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Increased Medicaid 
Fees *July 1 

On July 1, 1998, a significant increase in Medicaid dental 
fees went into effect. The Nebraska Department of Health and 
Human Services and the leadership of the NDA cooperated in 
this multi-million dollar effort to boost access for Medicaid 
recipients who are in need of dental care. 

Of particular concern is the large group of children who 
become eligible for Medicaid benefits on September 1, 1998. 
Estimates of newly eligible recipients range from 15,000 to 
28,000. If 40% of these kids go the dentist in a year's time, that 
could be around 10,000 dental visits. With approximately 1000 
dentists practicing in the state, that would mean an additional 
10 annual dental visits per dentist. 

An ad hoc committee of NDA members met with state 
officials to discuss how the state could best invest the 
increased dollars they will be adding to the dental program. 
Fees from neighboring states were reviewed as well as those 
paid by one of Nebraska's biggest PPOs. Procedures that 
involve more of the dentist's time were given a greater 
emphasis than procedures that involve little of the dentist's 
time. Some procedures will be paid well above 80% of UCR 
while others will be below that level, however all fees will be 
significantly higher than in the past. 

The goal is, of course, to get more Nebraska dentists to 
accept Medicaid patients. The increase in fees is viewed as a 
very positive step toward meeting this goal. Other topics being 
discussed include adding more procedures to the existing list 
and reducing the number of missed appointments. Dr. Charlie 
Andrews, the state's Chief Medical Officer, is to be thanked for 
his leadership in this matter. 

Membership Benefits 
As an ADA member, you belong to the Association with the 

largest dental related library in the world. And you have 
access to it! 

Library Services - ADA members have access to the 
ADA Library, which contains approximately 50,000 volumes, 
including more than 800 journal titles. For a small fee, 
members can receive photocopies of specific dental articles 
or a reference package of articles on any dental topic of 
interest. Members are also able to take advantage of book 
loans by mail and Medline searches. For information, call the 
Department of Library Services at ADA extension 2653. 

5 District Fall Meeting 
Mark your calendars for a great meeting this fall in Grand 

Island!!! 
When: Monday, October 12, 1998 
Where: Mid-Town Holiday Inn, Grand Island 
What: For dentists, Dr. Sebastian Ciancio will speak on 

"Dentotherapeutics into the 21st Century" & 
"Perio-Chemotherapeutics" 

For staff, Mr. Bud Ham will lecture on team building, 
helping you to build trust-based relationships and basic 
requirements for success in dentistry (and in life). Continuing 
education credits will be available for Dr. Ciancio. 

Join your colleagues for an educational and enjoyable day. 
Watch your mail for the registration form! 

Your 1998-1999 
Membership Directory 

That 44 page insert in this issue is your copy of the NDA's 
Membership Directory. 

We hope you'll find it a valuable resource throughout the 
year. It lists all 940 NDA members alphabetically and by their 
district. It also contains dozens of other names, phone 
numbers and addresses of key contacts at the state and 
national level. 

If it contains an error, please call us so we can correct it. If 
a typo or mistake has been made, we all know that it was the 
fault of the printer or some mystic, unexplainable extra
terrestrial force. Your NDA staff certainly couldn't be wrong. 
Please keep this directory, additional copies are $25 each. 
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A Message from the President
 

The summer seems to be flying by at blinding speed, 
but then the years seem to be doing the same. So 
much to do and so little time. 

In June, I attended the conference on improving 
access to care for the Medicaid child. It was the first 
time that the federal funding agencies, state Medicaid 
directors and the ADA had met together to discuss 
common concerns. There was a good exchange of 
information and ideas from all parties present. 

I believe that dentistry was able to provide a better 
understanding of the problems we face as providers. 
The two problems that come up most often are the 
reimbursement level and no shows. 

We have secured an increase in fees for Nebraska. 
They will be working on the national level towards an 
increase in federal funds to help states meet the 
demand. However, government does work slowly. 

Probably the most positive thing to come out of this 
conference is the cooperation and open 
communication that now exists between the state and 
the NDA. 

One of the great benefits of this position is the 
people that you meet from around the country at 
various meetings. 

Our problems in Nebraska are not unique, nor are 
they as severe as in some parts of the country. In 
discussions with dental leaders from the East Coast, a 
topic of discussion has been selling of dental practices 
to a dental management company. 

I recently read an article by a management 
consultant advocating the benefits of selling your 
practice to one of these outfits. Among these were 

BC/BS Playing Hard Ball? 
Not too long ago, a dentist who was not a BC/BS preferred 

provider could get some basic information by calling the 
insurance company. Information like, "Did BC/BS send a 
check to Mrs. Jones to pay toward her dental bill?" 

But it now appears that if a Nebraska dentist is not part of 
the BC/BS PPO they are persona non grata. Several NDA 
members contacted the NDA office about their poor treatment 
from BC/BS. NDA staff called an officer with the insurance 
company and were told that if a dentist isn't a preferred 
provider, BC/BS doesn't owe them anything. 

Well-isn't that swell? A policyholder goes to his or her 
family dentist, who isn't a preferred provider, is forced to pay 
a larger deductible, pay more out of pocket expenses-all of 
which means more profit for BC/BS and the dentist still gets 
treated like the enemy. 

Has the NDA contacted the State Insurance Department 
about this matter? You bet! Their attorney said just about 
what we expected. Insurance companies must live up to their 
contractual agreements with providers who have signed on 
the line. Those who haven't signed are out of luck if the 

immediate financial
 
liquidity, freedom from
 
administrative tasks, and
 
selling at maximum value.
 

I feel that a dentist
 
contemplating this sale
 
should weigh several factors
 
very carefully before taking
 
that step.
 

Dr. Don 7beophilus 
Someone else may take 

over the hiring and payroll, but when there is a 
personnel problem or tiff between employees, it is still 
going to be you that has to solve it. And are you 
prepared to take the step from owner to employee? 

Many of these outfits purchase the practice for 20% 
cash and 80% stock in their company. The recent 
bankruptcy of one of these management companies 
points out the pitfalls that you could encounter in such 
a move. 

