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Dentists practicing in South Carolina are subject to many rules and regulations.  
As most dentists know, the South Carolina Sales Tax applies to the sale of 
“dental prosthetics” sold to patients and the South Carolina Use Tax applies to 
“purchases at retail” (in the case of dentists, this would typically encompass the 
purchase of equipment or other tangible property used by the dentist to render 
the dental services to his/her patients).  

The purpose of this article is to discuss, generally, the circumstances under 
which purchases of materials, supplies, equipment and other items used or 
consumed by dentists would be subject to South Carolina Sales or Use Tax.

In order to fully address this concept, this article will discuss the following:
1. What is a purchase or sale at retail which is subject to South Carolina Sales 

or Use Tax?
2. What are the exemptions, if any, from the South Carolina Sales or Use Tax 

which apply to dentists engaged in business in South Carolina?
3. If a purchase or sale is at retail for purposes of the South Carolina Sales or 

Use Tax, what is the procedure for a dentist subject to the Sales or Use Tax?

What is a purchase or sale at retail which is subject to the South 
Carolina Sales or Use Tax?
As a general statement of the South Carolina Sales and Use Tax, it is generally 
understood that, “A ‘sale at retail’ or ‘purchase at retail’ is any sale of tangible 
personal property not defined as a wholesale sale.”  South Carolina Sales and 
Use Tax Manual, 2015 ed., Chap.5, Pg. 1 relying on SC Code Ann. §12-36-110.

“A ‘wholesale sale’ is essentially a sale to a licensed retailer or a wholesaler for 
resale and not for use or consumption.”  Id. (relying on SC Code Ann. §12-36-
120).

The South Carolina Department of Revenue (SCDOR) has held that as it relates 
to medical/dental professionals and their businesses, a “retail sale” includes:
a.  sales of drugs, prosthetic devices, and other supplies to...dentists...   
     if furnished to their patients as a part of the service rendered. These 
     institutions, companies, and professionals are deemed to be the   
     users or consumers of the property.
b.  sales of tangible personal property used incidental to the performance of 
     services by...dentists...Note however, that these professionals may, 
     in addition to rendering a service, also be in the business of making sales 
     of tangible personal property. For instance, a doctor may sell medicines. In 
     those cases where professionals are regularly engaged in the business of 
     selling tangible personal property at retail, they must obtain a retail license 
     and remit the taxes due on such sales.
c.  sales of tangible personal property, such as equipment, supplies, and 
     medicines, to dentists for use in rendering professional services. Note:Sales 
     of dental prosthetic devices to dentists are exempt from the tax.
d.  sales, not otherwise exempted, when reimbursed or paid in whole or in part    
     by Medicare or Medicaid. However, only the net amount reimbursed by 
     Medicare and Medicaid is subject to the tax, if the vendor is prohibited by 
     law from charging the purchaser the difference between the retail sale and 
     the amount reimbursed.
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As this list (taken from the South Carolina Sales and Use Tax Manual, 2015 ed., Chap.5, Pg. 3) 
demonstrates, the purchases made by dentists for ordinary business operations will generally be 
deemed “retail sales.” Essentially, this means that a dentist will owe sales tax paid to the seller 
(if the seller is a registered South Carolina retail seller) or use tax (for the purchase of tangible 
goods for use in South Carolina on which no South Carolina sales or use tax has been paid to 
the seller).

In SC Rev. Rul. 90-1, the SCDOR set forth the general rule for finding transactions entered into by the 
dentist for the purchase of materials, equipment, etc., were retail sales and, therefore, subject to Sales 
or Use Tax, unless an exemption  applies.  Taking the issue of dentists and their businesses directly under 
consideration, the SCDOR (then the South Carolina Tax Commission) ruled as follows:

 “It is apparent that a purchase is the result of a retail transaction when the sale is to a party who
 is the consumer of the item purchased....A dentist is generally considered the consumer of the   
 materials he purchases. Further, the fact that a dentist places a device into a patient's mouth 
 does not make the dentist a retailer but rather the dentist is a consumer utilizing the device to   
 perform a service.” Citations omitted.

Under the law and guidance as set forth above, the SCDOR generally will require that transactions at retail 
will generate a Sales Tax obligation (where the seller is situated in South Carolina) or a Use Tax obligation 
(where the seller is situated outside South Carolina and no sales or use tax has been collected from the 
purchaser).

What are the available exemptions to the South Carolina Sales and Use Tax as otherwise 
applicable to Dentists and their businesses?
As it relates to dentists, the South Carolina Sales and Use Tax exempts the sale of “dental prosthetic 
devices” from the South Carolina Sales and Use Tax.  As stated by the SCDOR, “In order for this 
exemption to be applicable, the device must pertain to dentistry and must replace a missing part of 
the body. A device that merely replaces a missing function is not exempt.  The sale does not require a 
prescription.”  South Carolina Sales and Use Tax Manual, 2015 ed., Chap. 20, Pg. 3 relying on SC Code 
Ann. §12-36-2120(28)(e).

The issue of prosthetic devices for dentists has been ruled upon by the SCDOR numerous times for nearly 
30 years. The South Carolina Sales and Use Tax laws have been amended several times during this same 
period. Currently, the administrative guidance on the issue of the Sales and Use Tax exemption for dental 
prosthetic devices are set forth in the following rulings:
A.  SC Rev. Rul. 90-1, Jan. 17, 1990.
B.  SC Rev. Rul. 91-19, Oct. 16, 1991.
C.  SC Priv. Ltr. Rul. 92-8.

Each of these administrative pronouncements is discussed more fully below.

Under SC Rev. Rul. 90-1, the issue of what is a dental prosthetic device was addressed.  Currently, §117-
332 SC Code of Regulations defines a prosthetic device as “an artificial device to replace a missing part 
of the body.”  At the time SC Rev. Rul. 90-1 was issued, the applicable Regulation was at §117-174.257.  
Based on this definition, devices such as artificial teeth, dentures, crowns, inlays, and overlays are 
“prosthetic devices.”

Expressly included in the definition of prosthetic devices are the following:
i.  Crowns
ii.  Inlays
iii.  Bridges
iv.  Veneers
v.  Dentures
vi.  Posts and Cores
vii.  Implants
viii.  Maxillofacial prosthetics, if used to replace part of the maxilla, mandible or face.  Any such item used    
       to straighten, support or in any other manner which does not replace a part of the body, does not   
       come within the provisions of the exemption.

Continued on Page 4
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SC Rev. Rul. 90-1 further provides the clarification that devices to “straighten or support a part of the 
body” are not prosthetic devices (within the meaning of the sales and use tax exemptions).

SC Rev. Rul. 91-19 addresses the purchases by dental labs for the manufacture of dental products, 
specifically, dental prosthetics.  SC Rev. Rul. 91-19 clarifies that the products purchased by dental labs 
to manufacture dental prosthetics (as contemplated by SC Rev. Rul. 90-1) and certain other tangible 
personal property are also exempt from sales and use tax. The exemption for purchases by dental labs 
for the dental products they produce lie in the “manufacturing exemption” under SC Code §12-36-2120.

