
 

 
 

THE AMERICAN ACADEMY OF 
PERIODONTOLOGY 

 
 
 

 
 
 
 

2003 Practice Profile Survey 
 
 

Characteristics and Trends in 
Private Periodontal Practice 

 
 
 

January 2004 
 



 
 

__________________________________________ 
 2004  The American Academy of Periodontology  i 
 

 
THE AMERICAN ACADEMY OF PERIODONTOLOGY 

 
2003 Practice Profile Survey 

 
Characteristics and Trends in 
Private Periodontal Practice 

 
Table of Contents 

 
 

 Page 

List of Tables ii 
List of Figures vii 
Purpose  1 
Research Methods 2 
Representativeness of Results 2 
How Responses are Reported 3 
How to Read Tables in the Report 4 
Linkage Between Questionnaire Responses and Tables 6 
Using the Practice Survey 6 
Executive Summary - Highlights 7 
Respondent Characteristics 10 
Hours Worked 15 
Practice Information 19 
Computers and Technology 47 
Insurance Coverage 88 
Marketing and Referrals 97 
Financial Information 126 
Procedures 149 
Hospital Privileges 153 
Patients 157 
The Future 174 
Appendix A           Practice Survey 193 
Appendix B           Procedures Performed by Respondent 
                             Demographics 

 
206 

 



 
 

__________________________________________ 
 2004  The American Academy of Periodontology  ii 
 

 
List of Tables 

 
Table Question Title Page

A 3,19,52, 
53,54 

Respondent Characteristics 11

1 1 Hours Per Week in Professional Activities 15
1-A 1 Other Professional Activities 16
1-B 1 Hours Per Week in Private Practice: Treating Patients 17
1-C 1 Hours Per Week in Private Practice: Running the Business 18
2-A 2 Practice Location 19
2 2 State Where Practice is Located 20
3 3 Population Where Practice is Located 22
4 4 Number of Operatories in Primary Office 23
5 5 Practice Has More Than One Location 24
6 6 Use Computers for . . .  48
6-A 6A Use Computers for Correspondence and Communication 50
6-B 6B Use Computers for Accounting/Financial Management 51
6-C 6C Use Computers for Billing 52
6-D 6D Use Computers for Electronic Insurance Claims Billing 53
6-E 6E Use Computers for Tracking Patients and Procedures 54
6-F 6F Use Computers for Patient Diagnosis and Treatment 55
6-G 6G Use Computers for Medical Information Retrieval 56
6-H 6H Use Computers for Case or Treatment Plan Presentation 57
6-I 6I Use Computers for Patient Education 58
6-J 6J Use Computers for Continuing Education 59
6-K 6K Use Computers for Internet/E-mail 60
7 7 Use Internet to . . .  61
7-A 7A Use Internet to Communicate with Referring GPs 62
7-B 7B Use Internet to Communicate with Patients 63
7-C 7C Use Internet to Purchase Goods and Services for the Practice 64
7-D 7D Use Internet to Communicate with Insurance Companies 65
7-E 7E Use Internet to Market Practice via Practice Web Page 66
7-F 7F Use Internet to Participate in Online Patient Referral Services 67
7-G 7G Use Internet to Access Professional Information Retrieval 68
8 8 Speed of Internet Connection-I 69
8-A 8 Speed of Internet Connection-Currently 70
8-B 8 Speed of Internet Connection-Within Two Years 71
9 9 PC Capable of Playing Streaming Audio and Video 72
10 10 PC Used for Internet Activity 73
11 11 More Than One PC in the Office 74
12 12 Computers Networked 75
13-A 13 Status of Practice Web Site 76
13-B 13 Status of Practice Web Site by Respondent Characteristics 77
14 14 Practice Management Software Used 78
14-D 14 Use Computer Age Dentist 79
14-I 14 Use Dentrix Dental Systems 80
 
 
 



 
 

