VOL. 90 NO. 2 www.cdaonline.org SPRING 2011

OF THE CQUORADO DENTAL ASSOCIATION

T

2
=

Annual S€Ssion-Brochure
and Registration Inside!
.




Membershi

P

Pays for Itself!

Don’t miss an opportunity — take advantage of the tremendous
savings offered by CDA exclusive member benefits.

More information about these benefits can be found online at cdaonline.org.
Members — be sure to log-in for benefit and discount codes.

AEDs (Defibrillators)
Colorado Heart Rescue:
877-233-4381

Amalgam Separators
SolmeteX: 800-216-5505

Appliances
Whirpool Corporation: 866-808-9274

Cellular Phone Service/Wireless
Verizon Wireless: 303-740-6900 x101

Clothing for Staff
Land’s End: 800-990-5407

Collection Services/NSF Fee
Recovery
eCashflow Systems: 303-482-2773,
877-739-3952
Quantum Healthcare Services:
303-984-8300, 877-984-8300

Computers/Digital Imaging/
Networking/IT Services
CSI Colorado, LLC: 303-325-5598

Credit Cards
U.S. Bank: 888-327-2265 x80023

Credit Card Processing
Best Card powered by First Data:
303-482-2773, 877-739-3952

Emergency Preparedness
Institute of Medical Emergency
Preparedness: 866-729-7333

Filing Supplies/Storage

Equipment/Prescription Pads/Forms
Evolving Office Solutions:
303-663-8006, 866-238-6583

Financial Planning and Investment
Management
Sharkey, Howes & Javer:
303-639-5100, 800-557-9380

Membership can pay for itself — are you taking advantage?
Colorado Dental Association, 303-740-6900, 800-343-3010, cdaonline.org

ADA Members Retirement
Program/401(k):
800-523-1125 x7386

Gloves
Association Glove Program:

877-484-6149

Gold and Metals Reclamation
D-MMEX USA: 800-741-3174

Health Savings Accounts
First Horizon Msaver, Inc.:
866-257-2652

Insurance Products

Dentists Professional Liability
Trust of Colorado (Malpractice)
Administered by Berkley Risk
Services: 303-357-2600,
877-502-0100

CDA Insurance Programs
(Workers Comp, Business Liability,
Disability/Life Insurances, Long-
Term Care)

Administered by COPIC Financial
Group: 720-858-6280, 800-421-1834

Lab Work Authorization Forms
CDA-owned service: 303-996-2841,
800-343-3010 x101

Loans: Dental Practice
Banc of America Practice Solutions,
Inc.: 800-692-0790

Medical Waste Disposal
Medical Systems of Denver, Inc.:
303-772-7971

Office Supplies
Office Depot: 303-547-2525

Patient Education and Dental
Procedure Education
ToothlQ.com: 720-890-6004 x224

Patient Financing Plans
CareCredit: 800-300-3046 x4519
(new enrollment), 800-859-9975
(already enrolled)

Payroll Processing
Paychex: 800-729-2439

Shipping
FedEx: 800-MEMBERS
Telephone On-Hold Advertising
On Hold Advertising, Inc.:
877-493-9003

Vehicle Lease/Purchases
Auto Buyer’s Pro:
303-888-8889, 800-530-8884
AutoNation Direct: 303-799-3513,
866-548-2201

Mercedes Benz of Littleton:

303-738-7700, 888-255-4236
X-ray Training Tapes

CDA-owned service: 303-740-6900,

800-343-3010
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Skilled Negotiating
HEALTHCARE REALTY

Dental « Medical « Veterinary

“Tust want to give some positive feedback to
Colin and Christian for renegotiating our lease.
By having real estate professionals negotiate for us COLIN CARR
we were able to save over $125,000 during the 7 President
year term of the lease. Having professionals on
our side makes a big difference in the outcome
of the lease. I can't believe that I did not have to
pay for such superb service and the great new
lease terms! Thanks again guys!”

303.817.6654
colin@carrhr.com

Charles N. Theobald, DDS CHRISTIAN GILE
Highlands Ranch Denver Metro / Boulder

303.960.4072
At Carr Healthcare Realty“ christian@carrhr.com

We provide Dentists with the most
experienced representation and skilled
negotiating available for every real estate need.

. _ ROGER HERNANDEZ
When it comes to renewm%‘ your lease or Colo Springs / So. Colorado
relocating to a new office, the slightest
difference in lease rates, tenant improvement 719-339.9007
allowances and free rent can impact you roger@carrhr.com
financially by hundreds of thousands of
dollars.

With this much at stake, make sure you are

represented by an expert; someone who only KEVIN SCHUTZ
represents Tenants and not Landlords, and
can provide you with substantial references : _
and a proven track record. At Carr Healthcare 970.690.5869
Realty, we can do just that. kevin@carrhr.com

Northern Colorado / Wyoming

If your lease is expiring in the next 12 — 18

months, ask us how we can help you negotiate _WW
the most favorable lease or purchase possible. .CARRHR.COM

Lease Negotiations - Office Relocations - Lease Renewals - Purchases
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EXECUTIVE DIRECTOR

Ethical Dilemma

By Quinn Dufurrena, D.D.S., J.D., CDA Executive Director

common phone

call | receive is
about x-rays. Patients
want to know, “does
my dentist really need
X-rays?”

Dr. Quinn

Dufurrena

We have all had it
happen. Mrs. Smith
refuses to have “x-rays” taken. While we
may have let it slide before, we now
realize that it has been several years since
the last radiograph. Our stomach knots
up as we realize we are walking a fine
line between possible negligence and the
patient’s right to choose his/her own
treatment. Usually a little one-on-one
discussion will uncover our patient’s fear
about x-rays, which more often than not
solves the dilemma. Not Mrs. Smith. We
have gone over the risks and benefits of
radiographs before with the resultant, “I
don’t want x-rays.”

As we know, without complete
radiographs our ability as healthcare
professionals is compromised. Without
the information provided by radiographs,
we are unable to provide a comprehen-
sive and accurate treatment plan. So
what do we do?

The crux of the tension lies in the
dentist’s professional responsibility to
provide dentistry within the standard of
care. Meanwhile, the patient is exercising
their autonomy with regard to their
protected right to control their own
bodies. It is well-settled law that a
competent adult has a legal right to refuse
medical treatment.*

It would make our dental decision
about radiographs easy if it were set in
stone that patients shall have complete
full-mouth radiographs every five years

and bite wing x-rays every six months. A
patient’s refusal to have these radiographs
would automatically prevent any patient
from receiving any type of dental service.

There are no such engravings. Dentistry
is not a black and white science. The gray
area makes up what is called professional
judgment. To assist in this area, the
American Dental Association (ADA) set
guidelines for radiographic exposure.
These guidelines help only as an adjunct
to the dentist’s professional judgment. The
dentist must weigh the benefits of taking
dental radiographs against the risk of
exposing a patient to the inherent
radiation - the effects of which accumulate
from multiple sources over time. By the
very nature of this guideline, it indicates
that certain radiographs are not manda-
tory on all patients all the time.
Radiographs should be taken only when
there is an “expectation” by the dentist
that the “diagnostic yield will affect patient
care.” This allows and demands that the
dentist use his or her professional
discretion to determine if there are
reasonable articulate indications for x-
rays. These are guidelines only and serve
as a resource for the practitioner. They are
not intended to be the standard of care.?

So, in the case of Mrs. Smith, we look
at the guidelines, and weigh those
guidelines against such factors as
previous periodontal disease, medical
history considerations, nutritional changes
indicating an increase in caries suscepti-
bility, and all the other elements needed
to form that elusive gray area of profes-
sional judgment.

Okay, so we have used the guidelines to
determine what type of x-rays and how
often to take them. Now we feel more
comfortable with our professional
judgment in how often Mrs. Smith should

have the radiographs taken. That confi-
dence can also translate to how we will
handle Mrs. Smith’s refusal to have those
necessary x-rays.

Now we need to deal with the concept
of informed consent. Actually a more
appropriate term, in this instance, would
be informed refusal. This concept states
that in order to make an intelligent
decision, a patient must be told of the
possible consequences in refusing the
requested treatment.” A case analogous
to Mrs. Smith was decided in a medical
malpractice case where the woman was
advised to have a Pap smear test. She
refused the test and later died from
cervical cancer. The court held the
opinion that informed refusal is like
informed consent. Even though a patient
refuses to follow the recommendation of
the treating doctor, they must be advised
of the consequences of that refusal.®
Consequently, after a full disclosure with
Mrs. Smith, we are left with three
treatment and documentation options.
We won'’t even consider the failure to
document. The risks are too high.

1. Treat her but document in her chart
that she again refused x-rays.

2. Treat her but only after having her
sign a release form indicating that
she has been informed of the risks
and benefits of radiographs, and the
possible sequelae in failing to
consent to the taking of those
radiographs.

3. Refuse to treat Mrs. Smith unless she
consents to the radiographs deemed
necessary.

How much risk are you willing to take?
An important factor to consider, in a
dental malpractice suit, is that a docu-
ment that leaves little to interpretation or
ambiguity has more credibility. As such, a

Journal of the Colorado Dental Association

SPRING 2011



Which is precisely why you need a team of professionals
to make sure you have planned for life's unexpected.

When you work with COPIC Financial, you don't need

to worry. We specialize in working with health care
professionals, so we know the unique risks you face

both personally and professionally. In the face of the
unexpected, we take care of business so you can take care
of the people who are counting on you.

—_

www.copicisg.com = T720-858-4280/B00-421-1834

Real life
never gives you

a “Heads Up"!

= Property & casualty insurance
- workers compensation
- business owners package

oLy
- employment practices liability :
* Individual and group gy
- disability .
e KSCOPIC
- life

COPIC Financial
Service Group, Ltd.

jury may view, as more credible, a written
release signed by the patient. Signed
consent forms are used routinely for more
invasive procedures like oral surgery and
endodontics. Perhaps there would be less
liability and more cooperation from
patients if they were forced to take the
time to read a written consent form. As
with any legal document, a patient is
more likely to think twice about their
refusal before applying their signature.

So we have had Mrs. Smith sign our
“radiographic refusal consent form” and
everyone is happy. But what happens
down the road when Mrs. Smith’s teeth
become loose due to the undiagnosed
periodontal disease? Now you are sitting
on the stand being judged by 12 of your
peers, none of whom are dentists and
none of whom have read about proper
informed consent and documentation.

How do you respond when the plaintiff’s
attorney points out that you are the
professional, not Mrs. Smith? It was your
job to use your professional judgment and
now Mrs. Smith is losing her teeth.

At this point, if you look back, you may
have chosen the third option and refused
to treat Mrs. Smith. Winning or losing a
negligence case may not be the issue.
With proper informed refusal, the
professional may have protected them-
selves from successful litigation. Maybe a
more important issue is that you did not
want to end up in that situation in the first
place. So consider again.

If, after a careful discussion of the risks
and benefits, the patient still refuses to the
appropriate radiographs and you don’t
feel comfortable with that decision,
perhaps you are falling below your own

1.Island Jewish Med. Center v. Malcolm, 147 Misc.2d 724, 728-729, 557 N.Y.S.2d 239, 243 (N.Y.1990).

2.American Dental Association, The selection of patients for dental radiographic examinations, (revised 2004).

3.1d.

4.Burton R. Pollack, Law and Risk Management in Dental Practice, 115 (Quintessence 2002).

5. Truman v. Thomas, 27 Cal. 3d 285, 287 (Cal. 1980).

standard of care or professional philoso-
phy in the treatment of your patients.

By using the ADA guide and your
professional judgment, you can arrive at a
reasonable articulate criterion in deter-
mining the appropriate radiographs for
our patients. Once you are comfortably
within that “standard of care gray area”
you may feel more comfortable and more
assertive in how you deal with Mrs. Smith
and her refusal.

