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and to be more authentic when 
granted opportunity to interact. 
Students are challenged to focus as 
autodidacts with the rise of e-learn-
ing, yet research suggests that for-
mat increases retention of informa-
tion and takes less time. I believe the 
virtual learning for didactic courses 
is here to stay, but I believe it’s im-
portant to emphasize engagement 
as the missing piece in the future.

Cameron Schwab, D.M.D., 2021 
graduate, University of Ken-
tucky College of Dentistry

As a sec-
o n d -
semester 

third-year dental 
student at the 
time of the shut-
down, I finished 
all of my didactic 
and dental cours-
es online for the 
remainder of the semester and even 
completed the few courses that are 
taken in the fall of fourth year. I think 
my school and others across the coun-
try will continue to see courses offered 
online. There are several schools that I 
know of that made it possible for each 
student to take home a handpiece as 
D1s and D2s, so we may see a new 
age of students who can practice hand 
skills from home as well.

Sydney Shapiro, D.D.S., 2021 
graduate, Columbia University 
College of Dental Medicine

My dental 
s c h o o l 
a c t e d 

quickly to make 
sure our educa-
tion continued 
during the pan-
demic, shifting to 
online lectures, 
initiating tele-
dentistry and ensuring our patients’ 
and students’ safety upon return to 

BY MARY BETH VERSACI

From virtual lectures to in-
creased infection control 
procedures in clinical class-
es, dental students experi-

enced a multitude of changes during 
the COVID-19 pandemic.

The ADA News asked current stu-
dents and recent graduates about 
how the pandemic affected their 
dental school courses and which 
changes they think are here to stay. 
Here are their responses:

Sebastian Celis, fourth-year 
student, Columbia University 
College of Dental Medicine

I stepped foot 
into clinic for 
the first time 

during a pan-
demic. For dental 
students like me, 
increased infec-
tion control is not 
the new normal; 
it is all we know. 
It has given us a heightened sense 
of awareness of the possibilities of 
transmissibility of COVID-19 and 
other diseases. I believe this aware-
ness will produce a generation of 
dentists that places infection control 
at the forefront when making clinical 
management decisions.

Aparecio Peggins, third-year 
student, Meharry Medical Col-
lege School of Dentistry

The limited 
usage of 
t u t o r i n g 

centers, libraries 
and student-life 
centers has com-
pletely altered 
how dental stu-
dents build ca-
maraderie in the 
educational setting, but it has chal-
lenged us to reach our hand further 

clinic. While I value the conversation 
that comes from in-person classes, 
online lectures gave students access 
to speakers we may not have been 
able to learn from in person. I hope 
the increased accessibility and collab-
oration that came from online classes 
continues after the pandemic.

Rachel Thornton, third-year 
student, Marquette University 
School of Dentistry 

Almost all 
lectures 
w e n t 

virtual and lab 
time was cut in 
half, with 50% of 
the class attend-
ing in the morn-
ing and the other 
half, in the after-
noon. One of the very few positive 
effects of COVID was that it pushed 
IT to get us remote access to soft-
ware in order to keep people doing 
administrative tasks out of the clinic 
and limit it to those seeing patients. 
All classes have since returned to in 
person, and already, we no longer 
have to wear face shields in simula-
tion lab. On the other hand, I think 
that the emphasis on reducing the 
aerosols generated during dental 
procedures is something that will 
stay in place long after the pandemic 
is over. n

—versacim@ada.org

‘It is all  
we know’

DENTAL STUDENTS, GRADUATES DISCUSS COVID-19’S 
LASTING IMPACT ON EDUCATION

Dental education is getting more expensive. Graduates are taking 
on more debt. Dental schools are also becoming more diverse, with 
more women and a growing number of racial and ethnic minority 
groups pursuing dentistry.

From costs and demographics to advanced education programs and 
dental licensure exams, dental education in the 
U.S. continues to evolve. The ADA News exam-
ined how dental schools, dental students and their 
experiences look today and compared them with 
how they were in decades past.

Visit this special digital feature now: 
ADA.org/EducationThenNow

Dental education 
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10 ADA elections
Statements and profiles from 
president-elect, second vice 
president candidates for office

GOVERNMENT

ADA asks CMS to 
prioritize expanding 

dentists’ participation  
in Medicaid

The ADA is asking the Centers for 
Medicare and Medicaid Services to 
increase reimbursement and reduce 
administrative burden in order to in-
crease the number of dentists who 
participate in the Medicaid program.

In a July 16 letter to Daniel Tsai, 
deputy administrator and director, 
Center for Medicaid and CHIP Servic-
es, ADA President Daniel J. Klemmed-
son, D.D.S., M.D., and Executive Di-
rector Kathleen T. O’Loughlin, D.M.D., 
said that easing the credentialing and 
audit processes and paying clean 
claims within 15 days would encour-
age more dentists to take Medicaid.

The ADA also anticipates working 
with CMS on providing guidance to 
state Medicaid agencies to stream-
line dentist credentialing by utilizing 
the ADA Council for Affordable Qual-
ity Healthcare credentialing service or 
equivalent, establishing the bench-
mark floor for all Medicaid dental fees 
at 75th percentile of regional dental 
fees based on ADA survey data, work-
ing to enhance consistent adult dental 
benefits across all Medicaid Programs 
and several other issues.

For more information, visit ADA.
org/Advocacy. n
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After becoming an Invisalign provider, many dentists report 
having a closer relationship with their patients and seeing 
an increase in new patients. And we’re here to make it easy 
with dedicated support every step of the way.

Start your Invisalign provider journey today.
Visit InvisalignClearAligners.com.

Transform 
smiles and 
your practice 
with Invisalign® 
treatment
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Scaling mountain  
of debt achievable

REFINANCING, ARMED FORCES AMONG  
OPTIONS TO KEEP DENTAL SCHOOL  

FINANCIALLY FEASIBLE

BY DAVID BURGER

The financial cost of becoming a den-
tist can seem intimidating.

“Graduate student debt has been ris-
ing for decades, even after adjusting for 

inflation. It has risen to the point that today new 
dentists with debt are starting their careers owing 
nearly $305,000 in educational debt,” wrote ADA 
President Daniel J. Klemmedson, D.D.S., M.D., and 
Executive Director Kathleen T. O’Loughlin, D.M.D., 
in an April letter to a congressman who had intro-
duced a student loan reform bill.

The mountain of debt is daunting, but scal-
ing that mountain is achievable, as long as 
dental students realize that refinancing and 
other options — including federal service and 

the armed forces — are available. 

LAUREL ROAD REFINANCING
Student loan refinancing may add up to 

significant savings. For example, if someone 
refinances multiple loans into one loan with a 
lower rate, and they keep the loan term the 
same, that person will accrue less interest over 
the life of the loan, saving them money on a 
monthly basis and over the life of the loan.

Laurel Road, an online lender and brand of Key-
Bank, is already the ADA Member Advantage-
endorsed provider for student loan refinancing 
and has worked with ADA members since 2015.

ADA members receive an extra 0.25% dis-
count on their student loan refinancing rate as 
long as they maintain their membership, said 
Alex Macielak, Laurel Road’s director of busi-
ness development.

“We’re really a company that prioritizes 
those in health care. And it’s not just our stu-
dent loan refinance product — we also offer 
dentists tailored financial insights, member 
perks and premium care.” Mr. Macielak said.

Rates for the Resident Student Loan Refi-
nancing program offer an extra discount for 
those who set up autopay.

To earn the ADA Member Advantage en-
dorsement, Laurel Road participated in a rig-
orous request for proposal process and was 
selected by an oversight board comprised of 
dentists and business people. The ADA’s en-
dorsement program continually evaluates 
endorsed providers to ensure a high level of 
customer service and competitive pricing are 
provided to ADA members. Laurel Road is the 
only student loan refinancing provider that is 
endorsed by ADA Member Advantage. 

JUNO OPTION
Thinking outside of the box is the basis of Juno, 

which until recently was branded as LeverEdge. 
It was founded by two Harvard Business School 
students who were looking for a way to lower the 
costs for their loans several years ago.

Their idea was this: Put large groups of student 
debt into a “bucket” and sell it to banks for dis-
counted rates — providing savings for the student 
and making the loan more interesting to the bank. 

They have had great success with the pro-
gram, having secured over $380 million in loans 
for their clients, according to Chris Abkarians, 
co-founder of Juno along with Nikhil Agarwal.

“We started shopping around for student 
loans ourselves and thought, there has to be a 
better way,” said Mr. Abkarians. “So we started 
an initiative to negotiate bulk discounts for our 
classmates. High-interest rates on student loans 
are frustrating. Without strong competition and 
transparency, lenders can charge higher rates. In-
stead of taking expensive loans, we grouped to-
gether 700 students from 10 different schools 
and were able to negotiate lower rates for every 
student, saving each of [them] $15,000.”

Mr. Abkarians stressed that they are differ-
ent from other companies.

“We are not a direct lender,” he said. “Instead, 
we run an auction between dozens of lenders 
and select one who offers the best rates for our 
members. In this sense, we are the only initiative 
like this in the student loan space. Our interests 
are aligned with our members’, and our mission 
is to secure the cheapest loan possible for our 
members using the power of the community 
we’ve built. Dental students, or current dentists, 
can sign up for access to our negotiated deals 
through our website joinjuno.com. Joining Juno 
is free and there’s no obligation to take the stu-
dent loan and refinancing deals we offer.”

FEDERAL PROGRAMS ABOUND
“The federal dental services — through 

the Indian Health Service, the National Health

See DEBT, Page 4
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Increasing diversity  
in dentistry

UNIVERSITY AT BUFFALO’S DESTINATION DENTAL  
SCHOOL PROGRAM WELCOMES FIRST COHORT

BY KIMBER SOLANA
Buffalo, N.Y.

Marithza Flores, a University of Colo-
rado Boulder junior majoring in in-
tegrative physiology, was browsing 
dental school websites when she 

came across a program promoted by the Univer-
sity at Buffalo School of Dental Medicine.

Aptly called Destination Dental School, 
or DDS, it was a new initiative by the dental 
school that aims to remove barriers to careers 
in dentistry for underrepresented students.

As a Latina interested in pursuing a career 

in dentistry, Ms. Flores said this piqued her 
interest.

“I was motivated to apply due to the emphasis 
on promoting diversity within the dental com-
munity and providing minority students with 
the opportunity to get more detailed informa-
tion about the application process,” she said.

On July 31, Ms. Flores was among Destina-
tion Dental School’s first cohort of 24 students 
to complete the free, eight-week program. 
The virtual program provided participants with 
an understanding of the day-to-day life of a 
dentist and dental student, helped strengthen 
their dental school applications, and developed 
their skills as researchers.

See DIVERSITY, Page 4
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Service Corps, the VA and the military — offer 
scholarship programs for students and substan-
tial loan repayment options following gradua-
tion,” said Rear Adm. Timothy L. Ricks, D.M.D., 
assistant surgeon general and chief dental of-
ficer of the U.S. Public Health Service. “Students 
can provide care and hone their clinical skills in a 
variety of federal settings earning a competitive 
salary, pay off student loan and still have many 
years left after leaving federal service to pursue 
other career opportunities.”

The Department of Veterans Affairs offers an 
Education Debt Reduction Program to dental pro-
fessionals who are full- or part-time employees of 

DEBT continued from Page 2

“[The program] has allowed me to under-
stand that everyone’s journey is unique, and has 
inspired me to push through adversity to pursue 
my dream of becoming a dentist,” she said.

EFFECTIVE SOLUTION
Recognizing that the profession has a short-

age of dentists of color, the University at Buf-
falo created Destination Dental School to help 
increase the enrollment of underrepresented 
students in dental schools.

According to the ADA Health Policy Institute, 
Hispanic, Black and Native American dental 
school graduates made up only around 8.6%, 
4.7% and 0.4% of the class of 2020, respec-
tively, despite representing a larger percentage 
of the U.S. population.

However, according to a 2009 report by The 
Journal of the American Dental Association, 
pipeline programs can be an effective solution 
in increasing enrollment of underrepresented 
students in dental schools by 54%.

“The racial and ethnic diversity of the oral 
health care workforce remains disturbingly in-
sufficient to meet the needs of an increasingly 
diverse population in the United States,” said 
program director Wendell Carmona, D.D.S., 
volunteer adjunct professor in the UB School of 
Dental Medicine and managing clinical director 
for Aspen Dental in Niagara Falls.

