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Another Successful DAD Project!
By Dr. Betsy Jabbour, SCDA President

Dental mission trips come in all sizes so to speak. You’'ve heard stories of
volunteers working in chilly weather, blasting heat, no hot water for showers, large
bugs crawling from behind windows, the lack of hot coffee, limited selection of
instruments, materials and lighting; as well as the stories of sincere gratitude elicited
from those receiving treatment. Would you have thought all the above can happen
right here in our own backyard, our beloved state of South Carolina?

If you have participated in the last 4 Dental Access Days projects you would
have experienced this and more. The more being the extreme satisfaction of a very
long days work completely out of our comfort zone. It is wonderful to travel abroad
to do mission work, but if you would like to give back to those in need and not cross
time zones, be present in your office with only a weekend commitment then the
SCDA DAD project is for youl!

By the way, we HAVE rectified the
coffee issue, so no worries there! The
bugs, well, it is summer in the palmetto
state, we can all deal with those. A good
night’s sleep is well deserved after the
long days, and as you can see in the
photo, Dr. Gloria Pipkin is ready to put her
head down and her feet up!

One of the best things | look
forward to every year is the chance to
see colleagues | don’t get to see during
the fast pace of our normal lives, running
an office, covering emergencies, running
children to school and practices, serving
on various charitable boards and attending meeting after meeting
in our hometowns. Getting to see you guys in a completely different
environment, doing what we love to do, relaxed even under the somewhat less than
ideal circumstances is really fun! Some are laughing over a broken down #16 that
took 3 surgeons to finally remove, laughing with the patients and each other over
any little thing including my husband trying to assist me, just enjoying the moment-
it really is priceless.

Another priceless item- oral health education. Some days | feel like a broken
record that no one wants to hear, ever have that feeling? How many times have we
talked with our patients, families and even friends about good choices concerning
oral health? The ADA News September 3rd issue will discuss another option to reach
out to our communities about oral health centered around our biggest candy holiday-
Halloween!

There have been, and maybe you have integrated this into your offices
already, candy buy back programs, giving away stickers or items other than candy
or maybe you have other ideas you would like to share. Please send in your ideas so
we can share them with colleagues as the sugar spiked holiday’s fast approach.

This is especially important as another ‘study’ done in China is alleging a
link between naturally occurring fluoride and a decrease in IQ levels. Never mind
that there are many inherent problems with the ‘study’, the media will catch on to
the decrease in the future brain trust part and run with it. Stay informed of what is
thrust in front of the public and be ready to discuss it openly and intelligently with
your patients. We could be seeing a huge increase in decay rates as the attacks on
fluoride continue throughout the country-fueled by increased cost of the fluoride
itself to city/county water systems. Again, chasing the dollar always reveals the true
issue, or at least part of it.

I’'m tired just looking back over this article and knowing how much work went
into planning our DAD project, how much time is involved in reading and keeping
up with all the mass attacks on dentistry these days (makes me wonder just what
someone did to tick off all these ‘researchers’ toward dentistry, ever wonder? Or is
it just me?) and the work involved in planning the next DAD project- by the way —
MARK YOUR CALENDARS- AUGUST 22-24, 2013 North Charleston!! Huge KUDOS to
Drs. Ayers and Bumgardner and all the SCDA staff!!

I’'m ready to sit back and watch some football! Add a cold drink, chips and
salsa, oh yeah...That’s what I'm talkin about! (I'll brush-scout’s honor! Maybe after |
wake up from a short nap...) Page 1
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Join Us

for an important breakfast seminar that answers your questions about
Employment and Human Resources, HIPAA and Best Small Business Practices

When: Friday, September 14, 2012
Time: Registration begins at 8:00am; Seminar begins at 8:30am - Noon
Where: Edventure Children’s Museum - The Canal Room, 211 Gervais Street, Columbia, SC
(X XXX}

PRESENTED BY: "§§° ROGERS TOWNSEND
o0 ATTORNEYS AT LAW

Kris Cato Steve Lenker Steve Moon

You will hear practical business advice from attorneys with years of experience handling the employment, business
and privacy issues of healthcare practices. Don't miss this entertaining program that will provide
knowledge you can use today.

Cost: $75 - SCDA Member Dentist and/or Spouse / $150 for Non- SCDA Member and/or Spouse
(Registration/Refund Deadline: Friday, August 17, 2012 — No Refunds Will be Allowed After this Date)

REGISTRATION FORM
Name of SCDA Member Dentist (Print) Spouse’s Name If Attending (Print)
Name of Non-Member (Print)
Number attending seminar Total Amount: $

] Payment by check, make checks payable to SCDA.

| Payment with credit card, visit www.scda.org or enter card number here
Visa [] Mastercard American Express  Exp. Security Code

Confirmation will be sent to the e-mail address you list here

Mail completed registration form to the SCDA office at 120 Stonemark Lane, Columbia, SC 29210
or fax to the SCDA office at (803) 750-1644.
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Since 1956, Drake Precision Dental Laboratory has been
servicing the Southeast with high-quality removable

appliances. We have multiple certified dental technicians leading
one of the largest removable departments in the Southeast.

emal

EMA Oral Appliance
works by opening the bite
and gently advancing the
mandible with
interchangeable elastic straps

to increase airway space.