You might feel like you are selling at top dollar, but 
if they go bankrupt, you might have just sold your 
practice for 20 cents on the dollar. Nebraska law may 
prohibit such activity (non-dentist ownership), however 
if you are considering such an arrangement, please 
consider all the ramifications and contact the ADA for 
information on the management company and their 
contract. 

I hope that you are enjoying your summer and that 
your golf game is better than mine! 

Don j. Tbeophilus, D.D.5. 
President Nebraska Dental Association 

insurance company wants to play that way. 
If dentists are unhappy by this development, they might 

bring it to the attention of their state senator. It would appear 
that some patients' (voters and fellow citizens) rights are being 
neglected by their insurance company. Their insurance 
company is attempting to punish them for seeing their dentist. 

Famous Quotes 
• "Everything that can be invented has already been 
invented." (Charles H. Duell, director of the U.S. Patent 
Office, 1899) 

• "Who the hell wants to hear actors TALK?" (Harry M. 
Warner, Warner Brothers, 1927) 

• "Sensible and responsible women do not want to vote." 
(Grover Cleveland, 1905) 

• ''There is no likelihood man can ever tap the power of the 
atom." (Robert Millikan, Nobel Prize in Physics, 1923) 

Source: Abigail Van Buren 

..
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Practice Management
 

Marketing Effectiveness
 

Profit Enhancement
 

Merger Analysis
 

Fee Analysis
 

Strategic Planning
 

Tax and Accounting
 

RogerE.Howa~,CPA 

Debra J. Bacon, CPA, CFP 

Local Expertisel
 

Local Serviice!
 

No Contingency Fees! 

Tom H. Schnack, CPA 
Thomas L. Larkin, DDS 

Seim, Johnson Sestak & Quist, LLP
 
10843 Old Mill Road, Suite 400
 

Omaha, NE 68154-2644
 
(402) 330-2660
 

Fax (402) 330-5108
 
tschnack@sjsq.com
 

Addition to NDA Library 
Recruitment & Retention of Quality Staff is the title of a new 

manual developed by the ADA. 
This publication serves as a guide to help you find the best 

possible staff for your dental practice and to keep them 
motivated. 

Key chapters include: 

1. How to write a job description and screen job candidates. 

2. Employment arrangements in terms of salary and benefits. 

3. Employee orientation and training. 

4. Keeping employees committed to their jobs. 

5. Management styles and staff communication. 

6. How to handle conflict in the office. 

Call the NDA office if you'd like to borrow this excellent 
resource. If you'd like to own one just call the ADA's Catalog 
Customer Service Department at 1-800-947-4746. 

Need Answers
 
to your
 

Insurance Questions
 
• Disability Income 
• Office Overhead 
• Comprehensive 

Medical 
• Long Term Care 

?
.-.
 

• Professional & 
General Liability 
Insurance 

• Office Coverage 
• Workers 

Compensation 

Call the Professionals 
Bob & Marilyn Diers 

Over 700 Nebraska
 
Dentists Now Insured
 

J{aro/J:IJiers[; Compa.'!!J 
11635 Arbor, Suite 230 

Omaha, Nebraska 68114 
391-1300 1-800-444-1330 
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An Invitation from Offutt
 
(Dr. Bob Roesch has asked the NDA to publish this invitation from Col. Meng at Offutt Air Force Base. In the past, a number of dentists in 

the Omaha area have taken advantage of this great CE. opportunity.) 

1 

r 

Dear Dr. Roesch: 
I would like to personally extend an invitation to you and the omaha District 

Dental Society members to attend an excellent continuing education opportunity. 
This year, the 55th Dental Squadron will be hosting four days of quality 
presentations here at offutt Air Force Base Offlcer's Club, Nebraska, 21-24 

This year's program should prove to be an exciting learning opportunity for all 
participants. With special emphasis on advanced concepts for the general dentist, 
we hope that the symposium will stimulate a critical review of new materials and 
techniqueS along with broadening the scope of our clinical practices. While the 
agenda is not completely finalized, we are planning an extensive educational 
program with guest lecturers including members from the teaching staff from 
Creighton University, the University of Oklahoma, Wilford Hall Medical Center, and 

September 1998.

Since most attendees are active duty militaty members traveling on temporatymore.
duty orders, seating for civilian attendees is limited on a first come, first serve basis. 
While there is nO registration fee for this program, there will be a modest fee to 

cover the cost of coffee breaks ($30 for the 4 days, or $10 per day). 
If Association members plan to attend, please contact Mrs. Marcelle James at the 

address below by 16 August 1998. Mrs. James can be contacted by phone at (402) 

We are truly very excited about the program and look forward to your294-2747.
participatiOn in this unique educational endeavor. The symposium should prove 
to be a quality educational opportunity for you and your staff to broaden the scope 
of your practice and enhance the quality of care yoU deliver to your patients. 

Sincerely,
Thomas Meng, Jr., Colonel, USAF, DC
 
Commander, 55th Dental Squadron
 

Mrs. Marcelle James
 
2501 Capehart Road, Suite 1K47
 
Offutt AFB NE 68123-2160 .. 

, 

Congrats, Thanks, Etc. 
Congratulations to Dr. Ron Attanasio of lincoln who was Don Theophilus, Eric Hodges, Jim Walker and Kim 

recently elected to serve a one year term as Secretary-Treasurer McFarland. 
of the American Academy of Orofacial Pain. He also serves on Thanks to the following who are representing dentistry on 
the Council of the AAOP. Dr. Attanasio was also re-appointed Nebraska's Credentialing Reform 2000 program. It's a 6 month 
to serve a one year term as a predoctoral curriculum consultant study of licensure boards, credentialing and related topics. 
to the Commission on Dental Accreditation of the ADA. Drs. Marvin Dvorak, Newt Kelley, George Reichenbach, 
Congratulations! David Hoover, Don Fenster, Wayne Ganow, and Dick 

Thanks to all those who served on the NDA's Ad Hoc Tempero. Keep up the good work! 
Medicaid Committee. Drs. John Ahlschwede, Sandi Larson, 

". 
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Frustrating enough to lose power. Worse yet, to lose income because of 
it. Particularly since typical business insurance policies don't cover losses 
like these. 

That's why it pays to protect your practice with The Package - a unique 
insurance program created exclusively for dentists. If an off-premises 
power failure prevents you from practicing for more than a day, this 
policy would actually reimburse you for lost income. 

