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Harvest Time

A few days ago, as | walked out my front door, | was surprised by an
unexpected change in temperature. The air was cooler, a welcome
relief after a summer of record high temperatures. The refreshing
change made me think about the onset of fall, the season when the
harvest begins for many farmers and the back-to-school harvest ends
for many dentists. Yet the most productive practices have learned to
extend the harvest, to reap in August, September, and throughout
the fall season.

To help your practice reap the best possible harvest this fall, this issue
of Dentrix Magazine includes several articles that provide suggestions
to maximize production and collection with Dentrix. In her article,
“Act Now to Boost Year-End Profits” (page 16), contributing editor
Erin Brisk explains how you can use Dentrix to identify and contact
patients who have treatment plans and remaining insurance benefits.
Practice administrator and consultant Jill Nesbitt shares proven
strategies to collect overdue accounts (page 24). And, because you
will almost certainly receive visits from new patients this fall, authors
Jim Philhower and May Wescott recommend customer service tactics
and Dentrix tips to create an exceptional new patient experience
(page 10).

I hope you enjoy reading these and other articles in Dentrix Magazine.
Please consult the reading guide on page 2 to find the articles that
correspond to your responsibilities in the dental practice. And
remember, every issue of Dentrix Magazine is available online at
www.dentrix.com/magazine. Download yours today.

Regards,

“‘Lgl.'ém

Matt Singerman
Editor

dentrix

MAGAZINE

Editor:
Matt Singerman

Senior Editors:
Roger Gagon, May Wescott

Contributing Editors:
Erin Brisk, Sean Eyring, Gary Frazier,
Damon Graves, Gentry Winn

PRODUCTION

Production Director:
Eric Wyatt

Production Designers:
Amber Ahlberg, Mark Vermeulen

ADVERTISING

Advertising Director:
Michael Astle

Advertising Editors:
Mary Blair, Tatia Meghdadi,
Jeff Walpole, Jason Werner

ADVISORY BOARD

Kevin Bunker President

Brian Peterson Vice President of Sales

Michael Allsop Vice President of Marketing
Steve Roberts Director of Product Strategy
Rhett Burnham Director of Product Management
Howard Bangerter Product Manager

Adam McDaniel Product Manager

Tammy McHood Product Manager

Dentrix Magazine is published four times a year for
the benefit of Dentrix customers. Copyright ©2013 by
Henry Schein Inc. All rights reserved. Dentrix, Henry
Schein and the 'S’ logo are registered trademarks of
Henry Schein, Inc. All other trademarks are property
of their respective owners.

To contact Dentrix Magazine, send correspondence
to Dentrix Magazine, 727 East Utah Valley Drive,
American Fork, UT 84003; call (801) 763-9300; or send
email to dentrixmagazine@henryschein.com.

Although published material is intended to be
accurate and free from error, typographic or
otherwise, Henry Schein will not assume liability for
loss or damage as a result of reliance on this material.

¥4 HENRY SCHEIN®



DEPARTMENTS

0?2 READING GUIDE

04 DENTRIX NEWS
0@ TIPS & TRICKS

2,2 THE DENTRIX OFFICE MANAGER
— Use Dentrix to Resubmit a Partial EOB

Learn how to split an insurance claim in the Ledger so you can process a
partial payment.

23 FROM THE COACH
— Save Time with Online Forms

Save time and increase customer satisfaction by allowing patients to
update their medical history and patient information forms online.

24 BUSINESS OF DENTISTRY
— Proven Strategies to Increase Your Collections

Help yourself move into a higher collections percentage on past due
balances by using these tips to work with overdue accounts.

2 6 TECHNOTES
— Wi-Fi for Your Waiting Room

Learn how adding a Wi-Fi network to your waiting room can benefit
your practice.

28 CONNECTED SPOTLIGHT SOLUTION

— OfficeSuite Dental and Dentrix: Increase Revenue by
Maximizing Patient Interaction

Learn how OfficeSuite Dental integrates with Dentrix to improve
front-office efficiency and patient customer service by automatically
displaying detailed patient information each time patients call

your office.

Dentrix Magazine Volume 25 Issue 3— Fall 2013
www.Dentrix.com/Magazine

COVER STORY: CREATING AN
EXCEPTIONAL NEW PATIENT EXPERIENCE

Excellent customer service can turn

a new patient into a lifelong patient.
Learn how you can use your Dentrix
software to create an exceptional new
patient experience.

ACT NOW TO BOOST YEAR-END PROFITS

Let Dentrix help you find patients with
outstanding treatment and remaining
insurance benefits so you can get them
scheduled before the end of the year.
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HOW TO LEARN MORE

If you want to learn more about the Dentrix topics featured in Dentrix Magazine, check out these self-paced learning resources.

Dentrix Help Files

In the Dentrix Help Files, you can explore a comprehensive
list of conveniently indexed topics or search the topics for key
words. To search the Help files, from the Help menu in any
Dentrix Module, click Contents, click the Search tab, type a
search phrase or topic name, click List Topics, and then under
Select Topic, double-click the topic name. Tip: To turn off the
search highlights, press F5.

2 | www.Dentrix.com/Magazine

Dentrix Resource Center

The Dentrix Resource Center offers an online library
of on-demand software training videos, downloadable
product manuals, and a knowledgebase of technical support
articles. Access is free for dental practices on a Dentrix
Customer Service Plan. Log in today at www.dentrix.com/

resource-center.
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Dentrix News

¥ New Insurance Carrier Connections

DENTRIX -Claims DENTRIX® Attachments

Dentrix now has an eClaims connection with several new You can now reduce the need to duplicate X-rays, photos,
payors. If any of your patients are using these carriers, you and other supporting claim documents by sending electronic
can reduce paper claims and submit claims through Dentrix attachments to the following payors:
instead.

PAYOR ID PAYOR NAME

PAYOR ID PAYOR NAME 53287 Blue Cross Blue Shield of Delaware
36659 United Food & Comm Workers Unions .

& Employers Midwest Health Benefits Funds 93200 Regence BlueCross BlueShield of WA
37118 Benefit Plan Administrators of VA CB850 Regence BlueCross BlueShield of OR
38194 Group Health Managers (EHC Central) CBID2 Regence BlueShield of Idaho
75068 Assurant Health Self-Funded
86066 Hawaii Mainland Administrators CXo91 MCNA Dental Plans
93842 Securian DDPHS Delta Dental Public Health Services ADDP
CXm UFCW Local 655 TLU43 Regence BCBS of Utah
HTD99 Health Tradition—MMSI
IDIND Delta Dental of Illinois Individual Plan

LAHF1 Local 17 Fund — International Assoc. of Heat DE"TR’X® eEOB

& Frost Insulators
A benefit of Dentrix G5 is the ability to receive EOBs

TFQ67 Samba Federal Employee Benefit Assoc. . .
electronically. The following payors are now connected to
TLUO2 Administration Systems Research Corporation provide this service.
TLUO2 ASR Health Benefits
o PAYOR ID PAYOR NAME
Loz Physicians Care 23281 UPMC Health Plan
TLUO2 Physicians Care Health Plus 38217 Priority Health
TLUO2 Physicians Care Network (M) 59297 Employers Mutual
TLX17 FirstCare Health/FirstCare 59332 WEB-TPA
Administration Services 71063 HealthSCOPE Benefits
TLX92 ACMG of h li
CMG of South Carolina 71412 Mutual of Omaha Insurance Company
TP f Health PI fMN
€0 Sanford Health Plan o 75261 Community Health Electronic Claims
75261 CHEC
75261 WEB-TPA
CKKS1 Medicaid of Kansas

View the entire list of electronic payor connections using
the Payor Search Tool at www.dentrix.com/products/eservices/
eclaims/payor-search.aspx. You can search for specific payors or
download the complete payor list.

4 | www.Dentrix.com/Magazine
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Join us for a half-day seminar on Dentrix
tips and tricks to help you and your practice
achieve new levels of productivity.

Dentrix experts will teach you tips and tricks to:

e Prevent overdue recall and unscheduled treatment
e Reduce no-shows and keep your chairs full

® Improve and streamline the patient billing process
e Simplify and automate insurance billing

and claim tracking

You will also discover features that help you to:

e Collect and manage accurate patient information
® Improve and simplify schedule management
e Streamline patient payments and track
practice profitability
e Keep your database up to date and properly
backed up

Who should attend:

Doctors, office managers, dental assistants
and other front office team members who need
to learn more about using Dentrix and eServices

to improve productivity.

Insight Seminars offer quick, high-level tip
and tricks

Join us for a morning seminar, enjoy breakfast and gain
valuable insights on improving your productivity. You'll
also receive a Dentrix Insight Kit with step-by-step
guides for applying what you learned when you return

to the office that afternoon.

Note: CE credits are not offered as part of the Insight Seminar training.
For advanced, hands-on training using a computer we recommend you

attend a workshop. Visit www.Dentrix.com/Workshops

9:00 a.m. to 1:00 p.m.
Continental breakfast

Free parking

To see the full agenda, visit
www.Dentrix.com/InsightSeminar

Space Is Limited. Register Today!

Visit www.Dentrix.com/InsightSeminar
or call 866-367-2711
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The tips in this section describe valuable but easily overlooked Dentrix features that
simplify workflow and increase efficiency. Find the tips that correspond to your role
in the practice and try them out today. Start making your job easier and your practice

more profitable.

'. Dentrix Document Center - Croshy, Brent L (Brent) [

V& & L2CE03

Screen Capture Tool

Dentrix G5 includes a screen capture feature that allows
you to capture any image on your computer screen,
including graphics, images from third-party software,

Showing Transaction Links
Using the Show Transactions Links tool you can quickly
identify every transaction linked to an insurance claim. With
Show Transactions Links activated for a claim, Dentrix high-
lights the claim, procedures, payments, and adjustments (if
any) associated with it in the Ledger transaction log.
To view the transaction links for an insurance claim:

1. Select a claim from a patient’s Ledger.

2. Click the View menu and select Show

Transaction Links.

