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Thank-you from the 
Foundation 

Dr. Fred Diedrichsen, Ch;lirman of the Board of Direc
tors, expresses the Board's gratitude at the support received 
from the initial fundraising efforts of the Nebraska Dental 
Foundation. 

The Foundation is a "new and improved" version of the 
former Access to Care Foundation. In reorganizing and 
renaming the foundation, its scope of interests were broad
ened to include granting scholarships. supporting hedth 
fairs, keeping the NDA's portable dental units in good 
working order and in general promoting good oral health 
care for Nebraskans. 

It's still in its infancy but both the financial interest ~tnd 

the professional interest is growing. 
The newest NDA members to join the list of contributors 

include: 

Contributing - (599 or less) Dr. Bryce Bonness 
Dr. Pau] Holm Dr. Rich Fitzgerald 
Dr. Charles Anderson Dr. Roger Gerstner 
Dr. Bernard Moran Dr. Benton Kutler 

Dr. James Huerter 
Sustaining - ($100) Dr. Fred Oiedrichsen 

Dr. James Walker Dr. George Schlorhauer 
Dr. Harold Rosenau Dr. Bill Corcoran 
Dr. Eldon Valetski 
Dr. James Smith Silver - ($)00) 
Dr. Dick Bradley Dr. Steve Anderson 
Dr. Robert Crownover 

3120 "0" Street. Lincoln. Nebraska 6H')10 

March 1996 

Legislative Comments 
hy Ruth & Mueller Lazl' Firm 

111e Nebraska Unicameral has now passed "over the hump" 
as over one-half of the 60 legislativec.lays have been completed. 
111e big issue remains property tax relief, with a number of bills 
and constitutional amendments scheduled to be debated on the 
issue. We remain vigilant to any attempt to tax medical services 
to pay for property tax relief. 

111e most significant issue for the health conummity is the 
reorganization of five agencies and departments, including the 
Department of Health, into tlu-ee more functional departments. 
111is bilL L.B. 1044, would provide a structural framework, with 
actu;ll shifting of functions OCCUl1ing on January 1. 1997. 111ere 
are some advocacy groups wanting to slow the process down, 
however. and state employees continue to have questions on how 
they will be affected. 

L.B. 1044 is called the Paltnership Projec.t, and its purpose is 
to reorganize the state agencies in order to provide a more unified 
and efficient health and human services ,"ystem. 111e DepaItment 
overseeing licensure for dentists and the division of dentistry 
would be named the Department of Health and Human Services 
Standards ;md Evaluation. 111e Department or the licensure 
responsibility \vould still be headed by a medical doctor. 

NDA Annual Session
 
Registration Packets
 

If the Pony Express didn't fail us, NDA members 
should have received their packets on or about March 1st. 

If you didn't get your packet and your postal carrier 
shows up at the meeting, we'lI get an "A" in marketing 
skills. Please call the NDA if your NDA Annual Session 
packet has not been delivered to you, (800-234-3120) 

IN THIS ISSUE
 
1996 NDA Annual Session Have You Registered? 
An ADA Update From Dr. lim Sm ith 
Managed Care Mixed t;n;otiolls 
Is Cost #1 to Patients? Nope l 

Direct Reimbursement. Be Kllozdedgeah/e 

PLUS more iI~/()rmatioll 011
 

Detmett!,~d (oops) Managed Care.
 

A NEWSLETTER SERVING THE DENTISTS OF NEBRASKA
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A Message From The President 
Bill Thiemann, DD.S.
 
President Nebr'aska Dental Association
 

In one of our daily phone calls, Tom Bassett mentioned that this was to be my last
 
President's message. I can hardly believe that the year is almost done. This was one of
 
the tasks that I dreaded the most but as it turns out it was one of the most enjoyable.
 

Looking back I would characterize the year as one of unfinished business or as I like 
to say "the calm before the storm." Most of the efforts of the NDA has been in dealing 
with the State of ebraska on issues such as the reorganization of the Department of 
Health, the Nebraska Partnership Project, radiological inspections, coronal polishing, TMD 
parameters and Medicaid. I have a new found appreCiation for the phrase "with all 
deliberate speed." These projects will continue on for quite some time but we have 
positioned ourselves well and should be able to influence most of the upcoming issues. Dr. Bill Thiemann 
As Dr. Jim Smith takes over the presidency I would ask that you give him your full support. It promises to be a full 
and exciting year. Good luck Jim! 

In this issue of the newsletter you will find information and a list of events for the annual session. to be held in 
Lincoln on April 14-16. Bob Schoettger and the whole annual session committee has worked very hard to provide a 
quality program for all. Drs. Farran, Dickerson, and McDougall have presented programs at past ADA sessions and will 
provide us with quality C.E. for the Doctor as well as the staff. The Celebration will be held at the Cornhusker Hotel 
with emertainment provided by The Rumbles. Max and Mary Martin will be demonstrating the latest dance steps which 
wiH give us something to look forward to. Break a leg Max! 

Finally, I would like to thank all of those who have worked so hard to make the year a successful one. Special 
thanks to the staff at the NDA. Tom, Julie, Cindy, Jenny and Christy have done a wonderful job--we should all be thankful 
that they are there looking after our best interests. 

- Don't forget to register early and I will see all of you in April. 

Direct Re......· ... rsement&1'1 

As more and more insurance companies and insur

ance sales people are beating the bushes to create and
 
sell dental benefit plans to your patients (or their em

ployers), let us not forget what might be the best dental
 
benefit plan for all concerned - Direct Reimbursement.
 

The NDA has brochures at the ready if members will
 
do their part and let us know who might be interested
 
in hearing about DR. Every so often the NDA will be
 
placing ads in newspapers and business journals to bring
 

Experience shows that DR has administrative costs attention to this great concept. 
of 3.5% to 7.5%, less than half the cost of the traditional This ad appeared in the Omaha World Herald in 
self-funded insurance plan (estimated at 19% to 29%).early February. The NDA received several inquiries and 
This is a savings for the employer that may translate into will continue to promote Direct Reimbursemeqt. an increase in benefits for employees. Traditional plan "Here's a few paragraphs on the topic from the designs contain deductibles, coinsurance, waiting peri

California Dental Journa!." ods, UCR (usual, customary, reasonable) limitations, and Despite that direct reimbursement (DR) has been excluded procedures that affect the benefits employees 
endorsed and promoted by organized dentistry for more (and their dependents) receive. Traditional plans may than 10 years, there is a tremendous lack of understand reimburse between 49% and 58% of the patient's actual ing about the concept. Direct reimbursement is not expenses, whereas, because they eliminate most of themanaged care but an alternate to such delivery systems. limitations that reduce benefits, DR plans reimburseDR, a simplified method of self-funding group dental between 64% and 77% of the actual expenses. benefits, allows employers to pay dental benefits directly Employees are also happy that, with DR, they can 
to employers without insurance company involvement. use their current dentist and do not have the problems 
The concept is something like an expense allowance. of long waits for appointments, high provider turnover, 
Employees pay their dentiSt for treatment then present and less satisfactory care that plague some underfunded
a receipt to their employer with a request for reimburse prepaid dental plans. ment. Instead of paying premiums to an insurance The question today is not whether DR is a viable 
company, the employer typically keeps these monies in concept. That has been established. The dental profes
an interest-bearing checking account and uses them to sion has to decide if this is an alternative it can and wants
reimburse employees for dental expenses according to 

to Sl!pport.a predetermined reimbursement schedule. 
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PRACTICE 
PAINLFSS 

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 
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PuRCHASING OR ExPANDING YOUR
 

DENfAL PRACTICE?
 

You're planning 
on purchasing 
an existing prac
tice or your prac
tice is growing so 
rapidly that you 
are considering 
purchasing your own building. Either 
way The Money Store would like to 
assist you in your purchase or expan
sion efforts. Take advantage of our 
long-term and high loan-to-value 
loans now. 

The Money Store is America's num
ber one SBA lender. We offer excellent 

terms on commercial 
real estate loans. Up to 
90% loan-to-value 
and up to 25-year 
terms on loans involv
ing owner/user com
mercial real estate, 

working capital, practice acquisi
tion and equipment. Application 
is easy and approvals are quick. 