And that's just one of this program's many benefits, which combines the 
expertise of two leading specialists. You get professional liability coverage 
from The MedicaJ Protective Company - the nation's inventor of malpractice 
insurance for doctors. Plus general liability and property protection from 
The Hartford - one of the country's top business insurers. ,{' 

To learn more about all the powerful advantages 
this program offers, call 1-800-344-1899. THE 

HARTFORD 

SPECIAUZEIN 
DENTAL EXCELLENCE. 

Today's Air Force offers a challenging specialty 
practice...without the pain of office .:1dministra
tion and overhead. Be the specialist you've 
aJways wanted to be. Take flight as an Air Force 
officer with: 

• great pay & benefits 
• well-equipped facilities 
• support of skilled technicians 
• 30 days vacation with pay per year 
Learn how to qualify for our worldwide dentaJ 
service. You may qualify for our $30,000 
sign-on bonus. Call 

1-800-423-USAF
 
AIM HIGH 

AlR~~ 

~FORCE~ 

HEALTH PROFESSIONS 

"""""
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Heumann 
Dental 
Laboratory 
Orthodontic 
Department 
the most complete selection of 
appliances available and backed 
by our famous warranties. 

• Clark Twin Block ™ 

• Super Spring ™ Retainer 
• Wilson Arch ™ Systems 
• Afull range of active and functional
 

appliances in awide variety of colors
 
and designs.
 

r------------------------------------------,-------------------------------------------, 
From:.15% OFF ORTHODONTIC o Introductory Offer 

This coupon is good for 15% off on your next orthodontic appliance 
order. Be sure to include this coupon with the cose. Not to be used 
with ony other discount offer. 

Heumann
 
Heumann and Associates Dental Laboratory 
Box 33, 520 East Fifth St. Toll Free WATS line 

Topeka, Kansas 66601 (Kansas Only) 800-432-3586 
Telephone (785) 235-9293 [Nationwide) 800-255-2412 

• H _HFull Service ..L 

_ 

BUSINESS REPLY LABEL 
FIRST CLASS PERMIT NO 3038 TOPEKA, KANSAS 

POSTAGE Will BE PAID BY ADDRESSEE 

HEUMANN AND ASSOCIATES 
DENTAL LABORATORY 
POST OFFICE BOX 33 

TOPEKA, KANSAS 66601 

NO POSTAGE
 
NECESSARY
 

IF MAILED
 
IN THE
 

UNITED STATES
 

Tape this label to your mailing box. 

_ ~ _ 
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Oral cancer: dentistry's disease to prevent, 
diagnose and treat� 

During the past 15 years, dentistry has focused on the AIDS 
virus, infection control in the dental office, OSHA requirements, 
and recently, rebutting the Reader's Digest article, writes George 
M. Taybos, DDS, MSEd. Oral cancer and the dental profession's 
responsibility to screen its patients for oral cancer have been 
overshadowed by these other issues. According to Taybos, the 
de-emphasis of oral cancer screening has not served our 
profession or our patients well. 

In Northwest Dentistry, November-December 1997, Taybos 
reports that despite advances in the treatment of oral cancer, the 
survival rate has not changed significantly in the last 30 years. 
The five-year survival rate for all stages is 52-55% for whites and 
33% for blacks; however, early diagnosis and treatment offer a 
more favorable survival rate: 31% when the lesion is localized, 
42% when the lesion is limited to the oral region, and only 18% 
when there are distant metabases. 

Summertime Smiles~: 
I can please only one person per day. Today is not your day. 
Tomorrow isn't looking good either. 

Two wrongs don't make a right, but three rights make a left. 

If swimming is so good for your figure, how do you eAplain 
whales? 

I have not yet begun to procrastinate. 

You're slower than a herd of turtles stampeding through 
chunky peanut butter. 

Eagles may soar, but weasels don't get sucked into jet engines. 

"I don't know what's wrong with my television set. I was getting 
C-Span and the Home Shopping Network on the same station. 1 
actual~v bought a congressman. "--Bruce Baum 

"1 have six locks on my door all in a row. When 1 go out, I lock 
every other one. I figure no matter how lonp, someboczv stands 
there picking the locks, they are always locking three. ''-Elayne 
Boosler 

"1 ask people wh.v they have deer heads on their walls. They 
always say because it's such a beautiful animal. I think my 
mother is attractive, hut 1 have photographs of her. ''-Ellen 
DeGeneres 

Taybos cites four reasons for performing oral cancer 
screening examinations on our patients: 

• Oral cancer can be treated in its early stages. 
• Early treatment is less deforming and has less morbidity 

than treatment of advanced lesions. 
• The screening examination is not time consuming. 
•� The examination gives our profession the opportunity 

to discuss with our patients the risk factors for oral 
cancer (such as tobacco and/or alcohol use). 

Taybos emphasizes that tobacco and/or alcohol use results in 
an estimated 75% of all oral squamous cell carcinomas that 
develop. 

Dentists have extensive training in physical diagnosis. All that 
is needed is for the profession to apply the skills we already have 
on our patients. "Dentists have all the skill and training necessary 
to prevent, diagnose and manage oral cancer," says Taybos. 

Musical Managed Care 
A managed care company president was given a ticket for 

a performance of Schubert's Unfinished Symphony. Since she 
was unable to go, she gave the ticket to one of her managed 
care reviewers. The next morning she asked him how he had 
enjoyed it. Instead of a few observations about the symphony 
in general, she was handed a formal memorandum which read 
as follows: 

1.� For a considerable period, the oboe players had nothing 
to do. Their number should be reduced, and their work 
spread over the whole orchestra, avoiding peaks of 
inactivity. 

2.� All 12 violins were playing identical notes. This seems 
an unneeded duplication, and the staff of this section 
should be cut. If a volume of sound is really required, 
this could be accomplished with the use of an amplifier. 

3.� Much effort was involved in playing the 16th notes. This 
appears to be an excessive refinement, and it is 
recommended that all notes be rounded up to the 
nearest 8th note. If this were done it would be possible 
to use para-professionals instead of experienced 
musicians. 

4.� No useful purpose is served by repeating with horns the 
passage that has already been handled by the strings. If 
all such redundant passages were eliminated then the 
concert could be reduced from two hours to twenty 
minutes. 

