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Health Reform: Dental Benefits 
As Congress begins discussing the benefit package, a House 

suhcommittee moved to defining coverage in the broadest 
terms, adding mental and other benefits and speeding up 
President Clinton's demal coverage for adults. 

It all comes at a cost, however, with the dental coverage 
alone carrying an annual price tag of $6.4 to $7.3 billion. ' 

The subcomminee benefit package is not expected to 
survive the legislative process, in part because of its generosity, 
in part because the parent Education and Labor Committee 
doesn't have to find the dollars to pay for added coverage. 
That's up to other panels, which may have reservations about 
the price tag. 

The Clinton proposal and Rep. Jim McDermott's tD-Wash.) 
government-run insurance, among major bills, would cover 
routine dental cart for children to age 18. Other bills do not 
specify benefits. The Clinton plan would add preventive dental 
benefits for adults and orthodontic CHe for children in 200l. 

A labor-management relations subcommittee by voice vote 
approved Rep. George 1Vliller"s tD-Calif.) amendment to make 
the Clinton dental coverage for adults fully effective immediately 
under health system reform. 

The panel is chaired by Rep. Pat Williams (D-Mont.), who 
priced the net cost of the subcommittee benefit package at $6 
billion with cost-sharing and other controls. The subcommittee 
approved the package 17-10 and sent it up the line for full 
committee action. 

"We might just as well kill the President's bill with kindness," 
Rep. Marge Roukema (I{-N.J.). 

Many in Congress would just as soon avoid definition (and 
cost) of benefits by deferring to a national health board or other 
advisory panel. The Senate Labor and Human Resources 
Committee achieved rare unanimity for any reform measure, 
voting 17-0 to allow Congress to define the package but giving 
an indepenclent national health board control over costs. 

"We're in the final stretches," Sen. Jay Rockefeller CD-W.Va.) 
said at the Capital Hill forum on henefits. "We need to decide 
what benefits people have today, we're really nor clear on that, 
what they want and what they're willing to give up." 
(FromADA \'(/C/sb i Ilgton Report,.!lIne3, 1994) 

Last Call: Dues Pre-payment 
Over 23') NDA members have requested ,ll1d received 

their easy to use, pre-payment dues coupon booklet. 
The program is based on paying 1995 ADA, DA and 

District dues in 5 monthly installments. If you begin the 
program now, we may ask that you make 4 monthly pay
ments. 

If you're interested, call Gerilyn at the NDA, 800-234
3120. 

New Orleans In October 
The ADA's Annual Session will be in New Orleans this 

coming October 22-27. 
Now is the time to make your hotel reservations and 

flight plans. Hotel space will likely fill up rapidly and there's 
some competitive airfares on a 2 for 1 arrangement ("peanut
fares"). 

When you make your flight arrangements don't forget 
that United and Delta are offering a 5% discount. The ADA's 
registration booklet gives the details. If your booklet is 
missing in action give the ADA a call on their toll free line 
and request another one from their annual session office. 

Also, remember that AAA Travel of Nebraska offers NDA 
members an additional 3% rebate. Their toll-free number is 
800-222-6327, To get the rebate you must tell AAA that you're 
an NDA member. 

New Orleans should be a great host city. 

NDA Leadership Conference 
Attention all district officers and interested NDA 

members! On Saturclay,)uly 30th the NDA and ADA will 
co-sponsor a day long program called "Roles and 
Goals." We need representation from all 8 districts. 

The Nonheast Holiday Inn in Lincoln is the meeting 
site ancl we'll be busy learning and brainstorming from 
8 am - 4:30 pm. Yes, there is such a thing as a Free 
lunch. 

Several hundred members received brief surveys 
from the ADA re: concerns and how to improve your 
association. "Thank-you" to all who returned them. 

The NDA will be providing lunch and coffee breaks 
but we need a head count. Please call Julie and tell her 
if you plan to attend (800-234-3120). 

Insurance	 NDAIADA Endorselllents 

Embezzlement	 Guarding against it 

Dental Provider Agreements. Can you negotiate? 

Risk Management Seminars .. 71lej're ll'Orking 

PLUS	 a !lumber of thought 
proooking {//1ic!es alltbored 
by people Il'1.JO knOll' lobat 
tbe}'re talking about (so 
the}' sa!'). 

A NEWSLETTER SERVING THE DENTISTS OF NEBRASKA
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A Message From the President 
Ed Vigna. D.D.S.
 
Preside/lt Nebraska Delltaf Assuciatio/l
 

At last some good news for a change. All the threats to dentistry, one of the last true cottage \~., . 
industty professions, are all still out there and growing, but let me tell you about the real .~~ 
success story we can all be proud of. 

I'm sure you remember the dental program marketed and sold to Farm Bureau members 
from a group called Precision Dental Associates. I need not remind you of what a poor plan 
this was and all the tactics used to coerce dentists to join. I have before me a memo dated 
June 21, 1994, to State Board of Directors, County Presidents, District Directors of Field ~r
Services, Career Agents, District Sales Managers, PA/PKR of the Nebraska Farm Bureau
 
Federation stating "It is with regret that we announce the termination of the subject member
 
service." (Subject meaning the Dentists Discount Program). The memo goes on to state that
 

Dr. Ed Vigna
"Precision Dental Associates has been effectively stonewalled by Nebraska Dentists." If 
Precision Dental Associates was stonewalled by Nebraska dentists it was due to the inadequate plan they were bringing to 
us. Had this been a fair and economically viable option for Nebraska dentists, there would have been adequate participation. 

This issue was brought to our attention by a member dentist. Tom Bassett and Dr. Gene Merchant met with several officials 
from Farm Bureau and the membership was informed of the merits of the plan and the position of all the parties involved. 
My point is this highlight's the process and we need to say thanks to organized dentistry, its staff and members for a job well 
done. I am confident it was our combined efforts that helped bring about the termination of this program that was not in 
the best interests of the dentists of Nebraska and the delivery of dental care to our patients. Next time someone asks what 
the NDA and organized dentistly is doing for them, remember this story. Hopefully we could have this kind of success on 
all issues. 

The response to the hygiene local anesthesia issue has been truly outstanding. To date we have received 723 of our 916 
surveys for a 79% return. As indicated this will assist us in establishing a position on this issue in the months to come. When 
all the data is processed I will share the results and any fUl1her developments on this issue. On June 27 a representative group 
from the NDA met with representatives from the NDHA to discuss their legislation. Thank you to everyone who responded 
to the survey. 

Just a reminder, the Board will meet Friday, July 29th followed by a "Roles and Goals Workshop" sponsored by ADA on 
Saturday, July 30th. If anyone is interested in the workshop, please contact the central office. 

I hope each of you has a fun and safe summer. 

AReport From South Dakota 
By Dr. James Smith 

It was an honor and a pleasure to represent the Nebraska 
Dental Association from May 12-15, 1994 at the South Dakota 
Dental Association Annual Session in Sioux Falls. My wife, 
Marty, and I were treated like royalty. We will never forget their 
genuine hospitality. 

The entire meeting was well organized and well attended. 
The Board of Trustees and House of Delegates meetings were 
spread out over 3 or 4 days with reference committees and lively 
debates. Some of the issues that were discussed: 

1.	 Reject a $500.00 expenditure to participate in the Heart 
Dental Buying Group. 

2.	 Adopted a reaffmnation of support for a $100.00 man
datory Annual Session fee for all active members. In 
effect this is a dues increase, but since there are no lobbying 
costs, the entire $100.00 fee is tax deductible. 

3,	 Adopted endorsement of an ADA Spokesperson Pro
gram for SDDA leadership. 

