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4 he first thing she does is talk
Lo W cals,

“Oh, my God, who are the
cialest grls in town?” she calls
out immediately as she walks
iy the apartment.

2 Two small Bengals, perched
side by side atop a 6-foot play tower, watch
Dr. Cecilia Burnside curiously as she sets
down her things. But not for long.

Within seconds, they're back at play —
rooming around, chasing each other and
irving 1o hide in Burnside's old-fashioned
doctor's bag.

Burnside iz one of the few dectors in
town who makes heuse calls — but only
for cats.

Today, however, 2he's not here 1o sce the
Bengals, but their rosmmate,

Her patient today is Procious, a 13-year-
old Siamese with skin problems, who is
maowing sadly from the bedroom where
she's been quarantined.

LESSOMS LEARNED

TIME MARAGEMENT: It = aasy 1o work 10140 12
hrs a day when dealing with your own business,
bu it iz imporiant to take e for yourse®. You
i i B your cliends 1o be at your bost, lresh
and erergired.

PROFESSIONAL CONTACTS: I regulary miroduce
rerysell o olher valernanans in the community
80 they know who | am and about the senices |
prenadi., This has bean a great way for ma to
porerale roferals, |akto work i conjunciicn
with rany vels an caies o 1he cats rocened
the bost pessibie carp,

DUTSORREE: | focus o0 Boing & fefwr volennanan
first Whan | nead a senvice o have a peoblam
with my business, | iny 10 find an expert i that
field to sobw &, such as lax preparabion, car
repaer and conpuler probiams. B can cost more
ghat tring 1o fox the wtus yourss®, bid i the
long run it gaves e and wory,

California transplant
uses referrals, word-of-
mouth to get mobile vet

business on the road

Burnside launched her mobile vet busi-
ness, Cats Love Housecalls, only a year
age after moving te Austin from Orange
County, Calif, where she practiced veten-
nary medicine in a stationary clinic for
more than two vears, Aboul 2 yvear info ber
clinic work, she began thinking about
opening & mobile vet service back in
Texas, to be near her family and boyfriend.

*Cals are greal crealures of rouline,”
Burnside says, and taking them out of the
comfort of their homes often frightens or
angers them,

Many of her clients complain that the
car rides to the vet or the unfamiliar smells
in the clinic upset their cals,

Precious is a great example. She's blind,
but still has a great sense of smell.

During one vet visit, the cat began
growling and hissing the moment she
stepped inside and smelled the clinic.

"People teok their dogs outside to wait
until they could bring them back in,” says
Rachel Treuting, Precious’ owner, "Il was
the most embarrassing thing ever”

At home, things are different. While
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Dr. t;mu; Bumside tends Ia c:tl d-u.-l

Frecious s unlappy with her quarantine
— her skin condition is potentially conta-
gious — she's calm and polite as Burnside
examines her, collecting fur samples with
a toothbrush,

The testz last only a fewr minubtes, and
Burnszide and Treuting return to the Bving
room to talk.

Here, the doctorclient relationship is
more blurred. In fact, if not for the old-
fazhioned doctor's bag and the trademark
cartoon cat smock, you'd think they were
old friends.

And that's just how Burnside wanls it.

“Obviously, | want to confinue growing
my clientele,” she says, “but I'd like to
keep it very persomnal,”

1o u

amnmtmlt

She says you don't get that as much at a
stationary clinic, because the environment
is much more hectic and not as intimate,
House calls, Burnside argues, also keep
cill ovners more relaxed than clinkcal vis.
ita normally da,

Az Burnside and Trewting chat, the con-
versation runs from flea preventatives to
laundry to backvard albigators.

“Do you do dogs?™ Treuting asks at one
point. “Becanse a friend of mine is so inter-
ested in that concept”

Burnside shakes her bewl, Cals only
But she dees give Treuting o referral to
Dir, Likby Hays, owner of Mobile Cat and
D Ve,

Hays, one of Burnsides classmates at
Texas AGM University, where they both
earned velerinary degrees, launched her

page 1

PP D R

WFTIN BUESESE JNH-I-I.J MAKCH d- i_ﬂ‘.:-

| 30 | STRATEGIES

VET: Austin is home to more than half a dozen mobile animal care

mobile vet business at the same fime, amd
the two often refer patients to each other.

