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DESIGNED FOR THE HIGHEST LEVEL OF PROTECTION AGAINST FLUIDS, SPRAYS, AEROSOLS

SecureFit Technology creates a custom seal that conforms to any size or shape
face with aluminum nose and chin pieces that significantly reduce gapping at
the bottom and sides of mask, reducing your exposure to airborne particulates.
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Each team member in your dental practice plays an 
integral part in case acceptance. Let’s first take a look 
at the six steps to an effective case presentation. Each 

step is essential and must be done in sequential order for a 
successful outcome.

 1. Build the relationship with new and existing patients.
 2.  Establish the need and find out your   

patient’s expectations.
 3. Educate and motivate your clients with verbal skills.
 4.  Ask for a commitment and take the next step   

going forward.
 5.  Make financial arrangements   

with your patients.
 6. Schedule the appointment.

You can build your practice from within 
using effective communication. One 
way to accomplish is by thinking of the 
new-patient experience as a clean slate, 
which is a great way to reinvigorate your 
communication techniques. Another way 
is through case presentation. Creating 
an intimate space and keeping it private 
is essential to a great presentation. 
Then there are financial arrangements. 
Be up front with the cost so that your patients are not  
surprised when payment is due. This will help to avoid 
negative outcomes.

It is also important to focus on skillful communication 
between your team and your patients. Each member of 
the team can use efficient communication and help you 
get dentistry out of the charts and into the mouths of your 
patients. Know that each member of the team can make or 
break the patient relationship.

Let’s look at the barriers you face with your patients and 
discuss why people don’t seek dental care:

 1. It costs too much.
 2. They had a bad dental experience.
 3.  There is no perceived need (i.e., dental work is not 

necessary until a problem occurs).
 4. They don’t know a good dentist.
 5. They have a fear of dentistry itself.
 6. They don’t have time for dental care.

Now, how do you deal with these objections? 
The most important quality is trust. From your experience 
and conversations to finance and follow-up calls, all 
interactions with patients should be based on trust. Next 
you must create need. Find out your patients’ wants and let 
them know how you can help them reach their dental goals. 
Then, once the need is established, be sure to create urgency 
through scheduling. Lastly, create value in every interaction. 
You can do this through listening.

Listening is more than hearing. It’s truly paying attention to 
the needs and wants of your patients. 

Here are the aspects of listening you and 
your team can use when engaging patients:

	 •	 Body	language
	 •	 Tone	of	voice
	 •	 	Passive	listening	through	

acknowledgement
	 •	 	Active	listening	through		

summarizing content

Good listening is essential in communication 
and so are team meetings. We recommend 
conducting a morning huddle —                           

a 10-minute meeting each morning that focuses on key 
aspects of the practice. We recommend having a facilitator or 
business administrator lead these meetings. We also suggest 
each team member have a schedule of the day as well as any 
necessary charts.

Here are a few items to include in your morning huddle agenda:

	 •	 Yesterday’s,	today’s,	and	tomorrow’s	production
	 •	 Voids	in	schedule
	 •	 New	patients
	 •	 Referral	sources
	 •	 Identify	emergency	time
	 •	 Dentistry	diagnosed/untreated
	 •	 Last	date	of	continuous	care	appointment
	 •	 Necessary	X-rays
	 •	 Management	problems
	 •	 Financial	problems

Let’s move into the new-patient experience. When new 
patients arrive at your practice, welcome them with open 
arms. Stand up, shake their hand, and introduce yourself. 

by Kathleen O’Donnell

cAse AcceptAnce  The dental team approach to

Listening is more 
than hearing. 

It’s truly paying 
attention to the 

needs and wants 
of your patients. 
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Make them feel comfortable with relaxed, open conversation. 
Next, conduct your initial interview in a private space. 

You Can Ask:
	 •	 	What	are	your	goals	for	your	mouth,	your	teeth,		

and your smile?
	 •	 	What	are	your	expectations	for	me?

Now, it’s on to the treatment room. Let the patient know 
exactly what you’re doing. Go step-by-step and describe 
what tools you are using and what is taking place. Education 
makes patients feel at ease and comfortable. Then, invite 
your new patient back for a consultation.

Example: I need some time to review the data from today’s 
evaluation and design a treatment plan that is best for you. 
Then, I’d like to invite you back to the office in a week or 
two so that we can sit down together, uninterrupted, to 
review my recommendations. Would that be acceptable 
to you?

Next, make sure to walk the patient to the treatment 
coordinator. Here are some the responsibilities of the 
treatment coordinator:

	 •	 Participate	in	the	new-patient	experience
	 •	 Assist	the	doctor	in	the	treatment	planning
	 •	 Join	the	doctor	for	the	consultation
	 •	 Make	a	financial	arrangement
	 •	 Follow	up

The treatment coordinator plays an important role in your 
practice and helps you with an effective close. Some closing 
questions that can help you move forward with  
treatments include:

	 •	 	Do	you	see	any	reason	why	we	shouldn’t	go	ahead	and	
schedule your first appointment?

	 •	 Does	this	treatment	plan	work	for	you?
	 •	 	Do	you	need	more	information,	or	have	I	told	you	

enough to make your decision?

A main part of the close is setting up and discussing financial 
arrangements. Be sure to have your patients sign and date 
the financial agreement form that covers liabilities, insurance, 
and fees. You can offer a variety of choices including third-
party financing options, making sure to collect all payments 
before the end of the treatment. Once financial arrangements 
have been made, schedule the first appointment.

