
“I want to hear from you”

This newsletter is designed 
to help grow your practice. 
If there are topics you would 
like covered simply send me 
an e-mail. I will do my best to 
get you the answers you are 
looking for!
               -Jerry Newman
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Keeping Your New Year’s 
Resolutions
We start every new year with the feeling 
of a clean slate, a time that we can set our 
goals and intentions and actually make the 
changes we want to see in our lives, to get 
rid of those nagging bad habits and usher 
in some good ones. But by February, many 
of our resolutions are already abandoned or 
forgotten. So why do we struggle so much 
to follow through with the resolutions we set 
for ourselves?

We may simply be going about the business 
of creating resolutions entirely the wrong 
way. We’re focusing on broad goals and 
hopes, rather than creating a roadmap for 
the formation of good habits.

It’s difficult to underestimate the significance 
of habit in driving our actions and behaviors 
-- and they’re what determines whether our 
resolutions are kept or crumpled up and 
thrown in the trash. According to Charles 
Duhigg, New York Times reporter and author 
of “The Power of Habit”, routines and habits 
are a powerful force underlying much of our 
behavior -- studies have found that habits 
can shape up to 45 percent of the decisions 
we make each day.

Duhigg writes in “The Power Of Habit” that:
Most of the choices we make each day may 
feel like the products of well-considered 
decision-making, but they’re not. They’re 
habits. And though each habit means 
relatively little on its own, over time, the 
meals we order, what we say to our kids 
each night, whether we save or spend, how 
often we exercise, the way we organize our 
thoughts and work routines have enormous 
impacts on our health, productivity, financial 
security and happiness.

Here’s a scientifically-verified, five-step 
plan for keeping your resolutions in 2014.

1. Make it an action, not a goal.
2. Create cues and rewards.
3. Anticipate obstacles.
4. Acknowledge that setbacks are part of 

the process.
5. Focus on one resolution at a time.

Concerned Patients?  
Share This! 
Do you ever have patients who refuse 
x-rays? Or just get questions from those 
who are concerned about the amount of 
radiation received from x-rays?

Some patients really want to understand 
and I thought this is a good piece of 
information for you to review with your 
team about this subject so that you can be 
prepared to answer those questions:

The dose of radiation is measured in 
millirems or mrem.  According to the 
American Nuclear Society here are some 
interesting facts.

620 mrem/year = the average level of 
radiation per person in the US

50,000 mrem/year = the safe allowable 
dose for people that are exposed to 
radiation in their work

1 mrem = two hours in a jet plane

7 mrem/year = from living in a brick house

10 mrem/year = cooking with natural gas

2 mrem/year = from sleeping next to 
someone else

36 mrem/year = from smoking one pack of 
cigarettes a day

42 mrem = breast mammogram per breast

700 mrem = abdominal x-ray

0.5 mrem = one dental x-ray

CONCERNED PATIENTS?  
SHARE THIS! 
— Pg 1-2
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If you are using digital x-rays you can decrease that 
amount up to another 80%.  So if a standard x-ray gives 
off 0.5 mrem, a digital x-ray can give off as little as 0.1 
mrem.

X-rays are vital to your practice and its important you and 
your team can discuss these concerns with your patients 
and alleviate any fears they might have concerning 
radiation.   

For the latest in digital x-rays let me show you what 
quality images look like with Schick 33 sensors.

Expert Suggestions
FRAUD

Three in five dentists will be fraud victims in their careers. 
The financial and emotional costs of embezzlement are 
severe. Notwithstanding that there are many options for 
stealing from a dentist, the behavior of thieves is highly 
predictable. Thieves work extra hours, refuse to take 
vacation, show extreme territoriality, resist involvement 
of outside consultants, and attempt to isolate the dentist 
from outside communication. Published studies suggest 
that more than 2/3 of embezzlement is uncovered by 
behavioral (versus financial) clues. Dentists need be aware 
of this problem and collect, process and respond decisively 
to the behavioral indicia of embezzlement. 
                          -David Harris, Prosperident, prosperident.com

