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December 18, 1985

The Honorable Peter M. Sullivan, Assemblyman
Assembly Republican Task Force
on Health Fraud and the Elderly
99 wWwashington Avenue, Room 1010
Albany, New York 12210
Attn: Maureen Harrison

Dear Assemblyman Sullivan:

Thank you ftor your recent invitation to present a state-
ment to the Task Force on Health Fraud and the Elderly. We are
pleased to have this opportunity to share with you some of our
concerns about health fiaud and to indicate what the FTC 1s doing
in this 1important area.

INTRODUCTION

Consumers lose as much as $25 billion annually to health
fraud. A substantial share of this financial burden falls on the
elderly, who spend some $10 billion annually on traudulent health
remedies. More importantly, individuals may rely on products
that traudulently claim to cure serious conditions and diseases,
and they may Jjeopardize their health by foregoing treatments of
demonstrated therapeutic value. Moreover, some gquack remedies, in
addition to not being helpful, may in fact be harmful.

We view these matters with extreme concern, and the
Federal Trade Commission has made and is continuing to make the
reduction of health fraud a very high priority. We conduct
extensive monitoring of advertising in all media -- print and
broadcast -- 1in both our regional and Headquarters otfices. This

1 This letter presents the views of the Bureaus of Consumer
Protection, Competition, and Economics and the New York Regional
Otfice of the Federal Trade Commission. The views expressed are
not necessarlily those ot tne Federal Trade Commission or of any
individual commissioner, although the Commission has authorized
thelr presentation.

2 Hearing Before the Subcommittee on Health and Long-Term Care,
Quackery: A $10 Billion Scandal, Select Committee on Aging, House

of Representatives, 98th Cong., 2d Sess., Comm. Pub. No. 98-463 at
88 (statement of Dr. Victor Herbert).
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broad monitoring program enables us to discover deceptive adver-
tising throughout the country, including ads that may not appear
nationally, but which have a substantial 1mpact nonetheless.
Incdeed, our monitoring etfforts are gquite fruittul. Although we
are not free to divulge the details of any ongoing investigations,
several of which ares outgrowths of the New York Regional Office's
Health Fraud Project, we will describe briefly some recent cases
that illustrate how the Commission has used 1its authority and
resources to combat health fraud.

Before discussing some ot our recent enforcement actions,
we will describe the Commission's legal authority to monitor and
take entorcement action against deceptive advertising. We will then
illustrate the use of this authority with a discucsion of some of
our recent entorcement actions. Finally, we will discuss the need
for inter-agency cooperation and consumer and business education,
an important corollary to traditional law enforcement.

LEGAL AUTHORITY

The Federal Trade Commission Act provides the Commissign
with broad jurisdiction and authority. Section 5 of the FTC Act
makes untair or deceptive acts or practicis 1n or atfecting
commerce unlawtul. Section 12 of the Act® specifically prohibits
the use ot false advertisements regarding foods, drugs, devices,
or cosmetics. The Commission has a variety of legal tools at its
aisposal to enforce 1its statutory mandate. In addition to the
authority to proceed adminlstratively under Sections 5 and 12, the
Commission can, upon a proper showing, obtain preliminary and
permaneng injunctive relier in federal court under Section 13 of
the Act. Under Section 13, the Commission can invoke the
equlitable power of the courts to obtain other relief that may be
necessary to stop illegal activity and preserve funds for consumer
redress. Violations of these court-ordered injunctions are punish-
able by civil or criminal contempt citations, while violations of
administrative orders are punishable by penalties of up to $10,000
per violation per day.

3 15 y.s.C. § 45 (1982).
4 15 U.S.C. § 52 (1982).

5 15 U.s.C. § 53 (1982).
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ENFORCEMENT ACTIONS

The Commission has been very successful in obtaining
-orders against companies that make unsupportable claims for their
health care products. These orders typically pronibit specified
advertising claims altogether or permit the dissemination of a set
of related claims only if they can be supported by substantiating
evidence. For example, Commission charges that P. Leiner
Nutritional Products deceptively claimed 1ts wheat germ oil pill,
Octacol 4, would improve vigor, stamina, and endurance, were
settled in a consent order that prohibits the company from making
these claims in the future without adequate scientific substantia-
tion. Another order, against a company that marketed a $300 "ear
mold" weight loss device that purportedly suppressed a person's
appetite, reguires the company to possess competent and r;liable
sclentlitic evidence before making any weight loss claims.

The Commission also obtained a consent order against two
Miaml cniropractors who advertised a laser facellitt as a revolu-
tionary new method of removing wrinkles.8 The order bars repre-
sentations that the laser treatments result in a non-surgicel
facelift, unless there 1s reliable support for the claim. 1In
another case, Braswell, Inc. was permanently enjoined from repre-
senting that any product or service will cure or prevent
nereditary baldness, absent approval from the Food and Drug
Administration. In addition, the order prohibits Braswell trom
making efricacy or performance claims without scientific support
for “its cellulite, anti-aging, or sexual perrormance products.
The Commission also obtained a judgment of $610,000 in civil
penalties for Braswell's violation of the Commission's mail order
rule. :

6 p. Leiner Nutritional Products Corp., FTC Dkt. No. 9173, 50
Fed. Reg. 21,801 (May 29, 1985).

7 Tnomas A. Dardas, FTC Dkt. No. C-3144, 49 Fed. Reg. 42,699
(July 17, 1984).

8 Spinal Health Services Inc., 102 F.T.C. 1319 (1983).

United States v. Braswell, Inc., No. CB81-558A (N.D. Ga. Sept.
14, 1983).
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wherever possible, the Commission attempts to recover
the fraadulent operator's 1ll-gotten gains, and to return tnem to
tne 1individuals from whom they were taken. In some circumstances
individual retunds may not grove feasible, so we have looked to
other ways to benefit the affected individuals, such as regquiring
the grant ot research tunds toO ligitimate orzanizations 1n areas
related to the product category.

