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f CE & Sports Dentistry 
The NDA is pleased� 

'to announce $eirspon�
sorship of an upcom�
ing continuing educa�
tion course. On Satur�
day, February 8, 1997,� 
Dr. Stewart Balikov will� 
present a 4-hour course� 
entitled "Sports Den�
tistry. "pr. Balikovprae-,� 
tices .dentistry in�) • ft- ~ I 

Bev.erly Hills, California' , , . r ' 
. ~ and 'was a dentil"con

sultant to the Raiders� 
when they were in LA.� 
He worked with the� 
1994 World Cup Soc- Dr. Stewart Balikov 

cer event and provided 
custom mouthguards for the U.S. Olympic Water Polo team. 

He will cover a variety oftopics including smokeless tobacco, 
protective devices, and the diagnosis and treatment of oral 
injuries. 

The course is scheduled to begin at 12:30 p.m. and conclude 
at 4:30 p.m. It will be held in Uncoln. Mark your calendars 
now for February 8, 1997 and we will be sharing more specifics 
with members in the near future. The site for this course is the 
Center for Continuing Education, 33rd & Holdrege Streets in 
Lincoln. 

Last month's Newslettergave the date as February 7-Wrong! 
It will be held on February 8th. 

TRIVIA TIME� 
In 1990 what state had the highest proportion of 

residents who had been born there? Which had the 
lowest? 
(Answers are in the Classified Ads section-Good Luck!) 

1997 Dues Statements 
It's that time again-Oh for joy! In early December, 

members should receive their dues statements for 1997. 
As in the past, they are dueJanuary 1, 1997 and delinquent 
after March 30, 1997. Dues are about the same as 1996, 
the ADA reduced dues $30 and the NDA raised dues $27" . 
(the first increase in 10 years). 

Something for you and your accountant to know is the 
percentage that's not deductible because of lobbying 

.activitie . .It's 11.80/0 for the ADA and 10.9% for the NDA. , .
.. The NDA's Officers and Trustees would like to encour-

J " ...., , I ~ .• ~ .. 
age meO?bers to support the Relief Food with a $10, 
contribution, join NEDPAC/ADPAC, and payyour spOuse1s . 
dues to be a member ofthe Alliance. 

Your membership in� 
organized dentistry is� 
important. We� 
encourage you to� 
not only rejoin� 
but to invite a� 
non-member to� 
join as well. As� 

with any
thing, there� 
is strength� 
in numbers. I� 

Season's Greetings 

IN THIS ISSUE� 
Dairy Council Says Eat Healthy Foods 
National Dental Health Month Coming in February 
Collection CalIs Being Successful 
The Chronicle A New Format 
Plus more hard hitting journalism that could win a 
Wurlitzer Surprise. 

A NEWSLETTER SERVING THE DENTISTS OF NEBRASKA� 
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A Message From The President� 
Jim Smith, DDS� 
President Nebraska Dental Association� 

I'm sure we're all familiar with the phrase, ''I'm just not 
in the mood." That's exactly how I feel about writing this 
message. I'm just not comfortable repeating the trials and 
tribulations that the NDA confronts on a daily basis. I'm 
a little past the halfway point of my year as president, and 
with a little luck and a lot of help from many other people, 
the ship seems to be on course. I've gained a great respect 
for my predecessors and a thankful appreciation for my 
successors who are willing to step up and offer their time 
and talents on our behalf. 

As I start to warm to this message writing project, I am 
fairly secure with the NDA position on most issues that 
affect dentistry, but I have a cynical suspicion that there 
are legislators on the federal and state levels who may be 
contemplating an assault on the way we practice our 
profession. Specifically, the Nebraska Department of 
Health plans to change the Dental Practice Act to accom
plish some government streamlining and to shift some 
powers from the Dental Practice Act to the general pow
ers sections of the Department of Health. I believe that all 
dentists of Nebraska should be on full alert during any 

remodeling of the Dental Prac
tice Act, and further, I am 
strongly opposed to changing a 
system that is already stream
lined and working very well for 
the dental patients of Nebraska. 
As always, we'll keep you 
posted, and this issue may be a Dr. Jim Smith 
good topic of discussion at our 
Legislative Reception in Lincoln on January 16, 1997. 

Lastly, a huge responsibility of the President is to 
decide on a theme for our Annual Session in April in 
Omaha. Aftergrueling research, I have decided on "Count 
Your Blessings." As I write this message, Thanksgiving 
- 1996 has not yet occurred, but this day and Saint 
Patrick's Day are my very favorite holidays. Thanksgiv
ing allows us to count our blessings, and I hope to 
promote that attitude as we go into 1997. I wish all of 
you a happy, holy holiday season and a safe and prosper
ous New Year. 

Peace,� 
Jim� 

NDAAnnual Session 1997 • Omaha, Holiday I}?l1Central • April 19,20, and 21 
~ ',. ,.' 

"Count Your Blessings"� 
Friday, April 18th 
Saturday, April 19th 

Sunday, April 20th 

Monday, April 21st 

8pm -lIpm 
Morning Session 
Exhibits open at loam 
Afternoon Session 
celebration Dinner & Social Event 
Morning Session 
Exhibits Open 8:30 am 
Afternoon Session 
Table Clinics - 4:30 pm 
Morning Session 

Kick off DancelParty 
Dr. Richard Walton - Endodontics 

Dr. Stephen Carnpbell- Restorative and Dental Materials 
-Hemy Doorly Zoo 
Dr. Mark Broussard - Cosmetics and Dental Adhesives 

Dr. Stephen Parel - Dental Implants 

Dr. Doran Ryan - Oral Surgery .:::::;:;::::::::;::::::::;::::::::::{}:::;;::::::::::::::. 
"«.:.:.:.;.;.:::-:-:::::::::;:::;:::;:.;.,. 

Congressman Norwood Wins 
The NDA received a "thank-you" note·from their counter

parts in Georgia. Charlie Norwood, D.D.S. retains his seat 
in the U.S. Congress thanks to the support of colleagues 
throughout the U.S. Nebraska dentists gave over $1000 in 
individual contributions toward Charlie's campaign. 

OSHA has been using a lot more common sense when it 
comes to the dental office since Congressman Norwood 
went to work on the Hill. His margin of victory was 52% 
to 48%. 

Mandatory CE 
Forty-three states now require mandatory continuing 

education for dentists seeking to renew their licenses, with 
this year's addition of New York, Pennsylvania, and 
Utah. The same states imposed mandatory CE require
ments for dental hygienists. 

