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QuickBites

Have a question? The ODA has
an answer

The ODA is Ohio’s resource for the dental
profession. When a member has a question or
needs something, he or she should contact the
ODA first. Odds are the information is available
through membership.

Members can call the ODA at (800) 282-
1526 with questions, plus visit www.oda.org
24/7 for up-to-date information.

The ODA's online resource library, found at
oda.org/resource-library/, contains information
related to practice management, regulatory
compliance, legal questions and more.

So next time your office has a question,
remember to contact the ODA first by calling
(800) 282-1526, emailing dentist@oda.org or
visiting www.oda.org.
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The Ohio State University College of Dentistry hosts

national Give Kids A Smile kickoff event

By Jackie Best Crowe
ODA Managing Editor

The Ohio State University College of Den-
tistry hosted the American Dental Associa-
tion Foundation’s Give Kids A Smile national
kickoff event on Feb. 2.

At the student-led event, 171 children
received free dental exams, cleanings, extrac-
tions, fillings, crowns, and education on how
to maintain good oral health.

“This is the 12th Give Kids A Smile day at
the College of Dentistry and we're pleased
to be the site of the national kickoff,” said Dr.
Patrick Lloyd, dean of the College of Den-
tistry. “This event has important and positive
outcomes for everyone involved. Parents are
able to secure dental care for their children
when they might not otherwise be able to
afford that care; our students, who plan the
day, begin to consider hosting Give Kids A
Smile events in their own practices when
they graduate; and the children have the
opportunity for brighter futures because they
are not hindered by low self-esteem due to
poor oral health.”

Children in need were bused in from lo-
cal schools, and the dental school also had
appointments available for the public. At
the event, 122 cleanings, 299 X-rays, 129
fluoride treatments, 108 sealants, 40 fillings,
18 crowns, 17 extractions, and three pulp-
otomies were provided.

“For many kids, a Give Kids A Smile event
is their first real dental experience, and we
want it to be a great first experience for them
so that taking care of their smiles becomes a

ODA Staff

A patient receives a high five during the Give Kids A Smile national kickoff event at The Ohio State
University College of Dentistry. See page 7 for more photos of the event.

lifelong habit,” said Dr. Joe Crowley, president
of the American Dental Association and a
dentist from Ohio. “Kids with poor oral health
status are almost three times as likely to miss
school as a result of dental pain. Our goal is
to provide the care they need and put them
on a path to a lifetime of good health so they
can succeed and make their dreams reality.”

A committee of students organizes the
GKAS event at Ohio State, and this year the

organization of the event was led by third-year
dental student Haella Holmes. At the event,
230 dental school students, 60 dentists and
five hygienists volunteered their time. Ohio
State has held GKAS events twice annually
since 2012, providing care for more than
1,100 children throughout Ohio and providing
more than $318,000 in treatments.

See GKAS, page 4

ADA president to speak at ODA Leadership Institute

By Jackie Best Crowe
ODA Managing Editor

American Dental Association President
Dr. Joe Crowley will be speaking at the ODA
Leadership Institute on March 23 and 24 in
Columbus.

The 2018 Leadership Institute — People,
Purpose & Passion: The Pathway to Success
— will be at the Hilton Columbus Polaris Hotel.
The event will feature keynote presentations,
roundtable discussions, breakout sessions
and opportunities for camaraderie and fel-
lowship.

Crowley will speak about “Resources for
a Thriving Dental Practice: The ADA Center
for Professional Success” on March 23 along
with Dr. Betsy Shapiro, director of the ADA
Center for Professional Success. The ADA's
Center for Professional Success is a recent
initiative to provide member dentists with
innovative resources related to practice man-
agement, regulatory compliance, third-party
payer issues and risk management.

The Center for Professional Success is a

ADA President Dr. Joe Crowley will speak at the
2018 ODA Leadership Institute.

Web portal that can be accessed at Success.
ADA.org. ADA staff members maintain and
update the website. It includes everything
from calculators, continuing education,

REGISTRATION
INFORMATION

Registration is free for ODA members,
dental residents and dental students.
Register online at www.oda.org/events
or call 800-282-1526. Or mail in the
paper registration form that was mailed to
ODA members along with a brochure in
January. Registration is limited, so please
register early.

articles and more. During the discussion,
Crowley and Shapiro will show dentists how
they can navigate and use these resources
to improve their practices.

On March 24, Crowley will be giving
an ADA update along with ADA Treasurer
Dr. Ron Lemmo and ADA Seventh District
Trustee Dr. Billie Sue Kyger. Attendees will
have a chance to hear about Crowley’s year
as president so far, as well as highlights about
what'’s going on at the ADA.

See LEADERSHIP, page 6

2018 ODA Leadership Institute

March 23-24 | Hilton Columbus Polaris Hotel | oda.org/events
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From the Corner Office | President’'s Message

The
Director’s

Chair

David J. Owsiany, JD
ODA Executive Director

Doers and
Talkers

| recently watched paid advocates for
dental therapists wearing green scarves
testify about access to dental care in
Ohio at a legislative hearing. During the
testimony, | thought about what I had seen
less than a week before at the national
kickoff for the Give Kids A Smile program
held at The Ohio State University College
of Dentistry, where dozens of volunteer
dentists, dental students, faculty and staff
provided dental care and oral health edu-
cation to more than 170 Columbus-area
school children.

That scene was replicated at the Case
Western Reserve University School of
Dental Medicine in Cleveland and in
dental offices and clinics across the state
and the country. In Ohio alone, 2,350
dentists and other volunteers will host 136
Give Kids A Smile events across the state
providing more than $1 million worth of
dental services to more than 24,500 Ohio
children. In the 15 years of the Give Kids
A Smile program, more than $14 million of
dental care services have been provided
to more than 250,000 Ohio children.

And that is just what has been done
at Ohio Give Kids A Smile programs.
There are many other critical programs
through which Ohio dentists provide
volunteer care to under-served Ohioans,
including the Cincinnati Dental Society’s
“Leave No Vet Behind” program and the
Remote Area Medical missions across the
state. In fact, a recent survey found that
the typical dentist in Ohio provides more
than $13,000 in free care annually, which
amounts to a total of more than $40 mil-
lion in donated services every year.

Just as | reflected on the amazing
generosity of the dental profession, the
paid advocate pontificated that dentists’
volunteerism is insignificant. Tell that to
the hundreds of thousands of Ohioans
who have benefited from these GKAS and
other worthwhile programs throughout
the years! And then it dawned on me that
there are “doers” and there are “talkers.”
The talkers deal in “what ifs” or “if only”
and are quick to criticize the doers who
are actually doing something about the
problems the talkers just talk about.

The paid advocate went on to suggest
that recent legislative developments in
Ohio have done little to address access to
dental care. Again, that would be news to
the thousands of Ohioans who now have
access to dental care because of legisla-
tion pushed by the ODA and passed by
the Ohio General Assembly.

Over the last two decades, proposals
have been floated by representatives of
both parties to eliminate dental coverage
for adults in Ohio’s Medicaid program.
The ODA led the advocacy efforts to edu-
cate policymakers about the importance
and cost-effectiveness of the adult dental
Medicaid program. And today, because of
those efforts, Ohio is one of only a handful
of states that has comprehensive Med-
icaid dental coverage for adults. | don't
remember seeing any green scarves in
those Finance Committee hearing rooms
as we worked to save the adult dental
Medicaid program back then.

A few years ago, the ODA lobbied for
an increase in the dentists’ biennial licen-
sure fees to create the Ohio Dentist Loan
Repayment Program (ODLRP). Through
the ODLRP, 25 dentists have relocated
to designated shortage areas providing
care to tens of thousands of Medicaid and
other under-served patients.

In 2010, the ODA successfully advo-
cated for restoration of the school-based
fluoride rinse program. Today, tens of
thousands of Ohio school kids who live in
areas that do not have fluoridated water
systems benefit from the fluoride rinse
program, providing valuable protection
against dental disease and decay.

That same year, the ODA had legisla-
tion introduced to create the Oral Health
Access Supervision Program (OHASP),
which is an innovative program that allows
dentists to send hygienists into public
health settings to provide dental services.
Patients are provided access to a dental
home and receive a follow up appoint-
ment with the dentist.

While | listened to the paid advocate
criticize programs like the OHASP, | re-
ceived an email message from a dentist
at Nationwide Children’s Hospital discuss-
ing how beneficial OHASP has been in
allowing them to extend care to children
in Early Head Start programs in Franklin
County. They are doers at Nationwide
Children’s Hospital!

We have also worked to amend the
Dental Practice Act and accompanying
rules to permit the existing dental team
members — including certified dental as-
sistants, EFDAs and dental hygienists — to
provide prevention services to patients in
various settings, regardless of whether
a dentist is present. As a result, more
prevention services are being provided in
under-served settings across Ohio.

The paid advocate concluded his
remarks by suggesting that the ODA's

advocacy efforts have failed to “move
the needle” on access to dental care. Tell
that to the millions of Ohioans who have
benefited from ODA's advocacy efforts
and the access to care programs that
arose from those efforts

But you don't have to just rely on the
anecdotal stories from dental clinic direc-
tors who say they would have had to close
their doors had dental coverage for adults
been eliminated in the Medicaid program
or from kids who now have a dental home
because of the Ohio Dentist Loan Repay-
ment Program or who are regularly being
treated in Head Start programs because
of OHASP. Those stories are real and re-
flect the human element of our successful
advocacy efforts.

Recent studies and data also tell the
story of improved access to dental care
in Ohio. According to the Ohio Depart-
ment of Health’s most recent oral health
survey of third-graders, 80 percent of
third-graders have seen a dentist within
the past year, which far exceeds the
national target of 49 percent. Moreover,
93 percent of third-graders had seen a
dentist in at least the last three years. The
survey also showed that between 1998
and 2015, the percentage of children with
untreated cavities decreased substantially
while the percentage of children with
dental sealants steadily increased. In fact,
the percentage of Ohio children with one
or more dental sealants is 49 percent,
which is well above the national target of
28 percent.
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Source: Make Your Smile Count! Third Grade
Oral Health Screening Survey, 2013-15, Ohio
Department of Health

The recently released State Health
Assessment report provides further con-
firmation of improved access to dental
care in Ohio. Specifically, the State Health
Assessment found that the percent of
children ages 3 to 17 with unmet dental
care needs decreased from 6.8 percent
in 2010 to 5.4 percent in 2012 and 4.6
percent in 2015, a 30 percent decline
over the five year period. Ohio also fares
well with adult oral health. According to

See DOERS, page 4

President’s
Message

Steve Moore, DDS
ODA President

A unified voice
makes a strong
voice

Advocacy is possibly the most impor-
tant benefit the ODA provides our mem-
bers. Support of ODPAC (Ohio Dental
Political Action Committee) and ADPAC
(American Dental Political Action Commit-

tee) is crucial to maintain our wonderful
profession. A unified voice makes for a
strong voice! Dentistry is ranked as one of
the most trusted and admired professions
in the United States. But if you listened to
proponents of the dental therapist and the
Kellogg/Pew Trust, you would think Ohio
dentists and team members do little, or
virtually nothing, to help the underserved.
Despite the fact that it is estimated that
the typical Ohio dentist provides approxi-
mately $13,000 in free care on average
yearly (which adds up to approximately
$40,000,000 statewide).

