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A month/tj ftlb/ictJtion of the NebrtJsKtJ DenttJ/ Assoc/i:Jtion 

It's that time of the year when you will find a special surprise
 
from the NDA inside your mailbox.. .
 

your 2005 dues statement!
 
Payment may be made by check or credit card (VISA,
 

MasterCard, Discover & American Express).
 
New this year - the ability to pay your dues online!! 

Go to www.nedental.org and follow the easy instructions.
 
Dues are due on January] and delinquent on March 1.
 

If you have any questions about your statement,
 
please call Jody at the NDA office.
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Presidents Messdge
 
Tight LiReS
 

Today I spent some time putting my fishing gear away for 
2004, Judy took our staff to the Bette Midler Show in Omaha 
and 1 had the day to try and get my desk cleaned off. r found 
stuff that went back to San Francisco. Boy the NDA has cov
ered a Jot of fly water since then. This month I had the oppor
tunity to spend a lunch and learn with the dental students at 
UNMC. I believe looking into their eyes was one of the 
moments I will cherish for the rest of my life. I have had the 
opportunity to work with many of our past leaders. Today I 
work with our present leaders. These young minds are our 
future leaders and they are looking for direction from us. 

For those of you new to my message, I try to use fly-fishing 
and its special uniqueness to look at our profession and events 
going on in our lives. 

Trout often migrate up streams to conceive their young. The 
fry that hatch in the streams are imprinted for life where they 
will go when they are ready to have young. Many fry are 
hatched from one female's spawning, but only the hardy and 
the lucky make it to adulthood. From hatching out as a fry to 
becoming a mature adult often takes five or six 
years. The young fry must learn survival skills. (....... " 
Their environment must provide for their needs, \ '._ 

~, 

become at times my concerns and I sincerely appreciate the but it also has to provide challenges so only the ~., . :.. 
input. In some cases organized dentistry can only object strong and wise survive. All of the fish that ~.
 

attain adulthood have stood the test of time. Our 1,_ ! '.~;, to what is happening around us. In others, a collective
 
" ~ .. 

dental students are very much like our trout. Their " 
knowledge and how it is imprinted on them will ,;'- --: 

'-'''::-:.' :;.
last their entire career. They are the best of a .. --'" 

::i,' J~:':~~' ;~~~~~;i~:~ Wh~o~~t~~ :~:~ ~~jIJ~-~;~;,~~
 
become more than average fish. Some 
will become the trophies our profession 
needs to not only survive, but lead LIS 

into the 21 st Century. Their professors 
are nurturing them now, Soon it will be 
up to us in the business world to take 
them into our environment and nurture 
their skills. Lao Zi, a Chinese philoso
pher who lived in approximately the 

Dr. John Ahlschwede 

I am talking about are everything having to do with our lives 
including us. Have you taken time this year to improve the 
quality of your streams? Our families are a very impol1ant 
part of our streams, Let each member of your family know they 
are trophy fish and you cherish them, Never let a day go by 
you don't let them know how much you care. Last week we lost 
a fifteen-year-old in our county to an auto accident. Tragedies 
are a part of life, but hopefully the young person knew how 
much they were loved. Your staffs are a pal1 of our streams, 
Have you shared with them lately how much you appreciate 
what they do for you? The labs you work with make all of our 
lives better. Send your labs a big thank you for the past year of 
service and let them know you look forward to next year. Last 
but not least, our patients. They are the fish that help us pay 
our bills, live in nice homes, and provide the dollars that allow 
us all the other extras in life. Take the time to let them know 
how much you appreciate them in your life. 

This has been a tough year on our streams. We are constantly 
being challenged by outside forces. But it is my belief these 
challenges force us to clarify our values and make decisions 
that will either protect or pollute our streams. Since I stal1ed 
writing my Tight Lines many of you have shared with me how 

you see the health of our dental streams. Your concerns have 

"Soon it will be up to us in the 
business world to take (the stu
dents) into our environment 
and nurture their skills." 

decision by our profession to not allow something to 
take place can resist change. However, when it comes 

down to day-to-day activities, it is our individual 
values and how we perceive our journey in life 
that will make the biggest difference in our 

streams, We are about to look at a new 
year and it will have its own set ofchal
lenges, Please know your NDA will be 
there for you. 

I personally wish you a great year and 
hope you find the best that life can bring 
you, The holidays are a time to enjoy the 
time off and all that is around you. From 

4th century B.C. is attributed with the saying, "Give a man a our family to yours, Merry Christmas and have a Happy New
 
fish and you feed him for a day. Teach a man to fish and you Year.
 
feed him for a lifetime,"
 

Take care and thanks to those who serve, 
This is the time of year for reflection. It is a time to look back 
on 2004 and to look ahead to 2005. We can't change the past, Tight Lines, John 
but we can learn from it. The future we have some control 
over. Let's take a moment and look at our streams, The streams 
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Take A Break - The Value of Vacations 
by Brian N. Feldman, D.D.S., B.A. 

"Eighty-three percent of all deaths for adults between the ages of 
21 and 65 are related to lifestyle." This depressing statement orig
inates from no less authoritative a source than the U.S. Centers for 
Disease Control and Prevention in Atlanta, Georgia. 

One key contributor to this statistic is the stress of everyday life, 
both at work and at home. Stress is the body's response to danger, 
a necessary natural phenomenon without which we would lose 
some of our energy for living. 

The problem seems to be that stress, particularly chronic work
related stress, is now linked more directly to physical and mental 
health disorders, many of which may become debilitating and in 
some cases life-threatening. Stress management has mushroomed 
into a recession-proof industry, with books, Web sites, seminars 
and retreats all being marketed to professionals in order to help 
ease our physical and psychological burdens, be they real or imag
inary. Uncertainty (about weather, gas prices or interest rates), 
fear of failure (missing mandibular blocks, breaking root tips), 
change (moving, renovating, divorcing), and even personal fears 
(weight gain, hair loss, not enough money) - all are found on the 
lengthy list of causes of stress. 

I hope, by the time you read this, you may have either taken or 
planned some vacation time. However, just not going to work isn't 
enough. To get the full benefit of a holiday, I propose the follow
ing untested and entirely subjective suggestions that you may 
choose to accept or avoid, as you wish: 

1. Eliminate all connections with the office. Do not call, 
write, e-mail, fax, drop in or otherwise communicate, with the 
only exception being cases of true emergency. This latter group 
includes fire, flood, or building collapse but excludes lost tempo
rary crowns, broken fillings, loose dentures or any similar inci
dents. 

2. Provide for competent emergency patient coverage to 
handle the above-mentioned dental incidents, and learn about 
these occurrences, if any, only upon your return. 

3. Focus on physical renewal for the body and spiritual 
revival for the soul. Accomplish this in your own way. I like to 
read. Others may prefer yoga stretches, religious chanting, or 
whitewater rafting. Jn this case, the end does justify the means. 

Unmanaged and unrelieved stress is a destructive force, and clini
cal dentistry generates a huge volume of it. How many of you suf
fer from many of the byproducts of our toil: backache. muscle 
pain, eyestrain and general fatigue? Therefore, we owe it to our 
families, our staffs and ourselves to ask this question: "Am I real
ly doing all I can to be as healthy as possible?" If the answer is 
no, as I suspect it is in many cases, one easy remedy may be a 
complete break from the daily routine. For peak performance, all 
batteries need regular recharging. 

