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Atmual NDA Pre-Game Party 
Mark your calendar now for the morning of Satur

day, November 9th. Prior to the kick-off 
of the Nebraska-Missouri football 
game, the NDA will host its an
nual pre-game lunch. 

The soup and sandwich buf�
fet is held at the NDA� 
offices and is served from 10� 
a.m. until noon. Family and� 
friends are welcome to join in� 
the fun. It's free but don't� 
spread that fact around, it's sure� 
to tarnish your Executive� 
Director's skinflint image.� 

You really don't have to 
wear something red but the 
last person who didn't 
ended up having to wash 
all the dishes. Tom Bassett's great-aunt sure learned 
her lesson that day! 

New Classified Ad Rates 
As ofSeptember 1996, the rates charged members and non

members for placing a classified ad "skyrocketed" upwards. 

The new rate for members is $9.00 for 30 words or less and 
30¢ for each additional word. For non-members, add ftfty 

percent to these rates. We believe we had been charging 

$6.00 for 30 words since Guttenberg printed the bible a few 
centuries ago. 

TRIVIA TIME� 
What are the five most frequently used let
ters in the English language? 
(The answer appears at the end ofthe ClassifiedAd5.) 

3120 "0" Street, Lincoln, Nebraska 68510 

• 
Personnel Monitoring 
Exemption Further Clarified 

(Here's a re-run ofan "announcement" that appeared in last 
month's Newsletter. It's worthy of a second appearance. - T 
Bassett) 

Conditions requiring occupationally exposed persons to moni
tor exposure: 

Per 180 NAC 004.18 of the Nebraska Regulations of the Con
trol of Radiation, adults likely to receive in one year a dose in 
excess of 10% (.5 rem) ofthe annu<illimits (5 rem) shall monitor 
occupational exposure to radiation and shall supply and require 
the use of individual monitoring devices. 

Your facility can document that occupationally exposed per
sons (including occupationally exposed minors and declared 
pregnant women) are receiving less than 10% of the annual dose 
limits by using personal dosimeters. !fyour exposure reports 
show exposures below 10% of the applicable limits, you 
may discontinue monitoring. You are no longer required to 
write the Department of Health for an exemption, however, you 
must keep your exposure reports to show that monitoring is not 
necessary. It is important to note that an additional monitoring 
period may be necessary should changes occur (i.e. increased 
workload, new equipment, or decreased shielding) which might 
indicate the possibility of an individual receiving an increased 
dose. During a state inspection of your x-ray equipment, the 
inspector will ask to see your exposure reports. If you have any 
questions concerning personal monitoring, please contact any of 
the follOWing x-ray program staff: Julia Schmitt, Denise Pietzyk, 
Chris McCylmont, Asish Banerjee, or Brent Friesen. 

Nebraska Department of Health 
Environmental Health Protection 
Consumer Safety Section 
301 Centennial Mall South 
P.O. Box 95007� 
Lincoln, NE 68509-5007� 
402-471-2168� 

IN THIS ISSUE� 
Dr. Mike Pudwill Our New ADA Trustee 
Preferred Provider? Yeah, Right! 
Water Fluoridation Hot Topic In G.l. 
No More X-ray Badges If You Qualify 
PLUS a report from Gopher/and, 

"must reading", according to the author. 

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

One of the nicest and best things to happen to Nebraska 
dentistry took place in Minneapolis not very long ago. Dr. 
Mike Pudwill was elected the nominee to be the 10th District 
Trustee of the American Dental Association. He will repre
sent Nebraska, South Dakota, North Dakota, Iowa and Min

nesota on the ADA Board of Trustees. This is a tremendous 
honor and challenge for Mike and Sue, and we all wish them 
the very best. 

That's about as kind as I can get to the ADA Board of 
Trustees. They do a great job watching over the ADA, but one 
of their jobs is to present an annual budget to the ADA House 
of Delegates at the Annual Session. This annual budget de
cides how much we all pay in dues. Since we have had a 3 
year assessment of $55 each year for asbestos abatement in 
the ADA Headquarters building that ends this year, our 
national dues should be $55 less this year. The window of 
opportunity has allowed many state and local societies to 
raise the dues with little or no impact. 

As I prepare to go to the Annual Session in Orlando, I see 
the Board ofTrustees has proposed a "balanced budget," and 
if there are any projects or programs that the House of 
Delegates wants to promote, it may result in a deficit budget 
in need of a dues increase. 

There are two things verywrong with this picture. First the 
constitution of the ADA says the Board of Trustees is sUIr 
posed to present a budget to the House of Delegates. It 
doesn't say "balanced" budget, and the Board of Trustees 
should know and be able to prioritize any projects that are 

Mike TiU(rt.) con
gratukltes Mike 
PudwiUforbeing 
elected to be his 
successor on the 
ADA's Board. 

Jessica Meeske 
will be one offtve 
ASDA delegates 
to the ADA's 
House in Or
lando. She's a 
Nebraska native, 
now a graduate 
student ill Iowa. 

presented. Ifwe need more money 
to run the Association, then the 
Board ofTrustees should propose 
that in the budget and not blame 
the House of Delegates for any 
dues increase. 

Secondly, the Board of Trustees Dr. Jim Smtth 
would have us believe that the 
proposed balanced budget is sacred, and any other pro
grams and projects would be additional, and may require a 
dues increase. However, as a delegate, I believe the entire 
budget should be on the table and there may be some 
programs that a majority of the delegates may prefer to 
programs already included in the proposed balanced bud
get. 

I know there are a couple of very good and somewhat 
expensive proposals and motions coming to the floor of the 
House of Delegates, but at this time I am very much against 
any dues increase. Please let me know if you would like to 
spend more money on such things as direct reimbursement, 
lobbying, buying the ADA building in Washington, D.C., 
water quality, universal precautions, etc., etc., etc. 

Finally, I continue to be concerned about the quality of 
water that we use in our dental operatories. I have contacted 
the Millipore Company in Massachusetts and purchased 25 
water samplers for random testing around the state. My 
concern is the water that comes through the dental unit to 
a syringe, handpiece or cup filler. This has absolutely noth
ing to do with the so-called backflow problem that is being 
generated by misinterpretation of a state regulation. We 
need to stop this uncalled for harassment of dental offices 
throughout the state. I am encouraged by the cooperation 
of the State Health Department and prepared to do whatever 
is necessary to convince the local water districts that dental 
offices do not pose a risk to the water supply of our state. 