SUCCESS

Be successful by design, not by accident. Every 
professional is looking for a way to make their practice 
work better. When you are deliberate about taking action 
on what matters, real success and happiness can be yours. 
Consistency trumps commitment. Identify and make a 
commitment to repeat those strategies and activities 
in all areas of your world, including financial, selling, 
marketing, health and fun – on a monthly basis. When you 
identify those actions and activities that you can repeat 
on a regular basis, you will create a foundation for focus, 
momentum, success and happiness. Never underestimate 
the power of a simple strategy or step, repeated.                                    
                     -Mark LeBlanc, smallbusinesssuccess.com 

TYPES OF PRACTICES

There are two types of practices: ones that are growing 
and ones that are not. In our changing economy, there 
are a few elements to a strong practice: a smart, 
experienced team, a focus on quality care, and an ability 
to communicate. Commit to excellence and the highest 
standard of care. There will always be those who will 
shop for ‘best price’ dentistry. You need to seriously ask 
yourself, “Is this the market I wish to capture?” Excellence 
in professional relationships and the quality of the service 
you provide not only sustains a practice, but creates an 
energizing environment.                                                       
-Jo-Anne Jones, RDH Connection, Inc.,rdhconnection.com

Technology Spotlight: 
HELIODENT PLUS
Intraoral x-ray unit of the latest generation.

IHELIODENTPLUS x-ray images let you distinguish 
all the details with high contrast, and enable 
diagnosis with a wide variety of indications.                

 

Caries diagnosis
Generalized vertical and horizontal bone defects; calculus 
on tooth 24 distal; protruding fillings on teeth 25 and 27, 
extensive proximal caries on tooth 36 mesial.
               
  

Endodontics
Measurements: distal 40/21 mm mesio-lingual 35/21 
mm mesio-buccal 30/21 mm
  
       Have an x-ray that needs   
                                      to be upgraded in you practice?   
                                      We should talk, Sirona/Schick   
                                      and Patterson Dental are                                  
              offering great finance rates right  
                                      now.  I look forward to meeting  
                                      with you and reviewing the 
benefits and features of this great product



Reducing Depression, Stroke 
and Cancer
How healthy is your lifestyle?  For a lot of us there is 
definitely room for improvement.  According to the Centers 
for Disease Control, here are 8 things that good old 
fashioned exercise can reduce your risk of:

• Heart disease
• Stroke
• High blood pressure
• Type 2 diabetes
• Obesity
• Depression
• Breast and colon cancer
• Osteoporosis

The JACK B. NIMBLE Scaler
Your Hygienist Will Love This!

Paradise Dental Technologies has introduced the Jack B. 
Nimble™ Scaler (R130). The continuous curved blade, 
contra-angle scaler is designed so optimal blade surface 
is in direct contact with tooth surface and allows positive 
lateral pressure in anterior and premolar regions. The new 
to the market scaler is intended for pedo, ortho, crowded, 
rotated and lingual-version teeth. Along with other PDT 
periodontal instruments, it is also lightweight, well-
balanced, and sharp.

Your hygienist will love this addition to the PDT line of 
instruments, ask me if you’d like more information about 
this new product!

Valentines Day Trivia
• Historians believe there was an actual person named 

Valentine. According to legend, he was a Bishop 
in Rome who married people in secret against the 
Emperor’s orders.

• Have you ever wondered where the phrase “wear your 
heart on your sleeve” comes from? In the middle ages, 
young people drew names to pick their Valentine. 
They would wear the name of the Valentine they chose 
pinned to their shirt sleeves.

• King Henry VII of England proclaimed February 14th as 
the official date for Valentine’s Day in 1537.

• The first box of chocolates for Valentine’s Day 
celebrations was manufactured by Richard Cadbury in 
the 1800’s.

• 73% of flowers bought for Valentine’s Day are 
purchased by males.

• Around 15% of women send flowers to themselves.

• Most red roses sold in the United States for Valentine’s 
Day are imported from South America.

• Concerning the number of greeting cards bought, 
Valentine’s Day comes in second to Christmas.

• Venus, the Roman goddess of love, had a favorite 
flower: the red rose.

• $1 billion in chocolate is sold for Valentine’s Day in the 
United States alone.

4 STEPS TO PROBLEM SOLVING
 
Most of our days are consumed by problem solving and 
decision making.  We encounter problems at work and in 
our personal lives.  It could be a problem with a co-worker, 
a project, a family member, a customer, or a patient.  
When we are confronted with a problem, the tendency is 
to solve our problems with what we know best and that 
would be “whatever has worked before”. 