4.	 Adopted a resolution that the SDDA Board of Trustees, 
through an ad hoc committee, develop proposed guide
lines for associate memberships in the SDDA for dental 
auxiliaries and report back to the 1995 House of Del
egates. 
This resolution and the 5100.00 annual session fee were the 
issue~ most actively debated. Dental auxiliaries might include 
all dental office personnel, e.g., office managers, hygienists, 

dental assistants, lab technicians, certified, full time, part time. 
The prevailing wisdom behind this resolution is to increase 
membership, to reach out to the dental staff that do not 
belong to a state or national organization, and to create a 
more unified voice for dental health care providers. Clearly, 
there may be a negative response from national organizations 
clue to a possible erosion of their membership. The ADA is 
also looking into this issue. 

During the session we were very fortunate to have input 
and reports from Dr. Mike Till, the 10th District Trustee and at 
the Sunday morning House of Delegates session, Dr. Richard 
O'Eustachio, President-Eleet of the ADA, shared some informa
tion with us concerning ADA and health care reform. 

South Dakota is a model due to its overwhelming percent
age of participation in organized dentistty and the PAC orga
nizations. Their scientific sessions, table clinics and displays 
were great. The social events were just a lot of fun. The officers, 
their spouses, the administrative staff, and the exhibitors were 
fabulous. These are my kind of people! Lastly, I was struck by 
the spirituality of the entire meeting, but especially evident at 
the 7:00 a.m. Sunday morning Prayer Breakfast. These are all 
very hard working men and women who have their priorities 
in proper order and ir was an honor to be their guest. 

James F. Smith, DDS, JD 
NDA Vice President 
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••• Q promise to defend...
 

HERE ARE THE FACTS: Over 25% of America's Dentists will be embroiled in a malpractice issue during 
their career. More than 80% of those malpractice allegations will be closed without an award for damages. 
Your professional reputation and your personal assets are on the line when y r prdfessionaJ liability carrier 
is not both financially sound and experienced in the law and the judicial system. 

WHEN THE ISSUES ARE LEGAL, NOT DENTAL-when the allegations are frivolous, or highly emotional 
you need a company and legal representation that understands the problem and has- the experience to 
resolve the issue. The Medical Protective Company has specialized in defe ing doctors since 1899. Our 
legal and claims management experience is unmatched by any other insurer in tlle U.S. 

FOR MORE INFORMATION on how we can protect your professional reputation and your personal assets, 
call your local Medical Protective General Agent at 1-800-344-1899. 

ProjesSiOTldZJ+otection <Exclusively since /899 
A+ (Superior) A. M. Best AA (Excellent) Standard and Poor's 
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3-DAY IN-LABORATORY 
TURNAROUND SERVICE 

Heumann and Associates Dental Laboratory offers 3-day in-laboratory service for 
porcelain veneer laminates. Your patient can have something beautiful to smile about 
in less than a week. For example: Monday, impressions of your patient's teeth are 
made, sent overnight to us, and by Thursday, the custom fabricated porcelain 
veneers are shipped back to you overnight in a Heumann Single Unit Dosage 
Cosmetic Delivery System box with dual cure luting 

The demands for cosmetic dentistry are here...be prepared to 
meet the growing demand of your patients with Heumann's Quick 

your patient's teeth on Friday... it is 
All porcelain veneers are shipped to 
you In this handy carrier, complete 

composite, so you can bond the veneer to 

that simple, quick and 
with bonding material, for your comfortable 
convenience!to your 

patient. 

Box 33, 520 East Fifth St. Toll-Free WATS Line 
Topeka, Kansas 66601 (Kansas Only) 800-432-3586 
Telephone (913) 235-9293 (Nationwide) 800-255-2412 
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BUY-SELL AGREEMENTS 

Business Should Prepare For 
Death or Disability of Partner 

(Mr. Chuck Heinke was an exhibitor at the NDA 's Annual 
Session in Omaha. He qffered to create an m1icle on this 
important topic. We thank himfor the following information 
Editor). 

Partnerships and closely held corporations often face seri
ous problems - even bankruptcy - when one paltner dies 
unexpectedly or becomes disabled. According to Chuck Heinke 
of The Equitable Life Assurance Society, all too many business 
owners fail to prepare for such an eventuality. When a partner 
dies, the surviving owner not only suffers an emotional loss but 
may have to deal with everything from squabbling heirs to 
nervous lenders. During a period of adjustment, employee 
morale can suffer, and patient loyalty will likely be eroded. 

Management experts advocate the use of a buy-sell agree
ment. This is a simple, but binding contract that requires a 
surviving partner to buy the interest of a deceased partner at 
a fixed price or a price based on a pre-determined formula. Most 
buy-sell agreements also cover situations in which an owner 
becomes permanently unable to continue to be active in the 
firm because of serious disability. 

The most important purpose of a buy-sell agreement, is to 
ensure that the surviving owner retains control of the business 
while providing the deceased partner's heirs a fair price and a 
ready market for their interest. 

Good business practices would indicate that no small 
business should be without a buy-sell agreement. In a two
owner company, the chances of one owner dying or becoming 
disabled before age 65 are significant. The surviving member 
of the partnership needs to be certain the business will continue. 

Funding a buy-sell agreement can be a problem because 
most small business owners keep their cash working in the 
business. An agreement is worthless unless the money is 
available for the survivor to complete the purchase. Mr. Heinke 
suggests life and disability buy-out insurance as generally the 
most efficient funding sources for buy-sell agreements. 

In a buy-sell agreement funded by insurance, each partner 
buys a permanent life insurance policy and a disability policy 
on the other partner in an amount equal to the partner's interest 
in the business. When a partner dies or becomes disabled, the 
insurance proceeds are used to buy the interest. If all partners 
live until retirement, the life policy's cash values can become 
a part of their retirement plans. 

When business owners have a properly executed and 
adequately funded buy-sell agreement, surviving partners are 
assured that the business will continue with as little disruption 
as possible. Heirs are assured of an immediate sale of their 
interest at a fair price. 

Buy-sell agreements should be designed by an attorney 
who knows tax laws and other applicable statutes. Another 
important factor to consider is that agreements and the funding 
should be set up while palmers are young and healthy. Delay
ing too long could meant that a partner could die unexpectedly 
or become uninsurable. 

None of us like to think about such unpleasant things, but 
they cia happen. It just makes good business sense to prepare 
for them. 

(Chuck Heinke is a Registered Representative of The Equi
table life Assurance Society, 5617 "0" lincoln, Nebraska (402) 
483-6665. GE 91-17G.) 
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28 delicious flavots 

TERRY'S 
ICE CREAM 

IT'S TIME WE HAD
 
A LITTLE ENTREPRENEUR-TO


ENTREPRENEUR TALK.
 

You parlayed a dream into one very successful busi
ness. But hold the applause. 

Because now it's time to safeguard that success for 
you, your associates and your family. In short, it's time to 
talk to an Equitable Agent. 

The Equitable has a whole battery of insurance and 
other financial products to help protect your business and 
personal interests. Like ways to cover salaries of owners 
and key employees if they're disabled. And to make up for 
business income lost if such disabilities occur. 

We have policies that fund a buyout if your partner 
retires, is disabled or dies. Even joint survivorship policies 
that cover you Gild your spouse, and pay when money's 
needed for estate expenses like taxes. 

What's right for you? As entrepreneurs themselves, 
Equitable Agents are in a great position to know. Talk to 
one soon. It's time to protect your dream. 

THE 

EQUITABLE 

LOOKING FORWARD TO THE FUTURE. 