Peace, 

Jim 

Max Martin, Jim 
Smith, and Mike 
Pudwill are all 
smiles at the con
clusionofthe 10th 
District caucusitl 
Minneapolis. 
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HEUMANN and ASSOCIATES OFFERS 
OUAUlY CROWNS AND BRIDGES� 
AT LOWEST POSSIBLE PRICES� 

IPS Empress� 
• Crowns 
• Inlays 
• Onlays 
• Veneers 

Just$99� 
Complete 

for an Empress Crown. 

(7 working days in lab) 

Porcelain to Metal� 
Crowns & Bridges� 

(Non-precious) 

** Just $75 
Complete 

will get you a porcelain to 
metal Crown or Bridge. 

(7 working days in lab) 

* * $10 extra for metal occlusion 

We provide consistent, superior quality.� 
You must be 100% satisfied! But best of alL .. 

NO SURPRISES! You will know what the case 
will cost right from the start! 

* THE CENTURA GOLD FEES MAY CHANGE TO REFLECT POSSIBLE INCREASE OR DECREASE IN THE GOLD MARKET. 

FROM:r --------------------,
IHEUMANN� 

and Associates I 
Full Service Dental Laboratory� I 

I 
520 East Fifth St. • P.O. Box 33 I 

Topeka, KS 66601 

I 
913-235-9293 I
800-255-2412 IL 

~__________ 

Centura Gold� 
Cast Crowns� 

(All Jelenko Gold) 

Centura 100
YELLOW NON-PRECIOUS MS 
ADA INSURANCE 
CODE ......02791 

Centura 200 
CB-l PRECIOUS METAL 
ADA INSURANCE 
CODE 02792 

Centura 320 
20% GOLD 
ADA INSURANCE 
CODE 02792 

Centura 446 
46% GOLD 
ADA INSURANCE 
CODE 02792 

Centura 555 
55% GOLD 
ADA INSURANCE 
CODE 02790 

Centura 662 
62% GOLD 
ADA INSURANCE 
CODE 02790 

$58� 
COMPLETE 

$58*� 
COMPLETE 

$65*� 
COMPLETE 

$75*� 
COMPLETE 

$85*� 
COMPLETE 

$95*� 
COMPLETE 

OO~~ I 
NECESSARY I 

IF MAILED 

IN THE I 
UNITED STATES 

BUSINESS REPLY LABEL� I 
First Class Permit No. 3038 Topeka Kansas I 

POSTAGE WILL BE PAID BY ADDRESSEE I 
HEUMANN 
and Associates� 
520 East Fifth SI. • P.O. Box 33� I 
TOPEKA, KANSAS 66601� I 

~ 
Tape this label to your mailing box 
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Fluoride • Water • Nebraska� 
Nebraska CommunitiesSIDNEY: will have an opportunity this November to� 

vote on whether or not to fluoridate their public water that Currently Fluoridate:� 
system. A special thanks to Drs. Prince, Neal, and Nelson.� 

I. Albion 21. Gordon 42. Osmond
GERING: local dentists are working with the City 2. Allen 22. Hallam 43- Papillion�

Council to pass an ordinance to fluoridate. Way to go Drs. 3. Auburn 23- Hartington 44. Plattsmouth� 

Schlothauer, Schaff, Shearer, Phan, and Van Boskirk! 4. Bassett 24. Hickman 45. Red Cloud 
5. Beatrice Dev. 25 Holdrege 46. RushvilleNELIGH: received $2300.00 for the purchase of fluo J .. 

Center 26. Humphrey 47. Scribner
ridation replacement equipment. 6 Blair 27. Kearney 48. South Sioux City 

WEST POINT: will vote November 2 on whether or 7. Bloomfield 28. Laurel 49. Springfield 

not to fluoridate their public water system. Way to go Dr. 8. Blue Hill 29. Lincoln 50. Stanton 
9. Cedar-Knox 30. Lindsay 51. StellaJay Hansen! 
10. Coleridge 31. Louisville 52. Superior

GRAND ISlAND: will vote in 1998 during the general II. Columbus 32. Lyons 53. Syracuse� 
election, as to whether or not to fluoridate their public 12. Cook 33 Macy 54. Tecumseh� 

water system. The City Council has passed an ordinance 13. Creighton 34. Magnet 55. Tilden 
14. Crofton 35. Minden 56. Uticato fluoridate by January 1997, and they have received a 
15. Elgin 36. Nebraska City 57. Valley

$17,929.47 federal grant from the Nebraska Department 16. Emerson 37. Neligh 58. Valparasio� 
of Health, Dental Health Section to pay for 100 percent 17. Falls City 38. Nelson 59 Wausa� 

of the fluoridation equipment expense. The City Council 18. Fairbury 39. O'Neill 60. Wayne 
19. Fullerton 40. Ogallalawill have another meeting on October 14 to discuss the 
20. Gothenburg 41. Omaha

fluoridation issue. A special thank you to the local dental� 
community for their support especially, Drs. Thiemann,� 

Nebraska Communities with NaturalJorgensen, and the Hall County Dental Association. 
Fluoride Levels of o. 7ppm and above:The Dental Health Section has approximately $50,000� 

of federal Preventive Block Grant funds to award to� 1. Abie 13. Haigler 25. Oakland� 
commtrnities who would like to fluoridate their public 2. Alliance 14. Hayes Center 26. Oshkosh� 
water system. This funding is available until June 1997; 3. Bartley 15. Hemingford 27. Palisade 

4. Benkelman 16. Henry 28. Strattonhowever, it will be awarded on a ftrst come, ftrst serve 
5. Bushnell 17. Imperial 29. Trenton

basis. If your community is interested, please contact 6. Cambridge 18. Indianola 30. Uehling�
Kim McFarland at (402) 471-0166 for more information. 7. Clarks 19. Jackson 31. Verdel� 

8. Craig 20. Lebanon 32. Walthill 
9. Crawford 21. Lyman 33. Wauneta 
10. Culbertson 22. Memphis 34. Winnebago 
II. Elk Creek 23. Morrill 
12. Gurley 24. Nehawka 

ADA Sends Statement to DNC, RNC 
The ADA submitted a written platform statement in July to letter accompanying the platform statement. "People need 

the Democratic and Republican National Committees. The information about what they are purchasing - in plain English 
statement, also submitted to both parties' Health Policy Com - and the freedom to select the health professionals they 
mittees, reflects the ADA's goals and concerns on a range of believe best suited to treat them," 
policy issues. Empowering the health care consumer "is a simple but 

Citing dentistry's unique role in the overall health care and profound concept that will keep America's health care quality 
its emphasis on primary care, prevention, cost-effectiveness, high," Ten Pas said. 
and quality, ADA President Dr. William S, Ten Pas urged the The two-page platform statement and an eight-page attach
national committees "to empower individuals to become re ment detailing the ADA's positions on several issues were 
sponsible, informed consumers" to ensure continued access distributed to state dental societies and appear in their en
to care. tirety on ADA ONliNE (http://www.ada,org). 

