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Mark Your Calendars!! 
West District Meetin\: 

Plan to attend the fall meeting of the West District on September 
21st & 22nd. The meeting will be held at the Sidney Holiday Inn 
Convention Center and featured speaker on Friday, September 21st 
will by Dr. Bryan Smith speaking on "Emergency Dental Care" and 
Saturday, September 22nd, the Prodenco Group will have several 
presentations. Also planned is a golf outing on Saturday afternoon.. 
Registration forms were mailed out recently. If you did not receive 
one or have questions, contact Julie Berger 

5 District Meetin\: 
The Fall 5 District meeting will be held on Monday, October 8th at 

the Holiday Inn (formerly the Ramada Inn) in Kearney. Dr. Dick 
Barnes will be speaking on "Crown & Bridge Simplified -- Not 
Compromised". Watch your mail and see the insert in this NDA 
Newsletter for registration form. 

Both of these meeting will offer quality continuing education at a 
great price. Plan to bring your staff and join your colleagues II 

Congra~,Thanks,Etc. 

Congratulations to Dr. Jim Brosnihan of Oakland. 
Jim had an article titled "Aiding denture construction: 
A new twist to an old trick", published in the July issue 
of the JADA. Congrats! 

Kudos to Dr. Bob Smith of Norfolk for receiving 
Recognition for his volunteer service in a Foreign 
Counrty. Bob tr,lVeled to Equador last fall to volunteer. 
Thank you for your continued efforts! 

Congratulations Dr. Cork Taylor of Alliance. Gov. 
Johanns has appointed him to the Rural Health 
Advisoty Commission. Dr. Taylor will be the fIrst 
dentist to ever serve on this commission. 

Grassroots Support Is The Key 
A few days ago in Grand Island, the NDA played host to two 

members of the ADA's legislative team in Washington, D.C. Michael 
Graham is one of the ADA's lobbyists. Frank Ryan is in charge of the 
grassroots program. 

Michael shared stories from the legislative trenches --- it's a jungle 
back there. Frank emphasized the importance of grassroots lobbying 
efforts. Dentists have made an impact on numerous pieces of 
legislation in the past and need to increase their efforts in the future. 

The ADA's small staff in D.C. (about 20) is among the wisest 
investments of your dues dollars. Besides joining the ADA shouldn't all 
dentists join ADPAC? Remember, the profession you save may be your 
own. 

"Thanks" Michael and Frank 

HIPAA * HIPAA * HIPAA
 
This issue of the NDA Newsletter devotes a considerable amount 

of space to the Health Insurance Portability and Accountability Act 
(HIPAA). This law will impact many, if not most, dental practices. It's 
not going to go away. In the months to come the ADA News will carry 
information on sections of this law that pertain to dental offices. 

Be informed, stay informed. The ADA's web site is a good place 
to seek more jnformation: 

www.ada.orglproflprac/issues/topics/Wpaa/index.html 
Hospitals are really going to have some challenges on their 

hands. Be thankful you're not a hospital administrator. 

IN THIS ISSUE
 
Congrats (again) to our perennial track stars, Dr. 

HlPAA Information Stay informedDick Wieland of Lincoln and our speedy Executive 
T. Bassett's Australian Trip Ripping good Director, Tom Bassett. Both were multiple gold medal 
Enabling Behavior Please be awarewinners in the Cornhusker State Games. 
Plus more use of the letters H-I-P-A-A than you will ever see 
again in an NDA publication. Maybe. 

A NEWSLETTER SERVING THE DENTISTS OF NEBRASKA
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A Message From The President
 
Greetings from Western Nebraska! It has been a busy 

July for us. Our son Mark just finished his 3 weeks of 
externship at Panhandle Community Services and we have 
another senior, Brian Hokanson, staying with us who is also 
doing his eXlernship at various offices. My hat is off to those 
dentists who invite students into their practices to observe and 
sometimes to actually do some dentistly. They gain so much 
from the experience of observing how dentistry is done in the 
real world. It's been fun to be paI1 of their discussions. 

We had a very productive Board of Trustees meeting in 
Grand Island. The various committees are working hard to do 
the business of the N.D.A. along with help from the staff. There 
are no burning issues but feel that our on going dialogue with 
the Medicaid Department is shOWing some progress. It is 
important that we all try to do our share by participating. If we 
would all see at least one or two Medicaid patients a week 
there would be much less of an access to care problem. We 
need to all work together so that the State of Nebraska doesn't 
mandate that we treat Medicaid patients, So if you aren't palt 
of the program, please reconsider and help at least in some 
way. It's the right thing to do, 

r would also like to again encourage everybody to be a part 
of both ADPAC and NED PAC. The two men from the ADA 
office in Washington D,C. did a good job of telling their story. 
But the personal contact we each make with our elected 

officials means more than anything 
in promoting our agenda. When 
we each make a contact they take 
notice and listen. When they don't 
hear from us they don't think we 
care. So when there is an issue that 
you believe in, take the time to 
write them personally and let them 
know. 

It wasn't all work in Grand 
Island. Dr. Bill & Cindy Thiemann 
treated us to a lovely dinner party 
at their beautiful lakeside home. Dr. George 5cblothauer 
They were great hosts and we 
thank them for their hospitality. 

Hope this finds you all well and excited about our profession. 
Make a point to mark your calendars for the upcoming district 
meetings and get involved. You won't regret it. 

Sincerely, 

George Schlothauer, D.D.S. 

HIPAA Information 
Backgrollild 

The Health Insurance PortabiJity and Accountability Act of 1996 (H1PAA) reqUires the Department of Health and Human Services (HHS) to 
adopt national standards for electronic administrative and fin:mcial health care transactions. These standards will apply to all health plans, 
clearinghouses, and to almost aU prOViders, If a provider does not transmit any of the standardized transactions (as defined by HIPAA) 
electronically, and does not have a vendor or agent do so on the proVider's behalf, then the provider is not covered by HIPAA. 