Reprinted with permission, Ontario Dentist. publ ication of the Ontario 
Dental Association, July/August 2004, Dr. Brian N. Feldman, editor 

Bad-Gift Survey Results 
http://www.badgijtboYCoft.com/ 

Fruitcake, homemade sweaters, socks; we've all been on the 
receiving end of a less-than-perfect holiday gift. According 
to a survey by Sam Goody stores, mom probably wasn't the 
sender, but Aunt Gertrude could have been. Forty-seven 
percent of survey respondents stated mom knows best when 
it comes to gift giving, while 21 percent said their aunts' 
gifts were less than stellar. 

Participants were asked about the gift they would dread 
recelvmg. Thirty-four percent of respondents said they 
dread getting homemade clothing, followed closely by 
cheap cologne/perfume (30 percent) and fruitcake (25 per
cent). To help bad-gift givers, Sam Goody also asked what 
gifts were on the participants' gift lists. Forty-six percent 
said DVDs, 24 percent wanted video games while 17 per
cent would rather decide for themselves with gift cards. 

Other interesting findings include: 

When it comes to family members, parents are the 
hardest to shop for. Thirty-three percent of respondents did
n't know what dad would want this holiday season, and 24 
percent said shopping for mom is always a challenge. 

Fotty-one percent of survey respondents said young 
adults (19-25 years) were the most difficult age group to 
purchase gi fts for. Teens (13 -18 years) were the second 
hardest at 28 percent, followed by tweens (10-12 years) at 
23 percent. Children under 10 were the easiest. 

To help bad-gift givers and receivers this holiday season, 
Sam Goody created "Sam Goody's Bad-Gift Givers 
Anonymous," www.badgiftboycott.com. to help combat 
bad-gift giver syndrome. Bad-gift givers can find informa
tion on how to kick the habit along with a list of great gifts 
to help them make better choices. 

For bad-gift victims, the site has information on local "Sam 
Goody Bad-Gift Boycotts," a "Bad-Gift Hall of Shame," sar
castic responses to use when a bad gift is received, and a 
national sweepstakes to find the America's worst gift. 
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"Barbara helps you make your dreams a reality; 
her enthusiasm is contagious." 

Turn your "someday" into NOW! 

Barbara Kenyon is a
 
Business and Personal
 

Coach who can help
 
you reach your goals
 

faster than if you
 
were to go it alone.
 

Career • Health 
Money· Retirement 
Organization • Fun 

Relationships • Romance 
Barbara Kenyon, M. Ed. 

Business and Personal Coach 

Call today for your complimentary 
30 minute telephone coaching session. 

402-423-2678 

Kenyon Coaching Service 
barbara@kenyoncoaching.com 

www.kenyoncoaching.com 

season! 

The NDA staff 

, would like to wish ,you • 
and ,your famil,y a I 

ver,y blessed holida,y 

Dental Handpiece Repair 

We Make House Calls! 

MOBILE ON-SITE REPAIRS
 
RIGHT OUTSIDE YOUR DOOR
 

IN OUR FULLY EQUIPPED SERVICE VAN.
 
FOR CUSTOMERS IN THE OMAHA. LINCOLN & FREMONT AREAS 

WHAT COULD BE EASIER? 
MOST REPAIRS TAKE LESS THAN AN HOUR 

QUICK RESPONSE - HONEST REPAIRS - FULLY GUARANTEED 

Since 1998 

MAIL-OUT REPAIR SERVICE IS AVAILABLE FOR THE ENTIRE STATE 

~~ Speed Sewiu 0& ~ 

402-677-6907 
or 

1-888-723-7307 

CLASSIFIED ADS
 
·AlI ads with an NDA box number should be mailed to:
 

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

CLASSIFI"ED ADVERTISEMENTS:
 
Must be submitted in typewritten form.
 

Indicate the number of times in which the.ad is to be published.
 
Rates for NDA Members (per issue):
 

$9.00 for first 30 words and 30 cents for each additional word.
 
Rates for non-NDA Members (per issue):
 

$13.50 for first 30 words and 45 cents for each additional word.
 
Replies to a NDA box number are an additional $1.00.
 

Ads can appear on the NDA website for an additional $5.00 per month.
 
NOTE: ~dvanced payment for classified ads MUST accompany order.
 

DISPLAY ADVERTISEMENTS:
 
Artwork must be submitted in camera-ready format on a disk.
 

Indicate the number of times in which the ad is to bepuhlished.
 
R,lles are as' follows:
 

Full Page: $300.00 (I time); $275.00 (3 times); $250.00 (6 times)
 
Yo Page: $195.00 (I time); $170.00(3 times); $150.00.(6 times)
 
.Y< Page: $110.00 (I time); $100,00 (3 times);. $90.00(6 times)
 

Send Classified and Display Ads with remittance to: 
'. Nebraska Dental. As~ocia,ti()n, 

.3.120 "0" StTeet,l!ncoln, NE. 68510, Attn: lady 

'DEADLINE: Ads are due oniilli'J 5th of the monfuj)receding publication. 
" " " . 

The ihclusionoX an adverli~ement 'in anyNDA public<!tion does not imply 
endors'enlent of the produ~t or.~t;rvices, and the NbA reserves the right to 
"". :reject any .adv~rt~s.ement, ,fur a~y ,reason. . 

"'" ,'.",' 
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DENTISTS
 

SINCE WHEN CAN ADENTIST GET
 
A$30,000 BONUS? SINCE NOW.
 

It's true. Join the Army Dental Corps 
and you may qualify for a $30,000 
bonus. Plus, you'll spend each day 
doing what you do best-treating 
patients. All without the worries 
of running a business. You'll have 
an established and diverse patient 

• base, a skilled support staff, plus 
opportunities lor overseas humanitarian missions, research, continuing 
education and more Plus, you'll receive: 

• 30 days of paid vacation time earned annually 

• Low-cost life insurance 

• Non-contributory retirement benefits with 20 years 
of qualifying service 

• No-cost or low-cost medical and dental care 
for you and your family 

To find out more, or to speak to an Army Health Care 
Recruiter. call 800-792-2524 or visit 
healthcare.goarmy.comthct/53 a 

(lilJll;hWlr 
©2003 PaId 101 by the United Slates Army. All roghts reserued. AN ARMY OF ONE" 

If you're sick or disabled 
how will your staff be paid? 

Office Ove..head
 
I....s"..a ....ce
 

will aneet you.. pay..oll..
 
..as well as pay the rent, utility bills, 

insurance, etc. 

Don't use your disability income 
to pay these overhead expenses. 

Office overhead insurance premiums are much 
lower than disability premiums. It makes sense 
to investigate this cost-effective NDA 
endorsed plan. 

Call Bob Diers today . 

J-{aro{({ Viers & Comyany 
Omaha 391-1300 or 800-444-1330 

!fUtJtHJti /}il'ee to7 
O,""tifJl(4'.· 

Dr. Daniel Assad - not listed in 
index of dentists on page 34 
Also inconectly listed on page 38 
as an endodontist - should have 
been listed under periodontists. 