The TAP 3 Elite design

3-hook system

patient comfort

Charlotte, NC  704.845.2401 800.476.2771 www.drakelab.com

SC state registration: Mark Stueck, CDT #396, Andre Theberge, RDT #531
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Oral Pathology Quiz: Case #2

By Angela C. Chi,! Ryan Voelkert?

!Division of Oral Pathology, College of Dental Medicine, Medical University of South Carolina
Periodontist, Private Practice, Greenville, SC

A 12-year old Caucasian girl presented with this erythematous, slightly raised, pebbly lesion on the facial
gingiva adjacent to #6 and #7 (Figure 1). The lesion measured approximately 0.6 cm in maximum
diameter and had been present for several months. The area bled easily but was not painful. No
additional abnormalities were found during clinical examination, and the patient was otherwise healthy.
An excisional biopsy was performed, and a photomicrograph is shown here (Figure 2).

Figure 1. Erythematous gingival lesion with a pebbly surface. The bleeding seen here was induced by
probing.

Figure 2A. Histopathologic examination showed the lesion was covered by hyperplastic stratified
squamous epithelium with a pebbly or slightly papillary surface architecture. (hematoxylin and eosin,
magnification 100x)

Figure 2B. High-power photomicrograph shows spongiosis (intercellular edema) and neutrophilic
exocytosis (neutrophil migration) within the surface epithelium. The lamina propria is comprised of
fibrous connective tissue with acute and chronic inflammation and increased vascularity. (hematoxylin and
eosin, magnification 200x)

What is the best diagnosis?

A. Peripheral giant cell granuloma

B. Pyogenic granuloma

C. Papilloma

D. Wegener’s granulomatosis

E. Localized juvenile spongiotic gingival hyperplasia
Answer on page 10
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REI nve5t The Patterson Advantage® program helps
you build the practice of your dreams.

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.

PATTERSONADVANTAGE®

YOUR PARTNER IN PRACTICE GROWTH

Greenville Branch Columbia Branch Charleston Branch
105-G Ben Hamby Drive 400 Arbor Lake Dr., Suite A100 2300 Clements Ferry Rd., Suite 103
Greenville, SC 29615 Columbia, SC 29223 Charleston, SC 29492
864-676-0333 803-754-8754 843-849-5260
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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.

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

Are Your Workplace
Posters Current?

Visit http://www.lIr.state.
sc.us/aboutUs/index.
asp?file=Posters.htm to make

sure!

Avoiding Pitfalls of Interviewing Applicants
By Kris Cato, Esq., Rogers Townsend & Thomas, PC

Most of us are not good interviewers. We spend more
time telling candidates about the job for which they are
applying rather than learning about the candidate and
determining if they are a good fit for the job. One of the
reasons for that is that many laws prohibit us from asking
questions....but not all questions. So, it is important to
understand what we can and should ask, but also what we
cannot and should not ask about.

Here are a few simple rules:
Kris Cato

1. Focus on the qualities and skills needed for the job and ask
questions geared to that, such as....

e What experience do you have doing

e What are your strengths in that area?

e What issues and challenges did you face?

e How did you handle them?

. Tell me about that.

2. Avoid questions about an applicant’s family life, and whether they plan
to have more children. This seemingly common pleasant chit-chat can lead
to unlawful questions.
e Although you may ask about their ability to travel and work
overtime.

3. If you run background checks on applicants, let them know and ask
them what you can expect to learn from theirs?

4. Avoid questions about church, religion, their heritage.
e Although you may ask what days of the week they are available to
work.

5. Avoid questions about any medical condition.
e Although you may ask whether they are physically capable of
performing the job once you describe it to them, and whether they
would require any accommodations.

6. Plan for the interview by identifying what you are really looking for
in a candidate and prepare questions that relate only to the job and the
business in which you work.

While it is difficult to avoid questions which seem perfectly normal and
polite, employers should focus on asking only job-related questions or they
may face unfortunate lawsuits for failure to hire an applicant.

Master Calendar

September 7 Pee Dee Fall Meeting Horry Georgetown Tech 8:30 AM
September 14 Legal Seminar Edventure Children’s Museum 8:00 AM
September 20-23 [ SCAGD Annual Meeting Marriott Grande Dunes

September 21 Central District Fall Meeting Columbia Conference Center 8:00 AM
September 28 Special Health Care Needs CE North Charleston Convention Center 8:00 AM
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FREE’ covidien Wall Enclosure

Buy a 5-Quart Recovery System solution and
receive a FREE* wall enclosure.

Sharps Recovery System solutions are cost-
effective mail back programs for safe and
proper disposal of sharps and small quantities
of medical waste.

- Save 50% or more versus pick-up
- No long term contracts, use as needed
- Environmentally responsible zero waste

Dental Amalgam Recycling System

The Dental Amalgam Recycling System is a
complete solution for safe storage, convenient
shipping, and proper recycling of dental amalgam
and other dental materials that require special
handling to prevent negative impact on the
environment.

ComplianceTRAC

Powered by Compliance Publishing

Manage OSHA Compliance Via One Powerful Web Portal
Complete online OSHA compliance solution with Video HIPPA and Bloodborne Pathogen
training programs.

High-quality compliance manager that’s easy to set up with tools to track training for all
of your employees. Updated content to ensure compliance with new regulations and
customizable content based on needs and location.

$SCDA

be endorsed by the SCDA!

Membership Discounts Available!