Maybe that knot in your stomach will
go away.
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FROM THE EDITOR

CDA Endorsed Companies: Discounts
on Services and Lowering CDA Dues

By Brandon Owen, D.D.S., M.S., CDA Editor

any CDA

members
have a clouded
understanding of what
it means to be a CDA
endorsed company. Of
those who are aware,
few realize how much
benefit these compa-
nies provide. As a
relatively new dentist, |
have so many decisions to make on a
daily basis that often | choose to work
with companies because of their market-
ing tactics rather than doing thorough

A
Dr. Brandon
Owen is an
Orthodontist
in Fort Collins,

Colo.

When it comes to
accounting, your
deserves the same kind of
personal attention that you
provide to your patients.

*Kramer & Jensen has been there from the original valuation and
purchase of my practice (o the purchase of a second satellite office, as
well as associateships and day (o day accounting needs,

Huomest, eficient, and trostworthy service and abilities - that™s what 1

harve Tonmed most saliwable in their services,™

P actice

R R s Jinsix

research on pricing or reputation. One of
the many wonderful things about CDA
endorsed companies is the fact that the
CDA Enterprises Board (CDAE), the for-
profit subsidiary of the CDA, does the
research for me. Not only do they
investigate the quality of the product or
service provided by the company, but they
also check to make sure they offer a
discount on their fees to CDA members.

What | have come to learn in the past
months is that almost one-third of CDA
revenue comes from these endorsed
companies. This means our membership
dues are, in a sense, largely subsidized by
our endorsed companies. Furthermore,
the CDA regulates
these endorsed
companies; if there
are complaints
about the quality of
the product or
service, or about
business practices of
an endorsed
company, the CDA
immediately
addresses these
concerns with the
company and
appropriate action is
taken. This assures
a higher quality of
service and care to
CDA members
because these
businesses care
about the relation-
ship they have with

Companies vying for endorsed status
begin by submitting a formal proposal to the
CDAE Board. Upon hearing the proposal,
the board does a meticulous review of the
company, the product or service, and the
potential for discount. If the company
passes this evaluation process, the CDAE
Board may approve the endorsement. From
there, a contract is negotiated, reviewed by
the CDA attorney, and then signed by the
CDA executive director.

Another source of income to the CDA is
the Medallion Plan advertisers who
purchase an annual pre-paid advertising
plan. Medallion Plan advertisers enter
into an agreement with the CDA because
they care about having a relationship with
organized dentistry. While they join this
plan to support the CDA and its members,
they are not reviewed or monitored by the
CDA. Some endorsed companies
purchase Medallion Plan advertising, but
not all Medallion Plan advertisers are
endorsed companies.

Speaking of advertising, another service
worthy of mentioning is classified advertis-
ing. Classifieds are posted online the first of
every month and are a great way to list
office space, practice opportunities, dental
equipment, etc. The classified area is the
most frequently visited page on the CDA
Website. In quarterly journals, like this
issue, you'll also find classified ads listed in
the back section. Il

To learn more about endorsed companies,
visit the CDA Website, cdaonline.org (click
on “Endorsed Offers” at the top of the
page). You can also see a listing of these

www Kmmerlensencom
Business Succession

Much More...

please feel free to contact the CDA at 303-
740-6900 or 800-343-3010.

S . Uchant Houd, Salic 396
Cirpemspod Widlage (T ||

) .Ir:::_ll:‘":f'::ﬁ':";: t:l"::':ir'f Cﬂ]l US Tﬂda?! the CDA and companies on the inside front cover of this
siness Advisory Service: A . ) ;

» Bookkeeping & General Ledger 303.741 2253 especially CDA issue. If you have questions about t_h_ese

» Year End Planning members. companies or advertising opportunities,
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LETTER TO THE EDITOR

Taking Give Kids a Smile Day to the Next Level

Dear Editor,

For the past three years, Dr.
Karen Foster’s Aurora practice,
Saddle Rock Pediatric Dentistry,
has opened its doors to deserving
children to treat on Give Kids a
Smile Day. This year (Feb. 4) was
no exception. Providing cleanings,
examinations, radiographs and
fluoride treatments to 47 children
in one day is a huge accomplish-
ment - but we wanted to do more.
What takes Saddle Rock Pediatric
Dentistry’s event to the next level
is the team’s tremendous effort in

Jason Whitlow (left) with Henry Schein and Brenda McNulty

on GKAS day.

forward planning with the goal
being for every child to have a
fantastic experience.

Beginning Oct. 1 of the previous year,
the practice contacts potential dental
community partners to recruit volunteers
and request supplies for the future GKAS
event. Several dental staff members from
nearby offices come to volunteer their
services for the day. Specialty practices

AMFIRST BANKN

PRACTICE ACQUISITIONS
EQUIPMENT PURCHASES

provide information and donations of free
consultations. General Air donates a
helium tank so all children leave with a
balloon. Colgate provides free products.
Nova Consulting, a local dental consulting
group, added boxes and boxes of valuable
products. Our Toy Tower vendor donated
a coin for each child to spend that day.

VAN KORELL JR

7200 . B2 5 16406

|I MEMBER FDIC

EXT 104

REAL ESTATE PURCHASES

Local restaurants donated food for
our volunteers. Our Philips
Sonicare representative donated
three kids Sonicare brushes to use
as prizes, drawn throughout the
day. Our Henry Schein representa-
tive helped secure supplies and
even came to volunteer.

After the event, we recognized
every supporter of Give Kids a
Smile with a certificate and
photos of the day’s activities. This
lets them know their donation
went to a good cause. Overall, the
day was fabulous. Every child left
that day with clean teeth, a bag
full of goodies and no fear of a
future visit. We look forward to
National Children’s Dental Health
month and Give Kids a Smile day in
February 2012.

Brenda McNulty
Business Manager
Saddle Rock Pediatric Dentistry

».1S LENDING TO DENTISTS

PRACTICE REFINANCE
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NETWORKING

Networking - Soclal Network Style

By Molly Pereira, CDA Associate Executive Director

Are you on Facebook? You
should be - your patients and
colleagues are.

Social media is everywhere now. From
the time you wake up in the morning to
the time you sit down for lunch, chances
are you've encountered the Facebook icon
or some reference to it a half dozen times
- whether it's on TV as you get ready in
the morning, on a billboard during your
commute, on your favorite internet site for
news, in your daily newspaper or an “app”
on your personal cell phone.

This is the way people communicate
and the way people stay connected no
matter the distance apart or time away.
Therefore, it’s an incredibly effective way
to communicate with your colleagues and
patients - many who you may not see but
twice a year.

Did you know that you can make a
business page for your practice that’s
separate from your personal, individual
account? If you already have a personal
account, keep it private and for personal
use only. However, don’t miss the

opportunity to have a Facebook account
just for your business that is open to the
public. It takes minutes to create and is a
completely free marketing opportunity for
your practice.

Why join Facebook?
e It's completely FREE.

e You would be surprised how many
of your patients spend hours a
week using it.

e It’'s a marketing tool like you’ve
never used before.

Once you have a Facebook
account, how should you use it?
e Be sure to post a comment at least

once a week.

e Let your Facebook followers get to
know you as a person (note: this
doesn’t mean sharing information
that should be kept in your private
life — remember you’re still repre-
senting your business). Examples
of good posts would be:

- “Took a break from the dental
convention today to go on a bike
ride along the Platte.”

- “Volunteering at a homeless
charity event this weekend - still
seeking other volunteers if you're
interested.”

- “Congratulations to the Smith
family for winning our patient
appreciation basket this month!”

- “Meet our new hygienist at your
next appointment...”

Just remember that quality counts
on Facebook, not necessarily
quantity. More people will follow
you and “like” your comments if
they enjoy reading what you post.

Give your business a personality by
using Facebook as a marketing
tool. Patients will relate to you
more if you break down a few
barriers and let them get to know
you.

Here’s how:

w

1. Go to cdaonline.org/facebook

Join the CDA on Facebook!

2. Click the “Like” button near the top of the page
to receive our posts and updates

&

. Add your own comments and posts to the CDA wall

Like us on

Facebook

10 =
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SAVE THE DATE Thursday, May 19th, 2011

for the Metropolitan Denver Dental Society’s

J74%

MAGGIANO’S

LitTLe ItaLy @

500 16th Street
Denver, CO 80202

Location:

Date:

Time:

Price:

Attire:

(
-ree %
o R,

SRS TN I B

in us for an enjoyable evening honoring MDDS Incoming
President, Dr. Charles Danna, the 2011-2012 Executive
Officers and Board of Directors.

Also highlighting the event will be an awards ceremony commemorating
your colleagues who are recognized for their outstanding community
service and Society volunteerism.

Maggianos Little Italy

500 16th Street ™
Denver, CO 80202

1
Thursday, May 19, 2010 S
METROPOLITAN 1D [
DENTALS ¥
6:00 pm - 9:30 p.m.
Metropolitan Denver Pental Society
3690 South Yosermite Street, Suite 200

Denver, GO BOX37

$85 per attendee

Business (Black Tie Optional)

7T
, hgy Register Online Today!

Visit our website at www.mddsdentist.com



REGULATIONS

Staying Compliant With Updated
Radiation Rules

By G. Garo Chalian, D.D.S., M.S., J.D.; Brian Vamvakias, M.S.; and Jack McQuitty, J.D., L.L.M.

hat said, your first thought may

be “Aaaaaaah, more rules!!!” No
worries, you will see that compliance with
the updated rules and regulations are not
onerous.

Last July, that’s right, 2010, Colorado
Department of Public Health and Environ-
ment (CDPHE) updated the regulations
associated with radiation sources and the
facilities where they are utilized. This
article gives guidance and history on rules
regarding radiology and Colorado dental
facilities. This article provides an informal
working checklist to assist with compli-
ance of those rules. The material
presented is not intended, nor should it be
interpreted, as legal advice.

Who regulates x-ray machine
use in dental radiology
facilities?

CDPHE is the sole agency in the state
tasked to make rules on radiation sources,
including those used in your dental office.
The Colorado Rules and Regulations
Pertaining to Radiation Control (6 CCR
1007-1) are the specific rules that regulate
the use of radiation sources. You can find
the entire set of rules on the CDPHE
Website at http://www.cdphe.state.co.us/
regulations/radiationcontrol/index.html.
Although each facility is responsible for
complying with all mandated rules and
regulations, those that apply directly to
dental facilities include:

Part 1 - Definitions Related to Radiation
Rules in General, Including
Those Involving X-ray Machines.

Part 2 - Rules for Registration of
Radiation Producing Machines,
Facilities and Services.

Part 4 - Standards for Protection Against
Radiation (emphasis on Sections
4.6 and 4.18).

Part 6 - X-rays in the Healing Arts (Pay
particular attention to Sections
6.3, 6.4 and 6.7).

Part 10 - Notices, Instructions and Reports
to Workers: Inspections.

Part 12 - Fees for Radiation Control
Services (emphasis on certifica-
tion labels and inspections).

Part 13 - Penalties for Violations.

What rules changed in July
2010?

Notable changes in the July 2010
radiation rule revisions include:

* Radiation safety officer designation
and facility registration updates

» Shielding design requirements for
dental cone beam and cephalometric
units

* Annual inspection requirements for
dental cone beam and hand-held
units

» Diagnostic image retention to match
the period specified for patient record
retention by the State Board of Dental
Examiners (seven years)

e Formal quality assurance and
radiation safety program require-
ments

* Equipment, inspection, personnel and
patient safety requirements outlined
for hand-held units

Additional details on these require-
ments are provided below.