Dr. Gayle Knoll - address should 
read 106 C Street. 

tVt4' 11",,"«4/ 

O,""tifJl(4'.· 

(effective mid-December 2004) 
Dr. Chris Haag 
Dr. Claire Haag 
Pioneer Greens Dentistry 
4444 South 86th Street 
Lincoln, NE. 68510 
402-483-7502 

Dr. Sami J. Webb 
2 West 42nd Street, Suite 2200 
Scottsbluff, NE. 69361 
308-630-0670 (Phone) 
308-630-0701 (Fax) 

Dr. Jeremy Segrist 
13475 W. Center Road 
Omaha, NE. 68144 
402-333-1120 (Phone) 
402-697-8713 (Fax) 

Dr. Michael Danahay 
UNMC Adult General Dentistry 
989375 Nebraska Medical Center 
Omaha, NE. 68198 
402-559-6100 

Dr. Timothy Burchfiel 
9713 Giles Road 
LaVista, NE. 68128 
402-537-4620 

Til Tur tbt4't«M !foHU' 
By Amina Sharm 

The most beloved Christmas movies are 
about showing compassion, appreciating 
your loved ones, helping others, and avoid
ing crass commercialism. In short, mes
sages that are right in line with the holiday 
spirit. Enjoy! 

I. Rudolph, the Red-Nosed Reindeer - 1964 
2. Santa Claus Is Comin' to Town - 1970 
TV movie 
3. A Christmas Carol 
4. How the Grind? Stole Christmas - 1966 
animated classic 
5. A Charlie Brown Christmas 
6. It's a Wonderful Life - 1946 Frank 
Capra classic 
7. Miracle on 34th Street - 1947 
8. The Year Without a Santa Claus - 1970s, 
9. Little Women - 1994 
10. A Christmas Story - 1983 

Amina Sharma is the entertainment editor 
at Family Education Network's Parent 
Channel. Previously, she wrote and edited 
educational materials for WGBH public 
television and was the editorial manager of 
one of Nickelodeon's websites. 
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able to control oral cancer, none affects survival as much 
as early detection combined with appropriate treatment. AOral cancer: 

Preventing Claims 
ofDelayed Diagnosis 

and Failure to Diagnose 

The escalation of malpractice claims, in terms of both num
ber and severity, demand an acute awareness of the basic 
principles of risk management, writes Dr. Donna Mack in 
the summer 2004 issue of the North 
Carolina Dental Gazette. According to 
Mack, one area where a working knowl
edge of risk prevention can have the 
greatest impact involves allegations of 
failure to diagnose or delayed diagnosis 
of oral cancer. 

Over the past few years, Mack writes, 
there has been a nationwide increase in 
dental claims alleging delayed diagnosis 
and failure to diagnose oral cancer. 
Although the public has become better informed about the 
warning signs of many forms of cancer, most do not know 
the early signs of oral cancer. Of all the procedures avail-

Over the past few years .. 
there has been a nation
wide increase in dental 
claims alleging delayed 
diagnosis and failure to 
diagnose oral cancer. 

much better job must be done informing patients of the 
warning signs and when and how to seek help. 

Studies show that juries view screening for oral cancer as 
non-invasive, easy to perform, and relatively inexpensive, 
Dr. Mack says. Since the oral cavity, unlike many other 
parts of the body, is easily accessible, the public usually 
finds it difficult to understand why a persistent lesion that 
was pointed out by a patient and observed by the dentist 
over an extended period of time was never investigated 

further or biopsied. 

In order to prevent failure to diag
nose and delayed diagnosis claims, 
Mack says practitioners should pro
vide oral cancer screening as part of 
each new patient exam and at each 
recall visit for all patients, not just 
those in high-risk demographics. 

Practice values are at an 
all time high... 

~ 

Now is the time to sell your practice 
and use it to fund your pension plan. 

800-232-3826DOODD 
''"'>111 www.aftconet.com 

AFTCO is pleased to announce...
 

Jamie J. Sasek, D.D.S.
 

has joined the practice of 

Robin R. Khan, D.D.S. 

Omaha, Nebraska 

We are pleased to have represented 
both parties in this transaction. 

FREE PracticeAppraisal 
$2S00value 

call for details 



8 

Report of ADA Delegate 

What an honor to represent Nebraska 

as a delegate to the ADA Annual 
Convention in Orlando. It is always a 

thrill to see our organization in action 
and meet the leaders who not only have 

our profession, but our patient's best 
interests in mind. 

Very important to the 10th District and r...o...::::":"~~_.....L.--J 

to the ADA was the election of Dr. Bob 

Brandjord as the next President-Elect. Our five states 

worked extremely hard to get the word out to the other del
egates that Bob was the right man for the job. Bob won on 
the first ballot against two other worthy candidates. What 
an exciting time for the 10th District and the ADA! He will 

be an exemplary leader. 

1 was assigned the reference committee on dental benefits, 
practice, science, and health. There weren't many items of 

concern. One resolution that did pass was the elimination of 

the Professional Product of the ADA Acceptance Program. 
It will be phased out by December 31,2007. There was also 

discussion as to who should be allowed to apply sealants 
and what role the medical profession should take. Lots of 
time was spent on coming to an agreement on "wording." 

At the first House of Delegates meeting, they had a panel 
discuss Access to Oral Health Care. There was a panel of 

four "experts" and the only question asked of them was, 
"What will it take to make oral health enough of a priority 

issue to induce state legislatures to embrace meaningful 
reforms and end dentistry's last funded - first cut budgetary 

status?" I didn't feel it was very worthwhile because most 
people who spoke gave their own experiences or opinions 

instead of trying to come up with answers to the question. 

The Alaska Health issue generated a lot of discussion 
(which I'm sure Dr. Vigna will discuss). It is a great exam
ple though of what we can do when we are aware of an issue 
and organize to do what is best for our profession and the 
patients we serve. 

The best news of all though is that there will be no dues 
increase. We will have expenses greater than dues brought 
in, but they will be covered by reserves and interest income. 

Again, thank you for allowing me to represent the NDA at 
the ADA Annual Session. 

George H. Schlothauer, D.D.S. 
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Report of the 
ADA Alternate Delegate 

I am pleased to submit this repOit briefly 
detailing my activities as an NDA alternate 
representative to the House of Delegates 
during the 2004 ADA Annual Scientific 
Session in Orlando, FL, in early October. 
Read it.. .it's the only way I can get reim
bursed for my expenses during the meet
mg. 

I was one of thirty-four individuals from all seventeen ADA dis
tricts appointed to the Speaker's Committee. The committee 
was chaired by Dr. Tom Soliday, ADA Speaker of the House of 
Delegates. Each member of this committee was encouraged to 
offer his or her input to Dr. Soliday relative to the pace and 
decorum of the House sessions. In addition, all members of the 
committee were appointed as Sergeants of Arms during the ses
sions. 

As a newcomer to the process, I had little to offer Dr. Soliday 
regarding expeditious and efficient parliamentary procedure. 
However, my experience as a mediocre wrestler in the third 
grade served me well in my capacity as Sergeant of Arms dur
ing House sessions. On more than one occasion I was directed 
to remove the other alternate delegate from Nebraska due to his 
inappropriate motions. 

I was also assigned to attend the meeting of the Dental 
Education and Related Minutia reference committee. Pardon 
me, that should read, the Dental Education and Related Matters 
reference committee. The purpose of this committee was to 
seek testimony on proposed ADA resolutions which affect den
tal education and school accreditation, not just in the United 
States, but internationally as well. Once the committee received 
all reasonable suggestions and recommendations from the floor, 
SUppOit or alteration of each respective resolution was then sub
mitted to the House of Delegates for consideration. It is my 
opinion that this reference committee performed admirably in 
view of the substantial "fluff' it endured during the testimony 
phase. 