“Dental school appearing as an unachievable 
goal and limited exposure to the field of den-
tistry are two obstacles that have contributed 
to this lack of representation,” Dr. Carmona 
said. “Destination Dental School proudly and 
effectively addresses these obstacles, and is 
an exceptional introduction to dentistry that 
peaks and nourishes our students’ interest in 
the field. Our students are educated by dental 
professionals who look like them, showing that 

the VA.  The program is for qualified applicants to 
positions that are difficult to recruit and retain.

Students pursuing primary care health profes-
sions training, including dentistry, may be eligible to 
apply to the National Health Service Corps Schol-
arship Program. Awarded scholars provide primary 
care health services in health professional short-
age areas. While in school, dental students are also 
eligible to apply to the NHSC Students to Service 
Loan Repayment Program and, for those who are 
employed, the NHSC Loan Repayment Program 
is an option. The NHSC Students to Service Loan 
Repayment Program provides up to $120,000 to 
eligible dental students in their final year of school 
in exchange for three years of service in a health 
professional shortage area. For working dental 

professionals, the NHSC loan repayment program 
can help pay off up to $50,000 in eligible loan debt 
for awardees who commit to serve full time for 
two years in a health professional shortage area. 
The NHSC loan repayment program also provides 
one-year continuation awards, which may allow a 
clinician to pay off all of their qualifying loans. For 
more information and to learn when the next ap-
plication cycles open, visit the NHSC website or 
find open positions at NHSC-approved sites on 
HRSA’s Health Workforce Connector, connector.
hrsa.gov/connector.

The IHS Loan Repayment Program rewards cli-
nicians working at Indian Health Service facilities, 
Tribally-Operated 638 Health Programs and Ur-
ban Indian Health Programs. The IHS Loan Repay-
ment Program funds IHS clinicians to repay their 
eligible health profession education loans — up to 
$40,000 — in exchange for an initial two-year 
service commitment to practice in health fa-
cilities serving American Indian and Alaska Native 
communities. As a program participant, they are 
eligible to extend their contract annually until their 
qualified student debt is paid. 

MILITARY CHOICES
The armed forces also offer generous finan-

cial support for those in need.
The U.S. Army can help pay for advanced 

degrees. The F. Edward Hébert Armed Forces 
Health Professions Scholarship Program offers 
an opportunity for financial support. This pro-
gram permits selected students to be commis-
sioned as officers in the Army Reserve while in 
school and then transition to active duty upon 
graduation. While completing school, stu-
dents receive a monthly stipend of more than 
$2,390 for more than 10 months each year. 
For the remaining time they will be on active 
duty for training, and will receive the pay and 

allowances of a second lieutenant. Qualify-
ing dental students are also eligible to receive 
a $20,000 sign-on bonus. The Army will pay 
all tuition, required books, most academic fees 
and more during the length of dental school.

The Air Force Financial Assistance Program 
for dental residencies can help those completing 
their residency without having to worry about 
finances. Recipients will receive an annual grant 
of more than $45,000 for every year they par-
ticipate in the program, and receive a stipend of 
$2,540 a month to cover living expenses. Upon 
completion of their residency, they’ll have a 
one-year obligation for each year of participa-
tion (minimum two-year commitment).

Through the U.S. Navy Health Profes-
sions Scholarship Program, students could 
receive full tuition coverage for the cost of 
dental school and related expenses as well as 
a monthly stipend of $2,540 per month. Ad-
ditionally, through the Navy Health Services 
Collegiate Program, students could receive up 
to $269,000 while attending dental school to 
help cover the cost of tuition and expenses. In 
addition, the Navy Financial Assistance Pro-
gram offers potentially more than $275,000 
during a dental residency, consisting of annual 
grants, monthly stipends and expense reim-
bursement. Also, practicing dentists can re-
ceive a sign-on bonus up to $300,000.

Dental students and new dentists can also find 
help on the New Dentist Now blog, newdentist-
blog.ADA.org, with over 150 articles on finances 
for students and recent graduates. The posts in-
clude guidance on basic budgeting, tackling loans, 
federal programs available to help pay off debt and 
ways to structure debt in case students and early-
career dentists want to open a practice someday.

For information on more ADA debt resourc-
es, visit ADA.org/mydebt. n

DIVERSITY continued from Page 3

it is not beyond their reach.”

GAINING CONFIDENCE
Held virtually from June 5 to July 31, the pro-

gram provided hands-on simulations that teach 
tooth anatomy and the process for creating fill-
ings and taking impressions; presentations that 
explore the various disciplines within dental 
medicine; networking opportunities with local 
dentistry leaders; and dental school application 
assistance that includes weekly guidance from 
more than 30 UB dental faculty, staff, students 
and alumni, and preparation for the Dental Ad-
mission Test. The program will cover the cost of 
the Dental Admission Test, and participants who 
apply to the UB School of Dental Medicine will 
receive an application fee waiver.

Students also complete a capstone research 
project that may address a range of topics, in-
cluding disparities in dental care, the long-term 
impact of veneers on young patients with healthy 
teeth, and comparing the effectiveness of Invis-
align with traditional orthodontic treatment.

The experience has expanded Frandy Castel-
lano Gutierrez’s idea of dentistry as an intertwine 
art where public health, oral health and systemic 
health come together through the oral cavity.

“For me, it confirmed my passion for pursu-
ing dentistry because I hope to approach den-
tistry through a holistic and community-based 
oral health approach,” said Mr. Gutierrez, a 
2021 graduate from Rutgers University.

“As an immigrant, I know first-hand how dif-
ficult it is for underrepresented minority com-
munities like ours to find opportunities,” he said. 
“I never had the opportunity before to explore 
dentistry through a [pipeline program]. I knew 
I wanted to do something that would allow me 
to continue thriving ... when pursuing dentistry.”  

For Ms. Flores and Mr. Gutierrez, the 

program reinforced their goal of becoming 
dentists by connecting them to mentors, im-
proving their application readiness and learning 
what it’ll take to be successful in dental school.

“Being part of UB’s DDS program has given 
me a strong network and has solidified my con-
fidence in my own abilities to apply to dental 
school, as a minority student,” Ms. Flores said.

Mr. Gutierrez agreed, adding that his expanded 

network now also includes the two dozen under-
represented students with similar career goals.

“Personally, the biggest highlight of the pro-
gram for me was being able to meet and net-
work with other thriving and inspiring individuals 
because I know I will have a group of individu-
als whom I can collaborate with to revolutionize 
the delivery of oral care within and beyond the 
boundaries of our communities,” he said. n

Future dentists: From left to right (top row), Jamyla Young; O’Maya Brown; Kadiatou Barry; Frandy Castel-
lano Gutierrez; Alexis Jackson; MaTeenah Ige; (second row) Charity Turnboe; Ikodiya O. Kalu; Rosalia Sedano; 
Jalisa Whitehorse; Chandler Cleveland; Senai Daniel; (third row) Sharika Been; Jasmine Gray; Kiyah Coco; 
Brittany McCall; Nina Zylberberg; Rhianna Jack; (bottom row) Darling Mendoza; Marithza Flores; Jamaal 
Nafiu; Aron Jones; Sebastian Romero; and Jasmine Pryor are the first cohort of the University at Buffalo 
School of Dental Medicine’s Destination Dental School program.
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Glidewell Education Center is an ADA CERP Recognized Provider. 
ADA CERP is a service of the American Dental Association to assist dental professionals in identifying quality 
providers of continuing dental education. ADA CERP does not approve or endorse individual courses or 
instructors, nor does it imply acceptance of credit hours by boards of dentistry.
Glidewell Education Center designates each activity for 23 continuing education credits 

Glidewell Education Center
Nationally Approved PACE Provider for FAGD/MAGD credit
Approval does not imply acceptance by any regulatory authority, or AGD 
endorsement.
3/1/2021 to 2/29/2024. 
Provider ID# 216789 GD-2222250-071921

SCAN TO LEARN MORE
OR REGISTER

866-791-9539  |  glidewell.com/ibec

ROGER LEVIN, DDS

This continuum will showcase how 
any practice can maximize the 
bene� ts from dental implant 
treatment with little stress.

“

RANDOLPH RESNIK, DMD, MDS

This comprehensive overview
of the business side of implant
dentistry is a game-changer for

clinicians’ practices.

“

NEIL PARK, DMD

In partnership with top experts
in the � eld, we put together this 

program to address the nonclinical 
skills needed for implant dentistry.

“
IMPLANT BUSINESS ESSENTIALS CONTINUUM

October 2021–January 2022

EXPIRES 8/31/21
REGULAR PRICE

$2,495

EARLY 
BIRD 

SPECIAL
$1,895

Enhance your business management skills and achieve growth in your implant practice.

12 SESSIONS
• 11 online interactive sessions  

• Two-day live, interactive workshop in Irvine, CA*

*Course tuition does not cover airfare or hotel cost.

Lawmakers press FTC, DOJ on antitrust reform
UPDATE REQUESTED ON AGENCIES’ EFFORTS TO COMBAT ANTICOMPETITIVE CONDUCT

BY JENNIFER GARVIN
Washington 

Two senators are asking the Federal 
Trade Commission and Department of 
Justice for an update on their efforts to 
combat anticompetitive conduct in the 

health insurance industry following the repeal of 
the McCarran-Ferguson antitrust exemption.

The Competitive Health Insurance Reform 
Act became law on Jan. 13 and is aimed at 
improving transparency. The law is the culmi-
nation of a multi-year effort by the ADA and 
dentists to persuade Congress that health care 
insurance, including dental plans, should no 
longer be protected from some of the federal 
antitrust laws.

In a July 20 letter to both agencies, Sens. 
Patrick Leahy, D-Vt., and Steve Daines, R-
Mont., said “public information is lacking” 
on what steps the FTC or DOJ have taken to 
extend antitrust enforcement to the health 
insurance industry.

ADA President Daniel J. Klemmedson, 
D.D.S., M.D., thanked the senators for send-
ing the letter and said the Association hopes 
it will lead the agencies to investigate possible 
anticompetitive practices and activities of 
health care insurers.

“The ADA is confident that increased competi-
tion among health insurance and dental plans will 
lead to improved coverage for patients and more 
attractive terms for dentists who participate,”  
Dr. Klemmedson said. “It’s a win for everyone.”

Sens. Leahy and Daines gave the FTC and 
DOJ an Aug. 4 deadline to answer the following 
questions:
• “Since Jan. 13, 2021, what legal actions, if 

any, has your department taken to enforce 
antitrust laws against companies in the busi-
ness of health insurance that are no lon-
ger exempt from enforcement under the  
McCarran-Ferguson Act?”

• “Specifically, what has your department 
done since Jan. 13, 2021, to investigate un-
lawful price fixing, bid rigging, or market al-
location by health insurers?”

• “Aside from [Oscar Ins. Co. of Fla. v. Blue Cross 
& Blue Shield of Fla.] has your department sub-
mitted any amicus briefs, notices of supple-
mental authority, business advisory opinions, or 
other filings regarding the legal consequences 

The ADA is confident 
that increased 
competition among 
health insurance and 
dental plans will lead 
to improved coverage 
for patients and more 
attractive terms 
for dentists who 
participate.

- ADA President  
Daniel J. Klemmedson, 

D.D.S., M.D.

of the [Competitive Health Insurance Reform 
Act] in any private litigation? If so, which cases?”

• “What steps, if any, has your department 
taken to craft new enforcement guidelines 
that account for the [Competitive Health 
Insurance Reform Act] and its application to 
the health insurance industry?”

• For the FTC: “What, if any, potential regula-
tions has the Commission considered — or 
might consider — issuing with regard to un-
fair or deceptive practices by health insurance 

companies no longer exempt from antitrust 
law?”
The repeal of the McCarran-Ferguson anti-

trust exemption for health insurance compa-
nies was the subject of the May 17 Tooth Talk 
podcast. To listen, visit ToothTalkShow.com.

The ADA has developed an FAQ for ADA 
dentists with questions about how this law 
will affect dentists and dental practices.  
Download at ADA.org/~/media/ADA/Advocacy/
Files/MFFAQs_Final_12JAN21. n

GOVERNMENT
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SmileCon kicks off CE with 
courses before meeting

HIGHLIGHTS INCLUDE DENT TALKS, MOCK TRIAL

BY MARY BETH VERSACI

Learning will start even before Smile-
Con takes place Oct. 11-13 in Las 
Vegas, with Pre-SmileCon Education 
on Oct. 9 and 10.

Dr. CarstensenDr. Kohner

 

Pre-SmileCon programs are open to both 
SmileCon participants and those not attending 
the meeting.