Nebraska is of course among the 43 states requiring CEo 
The 30 hours of clinical CE every 2 years should be on NDA 
members' minds in the near future. Relicensure takes place 
March 1, 1997, which is less than 4 months away. 
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DENTAL PROFESSIONALS� 

THE MONEY STORE@� 
IS BEHINDYou� 
ONE HUNDRED� 

PERCENT� 

he Money Store" knows you've worked practice acquisition, equipment, 

hard to become a dental professional. working capital and more. Rates 

That's why we're standing behind you are very competitive, application 

with up to 100% financing' to help is easy and the approval 

you capitalize on the investment process is surprisingly fast. 

you've made in yourself. Call The Money Store" 

The Money Store"offers excellent first and take advantage of 

terms on loans up to $2,500,000' for this exceptional financing oppor

owner-occupied conunercial real estate, tunity for dental professionals. 

UP TO 1000/0 FINANCING FOR YOUR DENTAL PRACTICE� 

Ask for Connie Rose 

402-341-2232� 

'loan pral/Jams Hlay be offeled by [he Money Slore InveSlmenl Corporation lTMSIC) or The Money Store CommerCial Mortgage Inc (TMSCMlj, subsidiary corporations 01 The Money Slore Inc. LOiln terms and CQlldiliOI1S may vary based upon lending program, subsllllary and applicant quatiflcallon 
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NDA Needs An Update� 
It's been over 1 year since Nebraska's Dental Medicaid 

program in the Omaha and Lincoln areas began to offer 
several managed care options for patients. 

It's our understanding that managed care programs will not 
be asked to "bid" on dental Medicaid plans when the current 
contracts expire at the end ofJune 1997. However, the NDA 
would like to hear from dental offices who are receiving 
payments from Doral Dental for treating Medicaid patients. 
Their fee schedule was higher than the "normal" Medicaid 
fees which always stymied those ofus who stmggle with math 
that goes beyond counting. We heard the term "risk pool" but 
haven't heard from dental offices who are working with 
Medicaid patients who have the plan under which Doral pays 
the bill. 

Can anyone help us? We'd like to fmd out how this system 
has been working. Thanks! (800) 234-3120 

We Need Nominations 
-Hall of Fame

-Outstanding Young Professional-�
In January the Officers of the NDA will elect several 

members to the NDA's Hall of Fame. Your assistance is 
needed in the nominating process. Generally speaking, 
two or three members are selected for this honor. They 
can be current members or former members who are 
now deceased. Names submitted in the past are carried 
over for future consideration. However, don't let that 
fact stop you from submitting a name. Please include 
any information you believe pertinent to the nomination 
process. If you need a list of who is already in the Hall 
of Fame or has received the Young Professional Award, 
give the NDA office a call. 

The second category for which we are seeking nomi
nations is the Outstanding Young Professional Award. 
Nominees must be age 40 or younger, be active in 
organized dentistry and serve the community in some 
positive manner. Again, names are "carried over" but a 
second or third letter on behalf of a young dentist is 
appreciated by the Selection Committee. 

Surftng the Internet 
1 

For those folks who enjoy surfmg the Net, you might want 
to check out the Nebraska State Department of Health's 
Dental Health homepage. http://www.nol.org/home/Health! 
index.h (Be sure to capitalize the ftrst letter in Health.) 

Other Dental Health information is available on the Associa
tion of State and Territorial Dental Director's homepage. 
http://jonah.creighton.edu:96 
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Volunteers Need Your Help 
by Dr. Nels Ewoldsen 

This year a total of eight UNMC COD dental students and 
one Purdue University predental student will join me in 
traveling to Honduras. We plan to deliver dental care (ex
odontia/preventive/restorative) and follow-up on restorations/ 
sealants placed last year. 

Ground travel and meals were furnished without charge last 
year. Because of the size of the group, students are being 
asked to prOVide for their own ground travel and meals, 
depleting funds intended for pharmaceuticals, needles, su
tures, meds & disposable supplies. 

An urgent plea is going out for (outdated/unpopular) 
local anesthetic, sample pharmaceuticals (pen VK, eryth
romycin, tetracycline, lomotil, lindane, Schedule DI, 
IV, V, and OTe analgesics), needles (30 ga, 27 ga plastic 
or metal hub), sutures (gut or silk). 

Surface disinfectants, immersion "sterilants," a non-electri
cal autoclave, and restorative materials have been donated by 
GC America. 

Our departure date is December 26. 
COD students involved: Cade Hunzeker, Brian Penton, Ben 

Walline, Zori Cacho, Shawn Callahan, Andrew Glenn, Brent 
Sites, and Troy Trondson. 

Anyone wishing to make a donation can contact me at the 
College (402) 472-9846. 

Eating For AHealthy Mouth 
Nearly eighty percent of Americans snack at least some

times according to a recent national dietary survey. The 
survey also shows that nearly ftfteen percent of the energy 
young people (less than 20-years-old) consume comes from 
foods eaten between meals. 

Snacking can be a nutritional shot in the arm ifnutrient-rich 
foods from the food gUide pyramid are chosen. Snacks can 
also be a threat to dental health. 

Milk group foods are among the best snack choices since 
they are nutrient-rich and they have a low cariogenic poten
tial. Milk and yogurt are in liquid and semi-liquid form so they 
are quickly removed from the mouth. Cheeses such as aged 
Cheddar, Swiss, Monterey Jack, Mozzarella and American 
processed are non-cariogenic since they contain no carbohy
drate. Cheeses may also protect against caries formation; 
under experimental conditions they reduce the cariogenic 
challenge of simple sugars like sucrose. 

The oral cavity tissue like other body tissue requires pro
tein, vitamins and minerals for repair and maintenance. Eat
ing a variety of foods from all ftve food groups is the best way 
to supply the needed nutrients. 

Help your dental patients eat for a healthy mouth. Call the 
Dairy Council of Central States to request up to 100 free 
miniature versions of Mission: Cavity Control; your full-size 
poster is inserted with this dental journal. Call 1-800-279
2643. 

Susan Drew, MA, RD, 
Dairy Council of Central States 
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PRACTICE 
PAINLESS 

DENTISTRY. 
It's a unique breakthrough 
that only the Air Force 
offers. Enjoy the tremen
dous benefit of a group 
dental practice with no 
office overhead and no 
overtime. Qualify as an Air 
Force dental officer and 
enjoy: 

• great pay & benefits 
• well-equipped facilities 
• support of skilled techni

cians 
• 30 days vacation with� 

pay per year� 

Today's Air Force offers 
worldwide dental service 
with the opportunity to 
advance your expertise 
through professional edu
cation, symposia and 
seminars. Learn more 
about qualifying as an Air 
Force dentist. Call 

USAF Health Professions 
Toll Free 

1·800·423·USAF 

; 
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New Members for 1996� 
The NDA is pleased to alUlounce that during 1996, 29 new 

members joined the Association. 
Ifyou have not done so already, make an effort to welcome 

these new colleagues. Get them involved at the District level 
on a committee or in a planning group. Show them the 
Association values their views. Recruitment of new members 
is important to the Association but equally important is the 
retention of current members. 