Chuck Heinke, Casey Setsodi & Lynnette Olson
 
5617 0 Street Lincoln, Nebraska
 

(402) 483-6665 
OR 

10040 Regency Circle, Suite 260 Omaha, Nebraska 
(402) 397-2112 or 1-800-33-0LSON 

GE·92-65 <01992 The Equilable Life Assurance SOciC1Y. NY. NY 10019 
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NDA Endorses Health Insurance Plan
 
Due to the many inquiries from the membership con

cerning health insurance your Executive Director, members 
of the NDA's Insurance Council, and Bob Diers (Harold Diers 
and Company) three years ago began researching the pos
sibility of a health plan for the NDA membership. 

Using the basic criteria that any plan must be a member
ship benefit, we began to contact the marketplace. 

After many meetings, luncheons, and long hours, two 
opinions became obvious. 

1.	 The contacts in the large census were just not inter
ested in the "Association" business. 

2.	 Most companies that were interested either had infe
rior coverage or were not willing to offer any special 
"membership" benefits. 

However, the long hours and investigation did finally 
come to a conclusion with a presentation to the Insurance 
Council of the NDA from Home Life Financial. This presen
tation was thoroughly evaluated hy your Executive Director 
and Bob Diers. There were some areas we felt needed further 
explanation and written documentation of various items 
were requested. References were checked. Mr. Diers pro
vided the DA with policy comparisons. 

After all this was evaluated, the NDA Insurance Council 
again heard a presentation from the Home Life hnancial 
representative. 

It was at this meeting it became apparent that the items 
we felt needed to make this plan a true membership benefit 
was a parr of the Home Life Financial package. 

Flexibility in the various deductibles and plan design, 
competitive price, underwriting concessions, the integrity 
and quality of the product, the ability of choice between a 
PPO or non PPO policy and superior, proven turn time on 
claims. 

Harold Diers and Co. was selected as marketing agency 
for the plan because of their past working relationship with 
the Association as well as a large base of insurcd Nebraska 
Dentists. 

ODDS Building Membership 
The Omaha District Dental Society has been selected to 

participate in the ADA's 1994-1995 Field Service Program. 
As one of 13 component societies taking part in the program 
nationwide, the ODDS will receive "hands-on" customized 
membership recruitment and retention (R&R) services from 
an ADA Field Representative. 

The goals of the Fielcl Service Program are to help 
increase the number of new members ancl to retain current 
members, while promoting the benefits of tripanite member
ship. Dr. G,lly Westerman will chair a membership Task 
Force, whose charge will be to craft and implement an R & 
R plan of action for the dental society over the next year and 
a half. Dr. Westerm:.tn and the leadership of the ODDS are 
already brainstorming and developing stimulating activities 
to energize current members and attract new members in 
order to enable the dental society to increase both market 
share and dues revenue. 

Watch the newsletter for news of the Task Force activi
ties. Omaha District members will likely be asked to get 
involved and help in the Task Force's recruitment and 
retention efforts. We hope all will answer the call. 

At this time a marketing plan is in place and on schedule. 
A progress report will be a part of your Board of Trustees 
report at their fall meeting. 

Home Life FinancialAssurance Corporation 
"Better Than Expected" 

Home Life Financial Assurance Corporation is a national 
employee benefit firm specialiZing in the sales and service 
of benefit programs for groups of 1 to 2,000 lives. Home Life 
has been in the group insurance business over 40 years and 
presently insures over 17,000 groups and 253,000 lives across 
the country. 

Home Life joined forces with Community Mutual re
cently as a stock affiliate, and with this new pannership, the 
companies combined have in excess of $2.4 hillion of 
prcmium in force and carry "Excellent" ratings by A.M. Best 
Company. 

According to a spokesman, "our small group clients stay 
with us twice as long as the industry standard. We are 
committed to customer service to the greatest extent pos
sible. This is ret1ectecl by the fact that last year we paid over 
1.2 million claims, ane! of these claims, 95% were processed 
in two business days or less." 

Plan design options available are Virtually limitless. Both 
PPO programs (in Omaha and Lincoln areas) and compre
hensive medical programs are available with deductibles 
ranging from $200 to $1000 with valying coinsurance and 
out-of-pocket options. Mail order prescription drug program, 
prescription drug card, supplemental accident benefit, pre
ventive care benefits, and maternity coverage are all addi
tional b nefits that are available on the medical program. 

While focusing not only in the metropolitan areas but 
also the rural markets, Home Life has built a reputation as 
being committed to providing quality insurance programs to 
small groups for a fair price. 

Young Dentists Seminar 
& Tailgate Party 

BW"gers • Bratwurst • Beverages • Beffer Business 

The 3rd annual fall gathering of young dentists (age 
40	 and under or less than 10 years in practice) will be 
held at the NDA office on Saturday morning, September 
17th. 

The Cornhusker football team plays the UCLA Bruins 
at 2:30 pm that afternoon, so we're hosLing a combination 
tailgate party and practice management session. 

In the morning we'll be hearing presentations from 
the director of human resources at a major Lincoln 
company and Dr. Ken Keith a pychology professor from 
Nebraska Wesleyan. The topics will include stress man
agement and the hiring/interview process. 

Spouses are welcome to attend the seminar and kids 
are welcome to join in on the tailgate party. 

Mark your calendars now! More information will be 
coming your way this summer. 



A New Era of Composite
 
Bonding: A Materialsl
 

Techniques Update
 

Ronald E. Jordan, DDS, MSD 

Ronald Jordan, Dean of the 
Faculty of Dentistry at the 
University of Manitoba in 

Winnipeg, Manitoba, is consiu ed 
one of the world's foremost authorities 
on composite materials. Among the 
areas that Dr. Jordan will address in 
his lecture are: 

• anterior composite materials 

• dentin bonding agents 

• the conservative treatment of 
discolored and malformed dentitions 

• the current amalgam controversy 

• posterior composite restorations 

5.5CEU 

Electronic
 
Dental
 

Anesthesia
 

Carol Brown, RDH, BS 

C arol Brown received her BS 
degree in 1976 from the 
University of Nebraska

Lincoln. She has worked for seventeen 
years in practices limited to 
periodontics and has completed 
training in expanded function 
periodontal therapy at Northern 
Arizona University in Flagstaff. Ms. 
Brown was a full time instructor in the 
Department of Periodontics at 
Creighton University from 1986 to 
1990. She is co-owner of Progressive 
Dental Resources, Inc., a consulting 
firm which assists general dental 
practices in establishing customized 
periodontal treatment programs and 
advanced clinical training in 
instrumentation. Ms. Brown has 
presented programs on dental hygiene 
uses of electronic dental anesthesia to 
various groups for the past three years. 

3.5 CEU 

The Dental Hygienist's 
Role in Maintaining 
Esthetic Restorations 

Kelly A. Gould, RDH, MA 

K elly Gould received her BS 
degree in dental hygiene from 
the University of Nebraska 

Medical Center College of Dentistry 
and her MA degree in health education 
from the University of Nebraska at 
Omaha. Ms. Gould has worked as a 
clinical dental hygienist in general and 
periodontal specialty practices for over 
ten years. She was an instructor of 
periodontics at Creighton University 
and an instructor of dental hygiene at 
UNMC College of Dentistry. Ms. Gould 
was the 1990 recipient of the Oral-B 
Dental Hygiene Grant in which she 
investigated the effects of polishing 
agents on esthetic restorative materials. 

2.0CEU 

Helpful Hints for Continuing Education Participants 
... Commercial parking is available in the lot adjacent to the Cornhusker Hotel (entrance on 13th and L Streets) for early arrivers 
only. The lot fills quickly. Additional commercial parking is available at: 

PirsTier, 13th and M Streets 
Centrum, 12th and N Streets 
Towne Park, 1/2 Block East of Cornhusker on M Street. 

... Room temperatures cannot always be controlled to each person's comfort. Please bring a sweater or jacket. 