My experience as an alternate delegate during House sessions 
was very rewarding. I was asked on numerous occasions to 
actively participate in the voting process while briefly substitut
ing for each of the NDA's permanent delegates. The concerns 
and issues of the dental profession are myriad, and the time and 
effort to address them required a considerable commitment 
from each member present in Orlando. It was my pleasure to 
palticipate in this process, and I thank the members of the 
Nebraska Dental Association for allowing me to represent them. 

Respectively Submitted, 

Kevin C. Low, D.D.S. 
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Report of ADA Delegate 

Orlando is always one of the largest draws for 
the ADA Annual Session, and although J don't 
know the final count, this one, too, was well 
attended. Considering what they had been 
through in the previous three weeks the city, 
the hotels and the different venues did a mar
velous job of hosting us, and they should be 
commended. 

Dr. Richard Haught of Tulsa, Oklahoma took over as our ADA 
President and will provide us with a clear and focused leadership. 
As we approach some difficult issues facing our profession, we will 
be well served by having Richard in the lead. 

Without a doubt the highlight of this year's meeting was the first 
ballot victory of Bob Brandjord from Minnesota as President-elect. 
All of us from the 10th district worked very hard for Bob's eJection 
and our efforts paid off. A first ballot victory in a three candidate 
race is almost unprecedented. When asked to comment for the 
Minnesota Dental Association Newsletter I summed it up like this: 
We all take great pride in having one of our own elected President
elect. ADA delegates were able to select a real leader in Bob. The 
delegates were hungry for progressive action, not the status quo, 
and Bob knows the difference. Congratulations to Bob!!! 

My assignment is to report on the Legal and Legislative activities 
of the House. I share this responsibility with Dr. Scott Morrison 
and I hope our words are not redundant. 

There are two items that I would like to discuss. Although these are 
separate issues they have similar potential outcomes. The first of 
these is the Dental Health Aid Therapist plan that is included in the 
Indian Health Care Improvement Act now before Congress, HR. 
2440 and S. 556. The history behind all of this is far too long and 
complex for this article. The bottom line is that we (ADA) have no 
problem with the vast majority of the 320 page piece of legislation 
that addresses many of the health care needs of the native popula
tions especially in Alaska, where access due to the size and condi
tions give "access to care" a whole new definition. 

However, we are strongly opposed to Section 121 that allows high 
school graduates with 18 months of training in New Zealand to 
return to their native populations and perform irreversible proce
dures such as pulpotomies, extractions, and tooth and cavity prepa
rations. By allowing this to go forward we would be establishing 
two standards of care in this country and jeopardizing the health 
and safety of many. The far reaching ramification is that this is not 
just an Alaska program, but could be available on any and all reser
vations in the lower 48 states and Hawaii as well. J hope you can 
see what is happening. Once this genie is out of the bottle you can 
never put it back. We already have people saying this could be a 
good model not just for the native populations, but as a way to 
address access issues in general. The first thing you know this 
becomes the standard of care for everyone. Some individuals see 
this as THE solution to our access problem. I disagree!!! 

So where are we today? My involvement with this started before 
Orlando and continues even as we speak. I tried to wait to submit 

this report hoping we would have some resolve, however each day 
presents new activity. In early September we mobilized our 
ADA/ADPAC Grassroots network to get the message to our elect
ed officials that this was not in the best interest of anyone. We were 
successful in getting the House Resource Committee to accept our 
amendment to section 121 of the bi II stating (7) Ensure that no 
health aid is certified under the program to perform treatment of 
dental caries, pulpotmies or extraction of teeth. We are now work
ing very hard to get similar language in the Senate version of the 
bill. This is a little more difficult. It appears this will come to a 
vote during the lame-duck session sometime in late November or 
early December. The sponsor of this bill Senator Ben Nighthorse 
Campbell is retiring and wants this completed before he leaves 
office in January. The House of Delegates addressed several reso
lutions on the matter. We supported the position I have explained 
and at the same time endorsed several strategies to help assure 
access to quality health care for Native Alaskans such as working 
with ADA, Alaska Dental Society and tribal leaders to seek feder
al funding with the goal of placing a dental health aid trained to 
provide oral health education, preventive services and palliative 
services (except irreversible procedures) 

rN EVERY Alaska Native village that requests aid, support current 
federal policy that faci Iities the entry of American Indians/Alaska 
Natives into the health professions, especially in the field of den
tistry, take action to increase the number of dentists and dental 
hygienists available to provide services in the rural villages through 
private contracts and volunteerism, and encourage the establish
ment of a dental residency program in Alaska just to mention a few. 
The most important outcome is organized dentistry's willingness 
and desire to be a pal1 of a larger group to include federal, state and 
local parties of interest to solve this problem, but not at the expense 
of the health and safety of anyone. We must fight to preserve the 
world's leading standard of care and never compromise. Even if 
we are able to prevent this from happening, as outlined in this piece 
of legislation, there is growing support for this to be an easy and 
quick solution to our access problem. How short-sighted! Who 
among us would like to see a Dental Health Aide Therapist 
(DHAT) in any community in Nebraska, in attempt to solve our 
access to care problems? 1 can assure you, you will hear more 
about this in the future. If you have any questions or wish to vol
unteer for this wot1hy effort please contact me or the NDA office. 

The second related issue with a similar result is a plan proposed by 
the Dental Hygiene Association at their summer meeting to estab
lish an "Advanced Dental Hygiene Practitioner." The house 
referred this issue to the Work Force Models Task Force for study 
and report to the 2005 HOD. 

These are challenging issues facing our profession and I assure you 
no one in the House of Delegates nor do ADA leaderships take 
these issues lightly. We made and will continue to make decisions 
with great concern for those affected by our actions. As always it 
is an honor and a privilege to serve you the NDA as a delegate, ancl 
I so greatly appreciate the opportunity. I look forward to contin
ued service in the future. 

Ed Vigna 
(Because the DHAT issue continues to evolve, DI~ Vigna will pro
vide updates in filture newsletter issues.) 
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Is an Employer-Paid Trip
 
for Employees Akin to Wages?
 

The United States Court of Appeals for the Eighth Circuit recently 
addressed the taxability of business and entertainment expenses spent on 
a Canadian fishing trip. (Townsend Induslries, Inc. v. Uniled Slates of 
America, No. 02-3756, September 15,2003). In Townsend, the Internal 
Revenue Service determined that the per-employee cost of company's 
annual fishing trip was considered wages and assessed deficiencies 
against the company for the 1996 and 1997 tax years. 

Townsend Industries, based in Altoona, Iowa, manufactures printer prod
ucts. For the last forty years, Townsend has gathered its salespeople for 
an annual, two-day meeting at its headquarters involving its corporate 
staff and some factory workers. Following that meeting, the company 
has sponsored a four-day expense-paid fishing trip to a resort in Ontario, 
Canada (two of the four days spent traveling to-and-from the resort on a 
bus). Aside from a dinner at which the company owner, Robert 
Townsend, and its CEO, John Jorgenson, spoke about the state of the 
company, the employees and salespeople spent their time largely as they 
wished (though the vast majority fished). Nevertheless, business discus
sions were conducted on an on-going basis during the trip. 