One Pre-SmileCon course is Dental Sleep 
Medicine 2021 — A Conference for Den-
tists and Their Teams, which will provide 

dentists with the tools they need to begin 
treating people with sleep-related breathing 
disorders. 

“Participants will enjoy detailed discus-
sions, hands-on learning in small groups 

with session leaders, breakout sessions for 
team members, and networking with a com-
munity of professionals passionate about 
improving the health of their patients and 
their community,” said Steve Carstensen, 
D.D.S., one of the leaders of the course and 
an international lecturer on sleep-related 
breathing disorders. “Legal, ethical and 
proper workflow and billing will be covered 
so each participant will feel confident and 
safe to implement the learning right away 
in practice.”

The two-day conference, which will run 
from 8 a.m.-5 p.m. Oct. 9 and 10, is worth 
13.5 continuing education hours.

Another Pre-SmileCon course is Yes — 
Crown Lengthening Will Enhance Your Re-
storative Results, led by James Kohner, 
D.D.S., who has presented hands-on surgi-
cal training workshops across North Amer-
ica. Worth 7.5 CE hours, the workshop will 
take place from 8 a.m.-4:30 p.m. Oct. 10. It 
will cover indications, contraindications and 
techniques for using crown lengthening to 
help dentists get better results with their 
restorative efforts.

“I am totally convinced that these concepts 
and techniques are underutilized and if applied, 
will absolutely solve many everyday restorative 
challenges,” Dr. Kohner said.

Other Pre-SmileCon courses include:
• Pediatric Dentistry: A Mini-Residency, 8 

a.m.-5 p.m. Oct. 10.
• ADA Dental Coding Certificate Course, 8 

a.m.-4 p.m. Oct. 10.
• Botox Therapy for Esthetics and Therapeu-

tics Live Patient Certification Training, 8 
a.m.-noon Oct. 10.

• Dermal Fillers for Esthetics and Therapeutics Live 
Patient Certification Training, 1-5 p.m. Oct. 10.

SmileCon will also offer plenty of CE during 
the meeting itself.

New this year are DENT Talks, which will 
cover four themes: what we think, how we 
care, what we see and what we feel. Each talk 
will include three speakers from the dental 
community to provide listeners with diverse 
perspectives on that session’s topic.

A returning favorite is the mock trial, which 
will be back with a twist. Before the meeting, 
participants will get to help choose the subject 
that goes to court.

SmileCon’s hands-on activities are another 
CE highlight, giving dentists the opportunity 
to roll up their sleeves and take their skills to 
the next level. These hands-on courses may 
include an additional charge, depending on 
the registration pass purchased. Partici-
pants will need to bring their own gear.

Four cadaver workshops are among the 
hands-on activities being offered at the 
meeting:
• Socket Graft and Ridge Preservation — Ca-

daver Workshop, 2-5 p.m. Oct. 11.
• Maxillary Sinus Graft Crestal Approach: Ca-

daver Workshop, 9 a.m.-noon Oct. 12.
• The Anatomy of Local Anesthesia: Human 

Cadaver Dissection, 1-5 p.m. Oct. 12.
• Cone Beam CT and Navigation Guided Dis-

section: Cadaver Workshop, 8 a.m.-3:30 
p.m. Oct. 13.
To learn more about SmileCon or to regis-

ter, visit SmileCon.org. To take advantage of 
advance rates, register for the meeting by 5 
p.m. CDT Sept. 30. 

Standard registration rates will then apply 
until Oct. 13. n

—versacim@ada.org

Grow your healthy practice and create
healthy smiles with Dentsply Sirona.

Our high-quality instruments are individually packaged 
and sterile to minimize infection risk. Ideal for 
maximum cutting efficiency and reduced 
risk of cross contamination.

Single Use
Only

ProTaper Gold®:  
Curvature and tough morphologies

Shop online at dentsplysirona.com/endo

WaveOne Gold™:
Predictable, efficient and safe

Vortex Blue®:
Now pre-sterilized

PROMARK® Apex Locator:  
With its colorful touch screen 
and close-up apical zoom 
view, ProMark® apex locator 
delivers proven, precise length 
determination.

ProGlider®:
One path. 
One file. 
Simplified.
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SCIENCE & TECH

TWO WAYS TO HELP 
PROTECT YOUR FAMILY 
AND YOUR SAVINGS 
FROM UNEXPECTED 
MEDICAL EXPENSES.

ADA members under age 65 are eligible to apply for the ADA supplemental medical insurance plans. 
1Benefits for confinement in a Skilled Nursing Facility or Home Healthcare will be payable only if such post-hospital confinement begins 
within seven days after at least three consecutive days of confinement in a hospital. 
Effective June 1, 2019, certain insurance company members of the Protective Life group assumed administrative responsibilities for the 
ADA Members Insurance Plans issued by Great-West Financial®.
This material is not a contract. Benefits are provided through a group policy (Nos. 1117GH-HIP Hospital Indemnity and 1127GH-CIP 
Critical Illness) filed in the State of Illinois in accordance with and governed by Illinois law, issued to the American Dental Association 
by Great-West Financial®. The ADA is entitled to receive royalties from the group policies issued to the ADA by Great-West Financial®. 
Coverage is available to eligible ADA members in all fifty states and US territories under the aforementioned group policy. Each Plan 
participant will receive a Certificate of Insurance explaining the terms and conditions of the policy. Great-West Financial® is a marketing 
name of Great-West Life & Annuity Insurance Company, Corporate Headquarters: Greenwood Village, CO; Great-West Life & Annuity 
Insurance Company of New York, Home Office: NY, NY, and their subsidiaries and affiliates. GWL&A is not licensed in New York, but 
eligible members residing in New York may apply for coverage under the aforementioned group policy. ©2021 Great-West Life & Annuity 
Insurance Company. All Rights Reserved. RO1342541-1020
ADA® is a registered trademark of the American Dental Association and Great-West Financial® is a registered trademark of GWL&A.

CONTAC T ICONS LOCKUP :  12.1.16
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ADA supplemental medical insurance helps you pay the bills your health insurance won’t. 
Contact an Insurance Plan Specialist to learn more or apply online:

Hospital Indemnity Insurance with the 
Extended Care Rider: pays up to $1,000 for 
each day of hospitalization, or for outpatient 
surgeries and ER visits. The Extended Care 
Rider pays benefits for up to 200 days to help 
cover home healthcare, skilled nursing and 
nursing facility expenses after hospitalization.1

Critical Illness Insurance: pays up to 
$50,000 in a lump sum cash payment to you if 
you or a covered family member are diagnosed 
with one of 17 covered illnesses. You can 
use it however you want and can help cover 
everything from high deductibles to copays to 
non-medical expenses.

CONTAC T ICONS LOCKUP :  12.1.16
GETTYIMAGES-471141244
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CONTAC T ICONS LOCKUP :  12.1.16
GETTYIMAGES-471141244
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855.383.5702 planspecialist@greatwest.com insurance.ada.org/apply
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BY DAVID BURGER

The ADA is “strongly” encouraging 
dental professionals to be vaccinated 
for COVID-19 and other infectious 
diseases. The ADA is not calling for 

mandated vaccination. 
In a July 28 email to member dentists, ADA 

President Daniel J. Klemmedson, D.D.S., M.D., said 

that ADA policy recommends vaccination in ac-
cord with what the Centers for Disease Control 
and Prevention recommends, and the CDC doesn’t 
recommend mandated COVID-19 vaccination for 
health care professionals at this point in time.

Dr. Klemmedson said it was important to con-
firm the ADA’s stance on vaccination for COVID-19 
in light of recent news coverage about a num-
ber of health organizations calling for mandatory 

COVID-19 vaccinations for health care workers.
“As we continue to hear about rising infec-

tion rates due to the Delta variant, I want to 
repeat to you what I noted in my December 
2020 message: Dentists are essential health 
care providers whose leadership, counsel, and 
example will go a long way in building vaccine 
confidence in our nation,” Dr. Klemmedson 
wrote. “Let’s do our part to move public health 
forward. If you haven’t already been vaccinat-
ed, please get vaccinated and encourage your 
team members and patients to do the same.”

He noted that if the CDC changes its recom-
mendation, the ADA will share this news with 
members to ensure they are following all ap-
plicable rules and regulations. 

The president noted that the ADA was a 

staunch advocate for the successful inclusion 
of dental professionals in Phase 1A of COV-
ID-19 vaccine distribution, with final authority 
resting with individual states.

Because dentistry is a science and evidence-
based profession, Dr. Klemmedson also shared 
ADA Health Policy Institute data that found 
nearly 90% of dentists reported being fully 
vaccinated for COVID-19, while 93.4% of den-
tists reported receiving at least one dose. 

“Clearly, dental professionals are doing their 
part to limit the spread of the virus, but we 
must keep at it,” Dr. Klemmedson said. “I’m a 
very strong believer in vaccination, and I hope, 
as a health care professional, that you are, too. 
Let’s take our shot to help end this pandemic.”

For more information on current CDC guide-
lines specifying which immunizations are recom-
mended for health care workers, including those 
in dental practices, visit Success.ADA.org and be 
sure to follow rules and regulations applicable to 
your location or employment situation. n 

ADA ‘strongly’ encourages dental 
professionals to be vaccinated  

for COVID-19

CDC updates 
recommendation 

that limited 
aerosol-generating 

procedures

BY MARY BETH VERSACI

The Centers for Disease Control and 
Prevention has updated its COV-
ID-19 Guidance for Dental Settings 
to remove language stating that 

dental health care personnel should avoid 
aerosol-generating procedures for all pa-
tients, regardless of their COVID-19 status.

Instead, the CDC states to avoid aerosol-
generating procedures in a typical dental 
operatory only for patients with suspected 
or confirmed COVID-19, if possible.

Dental health care personnel should con-
tinue to practice universal precautions for all 
patients, even those with no symptoms of 
COVID-19, according to the CDC. n

August JADA: Youth with a history of foster care 
report more oral health problems and less access to 
oral health care than their peers with no experience 
of foster care, according to a study published in the 
August issue of The Journal of the American Dental 
Association. Looking at oral health indicators from 
the 2019 Minnesota Student Survey, the study 
found the odds of an oral health problem for youth 
with foster care experience were 1.54 higher than 
for their peers. To read more about the cover story 
and the rest of the August issue, visit bit.ly/3idVbCJ.

We’re banishing 
boring and bringing 
the smiles!

The immersive Opening and Closing Sessions at SmileCon™ 
will fire you up with:

•  An electrifying celebration of our dental community  
and how we are stronger together

•  Opening Session Keynote Speaker Michelle Poler,  
a creative and passionate social entrepreneur and  
branding strategist, who will show you how to  
embrace change and open up a world  
of opportunities 

•  Surprises and moments that will  
make you say WOW 

•  And much more!

� Register today at SmileCon.org.

Hosted by  
your very own 
Dr. Daryn Lu,

of Oklahoma City, 

OK, you will leave 

each session filled 

with pride, passion, 

and possibilities!

 M
ichelle Poler
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ADA ELECTIONS 2021

C andidates seeking ADA-elected offices prepared platform statements and profiles for the 
ADA News. Each candidate was sent a profile form with the same questions and asked to list 
no more than five items for professional memberships, volunteer posts/elective offices and 
main qualif ications.

Publication of these statements and profiles should not be construed as an endorsement of any candidate by 
the ADA News or other staff of the ADA or its subsidiaries. These statements and profiles are presented as 
information for Association members.

The candidates included are those who — as of Aug. 3 — had decided to seek office through the upcoming 
Association elections being held concurrently with the Oct. 13-16 House of Delegates in Las Vegas. 

The candidates’ profiles and statements are also available on ADA.org for Association members only.

ADA Officer  
Campaign Statements  

ADA  ELECTIONS 
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Dentistry has its eyes on a bright and ambitious future but 
challenges await us on the horizon. We must reduce barriers 
to quality dental care for our patients and protect our profes-

sion for the next generation.
I know we have what it takes with an amazing association in our cor-

ner. I have a clear vision for ADA’s true capabilities and I am no stranger 
to challenges. I believe success in organized dentistry depends on how 
we respond to adversity.

A thriving ADA depends on three key areas:
• Member success. ADA must find new ways to enhance your indi-
vidual success. We will fight against outside influences threatening 
patient-provider autonomy. Financial success resolves the burden of 

debt and unlocks the freedom of choice.
• Inclusion. Membership is our lifeblood and membership is changing. ADA must continue being 

more inclusionary of all dentists. Our campaign motto is “All In”; that means every one of us, 
not some of us.

