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Full Social Agenda at The SCDA Annual Session
By Tommy Parnell 

Vision for the Future

South Carolina Dental Association 
144th SCDA Annual Session  •  May 2 - 5, 2013
Embassy Suites Hotel, Kingston Plantation
Myrtle Beach, South Carolina

Embrace
    Engage
        Empower

This year’s Annual session will not only offer 
excellent continuing education, but give attendees the 
chance to relax and enjoy Myrtle Beach as well. The social 
committee has decided to revisit a local hotspot and 
introduce you to the craze of craft beer.

To kick off the social agenda we will host our 
Thursday Welcome Reception in the Exhibit Hall. We will 
begin an hour earlier this year with drinks starting at 4pm.  
After you have finished your last scientific session, stroll 
over and have a beverage using the tickets provided in 
your registration packet. Once everyone has had time to 
catch up with old friends and colleagues and view what’s 
new in the dental industry, food will begin arriving at 5pm 
and continue being served until 7pm.  Feel free to enjoy 
the buffet offerings and continue walking the floor catching 

up with fellow attendees. It’s sure to be a great way to 
start off the weekend.

The finale on Saturday night is an event we’re 
extremely excited about.  Lately the industry of craft 
beer has taken off.  With events in Columbia such as 
the World Beer Festival creating such a buzz that they 
had to hold it as a two stage event at the Columbia 
Conference Center, we felt compelled to partner again 
with the House of Blues to offer “Brews at the Blues.” 
The most attended social event in recent time at the 
Annual Session was held at the House of Blues several 
years ago, and we will attempt to re-capture that 
enthusiasm with our own twist by adding craft beer to 
the billing. We have reserved the Indigo Room and deck 

where you can sample from 15-16 craft beers, and to accompany this great 
hops event we serve the famous Cajun cuisine the House of Blues is known for.  
Drink tickets are included with the price of admission and can be redeemed for 
other drinks as well.  Please be aware that craft beers are in high demand and 
the beer list is subject to change due to availability at the time of the event.  As 
the House of Blues says “help ever, hurt never”…with great food and craft beer!  
Hope to see you there!

It is sure to be a great event at the Kingston Plantation this year and we 
on the convention committee are looking forward to a fantastic meeting with 
much learning and even more fun at the Grand Strand!

http://
http://www.scdaannualsession.com
http://www.houseofblues.com/venues/clubvenues/myrtlebeach/
http://www.houseofblues.com/venues/clubvenues/myrtlebeach/
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 NSK   J. Morita  KAVO  & more 

 We Proudly Support the SCDA, SCDHA, SCDAA,  
and the District Dental Societies 

HANDPIECE SERVICE 
IS OUR BUSINESS 

When you need a high-quality repair, 
call Ken at: 864-967-8647 

 FACTORY QUALITY REPAIRS on all high speeds, 
slow speeds, attachments, scalers, electric 
motors & attachments, oral surgery drills, 
endo attachments and more!  

 Fiber Optic & Rethread Service. 
 We use only the HIGHEST QUALITY PARTS 
 We are FACTORY TRAINED 
 We sell New & Reconditioned Handpieces 
 Call Ken for a FREE Lunch & Learn for 

Handpiece & Sterilizer Maintenance! 
 FAST SERVICE, HIGH QUALITY REPAIRS 

SCDA Annual Convention 
Incentive

SCDA wants to encourage those 
members that have not participated 
in the past 6 years to join us for 
this year's event. As an incentive, 
we put together a "2013 Attendee 
Incentive" program. Here are the 
qualification details for the program: 

1. Must be an SCDA member 
2. Have not attended the SCDA Annual Session since 

2006 
3. Agree to stay two nights at the Embassy Suites 

Myrtle Beach (host hotel) during the 2013 program 
dates (May 2-5) 

4. Agree to attend at least two CE classes 

If you meet these criteria, you are eligible for a $350 
credit towards your Annual Session expenses. Under 
the terms of this program, we are limiting it to the 
first 50 qualified participants. Participants will need 
to submit a copy of their CE form along with proof of 
stay at the Embassy Suites. Once that is processed, 
participants will receive a check in the amount of 
$350, within 30 days following the Annual Session. If 
you want to apply for this program be sure to enter 
"2013" in the promo code field when you register 
online.

Vision for the Future

South Carolina Dental Association 
144th SCDA Annual Session  •  May 2 - 5, 2013
Embassy Suites Hotel, Kingston Plantation
Myrtle Beach, South Carolina

Embrace
    Engage
        Empower

http://www.scdaannualsession.com
http://www.hayeshandpiece.com
http://www.shererdentallab.com/
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SCDA Mission
The South Carolina Dental 
Association represents 
member dentists in order to 
promote and provide optimal 
oral health care to all citizens 
of the state of South Carolina 
by serving as an advocate 
to advance the profession of 
dentistry.

February 8 Piedmont District Spring Meeting The Kroc Center 7:30 AM

February 15 Member Benefits Board Meeting American Cancer Society Building 9:00 AM

February 15 SCDA Board Meeting SCDA Office 9:00 AM

March 1 Central District Spring Meeting Columbia Conference Center 8:00 AM

March 1 Coastal District Spring Meeting Trident Tech 7:00 AM

Master Calendar

Did You Know?
By Rebekah Mathews, DentaQuest

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 Christy 
Meador at 800-327-2598 or by 
emailing her at meadorc@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 SCDA’s 
Dental Assistance and Advocacy 
Committee: 800.327.2598

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!

 The new year brought some changes 
to the ADA’s Code of Dental Terminology.  
South Carolina’s Medicaid Agency, the 
Department of Health and Human Services 
(SCDHHS) has updated its covered codes to 
comply with these CDT changes.   
 Effective with dates of service on or after January 1, 2013, Healthy 
Connections no longer recognizes codes D1203 and D1204.  D1203 
(topical application of fluoride-child) and D1204 (topical application of 
fluoride-adult) were replaced with the new CDT code D1208 (topical 
application of fluoride). D1208 is reimburseable at the same rate and will 
follow the same benefit limitations as D1203 and D1204.  There are no 
changes to D1206 (fluoride varnish). 
 An updated Dental ORM, dated 01/15/2013, is now available in the 
“Related Documents” Section of the DentaQuest Provider Web Portal.  The 
new version incorporates the CDT changes and also includes clarifications 
on standing policies and documentation requirements for covered 
services.  Key items are outlined below: 

Covered Restorative Codes: clarifies the 
possibility of cross-claim bundling if a tooth 
is filled more than once by the same provider 
within 180 days.  
Covered Oral Surgery Codes:  clarifies 
that extractions performed in advance of 
orthodontia are not a covered benefit. 
Covered Adjunctive General Codes: 
emphasizes that SCDHHS expects providers 
to follow the ADA’s sedation monitoring and 
recordkeeping guidelines and details Clinical 
Criteria for use of behavior management.