Here's the list of our 29 newest members.� 
Doctor City� 
Lewis J. Abrahams Papillion� 
Steven P. Blaha Blair� 
Kelly Brigden Omaha� 
Cynthia Chan Omaha� 
Brandi Dimmitt Alliance� 
Larry J. Ellison Omaha� 
Kaweh Farahbod Costa Mesa� 
Mack E. Greder II Omaha� 
James Haack Lincoln� 
Mitchell Henry Lincoln� 
Cynthia Holmes Omaha� 
Donald F. Howe Lincoln� 
Laura R. Iwasaki Lincoln� 
Kamme Jeffries Beatrice� 
JoAnn R. Kathrein Omaha� 
Michael Knott Ogallala� 
Sreenivas Koka Lincoln� 
Todd Lincoln Bellevue� 
Tina M. Marshall Omaha� 
Jeffrey Nickel Lincoln� 
Myhanh Phan Scottsbluff� 
Kirk Reichardt Aurora� 
Mary Rock Lincoln� 
Peter Sartori TIl Lincoln� 
Timothy Sheehan Omaha� 
Timothy F. Walker Omaha� 
Elizabeth Walsh Lincoln� 
Jerome Wees Omaha� 
Hsiao Lin (Sharlene) Yuah Omaha� 

Let's Talk Fees 
The ADA has a recent publication containing a wealth of 

information regarding dental fees. It's the "1995 Survey of 
Dental Fees," and it's over 230 pages of survey results. Now 
some of you are saying, "I'll wait for the movie" but graphs, 
charts and a zillion numbers can lose something on the big 
screen. Nearly 6000 dentists were asked to share specific 
information regarding their fees. 

It's a great publication that sells for $40 to ADA members ($60 
to non-members). Call the ADA Survey Center or send your 
check to the ADA Survey Center, 211 East Chicago Ave., 
Chicago, IL 60611-2678. 

Other recent publications include: 1995 Quarterly Surveys 
ofDentalPractice: Third Party ReimbursementandHospital 
Patient Care. These sell for $10 to ADA members. Three other 
survey publications that are only $10 a piece are: Dentists 
Computer Use, Treatment of Long-Term Care Facility Pa
tients and Dentists Retirement Savings. 

Ifany ofthese surveys can help you save money, make money 
or keep you from making a poor business decision it would 
seem to be a wise investment and a great member benefit. 

NEBRASKA DENTAl ASSOCIATION 

Your Colleagues 
byJulie Berger 

This month's featured 

Young Professional is Dr. 
Elizabeth Walsh of Lincoln. 

Dr. Walsh is a 1989 gradu

ate of UNMC College of 
Dentistry and a 1996 gradu

ate of Ohio State University 

College of Dentistry with a 

specialty degree in Oral & 

Maxillofacial Surgery. She 
belongs to numerous orga

nizations and has been pub

lished several times. She 

also has given lectures in 
the U.S. and Canada. 

Dr. Elizabeth Walsh 
Dr. Walsh's goals include: 

utiliZing the skills she has 

learned by becoming a member of "the team" in pa
tient care. She has learned a broad scope of proce

dures from dentoalveolar implants to facial reconstruc
tion and has learned the art of accomplishing these 

with a team approach. 

In Elizabeth's spare time, she loves to sew and bake 
as well as read books on philosophy or theology. Thanks 

for being a part of this column and best of luck to you 
with your new practice. 

Congrats, Thanks, Etc. 
Congratulations to Dr. Kim McFarland of Lincoln. Kim 

recently was chosen to be on an ADA adVisory panel for the 

Department of Salable Materials. The primary purpose of 

this panel is to get input from actual users on how the ADA 

can improve their products & services. Congrats! 

Congeats to Dr. Richard Bradley of Lincoln who has 

recently completed a 2 year term as President of the 
American Association of Periodontology Foundation. He 
also completed a 4 year term as Regent for Regency 5 of 

the American College of Dentists. But in Orlando, he was 
elected Treasurer of the American College of Dentists. 
thought you were, suppose to slow down & relax when you 
retire? Congratulations & thanks for all you do for den

tistry! 

Attention-Please help the NDA offer congrats & thanks 

to members, FAX, mail or call in items to be used in future 

columns. 

I 
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When you choose an insurance program� 
for your practice� 

be sure you get these benefits...� 
,/ Professional liability, general liability, and property coverage, 

exclusively designed for a DENTAL PRACTICE. 
,/ A guarantee that no malpractice suit against you will be 

settled without your consent - - no strings attached. 

,/ Specialized coverage for patient records, operatory 
equipment and computers. 

,/ Automatic coverage for earthquakes, flood* and sewer 
back ups. (*Available for most locations.) 

For more information call your local� 
Medical Protective Office� 

800-344-1899 

Dentist Rodman? 
You got it! The Lincoln Dental Community was "privileged" to have an entry in the "Let's get into Halloween" contest. 

Drs. Jim Jenkins and Bob Wendle and their staff put on more than just their thinking caps to celebrate Halloween. The picurres 
tell the story. 

Marcia Bryan (as Tammy Faye), Dr. Bob WindeU (as the evil OSHA inspector), Libby Lasley (as the Scarecrow) and Connie� 
GruweU (as a Smiling Pumpkin)� 
Marcia Bryan, Dr. jim jenkins (Dentist Rodman) andjune Biggs (as a cheerful Black Cat)� 
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Consider A(Stock)ing Stuffer� 
If you're like most parents, you've been thinking about 

which holiday presents to buy for your kids. Of course, your 
kids may have already tried to make those decisions for you. 
But if you're looking for a gift that can keep on giving, you 
may want to consider the gift of stocks. 

While your children may not view stock as the most 
glamorous present, they will be able to see later in life the 
potential benefits of owning it. Among those benefits: 

• Ownership. Stock represents ownership in a company. 
By buying stock for your children, you can explain to them 
that they actually own a part of one or several companies. 
The more stock they acquire, the greater percentage of 
ownership they would have in that company. 

