








Complete a
PESTLE
analysis for
the Canadian
Farm Vet
sector?
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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

Politicians

Access to markets
Quota

Activism
Technology

AMR/ Welfare

Climate change

vV Vv v v v v.Y

Methane production from cows
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Communication

Common Continuing
Vision Education
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Essential
ingredients
for successful

health
orientated
practice
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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



How far do vou want to go?

Collaboration

Knowledge and

) ) training
Preventive services

Key area to
get right!
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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 Create a business plan with SMART

targets (Specific, Measurable, Achievable,

' ? Realistic and Time related). Where does
p la n 5 eesese 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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» Collaboration with other practices/ consultants/
businesses to provide expertise/ meetings

Merger with neighbours What ]f my
Sharing OOH rotas praCtice dOeS
Creative use of part time workers nOt f -It the
Do what you do well-specialise in specific areas such

perfect model?

as health planning

vV v v Vv

» Sale of farm practice and specialise in other areas!
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Typical
Farm

SWOT
Analysis

pete.orpin@myhealthyh

Strengths

Weaknesses

" Experienced farm vets
Good reputation
Well established
Committed clients

No new farm partners
Integrating new vets

Lack of expertise with new computer programs

Knowledge gaps
Retention of farm vets

Opportunities

Threats

Improve marketing

Expand health planning/preventive programs
Join a buying or marketing group
Consultancy advice

Develop links with consultant
practices/universities

Better training and CPD to help retain staff
Gain new clients due to good reputation and
service

More services to larger clients

Merge with neighbouring practice
brd.com Copyright

Declining client numbers
Reduced livestock farmers
Fewer larger clients
Maintaining at least 3 farm vets
Increased competition
Deregulation e.g. TB testing
Changes to medicine regulation
Internet pharmacy

Farm economics

Global competition

Specialist consultancy farm practices
6/11/19




SWOT analysis

changed with a
larger/merged
practice?
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Strengths

Weaknesses

Experienced farm vets

Good reputation

Well established
Committed clients

No new farm partners
Integrating new vets

Lack of expertise with new computer

programs
Knowledge gaps
Retention of farm vets

" Opportunities

Threats

Improve marketing

Expand health planning/preventive programs
Join a buying or marketing group
Consultancy advice

Develop links with consultant
practices/universities

Better training and CPD to help retain staff
Gain new clients due to good reputation and
service

More services to larger clients

Merge with neighbouring

practice

Declining client numbers
Reduced livestock farmers
Fewer larger clients

Maintaining at least 3 farm vets
Increased competition
Deregulation e.g. TB testing
Changes to medicine regulation
Internet pharmacy

Farm economics

Global competition

Specialist consultancy farm practices
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Choices- which route is best?

Status quo Improve

Merge/ buy Sell




Key

Questions
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Does your current
business model
allow you to
recruit, retain
and develop the
team to meet
their needs?

What will your
clients be
demanding of you
in 5 years time?

Is there a critical
mass of work/
vets?

What options
should | take?



Rate limiting

factors...some
of them
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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



Attracting and retaining
Rate limiting experienced mixed vets

factors...some

Retaining vets with less
desirable working conditions
compared to SA work




P o——

Business
structure -
IS your
structure
right
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Discuss in groups

Discuss in groups
and agree the
top 5 challenges
to further
developing Herd
Health work?

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

Top 5 challenges

Using expertise better Il
Getting team on board
Sufficient clients
Demo progress
Getting paid for data

Time/ vet power

Convincing clients

0O 5 10 15 20 25 30

m Series 1
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Part 3. Solutions,
Delivery and Plan
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Demands

HB’HE Market place

Needs

\

The prOCeSS 9 Thinking it;l;i::;es
of change
\
29 Delivery 'IID':cCti:?ques
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Demands

HB’HE Market place

Needs

\

The prOCeSS 9 Thinking it;l;;::;es
of change
\
29 Delivery 'IID':cCti:?ques
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Understanding
the Market
Place

Demands and needs
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One to one

o Group work
ldentifying
client needs Focus groups
Surveys

Research




pete.orpin@myhealthyheFa%som‘-c_opyrig o

¥ L A s
"""

L% . »Inpairs
<77 » 2 minute challenge

What are your best ways to

identify your clients needs and
motivate them to engage with
HH/ pre-planned work?

» Write them down!
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Best ways to engage farmers

Ask them!