For more information call 800.772.5657 or visit us online at www.sharpsinc.com
©2012 Sharps Compliance, Inc. All rights reserved.
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New SC Law Imposes Full 20-Week Disqualification Period For Employees Fired For

“Misconduct”
By Kris Cato, Esq., Rogers Townsend & Thomas, PC

Employers frustrated by the current unemployment
framework may have been given some relief with a modification
of the unemployment statutes, which now impose a full 20-week
disqualification from benefits for employees fired for “"misconduct.”

The previous language dealt with employees fired for “cause.” Employers became increasingly
frustrated that employees terminated for poor performance or behavior still were awarded unemployment
benefits.

This statutory modification now imposes a full 20-week disqualification form benefits for employees
fired for “misconduct.” According to the statute, “misconduct” is limited to conduct evincing such willful
and wanton disregard of an employer’s interests as is found in deliberate violations or disregard of
standards of behavior which the employer has the right to expect of his employee, or in the carelessness
or negligence of such degree or recurrence as to manifest equal culpability, wrongful intent, or evil design,
or to show an intentional and substantial disregard of the employer’s interest or of the employee’s duties
and obligations to his employer.”

The bill specifically states, however, that misconduct will NOT be found for “discharge resulting
from an extreme hardship, emergency, sickness, or other extraordinary circumstance.

The remainder of the bill is similar to the pre-existing law, which basically partially disqualifies
individuals when discharged for “cause” not rising to the level of misconduct. And employees fired for
inefficiency, inability or incapacity will not be considered eligible for unemployment.

This new law reinforces every employer’s need for written policies and rules of conduct,
written warnings and a system in place for communicating its expectations to employees.
Agencies rely heavily in their decision-making process on written policies and documentation
regarding employees’ performance, actions and behavior when determining whether they
should be eligible or disqualified from receiving unemployment benefits.

\
Nﬁ SolmeteX®)

a division of Layne Christensen Company

Changing your collection container
is simple and easy!!

« Leave the vacuum running.
« Place ziploc bag under container
« Remove the pins while
« Supporting the container
- Remove spent container
- Replace with new container
- Replace the pins
« Put blue plugs on spent container
- Place in box with packing
- Tape the box
- Call for pick up.
Order a collection container from
your local dental dealer. It comes with
new container,shipping to recycler,

recycling and on-line documentation
on www.solmetex.com.

Endorsed by SCDA
\ SolmeteX.com 1.800.216.5505 )
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PNC |CFO

Cash Flow Options

ACCELERATE RECEIVABLES
IMPROVE PAYMENT PRACTICES
INVEST EXCESS CASH
LEVERAGE ONLINE TECHNOLOGY

ENSURE ACCESS TO CREDIT

& PNCBANK

All loans are subject to credit approval and may require automatic payment deduction from a PNC Bank Business Checking account.
=1 Origination and/or other fees may apply. PNC is a registered mark of The PNC Financial Services Group, Inc. (“PNC”). Cash Flow Options
L

ENDER is a service mark of The PNC Financial Services Group, Inc. © 2012 The PNC Financial Services Group, Inc. All rights reserved. PNC Bank,
National Association. Member FDIC
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5 Common Pitfalls of a Successful Facebook Launch
Donna Newman, Guest Contributor

Facebook marketing, when done right, can increase your leads, attract highly targeted prospects
and position you as a sought-after dental leader. After all, with 61 percent of Americans turning to the web
for online medical advice and information, the penetration of the Internet, mobile devices, and social media are
changing the way Americans search and consume.*

Yet, to reap these practice-building benefits, our team has identified 5 gut-check action strategies to set-
up a vibrant community of raving Facebook fans who’ll happily spread the word about your dental practice. See
if you’ve overlooked any of these 5 core launch strategies and then apply them for results.

#1 Link Your Profile to your Business Page

Facebook is a great “soft” sell. You can be personal without being presumptuous. If your business page
shows a dentist who’s enthusiastic, engaged and well-informed about the cutting edge technologies, and who
shares that insight in a mentoring fashion, prospects and clients will recognize your quality as a leading dental
team. To that end, don’t overlook linking your profile to your business page.

First, let me clarify that you know you’re on your Profile when you see a list of Friends. On the other
hand, you know you’re on your Business Page when you see the LIKE button. So, let’s get started. To link to
your Facebook Page from your Profile, do the following as shown in the below example:

e Click on the “About” link. Find it under your timeline image, left side, and beneath your personal
information such as where you live and your relationship status.
Type in the exact name of your Facebook Page. It should appear in a drop down menu.
Many people overlook this strategic link, causing a prospect to click and land on a default topic page,
best known as the “suitcase page.”
This linkage allows people to click from your Profile to your Page with ease. Slowly, by drawing the
connection, you will build a trustworthy reputation that can earn you more repeat patients and referrals.

#2 Add a Strong Call-to-Action

Ask yourself: can prospects easily find out how to access my services or buy my products? Over the years,
we’ve found most clients with an existing Facebook business page don’t have a strong call-to-action. By adding
keywords, a call-to-action, and high priority links in your business page’s About bio section, you can turn your
leads into opportunities. Here’s an effective approach:

e Overall, be as complete as possible when filling out your “info” tab, which has fields containing important
descriptive metadata about your Page. These fields provide the opportunity to include keywords, text,
and links that will increase the content score of your Facebook Page for popular search. For example:
Address, City, State, and Zip code are important fields for local searches; Company Overview, Mission,
and Products are important fields for product searches.

e Add a call-to-action that promotes discounts, promotions, or contests. Couple that with a LIVE link to
your custom Facebook welcome page or your website. Just a heads up that the specific fields present
will vary according to the category you choose for your Page when it was created (e.g., local business,
brand, public figure). Depending upon the type of category you did chose for your Page, this call-to-
action link might also be pulled to your Wall for additional exposure. See here:

Or, if the category chosen is a Local Business, you trade the additional wall exposure of the call-to-action
for localized details:

Continued on page 11 Page 10



Continued from page 10

e Whether the call-to-action appears only in the About section or also on the Wall, a flash promotion via
a link can help you gain a loyal client at a minimal expense, compared to traditional marketing. Here’s
the basic structure to write: “Get % off. Come to http://www.yourlink (i.e., your website or Facebook
Welcome Page), enter this code, get a discount.”