5.� The symphony had two movements. If Mr. Schubel1 
didn't achieve his musical goals by the end of the first 
movement, then he should have stopped there. The 
second movement is unnecessary and should be cut. 

In light of the above, one can only conclude that had Mr. 
Schubert given attention to these matters, he probably would 
have had time to finish the symphony. 

(Compliments of Dean ;Hike Till, Unil'ersity cglviinnesota, former 

~,	 ~ .. 
10tb District Trustee. Thanks Mike/) 

.........� 
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Look Beyond the Numbers Before Converting to� 
RothIRA� 

Personal finance columns these days are filled with when you begin taking IRA distributions, it may be 
information to help investors decide if it makes economic sense advantageous to maintain your Traditional IRA. 
to convert their Traditional Individual Retirement Account to the Do you anticipate wanting or needing distributions or 
new Roth IRA. Taking advantage of the tax-free growth a Roth incomefrom your Roth IR./! assets in the nextfive years? 
IRA provides is enticing, but the conversion triggers an You may incur both income taxes and a penalty if you withdraw 
inunediate tax liability. That's why investors are urged to amounts from your converted Roth IRA before meeting the five
calculate whether they're better off paying a tax bill now to year holding period. 
receive tax-free growth on the future earnings of a Roth IRA. What is your overaU objective for your IRA assets? 

But there should be more to the conversion decision than Some investors have sufficient retirement income sources 
crunching the numbers. Once you have determined that you outside their IRAs to meet their needs. If you think you'll be in 
are eligible to convert to a Roth IRA (taxpayers must have this situation, a Roth IRA may be a wise choice. With the Roth 
adjusted gross income of less than $100,000 in the year of IRA, no mandatory distributions are required at any age, which 
conversion) and that it makes economic sense to convert, you means your IRA assets can continue to grow indefinitely. In 
should ask yourself the following questions before taking contrast, investors must begin taking withdrawals from 
action: Traditional IRAs at age 70 1/2. 

How do you feel about paying taxes now? When you Regardless of whether you choose to convert your 
convert your Traditional IRA to a Roth IRA, you will incur a tax Traditional IRA, you may wish to consider contributing to a Roth 
liability. By converting in 1998, you gain the advantage of IRA from now forward, either instead of or in combination with 
spreading the income and tax over four years. Even so, are you a Traditional IRA. Eligible individuals and their non-working 
comfortable paying taxes sooner rather than later? spouses can make total contributions to any combination of 

What cash sources do you have to pay the tax? IRAs of up to $2,000 per tax year, so married couples can 
Although regulations let you use IRA assets to pay the taxes contribute up to $4,000 each tax year. You should also 
due, doing so may trigger additional income taxes and remember that, unlike a Traditional IRA, contributions to a Roth 
penalties, you may consider tapping other investment or cash IRA are not tax deductible. 
sources to raise the necessary funds. Keep in mind, though, Shouldyou convert your traditional IRA to a Roth IRA? 
that if you sell securities to raise cash for tax payments, you may Your financial professional can help you calculate what, if any, 
incur capital gains taxes. financial benefits you may reap in a conversion, but don't forget 

What tax bracket do you expect to be in when you to look beyond the numbers. 
retire or when you begin withdrawing money from your (PrOVided by Brent Reimers, A.G. Edwards and Sons, Lincoln office) 

IRA? If you anticipate that you will be in a lower tax bracket 

Loan Repayment Program for 
Rural Health Professionals 
Who is eligible? and other professional support. 

Physicians, nurse practitIoners, and physician assistants When a new practitioner has matched to an approved loan 
practicing the specialties of family practice, internal medicine, repayment practice site, the practitioner must apply to the 
pediatrics, obstetrics/gynecology, general surgery, and Loan Repayment Program, providing documentation of 
psychiatry are eligible to apply for the Nebraska Loan qualified educational debts. The practitioner must agree to a 
Repayment Program. Clinical psychologists, master's level three-year practice commitment. 
mental health professionals, dentists, pharmacists, occupational What are the benefits? 
therapists, and physical therapists are also eligible. Eligibility Nurse practitioners, master's level mental health 
does not guarantee acceptance into the program. professionals, dentists, pharmacists, occupational therapists, and 
Where are the practice sites? physical therapists may receive up to $10,000 per year ($5,000 

Practice sites eligible for loan repayment must be located from local funds; $5,000 from state funds) to be used toward the 
within shortage areas designated for each specialty by the repayment of commercial or government educational loans. 
Nebraska Rural Health AdVisory Commission. Physicians and clinical psychologists may receive up to $20,000 
How does the program work? per year ($10,000 from local funds; $10,000 from state funds). 

Communities within shortage areas must apply to become The actual amount awarded will depend on the individual 
approved loan repayment sites, and must agree to provide an practitioner's educational debt load and the availability of funds. 
equal match to state dollars (up to $10,000 per year for three Funds awarded are taxable as ordinary income. 
years,) The local match may come from any source. Who operates the program? 

Communities must do their own recmiting, using the The Loan Repayment Program is administered by the 
availability of loan repayment as a recruiting tool. Nebraska Office of Rural Health. For more information, 
Communities are urged to develop practice opportunities that contact the Office at P. O. Box 95044, Lincoln NE 68509-5044, 
offer a group practice environment with call sharing, coverage, 402/471-2337. 

",.
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Chemical Dependency-A Brief Synopsis 
What Exactly Are We Talking About? 

The Licensee Assistance Program fields many questions 
concerning chemical dependency. Therefore, the following is 
the first in a series of brief synopses of common questions asked 
by health professionals across the state of Nebraska. 

How does a person become chemicaUy 
dependent? 