__________________________________________ 
 2004  The American Academy of Periodontology  iii 
 

Table Question Title Page
   
14-K 14 Use Eaglesoft/Patterson Dental 81
14-L 14 Use Easy Dental 82
14-S 14 Use SoftDent 83
14-AA 14 Use Perio-Exec/DNS 84
14-BB 14 Other Practice Management Software Used 85
15 15 Use of Web-Based Practice Management Software 86
16 16 Web-Based Practice Management Software Used 87
17 17 Modes of Practice – I 25
17-A 17 Modes of Practice – II 26
18 18 Practice is Incorporated 28
19 19 Number of Dentists and Dental Specialists 29
20-A 20 Number of Full-Time Employees 30
20-B 20 Number of Part-Time Employees 30
20-A1 20A Number of Full-Time Hygienists 31
20-A2 20B Number of Full-Time Chair-Side Assistants 32
20-A3 20C Number of Full-Time Auxiliary Medical Staff 33
20-A4 20D Number of Full-Time Office Staff 34
20-B1 20A Number of Part-Time Hygienists 35
20-B2 20B Number of Part-Time Chair-Side Assistants 36
20-B3 20C Number of Part-Time Auxiliary Medical Staff 37
20-B4 20D Number of Part-Time Office Staff 38
21 21 Carry Facility/Office Insurance 89
21-A 22 Yearly Facility/Office Insurance Premium 90
22-A 22 Types of Insurance Coverage 91
22-A1 22A Covered by Malpractice Insurance 92
22-A2 22B Covered by Practice Interruption Insurance 93
22-A3 22C Covered by Disability Insurance 94
22-A4 22D Covered by Life Insurance 95
22-B 22B Yearly Premium for Insurance Coverage 96
23 23 Marketed Practice by . . . 97
23-A 23A Marketed Practice by Direct Mail 98
23-B 23B Marketed Practice in Telephone Directories 99
23-C 23C Marketed Practice in Local Publications 100
23-D 23D Marketed Practice by Participating in/Sponsoring Community 

Events 
101

23-E 23E Marketed Practice by Advertising on the Internet 102
23-F 23F Marketed Practice by Participating in Online Referral 

Services/Listings 
103

23-G 23G Marketed Practice by Participating in AAP Online Patient Referral 
Services 

104

23-H 23H Marketed Practice by Providing Incentives to Referring Patients 105
24 24 Build and Maintain Relationships with Referral Sources by. . . 106
 



 
 

__________________________________________ 
 2004  The American Academy of Periodontology  iv 
 

 
Table Question Title Page
   
24-A 24A Build and Maintain Relationships with Referral Sources by 

Presenting Courses to Dentists and Hygienists 
107

24-B 24B Build and Maintain Relationships with Referral Sources by 
Participating in Study Clubs 

108

24-C 24C Build and Maintain Relationships with Referral Sources by 
Supplying Complimentary Brochures for Referring Practitioners 

109

24-D 24D Build and Maintain Relationships with Referral Sources by 
Forwarding Relevant Articles to Referring Practitioners 

110

24-E 24E Build and Maintain Relationships with Referral Sources by 
Inviting/Sponsoring Practitioners to Attend Meetings and 
Seminars 

111

24-F 24F Build and Maintain Relationships with Referral Sources by 
Establishing a Process for Patient Referral Back to GP 

112

24-G 24G Build and Maintain Relationships with Referral Sources by 
Providing GP with Co-Therapy Patient Status Reports 

113

25 25 Number of Referrals Received in a Typical Month from . . . 114
25-A 25A Number of Referrals Received from General Dentist Offices 115
25-B 25B Number of Referrals Received from Other Dental Specialists 116
25-C 25C Number of Referrals Received from Physicians 117
25-D 25D Number of Referrals Received from Managed Care or Dental 