Do | Need to Re-register my
Facility? When Do | Need to
Update My Registration?
(Section 2.4.1)

Each dental facility using x-ray
machines must be registered. Although
registration of x-ray machine facilities has
always been a requirement, some
elements of the registration process have
changed. The registration form, Form R-4
found on the CDPHE Website
(www.cdphe.state.co.us/hm/forms/xray/r
4.pdf ), has been modified based on
updates to the regulations. This form is to
be used to register new facilities and
when facility information changes.

On Form R-4, the dental office must
identify its legal owner and basic contact
information for the dental office. In
addition, each facility must identify a
Radiation Safety Officer (RSO). The RSO
has many responsibilities including acting
as the contact person for CDPHE and the
facility’s inspector. The RSO may be a
dentist, hygienist or any properly trained
auxiliary. The RSO must be aware of the
regulatory requirements for the dental
office and oversee radiation safety.
Specific RSO requirements are found in
Part 2, Appendix 2A.

All dental offices are required to
complete a new Form R-4 whenever there
are changes to registration information,
including address, practice ownership or
equipment. It is important to note that
Section 2.4.6.4 requires that this be
completed within 30 days of these
changes. Form R-4 must be signed and
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sent to CDPHE by the dental office. There
is no fee associated with the registration.
CDPHE will respond with a letter
acknowledging the registration. Keep a
copy of the response letter with your
records.

What’s an RSO’s
Responsibilities? The Radiation
Safety Program Requirement
(Section 4.5)

The RSO is responsible for implement-
ing a Radiation Safety Program. The goal
of the Radiation Safety Program is to
minimize radiation exposure to patients
and staff. This duty includes review of
dosimetry reports, safety procedures,
safety training, image quality assurance,
operator qualifications and an annual
review of the program structure to make
sure the dental office is meeting all of the
requirements mandated by CDPHE.

How Should Operators be
Trained? (Section 2.6.1)

Dentists and hygienists who meet the
licensure requirements mandated in the
Colorado Dental Practice Act are consid-
ered adequately trained to operate most
dental x-ray machines. Operator training
for auxiliaries who are not otherwise
licensed continues to be governed by the
Colorado State Board of Dental Examin-
ers’ Rule X, which has not changed at this
time. However, if your facility utilizes
hand-held or cone-beam units, operators
must now be trained in the specific
radiation safety concerns for those
instruments.

The RSO must maintain a list of each x-
ray machine operator for each dental
office. This list should be kept in a file with
the other documents required by regula-
tions. Annually, the RSO must verify that
the qualifications of each operator have
been maintained as part of the Radiation
Safety Program. ALL training must be
documented and kept on file.

What is Required for Hand-held
Units? (Appendix 6E)

Prior to the regulation changes, use of a
hand-held unit required a waiver from
CDPHE because the rules did not allow an
x-ray machine to be held during an
exposure. Regulations were re-written to
allow the use of a hand-held unit under
certain conditions. Appendix 6E spells out
the complete requirements for equipment,
operators and patient safety when using a
hand-held x-ray machine. Equipment
requirements include discussion of
shielding, stabilizing measures for the unit
during exposure, and security considera-
tions for when the device is not in use.
Operators require specific training on the
use of hand-held devices, must wear a
lead vest with a thyroid collar and must
use an extremity (ring) dosimetry badge.
Patient safety considerations include
discussion of bystander proximity and
appropriate locations for use, which
exclude hallways and waiting rooms.

RADIATION continued on page 14
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RADIATION continued from page 13

Is My Facility Exempt from
Shielding Design Requirements?
(Section 6.3.2)

A Shielding Design is a report com-
pleted by a Qualified Expert, a consultant
approved by CDPHE to determine if
additional material will be required in the
walls to shield the public and staff from
radiation exposure from the x-ray
machine. This requirement does not
pertain to all x-ray machines.

Cephalometric units and Dental Cone
Beam CT units are the only dental-related
machines that require a shielding design.
For these units, prior to installation or
whenever modifications are made to the
x-ray room, the dental office must submit
information to a Qualified Expert on the
room construction material, room design,
the x-ray machine, and how it is used (per
Appendix 6A). The Qualified Expert will
review and approve the design, or
recommend modifications. The x-ray
machine vendor or installer must then
follow the approved design when
delivering and configuring the machine.
The Shielding Design is a permanent
record and must be transferred to a new
owner if the business is sold.

Cleartooth Digital X-Ray
For Successful
Dental Practices

How Do | Meet the Quality
Assurance Requirements?
(Section 6.3.5)

Your dental office must have a quality
assurance program. A radiographic image
quality assurance program is designed to
ensure consistent, diagnostic-quality
images while keeping patient radiation
doses at a minimum. A good quality
assurance program will include quality
control checks on the x-ray unit and the
image processor system if film is used. To
reduce patient exposure, use the fastest film
consistent with the diagnostic objective of
the examination (Section 6.3.3.9).

Keep the following requirements in mind
when designing a quality assurance
program:

For Dental Machines:

a. Intraoral and panoramic units must
be evaluated by a Qualified
Inspector every three years or after
service that affects their radiation

output (replaced tube, transformer
or other component).

b. Hand-held units must be inspected
annually.

c. Dental cone beam units must be
inspected annually by a Qualified
Expert.

For Dental Image Processing:
If film is used:

a. Film must be processed according

to the processor manufacturer’s
procedures and specifications.

b. The dental office must record the
processor temperature daily.

c. The dental office must document
that developing chemicals are
changed out at least monthly.

If digital radiographs are used:

a. Digital image systems must follow
the manufacturer’s guidelines for
quality assurance.

The dental office must review the
quality assurance program annually.
Document the review in your records.

How Long Do | Need to Keep
Patient X-Rays on File? (Section
2.6.5)

Radiographs are considered part of the
patient’s medical record and should be
kept for the period of time specified by the
Colorado State Board of Dental Examin-
ers, currently seven 7 years after the date
of the last examination or, for minors,
seven years after the patient reaches age
18 (see Board Rule XIX).

What existing rules should I be
aware of?

There are several existing rules for
dental offices that should not be over-
looked, including:

e Inspection requirements

« Dosimetry monitoring requirements

Thinking about going digital?

Learn why Cleartooth is the best.

Cleartooth Digital X-Ray Maximizes Productivity

* Superior Diagnostic Capability
Advanced high-resolution sensars with
unigue image processing technology,
show subtle difference in tooth and
bone density,

Save Time and Money

Eliminate film processing, chemicals
and djsposal. Instant images save an
average of 1 - 2 hours per day per
chair.

* Top Guality, Performance,
Ease of Use
Intuitive controls and unigue flexible
layout save time and make start up
quick and easy. Trouble-free system
aliminates costly downtime,

cleartooth
electronics
For more infa, call (303) 733-1999
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« Considerations for digital radiography
e Record keeping

Additional details on these require-
ments are provided below.

What Do | Need to Know About
the Inspection Process?
(Section 2.5)

As discussed above, most dental x-ray
systems are required to be evaluated
every three years by a Qualified Inspector.
With this rules revision, cone beam and
hand-held units must be inspected
annually. Cone beam systems must also
be inspected by a Qualified Expert. X-ray
machines must be re-evaluated after
service or repairs that affect radiation
output, such as the replacement of a tube
head. However, service or repairs that do
not affect radiation output, such as
replacing a collimator cone, would not
require a re-inspection.

Qualified Inspectors
(www.cdphe.state.co.us/hm/rad/xray/
qualifiedinspectors.pdf) and Qualified
Experts (www.cdphe.state.co.us/
hm/rad/xray/qualifiedexperts.pdf) are
private individuals registered and
approved by CDPHE. A list of these
consultants can be found on the CDPHE
Website (www.cdphe.state.co.us/
hm/rad/xray/index.htm ). Listed
Qualified Inspectors have been approved
by CDPHE for specific categories of
machine types. Make sure the inspector
you call is approved to inspect your unit.
It is the dental office’s responsibility to
schedule a Qualified Inspector to evaluate
their program before the machine
certification has expired.

The Qualified Inspector will test
machine performance as well as the
dental office’s compliance with applicable
parts of the radiation regulations. Keep
copies of the inspection forms - R 59-1 for
machine evaluation or R 59-2 for facility
violations - on file. A copy of the
inspection form must be submitted to
CDPHE to show that the inspection was
completed and/or that corrective actions
were taken to fix any violations. This is
usually done by the Qualified Inspector at

the end of the inspection, but you should
confirm that they will file the report.

A dental office cannot change Qualified
Inspectors because the first one cited the
office with violations. A dental office must
complete each inspection with the
Qualified Inspector who initiated the
process. You have 30 days from the
inspection date to correct any cited
violations to avoid inspection by CDPHE
at a fee of $152 per hour and possible
fines. It is important to note that when
machine performance violations are
noted, the machine must be removed
from service until it is repaired. The
dental office must use a registered service
company to either repair the unit or verify
that it is out of service and no longer able
to generate x-rays. The service company
must sign Section Il on the R 59-1 form
and provide the dental office with a
service report.

Please keep in mind that your Qualified
Inspector must do a complete inspection
and must cite a dental office if violations
are found. If they do not, they are in
violation of the law and could face fines
or lose their approval to do inspections.
Very rarely will a citation result in
anything more than having to do correc-
tive action to fix the violation. CDPHE
makes every attempt to work collabora-
tively with facilities to address problems,
but will aggressively enforce regulations if
the office chooses to ignore letters, phone
calls or visits.

Do | Have to Provide Operators
With Dosimetry Badges?
(Section 4.18)

Each dental office must monitor the
radiation exposure to their workers from
use of x-ray machines. This is not a new
requirement, but perhaps the most
misunderstood area of the x-ray regula-
tions. Dosimetry badges must be provided
to each operator and dosimetry badge
sharing among operators is not permitted.
When monitoring, always keep a “control”
badge stored in a non-radiation area and

RADIATION continued on page 16

Brian

Healthcare Realty and
Property Management

Helping medical
professionals
maximize profits.

|
One Space Left

s _i

Main Street Dental
Parker, CO 80134
1,740 sq ft * build to suit

Zimik Medical Condos
Brighton, CO 80601
7,200 sq ft Medical Offices

For a complete list of available
properties visit www.BDREA.com
Call for your Free Lease vs Own analysis.

Brian Veatch
Tel: 303.252.0111

11859 Pecos Street, Suite 200
Westminster, CO 80234

Brian@BDREA.com
www.BDREA.com

BrianDouglas at Keller William Preferred Realty

VOL. 90, NO. 2

Journal of the Colorado Dental Association

15 =



YA HENRY SCHEIN®

DENTAL

The Colorado Team of Henry Schein Dental
would like to thank you, our wonderful
ccustomers, for your loyalty and trust! We are
more focused than ever on your success!

Qur Sales Consultants are specifically trained

to identify multiple opportunities in your practice
and introduce you to business solutions that will
increase productivity and profitability. Be sure to
ask your Sales Consultant about our Practice
Discovery & Analysis, which has helped
practices grow nationwide!

Give us an hour of your time and discover
the hidden potential in your practice!

Contact your local Henry Schein Representative
or call the Colorado Center ot 303-790-7745

www.henryscheinwedothat.com

RADIATION continued from page 15

return it with workers’ dosimetry badges
to a vendor for processing.

There is a provision for dental offices to
qualify for an exemption to the dosimetry
monitoring requirement. A dosimetry
waiver request may be submitted if the
dental office can produce six months of
recent dosimetry reports that show the
operators are receiving less than 10% of
the annual dose limit (nearly every dental
office qualifies). If the waiver request is
approved, the dental office will receive a
notice from CDPHE and dosimetry
monitoring can be discontinued. Keep a

copy of this waiver letter with your records.

Remember, cancelling your dosimetry
monitoring service before receiving
approval from CDPHE is a violation of the
regulations and can result in fines.

