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“Stop Zombie Mouth”
Campaign Offering Tooth-Friendly Alternative to Sugary Halloween Treats

The American Dental Association,
the leading source of oral health-related
information, and PopCap Games, a
leading digital games creator and
a division of EA, announced a joint
campaign aimed at encouraging good
oral health among U.S. children and
their parents. Kicking off the “Stop
Zombie Mouth” campaign will continue
through Halloween, and will feature
PopCap’s family-friendly hit video
game, Plants vs. Zombies™ as a tooth-
friendly alternative to candy. PopCap
will give away millions of copies of the
game, more than a million free packs
of game-inspired trading cards, and
other themed items with tips to keep
teeth healthy, brought to life by the
title’s beloved “fundead” icons as well
as new characters created just for the
campaign.

Parents and other adults who
host trick-or-treating children on
Halloween can obtain the free game
coupons (redeemable for the full PC/Mac edition of Plants vs. Zombies) via
participating ADA member dentists nationwide or by downloading them from
www.stopzombiemouth.com. The coupons, trading cards and other themed
materials are designed to raise awareness of the importance of kids’ oral health
in addition to providing a fun alternative to sugary treats on Halloween night.

“Tooth decay is five times more prevalent than asthma and results in
more than 51 million hours of missed school each year. Diet plays an important
role in oral health. Too much sugar can lead to cavities down the road, which
is why the ADA is proud to team up with PopCap on the ‘Stop Zombie Mouth’
campaign,” said Dr. William Calnon, president of the ADA.

“Tooth decay in children is almost entirely preventable,” said Dr. Jonathan
Shenkin, ADA spokesperson on pediatric dentistry. “Brushing twice a day with
fluoride toothpaste and eating a balanced diet can lead to improved oral health
and improved overall health. Working collaboratively, we can educate whole
families in a fun way about the importance of proper oral health habits.”

“We at PopCap have been interested in the potential for video games
to provide benefits beyond entertainment for many years,” said John Vechey,
PopCap co-founder and franchise studio director at PopCap. “We’re passionate
about the very important cause behind the ‘Stop Zombie Mouth’ campaign and
proud to be highlighting yet another positive effect that games can have on
society.”

“We usually buy and give away a small mountain of candy at Halloween,”
said Liza Geonie of Northport, NY, who plays Plants vs. Zombies with her 5-year
old son. “Now we’ll be presenting trick-or-treaters with a choice: a piece of
candy or a free video game. We feel great about giving kids a healthier option
that’s a ton of fun, and we’re planning on buying MUCH less candy this year!”
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EQUALHOUSNG
LENDER

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.
Origination and/or other fees may apply. PNC is a registered mark of The PNC Financial Services Group, Inc. (“PNC”). Cash Flow Options

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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Join us for a Webinar on November 9th!

Online Marketing 101- The Searching Patient

Join us on Friday, November 9th at 9:00 am for a 40 minute educational webinar. This course will
discuss the ever-growing importance of creating an online presence for your practice! Space is limited!
Reserve your Webinar seat now: www4.gotomeeting.com/register/783390135. After registering you will

receive a confirmation email containing information about joining the Webinar!

Officite scﬂ"

Web Presence Solutions
for Dental Practices

Online Marketing 101 -
The Searching Patient

Join us for a Webinar on November 9

This free educational webinar is made possible
by the SCDA Member Benefits Group

Building Your Complete Web .
Presence so Patients Find You! Webinar:

This course will discuss the ever-growing importance of creating
an online presence for your practice. We will start by examining

Online Marketing 101 -
The Searching Patient

the many ways a patient can search for a new local dentist online, Frj’ November 9,2012
from search engines and consumer sites to mobile devices, online

reviews and Facebook. We will then review the core tools and 9:00 AM EST

strategies you need to start taking control of your online presence, (40 minutes)

including a practice website, local search marketing, reputation

management, social media and a fully-functional mobile website. Space iS llmlted

You will learn first-hand:

Reserve your Webinar seat now:

www4.gotomeeting.com/

e How a typical patient can search for you and communicate register/783390135

with your practice on the Internet

After registering you will receive

e How to launch a professional, practice website that works for a confirmation email containing

your practice 24/7

information about joining the
Webinar.

¢ How to earn a top search ranking for your local area on major

search engines, such as Google

¢ How to increase new patient referrals with Facebook and

System Requirements:

blogging PC-based attendees
. . ) Required: Windows® 7, Vista, XP
¢ How to improve your online image and secure new o 2003 ServaE

appointments through reputation management and positive

patient reviews

Macintosh®-based attendees
Required: Mac OS® X 10.5 or

¢ How to effectively reach patients from virtually any location newer

with a mobile website
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“ | 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 @

Practice Transitions Made Perfect”

All ADS companies are independently owned and operated.
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Meeting the Needs of Individuals with Limited English Proficiency
By Rebekah Mathews, DentaQuest

As partners of the Healthy Connections Medicaid program, DentaQuest and participating providers
are both required to make accommodations to meet the needs of beneficiaries with Limited English
Proficiency (LEP). LEP individuals do not speak English as their primary language and have a limited ability
to read, speak, write, or understand English.