One intent of dle HIPAA legislation and regulations is to encourage electronic commerce in the health care industly and ultimately simplify the 
processes involved. Some people believe this will result in savings from a reduction in administrative burdens on health care proViders and health 
plans. Electronic information must be protected, however, so HIPAA also includes privacy and security requirements. While these reqUirements 
are not designed to impede patient care, there is considerable concern among the provider community that the privacy regulations in particular 
may have that effect. 

HIPAA requires standards to be followed for electronic transmission of health care transactions. The regulations do not require proViders to 
submit transactions electronically, but they do require that all of the specified defined transactions submitted electronically comply with the 
standards. 

The HIPAA privacy regulations allow patient~ or their personal representatives to retain some control over most releases of indiVidually 
identifiable health information. Signed consents or authorizations are generally required for most uses and disclosures of such information. Covered 
providers will be required to establish compliance programs that incorporate training and education for employees, internal audits, and corrective 
action procedures, A covered dentist must also develop written privacy practice policies and procedures. 

Questions and Answers 

Unfortunately, dlere is considerable misunderstanding and misinformation about HIPAA. Below are questions and answers concerning several 
issues of concern: 

Question: Does HIPAA require proViders to submit claims electronically? 

Answer: A major goal of the HIPAA legislation was to simplify the administrative processes surrounding dle delivery of and payment for health 
care. Currently, there are approximately 400 different electronic systems used for the submission of health care claims. Consequently, one set of 
HIPAA regulations requires a single defined format and code set for various types of transactions when conducted electronically. While it is true 
that HIPAA requires payers to accept electronic transactions in the standard format, dentists and odler providers can choose if and when to submit 
electronic transactions. Payers may offer incentives to submit claims electronically or disincentives for the use of paper, but HIPAA does not 
preclude the use of paper. 
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Individual payers, however, may require submission of claims to 
designated health care clearinghouses in their participating provider 
agreements. These clearinghouses would then convert the claims to the 
standardized format and forward them on to the payer. This does not, 
however, mean that the provider itself must convert to electronic 
transaction capabilities. 

Question: Must operatories and waiting rooms be soundproofed to 
comply with HIPAA? 

Answer: The final privacy regulations went further than the 
proposed regulations and state that the requirements of the regulations 
apply to oral as well as written and electronic communication. This 
legitimately raises the question of whether offices must be 
soundproofed to prevent one patient from overhearing a conversation 
with or about another patient. Guidance from HHS on how it will 
interpret and enforce the regulations is expected shortly, and this may 
be one issue on which we receive some clarification. It is the intent of 
the regulators that reasonable efforts should be taken to protect the 
privacy of patient health information. Soundproofing operatories and 
waiting rooms is possibly more than will be necessalY. In the 
Association's comments to HHS, we stated that oral communications 
should not be subject to civil or criminal sanctions when the dentist or 
the staff is engaged in treatment, payment or health care operations. We 
will let you know if and when HHS releases its guidelines on this and 
other matters. 

Question: Does HIPAA reqUire that health plans report any change 
in participation status to the National Practitioner Data Bank? 

Answer: Although an ADA member received a letter from a payer 
threatening this action, there is no direct relationship between HIPAA 
and the National Practitioner Data Bank. HIPAA did establish the Health 
Care Fraud and Abuse Data Collection Program, which led to the 
creation of the Healthcare Integrity and Protection Data Bank (i.e the 
HIPDB) This is distinct from the National Practitioner Data Bank (i.e. 
the NPDB) and does not duplicate the NPDB. The l\TPDB was created 
as a result of the Health Care Quality Improvement Act and was 
designed for reporting of adverse decisions due to quality of care issues 
and malpractice. HIPAA requires reporting of adverse judgments and 
actions related to healthcare fraud and other issues, but excludes 
reporting of actions relating to malpractice claims. 

Question: Could f-llPAA affect the sale ofdental practices? 

Answer: At the present time, it is unclear to what extent the sale of 
dental practices could be affected by HIPAA. The final rule requires that 
written consent for release of health information be obtained prior to 
routine use of disclosure for purposes of treatment, payment, or health 
care operations. The Association is concerned that inclusion of this 
requirement in the final rule could hamper continuity of patient care in 
the event of a provider's illness, disability, retirement, or death. The 
Association has asked HHS to eliminate this consent requirement, or at 
the velY least to clarify that the sale of a dental praC[ice can be achieved 
using consents given by patients up front when they join a practice or 
are receiving care, rather than by securing specific written 
authorizations from each patient once a dentist is ready to sell a 
practice. 

Question: Will sending appointment reminder postcards violate 
HIPAA and result in fines? 

Answer: It is unclear at this time whether simply sending an 
appointment reminder postcard without patient consent would violate 
the privacy rule The Association raised this issue with HHS in the 
fillA's comments to the agency regarding the final rule. We made it 
clear that such reminders are sent to facilitate the dental health of a 
patient, and retlect d1e ongoing preventive nature of dental care, in 

contrast to what is often the episodic nature of care rendered by other 
health care providers. We believe a federal consent should not be a bar 
to patient care in this regard, especially to the extent that state laws 
provide adequate protection. 

Question: Is it true that a dentist can be subject to criminal 
sanctions for violating the privacy rule? 