In conclusion, the success of your relationships, your 
practice, and your career hinge on your ability to 
communicate effectively. Encourage your team to  
effectively communicate with patients and to do their  
best every day.     ~ITK

Kathleen O’Donnell is vice president of coaching at Jameson Management, 

Inc., and has worked in the dental industry for more than 20 years. Kathleen 

specializes in executive coaching, team building, and all aspects of practice 

management, particularly collections, insurance, scheduling, and verbal 

skills. For more information, visit www.JamesonManagement.com.

XXXXXXX

celebrAte shAre
A smile dAy

March 1st is host to a little-known holiday. 
It’s	Share	A	Smile	Day,	a	time	to	spread	joy	
through the simple act of displaying your 

toothy grin.

Share Your Smile
Want	to	participate	in	Share	A	Smile	Day?	All	you	
have to do is smile. Give a big, friendly grin to family, 
friends, coworkers and everyone you meet. Chances are 
good you’ll get a happy smile in return.

Give A Smile
You can share your smile, and you can also help 
light up someone else’s face. March 1 is a perfect 
opportunity.

Call an old friend, write someone a letter or even leave 
a nice comment on somebody’s Facebook page. It 
doesn’t	take	much	to	give	a	smile.	Just	let	someone	you	
care	about	know	you’re	thinking	about	them.	Reach	out	
to someone you haven’t seen in a while and give them a 
reason to beam.

Smiling Is Healthy
Smiling	isn’t	just	fun,	it	is	also	healthy.	A	good	smile	
can improve your mood and lift the spirits of those 
around you. It also has some real health benefits.

Doctors	and	scientists	have	studied	the	effects	of	
smiling. They’ve determined that it can help lower 
blood pressure and stress. Smiling can also improve 
your immune system. When you flash your pearly 
whites, your body produces serotonin and brings a little 
extra	joy	into	your	life.



In our 
office, I find 
that the gateway 
to cosmetic 

dentistry is whitening. 
We’ve been doing this for 
many years, and we find that our 
patients become much more self-
confident after their teeth have been 
whitened. Generally, they tend    
to smile more and are more outgoing, and they tell us that 
they have more fun after having their teeth whitened. In 
time they also become more aware of the teeth in the back 
of their mouth, and they ask more questions about the care 
of all of their teeth.

In our office, every new patient is 
introduced to a “new patient process.” 
I know what you’re thinking — every 
practice does a new patient exam — but 
we’re different. No longer is a new patient 
handed a clipboard with multiple pages of 
forms to fill out. Our “process” starts with 
an interview with one of our highly skilled 
team members. One of our first questions 
is, “What are your expectations of our 
office?” Then we listen, because all of our 
team members are excellent listeners. We 
ask lots of questions as we conduct the 
dental history and medical history.

One question we always ask is, “When 
you look in the mirror, are you pleased 
by the way your teeth look? If not, 
would you be interested in whitening 
your teeth?” Of course, all of our team 

members (including the doctor) have already 
whitened their teeth, so patients have 

already noticed the beautiful smiles  
in our office.

Having gone through the whitening process 
makes it easy for us to tell patients what to expect, 

and answer questions pertaining to shade, sensitivity, 
and time. Somewhere during this process, we explain our 
objective	–	our	promise	to	all	our	patients	is	to	help	them	
keep their teeth for the rest of their lives.

When the doctor is examining a new patient’s teeth, the team 
member explains what she has learned from the patient so 
that the doctor can confirm that Mrs. Smith is an excellent 
candidate for whitening. Usually the next team member to 

see the patient is the hygienist, who asks 
about whitening at some point during 
the procedure. If the patient is interested, 
the hygienist will tell her more about the 
process — different types of whitening, 
and how we manage sensitivity in our 
practice so there is no worry 
about discomfort.

If a patient is interested in office 
whitening, the procedure is thoroughly 
explained. If someone opts for home 
whitening, the hygienist will emphasize 
the importance of compliance.

We’re very aware of customer service, 
and we constantly try to over-deliver 
our services. We try to make whitening 
convenient by having a “whitening 
night,” where we do nothing but in-office 
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By Tija Hunter, CDA, EFDA

All-importAnt
new pAtient 

Attracting that 

with Whitening

We believe in telling 
all of our patients 
exactly what they 

need to do to keep 
their teeth for the rest 
of their lives. That can 

include whitening, 
perhaps more 

cosmetic procedures, 
and restoring their 

mouth to a 
healthy condition. 
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WHITEnIng

whitening for several hours on a selected evening. We choose 
a date about a month in advance, and then offer a “special,” 
which makes it convenient for our patients and an incentive 
for our team as well.

One of the interesting outcomes of our patient interviews 
is that when we mention whitening, patients often mention 
Zoom. This is the only product name that people seem to 
know or ask for. So, we’re glad that we offer the new Zoom 
WhiteSpeed. We find it very convenient because everything 
we need for the procedure comes in the Zoom kit.

We offer many incentives for our patients, such as specials for 
an entire wedding party to whiten their teeth.

