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Dr. Julia Mikell

Reality check…we are working in the airway during a respiratory 
pandemic.  Dentists and their teams are on the frontline.  We 
are not only dealing with the pandemic on a personal level like 
everyone else, but professionally, we are categorized along with 
the highest risk workers.

We stood down reluctantly; we fought to get back to work; we 
digested and enacted the Interim Guidelines and the Return to 
Work Toolkit.  Even though we are back to work and feeling some 
relief, we continue to wait for supply chains to come back to life, 
and struggle with patient flow algorithms.  And does anyone else 

wonder, out loud, why paper products are still backordered?  I understand that 
masks are under new supply demands, but toilet tissue?

Due to the lower than average levels of COVID-19 in our state, and with the 
guidance of our Governor, South Carolina dentists were able to put the ADA 
COVID-19 guidance documents to use much sooner than most dentists in our 
country.  Thanks to the immediate action of a newly formed ADA task force, 
which included our own trustee, Dr. Kirk Norbo, the ADA  generated the “Interim 
Guidelines for Minimizing Risk of Transmission of COVID-19” released on April 
18th and then the more in depth document - The Return To Work Toolkit, released 
on April 27.  As you know the CDC and OSHA were stuck on ‘Emergency and 
Urgent Care’ guidance until late into May. Had the ADA not begun work on these 
documents before the end of March, we would never have had the guidance we 
needed to head back to work confidently when we did.  

Since mid-March, your SCDA volunteer leadership and the SCDA staff have been 
at your side.  You will probably never know the amount of time, effort and concern 
so many people have put forth for your benefit.  From some of our most veteran 
colleagues to some of our newest additions to our organization, we worked 
together for the common goal of getting back to work safely and soon.  The work 
is not done yet, but I want to acknowledge the people who have answered our 
call for help.  This word cloud captures the many topics that were managed since 
March, but also spotlights the many people in our dental community who helped 
all of us get back to work.
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It’s too early to feel much relief because this virus is not our friend, a vaccine is a long way off and testing 
isn’t even readily available yet.  In addition, the guidance requires us to monitor and respond to local virus 
trends and South Carolina is trending up.  Our employees and our patients are counting on us to lead with 
integrity and intelligence.  Although we are confident that our infection control guidelines are thorough 
and effective, the true test of our infection control effectiveness is going to be if we and our employees 
stay well.  Thankfully, monitoring ourselves is built into our interim guidelines.  I am grateful every day for 
those ADA documents that gave us the resources to reopen our doors confidently, but I know we still have 
work to do and the SCDA will stay vigilant watchdogs as we continue to manage the challenges that are 
still in our midst.

I wish you all continued health and success in your recovery.

History of the South Carolina Dental Association 150th Anniversary, 1869-2019

Dr. Gene Atkinson has announced the release of this 336-page book. He has spent eight years compiling 
this book including, 265 pictures of SCDA moments, and recounts the history with a special emphasis on 

the last 50 years.

The cost of this history book is $25 each (Great gifts for friends and family) to maintain a copy please 
contact the SCDA office 803-750-2277 or scda@scda.org. First 100 year book also available for $5.00.

http://www.shererdenatllab.com
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Good until June 14, 2027 or unit 
needs to be replaced, whichever 
comes first. 

Must file a One-Time Compliance 
Report by October 12, 2020 
or 90 days after transfer of 
ownership.

1)  Dentists exclusively practicing 
in one of these specialties: oral 
pathology; oral + maxillofacial 
radiology; oral + maxillofacial 
surgery; orthodontics; 
periodontics; prosthodontics. 

2)  Wastewater discharges from 
a mobile dental unit or into a 
private septic system.

No further action required.

No further action required.

Installed amalgam separators must comply with the following 
best management practices:

1.  File a One-Time Compliance Report. Keep on record for lifetime of 
ownership.

2.  Monitor according to manufacturer’s recommendation.

3.  Replace/Repair if malfunctioning according to manufacturer’s instructions 
within 10 business days of discovering defect.

4.  Maintain by replacing amalgam retaining cartridge, separator canister 
or units as directed by manufacturer or when the collection unit reaches 
capacity, whichever comes first.

5.  No use of oxidizing, acidic cleaners when flushing dental unit water lines, 
chair-side traps and vacuum lines. Therefore no bleach, chlorine, iodine and 
peroxide cleaning agents that have a pH of lower than 6 or greater than 8. 