Answer: While the agency has stated it will use "reasonableness" in 
enforcement, with the prospect of large civil and crin1inal penalties for 
violations, proViders remain in considerable jeopardy. The Association 
called for "safe harbors" for providers for "good faith" action that may 
otherwise be construed as violating the rule. Among other things, this 
safe harbor should protect providers from unauthorized .clisclosures by 
their office staff, if in fact the provider had in good faith trained staff 
not to make such disclosures. At the present time, the agency's position 
on this issue has not been clarified. 

Question: Are expensive consultants necessary to interpret these 
regulations and advise dentists on how to comply? 

Answer: Information about HIPAA and its impact on dent.ists is 
available from the ADA at 
http://www.ada.org/prof/prac/issues/topics/hipaa.index.htrnl.This site 
also contains links to other HIPAA resources. As a consultant to the 
Secretary of HHS, designated in the HIPAA legislation, the ADA is a 
good source of general information. We will attempt to keep you 
updated with new information as the various regulations encourage 
you to check with these sources to help you decide if you need 
expensive outside consultatnts. We also recommend consulting with 
your professional advisor for more detailed information and advice 
about your specific situation. 

Again, if you have questions concerning HIPAA, or the regulations 
that have been promulgated, please e-mail us at informatics@acla.org or 
call Robert Lapp at 312-440-2750 to obtain additional information. 

Need Answers 
to your 

Insurance Questions 

?

• Professional &


• Disability Income 
General Liability 

• Office Overhead 
Insurance

• Comprehensive 
• Office Coverage Medical 
• Workers..
• Long Term Care 

Compensation 

Call the Professionals 
Bob & Marilyn Diers 

Over 700 Nebraska
 
Dentists Now Insured
 

J{aro/d :Diers [; Gmpalf!l 
11635 Arbor, Suite 230 

Omaha, Nebraska 68114 
391-1300 1-800-444-1330 
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first, you dramatically whiten their teeth in one hour. 

next thing you know, you're bonding. 

And that's when the cosmetic side of your practice starts growing, 

thanks to BriteSmile's unique one hour teeth whitening system. 

Clinically proven to average more than eight shades whiter
 

98% patient satisfaction
 

Zero upfront financial investment
 

It's the perfect way to introduce a variety of cosmetic procedures to your 

patients. You'll be discussing bonding, crowns, caps and veneers in just over 

an hour, not days or weeks later. No wonder over 1,000 dentists a month 

contact BriteSmile to find out how they can start bonding with their patients. 

So call us today for more information or to set up a 15 minute office visit. 

WHITENING AT THE SPEED OF LIGHT 

CONTACT US AT 1-888-237-7\07 
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The next generation 

NEBRASKA DENTAL ASSOCIATION 

metal/fiBer-free is here!
 

II\. Prodenco 
~group~~TORJES 

e-mail: partner@prodenco.com 

restorations between l & 4 
years old there was no clinical 
wear... its natural esthetics 
defy detection in the mouth!" 

- Karl Leinfelder, DDS, MS 

DENTAL 
LABORATORIES 
Omaha, NE 
800n47-5441 
402/551-5954 

JAEGER 
DENTAL 
COMPANY 
Grand Island, NE 
800/289-3525 
308/382-0235 

PROFESSIONAL 
DENTAL 
COMPANY 
Sioux City, IA 
800/831-0936 
712/252-4034 

• unsurpassed flexural strength 

• excellent polishability & esthetics 

• improved durability/wear characteristics 

• ideal for inlays/onlays, c<rowns & 
metal/fiber-free anterior bridges! 

"In a review of Cristobal+ 

BILLINGS 

FINESSE 
ALl.:-CERAMIC 

• proven "pressed core" technology 

• esthetic all-ceramic crowns 

• kind to opposing enamel! 
(70% less abrasive) 

• Vita4!l shade simplicity 



ree spect (ri-spekt') n. 

1. A high regard for and appreciation 
of worth. 

2. Due regard or consideration. 

3. The way Cincinnati Insurance 
treats dentists. 

At Cincinnati Insurance, we understand the true meaning of respect 
for our policyholders. To us, respect means partnering with a 
professional agent to serve you. One who can tailor a policy to meet 
the unique property, liability and professional insurance needs of 
your dental profession. 

Because we respect your profession, we respect your time. With 
Cincinnati Insurance, you'll spend less time on paperwork because we 
offer three-year policies and excellent claims service from experienced 
local representatives who respond efficiently and effectively. 

And just as you are respected in your profession, we are respected in ours. 
Cincinnati Insurance is an A.M. Best A++ rated company with over 
40 years of experience insuring dentists. Let us earn your respect as well. 

Call your local independent agent to discuss the best program for you. 

11IE 

CINCINNATI 
INSUIlANQ; COMPANIES 
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Anderson-Divan-Cottrellrfl 2620 Second Avenue 
Kearney, NE 68848 
308/234-2469~ 

Z 
Copple Insurance Agency. Inc. 
1640 "L" Street 
Lincoln, NE 68508 
402/475-3213 

~ Ellerbrock-Norris Agency. Inc. 
2727 West 2nd Street 

~ Hastings, NE 68901 

<
4021463-2461 

Harry A. Koch Company 
11949 "Q" Street 
Omaha, NE 68137 
402/558-7000

~ 
Loring & Company 

Z 600 Essex Court, Regency 
Omaha, NE 68114 
402/399-8721 

Q 
~ Maurstad Insurance 

Services, Inc. 
121 North 6th Street 

Z 
Beatrice, NE 68310 
402/223-5247 

Miller-Monroe Company 
115 North 10th Street 
Nebraska City, NE 68410 
4021873-3331 

Peterson Brothers 
Insurance, Inc. 

