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At Carr Healthcare Realty…
We provide experienced representation and skilled 
negotiating for dentists’ office space needs.

Whether you are purchasing, relocating, opening a 
new office, or renewing your existing lease, we can 
help you receive some of the most favorable terms and 
concessions available.

Every lease or purchase is unique and provides 
substantial opportunities on which to capitalize. The 
slightest difference in the terms negotiated can impact 
your practice by hundreds of thousands of dollars. With 
this much at stake, expert representation and skilled 
negotiating are essential to level the playing field and 
help you receive the most favorable terms. 

If your lease is expiring in the next 12 – 18 months, 
allow us to show you how we can help you capitalize on 
your next lease or purchase.
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I t is my pleasure to invite you to 
the Colorado Dental Associa-
tion’s Annual Session, June 5-7, 

2014 at the beautiful Vail Marriott 
Mountain Resort in Vail, CO.

Last year, Annual Session attendees 
graciously gave the CDA feedback 
and we take that seriously.  This year, 
we’re doing everything we can to 
make this annual meeting something 
that everyone can enjoy.  Here’s what 
we’re doing:

You asked for more business 
and less formality in the House 
of Delegates.  Check!  The agenda 
cuts to the chase for more business to 
occur in the morning.  Additionally, 
several reports will be made in writ-
ten or video form to make better use 
of delegates’ time.

You hinted that you needed a 
mid-day break to socialize rather 
than a formal luncheon with a 

podium.  Check!   Weather permit-
ting, we’ll be sitting outside for the 
Delegate’s luncheon with a lighter 
summer meal, and time to move 
around and catch up with colleagues.

You asked for more CE.  Check! 
This year we’re offering a three-hour 
clinical track and a three-hour non-
clinical track containing fresh topics 
and seven great speakers.

You reminded us that having a 
handful of organized recreational 
activities is worthwhile. Check! 
This year, we’re excited to offer a 
homebrewing course all about craft 
beer.  We also have a negotiated rate 

for our attendees to use the Vail Ath-
letic Club.  Back by popular demand, 
we have the Saturday 5K/1 mile fun 
run.  And of course, I couldn’t have 
an annual meeting without a golf 
tournament…BUT, this tournament 
is different than year’s past.  It will 
be at the exclusive Red Sky Golf 
Club in Wolcott, CO and proceeds 
from the tournament will benefit 
Kids in Need of Dentistry.  Anyone 
can golf – while I hope you come for 
the entire Annual Session weekend, 
it is not a requirement to play in the 
tournament.

By Cal Utke, D.D.S., CDA President

From the President

We Listened.You Asked.  

Gore Creek, Vail, CO
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By Cal Utke, D.D.S., CDA President
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You told us that mountain get-
aways were preferred. Check! The 
Lionshead area of Vail is easily one 
of the most charming European-in-
spired resort destinations in Colo-
rado.  We’ve designed the Annual 
Session around walking.  Once you 
arrive and park, you’ll easily be able 
to ditch the car for the weekend and 
travel by foot or by the free local 
shuttle.

Lastly, you told us that you 
enjoyed camaraderie, network-
ing with colleagues and catch-

ing up with friends.  Check!  In 
addition to the Welcome Wine and 
Cheese Reception, the continental 
breakfasts and the Delegates’ Lun-
cheon, there are plenty of fun party 
hopping opportunities on Friday 
night between the past president’s 
reception, CU Alumni reception, 
Creighton Alumni gathering and 
New Dentist Committee network-
ing event.

My motto is: work hard for the 
shortest time possible and play 
harder for the longest time possible!  
The CDA Annual Session is about 
business, uniting as a profession and 
collaborating with fellow dentists.  
Of course it doesn’t hurt to enjoy a 
little fresh air in the beautiful Rocky 
Mountains either.  Learn more about 
this meeting and register today at 
www.cdaonline.org/annualsession.

See you in Vail! n
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And all the 
patients 
say I’m 

pretty “fly” for 
a dental guy. 
Somewhat of an 
interesting spring 
off, or should I say 

Offspring into this issue’s occasionally 
organized random thoughts on the 
dental sphere.

I have been editor for about a year 
and a half, and really enjoy the posi-
tion. It affords me access to the inner 
workings of organized dentistry at 
the state level. I am allowed to attend 
the CDA Executive Committee (EC) 
and Board of Trustees (BOT) meet-
ings as a non-voting member. Unless 
I feel compelled to chime in on a 
topic, I can just sit back and observe 
the proceedings, much like the pre-
verbal “fly on the wall.” I am gaining 
a better perspective of what the CDA 
does, how it gets it done and the 
individuals who make it happen.

Dentistry, by its broadest defini-
tion in Colorado, is looked after by 
some amazing caretakers. The current 
group of officers on the EC and the 
members of the BOT are highly 
skilled, intelligent, ethical and, most 
importantly, possess a passion for how 
dentistry is practiced at the local, state 
and national level. They are supported 
by an all-star staff that oversees the 
daily operations. The same praise can 
be extended to all of the leadership 
throughout the state at the local level 
as well.

Alright, so what’s up with the love 
fest? Am I sucking up for a raise? 
Let’s see, double nothing is still noth-
ing. I am going with the premise that 
most members and non-members are 
not well versed on what organized 
dentistry is or does, specifically at 
the state and local level. I would like 
to shed some light on the value and 
importance of membership from an 
insider’s perspective. 

Let’s start with what the CDA isn’t. 
We are not an ivory tower, a good 
ol’ boys club, or an exclusive secret 
society that does nothing but is overly 
impressed with what it has yet to do. 
My take on the CDA is that it’s an 
ever evolving democracy, responsive 
to concerns, innovative with solutions, 
actively confronting threats, protec-
tor of our right to adequately care for 
our patients and our right to be fairly 
compensated for our services.

So what does the CDA/orga-
nized dentistry do for the practic-
ing dentists in Colorado – or more 
simply put, what is the value of being 
a member? I could make a long list 
of what the CDA’s job description 
contains. Let’s take a look at the top 
item currently on the list. The Dental 
Practice Act in Colorado is currently 
going through a process called Sunset 
Review. The practice act contains 
the rules and regulations that govern 
dentistry. This occurs roughly every 
10 years. There are numerous groups 
both inside and outside of dentistry 
that are interested in making changes 
to the system and sometimes the 

proposed changes are not favorable 
to us and our patients. The officers of 
the CDA and our lobbyists have been 
working on this process for over two 
years. With their strength, knowledge 
and understanding of the issues, I am 
not anticipating any major changes 
in how we practice; and the changes 
that will be made will only improve 
patient care and safety. Can we place 
an actual dollar value on what is ac-
complished during Sunset Review? 
That would be almost impossible. 
Had the CDA not been involved, 
there could be significant changes to 
how we practice. Trust me when I 
say that having the CDA involved is a 
victory for all of us.

One other key benefit for mem-
bership is access to the Peer Re-
view process. Peer Review strives 
to resolve complaints from patients 
regarding quality of care and appro-
priateness of treatment. Often these 
can be resolved without involving 
attorneys and the state board, which 
reduces costs and stress. Once again, 
it is hard to put a dollar value to it 
unless you need it.

The CDA has also launched a PR 
campaign via television and radio 
on the importance of seeing a CDA 
member dentist. Again, it is difficult 
to put a dollar amount to the benefit. 
However, if just one patient makes it 
to your office because of this cam-
paign, the investment of your mem-
bership dues has been accounted for.

Value By Michael Diorio, D.D.S., CDA Editor

From the Editor

VALUE continues on page 11



By Michael Diorio, D.D.S., CDA Editor

DOCTOR, when working on your financial plan, did you consider...

…retirement plans that may allow you to contribute $200,000 or more a 
year of pre-tax dollars?

…investigating risk management strategies that may be funded with  
pre-tax dollars or that may offer incremental income?
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Contact Jerry Gruber, CLU, ChFC, CWS at (303) 290-6113, toll-
free at (888) 290-6117 or jgruber@greenbookwm.com.

Or visit our website at www.FinancialPlanningForDoctors.com 
to learn more about how the Greenbook program may be able 
to help you!

Securities offered through First Allied Securities, Inc., a registered broker/dealer.  
Member: FINRA/SIPC. Advisory services offered through First Allied Advisory Services, Inc.  
FA086BF.020711
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Here in the Mile High City, the 
Metro Denver Dental Society has 
opened the Mountain West Dental 
Institute in an effort to bring world 
class hands on CE to the dentists in 
the state.  There is certainly value as-
sociated with that convenience.

Last but not at all least, the CDA 
has a very active and involved New 
Dentist Committee. These dentists, 
10 years or less out of dental school, 
are an indispensable resource for the 
new kids on the block.

A common comment I hear from 
both member and non-member 
dentists is about the actual cost or 
“expense” of membership, and that 
they don’t feel they get their money’s 
worth.  Some feel that they can ob-
tain the benefits of membership else-
where on their own.  The CDA does 
offer numerous member benefits that 
do save money and time; and yes not 
everyone needs what is offered. I like 
to think of those benefits as coupons 
that are in the Sunday paper. Do we 
buy the paper only if the coupon sav-
ings meet or exceed the cost of the 
paper? Hopefully we are buying the 
paper for more than just the coupons 
and hence we are members for more 
than just the discounts available. The 
value of membership extends far be-
yond any immediate financial return. 

To fully appreciate the value of 
something, imagine what it would 
be like without it. What would our 
dental world be like six months from 
now? A year from now? Five, ten 
years down the line? I believe that we 
would be practicing in an environment 
that would not be nearly as guarded 
from harmful legislation, collaborative 
with other oral health stakeholders, or 
committed to high standards of patient 
protection and safety. 

There is also strength in numbers. 
Colorado is very fortunate to have 
a high percentage of our dentists as 
members in one unified body. Look-

ing to take down a country, business 
or profession? Divide and conquer 
seems to be an effective strategy. 
There are many smaller groups and 
organizations that do meet some 
basic needs of their members and 
may on the surface appear to be a 
better value. How well would these 
individual entities do with the Sunset 
Review process? Our continued suc-
cess in this endeavor is because we 
can present a strong unified front to 
our legislators rather than several self-
serving individual groups. United we 
stand and divided we fall.

I like to look at membership in 
organized dentistry as a vaccina-
tion against pathogens targeting our 
profession. The more people who are 
vaccinated, the greater our protection 
is – either as a society or a profession. 
We end up with a synergistic result 
that offers protection even to those 
who choose not to vaccinate. Indi-
vidually, a polio vaccination will save 
an individual X amount of dollars in 
medical expenses. Looking beyond 
the individual, what are the savings to 
a society for protecting everyone?

