PRACTICALLY SPEAKING

PATIENTS’ DENTAL MISCONCEPTIONS

As | travel and interview dozens of strangers monthly, it amazes me how many people in the
general public have total misconceptions regarding dental insurance and dental care in general.
Some of these misconceptions include:

1) Iam self-employed and have no dental insurance; therefor | don’t go to the dentist unless |
have a problem.

2) Ican only do what my insurance plan covers. If it is not covered, | must not need it!

3) lwould never spend a lot of money on my teeth. I'll just get them all pulled so I'll quit having
dental problems.

4) My husbhand’s company just changed insurance plans. | must find a new dentist because Dr. X
IS not on the plan’s list of providers.

PERTINENT ANSWERS REGARDING DENTAL INSURANCE

Q- Our company just changed benefit plans. | really like my dentist. Does this mean | must change to one
of the dentists on the provider lists?

A- Patients are being misinformed regarding these issues. In most cases, the patients have choices of
WHO providestheir care. The only thing that changes for these patients is the way in which their
accounts are paid. The practices most often still file the claim forms as a courtesy. Using el ectronic
clamsgives afaster turn around of the funds directly to the patients. The patients normally prefer to
use their credit cards for payment and by the time the credit card statement arrives, the reimbursement
is back to the patients. In some treatments, there is a difference in co-payments paid by the patients but
in amost every instance, the patients would rather pay this difference than change dental practices and
chance not having the same level of care or service.

Q- I'mself-employed and do not have dental insurance; therefore | don’t go to the dentist unless | have a
problem. Isn’t this the norm for most people who don’t have dental insurance?

A- This misconception by patients is one of the biggest problems dental practices face across the country.
Dentd insurance is an gppeasement benefit, which in most casesis ajoke. The annual maximum
alowable benefit has not changed on most plansin over 30 years. Fees then were athird of what they
are today. Oftentimes, the premiums paid by the patient or their employer costs more annually than
their total benefit. If we didn't have food insurance would we still eat? The answer to that is simple.
Good dental heglth is as important as fueling on€ sbody, yet many people use being non-dental-
insured as their excuse to neglect their teeth. Preventive dentistry is not expensive, neglect is!

Q- | can not/should not have anything done to my teeth that is not covered by insurance plan, right?
A- Many patients use denta insurance as their crutch. They have the misconception that if it isnot

covered on their plan, it must not be anecessary treatment, or it isout of reach financialy. Following
the advice of abenefit plan company who isin business to save money by restricting careis an unwise



decision. Listening to your dentist and dental healthcare team who are in business to save your natural
teeth for alifetime is a much wiser choice.

Why doesn’t my insurance cover this?

Dentd insurance is meant to be apartial reimbursement for basic preventive and basic restorative care.
95% of al adults need more than basic dentistry. Taking care of small dental problems before they
develop into major dental emergenciesis agoal every patient should have. Having adentist who
performs a comprehensive oral health examination and one who presents a complete treatment plan
that will restore the mouth to an optimal level is key, regardless of who pays for the service. The same
people who complain about the fees involved in total dental care are the same people who think
nothing of buying big screen TV's, eating out six times per week, getting anew car or truck every other
year and taking expensive vacations. Smart consumers know that you get what you pay for, and having
your prioritiesin the right order, includes having a clean, healthy and attractive smile.

LindaMiles, CEO of LLM&A, one of dentistry’s premier speaking and consulting firms celebrates her
29th year in businessin 2007 and has been in dentistry more than four decades. Linda has spoken at every
major meeting, in every state, and on four continents. She consultsin top dental practices and for those who
wish to betops. Her newest book DYNAMIC DENTISTRY can be ordered by calling 800-922-0866 or
visiting her website at www.D ental M anagementU.com. Email her at |indamiles@cox.net
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