Genetics: Research and twin studies suggest some of the 
population are most likely genetically predisposed to become 
chemically dependent. Several genes have been identified that 
may interact together to be contributing factors. The inheritance 
patterns will most likely turn out to be polygenic and 
multifactorial. Researchers believe drugs will be developed, in 
the future, to help prevent and treat alcoholism and drug 
addiction. Dopamine and seretonin are two neurotransmitters 
that seem to be involved in the brain chemistry of people 
identified as being chemically dependent. One theory 
postulates the brains of chemically dependent people do not 
produce enough of these IIfeel good" chemicals and when the 
person is introduced to alcohol or drugs they have a powerful 
effect on the brain and people report feeling "normal" for the 
first time in their lives. In other words, these outside stimulants 
take the place of brain chemicals that might be depleted or 
lower than normal. If a person is genetically predisposed to 
become chemically dependent, the process of becoming 
dependent may start with the early experience with drugs or 
alcohol. One study suggests a high tolerance for alcohol early 
on can be a reliable predictor of alcoholism developing later in 
life. The person with a high tolerance early in life could be said 
to be in the early stage of developing alcoholism. 

Environmental- There are several factors in the 
environment that contribute to whether a person develops a 
problem with chemicals. Availability and accessibility are two 
very strong environmental factors. If a person is raised in an 
environment where drugs and alcohol are readily available, they 

Hooray for the New 
Dentists 

The NDA's Committee on the New Dentist is deserving of 
major kudos. They have developed a great booklet for senior 
dental students and recent grads. It's entitled "Road Map to 
Success" and is 20 pages of very useful and necessary 
information. 

Here's a sample of its contents: Key ADA departments, Key 
functions of the ADA & NDA, State government agencies, x
ray registration, Drug & Narcotic licensure, Infection Control & 
OSHA, Tax knowledge for an employer, Suppliers, Dental 
Labs, Computer Software 

Again-"Way to gO!" 
If any NDA member would like a copy, please call the NDA 

office. 

may find it easy to begin a relationship with chemicals. The 
group or community has customs, rituals, mores and values that 
effect people who use mood altering chemicals. Factors in the 
environment that effect peoples choices would be 
unemployment, racial and sexual discrimination, level of 
education, prevention strategies and advertising to name a few. 
Cultural differences within the environment plays a crucial part 
in the development of chemical dependency. For example, 
people of the Jewish faith have less alcoholism than say the 
French or Irish. Some of the reasons are religious and some are 
cultural. The Irish are known to be somewhat ambivalent about 
drinking while Muslims strictly forbid drinking due to religious 
beliefs. 

Psychological- The psychological reasons for chemical 
dependency focus on a person's psychological needs. The 
person is drinking because they are sad, lonely, angry, 
depressed or it helps them to be more social. Part of this theory 
is that chemical dependency is a learned behavior. People 
drink or use a drug and receive the desired effect and this 
reinforces the need for the substance. Most likely all three of 
these factors intertwine to help create chemical dependency. 

If you, or anyone you know, needs assistance with substance 
abuse or chemical dependency, feel free to contact the Licensee 
Assistance Program (LAP). The LAP provides evaluations, 
recommendations, referrals and monitoring at no cost for 
licensees, registrants and certificate holders in the state of 
Nebraska. Call Tim Swisher, MHR, LMHP, CADAC, LAP 
Coordinator at 1-800-851-2336 or 402-354-8055. 

An interesting quote-"Once addiction does take 
place, it becomes necessary for the smoker to make peace with 
the accepted hazards. This is done by a wide range of 
rationalization. " 

From Tobacco Limited's "Project 16" 

Quacking Up in G.I. 
When Drs. Marty Lewis and Robert Moore moved into the 

same office building as Doug Camplin in Grand Island, they 
didn't realize they were about to play host to a family of fine 
feathered friends. However, a mallard duck laid her eggs near 
their building and the dental office's outdoor decorative pool 
became home to 11 ducklings and their mom. 

Since the courtyard, where the pool is located, is 
surrounded by a rather high brick fence, the ducklings need to 
mature enough to fly out before they can depart the area. 
Marty thought that might not occur until August or September. 

It's amaZing what some dental offices will do to be good 
citizens and entertain their patients. 

~
 



10 NEBRASKA DENTAL ASSOCIATION 

10th District Trustee Report 
from Dr. Mike Pudwill 

On behalf of the ADA Officers and Board of Trustees, I 
extend greetings and also want to provide information to you 
on some of the current activities. The past couple of months I 
have attended a Board meeting and three state annual sessions. 
It is always a pleasant opportunity to attend the meetings and 
hear the discussions about state and national issues. There 
were several issues presented at the state meetings as well as 
the Board of Trustees that will be key deliberations for the ADA 
annual session. 

Public Awareness Campaign 
The member education program is in full swing to present 

information to all of the states and as many members attending 
the sessions on the proposed project. This three-year program 
is directed at enhancing dentistry's public image and increasing 
the demand for dental services. This educational program 
includes a membership survey that has been mailed to 38,000 
dentists from all of the Trustee Districts in an effort to gauge 
member sentiment about the proposed campaign. In order to 
allow each Trustee District to study the results from their 
members, separate samples from each district will be used, 
including both new (less than 10 years out of dental schooD and 
older dentists. A report of the survey results will be made 
available for the fall Trustee District caucuses, the Board of 
Trustees and the House of Delegates. At the recent Board 
meeting, it was voted to remove a $50 dues increase for the 
student members from the possible three-year dues increase 
structure that was previously recommended at the Febnlary 
meeting. The Board's recommended possible dues increase 
structure now includes a $304 increase for all active, active life, 
and Federal Dental Services members; $100 dues increase for 
retired members, and no dues increase for student, associate, 
affiliate and international members. 

ADA Online 
The ADA Survey Center has just released a report done in 

1997 and it addresses the dentist's knowledge and experience 
with the Internet, especially the ADA's web site-ADA ONLINE. 
Some of the highlights from the report are the following: 

•	 Dentists working in larger practices (those practices 
with more than one dentist or more than one 
hygienist, or more than four total employees) were 
more likely to have access to the Internet (52%) than 
those in average-sized practices (38%). 

•	 Dentists practicing in the East South Central region 
were less likely (33%) to have Internet access either at 
home, work or another location than were dentists in 
other parts of the country. Dentists in the Pacific 
region were most likely to have Internet access 
(51.7%). 

•	 Though a majority of responding dentists were aware 
of ADA ONLINE (62%), less than one percent of them 
visit the web site on a daily basis. Eleven percent of 
responding dentists visited the site once a month and 
three percent reported visiting the site weekly. 