Dentrix highlights every transaction entry that is linked to
the one you selected. This can really help you make sense
of a potentially confusing Ledger full of entries.

X-rays, perio charts, and Web pages. These images can
be stored directly in a patient’s Document Center.
To use the Screen Capture feature:
1. From the Document Center toolbar, select
Acquire > Screen Capture.

. From the Screen Capture dialog box, select
Start Capture. The mouse icon changes from an
arrow to a cross-hair icon.

. Click and drag over the area of the screen you
want to import into the Document Center. When
you release the mouse, the image is automatically
stored in the patient’s Document Center.

For more information about using the Screen Capture
feature, log in to the Dentrix Resource Center and view
knowledgebase article #61031. Expand the Dentrix

G5 option, and view the short video titled “"Dentrix G5
New Features.”




Viewing Daily Production Amounts =8 EeE
If you're setting daily production goals or you just want to see how productive your day _ -

is going to be, try viewing the Scheduled Production Amount in the Appointment jl ‘EI
Book. With this feature enabled, you can view your scheduled production amount

just by glancing at the Appointment Book. It's displayed in the top-right corner of the - Hobensmdam::“‘
Appointment Book next to the Previous, Today, and Next buttons. | CnFlcBmits

To enable this feature: Ioper et

1. From the Appointment Book menu, click View. : Eifi,,a.

2. Select the view you're using and click Edit. The Select View dialog box appears. ||

3. Check the View Amount option and click OK. T Juion Tara

4. Repeat for any other views in which you want to see scheduled production amounts. E;;%gggﬁsgﬁ,;esCmPasum

Note: Dentrix rounds production amounts to the nearest dollar and camouflages

0230

i i i i i i Earhart, Megan
them by adding a zero in front of the amount, making it less likely that patients S

will associate the number with revenue. ; ggﬁqﬁf}?ﬁﬂ-ﬁﬁﬁ

Hiding Social Security Numbers Changing Providers for Selected Procedures

Did you know you have options about how Social Security When an appointment is set complete from the Appointment
numbers are displayed in Dentrix? With identity theft on the Book, the procedures are assigned to the appointment

rise, many people worry about where their Social Security provider. However, in some cases (like hygiene appointments)
number might show up. Choosing one of these options can the procedures should be posted to multiple providers. You
help your office keep sensitive information safe. can quickly change the provider for a completed procedure by
following these steps:

1. Open the Patient Chart and select the patient.

2. Inthe Progress Notes panel, select the completed
procedure(s) that should be posted to a different
provider.

3. Click the Change Provider for Selected Procedures
button. The Select Provider dialog box appears.

4. Select the correct provider for the procedure(s) and
click OK. The provider is changed for all highlighted
procedures.

By changing the procedures assigned provider from the Chart,

1. Inthe Office Manager, go to Maintenance > Practice
Setup > Preferences and open the General Options tab.
2. Under Additional Options, select Hide Social
Security Number. Then choose an option from the
drop-down list as to how the number will be hidden:
¢ Hide Completely - Removes the number from
view (the field appears blank)
¢ Mask Completely - Replaces the digits of the
number with the “#” symbol
e Mask All but Last 4 Numbers - Replaces the
first five digits with the "#" symbol but displays

o you can change multiple procedures at the same time, saving
the last four digits

you time, and your patient records will more accurately reflect

Note: You will still be able to view the Social Security the patient's care.

number from the Patient Information dialog box in the
Family File and the Update Patient Information dialog I e PG

box in the Questionnaires module. BELEELOOG
Ele Qpfioss Yiew Setup Help

P8 i- [
o AL TR ETA

General Options. | Prirt Options | Statement Forms | Paths |

Papment/Adjustment Options: Additional Options:
Default Assignment of Papments/Adjustments to: Instances of Treatment Planner
" Famiy % Curent Patient I Perio Beep on Enlry
[™ Suspend Patient Alerts
[~ Suspend Treatment Aiea Flags
[~ Suspend Referral Print Reminders
Hide Social Secunty Number

Show Close Message Mask All but Last 4 Numbers

Hide Completel
[ Patient Chart I~ Selectal Selask Completely ks
[ Perio Chart patMask Al but Last 4 Numbers

[ Treatment Planner I~ Use Simple Select Patient In Al Modules
[ Document Center
[ Questionnaires

Default Payment Allocation:

[Spit Payment, GuarantorAccount Estir = |

Default Signature on File for New Subscribers
Dental Insurance:

Startup Opti I™ Releass of Information
artup Options

¥ Automalically Check for Updates [ Assignment of Benefts

™ Automatically Launch Office Journal Medical Insurance:

[¥ Start Quick Launch on System Startup I Release of Information

¥ Start Launcher on System Startup [™ Assignment of Benefits

OK Cancel
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How do you spell “anesthesia”?

Did you know that all editable note fields in Dentrix include a spell check option? Be sure
to use this feature so that your notes are free from misspelled words, making them more
accurate and professional. Simply enter the text of your note in the field provided, and
click the Check Spelling button. The Check Spelling dialog box opens and works just like
any standard spell-check tool. It's quick and easy to use!

Remarks for Unusual Services

Mates from Procedures Claim Remarks Inzer D ateling

- Fri-fwug 2, 2013 -
Previous endo on tooth #21. Insufficient tooth EIERRIEE and reléntion
far crown.

Check Spelling

Mot in Dictionary:
stregnht
e | : Ignore Al
——————— Suggestions: Add

-
=

strengths Change
shraight
Ch. All I
Add wards to: S5E

|userdic. the

| Options... |Dictionaries...|

More Information Button
One of the often overlooked but highly useful features
in Dentrix is the More Information window.

The More Information window displays summary
patient information, including patient contact
information, family members, appointment history,
continuing care due dates, and balance information.
You can also access the patient’s Ledger and add an
Office Journal entry from within this window. If you
click on any of the patient’s family members, you can
switch views to see the summary information for the
selected family member.

You can access the More Information window from
all patient-specific modules, as well as from the Lab

L. AR - "
1-260 E1-280 91> |  Family Balace

Case Manager, Treatment Manager, and Collections
| am (1] oo | TR
HA  Amount Past Due: WA

Manager. Simply click the More Information button to oy P & o
get started using this great feature. e S el S

Laslins. Payment 3300 5312072
LastBilling Statement Daer 77242011 m

For more information about how to use this option,
see the "Viewing More Patient Information” topic in
the Dentrix Help.
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Creating an Exceptional
New Patient Experience

Jim Philhower, Director of Dental Leadership & Development
May Wescott, Senior Editor

an you remember the last time you had an exceptional customer service

experience? How about a truly awful one? Recently, a friend shared her

best and worst customer service experiences, which both happened at the
same hotel chain. On her first visit to the hotel, she was deeply impressed by the
quality of service she received. She was so pleased with how she was treated that
she specifically chose that hotel for her honeymoon, and she returns each year on
her anniversary. In fact, that first impression was so powerful that even when she
had an awful experience a couple of years ago, the hotel kept her business.

That's the kind of customer service you want patients who are new to your
practice to experience. You want to provide an encounter that is so positive it will
keep them coming back for years. While it's not easy to provide that kind of top-
notch first impression, with a little bit of planning and some help from your Dentrix
software, you can create an exceptional new patient experience in your office.

The First Visit Appointment Call

The most important thing you need to communicate to a new patient is that
you want to see them. Too often we unintentionally communicate to a potential
client that we've got to attend to other, more important patients. We put them
on hold, we tell them we can't schedule them for weeks, or we hurry them
through that initial phone call without making them feel welcome. Does this
sound familiar? If it does, then you need to make some changes in your new
patient handling, immediately!

Start by making it a priority to schedule new patients. A recent study revealed
that by scheduling a patient within 48 hours of the initial contact, you dramati-
cally increase your show-up rates and your new patient production. Yet, almost
75 percent of dental offices are unable to schedule a new patient appointment
within that 48 hour window." Take advantage of what other practices are not
doing for new patients by reserving time in your schedule to see new clients.

DENTRIX MAGAZINE | 11



Dentrix makes this easy by allowing
you to set up provider time blocks.
Time blocks allow you to reserve
specific times in the Appointment
Book for certain appointment types,
such as new patient exams. Once
you have set up and activated a
new patient time block, you will see

To create a new patient time block,
open the Appointment Book. From
the Setup menu, click Provider Setup.
Choose your new patient provider and
click Setup. Click Add to create a new
time block. Assign a name, operatory,
and date(s) and time(s) to the block,
and select the type of appointment

Excellent customer service can turn a

new patient into a lifelong patient.

a colored border surrounding the
blocked time, which contains the
time block name and the provider
assigned to that block (Figure 1). If
you attempt to schedule another type
of appointment during the reserved
new patient time, Dentrix warns you
with a message.

that is allowed to be scheduled during
that time. Click OK to save your
settings and return to the Appointment
Book. (If the new patient block doesn’t
show up immediately, try clicking the
Perfect Day Scheduling button on the
Appointment Book toolbar.)

\} Dentrix Appointment Book
File Options View Status Setup ApptLists Help
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Figure 1 Time blocks allow you to reserve specific times in the Appointment Book

for new patient exams.

' The Changing Role of the Dental Office Manager. AADOM. 2012 Annual report. http://www.dds1800.com/
whitepapers/The_Changing_Role_of_the_Dental_Office_Manager/. Accessed on 4/5/2013.)