Section 132(d) of the Internal Revenue Code excludes "working condi
tion fringe" benefits from an individual's wages and provides that "'work
ing condition fringe' means any property or services provided to an 
employee of the employer to the extent that, if the employee paid for such 
property or services, such payment would be allowable as a deduction 
under section 162 or 167." 26 u.s.c. § 132(d) (2000). The regulation 
then explains that where personal and business travels are mixed, travel 
expenses may only be deducted "if the trip is related primarily to the tax
payer's trade or business." 26 C.F.R. § 1.162- 2(b)(I). However, even if 
the trip is not primarily business-related, expenses "which are properly 
allocable to the taxpayer's trade or business" may still be deducted. 

Although the trips were voluntary, nearly all of the Townsend employees 
who testified felt an obligation to attend and some felt that it was part of 
their job. Moreover, Robert Townsend, the owner, testified that while he 
felt it would be antithetical to his business philosophy to make the trips 
mandatory, he and other senior management "definitely encourage" 
employees to attend and that "[wlhat we want to do is to get them to go, 
and we do lean on them." Townsend testified, "I like the environment up 
there. It's very beautiful, but it's actually the culmination of a year's wOl1h 
of work, because the fishing trip is where we launch products, introduce 
it to our staff, and so it's a pretty tough time." 

Although the Court of Appeals reversed the decision of the IRS and found 
in favor of Townsend, the Court stated, "We pause to note that our deci
sion does not stand for the proposition that in all cases in which a corpo
ration sponsors hunting, fishing, or other trips to "luxury" vacation spots 
that the sponsoring corporation can avoid including the per-employee 
cost of the trip in its employees' wages merely by presenting testimony 
relating to business allegedly conducted during the sojourn. A district 
court should be suspicious of oral, non-contemporaneous evidence pro
vided in such cases, and it may well be that in most cases the cost of these 
trips would amount to income taxable to each employee." This caveat 
notwithstanding, the Court found that Townsend Industries presented 
adequate evidence to substantiate its business purpose. 

Two things to take with you on this case: I) Nebraska is located within 
the 8th Circuit, so this case would apply directly to Nebraska companies, 
and 2) the decision is heavily reliant on the facts surrounding the "trip." 
If you have any question on the taxability of business and entertainment 
expenses spent on a business trip, take a copy of this case and visit with 
your accountant. 

tV"' ~ "'I101"f4' ee1J~OMIM 
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Here is a simple formula to keep down the cost of den
tal Medicaid: get kids to the dentist early. 

That's because among high-risk, preschool-aged chil
dren enrolled in the Medicaid program, those who have 
early preventive dental care are more likely to continue 
using preventive services. Those who wait to visit a 
dentist are more likely to visit for a costly oral health 
problem or emergency, according to a recent study in 
the journal Pediatrics. 

The study, "Early Preventive Dental Visits: Effects on 
Subsequent Utilization and Costs," found the average 
cost for a dental visit before age one was $262. This 
doubled to $546 when a child's first visit wasn't until 
ages four to five. 

"Our results support what the American Dental 
Association and the American Academy of Pediatric 
Dentistry have been saying: that for high-risk kids in 
the Medicaid program, getting them to the dentist ear
lier for preventive care is cost-effective," says 
researcher Dr. Jessica Lee of the University of North 
Carolina School of Dentistry in Chapel Hill. 

"Treatment can become very expensive as disease 
severity increases, even by age five," she notes. 
"Disproportionate restorative or emergency care costs 
are seen in the hospital cost that comes with the dental 
care needed, because the young children are unable to 
sit in the dental chair and so might need the emergency 
or hospital operating room." 

Dr. Lee adds, "These results have implications for the 
entire Medicaid program and even dental insurers in 
that, if you cover them early and they can get preven
tive care, it will save you money later on." 

The study also found that high-risk children from racial 
minority groups had more difficulty accessing dental 
care, as did those from rural areas with fewer dentists. 
Source: www.ADA.org. Today's News, October 7, 
2004. 



11 NebrtJs);tJ DenttJ! :AssocitJtiOf! .. December .2004 

Open Mouth Survey 
of Nebraska School Children 

The Nebraska Department of Health & Human Services 

(HHS), is partnering with the Centers for Disease Control 
and Prevention (CDC) and the University of Nebraska 

Medical Center (UNMC) to conduct the first state-wide, 

dental survey of third grade school children. 
Approximately 2000 children in 70 schools throughout 

Nebraska will participate in the open mouth survey. The 
goal is to provide oral health surveillance data on 

Nebraska school children for the first time ever and then 
to conduct similar assessments every 5 years. 

CDC personnel have 

designed the survey to 
include public and pri

vate schools as well as 
those with varying levels 
of economic need and 

geographic location. 
The survey itself con
sists of having a dentist 
go to the selected school 

to conduct a visual exam 
of the third grade school 
children's teeth. The 

visual exam will determine if the child has a history of 
dental disease or sealant utilization as well as whether or 

not the child currently has dental disease. The children 
will receive a free toothbrush, dental health information, 
stickers, and a smile fan. 

Dr. Fouad Salama, UNMC Pediatric Dental Residency 

Director has secured the IRB approval for this project 
and Dr. Kimberly McFarland has secured approval from 
the Nebraska Department of Education. CDC has pro
vided calibration training for the dental examiners, which 

include the UNMC Pediatric Dental Residency Program 
faculty and residents as well as Dr.'s Jessica Meeske and 
Kim McFarland. 

The Open Mouth Survey of 3rd grade school children 
should be complete by June 2005 and a report summariz
ing the findings will follow. Anything you can do to 
encourage participation by the selected schools would be 
greatly appreciated. If you any questions or need fUl1her 
information, please contact Kim McFarland at (402) 471
0166. 

!faJtirj f/pq /I!tJ !f~ttirj 
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Now more than ever, and in record numbers, consumers are 
using the Web to locate information on products and servic
es, write Dr. Mickey Bernstein and Robert Silkey in an arti
cle on internet marketing published in the summer 2004 
issue of the Journal of Cosmetic Dentistry. A few essential 
preliminary steps are involved in designing a successful 
Internet marketing program, they write. 

First, remember what it is that will attract patients to your 
practice. Second, make sure you fine-tune your practice so 
that the people who come to you via your web advertising 
want to stay as long-term patients. Next comes building a 
winning web site. Finally, the authors note, when all the pre
vious steps are complete, it's time to learn about internet traf
fic and then invest in strategies to drive this traffic to your 
practice's web site. 

The initial step in devising an Internet marketing strategy 
involves recognizing the factors that attract patients to a den
tal practice and uJtimately convince them to proceed with 
treatment. In restorative dentistry, Bernstein and Silkey 
write, patients make the decision out of a desire to preserve 
their teeth, avoid pain, or do what is responsible. But in aes
thetic dentistry, patients' decisions are more based on emo
tions. Attractiveness, self-esteem, the importance of appear
ance in business dealings, romance, fashion and prestige are 
therefore the primary "hot buttons" in marketing dental serv
Ices. 

Another important aspect of Internet marketing is the deter
mination of exactly what kind of traffic you want to direct to 
your Web site. The authors recommend distinguishing 
between total and targeted traffic. Suppose your cosmetic 
practice focuses lOO percent on cosmetic procedures and 
your Web site gets 1,000 visitors a month. If half of those 
visitors found your site by entering search words such as 
"extractions," then you would legitimately be interested 
on ly in the other half who entered search words such as "cos
metic dentistry." You need to consider other factors before 
deciding how many visitors might actually be potential 
patients, including their geographic location. If you're in 
Florida and you get a hit from a consumer in Washington, 
that's not likely a new patient. 

