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Personality ‘disorder’?

Learn how personality types affect the office.
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Implant-retained dentures
Several options offer functionality and esthetics.
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Lasers in dental hygiene
Learn why this author won’t work without a laser.
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Same-day inlay/onlay technique

Want to save teeth and time and improve your practice?

By Lorin Berland, DDS, FAACD

I’m always looking for ways to
help my patients get the dentist-
ry they want and deserve. More
and more patients are demanding
esthetic, reliable alternatives for
their old, defective amalgams.

They still want to avoid crowns,
root canals and multiple visits.
This is why I’ve been providing
reliable, durable and much appre-
ciated biomimetic same-day inlays
and onlays for years.

What is biomimetic dentistry?
Biomimetic dentistry is conser-

vative, preservative dentistry. We
treat weak, fractured and decayed
teeth in a way that conserves
tooth structure and helps preserve
strength.

This helps provide resistance
to bacterial invasion. It reduces
the need to drill down teeth for
crowns and will reduce postopera-
tive discomfort, as well as the need
for two appointments, and possible
endodontic treatment.

In essence, it is utilizing the
latest in dental materials and tech-
nology to keep what we’ve got
for as long as we’ve got — just
as nature intended. Unlike other

parts of our bodies, our teeth do
not mend on their own.

It is, therefore, imperative to
conserve as much natural tooth
structure as possible. We strive
to do this with same-day inlays/
onlays.

This means no excessive tooth
removal, no cumbersome tempo-
raries and no time-consuming and
uncomfortable second visits.

Biomimetic: to copy/mimic
nature

Nature is our ideal model. In order
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Fig. 2: Immediate post-op, occlusal.

Archived hygiene Webinars: Earn 5 C.E. credits!

The DT Study Club Webinar series “Simple Advanced Treatment Modalities
Jor the Dependent Patient” with Hygiene Tribune Editor in Chief Angie Stone,
left, and Dental Tribune author Shirley Gutkowski is available online for

viewing at a time that suits your schedule.
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The oral body connection

By Fred Michmershuizen, Online Editor

What does oral health have to do
with heart health? Quite a bit if you
ask some of the leading experts in their
respective fields.

Evidence has long shown that those
with diseased mouths are at a higher
risk for heart attacks and strokes.

More recent findings indicate that
improving a person’s oral health
reduces the risk of atherosclerosis or

plaque in arteries. The evidence is so
strong that leading experts in peri-
odontology and cardiology are teaming
up to encourage other dental and med-
ical professionals to work together.
“The immense power we have as
dentists to impact not just our patients’
oral condition but their entire general
state of health is becoming clearer in
the science when it comes to reducing
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Florida periodontist launches online C.E. site

Periodontist Dr. Bradley Engle discusses online continuing education and how it addresses the needs of dental professionals

In an interview with Dental Tri-
bune, Dr. Bradley Engle, a perio-
dontist in Naples, Fla., who founded
and runs an educational Web site,
www.dentaledu.tv, discusses online
continuing education and how it
addresses the needs of dental pro-
fessionals.

Please tell our readers a bit about
your own personal dental back-
ground and how you became
interested in continuing educa-
tion.

I went to Ohio State University and
gained early acceptance to dental
school. By age 24, | earned my den-
tal degree from the Medical Univer-
sity of South Carolina. Over the next
36 months, I earned my periodontics
certificate as well as a master’s of
health science degree [MHS].

Soon after residency, I passed
both parts of the board exam to
become a board certified periodon-
tist.

I became a clinical associate pro-
fessional at the Medical University
of South Carolina in 2004. Due to the
travel distance between Charleston,
S.C., and Naples, Fla., it was clear
that I had to provide a more direct
link between the periodontal resi-
dents and me.

It was simply impossible to pro-
vide teaching there any more than
once every couple of months.
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In 2006, 1 hired a professional
company to install a high-definition
surgical production studio at my
Naples location. It was kind of fun
recording surgical procedures and
making DVDs for the residents to
watch and archive for reference.

Since graduating from residency,
I have enjoyed providing lectures
around the world.

How long has www.dentaledu.tv
been around and what has been
the response to it so far?