12 | www.Dentrix.com/Magazine

Make a Personal Connection

During the initial phone call,
make sure to gather some personal
details about the patient. Document
this information in the patient’s
appointment note by double-clicking
on the new patient appointment and
typing the details in the Notes field
(Figure 2). On the morning of the
appointment, these notes will show up
on your Daily Huddle report so that
you can review them in your morning
staff meeting.

When the patient arrives, refer to
the notes so you can personalize your
connection with the new patient. You
can say things like, “So, | noticed that
you were referred by Jane Deacon.
How do you know Jane?” or “| heard
that you moved here from Cincinnati,
what brought you here?” By taking
the time to gather, review, and talk
about these personal details with new
patients, you emphasize that you are
interested in them for more than just
their business.

The VIP Phone Call

Nothing will make a patient feel
more valued than receiving a personal
greeting from their “new” doctor even
before they arrive. Make it a part of
your new patient experience for the
doctor to call potential patients two
days before their first visit. The call
doesn’t have to be long, but it should
give the doctor the opportunity to
thank the patient for choosing your
office and to ask if the patient has any
specific concerns or questions before
the scheduled appointment. This
simple phone call serves to remind the
patient about the appointment while
also making the patient feel like the
Very Important Patient they are.

You can simplify the process of
making these phone calls by creating
a new patient phone call list for your
doctor in the Office Journal. To add
a call to the list, open the Office
Manager, and then click the Office
Journal button. Since you're opening
the Office Journal from the Office
Manager, you'll be prompted to choose
a staff member. Select the doctor’s
provider ID and click OK. Then, from
the Office Journal, click Add Journal
Entry. Select Reminder as the Type
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Figure 2 Appointment Notes can help to make personal connections with patients

by reminding you of personal details.

<7 Dentrix Office Journal - Provider/Staff: DDSL =] &=
File Edit View Help
R ———
S| EERS
=] 10/17/2013
¥ NP Call: Hannah Gomez IRETELE
Date: 10/17/2013
Mote:
(556) 6551344, New  ~
to the area. Referred
by Mary Brown

Figure 3 The Office Journal allows you
to generate interactive New Patient Call
lists for your doctors.

annoying business behavior. In fact,
according to service industry research,
76 percent of customers believe
waiting longer than 5 — 10 minutes is
unreasonable. Forty-eight percent of
customers surveyed said that long wait
times indicate that a business is “not
well run or badly managed.”?

Yet, many dental offices think
nothing of asking a patient to sit for
that length of time, filling out paper-
work as part of their “new patient
experience.” Many dental offices
rationalize this as necessary. Perhaps
you've even gone so far as to warn
the patient, “Come in 20 minutes
before your appointment so that you
can complete some paperwork.” But
to busy new patients who are trying
to cram this visit into a lunch break,
waiting 15 — 20 minutes to be seen
feels like a huge disrespect of their
time. What makes it especially painful
is that in this day and age there’s no
need for it. Technology makes it easy
for potential clients to access new
patient paperwork and consent forms
online, allowing them to complete
these tedious time gobblers when it's
convenient for them and not when
they're in a hurry to get back to work.

If you're worried that new patients
don't want to go online to access

Make your new patients feel important

by valuing their time, making personal

connections, and respecting their opinions.

and set the Date as the day the doctor
should make the phone call. Type

the new patient’s name and phone
number in the Note field and click
OK. The doctor can either launch the
Office Journal to access the reminder
list before making the VIP phone calls,
or you can print a filtered list for the
doctor to take home (Figure 3).

Timing is Everything
Most people rank being asked to
wait as first or second on their list of

forms, don’t be. In the same service
industry study, researchers found that
87 percent of respondents would use
technology if it would save them 15
minutes of wait time.3

A Dentrix eCentral website can
make this process even more stream-
lined by not only allowing patients
access to your new patient forms,
but also by allowing them to complete
your forms through a secure Internet
connection. With an eCentral website,
you can create custom forms in the

2 "New Survey Reveals How Much Customers Hate to Wait.” http://www.greatclips.com/about-us/press-room/time-survey. Accessed online 4/12/2013.)

3 lbid
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Dentrix Questionnaires module that can
be uploaded to a special New Patients
page on your website. New clients
access the forms by typing in their
name and appointment date (Figure 4).
Once the forms have been submitted,
they show up on your computer in the
Questionnaires module. You can then
import the information directly into your
Dentrix database, saving your staff from
having to manually enter the information
(which further extends your new patient's
wait time).

Follow Up

The exceptional new patient experi-
ence doesn't end when the new patient
leaves your office. Be sure to follow up
the patient’s visit with a phone call asking
for feedback. Communicate to the new
patient that you wanted to exceed their
expectations and ask if you were able
to do so. Ask specifically what you did
well and what you can do better. End the
phone call by thanking them for choosing
you as their dental care provider.

To make certain that you're consistently
gathering the same information, add a
New Patient Exit Interview questionnaire
to the Dentrix Questionnaires module.
You can use the questionnaire as a script
for the phone call and as a place to store
the information (Figure 5). Every week,
you can open the Questionnaires module
and review the responses to the inter-
views you've stored as a way to help you
identify where your new patient experi-
ence is succeeding and where you've got
some room for growth.

Excellent customer service can
turn a new patient into a lifelong patient.
Make your new patients feel important
by valuing their time, making personal
connections, and respecting their opinions.
By taking these steps, you create a truly
exceptional new patient experience. DM

LEARN MORE

To learn more about setting up provider
time blocks, visit the Dentrix Resource
Center to view the “Perfect Day Scheduling
on-demand training title. You can learn
more about using the Office Journal by
viewing the “Office Journal” section of the
Dentrix Help. To learn more about using
Questionnaires, see the “Questionnaires”
section of the Dentrix Help. See "How to
Learn More” on page 2 for instructions on
accessing these resources.

"
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é Patient Information: Log In - Windows Internet Explorer E@

‘ @ https://www.identws/template_include/new_patient_sign_in.do?site=4745&practiceld=218198page=New+ Patient- a‘

New Patient Forms Sign In

Jane Doe

10/01/2013

terms and conditions

#100% ~

Figure 4 New patients can easily access and complete online
versions of your forms by signing on to your eCentral website.

5] Enter Mew Responses for Patient Sasisfaction Survey - Eshart, Megan (Megan] [£A0001] e a8
. =

Workshop Dental Practice - Dentrix G5

727 E Utsh Valley Drive
Buite 500
Amarican Fork UT 84003

S

Patient Satisfaction Survey

Pilease take a moment to bell us about your visits, This wil help us continue 1o impove and betier meet your needs.

When you enler our office for o dental appointment, do you receve a Inendly greeting from the receptionist andior other
members of the olfice stalf?

) Always . Usually J Ocoasionaly .} Rarsly J Never
When you call to make or change an sppointmant, is the office stalf polite, courlecus, and helphul in finding you an
available appointment date and time?

. Always .} Usually . Occasionally .J Raraly | Never
Do the dentist and azsistants take an adequats amount of time io explain your propesed treatment, ensura that you
understand, and take time bo answer your questions?

) Ay [} Usually \_J) Oecasionaly earaly ) Navar

Whan you visit aur offics, how kang do you usually walt in the feception area (after the schaduled tims of your
appoiniment) bafore you ane seated in the dental chae?

J Litthe or 0 time L) 1410 minutes 1020 minutes _) 20+ minutes
After besng ssated in the dental chair, how long do you usually wait before seeing the dentist, dental hygienist, or other
staf for treatmant?

) Ltthe o no time _J 1-10 minutes 1020 minutes () 20+ minutes

How would you rate the professionalsm of the dentisl{s) m our practice?

) Wery professional Average J Too cagual J Nt professional
Hew wokd you rate tha peok afam of tha dental hygianistis) and dantal six) in our practica?
Vary professional Average Too casual ) et predessional

How would you rate the professionaism of the receptionist{s) and other members of the office staff?

. Viary professional . Average . Too casual . Wot professional

* Idostes requred ield l:l Cncd

Figure 5 The Questionnaires module makes it easy to
follow up a new patient visit with a satisfaction survey.
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BEFORE YOU PICK UP THE PHONE!

- Improve patient satisfaction by having patient details at their fingertips
« Reduce data entry and human error for patient scheduling and questions
- Improve the ability to collect balances and settle accounts

With our integrated solution,
your staff will be able to:

>

« Reduce the duration of routine calls

Our easy-to-use cloud-based phone system OfficeSuite integrates completely with Dentrix G5
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Act Now to Boost
YEAR-END PROFITS
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ow that the back-to-school rush is over, it’s time to start thinking about the end of

the year. It's a great time to encourage patients with dental insurance to use their

insurance benefits before they expire. Many patients don't realize that they have
unused insurance benefits, or they're unaware that unused benefits expire. By contacting
your patients now, you'll be doing them a favor by helping them maximize their remaining
insurance benefits, and you'll be giving your practice a year-end profitability boost.

Dentrix has several tools and features that can make it easy to for you find and contact
these patients. You can use the Treatment Manager to get a list of patients who have
treatment-planned procedures and remaining insurance benefits, and then you can use
the tools in the Treatment Manager to contact individual patients by phone, email, or
letter. If you want to send a letter to the entire group of patients who have treatment-
planned procedures and remaining insurance benefits, you can use the Letter Merge to
merge year-end letters for the entire group at once.

Creating a Filtered List of Patients

One of the most powerful tools available is the Treatment Manger (Figure 1). You can
use the Treatment Manager to generate a filtered list that shows just the patients you
need to see. And since the Treatment Manager is an interactive list, once you've gener-
ated the custom list of patients you can work directly from the list to call patients, send
email messages, generate quick letters and quick labels, make Office Journal notes, and
enter guarantor notes.