One of the greatest compliments we receive is when patients 
refer family members or friends to our practice. Many times 
new patients come specifically to have their teeth whitened, 
and we love that, but we still have everyone go through the 
new patient process. We believe in telling all of our patients 
exactly what they need to do to keep their teeth for the rest 
of their lives. That can include whitening, perhaps more 
cosmetic procedures, and restoring their mouth to a   
healthy condition.     ~ITK

Tija Hunter, CDA, EFDA, has over 30 years of chairside experience. 
She is currently the office manager/chairside assistant to Dr. Eric 
Hurtte of O’Fallon, Mo., a member of the ADAA, director of the 
Dental Careers Institute, and an independent consultant specializing 
in assistant training, team building, office organization, and CEREC 
assistant training. She can be reached at tijaefda@gmail.com, or find 
her on Facebook.
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The	U.S.	Supreme	Court’s	5	–	4	ruling	on	the	Affordable	
Care Act (ACA) upholds the provisions establishing 
state health insurance exchanges and minimum benefit 

packages that include pediatric oral health care.  This could 
expand dental coverage to millions of additional children, 
many of whom have suffered with untreated dental disease.  
In the months leading up to the law’s passage, the American 
Dental	Association	(ADA)	advocated	vigorously	for	increased	
children’s coverage, including how the “essential dental 
benefit” for children is defined.

The	ADA	believes	that	the	Court’s	ruling	further	diminishes	
the likelihood that tens of millions of low-income adults will 
gain better access to care.

The association will continue to advocate at the federal and 
state levels for laws and regulations that will improve dental 
coverage for adults and children who currently lack it.

With the Court’s ruling, renewed attention will be given by 
the	ADA	to	implementation	of	the	ACA,	including	the	role	of	
dental benefits within the states’ programs.  The association 
also will continue its ongoing work with state dental societies 
to secure the best possible dental benefits for individuals—
children and adults—and small businesses through the state 
based health insurance exchanges.     ~ITK

About the American Dental Association
The	not-for-profit	ADA	is	the	nation’s	largest	dental	association,	representing	
157,000 dentist members. The premier source of oral health information, the 
ADA	has	advocated	for	the	public’s	health	and	promoted	the	art	and	science	
of	dentistry	since	1859.	The	ADA’s	state-of-the-art	research	facilities	develop	
and test dental products and materials that have advanced the practice of 
dentistry	and	made	the	patient	experience	more	positive.	The	ADA	Seal	of	
Acceptance long has been a valuable and respected guide to consumer dental 
care	products.	The	monthly	The	Journal	of	the	American	Dental	Association	
(JADA)	is	the	ADA’s	flagship	publication	and	the	best-read	scientific	journal	
in	dentistry.	For	more	 information	about	 the	ADA,	visit	www.ada.org.	For	
more information on oral health, including prevention, care and treatment 
of	dental	disease,	visit	the	ADA’s	consumer	website	www.MouthHealthy.org.
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You and your staff’s ability to interact with patients 
in a caring, thoughtful manner, and your use of 
skillful pain management techniques are two crucial 

components of patient comfort. If you’re deficient in either 
area, take CE courses or enlist consultants who can help you. 
The third crucial component of patient comfort is your facility.

In a remodeled or new facility design, we recommend the 
following to ensure that your patients know how important 
their comfort is to you.

IndIrect and VarIed LIghtIng
Generic dental facilities that don’t engender feelings of 
comfort and relaxation typically have direct fluorescent 
fixtures spaced at regular intervals throughout the facility. 
Many discount retailers also use this lighting design to 
“flood” spaces with high light levels to display products 
consistently. Many people find this direct overhead light 
harsh and energy draining.

In design, the most successful outcomes mimic naturally 
occurring conditions. Inviting natural outdoor spaces in 
daytime are typically combinations of direct sunlight,  
filtered sunlight through trees and foliage, and shadows  
of varying levels. The interior of your facility should   
follow the same principles.

We recommend:
	 •	 	Use	“direct-indirect”	fluorescent	fixtures	for	task	

lighting. These new fixture types “bounce” light from 
a reflector and “hide” the fluorescent, reducing glare 
and harshness.

	 •	 	Create	areas	of	“high	light”	with	accent	lighting	
fixtures.	Pinpointing	spotlights	that	are	directed	at	
artwork, textured surfaces, and architectural details 
will “lift” your facility out of the generic realm and 
redirect patient focus.

	 •	 	Introduce	up-lighting	in	ceiling	beams	and	coves.	
Lighting portions of the ceiling and creating a warm 
glow make the ceiling feel higher and the room more 
spacious.	Imagine	how	oppressive	a	commercial	jet	
cabin would feel if up-lighting were not used on   
the ceiling.

	 •	 	Factor	the	impact	of	natural	light	and	window	
locations in your lighting design. Use natural light  
to augment your interior lighting fixtures and 
introduce as many areas of high light levels and 
shadows as possible.

Sound controL
The unwanted transmission of dental equipment noises and 
the sounds of other patients in distress are never a positive 
within your facility. It may seem counterintuitive, but the 
most successful sound control solutions also maximize 
patient comfort with design.

A mistake made in many facilities is the impulse to enclose 
“smallish” rooms with doors for the sake of patient privacy. 
A 10’ x 10’ treatment room with no windows and a closed 
door is a very threatening space to an anxious patient. You 
may improve sound control but not patient comfort.

We recommend 
the FoLLoWIng Sound 

controL deSIgn optIonS:

	 •	 	Varying	ceiling	heights	will	trap	sound	and	prevent	
its	transmission	to	adjacent	spaces.	Introduce	
ceiling soffits, coffers, and beams in transition 
spaces such as corridors and waiting areas.