 The revised ORM also contains an update to Appendix E, the 
SCDHHS Provider Services Manual Section.  See the Change Control 
Record in the front of the ORM for specific reference to changes made.

*DentaQuest Provider Training Webinars*

 DentaQuest will be hosting many opportunities for online training 
in February.  The sessions will cover recent changes to the ORM plus offer 
a refresher on use of the DentaQuest Provider Web Portal.  Information on 
the scheduled webinars and how to register is being sent to participating 
Healthy Connections offices now.  Please plan to attend!   
 DentaQuest appreciates all that you do to provide the greatly 
needed dental care for patients in your area.  If you have questions or 
need assistance please contact Customer Service at 888.307.6553. 
 If you have suggestions for Medicaid topics that you wish us to 
cover in future SCDA newsletters, please share them with Maie Brunson at 
brunsonm@scda.org. 

mailto:meadorc%40scda.org?subject=
mailto:meadorc%40scda.org?subject=
http://www.scda.org
mailto:brunsonm%40scda.org?subject=
http://www.dentaquest.com/
http://www.dentaquest.com/
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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

P100785e (2/10)

P100785e_ad:Layout 1 2/23/10 2:23 PM Page 1

http://www.pattersondental.com/
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Certified Dental 
Laboratory

ZirCast
Full Contour Zirconia

$119/unit
Call us at 800.476.2771 to activate your discount!
Click Here or Scan the code for your Digital RX
Act Now! Special pricing expires March 31st 
 

BruxZir
Solid Zirconia

$109/unit

Save on every Full Contour Zirconia case

SC Registration: Mark Stueck CDT #396
Andre Theberge, RDT #531

FDA Registration # 3002706372
DAMAS # AJA/NADL/0506/0018

http://drakelab.com/?page_id=1345
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 Social Media Marketing tools can seem like hindrances … or at best a plump waste of time, rather than the 
organizational and productivity boosters they should be.  To help you get a handle on the Social Media Strategies 
in your practice, and to make sure you are using this marketing technology to its fullest, here are 5 S.M.A.R.T. 
Resolutions for 2013. S.M.A.R.T. goals are Specific, Measurable, Achievable, Relevant and Time bound. Plus, some tips 
you’ll need to actually keep those resolutions.

S of S.M.A.R.T. is for Specific 
 In today’s economy, more dental patients and prospects, especially those under age 
50, look 1st to the Internet to find a relevant dentist – nearing zero for traditional Yellow & 
White Page searches.  And they research extensively before making an appointment. Goes 
to show that the penetration of the Internet is changing the way Americans search and 
consume.*  
 With that cultural change, when you provide specific keyword content on your 
website pages, you’ll help targeted patients find the information they want, such as your 
clinical experience, practice achievements, breakthrough cases, services offered, glowing 
testimonials, educational videos, and working hours.  Your website pages can become an 

effective Yellow Page listing, as this very content will impact the search engine results.   
 Apart from building an on-line presence, dentists can showcase specific expertise to help keep their dental 
team top-of-mind for easier recall with current patients and value-building with prospects.  So, create a quick 
educational series to increase patients’ awareness of WHY good oral care is not optional. One or two specific videos 
can help assuage patients and prospective patients’ false concerns relating to dental procedures.  
 Pinterest is new to the scene, but allows dentists to create relevant pin boards, such as Dental Health, to 
which practices can share images and information about anything from how to brush, flossing tips, how to detect gum 
disease, and more.  Every image is hyperlinked to a specific page on your website, thus driving you more targeted 
traffic and helping you create new customers.

M of S.M.A.R.T. is for Measurable 
 Successful Facebook Marketing is no longer in the leprechaun and unicorn category.  
It’s measurable when you start the conversation with targeted keywords words so your 
audience responds with likes, comments, even shares and possibly wanting to take 
the conversation off Facebook for a bottom-line purchase.  These outcomes are best 
measurable by consistent Facebook wall posts and promoted posts via Facebook ads.  But 
you need to have a plan.  When you start a promotion, choose any wall post and select the 
options of $5, $10, $15 on up. (You can stop that promotion at any time.) Just click the 
Promoted button under your Wall Post.  
 Paying for Promoted Posts simply helps you reach more Fans and friends of Fans who 
weren’t online when you originally posted. When they are on, this promoted post will slide 
to the top of their newsfeed, even if you published your content three or more days ago. By 
promoting a single post, your dental practice reaches more relevant people, who click the 
link taking them to your landing page or web page to generate more traffic and ultimately 
choose your practice as their own. That’s a measurable return on your meager investment.

A of S.M.A.R.T. is for Achievable 
 For those dentists new to the social media marketing scene or those wanting a review, your 
Internet presence can become an effective Yellow Page listing.  Your goal is to optimize your Facebook 
and Blog posts with relevant keywords and compelling content that your patients & prospects 
specifically want.  Like a domino effect … when your Facebook and Blog posts are keyword rich and 
relevant, search engines will likely index their keywords and topics.   
 To achieve staying top-of-mind for easier recall with current patients and value-building 
with prospects, you need an achievable plan.  For the neophyte or time-pressed dental practice, we 

recommend a simple plan: Write a blog 1-2x/month, post to Facebook 3-5x/week, and produce a video 1-3x/quarter.  
This activity provides a major cue for Google’s search index.  Five topics to jumpstart your content calendar:

1. Feature Customers in blogs or posts (incentivizes fans to share your page)
2. Load Videos (boosts customers’ awareness of WHY your product/service is NOT optional)
3. Ask a Question or Industry Trivia (gets Fans to give opinions & laugh)
4. Talk about your community involvement (publicizes your dedication and contributions) 
5. Show-off Products & Services (highlights your wares with the 80-20 rule for content/connection vs. 

sales messages) 

 By consistently engaging with your targeted patient base, you achieve more traffic, increase your LIKES, 
and boost your Wall engagement. The educational, entertaining blog and wall posts as well as promotions not only 
incentivize customers to engage with your Dental Brand, but also encourage them to tell all their friends – both offline 
and online.  And, best value yet: majority of these friends of friends could be within driving distance of your dental 
practice --> of course, the goal of every marketing endeavor is ACHIEVABLE CONVERSION, right?   