• Financial knowledge. You can sit down with your 
children on a regular basis and track the performance of their 
stocks in the [mandaI section of your local newspaper. And 
the more they learn about their own stocks, the more they 
can learn about other stocks and investing in general. 

• Dividends. You can buy stocks that offer dividends, 
which your children can receive either in the form of cash 
payouts, or they can reinvest the dividends to buy more 
shares. These dividend payouts may be small based on the 
small quantities of shares they own. However, your children 
can accumulate the dividends over time and then buy more 
shares without any out-of-pocket expense, as some broker
age firms and individual companies offer dividend reinvest
ment programs at no charge. 

Lower Your Taxes, Benefit 
Your Income & the 
Foundation 

Ifyou are interested in gaining a tax deduction for yourself, 
receiving an income for yourself while at the same time 
benefiting the Nebraska Dental Health Foundation, a chari
table tmst may be the answer. 

Charitable tmsts have received a lot of attention in the past 
few years because of the fleXibility they can offer you and 
your estate plan. They can be extremely flexible but two 
ways you might consider using them is either in the form of 
a lead tmst or as a remainder tmst. 

NEBRASKA DENTAL ASSOCIATION 

• Growth potential. Over the long term, stocks generally 
provide the opportunity to see their value increase. For 
example, let's say you bought your child some shares of XYZ 
stock. If that stock grew (meaning stock-price increases and 
higher dividend payouts) at an average annual rate of 8%, the 
original investment in XYZ would double in value in about 
nine years. Keep in mind this is only an example, and that 
stocks are subject to market volatility and their prices can go 
down. 

Your children may enjoy owning stocks whose companies 
make products they use. For example, you can buy stocks 
of fast-food restaurants, sporting goods manufacturers, toy 
makers, entertainment companies, computer manufacturers 
and the like. But before buying a stock solely on its name 
recognition, you may want to consider the company's growth 
prospects. While some companies may be making the hot
test-selling products in the stores right now, it doesn't nec
essarily mean they'll be selling those products at the same 
pace five or 10 years from now. You can review annual 
reports and other research materials to help you assess a 
company's future growth opportunities and overall [mandal 
stability. 

The action figures and video games will come and go over 
the years, but the gift ofstock can last for as long as your child 
holds onto it. You may want to consult an investment 
professional to see how gifting stocks to your children could 
make cooler stocking stuffers than your kids ever thought 
possible. 

(From Brent Reimers, Investment Broker, A. G. Edwards 
& Sons, Lincoln office) 

A charitable lead tmst sends the income from some ofyour 
investments to the foundation first and then upon the death 
of yourself and/or your spouse, the investment is given to 
your family. 

A charitable remainder tmst works in the opposite. The 
income from some of your investments is first given to you 
and/or your spouse and then upon the death of the last 
person to receive the income, the investment is given to the 
foundation. 

Obviously there is not enough room within this article to 
discuss all the ins and outs of this type of planning other than 
to say that if you are interested in more information please 
contact the NDA office so we can have someone work with 
you. 

(from Mr. Mark Westphalen, Union Bank, Lincoln) 

Fact: The average 12-year old today weighs 11.5 pounds more than the average 12-year old in 1973.� 

Fact: The average American kid gets 14 minutes a day of physical activity.� 

Fact: American kids average about 25 hours a week of TV viewing.� 
(from Institute for Fitness & Health) 
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new water fluoridationFluoride Training for Water engineer from the 
Center's forPlant Operators 
Disease Control and 

by Dr. Kim McFadand Prevention (CDC). 

In an effort to educate the water plant operators of Ne
braska as to the benefits of water fluoridation, the Nebraska 
Department of Health has implemented an annual water 
fluoridation training course. 

Last year was the first time this type of training was avail
able and the first course was offered in Fremont. A certificate 
is awarded to those participants who successfully complete 
the course and it is especially recommended for those 
communities considering water fluoridation implementation. 

In celebration of Grand Island's City Council voting to 
fluoridate their public water system, this year's site for the 
water fluoridation training seminar was the Grand Island City 
Hall. Aspecial presentation was made by David Apanion, the 

Dentistry Needs To Be 
APIAYER 
by Dr. John Warford, 1996ADPAC Chairman 

Gohn is from North Dakota and has been a guest at many 
NDA Annual Sessions. When NDA members receive their 
dues statements, it's hoped that everyone will join NEDPAC 
and ADPAC. Here's why! Editor) 

These training ses
sions have been very 
well attended and the 
Department of Health 
appreciates the sup
port of the NDA in mak
ing these training ses
sions more enjoyable 
by sponsoring the 
moming break. It's 
amazing what a differ
ence a donut, a cup of 
coffee and a little in
formation make. 

Dr. David Apanion, water 
jloridation engineer at CDC 

Conference Classroom 

Every year, govemment becomes increasingly present in 
our daily lives, and the dental office is no exception. The 
relationships among dentists, their staffs and their patients 
are complicated by federal and state laws and regulations 
that affect the dental environment. Dentists and spouses 
across the country realize that they must be players in the 
political process if they are to avoid being victims of that 
process. For thousands of ADA members, membership in 
ADPAC and their state PACs is part of being a player. 

This should bf muzzlfd. Not your practicf.� 
Communication is critical. Not only with patients, 
but also between organized dentistry and the federal 
government. Which is why ADPAC is so essential. 

ADPAC and your state PAC help elect candidates 
who will work to protect the integrity of your 
practice. Candidates who will defend your right 
and responsibility to tell your patients the whole 
story about treatment options and their 10llg-term 
oral health. And who understand that dentistry is 
health care that works - as long as patients trust 
and have confidence in their dentists. 

Help keep the muzzle off. To learn more about 
ADPAC contact your state PAC director or call 
(202) 898-2424. 

American Dental Political Adion Commillee 

PrfY,ntiv, caff for your practic,. 
Paid for by the American Dental Political Action Committee (ADPAC). Contributions to ADPAC are strictly voluntary and are not deductible for federal income tax purposes. 
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What's a "Serving?"� 
As potential consumers of an abundant supply of food 

products we often hear about the calories or fat or sodium 
in a "serving." So what the heck is the experts' defmitionof 
a serving? For the most part restaurants in the Midwest 
would be out of business if they adhered to providing cus
tomers the meager quantities that constitute an official serv
ing. 

Here are the "official" servings for some common foods, 
and a handy way to remember rougWy how big each is: 

Food "Official Serving" How Big Is That? 