Must maintain records on site for 3 years of: 

1.  Any reports filed

2.  A visual inspection log

3.   Documentation of any repair or replacement

4.  Disposal records

5.   Manufacturer’s current operating manual for the device in place

All non-exempt practitioners 
must install a compliant separator 
by July 14, 2020. Newly opened 
offices that begin operating on 
or after July 14, 2017 must be 
in compliance immediately.

Must file a One-Time Compliance 
Report within 90 days of 
installation.

Must file a One-Time Compliance 
Report by October 12, 2020 or 
90 days after transfer of owner-
ship. Keep on record for lifetime 
of practice ownership.

3)  Dentists who do not place 
amalgam and do not remove 
amalgam except in limited 
emergency or unplanned, 
unanticipated circumstances, 
and who certify as such 
(estimated less than 5%).

EPA Amalgam Recycling Rule

    NO SEPARATOR 
OR NEW OFFICE? 
MUST INSTALL

     EXEMPT FROM 
INSTALLING

   SEPARATOR ALREADY  
      INSTALLED?
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Dentist Misjudges Patient’s Tongue Lesion, Resulting in Missed Oral Cancer Diagnosis
By Mario Catalano, DDS, MAGD

Continued on Page 6

Background
A necessary prerequisite to efficacious dental treatment is an accurate diagnosis. Misdiagnosis can result 
in failure to treat, undertreatment, or overtreatment. As this case illustrates, accurate diagnosis requires 
diligence in ordering appropriate testing or, at a minimum, thorough follow-up to ensure that the patient's 
condition resolves on its own.

Case Discussion
A 46-year-old female was a patient of record at a dental practice in which Dr. N, a young dentist, was 
an associate. Dr. N's first contact with the patient occurred when she presented to the practice with a 
complaint of a "sore" that suddenly appeared on the left lateral aspect of her tongue. Dr. N's examination 
notes indicated that he believed the lesion was lichen planus. However, his notes did not indicate any 
differential diagnoses or state whether the patient had experienced any recent trauma or illness. If Dr. N 
was correct in diagnosing lichen planus, he could expect that the condition, although chronic, would not 
require treatment.

Approximately 2 weeks later, the patient presented to her family physician with complaints of coughing 
and gastrointestinal symptoms; however, no evidence suggests that the patient complained of any 
discomfort in her tongue. Further, the family physician did not note any irregularity in relation to the 
patient's tongue.

About 6 weeks after the patient visited her physician, she presented to the dental practice for a cleaning, 
which was done by a hygienist. Following the cleaning, Dr. N performed an oral examination. He did not 
note any abnormality of the patient's tongue. However, during subsequent investigation, it was learned 
that the hygienist had observed a 2–3 mm lesion on the left lateral aspect of the patient's tongue. 
Whether this lesion was brought to Dr. N's attention is not documented or known; obviously, though, no 
further evaluation of the lesion occurred.

Approximately 5 weeks later, the patient again presented to Dr. N for extraction of teeth 15 and 18. 
The removal of tooth 15 involved considerable difficulty, and the patient and Dr. N decided wait to 
remove tooth 18. Dr. N's notes regarding the removal of tooth 15 did not indicate any difficulty with the 
extraction, and they contained no reference to the 
previously discussed tongue lesion. For whatever 
reason, the extraction of tooth 15 was the last time 
the patient had any contact with Dr. N.

About 5 months after the extraction of tooth 15, 
the patient presented to her family physician with 
a complaint of a sore throat. The physician's notes 
stated that an examination of the palate, tongue, 
and tonsils did not indicate anything unusual. The 
patient had four additional encounters with her family 
physician for chest congestion issues over the winter, 
but the physician did not document any abnormal 
appearance associated with the patient's tongue.

Approximately 6 months after that, the patient 
presented to an emergency department with a 
complaint of left-sided facial pain and blisters on her 
tongue. The emergency physician noted that tooth 
18 (which had never been extracted) appeared to 
be abscessed. The patient was prescribed antibiotics 
and referred to an ENT practice. Two days later, 
an ENT surgeon noted a large red mass over the 
medial third of the patient's tongue, possibly caused 
by the problems associated with tooth 18. The ENT 
surgeon ordered a CT scan of the patient's neck to 
rule out a neoplasm and referred the patient to an 

mailto: ddllab@yahoo.com
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MedPro Group is committed to protecting your reputation so you can  
stay committed to protecting your patients. It’s a promise we don’t take lightly.

Malpractice Insurance:
it’s not just a price, it’s a promise.

Contact us today for a quote.