Last November, my producer, Eman-
uel Boeck, and I stumbled upon a
rare format of video that allowed
streaming through the Internet at
a standard Internet speed. By Feb-
ruary, we were able to develop a
functioning dental C.E. video dis-
tribution Web site. We hired a full-
time programmer to continually add
additional functionality to the Web
site.

It is a nice compliment that both
content providers as well as co-
marketing partners and sponsors
are contacting me daily for more
information and how to become
involved.

We recently started forming a
steadily growing momentum, espe-
cially since we completed the live
video broadcasting system with two-
way chat system.

We are a recognized dental con-
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tinuing edu-
cation pro-
vider by ADA
CERP, AGD
PACE and the
Florida Board
of Dentistry.

How many
courses do
you offer?
Over a period
of six months,
we filmed
over 36 con-
tent provid-
ers with over
65 course
titles. All of
our content
providers are
recognized as key opinion leaders in
dentistry. In Addition, our user base
is expanding rapidly.
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The site obviously offers tremen-
dous convenience for dental pro-
Jessionals who can learn at home,
at their own pace. But are there
any disadvantages for those who
seek continuing education online?
Dentaledu.tv provides a very com-
plete solution for online dental C.E.
Recently, I was told that we were the
“next generation Webinar.” There
are disadvantages to online C.E.,
which include the following: Some
health care providers coordinate
their vacations with taking CE.

Their tax deductable vacation
expenses are lost when there is no
longer a need to travel to receive
credits. Despite dentaledu.tv having
the ability to provide clean, full-
screen video streaming, the interac-
tion with the instructor is lost online.

To help increase the interaction
with the provider, we developed a
two-way chat system to allow the
user to communicate directly with
the content provider during live
events.

Your Web site is very high-tech
and very professional. How com-
plicated was it to set it up?

I spent day and night over the last
two years dreaming and implement-
ing the development of this project.
Forming strategic relationships with
other professionals, I got lucky to get
as far as I have gotten.

Owning 100  percent  of
both the production company,
www.1mediaproduction, and Den-
talEdu, www.dentaledu.tv, has kept
the control and advancements of
this project solely with me.

Since we are a video Web site,
I have partnered with someone —
Emanuel Boeck, a major film pro-
ducer and director from Europe —
who has made full-length films. He
can mobilize a film crew to produce
a one-hour course or can cast call a
DentalEdu commercial.

Emanuel helped perfect the use
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of our video format and has been a
loyal friend throughout the last two
years.

Our full-time programmer has
incorporated patent pending tech-
nology that provides a lot of the
functionality of the site. He under-
stands and has rewritten the Adobe
video players to function as we need
them to.

Since May 2009, he has perfected
all of the databases and has created
a completely automated Web site.

In your opinion, what do you
think the future holds for online
dental continuing education?
Due to providers’ crazy profession-
al schedules, online education will
reduce or eliminate trade shows and
some of the smaller venues.

The larger venues will use a plat-
form like dentaledu.tv to broadcast
high-definition, TV-quality videos to
providers that were unable to travel
to the meeting.

The next few years will be cru-
cial. Our video systems can stream
video to the iPhone. Currently, all
of our videos are saved on our
server, ready to stream. The future
is video.

Contact information

Bradley J. Engle, DMD MHS
5659 Naples Blvd.

Naples, Fla. 34109

Tel.: (239) 593-2178

Cell: (239) 821-3388

E-mail: engle@dentaledu.tv
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Dr. Neil Gottehrer, left, a perio-
dontist, and Dr. Marvin Slepian, a
cardiologist, have wrilten a resource
guide for dentists and doctors to use
in the evaluation and management
of inflammation — whether in the
mouth or in the cardiovascular sys-
tem. (Photo/Fred Michmershuizen)
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whole body inflammatory side effects
from dental conditions,” said Dr. Neil
Gottehrer, a periodontist who is con-
sidered a leading dental authority on
the oral-body inflammatory connec-
tion.

Gottehrer and Dr. Marvin Slepian,
a cardiologist, delivered an address
at the recent Academy of General
Dentistry meeting in Baltimore on the
subject and co-wrote a guide, Evalua-
tion & Management of the Oral Body
Inflammatory Connection. The guide

AD

was printed as a courtesy by Chase
HealthAdvance financing options.