February is Children’s Dental Health
Month. It is the traditional kickoff to the
Give Kids A Smile program. Ohio was hon-
ored to host the national kickoff of GKAS
2018. Throughout the year, approximately
2,350 Ohio dentists and staff will donate
over $1,000,000 of dental care to 24,000
children through GKAS. Executive Direc-
tor David Owsiany’s column “Doers and

Talkers” makes clear the effort Ohio den-
tists have made to help the underserved.

We have a great profession. | hate to
see it destroyed by “deep pocket” paid
advocates who promote a plan that would
result in a misdirection of funds and de-
velop a two-tiered system of dental care.
Those dollars could be more efficiently
utilized to support the existing practice
model. This is why | feel strong support
of ODPAC and ADPAC is more crucial
now than ever.

Email Dr. Moore at smoore @oda.org.

Donate to the Ohio
Dental Political Action
Committee (ODPAC) at

oda.org/advocacy/
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Legal
Briefs

Nathan E. DeLong, Esq.
ODA Director of Legal &
Legislative Services

Today’s dental marketplace is increas-
ingly competitive, driving dentists to seek
out new ways to market their practices
and attract new patients. However, there
are several legal and regulatory restric-
tions on dental marketing that dentists
must consider before engaging in a new
advertising campaign.

State regulations and the profession’s
ethical code govern all types of dental
advertisements. Television and radio
spots, websites and all categories of print
advertisements, including newspaper,
magazines, yellow pages, signs, school or
church bulletins, billboards and other me-
diums, are subject to regulation. There are
several general rules that dentists should
follow when engaged in advertising of any
kind to avoid difficulties.

First and foremost, all advertising must
be true and accurate. State and federal
regulations as well as the ADA’s Prin-
ciples of Ethics and Code of Professional
Conduct (Code) require dental advertise-
ments to avoid statements that are false
or misleading in nature. Advisory Opinion
5.F.2 of the Code sets out a few examples
of what should be avoided:

+ Statements that contain a material
misrepresentation of fact

» Omitting facts that are necessary to
make the statement as a whole not
misleading

« Statements that are likely to create
unjustified expectations about what
the dentist can achieve

» Unsubstantiated statements that
claim the services provided by the
dentist are superior to those provided
by other dentists.

The Ohio State Dental Board has also
developed a regulatory scheme govern-
ing how a dentist may advertise in print,
radio, TV, Internet and other mediums.
Basic guidelines to comply with these
rules include:

» Avoid making false or misleading
statements

* Include the name of the owner
dentist(s) and their degree conferred
in all ads

* Avoid using the names of deceased
or non-practicing dentists in ads

» Use the phrase “general dentist” in
any advertisements that mention spe-
cific dental services that are offered to
patients

« List your board approved specialty
if applicable

» Avoid terms like “family dentist,”
“cosmetic dentist” or other phrases
that suggest a specialization in an

Download the
ODA member logo!

Showcase your membership in
the Ohio Dental Association by
downloading the 2018 ODA member
logo for use on your website or
electronic communications. For
more information and to download
the logo, visit oda.org/account/logo.

CEAHD

Be cautious with advertising, referral incentive programs

unrecognized area.

However, questions regarding the ad-
vertising regulations are often fact specific
so dentists are wise to work with legal
counsel or contact the Ohio Dental Asso-
ciation prior to engaging in an advertising
campaign in any of these formats.

A lesser-known restriction, but one
that carries potentially stiffer penalties,
is Ohio’s anti-kickback law. The law is in-
tended to help protect patients and health
care payers against fraud and abuse and
to prevent financial incentives from influ-
encing health care providers’ treatment
recommendations and decisions. Though
the focus of the law is seemingly meant to
address provider-to-provider and agent/
broker-to-provider referral corruption, the
law is written broadly and actually applies
to everyone. Therefore, dental offices that
are considering establishing a referral
incentive program for current and new
patients must be familiar with this law in
order to avoid pitfalls.

Ohio Revised Code section 3999.22
makes it illegal for anyone to “knowingly
solicit, offer, pay, or receive any kickback,

bribe, or rebate ... in cash or in-kind, in
return for referring an individual for the
furnishing of health care services ... for
which whole or partial reimbursement ...
may be made by a health care insurer.”
Any violations of this section are consid-
ered felonies under the law.

Despite this broad prohibition against
any kind of payments — gift cards, cash,
gifts, etc. — in exchange for referrals, there
are several important exceptions outlined
in the law that may still allow dentists to
pursue a patient referral program. First,
the law excepts those referral payments
that are authorized by a health insurance
contract and does not apply to deduct-
ibles or copayments. The law also does
not apply to a health care practitioner who
provides services that are not covered by
the patient’s health insurance plan.

Finally, and most importantly, the re-
striction does not apply to the offering of
discounts or reductions in prices. This
exception provides a simple avenue for
dentists to offer incentives to patients who
refer their friends and family into the prac-
tice. A discount off of future services, or

new pricing structures for certain proce-
dures can be offered in exchange for the
referral of new patients under Ohio law.
While offering discounts on future
services for patient referrals does not
violate Ohio’s anti-kickback law, offering
incentives (cash, gift card, contest prize,
credit toward treatment, etc.) for posi-
tive online reviews violates the terms of
service for many review sites and may
elicit the attention of the Federal Trade
Commission (FTC) for possible violation
of federal truth-in-advertising standards.
The FTC has issued guidelines with regard
to offering incentives for reviews and tes-
timonials, which require appropriate dis-
claimers to be included in order to avoid
misleading the reader. Failure to include
such disclaimers would likely also be a
violation of the profession’s ethical code.
Dentists seeking to step up their mar-
keting campaign and attract new patients
are strongly encouraged to seek advice
from legal counsel prior to instituting a
referral incentive program or an advertis-
ing campaign to discuss these issues and
avoid any difficulties that may arise.

BridgeWay

PRACTICE TRANSITIONS

Farrah Zemke
Transition Consultant

Practices for Sale

Knowledgeable. Compassionate. Attentive.

Practice transitions done differently.

Ready to experience customer service on a whole new level? With the addition of Farrah Zemke,

BridgeWay Practice Transitions is proud to bring it’s client focused services to the dentists of Ohio. If
you are considering a practice transition, contact us today to experience the BridgeWay difference.

Tiffany Stewart
President

Celeste Kohl
Transition Consultant

North Dayton: Grossing
S634K. 3 ops recently
remodeled. Room to add
2 more. 2200 active
patients, mainly FFS.

SE Columbus: Grossing
$438K on 3 days a week.
1600 active patients.
Cerec included. Mix FFS,
PPO, some Medicaid.

some Medicaid.

Complimentary practice appraisals. Complimentary consultations.

800-516-4640 | www.bridgewaytransitions.com | info@bridgewaytransitions.com

Columbus: Grossing
S677K. 2800 active
patients. 40 new patients
per month. 6 ops, nicely
equipped. Mix FFS, PPO,

Butler County: Grossing
$270K. 1000 active
patients. Mainly PPO. 4
operatories. Paperless
charts. Great merger

opportunity.
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In Other News

ODA Seeking
Nominations for Awards
of Excellence

By ODA Staff

The Ohio Dental Association is seeking
nominations for its 2018 Awards of Excel-
lence program.

The ODA's Awards of Excellence pro-
gram recognizes those who offer distin-
guished service to dentistry and improve
oral health care by offering treatment,
outreach or education.

Members and local dental societies are
encouraged to nominate those they know
who have made extraordinary efforts to
improve the dental profession.

The Awards of Excellence program
includes the following five award cat-
egories:

+ Distinguished Dentist Award — the
most prestigious of the ODA's awards,
is presented to an ODA member who
has demonstrated service, commit-
ment and dedication to the profession
throughout his/her career. Nominees
should display leadership, dedication,
commitment and outstanding contri-
butions at the local, state and national
levels.

» Achievement Award — is presented
to a dentist or an individual who has
made outstanding contributions to
the dental profession and to oral
health. Nominees are not required to
be dentists, but should display a per-
sonal and professional commitment
to the profession and the public’s oral
health. These individuals are honored
as ambassadors for the profession to
the community.

* Marvin Fisk Humanitarian Award
— honors ODA members who offer
dedication to improving oral health
care in at-risk communities. Nominees
may have served overseas or closer
to home, spending time and often
their own finances and other personal
resources to help improve oral health
care and fight ilinesses.

» N. Wayne Hiatt Rising Star Award
— is presented to an ODA member
in practice 10 years or less who has
demonstrated outstanding leader-
ship and commitment to organized

DOERS, from page 2

the State Health Assessment report,
65.3 percent of adults visited the
dentist within the previous 12 months,
which is above the national average of
64.4 percent.

The State Health Assessment also
demonstrates that Ohio’s dentist work-
force is larger than the typical state
and is growing even when adjusted
for population growth. For example,
in 2012, the population to dentist ratio
was 1,789 to 1.1n 2013, it was 1,746 to
1 and in 2015 the population to dentist
ratio was down to 1,710 to 1. Ohio fares
much better than the national average
in population to dentist ratio, which is
2,590 to 1.

So while the talkers continue to talk,
the ODA and its partners will continue
to DO — because we know there is
more to be done. We will continue
to extend care to under-served areas
through innovative programming,
enhance and extend prevention ser-

vices into more settings and create
incentives for dentists to provide care
to under-served patients.

We will also continue to advocate
for proven strategies that have a
demonstrated history of effectiveness
in addressing access to dental care.
In fact, just last year we successfully
advocated for doubling the capacity
of the Ohio Dentist Loan Repayment
Program, which will double the number
of dentists who can access loan repay-
ment in exchange for providing care in
professional shortage areas in Ohio.
And the ODLRP is entirely funded by
the dentists of Ohio!

We are also currently working to pass
legislation to update Ohio’s laws to al-
low for tele-dentistry. This would allow
dentists and dental clinics to utilize
technology to extend even more dental
care into under-served settings and
professional shortage areas.

We DO all this because we know that
actions do more for Ohio citizens than
mere words.

GKAS, from page 1

“Give Kids A Smile is first and foremost
about impact,” said Dr. William Calnon,
president of the ADA Foundation. “Ohio
State’s 2018 Give Kids A Smile program
is a perfect example of our profession
coming together, and bringing together
others who have valuable skills and tal-
ents to share, to generate better health
outcomes for kids in need. We admire the
passion that the Ohio State team brings to
the GKAS program.”

The kick-off event is one of many Give
Kids A Smile programs that will take place
throughout the year to help children in
need receive access to quality dental
care. Participating dentists decide the
scope, location, number of children and
dates of their events. Programs range from
educational events to basic screening and
preventive care to full restorative.

In 2018, more than 500 Ohio dentists
are planning to volunteer their time
through various GKAS efforts.

Support for the GKAS program comes
from national sponsors Henry Schein,
Colgate and KaVo Kerr.
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dentistry. ODA members who began
to practice January 1, 2007 or later
are eligible. Past award honorees have
shown outstanding initiative, a strong
commitment to volunteerism and
promise for continued accomplish-
ment within the profession.

