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AvA Redig, dvM, MBA

C
ongratulations on beginning 
down a fulfilling path in veteri-
nary medicine! While you work 

toward a career in equine health 
care, remain aware of the cost of 
your education, particularly with 
the added constraints of our current 
economy.

The percent increase in tuition 
from 2010 to 2012 has reached 

the double digits for both in-state 
and out-of-state tuition (Larkin, 
2012). Veterinary class sizes have 
 continued to increase as well, with 
some schools adding 20 or more 
slots within the past three years. 
This all comes at a time when vet-
erinary job availability— especially 
in the equine sector—and start-
ing salaries have decreased and 
become stagnant due to the 
 recession. 

Facing the Numbers
Students that graduated in 2011 

face average debt loads of $142,613 
(Larkin, 2012), up 6.5% from the 
previous year’s average student debt 
of more than $133,000 (source: 
AVMA). This amount works out to 
approximately $1,641 per month, 
when put into a financial aid 
calculator for the standard repay-
ment plan, with a 10-year payoff 
at 6.8% interest. Even an extended 
repayment plan over about 30 years 
at the same interest rate costs the 
graduate approximately $930 per 
month. Income-based repayment 
options permit extended repayment 
with graduated monthly amounts 
based on salary. 

The chart on this page illustrates 
important salary considerations, es-
pecially to those entering the equine 
profession, when considering the 
above values.

Entering (and remaining 
in) equine practice presents an 
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 exceptional challenge for recent 
graduates. It is almost an unspoken 
rule for most of these individuals 
to complete an internship. Such 
a position is valuable for gaining 
experience and enhancing the skills 
needed for this profession; however, 
it does represent some additional 
financial sacrifice, especially because 
internship deferment as a standard 
rule is only available for graduates 
completing academic internships, 
not those in private practice. While 
a 2008 American Association of 
Equine Practitioners study found 
that graduates completing intern-
ships often received higher salaries 
than those who did not, there was 
still a three- to five-year span when 
equine associate practitioner salaries 
were $45,000 to $60,000. The aver-
age starting salary for a new gradu-
ate not completing internships/resi-
dencies was $66,469 in 2011 (Larkin, 
2012), which is accurate for the com-
panion animal world but higher than 
starting in equine practice.

Possible Solutions 
Here are some ways you can 

become an advocate for change, 
helping the industry find solutions 
to this growing imbalance between 
student numbers to debt load to job 
availability to salary. 
1.  Develop an understanding of exist-

ing partnerships between private 
practice, industry partners, and 
universities. Could each group 
offer something more to help 
further offset the costs of educa-
tion and promote job availability 
thereafter? Serving in the military 
is one way students can pay for 
much of their debt depending on 
the length of their commitment. 
Another alternative is seeking 
admission to U.S.- accredited 
veterinary colleges that have lower 
tuition rates, such as the Universi-
dad Autonoma de Mexico. 

2.  There need to be more immediate 
salary benefits for those who have 

completed internships. A valuable 
internship is proven to increase 
long-term earnings, but the sacri-
fice of a year’s better income must 
be weighed carefully. Finding a 
fair balance for a base salary plus 
commission might help a newly 
graduated associate who’s com-
pelted an internship be financially 
stable enough to stay within the 
profession. This helps them af-
ford the loan payments but also 
motivates them toward practice 
growth. It can take three to five 
years to build a sufficient client 
base that can support the ulti-
mate goal of a sole  commission. 

3.  The government has become 
involved with trying to offset 
problems created by the cost of 
education. One example of this 
is the National Veterinary Medi-
cal Service Act designed to pay 
veterinarians additional income 
directly toward their student loans 
for working in rural areas (and, 
generally, working on livestock 

 production animals) in need 
of veterinary care. Many states 
possess similar programs and/or 
receive funding from the national 
program. And as recently as 2004 
it was possible to consolidate one’s 
loans to a 3% interest rate. Could 
this be plausible once again? How 
about renovation of the deferment/
forbearance options by either 
offering extended forbearance 
opportunities or even changing 
the requirements for economic 
forbearance? Income-based repay-
ment might be a solution for some, 
but it is not necessarily attractive 
to all due to the length of term and 
recent adjustments. There are also 
some qualifications to meet.
There is no single solution to 

your student debt, so you must take 
a comprehensive approach in order 
to achieve a state of balance.  

ava redig, DVM, MBa, is an equine 

practitioner with Stillwater Equine  

Veterinary Clinic, in Stillwater, Minn.