11640 Arbor Street, #102 
Omaha, NE 68144 
402/330-2048 

Ryder-Rosacker-McCue & 
Huston 

509 W. Koenig Street 
Grand Island, NE 68801 
800/658-4200 

Unico Group, Inc. 
4435 "0" Street 
Lincoln, NE 68503 

< 402/434-7200 

Unico Group of Columbus 
2467 33rd Avenue 
Columbus, NE 68601 
800/333-4893 

Unico Group of Fremont 
2215 N. Clarkson Street 
Fremont, NE 68025 
402/941-1900 
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Top Ten Tips For 
Marketing To The 
Mature 

Recent research indicates that the mature market is the 
wealthiest demographic in the countly. Although the mature 
market continues to be the nation's most diverse group, 
collectively they control 77 percent of its wealth. They spend 
more than $1 trillion on products and service each year and 
that number continues to grow as one baby boomer turns 50 
every 75 seconds. Even more astounding, perhaps, is that the 
mature market accounts for 50 percent of all consumer 
demand and 60 percent of all healthcare spending. Truly, it is 
a force to be reckoned With. 

As the mature look to improve their lives, they will be 
Willing to spend good money on products and services they 
feel will benefit them. For advertisers and marketers, 
especially those in the field of healthcare, it is beneficial to 
know how to market to the mature. Below is a list of the top 
ten ways to effectively market to mature consumers, taken 
from an article written by Frank Conaway, President/CEO of 
Primelife(r), a leading mature market consulting firm. 

Avoid stereotyping: A common misperception people 
have about older individuals is that they are all senile or in 
poor health. Nothing could be [lilther from the truth. The 
mature market includes adults over 50. Certainly not every 
person over 50 is unable to function well in society, In fact, 
less than 20 percent of mature individuals have some form 
of disability and less than four percent are severely 
disabled. Many in their seventies and eighties, even, are 
active and able to enjoy "youthful" activities such as 
running, jogging, rollerblading, etc. Effective advertising 
can still influence them, so portraying the mature adult in a 
positive light will earn positive results 
Get to the point: The last thing a mature consumer wants 
to hear is someone beating around the bush during a sales 
pitch, Even worse is lying. There's no use in trying to fool 
this group. They've heard it all and will not forget someone 
who lies, What they really want is honesty. Be up front with 
them and you will gain their trust. 

8	 Speak their language: The values of a mature person are 
actually quite simple. While they may know the jargon 
spoken at work, they really prefer to be spoken to in plain 
terms, Don't complicate the conversation with high-tech 
terminology, And don't talk down to them. Just talk straight 
at them. 
Do not patronize: Because some mature adults are 
beginning to sport white hair and wrinkles doesn't mean 
their brains have slipped into neutral. Don't acknowledge 
the fact that the mature adult is older by speaking in a 
condescending manner. If you do, you will never gain their 
respect, much less their business, And because their grown 
children may accompany them, don't assume the younger 
speaks for the older. Mature adults have worked their 
whole lives, contributed to their country, and are more than 
capable of making competent decisions, 
Educate as you explain: The mature have always been a 
part of the information age. They know what the printed 
word looks like between the covers of a book, unlike many 

members of succeeding generations, Having struggled to 
raise families, hold down jobs, and get their college 
degrees, they truly are the first multitaskers, But now that 
they reached the 50-year mark doesn't mean they have 
stopped seeking information, They are still ravenous 
readers, movie goers, and television watchers, They are 
more than receptive to your messages, Don't be afraid to 
explain your products or services. The mature know from 
experience that the better informed they are, the better 
choices they will make, 
Provide simple-to-read literature: While the mature may 
cling to their youthful ways as long as they can, the fact is, 
the eyes need a bit more help the older they get. So, 
responding to natural physical changes is just smart 
business, Increase the size on labels, use contrasting colors, 
and stay away from fancy fonts and clutter. In a nutshell, 
just keep it simple, 
Be positive but not pushy: Make no mistake, the mature 
have experience on their side, and plenty of it. They know 
a	 thing or two about rushing into a decision without 
mulling it over, so they're in no hurry to make one that will 
cost them money. The more you pUSh, the more they will 
resist and take their business elsewhere, The best thing to 
do is not to push, but give them the information they need 
to make a wise decision. Stress solutions not problems, and 
they will make the choice that is best for them, 
Instill trust: The notion of ethics and integrity is an 
important element to convey to the mature market. This 
generation has based their lives on trust of their fellow man 
and their country, They have been disappointed many 
times and take it very personal. If you lose their trust, you'll 
lose them forever -- then they will tell all their friends you 
cannot be trusted, And they have a lot of friends 
Get personal: Today's mature generation has developed a 
network of personal relationships, many spanning over 40 
years. Before television came into American society, the 
mature were on a first name basis with those who pumped 
their gas, delivered their groceries, and serviced their 
automobiles. It is the kind of personal service they value. 
Although service has changed a lot in 40 years, the mature 
sti11 appreciate any degree of service proVided them, So, the 
quicker you're able to establish a relationship at any level, 
the better able you will be to gain and keep their business, 
Segment and subsegment: The mature market cannot be 
lumped together into one simple marketing plan because 
not a11 members belong to the same generation. Those born 
before 1920, for example, have different values than those 
born between 1950 and 1960, Hence, each segment should 
be approached differently when marketing to them since 
they have different wants and needs. Additionally, each 
segment can be divided into subsegments such as gender, 
income, ethnicity, health, discretionary income, and the list 
goes on and on. 
Knowing and understanding the values, lifestyles, and 

needs of the mature market can.greatly help in determining an 
appropriate approach to take in marketing to them, With so 
much consumer demand and wealth, one would be wise not 
to overlook them. Once trust and loyalty have been 
established, the mature market can be your biggest source of 
income. 