The Money Store has helped hun
dreds of dental professionals maxi
mize their business potential. Call 
us today and find out how easy it 
can be. 

THE MON~YS70RE® 
INVESTMENT CORPORATION 

Ask for Connie Rose (402) 341-2232 

America's #1 SBA lender 12 consecutive years 
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Dental Poster Contest Winners 
District Poster Contest Winners 

Nearly 1000 fifth graders from throughout Nebraska 
submitted entries to the NDA's annual dental poster con
test. The State Department of Health and the NDA have 
sponsored this popular contest for 8 years. During that time 
the NDA has received and judged approXimately 10,000 
posters. 

Students had a choice of two topics this year: "Dis
cover the Clues to a Healthy Smile" or "Tobacco Use Means 
Body Abuse." Each of the NDA's 8 Districts awarded prizes 
to the top 3 posters from schools in their district. The 24 
district prize winners were then judged at the NDA's offices 
to establish the state's top 3 award recipients. The posters 
getting the nod from the judges this year were created by 
Sandy Strong of Mitchell (First); Brandon Davis of Grand 
Island (Second); and Amanda Pekny of Norfolk (Third). 

Sandy Strong S "No Tobacco ,. Frog wins her a trip to 
Kansas City's Worlds of FU11 

-
DISCOVER THE 

CLUES TO AIIEALTY
 
SMILE
 

Bru.5k HOU' T,eetlv twic (,f,~, 

If ~o{t.(io/!.'t 90U!ll~U~' 

Dav't Let ftd>~i"fl be ~'if1te"l 
Or 9iJU.f 9f1!11s lI!~t~ ~ nttelt.. 

Sweets att f"n.e on,ce itJ, a<Jj~Jie 
Lotj ().fl.'" lot5Wdl fU'p, H1ur. 

V~stt ~l):Lf; deft.tL5t t/JJt~e (b IfW'I 
Ti:ey r1 rrlflk F' 5PJ.La preJJ.itr. 

Brandon 
Dauis' a rl and 
poem wins him a 
trip to Omaha s 
Hen fy Door!)' 
Zoo 

Amanda 
Pekny drew a 
treasure map that 
if followed leads 
LO a healthy 
smile. She will 
receive a trip to 
Lincoln's Folsom 
Children's Zoo. 

All 24 final
ists will have their posters displayed at Lincoln's State Office 
Building in the next few weeks, 

If you know someone on this list, congratulate them, 
The NDA expresses a big "thank you" to all district and state 
judges and to the teachers who encouraged their students 
to create posters, 

Omaha 
1st- Emily Brink.meyer 

Omaha. NE 
St. Joan of Arc 

2nd- Rachel Knowlton 
Papillion, NE 
Trumble Park 

3rd- Becky Seeba 
Omaha, NE 
Hitchcock Elementary 
School 

lincoln 
1st- Lindsay Holthaus 

Lincoln, NE 
Ruth Hill Elementary 

2nd- Jordan Luke 
Lincoln, NE 
Ruth Hill Elementary 

3rd- Aaron loeck 
Lincoln. NE 
Ruth HilJ Elementary 

Southeast 
lSl- Laura Gieseking 

Nebraska Ciry, j\JE 
Northside Elementary 

2nd- Katie Messler 
Fall:, Ciry. NE 
South School 

.3rd- Ryan Dunn 
Nebraska Ciry, NE 
Norrhside Elementary 

Central 
lSI- r<.ara Larson 

Hampton, NE 
Hampton Elementary 
School 

2nd- Nicky Hoffman 
Bradshaw, NE 
Bradshaw Public 
Schools 

,3rd- Eric Newton 
Bradshaw, NE 
Bradshaw Public 
Schools 

North NE 
1st- Gerrit Schueirmans 

Norfolk, NE 
Westside Elementary 

2nd- Scon Hochstein 
Norfolk, NE 
Westside Elementary 

3rd- Amanda Pekny 
Norfolk, NE 
Westside ElementalY 

Northwest 
1st- Brandon Davis 

Grand Island, NE 
C. Ray Gates Elemen 
talY 

2nd- Sarah Staskal 
Kearney, NE 
Windy Hills Elemen 
tary 

3rd- Clint Clifton 
Grand Island, NE 
C. Ray Gates Elemen 
tary 

Southwest 
1st Chris Renunenga 

Elwood, NE 
Elwood Public School 

2nd Erin Scoville 
Elwood, NE 
Elwood Public School 

3rd Lauren Blessing 
Elwood, NE 
Elwood Public School 

West 
lsl- Sandy Strong 

Mitchell. NE 
Conununiry Chnstian 
School 

2nd Jeff Hoover 
Hemmgford. NE 
Hemingford Public 
Schoob 

,3rd Skye Brown 
Hemingford. NE 
Hemingford Publlc 
Schools 

Poster Contest Jllilg~
Districts 
Omaha - Ene Hodges 
Lincoln - Mark Hinnchs 
Sourheasl -.Teny Malcolm 
Central - John Lon 
North - M,j Kersenbrocl, 
Northwest - Mike Nedley 
Southwest - Todd Pedersen 
West - Herman Wilbrand 
Poster Contest J~ -State 
Dr. Cun Kuster - UNMC Col
lege of Dentistry 
Mary Cascini - Alliance of the 
NDA 
Dr. Kim McFarland - Nebraska 
Depaltment of Health 
Dr. Shari Hadley - Dental DOC 
Dr. Max Martin - NDA Officer 
Aggie Gesch, CDA - NDAA 
Lisa Lintner, RDH - NDHA 
Julie Berger - NDA Staff 
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THE PROTECTOR PLANS 
CLAIM SERVICE EVALUAll0N 

Lincoln. NE 68510 

Phone No.: Harold Diers & Co. 

1. Please rate the overall service you received in 
the	 set~ment of your claim. 

~Superior D Good 
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 }Jf the draft.) 

I9'Less than 20 days D 40-60 days 
D 20-40 days DOver 60 days 

3. Was the Representative to whom you initially 
reported the claim knowledgeable, especially 
regarding the type of information that would be 
require)1 to settle the claim' 

~Yes D No 

If No. please explain: 

4. If additional information was requested at a 
later date, did you find it difficult to provide' 

DYes D No 

If Yes. please explain: "-.0.., 

5. Please provide us with any general comments 
you may have: 

""l..tr...kJuvli.. - " 

NEBRASKA DENTAL ASSOCIATION 

President-Elect's Report 
by Dr. Jim Smitb 

I attended the President-Elect's conference in Chicago on 
January 28, 29, 30. As usual, the weather was bitter cold, but the 
renewal offriendships was velY hean-warming. Dr. Gary Rainwater 
presided over a "talk show" format with questions at the end of 
the panel discussions. 

On Monday morning, we talked about membership, fragmen
tation, and dental student concerns. Membership in the ADA is the 
envy of all organizations. A lot of discussion about the AGD 
decision resulted in a consensus that it was a wake-up call for the 
ADA and that we should focus on our strengths, e.g. lobbying 
successes, legal representation for entire profession, the strongest 
and most effective voice of organized dentistly. 

Agreat deal of time was spent on licensure with finger-pointing 
at schools, students, examiners, and exams. Accreditation of schools 
by the ADA also was mentioned in regards to the most recent, 
alarming failure rates for licensure. An effon to talk to all panies 
involved - candidates, deans, examiners - is encouraged. 

We reviewed summaries of the 10M and Pew Foundation 
repons and seemed to dislike the PEW repolts more. 

In regards to the delivery of care and reimbursement, in the 
past we have tried to deal with insurance companies, but to no 
avail; so the focus is changing for us to go directly to the purchasers. 
Only 30% of dentists pcllticipate in managed care, and these 
managed care patients are only 6% of their patients. It seems to be 
a velY spotty thing throughout the nation, and direct reimburse
ment with full freedom of choice remains as the best choice for 
patients and dentists. The advantages of an Independent Practice 
Assn. (IPA) were also mentioned. 

The subject of waste water for biofilms and amalgam waste led 
to some anecdotal horror stories. The Wisconsin Dental Association 
hired a public relations company to deal with the issues. 

The Financial Impact Analysis of Plan Contracts system was 
discussed and demonstrated. It's a great tool to allow the private 
practitioner to decide, in the privacy of their office, how any 
proposal may effect his/her velY own dental practice. 

