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Whether you are fresh out of school, ready for a change, or looking to jump back in to 
the dental hygiene market, the task of fi nding a great job can seem intimidating. The job 
outlook, while still strong, isn’t what it used to be.

Sometime in the early 1990s educators must have got word that the demand for hygienists 
was exceptional. Back then, graduates and job seekers could almost write their own ticket 
as to where and when they would work, and to some extent even how much they would be 
compensated. Those were the glory days of dental hygiene.

But since 1995 the number of dental hygiene schools has grown by nearly 70%, while the 
number of dental schools has remained relatively fl at. Couple that growth with a staggering 
economy and it’s not hard to see why good hygienists are either out of work or under-
employed.

But there’s also a bright side as many more resources are within easy reach to serious job-
seekers. The Internet and greater access to traditional marketing tools give savy hygienists 
a huge advantage.

The key to any job search is to stand out—appear different (in a good way) than others who 
are competing for the same job. Experience and skill take a back seat to marketing oneself. 
This is especially important in dental hygiene as sometimes the differences between 
candidates are very subtle.
 
This book introduces (and in some instances re-affi rms) proven techniques that make 
hygienists stand out and impress those who are hiring. 

But just as important, it aims to encourage and build confi dence for serious hygienists who 
simply want to land a great job.

Introduction
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1Designing a 
Dream Job
Designing a dream job might seem too idealistic or maybe you worry it’s a setup for failure (it is a 
“dream” job after all). Admittedly, some parts of this initial design work may feel pointless and a waste 
of time.

But it’s an important exercise in helping you mentally arrive at your destination before you actually get 
there. It forces you to think about what’s normal or expected for hygienists (how much they make, what 
the benefi ts usually are, and where practices are concentrated geographically).

Think of it this way: When you travel on vacation, do you simply 
pack your bags and run to the airport? Or jump in your car and 
start driving? Maybe if your name is Forrest Gump, but for most 
of us details have to be planned or the trip will be very short and, 
worse yet, wasted time moving in the wrong direction.

Nevertheless, some job seekers just start running and make their 
course corrections along the way. Instead of really thinking 
through how much they want to drive back and forth to work each day, for example, they apply for jobs 
that, if they land them, will be taxing physically, emotionally, and fi nancially.

Searching for jobs is time-consuming and not every job you come across will be worth applying for. 
You will need your best energy and resources spent on the dental practices that yield the greatest 
potential for you or that are the closest match to your dream job.

So take this fi rst step seriously. Invest some thought, do some research, ask friends and professionals 
their opinions about each of the key areas, and then draft your dream job.

To help you get started, the Dream Job Worksheet (see page 8) asks some key questions. There may be 
other factors too—include them. The more detail you can jot down, the more successful you will be.
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Dream Job Worksheet
1. I want to:   
               _____(a) Stay 100% fl exible—only work temporary assignments, or 
               _____(b) Find a permanent position.

2. Once I fi nd a job, I want to stay there for ______ years and then: 
              _____(a) Find something else, or 
   _____(b) Retire

3. I want to work in this geographic area (be as specifi c as possible using city or county 
boundaries, or even street names to defi ne the area(s))?

4. I want to be compensated by: 
   _____(a) The hour, 
   _____(b) Straight commission, or 
   _____(c) A combination of hourly, commission and/or bonuses

5. I want to make $_________ per month or year.

6. I want to work _________ hours per week.

7. I want to work _________ days of the week (number or specifi c days)

8. I want to work in: 
   _____(a) One offi ce, or 
   _____(b) More than one offi ce

9. I want additional benefi ts that include (retirement, medical, education, paid leave):

10. I want to work in an offi ce that has about _________ employees.

11. I want to work in an offi ce where I am: 
   _____(a) The only the hygienist,
   _____(b) One of just a couple hygienists, or
   _____(c) One of many hygienists

12. I want to work in an offi ce where: 
   _____(a) There is only one dentist, or 
   _____(b) Where there are multiple dentists

13. I want to work in an offi ce where I handle:
   _____(a) Single patient rotations (one patient per hour), or 
   _____(b) Double patient rotations (two patients per hour)?

14. On my days off, I want to: 
   _____(a) Take the day off, or 
   _____(b) Remain fl exible, maybe do some temp work 
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Geographic Area

Finding the right geographic area to work in is probably something you’ve thought through. You are 
probably aware that dental hygiene licenses are not transferrable or applicable across the entire country. 
This doesn’t mean you couldn’t apply for more than one license, but it does tether your search a bit.

Once you are certain of the regions you are eligible to 
work, identify the specifi c community or communities 
you would consider working in. Carefully evaluate all 
aspects of living there, such as the impact on immediate 
and extended family and friends, overall cost of living, 
housing costs, transportation costs, and other fi xed 
expenses such as utilities and taxes. There are several 
location comparison websites, but one good one you 
can begin with is www.bestplaces.net.  

You’ll also want a good grasp of intangible factors. These might include, your personal assessment of 
neighborhood conditions (both of potential employers and neighborhoods you would consider living 
in), proximity to your home or potential new home, number and types of dental offi ces, and availability 
of services you deem necessary or important to every-day living.

Tip: There are many dental directories online that allow you to search 
for dentists within a certain mile radius. Search results provide a good 
basis for creating a small database of potential offi ces you would 
consider working for. Try GetDentist.net or DentistDirectory.com to 
get started.

If you have never lived in or visited much of an area you are searching in, it would be well worth a fi eld 
trip to better acquaint yourself. This process of adding and eliminating certain parts of a community can 
save you lots of time and money, as you concentrate your efforts only the areas that will realistically 
work for you.
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Acceptable Compensation

Compensation is probably the most thought-about factor in the search of any employment, so you 
probably already have a fi gure in mind that you expect or hope for. That’s good, but be sure your sources 
for this information are reliable. What your friend makes or what you heard some other hygienist 
makes, though interesting, is not always the best gauge.