The authors also note that when devising a Web strategy, you 
should consider using both Internet directories -- such as 
DentatDocshop.com, 1800dentist.com and ienhance.com -
and the standard search engines such as Google, Yahoo and 
MSN. 
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CDT-5 Seminar 
Keys to the Code: Unlocking the Doors to CDT-2005 

Omaha - Friday, January 28, 2005 Kearney - Saturday, January 29, 2005 
1:00 p.m. - 4:00 p.m. 9:00 a.m. - 12 noon 
Holiday Inn Central - 72nd & Grover Holiday Inn Hotel - 110 2nd Avenue 

The Code on Dental Procedures and Nomenclature (the Code) is a living document that undergoes periodic changes to reflect new 
technology or to further clarifY procedure code nomenclature or descriptors. Since 1990, the Code has been published in manuals 
titled Current Dental Terminology and the I I th version ("CDT-2005") will become effective January 1,2005. The purpose of this 
workshop, designed for dentists and their staff, is to identifY the recent changes that have been made and explain the reasons for 
these changes and their effects. This workshop will develop and refine your knowledge and understanding of the Code, and your 
coding skills. 

"CDT-2005: What's new in the Code and Claim Submission" covers a number of related topics, including: 
The Code's history, structure and revision process 
A detailed review of changes within each of the twelve categories of service 
Appropriate use of new and revised dental procedure codes 
Using the Code on dental claim submission through coding scenarios 

This workshop has been prepared by the ADA's Council on Dental Benefit Programs (CDBP) and is 
offered through the Council on Dental Practice. The workshop will be presented by Dr. Glen Hall, an 
experienced member of the CDBP's Subcommittee on the Code. Glen D. Hall, DDS, is a graduate of the 
University of Texas Health Science Center, Dental Branch, at Houston. He completed a General Practice Residency at USAF 
Regional Hospital, March AFB, California. He is a Fellow of the American College and International College of Dentistry. He 
has served on the Texas Dental Association's Council on Dental Care Programs and is still active at the Constituent level in Texas. 
He presently serves on the ADA Council on Dental Benefit Programs and is serving on the Subcommittee on the Code. 

Each office represented at the seminar must have an ADA CDT-5 manual. Not every attendee will need a manual, just one manual 
per office. If your office has already purchased a CDT-5 manual or buys one prior to the seminar you wil1 be able to pay a reduced 
fee to attend the seminar. A higher fee will be charged those who register and have yet to purchase a CDT-5 manual. Manuals for 
those registrants, who purchased them through the NDA, will be distributed at the meeting site, the day of the seminar. Copies of 
the CDT-5 manual will become available from the ADA's catalog sales division on October I, 2004, which can be reached online 
at www.adacatalog.org or by telephone at 800-947-4746. 

Registration Form for CDT-5 Seminar 
Complete this form and return it to the NDA, 3120 "0" Street, Lincoln, NE 68510. Please make checks payable to NDA. 

ADA Member • fo~ Non-ADA Member 
(or Member Staff) R,Aitfit"4fiiot( I: II (or Non-Member Staff) 

1st Registrant, Needing CDT-5 Manual $95 VI .4J~ or,t(I/·· $195 
Ist Registrant, Not Needing CDT-5 Manual 
Each Additional Person, 

$60 
$60 

~fl 
t(01ll ,jp<(;o.I,0'1 

$100 
$1 00 

Fee (as noted above) 1II1II1II,t( 
*Ist Registrant's name _ $-----  ____ Omaha Kearney 
ADA # if applicable _ 
*2nd Person's name -------  $----- Omaha Kearney---  --- 
ADA # if applicable _ 
Yes, please mail to me (add $7.50) $ _ Address to mail manual: _ 

Total Fees $ _ 
(* If neither registrant is a dentist, please give your dentist's name at the bottom of this form.)
 
Dentist's Name _
 
Phone Number _
 

Payment Method: 
Account Number 

Check Enclosed Please charge to my _ Visa _ 
Signature on card 

Mastercard _ Discover _ AMEXP 
_ 

Billing address Zip code Expiration date 
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Annual Session 2005 
Silent Auction Items 

The Nebraska Dental Foundation Board and Dr. John Ahlschwede 
have proposed a change to the Silent Auction taking place during 

Annual Session. 

In the past, a large number of smaller val
ued items have been accumulated for bid
ding. For the 2005 Annual Session, the 
Foundation Board and President 
Ahlschwede would like each district to 
submit an item worth at least $250.00, or 
submit a check for at least $250.00 and 
the NDA staff will purchase an item used 
for bidding. 

Districts must submit information regarding their auction item to 
the NDA office by January 15, 2005 for publication in the 
February NDA newsletter. The district submitting an item that 
results in the highest bid among the districts wi II receive appropri
ate recognition (and bragging rights) in the NDA newsletter and 
website. 

Proceeds from the Silent Auction will benefit the Nebraska
 
Mission of Mercy Project.
 

Inhalation
 

Analgesia Permits
 
A recent article in the Lincoln Journal 
reporting on disciplinary action taken 

against several Nebraska dentists for 

not having a proper permit for the dis

tribution of nitrous oxide, has prompted a lot of calls to the 

NDA office asking what they need to do to comply. 

We checked with the Department of Health & Human 

Services and were told that all dentists administering nitrous 

must have a valid permit. This regulation has been in effect 

since 1988. To apply for an inhalation permit, contact 

Shirley Nave, Credentialing Specialist, Regulation & 
Licensure Division, (402) 471-2118, e-mail: 

shirley.nave@hhss.state.ne.us. 

Although the actual applications cannot be obtained online, 

speci fie regulatory information for dentists can be found on 

the HHS website at: http://www.hhs.state.ne.us/crllmed

icalldent/Dentist/Dentist.htm 

Creighton University is offering an Inhalation Analgesia 

course December 12 & 13, 2005. For more information, 

contact Marietta McKercher at 1-888-273-6576. 

If%£~%~,;SW:~~.§.s-£'~.S'~.zw~HZ~~}§JS'%.£fZ'~~%~~~~~~.S'§:%Z.z:~$~%~ 

IRegister your Give Kids A Smile program online 
I The third annual Give Kids A Smile access-to-care day is February 4, 2005.
I 
~I Some ?ne million children from low-incon.1e fam!lies received dental care or 

I." educatIon from over 38,000 dental professIOnals 111 February 2004. GKAS
I sponsors once again providing products to programs across the country 

Iinclude: 
. 
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I 

•. * Crest Healthy Smiles 20 I0 - The exclusive consumer product sponsor, Crest is donating sample kits that include an age- I
I appropriate Crest toothbrush, sample Crest toothpaste and oral health educational materials. 1#i·* DEXIS Digital X-Ray Systems - The exclusive X-ray paJ1ner, DEXIS is donating use of 50 digital X-ray systems and per- I 

..•. sonnel to GKAS programs at dental schools. DEXlS will donate two units to the first 20 dental schools to sign up, and one I 
.' unit to the next 10 schools. ~I
I

~ I 
* Ivoclar Yivadent Inc. - GKAS' exclusive preventive and restorative partner. 