Organized dentistry in Colorado 
and the nation serves a very criti-
cal and essential role in our chosen 
profession. Let’s not be penny wise 
and pound foolish. If you are al-
ready a member, thank you for being 
involved. If you are not, please take a 
moment and reconsider. Take a look 
at the bigger picture and imagine 
what life would be like without the 
tripartite system. Is it perfect? No. 
Does it make a difference? Absolutely! 

Hopefully my “fly on the wall” 
observations have helped shed some 
light on what the CDA is trying to 
do. To quote CDA President-Elect 
Dr. Brett Kessler, “The CDA is the 
best kept secret in dentistry.” Let’s 
not be so secretive and share all the 
good the CDA does, and encourage 
our peers who are not members to 
join. Bandwagon jumping is gladly 
accepted! n

Coming 
Soon!
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Healthcare

Let’s all 
close our 
eyes and 

dream of a favorite 
holiday or vaca-
tion road trip.  All 
those events, peo-
ple and surround-

ings bring a smile to our faces.  They 
bring up the all too familiar sounds, 
smells and visuals that one looks back 
on fondly and teases the heck out of 
friends and family members about 
(like the annoying GPS voice contin-
ually calling out in the background, 
“recalculating, recalculating…” while 
being totally lost). Fun times. Good 
times.

Now think back to 2009 or early 
2010.  Remember the climate that 
surrounded the goals and aspira-
tions of reforming healthcare?  In its 
infancy the Affordable Care Act was 
intended to bring in the uninsured 
and “actuarially balance” the system 
by getting everyone reading the same 
road map and at least enrolled in an 
insurance system.  What a road trip 
so far.

Obviously, a few good things have 
occurred within the underwriting 
concepts, but needless to say we, as 
a country, are riding a long wash-
board road that has lots of “S” curves 
and speed bumps ahead.  My issue 
for discussion is not the Website, the 

pricing, what was prom-
ised or not promised, or 
who has what deadline 
and when to sign up.  
The issue is that there 
must be a values discus-
sion that occurs soon 
– before disaster sets in 
from actions being taken 
now and their eventual 
burdens.

It seems like we have 
driven past the turn and now any-
thing that individuals or agencies do 
is reactionary and compromised.  No 
collaboration or discussion – just 
do something.  Do we pull a quick 
“U-ie” or do we execute a bootlegger 
turn or do we just keep on making 
a number of sporadic, media friendly 
turns, and corrections to appease our 
healthcare compass?

The one underlying theme, 
whether an action by the Centers 
for Medicare and Medicaid Services, 
Health and Human Services, or any 
legislative body, is that our country 
is being inundated with unintended 
consequences that create confusion 
and angst. By the time we recognize 
what zoomed by, even with a great 
rearview mirror, one cannot tell if the 
objects (consequences) appear smaller, 
bigger, closer or are figments of one’s 
imagination.

Can we experience varying types of 
unintended consequences? Easily. Can 
some consequences be positive or 
some catastrophic?  Most certainly!

The struggles in establishing better 
healthcare access are many but there 
are some positive trends, especially 
within oral healthcare, that are just 
coming to maturity.  In Colorado, 
for instance, the state has imple-
mented a limited dental benefit for 
adults who qualify for Medicaid.  
The trend of providing a compre-
hensive dental benefit for adults is 
not being followed by many states in 
our country, but is a positive step for 
efficiency, and a long-term method 
to save the state budgets and mon-
ies.  It is a positive move since almost 
all states are running tight budgets.  
The CDA’s Take 5 program, which 
calls upon the dentists to increase 
the network of providers for these 
Medicaid-covered adults, will allow 

BUT... is the 
Standard of Care 
in the Rearview 
Mirror?

The Drive to 
Healthcare 

Access 
By Cal Utke, D.D.S., CDA President
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creative yet effective ways to improve 
capacity by mid-2014.

Helping to gain providers for pro-
grams that redirect patients from the 
emergency room to dental practices 
and community clinics will be a 
positive step for access in the long 
run. Simply put, the money will be 
spent for definitive care and we will 
avoid spending money on repeated 
emergency room visits for antibiotics 
and pain management.  Dealing with 
those dental infections quickly will 
save millions of dollars over time and 
is a positive consequence.  Helping 
those patients get out of a round-
about circle of pain and infection that 
never seems to have an exit will be 
profound.

I have faith that my colleagues in 
both medical and dental fields will 
stand up and take responsibility to 
improve access.  If we do not, we risk 
political implications. There could 
be a miniscule change at first, like an 

expansion of the scope of practice 
by untrained or inadequately trained 
personnel.  Then, surgical and irre-
versible procedures could be renamed 
or recoded as non-invasive therapies. 
Not long after, long-standing bench-
marks, examinations and boarded 
certificates/diplomas from accredited 
programs may no longer be required, 
and deemed antiquated, just like the 
old, torn and folded maps inside our 
glove compartments.  If the standard 
of care is allowed to be compromised, 
a clunker healthcare law may be im-
posed on our communities, especially 
those in need of access. 

The good news now is that we 
control the GPS and we must con-
tinue to do so. Be strong and focused 
providers, so in 10 years from now, 
we can close our eyes and hopefully 
envision a journey that in the end is 
honorable and good. n
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Barbara Buckwalter knew 
firsthand what it meant to go 
without dental care. It wasn’t 

just something she learned about in 
a school health class or from a family 
dentist; she walked the walk – for 
decades – and it was a grueling trek. 
Of course, she couldn’t afford to do 
otherwise.

“I was sick sick – like, all-the-time 
sick,” she said. Infections, assorted 
illnesses, even nausea and, of course, 
chronic pain.

It all began with a fall that shat-
tered her teeth when she was only 8 
years old. Her family had little access 
to dental care, and her long-term 
woes began. By the time she was 21, 
she was able to get a bridge put in, 
and that turned out to be a mixed 
blessing, at best. What followed were 
years of recurring abscesses and pain. 
Through it all, the certified nursing 
assistant raised her four children and 
adopted two more while subsisting in 
Walsenburg, CO on a series of low-
paying jobs. 

Last year, Barbara, by now in her 
40s and a grandmother, heard through 
a friend of an annual large-scale char-
ity dental clinic. The portable dental 
clinic was intended for those like 
Barbara, who couldn’t afford dental 
care or coverage and, as an adult, did 
not have dental coverage through 
Medicaid.

Last year, the clinic was being held 
in Weld County, more than eight 
hours by car from Walsenburg. Bar-
bara didn’t have any means of getting 

there, but she was determined to go. 
She was tired of the pain and illness.

“All kinds of friends helped me 
with the Greyhound Bus fare,” she 
said.

And there was another motivation, 
too: Her daughter was to be married 
that fall, and for once in her life, she 
simply wanted to be able to smile for 
a special occasion. As she put it, “I 
couldn’t go without teeth.”

Barbara’s case is emblematic of the 
untold stories of thousands of low-
income Colorado adults who endure 
chronic, debilitating pain and illness 
from poor dental health and years of 
neglect. They haven’t had Medicaid 
dental coverage because it’s been 
reserved for dependent children of 
income-eligible households.

Barbara’s situation, however, is 
about to change.  Thanks to a new 
policy adopted by the legislature and 
signed into law last spring by Gov. 
John Hickenlooper, Colorado will, for 
the first time, extend a limited dental 
benefit to income-qualifying adults 
through Medicaid.

Barbara was fortunate that she was 
able to connect with the clinic. After 
a number of extractions and a new set 
of dentures provided by the clinic, her 
life has changed – and now an adult 
benefit through Medicaid will allow 

her to maintain her dental health 
through more regular visits to the 
dentist.

“I’m not sick anymore. I don’t 
have abscesses anymore. I don’t have 
the pain anymore,” Barbara said. “I’d 
probably still be sick today if they 
didn’t pull my teeth.”

She realizes what this new benefit 
could mean to countless adult Colo-
radans like her – often in economi-
cally hard-hit communities like hers – 
who will now be able to see a dentist 
through Medicaid.

“Hopefully, it’s going to mean a lot 
less sick people,” she said. “I know 
all kinds of people who need dental 
work.”

A limited Medicaid benefit for 
adults starts this month, and the full 
benefit will go into effect on July 
1. Colorado’s army of dentists are 
needed to help adults like Barbara.

“CDA member dentists have a long 
tradition of community service and 
outreach to those of limited means,” 
said Dr. Cal Utke, CDA president. 
The profession’s generosity includes 
efforts such as the Colorado Mission 
of Mercy as well as Give Kids a Smile 
day, which have long provided critical 
dental care to Colorado adults and 
children in need. Annual charitable 
events, however, aren’t the answer to 

Medicaid

Expanding Access
Starting April 1
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providing comprehensive healthcare, 
which is one of the many reasons that 
the CDA was such a strong supporter 
of establishing an adult Medicaid 
benefit.

When families are forced to delay 
critical dental care, it too often winds 
up costing a lot more down the road 
with a visit to a hospital emergency 
room. That cost is passed on to all of 
society. 

Under the former Medicaid ben-
efit, dental care was only provided for 
children.  Parents of children covered 
by Medicaid have a message to share: 
they are the same as any other patient.

“Those who open their office to us 
know we’re still people even though 
we’re on government insurance. We 
still have feelings,” said Natasha Sharp, 
a Colorado Springs mother of two 
children on Medicaid. “Treat us just 
like you would everyone else.”

Dr. Utke agrees, “They’re like all 
of us. If you treat Medicaid families 
differently, they’ll act differently. If you 
treat them with respect, like anyone 
else, they’ll respond in kind.”

Natasha, who is disabled, has two 
children, Phillip and Alexis, who 
have a genetic disorder that among 
other effects has left them extremely 
vulnerable to cavities. She says Phillip 
had to have several teeth removed 
after being in constant pain.

“Both of my kids have had to have 
thousands of dollars worth of dental 
work just because of the genetic de-
fect,” said Natasha.  Medicaid cover-
age clearly has made the difference 
for her kids – as has a dentist who 
takes Medicaid patients.

“Without Medicaid, my children 
would not have proper dental care,” 
she said.

Now that Medicaid coverage has 
expanded to cover adults, Natasha’s 
sentiment is echoed by a new popula-
tion of patients that includes Barbara – 
who not only went to her daughter’s 
wedding last fall, but smiled proudly 
for more than one reason.  n

 

The new adult Medicaid benefit provides over 300,000 Colorado adults with 
coverage for dental care.  This means that more dental providers are needed to 
help this new population of patients.  The CDA has implemented a program 
asking every actively practicing dentist to Take 5 Medicaid patients or families.  
By asking every dentist to do a small part, we can help address the access to 
dental care needs in our state.  Sign-up for Take 5 at cdaonline.org/Take5.

