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CONTRIBUTOR: GAVIN SHEA

Growing Your Practice
Midcareer:
Strategies for Maximizing
Value and Profitability

A

s a midcareer doctor, you likely have 15 to 20
years of patient care, staff management and office
supervision behind you. Not only is this a significant
accomplishment, but also you are now in an ideal position
to look ahead and decide how you want to approach the
remainder of your career. How can you maximize the
value and profitability of your practice during the second
half of your professional life so you are well situated for a
successful retirement?
Here are several proven strategies for growing your
practice midcareer.

Update Your Technology and Equipment
The needs and circumstances of your practice have likely
evolved since you first made the decision to purchase your
current equipment. For example, it may not have made
economic sense when you were starting your practice to
create high-efficiency treatment centers enabling you to
treat more patients each day - but now that your schedule
is overbooked, it might be logical to do exactly that.
In fact, incorporating updated equipment to increase
efficiencies and treat more patients can be an effective
way to grow an established practice. Some newer
technologies can allow you to expand your treatment
offerings and capture additional revenue. Updating your
equipment can also bring real value to your practice as
you add tangible assets, as well as perceived value, since
you can now promote state-of-the-art treatments.
6
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But don’t make the mistake of replacing all of your
equipment with one major investment and expect to
see an immediate boost in practice growth. It would
likely take years to recoup the cost of your technology
investment through an increase in traffic flow and fees.
Instead, create a technology investment plan that sets
aside funds on a regular basis for equipment purchases.
To initiate a technology investment plan:
• Keep abreast of new technology developments through
continuing education opportunities, through peer
networking and through periodic meetings with your
equipment supplier. Ask your equipment supplier for
referrals to dentists who have purchased the equipment
so you can learn about their experiences if need be,
although be mindful that the referrals given will likely
direct you to the most satisfied customers.
• Prioritize the technologies you wish to incorporate over
the next few years, including software and hardware
systems, digital equipment and tools, and utility systems
that power your practice.
• Set aside funds every month - for example, five percent
of net profits - for future equipment purchases. That
way, you will always be ready to take advantage of new
advancements that can benefit your patients and practice.
• Invest the time and money necessary for training your
staff on the procedures, capabilities and maintenance of
the new equipment.

• Actively market your new technology investments to
your patients so they are aware of the advanced processes
and services you now offer.
Most important of all, remember that the key benefit of
any purchase of advanced technology should be a higher
level of care for your patients by means of improved
outcomes, less pain, greater convenience and more
efficient service.

Add an Associate to Your Team
Another strategy for expanding your treatment
portfolio and growing your practice midcareer is to
add an associate to your team. The right associate can
help you increase your capacity to treat patients while
simultaneously mentoring the newer dentist toward a
future transition into partnership or ownership of the
practice. However, be aware that training an associate can
take a considerable investment of time and resources.
So how do you know when the timing is right to add an
associate? Here are several indicators to watch for:
• You are regularly booked out at least four weeks.
• New patients are turning down appointments because
you can’t see them soon enough.
• You are losing patients to a competitor across town with
a broader service offering.
To calculate whether your practice is well positioned to
support a new associate, try using the following common
rule of thumb outlined by Silvestre Gonzalez, director of
operations at Benevis Practice Services, an Atlanta-based
dental practice services company.
Your practice may be able to support a new associate if it
has:
• A minimum of 2,000 active patients.
• Hygiene appointments booked four to six weeks ahead.
• The financial ability to subsidize six to 12 months of
associate salary.

Build an Additional Operatory
Midcareer doctors who have been practicing in the same
facility for many years may find the size of their space is
limiting their potential for production. As you grow your
patient base, staff and services over your professional life,
it only makes sense that you may also need to grow your
space to meet demand and maximize productivity.
Of course, expanding your facility to satisfy your full
potential for production is a considerable financial
and logistical undertaking. In fact, dentists who seek
to improve their workspaces can be surprised by the
magnitude of the project to which they’ve committed
themselves and their checkbooks.
The good news is that adding an operatory to your
practice could significantly increase your bottom line. Are
you turning away patients or emergency patients or are

your patients in the waiting room before treatment longer
than you would like? Additional space can allow for the
treatment of emergency patients who may have previously
been referred to another dentist. Accommodating more
patients or emergency patients could offset the loss of
revenue from patients who cancel their appointments or
are no-shows.
The bottom line when it comes to growing your practice
is that no matter where you are in your dental career, it’s
never too late to further develop your practice to better
serve your patients and ultimately position yourself for a
successful and profitable retirement. n

Gavin Shea is senior vice president, national director, Healthcare for
Wells Fargo Practice Finance. His article originally appeared in the
Fall 2017 issue of Dental Practice Success. Find this article and more
at ADA.org/DPS.
Gavin Shea, Growing with the End in Mind: Strategies for Growing Your
Practice Midcareer, Dental Practice Success, Fall 2017. Copyright © 2018
American Dental Association. All rights reserved. Reprinted by permission.