SJ Dentrix Treatment Manager . ‘ E@g

File

View Setup  Print

|V e

Help

LY
* | patient [LastTP | TPTotal| InsEst| PatEst| PriRem| SecRem | NedtAppt [P0l [Er = R
* Adder, Michael  12/30/2012 295000 201600 3400 150320 194660 08/01/2013 06/03/2013 add g .
* Alberts, Brett A 07/16/2013 347500 160800  1867.00  1608.00 N/A 05/18/2013 - &
* Bell, Kevin 02/01/2013 393000 127040 265960  1270.40 N/A 08/16/2013  05/20/2013  kbe Vil
* Brown, Mary  02/16/2013 446100 171360 274740  1713.60 N/A 08/09/2013 09/11/2012 1M o
* Croshy, BrentL  05/06/2013 57400 65920 21430 115840 N/A 06/03/2013 1Bn B
Crosby, Shirley H 05/06/2013 220500 127850 93650  1408.00 N/A 09/05/2013  07/26/2013 1Sh r:
* Earhatt,Megan 06/11/2013 161000 106330 54670 190800  Unlim. 08/31/2013 09/11/2012
* Fawson, Jett 01/31/2013 208500  2085.00 000 200000  1500.00 01/26/2013  jett
Fox, Shawn 01/31/2013 197900  989.50 98950  Unlim. N/A
* Greene Philip  02/25/2013 226200 214120 12080 93740 239260 06/03/2013  phil o
* Hansen, Coreyl 03/02/2013 215400 214450 9.50 136700 90000 09/02/2013 02/21/2013 cha ‘ e b
* Hunt, Sharilyn)  01/30/2013 144000 111920 32080  1500.00 N/A 09/11/2012
Jackson, Carla  01/30/2013 119000  1190.00 000 240800  1500.00 08/30/2013 06/06/2013 -
4 [T | 2

Figure 1 The Treatment Manager is an interactive list you can use to find specific patients and
then contact them.

To access the Treatment Manager, from the Appointment Book click the Treatment
Manager button. In the Treatment Manager View dialog box, specify your filter criteria.
The Treatment Manager list will be generated based on the criteria you specify.

You can enter any filter criteria that makes sense for your practice, but if you're
contacting patients about scheduling an appointment before the end of the year, it's
a good idea to find patients who meet the following criteria: a) active patients, b) have
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an appointment right away, select the
patient and click the More Information
button to see a list of that patient’s
contact information (Figure 3). Call the
patient and schedule the appointment.
Then, right-click the patient and select
Hide Patient to hide them from the list
once you have contacted them.

You can also use the Treatment
Manager to contact patients who
respond best through email. Select a
patient and click the Send Message
button. A blank email message will
open. If the patient has an email address
entered in the Family File, the patient's
email address will be listed in the To:
field. You can then type the message
and send it to the patient (Figure 4).

If you want to send a letter to certain
patients, you can generate a quick
letter from the Treatment Manager that
shows patients their treatment plan

Figure 2 Use the options in the Treatment Manager View settings to filter the patients that

appear on the list.

totals and remaining insurance benefits.
Select the patient to whom you want to
send the letter, and then click the Quick

insurance, c) have at least $100 of either
primary or secondary insurance benefits
remaining for the year, d) have a treat-
ment plan worth at least $10 that was
diagnosed in the last year, and e) are not
on either the Bad Debt, Payment Plan,
or No Insurance billing types (Figure 2).
Once you have set up the search criteria,
click OK to generate the list.

30242012 Saturday, 10:30 AM

ENDO

Appointment Reason: |CcMult

Continving Care Due Date

04/08/2013
04/08/2015

Bitewings
FMX

Balance Information
0-—>30 31360 61-->90| 91>

Appointment

[§ PROPHY 011812013 8172013, 10:00 AM _ HYG1

8/1/2013, 1000 AM
[No Appointment]

Prov

HYG1

Family Balance

000 | oo | o000 | ooo |

0.00

Monthly Payment

71262013
7i24/2013
7242011

Last Payment 60438
Lastins.Payment  267.00
Last Billing Statement Date:

NA Amount Past Due:
Bill Type: (1) Standard Billing - finance charges

MNA

1716 W. Somewhere Dr.

Anytown, US 01010
E-Mail
E-maill
E-mail2.
Phone:
Home:
Mobile
Work:
Time To Call

3ddy287@email.com

8001555-6541
B00)555-4174

Contacting Patients Using
the Treatment Manager

Once you have generated the
Treatment Manager list, you can look

at the information

and decide if you want to contact them,

and if so, how you

about each patient

want to do it. For

example, if you know a patient has a
flexible schedule and can schedule

Family

Status Name Age
Y Guar Adder, Michzel 42
« m ,

Select Family Member

Appointments ¥ Time Prov labCase |+

Y 212013 : Thursday. 10.00 AM | HYG1 0 SSN.
311472013 Thursday, 11:00AM - DDSI Chen#:  ADOOOT
262013 Vednesday. 800 ENDO g e Paie
71772012 Tuesday, 1000AM - HYG1
71472012 Saturday, 200FM  ENDO Bith Dete:  BIT7/1970
42072012 Friday, $00AM  DDS1 ge P
4772012 Saturday, 420FM  DDSI
472012 ‘Saturday, 10:30 AM DS e

Other:  (8001555-7948

Fax:

Ext

Dial

Dial

Add Journal Entry.

Close

Figure 3 The More Information dialog box shows you all of
the patient’s contact information, along with appointments,
continuing care, and balance information.

Letters button. In the Quick Letters
dialog box, select the letter called
Treatment Plan Reminder (dtxIm21.doc)
and click Print (Figure 5). (Note: The
Treatment Plan Reminder letter may
not be available in your Quick Letters
dialog box. If itisn't, follow the instruc-
tions in the "Adding Letters to Quick
Letters” topic in the Dentrix Help to

Regards,

Maria Salizar
Office Manager
Dentrix Dental Practice

As you may remember, you were in our office earlier this year and received a
treatment plan from us. We want you to have the best dental care and the healthiest
teeth while getting the most out of your insurance benefits.

You have 51270.40 remaining of your primary insurance benefits for the year. If you do
not use those benefits by the end of the year, you will lose them.

Please call our office today at 800-555-1461 to schedule an appointment for your
treatment. If you complete your treatment before the end of the year, you'll be able
to maximize your insurance benefits and enjoy better dental health.

add it.)

3]l ¥ W - - |= UseYourlnsurance Benefits for the Vear - Message (H... [=liE g
G| Message Insert Options Format Text Review o7 e
To... |kbe||@email.com ‘

= | [c.. | ‘

Send

Subject: |UseVourInsuran(eBenefits forthe Year ‘

) i)

Kevin, N

|

Figure 4 If you have a MAPI-compliant email server (such as Microsoft
Outlook) set up in your office, you can quickly generate a customized

email message.
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i

With a patient
selected in the

Treatment Plan Beminder

Create/Merge Wigw List

Al Pt e "J

Misc. Letters

Select Letter

Appointrent Super Bill duzprbl.doc .

Bitth i Family dtelmi1 0. o Edi |

Graduation dblm 2. doe:

tdariage dtxlm11.doc Mew |

Patiert Info Verification dtulm20. doc

Patiert Fepart [by filters) dtulm22. doc

Thark you - Patient TP work, dblm 7. doc &I

Treatment Manager,
click the Treatment
Planner button to
open the Treatment
Planner directly. From
there you can view
the patient’s treat-
ment plan to decide
which procedures are
the priority for the
amount of insurance
benefits remaining.
You can also

Cloze

Figure 5 You can use Quick Letters as needed to create a single

letter for just the selected patient.

access the other
Dentrix modules
from the Treatment

You can also print a mailing label to
attach to the letter by clicking the Quick
Labels button. From the Quick Labels
dialog box, select Patient Mailing Label,
and then click Print (Figure 6).

Finding More Information Using the
Treatment Manager

Not only does the Treatment
Manager give you several options for
contacting patients, but because it's an
interactive list, you can use it to find any
information you need about a specific
patient or their account. You can also use
it to enter guarantor notes with informa-
tion you get from patients as you talk to
them, and you can create Office Journal
entries to keep track of your contacts
with the patient.

Manager. Click the
Ledger button to
view patients’ balance information
and outstanding insurance claims to
ensure that their accounts are in good
standing before you contact them. Click
the Family File button to view patient
information, patient notes, and specific
insurance plan information.

As you are contacting patients, it's
a good idea to create an Office Journal
entry that summarizes the contact. That
way if there are several different people
in your practice contacting patients,
you can see who was contacted, when
they were contacted, and how. To add
an Office Journal entry, select a patient
on the list and click the Office Journal
button. From the Office Journal, click the
Add Journal Entry button to document
the patient contact you made (Figure 7).

Quick Labels - Rapisarda, Tami ‘

Select Quick Labelis) to Print:

Label Name

* Guarantor Mailing Label

* Patient Chart Label

* Abbrevigted Chart Label

* Patient Name Chart Label

* Detailed Chart Label

* Primary Dertal Insurance Label

* Secondary Dertal Insurance Label
* Appointment Reminder Label

* Patient Maling Label

Preview
1

H of Copies

4 4

* Indicates that the Quick Label cannot be modified

7] Do not close when Print is clicked

Pririt

Figure 6 You can easily mail a letter, statement, or postcard to an individual patient by using

Quick Labels to create a single mailing label.

Sending Year-End Letters Using the
Letter Merge

Some practices may want to
generate letters for the entire group of
patients who have treatment-planned
procedures and remaining insurance
benefits all at once. Then, after the
patients have received the letter and
had a chance to respond, you can use
the Treatment Manager to follow up with
each patient individually.