In addition to maintaining bilingual staff, DentaQuest contracts with Certified Languages
International (CLI) to accommodate non-English speaking members. This professional language company
specializes in phone interpreter services and provides translation in more than 150 languages. Their
repre—sentatives are experienced in medical and insurance terminology. If a member contacts our call
center and prefers to speak in their language, we will place a conference call to CLI who will in turn
provide immediate translation services during the course of our call. To learn more about LEP, take a self-
assessment test or access state specific resources, please visit www.lep.gov.

- .

Communicating diagnosis and treatment information can be challenging, especially when crossing
a language barrier. When communicating with a beneficiary for whom English is not a primary language,
please consider the following: Translation If translation is needed, family members can often act as
translators. Local service agencies and community centers also offer translation services.

Written documentation If you offer non-covered services that require out of pocket fees, it is beneficial
to communicate financial responsibility and pricing information to patients in their primary language
whenever possible. It is always recommended that any out of pocket or private payment arrangements be
outlined to the patient and his/her consent documented at the point of intake.

As always, we thank you for your support of the Healthy Connections dental program. If you have
suggestions for Medicaid topics that you wish us to cover in future SCDA bulletins, please share them with
Maie Brunson brunsonm@scda.org.

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
OverYears of Experience Working for You!

For More Information, Please Call u C(t)gerage If)"éntists!
n jce
THE GENERAL AGENCY, INC. fopei™
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
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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://wwwv.lIr.state.
sc.us/aboutUs/index.
asp?file=Posters.htm to make

sure!

Looking for a New Children’s Book for your Office?

In “Caraboose: The Tooth

Fairy Moose” (ISBN 1466317337),
Lynn Swanson creates a humorous
tale for elementary-aged children
who are losing their first teeth.
The story centers around a
creature who is a cross between
a caribou and a moose, creatively
named Caraboose Moose. Just
because the tooth fairies are

on vacation doesn’t mean the
lost teeth of little children go
uncollected, so Caraboose acts as
a stand-in.

Children will enjoy hearing about
the fabulous vacations that tooth
fairies take and about the fun
Caraboose has when he steps in
to save the day. With whimsical
rhymes and advice, Caraboose
promises the children that when
he gives the teeth to the fairies for
their brew, “magic will float back
to you.”

The rhyming throughout
the story will keep readers
laughing as they turn the pages and read creative verses, such as “You
have to believe in the fairy-tooth moose while shaking and wiggling your
tooth 'til it's loose, then carry it home in your pocket from school, keep it in
there while watching TV as a rule.”

Swanson’s lighthearted poem can be enjoyed as a bed time story or
while waiting to see the dentist. It is fun for very young children to turn the
brightly illustrated pages, and easy for older children to read.

“I thought it would be fun to show children the humorous side of losing a
tooth,” said Swanson. “My book helps children imagine what it’s like to be a
tooth fairy or a tooth fairy moose.”

The illustrations and comical poem pave the way for children who
are getting ready to lose their baby teeth for the first time. Readers young
and old will laugh at the gangly Caraboose and his antics as he fills in for
the tooth fairies.

“Caraboose: The Tooth Fairy Moose” is available for sale online at
Amazon.com and other channels.

Master Calendar

October 5 SCDA Board Meeting SCDA Office 9:00 AM
October 12 Piedmont District Fall Meeting Poinsett Club 8:00 AM
October 12 SCDA MBG Board Meeting SCDA Office 9:00 AM
October 18-23 ADA Annual Meeting San Francisco, CA

October 19 Radiation Safety Exam Midlands Tech- Airport Campus 11:00 AM
October 26 Coastal District Fall Meeting College Center at Trident Tech 7:00 AM
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scF™® Officite

: Web Presence Solutions
4 0%
Dreber G boup for Dental Practices

Now Is The Time To Take Control
Of Your Entire Web Presence

How do new patients find you online?
What are your referrals reading about you on the online?
How are you engaging with your patients on the Web?

Call your Web
Presence Advisor
today to learn more!

CALL 866-731-8835
WWW.OFFICITE.COM

Officite and your dedicated Web Presence Advisor will work
33% Off with your practice to customize your online marketing strategy.

Web Presence e Build your entire Internet marketing campaign to attract new patients

Packages e Manage your online reputation and put you in control of your Web presence
* One company, one dedicated team, one easy solution
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6 Daily Habits for Facebook Marketing Succes

By Donna Newman, Co-Founder of SummaSocial.com

INVITE - to help you generate targeted prospects
1. Ask Patients to ‘like’ your page
2. Find & ‘Like’ New Fan Pages

ENGAGE - so your business stays top-of-mind & word-of-mouth
1. Make Wall Post
2. Make 2 Comments, 2 Likes, 1 Share

CONVERT - to build BRAND exposure, traffic, customer service, relationships & leads
1. Check “Notifications” & welcome New Fans
2. Check “Notifications” & follow-up to Fans’ comments & likes

Everyone knows about Facebook. Some small & medium-size dental offices have even taken the first step by
creating a business page; however, many are still challenged by how to maximize Facebook’s potential to build brand
loyalty, customer service and even targeted prospects. While there’s no “one-size-fits-all” approach, my team has
identified 3 stations (Invite > Engage > Convert) and 6 daily habits that will help your dental office, whether you're
just getting started with Facebook Marketing or trying to take your efforts to the next level.