Continued on page 8

5 S.M.A.R.T New Year’s Resolutions for Social Media: Gets to the Root of Successful Marketing
By Donna Newman, Summa Social, Guest Contributor 
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Amanda Christy
Regional Representative

a.christy@nptnetwork.com

877.365.6786 x 230
www.nptnetwork.com
info@nptnetwork.com

When it’s time to start thinking about tomorrow...

Practice Sales

Transition Consultation
Practice Appraisals

We customize a plan FOR YOU to
maximize patient and sta� retention,

minimize your tax liability, and ensure
 a smooth and successful transition.

Call us today for a free initial consultation!

NPT=Results
Congratulations to these doctors who 
trusted us with their practices when
they were ready to take that next step!

Dr. Richard McNeel to Dr. �omas Petnuch
Dr. Daniel Saale to Dr. Neeru Sharma
Dr. Samuel Randall to Dr. Mark Tripp
Dr. Tod Armbruster to Dr. Daniel Whittaker
Dr. William James to Dr. Michael Catanese & Dr. James Herron

We are NOT a dual-rep company.

SM

National Practice
Transitions
Expect more from us

Practice transition experts

http://www.nptnetwork.com
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Continued from page 6

R of S.M.A.R.T. is for Relevant 
 Social Peer Influence drives buying decisions. When deciding who gets to 
root around in their mouths with sharp tools, people are understandably drawn to 
professionals with whom they feel comfortable.  To that end, patients and prospects 
like hearing and reading other people’s relevant success stories.  So showcase 
patients who have had great office visits.  Perhaps it’s a child who sat still through 
his/her very first visit, a teen who got his/her braces off, or even an adult patient who 
finally got his/her new implants and wants to show off that new smile.  
 Dental practices needs a strong referral base to thrive. Getting new patients 
from relevant referrals requires good relationships with existing clients. An impressed 
and satisfied patient provides positive word-of-mouth advertising both offline and 10x 
stronger online.  So, announce (via text, email, in-office, and at time of check-out) 
that patients, who write a relevant Facebook wall post or Yelp Review endorsing your 
clinic, will be entitled to same-day discounts, promotions, contests or freebies (e.g., 
new toothbrush).  This can be an on-going way to attract new clients to your clinic as 
well as reward current patients.  

T of S.M.A.R.T. is for Time bound 
 Sometimes you just need to make the obvious connection of good dental 
health and its benefits to your practice.  When your dental clinic boosts the perceived 
value of good oral health using website and social media marketing messages, you’ll 
help eliminate the common excuses of cost, time, and urgency in cancelled or unset 
appointments.  But, success doesn’t happen overnight. So, for the neophyte or time-
pressed dental practice, we recommend 20-40 minutes every business day to work 
your Social Media Marketing.  

Time management is a key attribute of social media success for dentists. To reap full 
benefits of social media: 
•	 Update your Facebook Wall at least 3x/week. As long as you keep your 
targeted audience occupied with relevant content, you are making an impact.
•	 Write a Blog Post at least 1x/month. Showcase your specific expertise to 
increase patients’ awareness of WHY good oral care is not optional.
•	 Produce an Educational Video at least 1x/quarter. Topics will achieve 
patients’ awareness of WHY your dental product/service is NOT optional.

 
 Bonding between you and your patients is something that keeps them motivated to visit your practice on a 
regular basis. Your Social Media Marketing Goals for 2013 need to be attainable. If they are too much of a stretch, 
they can de-motivate your staff. 
 
 Many dental practices let Social Media Marketing become a “good intention.” They 
mean to do it, but they never seem to get around to it or they’re not consistent. Whether 
you’ve painstakingly avoided Social Media Marketing, or just haven’t had the time to 
address it, these 5 resolutions will help things run smoother.  Make your marketing goals 
Specific, Measurable, Achievable, Relevant, and Time bound so your staff knows exactly 
what activities they need to do to reach these goals. And, hopefully the outcome of these 
goals will remind you that Social Media technology exists to make your life and your 
employees’ lives easier. 
 
 Now it’s your turn!  What’s are your Practice’s New Year’s Resolutions for 
Marketing? Share your thoughts and comments on our Facebook page: http://www.Facebook.com/SummaSocial.

Footnotes: 
*Pew Research Center’s Internet and American Life Project

Donna Newman co-founded SummaSocial.com.  She is a recognized thought leader in her field, a 
vibrant speaker, and consultant known for her practical social media marketing solutions.  Even INC 
Magazine and Entrepreneur Magazine recently featured her company.  Her clients include Corporations, 
Associations, and Small Business Owners.  Email her at Donna@SummaSocial.com. 

Send us your story ideas!
 Do you have an idea for a story? We’d love to hear it. We’re always looking for topics of 
interest to our members. 
 If you have a suggestion, email Maie Brunson at brunsonm@scda.org or call 800-327-2598. 
Please be specific We’ll let you know if and when your idea will come to fruition. Thanks for your help!

http://www.Facebook.com/SummaSocial
http://www.SummaSocial.com
mailto:Donna@WeBuildYourSocialMedia.com
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http://www.aftco.net
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       New!

$100 first year premium 

for up to $2 million  

in coverage for  

New-to-Practice Dentists!

Sound Advice.

“ I only have one regret about selling

my practice. I should have called

Dr. Earl Douglas sooner.”

•  Appraisals

•  Brokering

•  Practice Financing 

•  Associate Placement

•  Equity Associateships

Trust us for all your dental transition needs.

ADSSouth.com
Practice Transitions Made Perfect™

All ADS companies are independently owned and operated.

ALABAMA, MISSISSIPPI
& W. TENNESSEE
Rebecca Kyatt

(205) 253-9094
rebecca@adssouth.com

N. CAROLINA, 
S.CAROLINA & VIRGINIA
James J. Howard,
DMD

(910) 523-1430
jim@adssouth.com

GEORGIA, LOUISIANA 
& TENNESSEE

Earl Douglas, 
DDS, MBA, BVAL

(770) 664-1982
earl@adssouth.com

OFFICE MANAGER

Virginia Douglas

(770) 664-1982
virginia@adssouth.com

ADSSO_010 ADS South Half 4up_Layout 1  12/21/11  6:29 PM  Page 1

http://www.generalagencyinc.com
http://www.adssouth.com
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President’s Message
For a moment I was back in high school. In 1991, my best 
friend Tom and I were on Kiawah Island for golf’s Ryder Cup, 
aka the “War By The Shore”.  We were staying in his family’s 
small condo which had one bed and a sleeper sofa.  Being the 
true Southern gentleman, Tom insisted on sleeping on the sofa 
which led to a back and forth discussion about it.  He finally 
said, “I’ll flip you for it” and that’s when I reverted to my high 
school days.  Instead of pulling out a coin, I began a wrestling 
match which I quickly lost and in the process suffered a 
herniated disc in my neck!  My 6’6” 220 lb buddy was a lot 
bigger and stronger than in our high school days.  I know......
WHAT WAS I THINKING?

