Again this year,
only a few
dentists will
maximize

Advanced the profit

; potential of

Hygiene their hygiene

departments.

Concepts Inc. Will you be
one of them?

Advanced
Hygiene
Concepts can
help build

your hygiene
department into
a business within
a business.

One that is highly
profitable and
delivers the highest
standard of dental
care. Everyone
wins—doctor,

patient, and

office team.




We started Advanced Hygiene Concepts (AHC) because we recognized
that the most common approaches to soft-tissue management,
while effective for their time, needed revitalization.

With all of the recent developments in treatment, we wanted to raise
the profile of hygiene departments to the next level—in which
hygienists, administrative staff, and doctors form comprehensive,
well-choreographed teams dedicated to patient information and
involvement. We've found that when patients understand their
conditions and their role in treatment, they are much more likely
to return for followup and to refer their friends and relatives.

Since 1990, we've been on the forefront of developing laser, hygiene,
and conscious sedation protocols. We've trained hundreds of
practices-in their own offices-in clinical and communication
techniques. As each practice implements our easy-to-learn,
easy-to-administer program, we see time and again how they have
greatly enhanced the value of their hygiene practices and increased
production by as much as 300 percent.

This guide to the Advanced Hygiene Concepts program will give you
an idea of how we work. Please look it over and give us a call
to discuss how we can start today.

Linda O'Grady RDA
Valerie Williams RDH



An

Opportunity
to Help Your

Patients...and
Your Practice

The Advanced

Hygiene
Concepts
program is

m Custom designed
for your practice—
not a“cookie-cutter”

program—with three-

day training sessions
that will leave you
and your team
motivated.

M Personalized,
with the hands-on
involvement of
Advanced Hygiene
Concepts associates,
and the support of
other professionals
with proven track
records.

M Backed by
followup training
and a money-back
guarantee.

You may believe that your hygiene department is already as effective
as it can be. You may still be using conventional soft-tissue manage
ment programs and discovered that patients are just as unlikely to
return for followup care as they ever were.

And you probably know that, even with all of the soft-tissue
management programs in use today, the ADA has found that 75
percent of Americans still have some level of periodontal disease.
That's why we developed our own program—Advanced Hygiene
Concepts—to elevate soft-tissue management to the next level.
We've worked with hundreds of practices nationwide—in their own
offices—training teams in methods that help them:

m deliver consistent periodontal treatment to all patients,

m fully utilize the skills of hygienists,

W protect themselves from lawsuits with improved patient
documentation and followup procedures,

m educate their patients on the value of hygiene appointments, and

m turn their hygiene departments into highly profitable businesses.

Take this Opportunity to Enhance Your Practice

We want to help you take advantage of the opportunities we've
identified. Opportunities to bring early-stage periodontal disease to
the attention of all of your patients—not just the new ones.
Opportunities to teach patients that their hygiene visits are in their
own interest, Opportunities to turn your hygiene department into a
profitable “business within a business.”

QOur goal is for your practice to build a hygiene department that
identifies periodontal disease as early as possible and develops
treatment plans in which patients feel invested and involved. When
your entire office works as a team to guide patients toward better
treatment and followup, patients are more satisfied with your
performance and professionalism. And you benefit from seeing
healthier, better educated patients who are more accepting of
recommended followups, as well as cosmetic and restorative treatment.

In the process, cancellations go down, referrals go up, and your
practice enjoys increased production.



Time-tested
Teambuilding

Techniques

High Production/
Low Stress

You'll leam how to

develop a "game plan”
for your day that clarifies
the roles of each team

member,and helps

your patients feel well

cared for.

Building
Relationships

With each patient visit,

the relationship
strengthens. Patients
understand more

about the importance

of hygiene. You have
an opportunity to
identify developing
problems sooner, so
your patients feel
better about their
care. And the
better they
feel, the

more

likely

they

areto

keep

their
appoint-
ments and

to refer other
quality patients.

Building your hygiene department and administrative staff into a team is
simpler than it seems. Our associates apply a time-tested, four-step method
of encouraging your whole office to "own" the process.

B We meet with your entire team and establish an office protocol for
identifying periodontal disease and planning treatment. We also incorporate
a comprehensive restorative exam to inform patients of priority work,
elective work, and cosmetic options. We can also help you get the maximum
value from your investment in lasers, other high tech equipment and

intraoral cameras.

m We introduce communication exercises to build your team'’s confidence and
comfort level when transitioning existing patients to ongoing periodontal care.
We work with chairside presentations to instruct hygienists in explaining patient
conditions and demonstrating techniques to communicate the importance of
dental health in relation to their overall health. We also show them how to
listen for verbal cues and how to handle patient objections—financial and
otherwise—to ensure case acceptance.

m We train hygienists, administrative team, and clinical assistants in effective
hand-off techniques. As your patient hears your hygienists' messages repeated
and reaffirmed in conversation with you and your administrative team, it rein-
forces the commitments they've made regarding further
treatment. We also address day-to-day business
practices with your team, such as scheduling,
financial consultations, dental benefit plan
reimbursements, and chart reactivations.

m We teach you how to better
document office visits and
communicate with patients
once they have left your office.