Add Journal Entry - Rapisarda, Tami [RAQGO0E]

=
8

Diate (mmjdd
08/26/2013
Time (hh:rmmiss
11:67:29 AM
Description

IYearEnd Reminder Call |

RE
MNote v
Spoke to Tami. Encouraged herto schedule an -
appointrment to complete her treatrment and use her
insurance benefits. She will check her calendar and
call back to schedule.

Type
IPthe Call -

ProwStaff
IOFC1

0] Cancel |

Figure 7 It's important to document the phone
calls, emails, and other patient contacts you
make so you can remember what was said and
prevent duplicate contacts.

The Dentrix Letter Merge allows
you to send a letter to all the patients in
this situation. You can set up data filters
in the Letter Merge that are similar to
the ones in the Treatment Manager to
narrow the list of who will receive the
letter. This way, only active patients
who have treatment-planned proce-
dures and at least $100 of remaining
insurance benefits will receive the
letter. Additionally, you can also set up
filters to exclude patients who have an
outstanding balance or are attached to a
particular billing type.

To merge the letters, from the
Office Manager, click Letters > Misc.
In the Misc. Letters dialog box, select
the Treatment Plan Reminder Letter
(dtxIm21.doc), and click Edit to set up
the filters you want to use for this letter
(Figure 8). (For detailed instructions
about setting up the appropriate filters
for the year-end letter, log in to the
Dentrix Resource Center and search for
article #67325.)
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Misc. Letters
Select Letter
Appointment Super Bill duzprbl.doc Edi
Birth in Farrily dbm 0. dac I |

Graduation dtxlm1 2.doc

M arriage dixlm11.doc Mew
dt=lm20.doc _l

Fatient Info Yenfication
Patient Report [ty filkers) dixlmzZ2, doc
Thank, you - Patient T/P work dxlm1 7. doc ﬁl

Treatment Plan Reminder

Create/Mere Wiew Ligt

Figure 8 You can use the Treatment Plan Reminder letter to remind
patients of their outstanding treatment and inform them of the amount
of insurance benefits they have remaining.

—
Form Letters3 [Compatibility Mode] - Microsoft Word C=Ec

TR
Home | Insert  Pagelayout  References  Mailings  Review  View  Acrobat @

'_‘E 4 Times New Roman -1z - &’ % 2
- Ly B 7 U -abe x, x| & cait
Paste - Quick Change iting
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Clipboard & Font ) Paragraph ] Styles
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September 1, 2013 =

- Eileene Guererra
1001 College Way
Anytown, US 11341

Dear Eileene,
As voumay remember, vou were in our office earlier this vear and received a treatment plan from
us. We want vou to have the best dental care and the healthiest teeth while getting the most out

of your insurance benefits.

N For vour information you have the following insurance benefits remaining:

Figure 9 Dentrix will create merged letters in Microsoft Word for patients
who have remaining insurance benefits that you can send to patients
before the end of the year.

Once you have set up the filters, click Don't wait until November to contact LEARN MORE
Create/Merge to merge the letters. your patients about maximizing their To learn more about the Treatment
Dentrix will create a data file that contains insurance benefits and scheduling treat- Manager, see the “Treatment Manager
all the patients who match your filter ment before the end of the year. Begin overview” topic in the Dentix Help. To learn
criteria and then merge the information contacting patients now so that you can more about creating year-end letters, see
into Microsoft Word (Figure 9). You can plan for a productive final quarter of the the “Remaining Insurance Benefits Letter”
then print the letters from Microsoft year that will meet the needs of your article (article #55937) in the Dentrix Resource
Word. Once you've merged your letters, patients and give you a boost in Center. See “How to Learn More” on page 2
you can generate mailing labels for all year-end profitability. bm for instructions on accessing these resources.

patients receiving a letter using the
dtxlabl.doc letter template.

DENTRIX BUTTONS

This article mentions several Dentrix buttons you can use to access different features and information in the software.

Below is a guide to the buttons mentioned in this article.

Opens the Treatment Manager, which allows you to
create a filtered list of patients with outstanding treat-
ment plans. Available from the Appointment Book.

Opens the More Information window, from which you
can see patient contact information, appointments,
continuing care, and balance information.

Opens a new email message with the patient’s email
@F address in the To: field.
: Opens the Quick Letters dialog box, which allows you
to merge a letter with the currently selected patient’s
information.
— ] Opens the Quick Labels dialog box, which allows you

to generate a single mailing label for the currently
selected patient.
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Opens the Treatment Planner. When you click this button
in the Treatment Manager, you do not have to go through

the Patient Chart to access the Treatment Planner.

Opens the selected patient’s Ledger, which allows
you to view their current balance information and
outstanding insurance claims.

Opens the selected patient’s Family File, which allows
you to view patient information, patient notes, and
insurance plan information.

Opens the Office Journal for the selected patient,
where you can keep a log of all the contacts you've

made with the patient.

Opens the Add Journal Entry dialog box, which allows
you to add a new entry to the selected patient’s Office

Journal to document contact you had with that patient.
Available in the Office Journal.
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The Dentrix Office Manager

going through the weekend mail to

start catching up on your insurance
payments. As you start posting your
first EOB in the Dentrix Ledger, you
notice that the insurance carrier paid
for the exam and bitewings, but they
need an updated perio chart before
they will submit payment for the perio
maintenance cleaning. Which one of the
following do you do?

A. Apply the partial payment, close out
the claim, and then print an extra
copy so that you have something to
refer to because the original claim
will not show up on your Insurance
Aging Report.

I t's Monday morning, and you're

Split Claim for ... E

B Dayna Johnson | Certified Dentrix Trainer

B. Resubmit the entire claim with the
perio chart and hold the partial
payment until you receive payment
on the perio maintenance, and then
post both checks together.

C. Put it off until later and call Dentrix
Customer Support.

D. Split the claim into two parts, apply
the partial payment to the exam
and bitewings, and leave the perio
maintenance open so it will show up
on your Insurance Aging Report.
The correct answer is . . . D. Dentrix

makes it easy for you to split an insur-

ance claim in the Ledger so you can
process partial payments. If you don't

know how to split an insurance claim, I'll

show you.

— Clairn #1
Tooth  Suface  Description Date Code Fee
7 B, 05-30-2M3 D027V a1.00
Periodic Ewvaluation 05302013 DO120 50.00
Total Biled:  131.00
— Claim #2

Tooth  Suface  Description

Date Code Fee

Periodontal maintenance

05-30-2013 04910 165.00

Taotal Biled:  165.00

[ ox |

Cancel

Figure 1 The Split Claim for dialog box.
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Use Dentrix to Resubmit a Partial EOB

Learn how to split an insurance claim in the Ledger so you can process a partial payment.

Splitting an Insurance Claim

From the Ledger, highlight the
claim that you want to split. From the
Insurance menu, click Split Primary
Claim. In the Split Claim for... dialog
box, highlight the perio maintenance
procedure and click the down arrow
to move it under Claim #2, as shown in
Figure 1. Click OK.

You now have two separate insurance
claims. You can pay off the claim for the
exam and bitewings with the check you
received today, and you also have an
open claim that you can attach the perio
chart to and resend to the insurance
company for payment. The perio claim
will still show up on your Insurance
Aging Report for easy tracking.

You can use this procedure for
other situations such as rebilling when
a crown buildup has been denied,
when X-rays have been requested, or
when other denials or partial payments
require submission of a narrative to the
insurance company. bV

LEARN MORE

To learn more about splitting insurance
claims, see the “Splitting primary insurance
claims” topic in the Dentrix Help. You can
also view the Claims Management webinar
recording in the Dentrix Resource Center.
See "How to Learn More"” on page 2 for
instructions on accessing these resources.

Dayna Johnson, founder and principal
consultant of Rae Dental Management, helps
dental offices improve patient care, increase
collections and reduce staff headaches by
implementing efficient management systems.
With 19 years experience in the business
and technical side of dental offices, Dayna’s
passion for efficient systems is grounded
in both personal understanding and
professional expertise. Dayna can be reached
at dayna@raedentalmanagement.com or visit
her website at www.raedentalmanagement.com.



From the Coach

customers said they would rather fill

out forms online before their appoint-
ment if it would save them time during
their visit. Why not give your customers
what they want by allowing patients to
update their medical history and patient
information forms online before their
dental appointment? With Dentrix and
the eCentral Website Manager, patients
can complete their forms online on your
practice website. Best of all, once they've
completed the forms, you can import
them directly into Dentrix without having
to type a thing.

To get started using online forms,
you need to set up the forms in the
Questionnaires module and then link
them to your website through the Web
Sync wizard. (For more information on

I n a recent survey, 87 percent of

B Christy Rasmussen | eServices Coach

Resource Center to view the

Save Time with Online Forms

Save time and increase customer satisfaction by allowing patients to update their medical
history and patient information forms online.

“Posting Questionnaires
on Your Website” article
#61032.)

Once the forms are set
up, both new and existing
patients can complete forms
online. When a new patient
visits your website, they can
access forms by entering
their name and appoint-
ment date. When existing
patients visit your website,
they will need to log in using
the credentials they created

Logout

We hive made it easir for you to Wil oul lorms for our olhce, To kil oul &
patiant form, please click on the nama of tha form below

Palient Name: (TR
Expired Forms

when they registered for the

 include/pi. j . -

site (Figure 1). Once logged
in, they can then click the
Forms tab to see what forms

Figure 2 Any forms that patients need to fill out or
update are listed on the Forms tab.

they need to fill out for their

setting up online forms, visit the Dentrix next visit.

To begin working on a
: : ——e form, the patient simply
f:‘ . -_‘"%,,._" T — ;] clicks the name of the form

Patient Account Access
Secure Login

Lo im riow 1o bigin using Pratient Account Access

—
Log ! |

Register Now
Don't have a usemame?