“As more physicians and dentists
become fully aware of this and under-
stand that there are treatment pro-
tocols shown to diminish or elimi-
nate gum disease for the long term,
we’re going to start seeing many more
patients having healthier lives medi-
cally because of what happens in the
dentist’s office,” Gottehrer said. “We’re
probably entering one of the most
exciting phases that dentistry has ever
seen.”

Slepian told Dental Tribune that
many people who are at risk may not
be receiving any dental or medical
care at all. He said it is important when
such high-risk people do enter either a
dental or medical office, that they be
referred to the other specialty as well.

For example, he said, a person who
enters a dental office for treatment of
inflamed gums may be on the brink of
a “major event.”

On the other hand, Slepian said,
patients being treated for heart disease
can reduce their risk and improve
their overall health by improving their
oral health.

“Some diseases in the domain of
the dental world have an impact on
the medical world, and vice versa,”
Slepian said. “If you have a bad mouth,
you may be on your way to having a
bad heart.”

Gottehrer and Slepian are advo-

cates of a new system for dentists
to strengthen the referral relationship
between physicians and dentists for
reducing risks for systemic disease due
to dental disease. For dentists, simple
screening tools are available to use
with their patients.

“We have to be partners in general
health care,” Slepian said.

Two blood tests are available to
help reveal whether oral disease is
having effects beyond the mouth into
the circulatory system. Treatment by
the dentist and dental hygienist can
directly impact substances suspected
of contributing to whole body disease.

“Typically evident in most patients
with dental disease who were also
recorded as exhibiting the biological
markers on a blood test, require some
type of periodontal care and often-
times tooth replacement with dental
implants or the use of Captek peri-
odontal crowns if they have dental
crowns next to the gums,” Gottehrer
said.

Resources are available for den-
tists and doctors who are interested in
incorporating these philosophies into
their practices.

Big Case Marketing, a marketing
and case acceptance consulting firm
for dentists, has developed a referral
and marketing program for general
dentists, periodontists, oral surgeons
and prosthodontists that helps facili-
tate relationships with physicians.
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STEIGMANN

implantologie institute

+ Founded in 2006, the Steigmann Institute is
a private dental clinic and advanced dental
training institution, owned by Marius Steigmann,
Dr. medic. stom. (IMF Neumarkt).

» The Institute holds courses and seminars for
dental specialists, in particular, for implantologists
and dental technicians from Germany and abroad.

« Ergonometrically designed equipment,
generous lecture and practice rooms enhance the
mediation of theoretical and practical educational

contents and facilitate the learning of
ultra-modern surgical techniques.

www.implantologie-heidelberg.de

“For some dental specialists, this
referral model will significantly
enhance their relationship with physi-
cians and their referring dentists,” said
Dr. James McAnally, CEO of Big Case
Marketing.

The program from Big Case Market-
ing includes clinical protocol manuals,
administrative protocols, in-office clin-
ical forms, physician referral forms,
and physician-dentist-patient referral
communication letters.

ChaseHealthAdvance financing
options, a division of Chase Card Ser-
vices of JPMorgan Chase, is offering
a complimentary copy of the Evalua-
tion & Management of the Oral Body
Inflammatory Connection guide upon
enrollment to both dentists and physi-
cians.

“Our patient financing product
can help more patients accept the
treatments their health care provid-
ers prescribe to them by breaking up
treatment costs into more manageable
monthly payments,” said Barry Trex-
ler, senior vice president of sales and
marketing for ChaseHealthAdvance.
“We give all approved patients a credit
line of at least $5,000.”

Information about the referral and
marketing system is available from
Big Case Marketing at www.BigCase
Marketing.com.

For ChaseHealthAdvance financ-
ing, call (888) 388-7633 or visit wwuw.
advancewithchase.com/guide.

Institute for Dental Implantology
Bahnhoffstr. 64

69151 NECKARGEMUEND

Phone: +49 (o) 6223 / 73819

Fax: +49 (0) 6223990815
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Dental tissue engineering products
in the U.S. market to double by 2015

By Heather Paterson, BSc & Kamran
Zamanian, PhD

Use of tissue engineering is a rap-
idly growing trend in dental offices
across the United States. Used in
dental bone graft procedures, tissue-
engineering products initiate osteo-
genesis and the selective regrowth
of supporting tissues.