Helpful Resource: Check out my June Bulletin article on how promotions can overcome a patient’s initial
cost objection and help generate word-of-mouth advertising.

Think of Facebook as an extension of your waiting room. When you treat your patients and prospects on
Facebook as well as you do your offline patients, then fans can perceive you as trustworthy. In turn, they are
more likely to be interested in your services and eager to take advantage of your calls-to-action.

#3 Follow-up with conversations

To reap the benefits of Facebook Marketing and to really achieve the desired impact on your practice,
you must devote time to following up with conversations by your Fans.** But, with the new timeline applied
to Facebook Pages, it is easy to overlook those conversations unless you apply a strategy. Namely, view your
page as “Posts by Others” rather than the default “Highlights”. Let me show you. On your Page, right beneath
your Timeline cover banner, there are four APP boxes, and right beneath that in the center, you'll see a little
dropdown like this:

e Change this drop down from the default “Highlights” (i.e., highlights of your own Page’s posts) to “Post
by Others” (i.e., everybody who has @tagged your page or written on your wall via a comment, like or
SHARE).

e Now, you can easily reply to everyone who has engaged with you.

By connecting and responding with these Fans, you can build their trust for your dental office, thereby

turning them from fans into paying customers and raving advocates of your brand.

#4 Think Strategy for Timeline Cover & Welcome App

While Facebook can help advance your marketing agenda (i.e., leads, promotions, brand awareness,
new patients), start with a strategy behind your Page’s timeline cover and a welcome page to generate more
consistent, robust results. Have a few variations of a well-designed cover banner to make your dental office
stand out from competitors. Start with a simple one and then change it out on occasion to showcase events,
services, or flash promotions. According to Facebook guidelines, make sure you don’t have a URL or call to
action in your Page’s Timeline cover, but add images and text to tell people what’s going on. See below for a
timeline cover that’s used between promotions:

Then, under your Timeline cover, get aggressive with custom welcome pages to drive traffic and
reinforce your brand’s promotion with a direct call-to-action (i.e., a ‘like’ or opt-in exchanged for a coupon,
contest, quick appt. scheduler, reviews). FYI: Every welcome page is its own URL. Have an action behind every
custom APP so they help generate targeted leads.

Helpful Resource: Check out my July Bulletin article article how adding a custom cover banner and
welcome page helps you convert.

With a strategy behind your cover banner and welcome pages, you provide a clear incentive to get more
clicks, LIKES, and conversions.

Continued on page 12
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Continued from page 11
#5 Review Insights
Facebook marketing is not a ‘set it and forget it’ tool. It takes tenacity, time, and technique to identify
the best way to engage, educate, and entertain your target market and develop business-driving relationships.
To gauge your social media traction, you can visit your Insights dashboard to see all of the traffic
analytics associated with your Business Fan Page. Access it either from the Admin Panel, or see on your Page’s
Wall just under the cover banner, far right. Click the drop-down arrow to the right of the pinwheel like below:

Insights is FREE and available to Page administrators. For a quick reference to what’s working and what’s
not, check out the overview tab for the last 28 days of posts. Here, you can see the exact number of likes,
comments, and shares per post. Then, duplicate more of the engaging posts and less of the flat ones.

Helpful Resource: Check out my August Bulletin article article for 5 engaging wall post themes to keep
your dental team top-of-mind for easier recall with current patients and value-building with prospects.

I’ve seen it over and over again with my clients: Pages with daily relevant activity and fan engagement
are the ones really thriving. However, activity on Facebook, like other marketing efforts, does not necessarily
translate into productivity. The more relevant engagement, the better a dental practice positions itself with its
Fans, prospects, and patients.

We have helped thousands of small business owners launch a successful Facebook presence. In those
years of experience, we have identified these 5 common “pitfalls” that are sure to hinder a practice’s successful

setup. The good news is they can be easily avoided so your practice can begin to use Facebook
to dominate the local web searches and referral sites, if you will.

Now it’s your turn! What's your biggest pet peeve with Facebook 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
**Verasoni Study 2011

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! Her clients
include Corporations, Associations, Foundations, and Small Business Owners. Email her at Donna@
SummaSocial.com.

SAVE THE DATE!

Medical University of South Carolina
College of Dental Medicine

X1V Annual Continuing Education Course
“Dental Program for the Diagnosis and Treatment of Children with Special
Health Care Needs”

Friday, September 28, 2012
8:30 a.m. to 4:00 p.m.