Facts:
• A limited adult benefit is available starting April 1. The benefit will allow 

Medicaid enrolled clients, age 21 years and over, to receive a number of basic 
dental services currently offered to children, such as evaluations, diagnostic 
imaging, preventive, and restorative services.

• Starting in July, Medicaid will be administered by a third party administrator 
rather than the state.  Similar to how the CHP+ program is currently man-
aged, Medicaid will be administered more like a private insurance plan.

• Under this third party administrator, the full adult benefit will begin on  
July 1.

• The CDA will be working with the new administrator to streamline pro-
cesses for providers.

• Providers can choose to be listed in public provider directories or can elect 
to work with their community to treat patients by referral.

• Adult Medicaid clients may receive up to $1,000 per 12-month state fiscal 
year period (July 1 - June 30).  This means that adults have a $1,000 cap to 
use starting April 1, and then the amount will reset to $1,000 starting July 1, 
the beginning of the new fiscal year.
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Occasionally, there comes a 
point in time when you 
determine that you can no 

longer provide dental care at or above 
the required standard of care for one 
of your patients.  The reason you 
are dismissing a patient from your 
practice is usually based on a combi-
nation of events or behavioral actions.  
This can encompass abuse or physical 
threats to you or your staff, threats 
if care is not to their expectation, 
non-compliance with referral, non-
compliance with medication, fol-
lowing directions, breach of financial 
arrangements that they made, con-
tinual cancellation of appointments, 
or being consistently late.  

The dentist-patient relationship does 
not simply end when a patient leaves 
your office or your care.   Termination 
of a patient from your practice is a se-
rious step that, if not handled properly, 
can adversely affect your patient’s oral 
health and leave you vulnerable to a 
liability claim or State Board action 
alleging abandonment. 

In the Dental Practice Law of 
Colorado, “the abandonment of a 
patient by failure to provide reason-
ably necessary referral of the patient 
to other licensed dentists or licensed 
health care professionals for consulta-
tion or treatment when such failure 
to provide referral does not meet 
generally accepted standards of dental 
care” is cause for denial of issuance or 
renewal, suspension or revocation of 
licenses, or other disciplinary action 
(§12-35-129(1)(w), C.R.S.).  

Ending a relationship with a 
patient must be handled with care. 
Proper notification is essential. These 
are recommendations for content to 
be included in a formal letter notify-
ing the patient that you are removing 
them from your practice:
• Request/advise the patient to seek 

services of another dentist or refer 
the patient to an appropriate subse-
quent treating dentist

• Advise the patient of the reasons 
why you are taking this action of 
termination

• Advise them of any conditions that 
need follow-up and evaluation

• Make yourself available for any true 
dental emergency for the next 30 
days

• Make a copy of the records avail-
able with the appropriate release 
(Rule VII (G). Records may not be 
withheld for past due fees relating to 
dental treatment)

• Send the letter both by registered/
certified mail and first class mail, 
retaining a copy for the patient file

Critical to the proper termination 
process while minimizing risk is the 
ongoing accurate and detailed docu-
mentation.   Dated progress notes 
need to reflect the patient’s treatment, 
pertinent conversations and events 
that led to the decision of dismissing 
the patient from your practice.  

Many times, the question comes up 
about charging the dismissed patient 
for duplication of records.  While it 

is allowed with limitations on what 
can be charged to the patient (Rule 
VIII.  Patient Records in the Custody of 
a Dentist or Dental Hygienist), your de-
cision should consider the possibility 
that charging the patient may escalate 
an already strained doctor-patient 
relationship that might lead to a retal-
iatory claim or complaint.  It may 
well be worth the minor expense to 
minimize the patient’s discontent to 
an already emotional situation.

Conversely, there may be a time 
when the patient terminates you, 
leaves your practice and requests that 
their dental records be given to them 
or transferred to another dentist.  
While this request may imply that 
the doctor-patient relationship is 
now over, it is strongly recommend 
that you follow-up by taking similar 
steps to those used when dismissing a 
patient from your practice.

There is no set template for han-
dling a patient who is leaving your 
practice.  Each situation is unique and 
should be well thought out to avoid 
future negative consequences. n

Information provided by:

The Dentists Professional Liability Trust of 
Colorado, a totally self-insured trust endorsed 
by the Colorado Dental Association and sup-
ported by the contributions paid by the par-
ticipating dentists.  It was formed in 1987 by 
dentists and is managed by a board of member 
dentists representing the CDA component 
societies. The Trust is dedicated to the reduction 
of risk through continuing dental education. It 
is administered by Berkley Risk Services. 

Dismissing a Difficult Patient
from Your Practice

By Randy Kluender, D.D.S., M.S. and Nathan Reynolds, D.D.S.

Risk Management
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Complying with all of the fed-
eral and state wage and hour 
laws is a daunting but neces-

sary task for any employer. However, 
compliance is critical, now more than 
ever.  With the economic downturn, 
there has been a significant increase 
in wage and hour litigation brought 
against employers by both individual 
employees and by groups of employ-
ees in class action lawsuits.  The U.S. 
Department of Labor (DOL) is step-
ping up its enforcement efforts and 
is vigorously pursuing administrative 
remedies against employers. In fact, 
the DOL has 50% more investiga-
tors on staff than it did five years ago.  
Those investigators conduct audits 
of businesses of all types, and may 
impose significant fines, penalties and 
back taxes on employers for compli-
ance errors, even if those errors were 
inadvertent.  In addition, the Colo-
rado State Department of Labor also 
conducts audits and has teamed up 
with the federal DOL to conduct 
some types of wage and hour com-
pliance reviews.

When dealing with some wage and 
hour issues, employers should con-
sult legal counsel.  However, to avoid 
liability, all employers should have a 
basic understanding of both federal 
and state laws applicable to their 
practices.  The Fair Labor Standards 
Act (FLSA) is the federal statute 
governing most issues relating to cat-
egorizing and paying staff.  The FLSA 
sets minimum wage, overtime pay, re-

cordkeeping requirements and youth 
employment standards. Colorado has 
wage and hour laws that are similar, 
but in some instances, they are more 
restrictive.  For example, although 
the federal minimum wage standard 
is set at $7.25 per hour, Colorado has 
recently enacted legislation raising 
the minimum wage for Colorado 
workers to $8.00 per hour, making 
Colorado employers obligated to pay 
the higher wage.

While every employer strives to 
comply with all applicable laws gov-
erning wages, errors are often made 
simply because employers are not 
aware of compliance requirements.  
The following are the six most com-
mon mistakes made by employers:

Mistake #1:  Misclassifying 
Employees as Independent 
Contractors

Incorrectly treating a staff member 
as an independent contractor instead 
of an employee can result in signifi-
cant state and federal tax penalties, 
and may subject your practice to 
additional liabilities for violation of 
state worker’s compensation laws.   

Employers cannot designate a 
worker as an independent contrac-
tor unless that worker meets specific 
criteria.  In general, an independent 
contractor is engaged in a business of 
his/her own, while an employee is 
dependent on the employer’s busi-
ness.  There is no one litmus test used 
by the courts or by the state and fed-
eral agencies to distinguish between 

an employee and an independent 
contractor. The determination of 
independent contractor status is made 
on a case-by-case basis by taking into 
account several factors.

Because the penalties 
for misclassification of 
an employee as an 
independent 
contractor 
can be severe, 
it is advis-
able to have 
your decisions 
reviewed by 
experienced 
employment 
counsel. 

Mistake #2:  
Misclassifying 
an Employee as 
Exempt 

Another common, 
and costly, mistake em-
ployers make is misclassi-
fying an employee as “exempt.” Both 
the FLSA and Colorado law require 
employers to pay all non-exempt 
employees on an hourly basis, and to 
pay overtime at a rate of at least one 
and one half times the regular rate of 
pay for all hours worked in excess of 
40 hours in a workweek.  In contrast, 
exempt employees may be paid on 
a salary basis, and employers are not 
required to pay overtime.  

Although exempt employees are 
not subject to the FLSA requirements 
to pay hourly and to compensate for 

Wage and 
Hourly Traps:

Practice Management

6 Costly Mistakes 
to Avoid
By Judith Holmes, J.D.
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overtime, not every employee may be 
classified as exempt.  For employees 
to qualify for exempt status, their jobs 
must meet the stringent requirements 
of one of the recognized exemptions 
defined by the FLSA and Colorado 
law.  The determining factor is the 
employee’s actual job duties – and 
a lofty-sounding job title alone 
will not be sufficient to qualify for 
exempt-status. Because of the focus 
on job duties, employers often find 
out after a costly audit that their “of-
fice administrator” or their “practice 
manager” does not meet the exempt 
status job duty requirements to 
qualify as “exempt.”

Mistake #3:  Failing to Pay All 
Wages Due

Your first reaction may be to 
disregard this section of the article, 
believing you always pay your em-
ployees appropriately.  However there 
are several landmines that employers 
often do not consider until after an 

employee files a complaint with the 
state or federal DOL.  The following 
are common mistakes:
• Not compensating for all work 

performed “off the clock” by non-
exempt employees.  Preventing a 
violation is more difficult than it 
seems.  For instance, do your non-
exempt employees text co-workers, 
answer emails, or perform other 
job duties after they have clocked 
out for the day?   Do they cover 
the front desk during their lunch 
break?  Do they answer calls, greet 
patients, or enter data in the com-
puter system when they are not 
“on the clock?”  Employees must 
be compensated for all off-the-
clock work, regardless of whether 
or not you authorized it.   

• Not compensating for all work 
required or for jury duty.  Do you 
require your employees to at-
tend staff meetings during their 

lunch breaks?  Are your employees 
required to travel between offices 
during the workday? Do you ask 
them to run errands for you dur-
ing their lunch breaks?   Do you 
require your employees to attend 
meetings or seminars on weekends 
or evenings?  Do you ask them 
to come in early to make coffee 
or open the office?   This type of 
work is probably compensable to 
non-exempt employees.   Did an 
employee serve on a jury?  Did you 
pay them?  How much?  Colorado 
has a statute requiring employers 
to provide some compensation to 
employees for some of their jury 
duty obligations.

• Not compensating employees for 
accrued vacation or PTO. Your pol-
icies must comply with Colorado’s 
wage law concerning accrued time 
off.  Failing to pay accrued vacation 
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time or PTO when employment 
is terminated or for disciplinary 
reasons may subject your practice 
to significant penalties.