A.M. Best rating as of 7/10/2019. All data is MedPro Group data; claims data range is 2009-2018 unless 
otherwise indicated. MedPro Group is the marketing name used to refer to the insurance operations of The Medical 
Protective Company, Princeton Insurance Company, PLICO, Inc. and MedPro RRG Risk Retention Group. All 
insurance products are administered by MedPro Group and underwritten by these and other Berkshire Hathaway 
affiliates, including National Fire & Marine Insurance Company. Product availability is based upon business and/or 
regulatory approval and may differ among companies. © 2019 MedPro Group Inc. All Rights Reserved.

80 0.4MEDPRO x119660  |   DENTAL@MEDPRO.COM

medpro.com/PromiseSC

1 OPEN CAMERA

2  SCAN

3  GET QUOTE

Our promise to never settle a lawsuit without your written consent

Our promise to offer you options that fit your needs

Our promise to provide unmatched defense success if a claim goes to trial

Our promise to be there on your first day of practice and every day after

Our promise to have the financial strength to protect you and your future

P U R E  C O N S E N T  P R O V I S I O N

O C C U R R E N C E  A N D  C L A I M S - M A D E  P O L I C I E S

9 5 %  D E N TA L  T R I A L  W I N  R AT E

1 2 0 +  Y E A R S  O F  E X P E R I E N C E

A + +  F I N A N C I A L  R AT I N G  B Y  A . M .  B E S T

http://www.medpro.com/promisesc


Page 6

Continued from Page 4

oral and maxillofacial surgeon for treatment of tooth 18. The radiologic report indicated a 17 mm mass on 
the patient's tongue with nodal involvement. Ultimately, she was diagnosed with stage IV squamous cell 
carcinoma of the tongue.

The patient brought a dental malpractice lawsuit against Dr. N, alleging failure to timely diagnose cancer 
in her tongue. Despite numerous occasions in which Dr. N potentially had the opportunity to properly 
diagnose the patient, the jury returned a verdict in favor of the defense.
 
Risk Management Considerations
Theodore Passineau, JD, HRM, RPLU, CPHRM, ASHRM

The defense verdict in this case is particularly surprising given the fact that Dr. N appears to have 
mishandled this case on multiple occasions, resulting in a catastrophic outcome for the patient. Although 
time could be spent speculating about the outcome of the case, Dr. N might have avoided the courtroom 
altogether if he had implemented certain patient safety and risk management strategies.

The problems with this case began during the patient's first encounter with Dr. N, in which the patient 
complained about a "sudden sore" on her tongue. Dr. N rendered a presumptive diagnosis of lichen planus, 
which — although chronic — would require no further treatment. This diagnosis should not have been 
considered final for several reasons: (1) the lesion was not in the normal anatomical location, (2) the 
diagnosis was not supported by any historical evidence, and (3) no biopsy had been performed to confirm 
the diagnosis. The best practice in this situation would have been for Dr. N to consider lichen planus a 
presumptive diagnosis and follow the patient until it was clear that the diagnosis was correct.

The patient's record demonstrates numerous opportunities for Dr. N to reexamine and evaluate the lesion, 
but that never happened. At least two factors appear to have contributed to this failure. First, Dr. N's 
documentation generally appears to be inadequate; even if he took the time to review the patient's record 
prior to seeing her during subsequent visits, any concerns he might have had about the lesion likely would 
not be brought to his attention (because they were not adequately noted). In cases like this, in which 
follow-up is needed to rule out more serious conditions, the doctor's concerns should be recorded in a 
"tickler system" of some sort, so that the practitioner is reminded to follow-up with the patient.

Second, during legal discovery, it was determined that the hygienist had observed the lesion. However, 
whether the hygienist notified Dr. N about the presence of the lesion is not known. If the hygienist had 
reviewed the patient's record prior to the prophylaxis, she might have seen the reference to the lesion 
and realized that it had not resolved. However, regardless of whether she was aware of the lesion before 
observing it, she should have brought it to Dr. N's attention. Again, the exact situation that occurred is not 
clear, but it seems likely that the communication between Dr. N and the hygienist was inadequate.

The lack of documentation in this case combined with poor communication and failure to follow up 
ultimately deprived the patient of a timely diagnosis and, in all likelihood, a much better outcome. As is 
often the case, nonclinical factors combined to cause a suboptimal clinical outcome.

Conclusion
In dental practice, as in all aspects of life, so often "the devil is in the details." As this case illustrates, 
mundane (and even boring) tasks such as thorough documentation and good communication can be 
critical components of quality patient care. Disciplining oneself to do the little things well can contribute to 
satisfying and successful patient care experiences.