The Commlssion also has 1increasingly used its authority
to obtain federal court injunctions, under Section 13 of the FTC
AcCt, to halt traudulent activity quickly and zo ensure that no
further consumer 1njury will occur because of the continuing
dissemination ot talse claims. In FTC v. PnarmTech Research,
Inc., we succeeded, via a preliminary 1njunc:ion proceeding, 1in
stopping a deceptive tood supplement campaign at the outset. The
Commission obtained a prelimilnary injunction in federal court
nalting advertising that represented that "Da.:ly Greens," a
denydrat?d vegetable capsule, would help reduce the incidence ot
cancer.l Tne company's advertisement claimecd support from a
recent report of the Natilonal Academy of Sciences. The report,
however, dic¢ not provide such support, and 1in fact stated that the
findings did not apply to dietary supplements like Daily Greens.
I'ne Commission was then able to negotifge a final consent order
permanently halting the advertisement. We zare currently in
litigation over a similar product, "Healtny Greens," followlng a
Commission complaint charging General Nutrition, Inc. with talse
advertising tor that product.

10 See, e.g., Weider Health and Fitness, Inc., FTC Dkt. No. 9182,
49 ANTITRUST & TRADE REG. REP. (BNA) No. 1229 at 363 (entered
August 19, 1985); Estee Corp., 104 F.T.C. 1804 (1983).

11 prc v. PharmTech Research, Inc., No. 83-2247 (D.D.C. November
30, 1983).

12 prarmTech kesearch, Inc., FTC Dkt. No. 9018, 49 Fed. Reg.
19,812 (February 9, 1984).
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Another example of our use of federal court 1injunction
groceedings zo ccmbat nezlth traud 1s our case against A&A
Laboratories and the 1individual corporate oftricials wh? were
involved in the mail order marketing ot hair analysis. 3 In ads
to consumers, tne defendants represented that spectroscopic
analysis ot a consumer's nair sample would indicate deticiencies
or excesses 1n 13 essential and 5 toxic elements, respectively.
Tne report sent to the consumer recommended a dosage of specific
dietary supplements to correct the deficiencies found in the hair
analysis. The court found thls aadvertising was deceptive and
prohiblited the detendants from advertising that they were able to
recommend dietary supplements to correct element imbalances in the
body on the sole basis ot a hair analysis.

INTER-AGENCY COOPERATION

As all of those involved 1n the etfort to combat health
“raud have empnasized, cooperation among various federal and state
agencles and private groups -- particularly protessional groups --
1s essential. That cooperation can take many forms.

For example, the Food and Drug Administration and the
FTC have a well-established liaison that allows both agencies to
maximize their performance. Each agency concentrates 1ts etforts
on particular problems: the FTC is primarily responsible for the
advertising of foods and over-the-counter drugs, and the FDA 1is
primarily responsible for the accurate labeling of foods and
drugs. Additionally, both agencies exercise jurisdiction over the
talse advertisement of medical devices. We also readily share our
knowledge and expertise with each other. For example, the FDA
provides assistance in reviewing materials submitted to the FTC by
companies 1n support of their advertisement claims. In some
instances, such as in the Commission's hair analysis case, FDA
scientists testify on behalt of the Commission. We, 1in turn,
snare our Knowledge and expertise regarding consumer research and
advertising with the FDA statt. We also coordinate on law
entorcement initiatives. For example, the FTC took action against
the advertising ot PharmTech's Daily Greens, while the FDA took
action against the product's labeling.

13 FTC v. Furman, No. 84-803-A, slip op. (E.D. Va. January 30,
1985), att'd in pertinent part, No. B84-803-A, slip op. (E.D. Va.
February 25, 1985)




The Honoraple Peter M. Sullivan -6 -

We have an egually benetficial liaison with the United
States Postal S=ervice. we routinely share 1nformation and
coordinate enforcement etforts and strategles to maximize and
complement each agency's ability to prevent fraud.

The Commission, of course, also works with state and
local officials. For example, we exchange i1nformation about
pending investigations wilth state officials tarough the
Investigation Information Exchange Project operated by the
National Association of Attorneys General. The project serves as
a clearinghouse for intormation about 1interstate consumer frauds,
particularly those likely to involve interstate movement by the
perpetrators.

After completion ot cases, we transmit to other entorce-
ment orticials copies of orders obtained and supporting documenta-
tion, both to advise them of the Commission's actions and to aid
them in the prosecution of similar trauds in their jurisdiction.
For example, we forwarded our laser tacelitt order to State
Attorneys General to alert them to this kind of activity and to
the Commission's order prohibiting efficacy claims tor laser
facelifts.

Intormation sharing may represent an eftective maximi-
zation otf law enforcement resources. By informing state and local
law enforcement authorities of our orders anc actions and by
offering assistance on legal and technical issues, we can broaden
the impact of our actions, avoid unnecessary duplication of
governmental resources, maximize the application of our acquired
knowledge and expertise, and more effectively combat those who
seek to use health fraud to make a profit on unwary consumers.

CONSUMER AND BUSINESS EDUCATION

Our cooperative efforts also result in joint efforts to
educate members of the public so that they are not such easy prey
tor health care quacks and hustlers.

In recent years, we have produced messages on health
related topics in a varilety of areas -- 1including eyeglasses,
generic drugs, and food and nutrition. Similarly, in a joint
effort with the American Association of Retired Persons, we
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publisnesd a brochure called "Healthy Questions."14 This is a
guide cesigned to help older Americans, 1n particular, to choose a
healtn protessional that meets theilr needs, and to avoid falling

prey to unscrupulous health guacks.