	 •	 	Textured	surfaces	absorb	and	diminish	sound	
transmission. Commercial finish materials are 
rated	by	NCR	(noise	coefficient	ratio)	standards.	
When you select carpeting, ceiling tiles, and wall 
coverings	for	your	facility,	factor	in	the	NCR	rating	
and	consider	materials	with	high	NCR	ratings.

	 •	 	Eliminate	doors	where	reasonable	in	favor	of	
trimmed openings to create a feeling of openness 
and still maintain sound control.

	 •	 	Insulate	all	interior	walls	within	your	space.		
Yes, all walls.

	 •	 	Place	batt	insulation	on	top	of	acoustical	tile	
grid ceilings in consultation spaces to muffle 
conversational sound transmission.

	 •	 Use	5/8”	gypsum	board	vs.	1/2”.

	 •	 	Ambient	stereo	system	ceiling	speakers	should	
be used as buffers in patient transition corridors 
to mitigate sound transmission emanating from 
operatories and sterilization areas.

Improving

by Jeff Carter, DDS, and Pat Carter, IIDA

FACIlITy DESIgn

pAtient comfort



FurnIture StYLeS
Generic reception areas typically have the same chair 
covered in the same fabric aligned along all available walls. 
This approach says bus station or hospital emergency room 
to your patients, which does little to promote a comfortable 
experience.     ~ITK

Jeff Carter, DDS, and Pat Carter, IIDA, are owners of PDG - Practice 
Design Group. Located in Buda, Texas, PDG offers a full range of 
design and consulting services to dentists nationwide. For information, 
visit www.practicedesigngroup.com.

We recommend:
	 •	 	Mixing furniture styles and fabric coverings. A 

comfortable	and	inviting	reception/waiting	area	may	
include a combination of arm chairs, lounge chairs, 
and loveseats. The mix of furnishings is reminiscent  
of a personal living space, which improves the comfort 
experience of “commercial” space.

	 •	 	Maintain a minimum of 11 feet from chair back to  
chair back for seating that faces each other.
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HEAlTH & WEllnESS

I’m going to let you in on a secret. We are entering the 
greatest era of opportunity dentistry has ever seen —  
the era of health and wellness.

Don’t	get	me	wrong.	We	still	address	pain,	restorations,	
and	esthetics.	But	as	Bradley	Bale,	MD,	of	the	Bale/Doneen	
Method,	states,	“Don’t	ever	forget;	dentists	are	saving	lives	
every day.” How? By addressing oral inflammation and 
overall health. By addressing these issues:
 1. Our care is elevated
 2. Patients’ lives improve drastically
 3. Dentists succeed like never before

The “tipping point” for health care and the dental profession 
is undeniable. Oral inflammation causes and increases 
inflammatory disease, such as heart attack, stroke, diabetes, 
rheumatoid arthritis, kidney disease, sleep apnea, Alzheimer’s 
disease, dementia, pneumonia, preterm births, and birth 
defects,	just	to	name	a	few.

It doesn’t take “trench mouth” to initiate the   
inflammatory response.

When you compile the research by leading health-care 
institutions on oral inflammation, dentistry’s role in overall 
health and disease prevention is remarkable. At the Second 
Annual AAOSH Scientific Session, the “rubber hit the 
road.” Some of the world’s leading health-care experts and 
institutional	representatives	presented	just	how	important	
the	influence	of	oral	inflammation	is	on	major	diseases.

TIPPIng POInT:
“Periodontal disease is now considered a medical 
disease.”1

Fifty percent of heart attacks and strokes occur in people 
with normal cholesterol levels. Inflammation is the key 
contributor to heart disease and cardiac events.

TIPPIng POInT:
Dr. Yiping Han’s research shows that the traditional 
view of periodontal disease is insufficient to address the 
effects of the oral apparatus on overall health.	Dr.	Han’s	
research determined the cause of death of a fetus was oral 
bacteria Fusobacterium nucleatum from the mother’s mouth.

Though the mother lived a healthy lifestyle and had no visual 
signs of periodontal disease, she had a microbial burden 
and tested as a hyper-responder to inflammation. She lost 
her	baby	in	the	36th	week.	This	rarely	happens.	It’s	not	just	
what	we	see	visually;	it’s	the	bacteria	present.

“Periodontal disease is an inflammatory disease caused 
by specific or groups of specific microorganisms.”2

I still practice what is considered traditional dentistry. Every 
week, we reduce pain in patients and restore their teeth. We 
restore their smiles. But I have added four health centers that 
launch dentists into the future of health care. They include:
	 •	Oral	Inflammation	Reduction	Center
	 •	Sleep	Center
	 •	Malocclusion	Center
	 •	Wellness	Center

The centers are organized, operational, and effective. Best of 
all, my patients love the fact that we help them protect not 
only their teeth, but also their overall health.

How	many	times	have	you	thought	that	patients	just	want	
to get their six-month recall, freshen up, and leave? In the 
era	of	health	and	wellness,	your	office	is	no	longer	just	
a cleaning station. It’s part of a heart attack, stroke, and 
diabetes prevention center.