I Just Installed a Digital
Radiograph System Utilizing
Less Radiation. Who Must be
Shielded? (Section 6.3.3)

The rules on patient and staff shielding
do not change for digital radiographs.

The dental office must protect both the
patients and staff from the direct x-ray
beam and scatter radiation.

The dental office must protect the
patient’s thyroid with at least 0.25 mm
lead equivalent unless the shielding
interferes with the image (see Section
6.3.3.6(2)). Protective aprons are also
recommended for the patient’s torso. All
staff must wear at least 0.25 mm lead
equivalent aprons when exposed to
scatter radiation unless they are posi-
tioned more than two meters away from
the patient.

What are the Record Keeping
Requirements? (Section 6.3.4)

Dental offices must keep the following
records:

e CDPHE facility registration confir-
mation

» Inspection results and corrective
actions

e X-ray machine service and mainte-
nance records identifying who
performed such service

e Operator training documentation

* Dosimetry data (unless a waiver
has been received)

e Facility diagram and Shielding
Design (when required);
e Quality assurance reports, such as

records of processor temperatures
and developing chemical changes

e Written procedures pertaining to
radiation safety

G. Garo Chalian, D.D.S., M.S., J.D.,
Colorado licensed dentist/endodontist,
member of the Colorado State Board of
Dental Examiners, licensed attorney in the
state of California.

Brian Vamvakias, M.S., Colorado Depart-
ment of Public Health and Environment,

X-ray Certification Unit Leader, 303-692-
3427.

Jack H. McQuitty, J.D., L.L.M., Colorado
licensed business attorney who assists
clients in a diversity of tax and business
matters related to entity structuring,
mergers and acquisitions of privately
owned companies, business continuity,
incentive compensation, estate planning,
and asset protection. Managing Partner of
McQuitty & Keyser, LLC.
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GIVE KIDS A SMILE

Colorado Dental

Give Again

Medicine. Some offices invited their
colleagues to join them to be able to
provide dental care to greater numbers of
children. Others involved the entire
dental team and created a day filled with
donated treatment, door prizes, entertain-
ment and nutritional counseling for
families.

WELCOME!

Dental professionals also visited
schools to educate kids about good oral
health, eating well and caring for teeth.
These presentations involved puppet
shows, arts and crafts, tooth fairy
costumes and more.

GKAS helps children who would
otherwise not receive dental attention but
it also brings attention to the struggle that

Jason Krause, Henry Schein Dental (left); Dr. Denise
Kassebaum, dean, University of Colorado School of
Dental Medicine; Rep. Rhonda Fields (HD-42); and
Dr. Quinn Dufurrena, executive director, Colorado
Dental Association at one of Colorado's GKAS
locations on Feb. 4, 2011.

many families face for basic dental care.
Rep. Rhonda Fields (HD-42) visited
and toured the CU School of Dental
Medicine on GKAS day. Several media
outlets also covered the event throughout

ongratulations to the hundreds of

dental volunteers who took part
in the ninth annual Give Kids a Smile Day
(GKAS) on Feb. 4, 2011. GKAS is the first
Friday of February each year in celebra-
tion of National Children’s Dental Health
Month. Dental practices across the nation
participate by volunteering to provide
donated treatment to underserved
children or provide oral health education
in a community setting.

As in years past, the scope of GKAS
participation was vast. Several dental
professionals volunteered at the Univer-
sity of Colorado School of Dental

Offices

the state, including 9 News, The Denver
Post and Fox 31 in Denver.

The CDA thanks Dental Lifeline
Network for providing follow-up care for
GKAS. Another big thank you goes to
GKAS corporate sponsors: Henry Schein
Dental, Colgate and DEXIS.

In 2011, 186 dentists and hundreds of
dental hygienists, assistants, office staff
and students participated in GKAS.
Together they donated more than
$625,491 in dental treatment to over 1,624
children (an average of $378 donated per
child). In addition, 8,116 children received
education at 63 locations from dental
providers through GKAS this year.

Thank you to everyone who partici-
pated in the 2011 event. You truly made a
difference in the lives you touched. ll
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Thank You GKAS \olunteers!

CU dental student Mike Johnson (left), Dr. Eric Van Zytveld and
their first little patient at the CU School of Dental Medicine for
GKAS.
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education credits of 8 hours per day and 16 hours for both days.
1st staff member free - money back guarantee - register today!
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NO CONFLICTS. NO FEES.

2 MOUNTAIN DENTAL

€

www.mountaindental.com

14 S 9

MIiICHAEL L. GILBERT

A TTOIRNEY

PROMPT PERSONAL SERVICE
“See me before you sign”

DENTAL PRACTICE LAW
Purchase and Sale « Employment Agreements
* Professional Corporation ¢ State Board Proceedings

ESTATE PLANNING
Wills  Trusts ® Powers of Attorney © Living Wills

Call: 303-320-4580

Legal Counsel to the Colorado Dental Association Since 1978
501 S. CHERRY ST., SUITE 610, DENVER, CO 80246

ACCEPTING CREDIT CARDS cAN BE EXPENSIVE!
Do THE MATH
4277 48123 - GH19
e,%%‘ e
’{0"""\%&%5

S
aqn\\b‘l

Then you may be paying foo much !

Fax a recent credit card processing statement to us at
©866-7117-7247 O
We'll send you a detailed Free Cost Comparison
and a $5 ViIsA® prepaid debit card!
OR CALL 877-739-3952 AND VISIT WWW.BESTCARDTEAM.COM

ONE STATEMENT AND ONE DEPOSIT FOR
MASTERCARD, VisA, DISCOVER AND AMERICAN EXPRESS

AVERAGE DENTAL OFFICE SAVINGS:

23% or $1 ,066 PER YEAR
Best CARD provides A~

sestoampue  Personalized
customer service to 1400+

4000 123% 5678 9010 dental and medical offices and
oeeim s proud to be endorsed by the

=0z/18
S ,‘:.‘,,“."E‘,, o VISA  COLORADO DENTAL ASSOCIATION.

Best Card LLC is a registered IS0/MSP of Wells Fargo Bank N.A., Walnut Creek, (A, Powered By & FrstData.

VOL. 90, NO. 2

Journal of the Colorado Dental Association

21w



MANAGEMENT

Seven \Ways to Motivate Your Team

e all know “a happy employee

is a productive employee.”
This old adage has stood the test of time.
Of course, your team should be well
compensated; competitive wages provide
the foundation for retaining first-rate staff
members. An employee whose perfor-
mance is not satisfactory does not belong
in your practice. Let’s say, for example,
that you have four employees and one’s
performance is subpar. This means that
25% of your workforce is underperform-
ing. | don’t know of any business that can
flourish with those odds. Your challenge
as a business owner is to hire a good
team, and to keep team members

STEWARD

QUANTUM LEAP CONSULTING

970-207-0776

janet@quantumleapdental.com
www.quantumleapdental.com

By Janet Steward

“People often say that motivation
doesn’t last. Well, neither does
bathing - that’s why we recom-
mend it daily.” - Zig Ziglar

motivated and happy so that they are
more productive and want to remain with
the practice.

While Google-style benefits and perks
such as free haircuts, on-site gyms, dry
cleaning services, on-site medical staff,
massages, and outstanding cafeterias are
way beyond the means of most organiza-
tions, there is much that a dental practice
can do to retain its employees without
breaking the bank:

e Coffee, Tea and Refreshments —
Supply your team with a high-quality
coffee machine that has a variety of
options, including tea for those who
don’t drink coffee. In addition,
consider supplying a variety of
healthy or semi-healthy snacks, such
as energy bars, fruit, dried fruit, and
nuts.

e Lunches — Once a week or once a
month, have lunch delivered to the
office. Make sure the day is carefully
scheduled so that everyone can

participate. At lunch, avoid discussing

the practice and patients for the most

part and focus on getting to know one
another better. This helps to create an

environment of camaraderie and
fosters a sense of team spirit.

e Family Fun Get-Togethers —
Schedule an annual family fun day.
Host it in a park or your own home.

This is a great way for people to have

a good time outside the work
environment, and it can be a terrific
employee motivator. Provide food
and maybe some beer, and have fun
games to play.

e Get to Know Your Team — Take the
time to let team members know you
care about each of them as individu-
als. Ask about their weekend, their
children, their dog or whatever is
important to them. Also ask about
their goals and ambitions. Make it a
point to speak to all employees
individually at least once a week to
ask about their lives and how they’re
doing personally. If they know you
genuinely care about them, they will
care about you and your practice.

* Celebrate Achievements — This is
often forgotten or overlooked by
practitioners. Celebrate the practice’s
achievements such as high new-
patient referrals, patient retention,
low accounts receivable, or high
production or collections. Honor the
individual achievements of team
members; this might be as simple as
acknowledging a compliment from a
patient. One major motivator for
your team is to ensure that each
member feels rewarded, recognized
and appreciated.

e The Basic Niceties — A pleasant
“good morning” or “have a good
evening,” or “please” and “thanks,”
goes a long way. Write a thank-you
note or give a small gift of apprecia-
tion for a job well done. Treat team
members fairly, and don’t play
favorites.

e Huddles and Staff Meetings —
These essential team meetings allow
you to reinforce your goals and
establish a direction for your practice.
They also afford the team an oppor-
tunity to discuss issues, make
suggestions, and collectively deter-
mine solutions that everyone buys
into. Make sure that these meetings
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AFTCO is the oldest and largest dental
practice transition consulting firm in the
United States. AFTCO assists dentists with
associateships, purchasing and selling of

(]
0
AFTCO

TRANSITION CONSULTANTS

practices, and retirement plans. We are
much more than a practice broker, we are
there to serve you through all stages of
your career.

Call 1-800-232-3826 for a free practice appraisal, a $2,500 value!

Helping dentists buy & sell practices

provide a safe environment for
voicing opinions and questions.

You don’t have to implement all of
these suggestions; just pick a few, but
make sure you implement them with
consistency. The key word here is
“consistency.” It is a real staff de-
motivator to provide a perk once or twice
and then let it slide into oblivion. It is the
same with your patients; if you’re going to
really wow them, whatever nice things
you do for them must be done every
single time without fail.

Motivating your employees starts with
motivating yourself. When you, as the
business owner, are a positive, enthusias-
tic, motivated leader, so too will your
team be positive, enthusiastic, and
motivated. It's the trickle-down effect,
and it happens every time. Work on
yourself first. Go beyond reading this
article, and read books and articles on
management and motivation. Some good
reads are:

Howard H. Pack, D.M.D. has acquired the practice of
David L. Ripplinger, D.D.S. - cortez, Colorado

AFTCO is pleased to have represented
both parties in this transaction.

Zapp! The Lightning of Empowerment,
by William Byham

Whale Done, by Ken Blanchard
Leadership 101, by John Maxwell

Leadership and the One Minute
Manager, by Ken Blanchard

The One Thing You Need to Know, by
Marcus Buckingham

And, finally, here are a few quotations
to keep in mind:

“Management is nothing more than
motivating other people.” - Lee lacocca

“An employee’s motivation is a direct
result of the sum of interactions with his
or her manager.” - Anonymous

“Motivation is simple. You eliminate
those who are not motivated.” - Lou Holtz

for over 40 years.

> WWW.AFTCO.NET

Janet Steward is the owner of Steward
Quantum Leap Consulting,
www.quantumleapdental.com. You can
reach her at 970-207-0776 or
janet@quantumleapdental.com.

cormerstone

The strong foundation for your business technology

CALL DAN OR JOHN TODAY
FOR A FREE SERVICE ASSESSM
720.488-1199

5800 E Evars Ava | Suts 100
Dy, C0 80222
T20.453 1109
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IN MEMORIUM

Remembering Dr. Dana J. Johnson

he Colorado dental community

lost one of its great leaders on
Feb. 18, 2011. Dr. Dana Johnson, a
general practitioner in Boulder, Colo., was
a CDA past president and CDA Board of
Trustees member. Dr. Johnson was
deeply passionate about organized
dentistry, a devoted supporter of the CDA
and a great ambassador for the dental
profession. He was a proud CDA member
for 43 years.