• Relevance. ADA must always be responsive to its members. Our power in advocacy relies on the 
highest possible market share. We must preserve ADA as dentistry’s strongest, most respected 
voice. Only then can we succeed against intrusion from third-party payers. n

We find ourselves in a time of transition, yet despite many 
years of threats to the practice of dentistry, our ADA mission 
has not wavered. Our mission statement makes clear what 

we do and what we stand for: Help dentists succeed and support the 
advancement of the health of the public. 

This is our call to action. When we help dentists succeed by actively 
providing improvements to their lives while remembering the public we 
serve, then and only then are we at our best. 

My experience in win-win leadership, my calm demeanor, and 
my deep understanding of the multifaceted issues we face give me 
the skills that will be needed from our ADA President in the years 
to come. 

By focusing on our mission, we can drill down on the critical things which bring value to our 
members and keep them engaged. 

The issues we face as essential health care providers will only continue to get more complex, 
but if we focus on the basics, the ADA will be a stronger, invaluable resource and advocate for all 
dentists. 

I would be honored to continue working together and humbly ask for your vote for president-
elect in October. n

Julio Rodriguez, D.D.S. George R. Shepley, D.D.S.
President-elect candidate President-elect candidate

Current residence: Brodhead, Wisconsin
Dental school attended: Greater San 
Marcos National University — Lima, Peru
Year received dental degree: 1976
Years of ADA membership  
(include ASDA membership): 39
Other professional memberships: 
• Wisconsin Dental Association.
• International College of Dentists.
• American College of Dentists.
• Pierre Fauchard Academy.
• The National Association of Local 

Health Boards.
Volunteer posts/elective offices held 
in organized dentistry: 
• Trustee 9th District, American Dental 

Association.
• President, Wisconsin Dental Association.
• President, Green County Dental Society.
• Chair, ADA Diversity and Inclusion 

Committee. 
• Regent 9th District, International College 

of Dentists.
What are your main qualifications for 
the office you seek? 
• A vision for ADA maximizing individual 

success — when our members thrive, so 
does our association.

• A deep understanding of ADA’s opera-
tions and its true capabilities.

• Experience across the full spectrum of 
dental practice models and settings.

• An inclusive mindset to foster unity and 
bolster membership. “All In” means every 
one of us, not just some of us.

• Credibility to guide the membership 
through the challenges ahead with a net-
work of allies and a posture of strength 
in the face of adversity. 

Why do you want to be an ADA officer?
I am running for ADA president-elect 

because the future of our profession 
is at stake. We must defend against 
interference from third-party interests. 
Dentistry needs our protection so it 
does not become another broken health 
care system. If we fail to take action, 
both patients and practitioners will lose 
autonomy. 

This is worth fighting for and I am 
ready to guide ADA through these unique 
challenges.

When I first earned my dental license, 
I was so proud to become a member of 
the ADA — the most powerful dental 
association in the world. We need to 
rekindle that same sense of pride in 
membership. 

We must maintain our relevance with 
member dentists in order to accomplish 
our goals. 

I want ADA membership to be so high-
ly valued that dentists could not imagine 
professional life without it.

I know when we are united, we have 
what it takes to accomplish this mission. 
Will you join us? I respectfully ask for 
your support, and I want you to know I 
have your back. n

Current residence: Baltimore, Maryland
Dental school attended: West Virginia 
University School of Dentistry
Year received dental degree: 1977
Postgraduate education/specialty:
• Mastership, Academy of General Dentistry.
• Pankey Continuum.
Years of ADA membership 
(include ASDA membership): 41
Other professional memberships: 
• Master, Academy of General Dentistry.
• Fellow, American College of Dentists.
• Fellow, International College of Dentists.
• Fellow, Pierre Fauchard Academy.
• Member, Pankey Alumni Association.
Volunteer posts/elective offices held 
in organized dentistry: 
• Chair, ADA Budget and Finance Committee.
• Chair, Standing Committee on Interna-

tional Accreditation, CODA.
• ADA State Public Affairs Oversight 

Workgroup.
• Chair, ADA Council on Communications. 
• Trustee, Region 5 Academy of General 

Dentistry.
What are your main qualifications for 
the office you seek? 
• Leadership and engagement at every level 

of organized dentistry for broad, hands-
on, in depth perspective on ADA Mission: 
“Help dentists succeed and support the 
advancement of the health of the public.” 

• Business and budget expertise: execu-
tive director of Maryland AGD, chair of 
the ADA Budget & Finance Committee, 

private practice owner. 
• Effective representative and mission-

driven leader focused on needs of 
private practitioners: chair of the ADA 
Council on Communications. 

• Active and experienced legislative 
advocate: ADPAC, Council on Gov-
ernment Affairs and Maryland State 
Legislative Committee.

• Community leadership: Maryland State 
Dental Assoociation Charitable and 
Education Foundation Board member 
and volunteer; ICD Homeless Veterans 
program provider; long-time volunteer 
with Donated Dental Services.  

Why do you want to be an ADA officer?
Dentistry has provided the American 

dream for me and my family. My passion is 
to pay this forward through active commit-
ment to organized dentistry. 

As a longtime practicing dentist, it is my 
personal pledge to preserve the sanctity of 
the doctor/patient relationship so that we 
can keep the legacy of our great profession 
and our association intact for our future. 

In these changing and challenging 
times, we must have experienced leader-
ship. We need a leader who understands 
our ADA mission. We need a dedicated 
advocate to effectively promote our 
values on behalf of all who practice 
the profession of dentistry. We need a 
hands-on healer with the knowledge and 
skills to humbly care for the patients we 
serve. n

See CANDIDATES, Page 14

PROFILE PROFILE
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Dr. Richard Wilson - Houston, TX

“Since prescribing Ivotion, I have experienced 

fewer appointments and minimum post-op 

insertion adjustments.  The precision fit of 

the tissue surface and occlusion is so good 

that I don’t see my patients again until their 

scheduled appointments! No more emergency 

visits for a sore spot! Ivotion gives me the 

satisfaction of knowing I’m giving my patients 

state of the art treatment. Nothing compares 

to the Ivotion Digital Denture solution.”

Scan to learn how  
to prescribe your first 
Ivotion Digital Denture.

Ivotion™

devotion

Ivotion™ Digital Denture

Innovation
Award Winner

2020
ACP

Start prescribing Ivotion™ 
digital dentures today!

The number of providers devoted to the 
Ivotion Digital Denture System is growing! 
Contact a provider below and get started  
with Ivotion today!

UNITED STATES
Arizona
Wiand Dental Laboratory
Scottsdale, AZ 85257
Email: twiand@wiandlab.com
www.wiandlab.com

California
Burbank Dental Laboratory
Burbank, CA 91504
Email: info@burbankdental.com
www.BurbankDental.com

MicroDental Laboratories
Livermore, CA 94551
Email: rkreyer@microdental.com
www.microdentalca.com 

Alien Milling Technologies
Glendora, CA 91740-4483
Email: info@alienmilling.com
www.AlienMilling.com

Nash Dental Lab, Inc.
Temecula, CA 92590
Email: kristie@nashdentallab.com
www.nashdentallab.com

Colorado
Hatch Dental Lab
Montrose, CO 81401
Email: steve@hatchdentallab.com
www.hatchdentallab.com

Florida
Sakr Dental Arts
Winter Park, FL 32789
Email: dasakrdentalarts.com
www.sakrdentalarts.com

GPS Dental Lab
Orlando, FL 32808
Email: aperricone@gpsdental.com
www.gpsdental.com

New Jersey
Kuwata Pan Dent Laboratory
Cedar Knolls, NJ 07927
Email: Kpd@kuwatapandent.com 
www.kuwatapandent.com

New York
CreoDent
New York, NY 10036
Email: calvinscreo@gmail.com
www.creodental.com

Marotta Dental Studio
Farmingdale, NY 11735
Email: cad@marottadental.com
www.marottadental.com

North Carolina
Sculpture Studios
Cary, NC 27513
Email: corrina.coon@sculpturestudios.net
www.sculpturestudios.net/

Ohio
ROE Dental Laboratory
Independence, OH 44131
Email: Marketing@roedentallab.com
www.roedentallab.com

Oklahoma
International Dental Arts
Tulsa, OK 74136
Email: info@idasmiles.com 
www.idasmiles.com

Oregon
Changing Smiles  
Denture & Implant Center
Bend, OR 97701-3941
Email: stefan@changeyoursmile.com
www.changeyoursmile.com

Texas
Mascola Esthetics The Dental Lab
San Antonio, TX 78238
Email: info@mascolaesthetics.com
www.mascoladentallab.com

Virginia
Precision Dental Lab
Danville, VA 24541
Email: melinda@vspdental.com

Washington
Fairy Tale Dental
Bainbridge Island, WA 98110
Email: office@fairytaledental.com
www.fairytaledental.com

Professional Denture Center
Wenatchee, WA 98801
Email: dickson.jon@gmail.com
www.professionaldenturecenter.com

CANADA
Alberta
Modern Smiles  
Denture & Implant Centre
Grand Prairie, AB T8V 0N2
Email: admin@modernsmiles.ca
www.modernsmiles.ca

British Columbia
Kamloops Denture & Implant Centre 
Kamloops, BC V2C 2E2
Email: kamloopsdenture@yahoo.ca 
www.kamloopsdenture.ca 

Northern Lights Denture Clinic 
Prince George, BC V2L 2K5
Email: info@nldenture.ca 
www.nldenture.ca 

Protec Dental Laboratory 
Vancouver, BC V5T 1B1
Email: nappelbaum@protecdental.com
www.protecdental.com 

Integral Dental Lab
Vancouver, BC V5Z 1K1 
dcarney@integraldentallab.com 
www.Integraldentallab.com 

BC Perio Dental  
Health & Implant Centre
Vancouver, BC V5Z 4J7
Email: angus@bcperio.ca
www.bcperio.ca

Parksville Denture Clinic Inc. 
Parksville, BC V9P 2G4
Email: parksvilledentureclinic@yahoo.com
www.parksvilledentureclinic.ca 

Nova Scotia
Hallmark Dental Laboratory
Halifax, NS B3S 0G4
Email: christian@hallmarkdental.ca
www.hallmarkdental.ca

Ontario
Caygeon Denture Clinic
Bobcaygeon, ON K0M 1A0
Email: office@caygeondentureclinic.ca
www.caygeondentureclinic.ca

Image Dental Laboratory
Barrie, ON L4M 7G1
Email: kevin@imagedentallaboratory.com
www.imagedentallaboratory.com

Bajic Denture Clinic
Midland, ON L4R 1V8
Email: vlad@bajicdentures.ca
www.bajicdentures.ca

The Denture Center
Windsor, ON N8T 3M4
Email: eric.kukucka@thedenturecenter.ca
www.thedenturecenter.ca

Saskatchewan
Gem Denture Clinic Inc.
Prince Albert, SK S6V 3P5
Email: gemdentureclinic@sasktel.net
www.gemdentureclinic.ca

Yukon Territories
Yukon Dentistry
Whitehorse, YT Y1A 2J8
Email: yukondentistry@gmail.com
www.yukondentistry.ca

The Ivotion Digital Denture Provider list is provided to identify the dental laboratories/providers that have adopted the monolithic and/or oversize 
milling process using materials within the Ivotion Denture System. Inclusion of a dental laboratory/provider on this list is not an endorsement of the 
dental laboratory/provider or its capabilities. By preparing and publishing this list, Ivoclar Vivadent, Inc. does not accept any liability or responsibility 
for the work performed by the dental laboratories/providers on this list, and all liability and responsibility associated with the denture materials 
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See CANDIDATES, Page 17

CANDIDATES continued from Page 10

Over the 
past 40 
years, I 

have witnessed 
the ADA be nimble 
and work hard 
to adapt to our 
changing world. 

During this 
time, I have had 
the opportunity  
to serve in  

various leadership roles at the state and 
national level. 

My involvement in the ADA has allowed 
me to realize the value of working with 
my peers to further the profession for 
generations to come and I now look for-
ward to the opportunity of representing 
all dentists as your second vice president 
of the ADA.

This past year, I witnessed the support 
of the ADA community as we endured one 
of the most trying times in our profes-
sion’s history. 