Dental	professionals	have	always	been	“prevention	
specialists,” with recall visits, prophies, radiographs, fluoride 
treatments, sealants, and more. It’s time now for us to be 
“disease prevention specialists.”

by Daniel L. Sindelar, DMD

orAl
inflAmmAtion:  
The Tipping Point of Health Care
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TIPPIng POInT:
At a time when most of the country is buried in fear of 
the economy and rising health-care costs, dentistry is 
positioned to benefit from whatever health-care agenda 
is followed. Oral biofilm-associated diseases are now the 
largest health-care cost of this nation.

The fact is that dentists today are facing serious problems:
	 •	At	age	64,	only	4%	can	retire	comfortably
	 •	Health	care	is	being	commoditized
	 •		Insurance	companies	are	reducing	compensation	by	

20%	to	30%
	 •	Cosmetic	dentistry	is	down	30%	to	50%
	 •	Malpractice	lawsuits	occur	because	of	supervised	neglect

You will either become obsolete, or you will change and 
greet the greatest opportunity of your lifetime!

TIPPIng POInT:
“Genetics are the future of all health care.” 3

Dentists	have	a	unique	role	in	testing	and	treating	genetics.	
Yes, I said dentists. Genetic diseases such as cystic fibrosis 
and neurofibromatosis are present from birth. The key to 
reduction in disease involves genetic variations, which do not 
cause disease on their own. They influence susceptibility and 
the clinical severity of our worst diseases. Genetic variations 
affect the inflammatory pathway and release cytokines — a 
key player in inflammatory disease.

“Periodontitis is a complex genetic disease.” 4

TIPPIng POInT:
One out of three people are IL-1 positive. This means they 
are hyper-responders to all inflammation — especially oral 
inflammation — and have the same risk for heart disease as 
smokers. Every patient should now be tested for the genetic 
variation IL-1. It’s a simple 30-second rinse test that needs 
to	be	done	only	once.	Patients	are	either	
positive or negative.

TIPPIng POInT:
We are finding that traditional 
periodontal therapy is not enough. 
Periodontal	disease	needs	to	be	defined	
by pathogens. Bad bacteria enter our 
bloodstream through periodontal pockets 
and release toxins. After this, our bodies 
trigger  an inflammatory response to both. 
The only way to have success is to treat 
early and effectively, and to address 
the microbial burden.

“No clinical parameters are able to predict the progression 
of periodontal disease; salivary diagnostics can!”5

When	we	simply	use	traditional	therapy	(SRP),	oral	biofilm	
and microbial levels return to their pretreatment levels in 
just	three	to	seven	days.	So	traditional	care	is	ineffective.	We	
need to treat with antimicrobial therapy.6

Think of it this way. If one of your patients is IL-1 positive 
and	has	PG,	that	person	had	better	get	his	or	her	affairs	
in order, because that person will die prematurely. When 
Porphyromonas	gingivalis	is	present,	the	risk	for	heart	attack	
increases by 13.6 times — more than twice the risk of a 
heavy smoker.7  Yes.	Dentists	are	saving	lives.

An intensive antimicrobial approach reduces systemic 
inflammatory markers and systolic blood pressure, and 
improves lipid profiles with subsequent changes in 
cardiovascular risk.8

According	to	John	Tucker,	DMD,	we	now	have	“dental	
solutions for medical problems.”

TIPPIng POInT:
Oral biofilm is the largest cause of oral inflammation,  
and oral inflammation is the No. 1 source of 
inflammation in humans.

“Don’t ever forget to look at periodontal disease as 
an important source of inflammation in reference to 
cardiovascular disease.”9

When the walls of coronary vessels get hot, we have a 
problem — heart attacks or strokes. Oral inflammation has a 
direct effect on vascular walls getting hot.

Lp-PLA2	tells	us	how	hot	the	walls	are	becoming.	Lp-PLA2	
levels	are	measured	with	the	PLAC-test,	a	revolutionary	
blood panel being performed by preventive cardiologists 
across	the	country.	The	only	factor	to	increase	Lp-PLA2	
is periodontal disease and oral inflammation. When you 
eliminate	periodontal	disease,	you	lower	Lp-PLA2.

I am involved in case studies across the country where 
dentists,	in	conjunction	with	physicians,	are	lowering	
Lp-PLA2	by	addressing	oral	inflammation.	This	helps	get	

at-risk patients out of risky territory for 
cardiovascular disease.

“Lp-PLA2	is	frequently	associated	with	
high levels of causative oral bacteria. I’ve 
watched	countless	Lp-PLA2	levels	plummet	
by simply implementing an effective 
strategy to reduce oral infection and 
inflammation.” 10

Every dental professional needs to be aware 
of	the	relationship	between	Lp-PLA2	and	
oral health. 

Also, by addressing oral inflammation and periodontal 
disease, we can lower A1c levels more than medications can 
in many diabetic patients.
Dental	professionals	are	being	asked	to:

	 1.	Determine	IL-1
	 2.	Determine	microbial	burden
 3. Coordinate risk
                   

By addressing 
oral inflammation, 

we are 
revolutionizing 

health care.
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So how do we start? Treatment is the last step on the list. 
First, discover the “why.” One of my favorite quotes is from 
Mark Twain — “The two most important days in our lives are 
the day we are born and the day we discover WHY.”
This is the “why” for dentists. The purpose for dentists is to 
assist in patients’ overall health.

	 •	Get	it	into	your	DNA!	We	save	lives	every	day.
	 •		Get	your	team	on	board,	and	team	members	will	love	

their new purpose. Hire the inspired and inspire the 
hired.