Account Access you have online access fo account information,

Your usemame and password give you access to all of our online senvices.

Enroling for onine account acciss is just a fow clicks away. Wilh Patient

g Your personal health information ks protected by 128-bit S5L encryplion.

- (Figure 2) to open an online
version of it. For existing
patients, any previously
entered information is
displayed in the form so
that the patient can simply
correct changed informa-
tion, rather than having

: to enter all the information
again. The patient
completes the form a

nd then clicks submit
when finished.

Meanwhile back in the
office, staff will receive a
pop-up notification in the
lower-right corner of the
desktop, indicating that a
- new form is available for

Figure 1 Existing patients can log in to a secure lo-
cation on your website to view and update their forms.

el import (Figure 3). By clicking
the notification (or by going
in to the Questionnaires
module), your staff can use

Questionnaire: You have 1 new
Questionnaire.

Figure 3 A pop-up notification appears
to let you know that a new form is ready
forimport.

the forms to update the patient’s Family
File with just a few clicks.

Patients will thank you for the conve-
nience of online forms, and you'll love it
for the efficiency it adds to your front-
desk routines. bm

LEARN MORE

To learn more about online forms, see
the “Website Manager” topic in the eCentral
Help, visit www.dentrix.com/websitemanager,
or visit the Dentrix Resource Center to view
the "Allowing Patients to View and Update
Their Info Online” article #61033. See "How
to Learn More” on page 2 for instructions on
accessing these resources.
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Business of Dentistry

Proven Strategies to Increase
Your Collections

Help yourself move into a higher collections percentage on past
due balances by using these tips to work with overdue accounts.

B Jill Nesbitt, MBA | Practice Administrator and Dental Consultant

elp me to help you!” I love
that line in Jerry Maguire. It

Dentrix Collections hanager
File ‘iew Sebup  Print  Help

sums up the old truism that
help comes after we help ourselves.

= =R =3

This can be especially true when it GuarMame | FBalance|  0-»30] 31.560] 61580 91> ] LastPmt | Pmtamt] Tolns|  InsEst| GuarEst|
comes to co||ecting from patients Wolodarsky, ... 81195 12.00 0.00 0.00 799,95 03/3172012 1986.00 0.00 0.00 81195
ith td ts. B di Xavier, Brittan.. 23025 3.4 0.00 000 22685 05312012 1845.00 0.00 000 230.25
with past due accounts. By spending Abbott, Kenn... 132820 1063 000 87200 436.66 03/08/2013 16020 87200 85050 46873
a little time gathering accurate C L 6 00 1 [ ] 50.00 304,40 1
. ) M S Farrer, Lisa 1818.71 33600 93200 52383 03/08/2013 45110 93200 48090 133781
information and “working” our Gutterman, M..  378.41 000 23000 142.82 03/08/2013 4500 23000 13400 10441
past due accounts before we send Ingles, Jeremiah 172457 2549 0.00 7400 162508 03/08/2013 50.00 7400 400 170057
. Isaacs, Jonath.., 13659 231 0.00 9200 10L6% 03/08/2013 32,00 0.00 000 196.59
them tg C.ollectlons: we havg seen Jackson, Edwin 136002 0.1 000 74500 590.92 03/08/2013 500 240 71490 64512
dramatic increases in our ability to Reyes, Xochitl 246957 3650 000 26600 Z167.07 03/08/2013 1000 13300 13300 233657
. Smith, Jordan 131899 19.49 000 93200 36750 03/08/2013 3660 93200 52090 73809
collect unpaid balances. Weinrib, GaryL 18051 28 0.00 s2.00 95,69 03/08/2013 153,71 92,00 92,00 9851
Hiland, Marina 165126 2440 0.00 000 162686 03/15/2013 5000 32900 26320 1388.0f
Helping Ourselves to Collect Jimenez, Pedro 458,27 877 0.00 000 45150 03/28/2013 500 102,00 8220 375.07
; Wallace, Harvey  1895.30 2801 0.00 000 186729 03/28/2013 0,00 18400 13400 171130
To make sure no one has slipped Adder, Michael 705,20 1042 1500 57878 000 04/02/2013 113.00 0.00 000 705.20
through the cracks as we follow Mahoney, Kev.. 13200 132.00 0.00 0.00 000 05/30,2013 750.00 0.00 000 132.00
. Labeau, Edwin 0454 13554 0.00 000 16900 0641772013 S0.00 26000 26000 3554
our regular “collect at the front Cackowski, M., 1663.98 2459 0.00 000 1638.39 07/11/2013 25.00 749,00 37450 1299.48
desk” guidelines, our collections Degaytair, Elai.. 12776 189 0.00 000 12587 07/10/2013 455,00 0.00 000 12776
) . . . Reeves, Joshua 408211 5180 0.00 000 402031 07/15/2013 10000 154000 74500 333LL
routine starts with using the Dentrix -
< n | v

Collections Manager (Figure 1).
To start the Collections Manager,
open the Office Manager and click

Analysis > Collections Manager.
You'll be prompted to select search
criteria so that you can limit your list

Figure 1 The Dentrix Collection Manager can help you to work your collections routine
more efficiently.

to only past due accounts. (For more
help in choosing your search criteria,
see the "Setting up a view for Collections
Manager” topic in the Dentrix Help.)

Once we have the report open, we
follow a quick process for accounts that
need to be paid:

1. Send a statement. If we can see
that the account is recently past
due, we select the guarantor in
the Collections Manager and then
click the Ledger button. From the
guarantor’s Ledger we can then
click the Process Billing Statement
button to send a statement to the
patient right away.

Send a courtesy letter and make
a phone call. We created our own
collection letters and mail merge
them using the Quick Letters
feature in Dentrix. In addition to
our standard courtesy letter, we
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have several different letters we
use as the situation requires. For
example, we have letters for when
patients have stopped making
payments or when they've only
made a partial payment.

Quick Letters makes it easy
to quickly generate the most
appropriate letter right from
the Collections Manager. After
selecting the guarantor in the
Collections Manager, click the
Quick Letters button. Next, select
the letter you want to merge and
click Build/View (Figure 2). The
letter opens in Microsoft Word with
the patient’s name, address, and
other pertinent information merged.
Simply review the letter, make any
changes, and click File > Print to
print the letter.

I really like how Dentrix auto-
matically adds a note to the Office
Journal indicating the date the
letter was created and the letter
name. That way, if patients want
to talk about the letters they've
received (or they claim they've never
received), | have a readily available
history of our correspondence.
Send a second, more forceful
letter and make a second phone
call. In addition to being able to
use our customized Quick Letters,
the Collections Manager also helps
by making phone calls a snap.

By selecting the patient | want to
contact and then clicking the More
Information button, | can see a list
of all the available phone numbers
for the patient (Figure 3). Plus, |
can click the Add Journal entry



Quick Letters - Croshy, Brent L(Brent)

was given good informa-
tion to work with!)

After discussing
our Integrity Analysis

Callection-Partial Pa

collct0z. doc
Ci ped Payr C C

dhim1B.doc

efened By Doctor

Refered By Fatient dixlm1E.doc

Refered to Dr. /Specialist dixlm35.doc
New | Edt | Delete |

 Select Letter
Merge Letter
Letter Mame Template Print |
Address on envelope (form feed) dixenvl.doc —
Appointment Super Bill dxzprbl.doc BuildAiew |
Blank. Letter Form dxim34.doc
Collection Courtesy dixlm07. doc Open Templatel

Cloze I

Report with the agency,
| shared the results with
our administrative team.
We were all surprised at
how drastic the differ-
ence was, merely by
providing good
contact information.
Thanks to this review
our team now makes

sure that we're sending

Figure 2 You can use the Quick Letters feature to

generate customized collection letters.

every possible phone
number and address
we have available to the

button to record details about the
conversation with the patient.

4. Decide to either write off the
balance (if it's less than $100) or
send it to collections. For patients
that continue to ignore us (and
that have an account balance over
$100), we send the account to a
collections agency. I've worked with
several different agencies over the
years, and we've settled on one that
makes phone calls rather than just
sends letters since we're handling
that on our own.

Helping Your Collections Agency to
Help You

Despite our best efforts, we still wind
up with past due accounts that we must
send out to a collections agency. But,
after a recent performance review with
our collections agents, | discovered how
much we could help them to help us.

At my request, the agency
completed an Integrity Analysis Report
that revealed some very interesting
trends. The agency was only able to
collect 12 percent on accounts where
we provided them with a correct
address but the phone number(s) were
disconnected or wrong. However, if we
provided them with a working phone
number and a correct address, their
collections jumped to 40 percent. Even
more amazing, if we could also provide
them with valid work and home phone
numbers, the agency was able to collect
about 75 percent of the balances owed.
(To put that in actual dollar amounts, if
we had $1,000 in collection accounts, we
could collect an additional $630 just by
making sure that the collection agency

agency. Additionally,
our staff tries to gather
this information early on as part of our
collections process. We've realized

that if we can make sure we have good
phone numbers and addresses as part
of the payment collection process,
perhaps we can continue to collect past

due balances even when the patient

becomes non-responsive to our efforts.
Managing your past due balances

is never fun, but by putting processes

in place to standardize your collections

operations, you'll help yourself move to a

higher collections percentage. bm

Jill Nesbitt is a dental consultant
piloting a comprehensive dental staff
training program in Nashville after
managing a group practice with six dentists,
twenty staff, and eighteen operatories for
16 years. Jill has an MBA and writes a weekly
blog, www.dentalpracticecoaching.com.

Jill is passionate about helping other office
managers develop their careers and helping
their dentists run successful businesses
through her consulting practice.