... Smoking is prohibited in the meeting rooms. 

Don't miss the UNMC DentaL Alumni Reunion, September 23-24! 



Reservation Form .:. Dental Alumni Reunion .:. September 23 and 24, 1994 

Name 

Address 

City/State/Zip Daytime Phone 

Class year _ 

_ 

_ 

Name(s) of guests/staff (include designations) 

The Dental Alumni Reunion is planned and presented as a benefit of membership in the Alumni Association. To maintain the 
integrity of this membership benefit while allOWing for maximum use of the continuing education opportunity, a separate non-member 
registration fee has been added this year just for the CE program. Alumni Association membership is required for all of the other 
reunion activities. 

o I am a member of the Dental and UNL Alumni Associations. My membership number is ~ _ 
o I would like to join the Dental and UNL Alumni Associations. Enclosed is my separate check for $30 dues. 

All checks are payable to the UNL Alumni Association. Please return this form with separate checks for the: 1) reunion: 2) football 
tickets: and 3) member dues to: The Dental Alumni Reunion, c/o UNL Alumni Association, 1520 R St., P.O. Box 880216, Lincoln, NE 
68588-0216. Refunds may be obtained before September 16; thereafter no refunds can be given. 

REGISTRATION 

Note: Registration fees are required of EACH participant in the Continuing Education program. 

Alumni Assn. Member/Spouse/Office Staff (Before 9/1/94) $10 Total all 
(After 9/1/94) $20 below

Non-Member/Spouse/Office Staff $60 ... 
# of participants at Member rate (Before 9/1/94) __ x $10 = _ 

Registration Fees (After 9/1/94) __ x $20 = _ 
{ 

# of participants at Non-Member rate __ x $60 = _ 

CONTINUING EDUCATION PROGRAMS 
Dr. Ron Jordan 

Update on Esthetic Materials # of participants __ x $40 = _ 

Carol Brown, RDH 
Electronic Dental Anesthesia and 

Kelly Gould, RDH, MA 
The Dental Hygienist's Role in Maintaining Esthetic Restorations # of participants __ x $40 = _ 

Luncheon 
No charge to Continuing Education participants # of participants __ x N /C = N /C 

Guests other than registrants # of guests __ x $15 = _ 
(The following events are open only to members of the Alumni Association and their spouses.)
 
Dinner/Dance # of participants __ x $27 = _
 
College Tours # of participants __ x N /C = N /C
 

College Brunch # of participants __ x $10 = _
 

TOTAL = $ _ 

FOOTBALL TICKETS: Nebraska vs. Pacific, $22.50 each; if buying tickets, you must buy two and send a separate check for $45.00. 
Very limited availability (see eligibility requirements below). 

GENERAL INFORMATION 

Hotel Accommodations: A block of hotel rooms has been reserved for Dental College alumni on a first-come, first-served basis at the Comhusker Hotel, toll free at 
1-800-793-7474. Rooms in this block are available only for individual reservations. Reservations from the block will not be available after August 22. Please indicate that you 
are with the Dental Alumni Association when making your reservations. 

Registration Packets: Registration packets, including football tickets, will be available during general registration on Friday. Packets with tickets may also be picked up 
during the 6:00-6:45pm social time on Friday. 

Football Ticket Eligibility: A very limited number of football tickets is available on a first-come, first-served basis. To be eligible for football tickets, you must: 
1) be a paid member of the Nebraska and Dental Alumni Associations; and 2) also participate in both the CE seminarIlunch and the Friday banquet. Tickets are limited to 
two per family or individual membership. If buying tickets, you must buy two and send a separate check for $45.00, payable to the UNL Alumni Assn. 
Registration packets with tickets must be picked up at designated times and locations (see Registration Packets). 

Dinner/Dance Attendance: Advanced registration is required for attendance at the Friday evening dinner I dance. We cannot accommodate walk-in reservations. 

Registration/Cancellation Policy: Refunds (except for registration fees) can be obtained by contacting the Alumni Association before September 16. 
After this date we must respectfully decline giving refunds. 

For More Information Call: The UNL Alumni Association (402) 472-2841. 

College of Dentistry Alumni Association Board of Directors President: Julie Marshall; Presidenl-Elecl: Sheri Hibberd; Past President: Thomas Fagot; Secrelary
Treasurer: Kenton W. Neuhaus; Members: Reg Gartner, 1994; Richard Grant, 1996; Jennifer Ham, 1994; Cork Taylor, Jr., 1994; James WickIess, 1994; Lannie Weak, Jr., 1995; 
Kim Bush, 1995; Bob Money, 1995; Dean: Stephen Leeper; Editor: Jana Miller; Faculty Rep: Myron Pudwill; Alumni Association President: Bryan Van Deun 
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Do Risk Management Seminars Make a Difference? 
A recent CNA study shows that dentists who attended a risk management seminar had a 24 percent lower average indemnity 
cost per claim than dentists who had not attended. 
By R.E. Wallace, C.S.P. agement seminars experience a higher number of cases that are 
Vice President, National Dental Program closed without payment than those who have not attended. Our 

CNA recently undertook a study to determine whether risk claims offices report that upon learning the importance of 
management seminars make a difference in cost and number prompt reporting incidents, attending dentists tend to report 
of claims repolted. The study required matching two separate more incidents (as opposed to claims) than those who have not 
databases, each designed for a different purpose. First, a search attended. 
was made of the CNA Dental Professional Liability policy Many such minor incidents are closed with no payment 

, issuance database to identify dentists who had attended our risk because the patient never pursues a claim or lawsuit. Other, 
management seminars versus those who had not attended. The more significant incidents may also be closed with no payment 
names of seminar attendees and non-attendees were then because dentists who have attended the seminars learn to keep 
matched to CNA claims information from the CNA claims better records, demonstrating that the standard of care has not 
reporting database. been breached. 

The match was less than 100 percent because dentists 
moved, changed the names of their practices, left group prac- Lower Indemnity Costs 
tices to form their own practices or joined group practices. Interestingly, dentists who had attended the seminar had a 

Nevertheless, the results were intriguing and point to a 24 percent lower average indemnity cost per claim than did 
benefit of seminar attendance. dentists who had not attended a seminar. While the study does 

Looking at the Results 
not prove a definite correlation between attendance at the 
seminar and lower cost per claim, dentists, attorneys and claims 

The overall frequency of professional liability claims was personnel believe that dentists attending the seminars have 
about the same for dentists who had attended the seminar as learned to keep better records, resulting in better defense 
for those who had not attended. Considering the objectives of against claims. 
the seminar, it is not surprising that there was no significant In effect, thorough records serve as effective reminders, 
difference in frequency. The CNA seminar is designed to which better prepare the dentists for questions in deposition or 
educate dentists about what sorts of mishaps occur, which occur on the stand about treatment that took place several years 
most frequently, and what might be done to lessen the chance earlier. Stronger more convincing testimony and the quality of 
of such occurrences. the records serve to reduce the dentist's perceived liability and 

Another objective, equally important, is to use the knowl the size of claim settlements. 
edge gained from past claims to demonstrate how to conduct Insurance personnel who are closely associated with loss 
the practice and keep records so that, in effect, a legal defense control and the teaching of risk management techniques have 
is built before a claim is made. Should a claim arise, the long believed that educational efforts should have a positive 
improved methods and better records as reflected in the pa- effect over time on claims experience. Now there is a reasonable 
tients' charts can help prove that the standard of care was met. indicator that significant beneficial effects are, in fact, realized 

The study also showed that dentists who attend risk man- from risk management seminar education." 
(From Dental Expressions, Fall 1993) 

New-And-Improved Professional Protector Plan
 
(The professionalliabili(y policy endorsed by the NDA and 30 

atber state dental associations continues to add improvements. 
Editor) 

The Professional Protector Plan policy has been redesigned to 
meet the evolving needs of dentistry, and to make it clearer and 
easier to reae!. Highlights of the new policy which became effective 
in Nebraska in March of 1994 include the following: 

Contractual Liability coverage is now specifically included 
in the PPP policy and addresses arrangements with HMOs, PPO, 
IPAs or similar organizations which frequently require you to 
assume responsibility via a "hold harmless" clause for protecting 
them as a result of your own professional liability. 