(Maryland Dental Ass'n, March 2001, by Doug Hammond, 
Director of Sales for Care Credit) 
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Identifying Enabling 
Behaviors 

The Nebraska Licensee Assistance Program (LAP) recently 
conducted the Fourth Annual Workshop on Substance Abuse 
and the Healthcare Professional. This year the workshop was 
held at Mahoney State Park near Ashland, Nebraska. The topic 
presented was Intervention On A Chemically Dependent 
Healthcare Professional. The speaker was Linda Crosby from 
Talbott Recovery Campus in Atlanta, Georgia. We had 136 
participants from a variety of healthcare disciplines. The 
reviews were favorable and we believe those who attended 
found the workshop to be time well spent. 

The LAP would like to share some of the conclusions 
drawn at the workshop by the participants. During the 
workshop Crosby had participants break up into groups to 
identify how healthcare professionals can be enabled by 
colleagues, family/friends, and hospitalslinstitutions, to 
conceal their addiction and allOWing their disease to progress. 
We were quite impressed with the audiences palticipation and 
the following were various examples of enabling behaviors 
identified for: 

Colleagues: 
staff members contributing to doctors' drug use by sharing 

the drugs; employees not reporting suspicions for fear of 
losing their job; empathy/sympathy for fellow healthcare 
professional; colleagues don't report (unwritten understanding 
"protect their own"); codependency within the office staff; 
doctors prescribed for each other without thorough physical; 
cover practice for one another; ignore concerning behaviors; 
make excuses; tolerate concerning behavior; fear of 
threatening behavior if confronted; giving each other 
medication; ignore/avoid the problem; rationalize behavior; 
downplay complaints; pressure to "keep secrets"; fear of 
reputation damage to the professional; fear of reputation 
damage to the profession; fear loss of job; denial; perceived 
knowledge = false sense of immunity; fear of exposure of their 
own drug problem; poor education regarding addiction 

Family/friends: 
families fear loss of sole income; codependency; fear of 

reputation damage within the community; fear of confronting 
the addict; fear of the family breaking up; fear the loss of 
friendship; fear of exposure of their own drug use; internal 
pressure to "keep secrets"; shame; denial 

Hospitals/institutions: 
unlimited access to medications with few checks and 

balances; ability to move the "problem"; long hours; denial; 
paraprofessionals not likely to turn in professionals; setting 
conducive for prescription fraud; staff shortage; improper 
disposal of old medications; altering prescriptions; short 
changing the prescription; concerns over lost work time; staff 
shortage; rescheduling of appointments; taking drug samples; 
self medicating tolerated; long periods of unaccountability; 
working with highly addictive substances; isolate; night shifts 
have little interaction with other staff; subordinates fear 
retaliation; request patients bring unused medications back; 
no in-house policy or the policy is too rigid/too tolerant of 

drug use; submission to "chain in command"; sophisticated 
denial system; they would be the last to suspect; don't want to 
be wrong; fear of losing license; fear of reputation loss to the 
facility; fear of legal retaliation; terminate rather than 
rehabilitate; insurance benefits does not have coverage for 
chemical dependency treatment; fear of legal repercussions; 
tolerance of drug use within the work environment; poor 
education regarding addiction . 

If any of these are pertinent to your practice and you do 
not want to enable an addicted healthcare professional, or you 
are concerned about a professional's drug/alcohol use, please 
contact Julie Buscher the LAP Coordinator (402) 354-8055 
(800) 851-2336. If you would like more information on this 
and other related topics, call and arrange for a free 
presentation for your staff or colleagues or you may now visit 
the LAP website at www.lapne.org. 

All North and
 
No west Distrlc
 

Dentists
 
MEETING: Evening of September 21st and all day
 

September 22nd & 23rd
 

Make plans NOW to attend Fall Fun Outing at Holiday
 
Inn Express, alentine, Nenraska
 

Bring spouse and staff for tubing, fishing, or golf
 

RSVP by August 15th 

To Dr. Donald G. Smith, Jr.
 
513 South 13th Street
 

Norfolk, NE 68701
 
402-371-6566
 

A block of rooms has been reserved.
 
Make reservations at Holiday Inn Express 1-877-376-3003
 

Interesting Sayings 
• He who laughs last, thinks slowest. 

• Everyone	 has a photographic memory. 
Some just do not have film. 

•	 When the chips are down, the buffalo is 
empty. 

• Latest survey shows that 3 out of 4 people 
make up 75% of the world's population. 

• A fine is a tax for doing wrong. A tax is a 
fine for doing well. 
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IMPRESSION SYSTEM 

The QUAD-TRAY Impression System combines 
dentistry's first single-use, metal quadrant 
tray with dentistry's first 3rd generation vinyl 
poly siloxane. A clinically proven solution for 
your quadrant impression needs. 
The QUAD-TRAY's distortion-free aluminum construction, 
low side walls and wide arch proVide an inflexible 
alternative to plastic trays. Guaranteed to reduce your 
retakes, remakes, and occlusal adjustment time. 

AFFINITY Light Body HF (high flow) or RF (regular flow) 
gives you ideal flow while InFlex gives you maximum 
support. Plus, you'll enjoy an intra-oral cure time of only 
2:15 minutes, without compromising working time! 