In connection with the successful National Health Fraud
Conference held in washington, D.C., on September 11, 1985, the
Federal Trade Commission, the U.S. Food and Drug Administration,
and the U.S. Postal Service -- the Conterence sponsors -- together
wilith the Pharmaceutical Advertising Council jointly published i
brochure entitled "Quackery . . . Major Medical Breakthrough." 5
State and local governments can greatly benefit the public by
passing along the sound aavice contained in that publication.
Consumers should be urged to apply the "it-sounds-too-good-to-be-
true" test to ads for health products.

Consumers must be urged, "[I]nvest your time before you
invest your money." Betore buylng a guestionable product or
treatment find out more about it. Check with one or more of the
tollowing:

* your doctor, pharmacist, or other health professional,
* the Better Business Bureau,

* your local consumer atfairs ottice,

* your state's Attorney General,

* the Federal Trade Commission,

* the Food and Drug Administration, or

* your Postmaster or the Postal Inspection Service.

14 p copy 1s attached as Exhibit 1.

15 a copy 1is attached as Exhibit 2.

i S =
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The FTC 1s committed to promoting puzlic education as
one means Ot avolding public victimlzatlion. w2 vliew the sSubmis-
silon Oof this statement as part of that educational effort. These
legislative nearings comméand the attention ot the public. There-
fore, they are a most valued means ot informing and cautioning the
public as to the nature,. extent, and harms pcsed by health
guackery. ' -

We also are pleased to tell you that we will be co-spon-
soring a Regional Health Fraud Conterence to be held in New York
City 1in mid-February 1986. Our co-sponsors are the U.S.. Food and
Drug Administration, the U.S. Postal Service, the New York State
Attorney General's Ottfice, and the Better Business Bureau ot
Metropolitan New York. Through this collaborative etfrort of
tederal, state, and private enterprises, we willl otfer substantive
intormation regarding health fraud and suggestions as to ways 1in
whicn the Conterence participants -- representatives ot the media,
ot 1ndustry, ot the medical and pharmaceutical protessions, and of
organizations looking out tor the interests ot older consumers,
among others —-- can work ettectively to combat health fraud.

we hope that these remarks are helptul to you. Please
do not hesitate to contact us if you have any guestions or would
like further intormation.

Very truly yours, ¥ 7
g Lot 3 .. .

o v A
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Edward Manno Shumsky ‘~"*~“_
Regional Director

Attachments
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The decisions vou make about which health services and products to purchase are

some of the most important and expensive decsions vou make as a consumer. Yet, like
manv people, vou mav spend less ume choosing a health professional than vou
would choosing a new TV set. And vou mayv feel reluctant to acuvelv question vour

doctor about a diagnosis or treatment. If so, you are not alone. Manyv people share such

reservations.

This guide was prepared by the American Assodiation of Retired Persons in cooperation with the Federal

Trade Commission to encourage you to take an active part in vour healith dedsions and to make the most of the

money vou spend on health services. It includes sections on how to select and use the services of health
professionals: physicians, dentists, vision care specialists. and pharmacists. It also discusses health maintenance
organizauons (HMOs). We hope that in using this guide vou will become a better informed and satsfied

buver of health services.

Using»This Guide

You can use this guide:

¢ To help vou decide what to look for and what to
ask when choosing health professionals.

« To evaluate the services you receive from the
health professionals you currenty use.

* To keep a list of questions vou want to ask health
professionals before you visit or call them and to
record their answers.

* To hold vour medical bills, prescriptions, appoint-
ment cards, and other important records.

« For advice about registering complaints, if vou
should have them.

Keeping Records
It is a good idea to keep health records at home, in a
place where they can be located easily bv others.

In an emergency, these records could help save your
life. Your files might contain:

» The names, addresses, and telephone numbers of
health professionals you see regularly.

¢ As complete a description of your medical history
as you can compile.

* A list of the prescription and over-thecounter
medicines you are taking.

* Any treatment, therapy, or special diet
Instrucuons.

e All bills and receipts.

-+ Your health insurance policies, Medicare, and
Medicaid documents.

Selecting a Hezalth Professional

Finding the health professional who best suits

your needs may take ume and effort. A good place to
start is with friends and relatuves who may recom-
mend the health professional they use. Other possible
sources of referrals are teaching hospitals, medical
schools, dental schools, other health professionals,
professional societies, or local consumer groups

that may have done research to provide such infor-
mauon. For information about a specific health
professional’s education and spedalties, you could
call his or her office and ask or check your librarv far

professional membership directones such as the
Amenican Medical Asscauation Directory and the Directory
of Medical Specualists. The Yellow Pages also lists
health professionals by specialues.

When you have collected a List of candidates, call
their offices to get information about what is
particularly important to vou. For example, you
might ask:

¢ “How much will services cost and when are
payments due?”

e “Is it possible to arrange a special payment
schedule to fit my budget:”

¢ “Does the professional accept the tvpe of insur-
ance that I carrv: Does he or she accept Medicare or
Medicaid assignments? If so, for what senices?”

« “Does the professional employ or recommend the
use of other health professionals. such as physician’s
assistants or nurse practivoners:”

¢ “Is the office located near public transportauon?”

¢ “What are the ofhce hours:”

 “How does the office respond to emergendcies
after ofhice hours?” ,

¢ “Is another professional on call when the doctor is
unavailable?”

Answers to these questions should help you

narrow your choices. You can also learn the answers
to the following questions from a personal visit.

"

¢ “Is the service prompt and efficient”’

* “Does the professional give a thorough examina-
tion, based on your expenience?”

« “Does he or she make vou feel at ease and
respond thoughtfully to your questons?”

o “Are diagnoses, test results, treatments, and

prescribed medications explained clearly and simply?”

e “Are fees and payment schedules clearly disclosed
before treatment 1s given:”

¢ “Does the professional suggest ways to keep costs
down?”

¢ “Is the office clean and well-equipped?”

