Name: Nanette N. Clapper, ANP, MS
Location: Lake Oswego, Oregon
Sunset Crossing Travel Clinic

Number of years in Practice in Travel Health 18years

| have worked at a hospital as well as a university sponsored travel clinic.
Noting a lack of services in the location of my primary care practice
incorporation travel health services made good sense.

My marketlng strategy

Word of mouth referrals from my primary care patients seen for
separate travel health visits
Advertised in the local paper, but didn’t get much response and it was
costly.
Web site - helped patients find me
Notified local county health departments, and got /continue to get
referrals from them.

Other tips for marketing
Attend conferences related to travel health to network and promote
your practice.



Travel yourself so you can knowledgably discuss at least some
aspects of the world and the process.

Give speeches/classes at any venues you can to promote travel health
Contact every local travel agent and provide brochures/cards etc.
about your office.

Notify all the primary care & specialist providers in your area about
your service. | have found over the years that other PCPs are the
best, most consistent source of referrals. Send them a thank you
periodically.

My tlps on things to avoid
Working for someone else. Be your own boss and finance your own
business.
Don’t contract your travel clinic with health plans.
Don't bill insurance. Cash/credit/check only. Vaccines are extremely
expensive. You will lose money if you bill.

Issues in the everyday practice
- Running a travel clinic involves a commitment to the knowledge base
and a tremendous amount of continuing education to keep up.
Other providers who try to help patients with travel vaccines and give
or don'’t give vaccines (or malaria prophylaxis) mistakenly.
Travel agents who misinform or don’t inform patients of need to have
travel consult prior to trip.
Location that will attract a clientele who travel a lot and who can afford
the services
Search out the most inexpensive vaccines and pass savings onto the
patients.
Financially viability and how long did it take
My clinic is not financially viable alone. | could not pay my overhead if |
only provided travel services.

Advice HCPs wanting to include this in their current practice or start a
travel health practice
- Do notinclude in primary care practice at least not at the same visit. If
patient tells you they are traveling refer them to your travel clinic and
schedule an appointment for them separately.
Keep travel services separate and include services to anyone. If you
integrate it completely with your own primary care patients, don’t
expect other PCPs to send you patients, they will be concerned you
will not send them back.
The travel consultation takes approximately 30 minutes of face time,
not counting the actual giving of the vaccines. Primary care patient
visits usually aren’t long enough and too much information could limit
learning travel information especially patient education given for a
health problem.



Join the ISTM, the ASTMH, read and share questions with other
providers of travel health.