» Access to Dental Care Program
Award — honors an outstanding
program (not an individual) that helps
reduce the access to care problem in
Ohio by offering free or reduced fee
dental care to underserved popula-
tions.

To submit a nomination, please re-
view the entry guidelines and submit all
required documentation along with an
Awards of Excellence nomination form,
which can be found at www.oda.org/
about-the-oda/call-for-nominations or
you may contact Michelle Blackman at
michelle@oda.org or at 800-282-1526.

The deadline to submit nominations
for the Awards of Excellence is April 20,
2018.

The ODA will present the awards dur-
ing the ODA's 152nd Annual Session in
September 2018 in Columbus.

Incredibly profitable practice could be grown into a multi-
million-dollar practice by a motivated orthodontist. Great
facility with experienced staff that is expected to stay.
Untapped marketing potential. Easy commute from Columbus.

FRANK R. RECKER & ASSOCIATES, Co, LPA
i S | ATTORNEYS AT LAW
Frank R. Recker, DDS, JD and Thomas J. Perrino, DDS, JD
Representing Dentists Exclusively for over 25 years

Dr. Frank R. Recker has practiced general dentistry for 13 years and served as a member of the
Ohio State Dental Board before entering the legal profession. Areas of practice include:

* Administrative Law before State Dental Boards
* Dental Malpractice Defense
¢ Practice-related Business Transactions

Dr. Recker also represents multiple national dental organizations and individual dentists in various
matters, including First amendment litigation (i.e. advertising), judicial appeals of state board
proceedings, civil rights actions against state agencies, and disputes with PPOs and DMSOs.

Dr. Perrino has been a practicing dentist for over 30 years. He is actively involved in organized
dentistry, having served on numerous committees and councils at the local, state, and national
level. Dr. Perrino was admitted to the Ohio Bar in 2014 and will be assisting in the representation
and defense of dentfists in all practice related matters.

Ms. Saundra Ertel, paralegal, has assisted Dr. Recker and Dr. Perrino in preparing for, and
attending, depositions, court appearances and hearings in multiple states.

We are truly a distinguished firm in the dental/legal world.

Follow the ODA on Twitter!
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bt Frank R. Recker & Associates Co., LPA

E & 4th and Vine Tower | One W. 4th Street, Suite 2606 | Cincinnati, Ohio 45202
@OhioDentalAssoc www.ddslaw.com
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ODA to host Peer Review, risk management CE
course

The Statewide Peer Review Workshop will be held in the morning of Friday, March
23 from 8 a.m. to 10:30 a.m. (registration will begin at 7:30 a.m.) at the Hilton Co-
lumbus Polaris just prior to the Ohio Dental Association’s 2018 Leadership Institute.

Attendees will learn regulatory and legal compliance strategies, risk management
practices, proper peer review procedures, and how to utilize peer review in their of-
fices while earning 2.5 hours of continuing education (CE) credits.

Attendance at the Statewide Peer Review Workshop is open to all ODA members
including component dental society peer review committee chairs, committee mem-
bers, and executive staff. A continental breakfast will be provided to all attendees.
There will be no fee to attend.

To register or for more information, email denise@oda.org.

Don't forget to renew tripartite membership

Ohio Dental Association membership dues must be paid by April 30 for the 2018
membership year in order to continue receiving exclusive member benefits.

Any member who did not pay their dues by Jan. 1, 2018, is considered past due.
Dentists who have not already renewed their membership should do so as soon as
possible so that membership benefits, including receiving the “ODA Today,” do not
lapse at the end of April.

Members can renew online at oda.org/renew, by mail to Ohio Dental Association,
P.O. Box 182039, Dept 367, Columbus, OH 43218-2039, by fax at (614) 486-0381
or by phone at (800) 282-1526.

New this year, the ODA will be offering an installment payment program, where
dentists can pay their 2018 membership dues over the course of several months.
Payments will be divided into monthly installments concluding in April 2018. To utilize
this payment option, dentists need to complete an in-year dues installment payment
program form, which is included with dues statement mailings.

Dentists can also pay their dues using Reward Program Payment with Benco Dental.
The Reward Program Payment allows dentists to redeem their Benco Dental BluChips®
for a dues credit toward their ADA, ODA and local dental society dues. In order to use
this payment option when paying dues, dentists will need to contact Benco Dental
by logging onto mybencorewards.com or calling (800) GO-BENCO ext. 2005 and
request that their BluChips be redeemed for membership dues.

ODA event to help match dentists looking for a job
with dental offices looking to hire

The ODA Subcouncil on New Dentists is hosting an event immediately following
Leadership Institute to help dentists, dental residents and dental students who are
looking for a job match up with dentists who are preparing for a practice transition or
looking to expand their practice.

MATCH is a free event for members and will be held on March 24 from 11:30 a.m.-2
p.m. at the Hilton Columbus Polaris Hotel.

Those looking to sell a practice, buy a practice, hire an associate or become an
associate are all invited to attend this unique event.

To register, visit oda.org/events.

No outside companies or vendors will be included in this program, and attendees
are not required or guaranteed to make a “match” at the event.

TRUSTED. PROFESSIONAL.

In-Office Anesthesia Services « Pedo/Adults
Medicaid Provider - Twenty Years Experience

HVIVI

Harry M. Miller, M.D.

Diplomate, American Board of Anesthesiology

Tel: 800-853-4819
harry@nitrousmd.com

Dentists, RDHSs

& Assistants

CE credits
in only 1 day!

Exceeds all OSDB requirements for staff

Nitrous Oxide Sedation

Sat., April 7th < Chardon, OH A

Classes fill fast — Register today ﬁé{
Call (440) 286-7138 e

Approved PACE Program Provider
FAGD/MAGD credit. Approval does
not imply acceptance by a state or
provincial board of dentistry or AGD
endorsement. The current term of
approval extends from 09/01/17 to
08/31/21. Provider ID# 356173

INTERACTIVE DENTAL SEMINARS

Onsite Medical Emergency Preparedness Training also available.
Call for details

Finance Committee

ODA Meeting & Event Calendar

2
A, 5 ook |
Council on Dental Care Programs and Dental Practice

7 Day at the Statehouse
9 ODASC Board
22 Executive Committee
22 Council on Access to Care and Public Service
22 Annual Session Committee
23 Peer Review Workshop
23 Joint Ad Interim and Strategic Planning committees
23-24 Leadership Institute
24 MATCH event
24 Subcouncil on New Dentists
30 ODA closed for holiday

ADA Dentist and Student Lobby Day
Callahan Memorial Commission

Apr. °%

Ohio Dental Association seeks information on
donated care

The Ohio Dental Association is looking for information about donated care that is
provided across the state. This information assists the ODA's lobbying team in advo-
cating for legislation related to dentistry and shows legislators the caring generosity
of Ohio dentists.

To report donated care, visit oda.org/community-involvement/report-donated-
care/. Reported information will only be used collectively, and no names of dentists
or offices will be used unless the office is contacted for permission.

Download and print employment posters online

ODA members can download and print employment posters from the ODA's website
for free. All employers are required to post numerous employment posters in their of-
fices. To download the posters, visit oda.org/member-resources/employment-posters/.
These posters are only available to ODA members.

RISK-FREE

SAVINGS

NEW! Dream
Fluoride Varnish
The convenience
of a brush and
paste on one tray.
Available in 4
flavors. 1

50 per box, .04 ml.

$39.50/box

3 =
Rl NEW! Joy Bond
w—— 5th generation hydrophilic,
: ‘ multi-use adhesive.
4 L b 4 = $45.00/7 mibottle

NEW! Joyfil Nano-hybrid Composite,
a unique highly polishable resin composite
technology $27.50/box

2

NEW!

Evolve Pediatric Crowns
stainless steel,

anterior and posterior
$21.00 for box of 5

Endorsed by

Sireith Tew Swes Godton! — —

ASSOCTATION 7)) AS(

GLOVES & SUPPLIES, — LAY A

To place an order or request FREE samples
associationgloves.com e 877.484.6149




6 | ODA Today | March 2018

Leadership Institute

Friday, March 23, 2018

10:00 a.m. - 11:00 a.m.
11:00 a.m.

11:00 a.m. - 12:00 p.m.
12:00 p.m. - 1:00 p.m.
1:00 p.m. - 2:00 p.m.
2:15p.m.-3:15 p.m.

Registration

Lunch

3:30 p.m. - 4:30 p.m.

4:30 p.m. - 4:45 p.m.

4:45 p.m. - 6:00 p.m.

Saturday, March 24, 2018
7:30 a.m. - 8:30 a.m.

8:30 a.m.
8:30 a.m. - 9:30 a.m.
9:30 a.m. - 10:30 a.m.

10:30 a.m. - 11:30 a.m.

11:30 a.m.

is limited, so please register early.

ODA LEADERSHIP INSTITUTE AGENDA

Welcome, Dr. Steve Moore, ODA President
10 Truths About Leadership, Pete Luongo

Breakout Session Round 1

Breakout Session Round 2

Breakout Session Round 1 and 2 Topics:

+  Best Practices in Dental Office Human Resources

+  Dental Marketing Made Simple

» Pain Management in the Dental Office: An Update
on Ohio’s Prescribing Rules

Resources for a Thriving Dental Practice: The ADA

Center for Professional Success, Dr. Joe Crowley,

ADA President, and Dr. Betsy Shapiro, Director of the

ADA Center for Professional Success

Presentation of ODA’s Component Dental Society

Membership Awards, Dr. Steve Moore and Dr.

Ruchika Khetarpal

Reception, hosted by Superior Dental Care

Registration and Breakfast Buffet

Welcome, Dr. Steve Moore, ODA President

ADA Update, Dr. Joe Crowley, ADA President; Dr.
Ron Lemmo, ADA Treasurer; Dr. Billie Sue Kyger, ADA
Seventh District Trustee

Legislative Town Hall/Election Preview, ODA
Legislative Team

The Oral Health - Systemic Health Connection:
What’s the Evidence?, Dr. Thomas Paumier

Closing Remarks and Adjournment

CONTINUING EDUCATION

Attendees of the 2018 ODA Leadership Institute have the opportunity to earn up to 5
CE credits. Complete CE information can be found on www.oda.org/events.

REGISTRATION INFORMATION

Registration is free for ODA members, dental residents and dental students. Register
online at www.oda.org/events or call 800-282-1526. Or mail in the paper registration
form that was mailed to ODA members along with a brochure in January. Registration

Learn about oral health-systemic
health connection at 2018 ODA

Leadership Institute

Editor’s Note: Dr. Tom Paumier will be
presenting “The Oral Health-Systemic
Health Connection: What's the Evidence?”
on March 24 at the ODA Leadership Insti-
tute. Visit oda.org/events to register and
for more information.

By Dr. Tom Paumier
ODA Past President

Nearly every week in the ADA Morning
Huddle there are multiple news stories
related to a chronic disease and how
bacteria in the mouth and oral health may
impact that condition. The mainstream
media is writing more and more articles
related to the oral health/systemic health
connection. Unfortunately beyond the
headline, the strength of the science to
support the claims may not be very good.
Being a science and evidence based
profession, we need to dig “beyond the
headline” to understand what the as-
sociation is.