Do not be reluctant to go elsewhere if the profes-
sional does not meet your needs or expectations.
You have a nght to be as satisfied with health care
services as you expect to be with other services

ot



Where to Get Help If You Have
Problems Or Complaints

If you are dissatisfied with the senices provided by a
health professional. here are some steps vou can
take to settle the dispute.

- e First, discuss your complaint with the professional
involved. Many misunderstandings can be resolved
at this level. If you are sull not sausfied, contaat
the professional’'s supervisor, if there is one.

e In some situations, contact vour insurance agent.
Your insurance carmer may be in a positon to
help resolve a dispute with a health care provider.

e Send a letter to the associaton (e.g. medical
society) to which the professional belongs. Include
copies of any documents that will support vour
complaint. Retain the onginal copies for vour rec-
ords. If your dispute is over fees, professional
associations may be the onlyv instutution that will
mediate your complaint.

¢ Send a letter to the state board that licenses the
professional in question. The internal review process
can be lengthy, so follow up with routine inquiries
if vou do not hear back from the licensing board in a
reasonable ume. If possible, attend a licensing
board meeting to meet the members if you get no
sausfaction by letter or by phone.

e Send copies of vour complaint to vour state,
county, or aty office of consumer protecuon.

e “Acuon Line” reporters for your local paper, TV,
or radio station can help resolve complaints. Also.
consider writing a letter to the editor of your local
newspaper.

o If none of these actions help you resolve your
dispute, you may want to consider seeking legal
advice.

Health Maintenance Organizations (HMOs

In addition to private practice, fee-for-service medical
care, there are Health Maintenance Organizations
(HMO:s). These organizations provide coordinated.
comprehensive medical services for a fixed monthlv
fee. In effect, thev combine the functions of
providing and paving for health care services into a
single program.

For a pre-paid fee, HMO members receive a wide
range of medical services performed by phvsicians
and other health care personnel. Some large HMOs
have their own hospitals. Some HMOs also run
their own pharmaces. HMOs vary in size, cost, avail-
able services, number of facilities, and the degree
to which members participate in policy-making.

Continues On Back



Continued

As a member of an HJ{O, you receive all necessarv
phvsician. hospital, and prevenuve care through
yvour HMO. Some HMO)s require addiuonal small
fees or “co-pavments™ for office visits, presctiption
drugs. eveglasses and so forth. These co-pavment
plans permit members to choose lower basic coverage
premiums.

Here are some questions to ask about an HMO.

“Am I eligible to join your HMO?” Manyv HMOs
provide care onlv to members of an emplover-
sponsored group. If vour emplover does not offer
HMO membership as an opuon. check to see if
individual memberships are available.

“What services are provided for the basic mem-
bership fee and what services are omitted?” You
can obtain this information for each membership cat-
egory or coverage level. Since not all services are
covered under all plans and you can never be certain
what services vou mav need, it is important to
know what is covered and what is not. Pick out the

areas vou could expect to need health care in
and check if they are part of the benefits package.

“Does the HMO charge co-payments?” Ask
for a schedule of co-payment fees, particulariy for
services vou anticipate you will need.

“Will I see a physician every time I need medical
attention?” In an HMO you choose your personal
phvsician from a pool of physicans with the HMO.
The HMO mav suggest, in certain cases, that
you see the HMO's nurse pracuuoner or phvsidan's
assistant if the problem is routune and can be
handled by them.

Though HMOs now provide health care to over 13
million people and are growing in number, they
are not accessible to all health care consumers. To
find out if there is an HMO in vour area, look
in vour Yellow Pages; write to Group Health Assodia-
ton of Amenca. 624 Ninth Street, N.W.,, Washing-
ton, D.C., 20001; or contact the local medical societv
in vour area. ‘
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There are three tvpes of vision or eve care speaalists.
Ophthalmologists are phvsicians who specialize 1n
diagnosing and treaung eve diseases. Thev prescribe
drugs. perform examinauons and eve surgery,

and also mav provide eveglasses and contact lenses.
Optometrists, while not physicians, have doctor

of optometry degrees in eve care. Thev examine eves.
diagnose vision problems. and provide eveglasses
and contact lenses. Thev also mav detect eve diseases
but will normallv refer vou to an ophthalmologist

for definitive diagnosis and treatment. Opticians take
measurements and design, verify. and deliver
contact lenses, e\eglass lenses, frames. and low-vision
aids upon prescriptions written by ophthalmologists
and optometnsts. They may not examine eves or
prescribe lenses.

It is important to keep in mind that good vision
care involves more than simply being fitted for
contact lenses or eveglasses. Good vision and eve care
should include the detection, diagnosis, and treat-
ment of problems. as well as prevenuve care. It
is good preventve health care, especially for older
consumers. to have an eve examination at least every
2 vears. Numerous eve diseases. including glaucoma
and cataracts, occur more frequenty with age. If
vou have an eve disease or have experienced acute
svmptoms such as double vision, loss of side vision, or
pain. vou should consider seeing an ophthalmologist.

The law requires ophthalmologists and optome-
trists to make available to you your eveglass
prescription. at no extra cost. after an eve exam. Ask
for your prescription if it is not provided. With a

prescription in hand. vou can shop for eveglasses just
as vou wouic for anv other product. looking for

the best quaiitv at the best price. Although this law
does not app s to contact lens specifications. vou mav
want to ask for a copy before vou leave the office

of the professional who fitted vou. Having a copy of
vour contact lens specification 1s important in case
vou decide tc shop around for another provider or if
vou need replacement lenses.

Selecting a Vision Care Specialist
Listed below are some questions vou might ask
before choosing a vision care specialist.