Now, more than ever, it is critical we 
capitalize on this momentum and share 
the ADA’s mission if we plan on sustain-
ing a strong voice for the future of our 
profession. n

As a private 
practice gen-
eral dentist, I 

know the challenges of 
providing quality care 
for my patients and 
running a business. My 
objectives as your ADA 
second vice president 
will be to ensure that 
the ADA actively lives 
its core values by:

• Putting our member dentists first. We must 
never forget that we exist for our members.

• Committing to integrity by reflecting the highest 
values, ethics and principles in everything we do.  

• Committing to excellence through innovation 
and creativity.

• Being a science and evidence-based organization. The 
ADA must establish and be the recognized source for 
credible standards for the practice of dentistry.

• Valuing diversity and inclusion. The ADA must 
be the voice for all dentists regardless of de-
mographic background or practice type. We are 
stronger together.

• Being collaborative by engaging all communities 
of interest, including dental education, licensing 
boards, third-party payers and others, as we set 
the future course of dentistry.

• Working to promote and improve the oral health 
of the public.

• Advocating to protect the sanctity of the den-
tist-patient relationship from third-party inter-
ference and ensuring that laws and regulations 
do not impede our ability to provide quality care 
for our patients and operate our businesses. n

The pandemic has 
reframed many 
of the existing 

issues confronting our 
Association, created new 
ones and brought back 
several from the past.

Covid-19 helped to 
position dentistry as 
essential health care, 
and now we must ex-
plore where dentistry 

fits into the complex equation of public health 
equity. I will advocate for a thorough examination 
and creation of an appropriate policy.

The pandemic brought to light the strengths 
of the ADA to help members (and the profes-
sion), and we need to leverage all that goodwill in 
a rejuvenated effort of inclusion and welcoming 
membership outreach. I would start with a formal 
program targeting general practice residents and 
graduate students, who visibly represent den-
tistry’s changing demographic. And we need to 
reconsider how we can warmly include our dental 
service organization colleagues.

I would work tirelessly to advocate for license 
portability and streamlining the entire exam process.

Crushing student debt might be better ad-
dressed if the ADA organized its own credit union, 
which would be beneficial to all members.

Dental benefits in Medicare is back; we have a 
policy, but now we must safeguard our members’ 
well-being while ensuring the public’s.

I would work towards creating a mechanism 
that more appropriately reflects our demographic 
in the House of Delegates. n

I have been 
closely involved 
in organized 

dentistry for over 
two decades. I have 
seen our profession 
succeed in many 
ways, but we are 
at a precipice that 
requires us to make 
strong, difficult 
decisions to protect 

our profession and our patients. We must pre-
serve our sacred doctor patient relationship and 
ensure that our third-party payer issues are ad-
dressed. We also need to tackle the workforce 
shortage issue. Hygienists and assistants are 
vital to a successful dental team, and we need 
to work with stakeholders to appropriately care 
for our patients. 

Next, providing new members with a solid 
foundation for a successful dental career is the 
responsibility of a profession. The ADA’s ADAPT 
program is a great opportunity to assist new 
members in finding their ideal practice while 
ensuring that retiring members find someone to 
care for their patients. 

Finally, we need to grow and diversify our 
membership. It is crucial to embrace similarities 
and not let differences divide us. The strength of 
our profession is that dentists always put patients 
first. Building on what makes members similar 
and embracing members’ differences will create 
a diverse organization that is strong and unified in 
its dedication to patients and oral health. n

Douglas Auld, D.D.S. Mark Bronson, D.D.S. Jay Freedman, D.D.S. Elizabeth Reynolds, D.D.S.
Second vice president candidate Second vice president candidate Second vice president candidate Second vice president candidate

Current residence: McAlester, Oklahoma
Dental school attended: Oklahoma 
University College of Dentistry
Year received dental degree: 1982
Years of ADA membership (include 
ASDA membership): 38 years 
Other professional memberships: 
• Pierre Fauchard Academy.
• International College of Dentists.
• American College of Dentists.
Volunteer posts/elective offices 
held in organized dentistry: 
• Past chair, ADA Council on Ethics and 

Judicial Affairs.
• Past chair, ADA Election Commission.
• Past chair, ADA 12th District Caucus.
• Past chair, ADA Election Commission.
• Past president, Oklahoma Dental 

Association.
What are your main qualifications 
for the office you seek? 
• Leadership: I have served in various 

roles at all levels of the tripartite, 
as well as within my community. 
The knowledge gained from these 
leadership experiences are invaluable 
and have given me the skills to be 
an effective leader. My service has 
prepared me to function at the ADA 
Board level and lead us into the future.

• Experience: Throughout my 11 years 
on the House of Delegates I have 
experienced challenges and worked 
collaboratively to find effective solu-
tions. These experiences have given 
me the confidence and the knowl-
edge to lead. 

Current residence: Cincinnati, Ohio
Dental school attended: Ohio State 
University College of Dentistry
Year received dental degree: 1991
Years of ADA membership (include 
ASDA membership): 34+ years
Other professional memberships: 
• Pierre Fauchard Academy.
• American College of Dentists.
• International College of Dentists.
• National Dental Association.
• Ohio State University College of 

Dentistry Alumni Association (former 
board member).

Volunteer posts/elective offices held 
in organized dentistry: 
• Chair of ADA Council on Government 

Affairs.
• Chair of ADA State Public Affairs 

Committee.
• Chair of ADA Seventh District Caucus.
• President of the Ohio Dental 

Association.
• Student representative to the National 

Dental Association.
What are your main qualifications for 
the office you seek?

My main qualifications include a long 
history of being an effective leader at 
every level of organized dentistry and 
being a strong advocate for the dental 
profession. I also bring the unique abil-
ity to represent and engage a broad 
cross-section of dentists. I own and 
operate the same private general den-
tal practice that my father established 
nearly 60 years ago. I practice in a

Current residence: Dresher, Pennsylvania
Dental school attended: Temple Uni-
versity Kornberg School of Dentistry
Year received dental degree: 1978
Years of ADA membership (include 
ASDA membership): 30
Other professional memberships: 
• American College of Dentistry.
• International College of Dentistry.
• Pierre Fauchard Academy.
• Senior attending, Abington-Jefferson 

Health System, dental division.
• American Academy of Implant Dentistry.
Volunteer posts/elective offices held 
in organized dentistry: 
• Chair, ADA Council on Membership.
• President, Valley Forge Dental Association.
• President, Montgomery Bucks Dental 

Society.
• Radiology lead, Pennsylvania Mission 

of Mercy. 
• Conference chair, Greater Philadelphia 

Valley Forge Dental Conference.
What are your main qualifications for 
the office you seek?
1. I have successfully held numerous po-

sitions in different facets of organized 
dentistry, each requiring their own 
unique skill sets. 

2. I have been an educator/mentor in a 
general practice residency for over 
30 years which deeply connects me 
through the generational layers. This has 
granted me a very unique perspective. 

3. I have been professionally trained in 
development (fundraising), and have 
used these skills to provide significant

Current residence: Richmond, Virginia
Dental school attended: School of 
Dentistry, Medical College of Virginia, 
Virginia Commonwealth University
Year received dental degree: 1991
Years of ADA membership (include 
ASDA membership): 30 
Other professional memberships: 
• Fellow, American College of Dentists.
• Fellow, International College of 

Dentists.
• Fellow, Pierre Fauchard Academy.
Volunteer posts/elective offices 
held in organized dentistry: 
• President, Virginia Dental 

Association. 
• Chair, VDA Council on Membership.
• Delegate and alternate delegate, 

ADA.
• Member, ADA Council on Ethics, 

Bylaws and Judicial Affairs. 
• Member, ADA Foundation Charitable 

Grants Committee. 
What are your main qualifications 
for the office you seek?
1. Trusted leader with over 20 years of 

experience working in various posi-
tions within organized dentistry. 

2. Effective communicator who greatly 
increased communication to VDA 
members during my tenure as VDA 
president.

3. Experienced advocate who protected 
VDA members’ offices from govern-
mental intrusion and worked closely 
with state leaders during the difficult 
pandemic year. 

PROFILE PROFILE PROFILE PROFILE

See AULD, Page 17 See BRONSON, Page 17 See FREEDMAN, Page 17 See REYNOLDS, Page 17

SAVE
0.25% ADA Member Rate Discount2

on current loan consolidation. 

Endorsed by for

Student Loan Refi nancing

1   Savings vary based on rate and term of your existing and refi nanced loan(s). Refi nancing to a longer term may lower your monthly payments but may also increase the total interest paid over the life of the loan. Refi nancing to a shorter term may increase your monthly payment but may lower the total interest paid over the life of the loan. 
Review your loan documentation for total cost of your refi nanced loan. 

2   The 0.25% American Dental Association (ADA) member interest rate discount is off ered for applications from active ADA members. The rate discount will end if ADA notifi es Laurel Road that borrower is no longer in good standing. Off er cannot be combined with other off ers, except any discount for making automatic payments. 
The partner discount will not reduce the monthly payment; instead, the discount is applied to the principal to help pay the loan down faster. 

3  Check your rate with Laurel Road only requires a soft credit pull, which will not aff ect your credit score. To proceed with an application, a hard credit pull will be required, which may aff ect your credit score. 
Laurel Road is a brand of KeyBank, N.A. Member FDIC. 

ADA Member AdvantageSM is a service mark of the American Dental Association. ADA Member Advantage is a program brought to you by ADA Business Enterprises, Inc. (ADABEI), a wholly-owned subsidiary of the American Dental Association. ADA is a registered trademark of the American Dental Association.

800-ADA-2308   |   adamemberadvantage.com  

Products endorsed by ADA Member 
Advantage have been thoroughly vetted and 
we stand by our recommendations. If you 
experience any issues, we want to hear from 
you and we will advocate on your behalf.

855-277-6771    |   laurelroad.com/ada

Save thousands on your student loans1 by refi nancing.

Take advantage of Laurel Road’s student loan refi nancing 
program to reduce your existing federal and private 
undergraduate and graduate school loans at a 0.25%  
discount2 on Laurel Road’s already low rates. Get started 
with a free online application with no obligation to accept 
and no origination or prepayment fees. Minimum loan 
size: $5,000, no maximum. You can check your rate in 
fi ve minutes online today, no hard credit pull required.3

Education is priceless, but dental 
school was expensive. 

Refinance your student loans.

full page template.indd   1 7/23/21   12:55 PM
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• Advocacy: As an action team leader 
for my state, I have been successful 
in advocating for our profession and 
speaking with legislators to ensure our 
message is effectively communicated.

• Business acumen: Being in private 
practice for 38 years, I understand 
the challenges facing dentists today 
and what is required to operate a suc-
cessful practice. I work alongside two 
partners and have seen many changes 
within the profession. I want to ensure 
the next generation’s future is bright 
and prosperous.

Why do you want to be an ADA officer?
When I was accepted into dental 

school, I knew I had received a great 
honor and that I had been given a gift; 
a gift to change lives through dentistry. 
Through the years, I have had the op-
portunity to use this gift to not only help 
my patients, but to serve the dental pro-
fession through leadership roles within 
organized dentistry. My passion to serve 
is fueled by the desire to see the next 
generation of dentists move our profes-
sion forward and continue to build an 
organization on which all dentists can 
depend upon for years to come. n

AULD continued from Page 14

diverse community, treating all types 
of patients, including minority popu-
lations and patients on government 
assistance as well as those with pri-
vate insurance. I have been a leader in 
my community and within my profes-
sion because my father instilled in me 
a commitment to leave things better 
than how I found them. I will bring 
these attributes and life experiences 
to the Board table as a steward of our 
great profession.
Why do you want to be an ADA officer?

As dentistry and the dental mar-
ketplace continue to evolve at a faster 
pace than ever, challenges will continue 
to emerge. I am running for second 
vice president because I believe our 
ADA must be proactive and creative in 
developing solutions and bold in imple-
menting plans of action that anticipate 
and meet these challenges. I firmly 
believe that the future of dentistry can 
be as bright as its past but to achieve 
that goal the ADA must operate at its 
fullest potential and be aggressive in 
defending and protecting the interests 
of dentists and our patients. n

BRONSON continued from Page 14

CANDIDATES continued from Page 14

able to identify change as it begins and 
pivot decisively ensuring their members’ 
best interests. During the re-entry into this 
post pandemic environment, the ADA will 
need leadership that can listen to all points 
of view and truly understand, be prepared 
to think outside the lines, envision a future 
where all members can flourish and all are 
welcomed as members! I check all these 
boxes and more. Every endeavor that 
I have pursued in leadership has had posi-
tive outcomes. I believe that my energy, 
commitment and transformational think-
ing will put us all in a better position. n

 nondues revenues to both my district 
and regional dental conferences. 