•	 The majority of dentists did not tell their patients about 
ADA ONLINE. Of the 62% of responding dentists who 

were aware of the web site, only 7% told their patients 
about it. Solo dentists 00%) were nearly twice as 
likely to tell their patients about the site than were 
dentists in larger practices (5%). 

In Other Actions, the Board· 
•	 approved moving forward to the HOD a report and 

resolution for funding the renovation and asbestos 
removal of the Association occupied space in the 
Headquarters Building based on a Great-West funding 
proposal. This would be an $18.5 million project and 
would necessitate an approximate $24 dues increase 
over ten years depending on the interest rate at the 
time of loan initiation. 

•	 voted to forward a resolution proposing a Bylaws 
change to amend to change the term of appointment 
for an ADA Treasurer to four years and limit the tenure 
to one four year term. Currently the term of office is 
two years and a Treasurer can be appointed to a 
second two-year term. 

•	 heard presentations by and discussed issues of mutual 
concern with representatives of the American 
Association of Women Dentists. 

•	 heard a presentation by Dr. Harold Slavkin, director of 
the National Institute of Dental Research. 

ADA Strategic Plan 
Goal III. Image: To strategically manage those activities that 

can best communicate dentistry's message to the public and the 
value of the ADA's accomplishments to its dentists. Maintaining 
the trust and respect of the public and the profession enables 
the Association to continue its high level of service. 

Objectives: 
•	 Public Presence: 

a.	 Promote benefits of oral health to the public. 
b.	 Promote the ADA as the unifying voice of dentistry. 
c. Manage appropriate communications efforts 
related to critical issues. 
d. Promote the ADA as the most credible and 
accessible information source on dental issues for 
governmental agencies and the media. 

•	 Professionalism: 
a. Remain among the top five most respected 
professions as perceived by the public. Maintain the 
excellent image of the profession as being made up of 
ethical, compassionate dentists, delivering services in a 
manner designed to be safe, of maximum benefit to 
the patient, and in the most cost efficient manner 
possible. 
b. Maintain the recognition of the dentist as the oral 
health care expert. 

In	 closing, I appreciate hearing your concerns and 
questions. Please contact me at 402-472-1272; 402-488
6971 eve.; fax 402-472-6681; e-mail pudwillm@ada.org 

lvlyron L. Pudwill 

Trustee, Tenth District 
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ADA!NDA Visit Dental Schools
 
Just before graduating from dental school, seniors at Nebraska's 2 universities were 

paid a visit by representatives of the ADA and NDA. The ADA's "Transition Program" 
is a joint effort by national, state and district dental societies to assist seniors in moving 
successfully from student status to professional status. 

Students are invited to meet with members of organized dentistry and 
representatives from the ADA and NDA. Recent grads are a major part of the success 
of this program because a good deal of the time is spent answering questions. 

Between "words of wisdom" from the ADA and NDA, stories of getting started in 
practice from recent grads and lots of pizza for everyone, a good time was had by all. 

Participants in the Transition Program included: Ms. Pat Newton & Mr. Ron 
Polinecky (ADA>. Mr. Tom Bassett. Drs. Ben Kutler. Max Martin & Mike Pudwill 
(NDA), and Lincoln and Omaha rt'presentative~ Drs. Gary We~u:rman. Sandi Larson. 
Bretl Thomsen. Mark Hinrichs. Tom Lewis and Chris Haag. 

A big thank-you to all of these cheerful volunteers. 

PhotlJ:' Clocku'ise 

Lt>,ft to Rt Dr5- Mark Hinrichs. 
Tom Leu'is and Brpt! Thomspn 
u'ait in thp hullpen u'hilp Chns 
Haag is warminp. up thp CYoud 

Dr Sandi Larson. Presidpnt (~f 

thp LincIJln District Dpntal Socie(1' 

,lIs. Pat (Vpu'[(m. ADA Associatp 
EXf'cutiw Dirpct01~ Memhprship 
and Dental SocU:'tr Sen1ices 

Dr Chris Haag. 2nd from the 
lejt. chats with a student!ollou'inp, 
thp prespntation 

r-----------------,
D Yes, I wish to join NEDPAC/ADPAC 

($')0 membership) 

D Yes, I wish to join NEDPAC/ADPAC
 
Capitol Club ($12') membership)
 

Name: 

Please rpturn this form with a persona!
 
check (made out to the NDA): to:
 

L NDA. j 120 "0" Street, Lincoln. NE 68510 ~
 

203 Join NEDPAC 
The profession you are helping is yours. 
In 1997. It;O NDA members joined their political action c-ommittees - NEDPAC 

and ADPAC. 1998 is an election year with half of our state senators up for re
election plus U.S. Congressmen and the Governor's office. This is nOI the year to 
sil on the sidelines. This will be a year of fund-raisers and campaign contributions. 
We need to substantially increase PAC membership. 

As of June 1. 1998. 20:' NDA members had sent in their checks to join 
NEDPAC/ ADPAC. Please gel out your checkbook and join now! 
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Don't Lose Out When Leaving Group Practice
 
by Merrill S. Meadow 

Most doctors who leave or retire from a group practice will 
receive a "pay-out" in return for their ownership share of the 
practice. But too often, the group's original pay-out 
arrangements have not been re-evaluated for years or were 
never realistically considered in the first place. When this 
happens, the resulting pay-out is inequitable. 

Therefore, as the economics of group practice grow more 
complex, it is vital that doctors critically review their pay-out 
arrangements every few years, whether near retirement or not. 
"Every group member, not just the senior doctor, should seek 
a current and equitable pay-out formula," explains attorney 
Mark E. Kropiewnicki, The Health Care Group's vice 
president. "Any member could die, become disabled 
suddenly, or decide to withdraw at any time. Therefore, every 
member benefits from accurate and reasonable pay-out 
arrangements." Kropiewnicki offers several tips for evaluating 
and revising a group practices' pay-out arrangements. 

llifost groups base a member's pay-out in part on the 
practice's "book value'!..-the asset's original purchase price less 
depreciation taken for tax purposes. However, this approach 
tends to understate the asset's true value, since most 
accountants will take as much depreciation as possible for tax 
savings. 

"A modified book value approach is more equitable for 
everyone concerned," explains Kropiewnicki. 