“How much does your basic eye examination cost
and what does it include?” Call more than one
specialist and compare prices. A lower fee could mean
a less complete examination, so ask what the exami-
naton includes. A thorough examination includes
both an eyve health exam and tests of your abilitv to
see and focus vour eve. Eve health exams include
taking or updating the health historv and performing
an interior and exterior eve health exam and glau-
coma tests. Tests for common vision conditions
mav reveal near-sightedness, far-sightedness. astig-
matism. and presbyopia (a gradual lessening of
the eve’s abilitv to focus on close objects). The spe-
cialist may also check for eve muscle coordination and
abilitv to change focus quicklv. Depending on the
individual case. additional tests mayv be needed. Ask
about the cost of tests that go bevond the basic
examination and whether or not those are covered
under Medicare.

Continues On Back
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Continued

“When is payment expected?” If vou're on a°
limited budget. ask about installment pavments or
other methods of reducing vour pavments.

“Do you sell glasses and contact lenses?" All
three tvpes of vision care speaaiists mayv dispense
evewear, although some ophthalmoiomsts and
optometnsts do not. Shop around and compare to
get the best value.

“How much will glasses or contact lenses cost?”
Ask the price range of different tvpes of evewear
sold bv the professional who wnites vour prescription
and compare these prices with those of other dis-
pensers. Prices mav varv widelv. Make sure all
the pnices quoted to vou are based on the same tvpe
of service and identical merchandise (frame, lens
matenal, lens unt, etc.). If vou are considering
buving a spare pair of glasses, you mav want to ask if
am discounts are available for another pair.

“Do you charge for follow-up visits to adjust
frames or contact lenses?” A reasonablyv- -priced pack-
age of services tha: includes unlimited wvisits over a
speahed penod of ume mav be a better deal than
bargain-priced gcads that do not include free follow-
up \isits.

“What is your refund policy for contact lenses?”
Not evervone who wants to wear contact lenses 1s
able to adjust 1o them. If vou are trying contact len-
ses. vou mav want to shop for a good refund
policv so vou won't lose vour entire investment if you
cannot wear them.

“How much do vou charge for replacement
lenses?” Find out how much vou will be charged and
how long you wili have to wait for replacements if
your contact lenses are lost or damaged.

“Will you give me a complete copv of my contact
lens specificaton and fitting results?” Ask this
quesuon before the examinauon. If vou think vou
may wish to buv replacement lenses from a different
provider, you will need this information.
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Selecting A Dentist

There are manv factors to consider when looking for
a denust. (See cover secuon for "How to Select a
Health Professional.”) The kinds of questions given
below should help you find out from the dentist’s
ofhce. in advance, about services of particular impor-
tance to you.

“What are the fees for a routine checkup and
cleaning?”

“Does the dentist accept Medicare assignment for
oral surgery procedures?” Only a few oral surgery
procedures are covered by Medicare.

“Does the dentist employ a dental hyvgienist?”
Dental hvgienists clean teeth and perform other ser-
vices, allowing the denust to devote greater ume
to more complex procedures.

What To Ask Your Dentist About
Diagnosis And Treatment

There is a common misconception that dental disease
and losing one’s teeth are a normal part of aging.
You mav help prevent dental and other oral diseases
with dailyv attention to oral hygiene, proper
nutrition, and regular visits to the denust.

Your first visit to a new dentist should include a
discussion of your medical and dental history, an oral
exam (usually including X-rays), and a cleaning
and scaling of teeth and gums. Make sure you bring
with you the name and address of your previous
denust, who may have X-rays, test results, or advice
that will assist your new dentist and may save on
costs. The dentst or hygienist should discuss any pre-
ventive care measures you can take. The dentst
also may recommend corrective treatment.

Dental needs and dental care change as people age
and as research generates new techniques for care

and treatment. You mav need to learn about cond:-
vons and treatments that did not concern vou in
earlier vears. such as root canals, crowns, dentures,
oral surgery, and gum problems.

Whatever treatment vour denust recommends, it is
alwavs advisable to ask what alternatives vou have
and to compare the costs. benefits, and nisks of
accepung or rejecting treatment. It is especially im-
portant to get as much information as possible
for non-routine procedures, such as tooth extractions
or temporary or fixed bridges.

Listed below are some questions vou may wish to
ask your denust regarding tests and treatment.

“Is an X-ray absolutely necessary? Will you pro-
vide a lead apron or bib?” X-ravs are an indispen-
sable diagnosuc tool for denusts. While pauents
may want to double check on how often X-rays are
needed, dentists must determine the need for
X-rays based on the patent’s individual case. Even
though modern X-ray machines are designed to emit
a low level of radiauon, the denust mayv ask vou to
wear a lead apron.

“How can I prevent dental problems?” The most
common dental problems—tooth decay and gum
disease—can be effectivelv prevented with proper
oral hygiene. Ask your dentist about proper flossing
brushing techniques, fluoride treatments, fluonde
toothpastes, fluonde mouthwashes, and nutrition, all
of which can safeguard your dental health.

“If I need dentures, can you recommend the
most economical way to obtain them?” Some dentists
are able to discount their dentures for low-income
or elderly patients. You also may want to inquire
about low-cost denture programs sponsored by dental
societies, university dental schools, or your state or
city government.
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Pharmaaists are an excellent but often underuulized
source of informauon about drugs. All pharmaasts
mav not have time to answer the quesuon suggested
below. However, you mav wish to look for a
pharmacist who is responsive to your questions and
concerns. Also, prices vary from one pharmac:\

to another, so you may wish to companson shop for
value.

Selecting A Pharmacist

“When appropriate, do you substitute generic
equivalents for brand-name drugs?” You can ask
your pharmaaist whether a generic drug product will
be as effective as a brand-name drug. Genenc
drugs are generally less expensive than brand-name
drugs. If vou want generic drugs, ask vour
pharmaast for them. In some states, laws limit the
abulitv of a pharmaaist to substitute genencs without
the physican’s approval.

“Will you compound special prescnpnons for
me?” Certain medicines still require mixing at
the pharmacy, and some pharmacists do not provide
this service.

“Where can I get medicines in an emergency?”
You mav wish to select a pharmacy that is open
late or that has an emergency phone number after
office hours.