As the nation’s leading dental malpractice insurance carrier, MedPro Group has unparalleled success in 
defending malpractice claims and providing patient safety & risk solutions. MedPro is the nation’s highest-
rated malpractice carrier, rated A++ by A.M. Best. The Berkshire Hathaway business has been defending 
dentists’ assets and reputations since 1899 and will continue to for years to come. 

MEDPRO.COM/DENTAL | 800.4MEDPRO x 119660 | DENTAL@MEDPRO.COM
This document should not be construed as medical or legal advice. Because the facts applicable to your situation may vary, or the laws applicable in your jurisdiction may 
differ, please contact your attorney or other professional advisors if you have any questions related to your legal or medical obligations or rights, state or federal laws, contract 
interpretation, or other legal questions. 

MedPro Group is the marketing name used to refer to the insurance operations of The Medical Protective Company, Princeton Insurance Company, PLICO, Inc. and MedPro RRG 
Risk Retention Group. All insurance products are underwritten and administered by these and other Berkshire Hathaway affiliates, including National Fire & Marine Insurance 

Company. Product availability is based upon business and/or regulatory approval and/or may differ between companies. © 2020 MedPro Group Inc. All rights reserved.
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Executive Director’s Notes
By Phil Latham, Executive Director

Phil Latham

Over the last 20 years, I have witnessed a lot of things that have occurred within 
the dental industry, but the most recent pandemic rises to the top of the list. There 
were numerous issues to deal with from day one and new terms and acronyms to get 
accustomed to, one of those was Personal Protective Equipment (PPE).

The SCDA recognized early on that we had to explore the PPE market to get a better 
understanding and attempt to find appropriate PPE for our members. That said, 
President Julia Mikell set up a work group.

Needless to say, this was a huge learning curve. We soon realized the challenge that 
most vendors wanted to sell in bulk, the SCDA was not fully equipped to buy product 

in bulk, and even if we did come up with the funds, there were numerous other issues: where would the 
products be shipped, how would they be guarded, how would the products be sold back to the members, 
shipping and postage. If that were not enough to deal with, we soon learned that this pandemic had 
opened up a market of counterfeit products. The work group spent numerous hours over zoom meetings 
and conference calls discussing these issues.

After a few failed attempts to provide PPE to our members, the work group turned its’ attention to the 
Government only to realize that almost all 50 states did something totally different regarding the issue of 
PPE. In South Carolina a consortium of vendors was established under the direction of the South Carolina 
Emergency Management Division, but again, the problem became that these vendors wanted to sell in 
bulk and the SCDA had made the decision that was not a logical move to make.

Our work group continued to research and finally were able to find some of the most needed PPE products 
for our members. Face shields, masks, thermometers were some of the main items offered where 
members could buy directly and have the items 
shipped directly to them. These vendors still have 
products available and you can go to our website, to 
access the list under the PPE Shoppers Guide. 

Please keep in mind: The SCDA does not endorse 
any specific PPE vendor, but has had contact 
and communication with the supplied vendors on 
our website. Due to the rampant counterfeit PPE 
market, we encourage you to inspect your masks 
and other PPE and cross check with the resources 
also found on our website,  The SCDA disclaims any 
warranties of any kind with respect to the listed 
vendors or their products and disclaims any liability 
of any kind resulting from the purchase or use of 
these products.

We are starting to hear that the dental supply 
companies and others are beginning to receive 
inventory that should continue to help ease the 
burdens of having the appropriate PPE on hand to 
work with staff and patients.

In closing, Dr. Mikell and I want to personally thank 
Drs. Nick Papadea, John Comisi, Scott Cayouette, 
Vicky Chung and David Moss for the numerous 
hours spent discussing the subject. We also want 
to thank the SCDA staff who all played a role in the 
PPE market one way or another.

To learn more about Classic Craft contact: 

JEFF PATTON
South Carolina Technical Representative

912.308.2637 - Lab 877.552.7238 
classiccraftdental.com

Start with a lab that builds 

legacy practices, drives patient 

referrals and offers a lifetime 

guarantee on ZirLife crowns.

South Carolina Registered #631

https://www.scda.org/resources/coronavirus
http://www.classiccraftdental.com
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http://www.pnc.com/hcprofessionals
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Take Your Communication to the Next Level by Moving to the Cloud
SCDA Endorsed Company, iCoreConnect

There are real benefits of choosing a cloud-based, fully 
HIPAA-compliant email service.  Here are a few ways the 
right cloud service can improve the way you do business.