Cheese I oz. Two saltines 
Ice cream 1/2 cup Tennis ball 
Meat, chicken, or fish 3 oz. Deck of cards 
Pasta or rice I cup Walkman 
Vegetables 1/2 cup Tennis ball 
Raisins 1/4 cup Large egg 

DENTAL EQUIPMENT FOR SALE� 
(402) 423-3111 Lincoln' Available Saturdays and Sundays 

One (1) Vacuum Fonner $175 
One (1) Lab Plaster Vibrator $69 
Two (2) Star Titan Scaler $395 each 
One (1) Nitrous Oxide Flowmeter $895 
Den-Tal-Ez Dual One horsepower Vacuum Pump $950 
Den-Tal-Ez Dual Two horsepower Vacuum Pump $1,859 
Gehlen Dual Air Compressor 
Panelipse II X-Ray 
Ceph X-Ray 
Four (4) Phillips X-Ray 65kVp 
Four (4) X-Ray View Boxes $59 each 
Air Techniques 2000 Film Processor $2,085 
Automatic Replenisher System for Air Techniques Film Processor 
Two (2) Air Techniques Developer Racks $275 
One (1) Air Techniques Fixer Rack $275 
One (1) Air Techniques Wash Rack $390 
Two (2) Crescent Wiggle Bug Triurators $225 each 
One (1) Dentomat Amalgam Triurator $225 
Perio Irrigator System (Thermostate Controlled) 
Canal Finder Endo System 
Silver Recovery System 
Lester Dine Close-Up Camera $250 
One (1) Tutnauer Autoclave 
One (1) Dry Heat Sterilizer 
One (1) Ultrasonic Instrument Cleaner 
Three (3) Ceiling Mounted Dental Lights Ull Pelton Crane 
Two (2) Dental Chairs $750 & $650 
Two (2) Deluxe Royal Chairs $2,100 each 
One (1) Deltube Chair $1,200 
Two (2) Assistant Stools $250 each 
Four (4) Doctor Stools $275 each 
Eight (8) Reception Room Chairs $175 each 
One (1) Walnut Sectional Front Desk for Reception Room 
Three (3) Solid Oak Doors $100 each 
One (1) Bathroom Vanity includes sink, mirror and light fixture 
Four (4) Lateral Files for Patient Records 
Plastic Strips for Hanging Patient Folders 
Two (2) Den-Tal-Ez Truth System Cabinets-Tub and Tray System with sink 
Two (2) Laboratory Free Standing Cabinets with sink $650 each 
Two (2) Dental Cabinets Free Standing 
Alabama Cart $495 
A-Dec Three Handpiece Cart with vacuum and three way syringe $1,365 
Two (2) Caulk the Max Light Cure Units $150 each 

Tooth Fairy Form Letter 
Dear: 
Thank you for leaving [01] tooth under your pillow last 

night. 
While we make every attempt to leave a monetary reward 

in the case of lost or stolen children's teeth, we were unable 
to process your request for the following reason(s) indicated 
below: 

( ) the tooth could not be found 

( ) it was not a human tooth 

( ) we do not think that pieces of chicken bone are very 
funny 

() we were unable to approach the tooth due to excessive 
odor 

( ) the tooth has previously been redeemed for cash 

( ) the tooth did not originally belong to you 

( ) the tooth fairy does not process fmgemails 

( ) your request has been forwarded to the Nerve Ending 
Fairy for appropriate action 

(x) you were overheard to state that you do not believe in 
the tooth fairy 

( ) you are age 12 or older at the time your request was 
received 

( ) the tooth is still in your mouth 

() the tooth was guarded by a vicious fairy-eating dog at the 
time of our visit 

( ) no night light was on at the time of our visit 

( ) the snacks prOVided for the tooth fairy were not satis
factory, or were missing 

( ) we discovered evidence of unsafe tooth extraction as 
follows: 

[ ] string 

[ ] pliers 

[ ) gunpowder 

[ ) hammer marks 

[ ) chisel 

[ ) part of skull attached to tooth 

[ ] no dental care 

() other 

Instead of the usual cash redemption, we have proVided 
the following certificate which you may attempt to exchange 
at a retail store near you. Thank you for your request, and 
we look forward to serving you in the future. 

Sincerely, 

The Tooth Fairy 
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Dealing With Missed 
Appointments 

The first step in solving the problem of missed 
appointments is defming it, says Carol Eaton of 
Hummingbird Associates, a practice management 
consulting ftrm. 

Eaton noted the statistical median for no-shows 
is about 9.2 percent and anything under 6 percent 
is ideal. In an article in PCSO Bulletin, quarterly 
publication of the Paciftc Coast Society of Orth
odontists, Eaton cautioned that 11 percent or higher 
of no-shows should be a "red flag" for any office 
and anything above 8 percent should be addressed. 

Eaton recommends looking at who the offenders 
are and advises taking a more passive role in sched
uling their next visits by letting them know that 
while the office is eager to serve their needs, it's 
up to them decide when to reschedule. 

Broken appointments pose a significant prob
lem in the continuity of the relationship with the 
patient, Eaton writes. Only 15 percent of what 
accounts for professional success is technical 
knowledge and the other 85 percent is made up of 
personal relationship skills. 

To solve the no-show problem, Eaton recom
mends an office staff brainstorming session or a 
patient survey asking how the office can better 
serve patients. 

She suggests looking at scheduling difficulties 
from the client's point of view and adjusting office 
policy by extending hours on certain days or by 
haVing Saturday office hours a couple times a 
month. 

New Members,� 
Phone #'s, Addresses� 

Please keep us updated re: new addresses, 
new phone numbers, or corrections in the 

membership directory. 

New Addresses New Member 
Dr. Dana Ellis Dr. Todd Lincoln 
1209 Main St., Box 309 712 Ft. Crook Road 
Creighton, NE 68729 Bellevue, NE 68005 
402-358-3484 402-733-6066 

Dr. Darin Seligman 
1701 West "N" Street 
McCook, NE 69001 
308-345-1775 

THE PROTECTOR PLANS 
CLAIM SERVICE EVALUATION 

PLEASE PRINT 

Policy No.: 3500-73-28 

Name: David E. Hoover, DDS 

Address: 7348 BIondo Street 

Qnaba,NE; 68134 

P»!!!mf2NJx: .....(_--')'--WIlJa"'t...p""'r........na""ma....",gl"e:- _� 

1. Please rate the overall service you received in the 
settlement of your claim: 

~perior DGood D Average D Poor 

2. How long did it take for you to receive payment? 
(Starting from the time you provided proof of loss 
(including invoices, paid bills, etc.) until receipt of 
the draft.) 