Tissue engineering enhances
osteoinductivity to increase the rate
and volume of bone regeneration,
leading to increased success in den-
tal bone grafting.

The U.S. market for tissue engi-
neering is expected to reach nearly
$50 million by 2015.

New products drive adoption

In 2009, the market for dental tissue
engineering was composed of only
three products: GEM-21S, distribut-
ed by OsteoHealth; INFUSE, distrib-
uted by Medtronic; and Emdogain,
distributed by Straumann.

Emdogain was approved by the
FDA in 1999, while both GEM-21S
and INFUSE did not enter the mar-
ket until after 2005. Tissue-engi-
neering products are gaining more
acceptance from dentists and oral
surgeons, allowing them to be used
in a wider range of dental proce-
dures.

The continued introduction of
new, competitive products will drive
the adoption of tissue engineer-
ing to improve the effectiveness of
bone grafting, especially in elderly
patients.

Expands patient base for dental
bone grafting
Bone regeneration is enhanced with
tissue-engineering products, allow-
ing dental bone grafting procedures
to be performed on patients who
would otherwise not be able to
receive such treatment.
Tissue-engineering  products
encourage native bone cells, or
osteoclasts, to grow into grafted bone
material, compensating for the very

low endogenous or natural level of
growth factors in older patients.

A lucrative market opportunity
Tissue engineering products for
dental applications are expected to
remain a niche market, but their
high price and associated procedure
fees represent a lucrative opportu-
nity for dentists.

Procedures wusing tissue-engi-
neering products do not require
much more time than conventional
bone grafting procedures while gen-
erating substantially larger billing
revenues.

Autografts account for large
proportion of dental bone grafts

In 2009, over one fifth of dental bone
graft materials used were autografts,
material taken from the patient’s
own body, as shown in Chart 1.
Other types of bone graft substitutes
include allografts, demineralized
bone matrix (DBM), xenografts and
synthetics.

Autografts are widely consid-
ered as an optimal material for
bone grafting due to their inherent
growth factors and natural scaffold-
ing. While autografts have no com-
mercial price, the time required to
harvest them is an opportunity cost
for dental professionals.

Autograft materials are generally
used immediately after the extrac-
tion of the problematic tooth and
often combined with another type of
bone graft substitute.

The volume of autografts used
is expected to grow at a compound
annual growth rate (CAGR) of 8.3
percent by 2015.

Strong recovery expected in dental
bone graft substitutes market

The U.S. market for dental bone
graft substitutes (BGS) experienced
a large decline in late 2008 through
2009 due to the economic reces-
sion, which resulted in a decreased
demand for dental implants and the
associated bone grafting procedures.

About the authors

maceutical industries.

research.net.

Heather Paterson, BSc is a research analyst at iData Research. Kam-
ran Zamanian is the head of research at iData Research. iData Research
is an international market research and consulting group focused on
providing market intelligence for the medical device, dental and phar-

The information contained in this article is taken from a detailed and
comprehensive global series on the “Markets for Bone Graft Substitutes
and Other Biomaterials 2009,” which is available for purchase from
iData Research and includes coverage on the United States, 17 countries
in Europe and three countries in Asia Pacific.

iData also offers global market intelligence reports on the dental
implant, dental prosthetic and dental CAD/CAM markets. For more
information about this and other reports on the dental industry, call
(866) 964-3282, e-mail dental@idataresearch.net or visit www.idata

Source: iData Research Inc

Synthetic

Autograft

Chart 1: Dental bone graft substitutes by material type, U.S., 2009.
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Source: iData Research Inc.
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Chart 2: Markets for dental implants and bone graft substitutes, annual

growth rate, U.S., 2005-2015.

Many consumers lost financial
confidence and limited their spend-
ing for dental implant procedures
and bone grafts.

With fewer patients, practitioners
were reluctant to purchase as many
implants and bone graft substitutes.

However, the dental bone graft
substitutes market closely follows
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that of dental implants and is expect-
ed to show a strong recovery in 2010,
returning to double-digit growth
rates.

The bone graft substitute market
is expected to grow faster than the
dental implant market as long as
prices for BGS materials increase
faster than those for implants.
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Making sense of
digital radiography

By Lorne Lavine, DMD

The look and feel of the modern dental prac-
tice has changed dramatically over the past 10
years. Systems that were once paper-based have
now moved into the digital realm. In many dental
advances over the past few years, there’s no doubt
that the technology has been the driving force in
this process. This is as true in other fields as it has
been in dentistry.