Our federal and state government issues repott told us of the 
pre-occupation with the budget and getting elected in 1996. HH 
2400, the Family J-Iealthcare Fairness Act, and HR 1832, the OSHA 
Regulation Bill, are velY good and are being supported by the ADA 
and their Washington lobby. GRASSROOTS continues to be ve,y 
successful and increasingly more imponant. The effect on dentistry 
of a flat tax, and whether it would be good or bad to lose the tax 
deductibility of health insurance, were discussed. Why are we 
afraid that states will not fund dental services? If we are going to 
be getting block grants, we should be deciding and proposing what 
dental benefits should be provided - emergencies, adult, children. 
The Health Care Benefits division of the ADA has the software 
available to project the costs of any dental benefits model we may 
suggest. 

Finally, we had an opportunity to learn more about ADA 
Online and Internet experience. The conference concluded with 
an open forum Q & A session. It was a great conference and I than.k 
you for the oppoltunity to attend. 
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WIN 2 TICKETS TO DARN NEAR ANYWHERE
 
The Grand Prize on this year's Fundraiser Raffle is a real winner. Thanks to Southwest Airlines, we are offering a super prize' 

Two round trip tickets anywhere Southwest flies in the 4H states - airfare provided courtesy of Southwest, celehrating 25 years 
of just plane fun. 

The hig drawing will take place at the NDA Celebration Dinner/Dance on Sunday, April 14th. You need not be present to 
\vin so if you suspect you may not be in attendance, here's your chance to enter. Here's 6 raffle tickets for you to purchase. 
We also want you to let your staff in on the fun, therefore. we'll even accept a photo-copy of this page as a legal entry (provided 
it reaches NDA with the appropriate donation att;lchecl.l Entries will be limited to dentists, hygienists, assistants, your office staff. 
1,1]) technicians and SPOllS~S of th~ ;lforementioned. 

Additional raftle tickets will be available during Annual Session at the Auxili<l1y's booth, and at the NDA Celehration. All 
donations go to the Nehraska Dental Foundation. Make checks payahle to NDA Fundraiser and mail them to the NDA, 3120 
"0" Street, Lincoln. NE 68510 - GOOD LUCK'! 

DALLAS 

TAMPA 
1-800-I-FLY-SWA 

r----------------------------------------, 
I \QUli"'I'R\,)? 2 tickets on SOllth\wst Airlines to '\Q\~,)? 2 tickl:ts on Soutlmest Airlines to I 
I --.W M"\J al1\'\\-here in the -Ii-) conrinent,tl states --.W M"\J ,111)\\ here in the -'Ii-) continentll states I 
I I 
II NDA FundraiseI' for the Nl'hr,lska D~ntal NDA FundraiseI' for the Nehraska Dental II 

Foundation. Founcbtion. 
I I 
I I 
I I 
I 1 Entry - 52 Donation 1 EntlY - $2 Donation I 
I 6 Entries - 510 6 Entries - $10 I 

I I1-800-I-FLY-SWA 1-800-I-FLY-SWA 
L-------------------T--------~----------~ 

__'\Q\Ji'i7i0,,')? 2 tickets on SOllth\\'est Airlines to I '\Q\Ji'i7i0,,')? 2 tickers on SOllth\\esl Airlines to 
.W M"\J ,111\'\\'here in the -li-)u)J1[inenul stites I --.W M"\J an)where in the4i-)continental stites 

I 
NDA Fundr,liser for the Nehr,lska [)l'nt,ll I NDA Fu nel ra iser for the Nebraska Dent;ll 

Foundation. I Foundation. 
I 
I 
I 

1 Entry - $2 Donation I 1 EntlY - 52 Donation 
6 Entril's - $10 I 6 Entries - $10 

1-800-I-FLY-SWA I 1-800-I-FLY-SWA 
I---------~---------+-------------------I 
I _ '\Q\Ji'i7i0,,')? 2 tICkets on Southwest Airlines to __'\Q\~,)? 2 tickets on South\\est Airlines to I 
I .W M"\J ,lI1y\\-here III the -Ii-) contJllental st,ltes • W M"\J anywhere in the 4ii continental st,ltes I 

I I 
I DA FundraiseI' for the ehraska Dental NDA Fundraiser for the Nehraska Dental I 
I Foundation. Foundation. I 
I I 
I I 
I II 1 Entry - $2 Donation 1 Entry - $2 Don,l tion I 
I 6 Entries - $10 6 Entries - $10 I 

IL 1-800-I-FLY-SWA 1-800-I-FLY-SWA I 
~ 
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WIN 2 TICKETS TO DARN NEAR ANYWHERE� 
The Grand Prize on this year's Fundraiser Raffle is a real winner. Thanks to Southwest Airlines, we are offering a super prize! 

Two round trip tickets anywhere Southwest flies in the 48 states - airfare provided courtesy of Southwest, celebrating 25 years 
of just plane fun. 

The big drawing will take place at the NDA Celebration Dinner/Dance on Sunday, April 14th. You need not be present to 
win so if you suspect you may not be in attendance, here's your chance to enter. Here's 6 raffle tickets for you to purchase. 
We also want yOll to let your staff in on the flm, therefore, we'll even accept a photo-copy of this page as a legal entry (provided 
it reaches NDA with the appropriate donation attached.) Entries will be limited to dentists, hygienists, assistants, your office staff, 
lab technicians and spouses of the aforementioned. 

Additional raffle tickets will be available during Annual Session at the Auxiliary's booth, and at the NDA Celebration. All 
donations go to the Nebraska Dental Foundation. Make checks payable to NDA Fundraiser and mail them [0 the NDA, 3120 
"0" Street, Lincoln, NE 68510 - GOOD LUCK!! 

DALLAS 
P/fOIiNI% O./<~ 

:NbO
lSCO 

tv\1'IC 
LAS VEGAS TAMPA Sj\1'I f 1-800-I-FLY-SWA 

r--------------- ----r--------------- ---..., 
I Your Name _ ~ II Your Name 
I 

• 
I 

~ II Address _ 'ii Address _ I . ~ II I.' ~ I ---------------I II Phone _I Phone ------------ III I 
I Send Ticket $ Donation to: : Send Ticket $ Donation to: I 
I Foundation c/o NDA Foundation c/o NDA III 3120 "0" Street, 3120 "0" Street, I
I Lincoln, NE 68510 I Lincoln, NE 68510 I
L _ I 

---T--------------- ---~ 
Your Name _ Your Name 

~_:,Address _ - Address _ . ' 

. -, ~ ---------------
• 

Phone _ Phone _ 

Send Ticket $ Donation to: Send Ticket $ Donation to:� 
Foundation c/o NDA Foundation c/o NDA� 
3120 "0" Street, 3120 "0" Street,� 
Lincoln, NE 68510 Lincoln, NE 68510� 

1--------------- ---+--------------- ---I 
Your Name _ Your ,lame ..:1 

Address _ ~-;.:= Address _ ~ I 
. • ·6 ~ I . - ~ ---------------- •. ~ I 

• • - IPhone _ Phone _ 
I 

] I 
Send Ticket $ Donation to: il

"t 
Send Ticket $ Donation to: I

Foundation c/o NDA "~~ Foundation c/o NDA I3120 "0" Street, Q:;8.t> 3120 "0" Street, 
ILincoln, NE 68510 Lincoln, NE 68510 
I

L .,....- _ ___ .J 



NEBRASKA DENTAL ASSOCIATION 

1996 ANNUAL SESSION� 
Our 128th Session 

Session I 
Sunday, April 14 
'The Business ofDentistry" 

Dr. Howard Farran 

Dr. Farran is ~I full-time practicing dentist in Phoenix. Arizona and noted 

author He will speak on "The Business of Dentistry" and teach you the concept 

of "Dental Mania,"' the most pmductin: .-.;tyle of dentistry today. Not Huff, but the 

nuts ane! holts of how to help your practice become more profitable and keep 

more ratients coming hack! 

You'l! pick up valuahle information on such topics as overhead. external 

marketing, consumerism. ~l "dynamite recall system," and many other practical 

ideas. Dr. Farran h~lS spoken to thousands of dentists from CO~lst to COCISt and has 

earned great revie\ys. Definitely a presentation for the entire e!ental team. 