4. I am an innovative thinker who has the 
ability to examine and often solve a 
problem effectively through nontradi-
tional techniques. 

5. I am a team player who is always 
ready to listen to others, am fully 
committed to my teammates and play 
my heart out.

Why do you want to be an ADA officer?
We live in an unpredictable and fast 

moving world. Today’s leaders must be 

FREEDMAN continued from Page 14

4. Strong membership advocate, 
including a year of growth while 
I was the VDA president during 
COVID-19. 

5. Committed to the profession and to 
the health of our patients including 
many years volunteering for Mis-
sion of Mercy projects and Donated 
Dental Service (DDS).

Why do you want to be an ADA officer?
Through my leadership at the 

VDA I learned that information and 

REYNOLDS continued from Page 14 communication of that information is 
paramount in a strong organization. 
I feel that my experience in navigat-
ing the VDA through this past year 
has uniquely prepared me for work-
ing with the ADA Board of Trustees to 
engage and inform our membership. By 
effectively informing and communicat-
ing with our members in a timely and 
meaningful manner, we will strengthen 
and grow our membership. n

ADA Member AdvantageSM is a service mark of the American Dental Association. ADA Member Advantage is a program brought to you by ADA Business Enterprises, Inc. (ADABEI), a wholly-owned subsidiary of the American Dental Association. ADA is a registered trademark of the American Dental Association.

800-ADA-2308   |   adamemberadvantage.com  855-854-4722 ext. 514    |   compliancy-group.com/ada

Save time and stop worrying about HIPAA by 
using the experts at Compliancy Group. 
Take advantage of software and one-on-one live 
Compliance Coach guidance to help your practice get 
compliant and avoid HIPAA fi nes. Get the expertise and 
tools to help prevent HIPAA violations including detailed 
written policies and procedures, audit response support, 
staff  training, business associate agreement templates, 
patient consent forms and more. Help make sure 
your practice can pass a HIPAA audit so you can focus 
on patients.

Products endorsed by ADA Member 
Advantage have been thoroughly vetted and 
we stand by our recommendations. If you 
experience any issues, we want to hear from 
you and we will advocate on your behalf.

NEW
ENDORSEMENT

Become HIPAA 
Compliant with 

a Simplifi ed 
Software Solution.

SAVE
15% on HIPAA Compliance Solutions.

Endorsed by for

HIPAA Compliance

full page template.indd   1 7/23/21   12:50 PM
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START YOUR FREE ONLINE COURSE TODAY
myoresearch.com/free-courses

Most children have a developing malocclusion which is associated with 
craniofacial growth, breathing disorders and poor myofunctional habits. 
Learn to identify these issues from the comfort of your own home!

ARE YOU DOING ALL YOU CAN 
FOR PEDIATRIC PATIENTS?

AROUND THE ADA

ADA launches oral health 
clinical data warehouse

BY DAVID BURGER

The ADA Dental Experience and Re-
search Exchange, the newly launched 
oral health clinical data warehouse, 
is now open to any practice of any 

size that uses practice management software 
Open Dental 19.3 or higher. 

The ADA is working to integrate additional 
practice management systems in the future. 

“We are excited about launching this new pro-
gram because we think it will connect participat-
ing dentists across the country to deliver data that 

can help make a difference to dental practices and 
patients,” said Randall Markarian, D.M.D., chair of 
the ADA Council on Dental Benefit Programs.

Each participating practice will have access 
to a customized dashboard that includes re-
ports for specific clinical queries based on the 
practice’s own data and, when sufficient data 
is available, benchmarks based on aggregated 
data from other participating practices. Den-
tists can also invite practice associates to ac-
cess their practice’s personalized data portal.

There is no cost to enroll a practice or run 
analytics or reports. 

“Open Dental became the first practice 
management software company to participate 
in this initiative, which seeks to promote excel-
lence in dental care by helping dentists improve 
the treatment and outcomes of patient care,” 
Dr. Markarian said. “By being the first practice 
management software company to participate 
in this novel concept by facilitating the flow of 
data, Open Dental will be helping the dental 
profession advance its clinical evidence base.”

“The data within the registry will also be used 
for approved research by the ADA and by ex-
ternal individuals and organizations,” said Kevin 
Dens, D.D.S., incoming chair of the Council on 
Dental Benefit Programs. 

Dr. Dens, whose practice was one of the first 
to participate in the initiative said that: “Over 
time, the registry will become a comprehensive 
source of data that will be used to help advance 
oral health research, contribute to the creation 
of clinical tools, develop time-trends on treat-
ment patterns, outcomes and more.”

In October 2018, the ADA House of Delegates 
approved a resolution to position the Associa-
tion as a leading source of comprehensive data 
to support patient care, treatment guidelines, the 
development of health policy, medical necessity 
rules and to define population health and quality 
of care. To achieve this, Resolution 25H-2018 
urged the Board of Trustees to prioritize the es-
tablishment of a clinical data registry.

To enroll, visit ADA.org/DERE. n

ADA Council on 
Dental Benefit 

Programs continues 
to advocate for 

member dentists
 
BY DAVID BURGER

Two meetings earlier this year be-
tween third-party payers and the 
ADA to discuss streamlining the 
claim adjudication process are the 

latest example of the Association continu-
ing to advocate for member dentists.

“Meetings with third-party payers are 
nothing new for the ADA Council on Dental 
Benefit Programs, which over the years has 
advocated on behalf of member benefits on 
dental insurance and benefits issues,” said 
Randall Markarian, D.M.D., council chair. 

The council’s Dental Benefit Information 
Subcommittee members meet with some 
third-party payers individually each year, and 
the council chair and vice chair meet with the 
National Association of Dental Plans annually.

Bert Oettmeier, D.D.S., chair of the 
council in 2010, said that being in close 
contact with third-party payers is an es-
sential part of the council members’ jobs, 
despite often-conflicting opinions.

“Most of what we are interested in is 
not what they were interested in,” said Dr. 
Oettmeier.

Christopher Bulnes, D.M.D., immedi-
ate past chair of the council, said, “Some-
where, we can meet them in the middle 
for the benefit of our members.”

Despite occasional differences between 
payers and the ADA, successes as a direct 
result of the council’s advocacy include: 
• Revising problematic explanation of ben-

efits language so that it does not inter-
fere with the dentist-patient relationship.

• Allowing dental consultants to speak 
with dentists on a peer-to-peer basis.

• Convincing dental plans to revise prob-
lematic processing policies.

• Helping dentists who terminated net-
work participation with leasing compa-
nies get correctly paid as out-of-net-
work providers.
Dr. Bulnes said another success was 

the launch of the recurring Administra-
tive Efficiencies Summit. 

To read the full story, visit ADA.org 
and search for “ADA Council on Dental 
Benefit Programs continues to advocate 
for member dentists.” n SPONSORED BY:

IS YOUR PRACTICE A WINNER? It could be. Enter the ADA Design Innovation Awards and receive 
the recognition your practice deserves for a new build (small or large) or an exciting remodel from the 
past three years. Winning dental facilities will demonstrate an interesting or innovative use of space 
and color with an eye towards function and a design that enhances the patient and staff experience 
in your office. Judges from the ADA Council on Dental Practice will select three finalists from each 
category. Votes can then be cast via an online voting website to determine the winners. Winners will 
receive a $1,000 prize and be featured in ADA publications. 

FOR ENTRY FORM AND COMPLETE CONTEST RULES VISIT:        ADA.org/DIA

SUBMIT ENTRIES: 
June 21-August 20, 2021

SMALL NEW BUILD 
PRIZE WINNER: 
receives $1,000

LARGE NEW BUILD 
PRIZE WINNER: 
receives $1,000

REMODEL PRIZE WINNER:
receives $1,000

WINNERS WILL BE 
ANNOUNCED:
By November 8, 2021

CALL FOR ENTRIES 
2021 Design Innovation Awards 

Photos courtesy of 2020 winners.

Top and bottom image, left side: 
2020 Remodel winner,

Water Tower Dental Care

Top and bottom image, right side:
2020 Large New Build winner, 
Westover Family Dental
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We make reaching 
the right dental 

professionals easy!

To advertise, call: 
1.877.394.1388

NEW YORK — Associate Oral Surgeon. 
Very busy insurance based practice. We 
are seeking an Associate Oral Surgeon, 
P/T-F/T. Ideal candidate will be 
considered for partnership opportunity. 
We are a fully computerized office, 
CBCT. To request specific practice 
information, please email: 
sdabundo23@gmail.com.

Opportunities Available

Disclaimer: Classified advertisements in ADA 
News are limited to job opportunities for dentists 
and auxillaries, continuing education, professional 
services, practice and equipment sales and offices 
for rent. Advertising that appears to discriminate 
on the basis of race, religion or gender will be 
rejected. The publisher reserves the right to 
decline, withdraw or edit copy at its discretion.

Professional Services

INTRAORAL X-RAY SENSOR REPAIR/SALES
We repair broken sensors. Save thousands in 

replacement costs. Specializing in Kodak/Carestream, 
and major brands. We also buy/sell sensors.

American SensorTech
919-229-0483  www.repairsensor.com

FLORIDA — Dentist, Oral Surgeon, 
Endodontist. A traditional fee-for-service 
general practice seeking full- or part-time 
Oral Surgeons, Endodontists and General 
Dentists. Locations on Florida’s West Coast 
include Clearwater, Largo, St. Petersburg, 
Pinellas Park and Bradenton. Immediate 
income, paid vacation, health insurance, 
401k, flexible days. No HMO. Locally 
owned and operated since 1981. Send CV to 
CorpOffice@FloridaDentalCenters.com, fax 
to (727) 445-8382, or call (727) 461-9149.

Equipment

Advertise Your Dental 
Opportunities Today! 

877.394.1388

NATIONWIDE — Wanted: Dead or 
damaged Statim 2000, 5000, Midmark 
M9 & M11s. Easy, secure prompt 
payment. Just call, text, or email. 
autoclaveshop@yahoo.com, Dan: 
(630) 605- 8613.

TENNESSEE — Associate. Associate 
wanted for busy practice in rural West 
Tennessee. Office has six operatories, lab, 
central sterilization and x-ray room. Busy 
practice that has been in business for 38 
years with great established patients. 
Unlimited potential for growth as an 
associate or to purchase. Located in a safe, 
quiet and friendly town with great schools 
and low property taxes. Close to Kentucky 
Lake to enjoy boating, fishing and 
hunting. For more information, please 
call (731) 584-5211 or (731) 441-3705.

FLORIDA — Dentist. Crystal River. 
Position open for FT dentist for an 
established, privately-owned, state-
of-the-art general dental practice. 
Dental implants, Cerec Crowns, Digital 
Xrays, Cone-Beam technology. Email 
resume/CV to: lynn.swanson@ 
rswansondental.com. 

We are looking for a motivated associate to 
join our general dentistry practice. For over 50 
years we have served South-Central Wisconsin 
with a wide range of general and family dental 
services including endodontics, dental implant 
placement, Invisalign, digital x-rays, 3D scans, 
facial cosmetics and cosmetic dentistry along 
with general dentistry.
Haye Dental Group is located in Janesville, 
Wisconsin, 35 minutes from Madison and 
90 minutes from Milwaukee and Chicago. 
We welcome experienced and new dentists 
with comprehensive salary packages in the 
$200,000 range plus benefits. Dental student 
inquiries are welcome and encouraged!

www.HayeDental.com
Call Dawn at (608) 752-7931 or
email CV to: dmarro@hayedental.com

Dentist Needed
Opportunity for caring competent, experienced 

General Dentist in a well-established, high quality 
private practice in Leesburg, Fl. Our patients love 
us and you will too. Leesburg is a friendly small 

town that is conveniently located within commuting 
distance from Ocala, Orlando, Villages, or Mount 

Dora. Paperless office (Easy Dental) with all digital 
radiographs (XDR). Excellent production-based 
compensation with guaranteed minimum pay.

A minimum of one-year experience is desired, but 
not mandatory, new grads are welcome to apply.
Three days to start (Monday, Wednesday, Friday) 

Great opportunity for the right individual.

For more info please contact Lourdes at 
hlbdental@yahoo.com or fax to 352-787-9036

Opportunities Available Opportunities Available Opportunities Available

ADA Member Seeks
Associate DDS

for established Dental Offi ce in an Exclusive
Gated Community, located in the Beautiful Ouachita 

Mountains just north of Hot Springs, Arkansas.