• Improperly deducting wages from 
exempt workers’ salaries.  It is 
important to ensure that all exempt 
employees receive their full salary 
for any workweek where they en-
gage in any work, even if the em-
ployee works only an hour.  How-
ever, some deductions from pay 
may be made for personal absences, 
disciplinary suspension, and for the 
first and last week of employment. 

• Improperly allowing employees 
to take “comp time” instead of 
overtime pay.  Sometimes a non-
exempt employee who works 
overtime one week would rather 
be paid with a “comp day” the fol-
lowing week instead of receiving 
overtime pay.  Do you allow this?   
Do you average hours worked over 
a period of more than a week?  If 
so, you may be violating wage and 
hour laws.

Mistake #4: Failing to Comply 
with State and Federal 
Recordkeeping Requirements 

Both the FLSA and Colorado law 
require employers to maintain records 
for each non-exempt worker.  The 
records should include information 
about the employee and data about 
the hours worked and the wages 
earned.  The employer must maintain 
accurate, complete records on each 
employee, such as:
• Full name, address and social secu-

rity number;

• Birth date (if younger than 19), sex 
and occupation;

• Time and day of the week when 
the employee’s workweek begins;

• Hours worked each day, total hours 
worked each workweek, basis on 
which employees are paid (such as 
hourly);

• Regular hourly pay rate, total over-
time earnings for each workweek, 
deductions from paychecks, and 
date payments are made.

In addition, there are both federal 
and state record retention require-
ments. Employers must develop 
procedures for retaining employee 
records and having them available for 
inspection.

Mistake #5:  Failing to 
Recognize Discrimination

If you become the subject of an 
audit by the state or federal DOL, 
would you be able to justify why 
two similarly-situated employees 
are being compensated at different 
rates?  Do you have adequate records 
to prove that the disparity does not 
violate discrimination laws?  Claims 
of unlawful discrimination based on 
pay disparities are on the rise.  It is 
important to have your wage records 
and your compensation policies and 
procedures reviewed and corrected 
before a wage claim is made.

Mistake #6:  Failing to Protect 
Your Practice

This article describes some of the 
many pitfalls practice owners and 
managers face when navigating the 
many state and federal laws relating 
to wage and hour issues.  Investing 
in an audit of your wage and hour 
policies and practices by experienced 
employment counsel is well worth 
the investment.  That preventive 
measure can save you from a costly 
claim made by an employee, and 
can prevent liability for payment of 
back taxes and penalties.  In addition, 
training your staff (and yourself) to 
spot potential problems and respond 
appropriately can go a long way 
toward protecting your practice and 
maximizing your profit.

Tips for Navigating Wage and 
Hour Laws
• If you hire an independent con-

tractor, consider a written contract 
to help establish that the contrac-
tor’s duties meet the requirements 
for that classification.

• Draft accurate, complete job de-
scriptions for every staff position 
in your practice/clinic.  If you are 
audited, the DOL auditor will rely 
in part on those descriptions to 
determine whether your employ-
ees are accurately categorized as 
exempt or non-exempt. 

• Keep accurate, complete payroll 
records.

• Develop procedures to archive 
records to comply with federal and 
state laws.

• Employers must display an official 
poster outlining the provisions 
of the FLSA.  The poster may be 
downloaded from the FLSA web-
site at www.dol.gov.   Required 
Colorado posters may be down-
loaded at www.Colorado.gov.

• Implement a policy requiring em-
ployees to immediately report any 
mistakes or irregularities in their 
paychecks so the errors may be 
corrected promptly. 

• Beware of a recently-enacted 
Colorado law that catches many 
employers by surprise.  Employers 
may not prohibit employees from 
discussing wage information with 
their coworkers or third parties.  If 
your handbook contains such a 
prohibition, it should be deleted.

This article is for informational 
purposes and does not constitute 
legal advice.  n

Judith H. Holmes, J.D., is a practicing at-
torney with law firm of Judith Holmes & As-
sociates, LLC. Contact her at 303-781-6858 
or Judy@JHolmesLaw.com.

TRAPS continued from page 19
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In January 2014, House Bill 14-
1227, the dental Sunset Review 
bill, was introduced for consider-

ation by the state legislature. House 
Bill 14-1227 seeks to update and 
reauthorize the laws that govern the 
practice of dentistry, known as the 
Colorado Dental Practice Law. 

The legislative process for the 
dental Sunset Review began with 
the state Department of Regulatory 
Agencies (DORA) presenting its re-
port on changes that should be made 
to the Dental Practice Laws before 
the House Committee on Health, In-
surance and Environment. The CDA 
has been very active in advocating for 

some additional changes to improve 
dental practice, including: 
• Anesthesia permit updates,

• Mandatory continuing education 
requirements,

• E-prescribing allowances for labo-
ratory work orders,

• Standards for lasers used for dental 
purposes,

• Peer assistance program improve-
ments, and 

• Technical updates to simplify 
readability of the practice act and 
remove outdated terminology.

At this point, the CDA’s prior-
ity recommendations have been 
amended into HB 14-1227, which 
has passed the State House of Rep-
resentatives and continues to work its 
way through the legislative process. 
At the time of publication, the bill is 
currently awaiting a hearing by the 
Senate Health and Human Services 
Committee. The Senate Finance and 
Appropriations committees will also 
hold hearings on the bill before final 
Senate votes.

We will continue to keep dentists 
informed about the bill’s progress and 
ultimate impacts on your practice. n

Legislative 
Update: (updated at the time of publication on March 24, 2014)

Dental Sunset Review
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Amy R. Copeland, D.D.S. & 

Gregory Copeland, D.D.S.

have acquired the practice of

Alvin N. Perlov, D.D.S.

Centennial, Colorado

AFTCO is pleased to have represented 
all parties in this transition.
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You take care of your 
patient’s health, who 
takes care of yours? 

 
 

 

 ● Substance use and mental health concerns impact 
the lives of  Dentists and students of dentistry.  

 ● You have the ability to change your life and the lives 
of others.  

 ● Your referrals can help save the careers of valuable, 
educated health professionals and protect the
patients in your community. 

● Peer Assistance Services has spent 30 years striving 
to improve the lives of those struggling with
substance use and mental health concerns.

 

 

Take the first step…
ask for help.
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Con�dential services funded by license fees.  

www.michaelgilbertlaw.com

Wills •Trusts • Powers of Attorney
Living Wills • Elder Law

mgillaw@msn.com

Introducing the CDA’s new rental facility: The Business Tech Center... 
a high-tech meeting space reinvented...

Thinking about hosting a CE course?  
Need a meeting space for your study club? 

Consider hosting your next event at CDA’s headquarters in the Denver Tech Center!  

 multi-projectors • guest charging stations • video conferencing • video recording • free wireless internet 

www.TheBusinessTechCenter.com
8301 East Prentice Avenue, #400, Greenwood Village, CO 80111 • 303-996-2849
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OPPORTUNITIES WANTED 

Opportunity Wanted:  Interested in full-time associate-
ship.  GPR-trained in sedation, thirds, and implant place-
ment.  Rural and/or urban.  Can offer flexible hours and 
weekends. TRandolphRossDDS@gmail.com.
Opportunity Wanted:  Would you like to add revenue to 
your dental office by offering world class cosmetic/reconstruc-
tive care to your patients and to attract new patients to your of-
fice? If so, I can come to your practice on Fridays and Mondays 
as needed for consults and cases.  Happy to teach successful 
protocol for case acceptance and performing these cases predict-
ably.  Take your practice to the next level.  E-mail your contact 
information and location to smileguy1@hotmail.com to discuss.
Opportunity Wanted: Retired orthodontist in Denver 
metro area seeking part-time work; can also cover vaca-
tions and health issue situations.  I can be reached at 
darbthedog@aol.com.
Opportunity Wanted:  Join the dental implant revolution 
and add revenue to your practice.  Experienced dentist places 
dental implants and sinus lifts/ridge augmentation for those 
cases lacking sufficient bone.  Looking for offices that would 
like to provide in-house dental implant services.  Keep your 
procedures and revenues in your office.  I have placed and 
restored over 2,000 implants and can teach you how to 
restore implants if you have not had experience with it or 
I can help with treatment planning questions that you may 
have. Contact stevennadel@yahoo.com.

Opportunity Wanted:  Experienced general dentist 
seeking part-time associateship.  Extensive skills in oral 
surgery, third molar extractions, molar endo., and all aspects 
of restorative, implant restorative and prosthodontics.  Would 
welcome a permanent opportunity, and would consider a 
buy-in for the right situation.  Willing to travel or relocate.  
Team player.  Contact singingdentist42@gmail.com.

POSITIONS AVAILABLE

DIRECTORS, ASSOCIATES, PARTNERS
Associate: Looking for an associate for one-to-three days/
week.  IV sedation, Dexis, and Cerec Omnicam offered.  
Willingness to work with dentures a must.  Spanish speaking 
not required, but preferred.  New equipment in a newly 
renovated office.  Please e-mail CV to rigbydds@aol.com or 
call 719-596-3939 for more information.
Associate: South metro dental office is seeking an associate 
GP to join our current team. The practice recently moved 
to a brand new 10-chair digital office with state-of-the-art 
equipment.  Specifically looking for newer graduate to work 
directly with experienced general dentist who has been in 
the business for over 15 years.  This office will give you the 
opportunity to continue your education, learn from experi-
enced professionals and build up a patient base without the 
worry of having to manage the day-to-day business aspects 
of running a dental office.  ben.blakeley@willowcreekdds.com.

Associate: Associate, general dentist position available in 
private group practice in Westminster, Colo.  Owner’s goal 
is for long-term position leading to ownership. We have a 
Dawson-based philosophy and have thrived by providing 
quality, comprehensive dentistry and excellent customer 
service in a state-of-the-art facility.  GPR and experience 
in IV sedation, implant surgery and restoration, routine oral 
surgery, occlusal rehabilitation and fixed/removable prosthet-
ics is preferable.  This is an outstanding opportunity for 
income potential and private practice ownership.  For details 
call 720-536-2510 or e-mail drssdg@gmail.com.
Associate: General dentist wanted as full-/part-time associ-
ate in brand-new electronic/digital practice in Pueblo West, 
Colo.  Extensive skills in oral surgery, third molar extractions, 
molar endo. and all aspects of restorative, implant restorative 
and prosthodontics important.  Salaried or percent compen-
sation.  Prefer dr. with one+ years of experience.  Submit 
CV/resume to docheun@hotmail.com.
Associate: Associate for private practice satellite office.  
Two days + applicant must have at least one year family 
practice experience or GPR.  Able to work independently.  
Contact Susan at 303-973-2147 or susan@sastransitions.com.
Associate Leading to Buy-In: Denver, Colo.  (CO 
1235).  Annual revenue $2M, nine ops.  ADS Precise Consul-
tants, 888-909-2545, www.adsprecise.com. 

