
www.deltadental.com

dental benefi ts
why should I offer 

 to my employees?

Dental benefi ts motivate your employees to seek preventive 

care. Eighty-one percent of people with dental benefi ts visit the 

dentist twice a year or more, while only 34 percent of people 

without dental benefi ts visit the dentist twice a year or more.1 

Why does it matter? Because regular dental exams can detect 

signifi cant medical conditions before they become serious. 

More than 120 diseases can cause specifi c signs in and 

around the mouth or jaw.2  Dental professionals performing 

checkups can spot symptoms that could indicate serious 

health problems elsewhere in the body that need attention, 

saving you medical costs in the long run. 

Offering your employees dental benefi ts can keep them at 

work and productive. Among adults, 164 million work hours 

are lost each year due to dental-related illnesses.4  Adding to 

that, the Surgeon General reports that kids miss 51 million 

school hours each year because of dental-related illnesses. 

Finally, dental benefi ts are instrumental to helping you attract 

and retain top talent. According to one study, 70 percent of 

respondents said that dental benefi ts coverage is somewhat 

or very important.3 
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to combine my dental benefi ts
isn’t it more cost effective and convenient

with my medical benefi ts?

Large networks equal large cost savings 

Our Delta Dental Premier network is the largest in the country. 
With more than 128,000 unique dentists, our network is 
almost double the size of our next largest competitor’s 
network.5  Delta Dental’s networks offer your employees 
convenience, along with cost savings because our network 
dentists accept pre-negotiated, discounted fees for their 
services. In fact, we saved our groups more than $6 billion 

last year.

A focus on dental means a focus on service

Delta Dental processes more than 81 million dental claims 
annually – about 1.5 million each week – with an accuracy 
rate of 99.5 percent, which keeps employees from calling you. 
Maybe that’s why Delta Dental clients are 33 percent more 
satisfi ed with their dental coverage when compared to other 
dental carriers.3 No wonder we have more than double the 
market share of our next closest competitor6   and retention 
rates of over 90 percent.

Price transparency

Under bundled medical and dental programs, how and where 
premiums are spent can be diffi cult to track. The true cost of 
dental is easily lost within the much larger medical portion of 
a bundled benefi ts program. Separate pricing allows for more 
accurate reporting.

Trust the dental experts

Delta Dental regularly monitors and contributes to the latest 
research in dental science, which drives our plan designs 
and product offerings. Founded by dentists, we create dental 
benefi ts plans that are based on the most current research 
and designed to keep your employees at their healthiest and 
most productive.

One size does not fi t all

Delta Dental offers fl exibility and variety, ensuring that groups 
of all sizes can afford to give their employees access to 
dental care. Our wide variety of plans include both employer-
sponsored and voluntary choices.

Dental and medical are different

Dental premiums over the past few decades have risen at just 
half the rate of medical premiums. That’s because medical 
and dental are two very different models. Shouldn’t your 
coverage be different, too?

When you’re being sold on the “benefi t” 
of losing an extra insurance card, 
consider what else you may be losing.

No. Because oral health is never just an 
afterthought for us, we focus on what works for 
your dental benefi ts program, leading to cost 
savings and convenience for you. 