Thankfully I didn’t require surgery, but that incident changed 
my life as I suffered through a couple of difficult years of pain, muscle spasms 
and decreased energy.  Just carrying a gallon of milk from the store to the car 
could stir up trouble for several days.  I had to modify my exercise routine and limit my physical activities, 
i.e. no more chopping wood or moving refrigerators!  At 38 years of age, it was depressing to know that 
many things I had done in the past would be off limits in the future.  Looking back, I am grateful to have 
lived through a situation that could have easily led to a substance abuse problem.  Practicing dentistry 
is tough on the neck and back even without surgery, and many practitioners have become addicted 
to narcotics or alcohol as a result.  My biggest problem was using tylenol and ibuprofen more than 
recommended!

I bring up my story to highlight a relationship that our association has established with the Recovering 
Professional Program in South Carolina. The SCDA has a link to their site, which describes it as “a 
confidential referral and monitoring program designed for physicians, nurses, pharmacists, dentists and 
podiatrists in SC who are experiencing problems related to alcohol and/or other drug abuse dependence, 
or from a dual diagnosis of addiction and mental illness.”  They are the contracted program for the 
Department of LLR, including our Board of Dentistry. “The RPP’s ultimate goal is to help the professional 
return to safe practice--a decision that benefits the individual, the profession and society at large--by 
ensuring that the professional complies with an established treatment protocol 
and appropriate continuing care.”

My hope is that a colleague struggling with one of these problems will be 
referred by a family member, friend or staff BEFORE patients are put at risk 
and the Board of Dentistry receives a complaint. We as an association must 
embrace any opportunity to keep our members and patients healthy and safe, and this relationship with 
RPP empowers us to fulfill our SCDA mission and vision.

As for Tom and I, we still see each other every week and the only thing we wrestle over is the check for 
lunch!

Dr. Thomas Edmonds

“We as an association must embrace 
any opportunity to keep our members 
and patients healthy and safe.”

Donation Opportunity

Do you have any dental supplies, dental instrumental or surgical instruments you would like to 
donate to a worth cause?   Christ Central Ministries has begun in Columbia, SC and several SCDA 
members are involved in this medical and dental clinic for the indigent.  If you are interested in 
donating, please call Dr. Lynn Campbell at 803-732-1444 or email him at wlynncam@aol.com

http://www.scrpp.org/
mailto:wlynncam%40aol.com?subject=
http://www.scdaannualsession.com
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Why the other side hates 
to see us on your side. 
•	 Our	malpractice	carrier	has	been	
covering	SC	dentists	for	35+	
years

•	 They	have	won	over	90%	of	
cases	that	have	gone	to	trial	

•	 They	have	closed	more	claims	
without	payment	than	any	other	
liability	carrier	in	SC

•	 A	fellow	member	sits	on	the	
board	

•	 Up	to	65%	off	available	for	new	
to	practice	dentists

•	 Commission	dollars	go	back	into	
the	SCDA	instead	of	an	outside	
insurance	agency

Contact	the	SCDA	Staff
ski@scda.org
800-327-2598
www.scda.org

http://www.scda.org
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Executive Director’s Notes
SCDA’s Fifth Dental Access Days (DAD) Event

It is hard to believe that almost 5 years have passed 
since the SCDA hosted its first DAD event in North 
Charleston.  Since 2009, we have also held projects in 
Greenville, Florence and Columbia.
 
During that time, the SCDA has provided care to over 
6,000 patients and provided approximately $3 million 
in free care.  
 
The membership should be proud of this 
accomplishment and I personally believe, this is one 

of the best projects the SCDA has begun.
 
This year, we will return to where it all started in 2009.  The project will be held again at the North 
Charleston Convention Center, August 22-24, 2013.  Registration forms are already posted on the SCDA 
website along with a reservation link to make your hotel reservations with the Embassy Suites hotel 
attached to the Convention Center.
 
As in the past, we will team with the North Carolina MOM Project who will 
supply us with 80 dental chairs and equipment so that we will be able 
to treat adult patients over the two day period.  North Carolina will also 
provide their x ray van to assist in taking radiographs. 
 
Thursday, August 22nd will serve as a set up day and many volunteers 
will be needed to get the equipment up and running.  We will plan to triage several hundred patients on 
Thursday afternoon, so dentists will be ready to start working bright and early Friday morning.  Patients 
will be seen on Friday, August 23rd from 6 am to 6 pm and then again on Saturday, August 24th  from 6 
am to 3 pm.  Clean up will begin immediately after 3pm Saturday, and many volunteers will be needed to 

accomplish this.
 
The SCDA has been blessed in the past as groups 
have stepped up and provided the necessary funds 
needed to make the DAD project a success.  This 
year, I want to personally thank Delta Dental who has 
provided the funds that will completely cover the cost 
of the 2013 project.
 
Drs. Geoff Steinkruger, Ken Johnson, Scott Cayouette 
and others are working hard to get this project 
planned.  The SCDA has teamed up with Seacoast 
church in Charleston who will provide the non clinical 
support we will need.  

We could not have a successful project without the 
help of Lori and Robyn Paschall who spend countless 
hours assisting the SCDA with supplies and details.  I 
also want to thank Maie Brunson of the SCDA staff 
who keeps me and the DAD Committee organized.
  
For those who participated last year or in any of 
the past projects, sign up now!  If you have never 
participated in a DAD project, I urge you to do so in 
2013.  It will be a great and fulfilling weekend for all 
involved.

Mr. Phil Latham

“The SCDA has provided care to 
over 6,000 patients and provided 
approximately $3 million in free care.”

I found d-MMeX, cashed In and wow ...  
what a return!

You can increase your income by maximizing

your return on refining precious scrap metals!  

Getting started is easy! send us these items:

• Failed crowns and bridgework  

• Silver alloy powder • Partials 

• Grindings • Casting flashes  

• Platinum foil • Extractor bags  

• Floor sweepings • Jewelry 

Current Rates:

• 97% Gold 

• 90% Platinum and Silver

• 85% Palladium 

SCDA Members earn a 5% premium.