  Tips for Students and New Grads

1.  Be familiar with your debt amount and have detailed plans to manage it. This might 
include developing creative and alternative income sources while in veterinary school.

2.  Develop a personal budget and stick to it.
3.  Follow the job market, especially for the regions and employment type you seek. 

Develop practical strengths during veterinary school through electives, externships, 
and through student chapters of the AAEP, and other group  opportunities. 

4.  Research and apply for all the scholarships and grants available through your school 
and a wide variety of other sources. 

5.  Helpful websites include, but are not limited to:
■ www.aaep.org Check out scholarships specifically for equine veterinary students, 

learn about “Avenues” if an internship is in your future, and check out the career 
center to stay abreast of what jobs are available and where.

■ www.finaid.org This site has loan calculators, and information on scholarships, esti-
mating your education costs, and more.

■ www.ncvei.org This site offers a personal budgeting tool, a resource center full of 
current information for students and graduates, and more.

■ www.avma.org Check out the Student AVMA section and the Student Financial 
Resources page.

■ www.graduateleverage.com This site was developed with the purpose of helping 
students manage their debt. It includes advisory services to help you choose the 
best options for repayment. 

■ www.vbma.biz This is the national site, so check with your chapter VBMA for 
educational meetings regarding financial planning. The national site produces we-
binars with Graduate Leverage and also a offersvariety of scholarships for current 
members.

“There need to be more immediate salary benefits for those  
who have completed internships.”
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“My love of the outdoors and the 
people associated with the horse 
industry and agriculture in general 
pushed me to veterinary medicine,” 
he explained.

Now, the 33-year-old member of 
Texas A&M University’s Department 
of Veterinary Medicine and Biomedi-
cal Sciences class of 2013 is focusing 
his equine studies on learning all he 
can about lameness and furthering 
the fight against laminitis. 

“As a farrier, I have been tremen-
dously frustrated by this disease 
for both the horse and its owner,” 
Fleming said. “There is so much we 
don’t know but more knowledge is 
gained every day through research 
and implementing therapeutics. I am 
hopeful that one day there will be a 
cure for this devastating disease.”

Additionally, Fleming is involved 
with the Student Chapters of the 
American Association of Equine 
Practitioners, Bovine Practitioners, 
and the Society for Theriogenology. 
One of the projects he’s currently ex-
cited about is an equitarian trip he’s 
taking for eight days this fall to Gua-
temala, through the Texas Equine 
Veterinary Association. There, he 
and other equitarians will help 
people who rely on equids for their 
daily survival by treating the animals 
and teaching owners about care.

“I am especially excited about 
promoting and assisting with proper 
hoof care,” Fleming said. “As a Ma-
rine in Iraq, I often wished I could 
have taken the time to help horses 

and donkeys that were neglected and 
worked beyond their limits. I hope 
this trip will be the first of many for 
me and my peers in helping those 
who don’t have the veterinary luxu-
ries found in our country.”

Back stateside, one of Fleming’s 
impactful experiences has been his 
time spent as an extern with Rood & 
Riddle Equine Hospital, in Lexing-
ton, Ky., where he will return for 
another stint in October.

After graduating Fleming intends 
to concentrate on equine podia-
try and lameness. First, however, 
he wants to focus on becoming a 
quality all-around equine veterinar-
ian. “I think being well-rounded is 
paramount to (building) a successful 
future specialty practice working 
with performance Quarter Horses.”

Outside the clinic Fleming spends 
time with his high school sweetheart 
wife and infant daughter.