D Less than 20 days ~O-60days 

D 20-40 days tJ Over 60 days1 

3. Was the Representative to whom you initially 
reported the claim knowledgeable, especially 
regarding the type of infonnation that would be 

uired to settle the claim? 
es DNo .. 

f No, please explain: _ ~ 
4. If additional information was requested at a later 

date, did you find it difficult to provide? 

DYes DNo� 
If Yes, please explain: _� 

5. Please provide us with any general comments you

J:;m ~~~l m1d. 
~~~~ 

J{aro/J:IJiers &- Compalflf 
11635 ARBOR, SUITE 230 (402) 391-1300 

OMAHA, NE 68144 1 -800-444-1 330 
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Seven Steps to Successful 
Collection Calls 
By Cindy lshimoto, CDPA1A 

Calling patients to discuss their past due account is usually 
not a task that business staff enjoy. Success, however, will 
come to those who are familiar with the rules of the game. 
Knowing the following seven steps will lessen the burden of 
making the calls and will tum them into successes. 

1. Determine ifthe office is at fault. Compare the services 
rendered and account balance, are they the same? Has every
thing been posted, including payments and adjustments? Next, 
check to see if the patient has had any complaints regarding 
treatment. Has the concern been settled? Is there a problem 
with the insurance not being handled adequately? Resolve all 
account problems ftrst. 

2.Evaluate any past collection attempts. What were the 
conversations about? Who made the calls, the results? Were 
there any letters sent? Look for tangible references with names 
and agreements. When a patient knows more than you do 
about the history of an account the call won't be successful. 

3.Examine their payment history. If it has been good, 
your approach might be, "I'm calling about your past due 
account. In order to help you maintain a good credit rating 
with our office I need to have your account paid." If their 
payment history is bad, strengthen your efforts from the start. 
Are they always sixty days past due? Do they make payments 
every other month? Do they not pay in the summer, during the 
holidays, etc.? Look for their payment patterns so you will 
know how to word your payment request. 

4.Determine who is responsible. Is it the patient, parent, 
spouse or someone else? By law, you CANNOT discuss a 
patient's account record with anyone but the responsible 
party. NEVER leave a message on a recorder, in voice mail, or 
with another person detailing the account. Messages should 
simply ask the responsible party to return your call. 

5.Decide paymentoptions you'll offer. Speciftc amounts 
in speciftc time frames should be established so the patient will 
know that they must be on time. The options must be reason
able and not overly ambitious. Use the word acceptable in your 
conversations instead of comfortable. "Will two equal pay
ments be acceptable to you?" The arrangement needs to be 
acceptable to both parties. When a patient says they can't pay 
the balance, respond with "how much are you short?" Inquire 
as to when they get paid and make your arrangements accord
ingly. Include in your conversation that you are trying to 
protect their credit standing with the practice ... sell your 
fmancial plan. 

NEBRASKA DENTAL ASSOCIATION 

6.Prepare fact-finding questions. Open-ended ques
tions, such as, "What has happened in the past couple of 
months to cause your account to become delinquent? Per
haps I can help," are great tools for breaking the ice. 

7.Prepare an opening statement. Identify yourself, the 
doctor, the practice and the reason of your call, by saying, 
"Good morning Mrs. Brown, this is Mary calling from Dr. 
Parker's dental office. I am calling about your account 
balance." It is important to pause and not say another word 
because this gives the patient time to respond, usually telling 
you what the problem is or promising to take care of the 
balance. Any comments at this point will generally tell you 
what direction the rest of the conversation will be taking. 

If the patient promises to send the balance due, thank them 
and tell them that you are making a note on your calendar to 
expect it, in full, by mail, within the next ftve days. If a 
patient goes into an explanation of their fmancial problems, 
you need to use a bridging statement explaining the options 
that you can prOVide, such as, "From what you have just told 
me, I think I have a plan that would make it easy for you to 
bring your account up to date. We could at least take that 
worry off your hands." When a person hears the words, 
"easy" and "take their worry, " they will listen to options. This 
bridging statement also shows that you are interested and 
compassionate to their problems. 

Overcoming objections is the most trying aspect of collec
tion calling. Keep in mind that most objections are only 
postponements. Determine what they are speciftcally ob
jecting to and then state what they agree With. 

Summarize the collection call in closing and thank them for 
their cooperation. When you summarize, be very sure to give 
the date that the payment is expected in your office and that 
you will follow up on the terms of the agreement. Inform the 
patient that you are making a note of the conversation for the 
doctor's information. 

The ultimate goal in collection calling is to collect payment 
and solve the delinquency problem. Many patient accounts 
are past due because there isn't a structured agreement. Call 
and help them make it! 

Cindy Ishimoto, CDPMA, is director of the Hawaii division 
of Miles & Associates. 

(From Dynamic Data, Linda Miles & Assoc., Fall 1996) 

Did You Know? 

Each Nebraskan produces an average of 3 1/2 pounds of 
trash per day, for a total of more than 1,250 pounds per 
person a year. 

Nebraska boasts more than 23,000 miles of rivers, streams, 
and canals, and more than 280,000 surface acres ofartiftcial 
and natural lakes, reservoirs, ponds, and marshes. 

• Americans use 90 billion gallons ofground water every day. 
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Look Before You Leap� 
A recent article in Dental Economics called "Read the fme 

print" made thoughtful comments on what to look for in 
insurance contracts. 

Hold Harmless Clauses Who will be held liable in court for 
administrative decisions that result in an muavorable out
come for patients? The dentist or the company? 

'Favored Nation' A good example is if a professional 
agreed to a reduced fee schedule with a company, the 
company may invoke the right to have their patients charged 
the lowest fee charged to any other company. 

Gag Clauses Dentist-patient communications may be re