In the early 1990s, intraoral cameras were all
the rage. In the late ’90s, it was digital cameras. At
present, no other topic seems to generate greater
interest than digital radiography. While entire
books can be written on the subject, the goal for
this article is to focus on how digital radiography
can improve the profitability of the practice, par-
ticularly by improving case acceptance.

In Part II, which will be published in a few
weeks, we’ll take a closer look at the infrastruc-
ture that is required as this is often overlooked by
many practices.

Having worked with hundreds of offices that
have installed digital radiography, the biggest
hurdle to adopting this technology is financial.
While these initial costs are high, there is little
doubt that using digital radiography can definitely
help the bottom line of the practice by increas-
ing patients’ willingness to come to the practice
and accept treatment. There are a number of key
areas where digital radiography makes sense.

Image size and quality matters

There is no doubt that in order to increase case
acceptance, we have to improve our ability to
diagnose disease, and the vast majority of dental
practices find digital radiography to be superior
to film.

In a recent survey, over 73 percent of the
respondents claimed that they found digital radi-
ography to be more diagnostic than film. There
are a few reasons for this.

First, there’s a big difference between seeing
a life-size image that is around 1 inch compared
to an image magnified to fill up a typical 17- or
19-inch screen. Secondly, and just as important,
all digital radiography software gives us incred-
ible tools to improve diagnostics. There are a few
programs that really simplify this process.

For example, XDR, a smaller company from
the Los Angeles area, offers a “caries” icon and
a “perio” icon. One click of the icons will apply
numerous filters and enhancements to bring out
the diagnostic features of the image with minimal
muss and fuss.

One thing to keep in mind, however, is that if
it’s necessary to enhance every image in order to
make it diagnostic, then there’s probably some-
thing wrong with the exposure times on the X-ray
head or other problems. It’s not an efficient use of
your time if you have to modify every raw image
that you take.

Timesaving

A practice that is efficient and saves time will be
very attractive to your patient base, many who are
busy and would prefer to minimize the time spent
in the office. The time saved with digital radiog-
raphy is quite significant. However, it’s important
to understand that the time saved is limited to the
hard sensors.

While an excellent option for many offices,
phosphor plate systems do not provide any time-
saving over traditional film. Many offices can
start and finish a full mouth series of radiographs

~I page 10A
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Fiscally fit in 2009

Tax breaks and limited-time laws make 2009 the right time to invest in your practice

By Keith Drayer

The American Recovery and Rein-
vestment Act of 2009 was signed into
law on Feb. 17 with some of the best
benefits having limited remaining
time eligibility.

Small business owners have lim-
ited time in 2009 to benefit from
the most lucrative tax incentives for
acquiring technology and/or equip-
ment.

If your practice is ready to buy
equipment or software, the tax
incentives for doing so are better
than ever. These benefits will expire,
or be reduced, as of Jan. 1, 2010.

The American Recovery and Rein-
vestment Act accompanied by lower
interest rates make this a strategic
time to invest in your practice to
meetl the demands of today’s health
care industry.

Because of these beneficial con-
ditions, installing equipment and
technology in 2009 can create a cash
flow win-win for health care practi-
tioners “in the know.”

Can you deduct $250,000?

For the 2009 tax year, many small
businesses may potentially deduct
up to $250,000 if the equipment or
software is placed in service.

This valuable break is the Section
179 depreciation deduction privi-
lege, and it is an exception to the
general rule that you must depreci-
ate equipment and software costs
over several years.

Section 179 is an annual “use it
or lose it” accelerated deduction
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benefit that optimally lowers taxable
income.

The bonus depreciation is allow-
able for regular and alternative min-
imum tax (AMT) purposes for the
tax year in which the property is
placed in service.

Property eligible for this treat-
ment includes:

e Property with a recovery period
of 20 years or less (almost all dental
equipment).

e Standard software/practice-
management software.

Who can take the deduction?

This deduction is available whether
you are a sole proprietorship, part-
nership or corporation (S corpora-
tions are subject to different rules).
If you plan to acquire equipment in
the near future, purchasing it before
year’s end is prudent.