Service Plans 
118

25-E 25E Number of Referrals Received from AAP Patient Referral Service 119
25-F 25F Number of Referrals Received from Patients 120
25-G 25G Other Sources Providing Referral Services 121
26 26 Number of Referrals Made in a Typical Month to. . . 122
26-A 26A Number of Referrals Made to General Dentists 123
26-B 26B Number of Referrals Made to Other Dental Specialists 124
26-C 26C Number of Referrals Made to Physicians 125
27-1 27 2002 Gross Professional Revenue 126
27 27 Gross Practice Revenue 127
27-2 27 2002 Gross Practice Revenue by Respondent Characteristics 128
27-A 27 Gross Practice Revenue Per DDS in the Practice 130
27-B 27 Gross Practice Revenue Per Operatory in the Practice 131
28 28 Amount of 2002 Gross Practice Revenue Spent in Various 

Expense Categories 
132

28-A 28A Amount of 2002 Gross Practice Revenue Spent on Non-Dentist 
Employee Compensation 

133

28-B 28B Amount of 2002 Gross Practice Revenue Spent on Rent or 
Mortgage 

134

28-C 28C Amount of 2002 Gross Practice Revenue Spent on Drugs and 
Dental Supplies 

135

 



 
 

__________________________________________ 
 2004  The American Academy of Periodontology  v 
 

 
Table Question Title Page
 
28-D 28D Amount of 2002 Gross Practice Revenue Spent on All Other 

Expenses 
136

28-E 28 Expense as a Percent of Revenue 137
28-F 28 Gross Profit Percent 138
29-1 29 2002 Net Professional Income 139
29 29 Net Professional Income for the Practice 140
29-A 29 Net Professional Income per DDS in the Practice 141
29-B 29 Net Professional Income per Operatory in the Practice 142
30 30 Revenue and Income Change from 2001 to 2002 143
30-A 30 Change in 2001 Gross Practice Revenue Relative to 2002 Gross 

Practice Revenue 
144

30-B 30 Change in 2002 Gross Practice Income Relative to 2002 Gross 
Practice Income 

145

31 31 Expected Revenue and Income Change from 2002 to 2003 146
31-A 31 Expected Change in 2003 Gross Practice Revenue Relative to 

2002 Gross Practice Revenue 
147

31-B 31 Expected Change in 2003 Gross Practice Income Relative to 
2002 Gross Practice Income 

148

32 32 Number of Hospitals in which Respondents Have Privileges 153
33 33 Hospital Privileges Extend to . . .  153
33-A 33A Hospital Privileges Extend to Inpatient Facility 154
33-B 33B Hospital Privileges Extend to Outpatient Facility 155
33-C 33C Hospital Privileges Extend to Emergency Room Facility 156
34 34 Percent of Procedures Performed in Each Location 152
35-II 35 Number of Procedures Performed in a Typical Month 150
35-III 35 Number of Procedures Performed in a Typical Month 151
35-IV 35 Number of Procedures Performed in a Typical Month 151
36 36 Primary Periodontal Emphases 39
36-A 36A Primary Periodontal Emphases:  Basic, General Periodontics 40
36-B 36B Primary Periodontal Emphases:  Implants 41
36-C 36C Primary Periodontal Emphases:  Esthetics 42
36-D 36D Primary Periodontal Emphases:  Microsurgery 43
36-E 36E Primary Periodontal Emphases:  TMD 44
36-G 36 Primary Periodontal Emphases:  Three Years from Now 45
37 37 Number of New Patients Seen in a Typical Month by Respondent 

Demographics 
157

38 38 Number of Patients Seen Without a Referral in a Typical Month  158
39 39 Number of New Patients Seen Each Week in Office 159
40 40 Number of Additional Patients Respondent Would Like to See 

Each Week by Respondent Demographics 
160

41 41 New Patients Accepting a Treatment Plan by Respondent 
Characteristics 

162

 



 
 

__________________________________________ 
 2004  The American Academy of Periodontology  vi 
 

 
Table Question Title Page
 
42 42 Collaborate with Other Specialists in Patient’s Treatment by 

Respondent Characteristics 
164

43 43 Patients Returning for at Least One Maintenance Appointment by 
Respondent Characteristics 