"The ADA urges you to adopt positions that ensure that 
consumers have the freedom and information they need to (Editor's note - Ifyou'd like a copy of this document, call 

make informed health care choices," Ten Pas said in a cover the NDA and we can send or fax you a copy.) 
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DENTAL PROFESSlONALS 

THE MONEY STORE®� 
IS BEHIND YOU� 
ALL THE WAY� 

The Money Store'll knows commercial real estate, practice acquisition, 
you've worked hard to become a equipment, working capital and more. 
dental professional. That's why Rates are competitive, application is 
we're standing behind you with easy and the approval process is 
expert loan representatives and an surprisingly fast. 
entrepreneurial approach to small Call The Money Store'" first, 
business lending. and take advantage of this 

The Money Storelli offers exceptional financing opportu
excellent terms on loans up to nity for dental professionals. 
$2,500,000* for owner-user 

COMPLETE FINANCING* FORYOUR DENTAL PRACTICE 

Askfor Connie Rose (402) 341·2232 http://www.themoneystore.com 

• Loan programs may be oHered by The Money Store Investment Corporation (TMSI() or The Money Store Commercial Mortgage, Inc (TMSCMI), subSidiary corporations of The Money Store Inc 
Loan terms and conditions may vary based upon lending program, subsidiary and applicant qualifICation. 
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Report of Mid-States Leaders Conference and 1996 ADA� 
President's Conference, August 17, 18, 19� 
Submitted by Dr. Max Martin, Jr. 
President-elect 

My first trip to Chicago was indeed an interesting one. My 
tour guide (Tom Bassett) and I left Lincoln before 6:00 a.m., 
landed at O'Hare, took the subway/elevated train to down
town, walked a few blocks to our hotel, checked in and 
arrived at the Mid-States Conference precisely at 9:00 a.m. 
There were nine states represented around the table, and 
we discussed a variety of subjects ... Membership retention 
and recruitment was a topic interesting to all. The issues 
dealt with follow-up on non-renewals, ASDA membership, 
dues structures for new graduates and how to best serve 
our current members on a local and state level ... Regional 
board examinations along with freedom of movement was 
debated ... Many states have battled in their respective 
legislatures issues dealing with waste water, choice of pro
vider, expanded duties and ownership of dental practices 
just to mention a few items. It was a learning experience for 
me personally as well as an opportunity to meet some very 
astute and dedicated state dental leaders. I think the NDA 
Board ofTrustees needs to evaluate the benefits versus cost 
of sending its leaders to this meeting each year. Since it was 
dove-tailed in with the President's Conference, there was 
really no extra expenditures. 

My next two days were spent at the ADA Building with 
other state presidents and president-elects hearing presen
tations from a variety of state officers, ADA staff and ADA 
president, Dr. William Ten Pas. One subject presented was 
that of membership challenges. In order to improve com
munications, Oregon has its district trustees write a report 
of each Board meeting. The report is then sent to all of the 

members in their own district. Food for thought perhaps. 
We had a presentation on marketplace issues that specifi
cally addressed the ADA's DR program. More funding is 
being requested in an effort to "spread the good news" 
about DR. Licensure issues were covered along with a run 
down of current legislative and political items. The ADA 
pushed very hard for medical saving accounts to be in
cluded in the health reform bill. We took a look at the 
special committee report and its recommendations regard
ing some council changes within the ADA. Mr. Peter Sflkas, 
Esq., general counsel for the ADA, cautioned us to be very 
careful whenever we discuss any managed care program 
because of current FTC regulations. Scientific presenters 
told us that the ADA was collecting data on the possible 
need for self-contained water supplies for dental units. I'm 
sure we'll hear more on that subject in the future. Finally, 
we got a high-tech demonstration on future communica
tion with the ADA's conversion to their new computer 
system. Here in Nebraska, we can rest assured that with our 
own new upgraded computers, we will be able to hit the 
ground running when it all goes on line. The future possi
bilities are endless regarding electronic communications. It 
was mentioned that they are working on a coded access for 
members versus non-members to some of the information. 
In closing, I must say that I had a busy three days. The time 
was educational, informative and at times inspiring. Even 
though I had to carry Tom's shoes home for him (ask Tom 
for details), I enjoyed the experience, and I only hope that 
I can bring back some useful tidbits for the dentists of 
Nebraska. 

Withholding Records May Cost You 
Though patients' dental records are the dentist's property, Staff should immediately notify the dentist of a 

the law gives patients the right to the information it contains, request for records. 
writes Robyn Crimmins in the Tri-County Dental Society 

Before releasing any records, obtain written 
Bulletin, July 1996. 

authorization from the patient or the patient's 
Crimmins says the normal course of action is to give the 

legally authorized representative. 
patient a copy when the record is requested. Dentists some�
times think they can withhold a requested record if the Never part with the original record; supply a� 
patient still owes for services. According to Crimmins, it not copy.� 
only looks bad, it is against the law.� 

The law allows for a charge for copies of recordsThe author suggests if a patient requests records and hasn't 
and reasonable clerical costs for retrieval time, paid for services, smile and supply the copy; then continue to 
but use your judgement. If patients haven't pursue normal channels to collect the bill. 
paid for services, they probably won't pay for Crimmins offers some pointers when releasing patient 
copies either. records. 
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Congrats, Thanks, etc.� 
Recently, there was a nice article in the LlE~MO~, regard

ing Dr. Don Edwards of Lincoln. He was featured in an 

article about his 60 year class reunion last fall. Due to 

unforeseen circumstances, all four of his classmates could 

not attend the reunion, but he didn't mind. The article goes 

on to talk about his life in dentistry and how much he truly 

loved the profession. He is missed deeply, and his work will 

live on in a generation of dentists who follow. 

Congratulations to Dr. George Schlothauer of Gering 

who recently received "The Alumni Achievement Award" 

for UNMC College of Dentistry Alumni Association for Out

standing Professional Achievement. George received this 

award at the Alumni banquet held during Dental Alumni 

weekend. Congratulations on your award!!! 

Congrats also to Dr. Robert McPherson of Hastings. He 

received "The Distinguished Service Award" from UNMC 

College of Dentistry Alumni Association for Distinguished 

Service to the College and Profession. Bob also received his 

award at the Alumni banquet. What a great honor! 