What type of financing is eligible?
Utilizing a finance agreement or
capital lease to acquire technology
or equipment will qualify for this
benefit, while true leases or fair
market value agreements will not.

If you use a finance agreement
to acquire your equipment and you
have deferred payments, you may
file your tax returns and achieve the
benefits before you have made any
payments.

Avoid last-minute decisions

Don’t wait too long to acquire
technology or upgrade your office.
Although it is true that you can
have equipment placed in service
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* This article appeared in our August
editions, but as the year is about to come
to a close, we felt it beared repeating.
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Annual Internal Revenue Code Section 179 Example
Calculations Equipment not
more than $800,000

A. Equipment price $300,000
B. Section 179 deduction $250,000
C. 50% bonus depreciation

A-Bx050) $25,000
D. 2009 MACRS deduction

(A-B-Cx0.20) $5,000
E. Total first year tax deduction $280,000
F. Combined federal and state tax

bracket 38%
G. Total 2009 tax savings as a

result of capital expenditure $106,400

(ExF)
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by Dec. 31 to take advantage of
the incentives, waiting much longer
may mean that you will settle on
your selections because of dimin-
ished year-end choices.

Now is the right time to meet with
an equipment or technology special-
ist and discuss acquiring the optimal
production-enhancing technology
and equipment that will help your
practice stay fiscally fit.

Don’t forget bonus depreciation
Your practice may generally claim

first-year bonus depreciation deduc-
tions equal to 50 percent of the cost
that is left over after subtracting
allowable Section 179 deductions
(if any).

If your business uses the calendar
year for tax purposes, you only have
until Dec. 31 to take advantage of the
generous $250,000 allowance.

Don’t wait to see if 2010 will pro-
vide the same opportunity. Act now
and take advantage of all the ben-
efits available through this current
legislative windfall.

About the author

Keith Drayer is vice president
of Henry Schein Financial Ser-
vices, which provides equipment,
technology, practice start-up and
acquisition financing services
nationwide.

Henry Schein Financial Servic-
es can be reached at (800) 853-
9493 or hsfs@henryschein.com.

Please consult your tax advisor
regarding your individual circum-
stances.
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When 1t's Time to Buy, Sell, or Merge Your Practice
You Need A Partner On Your Side

ALABAMA

Birminglam—A_ Opa, 2 Hygiene Rooms, GR 675K #10] 08
Birminglarm Suburb—3 Ops, 3 Hygiene Rooms § 10106
CONTACT: Dr. Jim Caole 00 404-313-1374

ARIZONA

Arzona—Doctor seeking to purchase general denral pracoce,
#12110

Shaw Low—2 Ops, 2 Hypgiene Booms, GR in 2007 8645,993%
Phoeniz—General Dentise secking Peactice Purchise Opporeiumey
12108

Ploeriz—4 Ops - 3 Eguipped, GR 3515K 4, 3 Working Dayy
#2113

Mo, Scotrsdale—Greneral Denrist Seebong Practice Purchase
Opportunity 812104

Urban Tuesan— Ops - 4 Equipped, | Hygicoe, GR §900K
12112

CONTACT: Tom Kimbel & £02-316-3219

CALIFORNIA

Alruras—5 Ops, GR $611K, 3 1/2 day work week #14279
Bakersfield—7 Opa, 2,200 5. fr., GR $1,916,000 #1429

El Sorbrante—3 Ops - 3 Equipped. 1,300 sq, fr., GR $350K
#14302

Fresno—3 Chpa, 1,500 sy, fee, GROS81,064,500 #4250
Fresno—3 Ops, |00 4q. fr., GR 386K, Same loc 24 yrs #14208
Fresno—4 Ops « 3 Equipped, Equipmene 2 years old 14297
Greater Auburn Area—4 Ops, | 8K sq. fr., GR 765K 814504
Madera—T Ops, GR $1,921 467 111283

