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