Schools &Direct 
Reimbursement 

The NDA Office is anxious to hear from members who 

know of any schools in Nebraska that offer employees a 

dental benefit program based on direct reimbursment. Please 

call Tom, Julie or Cindy ifyou are aware ofany school (public 

or private - small or large) that offers a direct rein1bursement 

dental plan. (1-800-234-3120) 

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

New Members New Addresses 

Dr. Mitchell Henry Dr. Phillip Rich 
3741 Faulkner Dr., #212 1334 South 119th St. 
Lincoln, NE 68516 Omaha, NE 68144 
(402) 424-9417 (402) 393-7646 

Dr. Timothy Sheehan 
5121 Erskine St. 
Omaha, NE 68104 
(402) 556-7055 

5District Meeting 
This popular annual CE and social meeting is 

scheduled for October 13th & 14th in Grand Island. 
On October 13th the NDA's Board of Trustees 

and House of Delegates will conduct the business 
of the Association. That evening CE registrants will 
be treated to a nice dinner, followed by a short 
business meeting for those who are members of 
one of the 5 host Districts. 

On Monday, October 14th Dr. Donald Arens of 
Indiana U's School of Dentistry will present "Endo

dontics As It's Practiced Today. "This 6 hour course 
promises to be a noteworthy session. Registration 
forms should have recently arrived in NDA mem
bers' mail. The contact person for the CE course is 
Dr. Dan Spencer of G.!. who can be reached at 
(308) 381-0167. 

Your Colleagues 
byJulie Berger 

This month's featured yOlmg professional is Dr. Barry Feldner 
of Kearney. Dr. Feldner is a 1988 graduate of the Periodontics 
Masters of Science Program at UNMC. He and his wife Susan 
have three girls: Kathleen, three; Anneliese, one; and brand 
new baby girl Gabriel, born on July 24th! Congratulations! 

Dr. Feldner's goals include: On a professional level he 
would like to develop a practice that is respected for proVid
ing high-quality service while 
treating people in a caring 
manner. On a personal level, 
he hopes to rear a family that 
knows and loves the Lord. 

Prior to becoming a hus
band and father, Barry was 
quite active with many activi
ties, including running, wa
ter and snow skiing, fishing, 
flying, and two-stepping. 
Now, though, with a grow
ing family, his special inter
ests are small, but quite ac
tive and extremely mobile! 
On the weekends, Susan and 
Barry can be found relaxing by working on her parents farm 
in Spalding. 

Best wishes to you and your family! 
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Heumann 
Dental 
Laboratory
Orthodontic 
Department 
the most complete selection of 
appliances available It backed 
by our famous warranties. 

r----------------------------------------r---------------------------------------------~

I I 

!

I 

150L OFF ORTHODONTIC !

I 

From: 
I I NO POSTAGE70 Introductory Offer 
I I NECESSARYI I 
I I IF MAILED 
I This coupon is good for 15 % off on your next I IN THE 

I
I 

orthodontic appliance order. Be sure to include UNITED STATES

I this coupon with the case. Not to be used with BUSINESS REPLY lABEL 
I any other discount offer. First Class Permit No. 3038 Topeka. Kansas 
I 

POSTAGE WILL BE PAID BY ADDRESSEE I 

I HEUMANN AND ASSOCIATES 
I DENTAL LABORATORY 
I 
I POST OFFICE BOX 33 

I 

Heumilnn
I Heumann and Associates Dental Laboratory
I TOPEKA, KANSAS 66601 
I Box 33, 520 East Fifth SI. Toll Free WATS Line 
I Topeka, Kansas 66601 (Kansas Only) 800-432-3586 
I Telephone (913) 235-9293 (Nationwide) 800-255-2412 Tape this label to your mailing box.
I 
I 

~:L "Full Service" L 
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Campaign Contributions� 
The Nebraska Dental Political Action Conunittee (NEDPAC) 

is a voluntary group of nearly 200 NDA members. Funds from 
NEDPAC are used to support the campaign efforts of those who 
seek office in the state of Nebraska. 

Candidates for the Unicameral are the chief recipients of 
NEDPAC dollars. The NEDPAC Board is made up of six dentists 
who meet at least twice a year to hear updates from the NDA's 
lobbying team and review the record of candidates seeking 
support from the dental community. 

The NEDPAC Board met recently (via teleconference) and 
discussed the state senatorial candidates involved in the upcom
ing election. The following is a list of candidates who will 
receive some financial assistance. In one case, campaign funds 
were split between two candidates running for the same seat. 
Both candidates appear to be well-qualified and possess a will
ingness to work well with the NDA. A total of $6750 will be 
donated to the campaigns of the follOWing candidates: 

District # Candidate 

33 Senator Ardyce Bohlke 

29 Senator LaVon Crosby 

17 Senator Pat Engel 

45 Senator Paul Hartnett 

43 Senator Jim Jones 

37 Senator Doug Kristensen 

47 Senator Jerry Matzke 

9 Shelley Kiel 

9 Robert Sivick 

42 Senator Don Pederson 

1 Senator Floyd Vrtiska 

3 Senator Michael Avery 

5 Senator Don Preister 

7 Senator John Hilgert 

15 Senator Ramon Janssen 

19 Senator Leland Klein 

21 Senator Carol Hudkins 

23 Senator Curt Bromm 

25 Senator Jerome Warner 

27 Senator DiAnna Schimek 

31 Senator Kate Witek 

35 Senator Dan Fisher 

39 Senator Dwite Pedersen 

41 Senator Jerry Schmitt 

49 Senator Robert Wickersham 

Taking the Bite Out of Cash 
Flow Problems 

In order to keep cash flowing, a dentist must practice 

good dentistry as well as good business, writes Kathryn 

Preston, CPA, in Illinois Dental News, July 1996. 

Don't delegate all financial responsibility to staff, says 

Preston, but remain intimately aware of your budget if you 

want to run a financially successful practice. 

Do you have a detailed and accurate account of your 

inventory? Do you carefully review your monthly bank 

statements? Can you put your hands on a current cash flow 

projection when you need it? Do you have a ready line of 

credit to take you through slack periods? 

" If you do not answer yes to all of these questions, you 

may be losing track of - and control - on your business 

management," Preston writes. 

Preston offers some suggestions for keeping abreast of 

the business of dentistry: 

1. Institute a policy of up-front payment. Post your 

clearly worded payment policy in a conspicuous place. 

Remember that the longer a debtor can delay paying, the 

harder it will be to collect. 