Finally, in 1992, the SCDOR addressed the issue of whether a Guided Tissue Regeneration (“GTR”) device 
was a “dental prosthetic device” within the meaning of the sales and use tax exemption.  As explained in 
SC Priv. Ltr. Rul. 92-8, a GTR is described as follows:

 “The purpose of the device is to enable and guide the regeneration of periodontal tissues.  The GTR  
 is made of a polylactic acid and is a foil-thin, perforated device with pre-attached sutures that   
 are used to fasten around the neck of a tooth. The device is placed beneath a patient's gums in the  
 area where the bone and the periodontal ligament loss occurred. It is bio-absorbable and is not   
 removed from the patient's mouth as the body hydrolyzes the device over time.”

SC Priv. Ltr. Rul. 92-8 concludes that because the GTR is a device that “assists in the regrowth of tissue 
or the prevention of the loss of a functional body part and the need for an artificial substitute,” it is not a 
dental prosthetic device for purposes of the exemption from sales and use tax.

What is the procedure for a Dentist subject to the Sales or Use Tax?
Perhaps the most daunting task for the dentist is to determine when and if sales tax or use tax has been 
paid for a purchase that is otherwise subject to sales or use tax.  If the dentist concludes that (i) sales tax 
or use tax applies and (ii) that sales tax or use tax has not been collected by the seller, the next step is to 
determine which SCDOR Form the dentist should use to report and pay the use tax.  

According to the analysis set forth by the SCDOR, a dentist in South Carolina may be required to secure 
a “use tax registration” if the dentist regularly purchases tangible personal property for its own use from 
outside the state (not for resale) upon which the South Carolina sales or use tax has not been collected 
from the purchaser (dentist).

According to the SCDOR, if the Use Tax is owed by a dentist, then the dentist must determine the proper 
manner to report and pay Use Tax as follows:
a.  pay the use tax online through the SC Department of Revenue’s Electronic Payment System at https://  
     www3.dor.sc.gov/DOREPAY/. A username and password is required.
b.  report and remit the use tax on the dentist’s sales and use tax return if the dentist is already a licensed   
     South Carolina retailer (e.g., selling other products at retail from the dentist’s office). The use tax is 
     reported on Line #2 (“Out-of-State Purchases Subject to Use Tax”) of the Worksheet on the SC sales 
     and use tax return (Forms ST-3, ST-388, and ST-403, plus local tax addendum ST-389).
c.  obtain a purchaser’s certificate of registration and report and remit the use tax on its use tax return if 
     the dentist is not a licensed South Carolina retailer but the dentist regularly purchases tangible 
     personal property for its business use from an out-of-state retailer. The use tax is reported on Line #2 
     (“Out-of-State Purchases Subject to Use Tax”) of the Worksheet on the SC sales and use tax return 
     (Forms ST-3, ST-388, and ST-403, plus local tax addendum ST-389).
     Note: Persons needing to obtain a purchaser’s certificate of registration in order to file tax returns 
     and remit the use tax on a periodic basis may do so by completing Form SCDOR-111 or by contacting 
     the Department’s License and Registration Section at (803) 896-1350.
d.  report and remit the use tax on a Form UT-3 use tax return if the dentist is not a licensed South 
     Carolina retailer and does not regularly purchase tangible personal property for its own use from an  
     out-of-state retailer.

In conclusion, these matters are technical and compliance can be burdensome, especially if the dentist 
has purchased equipment, supplies, etc. from out of state “online” sellers.  Purchasing a computer, printer, 
television, exam chair, etc., may require Use Tax reporting and payment obligations.  The SCDOR will, 
from time to time, examine medical and dental practices (as well as other businesses) to check sales and 
use tax compliance.  It is usually worth a few hours of time with the bookkeeper or CPA of the dentist 
to review the practice records for purchases to determine what if any sales and/or use tax reporting and 
payment obligations may be lurking.

Continued from Page 2
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How are you going to reinvest in your practice to build its worth?
As a Patterson Advantage® member, you’re earning Advantage Dollars on your

everyday merchandise purchases, technical service fees and Patterson financing. Put those
real dollars to work for your practice – with a new handpiece for now or upgraded

equipment and technology for your future.

Visit us at the Hinman Dental Meeting -- booth 2338!
March 25-27, 2010 GeorgiaWorld Congress Center Atlanta, Georgia

Reinvest The Patterson Advantage® program helps
you build the practice of your dreams.}

Greenville Branch
105-G Ben Hamby Drive
Greenville, SC 29615

864-676-0333

Columbia Branch
400 Arbor Lake Dr., Suite A100

Columbia, SC 29223
803-754-8754

Charleston Branch
2300 Clements Ferry Rd., Suite 103

Charleston, SC 29492
843-849-5260
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The Chicken or the Egg
By John Cotton, CEO Dental Team Performance

Keep Your Records Up-to 
Date!
These days people change 
information often: new phone 
number, email address as 
well as mailing addresses. 
Make sure your information 
is correct by logging into 
www.scda.org to verify your 
information!

Are You Retiring? 
Please Notify the SCDA
Call the SCDA office and ask for 
a retired affidavit so that you 
can continue to receive all the 
member benefits you’ve come 
to enjoy and expect, but at a 
quarter of the cost! You can also 
request a free copy of “Closing 
a Dental Practice” or click here 
to go to the SCDA’s website to 
download a copy. Contact Maie 
Brunson at 800-327-2598 or by 
emailing her at brunsonm@scda.
org 

1 out of every 10 dentists 
will suffer from alcohol or 
drug abuse at some time in 
their lives. 
If you or someone you know 
needs help, contact the 
Recovering Professional Program 
available 24 hours a day, 365 
days a year 877-349-2094

Marketing for New Patients or Optimizing Production With Your Exisiting 
Patients?

Dental practices invest in website design, SEO, billboards, direct mail, 
referral rewards programs, radio and a myriad of other marketing 
avenues.  Kudos!  Smart business owners invest in marketing.  The ADA 
suggests dental practices allocate 3% of collections for marketing.  The US 
Chamber of Commerce suggests 12%.  Frankly, the percentage invested 
is irrelevant…the return-on-investment, however is VERY relevant.  Who 
would invest 1%, if the results didn’t justify it?  Who wouldn’t invest 8% if 
the results DID justify it?  The end game is simple…fill your schedule and 
your hygienists schedules, and keep them full.  That’s it!  Everything else 
will take care of itself…or will it?

There are three primary factors to consider for successful marketing.  
First, the marketing strategy has to reach the target audience.  Second, 
the marketing message has to be compelling and engaging to attract the 
recipient’s interests.  Third, the marketing message has to optimize action 
by the prospects.  That’s marketing 101.  Marketing experts deliver on 
these three steps.  So, what could possibly go wrong?  

Take a deeper look at the ‘THIRD’ step…the ACTION.  Most often, the 
action is to CALL YOUR OFFICE.  The dentist has invested time, talent and 
money to make the telephone ring with more prospective New Patients.  
Common sense suggests the conversion rate from prospect to appointed 
patient is really, really important…otherwise the time, talent and money to 
make the telephone ring is wasted.  

