
by Christine Taxin

Want to Outsmart  
Chronic Disease? 
Start by Identifying the Overall Rising Risk

In an average day, how many questions do you ask?  
Ranging from the rhetorical to funny to serious, we all ask a wide range of 
questions. When it comes to providing the best patient-centered care we can, 
asking questions is one area where both providers and doctors can improve.
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Trojan Today provides a forum for industry professionals to offer a diversity of information and to provide ideas and suggestions in the area of dental  
practice management. These articles are meant to be informative and do not necessarily represent the opinions of Trojan Professional Services, Inc.

A long-term patient-care plan can come up short. This leaves both patient 
and Doctor frustrated. To get ahead in a value-based care environment, 
organizations need access to a new type of insight into their populations: 
one that allows them to augment their clinical decisions with the 
attitudinal and behavioral factors that drive patient decision-making. This 
starts with simply asking the right types of questions.

Developing a short-term treatment plan? Ask questions. Developing a 
long-term treatment plan? Ask questions. Working to prevent illnesses by 
identifying individuals with discoverable rising-risks as early as possible? 
Ask questions. 

Asking questions and listening for answers is the key to making progress against the rising tide of chronic disease.  
When we take the time to understand the how, when, and why of a patient’s overall current and past health histories, we 
can progress in providing help with all medical issues and perhaps even develop relationships with other medical providers 
who will respect input to their patient’s overall health and wellness. 

It is critical in today’s fast-paced world that we pause to reflect and hear through all the noise. There are so many factors 
that are clamoring for our attention when we are treating patients. We must consider everything from genetics and 
socioeconomic factors to an individual’s behaviors and attitudes towards their overall treatment plan and willingness to 
adhere to that plan.

When you ask questions, data starts to appear. We must learn how to 
navigate beyond that data which is unusable to that which generates 
actionable insights. What we need is much more focused data. With 
focused data, we can drill down even further to the information that is 
actionable.

There are no two ways about it: Collecting good clinical data is the key to 
how you collaborate with your patients. It allows a patient to understand 
an issue is not limited to caries or periodontal but connects to their 
overall body. Medical issues such as diabetes may be indicated and need 
further diagnosis, since treatment is a medical necessity. 

Patients have become aware of the power of “transmission,” thanks to Covid. Covid has also created new health issues 
beyond those of the virus itself. For example, we are dealing with ”mask mouth issues,” since wearing a mask for so many 
hours dries the oral cavity and causes decay and periodontal issues. This condition requires more products, both used 
in the office and sold for home care. Letting patients know you can teach them how to use and work with oral health 
products at home will help them control the transmission of all oral infections. Remind them home care is the number one 
place they can have control over any illness that needs constant care.

Doing a health risk assessment can be challenging, especially if it involves a patient devoting an hour or two to filling 
out forms. Many providers have started using teledentistry to collaborate with patients; they report their ability to collect 
information has been amazing. In some cases, this has facilitated collaborations between dental and other medical 
providers, providing patients with exceptional trust in the advice given and recommendations provided. 

Take the time to ask questions, and involve patients in their treatment plans. Truly listen for answers. This helps establish 
various benchmarks for treatment. This allows us to deliver not only better plans but allows us to serve the patient more 
ethically as well. The more engaged a patient is, the better the overall treatment. 

Take time to listen to the signals your patient is giving you. Once you get their answers, developing a treatment plan is 
easier and much more enjoyable. And, of course, the treatment plan is more effective.

Questions

Answers

Christine Taxin is the founder and president of Links2Success, a practice management consulting company  
to the dental and medical fields. With over 25 years of experience as a practice management professional,  
she now provides private practice consulting services, delivers continuing education seminars for dental  
and medical professionals, and serves as an adjunct professor at the New York University (NYU) Dental  
School and Resident Programs for Maimonides Hospital.

FMI: www.links2success.biz, or 914-303-6464

http://www.links2success.biz
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I participate in several PPO 

plans including Cigna and 

United Concordia. HOWEVER, 

I never agreed to take their "discount plan"  

that discounts fees even more than 

what their company covers under a PPO 

plan. Can I refuse to take the "discount 

plan patients” but still participate with 

the insurance end of Cigna and United 

Concordia? My office manager called,  

and they won't give her a clear-cut answer.

Generally, when a doctor  

is enrolling in a PPO plan,  

we always recommend 

evaluating the PPO prior to entering into  

a contract. It is very important to ask if 

the PPO network offers a "dental discount" 

plan that all PPO network doctors are 

required to honor. I would recommend  

you refer to your contract as it should  

state if this was a requirement for you.  