Are you an independent associate DDS who
appreciates competitive pay, a fl exible schedule, and 
enjoys working in an established dental offi ce with a 
satisfi ed and friendly staff? If so, then Hot Springs 
Village Dental Group, the sole dental practice on the 
east side of Hot Springs Village since 1999, may be 
perfect for you. Residents of Hot Springs Village are 
retirees from around the globe. To serve the surge 
of new residents streaming into our community, we 
have built a beautiful new spacious building with 
the most current technology and amenities. Our 
new associate DDS will enjoy a private offi ce and 
washroom, paid vacation, and a consistent patient 
fl ow. Hot Springs Village is an exclusive gated com-
munity with 11 recreational lakes and seven 18-hole 
golf courses, one 27-hole golf complex, and one pri-
vate club which was ranked the No. 1 golf course in 
Arkansas by Golf Digest for four years straight. Our 
current associate DDS will retire in November but 
start dates are fl exible.

Email Larry Powell at:
lpowelldds@suddenlink.net with inquiries.

We are looking for GPs having 
20 plus years of general 

practice experience to help
us on-line as part time 
consultants. Inquire:

info@relevantdentalcare.com.

NATIONAL
General Practitioners. 

MASSACHUSETTS — Associate. Well 
established general practice on Cape 
Cod seeks full-time associate with the 
ultimate goal of practice transfer within 
six months. A lovely place to live and 
practice. Please call: (508) 237-4933.

IMMEDIATE OPENING FOR

A FULL-TIME DENTIST

High volume, multi-million dollar 

practice, non-corporate, traditional care 

environment. Looking for a motivated, 

long-term associate with possible 

partnership.

Serving our community since 1963, we strive to be the 

premier dental provider by delivering superior patient 

care in an exceptional environment that showcases

a passionate, professional, and happy staff.

CONTACT WILL BE LENORE AT 

CAREER@MONROESMILEMAKERS.COM

FLORIDA — Endodontist. A multi-
Doctor/multi-location practice in Central 
Florida is looking for an Endodontist. 
Endo Perio is preferred. If you are 
interested, please send your CV to 
dentaljob0711@gmail.com or fax (877) 
991-1841.

NEW YORK
Endodontist / Periodontist
Hudson Valley. Associate positions available in established, renovated, 
multi-specialty private practice. We are known in the community
for state-of-the-art, quality dental care for over 30 years. Join our 
team of highly skilled specialists in a great work environment with 
professional support staff and trained clinical assistants. You will have 
the ability to focus on quality patient care while we take care of the
administrative responsibilities. Join our practice for a great opportunity 
to learn and grow within a patient-centered practice while being 
fi nancially rewarded. Send resume to: info@windsordental.com 
or call: (845) 565- 6677. Visit: www.Windsordental.com.
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Dental 
Practice 
for Sale?

We can help!
Advertise in 
ADA NEWS!

877.394.1388

NATIONWIDE — Dental Practices 
For Sale Nationwide. Work with 
dentist Dr. Gary to buy or sell your 
practice! Visit: dentalpracticeguide.
com/listings. Call (201) 663-0935. 
dentalpracticeguide.com.

NATIONWIDE — Large Practice 
Sales. (855) 533-4689. Silent partners 
invest in great practices. Your value 
might shock you! Email: classified@
largepracticesales.com, www.
LargePracticeSales.com. 

ALASKA – Kenai Peninsula. One of the 
best places to live in the country. Take 
$600,000 in profits every year! Solo 
practice. Reverse income tax. $1.5 mil+ 
on four days. Well-equipped Modern 
facility. Retire in 10 years. Nearby 
Anchorage Airport’s non-stop flights 
now include Frankfurt, Reykjavik, 
Hanoi, Honolulu, Maui, Kauai, Chicago, 
Minneapolis, Denver, Phoenix, Salt 
Lake City and most West Coast cities. 
It’s just 3 hours to Seattle. This family 
oriented community is the best Alaska 
has to offer. paul@mydentalbroker.
com or (866) 348-3811. 

ALASKA — Successful Endodontic 
practice for sale in fastest growing 
cities in Alaska! Surrounded by general 
practices. Truly a turnkey and rare 
opportunity! Listed for $626,000, 3 
operatories with additional 4th plumbed. 
Full fee-for-service practice. Contact 
jessica@tkmgllc.com for prospectus 
or call office: (425) 489-0848.

ALASKA — We represent general 
and specialty practice purchase 
opportunities in Alaska, Hawaii, 
Washington, Oregon, Idaho and 
Montana. Consani Associates: 
www.mydentalbroker.com, 
(866) 348-3800, info@
mydentalbroker.com.

ARKANSAS — Dental office and 
practice. Beautiful, 2,500 sq.ft. Office; 
4 operatories; ½ acre lot on busy Hwy; 
Digital sign; 36 year, now-dormant 
practice in a beautiful, one-dentist town; 
ortho, implant surgeries; cosmetics; etc., 
with large supply inventory; thousands 
of charts; rural beauty on I-40, 
Arkansas River, and Ozark Mountains. 
Office and practice only $245,000, or 
best offer! Begin practice on day 1! 
Contact: jhc32009@gmail.com.

CALIFORNIA — Central, CA. 
Dental practice with a long history of 
goodwill, mostly Crown & Bridge, and 
low overhead in Central CA. Attractive 
~1,700 square foot stand alone office 
with 5 plumbed operatories, reception 
area, sterilization area, lab, CAD-CAM 
CEREC, CBCT, Laser, and digital 
x-rays. Long standing staff and Dr. will 
help facilitate transition. The practice 
operates SoftDent as their practice 
management software. The practice 
revenues approximately $1.4M. Send 
CV to Centralvalleydmd@gmail.
com.

GENERAL DENTAL PRACTICE FOR SALE

This listing is a great opportunity for an independent dentist looking to 

own a well-established general dentistry practice in a highly desirable and 

growing city in the Tampa Bay market. The owner is retiring. This 20 year, 

well established Practice is located in a retail store-front setting with  high 

volume retail businesses and has visibility off a major thoroughfare with 

~

20K+ cars per day. 4 operatories. Contact: 727-267-6597.

FLORIDA — Dental practice for 
sale. Dunedin, Florida. Endo practice, 
$680,000, 4 days/wk, Zeiss scopes, 
CBCT, GentleWave, 3 operatories, 
4th operatory plumbed. Turnkey 
opportunity, central county location, 
near beaches. Excellent starter or semi-
retired practice, Radman appraised 
$530,000. More info, call: (727) 364-
6821 or email: forbesendo@yahoo.
com. 

FLORIDA — General practice for sale, 
Broward County. Fantastic opportunity 
to live your dream. FFS/Modern/
well established. Great reputation 
and enormous potential. Email CV/
references: DRMNDDS@aol.com. 
No brokers. 

HAWAII — We represent general 
and specialty practice purchase 
opportunities in Hawaii, Alaska, 
Washington, Oregon, Idaho and 
Montana. Consani Associates: 
www.mydentalbroker.com, 
(866) 348-3800, info@
mydentalbroker.com.

IDAHO — We represent general 
and specialty practice purchase 
opportunities in Idaho, Montana, 
Oregon, Washington, Alaska and 
Hawaii. Consani Associates: 
www.mydentalbroker.com, 
(866) 348-3800, info@
mydentalbroker.com.

MASSACHUSETTS — 
$800,000-Berkshire County. High-
end fee-for-service restorative dental 
practice located in idyllic western 
New England town. State-of-the-art 
facility with 4 operatories operating 
for over 39 years. Stand alone building 
(also for sale) with attached revenue 
generating apartment. Seller flexible in 
transition process, including providing 
mentoring or collaborating on a part-
time basis in addition to outright 
walk away purchase. No buyer fees! 
Please contact Dr. Mike at (203) 
744-9581 or e-mail at drmike@
usdentalpractices.com.

MASSACHUSETTS — Periodontal 
Practice for Sale. Well-established 
Periodontal practice north of Boston. 
The practice is paperless and utilizes 
Eaglesoft practice management 
software. It offers a busy hygiene 
schedule and wonderful long-term 
patients. Staff can be retained as well. 
Please respond to email address 
listed: periodontalpractice@yahoo.
com.

MICHIGAN — $2.4M NON-par 
practice with outstanding net in an 
elite southeast Michigan community. 
Ideal candidates will have interest 
or experience in implant/cosmetic 
dentistry. Once-in-a-career opportunity. 
Contact Phil Stark at Peak Practice 
Transitions, LLC: (248) 477-5777, 
www.peaktransitions.com 
Code:WCPS2.

MONTANA — We represent general 
and specialty practice purchase 
opportunities in Montana, Idaho, 
Oregon, Washington, Alaska and 
Hawaii. Consani Associates: www.
mydentalbroker.com, (866) 348-
3800, info@mydentalbroker.com.

MONTANA — Office is a small fully 
equipped log cabin. Live in small town 
and make a great living at the same 
time. Doctor needs to transition soon. 
Fishing and hunting all around. Call 
Dr. Jared: (208) 949-0868, jared@
mydentalbroker.com.

NEW MEXICO — Practice for Sale- 
Taos, historic resort town, world class 
uncrowded ski area, great outdoor 
recreation and restaurants. 2019 
$850,000 collections, 5 operatories, 2 
EFDAs. Email: vollfee@yahoo.com.

OREGON — Eugene –Springfield. 
5 operatory clinic in a high traffic 
location. Collects over $600,000 with 
great cash flow. Beautiful leasehold 
improvements and buildout. Call 
Adam: (541) 520-5507, adam@
mydentalbroker.com.

OREGON — Portland Metro North. 
4+ operatory clinic collecting over $1m. 
Highly visible corner lot and stand-
alone building with plenty of parking. 
Call Adam: (541) 520-5507, adam@
mydentalbroker.com.

OREGON — We represent general 
and specialty practice purchase 
opportunities in Oregon, Washington, 
Idaho, Montana, Alaska and Hawaii. 
Consani Associates: www.
mydentalbroker.com, (866) 348-
3800, info@mydentalbroker.com.

WASHINGTON – Island living! 
San Juan Islands. Idyllic live – work 
opportunity. Excellent general practice 
with 4 operatories in new building. Over 
$600,000 revenue. Real estate is also 
available. Please contact Dr. Dan 
Byrne: dan@mydentalbroker.com or 
(206) 992-0580.

WASHINGTON — Kitsap Peninsula. 
Nicely updated three (3) operatory 
GP practice long established for over 
30 years. Annual revenue $450,000. 
Real estate opportunity. Call Dr. Dan 
Byrne: dan@mydentalbroker.com or 
(206) 992-0580.

WASHINGTON — Long established 
OMS practice. Doctor able to assist 
in a transition. Practice collects 
over $600,000. High traffic location. 
Strong opportunity. Call Paul at 
(206) 458-8505 for details. paul@
mydentalbroker.com.

WASHINGTON – Pedo. Seattle Metro. 
Newly available high volume Pediatric 
opportunity with amazing profits. 
Please call Dr. Dan Byrne or e-mail: 
dan@mydentalbroker.com, (206) 
992-0580.

WASHINGTON – SE King County. 
Very modern facility – growing practice. 
Collects $680,000 on part-time schedule. 
Beautiful area near the best outdoor 
activities Washington has to offer. Dr. 
Dan Byrne: dan@mydentalbroker.
com, (206) 992-0580.

WASHINGTON – Well established 5 
operatory clinic in standalone building 
with plenty of parking. Lots of new 
equipment. CBCT. Collections over 
$1mm. Call Adam: (541) 520-5507 or 
adam@mydentalbroker.com.

WASHINGTON — We represent 
general and specialty practice 
purchase opportunities in Washington, 
Oregon, Idaho, Montana, Alaska and 
Hawaii. Consani Associates: www.
mydentalbroker.com, (866) 348-
3800, info@mydentalbroker.com.
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The number of owner dentists in private 
practice reporting that they have recently or 
are currently recruiting personnel for their 
practices increased across all job categories 
from October 2020 to May 2021. Over 
one-third of owner dentists reported they are 
trying to hire dental assistants as of May 2021 
and nearly 3 in 10 are recruiting dental hygienists.

Dental staff 
recruitment
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Source: ADA Health Policy Institute, Economic Impact 
of COVID-19 on Dental Practices. Results from 
private practice. Available from: ADA.org/en/science-
research/health-policy-institute/covid-19-dentists-
economic-impact/private-practice. 