We provide a set of education
sheets, and hygiene procedure infor-
mation guides that help patients
understand the value of their treat
ment. We also provide your team with 14
patient followup letters to ensure
continued contact and minimize cancellations.




WHY CHOOSE AHC?
B Customized.
We customize our
program to your
practice.
B Experienced.
You and your team will
be trained by both a reg-
istered dental hygienist
and an administrative
specialist. Both under-
stand the specific roles
of hygienists and office
personnel in patient care
and communication.
m Mentors.
You will enjoy the per-
sonal telephone support
of qualified mentors
who have successfully
applied our methods in
their own practices.
W Support.
Our associates are
always available for free
telephone counseling
and conference
call support.
m Followup.
We provide additional
in-office training days,
as needed.
B Additional Training.
Quarterly training work-
shops are available for
new team members.

You can increase your profits by 50 percent to 300 percent by implementing
Advanced Hygiene Concepts’ strategies. We come to your office for a three-day
training session, in which you will learn:

W How to help patients understand the proper role of benefit plans in their
treatment, so they are less "plan-dependent."

W Systems for documenting care that will help reduce your malpractice exposure.

m Verbal skills to increase your restorative and periodontal case acceptance by
50 percent to100 percent.

B How to identify at-risk patients—those most likely to have a developing
condition—so you can offer appropriate care,

m How to develop customized periodontal treatment plans that provide
excellent clinical results and long-term patient compliance.

W How to use written patient communication to enhance patient
understanding and value.

m Verbal techniques for transitioning existing patients into
periodontal treatment.

m How to facilitate restorative and cosmetic case acceptance.
B How you can adjust your fees to maximize profitability.
m How to manage and monitor your hygiene department as a business.

W Strategies for preventing cancellations and failures.

Annual Loss Due to Cancelled Hygiene Appointments

Each hygiene

appointment is valued

at $113 and assumes a

hygiene day equals $900.

The annual revenue loss 578,750

from one missed appointment

per hygienist per day. $56,250
$45,000
$33,750
Total per year $22,500
Hygiene days per week 4 days 6 days 8 days 10 days 12 days




Three Plans
for Comprehensive
Training:

1) Basic Program
2) Basic Program Plus
3) Enhanced Program

Advanced Hygiene

mﬁm;es We train each member of the team in specific clinical and office protocols and

a total of four days of follow-up techniques that build and reinforce our team building approach:
;oar;::;:h:_;‘:i::u' PerionHtal thrting: Develioping an efficient system for gathering information
Siice-—and snstasisls while building patient involvement.

to help you succeed. Case types/treatment plans: Identifying treatment potential in various case types

and treatment plans, from healthy to advanced. The goals of nonsurgical
periodontal care and how to achieve them.

Appointment types: Types of appointments available to a hygienist and the
objectives of each. What can be accomplished in the time available?

Scheduling: How to schedule a productive, low-stress day.

Cancellations and failures: Establishing a protocol for preventing cancellations and
implanting the value of an appointment in the patient’s mind.

Team Techniques for Patient Education

Communication: Learn to comfortably transition patients into needed periodontal
and restorative care and cosmetic treatment. Team continuity, patient flow,
summaries and handoffs, verbal skills to avoid cancellations and failures,
words and phrases to watch for,and key words to be effective and comfortable.

Morning meeting: Refine your approach to create an effective, positive meeting.

Financial presentation: Effective, comfortable methods for presenting and gaining
patient approval of your preferred payment plan.

Benefit plan issues: Billing procedures, narratives, diagnosis codes, as well as
communication techniques that help patients understand the proper role of
benefit plans in their care.

Our Training and Follow-up Regimen

One-on-one training: All patient-team dialogues will be reviewed, practiced, and
refined. We will work with you to plan "ideal" schedules, develop a forms
organization system, and a next-day schedule review system.

Mentor counseling: An experienced doctor/mentor is available for telephone
conversations to discuss strategies, challenges, and to gain insights into
leadership issues.

Rapport and followup: We provide toll-free telephone support, quarterly reports
and scheduled telephone reviews, and a full year of monthly monitoring.

Training materials
You'll also receive program manuals for each team member, a research manual,
a letter disk for patient communication, initial forms, and a master set of all forms.