First, it can streamline your workflow with one interface 
for both your compliant and regular emails.  One 
interface means one login.  With that feature, you no 
longer have to log in and out of different windows.  

Second, it releases the burden of having to be in the 
office to send Protected Health Information (PHI) and 
imaging files.  Instead, the cloud gives you freedom to 
send and receive compliant email no matter where you 
are.  As an added bonus, some dental-focused cloud 
services include unlimited attachments in each email.  

Third, some services offer unique functionality such as 
a built-in, pre-verified referral network you can access 
right inside the email window.     

Now is a good time to rethink some of your business 
services to reduce stress, save money and improve on 
your practice efficiencies.

iCoreConnect is an SCDA Endorsed Partner with  
expertise in cloud-based technologies to improve and 
protect your practice.  Visit iCoreConnect.com/SCDA for 
special pricing on iCoreExchange HIPAA-Compliant email 
or call 888.810.7706.

Working together to improve the oral health of South Carolina’s residents
DENTAQUEST AND SCDHHS
DentaQuest serves as administrator of the Healthy Connections 
dental program for the SC Department of Health and Human 
Services (SCDHHS). We are committed to the success of the 
program and appreciate provider participation. 

DentaQuest's Provider Web Portal, govservices.dentaquest.com, 
is a one-stop shop for verifying member eligibility, claim 
submission and status check, reviewing policy guides, accessing 
EOBs and more.

We are pleased to offer a series of educational webinars on the 
second Wednesday of every month from noon to 1 p.m. EST.

For more information on the SC Healthy Connections Medicaid 
Dental Program or provider trainings, you may contact your 
DentaQuest Provider Engagement team at 
CarolinaProviders@dentaquest.com 

Book a demo today.
Active SCDA members receive 35% off!

iCoreConnect.com/SCDA888.810.7706

Don’t be Phish Bait.
No iCoreExchange email 

has been spammed or phished.
Ever.

http://www.icoreconnect.com/scda
http://www.icoreconnect.com/scda
mailto: carolinaproviders@dentaquest.com
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“When products are grown from liquid, magic happens!”

 
Dentsply Lucitone Digital Dentures:
Crafted by Drake. 
Powered by Carbon.

www.drakelab.com   I   1.800.476.2771   I   8510 Crown Crescent Ct.  Charlotte NC 28227

Contact Drake Lab today to ask about our 3D printed dentures that provide
reduced chair time, increased bond strength, and better �t than ever before!

scda12020

http://www.drakelab.com
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SCDA Member Spotlight
Dr. Katie Bullwinkel, Bullwinkel Orthodontics

1. How long have you been a dentist and member of 
SCDA? I have been a member of the SCDA since I started 
MUSC in 2007.  I received my DMD in 2011

2. What dental school did you attend? Medical University of 
South Carolina

3. Tell us about how you and your significant other 
discovered your shared love of and interest in 
dentistry? Haha!  My husband could care less about teeth!  
Although, his sister is a dentist as well.  When we first started 
dating, his sister and I tricked him into a veneer.  One night 
before the final restoration could be placed, his temporary 
came off eating pizza... needless to say he was surprised 
when he looked in the mirror!  My orthodontist growing up 
introduced me to the world of dentistry.  I was originally 
interested in architecture, but after shadowing one, I knew 
I needed more PEOPLE time and less computer time.  My 
orthodontist suggested Orthodontics and Dentistry and an 
alternative.  I ended up working for him after school and during the summers.

4. What are you doing in your practice that you think other members of SCDA should know 
about?  With the coronavirus outbreak, we were forced to really dive deep into virtual consultations 
and office systems that can be handled remotely.  We are always striving to better our patient 
experience and it seems that virtual options are a step in that direction.

5. What advances in the field of dentistry are you most excited about? LINGUAL BRACES!!! I am 
so excited about digital orthodontics and the ability to put braces behind the teeth.  It's a little upside 
down and backwards for the orthodontist, but I love a challenge.  

6. What would you say to young dentists just starting out or students who might be 
considering dental school?  I love my job!  I 
tell people my job is best described as throwing 
a party while doing math all day... basically my 
dream.  Keep an eye on your student debt.  If 
I had to do it over again, I would have worked 
while in dental school and taken out less in loans 
or even paid some of the interest.  Compounding 
means exponential growth and can get away 
from you quickly.

7. What would you say to those who are 
considering joining SCDA?  If we don't work 
together as a collective group, our voices will be 
lost.  The SCDA is crucial to keeping our voices 
and the oral health of our community at the fore 
front of legislators minds.  A professor once told 
me, 'your degree means nothing unless the law 
says it does.'  I think he's probably right.