Classified Ads

Call us

www.adsprecise.com

• Practice Sales Since 1986

• Practice Appraisals

• Partnerships

• Transition Planning

• Dental Building Sales

• Buy Ins/Buy Outs

Peter
Mirabito

DDS, FAGD

Jed
Esposito
MBA, CVA

888.886.6790

All ADS companies are independently owned and operated
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“Practice Transitions
Made Perfect”

Knowledge    Experience    Credentials
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Associate:Colorado Springs, Colo. We have three practices 
that have associate positions available. Please contact Kyle 
Francis, Professional Transition Strategies, at 719-459-1021. 
Associate Leading to Buy-In: Must have three years or 
more in clinical dentistry, be experienced with scheduling 
and producing out of multiple locations. Candidates with 
experience in a strong geriatric presence will be given first 
consideration. Contact Kyle Francis, Professional Transition 
Strategies, 719-459-1021.
Associateship Leading to Partnership:  Littleton, 
Colo.  Premier pediatric-dental-orthodontic specialty 
practice is seeking a skilled and caring general dentist for 
associateship leading to partnership.  Large, up-to-date facil-
ity and an experienced, multi-skilled team.  High growth 
potential with a strong ability for internal referrals.  This is 
an exceptional opportunity!  Please reply in confidence with 
your objectives, curriculum vitae and written goals to: The 
Sletten Group, Inc. by phone at 303-699-0990, fax at 303-
699-4863 or e-mail at pam@lifetransitions.com. 
Associate: Associate needed for a group practice in central 
Denver, Colo.  Established practice drawing 100+ new 
patients per month.  Experience or GPR preferred.  Send 
resume to colodds@aol.com.
Associate: The Springs Modern Dentistry in Colorado 
Springs, Colo. has an exciting full-time associate opportunity 
to join their team!  The dentists in this beautiful practice 
treat a PPO/FFS (no Medicaid) patient base with a variety 
of dental needs.  This state-of-the-art office is fully equipped 
with Cerec Omnicam, intraoral cameras, soft tissue lasers, 
and digital charts/x-rays.  Great work environment with an 
emphasis on quality versus quantity while building long-
term patient relationships.  Lucrative compensation package 
with partnership potential, full benefits, malpractice insur-
ance, CE, and lab fees covered. Monday-Friday hours and 
great lifestyle balance.  To learn more, please e-mail cookt@
pacden.com.

Associates: Pacific Dental Services and its supported 
owner dentists have exciting associateship opportunities in 
Boulder, Denver metro, Highlands Ranch, Loveland and 
Colorado Springs, Colo.  Practices are uniquely named (i.e. 
Cherry Creek Modern Dentistry) and owned by general 
dentists who make all clinical decisions in a traditional, 
private-practice setting while PDS provides the business 
support services.  Associates see 12 to 13 patients a day in a 
PPO/FFS setting (no Medicaid).  Practices are state-of-the-
art, fully digital, and equipped with Cerec CAD/CAM 4.0, 
lasers, and intraoral cameras.  Focus on quality, long-lasting 
dentistry with a career path to ownership and emphasis 
on continued learning.  Exciting comp. package with full 
benefits, CE, malpractice insurance and partnership/owner-
ship opportunities.  To learn more, please visit www.jobs.
pacificdentalservices.com or e-mail cookt@pacden.com for 
more information.

DENTISTS:
Dentist:  Immediate opportunity in Wheat Ridge, Colo.  
Midwest Dental is seeking a full-time dentist to join our 
long standing, fee-for-service practice.  We offer the op-
portunity to lead your own clinical team while shedding the 
administrative and financial burdens.  Our philosophy of pre-
serving and supporting the traditional private practice setting 
provides a great work-life balance, excellent compensation 
and benefits, and unlimited opportunity for professional 
development.  If you possess a passion for providing quality 
care and are looking for a rewarding practice opportunity in 
Wheat Ridge, please contact Derek Lindholm at 715-577-
4551 or e-mail dlindholm@midwest-dental.com.  Visit our 
Website at: www.mountaindental.com. 
Dentist:  As of April 1, our friendly small town GP dental 
clinic is looking to hire a dentist for two-to-three days/
week.  Temporary or permanent position.  Practice consists 
of three ops. and is located in Pagosa Springs, Colo.  Our 
dental services consist of some pediatric and geriatric care.  

No endo.  Awesome place to work!  Explore mountains, 
lakes and relaxed country living.  To inquire please forward 
CV to sanjuandental@centurytel.net.
Dentist:  Full-time dentist needed at Salud Family Health 
Centers in Commerce City, Colo.  Performs professional 
dental care in the diagnosis and treatment of patients and as-
sists the director in developing and implementing the dental 
program.  D.D.S. or D.M.D.  Possession of a valid current 
license to practice dentistry in the state of Colo.  Bilingual 
(English/Spanish) preferred.  Sensitivity to low income and 
ethnic minority community a must.  Salary range: $100,000-
$120,000 based on experience.  To apply please submit an 
online application at www.saludclinic.org or e-mail resume to 
epoulson@saludclinic.org.
Endodontist:  Part-time, four days a month traveling to 
Aurora and Highlands Ranch, Colo. Bright Now! Dental 
affiliated offices.  This opportunity offers the safety and 
security of a large group practice with a robust patient 
base.  The offices have fantastic potential to do a substantial 
amount of production. The professional staff allows a doctor 
to focus solely on dentistry.  Please submit your resume to 
www.jobs.smilebrands.com/careers or e-mail your resume to 
sherrie.dean@smilebrands.com.  Benefits include a 401(k) and 
malpractice insurance.  Equal Opportunity Employer.   
Dentist:   Full-time Highlands Ranch Bright Now! Dental 
affiliated office.  Prefer two years experience, requires ability to 
do molar endo. and surgical extractions.  This office has fantas-
tic potential to do a substantial amount of production with a 
large patient base.  Please visit our Website at www.smilebrands.
com/careers or e-mail your resume to sherrie.dean@smilebrands.
com.  A comprehensive benefits package is offered for full-time 
positions, which includes: medical, vision, life insurance, 401k, 
malpractice insurance and in-house CE opportunities.  Equal 
Opportunity Employer.

CLASSIFIEDS continues on page 26

“
”

The practice brokerage business is essentially transactional. Our mission is to go further, to be TRANSFORMATIONAL for our 
clients and in the industry.  Beyond adding value to our services, we understand that success isn’t just about what you 
accomplish in your life, it’s about what you inspire others to do with their lives.

Larry Chatterley (Founding Broker)

info@ctc-associates.com         303-795-8800         www.ctc-associates.com

CTC Associates
Practice Transition Specialists

TRANSFORMATIONAL
As Dental Practice Transition Consultants, we are more than TRANSACTIONAL, we are

Appraisals

Practice Sales

Buy-Ins or Buy-Outs

Buyer Representation

Post-Transition Coaching

Start-Up Coaching

Associateships

Candidate Matching

Negotiations/Mediation

Practice Management
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Dentist: Louisville, Colo.  General family practice looking 
for an associate. 15-year-old practice in great location with 
long-tenured staff and patient base.  Must have GPR and 
prefer two+ years of private practice experience. Three-
to-four days/week starting June 1. Please e-mail CV to 
izzydds@yahoo.com. 
Dentist:  General dentist needed in a dynamic and rapidly 
growing group practice in the Phoenix, Ariz. and Denver, 
Colo. markets.  Practice in a state-of-the-art facility alongside 
highly productive staff.  Our docs earn in the top 5% of 
the industry.  Spanish speaking is highly desired and will be 
given greater preference.  Dentists with experience preferred 
but new graduates are welcome.  To apply, go to www.
joinrisas.com.
Dentist:  Non-profit looking for part-time dentist to join 
our team.  Two-to-three days per week, position may lead to 
full-time opportunity.  Prefer two years of experience with 
active license, requires ability to do molar endo. and surgical 
extractions.  Ideal candidate should be a leader, team player 
and a self-starter.  Interested candidates, please e-mail your 
resume to a.salazar@howarddental.org. Equal Opportunity 
Employer.
Part-Time Dentist:  A privately owned dental office in 
Erie, Colo. is looking for a dentist to work Thursdays and 
Fridays to be part of our team.  This is commission based, 
part-time employment with a one-year minimum contract.  
Applicants must have great communication, patient educa-
tion, and team leader skills.  We have a great family practice 
and need someone to help continue the excellent care we 
provide.  Please submit your resume and contact information 
to coloradofamilydentist@yahoo.com.
Dentist:  Seeking established professional who is team-
oriented and can create a positive and productive work en-
vironment.  Competitive compensation and benefits offered.  
Please send your resume to ddssearch2013@gmail.com. 
Dentist: Exciting opportunity! Part-time dentist needed 
two days a week. May lead to full-time at a later date. Call 
Dr. Deloian at 303-814-9541.
Endodontist: Perfect Teeth is looking for a part time (two-
to-three days/week) endodontist in Colorado Springs, Colo.  
Minimum monthly guarantee or production, great benefits, 
no Medicaid.  Call to see why providers from other groups 
are choosing to join Perfect Teeth.  Call Kevin at 303-285-
6030 or e-mail ksauer@perfectteeth.com. 
Oral Surgeon: Perfect Teeth is looking for a full-time 
OMFS to work in our Broomfield, Colo. office and a 
full-time OMFS to work in our Vantage Dental Implant 