Session II 
Monday, April 15 
"Esthetic Dentistry - It's NotJust For Anterior Teeth" (6 hours CE) 

Dr. William Dickerson 

Dr. Dickerson lectures internationally on esthetic dentistry and has had nu

nKTOUS articles puhlished. !-lis topic will he: ·'Esthetic Dentistry - It's Not Just for 

Anterior Teeth." He is co-c!in:ctor of the ComprehenSive Esthetic Restorative Con

tinuum at Baylor College of Dentistry and maintains a cosmetic-oriented restor

ati\'e practice in Las Vegas. Nevada. He is author of "The Exceptional Dental 

Practice" and has spoken at nearly every major dental meeting in North America. 

Several of the topics in his presentation arc: Composites - Types. indications 

for each, why they fa ilee! , why they can succeed: Fsthetic Restorative Techniques 

- Doing it right to prevent cloing it ()\'IT; Problems - Hmv to determilw. How to 

prevent, How to repair. "Getting paid \vhat you deserve," is also a part of this 

presentation. 

This is a great opportunity to hear one of e!entistry'.-.; most respected speakers. 

Cornhusker Hotel' \� 
Pershing Auditorium \� 
_ Lincoln. Nebraska \ 

April 14-16.1996 \ 
d 

Or. f!OllW'C! FaJ'l'01l 

TJJ' Wi/lim II Dicke/ViI! 

Organized Dentistry - Solving Puzzling Problems 

[;L)CZ ) wQ LD-~~ J wQ� 



Or .!rJ!7I1 J1cI.JOIl/l,O// 

The /(I/IIII)/('s 

Register Now 
Save & Win 

Session III 
Tuesday, April 16 
"Nutrition for the Dental Patient" - (6 hours - CE) 
Dr. John McDougall 

Dr, McDougall is a hoard certified internist, nationally prominent speaker, 

and author of six hooks, He's appeared on Larry King. LIte Night America, the 

Donahue Sho\\', hosts a \veekly radio program in California, and appears on TV 

each week on Lifestyle Magnine in "1VIcDougall's Medicine," His topic is entitled, 

"Nutrition for the Dental P~ltient," Portions of his presentation will touch on \'~lri

ous medical prohlems you \"ill face as a dentist and ho\\' to help your patients, 

Plus, "simple effective weight loss for those patients who can't fit in the dental 

chair." Those who have heard Dr. McDougall speak indicate that his presenta

tions are a great source of information that \vill ha\'e a hig imp~lct on a dentist's 

view of the importance of nutrition for their patients, 

This should be a very educational and enjoyahle presentation for the entire 
dental team, 

NDA Celebration 
April 14, Cornhusker Hotel 

"Be True to Your School." 
Dig out those letter svveaters, letter jackets, school s\\'eatshirts an(1 other 

pieces of casual attire that shO\\' you're loyalty to your alma mater, W'hether it's 

high school or college (or reform school). we want e\'elyone to sho,\' tklt they're 

true to their school. 

There will he a great dinner at the Cornhusker Hotel followed hy ~l (LInce, 

Get ready to Rock 'N Roll to The RUlnhles, Nehraska's premier haml will prmi(le 

some great musical memories of the 1950s, 1960s, and the 1970s, 

A cocktail hour will get the evening off to a good stall ~t1ong \\ith a silent 

auction, \X!e promise to have a variety of sports ami celehrity itenlS plus sever~t1 

valuable pieces of art and jewelry, Funds raised will go to the NDA's H.elief Fund, 

Bring your staff; bring the neighhors; bring your high school princip~t1 (~IS

suming he or she has forgiven you), hut hy all means bring your spouse ~lI1d get 

ready for a fun-filled evening, ~J(

Be there or be square!! J~ 

Fun • Food • Fellowship • Far Out 

Register for Annual Session by April 4th and you won't have to pay ~l Sl =j 

registration fee, Plus, all tbose who pre-register are eligible for a drawing for a 

$100 bill. So register early - you can't lose, 



.~ 

* * * 
Ice Cream 
Social 

** * 

Silent Auction 

Recognition Lucheon 
Cornhusker Hotel- Tuesday, April 16 

The J{ecognition Luncheon is a great opportunity to say "thank you" to those 

who hav<: made noteworthy contributions to the dental profession and the Asso

ciation. Highlights of the presentation include the Hall of Fame honorees, out

standing dental students, recognition of those completing fifty years of service to 

the profession, and the Outstanding Young Professional 

H~t11 of Fame inductees for 1996 are (drum roll ..... ) 

Dr. !bymond Grove, Dr. l-krherl \)elson and Dr. Gordon Pejsar. The Out

standing Young Professional is (another clrum roll .... ) Dr. Scott Morrison. 

Plan to attend this luncheon and help the Association honor some of your 
colleagues. 

* * * * * * * * * * * 
Back by popular demand. it's our ~th annual "ice cream" social. compli

ments of Mcadow Gold Dairy. It's an ice cream lover's honanza, helel in th(:' 
e;hihit area Sunday noon ~1l1(1 best of ~tll, it's FREE. 

We ';vere told that icc cream consumed at Annual S(:'ssion is fat free -- some
thing to do with Lincoln's distance from Haley's comet in a leap year. The fact 
that you'll he eating frozen yogurt may also help explain this tasty phenomenon 

* * * * * * * * * * * 
Exhibits 1996 

The list of exhibitors is steadily gro\\ing as April approaches. This year the 
exhibits \"i11 he open on Sunday and Monday. Bring your "shopping list" and visit 
all the booths. There will be dra\.vings each day at 1:00 pm in the Exhibit area. 
You may win a crisp 520 bill. 

Exhibitors include labor':ltories, supply companies, phann;Jceutical repre
sentatives, insurance and im'estmcnt companies, computer Jnd software compa
nies, your alma mater (I). and a variety of other products and services. The 
re<lson they exhihit year after year is due to the friendly atmosphere and the 
willinglK'ss of members of the d(:'ntal te~lm to drop by and "take a look." Don't 
dis~lppoint them or the Association, make all exhibitors feel welcome and an 
important part of the Annual Session. 

By all me~lns say ·'th~lI1k you" to those people who exhihit at the Annual 
Session. Their support is greatly appreciated. 

Pay a visit to the booth filled with Silent Auction items and leave a bid on a 

variety of goodies. We have celehrity <luwgraphs, jewelty, overnight ~tay~ at area 

hotels, beautiful prints and much more. The money goes to our very own Relief 

Fund, so stop by and leave a few bids. 



Schedule of Events� 

Friday, April 12 
12:30 - 5:30 pm 

Saturday, April 13 
9 am - 4 pm 

12 noon - 5 pm 

6:30 pm 

Sunday, April 14 
7:30 - 10 am 

7:45 am - 5 pm 

8:30 am - 4:30 pm 

10 am - '5 pm 

11 :30 am - 1:30 pm 

11:30 am - 1:30 pm 

11:30 am - 1:30 pm 

11:45 am - 1 pm 

6:30 pm - 11 pm 

Monday, April 15 
7:15 am 

7:30 am 

7:45 am - 5 pm 

8:30 am - 4:30 pm 

i3:30 am - 5:30 pm 

11:45 am - 1:30 pm 

11:45 am - 1:30 pm 

Tuesday, April 16 
7:30 am 

8 am - 10 am 

i3:30 am - 4:30 pm 

11:45 am - 1:30 pm 

NDA Bo::u-d of Trustees (NDA Office)� 

NDA House of Delegates (Cornhusker)� 

NDA Exhibits Set-up (Pershing)� 

American College & TnternJtional College of Dentistry Dinner (Uni\'ersity Club)� 

NDA Exhibits Set-up (Pershing)� 

NDA Hegistration (Pershing)� 

NDA Session T, Dr. Howard farran (Pershing)� 

NDA Exhibits Open (Pershing)� 

Young Dentists Meeting & Luncheon (Pershing)� 

NEDPAC Board Meeting &. Luncheon (Pershing)� 

Pierre Fauchard Academy Luncheon (Cornhusker)� 

NDA Tee Cream Social (Pershing)� 

NDA Celebration (Cornhusker)� 

Fellowship Breakfast (NDA Hospitality Suite, Cornhusker)� 

Nebraska Society of Periodontology, Breakfast (Cornhusker)� 

NDA Hegistration (Pershing)� 

NDA Session IT, Dr. William Dickerson (Pershing)� 

NDA Exhibits Open (Pershing)� 

NDA Past President's Luncheon (Cornhuskcr)� 

Association in Women in Dentistry Luncheon & Meeting (Cornhuskcr)� 

Nebraska Association of Enc.lodontists Breakfast (Cornhusker)� 

NDA Hegistration (Pershing)� 

NDA Session 111, Dr. John McDougall (Pershing)� 

NDA Recognition Luncheon (Cornhusker)� 

Alliance Events for Annual Session 
by MalT Caseini, President, ANDA 

Plans for the 1996 Annual Session are underway and your committee has planned sezJeral actiuities, Plan to attend� 
and meet your State Officers and Board members who are working hard.� 
Our schedule for the Anllual Meeting in April is asfollr)los:� 
Monday, April 15 11:jOam - Luncheon andAnnual Session, The Apothecary, Haymarket� 