166

44 44 Percent of Current Patients in . . . 167
44-A 44A Percent of Current Patients in Active Therapy 168
44-B 44B Percent of Current Patients in Recall 169
45 45 Provide Free or Reduced Fee Periodontal Services for Low-

Income Patients 
171

46 46 Patient Gender 172
47 47 Patient Age 172
48 48 Patient Race 173
49 49 Age of Planned Retirement by Respondent Characteristics 175
50-A 50 Steps Taken in the Last Three Years 176
50-B 50 Plans for the Next Three Years 176
50-A1 50 Steps Taken in the Last Three Years:  Joined or Formed a 

Practice 
177

50-A2 50 Steps Taken in the Last Three Years:  Expanded or Increased the 
Size of Practice 

178

50-A3 50 Steps Taken in the Last Three Years:  Sold Practice 179
50-B1 50 Plans for the Next Three Years:  Will Join or Form a Practice 180
50-B2 50 Plans for the Next Three Years:  Will Expand or Increase the Size 

of Practice 
181

50-B3 50 Plans for the Next Three Years:  Will Sell Practice 182
51-A 51 Experience Over the Last Three Years 183
51-B 51 Expectations Over the Next Three Years 184
51-A1 51 Experience Over the Last Three Years: Managed Care Contracts 185
51-A2 51 Experience Over the Last Three Years: Number of Third Party 

Acceptances 
186

51-A3 51 Experience Over the Last Three Years: Level of 
Subspecialization 

187

51-A4 51 Experience Over the Last Three Years: Number of Hours Worked 
Each Week 

188

51-B1 51 Expectations Over the Next Three Years: Managed Care 
Contracts 

189

51-B2 51 Expectations Over the Next Three Years: Number of Third Party 
Acceptances 

190

51-B3 51 Expectations Over the Next Three Years: Level of 
Subspecialization 

191

51-B4 51 Expectations Over the Next Three Years: Number of Hours 
Worked Each Week 

192
 

 
 



 
 

__________________________________________ 
 2004  The American Academy of Periodontology  vii 
 

 
List of Figures 

 
 

 
Question Title Page
  
3 Respondent Characteristics: Population of Practice Area 1998-2003 21
6 Computer Usage 1998-2003 47
6 Use Computers for Patient Diagnosis by Age of Respondents 49
6 Use Computers for Billing by Age of Respondents 49
7 Internet Usage 61
13 Have or Plan to Develop a Web Site for the Practice 2002-2003 76
17 Mode of Practice Today and in Three Years 14
17 Respondent Characteristics: Mode of Practice 1998-2003 13
18 Practice Incorporated by Number of Professionals in Practice 1998-2003 27
19 Respondent Characteristics: Number of Professionals in Practice 1998-

2003 
14

22 Personally Covered by Insurance 91
23 Marketing Methods Used 1998-2003 97
24 Build Relationships with Referral Sources Teaching Courses and Study 

Clubs 1998-2003 
106

25 Average Number of Referrals Received in a Typical Month 1998-2003 114
27 Gross Professional Revenue 2000-2003 126
27 Gross Professional Revenue by Respondent Age 129
27 Gross Professional Revenue by Number of Professionals 129
29 Net Professional Income 2000-2003 139
36 Primary Periodontal Emphasis  46
41 Patients Accepting Treatment Plan 1998-2003 161
42 Collaboration with Dental Specialists 1998-2003 163
43 Patients Returning for Maintenance Appointment 1998-2003 165
44 Patients in Recall 1998-2003 167
45 Provide Free or Reduced Fee Services for Low-Income Patients by 

Gender 1998-2003 
170

49 Planned Retirement Age by Years in Practice 1998-2003 174
51 Expectations Over the Next Three Years 184
52 Respondent Characteristics: Years in Practice 1998-2003 12
53 Respondent Characteristics: Age 1998-2003 12
54 Respondent Characteristics: Gender 1998-2003 10
 

 
 