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

mailto: normajean.largent@staples.com
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do nothing.

FOR DENTISTS
who want to be paid fairly, now more than ever,

 take the free assessment at:

FOR DENTISTS
WHO HAVE ENOUGH MONEY
TO WRITE OFF 35-40%

OF THEIR INSURANCE REVENUE,

DENTALADVOCACYGROUP.COM
© Copyright 2020 ADS Dental Marketing

UNFAIR
INSURANCE

AGREEMENTS

http://www.dentaladvocacygroup.com
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Dental Related Services
Palmetto Dental Personnel Inc. 
is owned and operated by a dental 
professional with 30 yrs experience and 
has exclusively provided professional 
staff for Columbia and the surrounding 
areas. PDP has dental hygienists, 
assistants & front office personnel 
available for temporary and permanent 
positions. Contact Gail Brannen 800-438-
7470, fax 866-234-8085,  gbrannen@
palmettodentalpersonnel.com or www.
palmettodentalpersonnel.com.

Intraoral X-Ray Sensor Repair/
Sales- We repair broken sensors. 
Save thousands in replacement costs. 
Specializing in Kodak/Carestream, 
major brands. We buy/sell sensors. 
American SensorTech 919-229-0483 or 
www.repairsensor.com.

Dentappraisal- Practice Valuations 
specializes in nationwide dental practice 
valuations. Our independent, in-depth 
valuations help you identify/verify a 
sales price or find significant growth 
opportunities in your current or future 
practice. Visit us at www.dentappraisal.
com or contact our dental CPA at 877-
419-4884 or kevin@dentappraisal.com 
to discuss your valuation.

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

Positions Available - Dentists
Volunteer-Helping Hands Dental 
Clinic (Georgetown). Th 5 pm. 843-
527-3424 or acct.hhands@gmail.com.

Downtown Columbia SC practice 
looking for a full time associate. Base 
salary plus commission. Signing bonus 
plus attractive benefits package. Will 
consider a partnership with the right 
candidate. Send resume to james@
garnersferrydentistry.com 

Large group practice seeking associate 
dentist. Positions in Indian Land and 
Rock Hill. Competitive/excellent pay 
for qualified candidate. Experience 
preferred. State of the art facility. Must 
have great work ethic, excellent skills, 
good chair-side manner. Email CV 
smilingdds1@gmail.com

St George/Santee/Holly Hill, SC- 
Looking for dentist to expand our staff 
at growing dental group. 4-5 days per 
week in St. George/Santee. Prefer to 
live within 25 miles of practice. 8 dental 
hygienists/18 op practice. Contact 843-
560-2226 or drgarris@bellsouth.net

D4C Dental Brands is currently hiring 
a Pediatric Dentist for positions in 
SC. We are dental specialists owned 
practices looking for support for one of 
our locations in Charleston.Our offices 
are child friendly, fun and committed to 
quality dental care. We offer benefits 
and competitive compensation. Visit us 
online d4cdentalbrands.com.

Benevis is seeking FT/PT Associate 
Dentists, Orthodontists, Endodontists, 
Pediatric Dentists, Oral Surgeons and 
Anesthesiologists. Looking for talented 
dentists who are interested in making a 
difference in communities. Competitive 
compensation, student loan repayment, 
sign-on bonuses, relocation, 401K, paid 
time off, health insurance and more. 
Edolia Wright edwright@benevis.com.

Fully equipped mobile unit traveling 
to rural SC is looking for a dentist to 
help change lives, need your help. 
Contact thepalmettopalace@gmail.com.

Are you a Dentist looking for a busy and 
established practice in Rock Hill? Look 
no further. Competitive compensation, 
benefits packages available, complete 
business and operational support, and 
Comprehensive treatment planning to 
majority PPO/fee-for-service patients. 
What more could you want? Email 
resume or referrals to mary.barfield@
dentalonepartners.com or visit www.
dentalonejobs.com today.

FT General Dentist associate position - 
Summerville, SC. Come treat steady 
flow of established and new patients. 
Experience with root canals, implants, 
Invisalign desired. Opportunity offers 
private practice environment, quality 
of life, clinical autonomy, and a good 
base salary compensation plus good 
% of collections. Send resume to 
smilebright19@yahoo.com

Oral Surgeon to join well established 
privately owned group practice.  
Thriving Implant practice, three 
locations with brand new facilities and 
state-of-the-art equipment.  Lucrative 
starting salary, relocation expenses and 
partnership track available.  Fantastic 
opportunity to become a partner in an 
outstanding family environment. eric@
neoralsurgery.com.