2. When a patient does have trouble paying, be firm and 

persistent, but flexible enough to work out a realistic pay

ment plan. Reduce the times when a collection agency is 

used by selecting a staff member who will be sympathetic 

without compromising the need for prompt and reliable 

payment. Keep a record of all collection efforts made by 

your office. 

3. Often when a patient has dental insurance, the pa

tient seeks reimbursement after paying the dentist; but if 

you must handle insurance claims, be sure your staff mem

ber is familiar with all required forms and procedures. 

4. When equipping your office, look into leasing as well 

as buying. If you consider leasing, look into fmancing and 

interest rates, maintenance contracts and end-of-term sal

vage value. If you decide to purchase, how much can you 

fmance? Where will you fmd a down payment if you can't 

get 100% fmancing? 

5. Schedule regular tax check-ups with your accoun

tant. Be sure taxes are reported accurately and on time to 

avoid IRS penalties. Compare the advantages of different 

forms of business: sole practitioner, limited liability partner

ship or personal service corporation. Is your depreciation 

accounting method the most advantageous? 

6. Encourage your employees to express their ideas on 

reducing operating costs and show that you seriously con

sider their suggestions. 
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Preferred Provider? 
Dear Mr./Mrs. Insurance Company: 

I read your letter with great interest. I am indeed honored 
to learn that I have been singled out of all the fme dentists 
in Delaware, by one of the fastest growing companies in the 
country, to be asked to join your health care organization. 
From the tone of your letter, it is humbling, indeed, to learn 
that I am one of the best, and I am excited to hear about all 
the new patients that you assure me, will be flocking to my 
office. Though you mentioned something about my name on 
some sort of a list, I am sure it is a very short list and all these 
new patients will be coming to me. You asked me if I wanted 
a lot of new patients and then answered your own question 
by saying that I would get many new patients. I can hardly 
wait to greet these new people, eager to experience new and 
extensive dentistry, as you promised. 

Your fee schedule was a little disappointing, since it seems 
you will be paying me about 40% less that I usually charge, 
but that's OK, because ofall the new patients I will be seeing. 
Considering all these wonderful things you will be doing for 
me, I feel compelled to ask a favor of you. Since my income 
will be cut by 40%, I must ask you to send a personal letter 
(not a form letter) to all the laboratories I deal with. This 
letter must inform them that I will discount their bills by 40% 
and not pay their normal charges; also a letter to all my 
supply houses (the names and addresses are enclosed on a 
separate sheet). My repair man may be upset, but, with the 
increased use of equipment, he will be called more often. 
You must be very tactful when you write to my wife, because 
with a 40% cut, she will also have to cut back. My employees 
may be upset with a 40% pay cut, but since we will be 
working many extra hours with crown and bridge, precision 
partials and implants, they will not mind, I am sure. My 
accountant should understand since she will see from our 
records that we will be working longer hours yet producing 
less income, but that will be her problem. I will, of course, 
have to cut back on my vacation time since I will be spending 
more time in the office (with 40% less fees). However, I 
could hire an associate at 40% less than the going rate, but 
he/she should understand. Our hygienist will have to cut 
down her appointment time from 1 hour or 45 minutes to 
30 minutes, but I am sure she won't mind. I think 30 minutes 
should be enough time to do a good prophylaxis, give oral 
hygiene instruction, take the necessary radiographs, answer 
questions and for me to do a thorough examination, a cancer 
exam, answer more questions and make the necessary rec
ommendations. 

With all these new patients, we will just have to work 
faster. With less time between patients, we will have to find 
short-cuts with our sterilization procedures, but if nobody 
gets sick or infected, I am sure OSHA might not notice. We 
will no longer have time to establish a "dental-patient" rela
tionship, but that's OK; with the increased volume, it will not 
matter that much anymore if we really get to know each 
patient. The patients might notice, but after all, they will be 
coming to me for cheap fees and average dentistry and that 

is what counts, isn't it? Cheap dentistry? This should make up 
for the personal time I used to spend with them. 

When I went into dentistry many years ago, I wanted to be 
my own boss and make my own decisions. I understand that 
if I work for you, (as an employee of some sort), you will take 
care of me and help me out whenever you can. It will be 
reassuring to know that I will not have to make my own 
decisions anymore, about fees and those kinds of things, 
because you will make those decisions for me. When I read 
your "Participating Dentist Professional Service Agreement," 
some things were just a little confusing. I am sure this 
"agreement" is in my best interest and you only have me at 
heart because you want to help me, my patients, and your 
clients. After 30 years ofdentistry and my patients calling me 
"Doctor," your want to call me only a "prOVider". My son is 
a prOVider for his dog. Would it be OK with you if I still call 
myself "Doctor" around my friends and only go by "Provider" 
with all the patients you will send to me? Your contract also 
goes on to state that I can only refer to one of your member 
specialists or, if there are none, I must give you notice and 
get your permission. Does this mean that I have to get your 
permission before I am allowed to send a patient who is in 
pain, with a swollen face and a highly infected molar to an 
endodontist at 4:30 on Friday afternoon? On the leader page 
that you sent me, you stated "No Paperwork ReqUired from 
Plan Dentist," then on your "Service Agreement," you state, 
"Dentist will provide patient utilization information to (the 
plan) on forms proVided by (the plan) or on such other forms 
as agreed to between the parties." My question is ..."Are 
there forms or no forms?" Also, you state that you can inspect 
any books and documents relating to the dental care services 
rendered ... I assume this also means that I can come to your 
office and "inspect any books and documents relating to the 
dental care services rendered." 

I received a letter today, at my home in Pennsylvania, from 
you company. This letter stated that I can automatically be 
accepted to your dental plan because I own a certain credit 
card. It is obvious that the person sending me this letter did 
not know that I was also a dentist. I noticed, however, that 
everything you stated in the "credit card letter" does not 
seem to fit with what you say in your "Dental" letter. The 
most misleading statement is ... "every (dentist) has been 
extensively prescreened and approved according to our (your) 
high quality standards." Your "high quality standards" are .. 
. my Fax number, my degree, number of dentists and hygien
ists, number of operatories, do I carry malpractice insurance, 
my office hours, languages spoken, and my date of birth. I 
would not consider these high quality standards. It is inter
esting to know what you consider "high quality standard," 
but what about the rest of the card holders? I wonder what 
they consider "high quality standards?" All the letter to the 
card holders talks about is "no charge," "savings," "reduced 
cost," etc. Whatever happened to caring, good dentistry, 
cheerful, honesty, truthful, high tech, value, improved care, 
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Why Do 60,000 Doctors� 
Trust Us With Their� 

Professional Reputations?� 
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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 your professional 
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. No othercompany with an exclusive focus on the needs of the health care community 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: 

w.iD 

800-344-1899 Professional J+oteetion Gxcluszvely since /899 

understanding, listening to patients and, sometimes, free 
dentistry for people who calUlot afford good dentistry. 
With you, it all seems to come down to money, not good 
dental care or a caring dentist, just your bottom line profit. 