Permission time

Know your farmer/ client type
Open questions

Benchmarking

Focus groups

Proaction

vV Vv v v v v.Y

Use support staff to gather data
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One to one- Open questions

w o &

When you think of cattle What do you think is the How should we improve
health what keeps you biggest opportunity to...? health in this area?
awake at night?
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» What are your biggest herd
health concerns?

» How could we work more
effectively together to

One to ope . improve herd health and
communication profits?
“Big Qpen” » How would you like to be

! charged for any health
questlons... advice? What would work for

you?
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ig the same thing over and
‘over again and expecting
different results.

= :
ch ¥ o [ -
~ <’ -M‘ri'w-
:

» Status quo

generally prevails
unless you do

something
different

» Do the same, get
the same!
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Focus groups

Q@ O O

INVITE AGROUP OF  GET THEM RELAXED = PRESENT PROBLEMS ASK THEM FOR
FARMERS TO FOR SOLVING INPUTS AND IDEAS
DINNER
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Surveys: Do you have any major concerns
about JD control?

Answer Choices v  Responses

~|__Tests are confusing and not effective enough to be useful 22.19% 79
«  Controlling JD is too difficult to practically apply in dairy herds 5.34% 19
L__Additional culling for JD is too expensive | 17.70% 63
+ Not enough labour or time to apply the controls effectively 11.24% 40
+] Insufficient buildings to segregate high and low risk cows at calving 37.64% 134
+  Not aware of what is required to control JD in my herd. Need more information 2.25% 8

No concerns. Have got a plan and am happ

Total Respondents: 356

47.75%
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Peer to peer
learning

» The best way to
learn is through
visual learning

» Seeing it work in
practice

» Learning from peers

pete.orpin@myhealthyherd.com Copyright
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% in calf@100 days In practice research

Gathering data on risks/
outcomes

Demonstrating what can
= herds with no o be done

structured health visits

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

UR,
>~ xedTl’ﬂCtO';ro . » Compulsory veterinary
ssurance ror rarms involvement of annual

Dairy Scheme review for beef and

dairy farmers

Procedures for Health » Compulsory
priorities and performance . . .
antimicrobial audits

The Park
Veterinary Grou
Famn tamer Po e » Health outcome
:IH@:WW Rt measures
Dairy 14/01/2013
Health Priorities e dm 1TRAET > Targets
Observation Key actions
T et a0 Zﬁﬁmﬁﬁmm,:ﬁi"mﬁ » Action plans, reviews
R Fareirmvn losss s ko Etsr and priorities
Mastiis | Seek to reduce the » Reduce stocking rates in pre calving area with target
dry period and of 12m2 per cow

perinatal mastitis risks | -Use Orbeseal on all cows
+Bed transition cows up 4 times weekly as minimum

Infertility Ophmzefemg‘yd = Aim for more than 60% cows served at 80 days

-Maximise the number of lame free cows entening
cows conceiving of service window
eligible ~Monitor fat protein ratio/ maximise DMI in fresh calved
cows

Lameness | Lameness risk is hs » Mobiity score the cows on a monthly basis

as cows are -Identify score 2 cows for treatment

pete.orpin@myhealthyperd.cont@eyghpisthe year | -Maintain foot care program as defined in action plan 6/11/19

Youngsto |Reduce losses in = 3 litres of colostrum amunmdbdlnewbomcdves
ck youngstock -Maxlmse hygiene in pens with disinfection between

BV? Vldwn




Milk processors
and retailers

>

Bespoke health plans for specific
retailers with bonuses for achieving
standards

Dedicated supply pools for beef and
dairy

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

Payment for results
Support for veterinary consultancy (

«-28.L00p,.Sainsbury, Tesco etc)

TESCO realfood

Home Recipes Meal planner

New articles Our brands Our approach

Home Our food > The Nurture Scheme

The Nurture Scheme

\

Arlagarden

ML

6/11/19




The National Johne’s Management Plan

Create a written
Johne’s Disease
management plan

Create a bespoke management plan
based on one of the NJMP six strategies

Know your Johne’s
Disease status

Know your Johne’s
Disease risks

Discuss with your herd vet, the best

option for your farm: 30 cow screen,

whole herd screen, clinical history or
cull screen

Carry out a structured risk assessment
with your BCVA Accredited Johne's
Veterinary Advisor

By 31st October 2018 all farmers supplying purchaser members of the NJMP will need
to have undertaken to assess their risks and herd status and, put a written Johne’s
disease management plan in place and co-signed a declaration of compliance with
their BCVA Accredited Johne’s Veterinary Advisor
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Regulators
Commission

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

» More testing, less use

» Increased vaccine use and preventive
management

» EU legislation changes?
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RISING RESISTANCE

Farms in the United States have seen an alarming
rise in Salmonella’s resistance to ceftiofur.