Your Path to Ownership:
an ADA CE Online Course
Ownership is not only possible; the opportunities
are greater than ever. Take this new ADA CE
Online course,
presented by Morgan
Stump, VP, Business
Development Manager,
Healthcare, Wells
Fargo Practice Finance,
and learn how to
achieve your professional goals with the career that
provides the lifestyle and financial position you want.
Visit ADACEOnline.org to take this and many more
courses designed to enhance your practice and your life.

www.JADA.ADA.org
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Practice Successfully,
Live Well:
Ergonomic Advice to
Reduce Work-Related Pain

D

entistry is a physically demanding profession.
Dentists often assume awkward positions to
provide treatment to their patients. This leaves
them at high risk of developing musculoskeletal disorders
(MSDs). MSDs are a common medical problem and
include carpal tunnel syndrome and hand-arm vibration
syndrome. The causes include repetitive work motions,
awkward or constrained postures and the use of vibrating
tools.
A cross-sectional study conducted in 2013 found that of
170 dentists (both general dentists and specialists), 73.9
percent reported musculoskeletal pain. Most of their
pain sites were the neck and back.1 In another study of
60 dentists, 90.5 percent of participants had a mild to
moderate level of severity for lower back pain. Of that
group, 57 percent reported taking a break during rest
hours; only 17 percent exercised during that rest period.2
A good, ergonomically designed operatory, along
with daily stretching and exercising, can help dental
practitioners enjoy long, healthy careers. The ADA’s Center
for Professional Success, at Success.ADA.org, has an entire
section dedicated to all aspects of wellness in your dental
practice, including ergonomics.
The Center’s Wellness section has articles that:
• Identify causes and symptoms of back pain.
• Provide tips and advice on reducing hand pain.
• Give safety tips on avoiding hearing loss.
There is also a series of ergonomic videos that will show
stretches you can perform in the office daily. These short
ergonomics videos demonstrate stretches for your neck,
8
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hands, arms and back. The Center also provides printable
posters showing quick stretches you and your staff
members can use to improve your physical health.
A dentist can spend up to 60,000 hours in a lifetime
working in uncomfortable positions that lead to MSDs.3
Take care to prevent causing or exaggerating injuries in
your office so that you can practice successfully and live
well. Go to Success.ADA.org/Wellness for these resources
and more information. n
1) Gopinadh A, Devi KN, Chiramana S, Manne P, Sampath A, Babu MS.
Ergonomics and musculoskeletal disorder: as an occupational hazard
in dentistry. J Contemp Dent Pract. 2013;14(2):299-303.
2) Gaowgzeh RA, Chevidikunnan MF, Al Saif A, El-Gendy S, Karrouf G,
Al Senany S. Prevalence of and risk factors for low back pain among
dentists. J Phys Ther Sci. 2015;27(9):2803-2806.
3) Gupta A, Bhat M, Mohammed T, Bansal N, Gupta G. Ergonomics in
dentistry. Int J Clin Pediatr Dent. 2014;7(1):30-34.

The ADA Center for Professional Success is an interactive Web portal
that provides practice management content and decision support
tools with the goal of helping members practice successfully, learn
conveniently and live well. Visit the Center for Professional Success at
Success.ADA.org. This article originally appeared in the Spring 2017
issue of Dental Practice Success. Read the current issue at ADA.org/dps.
Practice Successfully, Live Well: Ergonomic Advice to Reduce Work-Related
Pain, Dental Practice Success, Summer 2017. Copyright © 2018 American
Dental Association. All rights reserved. Reprinted by permission
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Name of Business:
Children's Primary Dental Group
President and Founder:
Dr. Safoura Massoumi, DDS
Years n Posi ·on: 2,0
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Chula Vista, CA. 91.910
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�nd professionals. Children's Primary
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is more like an extended '8tnily, from
the clinical side to c1.1stamer service_
gM'any day-to-day staff members have
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decade," stated Hoss Saidi, Vice
President off e Children's Primary
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employees full-time and part-Ume,
with a group of dentists who$e
combined knowledge in pedjatric
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San Diego County.
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CONTRIBUTOR: DR. DREW BYRNES

My New Dentist Beginner’s Guide:
Finding a Job

T

here I was, sitting on stage at my dental school
graduation, with no clue what to do next. I knew that
I needed to find a job, but it was going to take three
months for my license to become active. Three months to
do anything felt like a lifetime after becoming accustomed
to cramming for exams in dental school.