Obviously, the exceptionally skilled team members are going to have a 
bigger impact on filling the schedules.  Now, let’s consider optimizing 
production and collections with existing patients.   Question:  What is your 
Treatment Plan to Completion Rate?  In other words, when you diagnose 
treatment, what percentage of your patients complete their treatment?  
One more question:  What is your average production per case?  The 
answers to these two questions determine the score.  It’s really difficult 
to improve the score, if you don’t know the score.  Here’s the point!  The 
typical solo GP loses $8,000 to $17,000 per month in easily achievable 
production due to patients that do not complete treatments.  Sure, 
not every patient will accept, schedule and complete the TX, but losing 
$100,000 to $200,000 per year is worth finding a cure.  What gets 
measured, gets improved.  Know your score and know your Plan to put 
this low-hanging fruit in your basket.  

If you are making choices between Marketing versus Case Completion, the 
latter is easier, faster and bigger to improve…every time.

Summer Calendar
July 22 Radiation Safety Exam Fortis College 9:30 am

August 12 SCDA Board Meeting SCDA Office 9:00 am

August 12 MBG Board Meeting SCDA Office 9:00 am

August 25-27 SCDA DAD Project Florence

http://www.scda.org
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President’s Message

Dr. Chris Griffin

The Privilege of Practicing Dentistry- Convocation at MUSC College of Dental Medicine 
2016

Congratulations! Wow! It has been 8 long years. From high school graduation, it appeared 
like this day would never arrive. Then, college was quickly wrapped up. 
• Did I have a high enough GPA?  
• What about my DAT score? Was it enough?  
• How was the interview? I thought I would nearly pass out before my first interview with 

Dr. Daniels was complete. It seemed like the longest hour of my life. My next thought 
was: Can I make it through 3 more of these?

• Did you know that there is routinely over 1000 applications from which about 200 interviews are 
chosen and all are competing for position in a class of 75 students?  

Of course, that seems a distant memory like the smell of Gross Anatomy.  You have made it.

Just like acquiring your position, graduation from dental school is no small accomplishment. Today 
there are two sides to this podium. Neither is more important. We have all experienced your hardships, 
successes and failures as well as occupied a seat where you are and wondered about tomorrow.  What 
separates the two are life experiences. And tomorrow when you walk the stage, you will begin your 
journey. Today you are closing a chapter in your life and moving on.

I would like to spend a few minutes discussing what the Privilege of Practicing Dentistry means to me. 
Privilege is defined as an honor, treat, pleasure, joy and source of pride.  It is also an opportunity.  

My first opportunity was as a resident at Richland Hospital in Columbia, SC. There began my journey. 
There I was pushed into many uncomfortable life experiences under the fastidious guidance of faculty who 
will forever have my deepest gratitude and appreciation. When your comfort zone is pushed to its’ limits, 
your knowledge and clinical skills will expand exponentially. And it is knowledge and clinical expertise 
that will guide you during your journey. Soon you will find your comfort zone a little larger and with it 
you will have grown a little wiser. But this is not the time to rest on your laurels. It is time to answer new 
questions that frequently accompany your new found wisdom. You are a student for life. Embrace the 
quest for more knowledge and enjoy the pleasure you will find with understanding complex systems and 
techniques. It is a treat. It is a privilege.

Following my hospital residency, I had the honor of acquiring a practice near my hometown of Abbeville, 
SC. Dr. Petit had practiced in Greenwood more than 30 years and was very successful. Where ever there is 
a confluence of old school meeting new school, there will be rough waters. Different materials, antiquated 
equipment, philosophical differences, and competing personalities will inevitably generate friction among 
clinicians. Although change is inevitable, there is a significant price to be paid for change. Push too hard 
and patients will leave. Acquire too many of the newest dental “toys” and you will find yourself in a 
financial bind that will cloud your judgement and compromise your values. Work to find common ground, 
stay the course, and enact change gradually. Patience is a virtue and you will not acquire it without some 
suffering, reflection and insight. It is an honor to provide your services to these new patients; your new 
patients. It is a privilege.

The privilege of practicing dentistry carries a heavier price than just making it in your office. Your 
communities, churches, schools and organizations will seek your advice, guidance and most of all your 
assistance. Your office is not an island. Your success will depend on the health of your surroundings as well 
as the political health of your profession. There are numerous external forces that work contrary to your 
plans.

• Want a thriving, hip community? Get involved. Be instrumental in shaping your community.  
• Does your vision include help for the indigent and destitute? Every community has this population.  

The Bible documents that they will always be among us. “Doc, I have been in pain for over 3 months 
and unable to eat, sleep or think about anything else. I can’t thank you enough.” He brought me 
several watermelons over the next couple of weeks as his gratitude and appreciation for my simple 
act of kindness. None since have ever tasted as sweet. You will find joy and frustration in this work.  
But joy is what you will remember most. It is a privilege. What is your vision, what is your role? Get 
involved.

Continued on Page 9
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Follow us on Facebook! We have posted pictures form our conventions and DAD projects. You can save the 
pictures, tag yourself and share them with other friends on Facebook. Join our group today www.facebook.com/
scdental. You can also follow us on twitter @SCDentalAssoc! 

To Unsubscribe from the hard copy Bulletin please email Sue Copeland at copelands@scda.org 
or call us at 803-750-2277.

• “I am not political and care little to be involved with the process.” Then consider yourselves sheep 
being led to slaughter. You just finish 8 long, expensive years to become a dentist. There is something 
out there called a “mid-level Provider” or “dental therapist”. This pops up on legislative documents 
about once a year and not only in South Carolina. Maine, Minnesota, Alaska and most recently 
Vermont all have received government approval. It is law. They believe it can be done in 4 years and 
do essentially the same services at the same level you are trained to do. How could that be?

• Having completed the ADEX examination, would you like to practice in another state; and have to do 
it again because it was not administered by a particular agency? The same exam? The same anxiety?  
The same frustration of finding the right patients? The same expense? How could that be?

• How is the Affordable Care Act going to affect dentistry? Make sure you take a look at the Medicare 
Opt-in or Opt-out application and its’ implications this weekend? It becomes effective February 2017 
unless addressed at the federal level. You and your patients are affected and this may only be the tip 
of the iceberg. The list is endless and the old adage “If you are not at the table, you are on the menu” 
is most appropriate. Finding out second hand from a governmental audit request or fine levied because 
you were not aware of it will be a good excuse but little help. The political process is more relevant 
than you can ever imagine. Get involved.

Serving on various councils, committees, boards or in other leadership capacities will better help to keep 
you informed and provide you a voice as well as a seat at the table.  It is a privilege.

In closing, we would all like to applaud your most recent accomplishment of being a member of the 2016 
Medical University of South Carolina College of Dental Medicine graduating class.  But as I alluded to 
earlier, tomorrow you open a new chapter.  Perusing the pages of the Bible you will find in the Book of 
Luke chapter 12 verse 48 which declares “For whom much is given, much is expected”.  Enjoy your new 
earned source of pride and guard it as sacred.  It is a privilege.