M1997 M 2009

Chickens
Turkeys-

0 3 6 9 12 15
Salmonella strains isolated at slaughter
that were resistant to ceftiofur (%)
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Farmers and Vets

» Farmers drive more
preventive approaches
as herd sizes increase

» Vets trained to deliver
proactive rather than
reactive services

pete.orpin@myhealthyherd.com Copyright
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What is the direction of travel?

» “Red tractor” Farm Assurance

» Milk processors

» Labs

» Breed societies
» Farmers

» Vets

Department
for Environment
pete.orpin@myhealthyherd.com Copyright FOOd & Rural Affalrs

» Retailers =
» Regulators oo, ]l The Nurture Scheme

Arlagarden



Treatments/
interventions
/ “fire
brigade”
work
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Antimicrobial
use

Surveillance
/ Testing/
Monitoring

Increased regulation, more
complexity, more bespoke
health schemes/ standards

Advice/
Health/
Training/
Preventive
and best
use
medicipe




Demands

HB’HE Market place

Needs

\

The prOCeSS Q Thinking FS)t;l:;t]:;es
of change
\
29 Delivery 'IID':cCti:?ques
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Ethos, Vision, Values,

Behaviors
“Ethos

always
trumps
strategy”

Strategy- broad direction

/ Tactics- detailed tasks
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JOE LOEWITH & SONS LTD.
WE WILL PROFITABLY PRODUCE A WHOLESOME\AN D .
NUTRITIOUS PRODUCT THAT THE MARKETPLACE DEMANDS.

WE WILL MEET THE NEEDS OF EVERY COW, EVERY DAY.
- ANIMAL WELFARE WILL BE OF PARAMOUNT IMPORTANCE.

DEVELOPMENT OF ALL INDIVIDUALS INVOLVED.

WE WILL ENDEAVOUR TO PROTECT AND IMPROVE THE e
ENVIRONMENT, LEAVING IT BETTER FOR FUTURE GENERATIONS.

7

2

.7 'WE WILL ENCOURAGE AND FOSTER THE GROWTH AND
7

5

WE WILL BE POSITIVE CONTRIBUTORS TO THE
pete.orpin@myheal opyright g 4
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THE 5 LEADERSHIP VALUES AT MARS

Quality Responsibility Mutuality
The consumer is our  As individuals, we demand A mutual benefit is a
boss, quality is our total responsibility from shared benefit; a
work and value for ourselves; as associates,  ghared benefit will

we support the

jilelalg Bleelg cct responsibilities of others. el
Efficiency Freedom
We use resources to the full, We need freedom to shape our

waste nothing and do only what future; we need profit to remain free.
we can do best.

Watch the full story about this framewark on my YouTube channel © Dan Crontor 2017 « pan of my vdeo senes about untque company panapies and culture



MITCHELL
Veterinary Services

PauLy
Veterinary Clinic myhealthyherd
» Our Mission Statement “Making health pay”

» “Ensuring your herd’s health builds your success.”
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“To provide leadership and excellence in the production and marketing of Canadian milk”.

Mission Statement

Vision Statement

“A dynamic profitable growing Canadian dairy industry”.

DFO Core Values

At DFO, we also have a set of core values that guide our behaviour, underpin our operational activity and focus us as
an organization. They include:

+ Leadership - We lead by committing to continuous personal and organizational development.
* Trust - We create, build and maintain trust by being honest, open and transparent.

« Respect - We listen, accept differences and work together.

« Integrity - We are consistent in our actions and values.

« Teamwork- We help each other succeed through collaboration.

« Fairness - We ensure equitable application of rules and benefits.

« Accountability - We hold ourselves and each other responsible for delivering results.
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What do | need to develop a
health management program for
my farmers

« Committment and investment
a4 e Training and knowledge transfer

\
e Health Planning/ Reporting system

e Data analysis

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

\

Provide customer focussed
solutions

\

By species

Differentiate and Efzrem type

FOCUS Smallholders & hobby

rrrrrr
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