“Will your pharmacy deliver medicines when I
can’t pick them up?'Is there a delivery fee?”

“Do you offer senior citizen discounts? How
much?”

“Do you accept all forms of prescription drug
insurance?” In addiuon to private insurance,
Medicaid has a Maximum Allowable Cost (MAC)
program that places a ceiling on reimbursement for
certain drugs. If the drug is covered under the
MAC program, and you qualify under Medicaid, the
government may pay the enure cost, or you may
pay only the difference between the MAC limit and
what the pharmacy charges.

“Do you keep patient profiles listing all the
medicines each customer has purchased?” A patient
profile should include a summary of your medical
history so that the pharmacist can check for possible

problems. This record also mav be useful for tax
purposes. Keep in mind that this service will only be
useful if you buy all vour mediane from the same
pharmacy.

What To Ask Your Pharmacist About
Drug Use
You may want to ask vour pharmaast the following

questions about drugs that have been prescribed
for you.

¢ “What are the generic and trade names of this
drug and what is it for?”

¢ “Do you have anv written information about this
mediane?”

e “What does this medicne cost?”

* “How long will it take this medicine to work?”

e “What will happen if I do not take this medicine?”

¢ “Should I keep taking the medicine unul the
prescription is used up, or just unul 1 feel better?"

e “What should I do if I miss a dose?”
¢ “Do I take this drug with food?”

e “Should I avoid any types of food or beverage or
other medicines while I am taking this drug="

e “Can I take this drug and drink alcohol*”
¢ “Will smoking affect the way this drug works?”
o “While taking this drug. should I avoid any

particular activiues, such as driving a car, exercise, or
exposure to the sun:”

o “What side effects can I expect from this medica-
tion? Which ones should I report to the doctor?”

¢ “How should I store this medicine?”
e “Can I get this prescription refilled>"

e “Can I get a larger quantity of the medication so it
will last longer and cost less?”

¢ “Will you put this medicine in an easy-to-open
container for me?”

¢ “Does this medicine come in a more convenient
form?"

¢ “What over-the-counter medicines do you suggest
for my cold (or cough, or burn, etc.)?”
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Selecting A Physician
When selecting a doctor. manyv considerations are
involved, such as location, cost. specializauon, and
personality. Many of these matters have already been
discussed in the cover section. “How to Select a
Health Care Professional.” Addituonal information
specific to physicians is included in this section.
Quesuons listed below about the physidan’s ser-
vices and costs are ones you may wish to ask the
ofhice receptionist or nurse.

“At what hospitals does the doctor have admitting
privileges?” This will be important if you have a
preference for a particular hospital that is familiar to
you or is close to your home. ,

“Does the doctor have access to facilities where
simple procedures can be done on an out-patient
basis?™ Access to such a facility will be less cosdy than
a hospial if you require minor surgery.

“What arrangements are there for coverage and
informal consultation when the doctor is not
available?” Some doctors participate in group prac-
tices and can arrange for informal consultauon
and back-up coverage with their associates. Other
doctors are in solo practice and also may consult with
their colleagues and make arrangements for back-
up coverage when needed.

“Does the doctor employ a physician’s assistant
or nurse practitioner?” In many states, these health
professionals are trained to take patient histories,
perform routine examinations, and handle other rou-
tine procedures. The doctor, then, has more time
to spend on complex problems and procedures. You
may benefit by being able to schedule appointments
more conveniently.

“Will the doctor accept a Medicare assignment
and bill Medicare and my insurance carrier
directly?” Whether a physician accepts a Medicare
assignment or bills you directly is a matter for
discussion between you and your physican. Remem-
ber, however, that whether the physician accepts
assignment (and is paid directly by the Medicare car-
rier) or bills you (and you are reimbursed by Medi-
care), you are responsible for the annual Medicare
deductible and 20% of the government's “reasonable
charge.” Whatever arrangement you have with
your physician, Medicare pays 80% of the “reasonable
charge”, and you pay the additional 20%. If your

physician charges more than the “reasonable charge”,

you are also responsible for that additional amount.
“Will the doctor prescribe generic drugs?” Gen-

eric drugs may save you money, as they generally

cost less that brand-name drugs. Find out if the doctor

prescribes generic drugs when appropnate.

Your First Visit: What To Expect

You've selected a doctor and scheduled your first
appointment. You should be able to judge, on

this first visit, if you want to continue to see the doctor
as a regular pauent. Two of the most imporant
elements of vour first visit are a discussion of vour
medical history and establishing a comfortable
relatonship with the doctor.

The Medical History

The doctor will sperd time reviewing your medical
historyv. You shouid expect to discuss your phvsical
and mental well-being, as well as your family’s.

It is your responsibility to bring up any perunent
informaton and provide records, if possible. For ex-
ample, you should tell the doctor what over-the-
counter or prescription medications you take regu-
larly, and if you have any allergics or sensitivities to
foods, drugs, or chemicals. A physical exam may
also be given.

Establishing a Comfortable Relationship

Being able to feel comfortable with your physican
is an important factor to consider when deciding to
become a regular patient. For many people, this

is determined by the doctor’s willingness and ability
to speak openly and patiently with them. Don’t
forget, however, that it takes two to communicate,
and you will need to ask questions.

What To Ask Your Doctor About

Diagnosis And Treatment

Never hesitate to question the doctor about proposed
diagnostic tests or treatments. If you still have
doubts or questions when you leave the doctor’s
office, seek further information. You can do this by
talking to friends or relatives or by reading about
your medical problem on your own. If you still have
questions, you may want to try talking to your

own doctor again. You may also want to get a second
opinion whenever you are undedded about a

Continues On Back
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parucular treatment. and especially when surgery is
recommended. Medical experts mav disagree on
what is the best course of treatment, and you will have
to make the ultimate decision about the best course
of acuon.