N. Myrtle Beach Perio practice needs 
an experienced, full time front desk 
assistant. Duties include: patient 
scheduling and insurance posting with 
excellent phone skills. Excellent salary 
and benefits. periothree@sc.rr.com.

Lucrative opportunity for BC/BE Oral 
Surgeon to join our practice in the 
Charlotte, NC area. Position is for a 
full-time associate with partnership 
potential. Guaranteed salary of $350K 
with production bonus, malpractice 
insurance and more. Complete 
compensation is upward of $500K. 
NC/SC dental licenses are required. 
cmcbride@omfspartners.com.

Established dental office in growing Fort 
Mill looking for a compassionate, hard-
working, highly skilled dentist to join 
our team 2-4 days/week. Proficiency 
in crown & bridge, implant restoration, 
esthetic dentistry & simple extractions 
required. Send resume drjasper@
jasperdentistry.com. Looking to fill 
position asap with a great dentist!

Associate Dentist position with 
partnership track and mentorship. 
Growing practice seeing over 200 new 
patients per month. 70/30 FFS/PPO 
payer mix with no Medicaid. Newer 
practice with CBCT, CEREC, 3D printing 
technology. Paid CE, malpractice. Email 
resume matthew@mundodentistry.com.

Part time Dentist needed in Columbia 
SC may lead to full time if desired, 35% 
of collections, experience in extractions 
and root canal treatment required. 
Guaranteed daily minimum is also 
available. Please contact 803-997-0088 
or drrsdental@gmail.com.

We are in need of a hard working, fun, 
energetic General or Pediatric Dentist 
to join our rapidly growing practice. 
Part-time or full-time. Motivated to 
maximize competitive compensation. 
Our second expansion is in the works. 
Multiple opportunities for growth and 
development including possibility of 
equity. Please submit CV to tonia@
childrensdentalgroupsc.com.

Temporary-permanent positions for 
dental assistants, hygienists and dentists. 
Dental insurance recovery services are 
available. hello@infinitydentalsol.com.

Classified Ads
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Are you a passionate and energetic 
dentist looking to join an excellent 
team of dental professionals? Clinical 
autonomy, work life balance, state of 
the art technology and competitive 
compensation, along with the support 
of an operational team. Charleston, 
Florence and Spartanburg locations. 
aali@lonepeakdentalgroup.com.

Opportunity to earn a guaranteed base 
salary and bonus potential. Average 
Compensation 162,000 to 312,000 , Loan 
Repayment, Sign on Bonus, Paid Time 
Off, Malpractice Insurance, Competitive 
Compensation, Profit Sharing, Future 
Partnership Opportunity H1b Visa and 
Green-card Sponsorship,Continuing 
Education in Columbia, SC contact 
ssteward06@gmail.com or 803-997-
0088.

Positions Available- Staff
Seeking FT Dental Assistant minimum 
3 yrs experience. 401K, paid holidays, 
vacations and health insurance stipend. 
Open M-TH 8-5. Sherryrauchdds@gmail.
com.

Full or Part time experienced Hygienist. 
Anesthesia cert and nomad exp a plus. 
Easy schedule, Mon-Thurs 8-5 or Wed & 
Thurs 8-5. cdcsmiles@live.com.

Rock Hill SC- The Dental Hygienist 
at Apex Dental works with the general 
dentist in direct patient care as an 
important part of the healthcare team 
promoting better oral health for patients. 
We provide excellent benefits to staff and 
care about staff’s career path and mutual 
benefits. Apex_dental@outlook.com.

Practices/Office Space Available
Satellite dental office; 52 foot trailer. 
One operatory fully equipped white 
coastal chair. One operatory plumbed and 
ready. Lab, reception, business office, 1 
full bathroom and HVAC included. Ready 
to move to your location. $25,000 OBO 
call 803-617-8701.

Office for rent in Surfside Beach, 
for afternoons 2:00 or 3:00, Monday-
Saturday. 5 operatories, reception, 
waiting room, lab, lounge, fully equiped. 
office@dunesdentalservices.com.