Modesto—12 Opa, GR £1,087 000, Same loc for 10 yeirs
#4289

N Califomin Wine Conntry— Ops, 1,500 sq. fi., GR $958K.
#14296

Paorrerville— Ohps, 20000 sg. fr, GR 52 280000 814291

Red Bluff—8 Ops, 2008 GR §1,006,0096, Hygiens 10 days a wh
#14252

San Francisco—4 Ops; GR 875K 1300 sq fr, #14288

Sun Francisco—Patiens buse sale, Apx 700 perienes 014303

San Jose—d Ops, 14295

Sonrh Lake Tahoe—3 Ops, 647 4q. fr., 2007 GR $534K #14277
Sunnyvale—3 Ops - Potental for dech, GR 827 1K #4285
CONTACT: Dy Dennae Hoover 80 BO0-519-545%

Dixon—4 Ops, 1,100 sq. fr, GR S122K 114265

Girass Valley—3 Ops, | 300 s, fr, GR $7 14K R14272
Redding—3 Ops, 2,200 sq. fr., GR 81 Million #14293
San Francisco—4 Ops, 1,100 sq. fr., GR 406,600, 814299
Yubu Cry—73 ops, 4 days byg, TA00 s, fr. 914273
CONTACT: Dy Thomas Wagner @ 9]06-812-325%

Palm Springy—3 Ops, GR 890K #14300
CONTACT: Maria Moling & 3239743552

Ranchi Maggaria—A Opn, 1,200 5q, fi., Take over lease 214501
COMNTACT: Thinh Tran & Q49-5353-8508

CONNECTICUT

Fairficld Arca—Genicral pracrice daing $800K #16104
Seuthburgg—2 Ops, GR $250K #16111

Wallingford— 2 Ops, GR $600K. 816115
CONTACT: . Perer Groldberg @ 617-680-2030

FLORIDA
Minmi—3 Ops, Full Lab, GR $835K #18117
CONTACT: )it Puckett & B63-287-8300

Jacksonville—GR $1.2 Millioas, 3000 sq. fr., 7 Ops, 8 days
lygiens #18118
CONTACT: Deanna. Weghe @ B00-T30-8R83

GEORGIA

Atlanea Suburb—3 Ops, 2 Hyglene Rowns, GR 861K #19125
Atlunes Suburb—2 Ops, 2 Hygiene Rooms, GR 3633K #19128
Addanta Subuirb—3 Ops; 1,270 g, fr,, GR §433,563 2197131
Dublin—Busy Pediatric practice seeking associnte 819107
Mucor—3 Ops, 1 625K sq. fr., State of rhe wrr equipment #19103
MNarth Atlanea—3 Ops, 3 Hygiene, GR 678K+ 019132
Northeast Atlanm— Ops, GR 750K #19129

Muorthern Geurgin— Ops, | Flygieoe, Est, for 43 years #1941 10
South Georgin—2 Ops, 3 Hygiene Rooms, GR $722K+ #1091 33
Sourh Georga—1,800 sq, It., GR 400K 919124

CONTACT Dr Jim Cole @0 404-513-1573

ILLINOIS

Chicigo—I O, GR $T00K, Sale Price $461K 222126

I Hr SW of Chicago—35 Ops, 2007 GR $440K, 28 vears old
#22123

Western Soburbs—35 Ops, 2-2,000 3q. fr., GR Approx §1.5MM
#2120

CONTACT: Al Brown @ 630-7T81-21706

INDIANA
St Joseph County—GR 3270K on u 3 12 work week. #23108
CONTACT, Dennng Wright n 800-7 30-H845

MARYLAND
Sowrhern—1 1 Ops, 3,500 sg. fr., GR £1 840,628 229101
CONTACT. Sharon Musoetzy & 484-THS-4071

MASSACHUSETTS

Baston—2 Ops, 2 Hyghene, GR 36508 #3013

Buostoin—2 Ops, GR 252K, Sale $197K 030122

Boston Sourhshore—3 Ops, GR $300K. #30123

Morth Shore Area (Essex Couneyd—3 Ops, GR 8500k #301 26
Somerville—GR 700K 430108

Western Massachuseris—3 Ops, GR §1 Mill, Sale 331 2K #30116
CONTACT: Dr, Peter Goldberg 00 68 7-680-2930

Middle Cupe Cosl—6 Opss, GR SWHNIK, Sale price $67TK 430124
Bosron—2 Ops, | Hygiene, GR 3310-310K 030125