Mer writing this letter, I think it would be in the best 
interest of my patients, my staff, my wife, my laboratories, 
my suppliers, my accountant, my associates and, yes, even 
myself, if I just continue doing dentistry the way I have 
done in the past and the way I want to do it in the future. 
I might not need all the wonderful things you can do for 
me or even all the patients you promised. I like the kind 
of high quality dentistry I have been doing and I do not 
think I should lower my standards to just adequate care for 
discounted fees. You can, therefore, keep your forms, cut
rate fees and "Big Brother" tactics. I think I will be happier 
the way I am . , . a dentist doing the best dentistry I know 
how, the way I think it should be done, referring to top 
rank specialists who do not have to get on a list and being 
my own man, making my own decisions without someone 
looking over my shoulder. I also am happy charging what 
I would consider a reasonable fee without cutting prices 
so that an insurance company can increase it's bottom line 
profit. At the fees you quoted, my employees will be 
making more money than I will. Please do not attempt to 
contact me in the future, because your literature and that 
of other insurance companies like yours, is cluttering up 
my trash can. 

Very truly yours, 
Charles S. Hom, III, DDS 
(From the Deleware State Dental Society Newsletter, September 1996) 

Watch Out for CAVE People! 
Following a public spectacle created by anti-water-fluorida

tion folks in Grand Island, we heard someone refer to this 
noisy group as CAVE people. It stands for Citizens Against 
Virtually Everything. 

Vital Statistics 
o� 6% OfAmericans have been to the dentist at least five 

times in the last year. 

o� 19% ofAmericans have eatenfish in the last 24 hours. 

o� 20% of Americans would rather have a tooth pulled 

than take their car in for repairs. 

o� 32% ofAmericansfind shopping an unpleasant experi
ence. 

o� 41% ofAmerican women do not own a skirt. 

o 57% ofAmerican households have at least one pet. 

o� 63% ofAmericans watch T. V. almost every evening. 

o� 71% ofAmerican smokers have tried to quit. 

o 89% ofAmericans are proud to be Americans. 

o� 90% of Americans consider themselves to be happy 
people. 
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Alchohol &Dmgs: Saying Goodbye 
Licensee Assistance Program 

Saying goodbye to alcohol and drugs is like saying goodbye 
to a good friend, a place you have lived, a lifestyle, activities 
you have enjoyed, parts of your personality, rituals and famil
iar feelings. Just like any major change in life the good comes 
with the bad. Starting a life alcohol and drug free can be 
frightening and almost always has an element of grief to it. In 
fact, grief over the absence of familiarity ( emotional states 
caused by alcohol and drug usage) in a person's lifestyle may 
even contribute to the relapse dynamic once a person is in 
recovery. One of the first assignments for people entering 
treatment is to write a goodbye letter to mood altering chemi
cals. This is the beginning of the grief process which consists 
of several stages: 

• Denial (I don't have a problem!) 
• Anger (This isn't fair!) 
• Bargaining (If only...) 
• Depression (How will I cope?) 
• Acceptance (Embracing a new lifestyle.) 

As a person who moves through the grief process they will 
need self-support, social support and spiritual belief system 
or philosophy of life. 

Employee Benefit Alert! 
by Caro/in Whitaker 

(This article appeared in the September 1996 Newslet
ter. As the end of 1996 approaches, we felt it was worth 
repeating.) 

Businesses with 25 or fewer employees are about to 
LOSE a low cost benefit for owners and employees. 

Congress has just enacted a sweeping change in retire
ment plan rules that would eliminate economical SARSEP 
plans. SARSEP retirement plans are especially designed 
for businesses with 25 or fewer employees and do NOT 
require the employer to contribute to the plan. Plans are 
strictly employee funded, from salaries of employees. 

The way most dental practices are set up makes this 
type of plan a real benefit not only for the employee, but 
for THE BOSS. (Bosses may participate, too.) Practices 
with retirement plans have a competitive edge in hiring 
and retaining personnel. We all know employee turnover 
is a major hassle and expense, anything we can do to 
reduce it affects the bottom line. 

Some of the symptoms of grief are: 
• Loss of appetite 
• Guilt and anger 
• Difficulty concentrating 
• Sleep disturbances 
• Focus on lost object(s) - alcohol and drugs 
• Emotional and or physical pain 
• Fatigue - loss of energy 

Grief may come in waves. The first wave is usually the most 
intense. The intensity diminishes over time but can return 
unexpectedly. The most important thing is to work through 
these waves and stages. This takes courage and perseverance. 
One of the main reasons people abuse and stay dependant on 
alcohol and drugs is due to the fear of not knowing how they 
will live without such a dependable ally as alcohol or a drug. 

If you feel that substance abuse is negatively affecting you, 
a co-worker or an employee you supervise, there is help 
available. The Licensee Assistance Program offers free, confi
dential assistance to state licensed professionals with sub
stance abuse problems. Ifyou feel you need assistance, please 
contact Tim Swisher, MHR, LMHP, CADAC, Licensee Assis
tance Program Coordinator at 1-800-851-2336 or 354-8055. 

But, as of December 31, 1996, the low cost SARSEP 
plan will be replaced with the SIMPLE plan, which will 
REQUIRE EMPLOYER MATCHING CONTRIBUTIONS. 

This means that many practices will either have to make 
matching contributions to employee retirement plans or 
have no plan at all. 

There is a window of opportunity between now and 
the end of this year for dental practices to establish 
SARSEP plans and be "grandfathered" in under the cur
rent rules. Even future hires will be able to be brought 
into the plan. If you have ever considered offering a 
modest retirement/tax savings plan in your practice, you 
must act qUickly to take advantage of the current rules. 
USE IT OR LOSE IT. 

(Carolin Whitaker is with Spelman and Company, 
Inc. of Omaha. We appreciate her early warning on 
this matter. She is a plan specialist and has a number 
of dentists as clients.) 
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Tobacco Control Coalitions 
More than 2,000 Nebraskans die each year from tobacco

related diseases. Tobacco products kill more Nebraskans 
than AIDS, alcohol, heroin, cocaine, car accidents, homi
cide, suicide, and fires COMBINED! Yet, many people in 
your community are joining together to change this. If you 
are interested in reducing tobacco use and want to make a 
difference, contact one of the people listed below. 