My goal in the upcoming presentation
at the ODA Leadership Institute is to
provide you the tools to better evaluate
journal articles and the strength of the re-
search methodology used, to critique the
conclusions and why even peer reviewed
articles may be somewhat misleading.
| hope to clarify what the evidence is
related to how oral health impacts many
chronic medical conditions including
cardiovascular disease, stroke, diabetes,
cancer, rheumatoid arthritis and others.

This information will help you better
communicate with patients the impor-
tance of maintaining good oral health and
the value of regular cleanings and exams.
And that their oral health may impact their

Dr. Tom Paumier

overall health.

Additionally, you will be better equipped
to converse with your physician col-
leagues as to why they should be asking
their patients when they last saw a dentist.
Since medical reimbursement has be-
come more outcomes and value based,
there may be incentives for physicians to
refer their patients for a dental checkup
if their chronic medical condition may
improve with improved oral health. For
many dentists who have open chair time,
this information could provide a communi-
cation plan to better market your practice
to the community at large as well as other
health care providers.

Dr. Tom Paumier is a past ODA presi-
dent and general dentist from Canton
who serves on the faculty of the Mercy
Medical Center Dental General Practice
Residency program.

LEADERSHIP, from page 1

Crowley is a general dentist from Cin-
cinnati and a past ODA president.

In addition to hearing from Crowley,
attendees will hear a keynote presenta-
tion from Pete Luongo, former president
and CEO of the Berry Company, a small
business marketing company. Luongo
will present “10 Truths About Leadership
... It's Not Just About Winning,” which is
based off of his behavior-driven model
“The Leadership Pledge” that focuses on

people, support, expectations, feedback,
and accountability.

Attendees will also have the opportunity
to attend two breakout sessions on March
23. Topics include dental marketing, hu-
man resources and opioid prescribing
rules.

The day will conclude with a reception
sponsored by Superior Dental Care.

On March 24, attendees will hear a key-
note presentation from Dr. Tom Paumier,
a past ODA president and general dentist
from Canton who serves on the faculty of

the Mercy Medical Center Dental General
Practice Residency program. He will dis-
cuss “The Oral Health-Systemic Health
Connection: What's the Evidence?”

Leadership Institute will also feature a
legislative town hall and election preview.
Attendees will have the opportunity to
earn up to five CE credits.

Leadership Institute is the ODA's award-
winning program developed to help all
ODA members become more successful
and effective leaders. Attendees consis-
tently rank the event as one of the top

nervous concerns
about the transition.
| have worked with
other brokers and his
professionalism far
exceeded any others.

Lee R. Weisberg, DDS, MS

When you’re ready, we’re ready.
www.pmagroup.net

T

DENTAL
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leadership development workshops. This
event is free for ODA members, dental
students and dental residents.

For more information about Leader-
ship Institute and to register, visit oda.
org/events or watch your mailbox for a
brochure.

Check out the ODA’s
podcast!

The ODA has launched a new pod-
cast series called ODcAst: The Ohio
Dental Podcast! This podcast is a
convenient communications vehicle
featuring ODA staff members and
other experts discussing the latest
information related to the ODA and
dentistry in Ohio.

Recent topics include:

* new opioid prescribing rules for
acute pain in Ohio

*« new mandate requiring most
dental offices to have an amal-
gam separator

* membership benefits

* an advocacy update

To listen to the podcast, visit oda.
org/resource-library/ and click on
“ODcAst: The Ohio Dental Podcast.”

CAST




Give Kids A Smile ODA Today | March 2018 | 7

2018 national Give Kids A Smile kickoff event at The Ohio State University

ODA Staff
0OSU College of Dentistry Dean Patrick Lloyd
speaks at the GKAS national kickoff event.

ADA Foundation

Photo by ADA News.

© 2018 American Dental Association

| Shayleen, 10, left; Joelle, 10, right; and

g "jﬁl Grayson, 9, say “thank you” after receiving

LAk -|  care at the GKAS national kickoff. Students

ODA Staff were bused in from local schools, and

A committee of students organizes the GKAS event at Ohio State. Ohio State has held GKAS events twice annually since 2012, providing appointments were available to the public
care for more than 1,100 children throughout Ohio and providing more than $318,000 in treatments. at the event.

ODA Staff

ODA Staff
Haella Holmes, a third-year dental student
and president of the Ohio State University
College of Dentistry’s Give Kids A Smile

At the GKAS kickoff event, 122 cleanings,
299 X-rays, 129 fluoride treatments,
108 sealants, 40 fillings, 18 crowns, 17
extractions, and three pulpotomies were

program, with ADA President Dr. Joe Crowley.  provided.

Photo by ADA News. © 2018 American Dental Association
OSU third-year dental student Louis Konstan and Malachi, 7, give a thumbs up at the GKAS
national kickoff event.

ODA Staff
At the GKAS kickoff, 230 students, 60 dentists and five hygienists volunteered their time.

ODA Staff - -
ADA President Dr. Joe Crowley, past ADA president Dr. Gary Roberts, Debbie Dalin and ODA Staff
GKAS founder Dr. Jeff Dalin, receive a tour of the OSU GKAS event from Kyle Boyd, a fourth  Third-year dental student Kyle Spackman made balloon animals for kids at the GKAS
year dental student. national kickoff event.
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Dental Insurance Corner

Dental Insurance Corner

Proper use of the gingivectomy/gingivoplasty and crown

lengthening codes for restorative purposes

By Christopher A. Moore, MA
ODA Director of Dental Services

There is no way a dentist can prevent
a third-party payer from auditing or “red
flagging” his/her claims. A dentist's
actions, however, can impact the likeli-
hood of unwanted insurance company
scrutiny.

For example, providing significantly
more crowns or core buildups or doing
more than two quadrants of scaling and
root planing on the same date of ser-
vice are things that, while they may be
legitimate and warranted, are likely to
garner the attention of certain carriers.
Another procedure, while not as high
profile as the other examples, that can
be an issue for some dentists and in-
surance companies involves use of the
gingivectomy or gingivoplasty (D4212)
and crown lengthening (D4249) proce-
dure codes. Insurance companies can
relatively easily determine “higher than
normal” crown lengthening procedure
claim submissions, which can spark
enough interest by the carrier to lead
to an audit or review of the dentist's

patient records.

D4212 gingivectomy or
gingivoplasty to allow access for
restorative procedure, per tooth

The D4212 code is intended for use
when a gingivectomy or gingivoplasty is
needed to allow the dentist access to pro-
vide a restorative procedure. It is done,
according to Dr. Charles Blair in “Coding
with Confidence: The ‘Go To’ Dental
Coding Guide: (2017 CDT Edition),” by
removing healthy gum tissue “to reduce
pocket depths around teeth making the
area easier to access and restore or to
take an impression. The gingivectomy
is performed to access and restore su-
prabony pockets.”

The method the dentist uses to remove
the tissue, e.g., scalpel, electrosurgery,
laser, etc., is not a factor in using the code.
The D4212 code should be reported to
the patient’s insurance plan on a per
tooth basis.

Insurance companies vary in how they
process D4212 claim submissions. Some
will deny the D4212 claim if the service is
done on the same date as the restoration

ODA members who would like to submit a dental insurance related question,
problem or concern may do so by sending the appropriate information to the
ODA Dental Insurance Working Group, 1370 Dublin Road, Columbus, OH
43215, or 614-486-0381 FAX, or chrism@oda.org. To see past issues of the
Dental Insurance Corner, visit www.oda.org/news and choose the category
“ODA Today” and subcategory “Dental Insurance Corner.”

Questions
about
health insurance?

ODASC can help.

while others will consider it part of the
restorative fee. Many will expect an ad-
equate time to elapse before a final crown
preparation is performed. If future claims
and/or the patient record do not indicate
that this healing time has occurred, then
the carrier may deny the D4212 claim
outright. Some may even deny it when the
restoration is performed on a later date.

D4212 should not be utilized if the
gingivectomy or gingivoplasty is done
as part of periodontal treatment which
is more appropriately reported on a per
quadrant basis using either the D4210 or
D4211 code.

Additionally, the D4212 code should
not be reported when the dentist simply
packs cord. Carriers typically consider
this service to be part of the crown pro-
cedure and fee.

D4249 clinical crown lengthening
— hard tissue

The CDT 2018 lists D4249 as a pro-
cedure “employed to allow a restorative
procedure on a tooth with little or no
tooth structure exposed to the oral cavity.
Crown lengthening requires reflection of
a full thickness flap and removal of bone,
altering the crown to root ratio. It is per-
formed in a healthy periodontal environ-
ment, as opposed to osseous surgery,
which is performed in the presence of
periodontal disease.”

Careful review of the D4249 descriptor
indicates that it would be inappropriate to

report it on an insurance claim when
the actual service met the criteria for
the D4212 code. There is no such thing
as a “soft tissue” crown lengthening
procedure code. The dentist must re-
flect a full thickness flap, remove bone
to gain restorative access and alter the
crown to root ratio to be considered a
hard tissue crown lengthening. Blair
notes that “altering the crown to root
ratio involves removing alveolar bone
circumferentially around the tooth to
expose tooth structure that had been
subosseous prior to crown lengthening
surgery, so that newly exposed tooth
structure may be prepared to help
retain a planned restorative procedure
(e.g., a crown) in addition to whatever
tooth structure was already exposed
above the alveolar bone prior to the
crown lengthening.”

The D4249 procedure must also be
performed in a periodontally healthy
environment. If done to treat periodon-
tal disease then one of the osseous
surgery codes (D4260 or D4261)
would be the appropriate code to
report. Additionally, many insurance
companies will include reimbursement
for the crown lengthening procedure
within their reimbursement for the
0SSEOUS surgery.

It would not be appropriate to use
the D4249 code to report a “closed”

See CODES, page 9

ODASC is a resource for all health insurance options and ensures ODA members have a quality,
affordable plan available to them and their staffs.

Contact ODASC today for help choosing a health insurance plan that will best suit your needs!

D ZOMTAL ASZOIEATION 23WIC S CORFORATI N, Tl

www.odasc.com | (800) 282-1526
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CODES, from page 8

hard tissue laser procedure unless the
dentist reflects a full thickness flap. A
more appropriate code to use for this
service would be the D4999 (unspecified
periodontal procedure, by report) code
that Blair suggests includes an extensive
narrative and a request for a D4249 as
an alternate benefit.

Use of a laser does not change the
criteria that must be met in order to use
the D4249 code. Insurance companies
base their reimbursement on the pro-
cedure that was provided and not the
technique or technology used to perform
it. However, the carrier can use the type
of technology that the dentist employs
to make inferences regarding some of
the services that were provided. For
example, if the dentist uses a laser that
is only designed for soft tissue surgery
and not hard tissue (bone) surgery, then
many carries will infer that only a soft tis-
sue gingivectomy or gingivoplasty was
actually performed, rather than the hard
tissue bone removal required for use of
the D4249 procedure code.

Most carriers will expect to see a rea-
sonable healing period of generally six

weeks between the date of the crown
lengthening procedure and the date the
final crown preparation is performed be-
fore they will provide reimbursement. If
the restorative services are provided on
the same date of service as the crown
lengthening then the dentist should
strongly consider providing a detailed
narrative with the claim explaining the
necessity of providing the restorative ser-
vice without waiting for healing to occur.