, 

DEN T" l , ROD U C T SIN C. 

lII\,I~ 
YJ/)Ir-I =~TORIES 

"AFFINITYprodll£es knife-edge. easy-to-"M margins, 
"ice colour corllrnst, terrific handling and high tellT strengths. 1-800-831-0936 
This is a great material! It I'I/nkes a jitbulo/ls tn/ltkm when partner@prodenco.com 
IlSed with the QUAD-TRAY." - JOHN I;ANCO\ III. D ID 
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August 24 & 25, 2001 

"Radiology for the Dental Assistant", Dr. Tarnjit Saini, Creighton 
University 

August 24-26, 2001
 

"Local Anesthesia for Dental Hygienists", Dr. Dennis Higginbotham,
 
Creighton University. (30 hrs. CE)
 

August 27,2001
 

CE Course, "Eliminating Uncellainty about Antibiotic Prophylaxis,
 
Anticoagulant Therapy and Medical Consultations", Dr. Teresa
 
Johnson, 6-9 p.m., UNMC College of Dentistry (3 Ius. CE)
 

August 31, 2001
 

Golf & Learn, "Implants: Past, Present & Future", Drs. Bavitz, Koka,
 
Toothaker, Hillcrest Country Club, UNMC College of Dentistry (4
 
hrs. CE)
 

september 7,2001 

CE Course, "Evidence Based Dentistry", Dr. Max Andersen, 
Embassy Suites, Lincoln, sponsored by the UNL Dental Alumni 
Association. For more information, contact the Alumni Association 
at 402/472-2841 (5 hrs. CE) 

september 12, 2001
 

CE Course, "Caring for Cancer Patients", Dr. Gordon Mahanna, 6:30

8:30 p.m., UNMC College of Dentistry (2 hrs. CE) 

September 13-15,2001 

"Radiology for Dental Assistants", Creighton Faculty, Creighton 
University. Course held in Ogallala. 

September 14-15, 2001
 

"Coronal Polishing for Dental Assistants", Creighton Faculty,
 
Creighton University. Course held in Ogallala.
 

September 14-16, 2001 

North Dakota Dental Association Annual Session, Fargo, NO., For 
more information, contact Mr. Joe Cichy at 701/223-8870 

September 21-22, 2001 

West District Dental Society Annual Meeting. 1'/, days of CE, 
business meeting and golf tournament. For more information or 
if you did not receive your registration form contact Julie Berger at 
the NDA, 1/800/234-3120 

September 21, 2001 

CE Course, "Esthetic Dentistry", Dr. Michael Goldfogel, UNMC 
College of Dentistry, (7 hrs CE) Sponsored by Caulk Dentsply 

September 21,2001 

Practical Approaches to Dental Sedation", Dr. Ken Reed, Creighton 
University. (6.5 hrs. CE) 

September 28 & 29, 2001
 

"Coronal Polishing for Dental Assistants", Creighton Faculty,
 
Creighton University.
 

September 28, 2001
 

"Advanced Technology to Achieve Superior Endodontic Results",
 
Dr. E. Steve Senia, Omaha. Sponsored by Creighton University. (35
 
hrs. CE)
 

October 7,2001 

NDA board of Trustees and House of Delegates Meeting. Board 
meets at 8:30 a.m. -- House meets at 1:30 p.m. Holiday Inn, 
Kearney 

October 8, 2001 

5 District Meeting. Speaker - Dr. Dick Barnes, "Crown & Bridge 
Simplified -- Not Compromised", Holiday Inn, Kearney. (6 hrs CE 
applied for) For more information, contact Julie Berger at the NDA, 
1-800-234-3120 (see insell) 

October 9, 2001
 

OSHA Annual Review, Dr. James Howard, Creighton University.
 
(3.5 hrs CE) 

October 11, 2001 

C.E. Course, "Adverse Drug Interactions & Impact of Chemical 
Dependency on Dental Treatment", Dr. Eric Fung, 6:.30-8:30 p.m., 
UNMC College of Dentistry. (2 hrs. CE) 

October 13-17, 2001
 

ADA Annual Meeting, Kansas City, MO.
 

October 24, 2001 
C.E. Course, "Ergonomics for the Dental Team", Michelle Sensat, 
RDH, MS, 6:30-8:30 p.m., UNMC College of Dentistry. (2 hrs. CE) 

October 26, 2001
 

"Urban Memorial Lecture: Adhesive Dentistry for the New
 
Millenium", Dr. John Kanca, Creighton University. (6.5 hrs. CE)
 

October 27, 2001
 

NDA Tailgate Pally, 2 hours prior to kickoff, NDA Office.
 

·UNMC Course Registration 402/559-5916 
For more information 402/472-9457 
·Creighton University registration & information in Omaha 402/280
5054, outside Omaha 1(888)273-6576 

G'Day Mate 
By Tom Bassett 

Eight days in Brisbane, Australia was a fantastic experience. Did you miss me? 
I had the thrill of competing in the World Master's Track Championships. I ran 

4 races over a period of 4 days. There were 60 competitors from 20 nations in 
the 100 and 200 meter dashes. I did good, but not great, placing 14th in the 100 
and 15dl. in the 200. I don't think my legs liked dl.e 50 degree and 60 degree 
weather Cit's winter down under). One of the highlights was participating in the 
parade of athletes, nearly 6000 people from 79 countries. 

It'S a great place to play tourist and a Nebraska grad who's lived there for 25 
years was my guide. My new friend is Dick Rima, a fonner resident of Shelton. 
He took me to places that reminded me of Boulder, CO, Miami Beach and the 
hills of Virginia. We visited a rain forest, a Koala preselve, a winely and a small 
factory that makes honest to gosh 80% scale spit-fire planes. 

111e exchange rate is super --- 52 cents U.S. equals $1 Australian. The folks 
that live there speak English, think we have an accent and want visitors to enjoy 
their counay. 

As we drove past a golf course, I noticed 6 or 8 kangaroos graZing in the 
failway. If you think a bird hopping around can break your concena-ation, 
imagine a group of critters 5 feet high bounding between you and the green. 

If you ever have the oppotntnity to visit Australia, I he~lItily recommend it. 
Just remember that rugby lli football and you'll probably never understand 
cricket. Instead, discuss golf, tennis and where to go to get a good steak -- we 
do have those things in common. 