Corne greet the Alliance's national president, Sue Walker; and welcome her to Nebraska. It 
would be wondel1ul ~f we could show our support by attending the luncheon and lneetillg 
with her. 

lfyou are not yet a member of the Alliance, jJlease considerjoining llOW so that you u'ill be able to join liS in LiJlcolll il1 April. 

p2L ) wLJ Q[='l ) wLJ� 
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REDUCING FEES 
Understanding the financial consequences 
by Kevin 1. johnson 

The decision to participate or not participate in 
managed care must be made by all dentists. The decision 
addresses issues far and beyond the scope of the finan
cial impact on one's dental practice. 

"Profit" addresses current lifestyle expenses, includ
ing savings for retirement, savings for the children's 
college and income taxes. Direct costs are those incurred 
at every level of production, including staff salaries, 
payroll taxes, lab fees, clinical and office supplies. Direct 
costs are best analyzed as a percentage of collections. An 
acceptable range for direct costs is 40 percent to 45 
percent. Fixed costs are all the other expenses within the 
practice. Fixed costs do not fluctuate with production, 
and are best managed through the use of a budget. An 
additional component is a profit margin. We define a 
profit margin as 100 percent of collections minus the 
direct costs percentage. 

The "breakeven" analysis quantifies what the prac
tice needs to do on a monthly basis to cover direct and 
fixed costs and provide for the lifestyle needs. We define 
the breakeven equal to the lifestyle need plus the fixed 
costs divided by the profit margin. With a lifestyle need 
of $13,500, direct costs of 42 percent and fixed costs of 
$7,000, the monthly "breakeven" equals $35,350 ($7,000 
+ $13,500/58 percent). On an annual basis, the practice 
produces $424,000 with a profit of $162,000. 

In analyzing the impact any fee reduction will have 
on the breakeven and resulting profit, it is critical to keep 
in mind that the direct costs one incurs are a function of 
the gross production or collections. In all three scenarios 
above, the direct costs are 42 percent of the $424,000 

No $$ from Tobacco 
Four state senators have pledged to 

not accept campaign contributions from 
the tobacco industry in 1996. All 49 sena
tor~ were asked 10 SIgn the pledge bUI 
only four did so. NDA Executive Direc
tor. Tom Bassett, was asked to be the 
emcee at a recognition ceremony heJd in 
the Capitol's rotunda 10 presem awards 
to these four individuals. The Smokeless 
Prairie Coalition sponsored the- program 
10 secure pledges from senalOrs. 

The NDA congrarulates and thanks 
these- four senators for making this mean
ingful pledge. 

gross production or collections. 
Notice the additional production one must do to 

reach the profit of $162,000, which was achieved with 
100 percent fees. It is critical that the practitioner invest 
the necessary time to understand the specific monthly 
breakeven analysis. Every aspect of the practice needs 
to be very closely scrutinized. 

Before one rushes to join any program which re
quires a reduction in fees, it is imperative that the actual 
costs associated with that decision be clearly understood. 

Kevin 1. johnson, is president ofjohnson & 
johnson, pc., a CPA firm which has limited its 

practice to proViding personal financial planning 
for dentists. 

Here's the impact on this breakeven and annual profit 
if one accepts reduced fees. This annual income statement 
is based upon 100 percent fees; 85 percent fee reimburse
ment and a 70 percent fee reimbursement. 

Annaul Production $424,000 ($35,350/M) 

100% Fee 85% Fee 70% Fee 

Collections 424,000 360,000 297,000 

Direct cost -178,000 -178,000 -178,000 

Fixed cost -84,000 -84,000 -84,000 

Profit 162,000 98,000 35,000 

(From AGD Impact, February 1996) 

Left to right 
Tom Bassett; 
Sen. Ed Schrock, 
Elm Creek; Sen. 
Jim Jenson, 
Omaha; Sen. 
Paul Harnett, 
Bellevue; Sen. 
"Cap" Dierks, 
Ewing 
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Annual Session: Goals & 
Expectations 

The NDA asked the Annual Session speakers to express in 
a few sentences just what their audiences can expect to gain 
from their presentation. Here are their responses. 
Session I, Sunday, April 14th 
"The Business of Dentistry" - Dr. Howard Farran 
In the Business of Dentistry seminar, Dr. Farran will tell 
how he's built one of the most successful dental practices 
in the United States. You'll learn how to get and keep new 
patients, inexpensive, effective external marketing strate
gies and critical internal marketing and communication 
strategies. He'll explain why you should expand your 
practice today and how waiting until tomorrow can cost 
you tens of thousands of dollars in lost production and 
revenue every year. You'll discover new and innovative 
techniques that make the job of selling dentistry easier and 
let you concentrate on providing quality, consumer ori
ented dentistry. 
Session II, Monday April 15th 
"Esthetic Dentistry - It's Not Just for Anterior Teeth" 
- Dr. William Dickerson 
The objective of this program is to jump start your practice 
to a new level. Not only will you learn the clinical skills 
necessary to provide modern, conservative, esthetic resto
rations that will propel you towards the next century, but 
the management and philosophy that will make you love 
your profession again. Find out how to develop esthetics 
into your practice, while enjoying dentistlY more. This 
exciting and motivating program will bring you out of that 
dental rut! A must see for .the entire office l You will be 
amazed at what you learn in this one day comprehensive 
program. Topics to be covered are: 

•� The miracle of adhesive dentistry! 
•� Posterior esthetic restorations that guarantee success! 
•� Amazing anterior esthetics that you can do! 
•� What to charge, dealing with Insurance, and much. 

much more! 
Session Ill, Tuesday, April 16th 
"Nutrition for the Dental Patient" - Dr.John McDougall 
In one day I will teach you the principles of the McDougall 
Program used for the past decade at St. Helena Hospital in 
the Napa Valley, California. You will learn how to regain 
lost health and appearance. People on high blood pressure 
and diabetic medication are usually off their medication 
within days after starting the program. Immediate benefits 
are seen for abdominal distresses from indigestion to 
constipation. You will learn practical, scientifically backed, 
information you can use for yourself and the patients you 
see in your practice. 
I will dispel several diet myths that keep you fat and sick. 

Myth #1: Starches make you fat. 
Myth #2: You need meat to get protein. 
Myth #3: Milk is necessary for strong bones. 
Myth #4: Chicken is low cholesterol food. 
Myth #5: Vegetable oil is health food. 

You'll learn good health is mostly a matter of eating more 
of your favorite foods, like waffles, pancakes, hash brown 
potatoes, onion soup, spaghetti and marinara sauce, and 
bean burritos. 

Congrats, Thanks, Etc. 
The NDA wishes to thank the Alliance of the NDA 

for once again keeping the NDA in the forefront of the 
Legislature. Thanks to Anita Cooper, Jan Ott, Mary 
Cascini, Sue Brown, Anne Morrison & Mary Neuhaus 
for distributing packets of dental health goodies to all the 
State Senators. Governor Nelson, Lt. Governor Robak & 
Secretary of State Moore. Thanks for all your hard work' 

Congratulations to Wilina Peterson, CDT, & Gary 
Tomasek, CDT, who were both recently recognized by 
the ADA for their 25 years of service to the dental 
profession as Certified Dental Technicians. Thank you 
for your contribution to dentistry. 