Center in metro Denver.  Minimum monthly guarantee or 
production, current numbers indicate that an oral surgeon 
should exceed $400,000/year.  Great benefits, no Medicaid.  
Call to see why providers from other groups are choosing 
to join Perfect Teeth.  Call Kevin at 303-285-6030 or e-mail 
ksauer@perfectteeth.com.
Dentists: Perfect Teeth is looking for full-time dentists to 
join our team in Denver, Colorado Springs and Northern 
Colo.  Enjoy a work/life balance and autonomy not seen 
in most groups in Colo.  We offer a minimum monthly guar-
antee, great benefits, and no Medicaid.  Most offices have 
one GP.  Call to see why providers from other groups are 
choosing to join Perfect Teeth.  Call Kevin at 303-285-6030 
or e-mail ksauer@perfectteeth.com.
Orthodontist:  Part-time position available working for 
an exceptional non-profit organization, www.dentalaid.org in 
Boulder, Colo.  Opportunity to work with a group of pedi-
atric and general dentists providing care to the uninsured and 
underserved. Compensation is per diem based on experience 
and qualifications. Please contact:  Dr. Steven Markowitz, 
director of orthodontics at Dental Aid, at drjaws@qwest.net.
Dentist:  Dentist needed for overflow patients in Cherry 
Creek North. First class, state-of-the-art facility is looking 
to add to dental staff.  We are in need of an additional GP 
dentist to help with the overflow of patients!  A dentist with 
extensive experience in crowns, dentures and operative 
procedures is what we are looking for.  We will be asking 
for a minimum two year commitment.  Looking to fill Fri. 
afternoons noon to 5:00 p.m. and all day Wed.  We are look-
ing to build and promote our general practice even bigger 
than it currently is.  Please respond with your CVs/resumes 
to kela@1stavenuedental.com. 
Dentist:  Looking for a bilingual English/Spanish dentist 
to work Sat. in Lone Tree, Colo.  Please e-mail your resume 
to pbelldds@gmail.com.  Future opportunity for full-time/
ownership available for the right dentist.
Dentist:  Private practice in Glenwood Springs, Colo. seek-
ing a well-trained dentist for maternity leave May 26 to June 
20 for two-to-three days a week. Great team and facility. 
Please send CV and cover letter to karenurnise@gmail.com or 
call 970-510-0616 for further details.
Dentist:  Full-time position available in Craig, Colo.  Enjoy 
outdoor recreation, skiing, hunting, fishing in the beautiful 
Yampa Valley.  Candidate must be comfortable and proficient 
with molar endo. and oral surgery.  Excellent compensation 
and benefit package.  Contact nwcd@optimum.net.
Orthodontist: Commerce City, Colo. Bilingual Spanish/
English a plus. All digital x-rays including pan/ceph. Call 
Todd, 303-809-0674.

Periodontist:  Associate needed for one-to-two days per 
week to partner with a second periodontist in Colorado 
Springs.  Current periodontist is booked out three months 
and averaging $5,000/day.  Flexible on scheduling.  Please 
call A.J. at 412-337-5254 or aj.peak@gmail.com.
Endodontist: Associate needed for part-time or full-time 
to handle the referral volume from multiple group practices 
within the Colorado Springs, Colo. region.  Ownership 
opportunities exist.  Pay is very competitive and flexible 
schedule is available.  Please call A.J. at 412-337-5254 or 
aj.peak@gmail.com.
Dentist: Colorado Springs, Colo.  Seeking a full-time 
dentist with one+ years of experience to join state-of-the-
art general and specialty practice.  Large existing patient base, 
averaging 150+ new patients per month.  Competitive pay, 
benefits and equity buy-in opportunities.  A.J. Peak, 412-
337-5254, aj.peak@gmail.com.
Dentist:  Full-/part-time dental position for GP or pediat-
ric dentist at an award-winning private pediatric dental of-
fice.  A caring person who has a commitment to excellence 
is needed.  Practice located in Oklahoma City.  Please send 
CV to childrensdentalposition@yahoo.com, attn: Joel.
Dentist: Seeking a clinical dentist responsible for providing 
service within the scope of general dentistry to patients of 
Pueblo Community College Dental Assisting clinic.  This 
ongoing hourly position will supervise clinical staff to ensure 
compliance with Colorado and national dental practice acts. 
Qualifications: must be a graduate of an accredited dental 
school and licensed to practice dentistry in the state of Colo-
rado.  Contact Janet Trujillo at Janet.Trujillo@pueblocc.edu. Or 
Karen Ramos at Karen.Ramos@pueblocc.edu.

HYGIENISTS/ASSISTANTS/OTHER
Hygienist:  Hygienist needed for growing non-profit 
dental clinic in Steamboat Springs, Colo.  Please contact 
nwcd@optimum.net.
Hygienist:  Full-time dental hygienist needed at Salud 
Family Health Centers in Commerce City, Colo.  Performs 
professional dental care in the field of dental hygiene includ-
ing all related clinical procedures.  Has broad responsibilities 
for clinical and community dental health education activi-
ties.  Possession of a RDH in the state of Colo.  Bilingual 
(English/Spanish) preferred.  Sensitivity to low income and 
ethnic minority community a must.  Salary range: $57,000 
- $67,000 based on experience.  To apply please submit an 
online application at www.saludclinic.org or e-mail resume to 
epoulson@saludclinic.org.

CLASSIFIEDS continued from page 25

•	 Transition	Planning
•	 Mergers	and	Acquisitions
•	 Practice	Appraisals	and	Valuations
•	 Buyer	and	Seller	Representation
•	 Associate	Search
•	 Assistance	in	Securing	Financing
•	 Detail	Practice	Evaluation

Over 90 years of  Dental Experience 

Robert B. Deloian, D.D.S. 
303-814-9541

Ty Pechek, D.D.S. 
719-821-2237

Kyle Francis, M.B.A. 
719-459-1021

•	 Feasibility	Proforma	to	Determine		
Associate	or	Purchase	Buy	In

•	 Practice	Comparison	Surveys
	 -	Practice	Management
	 -	Practice	Marketing
•	 Operation	Reviews

www.professionaltransition.com
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PRACTICES FOR SALE 

Practice:  Come up to the mountain.   Unique practice 
offering all phases of general dentistry with a heavy emphasis 
on “same day” removable prosthetics.  Four fully equipped 
operatories plus three additional operatories dedicated to re-
movable.  The on-site laboratory offers four tech stations and 
a porcelain room.  Most equipment is new or newer.  Cur-
rently operating four days per week with part-time associate.  
Solid dental and laboratory staff.  This 2,800 sq. ft. facility 
is located in a five-year-old medical building in southwest 
Colorado Springs, Colo. near the Broadmoor.  This is not 
your typical practice and can accommodate partnerships, 
group practices or sole proprietor.  Appraisal is $633,000.  
Negotiable terms.  Retirement or transition.  Contact  Julie 
Rush at 719-597-7979 or rushjulie@gmail.com.
Practice:  Southern Colo.  University town. Good hik-
ing, skiing and other outdoor opportunities.  Established 
comprehensive care practice.  Esthetic office.  Quality patient 
base.  Limited insurance participation.  Four ops.  Contact 
stesch@gojade.org or 719-588-9096.
Thinking of Transitioning?  Jerry and Tyler Weston will 
meet with you personally to discuss the transition of your 
dental practice.  We will explore your options considering 
preparation, valuation, representation and timing of the sale at 
no cost to you.  Call Jerry and Tyler Weston, 303-526-0448, 
Professional Marketing and Appraisal.  For a full prospectus 
and photos of our listings, please visit www.dental-trans.com.
Practice:  New!  Littleton, Colo.  Great location off of a 
busy intersection.  Great two day or starter practice.  Call 
Jerry and Tyler Weston at 303-526-0448, pma0448@yahoo.
com, www.dental-trans.com.
Practice: New!  Lakewood, Colo.  Three ops.  Retiring 
dentist.  Near Bel-Mar.   Call Jerry and Tyler Weston at 303-
526-0448, pma0448@yahoo.com, www.dental-trans.com.

Practice: New!  Cherry Creek, Colo.  Pedo. practice.  Four 
ops.  Excellent opportunity.  Call Jerry and Tyler Weston at 
303-526-0448, pma0448@yahoo.com, www.dental-trans.com.
Practice: Durango, Colo.  Great location with an incredible 
facility.  Five beautiful ops., collecting $950,000 with poten-
tial for growth!  8,000 active patients.  Digital!  Contact Jerry 
and Tyler Weston at 303-526-0448, pma0448@yahoo.com, 
www.dental-trans.com.
Practice:  Steamboat Springs, Colo.  Ski to work!  Four 
beautiful ops.  Collecting $550,000 with great potential!  
$200,000 in profit!  Contact Jerry and Tyler Weston at 303-
526-0448, pma0448@yahoo.com, www.dental-trans.com.
Practice:  Lakewood, Colo.  Three ops.  Nicely equipped.  
Part-time office collecting $300,000.  Price: $165,000.  Con-
tact Jerry and Tyler Weston at 303-526-0448, pma0448@
yahoo.com, www.dental-trans.com.
Practice:  Southwest Colo.  Great satellite office.  $80,000 
profit on 52 days a year!  Contact Jerry and Tyler Weston at 
303-526-0448, pma0448@yahoo.com, www.dental-trans.com.
Practice:  Colorado Springs, Colo.  Four ops.  Located near 
UCCS campus.  Collecting $450,000.  Contact Jerry and 
Tyler Weston at 303-526-0448, pma0448@yahoo.com, www.
dental-trans.com.
Practice:  Commerce City, Colo.  Brand new equip-
ment!  Five ops.  This is the best looking practice in 
Colorado!  Contact Jerry and Tyler Weston at 303-526-0448, 
pma0448@yahoo.com, www.dental-trans.com.
Practice:  Woodland Park, Colo.  Motivated seller.  Will sell 
practice and building together at a deep discount!  Four ops., 
collecting $340,000 on three days.  Great potential.  Contact 
Jerry and Tyler Weston at 303-526-0448, pma0448@yahoo.
com, www.dental-trans.com.
Dental Practice Sales – Sold, Sold, Big or Small I Sell 
Them All! Direct sales, buyer representation, associate buy-
outs, associate to partners!  Confidential communications!  

Susan, 303-973-2147 or susan@sastransitions.com.  SAS 
Dental Practice Brokers, www.sastransitions.com. 
Practice: Denver, Colo.  Collecting $700,000+ with low 
overhead.  Owner retiring and will sell June 2014.  Real 
estate for sale with practice.  Loyal staff and patients.  Refers 
out most endo., OS, implants and perio.  Great growth and 
longevity.  Susan, 303-973-2147 or susan@sastransitions.com.  
SAS Dental Practice Brokers, www.sastransitions.com.
Practice: Colorado Springs, Colo.  Collecting $1M.  Fee-
for-service, general practice offering composite, ceramic and 
gold restorative care with no amalgam.  Highly trained staff.  
Modern high-tech facility with excellent equipment and po-
tential for growth.  Motivated seller!  Susan, 303-973-2147 
or susan@sastransitions.com.  SAS Dental Practice Brokers, 
www.sastransitions.com.
Pediatric Practice:  Denver, Colo.  Excellent location.  
Smaller practice with high growth potential.  Custom 
architect designed office space.  Staff willing to stay on with 
transition.  Owner retiring.  Perfect satellite!  Susan, 303-
973-2147 or susan@sastransitions.com.  SAS Dental Practice 
Brokers, www.sastransitions.com.
Practice:  Lakewood, Colo.  Owner retiring and seeking 
qualified GP to take patients forward.  350 active patients.  
Susan, 303-973-2147 or susan@sastransitions.com.  SAS 
Dental Practice Brokers, www.sastransitions.com.
Endodontic Practice:  Southwest Colo.  Owner retiring!  
Dental community seeking quality endodontist!  Reputation 
makes the difference!    Susan, 303-973-2147 or susan@
sastransitions.com.  SAS Dental Practice Brokers, www.
sastransitions.com.
Periodontal Practice:  Colo.  Exceptional reputation and 
referrals!  Owner is retiring.  Excellent location in the com-
munity with a smooth transition.  New computer software 

CLASSIFIEDS continues on page 28

COMPREHENSIVE

CONFIDENTIAL • CARING

Hire a broker 
you can trust!

