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Faculty and Planner Disclosure

The American Association of Oral and Maxillofacial Surgeons (AAOMS) is accredited as a provider of continuing
medical education by the Accreditation Council for Continuing Medical Education (ACCME) and is recognized as a
provider of continuing dental education by the American Dental Association Continuing Education Recognition
Program (ADA CERP). The AAOMS adheres to the ACCME Essentials and Guidelines, including the ACCME
Standards for Commercial Support, and the AAOMS adheres to the ADA CERP Standards and Procedures in its
development and delivery of continuing medical and continuing dental education activities.

It is the policy of the AAOMS to ensure balance, independence, objectivity and scientific rigor in scientific/educational
activities. All faculty and others who participate in the planning and execution of an AAOMS activity are required to
disclose relevant financial relationships with commercial interests. A commercial interest refers to any entity
producing, marketing, re-selling, or distributing health care goods or services consumed by, or used on, patients. The
principal intent of requiring disclosure information is not to prevent faculty with relevant financial relationships from
the planning or delivery of content, but rather to ensure that AAOMS CDE/CME activities promote quality and safety,
are effective in improving practice, are based on valid content, and are independent of control from commercial
interests and free of commercial bias. Disclosure is required so that course directors may reasonably decide whether
to make adjustments in the activity and its faculty, and so that participants in the activity may formulate their own
judgments regarding commercial bias in the presentation in light of full disclosure of related information.

All faculty and others who participate in the planning and execution of an AAOMS educational activity have been
informed of the AAOMS Policy on Disclosure of Relevant Conflicts of Interest. Faculty who have disclosed industry
relationships have been counseled, in writing, of the necessity to deliver their presentations in a manner free of
commercial bias. Written notification is made, in accordance with AAOMS Policy, to resolve and relevant conflicts of
interest.

The following faculty have reported that they have no industry relationships to disclose:
Lois Banta
Planning Committee Disclosures

In accordance with ACCME guidelines, the following disclosures are provided for members of the AAOMS Board of
Trustees, AAOMS educational planning committees and AAOMS staff. Members of the groups identified below have
participated in the planning, development and implementation of this educational activity.

Board of Trustees

The following members of the AAOMS Board of Trustees have reported that they have no industry relationships to
disclose:

Clark, Robert S., DMD
Egbert, Mark A., DDS

Fain, Douglas W., DDS, MD
Ferguson, Brett L., DDS
Indresano, A. Thomas, DMD
Johnson, J. David, Jr., DDS
Morrison, J. David, Jr., DMD
Nannini, Victor, L., DDS
Nelson, Steven R., DDS, MS
Rafetto, Louis K., DMD
Schwartz, Paul J., DMD
Tiner, B.D., DDS, MD

Committee on Continuing Education and Professional Development (CCEPD)



The following members of the CCEPD have reported the following industry relationship disclosures:

Miloro, Michael, DMD, MD
Axogen, Inc.: Consultant

The following members of the CCEPD have reported that they have no industry relationships to disclose:
Burk, Thomas

Busino, Lawrence, DDS
Fernandes, Rui, DMD, MD
Grogan, David M., DDS, MSD
Hudson, John-Wallace, DDS
Meara, Daniel, MS, MD, DMD
Park, Chan, DDS, MD

Peacock, Zachary, DMD, MD
Sabino, MaryAnn C., DDS, PhD
Schreiber, Andrea, DMD
Shafer, David, DMD

Steinberg, Mark J., DDS,

MD

Vega, Luis, DDS

Waite, Peter D., DDS, MD
Woerner, Jennifer, DMD,
MD

Committee on Practice Management and Professional Staff Development (CPMPSD)
The following members of the CPMPSD have reported the following industry relationship disclosures:

Jay C. Platt, DDS, Chairman- Dentsply, Speakers’ Bureau

The following members of the CPMPSD have reported that they have no industry relationships to disclose:

Stephanie J. Drew, DMD

David A. Fenton, DDS, MD
Christopher J. Haggerty, DDS, MD
Donald P. Lewis, Jr., DDS

Suzanne Stucki-McCormick, DDS, MS
Debra M. Schardt-Sacco, DMD, MD
J. Alexander Smith, DMD

Larry E. Stigall, DDS

Monty C. Wilson, DDS

David E. Yates, DMD

AAOMS Staff
The following members of AAOMS Staff have reported that they have no industry relationships to disclose:

Adams, Mark, JD

Bonfield, Heidi

Choyke, BarbaraS., CAE
Farrell, Scott C.

Hayson, Beth

Jones, SamanthaE.



Lee, Caroline P.
Murray, Shannon
Peterson, Shannon
Schnitzer, Mary

Steuer, Rebecca
Treccia, Bridget
Wittich, Karin K.

All reported relevant conflicts of interest have been resolved by the Committee on Continuing
Education and Professional Development and other planning committees as of 2/15/2017




Empower Your Practice...
Know Your Numbers

Please note: This workshop is offered as information only and not as financial, accounting or legal advice.

Seminar attendees may make photocopies of these pages for internal office use only.
These forms may not be copied for distribution to others.
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Key Topics:
Secret to increasing collections
e Fool proof methods for lowering accounts receivables
e Why what you say...matters
e Barometers and trends to watch

e Track it...Celebrate it
e Using your software to get consistent results
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Secrets to Increasing Collections

1. Prepare...review your route slips...tells a great story

2. Ask for payment

3. Collect previous balance AND current amount due

4. Collect at the scheduling of appointment

5. Utilize outside financing as a key collection element

6. Make your message visual
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Fool Proof Methods for Lowering Accounts Receivables

1. Generate the Accounts Receivables report...Accurately

2. Watch the Accounts Receivables report closely

3. Know the collection laws

4. Take action quickly

5. Have a plan “A”, Create a plan “B”
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What you say...Matters

1. How to say...What you say... verbally and on paper

2. Insurance questions

3. Collections questions

4. Handling objections

5. When changing guidelines

6. Hand-offs that rock
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Barometers and Trends to Watch

1. Production

2. Accounts Receivables and Credit Balances

3. Number of procedures

4. New patients

5. Adjustments

6. Collections

7. Open time

8. Case acceptance
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Use Your Software System to Get Consistent Results

1. Daily report

2. Month end report

3. Trends report

4. Finding lost money report

5. Treatment Plan report

6. Continuing care system reports
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Statistics to Track:

* Productions: Total office, each provider
» Collections — goal: Collect 98% of adjusted production
* Adjustments — goal: Adjustments should be < 4%
» Accounts receivables — current and over 90 days
» Accounts Receivables % - Goal < 5% over 90 days old
« Outstanding Insurance — current and over 90 days
« Outstanding Insurance % - Goal < 5% over 90 days old
+ A/R Ratio — should be < 1.5
» Current trend for A/R Ratio = < .75
* A/R Ratio Formula:
1) Total together last 3 months gross production — now...divide total by 3 =
average monthly production
2) Divide total A/R by average monthly production = A/R Ratio
Example: March Gross Production =$ 150,000
April Gross Production =$ 150,000
May Gross Production =9$ 150,000
Total = $450,000 div by 3 = $150,000

Total A/R = $145,000 div by $150,000 (Avg mthly prod) = .96
Translation: it takes less than one month (.96) to collect what's on books
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