Congratulations to Dr. Richard Tempero of Omaha. 
Dr. Tempero recently was elected Vice Chairman of the 
Board of Health. Congratulations on this honor' 

In Memoriam 
Dr. Donald Edwards. H3. died Saturday. March 2. 

1996. Dr. Edwards graduated from the University of 
Nebraska College of Dentistry in 193'). ,lOd became 
an active member of the dental community. Dr. 
Edwards served as President of the LDDA in 1961; 
was Editor of the Journal of the NDA from ]9')3 
through 1964; was the Secretary of the NDA for 23 
years; was an Honor,lIy member of the Past-President's 
Club of the NDA: and served on the ADA Council 
on Journalism. Dr. Edwards was also a part-time 
instructor on the faculty of the UNMC College of 
Dentistry from 1965-1979. Dr. Ed\vards was inducted 
into the NDA Hall of Fame in 197R The NDA extends 
their sympathy to his wife, Mary. and family. 

10% Discount to Orlando 
For those who will he attending the ADA's Annual 

Session in Orlando this coming Fall, you may want to 
give Southwest Airlines a call and save some money on 
airline tickets. The meeting is September 28th - October 
2nd. If you travel between September 20th and October 
9th and use the NDA's ID code, M8286, you'll get a 100A) 
discount. You'll need to phone in your reservations 
directly to Southwest Airlines Group Desk at 1-800-433
5368. Discounts will not be given after September 16th. 

The ADA has a discount program with United and 
Delta with a 5% discount. That code numher and infor
mation is in the ADA's Annual Session brochure. 

Magic Kingdom - Here we come' 
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Mixed Emotions on Managed Care 
Chicago - Almost half of all dentists in the Chicago area 

participate in managed care programs, but many believe they leave 
much to be desired, according to a new poll conducted by the 
Chicago Dental Society. 

About 46 percent of dentists in Chicago participate in managed 
care programs; 54 percent do not. The following poll results reflect 
the opinions of dentists in the 46 percent who work in managed 
care programs. 

• Among dentists who participate in managed care programs, 
54 percent indicate they participate in a combination of PPO 
and health maintenance organizations, and five percent 
participate in an HMO exclusively. 

• About one� in fOllJ managed care providers (24 percent) 
indicate they pc1l1icipate in one managed care program. 
About 56 percent indicate they participate in up to three 
managed care plans, and almost 80 percent indicate they 
participate in up to five managed care plans. 

• Almost half of respondents (48 percent) report that less than 
10 percent of their gross revenue is derived from managed 
care plans. About 22 percent of respondents say they derive 
11-20 percent of their gross revenue from managed care 
plans. About 14 percent say they derive 21-30 percent of their 
gross revenue from managed care programs. Only 3 dentists, 
or less than one percent, say they derive more than 80 
percent of their gross revenue from managed care plans. 

• About� 49 percent of respondents repoI1 that less than 10 
percent of their practices are devoted to the treatment of 
managed care patients. About 22 percent of respondents 
repolt 11-20 percent of their practices is devoted to the 
treatment of managed care patients. About 14 percent of 
respondents repOJ1 21-30 percent of their practice is devoted 
to managed care patients. 

• About 38 percent of respondents say they joined a managed 
care program to create a greater market share for their 
practice and about 30 percent say they joined a managed 
care program to increase the income of the practice. 

• About 43 percent of respondents say they did not want to join 
a managed care program and are dissatisfied now that they 
did join. About 19 percent did not want to join but are 
satisfied now. Another 9 percent did want to join and are 
satisfied they did, which implies about 28% in managed 
care are satisfied they joined. This compares to 55 percent 
who are dissatisfied and 18 percent who expressed no 
opinion. 

• About� 65 percent indicate they have not been reqUired to 
perform a specialty service or procedure that nonnally 
would have been refen'ed to another dentist; 18 percent 

No Table Clinics in '96 
The number of table clinics has been declining in recent 

NDA Annual Sessions. Costs involved in holding table clinics 
at Pershing Auditorium in Lincoln can run as high as $1000. 

Fewer than 20 table clinics were presented in 1995 and 
of those only 6 were presented by NDA members. The Board 
of Trustees have voted to not hold table clinics at the 1996 
meeting. If this seems unwise, let the NDA office know, but 
beware ...if you want table clinics to return to the schedule 
you may be the #1 candidate to round up presenters. 

indicate that this question did not apply to them. About 16 
percent say they have been asked to perform a specialty 
service or procedure that nonnally would have been referred 
to another dentist. 

• About 57 percent of respondents report that they have been 
reqUired to refer only to another dentist or physician enrolled 
in the same managed care program; 13 percent indicate that 
this question does not apply to them. 

• About� 42 percent of respondents say they were told by 
representatives of a managed care plan to modify a treatment 
plan or proVide less expensive services; 50 percent say they 
have never had this experience. About 8 percent declined 
to comment. 

While enrolled in a managed care program, 58 percent of dentists 
indicate that the gross income remained the same; 25 percent say 
it increased; and 17 percent repoI1ed that their gross income 
decreased while they were enrolled. 
About 45 percent of dentists reported that less than 25 new patients 
were generated by enrollment in managed care programs. About 
62 percent repoJ1ed that no more than 50 new patients were 
generated and 75 percent indicated that no more than 100 new 
patients were generated. Some caution should be exercised in 
interpreting this question as a time period is not specified. 
In regard to the amount of care provided to their patients under 
managed care contracts, 54 percent believe their managed care 
contract does not adequately cover the amount of dental care 
required by patients while another 30 percent believe that the 
contracts do provide adequate coverage. 
The following responses record the attitudes of all respondents, 
including dentists who are not enrolled in managed care programs. 

• About 90 percent of members believe that compared to fee
for-service programs and managed care programs, 87 per
cent strongly agree that fee-for-service programs, managed 
care programs offer patients fewer treatment options. 

•� In comparing fee-for-service programs and managed care 
programs, 87 percent strongly agree that fee-for-service 
programs are superior to managed care programs. 

• With regard to managed care programs and their impact on 
the doctor/patient relationship, 72 percent strongly believe 
that managed care programs are not beneficial to the 
relationship while another 18 percent somewhat believe that 
they are not beneficial. 

• About 59 percent of members strongly believe that managed 
care programs are not valuable systems for the delivery of 
dental care while another 23 percent somewhat believe they 
are not valuable. Twelve percent strongly believe or only 
somewhat believe they are valuable systems. 

ADA Unhappy with Vegas 
Lots of dentists, their families and staff showed up for the 

1995 Annual Session in Las Vegas. Unfortunately, the host city 
didn't block enough rooms, several hotels overbooked rooms 
and a good time was not had by all. Ask Max Martin, one of 
our NDA delegates. Max got a lesson or two in packing, 
unpacking and changing hotels. And he was an official 
delegate to the ADA House with a room reservation. 

So... the ADA may switch horses in 1999. "Lost Wages" was 
supposed to host the meeting again but other locations are 
looking more attractive. Can you say "Honolulu?" 
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Managed Care and Practice 
Value 

The traditional dental practice has a value related to its 
ability to show sufficient ongoing income to cover financing 
and overhead and still have a reasonable compensation for the 
service being provided to the patients. More impol1ant than 
cash flow and productivity is the practice's stability, which is 
protected by the broadness of the referral base. 

What kind of referral base is bought when a dentist buys 
a practice with one or many managed care systems? Apprais
ers must consider the fact that not only should the buyer 
probably not pay for the production coming from an HMO/ 
PPO source but must also analyze the balance of the practice 
to see if it can stand on its own should that become necessary. 

When considering a practice with an HMO/PPO percent
aae the buyer should determine whether enrollment with 0' 

these same companies can be attained without having to 
purchase them. If so, there is no reason to pay someone else 
for that production. 

With the involvement of large corporations providing 
blocks of patients, there are no guarantees, so buyer beware. 
When appraising a practice, the appraiser must make sure that 
practice stability can be maintained and that the suggested 
purchase price reflects that stability. 

In appraising a practice, many criteria, in addition to the 
broadness and vulnerability of the referral base, are to be 
considered, such as: 

-Is it a fee-for-selvice, preventative, referral-type practice 
with regularly returning patients? 