Dr. Johnson was born and raised in
Nebraska. One of his first jobs was
working on the railroad. In 1954, Dana
joined the U.S. Air Force as a pilot. He
was proud to serve and had stories of
training in T-6 airplanes and being a crew
member of a B-25.

1933-2011

After the Air Force, he moved to
Boulder, Colo. to attend the University of
Colorado, where he majored in applied
science and earned four minors, one of
which was debate. It was at this time he
met his wife, Vicki, and they recently
celebrated 50 years of marriage.

After graduating from CU, Dr. Johnson
attended the Creighton University School
of Dentistry in Nebraska where he earned
his dental degree in 1967.

Dr. Johnson opened his dental practice
in Boulder, Colo. shortly after graduating.

In 1987 he served as president of the CDA.

Continuing his devotion to organized
dentistry, he was very involved as a CDA
delegate, an active member of the CDA
Finance Council and a member of several
other committees. He was also a member

awon oo 900.639.5100

@ SHARKEY, HOWES & JM’ER_

@@

Expect More...

Eileen Sharkey has been
recognized as a 2010 Top 50
Woman in Wealth by Wealth
Manager. She has been a pioneer
in financial planning since 1978.

Eileen is another reason why
you can expect more with us.

Esit. 1980

PuaNjnvestSUGGEED

of the International
College of Dentists.

Anyone involved
with the CDA knew
Dr. Johnson. He was
enthusiastic,
optimistic, gregari-
ous and generous.

He was welcom-

ing to all points of
view and courteous to everyone, making
him an outstanding leader for the dental
profession.

Dr. Dana Johnson

He is survived by his mother Ada, his
wife Vicki, his children and grandchildren.
A memorial service was held Feb. 26,
2011. W

AL

This space
reaches more
than 3,000 dental
professionals.
Target your
audience.

For advertising rates and information,
call Molly Pereira at 303-740-6900
(outside Denver call 800-343-3010).
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FROM THE STATEHOUSE

op Dental-Related Bills You
ould Know About This
Legislative Session

By Jennifer Goodrum, CDA Director of Governmental Relations

he 2011 state legislative session

is well underway. The state
legislature is in session from mid-January
through mid-May each year. During this
time, the CDA is at the Capitol daily
advocating on your behalf.

The CDA is involved with a number of
bills you should be aware of this year.

1.Non-Covered Services:

This bill would prevent dental
insurers from setting fees for proce-
dures they do not cover. The practice
of dental plans dictating fees for
services they do not cover has a
number of adverse effects on both
dentists and patients. To learn more
and take action on this issue, visit
cdaonline.org/actnow.

2.SB 192 Prescription Drug
Monitoring Program:

This bill would extend Colorado’s
Prescription Drug Monitoring
Program (PDMP), a database of
controlled substance prescriptions
issued to patients, through 2016. The
PDMP Website helps empower
Colorado’s healthcare providers with
the information they need to ensure
appropriate prescribing. The bill is
likely to require disclosure to patients
about the collection of data on their
prescription drug use.

3.HB 1128 Protect State Board

Documents from Civil Discovery:

This bill would protect documents
used in a dismissed disciplinary
proceeding of a state regulatory
board from discovery in a civil
lawsuit.

4.HB 1148 Immunity in Sharing

Healthcare Worker Employment
Information:

This bill would provide legal immu-
nity to present and former employers
of healthcare workers who disclose
information about drug diversion,
drug/alcohol violations, patient
abuse or crimes of violence to a
prospective employer.

.HB 1281 Loan Forgiveness:

This bill would expand access to
faculty loan forgiveness and allow all
healthcare professional faculty
members to qualify for these loan
forgiveness programs, including
dental faculty. The bill also increases
funding for the state’s primary care
loan forgiveness program. Dentists
and dental hygienists are eligible for
the primary care loan forgiveness
program.

.HB 1106 Actual Damages in

Personal Injury Cases:

This bill would restrict plaintiffs from
recovering more than actual damages

(the amount accepted in payment by
the medical professional rather than
the billed charges) in personal injury
cases. It could help keep your
malpractice premiums down.

7.Preventing the Elimination of the
Dental Loan Repayment Program

Defunding the state’s Dental Loan
Repayment Program was recently
proposed as an option to help
balance the state’s recession-plagued
budget. Given the extensive debt load
of new dental school graduates, the
loan repayment program is critical in
allowing providers the freedom to
serve in rural and other underserved
areas, and in providing access-to-
care for many Coloradans. The CDA
is collecting data to help defend the
program.

Already, a couple of additional bills of
concern have been defeated, including a
bill that would have increased the
administrative burden on dental practices
by requiring all healthcare providers to
wear identification badges that would list
the type of professional license held and
other provider information.

This year, the CDA is involved in almost
30 bills. View a synopsis of the bills
directly applicable to dentistry at
cdaonline.org/billstatus.
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PRACTICE MANAGMENT

“Use” Tax - What You Should
Know as a Dentist

here are many things to keep

track of when you’re a business
owner. Among all your HR and account-
ing responsibilities are also your tax
obligations.

What is “use” tax?

Use tax is similar to sales tax. Use tax
must be paid when sales tax is not
charged on a purchase, most likely made
from an out-of-state company that does

not have a physical presence in Colorado.

These non-Colorado companies are not
required to charge you sales tax on the

MENDEL AND COMPANY
.1 CONSTRUCTION

www.mendelandcompany.com
303-698-5628

items you purchase because they are out
of state. However, tax must still be paid
on these items in the form of use tax. Use
tax should be paid quarterly when you file
your taxes. Use tax is the same rate as
sales tax, which is 2.9% for the state
portion (check with your local city/county
government to find out what their use tax
rates are). When you pay use tax on a
purchase, you should remit it on form DR
0252, “Consumer Use Tax Return.”

I’m a dentist, not a retailer, why
does this affect me?

Dental offices purchase several items
from suppliers who are out-of-state
without a physical presence in Colorado.
It is the dental practice’s responsibility to
keep records of these purchases and to
pay the applicable taxes to appropriate
entities. As an example, dental practices
buy toothbrushes and paste for their
patients from companies that do not have
a physical presence in Colorado. The
companies can sell brushes and paste Kits
to your practice tax free; however, you
must then pay use tax upon receipt of the
product. Failure to do this can result in
penalties and interest, in addition to the
tax owed.

But what if I’'m selling the
product purchased?

If you are purchasing a product to re-
sell to your patients (i.e. electric
toothbrush, whitening kit, etc.), you can
purchase it tax-free as a resale item from
your supplier. However, when you sell the
product to your patient, you must charge
and collect the applicable sales tax and
remit it to the appropriate entities. In this
scenario, you would not have to pay use

tax because sales tax is being collected by
you and paid by the patient.

If you are a re-seller of any product, you
must obtain a retail sales tax exemption
certificate and license. These apply to any
business that sells taxable products.
Prescription drugs and “sales of drugs or
materials when furnished by a doctor as
part of professional services provided to a
patient” are exempt from sales tax and do
not alone require a sales tax license.

Other compliance requirements may
apply to those who obtain a sales tax
license, which include:

e Maintaining and renewing the
license

* Keeping all records related to tax
liability for at least 36 months

e Collecting sales tax on taxable
items

¢ Filing sales tax returns and
remitting sales tax collected

e Filing reports, regardless of
whether retail sales are made for
the reporting period

» Periodic audits by the state and/or
local government

For additional information on this topic,
you can attend a class offered monthly at
various locations across Colorado. All
classes are free of charge. A complete list
of classes can be found at
www.TaxSeminars.state.co.us. Several
classes are also offered online. If you have
general questions or you are having
problems with your sales tax account,
contact the Department of Revenue Tax
Information Call Center at 303-238-7378.
|
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A LAW OFFICE FOR DENTAL AND MEDICAL BUSINESS NEEDS.

Office Leases
Practice Transitions
Formation of Practice Entities
LAW OFFICE OF Property Purchases

Kimberley G TBYIOI". LLC Estate Planning

General Business Needs

Emphasis is placed on understanding client needs and using technology, resources, and relationships with your

brokers, consultants, bankers and CPAs to meet those needs in an efficient, effective and professional manner.

Law Office of Kimberley G. Taylor, LLC | www, lawofficekgt.com | 303-526-8456 or 970-526-6389 | kim@lawofficekgt.com

As a communications provider for the
Colorado Dental Association...

CGl's Innovative Digital Media Products

will take your Practice to a new level of THE SLETTEN GROUP, INC.
Marketing Excellence!

Transition Planning From Vision to Reality

* Transition Planning
* Practice Valuations
* Practice Sales/Acquisitions
« Associateships/Partnerships
* Team Building
* Seminars, Workshops &
— Retreats
Our dental programs and products * Associateship Feasibility
will help you create lifelong patients, AT
build referrals, strenghten your online presence, ) .
and morel * Practice Growth Strategies
“Patients have tald us that “CGI- A "can do” company * Opportunity Assessment
the video wasane of the that exceeds expectations. Coachjng
reasons they feltconfident We love our video production
about our paractice’s and use it on our
ability to provide 5 email communications fo
fhef‘genmr treatment.” patients.” P au l D O S letten
“=Dr. Mark Waltzer -loel Eifman, DDS Serving Colorado s Fee-for-Service Dentists Since 1974
Cherry Hill, NJ Voorhees, NJ Phone: (303) 699-0990 Fax: (303) 699-4863
Please contact Chris Sokal at Email: paul@lifetransitions.com
1.800.398.3029 ext. 241 THE SLETTEN GROUP, INC.
fur more l'nfarmaﬁun 7882 South Argonne Street, Centennial, Colorado 80016
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CLASSIFIED ADS

Classified Ads:
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OPPORTUNITIES WANTED

Opportunity Wanted: Dentist with 16 yrs.
experience seeking associateship or buy-in in
city areas of Colorado. Cosmetic, endo, oral
surgery experience. Can start within six weeks
notice. 207-217-5457 or rarbuckledds@gmail.com.

Opportunity Wanted: Before beginning my
residency in pediatric dentistry | worked for two
years in a pediatric office under one of the
former presidents of the AAPD. After comple-
tion of my program next year, | will be
interested in relocating to Colorado/Denver
area. If you are looking for an associate or staff
member, please contact me at 806-683-3382 or
nelsonbevilledds@gmail.com.

Opportunity Wanted: General dentist,
Creighton Univ. grad (2010). Graduated with
honors, nominated and elected to National
Dental Honor Society. Completing AEGD
program at Univ. of North Carolina in June with
emphasis on implant prosth., fixed endo.,
perio., and Invisalign. Seeking associate with
buy-in, practice purchase, or other interesting
opportunity. Call 402-740-4880 or e-mail
asv37357@dentistry.unc.edu.

Opportunity Wanted: General dentist, four years
experience in office. Surgical extractions, molar
endo, implant placement, C&B, CD, RPD. Looking
for a part-time, one to two days per week (Mon.
and Sat.), 12 to 15 hours per week. Ready to drive
to rural area or from Fort Collins to Colorado
Springs. Email colobugdds@gmail.com.

Opportunity Wanted: General dentist looking
for an associateship Fridays and/or Mondays
within 60-70 miles of Ft. Collins. Three years
experience in solo family practice in Ft. Collins.
Please email noco2thfiller@yahoo.com if
interested.

Opportunity Wanted: Retired orthodontist in
Denver metro area seeking part-time work; can
also cover vacations and health issue situa-
tions. | can be reached at darbthedog@aol.com.