LEARN MORE

To learn more about using the
Collections Manager, see the “Collections
Manager” topics in the Dentrix Help. See
“"How to Learn More” on page 2 for more
information about accessing this resource.

BITEWINGS

07192012

Balance Information

Mare Information
Family
Status Name
: Crosby, Brent L
Spouse Crosby, Shirley H
] 1n
Appointments ¥ Time Prowv Lab Case
7162013 Tuesday, 11:00 AM  HYG1
3182013 Friday, 5:00 AM HYG1 =
362013 ‘wednesday, 9:00.. HYGI1
1232013 Wednesday, 2:00.. ' HYG1
12/6/2012 Thursday, $:00 AM  HYG1
11/28/2012 Thursday, 300 AM  HYG1
11152012 Thursday, 300 AM  HYG1
11/8/2012 Thursday, 300 AM  HYG1
1112012 Thursday, 300 AM  HYG1 i
Appointment Reason: |Nope
Continuing Care Due Date Appointment Prov

0-->30 [31-->60(61->90[ 91-—> |  FamilyBal

| 69269 | o000 | 18400 | 133513 | 227182
Monthly Payment NA  Amount Past Due: NA
Bill Type: (1) Standard Billing - finance charges
Last Payment 5000 82013
Lastins. Payment 51600 77302012
LastBilling Statement Date: 712412011 becoey

Select Family Member

Personal Information

SSN:
Chan #:

FHE-EE-0005
CROD01
Patient
Birth Date:  5/17/1967
Age: 46
Address
860 N. Main 5t.

Status:

Anytown, US 11341

E-Mail
E-maill: 1BrenCro@dentrix com
E-mail2:

Phone
Home:

556)797-5300

Mobile:  (555)797-1212
Work:  [5551757-6600 B
Time To Call

Other:

Fax:

Evaning

Dial: I—

Dial ... Add Journal Entry...

Figure 3 The More Information dialog box allows you to see phone numbers and

add contact notes to the Office Journal.
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TechNotes

ithin the next three years, it is
predicted that the number of
mobile devices in use will likely

exceed the number of people on Earth.
According to a CTIA study last year, the
number of mobile devices in use in the

A few years ago, practice
visitors expressed surprise
at the availability of
Wi-Fi—now they are

frustrated by its absence.

United States has already exceeded the
U.S. population. Statistically, this means
that every person in your waiting room
carries at least one device capable of
connecting to the Internet. Do you have a
Wi-Fi network available for your patients
and visitors to use? And if so, does your
Wi-Fi network also keep your business
network private?

Why Should | Care?

This is the information age and your
patients have embraced technology. They
receive news updates, tweets, RSS feeds,
and texts throughout the day. For many
patients, the stacks of magazines cluttering
your waiting room may not have as much
significance as they did in past years—but
a Wi-Fi connection does. Free Wi-Fiis a
standard amenity in most businesses. A
few years ago, practice visitors expressed
surprise at the availability of Wi-Fi—now
they are frustrated by its absence.

What's in It for Me?

These are just a few of the benefits of
adding free Wi-Fi to your practice:

Save time. A Wi-Fi network, kiosk
software for Dentrix, and a few iPads
allow patients to check in and update

26 | www.Dentrix.com/Magazine

Wi-Fi for Your Waiting Room

Learn how adding a Wi-Fi network to your waiting room can benefit your practice.

information without involving office staff.
This frees up time for your team to help
other patients or work on tasks other than
data entry, and they won't waste time
deciphering patients’ handwriting.

Reduce clutter. Free Wi-Fi for your
visitors allows you to cut down on
magazine subscriptions for your waiting
room. Many patients will occupy them-
selves with online banking, webinars,
and business from their smartphones,
tablets, or laptops.

Improve patient relations. Although
your patients have appointments, sched-
ules do not always run on time. Free Wi-Fi
access shows your patients that you value
their time by helping them stay produc-
tive while they wait.

Create goodwill to win new
patients. Not all of your Wi-Fi users are
patients—at least not right now. A friend
or relative waiting with your patient is a
prospective patient. Free Wi-Fi in your
waiting room is an amenity that can tip
that prospective patient in your favor.

Gain a competitive advantage.
Consumers love free. Offering free
Wi-Fi is a powerful marketing tool and a
competitive advantage for your practice.

Poise your practice for future
growth. The demand for Internet
access will continue to grow—>both for
your patients and your practice. Going
forward, you'll see new dental and busi-
ness devices cut the cord and rely solely
on Wi-Fi connectivity. Dentrix Mobile is a
perfect example of how critical practice
solutions are moving to mobile devices.
Look at how often smart phones and
tablets are used in your practice now.
Connecting these devices via Wi-Fi, as
opposed to using a carrier’s data plan, is
less expensive, faster, and more secure.

With Great Wi-Fi Comes Great
Responsibility

Wi-Fi is a powerful tool, and with it
comes a responsibility to your patients.

B Jason Werner | Marketing Manager, Henry Schein TechCentral

You must properly set up and configure
your wireless router to keep your prac-
tice data safe and to keep undesirable
websites, inappropriate content, and
malicious malware out of your practice.

Henry Schein’s TechCentral experts
can provide your office with a business-
grade Wi-Fi router and installation to
get you safely and quickly connected.
TechCentral's Wi-Fi solution uses one
Wi-Fi router to provide separate and
secure wireless networks for both your
visitors and your business staff. The
business Wi-Fi is hidden from the public
and ensures that visitors can't get to your
protected data and files.

TechCentral will also provide Internet
security measures that continually self-
update for protection against the latest
Internet threats including the following:

e \Websites that contain malicious
software that infect PCs.

e Continual hacks that attempt to
probe your network and comman-
deer your PCs.

e Websites that contain X-rated
materials, gambling, and other
undesirable content.

Get Secure Wi-Fi for Your Practice

Henry Schein’s team of TechCentral
experts can quickly determine your Wi-Fi
needs and provide an affordable
solution. More than 7,000 practices
already rely on TechCentral for computer
technology and support. A Henry Schein
digital technology expert can visit your
office, review your current technology,
and make hardware recommendations.
Whether you are adding Wi-Fi or
upgrading your current network, a Henry
Schein expert can provide high-perfor-
mance Wi-Fi while keeping your practice
safe. Call 877-483-0382 to schedule your
free practice technology assessment, or
visit www.HenryScheinTechCentral.com
for more information. bM
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Put More of Dentrix

to Work for You.
Find out how at a Dentrix Workshop!

Ever wonder if you're doing things the hard way? Many Dentrix users
have only scratched the surface of what Dentrix can do for them.
Come to a hands-on workshop to gain an in-depth understanding of
how Dentrix works, so you can get the full benefit of many Dentrix
tools that will make your work easier, learn tips and tricks to streamline
your daily routines, and become more productive and profitable!

Dentrix Workshops Coming to 45 Cities Nationwide!
v - J——

Insurance: Billing and 6 NEW COURSE! Accounts Receivable 6

Collections Workshop Management Workshop
Do It Right to Get Paid Faster C crepis” Take Control of Your Patient A/R CE CReorTs*

Gain an in-depth understanding of how to correctly bill Learn to simplify the billing statement process, enhance the
insurance in order to increase claim acceptance and collect effectiveness of collections efforts, and properly track and
more quickly and easily. manage important A/R routines.

$299 per 1-day class for experienced Dentrix users $299 per 1-day class for experienced Dentrix users
person 9am.-5p.m. person 9am.-5p.m.

Continuing Care Treatment Planning and
Management Workshop 6 Case Presentation Workshop 6
Optimize Your Continuing Care System Create & Present Treatment Options Effectively

CE CREDITS* CE CREDITS*

Improve patient care, retention and revenue by gaining an Learn in-depth how to create, customize, present and manage
in-depth understanding of how to set up and maintain an patient treatment plans for improved patient education, case
effective continuing care system. acceptance and documentation.

$299 per 1-day class for experienced Dentrix users $299 per 1-day class for experienced Dentrix users
person 9am.-5p.m. person 9am.-5p.m.

Essentials Workshop 1 2

Master the Basics CE CREDITS*

Become familiar with the essential Dentrix features that will help

you work more effectively in your practice, and make your daily .
routines easier and more efficient. Ea rn up to 1 2 CE Credlts

Academy
of Generul Dentistry

$449 P::son g—:'zilgs;‘f:'r newer Dentrix users P’:ﬂmCAEmm ADA C'E'R°P®

Continuing Education Recognition Program

View Complete Course Information and Register Online at
www.Dentrix.com/Workshops

n HENRY SCHEIN® ©2013 Henry Schein Inc. Other products are trademarks or registered trademarks of their respective owners. A-DTXTRN-DTXMAG-Q313
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SOLUTION SPOTLIGHT

OfficeSuite Dental and Dentrix:
Increase Revenue by Maximizing Patient Interaction

B Kevin Goodman | Managing Director of Channel Strategy & Development for Broadview Networks

Learn how OfficeSuite Dental integrates with Dentrix to improve front-office efficiency and patient customer
service by automatically displaying detailed patient information each time patients call your office.

and one of the easiest ways to set yours apart is to

provide unparalleled customer service. At Broadview
Networks, we understand your unique challenges, including
increasing revenue, improving patient satisfaction, and
boosting staff productivity—all while keeping operational
expenses to a minimum.