-If the practice provides discounted dentistly, how does 
this affect cash flow and what palt, if any, of the practice is 
fee-for-selvice that proVides an acceptable return? 

-If there are managed care programs, how do their fee 
schedules compare with seller's regular fee schedule? Can the 
contracts be transferred or terminated? 

-Does the current owner analyze the difference between 
reduced fees and regular fees so the seller knows what he or 
she is writing off? 

Adding discounted dentistry to a referral-type of practice 
makes appraisal even more complicated and buyers and 
sellers need to be even more careful than in the past. Both 
parties need the help of an expert. . 

As to retirement, it is not advisable for a dentIst to count 
on the value of the practice in long-term retirement planning 
because it isn't known what it will be worth then. But if the 
HMO/PPO trend continues, exclusively referral-type practices 
with successful continuing care programs will be at a pre
mium. 00urnal of the California Dental Association.) 

InMemoriam 
Dr. George H. Goblirsch of Wayne passed away on 

December 3, 1995. Dr. Goblirsch was a 1944 graduate of 
Creighton School of Dentistly. 

Dr. Goblirsch was a life member of both the ADA and 
NDA. Our sympathies to his wife Helen and family. 

NEBRASKA DENTAL ASSOCIATION 

New Members, Phone #'s, Addresses 
Please keep us updated re: new addresses, new phone 

numbers, or corrections in the membership direetOJ'y. 

New Addresses 

Dr. Dorothy Denzler Dr. GregoIY Knox 
3017 So. 76th Ave. 9300 UndelWoodAve. #110 
Omaha NE 68124-3409 Omaha, NE 68114-2685 

, (402) 556-7190 

New Members 
Dr. Mark Vanicek Dr. Cassandra Pietrok 
6101 Village Dr., Ste. 102 507 Windsor Drive 
Lincoln, NE 68506 Papillion, NE 68046 
(402) 420-2600 (402) 592-7814 

Dr. Sreenivas Koka Dr. Kaweh Farahbod 
7732 Yancy Drive 1300 Adams Ave. #4H 
Lincoln, NE 68507 Costa Mesa, CA 92626 
(402) 472-8900 (714) 437-7795 

Dr. Donald Howe� 
40th & Holdrege� 
Lincoln, NE 68583� 
(402) 472-1285 

new colleagues,� 
new members and new neighbors.� 

Fluoridation News Update 
The Dental Health Section of the Nebraska Department 

of Health is pleased to announce the availability of an 
additional $30,000 for the purchase of community water 
fluoridation equipment. The clock is ticking, however, be
cause these federal Preventive Block Grant funds must be 
utilized by June 1996. 

As you know, eight communities (Fremont, Gothenburg, 
Hallam, Valley, Utica, Columbus, Magnet, and Auburn) have 
received the previous $50,000 that was awarded for the 
purchase of fluoridation equipment. The additional $30,000 
for fluoridation equipment brings the total flUOridation fund
ing for Nebraska to $80,000. . . . 

Please spread the good news about water flUOridation 111 

your community. Drinking fluoridated wate~- decreases new 
caries by 40-60%. This is our opportul1lty to Improve the oral 
health status of all Nebraskans for generations to come. If 
you would like more information about water fluoridation or 
what you can do to promote fluoridation in your commul1lty, 
please call Kim McFarland at (402) 471-0166. Together we 
can make a difference! 

"Required Reading" 
We have been asked to strongly urge members to read 

an article in the February 1996 issue ofJADA. "What About 
Waterlines," pages 181-188. This is an important topic. 
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Contract Analysis from ADA 
The ADA has provided the NDA with contract analysis 

for the following dental plans: 
1. Ameritas PPO 
2. BClBS of NE 
3. Cigna Dental Health 
4. Countrywide Dental Program 
5. Dental Directory Services 
6. DNoA-Select 
7. Insurance Dentists of America 
8. Plan Plus 
9. Share 

10. The Guardian 
11. Metropolitan Life Ins. Co. 
12. Prudential Dental Network 
13. Precision Dental Associates 
14. Aetna 
15. Mutual of Omaha, Mutually Preferred 
16. UCCI 
17. Avesis 
18. Association Dental Plan 
19. Delta Dental 

Give the NDA office a call if you'd like to receive one 
or more of these analysis. 

Senior Dent Program 
Needs You 

We are updating our list of dentists who have agreed 
to participate in the NDA's Senior Dent Program. 

.Nearly 100 members statewide have said they would be 
Willing to be part of this program. 

The purpose is to offer a discount (10% or 15%, your 
choice) to older Nebraskans - age 65 or older, who have 
low incomes but don't qualify for Medicaid status. At 
present an individual with an income of under $9,300 or 
a couple with an income of under $12,500 would qualify 
to receive this discount. Both figures are 125% of the federal 
government's poverty level guideline. 

The list of dentists who agree to partiCipate is usually 
shared with the Nebraska Department of the Aging and 
oc~asionally with a senior center when they call the NDA 
and make a request. 

NDA members willing to participate in the Senior Dent 
Program should complete and return the clip off form 
below this article. If you have questions, call Julie at the 
NDA office. 

-~------------------

ClipandReturn toNDA, 3120 "0"Street, Lincoln, NE68510 

___ Yes, I am willing to have my name added to 
the list of Senior Dent participants. 

Name (please print) _ 

Signature __.,..-- -----,, _ 

Your Colleagues 
byJulie Berger 

This month's featured young professional is Dr. 
Glenn Noble of Lincoln. Dr. Noble is a general dentist 
and a 1991 graduate of UNMC College of Dentistly. He 
and his wife Jamie have five children - Nathan - 15, 
Ashley - 12, Katie - 9, Emily - 6 and Lauren - 3. 

Some of Dr. Noble's goals include: to continue to 
build his practice, to payoff student loans and honor the 
integrity of the dental profession. He also hopes to 
continue to serve his church and community and to raise 
happy, healthy children. 

Dr. Noble has been active in his community by 
serving as Scoutmaster for 2 years. He remains active in 
his church also by serving as Early Morning Seminary 
Teacher to high school students. This class begins at 6am 
every school day (What dedication!). In his spare time he 
enjoys hunting, fish
ing, golf and spend
ing time with his 
family. 

Glenn was the re
cipient of the W. 
Wallace Webster 
Award for excellency 
in undergraduate oral 
surgery. Congratula
tion and best wishes 

Ashley, Dr. Noble,Jamie, Nathan,for the future. 
Lauren, Emily and Katie 

ADPAC/NEDPAC-Don't Forget to]oin 
It's an election year and the Nebraska Dental Political 

Action Committee will SUPPOlt the campaigns of state senators 
who support dental related legislative efforts. Dollars don't 
buy votes but campaign contributions do help an organization 
get the attention of senators in a positive way. 

Only 165 NDA members have joined NEDPACIADPAC in 
1996. We'd like to see that number grow in the next 60 days. 
To join, we need a personal check for $50 made out to 
NEDPACIADPAC and sent to the NDA office. If it's a personal 
check, it's tax deductible, hence the advice to send that type 
of payment. 

NEDPAC will make contributions amounting to nearly 
$10,000 in the next few months. ADPAC will top the 
$1,000,000 mark at the federal level. 

In the next NDA Newsletter the list of NEDPAC/ADPAC 
members will appear - please consider being on that list. 

-~~~kwandsend~~peJ~ona~~~NDA-
3120 "0" St., Lincoln, NE 68510 

Yes, I wish to join NEDPAC/ADPAC ($50 
membership) 

___ Yes, I wish to join NEDPAC/ADPAC Capitol Club 
($125 membership) 

Name:. _ 
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MARCH 12 
Central District Dental Society Spring Meeting, York 

CountlY Club, 6:30 p.m.-Social Hour, 7:30 p.m.-Dinner, 
business meeting and elections to follow dinner. For more 
information contact Dr. David Berkheim at (402) 773-45] 9. 

MARCH 12 
ODDS General Membership Meeting, Anthony's. CE. 

"Adhesives in Dentistly. An Update." Dr. Wayne Barkmeier
6 p.m. Dinner-7 p.m. 

MARCH 15 
CE. Course, "Oral Medicine. An Update." Drs. Donald 

Cohen and Seema Ganatra. Creighton University (6 hI'S. 
CE.) 