Call or go online today for a free shipping kit!
Now that’s smart!

800-741-3174
www.easyrefine.com

endorsed by

DMMEX SCDA QuarterPage 9 12.indd   1 10/23/2012   4:20:12 PM

http://www.easyrefine.com
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In This Economy, Where Are 
Your New Patients Coming From?

Call 866-731-8835
www.offiCite.Com/dental

Call your Web 
Presence Advisor 
today to learn more!

New patients are finding you on Google, Yahoo and Bing. 

Your referrals are reading reviews about you online. 

Patients are searching for your practice on their mobile devices. 

“1,276 
new patients!” 
dr. arthur novick, Reston, Va

Make sure patients can find your practice online

“3,425 
new patients!” 
Grove dental associates, downers Grove, il

“326 
new patients!” 
dr. matthew Kutz, monona, wi

SCDA Members Receive up to 33% off web PResenCe PaCKaGes

http://www.officite.com/dental
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How to Effectively Respond to Credit Card Chargebacks
By Jayne Handrahan, TransFirst, Guest Contributor 

Chargeback cycle

 Most chargebacks begin when a cardholder (patient) reports a problem with the transaction to their 
card issuing bank.  Below is a quick snapshot of the streamlined Chargeback Life Cycle in a Cardholder 
(patient)-initiated dispute situation. 

Note: “Acquirer” refers to the “merchant bank” or merchant’s financial institution. 

Responding to chargebacks

 Some chargebacks can be resolved easily without the merchant having to lose the sale. This can 
be done by simply providing additional information about the transaction or about specific actions taken 
regarding the transaction. The key here is to always supply as much information as possible to your 
acquirer to help them remedy the chargeback. Consider these guidelines to ensure you have a system in 
place. 

• Know your representment rights to avoid unnecessary losses for your business. These are usually 
indicated on the request for documentation that you would receive from your processor; otherwise 
there will be a phone number for you to call to find out specifically what information you would need to 
provide and within what timeframes. 

• Act promptly when customers with valid disputes deserve credits. 

• When cardholders contact you directly to resolve a dispute, issue the credit on a timely basis to avoid 
unnecessary disputes and their associated chargeback processing costs. 

• Let cardholders know immediately of the impending credit. 

• Respond to a chargeback as quickly as possible. 

• Address all of the cardholder’s pertinent claims. 

• Be sure to supply “compelling” information to prove the true cardholder participated in the transaction, 
received the goods or services, and benefited from the transaction. 

Examples of compelling information:

1. Correspondence between the cardholder and merchant that proves the merchant spoke to the 
cardholder or received a letter stating that they acknowledge the validity of the transaction. 

2. Evidence that the merchant swiped or imprinted the card, received an authorization approval, and the 
cardholder’s signature. 

**This and more information about chargebacks can be found on the Visa website:  www.visa.com

http://www.visa.com
mailto:scda@transfirst.com


Page 16

Concerned About Rate Gain? 

TransFirst is endorsed by SCDA

As an SCDA-endorsed provider, TransFirst can help you cut back on overinflated processing costs with the lowest pricing available.

Contact us today at SCDA@TransFirst.com or 800.577.8573  
to work out a rate gain prevention plan!*

LOWEST PRICING — WE GUARANTEE IT! If you don’t save  
money by switching your merchant services program to  
TransFirst, we’ll send you a $200 gift card just for letting us 
evaluate your current program.*

FREE TERMINAL. Contact us by March 1, 2013 to request a 
proposal and you’ll receive a free terminal after you board.*

* Free terminal offering applies to merchants who sign up for processing with TransFirst. Offer 
does not apply to existing or recent TransFirst customers. Practitioners must provide their 3 most 
recent monthly merchant statements. Certain restrictions and exclusions apply. Merchant account 
is subject to credit approval. Offer subject to change without notice. Offer expires March 1, 2013.

INCREASED COLLECTION CHOICES. Our flexible processing options, 
including recurring billing and installment plans, give you more 
payment choices to offer your patients; your staff can spend less  
time trying to collect payments and more time managing the practice.

EASY ENROLLMENT. Simple electronic application; no contract terms,  
no early cancellation fees.

TF1545b

Holiday Special Offer! All SCDA members will receive  

a FREE TERMINAL when they board with TransFirst, 

now through January 31, 2013!* Special extended  
through March 1, 2013!

mailto:scda@transfirst.com
http://www.tekcollect.com
http://www.restore-all-inc.com
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Prescription Drug Plan Update
By Mark Brown 

Effective March 1, 2013, BlueCross BlueShield of South 
Carolina (BCBSSC) will be making changes that affect all plans 
that use their Preferred Drug List (PDL). Some brand drugs on the PDL will move to a 
non-preferred status and some brand drugs will be added as preferred.  Secondly, the 
Utilization Management Programs will be updated which will include changes to the 
Prior Authorization Program and the Step Therapy Program. More detailed information 
on these changes can be found by clicking on this link. 

The pharmacy management department is sending letters to members who take a 
brand drug that will be non-preferred on March 1st. A separate letter will be sent to 
members who take a drug that will require a prior authorization effective March 1st. 

The letters will be mailed during the last week of January.

For more information about your prescription drug plan, log in to My Health Toolkit® at the website 
on your BCBSSC member ID card. You may also call the customer service number on your ID card or 
Caremark at 888-963-7290. 

Mr. Mark Brown

If you have not already joined the SCDA Facebook page you are missing out! We have 
moved all of our pictures from Shutterfly to our Facebook page. 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. You will also be kept up to date on all SCDA news! Join 
our group today! www.facebook.com/scdental. You can also follow us on twitter 
@SCDentalAssoc! 

Southeast Transitions
announces the sale of the practice of 

Walker B. Moore, Jr., DDS
to

Eric V. Jackson, DDS

Bill Adams, DDS, FAGD
President and CEO

Pete Newcomb 
CFO

Not all dental practices
are the same.

We know that every business transaction is different. 
Buying or selling your practice is one of the most 

important professional decisions you’ll make. 
Call Southeast Transitions for expert guidance.

We can help!

You know that – so do we.

Southeast Transitions
Passing dentistry to the next generation

through practice sales

www.southeasttransitions.com  •  678-482-7305

http://scda.org/associations/5602/files/Prescription%20Drug%20Plan%20Update.pdf
http://www.scda.org/displaycommon.cfm?an=1&subarticlenbr=44
http://www.southeasttransitions.com
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The SolmeteX Hg5 system has received the 
Townie Choice Award ten consecutive years 
in the Amalgam Separator category, making 
the Hg5 Series the most award winning 
systems in the North America. The Hg5 
amalgam separator program is an all-in-one 
solution, assisting the dental office achieve a 
regulatory compliant practice with amalgam 
waste recycling and management.