For additional information about Nebraska's tobacco con
trol coalitions, contact Tom Bassett (402) 476-1704 or Kelly 
Gould (402) 554-2670. 

Tobacco-Free Lincoln 
Tom Bassett 
Nebraska Dental Association 
(402) 476-1704 

CAT Citizens Against Tobacco (Panhandle)� 
Clancy Bohlander� 
Gering Junior High School� 
(308) 436-3123 

Tobacco-Free Buffalo County (Keamey)� 
Sally Husen� 
College Park� 
(308) 385-6429 

Tobacco-Free Hall County (Grand IslandlHall County)� 
Susan Haeker� 
St. Francis Medical Center� 
(308) 389-5423 

Hastings 
Kandy Hallett 
(402) 463-9475 

Fairbury� 
Judy McGee� 
Jefferson Community Health Center� 
(402) 729-3351 

Gage County Tobacco Task Force 
Mary Scherling 
Beatrice State Development Center 
(402) 223-2302 

Columbus 
Bob Arp 
Columbus Lakeview High School 
(402) 563-2345 

Norfolk 
Bmce Masteller 
Our Lady of Lourdes Hospital 
(402) 371-3402 

Fremont� 
Jan Ostransky� 
Memorial Hospital of Dodge County� 
(402) 727-3355 

Plattsmouth 
Becky Wetenkamp 
Plattsmouth Middle School 
(402) 296-3174 

Metro Omaha Tobacco Awareness Coalition (MOTAC)� 
Dr. Richard Stacy� 
University of Nebraska at Omaha� 
(402) 554-2670 

Is Market Timing a Good 
Idea for Investors? 
by Brent Reimers 

If market timers are so smart, why aren't they rich? 
Market timing involves jumping in and out of stocks, in an 

effort to catch bull markets but sidestep crashes. After four 
months of big swings in the market, it might seem like a 
wonderful strategy. 

There's just one problem. While timing may help to ease 
the pain of a bear market, it sure can alter your overall 
financial objectives. I believe you would get better returns 
by simply buying and holding a collection of well-mn stock 
mutual funds. 

And yet a lot of us are closet market timers. We call 
ourselves long-term investors. But we get antsy when the 
markets get rough, so we sell some of our stocks, figuring 
we'll be able to buy back later at lower prices. 

Even some market timers will tell you that timing isn't 
principally about beating the market. It's about controlling 
risk. 

For instance, I've listened to various money managers who 
nm market-timing mutual funds, and here is what Paul 
Merriman had to say, "I've looked at hundreds of market
timing systems. The reality is that they underperform bull 
markets but outperform bear markets. And overall, most of 
them lag the market slightly." 

Morningstar Mutual Funds, a Chicago newsletter, shows 
there are nine market-timing stock funds that have been 
around for the five years ended in December, 1995. The 
funds have returned an average of 7.2% a year, compared 
with an average of 9% for all diversified U.S. stock funds. 

The fact of the matter is that people become scared at the 
bottom and way too greedy at the top. 

So what can you expect from market timing? A reasonable 
expectation with market timing is that you'll perform at the 
averages, or a little below, with less risk. 

The bottom line? Market timing may indeed allow you to 
miss part of a bear market. But you'll probably lag behind the 
market averages, you'll do a fair amount of trading, and you'll 
have to deal with the associated tax hassles. And, of course, 
YOU'll have to live with the risk that your decision or advice 
received may be wrong and leave you langUishing in cash the 
next time stocks roar ahead. 

If you're nervous about the market, my advice is to con
sider other risk-reduction strategies. You can decrease vola
tility in your portfolio's value by spreading your money 
across a number of stocks and a variety of stock-market 
sectors. 

You can also lower your portfolio's risk level by keeping 
a small portion of your money in bonds and money-market 
funds. And consider using dollar-cost averaging, which in
volves investing a little bit every month. All these strategies 
can help make stock investing more bearable. 

(Brent Reimers is an investment broker with A. G. Edwards 
& Sons, Inc. His office is in Lincoln.) 
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October 8 
ODDS Board of Directors-6 p.m., Caucus-7 p.m., 
Douglas County Bank. 

October 13 
NDA Board of Trustees & House of Delegates, Grand 
Island. 

October 14 
5 District Conference, CE. Course, Midtown Holiday Inn, 
Grand Island. Contact Dr. Dan Spencer at 308/381-0167. 

October 15 
ODDS General Membership Meeting. 6 p.m.-CE., 7 
p.m.-meeting, Anthony's. 

October 18 
CE. Course, "Decision Making in Perio and Prosthetics: 
Crown Lengthening, Soft Tissue Management and Bet
ter Diagnosis, Better Results," Drs. John Mattson, Dennis 
Nilsson and Charles Wilcox, Creighton University. Course 
in Estes Park, CO (6 hrs. CE.). 

October 25 
CE. Course, NE OKU Lecture, "Complete Denture 
Challenges in the Older Patient," Dr. Kenneth Shay, 
Creighton University (3 hrs. C.E.). 

October 26 
CE. Course, "Successful Dentistry for Patients Over 60," 
Dr. Kenneth Shay, Creighton University Course held in 
Topeka, KS (6 hrs. CE.). 

Report from Gopherland� 

October 28 
LDDA Board Meeting, 5:30 p.m., NDA Office. 

November 1 &: 2 
"Radiology for Dental Assistants," Dr. Carole BrelU1eise, 
Creighton University. 

November 1·3 
CE. Course, "Local Anesthesia and Pain Control for Den· 
tal Hygienists," UNMC College of Dentistry. 

November 4 
LDDA General Membership Meeting and StaffNight, 3:30
5:30 p.m., 2 hrs. CE., Dr. Bruce Bavitz - Speaker, 5:30 
p.m. - Social, 6 p.m. - Dinner, Villager Motel. 

November 5 
ODDS Board of Directors Meeting, 6:30 p.m. 

November 8 
CE. Course, "Steri-Oss Implant Restorative Course," 
Dr. Samuel Strong, Creighton University (6 hrs. C.E.) 

November 9 
NDA Open House, Pre-game LIllich, 10 a.m.-12 noon. See 
NDA Newsletter for more details. 

November 15 
CE. Course, "Endodontics with Dr. Cliff Ruddle," co-spon· 
sored with ODDS, Creighton University. (6 hrs. CE.) 

-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. 