**North Charleston Convention Center*>>*
(Adjacent to the Embassy Suites Hotel)
5001 Coliseum Drive
North Charleston, South Carolina 29418

For more information and to register click here!
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RESULTS

— BROKERAGE SERVICES INCLUDE —

Low Commissions Written Appraisal of Practice

Minimization of Tax Liability Consultation for Patient

Free Draft Legal Documents & Staff Retention

Face-To-Face Consultations Buyer Representation Services

The Proof is in the RESULTS!
NPT is pleased to announce we recently transitioned the practices of:
Dr. Alan Ross to Drs. Michael Greenwald & Dina Albano
Dr. Neil Schwimer to Dr. Harinder Singh
Dr. Ronald Kehney to Dr. Madhuri Kavi

NPT NATIONAL PRACTICE
TRANSITIONS"
Expect More From Us.

Amanda Christy
Regional Representative

877.365.6786 x 230
www.nptnetwork.com

We are NOT a dual-rep company.
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Continued from page 3
ANSWER: E. Localized juvenile spongiotic gingival hyperplasia

DISCUSSION:

Localized juvenile spongiotic gingival hyperplasia (LJSGH) represents a recently described and
clinicopathologically distinct form of inflammatory gingival hyperplasia. The condition initially was
reported in 2007 by Darling et al., who used the term “juvenile spongiotic gingivitis” to describe 24 cases
of bright red, localized, and persistent gingival inflammatory lesions, with a marked predilection for
adolescents. The term LIJSGH subsequently was proposed by Chang et al, who reported 52 additional
cases.

Among cases reported in the literature, there is a female predilection, with a female-to-male ratio
of approximately 1.4:1. The condition typically affects young individuals, with more than 90% of cases
arising in the first and second decades and a reported age range of 5 to 39 years. The lesions are usually
painless but bleed easily. Clinical examination typically shows a bright red lesion on the facial attached
gingiva, with possible extension to the marginal gingiva. The anterior maxillary gingiva is the most
commonly affected site. Most lesions are relatively small and localized, although a multifocal distribution
or progressive linear spread also are possible. The lesions tend to be elevated with a papillary, granular,
pebbly, or velvety surface. Several affected individuals have had orthodontic brackets, although this
finding may be incidental.

Characteristic histopathologic features include a slightly papillary surface architecture, epithelial
hyperplasia, loss of keratinization, prominent spongiosis (intercellular edema), and neutrophilic exocytosis
(neutrophils migrating into the epithelium). Within the underlying connective tissue, acute and chronic
inflammatory cells and increased vascularity usually are seen.

LJSGH typically does not respond well to traditional periodontal treatment or oral hygiene
maintenance. The most common treatment is surgical excision. However, post-surgical gingival
defects may be an aesthetic concern, particularly for those lesions involving the anterior maxillary
gingiva. MacNeill et al. reported a single case that responded well to conservative therapy, consisting
of mild surface cauterization followed by topical application of clobetasol four times daily for four weeks.
Recurrence has been reported in 6-17% of cases.

Darling et al. noted that both puberty-associated gingivitis and LISGH occur primarily in
adolescents. However, unlike puberty-associated gingivitis, LISGH does not appear to have a plaque-

related pathogenesis, does not respond well to
oral hygiene measures, and does not express

estrogen and progesterone receptors. In addition,

puberty-associated gingivitis primarily affects the YE S!

marginal gingiva with possible extension to the | FOUND D-MMEX, CASHED IN AND WOW ...
attached gingiva, whereas LIJSGH primarily affects WHAT A RETURN!

the attached gingiva with possible extension to the
marginal gingiva. . . -
You can increase your income by maximizing

REFERENCES: your return on refining precious scrap metals!
1. Chang JYF, Kessler HP, Wright JM. Localized

juvenile spongiotic gingival hyperplasia. Oral Surg Getting started is easy! Send us these items:

Oral Med Oral Pathol Oral Radiol Endod 106:411-8, * Failed crowns and bridgework
2008. . .

* Silver all « Partial
2. Darling MR, Daley TD, Wilson A, Wysocki > Yer_a o powciler artials
GP. Juvenile spongiotic gingivitis. J Periodontol * Grindings « Casting flashes
78:1235-40, 2007. * Platinum foil * Extractor bags

3. MacNeill SR, Rokos JW, Umaki MR, Satheesh

KM, Cobb CM. Conservative treatment of localized
juvenile spongiotic gingival hyperplasia. Clin Adv Current Rates:
Periodontics 1:199-204, 2011 « 97% Gold

* Floor sweepings ¢ Jewelry

¢ 90% Platinum, Palladium and Silver

Send us your story ideas!
SCDA Members earn a 5% premium.

Do you have an idea for a story? We’d love

to hear it. We're always looking for topics of inter- Now that’s smart!
est to our members.

5700 (1502 & SgElesiien, Emell e Call or go online today for a free shipping kit!
Brunson at brunsonm@scda.org or call 800-327- ,
2598. Please be specific We'll let you know if and Yoanacy  800-741-3174 2 Endorsedby
when your idea will come to fruition. Thanks for YV ' omcocmd .
your help! www.easyrefine.com
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Coastal District Dental Society Fall Meeting

Date: October 26, 2012
Time: Breakfast 7:00-8:00am
Business meeting 8:00-9:00am
Course 9:00am-12:00pm
Location: The College Center at Trident Technical College

Building 920, Salons F & G, 7000 Rivers Ave, Charleston, SC 29406

Title: “Understanding Legal Tools: The Key to Lawsuit
Prevention and Tax Reduction”

Course Description: Through this course attendees will truly understand exactly how, why, and where
legal entities should be used for both lawsuit prevention and income tax reduction.
The course is given in plain English and when done most attendees understand the
proper use of legal tools for the first time in their lives.