	 •		Learn	the	basics	of	oral-systemic	health.	That’s	why	
AAOSH  
was founded.

	 •		Become	a	leader	of	dentistry.	This	is	your	opportunity.
	 •		Become	known	for	health.
	 •		Start	the	conversation.	Patients	know	more	about	their	

health	than	you	realize.	Don’t	be	
discouraged if they’re not used 
to	hearing	it	from	you.	Patients	
will look forward to your 
leadership in this area.

	 •		People	love	hearing	about	
themselves;	nothing	is	
more personal than  
one’s health.

	 •		Everyone	needs	to	hear	
something about five times 
before recognizing it. So start 
the conversation immediately.

treatment LISt:
In my practice, I have found 
that once patients value the 
importance of the care they 
receive, they seek it. There is  
no greater value than improved 
overall health. With that  as a 
baseline, here are some options 
and actions. First, perform a 
“customized full wellness visit.”

	 •	Screen	patients	for	risks	and	
current conditions
	 •		Have	a	four-tiered	program	in	addition	to	traditional	

dentistry, including:
	 •	Oral	inflammation	reduction
	 •	Sleep	assessment	and	care
	 •	Wellness	programs	that	supplement	the	care	we	give
	 •	Malocclusion

oraL InFLammatIon reductIon center
First determine a patient’s genetic and microbial risk via 
salivary	diagnostics	with	OralDNA	Labs.

	 •	Take	an	antimicrobial	approach	—	treat	the	bugs
	 •		Coordinate	care	with	patients’	physicians,	according	to	

their health and risks
	 •	Traditional	scaling	and	root	planing
	 •		Treat	mechanically	by	removing	biofilm	but	taking	an	

antimicrobial approach
	 •	Precondition	with	lasers
	 •	Precondition	with	antimicrobials
	 •	Microbial-specific	treatments,	as	per	their	bacterial	load
	 •	Systemic	antibiotics,	when	appropriate

	 •	Localized	antibiotics
	 •	Periostat,	Periogard
	 •	Arestin
	 •	Oxygenate
	 •	Perio	Protect
	 •	Advanced	home-care	systems
	 •		Nutritional	and	diet	programs11 customized to a patient’s 

health and risk factors
	 •		Smoking	cessation	programs12

	 •		Stress	reduction	programs13 customized to a patient’s 
health and risk factors

    	•  Sleep programs14 customized to a patient’s health and 
risk factors

 		•  Traditional recalls, customized to the patient’s needs
	 		•		Restorative	dentistry	customized	to	the	integrity	of	the	

dentition and the patient’s overall health needs
  			•		Periodontal	restorations

     •	CAMBRA,	CariFree
  •	Xylitol	regimens

  •		Appropriate	TMD	treatments,	
customized with stress reduction 
programs15

•		Alignment	and	crowding	
issues addressed with 
Invisalign, Six Month Smiles, 
and orthodontic referrals

				•		Removal	of	third	molars	
that may be the focus of 
infection and inflammation

SLeep center
	 •		As	obesity	becomes	

pandemic, sleep 
disorders   
are skyrocketing

	 •		Add	a	sleep	center	to	
your existing practice

	 •		Coordinate	and	work	
with sleep physicians 
and sleep center

	 •	Home	sleep	studies
	 •		Prescribe	oral	sleep	appliances	

when appropriate
	 •		Offer	customized	sleep	programs16

Of course, the most important point to the whole program is 
to	treat	in	conjunction	with	physicians	and	coordinate	care.

maLoccLuSIon center
Research	indicates	that	more	than	45	million	Americans	
suffer from chronic headaches and migraines. Experts 
estimate	that	80%	of	these	symptoms	could	be	dental-force	
related.

WeLLneSS center

   	•	Wellness	is	the	future	of	health	care
	 •	Become	a	disease	prevention	specialist
	 •	Screen	for	cancer	with	one	of	the	advanced	systems
	 •		Scan	for	antioxidant	levels,	and	offer		 	

pharmaceutical-grade nutritionals

By addressing oral 
inflammation, we are 

revolutionizing 
health care.
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Don’t	be	afraid	to	initiate	conversations	with	referring	
physicians.	Recently,	a	new	patient	came	to	the	office.	She	did	
not see our website, did not receive anything in the mail about 
our practice, did not see any of our social media, and did not 
hear about the practice in the news. She was referred by one 
of our inner circle physicians. This happens regularly in my 
practice. This is the cheapest, most practical, and most effective 
marketing that I have found.

By addressing oral inflammation, we are revolutionizing health 
care. The answer is simple. We now can and must identify 
genetics, quantify the bacterial load, and coordinate care. I am 
sure you will improve your care, improve your patients’ lives, 
and succeed.     ~ITK

Daniel L Sindelar, DMD, practices full-time in St. Louis, Missouri. As president 

of the American Academy for Oral Systemic Health, he is involved in expanding 

the awareness of the link between oral health and overall health to healthcare 

professionals and the public. For more information on the Four Centers of 

Oral Systemic Health and how oral-systemic health research can be harnessed 

to make your patients healthier and your practice more successful, visit www.

drdansindelar.com.
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PRACTICE PRODuCTIVITy

organIzatIon IS eSSentIaL to maIntaInIng 
productIVItY In dentaL practIceS

Office organization is crucial to the business of dental 
practices. Not only does it ensure easy navigation for 
employees when it comes to finding important documents, 
but it also reflects the practice’s reputation and may improve 
the company’s ability to provide top customer service.