Another area of concern to insurance
companies involves what dentists report
relative to the teeth adjacent to the tooth
that receives the crown lengthening
procedure. Many would likely take a dim
view of a D4249 claim that is submitted
for each of the adjacent teeth when the
dentist actually created a smooth con-
tour from the alveolar crest of the crown
lengthened tooth to the alveolar crests of
the adjacent teeth.

Blair reports that “if a distal or proximal
wedge procedure (D4274) is performed
in conjunction with hard tissue crown
lengthening (D4249) on the same ser-
vice date, it is usually considered part
of that procedure and not reimbursed
separately.”

The documentation contained in the

patient record represents the dentist’'s
only “defense” should he/she become
the subject of a third-party payer audit
or review concerning the dentist’'s use of
the D4249 code. It also represents the
information that will likely be necessary to
include with the initial claim submission
or, if necessary, upon appeal.

Should the dentist become the subject
of an insurance company audit or review,
he/she should anticipate that the insur-
ance company’s auditors will expect to
see the following in the affected patient’s
records:

* Pre-operative periapical radio-
graphs.
» Tooth number(s).
* Current periodontal chart.
» Photographs, if available, if the tooth
is fractured off at or below the gum
line and the fracture is not obvious on
the radiograph or documented loca-
tion of decay or lost tooth structure.
 Anesthetic record.
» Documentation:
» That a crown or other type of
restorative procedure is indicated
for the tooth in question.
» That the tooth is periodontally
healthy (since a tooth in an un-

€*T NaTIONAL PRACTICE TRANSITIONS

ASSOCIATESHIP
General Practice
Preble County, OH
#OH-1296
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Visit our website frequently for new opportunities or register for immediate notifications.
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WWW.NPTDENTAL.COM

healthy periodontal condition,
e.g., chronic periodontitis, would
not receive crown lengthening
but would more appropriately
be treated with the appropriate
periodontal procedure).

+ Of tooth specific tissue removal.
» Of tooth specific bone removal.
» Of the placement of an adhesive
or sutures.

While not in the patient’s record per se,
the dentist should realize that a review
of his/her appointment book/schedule
should reflect the types of procedures
that were performed.

The insurance company will expect
that the tooth will still have adequate
periodontal bone support after a crown
lengthening procedure. Frequency limita-
tions of one tooth per lifetime may apply
pending the patient’'s benefit plan, and
other insurance company policies may
apply too.

While crown lengthening may be done
for restorative or cosmetic reasons, it
should be noted that many if not most
insurance plans do not cover it if the
procedure is done solely for cosmetic
purposes.

“It is always important that dentists
utilize the procedure codes that most
accurately reflect the procedures they
provide,” said Dr. David Kimberly, chair
of the ODA Council on Dental Care
Programs and Dental Practice. “It is also
just as important that dentists realize
the importance of the patient record in
providing for continuity of care and also
forming the basis to defend themselves
should the care that's being provided ever
be called into question. If dentists take
all of the proper steps and have good
documentation but still find themselves
at odds with a third-party payer, then they
should consider utilizing the ODA's Dental
Insurance Working Group as a resource
in addressing issues they can't resolve
on their own.”

Resources

Participating provider contracts and
manuals should be readily accessible to
the dentist and billing staff and must be
complied with to ensure the dentist is
fulfilling his/her contractual obligations.

Participating provider manuals can also
be helpful to non-participating dentists by
providing insight to the carrier’s expecta-
tions with respect to documentation and
other matters.

The dentist should ensure his/her prac-
tice has the most recent version of the
ADA dental procedure codes, i.e.,, CDT
2018: Dental Procedure Codes (CDT),
and may also want to consider utilizing
the additional resources available from
the ADA (http://www.ada.org/en/publi-
cations/ada-catalog/cdt-products) and/
or publications from Blair (www.practice-
booster.com or 866-858-7596) .

Moving?
New phone number?
New email address?

Let the ODA know!

Contact the Ohio Dental Association
Membership Department if you are
planning to move your home or
practice or if you have changed your
phone number, changed your name
or changed your email address.

Via email: membership@oda.org

By phone: (800) 282-1526
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Annual Session

CHAIRMAN'S CHOICE

Making a great living/life in dentistry

Editor's Note: Dr. Elizabeth Mueller, a
pediatric dentist in Cincinnati, is the ODA
Annual Session 2018 general chairman.
Throughout the year, she will be shar-
ing details on some of her favorite CE
programs being offered during the ODA’s
152nd Annual Session, Sept. 13-16, 2018
in Columbus. Here is her second install-
ment.

By Dr. Elizabeth Mueller
2018 ODA Annual Session Chairman

| have been thinking about dentistry
since | went to dental school almost 40
years ago in 1977. |, single mindedly,
honed my professional skills from 1977
to 1983, when | got out of pedo school.
Then my real education started.

I quickly learned that having great
clinical skills was just the ante in this
complicated poker game of private prac-
tice dentistry. Managing the holy trinity of
patients, parents and staff would require
relationship skills that | did not have. | did
not know a payable from a receivable and |
still don’t know the difference between ac-
cumulated amortization and accumulated
depreciation.

| found myself struggling with the
business of dentistry. Sure, we have all
heard the “drill it fill it bill it" rhyme. But,
that assumes we have already attracted
a wiling patient and knew how to handle
the money when we got it. Marketing the
practice, managing your business, while
practicing good clinical dentistry, is RE-
ALLY HARD.

At Annual Session in Columbus, on
Friday, Sept. 14, your ODA is offering
many classes to fill in the gaps left by your
traditional dental school education. Dr.
Howard Farran is offering his ONE DAY
MBA program, sharing his techniques to
improve productivity and expand your
business using business planning in op-
erations and finance, e-commerce and
Internet marketing. He will teach us the
real reason people put off dental treat-
ment. He will teach you how to manage
your people, your time and your money.
Check out his website for full course de-

Live podcast recording
at ODA Annual Session!

Dr. Howard Farran will be recording
segments for his Podcast, “Dentistry
Uncensored,” on the evening of
Sept. 13 in the Exhibit Hall! Save the
date for this exciting opportunity.

ODA Today
Classified Advertising

Classified ads appear in each issue
of ODA Today. The cost is $55 for
members ($88 for non-members) for
the first 40 words. Each additional
word is $1. Ads may be submitted
via mail or fax to the attention of Amy
Szmania, advertising manager, or by
email to amy@oda.org. The deadline
to place, cancel or modify classified
ads is the 1st of the month prior to
the month of publication.

ODA Classifieds can also
be found online at

www.oda.org.

Dr. Howard Farran will present his One Day
MBA program at the ODA Annual Session
on Sept. 14.

scription, www.howardfarran.com. Come
and be a “Townie” for the day and | can
guarantee that you will not doze off during
Howard's presentation!

And, the ODA is also presenting Susan
Gunn, THE expert on using QuickBooks
in your dental practice, on Thursday, Sept.

More

Judy Bendit, RDH

Dr. Charles Blair

Dr. Jeff Brucia

Dr. Gordon Christensen
Dr. Howard Farran

Dr. Kathy Flaitz

Dr. Gary Glassman
Susan Gunn

5/z¢a¢wwzl
More Achicvement

Featured speakers at the 2018 ODA Annual Session include:

Dr. Brian Harris

Dr. Mel Hawkins

Dr. Doug Lambert
Dr. Roger Levin

Dr. Don Lewis

John Molinari, PhD
Dr. Mark Murphy
Betsy Reynolds, RDH

13. With over 70 percent of practices us-
ing QuickBooks, Susan Gunn'’s mission is
to help dentists merge their practice man-
agement software (Dentrix, Eaglesoft, etc.)
with their financial management software
in “back to back accountability.” Does
your QuickBooks AR match your prac-
tice management AR? Monthly? Yearly?
Ever? For more information, check out
her website at www.susangunnsolutions.

com. The course fee will include a valuable
QuickBooks manual for every attendee, a
$125 value!

Both of these courses will open your
eyes to new ways of managing your
practice and make your life less stressful,
along with a greater return on your CE
investment.

Come to the ODA Annual Session! Sept.
13-16, 2018.

WORK WITH A DEDICATED HEALTHCARE BANKER WHO
UNDERSTANDS YOUR BUSINESS.

As a dentist and business owner, you know it’s often the little things that make the biggest difference. That’s why you’re
always looking for ways to improve your practice. PNC’s dedicated Healthcare Business Bankers can offer you guidance
and cash flow tools to help you make your business better. Whether you’re managing payables and receivables, purchasing
new equipment or expanding your services, talking to a banker who knows your practice is another small change that can

make a big impact.

CALL A HEALTHCARE BUSINESS BANKER AT 877-566-1355 + PNC.COM/HCPROFESSIONALS

Banking and Lending products and services, bank deposit products and treasury management services, including, but not limited to, services for
healthcare providers and payers, are provided by PNC Bank, National Association, a wholly owned subsidiary of PNC and Member FDIC. Lending and
leasing products and services, including card services and merchant services, as well as certain other banking products and services, requires credit
approval. All loans and lines of credit are subject to credit approval and require automatic payment deduction from a PNC Bank business checking account.
Origination and annual fees may apply. ©2017 The PNC Financial Services Group, Inc. All rights reserved. PNC Bank, National Association. Member FDIC
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-I'I Practice Impact

“Making Practice Transitions Painless”

Thinking About Retirement?

Appraisals are free when listing your
practice with Practice Impact.

« Free Consultation « Free Listing
» 100% Financing Available . Practice Appraisal
« Confidential - Smooth Practice Transition

1-800-735-5336

Or visit us online at:

wwWw.practiceimpact.com
NICZ

Mational Assoclation
ofPractice Brokers

Dr. Roger Burleson recently sold his
Wheelersburg, Ohio practice to Dr. Matthew
VanZanten. Practice Impact would like to
congratulate both doctors on a successful
transition!

5071 Forest Drive, Suite A, New Albany, Ohio 43054 Serving Ohio and Pennsylvania

. MedPro Group

a Berkshire Hathaway company

OHIO STRONG

MEDPRO GROUP OFFERS THE STRONGEST DENTAL
MALPRACTICE INSURANCE COVERAGE IN THE STATE OF OHIO.

400K+ MALPRACTICE
CASES HANDLED
NATIONALLY

A++ A.M. BEST
FINANCIAL
STRENGTH RATING

95% DENTAL
TRIAL WIN RATE
NATIONALLY

A BERKSHIRE
HATHAWAY
COMPANY

117+ YEARS OF
SERVICE ACROSS
PHYSICIAN AND
DENTAL LINES OF
BUSINESS

79% OF NATIONAL
DENTAL CLAIMS
CLOSED WITHOUT
PAYMENT

Why MedPro?

+ Dental Advisory Board: National dental leaders influence every area of our business.
Pure Consent to Settle: At MedPro, no case will ever be settled without your approval.
Policy Options: Coverage types include Occurrence, Claims-made, and Convertible Claims-made.
Value: Risk management discounts available.
Strength: The #1 dental malpractice insurance carrier.