INVITE - to help you generate more targeted ‘likes’

1. Ask Patients to ‘like’ yvour page - Facebook doesn’t only connect you with current patients and
prospects, it also connects your current patients and prospects together. Patients who have enjoyed your services can
be encouraged to share their experiences with their Facebook friends. This way, they act as your brand evangelists
and Facebook can act as a referral service for your business. So, announce (via text, email, in-office, and at time of
check-out) that patients who “like” your Facebook Business Fan Page are entitled to same-day discounts, promotions,
contests or freebies (e.g., new toothbrush for every new Fan). This can be an on-going way to attract new viewers to
your Page and new clients to your clinic as well as reward current patients.

Action: Create a ‘We’ve Gone Social’ image to distribute to your client database via email. In it, have the link
to ‘like’ your Facebook Page. As well, have a computer or iPad at your check-in or check-out counter specifically for
patients to log into Facebook and ‘like’ your Page. Plus, they might even personalize a post on your Wall.

2. Eind & ‘Like’ New Fan Pages of local merchants or industry leaders - By stepping outside of your own
Facebook page and spending time on other pages (via your Page newsfeed), you let your Fans and peers know
that your dental office truly does care about them. Knowing what they are thinking is invaluable for building trust,
business relationships, and even raving Fans! Building relationships with local merchants, who have a loyal Facebook
community, will help promote your dental office to local prospects. In turn, these prospects could be within driving
distance of your clinic.

Action: Access PAGE DIRECTORY feature- When at this feature, browse to easily see the Pages you
administrate and the pages you've ‘liked’. Especially search the Local Businesses & Places so you can build
relationships with your neighboring merchants.

Action: SEARCH FOR PAGES (while using Facebook as Page) — See top-right of Facebook’s blue bar > click
drop-down arrow > click “Use Facebook As” > select your business page name. The pages you ‘like’ from your
Business Profile will appear in your Business Newsfeed. Whenever your Page comments on their posts, your business
name & photo appear with a hyperlink to your Business Fan Page. Your valuable comments within their original posts
could spur on more Page ‘likes’ for your dental team by targeted and local prospects.

ENGAGE - so your business stays top-of-mind & word-of-mouth

3. Make Wall Post -You’ll quickly notice successful brands on Facebook don’t preach or sell to their fan
base, rather they engage by entertaining and educating them. What information related to your niche do your Fans,
prospects and clients want to know? To set yourself apart from your competition and keep your Fans engaged in your
content, provide useful and entertaining content to your growing audience on a consistent basis. Follow our Rule of
E’s: educate, engage, and entertain your Fans.

Action: Create a Posting Plan or Editorial Calendar complete with themes for days, times, and frequency.
(See Donna’s July article for a weekly calendar of posting themes.) Quick Tips:

e 1st Idea: Deliver Expertise - a tip, educational video, photo, industry article, or a response to something in
your local news

e 2nd Idea: Post New Status - office themes, what's the dentist up to today, community involvement, change in
office hours, or event at dental office

e 3" ldea: Entertain - industry trivia with photo, fill-in-the-blank posts, or funny dental video

Action: Facebook and the Internet, in general, have given your customer a much louder voice when talking
about your dental products and services. So, to continue to provide customer service excellence, you must monitor
and plan to address and resolve customer complaints when posted on your Wall. If you can remedy a negative post
by listening to their concerns & solving their problem, then you’ve shown your stellar customer service — everyone has
witnessed it! Make sure you’ve got a dedicated team that keeps an eye on your Facebook Page for quick-time and
relevant follow-up.
Continued on page 10
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Continued from page 9

4. Make 2 Comments, 2 Likes, 1 Share within your Page newsfeed. These engagements are the real conversations
that build and sustain relationships plus deliver remarkable customer service. ldentify great third-party content from
your newsfeed and share it with your Facebook community. This SHARE gesture enriches your Fans and helps you
build relationships and possibly partnerships with peers. Quick Tips:

e Be yourself: Talk to others in the same style you would talk to a friend over lunch. Oh, before you click
‘post’, read through your post and make sure it sounds genuine and not a ‘pitch’.

e Be brief: If your post is too long, it will be easily overlooked. To get more people reading your post, quickly
get to the point.

e General ideas: Pay a compliment; ask an open-ended question; add insightful advice or comments™;
sometimes link back to your business with “sneak peeks” about new products; link to your educational video
or even coupons.

Action: To access your Business Page Newsfeed, see top-right corner, blue banner of Facebook > click
downward arrow in blue banner > Choose “Use Facebook as Page” > Select Fan Page > Select Home > start engaging.
Now, every ‘like’, comment, or share you make will post as Your Brand logo. In the Home/Newsfeed of your Page,
you’ll only see the Wall Posts from the very Pages that your Page has ‘liked.’

CONVERT -build BRAND exposure, traffic, customer service, relationships & even new patients

5. Check “Notifications” & welcome New Fans with a personalized Facebook email. To every new Fan,
send a “Thank You” or “Nice Meeting You” private Facebook email within 24 hours (via your personal profile), which
shows you're serious about customer service and want their business. From your personal profile, you can send a
message to any Facebook user even if you’re not Facebook Friends; however, business page administrators can only
respond to messages initiated by Fans. Getting Fans is important, but if you don’t do customer service and lead
conversion opportunities, you will not justify your Facebook marketing efforts.