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.

SolmeteX.com 1.800.216.5505

The proven answer to your amalgam separation concerns.

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

a division of Layne Christensen Company

®

http://www.solmetex.com
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Dental Amalgam Environmental Update
By Al Dube, SolmeteX a division on Layne Christensen, Guest Contributor 

a division of Layne Christensen Company

®
The environmental aspect of dental amalgam has not gone away, even 
though it has been quiet over the last year or so.  The potential for a 
national dental rule is still real; requiring Best Management Practices 
(BMP’s) which would include the installation of amalgam separators.  A 
national dental rule has been written and is ready to be sent to the Office 
of Management and Budget at the US Environmental Protection Agency 
(EPA) waiting approval to be released for public comment.  Considering 
the current administrations recent passing of new rules and regulations, it 
would appear that it is only a matter of time before the Dental Rule will be released.  As of the writing of 
this article, EPA is not providing any specifics related to the Dental Rule or its potential release time. 
 
BMP’s are not a new concept; the American Dental Association has published voluntary BMP’s since 2003 
updating the practices in 2007 to include the installation of amalgam separators.  BMP’s in its shortened 
version are the dos and don’ts of managing amalgam / mercury wastes generated from the dental 
practice.  Most seem to be common sense; don’t throw amalgam into bio-hazardous waste bags, as these 
are typically incinerated releasing the mercury into the atmosphere.  Others are not as widely known 
for example; not to use vacuum line evacuation cleaners which contain bleach or oxidizers as they have 
been shown to break down amalgam and release mercury directly into wastewater lines.  A complete 
BMP can be found at the ADA.org website.  http://www.ada.org/sections/publicResources/pdfs/topics_
amalgamwaste.pdf 
 
Amalgam separators have been utilized by the US Dental industry for more than 10 years.  They have 
effectively proven to reduce mercury concentrations at local sewage treatment plants where installations 
were required across the country.  Presently, 11 states have mandatory dental amalgam programs 
according to a recently released document, from the Quicksilver Caucus (QuickSilver Caucus “Third 
Compendium of States’ Mercury Activities”).  The Quicksilver Caucus (QSC) was formed in May 2001 by 
a coalition of State environmental association leaders to collaboratively develop holistic approaches for 
reducing mercury in the environment.    This QSC also has requested from the US EPA the promulgation of 
a Dental Rule for the dental industry in the US to include BMP’s and installation of amalgam separators.   

 
On January 19, 2012 Robert A. Faiella, DMD, MMSc, 
President-Elect, American Dental Association, 
issued a statement regarding the United Nations 
Environment Program proposed a mercury treaty.  
This treaty discussed among other mercury issues, 
dental amalgam.  Within Dr. Faiella’s article is 
the statement “Dental office best management 
practices established by the ADA can prevent up 
to 99 percent of waste amalgam from entering 
the environment” (ADA.org “American Dental 
Association Pleased with UNEP Treaty Outcomes).  
Additional comments are made appreciating the 
“willingness of the U.S. delegation from the State 
department, Food and Drug Administration and the 
EPA to consider and be guided by the best available 
scientific information pertaining to dental amalgam”.  
 
The use of dental amalgam for preventive care and 
the potential environmental impact will continue 
to be the topic of discussion in 2013.  Simple 
implementation of BMP’s can have a dramatic 
influence on the environmental effects caused by 
the release of mercury from amalgam.  

131 Lyon Lane Birmingham, AL 35211 www.burdettedental.com

MEET THE CROWN THAT’S A DREAM COME TRUE

MicroZ
MicroZ is an exclusive new zirconia based crown and

bridge material indicated for anterior as well as
posterior restorations. MicroZ is a CAD/CAM designed

full contour zirconia restoration with a micro cutback
on the facial surface that is layered with porcelain.

It combines the strength of full contour zirconia
with the undeniable beauty and esthetics

of porcelain, while offering consistency
of contacts and occlusion. And it’s only available at

Burdette Dental Lab. Questions?
Give us a call at 1.800.624.5301.

3.5 x 4.75 MZ ad:Layout 1  9/18/12  10:23 AM  Page 1

http://www.ada.org/sections/publicResources/pdfs/topics_amalgamwaste.pdf
http://www.ada.org/sections/publicResources/pdfs/topics_amalgamwaste.pdf
http://ada.org
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W W W . F UL L S P E CT RUM S E M I N ARS . CO M  

H as the excitement over laser dentistry been more smoke than substance?  Since 
1990, the U.S. Food and Drug Administration has approved many differ-

ent wavelengths for dental use.  These different wavelengths create a world of differ-
ence in how the lasers operate, and their usefulness in the oral cavity.  The use of 
lasers for specific procedures found in everyday general practice will be highlighted.  
The first day will detail laser use in the following subject matters: 

 
Non-Surgical, Surgical and Regenerative Periodontal Therapy 
Surgical and Restorative Implantology 
Fixed and Removable Prosthetics 
Oral Medicine/Oral Surgery/Oral Pathology 
Pediatric and Adolescent Operative Dentistry 
Endodontics 
Pediatric Dentistry 
Orthodontics 
Esthetic/Cosmetic Dentistry 
Practice Management/Marketing 

  

T he second day workshop will give each participant hands-on experience with the 
various wavelengths, performing surgical procedures on in-vitro models.  Real 

time videos of routine laser procedures will be part of the in-depth discussion of spe-
cific instrument settings and techniques for laser surgical procedures. 

D r. Bob Convissar, founder of Full Spectrum Seminars, is a  
pioneer in Laser Dentistry. He was one of the first to in-

corporate Lasers into general practice, with over 22 years of 
experience with Diode, Erbium, CO2, and Nd.YAG wavelengths. 
He has authored/coauthored 4 textbooks and over a dozen peer 
reviewed papers.  He has seen and heard it all—the truth and 
the hype--and works diligently to convey his knowledge and the 
benefits while dispelling the myths.  Dr. Convissar recognizes 
that knowledge, proper training and certification will build the 
confidence required to allow you and your staff to incorporate Lasers effectively into 
your practice and use them to their fullest capacity. His latest textbook, Principles and 
Practice of Laser Dentistry is the # 1 selling laser dentistry textbook in the world. 