It’s important you have a good understanding of industry averages 
for the dental hygiene profession in your area. It sometimes differs 
signifi cantly from city to city or job to job, and you’ll be much more 
satisfi ed and even improve your ability to negotiate a fair wage.

There are a lots of websites offering national, state, and local salary 
ranges hygienists can expect, www.simplyhired.com is just one of 
those. You might also ask a dental staffi ng agency the going rate in 
your area for permanent positions. A third option is to join online 

professional groups for dental hygiene and ask other working professionals their take on it.

Employers often base compensation on market demand, industry averages, and what they feel they can 
afford. For some, the rate is very much negotiable with things like experience, skills, and like-ability 
serving as key factors. This book will not touch much on the subject of salary negotiation as there is 
much you can fi nd elsewhere. The main thing is to understand the community you are wanting to work 
so you don’t over- or under-price yourself and have realistic expectations.

Keep in mind two other factors (besides your actual rate of pay) that infl uence the total compensation, 
these include benefi ts, commissions, and bonuses.

Tip: www.TheWealthyDentist.com offers some interesting hygienist 
salary information and commentary from dentists that is worth looking 
at. The statistics provided seem to be at least similar to what you will 
fi nd as normal compensation in your area.

Some hygienists make straight commission—based on their overall productivity. The upshot of this is 
that the potential ceiling is much higher than an hourly rate. On the other hand, if a commission-based 
hygienist isn’t busy (with big scheduling holes) or patient insurance is modest, they aren’t getting paid 
much or at all.
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Similar to commission, bonuses can be structured in different ways and be quite good or turn out to be 
nothing. Some dentists prefer these methods of compensation as it ensures their hygienist is working 
hard to help build the practice.

Another factor in compensation packages are benefi ts. These can be fairly 
rich and shouldn’t be dismissed. Things such as paid continuing education 
costs, uniform allowances, parking, insurance (health, life, disability, etc), 
retirement, paid vacation days, and other perks make a big difference. 
Dental Hygiene is hard on the neck and back so disibility is very real.

Try to get a grasp of three salary ranges: (1) What hygienists usually make 
in your community(s) of interest, (2) What you need to make in order to 
justify working and supporting your lifestyle, and (3) What is realistic to 
expect for someone with your skills, background, and experience. Knowing 
these three ranges (hopefully seeing some overlap) will help you determine 
a sweet spot.

And one more thing to think about: Some dentists give few if any raises in pay. Over time, what was 
once an attractive offer, might not be so appealing. It’s perfectly legitimate to ask the dentist in an 
interview their practice of cost of living (COLA) or merit increases.

Completing the Plan

From the worksheet provided on page 8, you can see there are many important factors to consider 
before you begin your search that go beyond, location and compensation. Most hygiene jobs are part-
time, so are you okay with that or do you need more work? If the latter, then are you okay with working 
in multiple offi ces? Do you want to work with other hygienists and dentists, or do you prefer a smaller 
setting? 

Some of these dynamics you may not know until you’ve given them a test run. Doing some temporary 
assignments is a great way to put your toe in the water before jumping in. It may only take a few days 
at different offi ces to feel this out, and you are getting paid to do it so there’s little downside.

How busy do you like to be at work? Some practices are geared up for the high-speed fl ow of double- 
hygiene patient rotations. This is where hygienists are provided with an assistant and 30 minutes to 
complete their duties. Does that sound acceptable or would you rather work alone and be given more 
time? Complete the worksheet to round out your plan and design the perfect job.
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Keep Your Skills Sharp

Even with your best efforts, you may fi nd that the search takes a lot longer than anticipated. You may 
fi nd yourself needing an income and unable to ride out the wait for a great hygiene job (or even, any
hygiene job). 

Keep you head up. Thomas Edison once said: “Many of 
life’s failures are men [and women] who did not realize 
how close they were to success when they gave up.” You 
have every reason to believe a great job is just around the 
corner, as it often is.

But you need to keep your skills sharp until then—which is where some have made a mistake. Do 
everything you can to keep your foot in the dental fi eld. Too many people have gone to school to work 
in a specifi c fi eld only to give up  the dream because the search took longer than expected or because 
they found something outside the industry that was more stable or too comfortable to leave.

If you fi nd yourself without a hygiene job for too long (each person has to defi ne how long they can 
go), consider these four strategies to help you hang on until you get an offer to work: (1) temp work; (2) 
other dental jobs; (3) volunteer hygiene work; (4) other volunteer dental work.

Temporary staffi ng agencies are the best solution as they give you paid, hands-on dental hygiene work 
in offi ces that may potentially be interested in hiring you. But sometimes, even staffi ng agencies may 
have plenty of hygienists but very little work. If this is true where you are, consider accepting temporary 
assignments as an assistant or reception desk. Sometimes offi ces get into a pinch on busy days—you 
may begin the day assisting, but end it with some hygiene.

It may seem like you don’t have the time, but don’t overlook volunteering. There are often low-income 
dental offi ces in larger cities, who rely on the help of volunteers. These opportunities don’t provide an 
income, but they could lead to one as you will likely have some good interaction with multiple dental 
professionals also serving there.

As a last ditch idea consider volunteering at a practice to make appointment reminder calls in the 
evening. It may seem pathetic, but the effort won’t go un-noticed or unappreciated by most dentists, 
and it will help keep your focus on the dental fi eld. If you go this route, scope out the offi ce you would  
love to work at either because of who is there or where it’s located. They will likely call on you when 
they need a temp.
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2Begin Your Search

With all that important preliminary work done, you are now ready to begin the search.

For the most part, it appears the dental hygiene market is still strong. CNBC ranked dental hygiene in 
the top 10 of its Best Jobs in America 2011 list, in part because demand remains good. And, according 
to the 2010-11 Occupational Handbook from the Bureau of Labor Statistics, dental hygiene jobs are 
expected to grow by 36% through 2018.