Disciplinary & Licensure Coverage or Department of Pro
fessional Regulations (DPR) coverage, as it is commonly referred 
to; pays the fees, costs and expenses to defend you against state 
regulatory action resulting from a covered incident. 

First Aid Coverage pays up to $5,000 per person for treatment 
of injuries resulting from your treatment of the patient, regardless 
of fault. 

Medical Payments Coverage pays $5,000 per person up to 
a maximum of $10,000 per occurrence for treatment of injuries 
which result from causes other than our treatment of a patient, 
regardless of fault. 

Personal Injury Coverage previously offered by the PPP via 

endorsement is now included, and addresses claims involVing 
malicious prosecution, detention, wrongful entry or eviction, libel, 
slander, violation of rights of privacy, assault, battery, mental 
anguish, or adveltising offenses. 

Medical Waste Legal Expense Coverage will reimburse up 
to $50,000 per suit or $50,000 per year for legal expenses incurred 
by a dentist who has been named as a defendant or co-defendant 
in a civil suit which alleges a violation of a law or regulation 
governing medical waste disposal, including administrative pro
ceedings brought by the Federal or State EPA, and appeals. 

Undue Familiarity coverage (defense only) is provided by 
the policy for defense against alleged acts of inappropriate sexual 
intimacy, sexual molestation or sexual assault, however, settle
ments or judgements resulting from such actions are not covered. 

Locum Tenens coverage for your liability when a dentist or 
oral surgeon substitutes for you. A brief application is required, 
which provides coverage for the substitute within your limits of 
liability. 

Liberalization language in the policy extends these new 
coverages to Nebraska policyholders as of the effective date, 
regardless of physical possession of a "new" policy. 
°There is no additional charge for any of the new coverages. These are highlights. please 
see. policy for complete details. The PPP is a registered trademark of Poe. & Brown. 
underwritten by Contine.ntal Casualty Co. & National Fire Insurance Co. of Hartford. two 
of the CNA Insurance Companies. 
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Negotiating Dental Provider Agreements
 
Most dentists know that, because of the antitrust laws, 

they generally cannot get together to fix prices, boycott 
plans, agree on material provider contract terms, or other
wise "collude." While there are limited exceptions under the 
antitrust laws (for example, pure lobbying efforts or joint 
activities by dentists within the same partnership), on the 
whole, the antitrust laws prevent individual dentists from 
getting together to negotiate with another party such as a 
dental benefit organization (DBO). How, then, maya dentist 
negotiate effectively with a DBO on an individual hasis? 

Here are a few suggestions: 

1.	 Before negotiating, make sure it is worth your time 
and effort. 
Are you seriously considering the arrangement? Does the 
agreement promise adequate financial rewards? What 
kind of patient base can the DBO offer? Will the com
pensation be sufficient to pay your ongoing costs of 
doing business, such as salaries and wages, supplies and 
laboratory costs, plus your fixed costs such as those for 
equipment, rent and interest expenses? 

2.	 Consider hiring an attorney to negotiate for you. 
Look for an attorney with proven provider contract 
negotiation experience, perhaps even experience with 
the DBO you are considering. 'If you need a reference, 
call the local bar association for a list of attorneys. At your 
initial meeting with this advisor, ask what you can expect 
of him or her and how much you will need to pay. 

3.	 Investigate the DBO. 
What is its reputation? Is it generally accommodating or 
hostile toward its participating dentists? Does the DBO 
treat participating dentists, and not only its accounts, as 
"customers"- How badly does the DBO need you? If 
there are many dentists in your town, you will obviously 
have less bargaining power. If you are a specialist and 
there are only a few others within the same specialty in 
town, you will have more bargaining power. If the DBO 
has made promises to a number of local employers yet 
has had trouble signing up participating dentists, you will 
have even more b:ugaining power. 

4.	 Find an individual at the DBO with negotiation 
authority. 
You will want to know right away who has the authority 
to negotiate with you. Will you be assigned a represen
tative? Will you need to speak to someone with greater 
authority? What are the work-related goals of that indi
vidual? Is he or she responsible for provider relations? Is 
there a job-related incentive to sign up new dentists? 

5.	 Carefully review the agreement. 
It is wise to reviev the agreement with your attorney, 
accountant and/or financial advisor. You might also 
want to send it to your professional liability insurance 
carrier for comment. For useful reference materials, you 

can contact your state dental society to request the ADA 
handout, "What Every Dentist Should Know Before 
Signing a Dental Provider Agreement," and to ask for an 
ADA analysis of the contract. 

6.	 Determine which points are important and which 
are "freebies." 
Are the fees negotiable? What other points are important 
to you? It might be most important to you to negotiate 
a hold harmless clause, a non-compete provision, the 
time in which the DBO must pay claims, payment for a 
substitute dentist's services, authorization for emergency 
care, referral policies, the amendment process, the DBO's 
ability to revoke coverage authorization, and term and 
termination provisions. Provisions relating to the re
quired claim forms, notice, malpractice coverage re
quirements, office hours, payment methods and record 
retention requirements may be less important. Use your 
advisors and reference materials to decide what is most 
important to you and your practice. Make sure that your 
concerns are backed by sound reasoning since you or 
your attorney will have to present them to the DBO. 

7.	 Negotiate. 
Communicate with the authorized DBO representative 
on the telephone or, better yet, in person. Discuss your 
concerns and ask whether you can provide a mark-up 
of the contract. Work with your attorney to make sure 
that the revised language is appropriate and is properly 
incorporated into the contract. Then, send your revised 
agreement to the DBO with a request for a response 
within a stated reasonable time. 

8.	 Decide. 
Once you have received a response and have exhausted 
your negotiation efforts, evaluate whether the arrange
ment is what you want. If the DBO representative 
refused to negotiate altogether, you will obViously have 
to consider an all or nothing offer. Keep in mind that a 
DBO that refuses to negotiate may not be friendly within 
a contractual relationship either. Finally, if you do decide 
to sign, make sure to keep in your files for future 
reference the fully-signed, dated, final agreement, in
cluding all attachments and any other documents refer
enced in the contract. 

Suggested reading: Gettin.g to Yes, Negotiatioll Agreement 
Withollt Giving [II, Second Edition, Roger Fisher and William 
Ury with Bruce Patton. 

Important note: This information is not intended as 
legal advice and cannot serve as a substitute for consultation 
with one's own attorney. 

Michele H. Thorne 
Director, ADA Contract Analysis Service 

Division of Legal Affairs 
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Congra~,Thanks,Etc. 
Congratulations to Dr. Christopher and Cori Wttters 

on the arrival of their son. Alec Christopher was born on May 
30th, weighed in at 7 Ibs. 7 oz and is 21 inches long. Mom, 
Chris and baby Alec are reportedly doing fine. Best wishes 
from the NDA! 

~ ...~... 
Congratulations to Harold Diers & Company of Omaha. 

