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Here is more great
business education from
the 2015 EBMS meeting.

Brought to you by Vets First Choice

By Kimberly S. Brown

T

he 2015 Equine Business
Management Strategies (EBMS)
meeting marked the 10th year of
veterinarians and their practice
managers gathering to learn
more about how to be more successful as
individuals and as equine veterinary businesses. We covered some of the content of
this meeting in the 2015 Winter edition of
EquiManagement magazine, and that information was brought to you by Vets First
Choice (http://www.vetsfirstchoice.com/).
This same sponsor is bringing you another
round of information you can use in your
practice from the 2015 EBMS meeting.

The Power of We
Monty McInturff, DVM, one of the founders of Tennessee Equine Hospital, http://
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We

www.tnequinehospital.com/ spoke about
how building a successful team will make
your practice healthier financially and will
help it become a better place to work.
McInturff said that We = Team in an
equine veterinary practice (or any business). He said there is power in “we” if we
understand how teams function for success
and know how to set goals to encourage
teams to move forward [progress].
One tool that McInturff mentioned is
the DISC profile. This is a behavior assessment tool that many businesses use to
help them construct teams that work more
efficiently together and to ensure that one
personality type isn’t dominating a team.
D = Dominance
I = Influence
S = Steadiness

C = Compliance
McInturff used the example of putting on a party at work as one way to
describe how these DISC individuals
function on the team.

The D says:
• Party? That sounds like fun. I know just
how to organize a party.
• I will make a list and assign each of
you jobs, and we will make it happen.
• I can plan a great party!

The I says:
• Party? Sounds amazing!
• I’m in and will help to make it happen.
• If we all work together this will be the
best party ever.
• Everyone will want to come to our party!
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The S says:
• Party, what’s the purpose?
• I like parties, but we must have a theme.
• I’m concerned we might not invite the
right people.
• I’m sure the party will be a hit, but I’m
concerned about leaving someone out.

The C says:
• Party, are you sure?
• I will help, but I must see the budget first.
• I’m concerned we don’t have the
money for a party.
• I will come to the party, but I feel our resources could be used better elsewhere.
Monty further explained each of the
DISC profiles with these descriptors:

“D”
Direct
Results driven
Firm
Forceful

“I”
Influencers
Outgoing
Lively
Optimistic
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“S”
Steady
Even tempered
Accommodating
Tactful

“C”
Conscientious
Private
Systematic
Editor’s note: You can find many
free and paid DISC assessments on
the Internet. It is interesting to have
each member of your team take the
DISC assessment and look at the type
of team you have built. If you have too
many of one type, then generally you
won’t be as successful as if you had a
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balanced portfolio of personality types.
All are necessary, and learning to use
the right people in the right job can be
helped by knowing more about their
basic tendencies.

How to Build a Successful
Team
McInturff said that your business has
to be “known for something,” and you
have to decide what that is. Once you
know, you “need to get the right people
on the bus, encourage them, empower
them, be willing to work yourself, and
embrace opportunities.”
“You have to believe on the brand to
be part of the team,” stressed McInturff.
“If you have someone who won’t be part
of the team, manage them out of a job.”

How teams function for
success
McInturff said leaders have to remember
the three Cs for teams:
• Communicate
• Change
• Celebrate
He stressed that communication is
key. He said you had to build a practice where the staff feels like they have
a part in the success and failure of the
business.
Ways to destroy a team:
• These are my clients.
• This is the way I do it.
• I do not have time for meetings.
• I make my own schedule.
• The practice is full of individual players.
On the other hand, ways to build a
team is to have everyone feel like:
• These are our clients.
• This is the way we do it.
• We have meetings to get on the same
page.
• We build the schedule to support the team.
• We are team players.

Accept Change
“I people struggle with this concept,”

said McInturff. “Building a team culture is
something that happens every single day.”