POSITIONS AVAILABLE

Associate: Well-established, newly remodeled
Arvada dental office is looking for an associate
dentist to work part-time. Please e-mail your
resume to abledentistry@gmail.com.

Associate: Growing private general practice
located in Castle Rock is looking for an
associate dentist to work one day per week
starting June 1, 2011. Workdays will be added
as the practice continues to grow. This
opportunity will lead to a two-to-three day per
week position. We are looking for a self-
confident doctor who would like to join a great
team on a long-term basis. Position is ready to
be filled with the right person! Please respond
with your CV and letter of interest to: castlre-
rockdentaljob@gmail.com. All inquiries are
confidential.

Associate: Associate position available in a
general practice treating children. State-of-the-
art facility including digital x-rays. Friendly
staff. Starting at $120,000/yr. with great
benefits. Please e-mail resume to: ddsden-
tal13@yahoo.com.

Associate: Fast growing private GP office near
San Francisco, CA hiring full-time associate
immediately. All the latest technologies
(CEREC, Biolase, chartless). Unique pay
structure, potential for unlimited income. Will
help with relocation. Visit us at
www.PerfectSmileDentalCare.com. E-mail
resume to dentistwork@gmail.com.

303-759-8425 -

peter@adsprecise.com °

ADS Precise

Consultants
* Partnerships

“Practice Transitions Made Perfect

Perer Miragiro, DDS  Jep Esposito, MBA

PRACTICE SALES AND

APPRAISALS SINCE 1986!

* Transition Planning
» Dental Building Sales
* Buy Ins / Buy Outs

Associate: Colorado Springs, Colo. Associate
needed for busy, patient-oriented practice four-
days-a-week. We are a bread and butter
practice with complete focus on patient care.
All phases of dentistry, including implants and
ortho. Extremely wonderful, caring staff entirely
dedicated to patients. Candidate must have
excellent people and technical skills. Wonderful
opportunity with unlimited potential. Fax
detailed letter to: 719-635-3574.

Associate Buy-In: Colorado Springs and
Denver (Cherry Creek). Please e-mail your
resume to info@ctc-associates.com or call Larry
Chatterley or Susannah Hazelrigg at 303-795-
8800.

Associates: Associate positions are available
around the state with or without buy-in/buy-
out. Please visit our Website,
www.ctc-associates.com, to see the current
associate opportunities. To apply, please e-mail
your resume to info@ctc-associates.com and let
us know which location you are applying for
and when you are available to start.
Associate: Thornton, Colo. Full-time associate
position leading to partnership opportunity.
North Washington Dental Group is seeking
dynamic, experienced dentist to join our busy
four-doctor, fee-for-service practice. For more
than 40 years, NWDG has provided high quality
modern family dental care to Denver’s metro
north area. Call 303-452-2053 or fax resume to
303-280-9388.

Associate: Trinidad, Colo. Excellent opportu-
nity with possible future buy-in or buy-out.
Please submit resume to
welchdental@hotmail.com.

Associate: Great opportunity! Dynamic general
sedation dentist needed for a FT associateship

See All Our Practices at
cdaonline.org

PRACTICES AVAILABLE IN:

Arizona, Colorado, New Mexico,
Nevada, Nebraska, Wyoming
and all specialties

FREE PRACTICE VALUE ESTIMATE

More “Years of Practice Transition Experience™ &

“Completed Transitions™ of any brokerage firm in Colorado.

www.adsprecise.com
jed@adsprecise.com

* 800-307-25317
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Susan A. Spear

Licensed Broker /

Business Intermediary
MEMBER
IBBA, CABI, IBA, ADMC

. ——— —
B e

Call Today

303.973.2147

- 54
g e s
CF. 'ﬁ‘:l

- Transitions

Practice Transition Specialist

CHOOSE A BROKER YOU CAN TRUST!

» Dental Practice & Office Sales
* Buyer Assistance
* Transition Planning
» Associate Buy-in / Buy-out
* Partner Transitions. . .

“Susan assisted in he sale of one of my denlal practices. She found a buyer,
neqofiated the sale, and supporied me and my staff frough the antie process.
The whole thing wenl smeothly and | was exfremsly satisfied with ihe job she did. |
woukt Fighly recommeand her as a practice broker and will use her senices agan
when | sell my olher practice.”

..« Mitch Friedman, D.D.5.

“Gusan 5 & defight fo wark wilh as she (s vevy professional, very knowledgeabie,
and has a greal persenally. | could nat have been more pleased having had Susan
as my broker as sha met all expeciabions and then some.”

. . . Balty Siranahan (on behalf of Or. Patrick Stranahan)

“Thank you Susan for your s duning my Associate Buy-gut Transilion. You did a
great job matehing LS up and guiging us all the way through! | couldn 't be happeer!™
.« - Or. Scolt Williams (Associale and mew owner!)

7 have s0 appreciated your hels with my ransifion planning process fo help me choosa
Ihe best way lo fransition my praclice. | appreciated the feam suppor, finding the
‘nght” person, transiion markeding, communication bafwean a of us, developmant of
fransition documents and the sales process. Thank you for everything Susan’™

.« Ov. Rok Kron

susa

position in the Ft. Collins area. Dentist must
possess comprehensive treatment planning,
molar endo., surgical extraction, and leadership
capabilities. Potential buy-in for the right
individual. Please send resume to opn-
wyd41@yahoo.com or call 970-685-8299.

Part-time Dentist: Part-time general dentist
needed in Boulder Colo. working in a clinic
serving the uninsured. Contact 303-665-8228 or
dlewis@dentalaid.org.

Pediatric Dentist: Pediatric dentist wanted for
a not-for-profit clinic serving the underserved
and uninsured in Boulder Colo. Contact 303-
665-8228 or dlewis@dentalaid.org.

Dentist: Full-/part-time dental position at an
award-winning private pediatric dental office. A
caring person who has a commitment to
excellence is needed. Please send CV to
childrensdentalposition@yahoo.com, attn: Joel.

Dentist: Excellent opportunity for experienced
dentist for metro Denver area! Family Dentistry
and Orthodontics seeking highly motivated and
personable general dentist to join our team in
new state-of-the-art beautiful offices located in
Denver metro area. We are a private practice
servicing all phases of general dentistry and
orthodontics. Looking for energetic dentist who
has passion for quality and enjoys treating both
children and adults. Successful private or group
experience preferred. Flexible work schedule
and excellent compensation. Future buy-
in/partnership opportunities. Inquiries
welcome, 303-882-7809. E-mail resume to
kolim1004@gmail.com or fax to 303-930-8823.

Dentist: Durango, Colo. Enthusiastic dentist
wanted for public health clinic in southwest
Colorado. Primary clientele are children and
young adults. Position is part-time and student
loan repayment is possible. Contact Lynsey for
more information, 970-385-4480.

Dentists: Seeking dentist(s) for Interfaith
Mission Trip to Nicaragua, June 14-24, 2011. If
improving the health of an impoverished
population under primitive conditions is what
you like/want to do, contact Cathy Goodman at
cegood47@aol.com or 303-530-3838.

Dentist: Looking for interim dentist to cover
maternity leave for busy dental practice in
Stapleton. Must have at least a year’s experi-
ence. Coverage needed between June and July
2011. Three hygienists and great, helpful staff.
Wonderful patient base as well! Contact
preetdds@yahoo.com.

Dentist: Southern Colo. Digital x-ray, paperless
office looking for a dynamic dentist with two-
to-three year’s experience, surgical extraction
proficiency required, implants a plus. Please fax
resume to 866-224-5947 for more information.

Dentist: Mountain Dental is seeking candidates
for Colorado Springs. Since 1968, our philoso-
phy of supporting doctors and staff has led to
unmatched consistency and paved the way for
future growth. Our team is committed to
supporting doctors focused on providing
optimal patient care. We pride ourselves on
providing doctors the ability to practice in a
traditional non-HMO practice environment
coupled with the flexibility and rewards that a
group can offer. Throughout 2010, we will be

working on new opportunities in Colorado
Springs. We’d enjoy the opportunity to learn
about your practice philosophy along with your
career goals and expectations. Please consult
our Website at www.midwest-dental.com for
more specific background on our support team.
For a direct contact, call 715-926-5050 or e-mail
development@midwest-dental.com.

Dentists: Denver, Colo. Perfect Teeth is seeking
senior dentists in Colorado with a compensa-
tion range of $90,000 to $200,000+. Successful
private or group experience required. Benefit
package. Also seeking associate dentists
(compensation range $75,000 to $95,000).
Specialist opportunities also available for part-
and full-time ortho, endo, oral surgery, pedo
and perio with exceptional compensation. Call
Dr. Mark Birner at 303-691-0680, e-mail at
mbirner@birnerdental.com or visit www.bdms-
perfectteeth.com.

Dentists: Denver, Colo. Dental One is opening
new offices in the upscale suburbs of Denver.
Dental One is unique in that each of our 12
offices in the Denver area has an individual
name such as Rock Canyon Dental Care or
Heather Park Dental Care in Aurora. All of our
offices have top of the line equipment, digital x-
rays and intra-oral cameras. We are 100%
fee-for-service but take most PPO plans. PPO
patients make up 70% of our patient bases. We
offer competitive salaries, a complete benefits
package and equity buy-in opportunities. To
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learn more about working for Dental One,
please call Andy Davis at 602-391-4095.

Dentists: Care for Kids, a pediatric focused
practice, is opening new practices in the San
Antonio and Houston, TX areas. We are looking
for energetic full-time general dentists and
pediatric dentists to join our team. We offer a
comprehensive compensation and benefits
package including medical, life, long- and short-
term disability insurance, flexible spending and
401(k) with employer contribution. New
graduates and dentists with experience are
welcome. Be a part of our outstanding team,
providing care for Texas kids. Please contact
Anna Robinson at 913-322-1447, e-mail
arobinson@amdpi.com or fax to 913-322-1459.

Part-Time Oral Surgeon: Part-time oral
surgeon needed to cover four affiliated Bright
Now! Dental Offices. Requires experience.
Doctor will cover Ft. Collins, Westminster,
Longmont and Aurora affiliated dental offices.
Schedule will be two-to-three days a week to
start, with the possibility of adding additional
days. These offices have a fantastic potential to
do a substantial amount of production with a
large patient base. Help us with our mission to
promote Smiles for Everyone. Please visit our
Website at www.smilebrands.com/careers or e-
mail your resume to sherrie.dean@brightnow.com.
A comprehensive benefits package is offered to
full-time employees, which includes: medical,
vision, life insurance, 401(k), malpractice
insurance and in-house CE opportunities. Equal
Opportunity Employer.

Dentist: Senior general dentist needed full-
time for this busy Castle Rock Bright Now!
Dental office. Requires two years experience,
must be comfortable with molar endo treatment
and oral surgery. The office is open Monday
thru Friday and some Saturdays. This office has
fantastic potential to do a substantial amount of
production with a large patient base. Help us
with our mission to promote “Smiles for

CLASSIFIED ADS

Everyone.” Please visit our Website at
www.smilebrands.com/careers or e-mail your
resume to sherrie.dean@brightnow.com. A
comprehensive benefits package is offered to
full-time employees, which includes: medical,
vision, life insurance, 401(k), malpractice
insurance and in-house CE opportunities.
Equal Opportunity Employer.

Hygienist: Full-time registered dental hygienist
needed for new community health center in
Rifle. Expanding services to include full dental
practice. Require CO license, minimum three-
year experience, BLS cert. Bilingual Spanish a
must. Comparable salary and very generous
benefit package offered. See
www.mountainfamily.org. Contact gmil-
lard@mountainfamily.org. EOE.