Fast forward one year and at least five associate positions
later, and I now own my own private practice. In that year
I got a lot of experience learning from many dentists,
each with their own way of treating patients and running
an office. I would like to share some of what I learned on
my mission to find full-time employment.

I spent the first two months of that break recovering from
dental school. With only one month to go before I was
finally able to have people call me “Dr. Drew Byrnes,” I
found a great opportunity in a private practice. I spent the
remainder of that month shadowing this dentist. I was
there every day, meeting the patients and getting a feel
for the office.

If you are just starting to look for a job as a dentist, I do
not recommend starting on Craigslist. Start by deciding
where you want to live. Generally speaking, there can be
some great opportunities to make a good living in more
rural areas. In bigger cities, it can often be harder to get
new patients. For me, the decision was about being close
to family.

Then, when there was only one more week before I
could treat my first patient, the dentist sent me an email
explaining that he had to let me go because he found
someone with more experience who he felt was a better
fit. Imagine my panic when I read this news. After years
of preparation, here I am on the cusp of beginning my
career, and I don’t even have a job lined up. Thus began
the hustle.

Once you decide on a location, you have another big
question to answer. Do you want to work in a corporate
dental office or in a private practice? I considered working
in a corporate office, but I knew that my long-term goal
was to own a private practice. I decided that the best
route for me would be the one that gives me the most
experience in a private practice setting. I recommend
exploring both because it’s good to keep your options
open. In fact, I recommend scheduling any and all
interviews that you can. You never know what might turn
out to be a good fit or what may fall through last minute.
Trust me, it is good to have backups.

I began looking for a job everywhere. And I mean
everywhere. When I explored all of my options to find a
job, I turned to the last place that I would expect to find
someone looking to hire a dentist: Craigslist. (Half of
you are going to laugh at the idea of finding a job on
Craigslist, but I bet all of you are going to go check it out
for yourselves.)
10
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After you decide on a location and have a general idea of
how you would like to practice, you can begin your job
hunt. Start by contacting anyone that you may know

in dentistry in the area that you want to practice. If you
grew up there, call your dentist and ask if he or she knows
anyone looking to hire an associate. Next, reach out to the
supply reps for the dental supply companies in the area
(Patterson, Henry Schein, Benco, etc.). These reps know
all of the dentists in a given area, and they often keep
records of which offices are looking to hire. You should
also reach out to your local dental organization. Many of
them have placement services.
Once you have explored any and all options that involve
actually speaking with people, turn to the Internet. Many
local and state organizations have online publications
that include classifieds. These will often have job listings.
The ADA CareerCenter is one online resource for
searching dental career opportunities or recruiting dental
professionals. You could also try to search the Internet for
“dental classifieds” followed by the name of your city.
When all else fails, search Craigslist. n
Dr. Byrnes is a New Dentist Now guest blogger (https://newdentistblog.
ada.org/) and a member of the American Dental Association.

Periodontal Practice
For Sale in
Washington State.
Realise your dream and tax advantages of
practice ownership. South Puget Sound well
established periodontal practice. Established
in 1975 with large hygiene following. New
office location designed by owner in 2013 with
new Adec equipment, multiple implant
systems, Piezo surgery units, Waterlase
Express hard tissue and Picasso diode lasers.
Experienced delightful staff. Owner willing to
stay on to assist with transition.

Dr. Drew Byrnes, My New Dentist Beginner’s Guide: Finding a Job, New
Dentist Now blog, posted Nov. 11, 2015. Copyright © 2018 American Dental
Association. All rights reserved. Reprinted by permission.

Respond to
helmstetter.barbara@gmail.com
or 503-799-4743.