Take advantage of our unique coverage options and competitive pricing today.

O rr—

A.M. Best rating as of 7/21/2016. The depicted products are administered and underwritten by MedPro. Product availability is based upon business and regulatory approval. As used herein, MedPro is the
marketing name for The Medical Protective Company, founding member of MedPro Group, which also includes Princeton Insurance Company, PLICO, Inc. and MedPro RRG Risk Retention Group. Total number
of malpractice claims managed - MedPro Group internal data. All other data MedPro internal data (2012-2016). Visit medpro.com/affiliates for more information. © 2018 MedPro Group Inc. All Rights Reserved.

How to choose
the right SEO

provider for your
dental practice

Story Submitted by ProSites

Looking for a dental search engine op-
timization (SEO) provider can be painful.
With everyone from local agencies to on-
line marketing behemoths offering SEO,
the process can be as unclear as online
dating. Compound this with the added
pressure of having your dental practice’s
reputation on the line, and it might seem
tempting to skip the hassle. Since that's
definitely not in your best interest, we've
compiled a list of red flags and questions
to make selecting the right dental SEO
provider easier for your practice.

Here are the red flags and areas
to keep in mind when choosing an
SEO provider:

1. Get to know them. First things first
— look the company up online, visit their
website and check out their social media
pages. How do they come across? Do
they appear professional? Trustworthy?
Caution, this one is tricky because, as
anyone who has ever dabbled in online
dating can tell you, things are not always
as they appear on the Internet. An appeal-
ing online presence is a huge component,
but it can be subjective, so don’t base
your selection on looks alone. It's also
important to consider how providers inter-
act with current and prospective clients.
When responding to client feedback on-
line are they professional and courteous,
or do they respond to any less-than-stellar
reviews with hasty, defensive comments?
If you feel uncomfortable observing how
a provider communicates with people
online, imagine what it would be like to
be on the receiving end.

2. What's their MO? You've done some
cyber-stalking, but that’s not enough.
Now's the time to dig a little deeper and,
unlike the second date, playing coy isn't
advised. When considering a dental SEO
provider, it's important to know how they
operate because your practice’s reputa-
tion is on the line.

In recent years search engine rank-
ing methodologies have become more
stringent, but not all SEO providers
have updated their practices accord-
ingly. Black-hat SEO techniques, such as
keyword stuffing and link farming, target
search engines rather than a human
audience, which results in a poor user
experience. At first you may see a jump
in your website’s ranking but, like a short-
lived romance, you'll soon learn it wasn't
worth the effort. That's because search
engines base rankings primarily on user
experience, and your site will be black-
listed faster than you can say “au revoir.”

3. Some things are too good to be
true. We've all been there — blinded by
love at first sight (or something like that)
— our general discernment momentarily
disabled. Don’t worry, we're not judging!
There’s an entire genre of reality TV based
on the premise. Sure, it's easy to raise an
eyebrow when this season’s bachelorette,
a former-model-turned-pediatric-neuro-
surgeon, says she’s looking for a soulmate
who shares her dream of creating a haven
for abandon three-legged dogs. But, po-
tential red flags in the realm of SEO can
be a bit more subtle.

Some red flags to look for include
promising you Page 1 results or claim-
ing to be Google SEO Certified. Spoiler
alert — Google does not offer certifica-
tion in SEO (though companies can be

See SEO, page 13
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Opinion & Editorial

The
Explorer

Matthew J. Messina, DDS
Executive Editor

Advocacy vs.
Politics

The ADA and the ODA have political
arms, ADPAC and ODPAC respectively.
They also have a Council on Govern-
mental Affairs. These are two separate
entities, for a good reason, as the dif-
ference between politics and advocacy
are increasingly on display these days.
Many people consider politics as a dirty
business and don’t want to have anything
to do with it. Our elected legislators are
individually nice people who went into
public service with the intention of mak-
ing the world a better place. However,
the current binary division of the United
States into red and blue camps has lost
sight of that responsibility.

The politics of the 21st century, sadly,
has become a world of absolutes. Re-
publican/Democrat; red/blue; yea/nay

(lots of nay); win/lose. Compromise has
become a sign of weakness. Each side will
stand on an ideological position because
an individual can't afford to be shown as
wrong and deviation from the party ide-
ology represents disloyalty. As each side
continues shouting, everyone moves to
the corners of the room and the middle
ground is left abandoned, like no-man’s
land. It's World War | without the trenches.

It is through this landscape that the
profession of dentistry has to navigate.
Individual dentists may have personal
political views, but the association must
advocate for the profession as a whole
and our patients as individuals. Each
dentist can decide to participate in the
political process if they wish, but we
all have a role to play in the legislative
process. These are subtle differences
here, however they are distinctions we
need to make.

ODPAC and ADPAC contribute to can-
didates of both political parties. Building
relationships with candidates grants us
access to legislators in the future. As a
profession, we need friends on both sides
of the aisle to accomplish the goals of pro-
tecting the patients and ensuring that the
practice of dentistry in the U.S. remains
a viable business venture in this health
care landscape. Dentists are, indeed,
both small business owners and employ-
ers at the same time they are health care
providers and healers. It is the founda-

tion of trust that we have cultivated as a
profession that allows us the gravitas we
need to achieve our legislative agenda.
We are the pre-eminent source of oral
health information and our commitment
to prevention is the envy of the rest of the
health care world. We need to jealously
guard that position of honor, as it is the
key to our success.

But there are others seeking to sway
the legislature to their views. Their lobby-
ists sing a song of an easy fix to resolve
the crisis in access to dental care. The
ODA has long recognized that some of
our most vulnerable patients need help
in achieving the level of dental care that
we all deserve. We have been working
diligently for years to achieve that end. So
why is it that groups like the Pew Chari-
table Trust and the Kellogg Foundation
find some receptive ears for their tale?

Since its founding, the United States
has grown rapidly and the pioneer spirit
is still alive and well. We are attracted to
the new, the bold, the innovative. It's sexy
to look for a new proposal, a different way
of doing things. Legislators are excited
about acting like we are doing something,
making change, boldly charting a new
course. The metrics of gradual improve-
ment are less compelling, even though
that is where real success lies.

This crystallized for me the other week-
end when Seth Godin boldly claimed that
“the Super Bowl is for losers!” And we

can learn an important lesson from the
stadium builders.

You see, the “New York Times” re-
ported that the people of Minnesota
spent half a billion dollars (that's $500
million, or $500,000,000) to build a new
stadium and make deals to allow them to
host the big game. Like every other city
who has invested heavily in the NFL in the
recent past, they will almost certainly lose
money, likely a lot of money!

So why do people in government keep
doing it? Making a bad bet that even Ve-
gas oddsmakers wouldn’t take?

The answer is that well-meaning, smart
people fall prey to a common trap in
human behavior (and we can learn from
this lesson).

1. The project is now — it's a crisis, we
can't take time to study it, we have to
decide, it's yes or no. Apathy can be
turned into a binary decision, support
or opposition, you're in or you're out.
2. The project is specific — Could
the people of Minnesota have found
other ways to effectively invest $500
million. Sure. Lots of them! That's the
problem. There are an infinite number
of options, each with their own small
group of supporters, each one would
make a difference. But this is just one
clear, identifiable, concrete idea.

3. The end is in sight — when you

See POLITICS, page 15

The

Happy
Dentist

Najia Usman, DDS
Guest Columnist

A life lived well

One is lucky if one is surrounded by
people who call us into occasional in-
trospection. It is very easy, especially for
those of us in our private offices, to create
a cocoon where we interact with those
people who make us feel we can do no
wrong. In my life that person who calls
me out fairly regularly is my mother. One
day, a few years back, she asked me in a
“very-matter-of-fact” fashion “What do you
do for others?” before | could reply that
“| treat patients with excellent care”... she
stopped me with the interjection “... and |
don’t mean your profession, because you
earn your livelihood that way.” That made
me pause for a minute, but | understood
what she meant. | responded with the “I
want to do more, but balancing four kids
with my practice keeps me really busy.”
Awkwardly | served an apologetic “but we
make our donations.” It's amazing how
parents can make you feel like you are
still a bumbling child even when you are
40 something, and | was embarrassed ...

Up until this point, | was feeling pretty
satisfied from a life checklist perspective,
but then my mom added a few more steps
to the proverbial staircase of life. It made
me reflect on the meaning of life and how
as a human being we have to make that
shift from inward focus to ultimately out-
ward focus for a sense of long-term per-
sonal fulfillment. | started looking around
me for examples of people who were
not only ambitious and successful, but
who were now dedicating themselves to
serving humanity. Not only did | see these
people take on huge projects alongside
their professional commitments, but | saw
they all had wonderful attributes. Every
single one of those people was peaceful
and soft-spoken. They appeared happier

and productive in all of their relation-
ships. They were humble and respectful
to everyone.

On the flip-side, we can ask why is it
that many people in this same privileged
group self-destruct, often in the prime
of their lives? Some torpedo their mar-
riages. Some decide to be self-indulgent
with their time, money and resources.
Some even try to fill their empty cup
with drugs and alcohol. It's sadly cliché.
Human beings by nature, especially high
earning professionals, are always “upping
the ante.” The irony is that the more we
try and fill the empty cup, the bigger the
emptiness becomes. An inwardly focused
life, by definition fosters the selfish wolf
with the insatiable appetite. When we
look outside ourselves and identify with
those who struggle or have less, it wakes
up our bond with humanity. To live a life
that incorporates some service is in my
opinion an antidote to many issues that
plague us. By physically involving yourself
in a cause, you are also creating a circle
of companions that further contributes to
this outward growth.

So enough philosophy, | am so for-
tunate to have many friends and role-
models who go on missions to perform
free health care either in America or
abroad. | have one friend who uses his
brilliant photography to help raise funds
to build schools for girls in impoverished
countries. | have another friend who after
losing her adult child has the fortitude to
fight for opioid awareness. | am inspired
that for these people, their causes are live
driving force.

We are all blessed to have an abun-
dance of resources, so writing a check
for a cause is appreciated, but we can
and should do better. When we physi-

The views expressed in the monthly
columns of the “ODA Today” are solely
those of the author(s) and do not
necessarily represent the view of the
Ohio Dental Association (ODA). The
columns are intended to offer opinions,

information and general guidance
and should not be construed as legal
advice or as an endorsement by the
ODA. Dentists should always seek
the advice of their own legal counsel
regarding specific circumstances.

cally align ourselves with a cause it puts
us face to face with people less fortunate
than ourselves. The personal benefits are
too many to count. The more we give,
the more we have. It makes us calmer
in all of our relationships with our family,
friends, patients and staff. | pray that all
of us are able to grow old one day and sit
and reflect with the youngsters around us

Available January, 2018

Joining And Leaving
The Dental Practice

This book lays out in detail all finite practice
exit and entry choices, including partnerships.
It examines business, legal and tax aspects of each option
that your silent partner, the IRS, considers important.

In addition, the three business and tax structures for and
three categories of partnership are discussed in detail.
You learn what can and cannot be done and why.
Restructuring faulty partnership arrangements and
implementing dispute resolution in order to avoid costly
split-ups is also considered which will, hopefully, enable
partners to work profitably and with minimum stress.