Scott Fleming

StudentSpotlight
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P
art farrier, scholar, Ma-
rine, and family man, 
Texas A&M veterinary 

student Scott Fleming hopes 
to makes strides in podiatry 
once he’s an equine practitio-
ner. Originally from North-
east Texas, Fleming grew up 
around horses and was riding 
before he could walk. His par-
ents later raised and trained 
Western pleasure Quarter 
Horses on their farm. Upon 
graduating from Linden-Kil-
dare High School in Linden, 
Texas, Fleming enrolled in 
farrier school and has been 
practicing farriery since, with 
the exception of four years 
serving in the Marine Corps 
Infantry. However, he always 
had been interested in either a 
veterinary or human medicine 
career.

“ Explore opportunities to 
network and participate in or-
ganized veterinary medicine 
outside the vet school.  I have 
had amazing opportunities to 
learn from and network with 
so many great veterinarians 
and industry professionals 
by being involved beyond the 
classroom.”

Advice
TO his PEERs

Internships and externships do not have to be at large hospitals 
to be positive experiences. Quality time at smaller practices with 
fewer students can be just as rewarding.
— Armon Blair, DVM, Ocala Equine hospital 

Words TO LiVE By
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E
quine practitioners are constantly 
faced with diagnostic challenges. 
However, very few practitioners 

take the time to diagnose the health 
of their business. Good business and 
good medicine must work cohesively 
for practices to truly succeed. One 
important component of good busi-
ness and client service is to under-
stand and implement an effective 
services marketing plan.

Whether you plan to open your 
own practice after graduation or 
join an established multiveterinarian 
clinic, adapting a service marketing 
plan can help ensure you provide the 
services your clients want.  

Marketing Veterinary Services
Services marketing involves seven 

Ps: Product, price, promotion, place, 
participants, physical evidence, and 
process. When marketing veterinary 
services, consider all seven: 
■  Determine the service products 

horse owners want;
■ Set the price for those services;
■ Promote those services;
■  Determine where those services 

will be offered (in the field, in the 
clinic, at the racetrack, etc.);

■  Manage the participants (clients 
and staff); and

■  Provide evidence of  these services.
■  Control the service process through 

procedures and flow of activities.
Of all the Ps, one of the most 

important is product, and in vet-
erinary medicine your product is 
services. Use the extended Service 
Quality (SERVQUAL) Gap Model to 
provide the services clients want at 
the level of quality they expect. The 
ultimate goal is to create a positive 
relationship between service qual-
ity, customer loyalty, and perceived 
service value. 

SERVQUAL measures five dimen-
sions of service quality:
■  Reliability The ability to perform 

the desired service dependably and 
accurately;

■  Assurance Employees’ ability 
to convey confidence and gain 

trust through knowledge and 
 compassion;

■  Tangibles Appearance of personnel, 
facilities, and  equipment;

■  Empathy The considerate, individ-
ual attention the practice provides 
its clients; and

■  Responsiveness The willingness to 
help clients by providing prompt 
response and service.
One easy way to apply the 

SERVQUAL method to any veteri-
nary practice is to develop a survey 
focusing on SERVQUAL’s five dimen-
sions (see charts). The practice can 
develop the initial questions, but 
the questions are most effective if a 
small focus group of clients reviews 
them prior to distribution to the 
complete client database. 

Administer these questions in 
three forms to help clinics under-
stand their clients’ zone of tolerance 
for service: minimum expectation of 
service; desired level of service; and 
current performance of service.

Additionally, asking clients to 
distribute 100 points between the 
five SERVQUAL dimensions helps 
practices understand the level of im-
portance clients give each  dimension/
category (see charts).

Using the Results
Using the extended SERVQUAL 

Gap Model, clinics can determine, 
based on survey  results, if their prac-
tice provides what their clients want. 

This method requires practices to ask 
the following questions for each of 
the five gaps: 
■  Gap 1: Did we know what they 

wanted? 
■  Gap 2: Did we design our practice 

to deliver what they wanted?
■  Gap 3: Did the practice function to 

deliver what they wanted?
■  Gap 4: Did we deliver what they 

wanted based on promotional 
information?