Tom Bassett and friend, 
OOOH those claws. 

Tom and 2 friends, members 
of the U.S. team which 

numbered 390 
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DENTIST PERFECT TEETII is seeking Senior Dentists in Arizona, 
Colorado and New Mexico with a compensation range of $90,000 
to $200,000. Successful plivate or group experience required. 
Salaly with bonus package, plus benefits that include health 
insurance, 401(k), malpractice, professional dues, and continuing 
education. Also seeking Associate Dentists with compensation 
range $75,000 to $95,000. Specialist 0ppolwnities also available 
for pan-and-full time Onho, Perio, Oral Surgery, and Endo 
disciplines with exceptional compensation. Call Dr. Mark Bimer 
at 303/691-0680, fax your resume to 303/691-1874, or mail your 
resume to 3801 E. floriday Ave., Suite 508, Denver, CO 80210 or 
e-mail us at wwwbdms-perfecteeth.com 

HYGIENISTS Great pan and full-time career 0pPol1Unities. Large 
multipractice group offering flexible work schedule and excellent 
compensation/benefits package. Call Sonja 15303/285-6022. 

GP- NEB - SOUTHWEST AREA Gross $856k, 2 doctors, 8 ops. 
3000 sq.ft. FFS, NE 3102 Call Peter Mirabito DDS, Precise 
Consultants, dentalsales.com, 1/800/307-2537. 

GREAT OPPORTIJNITY to Join an established 35 year old dental 
practice located twenty miles from Omaha, NE. Position could 
lead to eventual pannership with future buyout possible. Good 
patient communication skills a must. Great place to raise a family. 
Call Jim Thurman 402/896-5586 for funher details. 

MISSOURI-ORTIIODONTIST wanted for growing suburban St. 
Louis practice. Great opportunity. Call Denise 314/344-1121 

FULL-TIME DENTIST NEEDED lvlust be comfonable with surgical 
extractions, some third molars, and endo Very well compensated. 
Contact Dr. Obeng at 402/597-2777. 

FULL TIME DENTIST Excellent practice opportunity in a 
community health clinic setting. Must be l.icensed in the State of 
Nebraska. Send resume to: Charles Drew Health Center, 2915 
Grant St., Omaha, NE 68111 402/453-1433 EEO 

ORAL SURGEON - locum tenens needed for central Nebraska 
Oral Surgery office. Send application including curriculum vitae 
to NDA Box 524. 

PRACTICE FOR SALE - Continue a tradition of excellent dental 
care. Ideal opportunity to purchase a modern, high income 
practice in a rural Nebraska community with established patients. 
full staff, full-time hygienist, and equipment Contact Dean L. 
Doyle, DDS at 402/223-5109, Fax at 402/223-5310, or e-mail at 
da10138@navi.,''(.net. 

GP-NEB-SOUIllWEST Gr $284k, 4 days/week, 4 ops. NE 1834 
Call Peter Mirabito DDS, Precise Consultants, dentalsales.com, 
1/800/307-2537 

GENERAL DENTIST NEEDED for modern quality, preventive 
practices surrounding Omaha-Council Bluffs area. Futui'e options 
available. Send resume to NDA Box 1118. 

ASSOCIATESHIP POSmON available in the Omaha, NE/Council 
Bluffs, IA area. Potential buy-in opportunity. Please contact 
Valorie Wiley at 402/733-3932 i.f interested. 

GP-NEB-SOUTHWEST AREA Buy-in/OUt. $493k. NE3081 Call 
Peter Mirabito DDS, Precise Consultants, dentalsales.com, 
1/800/307-2537. 

FOR SALE: 
• Gendex Panel.ipse II Panoramic X-ray - $1,000 
• DiY Heat Steril.izer - $100 
• Cephalometric Collimator with head holder - $450 
• Unitek Orthostudy Articular - $175 
• Doctor Stools - $200 each 
• Assistant stools - $250 each 
• Cabinets wall mount - $25 each 
• Lead Aprons with hanger - $25 each 
• Bracket trays with bracket arm - $50 each 
• Dental chairs (4) - $500 each 
• Olympus Camedia Color Printer P330N - $300 
Lincoln 402/423-3111 

ASSOCIATE/PARTNER Well established dentist needs associate 
for busy practice in Rapid City, SO. Beauti.ful new office and 
equipment August 2000. Great staff. Friendly, family oriented 
general practice. Call Dr. Jeri Scranton at 605/348-4657 or 
605/923-4094 Mt. Time. Or, send resume and/or curriculum vitae 
to 200 Federal Ave., Rapid City, SO 57702 

HYGIENISTS: Nebraska City office looking for part-time 
hygienists. Great career opporQrnities, fleXible work schedule and 
excellent compensation. CaU John at 402/873-5654 days, 402/873
7237 evenings. 

IMMEDIATE OPPORTIJNITY Associate with opporQrnity to buy 
into a 3-doetor practice. NOltheastern MN location Established 
DDS relocating due to family situation 25 yr old vibrant, general, 
family, "fee for service" practice. Excellent opportunity to step in, 
and be busy from day one. Work with an experienced, friendly 
staff. Newly remodeled office,. 8 opera tories, modern, 
computerized prdctice. Abundant outdoor recreation, regional 
medical center, safe environment, quality schools, low stress 
li.festyler. Attn: Dr. David PereH, 411 East Howard Street, Hibbing, 
MN 55746, Evening 218/262-5801, Day 218/263-8381, dperell@the
bridge. net. 