Unfortunately, not all problems are the same and need 
to be seen differently.This is a great reason to have an 
organized process to problem solving so we are able to 
determine what the best resolution will be.

In order to solve a problem and make a decision on a 
resolution, we should follow this simple process.

1. Outline the problem
Think of the “5 W’s” (Who, What, When, Where and Why).  
It is crucial to have all the pertinent information before 
making any decisions.  Asking the appropriate questions 
and listening attentively to the answers will help identify a 
specific response or resolution to the problem.

2. Determine potential resolutions
Essentially, you are brainstorming ideas. What will work 
and what will not work?  Write them down and list reasons 
why you should choose it.  Try to have at least 2-3 so you 
can make a good decision.

3. Select the resolution that fits best
 Weigh your options.  As you make your selection, you will 
need to determine if it is a temporary solution or one that 
will make a long-term impact.
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“I look forward to sitting down with you soon and hearing your vision and goals for your 
practice. As your Patterson Dental representative I have a great team of experts around 
me and together we can help create the Practice Lifestyle you desire. I believe it is not 
just about selling you something, but rather it is about developing a relationship based 
on understanding your goals and aspirations and considering whether we can assist one 
another with the tools and services I provide. I look forward to meeting with you!”

4. Follow up
Following up on a solution is extremely important.  It is the 
link between the problem and moving forward.

Getting accustomed to this new approach takes time, but 
it is worth it.  Having a process for problem solving will 
help you stay on track, give you a sense of order, and offer 
information to assist you as you make your final decision. 
What process do you use for problem solving?

Compliments of Jennifer Thul-Training Consultant, Patterson 
Dental

Tips for Proper Insurance Claim 
Submission
Denise Ciardello recently wrote a very good article called 
“Three steps for efficient insurance systems in the dental 
practice.”  In that article she offered a variety of tips for 
improving the handling of dental insurance, here are a few 
specifics:

• Verify that you are sending the claim to the right place. 
The patient telling you is not verification. Whether you 
use the insurance company’s website, a verification 
service, or pick up the phone and call, make sure that 
you are sending the claim to the right place. Crossing 
your fingers and hoping it’s right is NOT a good plan. In 
the words of Ronald Reagan, “Trust, but verify.”

• As a rule of thumb, send X-rays on all crowns, implants, 
root canals (pre and post), and scaling and root planing.

• SRP will also require a perio chart.

• Narratives need to accompany major treatment – this 
information should be in the clinical notes for ease of 
accessibility. When putting the narrative on a claim, 
remember that only 150 character spaces will be 
submitted electronically in the “Remarks for Unusual 
Services” box. Keep a list handy of narratives that your 
doctor uses frequently.

• For all crowns, document if it is an initial or 
replacement crown; there is a box on the claim form 
for this information.

If it is a replacement crown, what is the date of the 
initial placement? This is the tricky part. You are not 
allowed to guess or make up a date. If the initial crown 
was not completed in your office, you need to ask 
the patient how long he/she has had the crown. By 
explaining to the patient that their insurance will not pay 
on the crown unless you give a date of the initial crown, 
the patient is more likely to work with you. You may 
need to jog their memory by asking questions. (Were 
you married? How old was your child? Was it before 
2000?)

Ideally, this information should be included in the clinical 
notes, so make it part of the clinical notes template.

• Finally, there are insurance companies, such as 
Cigna, that will only pay on a crown once the 
permanent crown is seated. Again, keep track of 
that so you can submit that information as soon as it 
occurs. We recommend that you document it on the 
crown seat appointment. Many times they will accept 
the seat date over the phone and will send the claim 
on for final processing.

4 Questions For Staff Meeting
Staff meetings can be a tremendous way to rally the 
team, build unity and create practice momentum….if 
everyone is involved.  

I’ve found very few things help people to engage more 
than good questions.  With that in mind, I thought these 
questions from Cynthia McKane-Wagester from her book 
on dental hygiene were excellent for team meetings:  

1. What would you like to see implemented in the 
practice this year?  

2. List 3 goals the team can work toward this year. 
3. List 3 barriers that can keep the office from reaching 

these goals. 
4. List several solutions for each barrier that you 

believe will help solve this problem.
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