Celebrate the Wins
McInturff posed this question: What kind
of people enjoy the celebration?
He said you need to have the people
“on the bus” (or in your business) who
enjoy the celebration, and that allows the
team grow stronger.

Traits of a Successful Team
McInturff outlined what he believes are
the traits that make up a successful team:
• The team shares common beliefs.
• The team has an organization of skills.
• There is leadership at all levels with
leaders who lead by example.
• The team is dedicated and ready for
change.
• The team is always trying to build their
network.
• The team values loyalty.
• The team has fun!
HOMEWORK: Set goals for your
team to get it or keep it moving forward. That should include setting
individual and team goals. You might
consider having all members of your
team take a DISC profile to see how
your team is made up.

LEADERSHIP AND TEAMS
Whitney Hischier, a lecturer at the Haas
School of Business as well as an international executive education consultant and
business coach, spoke on several topics
during the 2015 EBMS. One area she
touched on was leadership innovation
and motivation.
She recommended a Dan Pink video
on Ted Talk on motivation, which stated:
“There is a mismatch between what science knows and what business does.”
He said the new innovation based on
science isn’t based on sticks and carrots,
but on autonomy (“the desire to direct
our own lives”), mastery (“the desire to
get better and better at something that
EquiManagement.com
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matters”) and purpose (“the yearning to
do what we do in the serving of something larger than ourselves”).
Pink said, “These are the building
blocks of an entirely new operating system for our businesses.”
Homework: I highly recommend
you—and any partners or managers you
have—spend the 19 minutes it takes to
watch this video! https://www.youtube.
com/watch?v=rrkrvAUbU9Y
Or watch a whiteboard animation of
the same talk. https://www.youtube.com/
watch?v=u6XAPnuFjJc
Hischier stated that the elements of an
innovative leader are:
• Builds and retains trust
• Leverages networks and alliances
• Identifies and understands stakeholders
• Builds diverse teams
• Knows how to motivate

mistakes,” she
concluded
She said in
building strategic partnerships or teams,
building and
retaining trust
are important.
HOMEWORK:
Go take the
https://trustsuite.
trustedadvisor.
com/. Jot down
your biggest
strength, your biggest opportunity for
improvement, and ignore your overall
“trust quotient.”
She put forth what she called The
Trust Equation

Trust and Motivation

Trust = Credibility + Reliability + Intimacy
Self Orientation

Hischier reiterated what Pink said in his
Ted Talk presentation, that what motivates individuals and teams are autonomy, mastery and purpose.
“What would help bring these to life in
your organization?” she asked the group
in attendance at EBMS.
She noted that purpose is directly tied
to vision, and asked whether that notion
excited the individuals.
“People go into equine veterinary
medicine because they like autonomy,”
she stated. “Then you get people working for you, so how do you balance the
type of person attracted to the industry
with the need to manage an organization and create a team?
“If you have to manage people it’s like
parent/child and is not a good situation,” she continued. “It takes a lot of
your time, and they know someone is
going to be looking over their shoulder
so they don’t do their job as well.
“The balancing act in management is
how do you give people autonomy and
let people make decisions without major