SPACE SHARING ARRANGEMENT; 2000sq feet available 1 or 2 
days a week. Looking For specialist or semi-retried dentist; 
ExceUent midtown location, newly remodeled with five ops. 402
553-7888 

OUTSTANDING OPPORTUNITY for a quality practitioner to 
associate with potential to buy in to a well established practice in 
Omaha This is a great chance to step into a groWing and vibrant 
practice. We are currently adding eXCiting new technology to the 
office; join us and be one of the first in the state to use this 
equipment. If you would like to work with an experienced, 
motivated and friendly staff in a productive, but relaxed 
atmosphere, please contact NDA Box #709. All inquiries will be 
held in the strictest confidence. 

FOR SALE: Pelton and Crane Executive Model prefabricated 
wood dental delivery unit; fully functional for use or as a 
collectable. 402-553-7888 

DENTAL OFFICE located in a professional medical building with 
excellent referral possibilities from other tenants. Partially 
furnished -- 1187 Sq. Ft -- Great area near 89th & Indian Hills 
Drive, Omaha, NE. Peterson Bros. Realty, Inc. 402-397-8700 

GP, NEB-SOUTHWEST AREA. Gross $856k, 2 doctors, 8 ops, 300 
sq ft. FFS. NE3102. Call Peter Mirabito DDS, Precise ConSUltants, 
dentalsalescom. 1-800-307-2537 

NEBRASKA-WAYNE. Preventative, quality oriented, fee for 
service practice in northeast Nebraska is seeking an associate with 
ownership interests. Progressive community, home of Wayne 
State College, nice place to raise a family. Great area for outdoor 
activities such as hunting, fishing, bike riding, golfing, etc. Please 
leave a message at (402) 375-1124, write Drs. Wessel & Burrows, 
PO Box 217, Wayne, NE 68787. 

All ads with an NDA box number should be mailed to: 
Nebraska Dental Association 
NDA Box # _ 

3120 "0" Street· Lincoln :\E 68510 

CLASSIFIED ADVERTISEMENTS: Must be submitted in 
typewritten form Indicate the number of issues in which the ad is 
to be published. Rates For NDA Members (per issue} $9.00 For 30 
words or less; 30 cents for each additional word. For replies to 

DA box number, an additional $1.00. For non-NDA Members add 
fjFty percent to these rates. Classified Ads can appear on the NDA's 
website For an additional $5 per mondl. NOTE: advanced payment for 
classiFied ads MUST accompany order. For Display Adv~rLisjng rate 
card, contact the NDA office. Send classified ad with remittance to: 

Nebraska Dental Association· 3120 "0" Street· Lincoln "'\-: 
68510 

DEADliNE: Three weeks before publication. 
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NEW MEMBERS, PHONE #'S, 
ADDRESSES 

Please keep us updated re: new addresses, new phone 
numbers, or corrections in the membership directory. Be sure 
to welcome our New Members' 

PUBLISHED BY 
The Nebraska Dental Association 

3120 "0" Street, Lincoln, E 68510 
(402) 476-1704 1-800-234-3120 FAX (402) 476-2641 

e-mail: nda@alltel.net website: www.nedental.org 

OFFICERS 
Dr George Schlothauer Dr Richard Brunmeier 

President Treasurer 

Dr Robert Roesch Dr. David Blaha 
President-Elect Immediate Past President 

Dr. Sandra Larson Dr. Kevin Low 
Vice President Secretary 

Dr Gary Westerman 
Speaker ofthe House 

TRUSTEES 
Dr. Scott Morrison Omaha
 

Dr, Jim Walker Lincoln
 
Dr. Terry Malcolm Southeast
 
Dr Mark Minchow Central
 

Dr. Charles Skoglund North
 
Dr Elizabeth Loseke Northwest
 

Dr. Jeff Howard Southwest
 
Dr Kevin Low West
 

Tom Bassett, CAE Executive Director & Editor 
Julie Berger Assistant Director 

Deb Ozenbaugh Financial Coordinator 
Nicole Kosek Membership/Advertising Coordinator 

You DO Have A Choice! 
Your PPP Professional Protector Plan with
 

CNA
 
Is available through INSPRO Insurance Agency
 

Don't you deserve a Second Opinion?
 
Call us for a Quote with the Largest Provider of
 

Dental Professional liability
 

INSPRO INSURANCE
 
1919 S. 40th Street, Suite 104
 

lincoln, NE 68506
 
402-483-4500 • 1-800-946-7776
 

lincoln@insproins.com
 

Offices also in
 
Wahoo, West Point, Columbus, Fremont, Omaha
 

Serving dentists insurance needs for over 30 years 

Nebraska Dental Association 
3120 "0" Street 
Lincoln, Nebraska 68510 
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New Members 
Dr. GregaI)' Weeder 
1208 Central Ave. 
Auburn, NE 68305 
402/274-3515 
Fax: 402/274-3515 

Dr. Scott Kleppinger 
3445 "0" Street 
Lincoln, NE 68510 
402/474-3445 
Fax: 402/474-6061 

Dr. Heather Suite 
3844 S. 20th Street 
Lincoln, NE 68502 
402/786-5833 
Home Fax: 402/420-6795 

Dr. Matthew Becker 
6221 S. 53rd St., Apt #7 
Lincoln, NE 68516 
402/488-2325 

New Addresses 
Dr. Barb Ries 
624 N. 129th St., #100 
Omaha, NE 68154 
402/330-9564 
Fax 402/330-8539 

Dr. Anne Williamson 
2421 North Ridge 
Coralville, lA 52241 
319/351-3604 

Dr. GregaI)' 1. Torosian 
4951 Center St., Ste. 206 
Omaha, NE 68106 
402/558-0030 

Dr. Michael Neal 
2678 11th Ave., Ste #1 
Sidney, NE 69162 
308/254-2555 
Fax: 308/254-4735 
drmike@hamilton.net 
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