Let Edge Advisors help you navigate through all facets of your dental career, no matter big or
small. Our highly respected team of CPA’s specialize in:

We are looking for pediatric dentists to join our team in the great city of Austin TX.
We are a Pediatric Dental Practice, located in and around the Austin area with
multiple locations to fit the needs of our diverse population. Our commitment is
to provide the highest quality comprehensive dental and orthodontic care to
the children and teens of the Austin community in a compassionate and caring
environment.
We truly believe that each patient is unique. We take the time to develop the
perfect treatment plan for each child that sits in our chair, treating everyone on
a case-by-case basis.
Austin is consistently rated one of the best cities to live in and for good reason. It
is a hub for live music, the food is amazing, and there are more outdoor activities
than you could ever get to. One of the keys to long term happiness and success
is the ability to work and live in a city you love. We know you will love your time
in Austin!
We offer a comprehensive compensation package:
- full benefits
- company paid life insurance
- company paid long term disability insurance
- 401K with up to 4% company matching
New grads welcome to apply. Please email CV to
joinourpractice2010@gmail.com

•
•
•
•
•

Accounting & Tax
Tax Returns
Payroll
Mergers & Expansions
Business Planning &
Development
• Practice Valuations

• Business Planning
• New Equipment
Purchases
• Satellite Practices
• Buy-side Representation
& Practice Review
• Business Consulting

• Practice Metrics & Review
• Bank Refinancing
• Partnerships
**AND MUCH MORE!

The Team at Edge Advisors Is the Best!
We are 2-time Winners of the Metro Milwaukee Association of Commerce / Council of Small Business
Executives Future 50 Award, we have received recognition as ’40 Under 40’ for the National Association of Certified Valuation Analysts, and are active on the Board of Directors for the Association
of Army Dentistry, Board of Directors for the Wisconsin Dental Advisory Committee, Board of Directors for Dental BlackBook, Previous Board of Directors for the Wisconsin Dental Association Foundation, Members of the National Society of Certified Healthcare Business Consultants and Members
of the Institute of Dental CPA’s. Our previous work experience is as Corporate Healthcare Accounting
Managers at some of the biggest CPA firms in Wisconsin, and the Director of Professional Relations
for a Top 5 DSO…but we are also Mom’s/Dad’s/Husbands and Wives/T-ball coaches/Fishermen
(and women)/Hunters/World Travelers/Outdoors Enthusiasts/Dog Owners/Sports Nuts and Handy
Fixer Upper’s.
“I absolutely love working with Edge! They’re extremely responsive in answering my questions
and always willing to help with anything that I don’t quite understand. With Edge on my team,
I know that I can keep my focus on my practice and our patients.” Brian Wackwitz, D.D.S.
“The efficiency added throughout all services has not only helped us better understand our
office, but saved substantial time. We also rely on their consulting advice which has put is in a
position to have continued success well into the future.” MAC Dental – Green Bay, WI.
Visit www.edgeadvise.com for a full list of services.

www.JADA.ADA.org
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Negotiating
a Counter Offer:
5 Reasons to Consider
Asking for More

I

f you have been put in the position of being asked
“What are your salary and other consideration
requests?” when interviewing for a position, either be
prepared with an answer that is somewhat above your
actual expectations or explain that you are not ready to
state that until you know more about the office, its patient
load, its financial outlook and your expected role in the
position. You need to know these things to provide a
reasonable salary range or fully consider the offer the
employer is putting forward.
There are three options available to you once an offer
is extended: accept the offer as is, decline the offer, or
submit a counter offer. Submitting a counter offer can
be the most stressful option, but here are five reasons to
consider it.
1. The interview is a two-way street.The process of
finding a new employee takes time and energy. If you
feel that the employer’s offer is too low, it is not rude to
present a counter offer. A company may tell you that their
offer is firm. At that point, you make a decision to accept
the offer or walk away from it.
2. The company may not have led with their strongest offer.
There is nothing wrong with accepting an offer if you are
satisfied. Conversely, there is absolutely nothing wrong
with feeling that you are worth more and asking for it.
There may be wiggle room. Even if they don’t meet your
counter offer, an offer that is somewhere in the middle
will be more than your initial offer.

12
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3. You’re a valuable asset. They reviewed your resume
and experience, interviewed you, and decided to bring
you on the team. They found value in you, so don’t be
afraid to find value in yourself.
4. You’re not the first person to make a counter offer.
Negotiations are common. There may be discomfort in
negotiating a better salary for yourself, but the end result
is a salary you are happy with and a team that knows
you’re committed.
5. A higher salary sets you up for higher future pay.
Consider your annual raise. It will be a lot more if your
base pay is higher. If you negotiate a better salary in the
beginning, it will save you the discomfort of asking for
more money after you’ve accepted the position.
More information about submitting and writing a counter
offer and a counter offer letter template can be found on
the Center for Professional Success, Success.ADA.org.
Good luck! n
This article is provided by the ADA Center for Professional Success,
an interactive Web portal that provides practice management content
and decision support tools with the goal of helping members practice
successfully, learn conveniently and live well. Visit the Center at
Success.ADA.org.
Negotiating a Counter Offer: 5 Reasons to Consider Asking for More,
Dental Practice Success, Fall 2017. Copyright © 2018 American Dental
Association. All rights reserved. Reprinted by permission.

