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influencess 
ON YOUR 
CAREER PATH  

Jessica Blanco, D.M.D., owner of a solo pediatric practice: I chose to become 
a pediatric dentist simply to give children a more positive dental experience, 
to try and help take away the fear of the dental experience and turn it into 
a calming and fun experience. That way, they carry those positive and fun 
experiences into their adulthood and they do not fear the dentist nor neglect 
their oral health.

Jasmine Khedkar, D.M.D., consultant with past dental service organization 
experience: I love the clinical part of dentistry, and the management and 
administrative aspect has always fascinated me. I wanted to learn how 
business works. I enjoy sharing my knowledge and experience with the 
dental community on business acumen, revenue cycle management, office 
management and the power of referrals.

Addison Killeen, D.D.S., owner of a group practice, author and coach: I get 
the best of both worlds — mix my week with a few days of clinical dentistry, 
with a few days of consulting and writing. I follow what gives me more energy, 
and for a few days a week, I love seeing patients and being a part of my 
community. However, passing along knowledge through writing and coaching 
inside Dental Success Network is even more invigorating, so I love the days  
I spend doing that as well.

Alayna Schoblaske, D.M.D., dental director at a federally qualified health 
center: It gives me the opportunity to serve patients who have traditionally 
been overlooked by our health care system because of their income, 
housing situation, immigration status, preferred language and more. I love 
collaborating with and learning from the nine other dentists in my clinic  
and value the teamwork and support they provide.

Shelly Taylor, D.M.D., periodontics resident and consultant with a nonprofit: 
Health disparities in under-resourced communities are unacceptable. My 
goal is to combine a passion for public health and periodontics to contribute 
meaningful innovations and advocacy to improve the health and oral health  
of all people, especially those who need it the most.
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Traditional solo practices are becoming less common as dentists 
gravitate toward group practices, a trend that is likely to 
continue, according to the ADA Health Policy Institute (HPI). Over 
the last two decades, fewer dentists are working as solo practitioners. 
About 2 in 3 dentists were in solo practice in 1999. That proportion 
decreased to 1 in 2 in 2019; among dentists under 35, 1 in 4 was in  
solo practice that year.

Practice ownership rates have also declined, with 85% of dentists  
owning their practice in 2005 compared to 76% in 2019. This decrease 
in ownership was more evident among dentists under 35, a drop from 
49% in 2005 to 31% in 2019.

While private practice ownership rates have declined, group practice 
affiliation has risen. In 2019, 10% of dentists were affiliated with 
dental service organizations (DSOs). HPI notes that this number is a 
conservative estimate based HPI’s current data; the share is likely to be 
higher. A DSO is a group practice model that manages the administrative, 
marketing and business side of a dental practice on behalf of dentists. 
The DSO market share varies significantly across age groups. One in 5 
dentists under 35 were affiliated with a DSO in 2019, according to HPI’s 
most current data. For more information, visit ADA.org/HPI.  ¢

Shifting  
PRACTICE PATTERNS

New registry initiative can  
help advance dentistry’s clinical 
evidence base
New dentists seeking to improve oral 
health outcomes in their practices have a 
new instrument in hand: the ADA’s Dental 
Experience and Research Exchange.

Full story: ADA.org/newregistry

New dentists urged to mobilize 
to oppose Medicare Part B 
dental benefit proposal
Dentists are encouraged to make their  
voices heard on a legislative proposal that 
would put dental care in Medicare Part B. 

Full story: ADA.org/mobilize

Takeaways from the ‘Mental 
Health, Dentistry and You’ 
webinar
The ADA hosted a webinar with NAMI 
Chicago, a chapter of the National Alliance 
on Mental Illness, in a first of a series of 
education programming on mental health  
and wellness. 

Full story: ADA.org/wellnesswebinar

In case you missed it

Image: Henryk Sadura / Tetra Images / Getty Images

2015

2017

2019

DENTISTS AFFILIATED WITH A DENTAL 
SERVICE ORGANIZATION (DSO) BY AGE

AGE
■ 21-34
■ 35-49
■ 50-64
■ 65+

16.3%
9.8%

3.4%
2.5%

17.9%
11.3%

4.5%
3.4%

20.4%
13.3%

5.4%
4.0%

Source: ADA Health Policy Institute Office Database

https://www.ada.org/en/science-research/health-policy-institute/covid-19-dentists-economic-impact
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BY DAVID BURGER

ADA program’s ‘matchmaking services’ 
looks to connect dentists through 
shared philosophy of care 

Sparta, Wis. — Hannah Morgan, D.D.S., grew up 
in small-town Alaska, went to college in Montana, 
and then attended the University of Minnesota 
School of Dentistry. 

As she approached her dental school graduation 
in 2021, she knew the type of climate she wanted 
to practice in: cold and rural.

Through ADA Practice Transitions, Dr. Morgan 
found what she was looking for, as well as a 
willing mentor.

She is now a happy associate at the Sparta, 
Wisconsin, practice of Jennifer Knoll, D.D.S.

“As a new graduate, I wanted to find a mentor in 
my employer,” Dr. Morgan said. “I felt I did not 
have the experience or confidence to go straight 
into ownership after graduation. Therefore, I 
looked for practices that had an owner eager to 
educate and, as an added bonus, a pathway to 
ownership. I looked for a practice that had the 
same philosophy of patient care that I had.”