For the last five years my daughter, Kara, has attended the 

University of Minnesota. So, on August 19th, she leaves Min

nesota for California and on September 5th Mary and I arrive 

for the Minnesota Dental Board of Trustees and House of 

Delegates fall meeting. Timing is everything!!! 

Actually, the meeting was very informative and interesting 

for me. Minnesota really has their "act together" in the area 

of direct reimbursement. They just passed a $100.00 dues 

increase to help finance their DR program. Without getting 

too technical, it appears to me that we here in Nebraska might 

be able to dove tail into the Minnesota arrangement, and we 

could both benefit from the partnership. I intend to visit with 

our Board at the October meeting. 

The rest of their meeting organization was run as a mini ADA 

house meeting with the use of reference committees and their 

reports. It cuts down on open discussion and wasted time on 

the Hoar of the House. (I was, however, able to slip into a 

sports bar to watch the first three quarters of the Husker/ 

Michigan State game.) Could we adopt such a procedure?? 

Perhaps. 

All in all, we were kept very busy and after a 7:00 a.m. 

Board Meeting on Sunday, I hustled out to the Holiday Inn 

by the Mall for a tenth district caucus. This was particularly 

gratifying since our own Mike Pudwill was officially elected 

as the district nominee for ADA trustee - congratulations 

MIKE!!! I would be remiss if! didn't officially thank each of 

you for giving me the opportunity to be your representative 

to this meeting. 

Sincerely, 

Max Martin, Jr., D.D.S. 

NDA President-Elect 
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NO ADDmONALCHARGE FOR "lWO DAY" lABO
RATORY FABRICATION SERVICES! Now you can seat 
crowns in just three to four days.· Effectively accommodate 
busy time schedules.· Speed payments and improve cash 
flow.· Reduce temporization problems.· Charge premium 
fees for faster patient services.· Special Limited Offer: To 
prove the time-saving value of this special service to your 
practice, we'll buyyour first three restorations when you 
call TRIPAIAY Dental Laboratory today at 800-252-0232. 

PART-TIME DENTIST - 2 day work week - Saturdays and 
Mondays. Must feel comfortable with surgical extractions and 
molar endos. Well compensated. Reply to NDA Box 0923. 

FULL-TIME DENTIST for associate position. Private 
practice in Southwest Omaha. Modern facility and equip
ment. Work evenings and Saturdays. Well compensated. Reply 
to NDA Box 0924. 

NO MORE RENT. Pay less than most montWy rental fees 
and own the building in 15 years or less. Dr. wants to 
introduce you to patients and staff and retire. General dental 
practice in West Omaha with 3 ops, nitrous, ample parking, 
some room for expansion, and located in area of all profes
sional offices. Send inquires to P.O. Box 241657, Omaha, NE 
68124-5657. Replies confidential. 

CENTRAL NEBRASKA general 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. 

USED EQUIPMENT FOR SALE: FOUR PELTON
CRANE liGHTS $500 EACH; FOUR DENTAL-EZE 
CHAIRS $1000 EACH. (402) 486-0825, liNCOLN, NE. 

DENTAL EQUIPMENT FOR SALE: ADEC Excellence 
Unit, Ught and Stools, KAVO Handpieces and Fiberoptics, Air 
Techniques Compressor, Ritter X-ray Unit, Ritter Den-TaI-EZ 
Chair, Cabinets - Instruments - Supplies, Etc. 
Floyd Heimbuch, D.D.S. 619 Box Butte Ave., Alliance, NE 
69301, (308) 762-3234,762-1419. 

LOOKING FOR A PLACE TO PRACTICE? Dental 
Office Cooperative Available in Omaha. Great Location for 
Part-Time Practice. Equipment Provided. InqUire P.O. Box 
24934, Omaha, NE 68124. 

AVery Good Deed 
The Missionary Benedictine Sisters, an international con

gregation of Sisters, are working with the city of Meinhekou 
in Northeast China to provide a full range of healthcare 
services to a community with insufficient medical services. 
We are including a 2 unit dental office. The project is funded 
by donations. We have completed the building of the clinic, 
but now we need to equip it. To do this we need fmandal 
assistance. We also could use hand instruments, as well as 
surgical instruments. The dental units themselves, we are on 
the way to procuring. 

Our clinic is scheduled to open March of 1997. Before that 
time it would be wonderful if we could get one or two 
volunteers to work in the dental office, ftrst to help us set 
up and second to treat patients. A translator could be pro
vided if you cannot speak Mandarin Chinese. 

PRACTICE OPPORTUNITIES - Available immediately, west 
central location (Fremont Area), $280,000 annual collections. Dr. 
relocating, will carry financing. Other practices available in NE 
and IA. For information call Gordon at (800) 692-3826. 

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

CURRENTLY INTERVIEWING FOR A DENTAL ASSO
CIATE. 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 P.O. Box 31044, 
Omaha, NE 68131-0044. 

ASSOCIATESIllP POSITION AVAIlABLE for a higWy 
motivated individual up to full-time in the Omaha/Council Bluffs 
area. Please contact Valorie Wiley at (402) 733-3932 if interested. 

ANSWER TO TRIVIA TIME: 

E-T-A-Q-S, in order of frequency. The remaining 21 
letters, in order offrequency, are I-N-R-H-L-~C-U-M-Y-B
p-lV-P-G- V-K-j-X-Q-Z. 

AU 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 typewritten fom1. 
Indicate rhe number of issues in which the ad is ro be published. Rates for 
NDA Members lper issue): S9.00 for 31l words or less; 3D cents for each 
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 Advertis
ing rate card, contaet the NDA office. Send classified ad with remittance 
to; 

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

DEADLINE: Four weeks before publication. 

For further information you can contact me at: 

Sister Michael Marie Rottinghaus 
Aimin Hospital 
Health Bureau 
South River Road No. 32 
Meihekou City, Jilin Province 
P.R. China 135000 
PhonelFAX 011-86-448-321-2925 

Sister Agnes Salber 
300 N. 18th Street 
Norfolk, NE 68701 

Monetary contributions can be sent to the Norfolk address. 
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Don't End Up With an EDlpty Pot!� 
Use the value of your practice 

to fund your pension plan! 

Through AFfCO's Pre-Sale Program you can ... 
•� Cash in on the value of your practice now and use 

it to fund your pension plan. 
•� Continue to practice from five to fifteen years. 
•� Watch the money you receive grow by two, three, 

or even four times before you retire. 

Maintain your present income, fund your retirement, 
and improve your quality of life NOW. 

It's time to call AFTCO! 
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