Any one of the above gaps and/or a 
combination of the above leads to 
Gap 5: the difference between the 
service clients expect and what they 
perceived the service to be.

Implementation 
By using an online survey service, 

the practice can keep all feedback 
anonymous, which might increase 
the integrity of the answers. 

Practices should strive to exceed 
client expectations in all categories; 
especially those where clients des-
ried higher levels of service based on 
their responses. 

Service quality evaluation should 
not be a “one-and-done” solution and 
can’t be implemented by an impartial 
team. Service quality evaluations 
must be part of an ongoing strategy 
enforced by all team members, from 
the interns to the practice owners. 

Joe Manning, DVM, MBa, is a Veteri-

nary Technical Services Manager with 

Merck Animal Health.
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What Clients Want
Joe MAnning, dvM, MBA

Reliability
ResponsivenessAssurance

Empathy
Tangibles

Chart 2: Sample Allocation SurveyThe sample survey below reveals the level of importance clients place on 

SERVQUAL’s five dimensions. When cross-referenced with the SERVQUAL 

survey, practices can determine if  they are exceeding or falling short of client 

expectations in the categories they value most.  

Please allocate a total of 100 points among the five features, according to each 

feature’s importance—the more important a feature is to you, the more points you 

should allocate to it. Please ensure that the points you allocate to the five features 

add up to 100. These results provide additional focus for quality improvement 

initiatives.

1. The practice’s ability to perform veterinary medicine dependably and accurately.

_______________  points

2. The practice’s ability to help clients and provide prompt service.

_______________  points

3. The practice’s knowledge and courtesy and their ability to communicate that to me as a client.
_______________  points

4. The caring, individualized attention the practice provides its clients.

_______________  points

5. The appearance of the practice’s physical facilities, equipment, personnel, and communications materials. _______________  points

TOTAL points allocated

100 Points

Chart 1: Sample SERVQUAL Survey

SERVQUAL surveys should be delivered in three forms to measure the clients’ zone 

of tolerance. For example, the sample survey below should be provided to clients 

three times: once to measure their desired level of service; once to measure the 

minimum level of service they consider adequate; and once to evaluate at what level 

they believe the practice is currently operating. This questioning method reduces 

the bias inherent in survey technique. Clinics should customize this survey to fit 

their practice and client base.

1. The practice’s ability to accurately diagnose my horse’s problem using the most advanced technologies 1 2 3 4 5 6 7 8 9

2.
The practice’s ability to provide me with an accurate prognosis for my horse, based on recommended 

treatment options

1 2 3 4 5 6 7 8 9

3. The practice’s ability to effectively treat my horse’s problem using the most current therapeutic options 1 2 3 4 5 6 7 8 9