Listed below are sample questions vou may wish to
ask vour doctor regarding tests.

“What do you expect to learn from the diagnostic
tests vou recommend? Are there any risks in-
volved?” Some tests mav not be absolutely necessary
but are done as a precaution. Before vou agree to
a test. find out whv you need it and what would
happen without the test. If vour former doctor con-
ducted similar tests, have the results forwarded
to vour new doctor. It may not be necessary to repeat
them.

“Are X-rays absolutely necessary?” While X-rays
can be an impornant diagnosuc tool, they may
sometimes be unnecessary. Ask vour doctor to explain
whv vou need the X-ravs, so that you can deade
whether to have themn done.

“How much will these tests cost? Are they
covered by my insurance?” Even if “insurance pays
for evervthing.” each test takes time and may cause
phvsical discomfort. Unnecessary tests are not
free—thev ultimately increase insurance premiums
and costs for evervone.

“Please explain, in plain language, what the test
results mean.” Don't be embarrassed to ask the
doctor to rephrase an explanation. Ask the doctor to
state clearlv and simply what the problem is, how
long it is likely to last, and what treatments are
recommended.

“What types of treattnent have been successful,
and what are the costs, risks, and benefits of each?”
It is important to know all your treatment options.
Ask what will happen if you don't get any treatment,
why the doctor recommends one type of treatment
over another, and what are the comparative risks
and success rates of each, especially where medica-
tions and surgery are involved.

Questioning Your Doctor About a
Prescribed Drug*

Make sure your doctor knows what prescription and
non-prescription medicines you are already taking
before a new drug is prescribed. Tell your doctor
about any adverse reactions you have had to drugs in
the past; this may indicate an allergy to certain
ingredients. Here are some questions that may be
useful to ask.

*See the section on pharmacists for more informauon.

» “What is the drug’s name, and what does it do?”

e “How and when do I take it—and for how long*"

¢ “What will happen if I do not take this mediane?”

¢ “Should I keep waking the medicine unul the
prescripton 1is usec up, or just unul I feel better?”

¢ “What foods. émnks. medicines, or acuviues
should I avoid while taking this drug?”

e “Are there anv side effects, and what should 1 do
if they occur?”

¢ “Can vou provide anv written information about
this drug?”

“Is a genenc equivalent available and
approprniate?”

e “Are there anv effective alternauves to drug
therapy:” -

Questioning Your Doctor About Surgery
When vou're considering surgerv, make sure you
understand the risks and benefits before you agree to
it. Getung a second opinion from another doctor
is usually a good idea. Both Medicare and Medicaid
pay most of the cost of a second opinion and of
a third if the first two doctors disagree. Don't forget
to have your medical records and test results sent to
the second doctor so he or she has all the informa-
ton needed to make a recommendation.

If you deade to have the surgery, there may be
ways to reduce the cost. One way to save is to
have simple procedures, such as biopsies or treatment
of simple fractures, done on an out-patient basis.
First find out, however, whether your insurance will
still cover the costs. If your doctor has admitting
privileges at two hospitals of similar tvpe and quality,
find out which hospital has lower prices for rooms
and for the services you require. Avoid repeating di-
agnostic tests that have already been done outside
the hospital. Also, vou may want to tell your doctor
you would like to go home as soon as you are able.

Ask your doctor:
» “What will happen if I don't have the operation?”

¢ “What are the nisks of the surgery and what
are the success rates:”

¢ “What is the cost of the operation and follow-up
care? Is it covered by my insurance?”

¢ “Can you do the operation on an out-patient basis
and can I arrange to receive appropriate care to
recuperate at home instead of in the hospital? How
much would that cost?”

¢ “Can you recommend someone to give me a
second opinion?”
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tis year, we Amencans will spend ithons of

dollars on products that do nothing for us—

or may even harius And we'll der it for the

same reasn people have done it suwe an-
cvnl tanes . we want 1o beheve in mirades We
wanit 10 hod smple solitins and shoruts o beiter
health

11's hard to resst. All of us, at one ime of
another, have seen of heard about 8 prochet—a new
and exoti pill, device, o potion—that can casily
solve our most vexing probiem, With this product,
we're tohl, we can eal all we want and still kse

weight We can grow taller or build a bigger bustiine.

(O we can overcome baldness, age, arthritis, even
cancer

1t sounds ton good to be true—and it is. But
we're temipled to try the product i gute of all we
know about madern medical science—uor perhaps
bexaisse of 1 Aller all, many treatments we take tor
wantedd tixlay were oice considered muadles How
can we tell the ditferenwe?

—G;;r;l'l;l—i ts From Fantasy

ot all advertisements for health proxhicts are

Talse, of conrse o lact, the vast majponty

aren’t. So just what 1s quackery? Simply puat,

qunckery 15 the promotion of a medwal rem-
edy that dovsn Y work or hasn't been priven to unirk,
I mexdern imes, quadkery 13 known as health fraud.
But call o quackery or call it bealth fraud, the result
s the same—untulbiid wishes, wasied dollars, en-
dangeresd health

Otten guack procducts are lairly easy to spot,
like the magic plls you are supposed to take to stay
kreves youngd Bit sometimes the prodeds are
vaguely hased on some medw al report that you may
even have heard about in the news,

In general, when looking over ads for medi-
dnes and medieal devices, watch out for those that
seem to promuse 100 mich too easily. And invest-
gate, befoce you partispate

The High Price of Health Fraud

wack cures rob us of more than money. They
can steal health away o even take tives
Quacks may lure the senously and often des-
pecately ill, such as peode sulfering from ar-
tintis and cancer, ito buying a bogus cure When
preopte ity quack remedies instead of getting cltective

medieal hrip, thelr iinesses progress, sometimes
heyond the treatable stage.