* Sullivan-Schein - GKAS' exclusive distribution partner, which will donate 900 product packages. I
I 

The ADA's newest partner among GKAS sponsorship is Smal1Scrubs, a uniform company. SmartScrubs will donate J0 per I 
cent of every retail purchase from the sale of Give Kids A Smile S.C.R.U.B.S. medical apparel to the ADA Foundation. 

Go to www.ada.org/goto/gkas to register for Give Kids A Smile. You need not be an ADA member to register your program. I
The process takes five to 15 minutes. !i§Ila 
To share your thoughts on GKAS event planning, visit the Give Kids A Smile Discussion Forum on ADA.org. The
 
Discussion Forum is available to ADA members only.
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UNMC Course Registration - (402) 472-2175
 
For more information, call (402) 472-9457.
 

Creighton University registration and information
 
in Omaha caJJ (402) 280-5054.
 

Outside Omaha, call I (888) 273-6576.
 

December 16 & 17,2004 - Radiology for Dental Auxiliary, Trudy
 
Meinberg, RDH, MA, UNMC College of Dentistry. Outside
 
Omaha, call I (888) 273-6576.
 

January 14, 2005
 
Henry Weeth Lecture, UNMC.
 

January 23-30, 2005
 
Carribean Cruise, "Pearls of Dental Origin," Drs. Dennis
 
Higginbotham and James Howard, Creighton University.
 

January 28, 2005
 
NDA sponsored CDT-5 Course, Holiday Inn Central, Omaha. 1-4
 
p.m. Contact the NDA for more information. 

January 29, 2005
 
NDA sponsored CDT-5 Course, Holiday Inn, Kearney. 9-12 noon.
 
Contact the NDA for more information.
 

January 29, 2005
 
NDA Board of Trustees meeting, Holiday Inn, Kearney, I :00 p.m.
 

February 4 & 5, 2005
 
NAGD CE Potpourri Course, Omaha. (Watch your mail for fur

ther details)
 

February 4, 2005
 
"To Metal or not to Metal-Predictable Esthetic Restorative
 
Dentistry", Dr. Bruce Small, Creighton University.
 

February 4, 2005
 
"Radiology for Dental Assistants," Dr. Tarnjit Saini, Creighton
 
University.
 

February 5, 2005
 
ODDS Creighton Basketball/Staff/Family Night. For more infor

mation, contact Dr. Cassandra Pietrok at 402/330-2243.
 

February 11,2005
 
"What's New In Dentistry", Embassy Suites Hotel, Lincoln.
 
UNMC.
 

February 11,2005
 
"What's Good and What Isn't in Newer Endodontic Techniques,"
 
Dr. Frank Weine, Creighton University.
 

February 12, 2005
 
Northwest District Hockey Night. For more information, contact
 
Dr. Gayle Knoll at 308/647-6658 or Julie Berger at the NDA.
 

February 15,2005
 
NDA Legislative Reception, Cornhusker Hotel, 5:30 - 7:30 p.m.
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February 18,2005
 
"Gums and Stuff', Drs. John Mattson & Lawrence Parrish, Creighton
 
University.
 

February 19 - 26, 2005
 
Cruise & Learn - Eastern Caribbean, "Cruising to better patient health 

Oral Pathology, Systemic Diseases & Current Health Topics," Dr. Sarah
 
Gordon. For more information contact Kris Beckenbach at 402/472-9457.
 

March 4, 2005
 
"Multi DiscipJ ine Approach for People with Restorative and Orthodontic
 
Needs," Dr. W. Eugene Roberts, Creighton University.
 

March 18,2005
 
"Infection Control & OSHA Annual Review," Dr. James Howard,
 
Creighton University.
 

April I & 2, 2005
 
"Coronal Polishing for Dental Assistants," Dr. Dennis Higginbotham,
 
Creighton University.
 

April 8 & 9, 2005
 
"Radiology for Dental Assistants," Dr. Tarnjit Saini, Creighton
 
University.
 

April IS - 17,2005
 
NDA Annual Session, Cornhusker Hotel, Lincoln, NE.
 

2005 Utt4-latlpe ReeetJftol( 
T~J reJ~ 15, 2005 

Cornhusker Hotel in downtown Lincoln. Festivities begin at 
5:30 p.m. The cost to NDA members is $15 for a single ticket 
and $25 for a couple. The NDA picks lip the tab for a portion 
of the open bar and a variety of hot and cold hors d'oeuvres. 
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sation. Call Dr. Mark Birner at 303-691-0680, 

PRACTICE FOR SALE - GP, SOUTHWEST email atmbirner@birnerdental.com. or visitChssified 
Advertisements
 

IOWA - OMAHA AREA - 700,000 population. 
Established family practice. 25 years, fee for 
service. Expected buy in. Great patients and 
staff, own building. A nice place to call home. 
712-322-2231. 

ASSOCIATE - Established, modern group den
tal practice in NE Nebraska has an outstanding 
opportunity for the right associate to join our 
organization. We are looking for the individual 
eager to learn skills both in developing a wide 
variety of dental procedures, as well as promoting 
dental care through relationships in community 
activities. This opening has flexible starling date 
and can be negotiated. Our facility has state of 
the art equipment, including intra-oral cameras, 
digital x-rays, and a cerec 3 restoration center. 
We are looking for someone that will help move 
our patient's care to the next level. Three senior 
doctors and four full time hygienists are on staff 
to help develop and promote dental care in all 
areas. Ownership opportunity would be avail
able. Reply to Box # 1110 and send to the 
Nebraska Dental Association, 3120 "0" Street, 
Lincoln, Nebraska. 68510. 

LINCOLN ASSOCIATESHIP - Progressive 
state of the al1 dental faci lily seeking enthusiastic 
Dentist to join our new location in Southeast 
Lincoln. This is an outstanding opportunity with 
the possibility of a partnership. Our staff is dedi
cated to excellence in patient education and pre
ventative care. This is an excellent opportunity 
for a new or recent graduate with the commit
ment to the growlh of our expanding practice. For 
consideration, please send resume with refer
ences to: 4525 South 86th Street, Lincoln, NE 
68526. 

ST. LOUIS ORTHODONTIST associateship 
leading to partnership or buyout. Excellent 
opportunity. Call 314-344-1121. 

FOR SALE: Active family practice, one hour 
from Lincoln/Omaha. Loyal patient base with an 
excellent recall system. Enjoy the advantage of 
small town living without the big city hassles. 
Excellent staff including hygienists. Very reason
ably priced. Located in a beautiful historic build
ing. Reply to 402-352-3749 (evenings only). 