"Each asset, including those immediately expensed and 
those already fully depreciated for tax purposes, is valued at 
original cost minus, perhaps, one-twelfth for each year since 
its purchase. The result is higher than straight book value, and 
probably closer to fair market value." In addition, this method 
is specific enough for reliance upon an accountant's 
calculation; it leaves no room for dispute; and it can easily be 
drafted into the group's agreements. 

While almost all group pay-out arrangements provide for 

Nebraska Dental
 
Foundation
 
''Making Grants and Making a Difference" 

Although fairly new, the Nebraska Dental Foundation 
is growing and becoming more acti'.'e by issuing grants 
and "making a difference." Contributions to the 
Foundation help support a variety of programs including 
scholarships, dental health awareness projects, co
sponsoring a youth oriented dental health poster contest 
and other dental related activities. 

The current Foundation board members are: Dr. Bill 
Corcoran, Chairman; Dr. Fred Diedrichsen; Dr. Richard 
Bradley; Dr. George Schlothauer; Dr. Jim States; Dr. 
Bernard Moran, Ex-Officio. 

If you are interested in more information or would like 
to make a contribution, please contact one of the above 
listed board members or the NDA office. 

one's interest in the accounts receivable, the formula for 
gauging the receivables' monetary value is often treated very 
casually. "Some formulas could create economic disaster for 
ongoing groups," notes Kropiewnicki, "while others are so 
vague as to invite costly arguments and even lawsuits." 

One valuation formula seems to work well in a variety of 
situations, Kropiewnicki suggests: "All open accounts having 
any activity within six months of the valuation date are totaled 
and multiplied by a percentage reflecting actual collections 
experience. This formula is clear-cut enough to avoid 
argument, removes the need to assign specific percentage 
values to receivables of different sources or ages, and 
recognizes that most six-month old accounts have little chance 
of collection." 

Goodwill-the group's ongoing earning capacity left 
behind-should be part of the pay-out value; but too often it is 
not, Kropiewnicki explains. 

"A continuing group practice which expects to retain most 
of its departed partner's patients can 'profit' by hiring a young 
replacement," says Kropiewnicki. Citing a medical example, 
Kropiewnicki said, "Take, for example, a three-member 
practice in which each partner's income is $200,000. If one of 
them should retire, the group would probably hire a new 
doctor and pay a first year compensation of $80,000. 
Assuming no fall-off in practice volume-a reliable assumption 
for a well-integrated, institutionalized group practice-there 
would be $120,000 'profit' on the partner's retirement, in just 
the first year. Additional 'profit' would follow until the new 
doctor's income equaled the partners." 

A portion of those "profits" should go to the departing 
partner, since he or she is the one leaving that earning 
capacity within the group. Not to give that value to the 
departing doctor leaves the group with a windfall. "Such a 
pay-out might be spread over several years, to be sure it is 
both financially affordable and emotionally acceptable to the 
continuing partners," Kropiewnicki suggests. "But a group 
practice's goodwill value should not simply be disregarded." 

Without periodic review, pay-outs which previously 
seemed reasonable may prove neither convenient nor fair 
when implemented. And despite the senior member's age, 
one never knows which partner may actually be the first to 
leave, so impartially conceived provisions are best for each 
doctor. 

(from Illinois Dental News/january 1998) 

New Members, Phone #'s, Addresses 
Please keep us updated re: new addresses, new phone 
numbers, or corrections in the membership directory 

New Address: 
Dr. Scott Morrison 
624 N. 129th Street 

Omaha NE 68154 
402/431-8688 
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TRI-DENTURE 

Dentures In Just
 
Three Appointments
 

This proven technique is an effective system for 
fubricating highly accurate, stable and esthetic dentures 
in just three appointments. 

The system offers... 
• simplidty, yet precision 

• improved fit and stability for the patient 

• time-saving procedures for the dentist 

• 500,!o reduction in office visits for the patient 

• chairside training at no additional cost 

The Tri-Denture
 
Technique Difference...
 

The unique fonnulation of two interfucing edentulous 
itnpression materials, tray design and measuring devices 
make the difference. 

50% Less Chair Time... 
With ourTri-DentureTechnique, a nonnal maxillary 

and mandibular denture patient will require half the 
chair time as conventional techniques and the patient 
only makes three trips to your office. 
TheTri-DentureTechnique is truly 
a time-saving asset 
to the dental prnctice and... 

II! ~n~~!'!~t~sAFull-SeMceM Dental Laboratory Laboratory 

YES! I am interested in reactling ahigher level of efficiency and quality care for 
my edentulous patients. 

o Please provide me with more information. 
o Please have arepresentative contact me. 

Doctor _ 

Address _ 
City, State, Zip _ 
Phone _ 

BOX 33, 520 E. 5TH ST., TOPEKA, KS 66601 
PHONE (785) 235-9293 
TOLL-FREE WATS LINE: (KS ONLY) 800-432-3586 

(NATIONWIDE) 800-255-2412 

PLEASE SEND ME INFORMATION ABOUT: 

o IPS Empress 
o FUll lABORATORY SERVICES 

Doctor _ 
Address _ 
City, State, Zip _ 

Phone 

BOX 33, 520 E. 5TH ST., TOPEKA, KS 66601 
PHONE (785) 235-9293 
TOLL-FREE WATS LINE: (KS ONLY) 800-432-3586 

(NATIONWIDE) 800-255-2412 
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July 11 & 12 University Course held in Rapid City, SD. (6 hrs. C.E.) 
C.E. Course, IlCoronal Polishing for Dental Assistants," Southeast August 28
Community College, Lincoln. Call 437-2700 for more 

C.E. Course, "Lightspeed: Rotary Root Canal Instrumentation," 
information. 

Dr. Steve Senia, Creighton University. (6 hrs. C.E.) 
July 23 

August 28
C.E. Course, "Applying Parameters of Care to Periodontal 

"Temporization: In Office Lab Procedures for the DentalTherapy," Dr. John Mattson & Dr. James Purvis, Creighton 
Assistant," Drs. Terry Wilwerding & Charles Wilcox, Creighton University Course held in North Platte. (6 hrs. C.E.) 
University. (6 hrs. C.E.) 