William P. Prescott, Esq.,
Executive M.B.A.

Wickens, Herzer, Panza, Cook & Batista Co.
35765 Chester Road ® Avon, OH 44011
Phone 440/695-8067

Cell 440/320-8984

Fax 440/695-8098
WPrescott@WickensLaw.com

Available January 2018
See www.PrescottDentalLaw.com

about life well lived. | promise you that |
will not be talking about how quickly | did
a root canal, or how many procedures |
could fitin a day. | hope that | can explain
that the best part of my life was the way
| helped someone so they could also do
it for someone else.

Dr. Usman may be reached at usman @
zoominternet.net.

Third Edition
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SEO, from page 11

Google Premier Partners) and the sheer
number of algorithm changes alone (500-
600 times a year) make it impossible to
guarantee a first page ranking. Plus, when

you consider the amount of revenue tied
to Google’s algorithm, sharing how to
crack the code would be the equivalent
of Colonel Sanders handing out his fried
chicken recipe. So remember, sometimes
when things look too good to be true, it's

Buying your first practice
doesn’t have to be painful.

»
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866.898.1867
info@paragon.us.com
paragon.us.com

PARAGON cultivates relationships,
not just clients. We’ll match you
with the opportunity that fits your
career aspirations, and guide you
through every step of the process.

Start your practice with a smile.
Call now.

Your local PARAGON
dental transition consultant
Jennifer Bruner

PAR - GON

DeNTAL PRACTICE TRANSITIONS

Agproted PACE Program Provider
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because they are.

Questions to ask when hiring a

dental SEO provider:

Knowing what to avoid is important,
but so is knowing what to move towards.
The questions below can help suss out a
legitimate provider from the fly by night
variety.

1. What strategies will you implement to

improve our rankings?

a. Make sure the company is able to
go into great detail about their plan
on how they will work to get you bet-
ter rankings. SEO strategies are very
involved and a transparent company
will have no problem explaining what
they plan to do both on and off your
website to improve your rankings.

2. How do you plan to create backlinks?
a. Backlinks are big parts of search
engine rankings, but they're difficult to
obtain. Low-quality or spammy back-
links can actually hurt you in the end.
Make sure their backlinks are coming
from reputable companies.

3. How often will you report on my prog-

ress, and what will that report look like?
a. SEO companies should provide
some type of benchmark data and

THOMAS LAW

Experience. Dedication. Results.

614-761-7701

www.thomaslawgroup.com

Our health care attorneys have
provided legal representation to
more than 600 dental professionals.

h Lease/commercial real estate purchases

LeftRight: Chad Haﬁkc, Tamara Zwick, Dean Kadri, Nikki Mesnard (front), Cheryl DeVore & Terry Thomas

5148 Blazer Parkway
Suite A
Dublin, OH 43017

Thomas Law Group has over 90 years
combined experience providing legal
services and business advice for dental
and medical professionals.
— Practice sale and purchase agreements
— Associate and employment agreements
— Dental board disciplinary action defense
— Complaint resolution/

liability protection
— Corporation and limited liability
company formation and management
General business matters
— Employer/employee contracts

and related matters

Lnkedf € 8

dental community.
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Superior Dental Care®

Industry leaders
SUPPORTING industry leaders

Now that’s something to smile about!

As a dentist owned and directed dental plan,
Superior Dental Care (SDC) is proud to support
the ODA in the work they do to advance the

dentistservices@superiordental.com

(800) 762-3159
superiordental.com
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LEADING THE WAY IN DENTAL BENEFITS

reporting each month. You also want
to see how often they share these
reports with you, and how often you
will have a call to check-in with them
to go over results and adjustments to
strategies.

4. Can you share experience of other

clients?
a. Look for companies who can pro-
vide reviews, testimonials, and case
studies from their clients to show
success.

5. Can you guarantee that we will rank #1

for a major search term?
a. If a company says “yes” — run. No
one can guarantee page 1 placement
for a SEO search term.

6. Is there a contract and what happens

if we cancel early?
a. It isn't uncommon for SEO compa-
nies to require a contract for at least
a few months, as SEO does take a
lot of work before results and search
ranking improvements are shown —
however, it is important to go into the
agreement understanding all of the
rules around it to protect your dental
practice.

7. Why should we choose your company

as a dental SEO provider?
a. This is open-ended and there isn't
a “right” answer — but you do want
to listen to their answer carefully. Do
they intentionally make false claims or
outright bash competitors? This may
be a defensive signal and potential red
flag. Ideally when someone answers
this question, they'll simply explain the
success of their clients and how they
can help your practice.

With thousands of websites launching
daily, SEO has moved from the nice-to-
have column to the must-have side of
the board. But, that doesn't mean you
should jump into the proverbial bed with
the first dental SEO provider you come
across. There's a lot on the line, and a bad
judgement call up front could mean the
difference between growing your practice
and burying it somewhere in the black
hole of search results. When looking for
a dental SEO provider, take your time and
keep the red flags we've outlined in mind.
Don't be shy about using the suggested
questions above and let the answers
guide your decision.

Questions? Reach out to a ProSites
Internet Marketing Advisor at (888) 932-
3644 to discuss how SEO can help you
meet your practice goals. ProSites is
endorsed by the Ohio Dental Association
Services Corp. (ODASCO).

ODAF access to care
grant application

now available

The ODA Foundation is now taking
applications for the 2018 Access to
Dental Care Grant, available to Ohio-
based oral health-related programs
that reach out to the underserved.

Applicants must be 501(0)3 or-
ganizations in Ohio. The application
process is a two-step process with a
letter of inquiry due by May 23, 2018,
and the grant proposal due by June
13, 2018.

In past years, grants have been
provided to help start new dental
centers and programs, expand ser-
vices through new dental equipment,
provide supplies to bring dental care
into schools and more.

Grant application packets and
information can be downloaded at
oda.org/community-involvement/
oda-foundation/odaf-grants-and-
scholarships/.
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ODA Classifieds

Associate Wanted

Our very busy private practice is currently
seeking a full time general dentist to join
our team. We offer a state of the art facility
located on the west side of Cleveland. We
provide quality dental care for the whole
family. We have a highly trained staff and
offer the most up to date technology.
Office hours are Monday thru Friday no
nights and no weekends. (440) 239-
8389, jjoy@maggieakleemdds.com.

Associate Dentist wanted for a busy, well
established practice in North Canton,
Ohio. This is a full time position with a
well-trained experienced staff. Great
patient base, fully computerized office,
including CAD CAM design. Practice is
FFS only and compensation would be a
guaranteed minimum plus production. To
inquire call (330) 958-6390 or send CV
to NorthCantonDDS@gmail.com.

Associate position available in Kettering,
Ohio 2 days per week. Opportunity to
increase to 3-4 days per week. Please call
Mr. Sullivan @ (937) 430-4317.

Associate/Buy in wanted. Over 40
years at great location in Green, Ohio
with vast amounts of traffic on two main
roads including expressway. Presently
FFS and Deltal Premier only. Looking for
business knowledgeable man-wife team
or wife only. Referring out vast amounts
of dentistry. Resume to jckline49@
roadrunner.com.

Associate wanted with pathway to
partnership. General dental office seeks
part-time associate transitioning to
full-time. We are a private, modern,
family office located in the NW suburbs
of Columbus. Pathway to partnership
available. Contact Courtney at courtney@
hilliardmoderndental.com.

Columbus: Dentist and Assistant for New
Holistic Children’s Private practice in New
Albany. If you are into nutrition, organics
and whole body health this would be
perfect for you. Send resume and head
shot photo to naadultdentistry@gmail.
com. (614) 775-9300.

Dentist (full time) — Hilliard, OH. Great
Expressions Dental Centers has a
select, full-time opportunity for a Lead
Dentist to join our team located at:
1738 Hilliard Rome Rd Hilliard, Ohio
43026. Competitive Compensation:
Significant Base vs. Competitive Percent
of Cash Collections! Benefits / Perks:
Practice Leadership-Clinical Freedom and
Treatment Autonomy for Every Doctor;
Patient Focus-Established and Growing
Patient Foundation; Solo Practice;
Partnership Model-Doctor Career Path
with Investment Opportunities; Full
Benefits Offered-Healthcare & Dental
Benefits, 401K, Short Term / Long Term
Disability, Time Off Malpractice Coverage

Advertisers Index

Assistance, Continued Education
Reimbursement, Invisalign Training,
Whitening Opportunity, Paid ADA & State
Society Dues. Molly McVay, phone (248)
430-5555. fax (248) 686-0170.
www.greatexpressions.com

Dentist associate opportunity, full or
part time. Generous compensation for
the right candidate. Future partnership/
ownership possible. Residential suite
adjacent to office is available. Practice
located east of Cincinnati. Call Mr. Sullivan
at (937) 430-4317.

Dentistry for Children and Teens Inc. - East
Liverpool, OH 43920. We are looking
for a Pediatric Dentist to help staff our
East Liverpool OH office. This office is
located 45 minutes south of Youngstown.
The office is in South Eastern Ohio very
close to the Pennsylvania border, about
25 minutes northwest of the Pittsburgh
Airport. This person would be working
with a well-established office and an
experienced staff. This position can lead
to an associate position for the right
person. We have hospital privileges
available and serve the ftri-state area.
This site is also an approved National
Health Service Corps site, which offers the
opportunity to receive a loan repayment
opportunity. A great added bonus along
with your very nice salary and benefits. If
you are interested please email questions
to riedavis@gmail.com or call (330) 385-
6201.

Dentists needed for in-school
opportunities. Part-time or full-time
positions for dentists to provide quality
in-school dental care. Join our team
and help alleviate poor oral health care
among children in Ohio. No evenings or
weekends. Benefits w/full time. Contact
Jennifer Johnston at 888.960.6351 or
jobs@smileprograms.com.

Do what you do best - practice
dentistry, while we take care of the rest.
ImmediaDent is seeking Full Time and
PRN Dentists with a passion to provide
quality comprehensive dental care in our
modern offices throughout Ohio, Indiana,
and Kentucky. ImmediaDent offers all
phases of general dentistry to a mix of
new and existing patients on a scheduled
and walk-in basis in all 25+ locations.
The ideal dentist for ImmediaDent enjoys
performing a variety of dental procedures
and is experienced in all phases of general
dentistry including oral surgery and
endodontics; new graduates with great
clinical skills are encouraged to apply.
Relocation and Sign-on Bonus up to $10k
available for specific locations. To apply
today, visit www.immediadentcareers.
com or contact Chad Johnson at (913)
428-1679 or via email at chadjohnson@
immediadent.com to learn more.

Established Pediatric/Orthodontic/Sports
Dentistry Practice in Findlay, Ohio. 2600
square feet, two story, stand-alone dental

office in downtown area. Owner is looking
for associate/associates transitioning to
ownership. To inquire call (419) 348-9555
or E-mail: win58@woh.rr.com.

Flexible Locum Tenens Opportunity -
Midwest Dental is seeking experienced
dentists to fill daily/weekly/monthly
locum tenens needs to cover leaves and
extended vacations. Perfect for dentists
wanting to pick up extra hours. We offer
competitive pay and give you complete
freedom to work as many locum sessions
as you'd like! May involve travel with
overnight stays. Typically includes 32-36
hours/week when needed. Opportunities
are available at practices across the
country. Contact Joyce Parsons at (715)
318-2895 or jparsons@midwest-dental.
com.