Of course these averages don’t mean anything if things aren’t so rosy in your market. There are certainly 
pockets where competition for jobs is much more intense and where employers have ample choices—
maybe you live in such an area.

Even if you don’t, not every opening and offer given to hygienists in your community will translate into 
instant happiness. There are plenty of bad ones. Maybe the neighborhood feels unsafe, or maybe the 
dentist is unethical or abusive, or maybe it just doesn’t feel right. 

Build a Database

Admittedly, building a database of potential employers might sound equal to some of the research 
papers you worked on in college. Collecting and typing contact information might even seem pointless 
as you will likely never even meet most of those you are collecting information on. 

Think of it as one of the things that’s going to make you stand out and be different from all the other 
hygienists... because it’s probably true. Very few will do this but it’s a difference-maker.

In affect, a database gives you three very important things: (1) It helps you clearly defi ne your target 
market—the communities or practices where you want to work; (2) The database creates greater 
effi ciency of your time and money spent marketing yourself; and (3) It’s a great way to track your 
interactions (jobs applied for, interviews done, temp work performed, and other market intelligence 
you care to gather).
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Chapter 3 will provide more insight into direct mail marketing activities you can do. But the last point 
is important too. You will fi nd that you simply don’t remember every detail about your job search. Even 
important things, like who you interviewed for or temporarily worked for, can be helpful to recall if you 
get several months into the process. It can also be useful for tax purposes in that you can track payments 
received and taxes paid or not paid.

Depending on how many potential practices are located in your identifi ed communities. You can get the 
data by searching Google or online phonebooks that provide the key details you need. Another possible 
source might be your statewide dental association website, as they often include an online listing of 
most of the dentists in your area.

It’s recommended that, unless you have several hours to kill and aren’t bothered by the mind-numbing 
task of data entry, that you break this task up over several days. A simple spreadsheet program such as 
Microsoft Excel, or even free options such as Google Docs will suffi ce.

At a minimum you will want to include the practice name and/or doctor’s name and address. Unless you 
plan on calling each offi ce, those won’t be as important. Fax numbers might be helpful if you think you 
might do a faxing campaign. E-mail addresses are great, but it’s diffi cult to get them—you may want to 
just add them in as you collect them.

Website addresses are a good idea too. In an attempt to get less spam, some practices will not place 
their e-mail address(es) on their site. Instead they include a form you can fi ll out to send messages to 
them. Of course, this makes mass communication more diffi cult, but it does leave a door open for you 
to connect with them digitally. Information on websites is also helpful as you prepare for interviews. 
Information and themes about the personality of each offi ce is often found on their website and this will 
help you connect with interviewers on a slightly deeper level.

Overall, your database should be a living document that you continually add to and tweak as you gather 
more details and make more contacts. 
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Identify Where All The Jobs Are Posted

Chances are good you already know this, but consider calling several practices to see where they post 
job openings online, as maybe there are a few you haven’t thought of. Then on a regular basis (at least 
weekly) visit each of these websites. Some may offer to send you a regular e-mail with automated 
search results, and that’s a great time savings if you can sign up for that.

Craigslist, local media outlets (TV and 
Newspaper) almost always offer some 
type of classifi ed section nowadays. Your 
state may have a job connection agency 
that handles this also. Another good 
national search tool is TwitJobSearch.
com. This online service searches tweets 
job hunters post in Twitter all over the 
world.

The main thing is that you regularly 
check information. Some job openings 
have been known to only be open for a 
day or two, simply because the employer 
gets too many applicants. In a competitive 
market, you don’t want to be left out. Set aside 15 minutes every few days to check for new postings.

If all you see are dental assisting or front offi ce openings, don’t despair. This could be good intelligence-
gathering data. From those you can fi nd new dentists who were not found in other lists you searched, 
or maybe because they are opening a new practice. You can also gather e-mail addresses or learn which 
practices have a hygienist (those hiring hygiene assistants) from this information. 

Finally, watching these ads carefully over a period of time you may notice certain trends. For example, 
you may notice that one particular dentist seems to be hiring new people a lot. This may or may not be 
a red fl ag that a job there is like a revolving door. Either way, you may want to make note of it.
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3Your Tools

Business Cards

Business cards are probably the most basic marketing tool to create for yourself. These are very 
inexpensive to purchase online or even locally and can be used in a variety of ways and settings.

Along with being cheap to print, they tend to have staying power. In other words, long after you have 
departed from an interaction with someone there’s a decent chance they will keep your card in the event 
they want to reach you. They are small, take up very little space, provide succinct information about 
how to reach you, and can make you stand out or be remembered.

If you have the resources, spend a litte bit more to enhance the look of them. Small things such as 
thicker paper stock, color, glossy fi nish, and a photo will make you stand out and decrease the chances 
it is trashed. Be certain you are satisfi ed 
with all the ways people can reach you. In 
other words, if you think you may change 
your phone number or if you think you may 
create a professional website for yourself, 
wait until all of that is done, then make the 
cards.

One of the biggest mistakes people make 
with business cards is not using them or 
keeping several with them. Put them in your purse, wallet and/or vehicle and hand them out to everyone 
you meet at association meetings, interview with, give your resume to, or work for on a temporary 
basis. 

Marketing is a game of numbers and opportunities. The more tools (like business cards) you use, and 
the frequency in which you use them, the more opportunities for interviews and job offers you will see. 
Often, when you distribute a business card or a post card only those who have an immediate need will 
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contact you from it. But plenty of others will save the information for another time. Of those who save it, a 
few really will contact you—almost out of the blue, it will seem. 

Post Cards

The time-honored tradition of distributing resumes to any and everyone may still be acceptable. But there 
is a better or at least additional way.

Let’s say you are working for a dental offi ce as a receptionist or front offi ce manager. There are only eight 
people working in the offi ce and there are no job openings (and haven’t been for at least a year).

It’s the month of May and you are about to get your annual onslaught of mailed and faxed resumes from all 
the recent dental hygiene graduates at the local college. When you fi rst started working there, you would 
save them thinking they may come in handy.