July 23 & 24 
August 28 & 29

"Radiological Health & Right Angle X-Ray Technique for Dental 
"Radiology for Dental Assistants," Dr. Carole Brenneise,Assistants," UNMC. Course held in Lincoln. (16 hrs. C.E.) 
Creighton University. 06 hrs. C.E.) 

July 24 
Risk Management Seminar sponsored by Harold Diers & •UNMC Course Registration (402) 559-4523 
Company, 8:30 a.m.-l p.rn. For more information call 1-800-444

For Information (402) 559·4152 1330 or (402) 391-1300. 

Creighton University registration and information inJuly 25 
Omaha 280-5054, outside Omaha 1-888-273-6576.

C.E. Course, "Applying Parameters of Care to Periodontal 
Therapy,'1 Dr. John Mattson & Dr. James Purvis, Creighton 

t's ummertime!
 

Is giving a 10% discount on long term care premiums to the members of the Nebraska Dental Association! 

Our CNA Long-Term Plan will: 

* Pay claims anywhere, atyour home, an alternate care facility or anursing home. 

* Pay for personal care or chores such as meal preparation, housework, shopping, help, with dressing, grooming &medications. 

* Pay to train afamily member to take care ofyou. 

* Pay benefits directly to you. 

* Pay benefits for an unlimited amount of time. 

* CNA is a$60 Billion dollar company that has been providing long term care insurance since 1965, longer than anyone 
else. They have payed over $115 million in claims and have over 238,000 policyholders. 

You can now get this coverage from a financially strong, top rated company. You must medically qualify for this coverage.
 

Long Term Care is underwritten by Continental Casualty Company, one of the CNA Financial Companies.
 

Call JOHN A. GUSTAFSON, CLU
 
1-800-379-4120, PIN # 1111, OR 402-488-4222
 

P.O. Box 6877, Lincoln, NE 68506
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ASSOCIATESHIP POSITION AVAILABLE in the Omaha, Nebraska. County seat, community population 3500, strong 
NE/Council Bluffs, IA area. Potential buy-in opportunity. Please agricultural and industrial area. Family practice oriented. Newly 
contact Valorie Wiley at 403-722-3932 if interested. remodeled with total of nine treatment rooms. Call Sharon at 

402-372-2418 or Fax 402-372-5060. 
SEEKING ASSOCIATE FOR IDGH QUALIlY, VERY BUSY, 
GENERAL PRACTICE in Storm Lake, Iowa. This is an excellent WEll ESTABliSHED DENTAL OFFICE in northeast Nebraska 
opportunity for the right person who would like to buy-in. farming community. No crime-no traffic-no hassles. Plenty 
Contact Dr. Rick Martin at 825 West 5th Street, Storm Lake. IA of pheasant and deer. Office is priced to sell-ready to move 
50588. into. Send inquiries to NDA Box #1215. 

GENERAL DENTIST NEEDED for modern quality, preventive DENTAL EQUIPMENT FOR SALE. Tuttnauer Autoclave $1,500, 
practices surrounding Omaha-Council Bluffs area. Future Dry Heat Sterilizer $200, Air Techniques 2000 Film Processor 
options available. Send resume to: NDA Box 1I 18. $1,500, Panoramic X-ray unit $6,000, J-Boxes $10.00 each. 

Lincoln: 402-423-3111. 
SPECIALTY RESIDENT LOOKING FOR EVENING AND
 
SATURDAY WORK. Will do general dentistry as well as GP, SOUTH CENTRAL NEBRASKA. Gross $275k, 4 ops, 3 staff.
 
specialty work. Please contact at NDA Box #0205. Call Peter Mirabito DDS, Precise Consultants, 303-759-8425, 1


800-307-2537. 
BEAUTIFUL PRACTICE FOR SALE OR ASSOCIATESHIP, 

AU ads with an NDA box number should be mailed to: Newly Remodeled, Western Nebraska, Great Equipment, Owner 
Nebraska Dental Association 

Will Finance, Gross: $235,000-$265,000. (308) 623-1111. NDA Box # _ 

3120 "0" StreetSOUTH DAKOTA-GENERAL DENTISTRY PRACTICE FOR 
Lincoln, NE 68510 

SALE. Located in the beautiful Black Hills. All fee for service. CLASSIFIED ADVERTISEMENTS: Must he suhmitted in typewritten form. Indicate 
Doctor relocating. Practice is busy and growing. Call 605/341 the numher of issues in which the ad is to be published. Rates for NDA Members 
5301 for voice mail. (per issue): $9.00 for .30 words or less: 30 cents for each additional word. For 

replies to NDA box numher, an additional $100. For NON-NDA Members add fifty 
NEBRASKA-GENERAL PRACTICE located in a growing mid percent to these rates. NOTE: advanced payment for classified ads MUST 

sized city in Central Nebraska is seeking an associate dentist accompany order. For Display Advertising rate card, contact the NDA office. Send 

classified ad with remittance to: leading to partnership in 12-24 months. Above average 
Nehraska Dental Association communication and technical skills required. Contact Leonard 
3120 "0" Street 

Sharp, PO Box 620636, Littleton, CO 80162. Lincoln. NE 68')10 
DEADIlNE: Four weeks hefore puhlication. 

ASSOCIATE TO PARTNER POSITION AVAILABLE in Northeast 

Because Pain Can't Wait 

Emergency 
DENTAL©1996 

593·9911 
96th and IlL" 
IMMEDIATE DENTAL CARE
 

Experienced, highly qualified dentists trained to handle dental emergencies.
 
No appointments necessary. 

Major credit cards and most insurance plans accepted. 
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~6 WBBkif? Vo~ditln ~VB;Y YIMI:" 
For the Rest of Your Practice Life with� 

AFTCO's 3-Day Practice Program!� 
... J-,.

Enjoy the following benefits: 
• Fund your retirement plan 
• Protect the value of your practice 
• EliIninate stress 
• Improve your golf score 
• Add quality to your life 

It's time to call AFTCO!� 
1-800-232-3826� 

Visit our Website: www.aftconet.com 
Offices Located Nationwide! 

Nebraska Dental AssociationN·E·B·R·A·S·K·A 
3120 "0" Street� 

~ DENTAL ASSOCIATION Lincoln, Nebraska 68510� 
" IA't\O~ 3120 "0" Street. Lincoln, Nehraska 68510 • 
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