Here’s the art and science behind a personable email follow-up. A general New Fan Script has 4 parts:

1. Greeting with Name of Person 2. Tell person why you are reaching out (e.g., thanks for ‘liking’ our page) 3. Provide
them a valuable benefit.(e.g., coupon, promotion) 4. Closing Greeting & Your Name.

Action: Write your own or personalize our sample dental script and start messaging today. “Hi Name, Thanks
for LIKING our (name of Fan Page)! We noticed you live in our area. Attached is a Coupon for a FREE Whitening when
you become a new patient...use it anytime because it never expires! And, when you SHARE the offer with a friend,
we’ll enter you into our monthly drawing for a FREE Sonicare toothbrush.” Your Smile Team at NAME DENTAL OFFICE
[Make sure you attach a PDF for your coupon in the Facebook message, if applicable.]

heck “Notifications” & follow- Fans’ commen nd likes - Simply respond to likes and
comments within 24 hours on your Wall with quickly-written Appreciation Messages to build relationships and stay
top-of-mind with your Fans and friends of Fans. When you value your patients enough to engage them, you boost
their perceived value of your team and your service. In turn, they're likely to find both the desire and time to repeat
purchases and spread the word about your Dental BRAND.

When logging into Facebook, you will notice red numbered alerts if there’s activity for friend requests/new
Fans, inbox messages, and notifications. These 3 icons are located in the upper left-hand corner of your Facebook
account.

Action: Switch and “Use Facebook as Page”. Now the icons left-to-right are specific to your Business Fan
Page: people [i.e. new Fans], a comment bubble [i.e. inbox messages from Fans], and a globe [i.e. overall new-
activity notifications]. To follow-up to Fans’ comments and likes, refer to the GLOBE.
e Click on their name and view their profile.
e Back to your wall post where they added their commentary, click on “comment” where you’ll @tag their name
and write an Appreciation Message to continue the conversation.
By consistently using 6 Daily Habits for Facebook Marketing Success, you can drive more traffic, exposure & leads as
well as show genuine interest in your Facebook Community & build lasting patient relationships - within just a few
minutes and up to an hour a day. After all, the difference between a professional and an amateur is rarely
talent; it’s often having a strategy and being consistent in its execution. To solely rely on Facebook and these
6 inbound marketing habits to increase patient recall and new patient conversion would be foolish. However, Industry
Stats show 58% of Fans are more likely to buy from the brands they ‘like’. **So, be sure to bake a little Facebook into
your overall marketing strategy today.

Footnotes:
*Consider HEPPA guidelines
**ComScore

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 (Smart Practice, ForRent.com, Scottsdale Law Group), Associations (AZ American
Dental Association), Foundations (Lost Angels Foundation of Hope), and Small Business Owners
(dentists, doctors, realtors, store-front retailers). Email her at Donna@SummasSocial.com.
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Employers Beware- Your Confidentiality Polices May Now be Unlawful!

The National Labor Relations Board (the “NLRB” or the “Board”)
has issued an opinion that affects virtually ALL employers, declaring
that companies’ Confidentiality Policies may be unlawful if their
restrictions and prohibitions on disclosure of information are too broad.

The Board has long taken the position that an employer’s
prohibition of an employee from discussing his or her salary with others
to be a violation of the employee’s protections under the National Labor Relations Act (the “NLRA” or the
“Act”). Yet many employers still caution employees that they are not to talk about their salary or disclose
it to any other employee.

Section 7 of the Act protects every employee’s right to engage in “protected concerted activity.”
Protected concerted activity is now given to mean discussing pay, salary and benefits with others, whether
another employee, or perhaps a union, without fear of retaliation or retribution.

The Board has expanded this prohibition to confidentiality policies which employers distribute,
require employees to sign, or place in a policy manual or employee handbook and distribute to employees.
If such policies include provisions prohibiting employees from discussing private employee information,
such as salaries or disciplinary action, these policies may be deemed to be unlawful and sanctionable by
the Board.

Employers should review the confidentiality policies or agreements they have in place with their
employees to ensure compliance with current Board law, and revise them, if necessary, in order to gain
the full protection of the policy or agreement without running afoul of the law.

Send us your story ideas!

Do you have an idea for a story? We’d love to hear it. We're always looking for topics of
interest to our members.

If you have a suggestion, email Maie Brunson at brunsonm@scda.org or call 800-327-2598.
Please be specific We'll let you know if and when your idea will come to fruition. Thanks for your help!

SOUTH CAROLINA'S PREMIER DENTAL CONTRACTOR
Over 55 Dental Projects Completed

1147 Pleasant Oaks Dr. m Mt. Pleasant, SC 29464 m (843) 884-3434
www.harborcontracting.net
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What is your View on Interproximal
Reduction of Teeth?

Would you consider interproximal reduction
(IPR) of teeth as a treatment option for your
patients? Please share your opinion by taking this
quick 5-10 minute survey that will help shed light
on the perception of IPR among dental professionals
and patients. Click here to view the survey! Survey
done by Elvi Barcoma, a D4 student at VCU School
of Dentistry.

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 the 2012 DAD project.
You can save the pictures, tag yourself and share
them with other friends on Facebook. Join our
group today! www.facebook.com/scdental.