Hygienist: Our well-established dental practice
is looking to hire a full-time(four days a week)
dental hygienist. Must have liability insurance,
Colorado licensure and local anesthesia
certification; nitrous oxide certification is a
bonus. We work an alternating four-day-a-week
schedule, which means a four-day weekend
every other week. We are a digital practice just
transitioning to being a paperless office, so
Dentrix and digital x-ray experience is
preferred. Competitive pay and benefits. We are
within minutes of ski resorts, many lakes and
Rocky Mountain National Park. This is an
amazing place to live and work. Please e-mail
resume or any questions to granbyden-
tal@gmail.com.

Hygienist: We are an established general
dental practice in Denver looking for an
experienced hygienist. Must be able to
administer local anesthetic and provide scaling
and root planing as well as other duties
assigned by the practice doctor. Position is
part-time and is on a set schedule, but applicant
must be willing to work additional days as
needed. Please send cover letter, resume and
references to bmydds@gmail.com.

PRACTICES FOR SALE

Hygiene Practice: Looking to move to the
mountains? Dental hygiene practice for sale.
Great opportunity for a dentist who is a
provider for insurances (no providers in county)
or a periodontist (no specialist in county.) Also
great opportunity as a satellite practice.
Hygienists interested in owning their own
business should not be ruled out! Let your
hygiene do the bill paying and keep your work
as profit! Four chairs and over 750 patients to
start. Call Cindy at 954-663-5951.

Practice: Here’s a terrific opportunity for a
starter or satellite office. One operatory fully
equipped, and there’s room for one more.
Great Englewood location with very reasonable
overhead so you can grow your practice
without stress. Contact drferrell@ymail.com.

Practice: Colorado Springs, Colo. Established,
busy fee-for-service group, one-third partner-
ship. Great staff, location and lifestyle. Easy
transition and immediate income. Some owner
financing with serious inquiries.
grntjcg@aol.com.

Practice: SW Colorado mtn. town. Part-time
practice with three ops. Very loyal and
appreciative patients. Contact: swcoden-
tist@yahoo.com.

Transition Services: If you would like more
information on how to sell your practice or
bring in an associate, please contact Larry
Chatterley or Susannah Hazelrigg with CTC
Associates at 303-795-8800 or visit our Website
for practice transition information and current
practice opportunities, www.ctc-associates.com.

Practices: Practice listings along the Front
Range in Denver, Lakewood, Lafayette, Parker,
Littleton, Highlands Ranch, Centennial, Fort
Collins and Colorado Springs. Additional
opportunities in the southern, eastern, and
southwestern parts of Colorado, as well as in
surrounding states. For more information on
current practice opportunities, including an
overview of each practice, please visit www.ctc-

ROFESSIONAL
TRANSITION
STRATEGIES

of Dental Experience

Over 65 years

Robert B, Deloian, D.D.S,
303-814-9341

Ty Pechek, D.D.5.
T19-821-2237

Transition Planning

Mergers and Acquisitions

Practice Appraisals and Valuations
Buyer and Seller Representation
Associate Search

Assistance in Securing Financing
Detail Practice Evaluation
Feasibility Proforma to Determine

+ Practice Comparison Surveys

- Productivity/hour

- Productivity/procedure

- Hygienist productivity Stats

- Collections

- Owverhead

- Internal Confidential Fee Survey

- Confidential S1aff Salary Surveys

+ How to Impact These Indicators

Associate or Purchase Buy In « Quarterly or Biannual Operation Reviews

www.professionaltransition.com
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“Who can you trust with the one of the most important business
transactions of your career?"

The practice transition adviser that empowers the parties to proceed with confidence
toward a common objective, knowing that the interests of both are being addressed

properly and handled professionally. The confidence to know it will be...

done right

the first time.

associates.com or call Larry Chatterley or
Susannah Hazelrigg with CTC Associates at
303-795-8800.

Pediatric Practice: Cherry Creek, Colo. Three
ops, grossing $239,000 in 2010. For more
information on current practice listings, please
visit www.ctc-associates.com or call Larry
Chatterley or Susannah Hazelrigg at 303-795-
8800.

Orthodontic Practice: Boulder County, five
ops, grossing about $400,000. For more
information on current practice listings, please
visit www.ctc-associates.com or call Larry
Chatterley or Susannah Hazelrigg at 303-795-
8800.

Buyer Representation: If you would like more
information on buying a practice or associating
before a buy-in or buy-out, please call CTC
Associates at 303-795-8800 or email info@ctc-
associates.com.

Start-up/Practice Management: If you
would like more information on doing a scratch
start-up or assistance with managing your
practice, please call Marie Chatterley at 720-
219-4766 or e-mail marie@ctc-associates.com.

Practice: Monument, Colo. Start-up fresh! 450
patients! Two and a half days per week and
ready to expand! 20-30 NP per month. Excellent
marketing, perfect location, amazing facility,
five treatment ops., all digital with pano! You
capture the competition from day one! Perfect
for satellite for relocation in the future. Susan
Spear, MPB, Inc., 303-973-2147, e-mail
susan@practicebrokers.com.

Practice: Fort Collins, Colo. Collecting
$580,000! Established fee-for-service practice.

~aota’]
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CTC Associates

Cfmrrfrfcjr Transition Cﬂmnfrfng

infoE@ctc-associates.com

Loyal patient base, good location, large facility
with lots of extras! Great team! This won't last
long! Susan Spear, MPB, Inc., 303-973-2147, e-
mail susan@practicebrokers.com.

Pediatric Practice: Eureka, Calif. Did you just
finish your residency? Great opportunity for
pediatric dentist looking for a quality lifestyle,
exceptional income and benefits working in a
new, modern pediatric dental office. Revenues
of $1.5M with low overhead. Owner retiring and
motivated. Check it out! Susan Spear, MPB,
Inc., PC, Inc. of California, 303-973-2147, e-mail
susan@practiceconcepts.com.

Practice: Cheyenne, Wyo. Great Opportunity
with low investment! Country living with all the
benefits of the big city! Own both the practice
and office suite in downtown Cheyenne. Good
payer mix, hygienist and staff to stay on with
the transition. Owner is retiring and motivated.
Susan Spear, MPB, Inc., 303-973-2147, e-mail
susan@practicebrokers.com.

Practice: Cheyenne, Wyo. Collecting $490,000!
This well-established general dental practice
supports the city patient base! Need dentist to
open up the NP flow! Owner is retiring and
motivated. If you are looking for a small town
with the benefits of a big city, Cheyenne is
amazing! Susan Spear, MPB, Inc., 303-973-
2147, e-mail susan@practicebrokers.com.

Hire me to SELL your practice! | get results
before we even advertise! It’s a seller’s market! |
have “qualified” associates and buyers! Don’t
miss out on the best opportunity to sell! Practice
values are strong, interest rates are still low for
buyers, | work with lenders who have money!
Susan Spear, Practice Transition Specialist/

303-795-8800

www.ctc-associates.com

Licensed Broker, SAS Transitions, MPB, Inc., 303-
973-2147, susan@sastransitions.com/
susan@practicebrokers.com.

Practices: New! Listings now available!
Denver, Highlands Ranch (under contract),
Monument (start-up), Fort Collins (new), Pueblo
West, Colorado mountain town, Cheyenne x2
(new), Eureka! Call today for specific informa-
tion. Inventory changes before my ads! My
special buyer pool gets first-come, first-serve!
Susan Spear, Practice Transition Special-
ist/Licensed Broker, SAS Transitions, MPB, Inc.,
303-973-2147, susan@sastransitions.com/
susan@practicebrokers.com.

New Owner Practice Support Program!
Before and after the sale transition support for
new owners! Are you considering a practice
purchase or did you recently purchase a
practice? Buyer representation! Plus one year
hands-on practice management support! Don’t
go it alone! Susan Spear (303-973-2147) and
Amy Kirsch (303-796-0056) have teamed up to
support you through your first year!
susan@sastransitions.com, amy@amykirsch.com.

Practice: Aspen, Colo. dental practice. Do you
dream of being in the mountains? Excellent
four op. office in Aspen. Newly renovated. Great
opportunity. Contact AspenDentist@gmail.com.
Practice: Keystone, Colo. At base of mountain.
Two ops. collecting $250,000. Ideal for semi-
retired or part-time. Call Jerry Weston,
Professional Marketing and Appraisal, 800-632-
7155, www.dentaltrans.com.
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Practice: Arvada, Colo. Five ops. in great
family area. Collecting $500,000. Call Jerry
Weston, Professional Marketing and Appraisal,
800-632-7155, www.dentaltrans.com.

Practice: Highlands Ranch, Colo. Six ops. in
newly remodeled office, collecting $1.2M.
Excellent opportunity. Call Jerry Weston,
Professional Marketing and Appraisal, 800-632-
7155, www.dentaltrans.com.

Practice: Northglenn, Colo. 12 ops. collecting
$1.8M. Busy, busy office. Call Jerry Weston,
Professional Marketing and Appraisal, 800-632-
7155, www.dentaltrans.com.

Practice: Montrose, Colo. Five op. practice
near hospital. Collecting $250,000 with 1,800
active patients. Doctor retiring. Call Jerry
Weston, Professional Marketing and Appraisal,
303-526-0448. www.dentaltrans.com.

Practices: Professional Marketing and
Appraisal, specializing in Colorado practice
sales and transitions. Over 20 years of personal
attention to the dental profession. Call for
current listings. Jerry Weston, Professional
Marketing and Appraisal, 800-632-7155,
www.dentaltrans.com.

Practice: Greeley, Colo. Exceptional opportu-
nity for a general dentist seeking a quality,
fee-for-service practice to purchase after a
successful initial employment phase. This
premier established practice has a fine
reputation in providing comprehensive dentistry
to the Greeley community. This practice has a
dynamic, experienced team and a strong
emphasis on CE and professional growth.
Please send your CV in confidence to: The
Sletten Group, Inc., 303-699-0990, fax 303-699-
4863 or carrie@lifetransitions.com.

Practice: Endodontic practice, Central
Colorado Springs. Option to purchase building
and practice. Good starter practice or satellite.
Call Robert B. Deloian, D.D.S., Professional
Transition Strategies, 303-814-9541.

Practice: Colorado Springs, Colo. Great starter
practice potential. Over 800 patients, doctor has
to retire. Staff will stay. Priced at $150,000. Call
Robert B. Deloian, D.D.S., Professional
Transition Strategies, 303-814-9541.

Practice: Castle Rock, Colo. Beautiful fee-for-
service practice located in a four-year-old
professional building. $322,736. Call Robert B.
Deloian, D.D.S., Professional Transition
Strategies, 303-814-9541.

Practices: Central mountains, Colo., grossing
close to $1M/year, four ops. Asking $845,000.
Denver metro area, consistent gross of $1.2M,
est. 25 years, five ops. Asking $818,000. 100%
financing available. Contact
ddsseller@gmail.com.

Practice: Excellent opportunity to join or
purchase a general practice in northeastern
South Dakota. Great hunting and fishing area,
excellent school system, small town atmos-
phere with a large drawing area. General
practice performing nearly all aspects of
dentistry. Six ops with expansion space. $1.2M
gross. Confidential. E-mail dentalopportu-
nity@iw.net.
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Practice: San Luis Valley, six ops., annual
gross $773,000, large patient base, loyal staff,
good hygiene department, great growth
potential. Dave Goldsmith, AFTCO Transition
Analysts, 303-304-9067, dgoldsmith@aftco.net.

Practice: Colorado Springs, Colo. High profile,
upscale general and prosthetic practice in a
desirable location; modern building; new
equipment. Well-run with better than average
patient flow; aggressive market strategies.
Seller to stay, cutting back to one- or two-days
a week. Buyer will have immediate 50%
shareholder ownership; determined future date
of 100% ownership in three years or less. Dave
Goldsmith, AFTCO Transition Analysts, 303-
304-9067, dgoldsmith@aftco.net.