Have you signed up for DAD?

August 25-27, 2016

Florence Civic Center
Florence, SC 

Click here to volunteer!

We look forward to seeing you in Florence!

Continued from Page 8
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9 Out of 10 Practices...
 By Mark Brown 

Mr. Mark Brown

We at the SCDA executive office internally process card payments 
with TransFirst, and the reasoning why is simple. We know we are 
getting the most competitive pricing within the card processing 
market, and therefore are being fiscally responsible on behalf of our 
membership. 

As part of your SCDA member benefits portfolio, you too can receive strong pricing 
programs through TransFirst. TransFirst offers SCDA Member preferred pricing, based on 
the entire SCDA membership, instead of just one practice. This equates to greater savings 
for your practice.

With TransFirst, you can accept all major credit and debit cards, as well as ACH payments. They have the 
ability to schedule recurring payments, email receipts and invoices, and accept payments during visit and 
post adjudication. You also get simultaneous usage capabilities in multi-desk and multi-user environments. 
You never know when you’ll need security technology, so TransFirst has built in technology to make sure 
you are HIPAA-compliant.

Since you’re always thinking about your practice, TransFirst provides you with 24/7, U.S.-based user 
support. They are never more than a phone call away, because you shouldn’t have to wait for normal 
business hours to have your question answered or your problem resolved.

If all of the above is not reason enough to consider making the switch, the Better Business Bureau gave 
them an A+ rating.

TransFirst was one of the first processors in the country to start accepting American Express® Card 
payments at the same rate as other payment cards, so if your practice processes less than $1,000,000 
in American Express charges annually, you may be 
eligible for this same rate program. This provides 
yet another payment option for your patients. 
American Express Cards can potentially bring in 
new business and help boost your bottom line. 
And it’s all through TransFirst, all your processing 
information with one statement, one point of 
contact and one great price.

TransFirst offers SCDA members a no-obligation 
statement savings analysis for standard card 
organization fees. They’ll review your three most 
recent merchant statements to look at your rates, 
fees and other expenses you might be able to 
eliminate or lower if you process with TransFirst.  
Nine out of 10 practices saved an average of 
$1,247 in 2015 by processing with TransFirst. 
They can help you keep your processing costs under 
control, and that’s one less thing for you to worry 
about.

Simply call 800.613.0148 or email SCDA@
TransFirst.com to see how much you could save by 
changing to Transfirst, an SCDA endorsed provider 
since 2003.

®

SolmeteX has set  the standard for amalgam separators.

Endorsed by SCDA

SolmeteX provides the complete solution:
  • ISO 11143 certified greater than 99%
  • Professionally engineered.
  • Easy to operate and maintenance free.
  • Flexible design for hard-to-fit applications.
  • Functional for wet or dry vacuum systems
    (install before pump on wet vacuum system,
    install before tank on dry vacuum system).

Simple container change process includes:
  • No tools, no mess
  • Packaging for delivery to certified recycler
  • Online certificates

SCDA members will receive a collection container 
with proof of purchase of any of the Hg5 Series Systems.

Fax proof of purchase to 508-393-1795.

1.800.216.5505

What SolmeteX does not require:
  • No contracts with hidden fees  • No electricity  • No daily maintenance or decanting
  • No pumps  • No timer  • No additional charges for shipping to recycling facility

www.solmetex.com

Dental Advisor recipient of:
• Editors’ Choice with a 5+ rating
• 2014 Preferred Product

Townie Choice Award best in category for Amalgam Separators 
eleven cosecutive years.

Product awards

http://www.solmetex.com
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Tailored financial solutions  
for your dental practice. 

Our Healthcare Specialists have the industry knowledge and business 

banking products to assist in any stage of your practices’ life cycle.

Some credit restrictions may apply.  |  Loans subject to  
credit approval.  |  Other terms and conditions may apply.  

  TD Bank, N.A.  |  Equal Housing Lender  

To see how we can 
help your practice, 
call Jennifer today. 

Jennifer J. Harrill  
Healthcare Specialist

tel: 1-864-552-9035 
cell: 1-864-360-5605 
jennifer.harrill@td.com

TD Bank Healthcare 
Practice Solutions Group

Why choose us?
•  100% financing available for 

loans up to $5,000,000 for all 
your practice needs 

• Flexible terms and customized 
 financing structures

We specialize in:
•  Practice acquisitions 

•  Expansions, remodels and relocations

•  Equipment purchases

•  Partnership buy-ins and buy-outs 

•  Practice debt refinancing

Contact us for a complimentary, confidential consultation.

We are dentists 
helping dentists 

reach their 
retirement goals.

Secure your financial future and  
your professional legacy.

Southeast Transitions  
announces the sale of the practice of  

Jackson Whisnant, III, dmd

Jaspinder Bhattal, dds

to 

www.SoutheastTransitions.com

678-482-7305
Robin D. Turner, dds

Vice President

Southeast Transitions
Passing dentistry to the next generation 

through practice sales

mailto: jennifer.harrill@td.com
http://www.southeasttransitions.com
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16th District Trustee Update
By Dr. Hal Fair, 16th District Trustee 
Once again we had a productive Board meeting.  

It is clear that for the ADA to remain relevant to the profession we must be relevant to 
new dentists. They are our future. As part of our ongoing efforts to be sure to hear the 
new dentist perspective, we met jointly with the New Dentist Committee and welcomed 
the New Dentist chair, Dr. Chris Hasty, to our meeting.  

On Sunday, we were briefed together on some of the lessons learned from our persona 
research that I mentioned in my last Board Report. As part of this, we asked ourselves, 
what can we do for the Association to be relevant to the public? The ADA Seal, being in 
front of news stories and educating our patients about what distinguishes an ADA dentist 
from others are all components of this. Some of this is difficult and can even be controversial. For 
example, embracing public reviews of dentists was raised as one way to reach the public. Another lesson 
from the persona research was that our members (and nonmembers too) look to the ADA to protect the 
integrity of the profession. This has many facets, including our code of ethics, limiting the influence of 
third parties on the profession and being patient centered in our work. 

Looking to our members, we asked how we can better tailor our member benefits to attract and retain 
members. Market segmentation is key to success. The DRB (loan repayment) program is just one example 
of this, as this targets the new dentist segment. Extending benefits beyond strictly dental issues, to 
everyday needs, is another. Service is also important and the idea of concierge service was raised, as it 
has been in the past. The New Dentist Committee members asked us about a virtual study club, an issue 
which they have raised in the past and we continue to look into. Finally, we asked, how can the ADA help 
our members make a difference in the lives of our patients? Part of this is telling an emotionally impactful 
story. Another idea was for the ADA to provide help to our members when they work in the public setting or 
volunteer their time serving those in need. 

Our executive director reviewed the process we are following this year to assure that we plan first and then 
budget to implement that plan. Dr. O’Loughlin noted some of the risks we face due to the long lead time 
built into our budget process. This may lead to variances and a failure to respond promptly and effectively 
to new conditions as they arise. Another risk is tied into the fact that the House of Delegates has the 
authority to approve the budget but does not have the knowledge of Association operations and budget 
that the Board has. The new planning and budget process is designed in part to mitigate some of these 
risks, while still assuring final oversight by volunteer leaders.