PRACTICE FOR SALE - GP, CENTRAL 
NEBRASKA. Gross $648K. 4- 1/2 days/wk. 5 
ops, 2400 sf. Stand-alone bldg for sale. NE 1812 
Peter Mirabito, DDS, Jed Esposito. MBA Precise 
Consultants 800-307-2537, 
www.dentalsales.com 

PRACTICE FOR SALE - GP, SOUTHWEST 
NEBRASKA. Gross $277K, Price $IOOK. 4 
ops, 1.923 sf. Prof. bldg. NE 1834 Peter Mirabito, 
DDS, Jed Esposito, MBA Precise Consultants 
800-307-2537, www.dentalsales.com 

NEBRASKA - Buy-in/out. Gross $493K. 4 ops. 
NE3081 Peter Mirabito, DDS, Jed Esposito, 
MBA Precise Consultants, 800-307-2537, 
www.dentalsales.com 

PRACTICE FOR SALE - GP, OMAHA. Gross 
$300K, 22 Hrs/wk. 5 man GP group. Dr retiring 
NE0417 Peter Mirabito, DDS, Jed Esposito, 
MBA Precise Consultants, 800-307-2537, 
www.dentalsales.com 

FOR SALE: The following in-use items will be 
available in December when we move to our new 
otTice: Lumix 70 x-ray; Dentalez "J" Chair and 
Base; 4 Mams Lights (pole mounted); WhipMix 
Vacuum Investor; Whaledent Pindex; 3 Curing 
Lights; 8 Comdial Intercom Phones; 8 Room 
Theta Communication System; Digital Cameras; 
Portable Intra Oral Ultracam; Miscellaneous 
Cabinets; Seiler Endo Microscope; 2003 Dodge 
Ram Hemi Pick-up, 4,000 miles; 2002 Harley 
Davidson Road King, 58,000 miles; Contact Drs. 
JoAnn and William Kathrein, Omaha, NE. 402
397-3400. 

FOR SALE: Complete A-Dec operatOlY pack
age, purchased new in 2000. hardly used. 
Includes A-Dec cascade 1040 chair with radius 
2122 fiber optic delivery unit, demetron optilux 
curing light all artached to chair, A-Dec 5551 
treatment console with asst. arm, A-Dec 5512 Dr. 
console and 5522 Ass!. console, A-Dec ceiling 
mount light and Gendex 770 x-ray unit. Prefer to 
sell as a package but possibly will separate. Paid 
$36,000 for complete A-Dec op package, will sell 
for $19,500. Also have 2 additional 5512 Dr. con
soles, will sell for $3,000 for both and two 5522 
Ass!. consoles, will sell for $4,000 for both. 
Please contact Dr. Shay McGowan at 308-382
7813, Nebraska. Purchased all equipment new 
from Parterson Dental in 2000. Chair is navy blue 
and all consoles are beige/white in color. All 
items are in excellent condition. 

FOR SALE: 2 ADEC 5512 DR consoles. Paid 
$9.000 for both in 2000, absolutely in incredible 
condition, like new, will sell for $3,000 both. 2 
ADEC 5522 ASST. consoles, paid $11,000 for 
both, also in excellent condition. Will sell for 
$4,000 for both. Please call Dr. Shay McGowan 
at 308-382-7813 (office) or 308-382-5340 
(home). Neutral color. 

"HAVE DRILL! WILL TRAVEL." Temporary 
dentist will cover for injulY, illness, maternity 
leave, etc. References on request. John R. 
Sedlak, DDS, 402-488-3257 or billslak@aol.com. 

DENTISTS: Perfect Teeth is seeking Senior 
Dentists in Arizona. Colorado, and New Mexico 
with a compensation range of $90,000 to 
$200,000+. Successful private or group experi
ence required. Benefit package. Also seeking 
Associate Dentists with a compensation range of 
$75,000 to $95,000. Specialists opportunities 
also available for part and full time Ortho. Endo, 
Oral Surgery, and Perio with exceptional com pen

www.BDMS-PerfectTeeth.com. 

PROGRESSIVE DENTAL PRACTICE 
requires full-time dentist to join our dynamic 
team. Our professionally designed otTice is locat
ed in the beautiful southeast Nebraska communi
ty of Beatrice. We have three fully equipped 
operatories and a surgical suite. Our dedicated 
staff is committed to excellence in comprehensive 
implant and cosmetic dentistry. Excellent com
munication skills, dedication to success, and a 
strong commitment to continuing education are 
essential. We are looking for a person who will be 
willing (0 make a buy-in commitment after a one
year associate period. To ensure the success of 
the candidate, we have designed a mentorship 
program that involves continuous team learning. 
We are also working with consultants to ensure 
that a solid patient base is available immediately 
upon joining. This is the perfect opportunity for a 
new or recent grad with an open mind and a com
mitment to the highest clinical and practice stan
dards. Please contact our otTice at 402-223-5 109. 

SPACE SHARING ARRANGEMENT. 
Potential Partnership &/or Purchase Opportunity 
immediately. Five operatories, modern, nice 
decor. Looking to share this large office with 
another dentist who needs a place to see his/her 
patients. Please call 402-320-4141. 

EBRASKA & IOWA ASSOCIATE / PART
ERSHIP OPPORTUNITIES. Iowa opportu

nities include: Council Bluffs (20 minutes from 
Omaha); Missouri Valley (30 minutes from 
Omaha); Logan (45 minutes from Omaha); 
Woodbine (60 minutes from Omaha). Nebraska 
opportunities include: Omaha; Gretna (15 min
utes from Omaha). Great opportunity to gain 
diagnostic, clinical and treatment planning proti
ciency; tap 20 years experience from senior' doc
tors, earn an income of $75,000 to $175.000 and 
learn the business of dentisliy. Contact: Jeffrey 
Garvey, DDS, Midlands Dental Center, 214 East 
Erie Street. Missouri Valley. IA. 51555 or call 
712-642-4136 (ask for Jean). 

DENTAL CLINIC LOCATED IN RAPID 
CITY, SD. is seeking a dentist to provide care to 

the local population. Clinic is privately owned 
and situated in the beautiful Black Hills of South 
Dakota. Graduation from an accredited School of 
Dentistry required. Two years experience in a 
clinical serting preferred. Current unencumbered 
dental license in the state of South Dakota, or the 
ability to obtain licensure in South Dakota 
required. Competitive wages and bene/its. Please 
send CV/Resume. Box #830. 

ASSOCIATE: Vibrant, family-oriented dental 
practice in SW Iowa is looking for an associate 
dentist. State-of-the-al1 equipment & facilities 
located in a progressive, proactive community. 
Excellent K-12 Educational facilities, new com
munity pool & recreational facilities, regional 
Medical Center & Hospital. area shopping desti
nation. Please call 712-246- J726 
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~""""'=~~~;:"""I,. Take Advantage. of Our Value Added Services 
....:;;;;...rrl 

",Use up to,85% of.,you'r practice'seq~ity, 

, You could improve you'(practice ',~~~h 'flo'Ai by payil'lg 
,"off high rate debt and lowering your oyerheaCl": '.," 

Consolidate your bills ,into one low monthly payment, 
. .'. . . ", '.~ .'. .. ., 

" Gain pO$sible1axbenefits" " " 

'Fixed and vadabl~ rates w,ith'flexible terrrisavailabl~. 

'., •:PI~ase contact ydur rylBNA Practice Financi~gSpecialist toc;lay to review 
'ibIS and other financIal prequcts available to help you achIeve your 
bl:lsiness goals. ',.'. ,., ".. ".,' , 

'... , I; Call Today! ' 

800-4:91-:3623.'. 
. " " '. 

SotJrce Code.: 3JOS7 '." . . 

TRUSTEES	 ',II"I•• '""If" /,1,1 "'Ill' '11','"1",,," "",," .. '..1.' 
Dr, Eric Hodges, Omaha 
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Dr. Scott O'Neil, Southeast 
',06S9,ST AVE

Dr. Mark Minchow. Central 
0l"W1A NE 68124-1211 Dr. Charles Skoglund, North
 

Dr. John Herman, Northwest
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Dr. "Cork" Taylor. West
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