Speaker

Daniel J. McNeff, CEO Legally Mine, Inc.
+ Procore CPA
CDE Hours: 3 Lecture Hours PACE Approved
AGD Subject Code

Tuition
CDDS Member No charge
Auxiliary/Staff $25
SCDA Member (non-CDDS) $40
Non-SCDA Member $70

Make checks payable to Coastal District Dental Society.
No Refunds/ Cancellations after October 19th.

Dr. Name and Staff

Total Number attending Lecture

Please return by October 12, 2012 to:
Dr. C. Roberts Lake
P.O. Box 237
St. Matthews, SC 29135
Office: 803-874-2243
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State-of-the-Art Dental Facility Benefits Students and Community

Myrtle Beach- Horry-Georgetown Technical College (HGTC) has opened the doors of the expansion to the Speir
Allied Health Education Center, a state-of-the-art teaching facility where dental sciences students will study patient
issues and receive immediate hands-on instruction.

The 20,000 square foot, $7.4 million facility allows all of the Allied Health programs to reside on one campus
in Myrtle Beach, whereas students previously had to commute between the existing Myrtle Beach campus and facilities
in Conway, South Carolina. The facility is expected to serve as a resource, not just for dental hygiene students at
HGTC, but also as a tool to improve community health and providing continuing education. SGA Architecture provided
architecture, interior design and landscape architecture services.

Designed to maximize student-instructor interaction, the first floor contains hands-on spaces including: a
materials lab, where students perfect the practice of creating
dentures and other dental pieces; a simulator lab, the first in
the nation to arrange simulators in pairs to facilitate instructor
oversight; and a community clinic with 21 dental operatories
in a “studio” layout that provides both patient privacy as well
as student-instructor interaction. The clinic also integrates
technology such as digital x-ray and the latest dental tools and
will be used for continuing education as local dentists adopt
technological upgrades to their own practices.

The second floor houses faculty and staff offices as well
as state-of-the-art, flexible classrooms that are technologically
integrated with the hands-on spaces below. Students in the
materials or simulation labs can participate in lectures taking
place in the floor above and vice-versa.

Extensive use of natural daylighting and architectural
glazing bathes all the spaces in natural light. Glass partitions between the interior spaces facilitate both the effect of
“borrowed light” as well as learning on display. Moving through the building, occupants can observe activities in all
classrooms and laboratories. Patients in the clinic can enjoy the natural surroundings and light while feeling secure
and concealed. Classroom lighting is designed to interact with natural lighting; artificial lighting augments the natural
lighting through specially-designed lighting schemes.

SGA has been in business for 25 years, offering land planning, landscape architecture, architecture and
interior design solutions to educational, governmental, commercial, cultural, ecclesiastical, park & recreation and
residential clients. SGA and its President, Mr. Steven Goggans, AlA, LEED AP, have received numerous AIA and ASLA
awards.
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INSURANCE COVERAGE AVAILABLE
Through

THE GENERAL AGENCY, INC.

(Insurers To The Dental Profession Since 1958)

DISABILITY INCOME OVERHEAD EXPENSE LONG TERM CARE
Employee Coverage Also Available DISABILITY INSURANCE

HEALTH INSURANCE WORKER’S COMPENSATION PROFESSIONAL LIABILITY
Individual & Short Term INSURANCE INSURANCE

DENTIST’S PROTECTION PROGRAM
Package policy providing liability & property coverage for the dental office
ST
Over Years of Experience Working for You!
o/
.

For More Information, Please Call u Cteerage BO ists!
in ice
THE GENERAL AGENCY, INC. o /fopaci™™
1527 Highway 7 - Charleston, SC 29407

Telephone (843) 766-9091 e S.C. Toll Free 1-800-922-5036
www.generalagencyinc.com

Chip Cappelmann Bill Cappelmann Sean Cappelmann Pamela Foster, CIC

“ | only have one regret about selling
my practice. | should have called

Dr. Earl Douglas sooner.”
Sound Adyvice.

Trust us for all your dental transition needs.

« Appraisals « Associate Placement
« Brokering « Equity Associateships
» Practice Financing

ADSSouth.com g

Practice Transitions Made Perfect”

All ADS companies are independently owned and operated.
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Executive Director’s Notes

School is back in session, football is kicking off and the weather is beginning to
turn cooler and that means your association will be busy this fall as we complete
2012. At the most recent SCDA Board meeting:

o A report was provided on the final numbers for the 2012 Convention.
Although in the past, attendance numbers had been decreasing, those numbers
held steady this past year and the SCDA enjoyed a successful Convention. Be on
the lookout for news regarding the 2013 Convention.

° A report was given on Medicaid and a recap on the 2012 Legislative year.

The SCDA did see a couple positives as we did keep the monies to continue the

Rural Dental Incentive Program and we received monies to start the Donate Dental

Lifeline Program in South Carolina. The SCDA will soon be meeting to plan for the
Mr. Phil Latham 2013 session.

e A report was provided on Give Kids a Smile and more information
on that will be provided in the future.

e Dr. Edmonds discussed plans for the upcoming SCDA Planning and effort and sometimes, I sit t_)&},C"k
Retreat in November and the House of Delegates was briefly andiendentistielCHoMAWoTR g
discussed which will take place, Friday, November 30, 2012.

e Numerous other items and reports were also offered at the Board meeting.