COURSE DATES  
April 26-27, 2013  

 
LOCATION  
Atlanta, GA  

 
PRICE  

$895 Per Person  
 

 
COURSE INSTRUCTOR  

Dr. Bob Convissar  
 
 

For more information  
and to register for  
this course visit:  

 
Fullspectrumseminars.com  

Dental Laser Certi�cation  

Full Spectrum Seminars  
Academy of Laser Dentistry  

Standard Pro�ciency  
Certi�cation Course   

Full Spectrum Seminars  
Academy of Laser Dentistry  

Standard Pro�ciency  
Certi�cation Course   
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Classified Ads
Dental Related Services

Palmetto Dental Personnel Inc. is owned 
and operated by a dental professional with 
20+ years experience and has exclusively 
provided professional staff for Columbia 
and the surrounding Midlands areas for 20 
years. PDP has dental hygienists, assistants 
and front office personnel available for 
temporary and permanent positions. 
Contact Gail Brannen at 1-800-438-7470, 
fax 866-234-8085, email gbrannen@
palmettodentalpersonnel.com or visit us at 
www.palmettodentalpersonnel.com.

Dentist- Consulting firm seeking 
practice transition consultant. Full 
training and support. Unlimited earning 
potential. Contact careers@paragon.
us.com or call 866-898-1867

Locum Tenens/
Positions Wanted

Locum Tenens Office Coverage: 
Vacations, illness, maternity leave. Also 
excellent job & associate opportunities. 
Dentist helping dentist since 1984. Forest 
Iron & Associates 803-433-2503. www.
forestirons.com 

Dentist available for locum tenens.
Available weekly or monthly. General 
Dentistry. 20 years plus private practice, 
8 years contract dentistry. Private practice, 
city and county dental clinics. Dr. Garland 
L. Slagle 843-837-4126.

General dentist seeking PT 
employment in the Lowcountry area. 
Filling in while on vacation, maternity 
leave, illness/disability, or just need an 
associate. GPR trained with 30+ years 
experience. Call Fred Danziger 843-377-
8311 or email fziger@homesc.com.

Locum Tenens: helping SC dentists since 
2009. Contact Dr. John McGeary at  803-
240-1452 or email johnmcgeary@hotmail.
com.

Periodontist available one day per 
week. Skilled in all areas of implant therapy, 
bone grafting and soft tissue grafting. 
Excellent opportunity for GP to keep 
patients in-house and generate surgical 
revenue. Please contact period257@gmail.
com for more information.

Positions Available - Dentists

Florence SC- Looking for associate doctor 
for established, large practice. Modern 
office, digital x-ray, interoral cameras, 
etc. Doctor will establish patient base 
from office new patients, avg. 145/mo. 
Commission packages available. Call 843-
629-8000 and visit www.carolinasmile.com 

General Dentist needed in a growing and 
highly productive area in North Charleston 
off Ashley Phosphate Rd. Please call Marsha 
at 843-767-3300.

Dentist Needed. Looking for associate 
dentist, general or pediatric, to help 
with two offices. Location Columbia 
and Florence. Full or part time position 
available. Must love working with kids. 
State of the art facilities with all new 
equipment and digital xrays and charts. 
Please send resumes to fax 866-415-7943

Family Dental, LLC desires motivated, 
quality oriented dentists for its offices 
in Columbia, Rockhill and Greenville.  
We focus on providing the entire family 
superior quality general dentistry in a 
modern technologically advanced setting 
with experienced support staff.  Our 
dentists earn on average $230,000/yr, 
and are supported with health/malpractice 
insurance, three week’s vacation, and visa/
PR sponsorship. Call 312-274-4571 or call 
mnurani@kosservices.com. 

Pediatric Dentist Opportunity - an 
exceptional opportunity to join a growing 
Pediatric Dental & Orthodontic practice 
with multiple offices in the Charleston area. 
The position is to join a TEAM environment 
in a fun, well respected, state of the 
art paperless practice in a friendly and 
comfortable working environment. www.
coastalkidsdental.com. Call or email to find 
out how to join our TEAM providing quality 
dental care for children and young adults: 
drisabel@coastalkidsdental.com 843-818-
KIDS (5437).

Dentist needed 2-2 1/2 days weekly in 
Columbia, SC. Duties to include endo and 
anterior. Please contact Karen 803-738-
2424 and/or email resume to cdcsmiles@
live.com.

Darlington/Florence area general 
dentist with 5+ years experience. 
Excellent, well trained staff interested in 
growing practice to its full potential with FT 
Doctor on board. 3 ops well outfitted, (4th 
available) beautiful facility. Endo experience 
helpful as this practice has strong  demand. 
Send CV to centerforsedation@yahoo.com 
c/o Center for Sedation and Advanced 
Dentistry.

General or pediatric dentist needed 
in a growing and highly productive area 
in Columbia. The position is for a two or 
two  and half day work week (Monday, 
Thursday and possibly Friday). We are 
looking for a dentist who is team oriented 
and enjoys working with children and 
young adults. Email or call me to find out 
more information on how to apply for this 
position. Chad@kidsfirstdentalsc.com or 
803-772-4949

GP dentist needed 2 days weekly. We 
are located in the Lake Wylie/Fort Mill area. 
Our office is modern and fast growing. 
Fax resume to 803-831-2172 or send to 
smile@carolinafamilydentistry.com.

Dentist Needed! General or Pediatric! 
Part-time or Full-time! In Irmo area! Send 
Resume to childrensdentalgroupsc@gmail.
com or fax 803-781-5142

Associate dentists needed for four-
location office (Myrtle Beach, Murrells 
Inlet, Georgetown and Andrews). 
Email or fax resume and credentials to 
seasidesurgical@gmail.com or 843-650-
6701.

Our Lady of Mercy’s Wellness House 
Dental Program is in need of volunteer 
dentists to provide emergency and basic 
dental care to underserved, migrant 
worker and their familes and working 
poor on James, Johns and Wadmalaw 
Islands. Dentist must have an active SC 
dental license or a SC restricted volunteer 
license. Providers are needed daytime 
hours Monday-Thursday and also Tuesday 
evenings for emergency clinic. Dentist 
have the opportunity to work with dental 
students and residents from MUSC. If you 
feel you would like to share in the spirit of 
this mission please contact John P Howard 
DMD or Annette Maranville RN at 843-559-
4493

Coastal South Carolina general practice 
looking for a part-time associate. Please 
email resume to smiles@gentledentistryllc.
com or fax to 843-221-4750.