HANDPIECE SERVICE
IS OUR BUSINESS
When you need a high-quality repair,
call Ken at: 864-967-8647

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

e Fiber Optic & Rethread Service.

e We use only the HIGHEST QUALITY PARTS

e We are FACTORY TRAINED

e We sell New & Reconditioned Handpieces

e Call Ken for a FREE Lunch & Learn for
Handpiece & Sterilizer Maintenance!

e FAST SERVICE, HIGH QUALITY REPAIRS

Bien.Air I’al‘E‘S MIDWEST StarDental NSK J. Morita KAVO & more

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

\
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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Save 10"™
on every Full Contour Zirconia until 20]3’

Call 1.800.476.4771 to redeem

ZirCast

$129/unit

Zircast by ZenoTec:
Stronger, More Translucent
Highest Quality Available

BruxZir
$109/unit

More Brawn than Beauty
Drake Laboratories is an
Authentic BruxZir Laboratory.

Offer expires Jan 2013,
prices shown are after discount,

Call customer support @ 1.800.476.2771

to redeem these savings!
CRTNNN | A B ORATORIES [

Charlotte, NC  704.845.2401 800.476.2771 www.drakelab.com
SC state registration: Mark Stueck, CDT #396, Andre Theberge, RDT #53I

Made in the US4
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President’s Message

Do you remember from your days in elementary school local firemen/women visiting your school for an
assembly teaching fire safety tips? I remember climbing aboard the fire truck and wondering what all the knobs and
wheels would actually do if | could just get a chance to push or spin them! A couple of years ago we took our son to
the downtown Spartanburg fire station for their event for children during fire safety month. Chaz got to try on a real
fire suit and hat, holding the hoses and learning about fire safety at 3 years old he could repeat STOP! DROP! & ROLL!

with the best of them.

Next month happens to be fire safety month, I remember as we attended the very
weekend we arrived home from an ADA annual meeting, usually in October, and as Chaz has
picked out his Halloween costume-you guessed it! A fireman’s suit.

There are some striking similarities between the SCDA and Firemen. The SCDA
may not put out actual fires, but it does provide many ‘safety tips’ to help members avoid
being burned by misunderstood regulations, legislation that could harm the profession and
public, and help to decode insurance and Medicaid issues. Think of our staff and some of the
leadership as firemen/women for dentistry! Wonder what Phil Latham
and Jim Mercer would look like in a fireman’s hat??? Hum...

Over the past year the SCDA has made an effort to get
an understanding of dental practice marketing and how new and
emerging marketing businesses fit into our practice act. Living Social
and Groupon are examples of which the ADA has written ethical and
legal commentary. The Council on Ethics, Bylaws and Judical Affairs
crafted the following that is now part of the ADA Code of Ethics:

4.E.1. SPLIT FEES IN ADVERTISING AND MARKETING SERVICES.

Dr. Betsy Jabbour The prohibition against a dentist’s accepting or tendering rebates or
split fees applies to business dealings between dentists and any third party, not just other
dentists. Thus, a dentist who pays for advertising or marketing services by sharing a specified
portion of the professional fees collected from prospective or actual patients with the vendor
providing the advertising or marketing services is engaged in fee splitting. The prohibition
against fee splitting is also applicable to the marketing of dental treatments or procedures via
“social coupons” if the business arrangement between the dentist and the concern providing
the marketing services for that treatment or those procedures allows the issuing company
to collect the fee from the prospective patient, retain a defined percentage or portion of the
revenue collected as payment for the coupon marketing service provided to the dentist and
remit to the dentist the remainder of the amount collected. Chaz the Firefighter!
Dentists should also be aware that the laws or regulations in their jurisdictions may
contain provisions that impact the division of revenue collected from prospective patients between a dentist and a

third party to pay for advertising or marketing services.
As a members of the ADA we have all agreed to abide by the Code of Ethics when accepting membership.

Our state board has an opinion in their minutes as to the illegality of such split
p ) fees with third parties as they pertain to our current practice act. As you have probably
Na R CUEIREIEEEU read in the latest issue of the ADA News, the state of Oregon has been dealing with
these marketing issues for a while. As stated in the legal opinion link above there may be
federal issues that could apply.

| wanted to bring this to your attention as there have been a number of inquiries
from both members and patients. Sometimes the right or legal path is not easily seen, it is the desire of the SCDA
to keep members informed of changes and to help clarify when the issues are muddy giving the best information
possible when making decisions concerning decisions affecting your practice.

In addition to the above, national and state legislation regarding employment issues, the Affordable Care Act
(ACA), Red Flags Rules, taxation of dental prostheses, uncovered services and anesthesia regulation have and are
being addressed as you read this.

The ADA has been very busy helping the North Carolina Dental Society defend their laws against the FTC
concerning dental whitening by dentists. Our state and national lobbying teams monitor legislation daily forwarding
information to our leaders when they suspect it will affect the practice of dentistry. This month the SCDA forwarded
an opinion to the state concerning enactment of the ACA in SC, based on information from our lobby team. The SCDA
has also been investigating issues concerning Medicaid and DentaQuest claims, keeping the communication open
between our members and DentaQuest in an effort to handle any problems and alleviate filing and payment problems.