Our planning process is focused on the strategic plan and, specifically, on the three priority strategies 
identified by the Board in January (1.focus the message, 2. fill the pipeline and 3.simplify and 
standardize). It is also based on the principle of transparency. Councils will be consulted and invited to 
comment on the proposed budget. This will involve two-way communication between the Board and our 
Councils. All of this is a new process and we will learn from it and make adjustments to it. The important 
point is that our work will be focused by heavy reliance on the Board's decision to identify three 
strategies as priorities. 

Data is essential to our planning and budget process, especially as we evaluate specific programs. We 
collect performance data on our programs, but now we have more. We retained a respected consultant, 
McKinley Advisors, to survey rank and file members about our specific programs. As a result, we have 
a much better idea about how much our members value what we do. This also provides us with needed 
guidance about areas we need to emphasize to support our members most effectively. This data is not the 
sole determinative in our future decisions about which programs to fund and which to move away from; it 
is simply one important input into the process (among several). McKinley presented these results to us at 
this meeting so that we can share it with all Councils through a webinar. We all agree that it is important for 
our Councils to receive and understand this data.

Dr. O’Loughlin reminded us that we need to be accurate in what we report to our members with respect to 
membership. Contrary to some reports, we are not “hemorrhaging” members. We have actually had a net 
gain in members of approximately 1,000 members a year, with solid gains in female dentists, specialists 
and new dentists. Our dues revenue continue to be flat to falling as we have lost full active dues paying 
dentists to both non-renew status and (primarily) retired-life status. Our market share is falling as the 

Continued on Page 14

Dr. Hal Fair
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market continues to grow faster than our net member growth-for example, 5,000-6,000 new dentists enter 
the market annually and ADA captures approximately 1,000 net members per year.

At this meeting, our internal auditors presented an extensive training session on our role as a high-
functioning Board. In that capacity, we have fiduciary, strategic and generative (defining the future and how 
to build it) duties. Through the presentation and several case studies, we reviewed all of these duties and 
are better positioned to guide the ADA into the future.

Access to care and the challenges posed by the dental therapist issue remain important to us. We examined 
the political landscape and our strategies relating to it. Our strategies need to be confidential but the key is 
that we remain focused on this important topic. Just as important, we all reaffirmed our commitment 
to existing ADA policy on this issue. 

We all recognize the need for innovation in our products and benefits within the ADA and we have now 
formalized that process with creation of the Business Innovation Committee. This will provide a mechanism 
for Board oversight of important new business ideas. 

Also at this meeting, in addition to a joint strategic session with the New Dentist Committee, the NDC chair 
was able to meet with us as well.  He emphasized the value of meeting in conjunction with the Board. The 
NDC feels very strongly about improving our resources for new dentists seeking employment through a 
strengthened Career Center. The NDC will be working with staff on this and may come back to the Board 
at a future date. The NDC is also looking at its own practices and, specifically, on the role of individual NDC 
members at the state and local level. Dr. Hasty noted that the committee is looking into the definition of 
"new dentist" and even that terminology itself. We look forward to its ideas on this issue. Our emphasis on 
the NDC as an advisory committee of the Board continues to pay important dividends.  

As trustees we represent an important asset to the Association, in particular in delivering key messages 
to key audiences. An ad-hoc committee developed a proposal to support travel by designated trustees to 
target markets. This represents a more comprehensive approach to Board travel and will allow our Client 
Services Department in the Division of Membership to enhance our efforts in target states and schools, as 
needed. The Board approved this new, strategic approach to Board travel to target markets.

At this meeting the Board approved funding to allow a new program to move forward. The program will 
create a credentialing registration and third party portal and the funding allows the program to be further 
developed. This program is in response to the needs of our members for a credentialing service. The funds 
approved at this meeting will allow marketing directed to dentists so that we can have a critical mass of 
participants, an essential early step in this development process. Our contractor on this project has also 
agreed to devote funds toward this marketing effort. 

We voted to forward our first resolutions to the House, each involving simplification of some of our 
governance procedures. The Board approved a proposed amendment to our Bylaws that will allow ASDA to 
introduce new business to the House, just as districts do. This will help ASDA participate fully at the House 
of Delegates. We moved on to approve proposed Bylaws changes that will allow Councils to elect their own 
chairs and select their own consultants, without the need for a Board vote. We also proposed simplifying 
the process by which members are awarded a certificate for international volunteer services. 

The ADA market share in Puerto Rico is around 8% and there are only approximately 120 members. For 
years, we have been devoting considerable resources to this constituent (over $250,000 in five years). At 
our meeting, we grappled with this difficult problem and adopted a resolution asking the Colegio to develop 
an action plan to increase membership. In the meantime, we agreed to carefully scrutinize any further 
expenditure in Puerto Rico.

We spent a significant amount of time focusing on the ADA Foundation and our support for it. Our past 
president, Dr. Bill Calnon, spoke to us about research at the Foundation and what he feels is needed 
to support it in the coming years. Dr. Frank Maggio spoke to us about development efforts within the 
Foundation. The vast majority of gifts to the Foundation--over 80%--come from corporations. Donations 
from ADA members continue to lag. In coming years, the Foundation will continue to focus on corporate 
gifts, with a target of 9% growth per year. After extensive discussion, we decided that more complete 
information is needed to allow us to make an informed decision about the nature of our support to the 
Foundation.  We have asked our cross-over trustees to communicate these concerns to the Foundation 
board.

Continued from Page 12



Page 15

C

M

Y

CM

MY

CY

CMY

K

SC-MAY-2016.pdf   1   5/2/16   11:14 AM

The EPA Amalgam Rule takes effect and you can NOW LOCK IN 

WITH OUR SPECIAL DISCOUNTED DEPOSIT PROGRAM— 

Save NOW—Install Later!

ALSO SAVE ON THE NUMBER ONE CE COURSE BEING OFFERED 

ON ENVIRONMENTAL REGULATIONS — 8 CE CREDITS —  

AGD PACE APPROVED

CALL NOW—DO NOT DELAY— 

BE IN COMPLIANCE & SAVE!!!Call 800 360 1001 ext. 17

DRNA—The # Dental Care 
Waste Management Company

Unique Discounts for South Carolina 
Dental Association Members!

There are 5 promises all 
ADA member dentists make 
to their patients. Share 
them today by linking to 
MouthHealthy.org/
ADAmember.

Visit the ADA Member 
Center during the ADA 
Annual Meeting for 150th 
Code of Ethics information 
and commemorative 
giveaways.

Proudly promote your ADA 
membership in your office.