stricted by contracts with gag clauses. If a doctor tells a 
patient about options beyond the plan's coverage, the den
tist could be dropped. If the dentist holds back, he or she 
may have violated the ADA Principles of Ethics and Code of 
Professional Conduct. 

Standard of Care The quality of care for patients must 
remain the same for PPO patients as for fee-for-service pa
tients. 

Utilization Review Did the dentist really intend for the 
insurance company to have broad powers to review the 
dentist's ftles or patient records? 

Abandonment What happens if the patient doesn't pay, or 
the HMO or PPO goes under? Ifa contract expires, it doesn't 
mean that a doctor-patient relationship will automatically 
terminate. 

The Name Game The state of Alabama was recently told 
by the courts that its laws do not apply to Blue CrosslBlue 
Shield of Alabama because it is not an insurance company, 
it is a "special purpose organization," so the laws do not 
apply to it. 

For more information on these types ofissues, call the Depart
ment of State Government Affairs, at the ADA ext. 2525. 

Tid-Bites 
Although most people may be inclined to think of dental 

cavities as a simple nuisance, here are some dental facts that 
show they can have costly consequences. Each year, dental 
disease is responsible for the loss of 148,000 hours of pro
ductive work time per 100,000 individuals: 117,000 school 
hours are lost per 100,000 school-aged children; and 17,000 
restricted activity days occur per 100,000 individuals, be
yond time lost from work or school. 

(from Dr. Ben Kutler) 

National Children's Dental 
Health Month 

Uncover the Secrets to a Healthy Smile 

Once again the NDA Central Office has posters, reproduc
ible handouts, publicity information and suggested resources 
available to help you promote public awareness about dental 
health. The ADA's Department of Salable Materials has items 
for sale. Although Febmary is the official month for the 
campaign, efforts to promote dental health awareness are 
encouraged throughout the year. 

Here are a few suggestions to help you: 

Participate in a health fair-set up a dental health exhibit, 
show a dental health video, offer a toothbrush trade-in. 

Sponsor a display or exhibit at a local library, museum, 
mall. 

Conduct a health screening at a school, clinic or commu
nity center. Provide children with "take home" reports 
on their oral health. 

•� Prepare an oral health bulletin board for a local school or 
library. 

Sponsor a dental health essay, limerick, coloring, or poster 
contest. Contact local schools; proVide them with the 
theme, guidelines and prizes. 

Give a talk at a shopping mall, community center, etc.** 

•� Conduct a school presentation. 

Prepare an oral health article for school and/or parent 
newsletters. 

Work with youth groups. 

Enclose NCDHM messages in February statements and 
recall notices. 

Ask hospitals, public service organizations and businesses 
to publish NCDHM messages in their newsletters. 

Call the local post office for information about postal 
cancellation dies with your society name and dental 
health message. Post offices generally prepare the can
cellation dies and will feature your message for a nominal 
cost. 

Provide press releases to newspapers and radio stations. 

•� Post an NCDHM message on the INTERNET. 

** Your NDA staff recommends that you be part of an orga
nized presentation. If you start preaching brush & floss 
at a mall, you might attract security guards. 

(fhanks to the Maine Dental Association for sharing these 
ideas.) 
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December 16-17� 
"Radiological Health & Right Angle X-Ray," UNMC Col·� 
lege of Dentistry.� 

December 30� 
LDDA Board of Tmstees Meeting, 5:30 p.m., NDA Office.� 

January 6, 1997� 
LDDA General Membership Meeting, Speaker-Dr. Tom� 
Gound, "Endodontic Treatment for Dental Anomalies," (l� 
hr. CE.) Social-5:30 p.m., Dinner-6:00 p.rn.� 

January 7, 1997� 
ODDS Board of Directors Meeting, 6:30 p.m.� 

January 10, 1997� 
CE. Course, "Henry Weeth Lecture," UNMC College of� 
Dentistry.� 

January 13, 1997� 
LDDA Board of Tmstees Meeting, 5:30 p.m., NDA Office.� 

January 14, 1997� 
ODDS General Membership Meeting, 6:00 p.m. CE., 7:00� 
p.m.-Dinner, Anthony's� 

January 16, 1997� 
NOA's Annual Legislative Reception, meet & greet State� 
Senators & other officials, Nebraska Club (top of First� 
Bank) downtown Lincoln, 13th & M. 5:30 p.m.-7:30 p.m.� 

January 16-18, 1997� 
Denver Mid·Winter Meeting. For more info contact Claudia� 
McDougal at (303) 488-9700.� 

January 17, 1997� 
LDDA Bi-Annual CE. Course, "Dental Dmg Therapy for� 
the 1990s: Tried, Tme & New," Speaker-Karen Baker,� 
R.Ph., M.S. 8:30 a.m.-registration, 9:00 a.m.-Course� 
begins. See insert in this month's NDA Newsletter for� 
more details.� 

January 17, 1997� 
CE. Course, "Periodontal Grand Rounds: Review &� 
Update," Dr. John Mattson, Creighton University (7.5 hrs.� 
CE.)� 

January 17-18, 1997� 
"Radiology for Dental Assistants," Dr. Carole Brenneise,� 
Creighton University.� 

Genuine Smiles 
by T. Bassett 

As we examine the smiles in the photos to the right, we 
believe 3 are genuine and one is only semi-genuine. Both 
pictures were taken at the 5 District Meeting in G.1. in October. 

Jim and Mary States of North Platte display winning smiles. 
Jim was the NDA President in 1990 and as all former top 
bananas say, "Being a past president is a great job." Dan 
McClenahan received a recognition award from Max Martin. 
Dan had just completed his 3 year stint on the Board as the 
Trustee from the Northwest District. Dan practices in Overton. 
Max practices in lincoln and is the Association's president
elect. 

Comparing]im's smile with Max's we detect a slight differ
ence. Is Max saying under his breath, "Another 18 months and 
I get my plaque?" Probably not-we know all NDA officers 

January 24, 1997� 
CE. Course,.. "Update on the Diagnosis & Treatment of� 
Conunon Oral Soft Tissue Lesions & New Entities in Oral� 
Pathology," Drs. Don Cohen & William Lydiatt. Course held� 
in Topeka, KS. Sponsored by Creighton. (6 hrs. CE.)� 

January 24, 1997� 
CE sponsored by AGD, James Kessler D.D.S., "Meeting the� 
Esthetic Challenge," 7 1/2 hours, Best Western Regency, Omaha.� 
For information, call Dr. Steven Wegner (402) 498-0400.� 

February 4, 1997� 
ODDS Board of Directors Meeting, 6:30 p.m.� 

February 7, 1997� 
CE. Course, "What's New In Dentistry," UNMC College of� 
Dentistry.� 

February 8, 1997� 
NOA sponsored course, "Sports Dentistry," Dr. Stewart� 
Balikov, 4 hrs. CE., to be held in Lincoln. Further informa�
tion call NDA office.� 