“To have the healthiest of practices, you should strive 
to provide the best medical care in the most efficient 
and	unrushed	manner,”	says	Diane	Albright,	a	member	
of	National	Association	of	Professional	Organizers	and	
corporate organization consultant through her company, 
Albright Ideas.

According	to	the	Brother	P-touch	Means	Business	Survey,	an	
estimated 38 working hours (or close to one work week) per 
person each year are lost as a result of looking for misplaced 

items. Sixty-six percent of office workers have spent up 
to 30 minutes of time during a typical work week looking 
for	things	they’ve	misplaced	around	the	office,	a	major	
contributing factor for time lost in the office.

In a profession where having more time means efficiently 
treating more patients and where temporary assistance is 
used often, it is important to make sure there is an effective 
organization system in place. 

“Keeping the office area organized makes it much easier to 
find things, for not only ourselves, but also for the temporary 
employees that have to step in our place,” says Heather 
Clemons	of	Lepow	Dental	Associates	practice	in		
Houston,	TX.

“When setting up any organization system, you’ll want to 
keep it simple,” says Albright. “If it is not simple it won’t 
be followed or retained. To determine if the system you are 

the AdvAntAge of

being
orgAnized
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about to set up for your office is simple, ask yourself if the 
system could be followed without explaining it to others.”

Clemons is no stranger to an easy-to-follow organization 
system. It gives her confidence that her co-workers will be 
able to maintain and understand it when she is away from 
her desk to ensure productivity. 

“Everyone knows that I 
start with the charts for 
the next day on one side 
[of my desk], and as I 
complete them I put them 
on the other side. I color-
code all the charts in my 
department and keep the 
legend on my desk. I use 
one color to notate that 
medical has been checked, 
stickers are done, and if the 
patient needs to update a 
health history.

 I use a different color to 
notate	that	I	have	verified	the	insurance	and	have	adjusted	
the appointment description to do those items covered by 
insurance. It seems a little obsessive, but when I have to step 
away from my desk everyone says how easy it is to know 
exactly where I am and what still needs to be done.”

When it comes to organization within a dental practice, 
there are several factors to consider. One of them is dealing 
with	the	Health	Insurance	Portability	and	Accountability	Act	
(HIPAA).	Clemons	says	that	having	an	organized	practice	
ensures the security of patient information, including 
personal health records and financial information and allows 
her team to make sure they are complying with the requests 
of	HIPAA.

“I have to make sure that when I’m auditing charts and 
things need to be removed (old insurance or health 
histories), I shred them and make sure they are not thrown 
into the trash or misplaced. I systemically audit the charts 
one by one, remove such documents and then make sure 
they are handled correctly. If I didn’t stay organized those 
documents could be lost or mistakenly taken by another 
patient and result in trouble.”

Not only does disorganization affect the face of a practice, 
it could mean dangerous or unfavorable situations for the 
patient. For example, if patients mark that they are allergic 
to latex and the process is not executed, they could be 
exposed to latex and have a severe reaction. A mistake could 
also result in a staff member hurt (example: patients with 
Hepatitis	or	HIV	in	which	it	is	not	properly	documented	and	
safety procedures are not followed).

Clemons	relies	on	office	tools,	such	as	the	Brother	P-touch	
labeler, to maintain her workspace. By labeling filing 
folders, charts and cabinets, dental assistants and temporary 
assistants will be able to quickly identify and access 
information needed in a timely manner.

Here are a few tips on organization for dental assistants:
	 •	 	Maximize your desk space by going vertical.  Things 

you use regularly need to be close at hand. Things used 
less often can be stored up high or down low. Shelves, 
wall baskets, wall-mounted or magnetic file holders and 
hooks will be most helpful. 

	 •	  Create a folder titled “Pending” for papers waiting 
for another person’s response or action. This folder 
will	help	clear	your	desk	and	cork	board.	Revisit	this	
folder often to make sure the action or response needed 
has occurred. Set up this folder in your e-mail’s inbox 
for “pending” items there, too.

	 •	  Select a label maker that is easy to use. Labeling 
is the key to creating a foolproof system. It increases 
your effectiveness at work, as well as the independence 
of others who function within your workspace. Label 
the placement of items (shelves, files, containers, bins, 
baskets or drawers), and take the time to label the front 
and back of boxes or bins stored on shelves, so that no 
thought needs to go into storing them again. According 
to	a	recent	survey	by	ORC,	96	percent	of	professional	
organizers agree that Brother®	P-Touch® labelers offer 
the most effective labeling solutions available today.

	 •	  One hour before closing time get your desk in  
order. This way if you discover an oversight of a  
task or call, you will still have plenty of time to 
accomplish it.   ~ITK
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SuRVEy SAyS...

Americans need a serious brush up when it comes to 
their oral health, according to a new survey from the 
American	Dental	Association	(ADA).		On	average,	

Americans	scored	a	“D”	on	a	series	of	true	or	false	questions,	
ranging from “how often to brush,” and “what age should a 
child first visit a dentist,” to “what causes cavities.”

“The results of the survey were quite shocking and really 
show how important it is for people to become more 
involved	in	their	own	oral	health,”	said	William	R.	Calnon,	
DDS,	ADA	president	and	practicing	dentist	in	Rochester,	NY.