When a person has a better 
understanding of the Code of 
Ethics, 69% are more likely 
to choose an ADA member 
dentist.*
*2015 American Dental Association Code of Ethics Consumer Survey

Join the Celebration for the 

150th Anniversary of the 
ADA Code of Ethics

mailto: info@paragon.us.com
http://www.drna.com
http://www.mouthhealthy.org/adamember


Page 16

Everything About Merchant Account Fees
By TransFirst, an SCDA Endorsed Company

One of the most confusing aspects of obtaining a merchant account is understanding the various rates and 
fees involved, but it’s a crucial step when you’re comparing various merchant account providers and their 
offerings. Knowledge is power, and knowing these fees upfront will give you a tremendous advantage as 
you choose a merchant account provider. 

As with any business decision, fees are just one part of the equation, and you should consider other 
factors such as ease of setup, ease of use, customer service, professional attitude, integrity and reputation 
as part of the overall package. You may not encounter all of the fees listed below in your search for a 
merchant account provider, but here are some of the most common: 

Discount Rate 
The discount rate will usually make up the majority of your credit card processing costs, and therefore it 
is the most important fee of all. The discount rate is simply a percentage charged on each transaction. It 
is usually lower if you are swiping cards, and higher if you are keying them in for MOTO, Internet, or other 
card-not-present transactions. For example, if you are set up with a discount rate of 2.5%, and you charge 
a customer $100, the transaction fee would be $2.50. 

Interchange 
This fee comprises the largest percentage of the discount rate. It is set by the credit card networks twice 
a year and goes directly to the card-issuing banks. The networks charge it to the merchant account 
providers, who pass it along to their clients on their monthly statements. 

Transaction Fees 
This fee is charged to process each and every transaction, regardless of whether the transaction is 
approved or declined. Transaction fees vary depending on the type of processing involved and your 
agreement with your provider. 

PIN Debit Transaction Fees 
These fees only apply if you accept debit cards and have a PIN pad attached to your terminal. 

Address Verification Service (AVS) Fee 
This fee applies in card-not-present transactions. AVS confirms that the address information provided by 
the customer is the same as the information on file with the card-issuing bank, reducing the risk that the 
transaction is fraudulent. 

ACH/Daily Batch Fee 
This is the fee that is charged to settle your daily batch of transactions and to transfer the funds into your 
bank account. If you do not have any transactions on a particular day, you are not charged this fee. 

Monthly Statement/Support/Service Fee 
A fixed fee charged by your processor regardless of the number of transactions you have. It covers your 
monthly statement, as well as any customer service and support you may require on your account.

Internet Gateway Fee 
This fee applies only if you are using an Internet payment gateway. The gateway fee is charged monthly 
and billed directly by the gateway provider. There may be an additional per-transaction fee charged by the 
gateway provider in addition to any transaction fees charged by your merchant account provider. 

Voice Authorization Fee 
This fee is only charged when you call in your transaction to a toll-free number for authorization. Most 
merchants do not use this service, but it can be useful if your terminal or software isn’t working. 

Monthly Minimum Fee 
A monthly minimum fee is not so much a fee as it is a minimum amount of fees that your merchant 
account provider requires you to generate each month. If your monthly fees are less than this minimum, 
then you are charged the difference. For example, if you have $20 in fees in a given month, and your 
account has a $25 monthly minimum on it, you will still pay the $25. Continued on Page 17
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Surcharge/Partially-Qualified/ Non-Qualified Fees 
These fees may appear under any of these three names, but they are all essentially the same. They all are 
related to an additional discount fee that some cards are charged, and only apply to certain card types. 
They do not apply to the majority of consumer cards, but they do apply to some business, corporate, 
rewards and international cards. 

Chargeback/Retrieval Fee 
Chargeback and retrieval fees come into play when a customer or card-issuing bank disputes a 
transaction. Common reasons for such a dispute include the customer not recognizing the charge, 
dissatisfaction with the product or service provided or a customer’s claim that someone fraudulently 
used their card. A merchant will have a chance to refute the dispute by providing a written response and 
documentation. The merchant account provider handles the resolution of the chargeback and charges a 
fee for this service. 

Annual Fee 
This is the annual amount that is charged for your merchant account by your processor. 

Hidden or Junk Fees Unfortunately, there are plenty of hidden and bogus fees out there. One of the 
most common is an extremely low “teaser” rate that goes up after a few months of processing. This may 
be triggered by a condition buried in your contract that allows the provider to raise the discount rate at will 
or when you do not meet certain volume targets. Another tactic is to have a teaser rate that only applies 
to one specific card type in one specific category, then charge higher rates on other cards and categories. 
Junk fees come under a variety of different names, such as file fee, security fee, audit fee, conversion fee, 
over-limit fee, excessive transactions fees, and bill-back fees.

Knowledge is power, and knowing these fees upfront will give you a tremendous advantage as 
you choose a merchant account provider. 
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Dental Related Services
Palmetto Dental Personnel Inc. is owned 
and operated by a dental professional with 
20+ yrs experience and has exclusively 
provided professional staff for Columbia 
and the surrounding areas for 20 yrs. PDP 
has dental hygienists, assistants and front 
office personnel available for temporary and 
permanent positions. Contact Gail Brannen 
1-800-438-7470, fax 866-234-8085, email 
gbrannen@palmettodentalpersonnel.com or 
www.palmettodentalpersonnel.com.

Kodak/Carestream & Shick Intraoral  X-ray  
Sensor  Repair. Specialize in repairing 
Schick CDR  &  Kodak / Carestream RVG 
5100 & 6100 dental X-Ray sensors.  Repair 
& save $1,000’s over replacement cost. 
We purchase old/broken sensors  www.
RepairSensor.com/919-924-8559

Gendex & Dexis  Intraoral  X-Ray 
Sensor Repair. Specialize in repairing 
Gendex & Dexis dental x-ray sensors. 
Repair & save $1,000’s over replacement 
cost. We purchase old/broken sensors www.
RepairSensor.com/919-924-8559

Locum Tenens/Positions Wanted
Dentist available for locum tenens.
Available daily, weekly or monthly. General 
Dentistry. 20 years+ private practice, 8 yrs 
contract dentistry. Private practice, city and 
county dental clinics. Dr. Garland L. Slagle 
843-837-4126.

Since 1975, Dental Power has been 
placing dentists seeking work!  We 
have clients in SC with fill-in/locum tenens 
needs, short-term assignments (mobile 
dentistry and school based programs), long-
term contract work and associate position 
openings.  You can learn more and view 
specific opportunities at www.DentalPower.
com or 800-710-9720

Solo dentist in Fort Mill, SC is in need of 
locum tenens dentist to cover office while 
recuperating from bilateral knee replacement 
surgery (est. 4-6 weeks). Surgery is 
tentatively scheduled for 1st week in April, 
2016. Please contact Dr. Jeff Blank directly 
at 803-984-3907 or jblank@comporium.net.

Locum tenens/position wanted: 
Orthodontists, I am offering my services 
to cover your practice as per your needs. 
Available daily, weekly or monthly. 46 years 
ortho experience; past president of the 
SCDA. Dr. B.C. McConnell, Jr 864-224-2007 
or 864-339-9024.