“The DAD Project takes a lot of time

On another note, the 2012 DAD Project was very successful. Final numbers reflect that approximately
1,600 patients were treated, many of those received treatment on both Friday and Saturday. For the
second year in a row we provided partial services and that continues to be a success. Many thanks to all
who helped plan and make DAD 2012 a wonderful
event.

For those of you, who did not participate in
the 2012 project, please look forward to the 2013
event. The plan is to return to Charleston where it
all stated in 2009. Information will be coming out
soon.

The DAD project takes a lot of time and effort
and sometimes, | sit back and wonder is the
effort worth it? See the email | received from a
patient late Saturday night after the event was
over from a patient who was treated at the recent
DAD project. Yes, it is worth all the hard work and
effort!

Mr. Latham,

"I would like to take a minute to say Thank
You so much for the services provided for
me and others at the State Fairgrounds
yesterday. I had three fillings placed for

me. The dentist and his assistant were just
awesome. Everyone was so courteous and
kind. Thanks to everyone who had a part in
this. I really appreciate their help in getting
me back on track to good dental health. Just
can’t Thank you all enough.”

Sincerely,

Ernie

Page 19


http://www.tekcollect.com

WHICH VESSEL WOULD YOU PREFER TO
BE ON WHEN THE SEAS GET ROUGH?

scy

Our malpractice insurance carrier has been covering SC
dentists for 35+ years

They have won over 90% of their cases that have gone to trial
They have closed more claims without payment than any other
liability carrier in SC

A fellow member dentist sits on the board of our carrier

Up to 65% off available for new to practice dentists
Commission dollars go back into the SCDA instead of an outside
insurance agency

"JUA has covered my practice for years, they have the kind
of reputation that | want in a malpractice carrier. | intend to
stay with them until | retire!!" Thomas Edmonds, SCDA President-Elect

Contact the SCDA Staff
ski@scda.org ~ 800-327-2598 ~ www.scda.org
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Seats for Legal Review are Still Available...
By Mark Brown

The SCDA and the SCDA Member Benefits Group will host a

breakfast seminar on Friday, September 14, 2012, discussing

employment and human resources, HIPAA and best small business practices. The

seminar will be led by three attorneys with the Rogers Townsend law firm who

represent both the SCDA and the SCDA Members Benefits Group. They have years

of experience handling the employment, business and privacy issues for healthcare

practices and will be on hand to answer questions about your most relevant issues.

The seminar will be held in the Canal Room at Edventure Children’s Museum.

Registration and breakfast begins at 8:00 a.m. and the seminar lasts from 8:30 a.m.

until Noon.

This event is open to dentists only and there is a charge of $75 for SCDA members
Mr. Mark Brown and $150 for non-member dentists. Spouses are welcome to attend at no additional charge.

Seating is limited, so please register soon if you have interest in attending.

You can click here to learn more about this seminar and to download a registration form. Be sure to
provide an accurate e-mail address on the registration form so that we can send you written confirmation
for your records.

Contact the SCDA office at 1-800-327-2598 with any additional questions or e-mail Sue Copeland

at copelands@scda.org

If you have not already joined the SCDA Facebook page you are missing out! We have
recently 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. Join our group today! www.facebook.com/
scdental.

Do you have a
5 year plan?

Doctors who make plans for the future have more
transition options when they create their entrance
and exit strategy into and out of dentistry.

Do you have a plan? Call us. We can help!

\ [P
Southeast Transitions

Passing dentistry to the next generation
through practice sales

Bill Adams, DDS, FAGD ‘ Pete Newcomb
President and CEO CFO

www.southeasttransitions.com ¢ 678-482-7305
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Classified Ads

Dental Related Services
Palmetto Dental Personnel Inc. isowned
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.

Outpatient Orthognathic Surgery: A
Team Approach- October 5, 2012, 7:30
am- 2:30 pm. Mt. Pleasant Holiday Inn, 205
Johnnie Dodds Blvd. 29464. Five CE credit
hours, tuition: $195 for more information
contact 843-554-5003 or oralsurgerysc@

gmail.com

803 - DENTIST vanity phone number.
Available for your EXCLUSIVE use. OWN
your entire area code. Can be shared
with multiple offices @ no charge. All calls
forwarded to your phone line seamlessly.
AMAZING practice builder. ONLY 1 phone
# available. Make it yours TODAY! Contact
Dr. Bard @ 561-654-1300

Locum Tenens/
- |

DENTISTS HELPING DENTISTS SINCE
1984. Locum Tenens Office Coverage:

vacations, iliness, maternity leave.
Also, excellent job opportunities. Forest
Irons & Associates 800-433-2603. 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.

General Dentist available statewide for
locum tenens. 39 years private practice,
Will fill in while you are on vacation, during
an illness, disability or maternity leave.
Maintain your production and patient
access to care. Call 843-729-8129.

Experienced general dentist, 28 years
private practice, relocating to Greenville

area. Seeking associate position 3-4 days
per week.

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.

. ilable - .

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

Dentist Jobs: Aspen Dental offers
tremendous earning potential and a practice
support model that empowers dentists to
achieve goals. We eliminate obstacles for
dentists to own their own practice. To learn
more about our compelling proposition and
to apply, please call 866-745-9670 or visit
www.aspendentaljobs.com. EOE.