4. The practice gives my horse the best chance for a successful measurable outcome
1 2 3 4 5 6 7 8 9

5. The practice provides services that make my horse more comfortable to perform his job
1 2 3 4 5 6 7 8 9

6. The practice returns routine phone calls within 24 hours

1 2 3 4 5 6 7 8 9

7. The practice can see my horse for a routine or non-emergency appointment within 48 hours 1 2 3 4 5 6 7 8 9

8. The practice arrives within 15 minutes of scheduled appointment time, or I am otherwise informed 1 2 3 4 5 6 7 8 9

9. The practice returns my emergency phone call within 15 minutes
1 2 3 4 5 6 7 8 9

10. The practice can arrive at an emergency call within 45 minutes
1 2 3 4 5 6 7 8 9

11. The practice does not surprise me with the amount of the bill
1 2 3 4 5 6 7 8 9

12. The doctors clearly explain the diagnosis, treatment options, and associated prognoses 
1 2 3 4 5 6 7 8 9

13. The doctors spend an appropriate amount of time with me and my horse during an appointment 1 2 3 4 5 6 7 8 9

14. The practice provides client education, resources, and useful and timely information
1 2 3 4 5 6 7 8 9

15. The practice knows me and my horse(s) and understands their job and work level
1 2 3 4 5 6 7 8 9

16. The practice is interested in helping me and my horse(s)

1 2 3 4 5 6 7 8 9

17. The practice makes communication convenient 

1 2 3 4 5 6 7 8 9

18. The practice has modern equipment

1 2 3 4 5 6 7 8 9

19. The veterinarians and staff look professional

1 2 3 4 5 6 7 8 9

20. The practice provides facilities for haul-in appointments

1 2 3 4 5 6 7 8 9

Sample SERVQUAL Survey

Low                             
                     High

1     2     3     4     5     6     7     8     9  

Reliability

Responsiveness

Assurance

Empathy

Tangibles

To view the complete  
survey examples, go to http://
partnersinpractice.epubxpress.
com and click on the current 
NextVet issue.
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Scott AuStin, dvM, MS, dipl. AcviM

F all classes bring together a variety of students, from 
beginning veterinary students to returning second- 
and third-year students to fourth years studying for 

the North American Veterinary Licensing  Examination. 
All share the common goal of becoming equine practitio-
ners. It can be challenging to offer advice to such a diverse 
group on what they should accomplish before the semes-
ter’s end, but in this article I’ll try to do just that.

First, reflect upon those people who helped you get to 
this point in your veterinary career and thank them. These 
individuals will soon become your colleagues and can 
serve as lifetime mentors, introduce you to job opportuni-
ties, and become valuable personal references. Make sure 
they know you appreciate their efforts on your behalf. 

Your second task this semester should be to set goals 
and evaluate your progress. If you complete your goals, 
congratulate yourself and move on to new challenges. 
If you fail to achieve all you had hoped, ask yourself if 
unrealistic expectations, inadequate dedication, a lack of 
opportunity, or a shift in personal priorities is to blame. 
Consult a mentor about realistic goals and organizing 
opportunities to learn particular skills. I recommend 
that all students refer to the list of core competencies for 
new veterinary school graduates in equine practice in the 
American Association of Equine Practitioners (AAEP) web-
site’s student section (www.aaep.org). This is an excellent 
yardstick to evaluate your progress.

Your next task is to take advantage of the large number 
of educational opportunities outside the classroom such 
as lunchtime seminars, clinical rounds, and formal rounds 
presentations. In addition, student clubs and organizations 
offer many opportunities to practice the technical skills 
introduced in the classroom. For students interested in 
equine practice, becoming a national member of the AAEP 
Student Chapter (SCAAEP) is imperative. The student club 
provides opportunities for practical experience through 
organized labs and volunteer groups. Foal and colic teams 
provide valuable experience in horse handling, conducting 
physical examinations, and patient monitoring. If you wish 

to volunteer for one of these teams, you must commit to 
being available for your shifts. Equine veterinarians make 
a living by juggling equine emergencies, routine appoint-
ments, family commitments, presentations, and countless 
other activities. Committing to a team is a prelude to being 
an equine practitioner, and poor time management should 
not be an excuse for letting your team members down.

Take advantage of the SCAAEP’s exceptional educational 
experiences. Eight student chapters offer short courses on 
restraint, dentistry, farrier skills, and emergency and disaster 
preparedness each year. The national organization provides 
online resources such as case reports, news updates involv-
ing the horse industry, conference proceedings, and online 
journals to help students keep up with the rapid advances in 
equine veterinary practice. Student members can attend the 
annual AAEP convention at a greatly reduced cost. This is 
the largest meeting of equine veterinarians in the world and 
is an extremely valuable educational opportunity. Not only 
can you listen to experts talk about the latest developments 
in equine practice but you can also meet with practitioners 
that might be potential sources for externships and intern-
ships. AAEP Avenues also maintains the largest online data-
base of practices offering externships and internships, and it 
is restricted to AAEP student members. Individual practices 
vary regarding application procedures and deadlines, so visit 
this site to learn the details about practices you wish to visit. 
Do not let deadlines pass by unnoticed! 