But after several years of collecting resumes you have a fi le folder that is pretty thick. And, honestly, most 
of those hygienists have long since been hired elsewhere. This is fi ne because you really didn’t know them 
anyway and if you had a job opening you would post it and collect all new resumes from people who are 
probably experienced and looking for a job right now.

Testimonial: One dental hygienist who created a post card, sent out 
100 cards to local dentists. Total cost was about $50 (printing and 
postage). From that one card came the following: one job offer; three 
job interviews; and eight days of temping with four different dentists. 
She has made the $50 back many, many times over!

So why keep another new batch? Off they go to the waste basket!

Now, on to the better way. Create a post card, advertising yourself as a temp worker who is also seeking 
permanent employment. 

Why is a post card better? Three big reasons.

First, and most importantly, it catches the receiver off-guard. They don’t get these in the mail every day—
maybe never. So you’ve created a huge element of standing out, showing you are different. It can’t be over-
stated how important that factor is when job hunting.
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Next, you are offering a something that is of dual purpose. If they don’t have a job opening right then, 
they are likely to keep it anyway because either they are impressed and may down the road, or because 
they are likely to need a temporary worker at some point. Who would they rather call for a temporary 
assignment, someone who impresses them or take their chances with the local staffi ng agency? At a 
minimum it evens out the score between an individual and a staffi ng fi rm. The staffi ng fi rm can virtually 
guarantee it will fi nd someone to fi ll an assignment. You can’t offer the same, but what you have going 
for you can be just as appealing in that they know exactly who they are getting are and are at least 
intrigued, if not impressed.

Lastly, which item will 
have the greatest longevity? 
Probably the post card. If the 
resume does happen to make 
it into a fi le folder, it won’t 
see the light of day for a long 
time, tucked away neatly in 
a cabinet. Post cards are 
easily pinned to a bulletin 
board or kept near the phone 
at the front desk. 

Coming back to the fi rst 
point, the extra time it takes 
to develop and coordinate 
this kind of campaign is equally impressive. Doctors and front offi ce personnel understand this and  
thus you have a huge advantage should there be a job opening in the near future.

Is the cost still scaring you away? That’s understandable. Printing costs on anything low volume (less 
than 500 quantity) at a local printer are fairly high (around .75 to 1.50 each). But you have two more 
good options: Online printers or doing it yourself.

There are lots of low-volume online printers that will even allow you to design your post card online 
through thousands of templates. The cost, quality, and delivery are all excellent, generally speaking. 
VistaPrint.com is one you might consider for this, but there are plenty of others (Costco is another 
one) and the price is usually about .25 each (sometimes less).

If you are more of a do-it-yourself type person. You can design and print post cards using your own 
computer and printer. Again, many resources are available to make this easy.
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Electronic Marketing

Post cards are very limited on space. You don’t have much room to provide credentials, references, 
background information, or other important resume-type details. And you certainly can’t get to know 
person very well from a post card.

Thank goodness we have 
the Internet to turn a simple 
marketing piece (such as a post 
card or business card) into a 
full blown digital presentation. 
To add further value to your 
post cards and business cards, 
it’s recommended that you 
create a digital resume in the 
form of a website. It doesn’t 
need to be expensive—in fact 
there are many free and easy-
to-use options for hosting and 
designing out there.

Your website should be simple, with some color, a picture or two of yourself and have links to each 
area of information you want to provide. There are lots of free website building and hosting tools 
like Wordpress.com and Wix.com, and if you are little more web-design savy you can get some great 
templates on TemplateMonster.com.

A website is great in that it allows you to create a more in-depth profi le of you. Hiring someone new 
can be intimidating as you don’t always fully know the person. This depth can sometimes get the 
relationship off to a more comfortable start and even make it clear you are the right person. 

Direct recipients of your post card and business card to your website address to get more information 
or get to know you better. In fact, you should include a link to the site on all your printed materials 
(business cards, resumes, cover letters, thank you letters, and even including any professional e-mail 
correspondence you have as part of your signature line).

Along with your website, it’s highly recommended you create professional profi les of yourself as many 
other profi le and social media-type sites you have time for. The idea is to make it easy for people to 
fi nd you and learn more about you. There are many different sites you will come across that allow you 



22

to this, but some of the best are of course Facebook, Twitter, LinkedIn, ZoomInfo.com and About.me. 
Start with those and then add more as you have time. There are probably more than you will have time 
to create, but those basic ones are key.

You might already have a personal Facebook page but this would be more along the lines of a professional 
page that you can focus on career and professional information that is related to you or interests you. 
Facebook pages are fairly simple to set up and you can create one much the same way a business or 
organization would—because, in affect, that’s kind of what you are. Include your resume information, 
professional-looking head shots, and of course your contact information.

Of course your followers would be other professionals you network with—ideally dentists, assistants, 
hygienists, front offi ce dental professionals, dental suppliers and other key people you meet. It’s hard 
to get followers unless you have actually met them beforehand. Thus, in your communication tools 
(business cards, and other items) include a link to your professional Facebook page and invitation to 
“Like” it so they can follow any post you make.

But don’t just have them like and then 
forget you. Post interesting articles you read 
about the profession. Make updates about 
your schedule, who you are working for 
and when. Add photos of you at offi ces you 
work for. Keep it professional, but also keep 
it lively—give your followers interesting 
things that add value to them.

Yet another great idea for electronic 
marketing is creating a professional blog. 
Doesn’t have to be lengthy writing, just 

your thoughts, perspective and ideas shared on a regular (weekly or monthly is fi ne) basis. This is an 
opportunity to show you are passionate about dental hygiene and care about the fi eld of dentistry. You 
may or may not gain followers by posting your messages but it gives the appearance that you are very 
much engaged professionally. 