If not, I would recommend you contact 

your provider representative.

Response provided by Ramona Colbert.

Q:

A:

9/15/2022
Annual Planning –  
A Team Experience     
by Phyllis Waite 

9/25/2022  
The Pulse of Your  
Dental Practice 
 by Debbie Seidel-Bittke

"Classic" Trojan Today  
articles, coming soon to 
trojanonline.com:

Ask the Consultant

Quote-Worthy
I remind myself 
every morning: 
Nothing I say 
 this day will  
teach me anything. 
So, if I'm going to 
learn, I must do  
it by listening. 

             — Larry King

“

”

https://trojanonline.com/services/ask-the-consultant/ramona-colbert/
https://trojanonline.com/trojan-today-classics/
https://trojanonline.com/trojan-today-classics/
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Is your office making changes to your practice  
computers or Practice Management software?

If your office is planning to:
•  Upgrade your Practice Management System  

to a new version
•  Upgrade any workstations or the main server 

(replacing or getting additional computers)
•  Convert to a new/different Practice 

Management System than what you are 
currently using in the office 

Please contact Trojan’s Software Support. 
Depending on your current or new Practice 
Management System, specific programs may need 
to be installed. 

The Henry Schein (Dentrix, Easy Dental software) 
and Patterson (Eaglesoft) products do require a 
reinstallation of their Trojan integration software. 
This software is not provided by Trojan; please 
contact your vendor for assistance. 

PLEASE NOTE: IF USING DENTRIX AND THE 
OFFICE UPGRADES TO G6.2 OR HIGHER, FIRST 
YOU WILL NEED TO OBTAIN THE DENTRIX 
TROJAN 6.1.45 INSTALL FILES FROM DENTRIX 
SUPPORT, BEFORE TROJAN CAN LOAD OUR 
BENEFIT PLANS. 

Other Trojan programs that may require 
reinstallation:
• Trojan Benefit Service Program
• Trojan Managed Care Program
• Trojan Communicator 
• Trojan Eligibility Program
• Trojan Dr Direct (Electronic Claims)
• Trojan Express Collect

If your IT Company is needed for any type of  
reinstallation, please feel free to provide them with  
the number to Software Support. Our representatives  
would be more than happy to speak with them.

Service 
Savvy

Are You Making Changes?

If you have questions, or need assistance, please call Trojan Software Support at 800-451-9823, Ext. 1.  
Or visit Trojanonline.com and choose the General Support Questions calendar to schedule a support call  
time that is convenient for you.

In colonial days, debtors  
were shipped from Europe to 
America to work as servants. 

Instead of signing a contract,  
they sealed their agreement by 

leaving their dental imprint in wax.
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Accelerating dental practices to excellence by providing services  
that increase case acceptance, production, and collections.

5

What  
Clients  
Say

“All Trojan team members we have 
interacted with have been professional, 
quick to respond, and very helpful." 

—Office Manager, Millbrae, CA

Sleep Apnea for the Front Office:
A Series of Webinars with Jan Palmer

SEPTEMBER 13, 2022:  
Coding and billing sleep appliances

OCTOBER 4, 2022: Medicare Basics— 
Decisions, Decisions, and Decisions

OCTOBER 11, 2022: Medicare Digging Deeper

Sign up for 1 or more. Register Here!

Are you a member of AADOM? 
This national group for office administrators and 
managers hosts events throughout the year.

Dental Seminars for Dental Office Managers 
AADOM Events: dentalmanagers.com

Live Events Are Returning!
Many are listed at: www.conferenceindex.org.  
Search by your field or specialty. 

Academy of General Dentistry
Practice Tools  
For more information: agd.org

http://bit.ly/ 
TrojanInstagram

http://bit.ly/
TPSLinkedIn

http://bit.ly/
FBTrojan

http://bit.ly/
YouTubeTPSINC

mailto:nikkim%40trojanonline.com?subject=
http://www.trojanonline.com
https://dentalmedicalbilling.com/event/sleep-apnea-for-the-front-desk-5-webinars-series/
https://www.dentalmanagers.com/about/events/
http://www.conferenceindex.org
http://www.eventbrite.com/e/academy-for-scheduling-excellence-july-26-2019-in-los-alamitos-ca-tickets-59581450723
http://agd.org
http://bit.ly/TrojanInstagram
http://bit.ly/TrojanInstagram
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