They recently celebrated 25 years as the exclusive adminis
trator of the Professional Protector Plan (PPP) in ebraska 
and were honored at the National Dental Program's Annual 
Conference in Tampa. Harold Diers & Company has been a 
supporter of the NDA's Annual Session for over 50 years. 
Congratulations and the beSt of luck to you l 

Betty Erickson, Supervisor of Health Services for Lincoln 
Public Schools, recently honored 5 dentists \vho participated 
in dental screening programs. The group screened over 4,000 
students. The dentists who participated were: Richard 
Brunmeier, SandiLarson, Glory! Meakin, MichaelMeyer, 
and Fariba Vakilzadian. Just one more way to show your 
commitment to the dental profession. 

~ ...~... 
Kudos to Dr. G. Herbert Seberg of Topeka, KS. He 

recently was honored by the UNL Alumni Association and 
received an Alumni Achievement Award. Dr. Seberg is a 1944 
graduate of lMC College of Dentistry. Congratulations on 
the honor! 

Your 
Colleagues 
BYIlllie Berger 

This month's featured Young
 
Professional is Dr. Wesley Parks of
 
Mitchell. Dr. Parks is a 1992 gradu

ate of UNMC and has a private
 
practice in Mitchell. He and his
 
wife Kim have a daughter Krista,
 
who is 8, and another baby on the
 

.way, (which is clue any day now.) 
Wesley spends a lot of his 

time working in his practice. He 
cuntinues to update his practice which he purchased from Dr. 
William Mahan. At some point, he would like computers in the 

oper~ltories, but for now he wants 
to get his building painted before 
the end of his vacation. (What a 
way to spend your vacation!) 

Dr. Parks also spends his time 
remodeling an old home from the 
1920's. 5 bathrooms and 5 bed
rooms, yikes! His main personal 
achievements are buying his own 
dental practice, getting married and 
graduating from dental college, all 
in one year. Congratulations and 
best wishes. 

AReport From Iowa 
By Dr. Bill Thiemann 

I recently attended the convention of the Iowa 
Dental Association in Des Moines and I am happy 
to report that on a state level evelything is fairly quiet 
in the Hawkeye State. They truly know how to put 
on a quality meeting and as with other annual 
sessions that I have attended they really rolled out 
the red carpet. 

As I stated before, there was very little on the 
state level to report, however, addressing the House 
of Delegates was Dr. Richard D'Eustachio President
elect of the A.D.A. and Dr. John Warford tenth 
district ADPAC representative. In their reports they 
made two comments that were very disturbing to 
me. First was a finding in a poll conducted by the 
ADA to its membership. The question was asked if 
you felt that the National Health Care legislation 
before Congress would affect their practice directly, 
a full 80% of those polled said no. I was shocked that 
80% of our membership felt this way. Second was an 
incident that occurred in Oregon. As with many 
states they too have a crisis in funding their Medicare 
program and part of their solution was to cut the fee 
structure paid to the dentist by 50%. As you can 
imagine with overhead running at 60-70% this pro
posal was met with a resounding refusal to partici
pate. The states response was that the license granted 
to dentists is at the pleasure of the state and if they 
refused to accept this they would be in danger of 
losing their license. Something tells me that if they 
took that poll up in Oregon today, I doubt that they 
would have 80% responding that the National Health 
Care package would not affect their practice. 

William Theimann, D.D.S. 
President-elect NDA 

UP IN SMOKE 
Teenage smokers are twice as likely as nonsmoking 
teens to have trouble sleeping and to say they feel 
unhappy or depressed. They are also twice as likely 
to be left alone at home without adult supervision 
for ten or more hours a week and six times more 
likely to say they've cut school in the past two 
weeks. 

-American Demographics. 

SPREADING FERTILIZER 
It just shows you how far we've come in 250 years. George 
Washington couldn't tell a lie - and today, we have hun
dreds of politicians who can. 
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Membership Has Its Privileges Eighth National Conference 
Among the benefits available to NDA/ADA members are 

some very advantageous insurance programs. On The Young Dentist 
Great-West Life & Annuity offers term life insurance rates 

that are very competitive. 459 NDA members currently take 
advantage of this program. Their toll-free number is 800-568
2001, should you need information. 

The ADA's Income Protection Plan has 142 NDA members 
enrolled. It is also a product of Great-West Life. 

The ADA's Hospital Indemnity Plan has 46 NDA members 
enrolled. Great-West also handles this program. 

The ADA's retirement program is an attractive savings plan 
with 119 palticipants from Nebraska. The Equitable manages 
this program and their toll-free number is 800-523-1125. 

The Professional Protector Plan, which is an NDA endorsed 
professional liability program, has over 400 members enrolled. 
CNA-POE is the underwriting firm and Harold Diers and Co. 
is our state administrator. Their toll free number is 800-444
1330. 

Harold Diers and Co. also provide NDA members with 
velY competitively priced group disability and over-head 
expense policies. Over 300 members have the NDA group 
disability policy. 

We have NDA members who saved more than enough on 
their life and disability insurance to cover their NDA and ADA 
dues. 

ANice Thank You Note 
(Wendy S. Demery) is a student at Southeast 

Communi~y College in Lincoln. 17Je NDA has helped 
dental assisting programs at all 5 schools in Ne
braska. T Bassett) 

Thank you for awarding me the Nebraska Dental 
Association Scholarship. 

I am a full time Dental Assisting student, a single 
parent, and a soon to be foster parent. 

My educational goals are to learn the business 
aspect of dentistry, to improve my clinical skills, and 
to better my communication skills needed to become 
a useful and good dental assistant. 

My career goals are to be employed as a dental 
assistant and to continue my education of dental 
assisting through the continuing education offered. 
Furthermore, it is a goal of mine to contribute to the 
knowledge of my future co-workers in the area of 
updated infection control procedures. 

Your contribution to my education is very much 
appreciated. 

Sincerely, 

Wendy S. DemelY 

PLUGGING THE DEFICIT 

What this country really needs is a little Dutch boy 
- to stick his finger in the Treasury. 

The ADA 
Committee on ~ .... 

the New Dentist 

Eighth National Conference .....• ....•. ..has announced On The Young Dentist .cr. 1
the program for (
the Eighth Na August 18-20, 1994 ql~;.; •..
 
tional Confer

ence on the
 
Young Dentist,
 
which will be
 !J;J2 ·~l ."~ 
held August 18
20, 1994, at the 
Minneapolis 
Hilton & Tow
ers, Minneapo
lis, MN. The 
theme for the 
conference is Impacting Today"
"Envisioning 

Minneopolis Hihon ond Towers; Minneopolis, MinnesotoTomorrow: Im
pacting Today." 

The Confer
ence program includes outstanding continuing education 
opportunities directed toward the young practitionel', an I 
keynote speaker Mark Sanborn will teach you how to build 
on your educational competency using creative, innovative 
techniques. Scheduled speakers for the workshop topics 
include Dr. Charles Blair on "Achieving Financial Indepen
dence" and "Dental Practice Transition"; Dr. David Schwab 
on "Creating Dental Team Chemistly: The Magic Formula" 
and "Train the Team"; Dr. Carl Drago on "Prosthodontics in 
General Practice"; and Dr. John Svirsky on "AIDS/OSHA and 
Infection Control" and "Oral Pathology and Oral Medicine 
Simplified". In addition, the leadership program track in
cludes "Legislative Education and Awareness for Dentists" 
and an idea exchange for Young Dentist Committee leaders 
to share ideas with their peers. 

Special registration fees have been established for ADA 
members and additional discounts apply for early registra
tion. For more information on this outstanding membership 
benefit, contact the ADA's Committee on the New Dentist on 
the ADA WATS Line, extension 2779. 

The NDA will assist those members who are attending 
with "some expense money." Let us know you're going and 
we will ask for a report when you return. 