There are a number of great blog hosting sites you can use, Wordpress, Blogger, and Typepad to name 
only a few of the common ones. Your blog will be like everything else, though, in that you will want 
to reference it in your communications with dentists and other hygienists you meet. You may even 
consider printing a page of a recent post and placing it in the resume kit we will talk about later.
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Video Resume

Let’s now take this marketing to an even higher level. Have you ever thought about a video resume?

These are becoming increasingly popular as there are lots of websites that will host them for you 
for free (ie YouTube) and many others will allow you to “embed” them as content (on Facebook or 
website). And, access to simple digital video cameras and editing tools is much more realistic today 
than previously.

Before you rush out and do it, realize that making a video of yourself will require a fair bit of time and 
practice. You probably are not going to shoot everything in one take, as most people are simply not 
comfortable in front of a camera. But with a little practice and can do it well.

If you can pull together a simple, yet thoughtful script, and appear genuine and likeable delivering it on 
camera. And, if you can provide the right amount of lighting, background and sound quality, this tool 
alone could win you a job without even being interviewed.

Very, very few (if any) of your competition are going to go to this much work to try and fi nd a job. 
Hence the reason it’s so impressive. The very reason why so many don’t is the very reason why you 
should highly consider it.

If you decide to take the plunge and do it, and 
you like what you come up with (doesn’t have 
to be perfect, just short—about one to two 
minutes—and decent quality), then you should 
absolutely post it on your website, Facebook 
page, or anywhere your information is hosted 
and refer to it often in your other materials and 
communications with offi ces.

Dentists will see this as a great way to get to 
know you before they interview you. Once 
they can see your face and hear your voice, it 
will help alleviate some of the barriers of not 
really knowing who you are. It will also show 
them that you are serious, innovative, and most 
importantly... different. 
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If you want to see what “decent” means in terms of quality, go to YouTube, search for “video resume” 
and watch a dozen or so of them. You will quickly see things you like and don’t like and can begin 
producing your own accordingly.

There is an alternative that can take some of the time and pressure away from making a good video. This 
would be classifi ed as more of a slide show, but the idea is the same. Rather than shoot video footage 
of yourself, simply insert pictures and record yourself reading a simple, yet nicely-worded script that 
outlines your experience, skills and even personality. It’s recommended that you mix your pictures with 
other graphics that highlight what you are saying. This kind of video can even be produced in Microsoft 
PowerPoint or similar software and can be uploaded to video site like YouTube also. But, again, keep 
it short and clean. Give the viewer a good taste of who you are, but leave them wanting to get to know 
you more.

Resume Kit

Now that the poor old resume has 
been be-rated and effectly put into the 
luggage storage of your job-seeking 
airplane, let’s pull it out, dust it off, 
and make it a polished part of your 
already-awesome marketing package.

Resume Design
Most resumes are considered boring 
because the person designing it is 
bored and only going through the 
motions. It’s been labeled a necessary 
evil by employers and job hunters 
alike for far too long. But it need 
not be that way—make it simple, 
interesting, and lively... do something 
different with it.

It doesn’t have to be a white sheet 
of paper with a boring font, no color 
and loaded with more words than a 
Stephen King novel. Add some color, 
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Dentrix 

 
September – October 2010 Dr. Ryan Thomas, DDS                          Kaysville, UT 
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Dentrix 
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Dentrix & EagleSoft experience 
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Digital and film radiography 
Sealant placement 
Scaling and root planning 
Local anesthesia administration 
Nitrous oxide sedation 



25

include a picture of yourself, throw in some basic shapes or graphics to accentuate or draw attention to 
certain things. 

Print it on nice paper that is somewhere between standard photo copy paper and cardstock in thickness. 
Save your money on linen-type papers with fl owery watermarks. Those can look attractive, but it’s not a 
love letter. Even though you are striving for different, you still have to maintain a level of professionalism 
and strength. Find a nice non-glossy or semi-gloss, white or off-white stock that is clean and is easy to 
fold but has a slight girth to it.

Resume Writing
The best advice when it comes to writing a resume is simplicity, coupled with tight, accurate writing. 
Your resume needs to be a document that is error-free (have a friend or two proof it carefully), and can 
easily be scanned or read by someone in one minute or less—that’s the most you can expect because 
after looking at lots of them, the eyes begin to gloss over.

You have to be succinct in writing this information—too much overwhelms the reader before they even 
start. Bullet points are almost a must and active-style writing makes it much easier to stay brief.
Instead of writing, “I have fi ve years of experience taking radiographs,” it’s far better to write “Took 
radiographs” as job duties you’ve performed. Or, instead of, “I treated an average of 20 patients each 
day,” you would do better to write: “Handled double-hygiene patient rotations.”

Tip: Create a Google account for all e-mail correspondence. With that 
you can also set up a free phone number and custom voice mailbox 
through Google so missed calls reference you as a hygienist. The calls 
get transferred to your cell phone so you can answer or send them to 
voicemail—a text transcript of the message left is e-mailed to you.

Added enhancements, such as color and images should cause them to linger a little longer on yours, but 
if the writing is simple and the document appears attractive doctors will spend more time with it than  
most of your competitors because many hygienists (and job seekers in general) simply don’t want to 
put much time or thought into a resume.

And employers generally don’t want to spend much time with them either. They look for the key 
elements. Where was she educated? Where and how long has he worked? What software has she used? 
And that’s mostly it. But if yours is different than the others they are looking it, it will get a second look.

It’s also recommended that you choose one interesting but serious font and stick with it throughout the 
document—it’s much more readable when you do so. Some people have the mistaken notion that lots of 
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fonts and even cutesy fonts are best. But, again, simple and serious get’s read, while making you look 
professional and serious.

To make headlines stand out, it’s fi ne to use all caps or bold or both. But avoid using them in other 
places as it’s too easy to over-do it and appear obnoxious to the reader.  

The Cover Letter
There are two things to remember when writing a cover letter: Brief and Custom.