CALL ME TODAY AT 303.973.2147 OR VISIT ME AT RMDC BOOTH #231
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to work for you!

www.sastransitions.com
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and equipment.  Don’t miss this opportunity!  Susan, 303-
973-2147 or susan@sastransitions.com.  SAS Dental Practice 
Brokers, www.sastransitions.com.
Oral Surgery Practice: Colo.  State-of-the-art facility 
and location!  Perfect opportunity for implant center.  Good 
referral base with growth potential.  Live and work in one 
of the most desirable locations in Colo.  This won’t last long!  
Susan, 303-973-2147 or susan@sastransitions.com.  SAS 
Dental Practice Brokers, www.sastransitions.com. 
Practice: General dentistry practices in Monte Vista, Colo. 
18 miles from Alamosa, great outdoor opportunities. Ideal 
area for practice growth. Motivated sellers. Contact Dr. Tyson 
Pechek, Professional Transition Strategies, 719-821-2237. 
Practice: Southeast Denver. Producing $450,000, 2,850 
active patients, not doing endo., perio., ortho. or implants. 
Great room for growth. Also great location to merge another 
existing practice. Owner motivated. Call Dr. Robert B. De-
loian, Professional Transition Strategies at 303-814-9541. 
Practice: South East Colorado general dentistry. Very busy 
recently renovated practice with great potential for growth. 
Current production $1M plus per year. Excellent opportu-
nity. Contact Kyle Francis, Professional Transition Strategies, 
719-459-1021. 
Practice: Boulder/Broomfield, Colo. Excellent satellite or 
start-up practice. 300 active patients with 25 new patients 
per month. Producing $145,000/ year on one day a week. 
Great potential for growth. Contact Dr. Robert B. Deloian, 
Professional Transition Strategies, 303-814-9541. 
Transition Services with CTC Associates: For 
more information on how to sell your practice or bring 
in an associate, or for information on buying a practice or 

associating before a buy-in or buy-out, please contact Larry 
Chatterley and Susannah Hazelrigg at 303-795-8800 or visit 
our Website for practice transition information and current 
practice opportunities, www.ctc-associates.com.
Practices:  General practices for sale with CTC Associates.  
Practice listings along the Front Range in Denver (Cherry 
Creek), Lakewood, Aurora, Littleton, Colorado Springs, 
Lamar and Fort Collins.  Additional opportunities in several 
smaller mountain towns in the southwest, west and central 
parts of the state.  We also have opportunities in New Mexico, 
Utah, Idaho, Alaska and Hawaii.  For a summary of each cur-
rent practice opportunity, go to www.ctc-associates.com or call 
Larry Chatterley and Susannah Hazelrigg at 303-795-8800.
Ortho. Practice:  Ortho. practice for sale with CTC 
Associates.  New, beautiful high-tech spacious orthodontic 
practice for sale in Colorado Springs, Colo.  This practice 
offers private consultation room, large imaging room, five 
operatories, digital imaging and paperless charts, with plenty 
of room to expand.  Contact Marie Chatterley with CTC 
Associates at 303-249-0611 or marie@ctc-associates.com.
OMS Practice:  West mountains, near Vail/Aspen, Colo.   
(CO 1350)  Annual revenues $755,000, three ops., 1,260 sq. 
ft., dr. retiring.  Available 2015.  ADS Precise Consultants, 
888-909-2545, www.adsprecise.com.
Practice:  Metro Denver.  (CO 1407)  Annual revenues 
$255,000, three ops., one hygeine room, dr. retiring.  ADS 
Precise Consultants, 888-909-2545, www.adsprecise.com.
Practice:  Aurora, Colo.  (CO 1405)  Annual revenues 
$550,000, six ops., 2,672 sq. ft., dr. relocating out of state.  
ADS Precise Consultants, 888-909-2545, www.adsprecise.com.
Practice:  Mountain resort, Colo.  (CO 1341)  Annual 
revenues $667,000, four ops., building may be for sale, dr. 
retiring.  ADS Precise Consultants, 888-909-2545, www.
adsprecise.com.

Practice:  Metro Denver.  (CO 1404)  Annual revenues 
$1.2M, six ops., dr. retiring.  ADS Precise Consultants, 888-
909-2545, www.adsprecise.com.
Practice:  Southern Front Range, Colo.  (CO 1322)  An-
nual revenues $230,000, three ops., dr. retiring.  ADS Precise 
Consultants, 888-909-2545, www.adsprecise.com.
Ortho. Practice: Arvada, Colo.  (CO 1301)  Five chair-
open bay plus two chairs, $512,000, dr. retiring.  ADS Precise 
Consultants, 888-909-2545, www.adsprecise.com.
Practice: Parker, Colo.  (CO 1226)  Price $65,000, gross 
$148,000, one op. + one not equipped, 750 sq. ft.  ADS 
Precise Consultants, 888-909-2545, www.adsprecise.com.
Practice:  Aurora, Colo.  (CO 1349)  Annual revenues 
$650,000, five ops.  ADS Precise Consultants, 888-909-2545, 
www.adsprecise.com.
Practice:  Northeast, Colo.  (CO 1327)  Annual revenues 
$599,000, three ops., Mon.-Thur., 8:30 a.m. to 5 p.m., Fri. 8 
a.m. to noon (no pts.), dr. retiring.  ADS Precise Consultants, 
888-909-2545, www.adsprecise.com.
Endo. Practice:  Metro Denver.  (CO1239)  ADS Precise 
Consultants, 888-909-2545, www.adsprecise.com.
TMJ/Sleep/Pain Management Practice:  Front 
Range, Colo.  (CO 1406)  Annual revenues $600,000, three 
ops., 1,800 sq. ft., dr. retiring.  ADS Precise Consultants, 888-
909-2545, www.adsprecise.com.
Practice: Aurora, Colo.  (CO 1333).  Annual revenue 
$878,000, six ops., five days/week, two drs., one will work 
back until 8-15-14.  ADS Precise Consultants, 888-909-
2545, www.adsprecise.com.
Practice: South central mountains.  (CO 1326).  Price 
$27,000.  Annual revenues $83,000, one op., two days/week.  
ADS Precise Consultants, 888-909-2545, www.adsprecise.com.

CLASSIFIEDS continued from page 27

PROFESSIONAL MARKETING AND APPRAISAL
“specializing in professional practice sales and appraisal"

Buying or Selling a Dental Practice

The demand for successful dental practices is at an all time high, and We at 
PROFESSIONAL MARKETING & APPRAISAL are working daily with qualified buyers!

If you are thinking of retiring, moving, or a career change we will counsel you as to the fair 
market value of your practice at NO COST TO YOU. We will discuss our TIME TESTED 
strategies for a seamless transition. We will explore your options 
and take into consideration your personal and professional 
needs in a private and confidential manner.

Jerry Weston, MBA - Tyler Weston, Broker
(303) 526-0448 - 1-800-632-7155 - dentaltrans.com

jerry@dentaltrans.com - tyler@dentaltrans.com

25 Years Colorado Dental Transition Experience
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Practice: Northwest, Colo.  (CO 1321).  Annual revenue 
$688,000, four ops., four days/week, 1,500 sq. ft.  ADS Pre-
cise Consultants, 888-909-2545, www.adsprecise.com.
Practice: Fort Collins, Colo. area (CO 1220).  Annual 
revenue $1.15M, 2,100 sq. ft., four ops., Mon., Tues., Wed. 
from 8:00 a.m. to 5:00 p.m., Thurs. 8:00 a.m. to 7:00 p.m., 
Fri. from 8:00 a.m. to 2:00 p.m.  ADS Precise Consultants, 
888-909-2545, www.adsprecise.com.
Practice: Arvada, Colo. (CO 1123).  Annual revenue 
$135,000, three ops.  ADS Precise Consultants, 888-909-
2545, www.adsprecise.com.
Practice: Southcentral Colo. (CO 0935).  Annual revenue 
$480,000, three ops.  ADS Precise Consultants, 888-909-
2545, www.adsprecise.com.
Practice:  Summit County, Colo.  (CO 1403).  Annual 
revenues $722,000, two ops., Mon.–Thurs. 8:00 a.m. to 5:00 
p.m., dr. retiring.  ADS Precise Consultants, 888-909-2545, 
www.adsprecise.com.
Practice: Northern Wyo. (WY 1236).  Annual revenue 
$759,000, five ops, 3,150 sq. ft., state-of-the-art building, 
dr. retiring.  ADS Precise Consultants, 888-909-2545, www.
adsprecise.com.
Practice: Denver western suburbs.  (CO1224).  Annual 
revenue $323,000, three ops., four days/week.  ADS Precise 
Consultants, 888-909-2545, www.adsprecise.com.
Selling Your Dental Practice or Looking to Pur-
chase a Practice?  Henry Schein Professional Practice 
Transitions can help with the process from appraisal to clos-
ing. Please contact licensed practice broker Craig Gibowicz 
at 303-550-0842 or craig.gibowicz@henryschein.com for more 
info. 
Practice:  South Denver practice – must sell.  Over 300 ac-
tive patients and five ops.  $150,000 gross production.  Great 
location.  All offers being considered.  Practice only worked 
a few days/month.  Opportunity to grow.  Contact Craig.
Gibowicz@henryschein.com, 303-550-0842.  #CO100. 
Practice:  Western slope/mountains, Colo.  Great estab-
lished practice.  Beautiful Colo. mountain town.  Three ops.  
Digital sensors, PracticeWorks.  Owner retiring and staying 
in town.  Strong cash flow.  Opportunity to buy  building 
or lease.  Revenues $641,000.  Contact Craig.Gibowicz@
henryschein.com, 303-550-0842.  #CO101.
Practice: General practice in southwest Colorado near the 
San Juan Mountains. Skiing, fly fishing, hunting or hiking, 
it’s all here. Experience four season weather and all-year-
round activities. Be a part of a community where you can 
truly make a difference. This is a fully equipped established 
practice collecting $600,000 and a turnkey operation ready 
to be taken to the next level or maintain existing level of 
service. Sales price that won’t last long is $349,000. E-mail 
all inquiries to t1h2oyd3@yahoo.com. Your new life in the 
mountains awaits.
Practice: Pinetop, Ariz.  Near ski area, production 
$450,000, office is 2,000 sq. ft., six ops., electronic  x-rays, 
$125,000.  Call 928-205-8357 or e-mail mountaindental1@
hotmail.com.