General dentist seeking full-time 
associate position. Chapin, Irmo, Lexington 
& Columbia area. 2015 WVU graduate, 
AEGD Certificate, flexible, dependable, 
available summer 2016. Proficient in 
restorative, removable prosthodontics, 
anterior & premolar endodontics, extractions 
comfortable working with children. Email 
Elizabeth Fitch DDS at fitche04@gmail.com

Positions Available - Dentists
Family Dental desires motivated dentists 
for its offices in SC. Our associates perform 
all facets of general dentistry, have complete 
autonomy over treatment planning, and 
are provided with a top tier compensation 
package with generous benefits. We offer 
FT, PT, and Saturday only schedules. Contact 
Kari at kthompson@kosservices.com

Our Lady of Mercy’s Wellness House Dental 
Program on Johns Island needs volunteer 
SC licensed dentists to provide er & basic 
dental. M-Th and also Tue evenings. Contact 
John P Howard DMD or Ms. Jakki Jefferson at 
843-559-4493.

Large group dental practice looking for 
associate dentist to join our expanding 
team in Columbia, SC. Competitive and 
excellent pay for qualified candidate. 
Experience preferred. State of the art facility. 
Candidates must have great work ethic, 
excellent skils and good chair-side manner. 
Email CV to bromanoea@yahoo.com

Volunteer at the Helping Hands Dental 
Clinic (Georgetown).  Licensed SC dentist, 
to provide extractions. Thur Evenings 5:00 
pm. Contact Tracy Jones at 843-527-3424 
or acct.hhands@gmail.com.

Associate Dentist in Charleston (Ladson) 
in a growing private practice (5-10 yrs 
experience). Seeking a gentle and caring 
Dentist who is thinking of their future and 
interested in a long term career.  Excellent 
clinical skills and enjoy restorative, implant 
and cosmetic dentistry. 843-312-7847 or 
email Trish.Nicklas@yahoo.com

Associate Dentist FT/PT in Myrtle 
Beach.  Fee for service, no PPO’s or HMO’s.  
Digital and paperless!  Fully trained, highly 
experienced team.  Income potential is 
excellent.  E-mail CV and cover letter to 
lisa@marketcommondentistry.com

General Dentist, Hygienist and 
Assistant with experience needed for a fast 
pace new dental practice in Georgetown 
SC. Offering- paid vacations, sick days and 
401K. Please fax resume to 843-527-7553.

Thriving private practice seeking an 
enthusiastic & talented associate to 
support our continued growth. Our practice 
is newly constructed and in the heart of 
lively and growing Lexington, SC. We are 
looking for an associate to join our highly 
skilled, experienced & dedicated team. Email 
resumes to pgooose@gmail.com or 803-
736-9991

Pediatric Dental Opportunity- An 
exceptional opportunity to join a growing 
Pediatric Dental & Orthodontic practice with 
multiple locations in the Charleston area. 
Join a TEAM in fun, well-respected, state of 
the art paperless practice with competitive 
salary and benefits. To learn more, please 
email isabel@coastalkidsdental.com or call 
843-818-5437.

Coastal SC, PT or FT General Dentist with 
2-3 years experience to perform all aspects 
of general dentistry in an exceptional 
environment with advanced technology. 
Loyal staff of 15-20+ years. Benefits/
retirement included. Email resume to 
hazteal@yahoo.com.

Associate Dentist position available in 
Fort Mill in an established but growing 
practice (at 2 years experience). Seeking a 
compassionate Dentist with excellent clinical 
skills who enjoys restorative, crown & 
bridge, preventative and cosmetic dentistry. 
Please contact Dr. Jasper at 803-548-4353 
or drjasper@jasperdentistry.com.

The College of Dental Medicine, MUSC is 
seeking applications for volunteer faculty 
in the Department of Oral Rehabilitation 
to provide clinical instruction for pre-
doctoral dental students. Dedicated Time 
Commitment: at least one day a month. 
DDS or DMD degree required and SC 
Dental License. Apply online http://
academicdepartments.musc.edu/hr.

Successful, fee-for-service, multi-doctor 
practice seeking Associate Dentist with 
proficiency in all areas of general practice and 
endo a plus. Prefer 3-5 years of experience. 
Position is initially 3 days per week with 
possibility for more. Located minutes from 
the beach in beautiful Charleston. Email CV 
to pinappledentistry@gmail.com.

ElderCare mobile dentist needed full 
time. Deliver dental services to eldercare 
population in nursing homes. The dental 
care will be provided in the nursing 
homes which will consist of mainly exams 
and screenings. Will work closely with a 
Registered Dental Hygienist. Care provided 
at nursing homes throughout SC. Contact 
mbh@prohealthdent.com.

Excellent Associate opportunity in a 
paperless fee for service practice focused 
on complete health dentistry. We are a well 
respected team based practice that provides 
quality advanced dentistry. We are seeking a 
motivated Associate with surgery and endo 
experience. Interested candidates reply to 
drehortman@sc.rr.com.

Part-time Endodontist needed in 
Lancaster to treat patients in our office one 
day a week. Please contact Chad Tolbert at 
tolbertc81@yahoo.com.

General Dentist needed in Greenwood to 
treat children. Excellent opportunity to be an 
Associate in this brand new pediatric dental 
office. This is not a corporation so there will 
not be anyone looking over your shoulder. 
Experience treating children is preferred. 
Contact ellis3dmd@gmail.com or 803-413-
5100.

Busy multi-discipline practice seeking 
pediatric dentist. Candidate must be 
certified or recent pediatric experience. 
Position is for 4 or 5 dyas, depending on 
your preference. Sign on bonus and health 
insurance benefits available. Contact 
aminish@mdadental.com.

Classified Ads
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Great Expressions has full-time, solo 
opportunities for Dentists in metro-
Atlanta, including: Marietta, Douglasville, 
Sandy Springs, Gainesville as well as in 
Savannah, GA. Six-Figure Draw vs. Percent 
of Production w/ sign-on or relocation 
possible as well! Clinical Freedom and 
Treatment Autonomy! Defined career-path, 
health/dental, 401K, time-off, malpractice 
assistance, CE. Call 678-836-2226!

Full time Associate needed for busy, 
up-to-date practice in the Goose Creek/
Charleston, SC area. Please email CV 
to rngilreath@hotmail.com or sonya@
goosecreekfamilydentistry.com.

Dental practice seeking General Dentists 
in Greenville/Spartanburg who are focused 
on patient care and enjoy a private practice 
setting. Inquire about how you may qualify 
for our $20k sign-on bonus! Also offering 
referral bonus of $7,500, if candidate hired. 
Contact Mary Barfield 972-755-0889 or 
mary.barfield@dentalonepartners.com. EOE

Great opportunity for full time General 
Dentist Associate with partnership tract. 
4 day work week with 6 weeks of vacation. 
Great technology in practice (CBCT, CEREC, 
IV Sedation) and mentorship available. 
Base pay range $125k-$165k based on 
experience. Contact mwammons@gmail.
com or 803-432-3571.