The SCDA also helps keep members up to date on OSHA regulations, DHEC regulations and offers CE to help
keep members and their staff up to date on state requirements. Your state association has been active in helping with
loan repayment for dentists who choose to practice in underserved areas by fighting for funding of the Rural Incentive
Program, which our Governor placed in the annual budget this year.

Anytime you have a question concerning your practice (of dentistry, not sure you’ll find a lot of help for your
practice of yoga, but you never know) the staff and leadership of the SCDA are ready and willing to help and find
answers. Yes, | too, have often wondered if the check I write for my dues each year gives me enough return for the
investment. Then | remember all that we’ve discussed and dealt with throughout the past year. | always come out on
the positive side of the argument, big time. It's definitely WORTH the price of membership! As a matter of fact, it's
quite a bargain.

Dental Practice Safety Tip #1- Be a member of the SCDA!

check | write for my dues each year gives
me enough return for the investment...”
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Saving dentists an average of

50% with our mailback system
compared to conventional waste haulers

The Sharps Recovery Systems is an innovative mailback system designed for simplified and
environmentally friendly treatment of used needles, syringes and other regulated medical waste.

Each USPS-approved system includes a sharps collection container, pre—paid return shipping
box, and tracking manifest.

Advantages

- No long term contracts

—Is proven, convenient, and easy to use

- Reduces costs by as much as 50% or more

- Eliminates fuel surcharges, pick-up fees and other erroneous fees

— Offers online tracking and proof of destruction confirmation via SharpsTracer®

Special SCDA Member Discounts Available!

Call Now For Details! 800.772.5657 or visit us online at www.sharpsinc.com
©2012 Sharps Compliance, Inc. All rights reserved.
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Executive Director’s Notes

Not a month goes by without me getting a phone call from a member dentist with
certain legal questions. Recently, the below two items have been asked a lot so | wanted
to pass this along to the full membership. The issues involve child abuse and legal age of
consent.

South Carolma Iaw requires that certaln professmnals report suspected cases of
child abuse or neglect. Because they have unique opportunities to observe and interact
with children, the following professionals are mandated reporters of child abuse or neglect:
physicians, nurses, dentists, optometrists, medical examiners, etc.

2

A decision to report must be based upon a reasonable belief that a child has been
or may be abused or neglected. Thus, mandatory reporters need not have conclusive proof
that a child has been abused or neglected prior to reporting abuse or neglect to the proper
authorities A person who is required to report and fails to do so is guilty of a misdemeanor.
Where to report?

Reports should be made to the county department
of social services or to law enforcement in the county where the child resides or is “South Carolina law requires that
found. When the alleged perpetrator of the abuse or neglect is not the child’'s parent,  [=iaeilal sideii=silelaEl S Erolel g Sl sl=lei=le
guardian, or other person responsible for the child’s welfare, the law requires that a cases of child abuse or neglect”
report be made to law enforcement. All law enforcement officers are authorized to
exercise emergency protective custody to protect a child who might be in imminent and substantial danger.

i i 2

Mr. Phil Latham

The age of consent for health services, which includes dental services, is 16.
n ient sign ntr relatin ntistr rvi n nd if th ien nly 17?2

A 17 year old patient can be bound to a contract for dental services if the services are deemed ‘necessary,”
and the minor is not living and/or being supported by his/her parents at the time the services are rendered. Dental
services are generally characterized as necessary to the life of a minor

In h rolin h f consen ny health incl ntistry, is six n rs of
age. S.C. Code Ann. § 63-5-340 (1976) states: Any minor who has reached the age of sixteen years may consent to
any health services from a person authorized by law to render the particular health service for himself and the consent
of no other person shall be necessary unless such involves an operation which shall be performed only if such is
essential to the health or life of such child in the opinion of the performing physician and a consultant physician if one

is available.
]
YES!

MEET THE CROWN THAT'S A DREAM COME TRUE | FOUND D-MMEX, CASHED IN AND WOW ...
WHAT A RETURN!

®
You can increase your income by maximizing
1( I O your return on refining precious scrap metals!
Getting started is easy! Send us these items:

MicroZ is an exclusive new zirconia based crown and

. L ) * Failed crowns and bridgework
bridge material indicated for anterior as well as g

posterior restorations. MicroZ is a CAD/CAM designed * Silver alloy powder « Partials
full contour zirconia restoration with a micro cutback * Grindings ¢ Casting flashes
on the facial surface that is layered with porcelain. * Platinum foil * Extractor bags
It combines the strength of full contour zirconia « Floor sweepings * Jewelry

with the undeniable beauty and esthetics
of porcelain, while offering consistency

Current Rates:

of contacts and occlusion. And it's only available at "7 GOIé . .
Burdette Dental Lab. Questions? * 90% Platinum, Palladium and Silver
Give us a call at 1.800.624.5301. SCDA Members earn a 5% premium.
’
Now that’s smart!

Call or go online today for a free shipping kit!
14

Yoaanacy  800-741-3174  Endorsedby

131 Lyon L Birmingham, AL 35211 burdettedental. ¥ s .
yon Lane Birmingham www.burdettedental.com Www.easyreﬁne.com
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Prefessional L‘xab?!»'r’rg Insurance
doesn 't have to be SCARY...