Like the resume, brevity is important as they aren’t going to take a lot of time to read it. Bullet points 
are highly recommended in at least one paragraph. If you do so, make sure the bulleted items are the 
most important thing you want the employer to know about you because it will likely be the fi rst and/
or only thing they read.

A standard cover letter should be about 3-4 paragraphs. The fi rst one acknowledges there is a position 
open and that you would like to be considered for it. The second should indicate how or why you are a 
good fi t for the position (you can glean some key wording from their ad or website for this). The third 
paragraph is sometimes optional but might include additional relevant things about you (preferably in 
bullet form). The last paragraph would be a call to action, inviting them to contact you and providing 
your phone number.

The other most important feature of a great cover letter is that it is personalized. You can get away with 
generic on a resume, but canned cover letters are a turnoff. But it doesn’t need to be that way. Take an 
extra minute or two and use some of the wording from the job announcement in your cover letter. If 
they indicate they are looking for someone who is a “team-player” put on your cover letter that you 
work well will lots of different personalities. In short, help the employer begin to visualize you working 
well in their offi ce.

The Kit
For simplicity, let’s give this assembly of 
materials a name: The Resume Kit. 

Go to your local offi ce supply store and purchase 
some inexpensive folders of a conservative 
solid color (black is great). Make sure they have 
inside pockets and a place for business cards on 
the pockets.
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You get the picture now, inside the folder goes your cover letter on one side and resume on the other. 
Your business card will go on one of the pocket inserts. And, if you have extra copies of your post card, 
throw that in there too.

You now have a top-notch Resume Kit that markets you as a smart professional who is serious about 
landing a job. You can mail these to those you are applying for a job with, hand deliver them to a 
prospect, or take it with you on your interview.

For bundling your kit electronically, be sure to save the fi les in PDF format as this is more universally 
used than Microsoft Word or Wordperfect. Plus, PDF fi les are an image and thus the format or overall 
look of the document remains intact. Not always the case when using Word or Wordperfect. If you use 
a font that the end user does not have, it can mess the look of your resume up pretty bad when they 
open it.

If you don’t have Adobe Acrobat—a program that creates PDF fi les from Word or Wordperfect, there 
are many places online that will convert fi les for you for free. In some of the recent versions of Word 
and Wordperfect, you can actually save the fi le as a PDF also.

Thank You Cards

After every interview it’s always good form to send a hand-written thank you note. It probably won’t 
make or break the deal, but it leaves a good impression after meeting with those you interview or temp 
with.

These positives will eventually (sometimes slowly) work in your favor. Maybe the employer will 
remember it the next time they have an opening. Maybe the person they hire will not work out and 
you and someone else are plan B (the thank you note may give you that little advantage). Perhaps the 
employer will have a colleague who is hiring—your thoughtful remarks may help you stand out enough 
to lead to an interview or even offer with the colleague.

Extra efforts like this do make a difference. Again, these 
are the kinds of things most hygienists won’t want to 
hassle with, and it just makes you appear different, more 
memorable
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4Your Relationships

Solid Interactions

Dentists, like any other employer, want the most skilled and experienced hygienist to join their team. 
But often, there isn’t enough detectable difference between the top candidates they interview and so 
they place a huge emphasis on personality and customer relations skills. 

There are many basic, yet important habits and traits related to your personality and interpersonal 
relationship skills that won’t be discussed here. These include, the right amount of eye contact, posture 
and body language, handshake, and various other mannerisms. Be mindful of these things, research 
them, and evaluate yourself. Better yet, discuss and work on them with one or two friends you trust will 
give honest feedback.

Beyond those basics, here are 
some other overlooked do’s and 
don’ts that will help you build 
a solid relationship in your 
interactions:

Drop-In Visits
If you really have the area nailed 
down where you want to work, 
and the extra time, you can make 
lots of in-roads with offi ces by 
visiting them personally. Even if 
it’s just to drop off your card or 
other information to introduce yourself or tell them “thank you” for a recent opportunity to temp there 
(if done over the holiday season, maybe include a some cupcakes as a token of appreciation). 

Some may quickly dismiss you, but others will chat and begin to build a relationship. Try and do this 
during the middle of the morning or afternoon hours as (you probably know) offi ces tend to be more 
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busy toward the beginning and end, and have fewer staff available to chat with during the lunch hours. 
It’s kind of the old-school way of networking but it still works.

Drop-in visits give you an additional point of contact with the staff (sometimes even the dentist). While 
the staff don’t always have the fi nal decision on who to hire, they usually are given a voice in personnel 
decisions and good impressions with them are just as important as the dentist.

Delivering Resume Kits
Where possible, drop off rather than fax or e-mail your resume when there is a job opening. It’s okay 
to send an e-mail then drop it off later—sometimes e-mails are lost, unnoticed or accidentally deleted. 
In-person gives you one more opportunity for interaction and showcase your kit. Dentists often rely on 
the impressions made on their staff and will take any postive connection you make (even if only brief) 
as a good thing.

Interview Prep
When you have an 
interview, along with 
printing out your cover 
letter and resume the day 
before, map out where 
you need to go and 
carefully consider how 
long it takes to get there 
at the time of day you will 
be going. It’s a bad time to 
fi nd out your printer is out 
of ink an hour before your 

interview, and it’s even more stressful when you are trying to fi nd an address and are lost just minutes 
before you are supposed to be there. Be sure to bring not only the address of the offi ce, but also the 
phone number in case you need help or to call and tell them you are going to be late.

Punctuality
Never, ever be late for an interview—it’s almost always a strike against you. In fact, if you don’t know 
the area well, plan to arrive in the parking lot 15 minutes early. If you know it well, you should shoot 
for about fi ve minutes early. It won’t work for a dentist hiring someone who potentially would keep a 
patient waiting. Punctuality for a hygiene interview is a huge red fl ag for a dentist.

Proper Attire
Business formal for interviews and business casual for drop-in visits. This can be tricky because as 
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a hygienist you will likely be wearing scrubs or a lab coat to work each day. So, dressing up for an 
interview might seem funny when those who are interviewing you are likely themselves wearing scrubs.