Columbia Oral Health Clinic, a 501c3 non-
profit desires a PT dentist. Treatment 
procedures include simple and complex 
restorative and oral surgical procedures and 
complete and partial denture prosthodontics. 
The position is salaried and offers tuition 
reimbursement of up to $50,000. All 
inquiries may be made to cohc@sc.rr.com or 
call 803-779-4795.

Positions Available- Staff
Kool Smiles is looking for a Dental 
Assistant to join our team in Orangeburg. 
Working with us you will: Take x-rays, 
sterilize & disinfect equipment, clean chairs/
rooms & assist with procedures. We expect 
you to be x-ray & CPR certified. Please 
apply at www.mykoolsmilesjobs.com.

Experienced Dental Assistant needed- 
Must engage patients and help with  patient 
education. Extroverted, professional, 
dependable, flexible and provide excellent 
customer service. Minimum of 2 yrs 
chairside experience. Fax or email resume 
803-255-0222 or customerservice@
davisanddingle.com

Multiple practices seeking temporary 
hygienists able to fill in as needed for 
vacations, sick days or maternity leave. All 
currently locations are located in Lexington/
Columbia vicinity and a one hour radius. 
Contact sheralyn@mypuredental.com

Ortho Assistant needed in Charleston- 
two locations (Mt Pleasant & N. Charleston) 
seeking positive, upbeat assistant. 4 days 
per week. Please email resume, photo and 
salary history to 843dentaljob@gmail.com 
www.garrettsmiles.com

Seeking mobile dental hygienist- provide 
dental cleanings on-site to residents of 
nursing homes in South Carolina. Will be 
lead hygienist. Travel is required. Contact 
mbh@prohealthdent.com.

Full time Dental Assistant needed in 
Newberry, SC for growing private practice. 
Please send resume/cv to jclake2@gmail.
com

Practices/Office Space Available
Dental Office for Rent in Rock Hill. Built 
as a Dental Office this freestanding builing 
has 3 operatories plumbed for nitrous oxide, 
suction and compressed air. Located in the 
center of the medical community at 1342 
Ebenezer Rd. Contact John Rinehart at 
jdrinehart@ccim.net or 803-517-0229 or 
803-329-3285.

Southwest SC #8930 -Gross collections-
$936K; 3 operatories; 4 days.   For more 
information contact Dr. Earl Douglas at 770-
664-1982 or earl@adssouth.com

Columbia General Practice #8843-Gross 
collections-$559K; sale price $449K.  3 
operatories; 1300 sqft. office space.  For 
more information contact Dr. Jim Howard at 
919-337-1162 or jim@adssouth.com

SW Greenville Area #9016 - Gross 
Collections-$640K; 5 operatories; 4 days For 
more information contact Dr. Earl Douglas at 
770-664-1982 or earl@adssouth.com

Satellite dental office; 52 foot trailer. One 
operatory fully equipped white coastal chair. 
One operatory plumbed and ready. Lab, 
reception, business office, 1 full bathroom 
and HVAC included. Ready to move to your 
location. $30,000 OBO call 803-648-3251 
for more information.

Dental Practice for Sale in Coastal, SC- 
Multi doctor, 10 operatory, powerhouse 
practice. All updated with digital equipment.  
Amazing staff.  Real estate available. Dr. to 
stay on for transition. Contact us at 678-
482-7305 or info@southeasttransitions.com 
for more details.  Listing ID SC-1048. www.
southeasttransitions.com

Satellite Dental Office for sale in 
Northeast Columbia, in a busy upscale 
area. It has 3 operatories with an esthetic 
& boutique style setting. Office is open only 
2 days a week and ideal for new dentist 
to add additional days with great growth 
opportunity. Please email smilstudio@aol.
com

Dental Practice for Sale in Columbia, SC- 
Amazing 11 operatory practice, on track 
to collect over $1 million. Huge upside 
potential! Room for 4-5 doctors including 
specialists. Dr. relocating to another part 
of the state. Please contact us at 678-482-
7305 or info@southeasttransitions.com for 
details. Listing ID SC-1052.

Office space formerly dentist office space 
for 4 or 5 chairs was the home of 2 successful 
practicesfor the past 15 years. Near Clemson 
SC & Lake Keowee & Hartwell- lease 
negotiable 10261 Clemson Blvd. Seneca, 
SC 29678. contact 864-650-0832 for more 
information.

Established private practice in beautiful 
Baxter Village available for space sharing in 
Fort Mill. Total office space is approx. 3,000 
sq ft.  3 fully equipped operatories, lab, 
reception and private office available. Lease 
terms negotiable. Great opportunity! Contact 
Samantha at smclewee@comporium.net or 
803-431-9738
General Dentist Practice for sale in 
Florence. Very established patient base, 
office collects on average $500,000 a year 
on 3 days per week. On pace to collect 
$600,000 this year. Current Associate 
possibly available to stay. Contact dr.rogers@
charter.net.

Oral Surgery Practice for Sale in 
Charleston, SC Well established oral surgery 
practice; 30+ years in this location. All fee 
for service; consistently collecting over $1.6 
million. Lots of referrals and great staff to 
stay on. Building available for sale or lease. 
Dr to stay on for transition (as much or as 
little as needed). Contact us at 678-482-7305 
or info@southeasttransitions.com. Listing ID 
SC-1056. www.southeasttransitions.com

Lowcountry/Coastal SC- oral surgery 
practice with periodontist in this highly 
desirable area of South Carolina. 3 
operatories with new equipment added in 
2015! Contact Henry Schein Professional 
Practice Transitions Consultant Courtney 
Howell Robinson, 843-324-0703, courtney.
robinson@henryschein.com #SC107

Established Dental office for sale. Great 
location! Sumter SC. Real estate, supplies, 
equipment, Practice management Database, 
furnishings etc.  5 operatories, lab,  lounge, 
private office, 3 baths, waiting area. 
Collections $900k when working, seller price 
$400k. Seller became disabled Dec. 2015, 
retired. Please email dochollidaysumter@
gmail.com 

For Sale
For Sale: Dental equipment chairs, units, 
lights, cabinetry, x-ray, vacuum, compressor, 
sterilizers and handpieces.Any and all things 
dental call 843-697-7567.

Need a fantastic new name for your website? 
Want to improve marketing? The domain 
names available are too numerous 
to list. Some are locator names: www.
charlestonsc.dentist, www.columbiasc.
dentist, www.spartanburgsc.dentist. Others 
are names: www.childrensdental.center, 
www.endodontics.center, www.orthodontics.
center, www.perio.center, www.visitmy.
dentist, www.coastaldental.center, www.
prosthodontics.center, www.favorite.dentist, 
others available. Pricing depends on name. 
Interested? contact jmillerdmd@aol.com
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Perhaps it’s time to look 
at dental sedation from 
a different perspective.

NovaSed is a comprehensive sedation management company 
that approaches dental sedation from a new point of view. 
Our qualified anesthesia providers strive for fulfillment rather 
than frustration for partner clinics and patients alike. All while 
providing the safest and highest quality sedation model in 
communities across South Carolina. Whether you currently 
offer sedation or not, find the angle that’s right for you by 
visiting novased.com.

Solutions for 
dental sedation.

http://www.novased.com