HPI CORNER

ADA Humanitarian 
Award submission 
period open until 

Sept. 1

Sept. 1 is the deadline to nomi-
nate someone for the 2022 
ADA Humanitarian Award, a 
recognition open to member 

dentists who have distinguished them-
selves by giving a minimum of 10 years 
to improving the oral health of under-
served populations stateside.

The award will include a $10,000 
gift to the dental charity/project of the 
recipient’s choice. 

Any individual may nominate any 
active, life or retired ADA member in 
good standing by submitting a nomi-
nation for consideration by the Board 
of Trustees. 

A nominator is limited to one Hu-
manitarian Award nomination per year. 

For more information, contact the 
ADA Council on Advocacy for Access 
and Prevention at CAAP@ada.org. n
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BY CATHY HUNG, D.D.S.

If you were to ask me five years ago what 
came to mind when I thought of the word 
“leadership,” the imagery of an alpha male 
standing on the podium, speaking and com-

manding hundreds and thousands of people im-
mediately came to mind. I thought of the Army. 
I thought of the chief of a police department, or 
the president of the United States. I thought of 
a male authority figure with silver hair.

Through my journey with the ADA Institute 
for Diversity in Leadership in the past year, I had 
learned that leadership was about influence and 
not about position, age or gender. I recalled my 
younger days of applying for an oral and maxil-
lofacial surgery residency as I navigated through 
the dark ages before the birth of social media. 
I had sought help through my dental school 
professors, largely unaware that it was called 
“mentorship.” I got into the residency and fol-
lowed the ladder to become the chief resident. 
My understanding of leadership was limited to 
knowledge trickled down from my predeces-
sors of how residents should be managed: I was 
a manager of my junior residents, delegating 
tasks and jumping in to intervene when situa-
tions arose. After residency, I became a mother 
and eventually a practice owner. Hundreds of 
decisions were made every day and I became 
the captain of the ship. Does being a practice 
owner automatically make me a business person 
and a leader? Where was my leadership training?

A survey from the Harvard Business Re-
view reveals that women tend to be more 
self-aware, therefore hold back more, under-
estimate themselves and worry to be viewed 
as less effective as compared to their male 
counterparts. Women also receive less feed-
back from colleagues, and feedback is crucial 
to help them grow.1 This is more of a reason 
why coaching and mentoring early in a career 
would help women to develop leadership skills.

Harvard Busines Review’s “On Women and 
Leadership” discusses styles of talking.2 The lin-
guistic styles of female communication include 
but are not limited to: sharing ideas, acting mod-
estly, apologizing, avoiding verbal opposition and 
being indirect, having caused “unintended con-
sequences” for females to be viewed as lacking 
confidence and authority. On the other hand, if 
a female were to adopt a masculine leadership 
style, she is subjected to “social penalty”: she 
will be viewed unfavorably as unkind.3 It is truly 
a double whammy. Research shows that women 
can have a positive impact by adopting the trans-
formational leadership style, which emphasizes 
inspiring and motivating, instead of a top-down 
authoritative leadership style. 2

Coaching and mentoring are similar in a way 
that both aim to help in personal growth, with 
some distinct differences. A mentor is typically 
someone with more seniority and experience. 
It could be a faculty member in school, an at-
tending in residency, or simply someone who 
is able to render you advice in areas he or she 
has expertise. There is typically a casual, per-
sonal relationship and a mentor would offer 

advice based on personal experience. A mentor 
is someone that a mentee looks up to. Coaching 
on the other hand, typically keeps a professional 
relationship to target specific skills or goals over 
a measurable amount of time at a repeatable in-
terval with a set time and place. A coach keeps 
progress of the coachee and possesses skill 
levels that a coachee needs help with. Coach-
ing programs often involve a fee. Earlier in the 
spring, I had the pleasure to be on a speaker 
panel of the University of Michigan’s Women in 
Oral and Maxillofacial Surgery Leadership Sym-
posium to discuss with other female surgeons 
about coaching and mentoring. The consensus 
was that one individual can benefit from both 
mentoring and coaching and that it would be 
most beneficial to have multiple mentors and 
coaches for the benefits of personal growth.

Last January when I contributed an article 
“You Look Too Young to Be a Dentist” on the 
New Dentist Now blog, I had received numerous 
messages from dentists, female and male of dif-
ferent ages, about how they were perceived to 
look too young. They expressed to have troubles 

establishing authority with their patients due to 
their appearance or their communication styles 
despite their educational credentials. Coaching 
and mentoring can definitely help to bridge the 
gap to help train on how to communicate with 
patients more effectively. 

The bottom line is everyone, male or female, 
inexperienced or seasoned, can benefit from 
coaching and mentoring. Navigation is made 
easy with the power of social media and in-
ternet search. Women’s leadership skills can 
and should be cultivated earlier in their careers 
because of the unique facets of challenges 
women face in the workforce. Currently, I am 
working on a handbook for female oral and 
maxillofacial surgeons called “Behind Her Scal-
pel: A Practical Guide to Oral and Maxillofacial 
Surgery and Stories by Female Surgeons,” to 
provide women who want to pursue surgery 
with resources and support. I wish to see more 
women taking on leadership roles in dentistry.

Dr. Hung owns a solo practice in New Jersey 
and Pulling Wisdom Coaching and Workshops 
LLC and is an author and speaker on cultural 
competency for health care professionals. 
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Bento provides dental insurance 
solutions for all dentists

Member dentists speak of advantages offered by 
using ADA-endorsed company’s benefits

BY DAVID BURGER

When the Texas Dental Associa-
tion’s TDA Perks Program was 
investigating dental insurance 
solutions for its members, it 

did its due diligence and heard presentations 
from several vendors hoping to earn the pro-
gram’s endorsement.

One of them — Bento — “hit it out of the 
park,” said Robert A. Neal, D.D.S., a general 
dentist in Frisco and past president of the 
North Texas Dental Society.

Dr. Neal was so impressed with the presen-
tation that he decided to sign up his practice 
with Bento and so far, “it has been a great ex-
perience,” he said.

“It fills a niche and a need,” said Dr. Neal. 
“They have a good product, and they want it to 
work and it does work.”

Founded in 2017 by Boston-based entre-
preneurs Ram Sudireddy and Saty Mahajan, 
Bento provides a model that seeks to sup-
port the dentist-patient relationship without 

undue interference. 
Their technology is a marked improve-

ment over traditional dental benefit admin-
istration, according to some ADA members 
who have already started to use Bento’s 
products. 

Bento allows dentists to install an in-office 
plan for people who do not have insurance, 
helping to keep the patient flow in the office. 

Patients who lost their employer benefits 
can immediately sign up for an in-office plan 
with practices, since Bento’s platform handles 

individuals as well as employer groups.
Bento, also endorsed by the ADA and 

other state dental associations, allows em-
ployers to administer dental benefits for 
their employees that cover their oral health 
needs without getting in the middle of the 
dentist-patient relationship, regardless 
of the dentist’s participation with Bento’s 
network. 

Eligibility and benefits verification occurs 
in real time in Bento’s platform, and treat-
ment plan decisions remain between the 
dentists and 
their patients. 

With a user-
friendly portal 
and app, it is 
clear to patients what they owe while they 
are still in the dentist’s office. This means 
fewer surprises for everyone — the office 
accurately collects what is owed by the pa-
tient the same day of the procedure.

After the appointment is complete, dentists 
participating with Bento get paid with a single 
click and eliminate the cost of collections and 
chasing unpaid bills. 

And in addition to getting real-time cost 
while in the office, their patients can re-
view their treatment plans and confirm 
which services were provided during their 
appointment.

For Rita M. Cammarata, D.D.S., past presi-
dent of the Texas Dental Association, the 

appeal of Bento is the ease of use for a pediat-
ric dentist like her, as well as making the expe-
rience for her patients simple.

“Bento seemed like a natural fit for our of-
fice,” Dr. Cammarata said. 

It didn’t take long for her or her staff to learn 
how to utilize Bento’s offerings, and Bento al-
lowed her to fully customize her in-office den-
tal plan.

“We get to set the parameters,” she said. “It 
lets me control my practice.”

Dr. Neal said he also appreciated the  
customer ser-
vice provid-
ed by Bento,  
which eased the 
transition.

Becoming a Bento dentist is free. 
Visit bento.net/dentist-signup, provide 

information about the practice and dentists, 
choose a fee schedule tier or tiers that work 
for your office and set up a bank account 
for direct deposit. 

Setup takes minutes, and the practice will 
be up and running with Bento within two 
business days. 

For detailed answers to questions, how-to 
guides and extensive lists of FAQs, visit bento.
net/bentopedia or ADA.org/bento. 

Contact Bento at 1-800-734-8484 to 
speak with a Bento team member or email 
them at smile@bento.net. n

—burgerd@ada.org

Dr. NealDr. Cammarata
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Association releases updated COVID-19 dental office 
procedures emphasizing need for hazard assessments

BY MARY BETH VERSACI

The American Dental Association’s 
new Update to Office Procedures 
During COVID-19 provides updated 
information for dentists to consider 

as they assess COVID-19 workplace hazards 
and make decisions that are best for their 
practices.

“As state regulation and guidance evolve, 
dental practices should evaluate potential 
risks and benefits to determine an approach 
that is in the best interests of their dental 
team and patient population,” said Duc “Duke” 
M. Ho, D.D.S., chair of the ADA Council on 
Dental Practice. “Every practice is different 
and unique. Risk assessments are an integral 
part of ensuring the health, safety and well-
being of everyone within the workplace, not 
to mention they are required by the Occu-
pational Safety and Health Administration. It 
is critical for dental practices to conduct a 
hazard assessment that specifically takes lo-
cal conditions, the practice’s physical struc-
tures, staff health considerations — like staff 
vaccination rates — and other factors into 
account.”

The Update to Office Procedures Dur-
ing COVID-19 is structured along the same 
topical areas as the ADA’s Return to Work 

Interim Guidance 
Toolkit. It ex-
plains what guid-
ance has and has 
not changed from 
the toolkit and also 
includes a hazard 
assessment and 
hazard assessment 
checklist.

Key points from 
the update include:

• Hazard assessments are required by 
OSHA. Dental practices must have a 
safety plan for exposure control and CO-
VID-19. They should repeat the hazard 
assessment regularly as COVID-19 con-
ditions change.

• Dentists should stay abreast of guidance 
from federal, state, local, tribal and terri-
torial health agencies and consider how to 
incorporate those recommendations and re-
sources into workplace-specific plans.

• Best practices for assessing and managing 

the hazards in a workplace should take an 
integrative approach, incorporating evi-
dence-based scientific data in conjunction 
with psychosocial, state and community 
factors.

• Dentists will need to use their best profes-
sional judgment when making decisions.

• Patient pre-appointment screenings are still 
necessary. 

• Staff, patients and nonemployees on-site 
must be screened prior to office entry, and 
those with suspected or confirmed COV-
ID-19 should not be permitted to enter.
The ADA continues to create COVID-19 re-

sources that address members’ concerns. For 
the latest information, visit ADA.org/virus. n

—versacim@ada.org
Dr. Ho

ADA updates 
resources for 
dentists who 
call or text 

patients
A resource from the ADA legal division, 

at ADA.org/PhoningPatients, has been re-
vised for dentists who contact patients.

Along with a description of the Tele-
phone Consumer Protection act, this re-
source also includes a free sample con-
sent form that member dentists may use 
in their practice to receive consent before 
making certain calls or sending certain 
text messages to patients. 

This content is not intended or offered, 
nor should it be taken, as legal or other 
professional advice. Dentists are encour-
aged to consult with their own profes-
sional advisers about legal and regulatory 
compliance.

On April 1, the U.S. Supreme Court 
decided that to qualify as an “automatic 
telephone dialing system” under the Tele-
phone Consumer Protection Act, a device 
must have the capacity either to store a 
phone number using a random or sequen-
tial number generator or to produce a 
telephone number using a random or se-
quential number generator. n
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Now you can provide fast and powerful relief from 
dentin hypersensitivity the bioactive way!
• The ONLY FDA-approved bioactive desensitizer

• Provides quick & powerful pain relief

• Creates a layer of mineral hydroxyapatite as well as 
hydroxyapatite plugs through continuous release of 
calcium & phosphate ions that seal the tubules 

• Syringe-dispensed gel requires no mixing placement 
with no-mess application
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Comparison of untreated Dentinal tubules (A), with tubules that have been 
covered with a dense layer of Predicta® Bioactive Desensitizer (B). Image 
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