Pee Dee Region, SC- Well-established 
Orthodontic office located on prime real 
estate.  Consistently producing $830,000 
per year, this spacious office has one 
private treatment room along with a 
large bay with 5 chairs.  The real estate 
is valued at $335,000. Contact Henry 
Schein Professional Practice Transition 
Sales Consultant Courtney Howell 
Robinson, 843-324-0703, courtney.
robinson@henryschein.com. #SC117

General practice for sale in Pee Dee 
Region. Attractive, renovated facility, 
3,500 sf with 8 ops (3 used for hygiene). 
Excellent streetside visibility. Steady 
new patient flow even with limited 
marketing. 2019 income projected to be 
$1M+. Contact McGill & Hill transitions@
mcgillhillgroup.com.

Lexington Opportunity: established 
practice collecting $730K with a large 
FFS patient base of 2,400+. Facility 
includes 6 treatment rooms, digital x-ray 
& PAN and utilizes EagelSoft software. 
Several procedures are referred out 
that could stay in office, leaving plenty 
of room for growth. SC-6296 Contact: 
AFTCO 800.232.3826

Highly successful $2.9M advanced 
practice SC-6319. Well established 
practice collecting $2.9M on a 4-day 
work week with a 2,000+ active patient 
base that is 100% FFS. Modern facility 
with 8 ops, digital x-rays, cone beam, 
Cerec and Dentrix software. The owner 
is flexible with their transition plans. 
Contact: AFTCO 800.232.3826

Near Charlotte: poised for continued 
growth in a rapidly expanding community 
with $700K in collections. Modern, 
stand-alone office has 5 ops with room 
to expand. The real estate is available 
to purchase or lease. SC-6314 Contact: 
AFTCO 800.232.3826

Spartanburg- Dental office available 
1463 E. Main St, previously occupied by 
a pedodontist. To inquire please call 864-
583-4110.

Greenwood dental office for sale or 
lease. The free standing building has 6 to 
8 operatories with a city owned children’s 
park beside it. 864-229-6719.

North Charleston, SC- Gorgeous 3 
op, General practice just 1 mile off 
I-26. Seller would like to close by soon. 
For details contact Courtney Howell 
Robinson, 843-324-0703, courtney.
robinson@henryschein.com. #SC1118

Dental office retirement sale: Modular 
office near Laurens County Hosptial, 
can be moved or rented; great for 
satelite office. Dental EZ chairs, recently 
recovered (like new), new compressor 
(2020)- Air Star 22, sterilizer- Midmark 
Mll Ultrasonic Cleaner (2020), Patterson 
Dental, Dental EZ and Pelton and crane 
lights, office furniture/filing cabinets. 
864-682-8029 or 864-871-0041, 
crowgaryfdmd@bellsouth.net.

17 year old general dentistry practice in 
an excellent facility in rapidly growing 
Lexington. All patients are fee for 
service. Ideal for a start-up practice or 
to add patients to your existing patient 
base. May purchase as a whole or 
separately- I am open to any creative 
ideas. Interested please: Text  (803)226-
4473 alyssa.umbel@yahoo.com

Turn key Dental space for lease in 
Seneca. The space is 2,500 SF and 
includes 6 exam rooms, lab, x-ray 
room, break room, office, reception/
file storage and waiting area. Contact 
Grayson Burgess, CCIM 864-770-3288 
or grayson@tbccre.com.

Charleston-area GP for sale. 2019 
collections were over $814k with the 
doctor seeing patients 4d/wk. There 
are 6 operatories in 2150 square feet 
in an attractive facility with updated 
equipment and technology. transitions@
mcgillhillgroup.com

Columbia SC practice for sale. Well 
established dental practice with a loyal 
patient base. Gross receipts of $711,000 
in 2019. Located on the northeast side 
of Columbia with 4 trx rooms and digital 
technology. Mixture of FFS and PPO. 
Great practice! mary@jpatransitions.
com.

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

For Sale: I-CAT- 2008 Gendex GX-
CB500. This unit is in good working 
condition and was recently pulled from 
service and professionaly de-installed. 
$35,000 contact charles@mstxs.com or 
843-697-7567.

Brand new, never been used, Astra 
Tech Implant System. Includes hand 
piece, inventory of implants, basically 
everything needed to start implants in 
your practice. hmfingar@gmail.com.

For sale: Dental equipment, chairs, 
lights, cabinetry, x-ray. Call 803-783-
2686.
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SCDA
120 Stonemark Lane
Columbia, SC 29210

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

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

equipment and technology for your future.

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

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

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

864-676-0333

Columbia Branch
400 Arbor Lake Dr., Suite A100

Columbia, SC 29223
803-754-8754

Charleston Branch
2300 Clements Ferry Rd., Suite 103

Charleston, SC 29492
843-849-5260
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