It's no tri-cks, all treats when you have SCDA Member
Renefits Qroup 3s your agent,
ski@s-cda,org ¢ 80()327.25'78 ¢ www.s::'cla.org
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New SCDA Member Benefit with Discounts up to 33%
By Mark Brown

The SCDA is pleased to introduce an exciting new
member benefit, online marketing and practice website
solutions from Officite. Officite is the leading provider of dental websites and Internet
marketing and the only endorsed Web services provider of the SCDA.
Members can launch their online presence with a professional website and Internet
marketing strategy at a special member rate equating to a discount totaling up to
33%.

° Practice Websites that serve as the foundation of your entire online
presence.

o Local Search Marketing including SEO and pay per click advertising help
you rank at the top of major search engines so patients can find you.

. Mark Brown @ Reputation Management and Patient Reviews solution that improves your

practice image across all major online directories and review sites.
Mobile Websites that feature user-friendly features for your patients including one-click calling,
appointment requesting and instant office directions.
Patient Education for your website that improves patient knowledge about the services you offer
while establishing your practice as an authority.
Social Media set-up and management including a personalized Facebook Page and an automated
blogging program that keeps you connected to your social-savvy patients.
Member Discounts on all Officite services.

Officite has demonstrated a proven track record of delivering effective online solutions and superior

customer service for thousands of dental professionals in a challenging health care environment. With the
combined expertise of the SCDA and Officite, we're confident our new joint solution will help not only to
enrich our membership program, but also to expand our offering of high-quality and affordable programs
for our members.

Start getting found online by new patients immediately. To learn more, contact 866-731-8834 or visit

www.officite.com/dental.

Tighten Up Your Operations

Feel like your profits are leaking? Pricing!
Stop wasting time, productivity and money.

Meet or Beat

_ SCDA'’s program offers:
TransFirst's payment

processing solutions can * Lowest pricing available; based on entire
help you and your staff membership instead of one practice
work more efficiently, more « Access to eCheck (ACH) processing and
accurately and more PIN Dehit to help reduce costs
cost-effectively. And that _

can help you grow your » Recurring payments for store and hold or
business. installment plans

» 24/7/365 U.S.-based, in-house support

Payment processing with and free on-line reporting

the South Carolina Dental
Association & TransFirst * No contract term or cancellation fees;
lets you spend your simple electronic enrollment process
valuable time focusing on

what's most important —

your patients.

TF0960a TransFirst is endorsed by SCDA

Contact the SCDA Program Team at SCDA@TransFirst.com

or at 800-577-8573 for more information or to ENROLL TODAY!
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COLLECTIONS
YOU CAN COUNT ON

For 30 years, TekCollect has
provided strategic collection
solutions to the medical
industry, specifically to dental
practices like yours.

Our endorsement by the South Carolina
Dental Association allows us to offer our
comprehensive services to SCDA
members for a 20% discounted rate.

You'll also receive:
e Secure, web-based account placement
e Guaranteed results

To learn more about exclusive SCDA member
benefits and schedule your free Accounts
Receivable Analysis, call a TekCollect specialist at
888.292.3530.

TekCollect

Learn more at www.tekcollect.com
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Preventative Measures Ensure the Health of Your Accounts Receivable
By TekCollect

Running a dental practice is no small task. In addition to clinical expertise and patient care,
you have to manage every facet of your business. From staying on the leading edge of new medical
developments and products, to monitoring ever-changing dental insurance protocol and plans, to simply
overseeing the fundamental day-to-day operations.

But there is one area of your practice that can be streamlined to significantly improve your cash
flow, minimize delinquencies and optimize fiscal operations. Your accounts receivable and collections can
be economically and efficiently managed by a savvy combination of internal efforts and the partnership of
a third party resource.

Internal Practices Minimize Overall Delinquencies

In many instances, accounts receivable managers focus on pursuing accounts that have aged beyond
60-90 days. But age is the greatest deteriorating factor in the collectability of an account, so these efforts
often generate minimal recovery results. The good news is, there are simple internal measures you can
take to minimize the number of accounts that ever reach 60 days delinquent. In fact, statistics have
shown that you can reduce that number by as much as 50% by implementing these steps:

e Seek full payment or make clear payment arrangements at the time of service. It may
sound obvious, but patient communication is an integral part of effective accounts receivable
management. You have the greatest opportunity to prevent delinquencies from ever occurring by
seeking remittance or discussing terms when the patient is at the practice.

e Once you know the amount the insurance provider is covering, and thus the amount the
patient owes, bill the patient immediately. If payment is not received in 15 days, place a call
to the patient. Often good-faith arrangements can be made just by re-opening the lines of
communication. And if you’'ve discussed payment upfront, there are no surprises. This call is
also a great opportunity to follow-up on the care provided and further grow the practice/patient
relationship.

e At 31 days delinquent, submit a written communication advising the patient of the outstanding
balance. This is not a collection notice; it is simply a means of verifying the account balance and
performing due diligence to maintain consistent communication.

e At 45 days delinquent, place another call, or series of calls, again to ensure the financial
obligation is top of mind and that the patient is aware you intend to follow through.

e If the account reaches 60 days delinquent, this is the time to submit a written final demand. This
notice should inform the patient that they have 10 days to remit payment before the account is
formally placed with a third party. If you have performed all the recommended steps prior to this
action, you have honored a timely schedule of patient communications and fully informed them of
their obligation.

e If this final communication does not generate full remittance, be sure to follow through and place
the account with a reputable third party at 70 days delinquent. Again, the longer an account ages,
the more difficult it will be to collect.