YOU PROTECT YOUR PATIENTS.
BUT WHO’S PROTECTING YOU?
SAVE ON PREMIUMS
We offer quality insurance products
for you and your family at an
affordable group rate.

ENJOY EXCLUSIVE BENEFITS
Members receive special incentives
and discounts on medical supplies,
legal services, IT and more.

TAKE YOUR COVERAGE WITH YOU
No matter where you are in the U.S. or
what kind of medical professional you
are, we’ve got you covered.

CALL, EMAIL, OR VISIT US ONLINE TODAY TO LEARN MORE
1-800-221-2168 | membership@assnservices.com | appa-assn.com/welcome

AMERICAN
PROFESSIONAL
PRACTICE
ASSOCIATION

Become a practice owner
and do more of what you love.
If you have a passion for implantology, why not own it?
As an Affordable Dentures & Implants affiliated
practice owner, you have complete ownership and
control over your practice. Plus, we handle your
business operations, so you can focus on doing the
procedures you love most. To find openings in your area,
visit info.affordabledentures.com/careers
or call 888-837-3033.

OPPORTUNITIES ARE AVAILABLE FOR:
• Practice Owners
• Dentists
• Associate Dentists
• Locum Tenens Dentists
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My Decision to Own a Dental
Practice as a Recent Graduate

Y

ears when typical nights often include more hours
of study and work than of sleep do finally end. Our
commitment to a profession and our determination
to succeed and excel in our chosen field eventually
culminate in graduation from dental school — certainly
one of the proudest moments in our lives. Our families
cheer us on. We smile and wave and perhaps secretly
wonder if we are truly worthy of the shiny new honorific
“Doctor.” We look forward to some uninterrupted sleep!
With graduation also comes a new era in life and the
new challenge of managing a professional career. Like
most of my classmates and other recently-minted DDSs,
immediately after graduation, I took a job in a private
dental office as an associate dentist.
Fast-forward two years after graduation from dental
school. I was convinced that I needed to establish my own
dental practice. Yes, I must give this a try — despite the
unflinching regularity of all the student loan payments
and a merciless schedule that doubtless would not respect
my gutsy and self-reliant choice to risk things out on my
own. I would sacrifice the comfort of a stable paycheck.
Only when I was running my own practice, I knew, would
I be able to do the cases I most enjoy, be able to set
my own schedule, have the flexibility to attend the best
continuing education courses and grow my skill set.
Many recent graduates who become associate dentists
can be lucky and find a good mentor in their employer’s
office. However, the busy schedules of the senior doctors
may make it difficult for them find adequate time to
oversee your professional growth — no matter how
good their intentions. I find that the very best senior
professionals, those who have the most wisdom to share,
14
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are typically those with the most popular, busiest practices
(no surprise!). Most skills that we learn after graduation
must be acquired via CE courses. And as with any skill set
in life, we either grow by using the skills consistently, or
the skills become rusty if unused for a long time. Another
factor to note is that small dental offices typically link
an associate’s compensation directly to the percentage
of income produced by the procedures performed by
that associate. It is obviously in the best interests of
the employers to assign certain types of smaller, less
interesting and less lucrative cases to the associates and
to cherry-pick the bigger cases for themselves, which can
limit the overall professional growth (and income) of the
associates.
When I was not able to experience the entire spectrum
of cases that a typical general dentistry practice sees,
I decided to make a switch and move to corporate
dentistry, in hopes of a more fulfilling career. Things
seemed better; however, the pace of the day is much
different in a small private office compared with that
in a large corporate office. When I worked in corporate
dentistry, I was unable to find the right amount of time
to connect with my patients and to get to know them and
their specific dental needs. No matter how hard I tried, I
was not able to fit in as an employee. After all, dentistry is
an art, and everyone has his or her own unique style and
practice philosophy.
Aside from professional satisfaction, I realized that the
real-world math involves taxes, rent, car loan, insurance
and student loan payments, which left only a small
portion of steady paycheck for myself. I wanted to
improve my standard of living from what it had been in

