






Complete a 
PESTLE 
analysis for 
the Canadian
Farm Vet 
sector? 

In  pairs discuss and complete  
POLITICAL, ECONOMIC, SOCIOLGICAL, 
TECHNOLOGICAL,LEGISLATIVE 
ENVIRONMENTAL 

5 minute discussion

Write it down!
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PESTLE- opportunities and threats

u Politicians

u Access to markets

u Quota

u Activism

u Technology

u AMR/ Welfare

u Climate change

u Methane production from cows
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So how are we going to 
build a health orientated 
practice and make this 
pay?
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Common 
Vision

Continuing 
Education

Communication

Commitment
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Essential 
ingredients 
for successful 
health 
orientated 
practice

Correct practice structure- minimum of 3-4 
dedicated farm vets

Minimum of 1 in 4 OOH rota

Enough motivated clients to warrant 
development of expertise

Trained support staff to deliver data 
management/ computer support/ vet 
support
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How far do you want to go?

Key area to 
get right!

Knowledge and 
training

Collaboration
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Create a 
plan!?……

Define the direction of the 
business.  What is possible?  What is 
practical?  Does the direction meet the 
needs of the prospective client base?

Create a business plan with SMART 
targets (Specific, Measurable, Achievable, 
Realistic and Time related).  Where does 
the practice see itself in 5 years’ time?

Implement the practical changes to 
make it happen.  This requires an 
effective team approach.
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u Collaboration with other practices/ consultants/ 
businesses to provide expertise/ meetings

u Merger with neighbours

u Sharing OOH rotas

u Creative use of part time workers

u Do what you do well-specialise in specific areas such 
as health planning

u Sale of farm practice and specialise in other areas!

What if my 
practice does 
not fit the 
perfect model?
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Typical 
Farm 
SWOT 
Analysis
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SWOT analysis 
changed with a 
larger/merged 
practice?
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Choices- which route is best?

Status quo Improve

Merge/ buy Sell

?
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Key 
Questions

What will your 
clients be 

demanding of you 
in 5 years time?

Does your current 
business model 

allow you to 
recruit, retain 

and develop the 
team to meet 
their needs? 

Is there a critical 
mass of work/ 

vets?

What options 
should I take? 
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Rate limiting 
factors…some 
of them

Critical number of clients willing 
to invest in the service

Critical number of vets allowing 
for development of an expertise 
pyramid and specialisation

Attitudes, aspirations and vision 
of the practice owners to commit 
to change and invest 
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Rate limiting 
factors…some 
more

Attracting and retaining 
experienced mixed vets

Retaining vets with less 
desirable working conditions 
compared to SA work
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Business 
structure -
Is your 
structure 
right

Ratio owners to earners

Profitable work & subsidised work

Margins

Fee income : Medicine income split

Acceptable margins medicines

Working practices 

Consistent Ethos, Strategies & Tactics
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Discuss in groups 
and agree the 
top 5 challenges 
to further  
developing Herd 
Health work?

Discuss in groups

5 minutes

Time, money, people, quality, 
skills, communications, 
marketing, teamwork, needs etc
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Top 5 challenges to developing a health 
orientated practice

0 5 10 15 20 25 30

Convincing clients

Time/ vet power

Getting paid for data

Demo progress

Sufficient clients

Getting team on board

Using expertise better

Top 5 challenges

Series 1
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Part 3. Solutions, 
Delivery and Plan
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The process 
of change

Market place 
Demands

Needs

Thinking
Structures

Planning

Delivery
Pricing

Techniques
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The process 
of change

Market place 
Demands

Needs

Thinking
Structures

Planning

Delivery
Pricing

Techniques

6/11/19pete.orpin@myhealthyherd.com Copyright



Understanding 
the Market 
Place
Demands and needs 
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Identifying
client needs 
and 
opportunities?