By focusing your internal efforts on the 30-60 day slow-pays, you’ll minimize the number of accounts
ever requiring collections. But for those that do, how do you choose a third party resource?

Many healthcare professionals avoid working with a third party due to high costs, harsh or alienating
tactics, and minimal recovery ratios. But all third party agencies are not created equal. With the advent
of new technologies as well as communicative, relationship-based approaches, there are options that are
economical, results-oriented and preserve your patient relationships.

By employing a reputable third party agency, you can enlist a staff of experts to support your internal
team and supplement your efforts. It's a critical component to optimizing your accounts receivable
management and ensuring you have the positive cash flow necessary to maintain a thriving practice.

Third Party Guidelines & Considerations

A third party agency shouldn’t simply be a provider; they should be a partner. They should be a
resource for managing accounts on a consistent and ongoing basis, as opposed to a necessary fix once
delinquencies have accrued. Here are a few important guidelines to consider:

e Employ a full-service agency. Letter writing services and attorneys do not use all available
means to follow up on delinquent accounts. A full-service agency will utilize both verbal and written
contacts, perform skip tracing on invalid addresses, and provide legal counsel when needed to
generate the highest possible recovery results.

Continued on Page 20
Page 21
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Seek a third party that specializes in collections within the healthcare field. These are the
resources that understand the inherent sensitivity required and have successfully implemented
non-alienating protocol for other practices. For example, a company that is affiliated with an audit
bureau will submit a balance verification notice to start the collection process. This is a simple but
critical tactic in performing account pursuit while preserving relations.

Look for an agency that employs a fixed fee. Many can charge upwards of 35% to collect an
account which discourages early placement (when results are optimal) and negates your profit
margin. While providing the best patient care is your top priority, operating a profitable business is
equally important. A fixed fee agency makes collections economical.

Along that line, work with an agency that promotes early referral. In conjunction with your
internal efforts, early referral programs help you identify no-pays from slow-pays, so you can treat
each accordingly. And the earlier an account is pursued, the greater the chance of full recovery.

An agency that provides comprehensive services will perform credit reporting. Look for an agency
that reports to all three major national credit bureaus to affect debtors’ credit.

Ensure that your agency conducts full reporting of account updates and payments, as well
as all communications. These are your patients and your relationships. You should remain in
complete control of your accounts at all times.

Immediate Solutions with Long-Term Benefits

Much like conducting preventative care for your patients, accounts receivable management

can benefit from the same ideology. By implementing easy internal procedures that work to prevent
delinquencies, you can greatly decrease the number requiring additional treatment. It's an approach that
can optimize your accounts receivable immediately, and for the long-term.

And because there will always be accounts that require collections, employ the services of a third

party agency that subscribes to the guidelines outlined above. Take advantage of the resources available
to you. It will help ensure the health of your practice, enabling you to place your focus on the health of
your patients.

Southeast Transitions knows that for buyers and sellers

You're looking for a win-win.

Sellers: Buyers:
Your practice is your legacy Your practice is your lifestyle
* Get a return on the business + Build a successful practice where
you've built you want to live
« Leave your patients and staff in « Benefit from established relation-
good, caring hands ships with patients and staff
» Share your knowledge, values + Base growth forecasts on a
and goodwill proven track record
72

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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RESULTS

p= 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
N J

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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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. Contact kelowitz@yahoo.com

dental care for children and young adults:
drisabel@coastalkidsdental.com 843-818-

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.

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.

com for more information.

Myrtle Beach- Looking for a full time
dental assistant position. 19 years
experience, x-ray certification, CPR and
expanded duties. Please call 317-512-
5771 to contact me.

Positi Available - Dentist

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

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.

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
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
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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

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

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

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

Practi /Office S
Available

COLUMBIA PRACTICE MUST SELL
IMMEDIATELY #8843 Gross collections
$742,789; 5 days 3 operatories; 1,300
sq. ft. office space. For more information
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 CHARLESTON Beautiful free
standing faciltity in amazing location.
Doctor moving. Practice collecting over
$800,000. Lots of operative and crown and
bridge. Real estate for sale. Please call or
email for details using reference # SC1012.
For more information call 678-482-7305,
email info@southeasttransitions.com or
visit www.southeasttransitions.com.

COLUMBIA practice for sale. Very well
established in great location. Consistently
collecting 700,000. Doctor to retire. Long
term staff to stay on as well. Please call or
email for details using reference # SC1013.
For more information call 678-482-7305,
email info@southeasttransitions.com or
visit www.southeasttransitions.com.

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

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

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

Page 25


http://www.ada.org/news/news.aspx
http://www.scdhhs.gov/whatsnew.asp
http://www.llronline.com/POL/Dentistry/index.asp?file=NEWS.HTM
brunsonm@scda.org
mailto:childrensdentalgroupsc%40gmail.com?subject=
mailto:childrensdentalgroupsc%40gmail.com?subject=
mailto:seasidesurgical%40gmail.com?subject=
mailto: jim@adssouth.com
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