February 8, 1997� 
LDDA Valentine Sweetheart Dinner Dance, Lincoln Country� 
Club, Social-5:30 p.m., Dinner-6:30 p.m.� 

February 8, 1997� 
"BUilding the More Effective Practice," Dick Barnes,� 
Creighton Univ.� 

February 20-23, 1997� 
Chicago Mid-Winter Meeting. For more information con�
tact Lisa Girardi at (312) 836-7300.� 

February 21,1997� 
CE. Course, "TMJffMD," Dr. John Stockstill, Creighton� 
Univ. (6 hrs.)� 

February 21-23, 1997� 
"Local Anesthesia & Pain Control for Dental Hygiene &� 
Dentistry," UNMC College of Dentistry.� 

February 28,1997� 
CE. Course, "Implant Dentistry," UNMC College of Den�
tistry.� 

·UNMC Course Registration (402) 559-4523� 
For Information (402) 559-4152� 

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

cherish each and every day 
during their 3 years spent 
going through the chairs. 

ThanksJim, Danand Max 
you've all invested a lot of 
years in organizeddentistry. 
Thanks to you and other 
leaders the wheels are still 
on the wagon and dentistry Dr. Max Martin & Dan McClenahan 

continues to be a great pro
fession. 

Be sure to thank your dis
trict and state officers. They 
invest a lot of their time to 
service you and your pro
fession. 

Dr. Jim States and his wife Mary 
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GENERAL DENTISTS-Nationwide opportullltleS 
available NOW! Competitive compensation and gener
ous benefits, including 401K, health/dental insurance, 
contirtuing-educ·ation stipend. No billings, collections, 
malpractice insurance premiums. License from any 
state acceptable. Experience desired, but not required. 
Forty hour work week. No investment, no fees! We 
are the employer. Voice 800-725-6364; fax resume to 
800-725-5742. Emailmednatl@med-national.com. EOE. 

FOR SALE: ACUCAM INTRAORALVIDEO CAMERA. 
Includes 2 cameras, Sony color printer, mobile cart, 9" 
monitor, remote control. Like new. Was $12,000 new, 
asking $4,000. Drs. Kathrein (402) 397-3400. 

A QUAllTY COMMUNIlY IN NW IOWA seeks 
•family dentist(s) due to retirement to establish new 

.. practice ill a single or possible group setting. Your 
_future, facilities, and fmancial assistance are all avail
. able. Conta.ct Gary Blythe, Sheldon Development (712) 

324-2813 or e-mail scdc@ncn.net. 

NO ADDITIONAL CHARGE FOR "TWO DAY" 
lABORATORY FABRICATION SERVICES! Now you 
can seat crowns in just three to four days.• Efficiently 
accommodate: busy time schedules. • Speed payments 

..� and improve cash flow.• Reduce temporization prob
lems.· Charge preniium fees· for faster patient· ser
vices.• Special Limited Offer: To prove the time-saving 
value of this special service to your practice, we'll buy 
your frrst three restorations when you call TRIPAiAY 
Dental Laboratory today at 800-252-0232. 

CURRENTLY INTERVIEWING FOR A DENTAL AS
SOCIATE. Up to a full time position available for a well 
established practice. Would like someone skilled in, and 
enjoys endodontics and surgery. Please send resume or 
C.V. to PO Box 31044, Omaha, NE 68131-0044. 

CENTRAL NEBRASKAgeneral practice for sale. Gross
ing near 500K. Will assist in transition. Additional 
information and summary please contact: Leonard Sharp, 
1333 West Peakview Ave., Littleton, Colorado 80120. 

1997 Legislative Reception 
Amonth from now the Speaker ofNebraska's Unicameral will 

open the first session of Nebraska's 1997 Legislature. 
The NDA's annual Legislative Reception is scheduled for 

Thursday, January 16, 1997. The site for this popular social 
event is The Nebraska Club, high atop First Bank in downtown 
Lincoln (13th & M Streets). Festivities begin at 5:30 p.m. and 
conclude around 7:30 p.m. The cost to NDA members is $10 
for a single ticket and $15 for a couple. The NDA picks up the 
tab for an open bar and a variety of hot and cold hors d'oeuvres. 

In recent years ourguests have included 25-30 state senators, 
the Governor, the lieutenant Governor, The Secretary of State 
and other state officials. 

This is our big chance to meet and greet senators and govern
ment officials "one on one." 

The more dentists who attend this reception the better. Make 
your reservations now and encourage a colleague to attend. It's 
a fun evening and a wise investment of your time. 

NEBRASKA, South central area, 3 ops, nitrous, estab
lished thirty years, very low overhead, flexible terms and 
reasonably priced. Great opportunity. 938 N. 70th, Suite 
141, Lincoln, NE 68505. 

ASSOCIATESHIP POSITION AVAILABLE for a highly mo
tivated individual up to full-time in the Omaha/Council Bluffs 
area. Please contact Valorie Wiley at (402) 733-3932 if 
interested. 

PERIODONTIST AND ENDODONTIST needed for a busy 
fee-for-service practice. Excellent opportunity. Please send 
resume to: Tekdogan Dental Center, 9006 Ohio Street, 
Omaha, NE 68154. (402) 393-3555. 

FOR SALE: A blue Ritter G-2 patient dental chair. $400.00 
or best offer. Please call (402) 474-5504 if interested. 

FOR SALE in Lincoln area: Cherrywood desk, excellent 
condition, $250.00, Older desk, good condition, $100.00, 
Printer, needs work, desk trays, trash cans. Call 464-1234 and 
ask for Deb or Jan Monday-Friday 8-5, after 5 call 476-1326. 

ANSWER TO TRIVIA TIME: 

The highest was Pennsylvania with 80.2 percent; the 
lowest Nevada with 21.8 percent. 

AU ads with an NDA box number should be mailed· to: 
Nebraska Dental Association 
NDA Box II __-_ 
3120 "0" Street 
Lincoln, NE 68510 

ClASSIFIED ADVERTISEMENTS: Must be submitted in typewritten fonn. 
Indicate the number of issues in which the ad is to be published. Rates for 
NDA Members (per issue): S9.00 for 30 words or less; 30 cents lor e.ach 
additional word. for replies to NDA box number, an additional S1.00. for 
Non-NDA Members add fifty percent to these rates. NOTE: Advanced 
payment for Classified ads MUST accompany order. for Display Advenis
ing rate card. contact the NDA office. Send classified ad with. remittance 
to: 

Nebraska Dental Association 
3120 "0" Street 
Lincoln, NE 68510 

DEADlJNE: four weeks before publication. 

r------------------~Clip and Mail to: 

Nebraska Dental Association� 
3120 "0" Street� 

Lincoln, NE 68510� 

Your Name: _ 

Name(s) of Guests: _ 

Your Address: _ 

Please enclose $10 for a single ticket, $15 for a couple. Make 
checkspayable to Nebraska DentalAssodation. Tickets will not be 
mailed, they will be held at the registration desk (Nebraska Club). 

~-------------~-~--~
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Perhaps� 
the one thing� 

W"orse than dying•••� 
is outliving� 

your lOoney! .~ 
~.

Protect your retirement years with ,. 
Aftco's Pre-Sale Program. 

.. 
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