General and speciality dentists wanted.
Dental Associates of Wisconsin is a family-
owned, patient centered, multi-specialty
dental group practice serving families
throughout Wisconsin. Hiring for general
and specialty areas in Fond du Lac, Green
Bay, and Appleton, WI. Arrange a visit
and you will experience more reasons
to smile! Visit us www.dentalassociates.
com, or contact Karla at (920) 431-1712
or kkabara@dentalassociates.com.

General Dentist For Private Practice.
Dr. Mark Grucella is wanting to add a
General Dentist to our existing team of
professionals due to our ongoing and
increasing patient base. Enjoy a daytime
Monday to Friday patient schedule,
weekends and evenings off, excellent
base compensation with achievable
incentive bonus, paid malpractice, paid
medical insurance, paid life insurance,
401K with matching, and more. Practice
support staff includes EFDA, RDH, CDA,
Front Desk Management, and on site
dental lab technicians. This is for the
experienced Dentist or for the Dentist
seeking mentorship. Submit resumes to
careers@ggdentist.com, paul@ggdentist.
com or contact my Business Manager,
Paul Steigerwald, directly at (330) 598-
2411.

Great Dentists Wanted — Harrison &
Macedonia OH. Midwest Dental is seeking
great dentists to lead our Merit Dental
practices in Harrison and Macedonia. This
position offers excellent compensation
and benefits, a great work-life balance,
and unlimited opportunity for professional
development. Our support team handles
the administrative details, allowing you
to lead your team while focusing on
dentistry. If you possess a passion for
providing quality care and are looking for
a rewarding career opportunity, please
contact Colleen Bixler at (717) 847-9069
or chixler@midwest-dental.com.

Oral Surgeon - Part Time - Half a day per
week. You can choose your day and
timings. We have an immediate opening
for a skilled and caring Oral Surgeon to

join our private practice. The practice is
located in Suburbs, South of Cleveland
OH. We are a quality oriented, rapidly
growing general practice, situated in a
beautiful, spacious and modern facility.
Experienced staff to work with. Please
contact us at Tptdental123@gmail.com
or (330) 573-4606.

Pediatric Dentist needed FT/
PT in Northeast Ohio. Looking for
compassionate individual to join our
expanding non-corporate Fee-for-service
private practice. Office has exceptional
team to support you. Owner willing to
mentor new graduates. Various sedation
options. Potential $200,000+/ YR. Send
CV to dentist333@yahoo.com.

Periodontist needed in downtown
Cincinnati practice. Periodontist needed
at a great GP practice in downtown
Cincinnati. 1-2 days per month. Please
contact Amy (amy.loich@gmail.com /
(513) 721-5924).

We're overwhelmed! Our five location
multi-specialty group practice has grown
to the point that we simply have too many
patients. Our full time General Dentists
are currently seeing 80+ new patients
per month with an average annual
income ranging from $150,000 initially to
$300,000 for the more seasoned doctor.
Our doctors providing specialty care
are receiving significantly greater levels
of compensation. Doctors receive an
initial salary, incentives and a full benefit
package while enjoying the freedom
that our experienced management team
provides. Enthusiastic, quality oriented
professionals seeking independence,
growth and financial stability may contact
Dr. Michael Fuchs at (513) 505-9987, (513)
697-2640 or fdcaljmf@gmail.com. Full
or part time positions are available. No
evenings after 7pm and no weekends.
We very much look forward to speaking
with you.

Equipment for Sale

INTRAORAL X-RAY SENSOR REPAIR. We
specialize in repairing Kodak/Carestream,
Dexis Platinum, Gendex GXS 700 &
Schick CDR. Repair & save thousands
over replacement cost. We also buy & sell
dental sensors. www.RepairSensor.com,
(919) 229-04883.

Equipment for sale- email for list. Large
equip/instruments/steril/etc. Office space
also available. Ideal for primary or satellite.
Mansfield. rhwerh@gmail.com.

Space Available

Office space for lease in brand new
free-standing brick/stone building 7200
Tylersville Rd in West Chester. | am a

AFTCO

Bridgeway Practice Transitions

Dental Post

Dr. Harry Miller

Frank Recker DDS, JD

Interactive Dental Seminars

Medical Protective

National Practice Transitions Network
ODASC

11
9
58

Omni Practice Group
Paragon Practice Transitions
PMA Practice Transitions
PNC Bank

Practice Endeavors

Practice Impact

Superior Dental Care
Thomas Law Group

Wickens, Herzer, Panza, Cook & Batista

Interested in advertising? ODA Today reaches 5,000 dentists and their staff each month.
Contact Amy Szmania at (800) 282-1526 or amy@oda.org for more information.
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general dentist, and there is an extra
2500sq/ft available and ready for tenant
completion. Schein did a preliminary
floorplan for reference. Excellent and
mutually beneficial for specialist! Great
parking/signage. Separate main entrance.
High traffic flow and visibility adjacent
Wetherington Country Club and a 2 Dr
ortho practice. Close to new Liberty
Center and Union Center with major
retailers and dining nearby. Looking for
long-term renter and will be negotiable
in finish allowance or monthly depending
on preferences. (937) 510-1405.

1754 SF Office Condo first floor configured
for two treatment area dental practice in
the heart of Fairfield, Ohio. Waiting room,
reception/office and laboratory. Fully

furnished. Lower level is open space. For
Sale $79,900 or possible Lease. (513)
746-0395.

Professional Dental Services

In Office Anesthesia Services-Exceptionally
seasoned medical anesthesiologist,
national expert in transitioning your
Pedo or Adult practice from a hospital/
surgical center to the comfort and ease
of your office and parents and dentists
both love this! Medicaid (CareSource/
Buckeye/Paramount/Molina, etc.) and
most medical insurances accepted.
Twenty years experience. Call now (800)
853-4819 or info@propofolmd.com.

Call today for a
FREE Market Value Analysis
($5,000 value)

AFTCO

Zachary Siefring, D.M.D.

Katherine A. O’Hara, D.D.S.
Timothy H. Farney, D.D.S.

We are /)/em ed to have i"ﬁ/li"ﬁj‘c’i}’lfei/

800.232.3826
Practice Sales & Purchases Over $3.2 Billion

L] TRANSI'IIOH CONSULTANTS

Since 19

We are p/eme/ to announce...

has acquired the practice of
Craig T. Leland, D.D.S.
Greenville, Ohio

has acquired the practice of

Dayton, Ohio

all, pﬂm‘zey in these transitions,

| www.AFTCO.net

POLITICS, from page 12

build a stadium, you get a game.
It's easy to see and describe. Other
alternatives are harder to describe
and less tangible.

4. People in power and people with
power benefit — politicians seek
high profile outcomes. But out-
comes are different than results.
5. There's a tribal patriotism at
work — “what do you mean you
don't support our city?”

The advocates for dental therapists
are using some of the same tools. We
have been working to increase access
to care for years, but now it's a crisis.
“We have to do something, right now!”
We don't have time to consider the
metrics, or the fact that under the guid-
ance of the ODA, the state of Ohio is
meeting and exceeding the goals set
for access. More than 80 percent of
Ohio third-graders had seen a dentist
each year during the period from
2013-2015, where the annual national
goal was 49 percent for that interval.
Another benchmark is in sealants,
where 49 percent of Ohio children
have sealants and the national target
is 28 percent.

They have a specific solution; den-
tal therapists. They will not consider
any other solution. | know that the
ODA has a number of proposals in
the legislature and things already in
place, but dental therapists are the
one thing (and only thing) they will
accept. No matter that Ohio already
has a midlevel provider in place (we've
had EFDAs for years and an EFDA can
place restorations. Relative to a dental
therapist, the only things an EFDA/
RDH is not authorized to do is extract
teeth and remove decay/prepare teeth

with a handpiece, which are irreversible
surgical procedures that should be done
by a licensed dentist.)

They lobby for the dental therapist,
they can even show you a picture of one.
It doesn't get more concrete and visual
than that. Legislators get to claim that
they have taken action. Universities and
community colleges get to train these
individuals. There's power there. And, of
course, the dentists are challenged with
“what do you mean you don’t support the
kids?” They argue with emotion, where we
counter with reason, metrics and facts.

The profession of dentistry has to stand
firmly on what we know to be right. That
our current team gives us the flexibility
to provide the highest level of care to
the greatest number of people. The ODA
has in the past and is currently working
to put policies in place to increase the
reach and effectiveness of dentists and
their teams. The right answer is often not
the easy answer and the slow measured
growth toward health is seldom sexy, but
it remains the right thing to do.

Our effectiveness in advocacy comes
from our willingness to see the big pic-
ture, the long haul. That's how we treat
individual patients and it is what we
bring to the political process. Because
we care about people, we are willing to
tell them things they don’t want to hear
and to guide them to do things that they
need to do for their own good, even
when they don’t want to. That's how we
achieve health, as individual patients and
as society at large. One step at a time with
a long-term plan and a firm hand on the
wheel, steering the right course through
the storm. Dentists have always been
there for our patients and they need us
now, more than ever.

Dr. Messina may be reached at
docmessina87 @gmail.com.
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5 s PRACTICENDEAVORS Credentialed. Experienced. Trusted.

As our mission to help you achieve your dental practice goals, we are constantly looking
for innovative ways to help you gain knowledge and wisdom that impacts your bottom
line and your future. We hope that you will join us this April.

. v

3" ANNUAL

2018 SPRING SYMPOSIUM

When: April 20, 2018
8:30am-3:00pm

— BoB BROOKS, CEPA

Want to get more quality, new
Where: The Philip Heit Center patients in the door and guide
150 W Main Street them to say yes?

New Albany, OH 43054

Cost: FREE (includes lunch)

Keynote Speaker:
Dr. Christopher Phelps,

CE credit: earn up to 4 hours DMD, CMCT |
Event Schedule:
Looking for Champion5! For Associates and Students:
Mastermind Session with Dr. Phelps
Nominate a champion dentist to be featured in our SRV VAN Parade of Practices: A Behind the Scenes Tour of

ad in June's Ohio Dental Association magazine. e Ental bractices

For Practice Owners:

Get Quality New Patients and Guide Them to Yes!
presented by Dr. Phelps

To nominate a dentist, visit: dentalnetworkgroup.com
For more info, email: info @ dentalnetworkgroup.com

Free Lunch:
(PHO VBRI  Lunch is provided for all registered attendees

Awards Presented:

* Dr. Jeffrey M. Gibbs Memorial Excellence in Dentistry Award

* Dental Network Group Business Award Combined Afternoon Sessions:
* Crest and Oral B Community Outreach Award Ethical Principles of Persuasion for Dentistry
Dental Network Group Awards; Happy Hour

Space is limited. Register for free today!

VISIT: DentalNetworkGroup.com CALL: (740) 924.6294

PRACTICENDEAVORS CODREA  BankofAmerica% Practice Solutions

FINARCIAL SERVICES
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HR/HEALTH ClearView Merchant Services M i