Obviously, you wouldn’t wear scrubs to an interview, but it’s better to slightly over-dress than under-
dress in terms of formality. It may not matter much to some, but again you don’t know who it matters to 
and who it doesn’t so err on the side of too formal. Dressing up not only helps you look confi dent and 
serious but helps you feel that way too.

Find Common Ground
As you learn more about the offi ce you are 
visiting and those who work there, keep your 
mental ears open for hobbies and interests 
you share. When people identify with 
each other a bond or connection is made 
that leads to bigger and more important 
connections down the road. When you can 
create one or several of these, it will help 
you stand out and boost the confi dence of 
the employer that you will be a good fi t.

Rehearse
Once you read the job announcement, you sometimes get an idea of the type of person they are looking 
for. If you feel you are a good fi t, then it’s important that you practice responses to questions they will 
ask. You can fi nd lots of standard interview questions online to help you anticipate what you will need 
to respond to. Keep your responses 15 to 90 seconds, depending on the type of question. Some require 
that you go into greater depth, but you always have to be careful to not go on and on too much. That’s 
why practicing is important. 

Sales experts recommend that you have an “elevator pitch,” that’s a 15 to 30 second statement you can 
make that summarizes and entices the person receiving it to want to hear more. For interviews, you 
should create several of these in response to questions you anticipate.

Know your Employer Before You Meet
You wouldn’t be the fi rst person to Google the name of a prospective employer in the hopes of learning 
something useful to help you prepare for your interview. It’s pretty common today and useful in helping 
you determine if you even want to work for them—you might fi nd a red fl ag or you may come across 
something you really admire. They are probably doing the same with regards to you.
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Use Buzz Words
Use the parlance or words that indicate you are on the same page as the interviewer. Most business 
owners embrace verbal themes for their offi ce. Some of this language you can capture from their 
website. Maybe it’s a statement about making sure their patients are comfortable or that they listen to 
the needs of their patients. Find those out before you interview, if possible, and make them a part of 
your language as you meet with them.

If they don’t have a website or it’s not clear, sometimes you can pick up on them from what you see 
in the waiting room or from the staff. If you still are not sure, see if you can ask them upfront. Many 
interviewers will ask if you have any questions before you begin the interview. Use that as a chance to 
ask them what their vision is for the practice or their philosophy toward patient care. Listen carefully to 
their response and refer back to it in your discussion as you are being interviewed.

Networking

It’s diffi cult to build a relationship electronically or by other impersonal means. Most good relationships 
are founded on two individuals communicating or working together in-person. All the little nuances of 
eye contact, body language, voice infl ections, and general reactions or participation in conversation are 
a big part of how we size each other up. Small talk, though seemingly meaningless, is also very useful 
and shouldn’t be discounted. 

Many job openings go unadvertised because the dentist already knows (or are leaning heavily toward) 
the person they want to hire—and those human interactions were what created that. 

Clearly, employers prefer not having to bring an “outsider” in because the potential downside is 
greater. According to a March 2011 
CareerXroads report, half of all job 
openings are fi lled by someone 
from within the company. Of those 
openings fi lled externally, the 
number one source was referrals 
(27.5%), followed closely by 
job boards (24.9%). Temporary 
staffi ng, incidentally, was listed 
seventh among external sources at 
only 2.4%.
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Referrals are not completely in your control, but they are not completely out of it either. Always value 
them as a part of your strategy and think of ways you can create more. For example, as you meet dental 
professionals, leave them with an extra business or post card and encourage them to pass it along to a 
colleague that may have a job opening.

Build a relationship with dental offi ce suppliers. They typically visit lots of dental offi ces every day. 
Most of them will have a big incentive to help you fi nd a job as you will potentially help them build 
their business once you are hired. If they have a good relationship with doctors and practices, their 
referral could be very helpful. 

Another great way to get connected is through national, state, and local member associations. and 
groups. Often these groups serve multiple purposes that can benefi t you besides networking. Most 
offer continuing education courses and local or national legislative support that can be very helpful to 
hygienists and the dental profession in general. 

Obviously, dental associations should be your fi rst priority, but there are other civic and religious groups 
that can provide very useful networking opportunities too. These might include chambers of commerce, 
Rotary groups, and some political organizations. 

When you attend conferences and meetings sponsored by associations and others, treat them as you 
would a job interview. Look, dress, and act professionally. Freely dispense of your business card to 
everyone you meet and talk to.

Social media sites like Facebook, Twitter and LinkedIn can help you extend your networking efforts. 
While you never want to completely rely on these as a way to create contacts, they are great for helping 
you shape and strengthen existing relationships.

Volunteering

Drop-in visits, trade shows, referrals, and interviews are 
not the only opportunities to build relationships. You can 
also build them through volunteer work at VA hospitals, 
community health service centers, and humanitarian 
service missions.
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It’s of course out of your control who you will encounter in these settings. But, it’s a great idea to utilize 
at least a little bit of your time helping those less fortunate, while keeping your skills sharp and meeting 
new collegues.

And, you never know, maybe a dentist you are assigned to work with has a thriving practice in the 
community and is on the verge of needing a hygienist.

As they say, timing is everything.

Temping

For some hygienists, the fl exibility of working only when you want too is appealing at certain times of 
life. Some like the fact that they are not as tied down or are not as concerned about getting into a career 
rut or facing burn-out.

Most, however, fi nd the unpredictability of temporary work unsettling at best. Add to that the 
unfamiliarity of each offi ce they temp at and it’s hard to not long for a stable job in one or two locations, 
with familiar faces to greet you each day.

Even if statistically temping is not nearly as fruitful as other means for landing a job, it’s still a great 
option for several reasons.

First, it provides income until you are able to land something. Everyone can use that, but more 
importantly the pay for temping is usually what 
the market average is so it gives you a good basis 
for understanding what the going rate is for 
hygienists as you receive job offers.