"Referrals from other vets have been a
big part of my clientels,” she zaye. That
wais a lesson she learned early on. “When 1
first came to Austin, [ wasn't a known vet.”

She called a friend in Florida who had
=&l up hiz own mobile vet business, and
paked him how to get started. He told her
ghe should be spending her money send-
ing intreductory letters fo other vels and
having lunch with them.

She did, and clients started calling.
Geting her name out was 2 turning point
for Burnside,

In foct, though she advertises in about
four neighborhood newsleiters, she still
relies most heavily on referrals for her
business.

WHAT IT DOES: Provides compassionate veterinary

Dr. Jan Allen, an Austin mobile vet who
mched m 1985, also believes in the
importance of referrals, She agrees with
Burnaide's obacrvation of the overwhelm-
ing sense of cooperation between veteri
narians, and sav: mosi vels are helpful and
share referrals.

“1 would say that's parteularly true with
younger veterinariana,” she aays, “Sorme of
the old-timers, [ think, wanted o he friend
v, bl only as long as the neares: vet was
ten miles away. The youmger vels don®
sceit to have thal issuc.”

She zays there is less animosity among
viets in Austin now than when she started.

‘Things have alko changed cn the busk
ness side sinoe the &8k, AL that time, Allen's
Wiggest challenge was dealing with too
miech business,

Beirge the only one vet of her kind, Allen
had toiravel ali over Austin (o meet appoint-
ments Mowadays, at least aix mobiks vels
wark in the Ausiin area.

Burnside's bigeest challenge wos et
fing the hesiness to fad her,
a problem that mostly took
care of lisell once she started
networking

I addition to networking,
Bumede ako frwd lnl._-r:'l'ng
wilh Eenee Trudean, owner
of Camser Sirategists, a con
ailiing eom Dany that offers 'hlﬁll.l
advice (o noviee businesses,

Trudean introduced Burnside o ancth-
er =mall business owner, Colleen Dieter,
and the two now meel regularly to discuss
their businesses and share strategies,

Exven better, Dleter has two cats, both of
whideh are Lrrifed of going to a clinle,

Having oaly been operaling a year,
Buraside sald # was hard to estimate pevs
enwe, Like muony small busingssea, her
firad twa monthe saw a negative inoomo,

“1 slarted] going mexgerly posithve by
April” she gays, “It's been getting better

CATS LOVE HOUSECALLS

ADDRESS: 8127 Mesa Drive, Suite B208, Austin

care for cats in the comfort of their homes 78759
EMPLOYEES: 2 PHONE: (512) 343-9200
REVENUE: Less than $100,000 WEB: (www.catslovehousecalls.com)
EMAIL: (catelovehousecalls @yahoo.com)

businesses

every month.”

Based on the st few months, she esti
mated an  income  hovering  around
540,000, but hopes that number will grow
as her business finesse Improves,

Rurnside spent between 55,000 04
28000 Imunching Cats Love [Tousecalls,
nnl:ahl:r less than it takes to start many
arnall hiinesirs. That, combined with ihe
fact that ghe haz no clinic upkeep, made
the banch simpler than that of a tradition-
all wet clinic

However, there are extra costs imokeed in
mizking house calls.

To offset the time and trsvel overhead,
Burpsdlde chamges a houss call fee, which
viwies Ly Zip code, The further a cllent jz
from the Arboretum area, the higher the
becrie call fee.

For now, Burnside i very happy with
where Cats Love Housecalls js going, She
[oves being her own boss, and she loves
the intimacy her businezs affords her

“Amd | love cats — I'm 3 eatb nul.” ahe
ays, "1love seeing cats every day and edu-
callng peuple aboat cat health, so that their
cats can live the longest life possible.”
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