She read this as: Trust = credibility
+ reliability + intimacy (know a person
beyond their professional goals) divided
by self-orientation (the more you see
the world through yourself; if this is high
then trust will be low).
She defined the elements of the trust
equation this way:
Credibility – “Can I help others
understand, thing through and solve the
problems they are facing?”
• Relevant expertise/experience built from
similar and analogous situations
• Analytical or problem solving (including
asking the right questions)
• Perspective on how to move the process
forward
Reliability – “Do I keep promises
(deadlines, appointments, etc.) to others
and follow through with action?
• Consistency between what is said and
body language
• Consistent and dependable behavior
• R epeated linking of promise to
delivery
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Intimacy – “Am I willing to explore
the boundaries of emotional intimacy
with others?”
• Empathy and willingness to talk about
difficult agendas
• Emotional closeness with the issues at
hand
• Ability to go from the professional to
the personal agenda where appropriate
Self-Orientation – “To what extent
is this relationship about me, or about
others?”
• Degree of focus on self and own
agenda rather than on other
• Willingness to truly understand the
other person
• Ability to be generous and give and take.
In continuing to talk about building
strategic partnerships and teams, she
suggested a quick Enneagram Institute
assessment.
HOMEWORK: Take the Enneagram
Institute assessment and consider if other
members of your team should do the
same. https://www.enneagraminstitute.
com/rheti-sampler/#.VINMmjHF-Ts
Editor’s note: The idea behind getting
to know the “types” of people you have
working for you is to help you leverage
the diversity of your team. It also helps
you understand what kind of people you
are hiring and what motivates them. If
you find you have hired all the same type
of people, then your team won’t function
EquiManagement.com
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“If you judge a fish by its ability to climb a tree, it will live its whole life
believing it is stupid.” You must recognize and utilize each individual's
talents to make your team better.
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as well and you should assess why you
are doing that in your hiring.
Following is information that Hischier
shared about the Enneagram types.

Enneagram
#1 The Perfectionist. This person
cares about the end process and is very
attentive to detail. They have high standards. They can be accused of micromanaging. Others don’t want to live up
to those high standards. Perfectionists
will hold the group to task.
#2 The Helper. These people thrive
off of helping other people. The downside is they can fall into the martyr syndrome and get bitter, tired and worn out.
#3 The Achiever. This is the “get shit
done” type. Superheroes. Flexible. No job
is too small. Workaholics. They are known
to pick work over relationship. They have
high standards and expectations for the
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team and run over the team and do it for
them if team isn’t moving quickly enough.
#4 The Individualist. These are the
artistic types. They are “super” individual,
self-oriented, artists, designers, and the kind
of people you see on a stage. They bring a
unique perspective. They can be difficult to
work with, and she thinks they are not appropriate for veterinary medicine.
#5 The Investigator. This is the
logical, rational person. They are good at
solving problems on their own. They have
low “emotional intelligence” because care
more about data than people and the
relationships around them. These people
are often found in engineering, science
and math industries. They are brilliant
problem solvers. It is good to have them
on the team, but you should balance
them with people on the emotional side.
#6 The Loyalist. It is fantastic to have
one of these on a team. They will stick

with you through thick and thin. These
would be the horse herd sentinels. They
are very anxiety based and are looking
for potential danger to address or ward
off. We need them or we have blind spots
in our work. It is not easy being a 6.
#7 The Enthusiast. These people are
a lot of fun and can be exhausting. Most
entrepreneurs can be 7s. The love ideas
and are constantly coming up with new
ones. They are great at ideas, but sometimes find it difficult to execute. You should
pair this person with #3 The Achiever. A
lot of CEOs is and COOs are #7. They
are tough to manage. They often are
found in business development and sales.
You have to have regular check-ins because their vision might not be reliable.
#8 The Challenger. This is the leader
personality. They walk in the room and
take over. They get anxious if someone
isn’t in charge. They have vision. They
want to protect their people and watch
over the team. They can be overbearing,
and they don’t listen to others very well.
#9 The Peacemaker. It is important
to have one of these in your group. They
make sure everyone gets along. They keep
the karma good. The challenge is that they
are often ignored. They are the underlying glue that keeps the team together, but
they are often ignored. Make sure they get
recognized. They can fade into woodwork.

Why Strengths-Based?
Hischier quoted the saying: “If you judge
a fish by its ability to climb a tree, it will
live its whole life believing it is stupid.”
“As a leader and manager, select
people and place them where they can
use their strengths,” advised Hischier.
EquiManagement appreciates Vets First
Choice for allowing us to bring this content to you. For more information about
Vets First Choice visit http://www.vetsfirstchoice.com/. For more information about
Equine Business Management Strategies
(EBMS), visit http://www.equinebusinessmanagement.com/.
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