Look into scholarships offered through your school and 
organizations like the AAEP and American Horse Council, 
and learn the criteria and application procedures involved. 
If you need letters of reference, ask references with suffi-
cient advance notice so they have time to write your letters. 

The keys to becoming a successful equine practitioner 
include taking advantage of learning opportunities, man-
aging time efficiently, setting goals, evaluating progress, 
and putting in a great deal of hard work.  

scott M. austin, DVM, Ms, Dipl. acViM, is an Assistant 

Clinical Professor in Equine Primary Care at the University 

of Illinois at Urbana-Champaign’s Department of Veterinary 

Clinical Medicine. 

 Before Winter

BreAk
Tasks to check off your academic to-do list
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Network at 
a Veterinary 
 Conference
cASey gRuBeR, dvM

Y
ou are all set for the weekend’s 
veterinary conference. You 
bought your plane ticket and 

booked a hotel. You spent a lot of 
time and money to make this trip 
happen. You have already studied 
the conference program and circled 
all the talks you plan to attend. It’s 
going to be a great few days away 
from the classroom—but what could 
make it better?

For students, attending a veteri-
nary conference or short course is an 
exciting and rewarding opportunity 
to get out of the classroom, travel 
to new places, and meet people in 
the veterinary community. It is also 
an opportunity to learn about new 
research and the most current in-
formation about equine health. But 
besides offering valuable talks and 
wetlabs, veterinary conferences can 
be a hotspot for meeting practitio-
ners, fellow students, and industry 
leaders from around the country. 
Regardless of whether you have your 
future plans laid out or have no clue 
what kind of practice you want to 
work for, meeting and speaking with 

these people can pro-
vide you with valuable 
information and connect 
you to people that might 

be able to help you on your career 
path. 

Attending a lecture presented 
by a specialist or researcher 
whose name you have seen in 
books and journal articles can be 
a great experience. But don’t focus 
simply on meeting the “celebrity” 
speakers; other attendees might 
provide the real, lasting relation-
ships. Plan ahead which individu-
als or types of people you want to 
interact with most. If you know of 
a practitioner in attendance that 
you absolutely want to meet or 
speak with, drop them a line and 
try to set up an appointment over 
coffee or a meal in advance.

If you’re considering an intern-
ship after graduation or want to 
visit a practice while in school to 
complete an externship program, 
some conferences, such as the an-
nual AAEP Convention, dedicate 
an evening for students to meet 
with private practice and univer-
sity representatives. This program, 
called “Avenues Night,” provides a 
unique opportunity for students to 
learn about a variety of internship or 
externship programs in one setting. 
Visiting with practice owners or as-
sociates can give you further insight 
into pursing an internship or setting 
up time to do an externship during 
school. Also, speaking to current or 
past interns can give you valuable in-
formation about what to expect from 
a specific program. 

Many practice owners use a con-

ference to set up interviews with per-
spective employees. Some employers 
will post or advertise a job position 
at the conference, while others might 
only advertise a position to certain 
people attending the conference that 
they feel are acceptable candidates. 
For students, a conference can serve 
as a meeting ground to set up inter-
views with practitioners as well as 
discuss work contracts and finalize 
offers.

Besides offering a setting for 
discussing jobs or post-graduate pro-
grams, conferences and wetlabs can 
provide a great opportunity to meet 
with practitioners, specialists, and 
researchers who can serve as valu-
able resources in the future. Whether 
it’s a private practitioner that works 

HOWto
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Set up appointments in advance with 
practitioners you want to meet with.