One to one 

Group work

Focus groups

Surveys

Meetings 

Research 
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What are your best ways to 
identify your clients  needs and 
motivate them to engage with 
HH/ pre-planned work? 

u In pairs
u2 minute challenge

uWrite them down!
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Best ways to engage farmers

u Ask them!

u Permission time

u Know your farmer/ client type

u Open questions

u Benchmarking

u Focus groups

u Proaction

u Use support staff to gather data

6/11/19pete.orpin@myhealthyherd.com Copyright



One to one- Open questions

When you think of cattle 
health what keeps you 

awake at night?

What do you think is the 
biggest opportunity to…?

How should we improve 
health in this area?
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One to one 
communication
“Big open” 
questions…

u What are your biggest herd 
health concerns?

u How could we work more 
effectively together to 
improve herd health and 
profits?

u How would you like to be 
charged for any health 
advice? What would work for 
you?
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uStatus quo 
generally prevails 
unless you do 
something 
different

u Do the same, get 
the same!
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Focus groups

INVITE A GROUP OF 
FARMERS TO 

DINNER

GET THEM RELAXED PRESENT PROBLEMS 
FOR SOLVING

ASK THEM FOR 
INPUTS AND IDEAS 
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Surveys: Do you have any major concerns 
about JD control?
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Peer to peer 
learning

u The best way to 
learn is through 
visual learning

u Seeing it work in 
practice

u Learning from peers
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In practice research% in calf@100 days
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Farm ID

%

Average =38%

Target> 45%

= herds with no 
structured health visits

2006

u Gathering data on risks/ 
outcomes

u Demonstrating what can 
be done

u Giving farmers 
confidence
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UK examples of changing 
needs of the market place
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Red Tractor and Farm 
Assurance

u Compulsory veterinary 
involvement of annual 
review for beef and 
dairy farmers

u Compulsory 
antimicrobial audits

u Health outcome 
measures

u Targets

u Action plans, reviews 
and priorities
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Milk processors 
and retailers

u Bespoke health plans for specific 
retailers with bonuses for achieving 
standards

u Dedicated supply pools for beef and 
dairy

u Red Tractor is viewed as the basic 
entry and superseded or augmented 
by retailer plan

u Payment for results
u Support for veterinary consultancy ( 
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Regulators

u Antimicrobial resistance concerns will 
increase need for vets to advise and 
control supply medicines more 
effectively 

u More testing, less use

u Increased vaccine use and preventive 
management

u EU legislation changes?
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Farmers and Vets

u Farmers drive more 
preventive approaches 
as herd sizes increase

u Vets trained to deliver 
proactive rather than 
reactive services
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What is the direction of travel?

u “Red tractor” Farm Assurance

u Milk processors

u Retailers

u Regulators

u Labs

u Breed societies 

u Farmers

u Vets
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Treatments/ 
interventions
/ “fire 
brigade” 
work

Antimicrobial 
use Surveillance

/ Testing/ 
Monitoring

Advice/ 
Health/ 
Training/
Preventive 
and best 
use 
medicine 
approaches

Increased regulation, more 
complexity, more bespoke 
health schemes/ standards
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The process 
of change

Market place 
Demands

Needs

Thinking
Structures

Planning

Delivery
Pricing

Techniques
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“Ethos 
always 
trumps 
strategy”

Ethos, Vision, Values, 
Behaviors 

Strategy- broad direction

Tactics- detailed tasks
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u Our Mission Statement

u “Ensuring your herd’s health builds your success.”

“Making health pay”
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What do I need to develop a 
health management program for 
my farmers

Knowledge

• Committment and investment
• Training and knowledge transfer

Tools

• Health Planning/ Reporting system
• Data analysis 

Delivery

• Resources ( staff/ kit/ marketing)
• Improved health and profits
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Categorise 
clients 
through 
customer 
focussed 
approaches

Define customer need

Provide customer focussed 
solutions

Differentiate and 
Focus

By species
Farm type
Size
Smallholders & hobby 
farmers

6/11/19pete.orpin@myhealthyherd.com Copyright