In Memoriam 
Dr. Robert Garcia of Lincoln passed away onJune 

19, 1994. He was 48. Dr. Garcia graduated from 
UNMC College of Dentistry in 1976 and had previ
ously taught at the Dental College. He was a member 
of First Plymouth Congregational Church. Bob had 
been a memher of the NDA and ADA for 18 years. 
Our deepest sympathies to Gretchen and the family. 
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Substance Abuse In The 
Workplace 

Substance abuse in the workplace is an important issue 
for employers to deal with. Newspaper headlines identify the 
effects of substance abuse in the workplace on a consistent 
basis. This includes all professions, from airline pilots and 
health-care professionals, to factory workers and profes
sional sports figures. Substance abuse and dependency do 
not follow any occupational boundaries. A 1991 National 
Household Survey on Drug Abuse indicated that 14.6 percent 
of those employed full or part-time reported having used 
illicit drugs at least once in the previous month (NIDA 1993). 
Efforts to address these problems in the workplace have 
included establishing company policies to deal with drug 
and alcohol use, developing employee assistance programs 
(EAP's) to assist in identification and referral for employees 
with drug or alcohol problems, and drug screening of 
employees and new job applicants. 

The negative effects of substance abuse can be seen in 
the substance-abusing employee, non-abusing co-workers, 
employers and ultimately the consumer. Substance abuse 
negatively effects the employee in the following ways: 

• Reduced reaction time 
• Difficulty functioning with co-workers 
• Decreased motor performance 
• Problems with learning and memory 
• Higher incidence of sickness 
• Higher incidence of accidents and injuries 
• Less opportunities for advancement and growth 
• Job loss 
An employee's substance abuse can also negatively 

effect non-abusing co-workers. It tends to lower morale, 
increase grievances and disputes, reduce productivity, and 
adds peer pressure to participate in drug or alcohol use. In 
the long run the employer suffers due to inefficiency in the 
workplace, lower health status of employees, increased 
absenteeism, unsafe working conditions, and unhappy cus
tomers. 

If you feel that substance abuse is negatively affecting 
you, a co-worker, or an employee that you supervise, there 
is help available. The Licensee Assistance Program offers 
free, confidential assistance to state licensed professionals 
with substance abuse problems. If you feel you need assis
tance, please contact Tim A. Lee, CMSW, Licensee Assistance 
Program Coordinator, Omaha, at 1-800-851-2336. 

The Denver International Airport (DIA), whose 
opening has been delayed indefinitely because 
of snafus, has born the brunt of many jokes 
regarding the meaning of the new airport's city 
code (DIA). Just to name a few of those making 
the rounds: 
Dis Is Awful Delay It Again 
Dinosaur In Action Darn It All 
Dumb Idea Anyway Done In April 2000 
Delays In Abundance Date is AWOL 
Doing It Again 

Nebraska Dental Association 
Dentists Concerned For Dentists Program 

Dentists helping dentists 
with problems ofalcohol 

or dntg dependencies. 

COMPLETELY 
CONFIDENTIAL 

Please call for assistance: 

Committee Members 
Dr. William Corcoran, Omaha (402) 397-3636 

Dr. Norman Carlson, Lincoln (402) 474-5504 

Dr. James Doyle, Norfolk (402) 379-2775 

Dr. Vic Lofgreen, Hastings (402) 463-2072 

Dr. FA Pierson, Lincoln (402) 477-9239 

Dr. John Seberg, Hastings (402) 463-0625 

Dr. William Kathrein, Omaha (402) 397-3400 

ICouncil Chairman 

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

NEW ADDRESSES NEW ADDRESSES 
Dr. Douglas Eversoll Dr. Eric Hodges 
6100 Village Drive, Suite 102 2410 S. 73rd Street 
Lincoln, NE 68516 Omaha, NE 68124 
(402) 421-6900 (402) 397-3377 

Dr. Sonya Kununer Dr. Maurice Norton 
119 N. 8th Street P.O. Box 1790, Suite 81 
Nebraska City, NE 68410 Pahnlmp, NY 89041 
(402) 873-3111 

Dr. Mark Minchow 
Dr. Rodney Brown 6133 I\TW 2nd Circle #130 
900 S. 49th Street Lincoln, NE 68521
 
Lincoln, E 68510
 
(402) 599-7856 

Dr. John Pantalone 
11019 R Plaza #10 
Omaha, NE 68137 
(402) 592-2502 

As always, please welcome new colleagues, 
new members and new neighbors. 
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JULY 16 
CE. Course, "Prosthetics Update," Dr. Charles 
Cullen, Creighton Univ. (6 Ius. CE.) 

JULY 29 
NDA Board of Trustees meeting, NDA Office, 
12:30 pm. 

Jl.JLY 30 
NDA Leadership Conference, "Roles and Goals", 
presented by ADA Staff. All district officers are 
encouraged to attend, To register, please call the 
NDA Office. this course will be held at the 
Northeast Holiday Inn, 52nd and Cornhusker in 
Lincoln, 8 am - registration, 8:30-4:30 pm - pro
gram, See page 1 in this issue of the Newsletter 
for more details, 

AUGUST 19 &20 
CE. Course, "Radiology for Dental Assistants", 
Drs, Carole Brenneise, Tarnjit Saini, Jody Miller, 
CDA, and Cathy VanWinkle, CDA, Creighton 
Univ. 

SEPTEMBER 23-24 
UNMC College of Dentistry Alumni Association, 
Cornhusker Hotel, speakers includes Dr. Ron 
Jordan, Esthetic Materials Update. See enclosed 
brochure. 

'UNMC Course Registration (402) 559-4523 
For Information (402) 559-4152 
University of Creighton registration and information 
in Omaha 280-5054, outside Omaha 1-800-544-5072 

Eliminating Embezzlement 
Embezzlement may well be the biggest criminal risk faced 

by professionals, Richard Vargo, a professor of accounting at the 
University of the Pacific, estimates that 15 to 30 percent of all 
medical practices are experiencing some form of embezzle
ment. Some consultants think the figure is even higher. Dentists, 
who have a higher rate of direct payment for service than 
physicians, are at least as vulnerable to this crime, 

The tricks pulled by dishonest office staffers range from 
pocketing petty cash and padding time sheets to elaborate 
book-juggling scams netting thousands of dollars a year. 

The typical embezzler has, when caught, been at the job 
a number of years and holds a position of trust within the office. 
Often, the dishonest employee doesn't consider himself or 
herself a criminal; the theft starts with the "borrowing" of small 
sums, and grows gradually as the employee finds that no one 
is looking. After a while, stealing a patient's payment becomes 
part of the daily routine. 

Discovering that a trusted employee has been systemati
cally cheating you is painful emotionally as well as financially. 
Avoid the situation by instituting a tight accounting system that 
minimizes the risk of theft. 

Experts point to at least five tell-tale signs of embezzlement. 
•	 Clerical staffers who never take a day off. What seems 

like unflagging devotion may in face be a fear of letting 
anyone else see the books. 

•	 A decline in reserves or collection ratio without an 
accompanying reduction in patient visits, 

•	 A change in the office manager's lifestyle, You needn't 
be nosy or paranoid about evelY new purchase by an 
employee - just be alert for patterns. 

•	 A dramatic "price rise" in supplies. To best keep track 
of supplies, use a ledger with spaces for listing invoice 
number, check number, date arrived, date paid and your 
initials. 

•	 A significant number of accounting discrepancies and 
altered daysheets and ledger cards. Too much correc
tion fluid and too many penciled-in entries may indicate 
trouble. Every change should be initialed and dated by 
the office manager. 

Guarding Against Embezzlement 
•	 Don't take shortcuts with your internal auditing system. 

For example, if you use sequential charge slips for 
record keeping, ask for an explanation whenever the 
series is interrupted. 

•	 Keep track of all monies. Establish a policy that anyone 
who takes money from the petty cash fund must com
plete a receipt. 