Miskilesen Conney—T Cps, GE Mid $500K 730120

New Bedford Area—38 Ops, $650K #30119

CONTACT: Alex Livvak @ 61 7-240-2582

MICHIGAN
Suburboan Deeroit—2 Cips, 1 Hygene, GR $325K #3110%
CONTACT Dr. Hm Davidd @ 386-3 3006

MINNESOTA

Crow Wing Connty—1 Ops 432104

Fargn/Moorhead Aren—1 Op, GR 3185K. #352107

Central Minnesota—Mobile Practice. GR 3730K+, #32108
Minneapolis—Lookmyg for sssocaie £5210%

Rochrsrer Area—Looking for associtee 832100

CONTACT. Mike Minor @& 612-961-2132

MISSISSIPPL

Eustern Central Mississippi—10 Ops. 4685 sg. fr.. GR 1.9
Million n33101

CONTACT Deanna Wright @& S(N-730-8843

NEVADA
Ren—TFree Sanding Bldg , 1500 sq. fi., 4 Ops, GR 763K #37106
CONTACT: De. Dennis Hoover @ 800-319-3458

NEW JERSEY
Jersey Ciry—2 Ops, GR $216K, 2 days @ week 839107
CONTACT: De Dan Cohen 8 B45-400-3034

Marlboro—Associate positions available #39102
CONTACT: Sharon Mascetei 66 d84-785-4071

NEW YORK

Brooklyse— Ops, 2 Hygiene rooms, GR &1 Million, NR 600K
#q1108

Heeaklyn—23 Ops {1 Fully equpped), GR $175K #41113
Woadstock—2 Ops, Building lso available for sale, GR $600K
g1z

CONTACT: Dy. Don Cohen @ B45 00030534

Oneonte—3 Ops, Approx 1200 sq. & #4110]
CONTACT. Deanna Wrighe & BO0-7 308883

Syraiuise Ares—i6 Ops all compuiterized, Denonix and Dexis #1104
CONTACT: Dannu Bambrick & 51 5-4 300045

Syracuse—4 Ops, 1 B0 2. (b, GR in 2007 over $TOOK #41107
CONTACT: Marty Hare 80 315-263.1313

New York City—Specialty Proctice, 3 Ops, GR $400K 841109
CONTACT: Richard Zalkin & 631-851-6924

NORTH CAROLINA

Charlotee—7 Ops = 5 Equipped #42142

Foorhills—5 Oyps a:42122

Mear Pinelntst— Dental emerg clinic, 3 Ops, GR in 2007 §373K
#4421 34

New Hanover Cry—A pracrice on che coasr, growimg aren 842145
Raleigh, Cory, Durham—Dioctor looking ta purchase 842127
CONTACT: Barbur Hlandee Parker & 91 9-848-155%

OHIO
Medinu—Associnte wo buy L3, peit of proctice in future, 844150
CONTACT: Dy, Don Moorhead @ 4A0-H23-8037

PENMNSYLVANIA

70 Miles Ourside Pivrsburgh—4 Ops, GR £1 Million #7137
Maortheast of Pittsburgh—3 Ops, Victorian Mansion GR 812+
Millin #7140

CONTACT: Dan Slain W 412-855-0337

Lackawanug County—4 Ops, | Hygiene, GR $515K #7134
Chester County—High End Office, 4 url's, Digieal, FFS & a1 few
PPCs 847141

Philadelphi County (N Opn, GR $500K <, Est 29 yeans
#7142

CONTACT: Sharon Mascert &0 484788407 |

RHODE ISLAND
Southern Rhode Island—4 Ops, GR $730K, Sale $4536K 248102
CONTACT: D, Pever Goldberg & 617-680-2930

SOUTH CAROLINA

Columbia—7 Ops, 2200 sq. fi., GR $678K #49102

Hilvon Mead—Dentise seeking to purchase s practice producing
FI00K o year 449103

CONTACT: Scont Carnoger OF TOA-51 44700

TENNESSEE

Clttanoogs—For sale 831 1K
Elizabechon—GR $400K #51107
Loudon—GR 600K #31108

CONTACT: George Lane W0 H65-414-1327

TEXAS

Houston Area—GiK 211 Million wiady, ner income over 33008
32103

CONTACT: Dewnng Wirighe & S00-7 308883

For a complete listing, visit www.henryschein.com/ppt or call 1-800-730-8883
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