MARCH 16 
CE. Course, "Oral Medicine Update" Drs. Donald 

Cohen & Seema Ganatra. Creighton University Course 
held in North Platte, (6 hI'S, CE.) 

MARCH 18 
Southeast District Dental Society Annual Meeting, 

Valentinos, Beatrice, Speaker-Dr. Harold Tu, "Implants 
and CO

2 
Lasers," 9:00 a.m.-12:00 p.m., business meeting 

follOWing lunch. For more information, contact Dr. Teny 
Malcolm at (402) 245-4303 

MARCH 23 

North District Meeting, Norfolk Country Club, Speaker 
- Dr. Nels Ewoldsen, "Glass Ionomer Update", 8:00 am 
registration. For information on CE and Friday night social, 
call Dr. George Strassler (402) 887-4]27. 

Why Do 60,000 Doctors� 
Trust Us With Their� 

Professional Reputations?� 

MARCH 29 
CE. Course, "Crown Lengthening." Drs.John Mattson 

& Dennis Nilsson, Creighton University (6 hI'S. CE.) 

APRIL 8 
LDDA Board of Directors. 5:30 r.m.. NDA Office. 

APRIL 9 
ODDS Board of Directors (6 r.m,) &. Caucus (7 p.m.) 

Douglas County Bank 046th &. Center) 

APRIL 12 
NDA Board of Trustees. ]2:30 p.m .. NDA Office 

APRIL 13 
NDA House of Delegates. Cornhusker Hotel. Lin

coln. 9 a.m. 

APRIL 14-16 
NDA Annual Session. P<:rshing AudilOriul1l 

Cornhusker' Hotel. Lincoln. 

MAY 17-19 
CE. Course. "Local Anesthesia and Pain Control 

Hygiene." UNMC 
'UNMC Course Registration (402) 559--+52:\ For in

formation (402) 559-4152. Uni"ersity of Creighton regis
tration and information in Omaha 2HO-505-+. Ou[sid<: 
Omaha ]-800-554-5072. 

.~ F-~.";' , •• ''';, .. -', 
. .'">.' §/IIII4i~-~j:~ .,.<." A'. ,~~ ~ 

~&.. '\ ...... _ . 't." .,( ," \1 l.lat ~(0..'-"I' ~~.to ~t,f~!t·~,',~,b;
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In an era of "not if, but when" a doctor will be accused of malpractice, your choice of professional liability 
coverage is extremely important. We know that any allegation can be devastating to both yourprofessional 
reputation and your personal assets... making the company you choose critical to your future well-being. Many 
factors should be taken into account when making a decision. 

Consider our financial strength and stability. We are rated A+ (Superior) by A.M. Best and AA (Excellent) by 
Standard &Poor's. Noothercompany with an exclusivefocus on the needsofthe healthcarecommunity has higher 
financial ratings. 

Look at our experience. For nearly a century we have specialized in defending and protecting doctors. No 
other company has successfully defended more than 180,000 malpractice claims. 

Local service is important, too. Our General Agents and Field Claim Managers work with you on every 
allegation. They average more than 15 years experience working with doctors and the legal system. 

Why do more than 60,000 doctors trust their professional reputation and personal assets with us? No other 
company combines nearly a century of experience with financial strength and the local service provided by 
The Medical Protective Company. 

For your copy of the FREE book on evaluating professional liability companies, call: 

waa 

.~ 

800-344-1899 ,J)ro!essicmaZ :J+otection Gxclusz'yely since /899 
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TEMPORARYPlACEMENTS, TEMPORARY STAFF
ING PRACTICE OPPORTIJNITIES AND SALES. Dental 
Locum Tenens, Inc. 919 10th Ave. North, Onalaska, W1 
54650, (800) 787-0984. 

Dental Equipment for Sale: Central Nebraska 
many cabinets, instruments, materials - dental chair, x-ray 
unit, etc. Write for details: P.O. Box Q, Cave Junction, OR 
97523. 

Progressive, experienced general dentist seeks 
part-time associateship in the Omaha area. Call (402) 457
6108. 

Available In Near Future: a developing practice in 
rural area close to Lincoln. Well located. Some patient 
load. For complete information, please write to: NDA Box 
#1026. 

For Sale - General Dental Practice. Western Ne
braska progressive and growing city. Good production, 
collection, and recall system. All inquiries confidential. 
Respond to NDA Box 0123. 

Well established, one of a kind practice with a high 
rate of patient starts, has opening for full or part-time 
orthodontist. Full ownership of satellite office available to 
full-time associate using unique equity program. (314) 
344-1121. 

Low overhead make strong net in middle America. 
Please join our small town practice in the Midwest. Dr. 
Bill Phelps, (712) 262-9133. 

Help! I have had what I consider an inordinate amount 
of problems with a tuttnauer autoclave. This is actually a 
replacement unit and the problems continue with no sat
isfactory response from the company. Is this an isolated and 
coincidental event or have other offices experienced diffi
culties with tuttnauers, especially the high voltage models? 
J would appreciate your input. Please call Robert 
Schlumberger, in Fremont, at (402) 721-1666. Thank, you! 

Nebraska General Practice for sale. Grossing in 
excess of 500K. Will assist in transition. Additional informa
tion and summary, please contact: Leonard Sharp, 1333 
West Peakview Avenue, Littleton, CO 80120. 

All ads with an NDA box number should be mailed to: 
Nebraska Dental Association 
NDA Box # _ 
3120 "0" Street 
Lincoln, NE 68510 

CLASSIFIED ADVERTISEMENTS: Must be submitted in type
written form. Indicate the number of issues in which the ad is to 
be published. Rates for NDA Members (per issue): $6.00 for 30 
words or Jess; 20 cents for each additional word. For replies to 
NDA box number, an additional $1.00. For Non-NDAMembers 
add fifty percent to these rates. NOTE: Advanced payment for 
classified ads MUST accompany order. For Display Advertising 
rate card, contact the NDA office. Send classified ad with 
remittance to: 

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

DEADLINE: Four weeks before publication. 

Managing Mismanaged Care 
by Charles Schultz, president ofGAC International, appeared in Orthoworld) 

Managed care has become a major concern to North 
American orthodontists, and rightly so. In Europe, man
aged orthodontic care has been rigidly enforced in some 
countries, and has, to some extent, occurred in all others. 
As an international company, we have observed the flow 
of this regulatory control with great concern, and some 
A.A.O. friends have asked my opinion on the subject. I 
think the following true case in point speaks volumes. 

One country (that shall remain unnamed) made all the 
orthodontists State employees, offered everyone olthodon
tics as a right; and then, guess what? The doctors were soon 
overwhelmed, and the budget was quickly blown. The 
government then decided to remedy the situation by 
decreeing some orthodontics as necessary and some not. 
Review boards were established to determine who was to 
be treated and who was not. Now, since the final decisions 
were made on the actual available budget, as less money 
became available, fewer patients qualified for treatment. 
Things went downhill from there. Since there were fewer 
patients, there was no longer a perceived need for more 
olthodontists, and educational programs were cut back. As 
most money was originally to be spent on treatment, the 
stipend for continuing education, equipment upgrades, 
and technique advancements, etc. was virtually eliminated. 

The government was then confronted. with patients who 
needed treatment paying to go to neighboring countries for 
private treatment. 

To stop this "exodus", the government then allowed 
private practices to be reopened for unqualified patients. 
Orthodontists worked for the State using sometimes anti
quated equipment, even on the most challenging cases; 
while at nights and weekends they were treating the less 
complicated cases using the latest in technology. The State 
patients began hearing of the superior private treatment 
system, and of course they wanted private treatment as 
well. But as the education cutbacks had diminished the 
professional population, the queue of patients grew too 
great for the private practices. At last, however, the State's 
load stabilized. And now? The aforementioned government 
is now going to privatize all orthodontics over the next few 
years, paying only a reduced flat fee for qualifying patients 
directly to the practitioner. In the meantime, patients that 
were mild class II nonextraction cases grew to adult 
extraction cases with deep overbites. Others got second
rate care, or none. The moral of this true medical fable? It 
is up to all of us to see that we do not repeat these bungling, 
bureaucratic mistakes in North America. 
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