Next, it keeps your skills sharp. Not just your 
hygiene skills, but your communication and 
customer relation skills too. Both are critical to 
helping you land a permanent job.

Temping keeps your confi dence high as you are 
doing what you are trained or skilled at. That 
confi dence will come across in your interviews 
too as you are able to draw some of your 

discussion on actual recent clinical experiences you have had.
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Fourth, and as was mentioned earlier, temping is a great way to see what you like or dislike 
about other offi ces, schedules, people, and equipment—all of these may factor in to your 
decision about who you will or won’t eventually work for, thus making you a much happier 
hygienist.

Next, temping gives you 
a chance to shine without 
the pressure of a working 
interview. Let’s face it, 
interviews can be unsettling 
and you may not be your 
self when working under 
these conditions of trying 
to be perfect and constantly 
wondering about the 
assessment of the doctor and 
staff. If you are simply fi lling 
in, it’s easier to be yourself and just focus on the job and not how you are perceived.

Finally, there are those who fi nd permanent work from temping. It may not be very high—
some would suggest because agency fees for hiring are quite high and dentists can often 
draw from the same pool of candidates through an advertisement. 

If you are concerned that a temping agency is limiting your ability to fi nd permanent work, 
consider doing all temping as a free agent. You will fi nd there are lots of practices who will 
be open to saving a few dollars to call you fi rst. The drawback of course is that an agency 
will be able to fi ll the order 99% of the time whereas you are only one person and may have 
a scheduling confl ict.

In any case, treat every temping assignment as your opportunity to create another great 
relationship and further stretch your network of contacts.
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5Wrapping It All Up

Congratulations—Stay Hungry 

“Congratulations! We would like to offer you the 
job,” are the words of sweet music when you have 
successfully landed a great hygiene job. Especially 
after working so hard to fi nd it. It’s time to celebrate, 
right?

Defi nitely, but don’t completely give up the seedlings 
you have worked so hard to cultivate just yet. While 
it’s true you will probably want to not apply for any 
more new jobs that come along, there is a trial period 
in every job (whether referenced formally by the 
dentist or that is unspoken). You may still not know 
each other well enough to determine how long it will 
last. Only time will give you a better inclination of 
this. 

Therefore, it’s recommended that you not make any 
big changes in your life right away. Avoid taking on 
additional expenses, especially ones that involve 
long-term commitments such as new mortgages or 
auto debt. The temptation is high and many take the plunge, but you will be better off if you can resist.

Sometimes things just don’t work out. Expectations are not met for one person or the other. Unintentional 
clashes and confl icts can erupt, despite your best efforts. Trouble may have been brewing at the practice 
for months or even years before and now you fi nd yourself in the middle of it. You just won’t know any 
of this until you have been there a while. 
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Some experts suggest you evaluate your work environment every three months and allow incremental 
changes into your life, until you feel fully comfortable with your new job—which often can take a full 
year.

So, keep your job hunting materials around; keep checking for openings; keep refi ning your database. 
You will have to judge whether you feel it is ethically okay to apply for jobs you are not serious about 
pursuing. Most would see this as smart in that you are keeping your options open if your current job 
doesn’t work out. Or, maybe you simply want to explore additional opportunities to be more certain 
about your new position.

If you receive an offer, and still have another interview scheduled, don’t be afraid to ask the dentist for 
a day or two to think about it. Most are happy to give you that. You wouldn’t be the fi rst person to turn 
down offer one in favor of offer two.

Longevity And Further Relationship Building

There are two additional guidelines for 
new jobs that are important to keep in 
mind, particularly if it’s your fi rst one. 
First, work extra hard to make the very 
best impression you can. In short, be a 
model employee—come to work early, 
dress appropriately, carry a cheerful 
disposition, steer clear of offi ce gossip 
and other negative distractions. 

Often, the fi rst job is not the best job, 
but it’s the most relevant one to whomever hires you next. The foundation of at least one great work 
experience can greatly enhance your ability to move to the next one when the time comes.

If your experience is negative, you burn bridges, and can’t rely on a good reference from the offi ce, then 
you are basically starting over. If you decide to list the job on your resume, you may be asked about the 
experience and why it was short, or you may feel compelled to explain the situation. Either way, it’s a 
red fl ag for an interviewer.

The second guideline is similar, stay at that fi rst job for as long as you can. 
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People who change jobs quickly or often eventually have a very hard time fi nding work. It’s normal to 
change jobs, but not every six months or a year—that can often signal to someone hiring that something 
wasn’t quite right. It’s kind of a strike against an applicant, and unless it can be either explained or 
proven to be just an anomaly it will be hard to even get to an interview stage.

Burning bridges in the dental fi eld is especially bad. Dentists are often part of a tight community and 
they do gather often and talk. The last thing you need when trying to fi nd a job is to be labeled “lazy”, 
“diffi cult” or “trouble-maker” in your community of professionals—even if you feel you were not to 
blame.

It’s okay to share grievances about systems  and approaches but never let professionalism, sincerity, and 
common decency leave your side. 

Endure/Be Patient

“The road of life twists and turns, and no two directions are ever the same. Yet our lessons come from 
the journey, not the destination,” said American Poet Don Williams.

Seeking a job in dental hygiene, like everything else in life, will probably be fi lled with plenty of ups 
and downs. It seems no path to any worthwhile goal is paved with gold. You may even question every 
strategy in this book at some point. The best advice is to simply trust your instincts, re-route your course 
as needed, but keep fl ying toward the goal.

The fruits of your labors will come in time. Persistance and hard work, coupled with a  determination 
to make yourself stand out, will eventually help you land a great dental hygiene job.

Thanks: Share your successes with me. I am eager to hear how some 
of these tips may have helped you fi nd a job in dental hygiene. You 
can also ask questions or even hire me to help you create marketing 
materials for you. My consulting website is: 
http://simple4you.wordpress.com