Only when I was running my
own practice would I be able
to do the cases I most enjoy,
be able to set my own schedule
and grow my skill set.

graduate school. After all, there had to be some tangible
reward for slogging away through so many of my prime,
youthful years pursuing a serious education. Right?
I spent the next three months researching and reading
various blogs and articles to understand the process of
going solo and to identify the key factors necessary to
begin the process. At the end of everything, I obtained a
$650,000 bank loan requiring no down payment on my
part, and this loan amount was approved on top of the
$150,000 remaining balance on my student loans. I was
surprised to learn that banks actually compete to give out
a practice loan because they consider it one of the safest
business investments.
I found that some colleagues, who might like very much
to make a choice similar to mine, just haven’t researched
their options, and they put off their decision simply
because somehow the idea is ingrained in them that
they need to have a great deal of money already saved up
to make this kind of professional move. Another factor
that I would like to highlight is the option of buying an
existing clinic — the advantage is that it’s likely to be
such a well-oiled machine that the novice dentist will not
need to expend much effort on administrative set-up
and follow-through. Of course, you can be as involved in
administrative tasks as your interests decree, but you can
also choose to focus your most productive time on your
professional practice — dentistry!
Yes, there were many times I doubted my decision and
believed that I had taken such a bold step a few years too
early in my professional career. This decision, however,
was like just like any other decision we have to make in

life — marriage, buying a house and so on. You have to
take a leap of faith and trust yourself. As months passed,
the jitters also passed, and things started to fall into place.
I made many rookie mistakes, but I could never have
learned unless and until I threw myself into the arena,
which would not have happened during any number
of years I might have spent practicing as an associate
dentist.
Today, one year after the purchase of my own practice,
I stand proud as the owner-dentist of my dental clinic
in Beaverton, Oregon. I have great fun bonding with
my patients, my employees and my community — who
are absolutely fantastic people. On the professional
development side, my being able to do dental implants
using a 3D cone-beam scanner in my office is an
extremely rewarding experience. The accelerated pace of
learning that my independence has made possible and
the joy of a fulfilling career are unmatched — and I am
okay with taking home a smaller paycheck for a few years
as I build the practice. My practice. n

Dr. Rohini Agarwal is New Dentist Now guest blogger (https://
newdentistblog.ada.org/) and a member of the American Dental
Association.
Dr. Rohini Agarwal, My Decision To Own a Dental Practice as a Recent
Graduate, New Dentist Now blog, posted Nov. 27, 2017. Copyright © 2018
American Dental Association. All rights reserved. Reprinted by permission.
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iTRUSTED NAM'E IN SD COMMUNliTi�
WliTH Q:VER itWENJM YiEARS 01F. il'iRACK RECORD
IN P.EDIATRIC DENiTISTR:V.
f{

AT-A-GLANCE

Name of Business:
Children's Primary Dental Group
President and Founder:
Dr. Safoura Massoumi, DDS
Years n Posi ·on: 2,0
Year of Establishment 1996
Branehes: 397 ES Suite A,
Chula Vista, CA. 91.910
1310 Thll'd Ave.. Suite A1,
Chula Vista, CA 919'11
555 South Rancho Santa 'Fe Rd
Suite 101. San Marcos, CA 92078
2452 Fenton St S�ite 104,
Chula Vista, CA 919114

Website:

www .childrensprimarydenta I .oom
Email:
admin@chHdrensplimarydental.com
Phone: 61 9-425�'8930
Mission statement:
Chltdren's Primary Dental Group
stdves to provide Iha b!:lst pos!ifble
care for ©elr young patients, wiil'l
the latest tecl'11101ogy and low.stress
environment
Practlce often ccmes down to the
relationship betv,,,een patients. staff,
�nd professionals. Children's Primary
Dental Group is very proud that its staff
is more like an extended '8tnily, from
the clinical side to c1.1stamer service_
gM'any day-to-day staff members have
been wltt, the compariy for over a
decade," stated Hoss Saidi, Vice
President off e Children's Primary
Dental Group.The group is proud to
provide employment to over 50
employees full-time and part-Ume,
with a group of dentists who$e
combined knowledge in pedjatric
dentistry Js sacofld to no11e in
San Diego County.

* *

childrensprimarydental.com

*

* * *

Job O,pportunily:
Associate DenDsts Fu11 Time
Branch Office Managing Oentrst
Franoojsee opportunity:
A.vailal>le In Califom!a ,Oregon an� Nevada
contact Vice President office at (619)
or ·hoss@childre.11s.primaydenla1.info

ne.245e,