Powered by the ADA, ADA Practice Transitions 
supports independent dentistry by helping 
dentists buy or sell a practice, hire an associate 
or find a job. ADAPT, a service of the ADA 
Business Innovation Group, matches dentists 
who are looking to join a practice with owners 
who are seeking an associate or someone to 
purchase their practice. It brings dentists all the 
tools, information and support that is vital to the 
process while facilitating matches based on what 
matters to dentists the most — their philosophy 
of care. Each client works closely with an ADA 
adviser who provides training and coaching — all 
with a focus on allowing them to achieve their 
individual and mutual goals.

Dr. Morgan first heard about ADA Practice 
Transitions at a lunch-and-learn during dental school.

“I was intrigued by their matchmaking services for 
dentists all based on philosophy of patient care,” 
Dr. Morgan said. “Since it was a service through 
the ADA, I also felt confident the service only had 
their dental clients’ best interests in mind.”

Using the services of an ADA adviser, one of Dr. 
Morgan’s first potential matches was Dr. Knoll.

“Dr. Knoll reached out to me first via email,” 
Dr. Morgan said. “Although our advisers 
recommended a phone call, I was happy to hear 
that Dr. Knoll also preferred email and we could 
chat back and forth whenever we had spare time. 
Even through email, I could sense Dr. Knoll was 
energetic, eager, caring and overall someone  
who I would like to be around.”

They shared more than 30 emails before 
contracts were even signed. 

“Dr. Knoll had the ability to make me excited to 
join the dental workforce and specifically, her 
team,” Dr. Morgan said.

Dr. Morgan learned that Dr. Knoll’s practice was 
growing and busy, with an average of 45 new 
patients each month. Dr. Knoll was one of only 
three dentists in the town in western Wisconsin, 
all of whom are very busy, especially because 
three other dentists have retired in the past 
seven years.

Dr. Morgan raved about her experience using 
ADAPT.

“It’s free to sign up, why not try it out?” she said. 
“I had nothing but a great experience. I felt a lot 
of relief knowing I had found a job almost six 
months before I graduated. I found that I was 
one of the first of my classmates to have done 
so. The process is efficient, easy and even fun. 
After working at the office I have chosen, I am 
incredibly glad I tried ADAPT.”  ¢

Dental school grad 
FINDS A PRACTICE AND  
A MENTOR THROUGH  
ADA PRACTICE TRANSITIONS

Real Customers,  
Real Results:  
 

“�I was intrigued by their  
matchmaking services  
for dentists all based on  
philosophy of patient care.” 

Hannah Morgan, D.D.S.

ARROW-CIRCLE-RIGHT �Find the the  
perfect practice  
to call home. 
ADAPracticeTransitions.com

On left: Hannah Morgan, D.D.S.
On right: Jennifer Knoll, D.D.S.



NEW DENTIST 
EMERGING 
INTO PRIVATE 
PRACTICE?
TUNE IN.

CHECK OUT JAY GEIER’S LATEST EPISODES:
  Top 3 Hiring Tips in Today’s Job Market  
  The Great Equity Heist: Private Practices Under Attack 
  The 5 Most Important Things You Need to Know  

     About DSOs
New Episodes Released to Subscribers Monthly

SCAN TO 
SUBSCRIBE

Hear It Straight from the #1 Advisor for Dentists Who Want to Keep Their 

Independence and Gain Control of Their Future. Not for Dentists Who 

Want to Remain an Associate and Work for Other People.

Subscribe at www.PodcastForDoctors.com/NEWDENTIST
53426



ADA members 
receive preferred 
loan pricing.2

Save thousands  
on your practice  
purchase or remodel.1

Our 0.5% rate discount for ADA members could save you nearly $12,000 
on a $400,000 10-year fixed-rate loan, depending on your interest rate and 
loan term.2,3 Our bankers make it easy to secure financing to:

For practice financing tips, articles and loan calculators, 
visit bmoharris.com/dentists.

Purchase a practice or  
commercial real estate.

Add operatories, update equipment  
and renovate your office.

Reduce your overall interest expense by 
consolidating and refinancing existing loans.

1 The amount of any potential savings will depend on interest rate offered to you, the term of the loan, and how quickly you pay off your loan. Variable rate loans are subject to rate 
fluctuations over the term of the loan.

2 0.5% rate reduction applies to aggregate loans and guarantees up to $1,000,000; relationships over $1,000,000 receive custom pricing. Contact a BMO Harris Banker for details.
3 This example is for illustrative purposes only and is based on a hypothetical fixed interest rate of 4.25% discounted to 3.75% applying the 0.5% ADA member discount fully amortized 

over a 10-year period which would result in a total savings of $11,583.60. This example assumes payments are made as scheduled for the term of the loan and interest is computed on a 
365/360 basis. The interest rate we offer to you may vary from the example rate used here based on your credit qualifications, loan characteristics, market conditions, and other criteria 
at the time of the offer. Example rate shown is as of January 5, 2021, and rates are subject to change without notice. Contact a BMO Harris Banker for current rates and more details.

Banking products are subject to approval. BMO Harris Bank N.A. Member FDIC.

Speak directly with a dental 
financing specialist today.
833-276-6017
Monday – Friday, 8 a.m. – 5 p.m. CT

Set up an appointment that 
works with your schedule.
practice.health@bmo.com

Let’s connect