General dentists needed throughout the 
state of SC. For immediate consideration 
please forward your cv in confidence to 
scott.williams@dentalonepartners.com. 
For a detailed discussion, you may contact 
Scott at 919-437-8665.

North Carolina- Associate opportunities 
in select NC locations.  General practice 
providing care from first tooth thru age 
20.  A desire to work in a positive, team 
oriented environment  a must!  Pedo 
experience helpful but not necessary.  
Excellent compensation package with 
guaranteed salaries.  Contact Roger 
Walters, SmileStarters (704-816-1403) or 
email rwalters@smilestartersdental.com   
New grads encouraged!!!

Seeking a full-time dentist for a private 
practice in Greenville, SC. Please call 864-
906-6502

mailto:gbrannen%40palmettodentalpersonnel.com?subject=
mailto:gbrannen%40palmettodentalpersonnel.com?subject=
http://www.palmettodentalpersonnel.com
http://www.palmettodentalpersonnel.com
http://www.forestirons.com
http://www.forestirons.com
fziger@homesc.com
johnmcgeary@hotmail.com
johnmcgeary@hotmail.com
mailto:period257%40gmail.com?subject=
mailto:period257%40gmail.com?subject=
http://www.carolinasmile.com
mailto:mnurani%40kosservices.com?subject=
http://www.coastalkidsdental.com
http://www.coastalkidsdental.com
mailto:drisabel%40coastalkidsdental.com?subject=
mailto:cdcsmiles%40live.com?subject=
mailto:cdcsmiles%40live.com?subject=
http://centerforsedation@yahoo.com
mailto:Chad%40kidsfirstdentalsc.com?subject=
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mailto:rwalters%40smilestartersdental.com?subject=
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Other News
To keep up with other goings on within the dental profession, just follow the links below:
ADA News Daily
Medicaid Bulletins
SC Board of Dentistry Newsletters

• Classified advertising is $35 on a per issue basis. There is no charge for Help Wanted/Job Wanted (Job Bank) ads for mem-
bers. The public can place ads for $35 on a per issue basis. Ads are posted to the SCDA website during the month(s) of publi-
cation at no additional charge. Please use no more than 50 words.

• All ad copies and cancellations must be received no later than the 20th of the month prior to publication, which will occur on 
the first of the month, with remittances accompanying the ads.

• Job Bank ads can be kept confidential if so desired. If you are interested in receiving information from or submitting informa-
tion to the Job Bank, please call the SCDA office.  

• If you have registered with us previously and have found work or filled your position, please let us know so that we can take 
your name out of our files.

• Contact: SCDA Bulletin, ATTN: Maie Brunson, 120 Stonemark Lane, Columbia, SC 29210; call 800-327-2598; fax 803-750-
1644; email brunsonm@scda.org.

University Dental Associates is looking for 
Dentists to join our team in Charlotte and 
the triad area of North Carolina. Our doctors 
enjoy a comprehensive compensation 
and benefit package including medical, 
malpractice, disability and life insurances, 
flexible spending, and 401K program with 
employer match. Please contact Silvestre 
Gonzalez at sigonzalez@amdpi.com

Community Partners of the Midlands is 
looking for a part time dentist in Richland 
and Lexington dental clinics. The hours 
for the Lexington Clinic- Mondays 8:30 am- 
4:30 pm & Tuesdays 1:00 pm- 4:00 pm, 
Richland Clinic- Thursdays 12:30 pm- 4:30 
pm. Applicants must have South Carolina 
licensure. Accepting applications until 
position is filled. Please forward resume 
to: SC Health Department, Community 
Partners of the Midlands LLC, Dental- Suite 
#4090, 2000 Hampton Street, Columbia, 
SC 29204.

Dentist with experience wanted 
for part-time position with a group 
practice near Columbia, SC, eventually 
full-time; possible buy-in for the right 
person; minimal endo or surgery, primarily 
restorative and crown and bridge; email 
information to ljldmd@aol.com.

Part time/Temporary  associate 
needed on Fridays and Saturdays in 
Fort Mill, SC (Metro Charlotte) in thriving 
practice.   Practice is comprehensive 
including implant placement and 
restoration; Position would eventually 
become full time.  Please email information 
to info@victorydentalcenter.com

Oral surgeon or general dentist with 
valuable experience in extractions on 
adults. This postition would be for Friday 
half day at least twice a month. Email or 
call Chad at chad@kidsfirstdentalsc.com 
or 803-772-4949 for more information on 
how to apply.

Positions Available - Staff 

High volume, hometown friendly dental 
practice looking for a highly motivated 
individual responsible for maintaining 
appearance and order of dental office, 
patient scheduling, reception, patient and 
records management, insurance, billing and 
correspondence. Knowledge of Eaglesoft 
16.0 and dental knowledge required. 
Contact 843-899-5911 if interested.

Practices/Office Space 
Available

Northern, SC, Beautiful, 6 operatory 
practice, collecting $1.1M, doctor to stay 
on as associate for 2-3 years. Don’t miss 
out on this excellent opportunity! Please 
call or email using reference #SC1015. 
For more information call 678-482-7305, 
email info@southeasttransitions.com or 
visit www.southeasttransitions.com.

Selling satellite boutique office. 3 
operatory office ideal for specialist or new 
dentist. Ready immediately. For more 
details please email smilstudio@aol.com. 
Columbia SC

Goose Creek and West Ashley Great 
opportunity for a dentist/investor to buy 
into a growing national dental corporation! 
State of the art, turn-key operation for 
an absent partner or treatment provider, 
including full benefits and a great income! 
Please call or email for details using 
reference #SC1016. For more information 
call 678-482-7305, email info@
southeasttransitions.com or visit www.
southeasttransitions.com.

Anderson, SC- Practice for sale 
immediately. 1,750 sq ft., 4 operatories, 
panerex and digital x-ray. Contact 864-
356-2731 for more information

Practice For Sale.  SC-1114: Pageland 
County.  4 operatory general practice 
located in one of SC’s fastest growing 
communities.  Avg. collections $741,000+. 
Strong hygiene program. Well equipped. 
Contact Ms. Amanda Christy.  National 
Practice Transitions. 877-365-6786 x 
230.  a.christy@nptnetwork.com. www.
nptnetwork.com

Dental office in Greenville SC for Lease! 
Located at 1908 North Pleasantburg 
Drive, Greenville, SC 29603. 1200 sq ft. 
freestanding building wired and plumbed 
for a dental office. For more information 
please contact Dr. Holcombe at 843-522-
3837 or by email at docforeyes2020@
gmail.com.

Equipment 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.
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