According	to	the	National	Institute	of	Dental	and	
Craniofacial	Research	(NIDCR),	nine	out	of	10	adults		
ages 20-64 have had cavities in their permanent teeth.  
Dental	disease	is	the	most	common	chronic	disease		
suffered	by	children.		According	to	the	NIDCR,	nearly	half		
of children ages two to 11 years old have had cavities in 
their baby teeth.

Some	highlights	from	the	national	ADA	survey	conducted	in	
May with a nationally representative sample of nearly 1,500 
adults	(with	a	margin	of	error	of	+	or	–	2.6	points)	include:
	 •	 	90	percent	of	respondents	mistakenly	believe	

they	should	brush	after	every	meal	when	the	ADA	
recommends only twice a day. 

	 •	 	65	percent	of	respondents	mistakenly	believe	they	
should only replace their toothbrush twice a year when 
the	ADA	recommends	every	three	months.

	 •	 	75	percent	of	respondents	don’t	know	what	age	to	
take their child to the dentist for the first time when 
the	ADA	recommends	within	six	months	after	the	first	
tooth appears or no later than the child’s first birthday.

	 •	 	81	percent	of	respondents	mistakenly	think	that	sugar	
causes cavities when it’s really germs in the mouth that 
feed on sugar and then produce acid which attacks 
tooth enamel.  In time, these acid attacks weaken the 
enamel to the point where a cavity forms.

	 •	 		59	percent	of	respondents	don’t	realize	cavity-causing	
germs can be passed from person to person.     ~ITK

About the American Dental Association
The	not-for-profit	ADA	is	the	nation’s	largest	dental	association,	representing	
157,000 dentist members. The premier source of oral health information, the 
ADA	has	advocated	for	the	public’s	health	and	promoted	the	art	and	science	
of	dentistry	since	1859.	The	ADA’s	state-of-the-art	research	facilities	develop	
and test dental products and materials that have advanced the practice of 
dentistry	and	made	the	patient	experience	more	positive.	The	ADA	Seal	of	
Acceptance long has been a valuable and respected guide to consumer dental 
care	products.	The	monthly	The	Journal	of	the	American	Dental	Association	
(JADA)	is	the	ADA’s	flagship	publication	and	the	best-read	scientific	journal	
in	dentistry.	For	more	 information	about	 the	ADA,	visit	www.ada.org.	For	
more information on oral health, including prevention, care and treatment 
of	dental	disease,	visit	the	ADA’s	consumer	website	www.MouthHealthy.org.	

AmericAns 
score A “d”on National

Oral Health Quiz
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There is a great saying that always helps me come back  
to focus: “The Main Thing is keeping the Main Thing   
the Main Thing.” 

How profound! You may, as I did, need to read it at least 
one	more	time	to	know	just	how	profound	this	is.

In your business, what is the Main Thing? 

Do you focus on the Main Thing every day? 

Do you take at least one action daily based on the 
Main Thing? 

Do you keep a record of your progress on this 
Main Thing?

Your Main Thing may be to increase sales. It may be to 
develop	a	new	project.	It	may	be	to	market	your	company.		
It may be to service your current accounts.

I once coached a sales manager who was very frustrated. 
She needed to update the employee handbook with some 

specifics about the sales force. She needed to upgrade the 
forms the salespeople used. She had a long list of things she 
really needed to get done.

However, management hired me to coach her to increase the 
sales. Everything else on her list was secondary. She needed 
to work with her people to increase sales. Once she got this, 
every priority changed. She kept “increasing sales” as her 
Main Thing.

Laser Questions
- In your business, what is the Main Thing?
-  In order to reach your goals, what is the Main Thing you need to 

focus on doing?
- What actions are you taking on reaching these goals?
- What gets you off track?
- What is the one thing you need to do differently?

© 2012 Susan DePue, Owner & Founder of GrowthPointe Strategies. 
Visit www.growthpointestrategies.com.

the main thing
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COURTESY OF YOUR 
NDC DENTAL DEALER

Item #01C0600
Package Contents:
Box of 15 capsules,
15 single-dose pipettes

*clinical data on � le

The � rst all-in-one, biocompatible and bioactive
material to use wherever dentin is damaged
• Has no resins - 0% shrinkage
• Remineralizes dentin - 100% mineral
• Bioactive and biocompatible - kind to the pulp
• Saves money and teeth - avoid possible RCT
• Doesn't stain
• Sets in 10-12 minutes

$250.00
VALUE

BUY 1 BIODENTINE, 
GET 1 FREE!

Pulp exposure

3-year follow-up clinical view*3-year follow-up x-ray

 Promotions cannot be combined with any other offers and are subject to
change. Free goods stocked by your dealer and shipped with your order.
Offers only available through N’Durance stocking dealers.  800-872-8305  •  www.septodontusa.com

$XX.XX
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$XX.XX

Offers valid January 1 - March 31, 2013

 Item #01A1400 - Septocaine with Epinephrine 1:100,000 Articaine 
hydrochloride 4% with Epinephrine 1:100,000 Injection

 Item #01A1200 - Septocaine with Epinephrine 1:200,000 Articaine 
hydrochloride 4% with Epinephrine 1:200,000 Injection

SEPTOCAINE®

Articaine hydrochloride 4% with Epinephrine
1:100,000 and 1:200,000 Injection

BUY 10 BOXES
OF SEPTOCAINE, 
GET 1 BOX FREE!

$57.20
VALUE