Today's Targets for Quack Attacks

nacks have always been gquick Lo explnt cur-

rent thinking ‘The snake ol salesinen a lew

denwerations back carsied an array ol “natarad”

remedies 10 sell to a pubbe that was st chse
1o the frontier. And today, quanks take advantage ol
the back-lo-nature movement, captalizng os the no-
tion that there ought to be simple, natural solutions
to aliunt any problem Somie current target areas tur
such promotions include:

Artheitis Over 30 million Amencans suffer
from arthahs, and the nature of the discase makes o
ferbile ground for fraud And because symploms may
come and gu, or the disease may be in remission for
several years, arthrts sufferers may actually believe,
at feast tempaorarily, that they've been cured by a
@ack renedy

Betore you add 1o the $2 hillion spent annual-
ty on quack arthritis cures, remenber that, although
medical sience offers effictive treatments, it has
found no cure tor anhinis The hst of fraodulem
“auracle cures” for the discase ranges from snake
venam 1o lemon juce, from the harmless nulk of vac-
cmated cows 1o the dangerous use of steroids More
dangerous and costly arthntis treatments are oftered
by legtmate Jookmg clinres, often b atest oubside the
United States Wiile some chnies may offer effective
treatment, many prescribe untested diets or drugs
that either ofter po arthritis cure o cause paticats 10
have additional health problems. Beware of arthritis
clinis that offer cures

1018 srportant to remember that pam relief
and inflammation treatments are not the same. A
product that advertises reliel for the minor pains of
arthritis does not necessarily treat inflammation. For
this reason, the serious condition of arthritis should
be treated by a doctor

Fiiness (Quacks know that people would like
10 have the benefits of exercise without adtually ex-
ercismg So recent years have beought all sorts of
“bandy toming” devices, such as elecirical mus te stim-
ulators. Sich devices are, of course, worthless for
“hexdy tomng” and can even be dangerous, bt they're
advertised and sold as substitutes for exercising

Welght Loas These schemes are probably
the most popular form of quackery. Milhons seck a
painkess way 10 win the batile of the bulge Soce

proper diet and exerose take constant disipline and
work, yuack chanms are egpeaially appeating and. to
wtne, worth a fry But ques b weight les products
accar't worth a ity when Wiey altect your hiealth and
Tt yont and they can hart yonaf onty by nl
P you By overwedt can lead o mandwee of
bealth probles, mcduding bigh bled peessore, heart
attack, stioke and kadney disease

The tacts that yorr cannot kise weight o you
do not cut down on e amount of tood you eat or
exerone mure o burn up calones Any product cdaim
that prosmsaes 1o tnm yom down and tone you up ol
fortlessty 1s false. Consult your doctor before begin-
ning any dietd program, and remember, there are no
medhcines o devices that will let you kose weight
effortlessly

Cancer Here quisk cures are probably the
cruclest and the most expensive, Seriously d1 peaple
nuay spend thousands of dollars on phony treatinents
that do notting 1o rebeve ther disease or suffenng
Often, the quack cancer treatiment cines are set up
just outside the United States, so that they're beyond
the juosdiction of US authonities Before you request
aduussion o any cancer ik, talk to your dodtor
about it

As an aid in evalusting cancercure claims,
keep in mind that there 1s no one device o remedy
capabie of diagnosing or lreating all types of cancer.
Cancer cannot be detected or treated solely through
the use of macmes No one medical test condudied
one time can dehmtively diagiuse cancer, ior can a

machine operated by a fraudulent practitioner cure [}

T Quack Advertining—The Need for
Healthy Skepticiam

any people believe that advertising is

screened by a government agency and that,

therefore, all s aboot heatth products in

advertismg must be truthiul This is not the
case with most health care prosucts, except for those
ddrugs and medical devives that require pre market
approval by FDA There is no federal, state or local
government agency hat approves or verihes daums
W advethisentents before they are printed Law en-
forcentent anthorties can take action only alter the
advertisemients have appeared

s hiokds for Aanns of a “money-back goar-
antee” Many quacks are fly by-night operators who
o not respond to refund demands. Often, by e
time cefund reguests come in, they have ¢ hanged
thewr addeess 1o avord law cuorcement ollicals

lirv;lr! of Tentimontuls That Sound Toeo
1 antasthe to e Troe

calth froud pronnoteey are fond of ang teste:
[Bt tnontaly o satnhied waers” 1 prosote

ther wares Eae teason thiey deo the s that

they cant get ettieal health profesaodialy 1o

aun tionn thets prodhicts Leginimate totimonbs pay
e wsaetul sources of information alout how a prochact
works However, beware of testnonials regorting -
aedibly Lantastic mehoat resolts, espaxially when o
medic al suppert for the clam is offered This i par:
tcularly Bnportant sice “satished users” sy, in
soinie Cases, have expreriened the sugar pill, or
“placebn,” ettt The placebo eftect ceurs when
propie, believing they have bevn goven a real needi-
ane, experence a beoeht from it s the power ol
suggestion al work

You Can Protect Yoursel
pply the "3 sounds too g o due tiae” fest
to ads for health products by watchung for
these common Characteredios of gquackery
o A quick and pandess cure
o A ypreoial.” Csecrel,” Cunoent,” or foregn’ tor-
muta, avatlable only throngh the mal and only from
one suppher
o Testunontals or case hstories from sabintied users
as the only proof that the prodiuet works
o A sngle product ellechve fur 3 wide vanety ol
athients
o A saentibie “breakthrough” o “iacle cure” that
has been held back o overdooked by the medical
comnimty
Invest Your Time Before You Invest Your Money

clure huying a suspect prodict or treatinent,
finnd out more about it Check with one o
more of the foltowing
o your dhicton, pharmacst, o other health
professional
e Better Business Bureau
your tocal consmer offe
your state s Attorney Geaeral
e Federal Frade Conmssion, Wastington, D €
20N810)
your tearest office of the Food and Druy
Adistration
your Postimaster of the Vostal lispechon Serveee
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