Words TO LiVE By

I think it’s important to love what you do. That said, you must recognize that to 
do what you love, you might have to make some sacrifices along the way. The last 
few years have been difficult for the horse industry as we adjust to a new normal. 
Within that adjustment we have to be creative problem solvers. I have no doubt 
veterinary students will lead the way in identifying new ways to practice equine 
veterinary medicine and surgery that will lead to better work-life balance and 
better patient care.
—Betsy Charles, DVM, san Dieguito Equine Group
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down the road from your future 
practice and can help you out if you 
are ever in a bind or an academic 
specialist that you can consult in 
the future about a specific case, the 
network of veterinarians throughout 
the country is a tight-knit commu-
nity with many good people that are 
happy to help their fellow colleagues. 
Thus, try to introduce yourself to 
and ask questions of as many people 
sitting next to you as possible.

I have found industry veterinar-
ians and representatives to be great 
resources when I was a student 
and now as a practicing veterinar-
ian. Many of these people spend a 
great deal of their time on the road 
meeting veterinarians and visiting 
practices and universities through-
out the country. They can provide 
you information about a clinic such 
as news regarding that practice, one 
of its veterinarians, or its caseloads; 

new industry developments; and im-
pressions on the economy’s strength 
in a certain area. This information 
can be useful for exploring the job 
market in different locations or 
deciding which practices to pursue 
for externships. Many of these folks 
are happy to help students out and 
might even visit your school to give a 
presentation or sponsor an event. As 
a future prospective client after you 
graduate, most industry representa-
tives are happy to talk to you.

So now you have a new mission 
for you trip. Besides attending a 
great conference and catching a 
break from school, you might be 
able to get some ideas on your next 
journey after school or even land a 

job. Enjoy the conference, have fun, 
follow up with your contacts, and if 
you go out for a few drinks after, just 
remember a future employer might 
be standing next to you.  

casey Gruber, DVM, is an associate 

veterinarian with Moore Equine  

Veterinary Centre, in Calgary, Alberta.

nextVet by partners in practice  
is brought to you by  

Merck animal Health,  
a worldwide leader in animal health.  

For more information on our products:

Merck Animal health
556 Morris Avenue, Summit, NJ 07901

800/521-5767 (Customer Service)
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Welcome back! We hope you made the most out of your summer and are enjoying 
your fall semester. 

Merck Animal Health has been a longtime supporter of the veterinary student, 
and in 2011 we expanded these efforts by sponsoring the student career fair at 
the annual American Association of Equine Practitioners (AAEP) convention. We 
received a great deal of positive feedback at the event and are looking forward to 
sponsoring it again at this year’s convention. Please be sure to add the student 
career fair to your AAEP agenda for Sunday, Dec. 2, from 5-7 p.m. 

Next Vet is now in its second edition. We hope you are finding this content to 
be beneficial and interesting. This month, we have brought you a wide variety of 
articles focusing on all aspects of professional development. From determining 
what your (future) clients want from their veterinarian to managing student debt, 
each story was crafted with your needs in mind. 

As always, we welcome your feedback, questions and comments. Please feel 
free to email me directly at joe.ferraro5@merck.com, or look us up at the AAEP 
convention in December. 

Thank you for your commitment to improving the health and welfare of the 
horse. We hope you enjoy this edition of Next Vet and wish you the best of luck in 
your future endeavors. 

Sincerely, 
Joe Ferraro 
Equine Product Manager
Merck Animal Healthw

Dear Veterinary student, 

Have you enjoyed the first two issues of NextVet?
Let us know what you think or what you want to see more of at info@merckequine.com
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Customize your West Nile protection to the patient. Choose from multiple 
antigens plus WNV — or new monovalent, Equi-Nile™ — all with a high 
degree of effi cacy for the horse and fl exibility for you. 

        • Exceptional safety profi le with our smooth Havlogen® adjuvant 
        • State-of-the-art manufacturing technology through our Antigen 
           Purifi cation System (APSTM)

For added convenience, Prestige V + WNV and Equi-Nile are available 
as a low-volume 1-mL dose in single, prefi lled syringes. All four new 
vaccines are available in 10-dose vials.

Formulated to minimize reactions and maximize protection.

Sold exclusively to licensed veterinarians. 

We’re for customized 
        vaccine protocols. 

Now, 4 NEW  WNV combinations based on our proven Encevac® and Prestige® lines.
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