•	 Try to separate related tasks - e,g., don't let the person 
who accepts checks make the bank deposits. No one 
staffer should enjoy a total monopoly on bookkeeping, 

•	 Do random spot checks of the daysheet, and compare 
the figures with the bank deposit slip. Also, compare the 
names on the daysheet with the appointment book. 

•	 Personally sign evelY check, and sign only after check
ing the invoice. Signature stamps allow tampering, 

•	 Instruct your staff to stamp all checks "For Deposit 
Only" as soon as they're received, 

•	 Do an annual audit of the operation, if possible. Con
sider the money spent as an investment in peace of 
mind. 

•	 Bond your employees for a higher degree of theft 
protection. (For more information about bonding em
ployees, contact your insurance agent.) 

Keeping Your Practice Theft-Free 
Practice management consultants agree that employee theft 

is connected to other personnel management issues. Many 
times, employees steal because they feel under-rewarded and 
unappreciated. Dentists who treat employees with respect and 
pay attention to their work minimize both the motivation and 
the means to steal. 

The best advice is to treat the business part of your practice 
as a real business, with certain fixed rules, procedures and 
safeguards. Set a good example by writing out a receipt when 
you take money out of the petty cash fund and by not paying 
personal bills out of the office checking account. 

When employees see that sound business practices are 
followed by evelyone in the office without exception, they'll be 
less apt to try to circumvent those rules themselves,"] 
(From Dental Expressions, Winter 1993) 
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FOR SALE All American 25X autoclave - huge 
capacity $350. Call (4020 393-7753. 

SPACE AVAIlABLE for dental office in profes
sional building. Rapidly growing community near 
Lincoln and Omaha. For more information write 
the NDA at box 427. 

COMPETENT ASSOCIATE needed part to full time. 
Potential buy in opportunities. Midtown Omaha 
location. (402) 733-3932 - Valorie or (402) 551-2238 
- Dr. Lippold. 

PEDIATRIC DENTISTS Excellent full-time oppor
tunity for experienced Pediatric Dentists. Our grow
ing Milwaukee group practice provides an exten
sive pediatric patient base and furnishes complete 
administrative services. We offer competitive sal
ary/bonus opportunities, as well as a comprehen
sive benefit package. Please respond to box num
her 623. 

GENERAL DENTIST - Our progressive Milwaukee 
area practice is committed to continuous quality 
improvement and high patient satisfaction. Upon 
joining the team, your full-time efforts will be 
rewarded with health/life/disability insurance, paid 
time off, and a generous salary with bonus oppor
tunities. 
If you are motivated, personal, and want a dynamic 
work environment, respond to box number 622. 

TEMPORARY PLACEMENTS. TEMPORARY 
STAFFING. PRACTICE OPPORTIJNITIES AND 
SALES. Dental Locum Tenens, Inc. 1128 Seiler 
Lane, LaCrosse, WI 54601. (608) 787-0984. 

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 sub
mitted in typewritten 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 
less; 20 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 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. 

Combating College Costs 
(Information compliments of Ron Spahni, Financial Plan

ner with IDS, Lincoln.) 
When you think of major investments, you probably 

don't think about getting your children a college education, 
but it should be right up there on your list with the house 
and new car. 

According to 1990 figures from The College Board, the 
average cost (tuition, room, board, books, transportation, 
etc.) at a private college is more than $15,000 a year. (Back 
in 1970, a year at Harvard University cost just $2,600.) So, is 
public college a lot cheaper? A year at a public college costs 
about $7,000. 

There appears to be no end to the cost increases. Let's 
say you have a child who will enter college in 1999, just 
seven years away. If costs keep rising as tbey have in recent 
years, the price of a four-year education at a public college 
will be just under $43,000. A private school will run you 
about $94,000. 

A big reason for the skyrocketing costs is a tighter policy 
by the federal government. Uncle Sam used to provide 
substantial subsidies to colleges and universities to keep 
tuition low and to provide more money for student loans. 

What can you do? Student loans and scholarships still 
exist but for most parents it will take more than that. The first 

thing you need to do is figure out approximately how much 
money it will take to send your child through four years of 
school. Pick a likely school and find out what the tuition, 
room and board costs are and how much they've increased 
in recent years. You can project those increases over a four 
year period, and you should have a pretty good idea of what 
the total will be by graduation time. Then you also should 
factor in inflation. 

The next thing is to figure out how mllch money you 
need to set aside to meet the cost. For example, you have 
an eight-year-old child and you estimate the total college cost 
to be approximately $60,000. That means that during the next 
10 years you'll need to save about $4,400 a year, assuming 
your dollars earn an average of seven percent a year - after 
10 years your investment would grow to $60,000. 

The investments you use to finance your child's educa
tion will largely depend on how many years remain before 
the child starts college and the amount of risk you're com
fortable with. Most importantly, start saving as soon as 
possible. The longer you wait, the fewer options you'll have. 

A professional financial planner can help project the cost 
of sending your child to college and determine which 
investment vehicles are most appropriate for your personal 
situation. 
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Assistance With The Other ADA
 
(Americans with Disabilities Act)
 
By M(,{/y K. Logal/, gel/era! COllilset. al/d 1llarl? S. R/lhil/ 
associate gel/era! cOllllse! (Alllericall DtJl/ta! A,';suci(/tioII ) 

\X!e wanted you to know ahout some key resources that 
the membership can call upon for Americans with Disahili
ties Act (AwDA) assistance. As you know, questions under 
the Act arise in a number of ways, as described in the 
Association's publication "Americans with Disabilities Act: 
Questions and Answers," which appeared as a pull-out 
supplement to JADA in January of 1992. Typical inquiries 
pertain to treating HIV-infected patients, providing sign
language interpreters for hearing-impaired patients, and 
ensuring that new and existing dental offices satisfy the 
accessibility requirements of the law. In addition to the 
ADA's Division of Legal Affairs, there are three "800" num
bers that provide ready answers to such questions. 
1.	 The United States Department onustice: 1-800-514-0301 

(voice), 1-800-514-0383 (TOO). The Justice Department 
is the key source for AwDA questions. Until recently, 
Justice could be cGllled only via a toll cIll to area code 
202. The new Justice Department 800 numbers can be 
reached 24 hours a day for automated service, including 
general information about the AwDA; i.e., common 
questions and answers. Justice Department staff handle 
calls live from 11:00 - 5:00 p.m. EST, Monday through 
Friday, except on Thursday, when the hours are short
ened from 1:00-5:00. Direct access to Justice staff could 
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prove velY valuable to members. 
2.	 The U.S. Architectural & Transportation Barriers Compli

ance Board (commonly known as the Access Board): 1
800-USA-ABLE. The Access Board wrote the AwDA 
accessibility guidelines and checklists: it has continuing 
responsibilities under the AwDA. We frequently give this 
number to member callers, and they seem pleased with 
the added help they can get from the Access Board. 

3.	 Regional Disability and Business Technical Assistance 
Centers: 1-800-949-4ADA (VlTOD). Under a project funded 
by the U.S. Department of Education. National institute 
on Disability & Rehabilitation Research, there are 10 
regional centers that provide free, technical assistance to 
businesses. This is an interesting service, in that the 
centers' staff are often more willing to give guidance than 
the staff that handles public calls for the Justice Depart
ment or the Access Board. We give this number out to 
member callers, too, and have heard back that these 
resource centers have proven helpful. 
As always, members may call the American Dental 

Association, Division of Legal Affairs, at extension 2874, with 
questions about the law. Also, memhers may wish to order 
reprints of the Association's hooklet on the AwDA (described 
above) are available at a cost of $5.00 per copy from the 
Department of Salable Materials at 1-800-947-4746. 
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