Advanced Hygiene
Concepts offers
a choice of three
programs, each
of which can be
further customized

to your needs.

2) Basic Program Plus

m All of the features of the Basic Program, plus:
- One additional advanced training day (see below)

- Additional mentor support consultation time

3) Enhanced Program

m All of the features of the Basic Program, plus:

- Additional advanced training days (see below)

- Additional consultation time with your mentor

- Additional 12 months of monitoring (24 months total)

- Additional 12 months Telephone support (24 months total)

- Additional 12 months Quarterly reports (24 months total)

- Additional 12 months Monthly monitoring (24 months total)

- Optional attendance for up to five team members at one of our quarterly

two-day team training workshops

30 %
Active Patients
are in routine

/ hygiene

Average Dental
Practice in the USA

recare

60%
Active Patients
are notin
routine hygiene
recare

Few dentists ; 10%

b= Active Patients
maximize the profit never have
potential of their routine recare
hygiene departments. appointments

Advanced Training Day Topics

The additional training days built into each program
level allow for a truly customized service.

The following are among the topics we may
recommend for you and your team.

- Chart reactivation

- Internal marketing

- Retreatment issues

- Continuing care system

- Smile design

- Tracking incomplete treatment

- Comprehensive update exams

- Doctor scheduling

- Utilizing intraoral cameras

- New patient exams

- Comprehensive cosmetic exams

- Referring to a periodontist

- Hands-on laser training

- Clinical instrumentation and micro ultrasonics




Advanced

**s Hygiene
Concepts Inc.

541 Westgate Bivd

Napa, CA 94558
800.400.6772

wwrw. advancedhygiene com

Here's What Others S5ay:
Dentists who work with Advanced Hygiene Concepts find thelr practices growing,
often beyond our own prajections. Here's what jusk a few of our satislied customars

have 1o sy

"Using their sxcellent systams, we hove taken who was already o very proacitive hygiene
program and made it state of the art. Advanced Hygiene Concepts allows us to offer optimal
care for patlents and excetent rewards for the prachice.”

Dir. Dawiel Patts, Libertywille, IL

We s an Immediate increase in our hygiene department s production. They are o grésl
team and ane dways thene [Fwe fawve questions.”
Betsy Pearson, Office Coordinator, Dv. Ted Morgan, Gorbam, ME

“They have mativated me i improve my patients' oral heaith education and help therm take
responsibility. in doing 5o, | not anty feel better abowt my patients accepling the fredtrment
they need, boi our yglene department has doutred produciion.”

Patricia Waorcester, ADH, Pampana Beach, FL

® .. best thing | ever did and the reason that my hyglenists overage 51,000-51.200 & day,
not to mention the resforative dentisiry that they help me sell. And both of my hygienises love
the progeam and how it makes them feel about their jobs and caveers.”

Dr. Scott Dahlguist, Salt Lake Ciry, UT

"We hawe had the ARC in-olfice tralning with healthier, move stable patients, hopmer
hygientsts, and increased productivity, i vou feef you hove any upside podential in your fiygiene
departrment, it’s a no-brainer o have these professionals give you a systemalic apgvadch 1o
muake it happen.”

Dr. Dan Clader, Montrose, 00

Advanced Hygiene Concepts, Inc. was formed by Linda O'Grady and Yalerie Williams in
1950, The partnership has growm to include many dedicated associates who assist with

tralning amd followup,
Their unkgue team approach combines the clinkcal expertise of a registersd dental

hygienist with the front-line, front office experience of an administrative specialist. This
combination allows Advanced Hyghene Concepts to customize programs for many affice
types, balancing the needs of doctars, hygienists, clinical assistants, administrative teams,
anid patients. Thelr team approach results ina unified treatment philosophy, supported by
consistent systems and verbal skills throughout the office,

Advanced Hygiene Concepts is 8 member of the Crown Coundil, MasterPlan Alliance,
and is on the faculty of PAC-live and the Advisory Board for the Doctors’ Organization for
Conscious Sedation,

Linecla ﬂ'm i & practice management consultant. lecturer, and writer. She is also a
Registerad Dental Assistant with 20 years’ experience as a dental office manager.

Valsria Willisms is 3 consultant, lecturer, and suthor, She is a Registered Dental
Hygienist, with more than 25 years in the field

Guarantea
We understand that

the cost of our program
represents a substantial
investment in your prachice.
W are o confident that
our program will genérate
many times its cost that we
will refund our entire fiee
if our program hasn't paed
for itself in increased
production within one year.
Chur guarantes allows
you to focus on the maost
important quastisn:
“Will Advanced Hygiene
Cancepts Improve dental
care for my patlents and
the productivity of
my teami”