OfficeSuite Dental™ helps dental practices achieve all
these objectives by delivering an all-inclusive communications
solution that is easy to use. It provides your practice with
everything it needs to communicate with patients and other
practice locations: a cloud-based phone system, unlimited
nationwide calling, state-of-the-art IP phones, basic and

T here are many dental practices vying for new business,

d
= Gender
Address

Chart

O'Neill, Barry
O'Neill, Callan

Harrington, Brenna Harrington, Brenna

O'Neill, Jenna
O'Neill, Jenna

‘ Settings

advanced system features, online fax service and call center
services—all without any capital investment, maintenance
contracts, or additional IT resources. Since the system is
cloud-based, you can quickly and easily make changes and
updates from anywhere, helping you to reduce operational

expenses and ensure practice and patient continuity.

OfficeSuite Dental gets even more powerful when it is
integrated with your Dentrix G5 practice management software.
OfficeSuite Dental is the first phone system to integrate with
Dentrix. It helps your practice increase revenue by maximizing
every patient interaction.

Here's how it works. When a patient calls your practice,
before the call is even answered, OfficeSuite Dental triggers an

Home Phone
Mobile Phone

Other Phone

Current Balance
Last Payment Date
Last Payment Amount
Guarantor Balance
‘Guarantor

ayment Date

Guarantor Last Payment Amount

Figure 1 A pop-up window displays patient information the moment they call.
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automatic pop-up window on front-desk staff
PCs that displays patient records, including
family history, appointments, clinical details,
prescriptions, and account balances (Figure
1). By having all this data at their fingertips,
your staff can create, confirm, or reschedule
appointments in seconds for the patient and
family members, and even answer questions
about prescriptions and treatments. They
can also collect overdue balances.

OfficeSuite Dental enables your
employees to not only anticipate patients’
needs, but to also address multiple needs
with one short phone call without any
searching. And, by enabling staff to accom-
plish multiple tasks in less time, you can
boost your practice’s overall efficiency while
lowering your day-to-day costs.

OfficeSuite Dental is powered by the
information already stored in your Dentrix G5
database and provides your staff with instant
access to patient data and call records with
every incoming call so they can deliver fast,
helpful, and personalized service (Figure 2).




Delivering fast and personalized service makes all the difference
in retaining existing patients, attracting new ones, and
increasing your practice’s revenue. Instead of having to put
callers on hold and waste time looking up information in a
separate system, OfficeSuite Dental puts everything in one
place. If you can meet your patients’ needs in a way that fits their
hectic lifestyles, they will thank you by giving you more of their
business and referring friends, family, and colleagues. This is
just one of the many ways OfficeSuite Dental helps you grow
your practice and your bottom line organically.

Imagine if staff could book multiple appointments in one
phone call:

“Hi, Mrs. Smith. Are you calling to confirm your appointment
at 1:30 tomorrow? Great, we'll see you then. And by the way, it
looks like your son’s six-month cleaning is due. How is next
Wednesday at 4:007? Perfect, you're all set.”

OfficeSuite Dental makes it easier for your staff to see
scheduling opportunities and book more continuing care
appointments each time patients call your office (Figure 3). It also
reduces the number of calls they must make to patients, helping
you increase revenue and decrease operational expenses.

In a similar fashion, your staff no longer has to mail as many
bills or make as many phone calls reminding patients of
outstanding balances. With OfficeSuite Dental, all of that
account information is in front of your office staff when the
patient calls. Staff can remind patients on the spot and settle
accounts instantly.

OfficeSuite Dental saves time and improves efficiency by
providing your staff with one-click access to all the Dentrix
functions. With a single click in the OfficeSuite Dental pop-up
window, you are taken to the appropriate place in Dentrix for
the patient who is calling. Staff can access and update the
patient’s appointments, family file, contact information, chart,
prescriptions, and ledger. And since OfficeSuite Dental displays

Home Phone

DoB Mobile Phone

Gender

Address

‘ Next Appointment l : ! l Next Appointment
- L4

ointment Book ‘

d
|4 Next Appointment
g

‘ Settings

Figure 2 See who is calling and anticipate their needs before
picking up the phone.

Other Phone

Next Appointment

the patient’s information the instant your phone rings, your staff
never has to type their name, saving time and reducing data-
entry and operational costs.

OfficeSuite Dental delivers other benefits for practices. It
helps you prioritize calls to ensure that patients speak to the
right person every time. For example, the skills-based routing
feature forwards calls to the employee best equipped to
assist patients based on their needs, such as a procedural
specialist or billing manager. In addition, OfficeSuite Dental
helps you generate additional revenue from existing patients
by using announcements on hold to inform callers of any
current promotions.

Besides helping you improve the level of service that you
provide to existing patients, OfficeSuite Dental also helps you
improve new patient acquisition. Enjoy higher ROl on marketing
efforts by tracking the success of campaigns and making
adjustments to your advertising strategy based on real data. It
takes the guesswork out of marketing by
showing you what works so you can maximize
the advertising dollars you spend.

OfficeSuite Dental also saves your practice
real money since it is easy to manage, saving
you from having to pay extra for simple
changes to the system. Adding a new staff
member takes only minutes. Changing the
call routing on days when your office must
close (for holidays, inclement weather, and so
forth) is easily accomplished via an intuitive
website that is accessible from your smart-
phone or tablet.

Increasing revenue is the ultimate goal of
every dentist. The challenge is to find one
solution that helps you accomplish all the
objectives that directly affect revenue,
including patient satisfaction. With
OfficeSuite Dental, your staff has all the tools
they need to maximize every patient interac-
tion and help grow your practice. DM

Figure 3 Increase revenue by booking more appointments for patients and

their family.

The businesses listed here are not owned or controlled by Dentrix or Henry Schein and have created these descriptions of their
company, products and services themselves. Dentrix and Henry Schein make no independent assessment of the above descriptions
and consumers should contact these providers directly if seeking additional information about their products or services.
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Solution Guide

You already depend on Dentrix to make your practice more profitable and productive. Now
with Dentrix G5 you can add fully integrated third-party applications to make one powerful
system that saves you time and increases the value of your technology investment.

Look for the Dentrix G5 Connected Logo

The Dentrix G5 Connected logo means these products have been carefully developed,
tested and certified to work with your Dentrix G5 platform, so you can add new capabilities
with complete confidence. To see the full list of Dentrix G5 Connected applications visit
www.Dentrix.com/Integrated-products today.

Broadview @ [= Citi

CIFCE e

www.broadviewnet.com www.healthcard.citicards.com

Broadview

4  NETWORKS®

Citi Health Card

One click. One solution. Patient financing just got

Network-Based Business Communication

Make your practice more profitable with OfficeSuite

Dental the state-of-the-art phone system that
fully integrates with Dentrix G5. Increase patient
satisfaction and enhance employee productivity
with OfficeSuite Dental, the easy-to-use cloud-
based phone system designed to make Dentrix G5

even more powerful.
<DE"1RIX’65
CONNECTED

a lot easier. The Citi® Health Card program is now
integrated within Dentrix G5. Spend more time
on patient care and less money on your patient
financing program costs. Citi Health Card and
Dentrix ... "Some things are just better together.”

DENTRIX G5
o
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DentalWriter

www.dentalwriter.com

Practice Safeguard

www.practicesafeguard.com

e

Diagnostic Report Writing
& Medical Billing Software

DentalWriter for Dentrix G5

For over 25 years, Nierman Practice Management,
known for their Dental Writer™ and Cross Code™
software, has led medical billing in dentistry by
continuously developing innovative products
and providing exceptional training and seminars
for dentists looking to grow their practices with
Dental Sleep Medicine, TMD, oral surgeries and

other services.
<DE”ﬂlX"65
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Practice ((#)) SafeGuard”

Web-Based Fraud Monitoring

Practice Safeguard™ is an intelligence service
for dentists unlike anything before: A web-based
financial monitoring tool for Dentrix G5 users that
deters fraud and costly errors by alerting any device
you carry to unusual transactions in real time. Now,
you can resolve potential issues instantly. See what
financial security should be. Early adopter pricing

is available now.
<DE”TR’X'G5
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Demandforce

www.dentrix.com/demandforce

Text2Floss [=]:56 (=]

www.Text2Floss.com ]

Demandforce for Dentrix

Demandforce works seamlessly with Dentrix G5
software to automate online and offline communi-
cations with existing patients to improve in-office
efficiencies, help enhance your web presence with
online reviews and social media integration to
attract new patients and increase brand awareness,
all while measuring results month to month.

<DE"1RIX "G5
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TEXT 2FLOSS®

Patient Education

Text2Floss is an interactive educational tool meant
to help patients develop positive oral hygiene
habit by delivering oral health information through
the use of text messaging and mobile technology.
Text2Floss is an initiative of A.T. Still University's
Arizona School of Dentistry and Oral Health.

< DENTRIX C5
CONNECTED

The businesses listed here are not owned or controlled by Dentrix or Henry Schein and have created these descriptions of their company, products

and services themselves. Dentrix and Henry Schein make no independent assessment of the abovedescriptions and consumers should contact
these providers directly if seeking additional information about their products or services.
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Henry Schein Practice Solutions
727 E. Utah Valley Dr.
American Fork, Utah 84003

¥4 HENRY SCHEIN®

Discover Everything You Can Do

With Dentrix

The New, Smart Way to Learn

Dentrix Learning Plans—as well as unlimited access to our resource center—are yours at no additional cost with your Dentrix
Customer Service plan. That means you gain instant access to video tutorials, webinar recordings, user’s guides, getting started
guides, knowledgebase articles and much more—all organized by common tasks or job function for easy, convenient reference.

Dentrix Learning Plans Help You:

e Get the most out of your Dentrix investment

e Keep team members informed and productive to boost profitability
e Drive team motivation and loyalty by providing learning and growth
e Get new employees up to speed quickly and easily

e Cross-train team members to do more in your practice

e Promote continuing education and skill building

Give your practice and staff a competitive edge today.
Find out more about Dentrix Learning Plans at:

www.Dentrix.com/ResourceCenter
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