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 Center, LLC desires
motivated, quality oriented associate
dentists for its offices in SC (Charleston,
Rock Hill, Columbia, and Greenville). We
provide quality general FAMILY dentistry
in a technologically advanced setting. Our
valued dentists earn on average $230,000/
yr plus benefits. Call 312-274-4524 or
email dtharp@kosservices.com. New
graduates encouraged!

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.

Associate General Dentist Great
associate position in Anderson and Rock
Hill, SC. Could lead to a partnership. Great
benefits! Please contact Deborah Hammert
at 216-310-1847 for more information.
Please submit CV to Deborah.Hammert@
dentalonepartners.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.

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 southerndentalsc@gmail.
com.

Earn what you are worth!! Charlotte, NC
dentist opportunity. Monday through Friday
work week...no night or weekend hours.
Benefits with base salary and bonus. You
will have your own Dental Assistant...no
cost to you. Call Brian Whitley to get more
information 1-800-313-3863 ext. 2290
or email brian.whitley@affordablecare.
com. http://www.affordabledentures.com/
careers/associates/

Kool Smiles General Dentistry for Children
and Adults- Sumter and Greenville, SC We
are currently seeking energetic and
compassionate Associate Dentists for
our busy offices! We are a growing dental
practice providing comprehensive general
dentistry services to children and adults.
At Kool Smiles, our dream is to create a
world of happy, healthy smiles. Join a
hard-working, fun-loving team who share
a passion for working with a purpose. Our
offices are modern and equipped with
state-of-the art equipment. We offer
competitive compensation plus benefits
for all full-time employees. You are just
one step away from earning a great living
and doing something greater! Contact
Rosa Neal-Prillerman at rnealprillerman@
ncdrllc.com.

General or pediatric dentist needed
in a growing and highly productive area
in Columbia. The position is for a four
day work week (Monday-Thursday) with
a potential half day on 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
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position. Chad@kidsfirstdentalsc.com or
803-772-4949

Kool Smilesisagrowing dental practice
with a mission of providing high quality
dental care to underserved communities.
With offices in multiple states across
the country, we provide comprehensive
general and specialty dentistry services to
children and adults. We are currently hiring
qualified, energetic PT Oral Surgeons and
Endodontists seeking: Flexible scheduling,
Guaranteed daily rate plus bonus incentive
plan, 100% paid Malpractice insurance,
Immediate Openings: Greenville,
Anderson, Columbia, Sumter, Orangeburg,
Charleston. Contact Emily Platto eplatto@
ncdrlic.com.

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

Immediate need for FT front desk
coordinator for family dental practice in
NE area. Eaglesoft and dental experience
required. Great people with phone skills
and ability to handle varied and multiple
task required. Must be a team player with
willingness to assist others. 4 days a week,
401k, and bonus opportunities.

Dental hygienist needed to work with
great team in a beautiful Lexington office.
Please fax resume to 803-808-0370.

P ti / OFfi S
Available

COLUMBIA PRACTICE MUST SELL

IMMEDIATELY #8841 Gross collections

$725,000; 5 days 3 operatories; 1,300 sq.

ft. office space. Very busy office. Expanding
to Saturdays to accommodate patient flow.

Full staff will stay. Contact Dr Jim Howard
at 919-337-1162 ASAP or jim@adssouth.
com

Approximately 1600 SF Dental Office
with 4 operatories, Pan room, lab, consult
room, staff lounge, reception and business
office. Option to leave cabinetry, digital
x-ray heads, some chairs with patient
monitors, dental units, compressor,
Star Vacuum System and additional
items. Lease rate is negotiable. Available
September 2012. Greenville SC. Contact
Janice Holliday at 864-233-8639 or
janiceholliday@aol.com.

NORTH OF CHARLESTON, 20 MILES
Great potential for increased production;
currently mostly Oral Surgery. The practice
is only open 2 days a week and is located
30 minutes from Charleston. There are
4 equipped ops; Panorex. Real estate
available as well. Collecting $250,000
annually. Seller is ready to retire. Please
call or email for details using reference #
SC1008 For more information call 678-482-

7305, email info@southeasttransitions.
com or visit www.southeasttransitions.
com.

AIKEN COUNTY Well established practice
in Aiken County, collecting over $650Kk,
with 5 operatories. Doing implants, crown
and bridge. Long term loyal staff to stay
on, Doctor to retire but will stay on for
transition. Real estate available. Please
call or email for details using reference #
SC1010. For more information call 678-482-

7305, email info@southeasttransitions.
com or visit www.southeasttransitions.
com.

Dental office $172,900 SE Columbia.
1976 sq ft. Near VA hospital, 1-77, Fort
Jackson. Oral surgeons office for 10 years:
renovated 2001. Cabinets, built-ins sinks
galore. 4 exam rooms, waiting room,
reception, office manager area. Office
with private bath, supply room and staff
room with restroom and private entrance,
handicapped accessible. Contact Maxanne
Cabot at mhcabot@sc.rr.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

For Sale: Dental equipment chairs,
units, lights, cabinetry, x-ray, vacuum,

compressor, sterilizers and handpieces.Any
and all things dental call 843-697-7567.

your name out of our files.

1644; email brunsonm@scda.org.

e 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.

e 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.

e 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.

e If you have registered with us previously and have found work or filled your position, please let us know so that we can take

. Contact: SCDA Bulletin, ATTN: Maie Brunson, 120 Stonemark Lane, Columbia, SC 29210; call 800-327-2598; fax 803-750-

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
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