Practice Buyers/Sellers: Do you want your
transaction to be handled in a professional,
non-adversarial environment? After determin-
ing your needs, we will fit you with one of our
more than 150 programs to help you achieve
quality-of-life goals. See new listings along with
current opportunities by visiting www.aftco.net.
We welcome the opportunity to be of service to
you. Dave Goldsmith, AFTCO Transition
Analysts, 303-304-9067, dgoldsmith@aftco.net.

Practice: Lafayette, Colo. Premier, fee-for-
service general dental practice seeks dentist
interested in exceptional purchase opportunity.
Owner will assist with quality introduction
period to ensure smooth transition. Wonderful
patients and growth opportunity with an
exceptional dental team. Please reply in
confidence with your objectives and Curriculum
Vitae to: The Sletten Group, Inc., 303-699-0990,
fax 303-699-4863, e-mail
carrie@lifetransitions.com.

SPACE AVAILABLE

Space Sharing: Pearl Street Dental can space
share this lovely facility with the right dental
team. Please see our Website at
www.pearlstreetdental.com to discover what is
available. Ideally, three dental suites are
available approximately 20 hours per week.
This facility is perfect for someone starting out
and wanting to learn how to use surgical
microscopes, dental lasers and the newest
version of CEREC. Please call Jenny at 303-443-
3771 to set up a viewing appointment and
meeting.

Space Sharing/Practice Opportunity:
Broomfield, Colo. Excellent opportunity for
part-time moms! Owner seeking potential
future buyer! Be in position to take over
current practice base when the time is right!
Initially share space two-to-three days per
week, relocate or build dream practice! High
end facility, four ops., pano, computerized,
digital radiography, more! Rent includes lots of
extras! Susan, 303-973-2147 or
susan@sastransitions.com.

Space Sharing: Space sharing opportunity in
newer high tech office near Quincy and Parker
overlooking CC Reservoir. Open to arrange-
ments with specialist or GP. Digital x-rays. Five
ops. Phone 303-693-7330.

Space Sharing: Denver, Colo. Share expenses
- why pay for everything yourself? Seeking

general dentist/specialist wanting to share
practice costs without the burden of going solo
on expenses. Office totally re-equipped three
years ago. Four operatories, each with
computer, intra-oral camera, DVD, CD, satellite
radio and TV. Digital x-ray, Pan-X, Caesy, Luma
bleaching, portable Diagnodent, Harvey, Statim,
& Hydrim washer. Software schedules, bills,
processes insurance for multiple providers.
Private office, consult room, and reception
room with large flat screen educational
program. Contact Dr. Pavlik, 719-592-0878 or
pjp@trackerenterprises.com.

Space Sharing: Space share in GP office in
Aurora. Six treatment rooms, fully-equipped
with latest ergonomic concept, administration
support, fully digital office, pleasant profes-
sional location. Call 303-369-1069.

Office Space: Dental space available for lease
in beautiful growing downtown Windsor, Colo.
Approximately 1,800 sqg. ft. This space has been
a dental office for over 30 years and a great
location for a general dentist or a specialty
office. Four operatories plumbed and ready to
go this summer. Contact Roger Boltz, D.D.S.,
970-223-8847, 970-690-8089, or
captrboltz@aol.com.

Office Space: Loveland, Colo. Hwy 287 and
29th Street, two suites. #2992, dental surgeon
office, 2,221 sq. ft., four operatories,
$4,425/month. #2988, open floor plan, 2,250 sq.
ft. available now, $3,915/month. Call Joe Palieri,
970-215-4713, jpalieri@comcast.net.

Office Space: Denver Tech Center/Lone
Tree/Highlands Ranch area. Modern dental
building in a new business park near Park
Meadows Mall. A great location for any
specialist or general dentist. Approx. 2,400 sq.
ft. Cabinetry, plumbing and electrical in place
with central vacuum and air compressor.
Contact Ken Andow at 303-908-4442 or
kandow@comcast.net.

Office Space: Build/Relocate/Remodel:
Foothills Commercial Builders has specialized in
building dental offices for more than 20 years in
Colorado. Bring us onboard early to help you
minimize construction costs by choosing a
space that best meets your needs. We promise
to go the extra mile to provide you with the
highest quality craftsmanship at an exceptional
value. See some of our work at
www.foothillsbuilders.com or call us at 303-755-
5711 x300.

Office Space: First floor office with five
operatory suites located in central Greeley. All
plumbing, nitrous lines, computer lines and
cabinetry are in place, along with sterilization
room and lab space. Call 970-356-5151.

Office Space: Centennial, Colo. Ortho/pedo
space for lease. 1,800 sg. ft. plumbed for five
open-bay ops. Located across from Newton
Middle School on the busy corner of Arapahoe
and Colorado. Approx. one mile from new
Streets of Southglenn development. General
dentist located in the same building. 303-221-
3044 or irene@ButtermanDental.com.
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PRACTICE SALES AND TRANSITIONS

PROFESSIONAL MARKETING AND APPRAISAL

"I give you the individual attention you and your practice deserve”

Jerry Weston

FOR

For Sale: Two DEXcam 3 intraoral cameras.
Used for one year, $1,000 each. 2hp Matrix
pump, $400, and Rebec amalgam separator,
$100. Call 970-484-4890.

For Sale: Enter the digital age for less cost!
Both of these items are in perfect condition, up-
to-date servicing and available only because |
have upgraded and consolidated equipment.
Planmeca Digital Promax Panograph with
tomography features. Best machine on the
market, easily upgradable to 3D CBCT. Also,
newer CEREC Acquisition Scanner/CPU and all
current software, Compact Milling unit and
many accessories. Call Lori or Ann-Marie at Dr.
Carpenter’s office, 303-427-4120.

For Sale: 2004 ASI Ergo 4 Dual Cart, model
#2202E. Asking $4,000. Pick-up only, located in
Edwards, Colo.. Please call Shaya, 970-569-
3074.

For Sale: 2006 ASI Ergo Elite Drawer/Door
system, model #2133E/R. Asking $3,000. Pick-
up only, Edwards, Colo.. Please call Shaya,
970-569-3074.

For Sale: Compressor, duel head 2 hp, quiet
and smooth running, 110/220v. Rebuilt, then
stored for a satellite that never materialized.
$1,300 OBO. 970-988-2755,
cotoothdoc@aol.com.

For Sale: Two antique dental cabinets and a
lab workbench - ‘20s vintage. Refinished oak
with all crystal knobs and glass - excellent
condition! 1. 32Wx14Dx62H; 2. 37Wx13Dx54H;

SALE

$1,700 each. WB 37Wx16Dx43H, bench 38H;
$700. 970-988-2755 or cotoothdoc@aol.com.

For Sale: Two complete CEREC systems
available for purchase. These are aggressively
priced to move. Pick-up only in south Denver
metro area. Please call Sean at 715-579-4188 to
learn more.

For Sale: Schick Digital PanX (panorex),
serviced by Patterson. Great images! $15,000
(computer included). Owner financing available.
Contact jeff1363@indra.com or 303-579-9882.

SERVICES/ANNOUNCEMENTS/MISC.

Income Opportunities: Reduce overhead by
renting your office on Saturdays to a dental
assisting school. Any donations of
old/expired/unused dental supplies to our
school go to a good cause. Call 888-878-2732 if
interested.

Want to Duck Call? Call DUCC! Dental
Urgent Care of Colorado serving south metro
and the 470 corridor. Open evenings, week-
ends, holidays and blizzards.
303-329-DUCC(3822). 7261 S. Broadway,
Littleton.

Interim Professional Service: Maternity
leave, illness, vacations. Maintain production
and patient access. Also, interim job resource.
Forest Irons and Associates, 800-433-2603,
www.forestirons.com. Dentists helping dentists
since 1984.

Looking To Hire a Trained Dental Assis-
tant? We have dental assistants graduating
every three months in the Denver, Broomfield,

Choosing the right consultant is a key element in the selling and transition of your dental
practice. As a licensed professional, with over 25 years of experience, my goal is to provide
you with the information and expertise to effect a smooth transition while maximizing the
profit from your practice.

* I am personally at each and every showing of your practice.
* I return phone calls prompily.
= I give the same care and attention to smaller practices as larger practices

My commitment to you is that I will give you the Highest Level of
Professionalism in order to effect a smooth and successful practice transition.

For your perseonal Consultatien call 808-826-0448

Fort Collins and Grand Junction areas. To hire or
to host a 32-hour externship, please call the
Colorado School of Dental Assisting at 800-383-
3408. www.schoolofdentalassisting.com.

Service: Concerned Colorado Dentists (CCD) is
a subcommittee of the Colorado Dental
Association. We are in existence to help
colleagues, staff and/or families who think they
may have a problem with substance abuse. If
you think you or someone you know may have
a problem, please call Dr. Michael Ford at 303-
810-4475 (day or night). All inquiries are kept
confidential.

Delivery: Let Crystal Courier Service take care
of your delivery needs! From Ft. Collins to
Pueblo, we deliver SAME DAY. Call 303-534-
2306 or visit us on the Web at
www.crystalcourierservice.com.

Attorney: Representing dentists/dental
practices: associate agreements, purchase/sale
of practices, partnership agreements, leases,
general contracts and compliance. Flat fee
billing arrangements. Responsive. Rubicon Law
Group, Ltd. Contact: Ryan Howell, J.D., M.B.A.,
303-800-9120, ryan@rubiconlaw.com.

Certified Public Accountants: Providing tax
return preparation, tax planning, monthly
bookkeeping, financial statements and analysis,
and more. Are you looking for a responsive,
proactive accountant that cares about your
success? Free initial consultation. Kramer &
Jensen, LLC, contact Scott Jensen, C.P.A., J.D.,
M.B.A., 303-741-2253,
sjensen@kramerjensen.com.
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Are you a Pediatric
Dentist fit for kids?

We’re looking for a few good
Pediatric Dentists.

Current Locations:

[ ]
Join us... B

e Westminster

Higher income, training, @ High|and5 Ranch
comfortable environment,

and state-of-the-art Future Expansion'

facilities at your fingertips.

We take care of the business, * Lone Tree
you take care of the dentistry! e Lakewood

¢ Colorado Springs

‘What’s not to love?

www.MyKidsDentistOnline.com

To join us, contact Ed Loonam
looname@pacden.com
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DENTISTS PROFESSIONAL LIABILI
OF COLORADO

The Right Balance

Administrator
Berkley Risk Services of Colorado
2000 8 Colorado Blvd. » Annex Building, Suite 410 » Denver, CO 80222
303-357-2604 or 1-877-502-0100
http:fwww.tdplt.com



PROCERA CROWNS & BRIDGES FROM GNATHODONTICS
PROVIDE VALUE BY SAVING YOU CHAIRTIME!

Now Only
' i l n . inatmnoaonucs sKuied ce -'-.‘.EP‘.'-‘L-:';:"":'."IE.'I,-';.-.ilg_::_'l $1 89
represent tﬁe ultimate in fit, strength, esthetics and value. The met per unit!
free system perfected by Gnathodontics for more than 12 years.

iamcare

PROCERA FEATURES & BENEFITS
Simple and accurate, straight from the bottle

* Tooth preparation and cementation routines are similar to those reproduction of Vita 3-D shades. Bleaching
used for conventional cast restorations. shades available.

* Gnathodontics' skilled ceramists hand-layer and finish your
restorations for maximum esthetics and minimal chairside
adjustments. We can save you valuable chairtime!

* Procera is backed by more than 15 years of clinical experience
and research. 5 year warranty against breakage of the core.

* Proper design and scanning of substructure allows for optimal
veneering thickness to prevent ceramics chipping.

* Precision fit with latest NobelProcera scanning technology.
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Call John Bozis or Kevin Kelly today for more information on § '