SPACE AVAILABLE

Space Sharing:  I am a dentist looking for an orthodon-
tist, general dentist or specialist to open your own full- or 
part-time practices in a historic building in SW Denver.  
This area, with a strong, dense population, is severely defi-
cient in providers of dental care treatment.  Space is in plan-
ning stage.  Contact Dr. Richard Landy at 303-740-8142 or  
buckhornranch@comcast.net. 
Space Sharing:  General dentist located in east Centen-
nial, Colo. is offering a space sharing opportunity for a 
general dentist or specialist.  Seven operatories, state-of-
the-art equipment, great location.  To inquire please contact 
303-801-8148 or gr8gjsmiles@gmail.com. 
Space Sharing:  General dentist office in Aurora, Colo. 
looking to share space with an orthodontist.  New, modern 
office with six chairs available.  Fully digital office in a busy 

location.  Days are negotiable.  Would be great for a satellite 
office wanting a flexible lease.  Please call William at 816-
651-7743 or e-mail at widraz14@hotmail.com.
Space Sharing: Beautiful dental office overlooking the 
High Line canal.  One-to-four chairs available, one-to-five 
days a week.  Great for a specialist looking for a satellite 
office or a new GP needing a flexible lease.  Please call 303-
885-3161 or e-mail ronesdental@comcast.net. 
Space Sharing:  Space to share with specialty office in 
high profile dental/medical building in Highlands Ranch/
Littleton, Colo.  Contact danceattack73@hotmail.com.
Space Sharing:  Space sharing opportunity in newer 
high-tech office near Quincy and Parker overlooking Cher-
ry Creek reservoir.  Open to arrangements with specialist or 
GP.  Digital x-rays.  Five ops.  Phone 303-693-7330.
Space Sharing:  Space share in GP office in Aurora, Colo.  
Six treatment rooms, fully-equipped with latest ergonomic 
concept, administration support, fully digital office, pleasant 
professional location.  Call 303-369-1069.
Office Space:  Ready to move into, Cherry Creek, 
Colo.  Centralized dental equipment, two suites available 
immediately.  1,200 sq. ft.  Corner suite with great windows.  
Main floor entry.  Rates from $20 to $25, full service. 1,200 
to 2,000 sq. ft., second floor, main entry access.  Garage 
parking for doctor.  Plentiful visitor/patient parking.  Walk 
to shopping and restaurants.  Call today, Mary Brewer, 303-
830-2064 or e-mail Mary@nbr-services.com.
Office Space:  Prime downtown Denver dental office 
space with three fully equipped operatories available to 
sublet now through April 2016 with potential assignment of 
lease afterwards.  Great for specialist satellite location or for 
office relocation.  1,450 sq. ft. plus common space includ-
ing storage and access to digital pan.  Building has gated 
patient and employee parking.  Call 303-503-3710 or e-mail 
drtom@lododentist.com. 
Office Space:  For lease, Thornton Colo. specialty dental 
office on 120th Ave.  2,641 sq. ft., includes five operatories, 
lounge, consultation and more.  Includes some equipment.  
For details contact Gary at 303-469-2020 or ggiglio@ccim.
net. The Augustin Companies, Inc.
Office Space:  North Colorado Springs, Colo.  2,284 
sq. ft., four windowed ops., north academy signage, consult 
room, dr. office, mgr. office, staff break room, separate pa-
tient/staff lavatories and entrance.  Sterile prep room, plaster 
room, handicap access, next to Red Lobster, no NNN, avail-
able immediately.  Dr. Nicholas Sol, 719-635-7700, drsol@
thewalkingclinic.com, ProfessionalOfficeProperties.com.
Office Space:  Prime Loveland, Colo. location for lease.  
2,245 sq. ft., four ops., sterilization room, lab, private office, 
admin. room, excellent parking and accessibility. Available 
March 1, 2014.  Please call 970-593-8956.
Office Space: Prime Boulder, Colo. location.  Best first 
floor suite.  Four operatories, lab, x-ray, reception, admin. and 
well-known dental building.  1,653 sq. ft.  Call Janine 303-
931-2020 or janine@cpgcolorado.com.

Office Space: Lafayette, Colo. Beautiful turn-key, 1,498 
sq. ft. dental suite in “class A” building next to Community 
Medical Center on South Boulder Road.  Plenty of parking 
and excellent lease terms.  Ready to move in!  994 sq. ft. 
suite also available.  Call David, 303-838-0683.
Office Space:  For lease, 1,200 sq. ft. in Ft Collins, Colo.  
Three ops., lab, private office, reception, shared lobby, and 
excellent parking.  Available May 1, 2013.  Call Jodi at 970-
223-7567 or e-mail drake2627@drakepark.net.
Office Space:  2,500 sq. ft. in west Denver dental special-
ists building.  41st and Kipling St.  Pediatric dentist or 
prosthodontist.  Please call 303-232-3443 with questions.
Office Space:  Second generation dental space available 
with premier visibility and access from south Broadway, near 
Littleton hospital.  48,000 cars per day will see your sign!  
Call Patricia at 303-830-1444 x301.

FOR SALE 

For Sale:  Degussa-Ney Centurion Q50 porcelain 
furnace.  50 user programs.  1204 C (2200 F) maximum 50 
C (122 F) minimum temperature.  $1,000.  Contact tnary@
centurytel.net.   
For Sale:  Pharyngometer and rhinometer, two Embletta 
home sleep units, $500 accessories.  Retail from SGS is 
$26,000, selling for $14,000, OBO.  Contact doctroop1@
msn.com.  

SERVICES/ANNOUNCEMENTS/MISC.

No Contract Computer Support:  32 years experi-
ence, 5000+ clients in South Denver, HIPAA cetified, 2008 
business of the year.  “Non-geeky guys who can communi-
cate”  has always been our motto!   We don’t sell software or 
computers!  Just the best service in Denver since 1982!  See 
references and qualifications at  onsitedenver.com/dental.html.  
Interim and Permanent Placement 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. 
EDDA Course:  EDDA I and II combined course.  Five-
week class, 12 hours per week on weekends in Denver.  
Classes start every three months. Tuition is $1,295.  Call the 
Colorado School of Dental Assisting for details at 800-383-
3408.  www.schoolofdentalassisting.com.
Looking To Hire a Trained Dental Assistant?  We 
have dental assistants graduating every three months in the 
Denver, Broomfield, 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. Brett Kessler at 303-321-4445 (day or night).  All 
inquiries are kept confidential.

We Offer Special Mortgages for Dentists
• Up to $1 million loan amounts
• 95% LTV on Purchases
• 90% LTV on refinances

• no mortgage insurance
• 30-yr, 15-yr fixed and ARM 

rates

Please call Beaux Selznick at 303-588-5101
or email Beaux.Selznick@bbvacompass.com



Mountain West Dental Institute 
CE CALENDAR 2014

The MWDI is owned and operated by the Metro Denver Dental Society

925 Lincoln St., Unit B, Denver, CO 80203METRO DENVER DENTAL SOCIETY PRESENTS:

Metro Denver Dental Society | 925 Lincoln St., Unit B | Denver, CO 80203 | (303) 488-9700

HANDS-ON: Laser Perio for Hygienists  
– Dr. Robert Convissar
Friday, April 11, 2014

CPR/AED Training 
– Life Rescue CPR
Thursday, April 17, 2014

Practice Enhancement Day 
– Multiple Speakers
Friday, April 25, 2014

A Practical Approach to Oral Surgery  
for the General Dentist – Dr. Larry Guam
Friday, May 2, 2014

HANDS-ON: Dental Implant Systems  
– Dr. Brian Butler
Friday, May 23, 2014

11
APR

17
APR

25
APR

23
MAY

2
MAY

REGISTER TODAY! 
You can find more details on these events and others at mddsdentist.com

Visit mwdi.org for more information.

Special Rates 

for MDDS 

Members & 

Associate 

Members!

PRACTICE 
ENHANCEMENT DAY
@ THE

Friday, April 25, 2014 - 8:30am-4:30pm

Through a grant from the MDDS is hosting

9am - 12pm   How to Design and Build Your New Office  
 Mr. Mike Stanislawski/Mr. James Vigessa

9am - 12pm Same-Day Dentistry: Taking Your Practice  
 to a New Level of Success  Dr. Katie McCann

9am - 12pm Wealth Accumulation & Tax Strategies  
 for Dentists  Mr. Charles Loretto

9am - 4pm Hands-on Chairside CAD/CAM Dentistry   
 Angela Guanzini, RDA, CDD 

1:30pm - 4:00pm  Cyber Liability Dr. Michael Victoroff 
 & Mr. Mitch Laycock

1:30pm - 4:30pm Financing & Accounting for Your Practice  
 Mr. Dan Foley & Ms. Debra Lane

1:30pm - 4:30pm Google Hangouts Live On Air – How to  
 Leverage Them To Bring In Patients Now  
 Mr. Brian Devine

Hold Your Next Event at the BRAND NEW  
MOUNTAIN WEST DENTAL INSTITUTE!



303-357-2604 Or 1-877-502-0100  www.tdplt.com

• CDA endorsed
• Established in 1987 by Colorado 

dentists for Colorado dentists
• State Board Defense coverage
• No increase in premiums for 9 years
• Administered by a dentist
• 2M/6M in limits
• Part-time and charitable work 

coverage
• Inde�nite tail coverage
• New graduate rate reduction of 50%
• Claims handling and personalized 

assistance by a Colorado dentist

The Prefered Choice of 
Dental Professionals Since 1987

What was a great idea in 1987
is still a great idea!



G n a t h o d o n t i c s
Gnathodontics is proud to offer BruxZir solid monolithic zirconia 
crowns and bridges. BruxZir is the most prescribed brand of full-
contour zirconia! BruxZir is a durable and more esthetic option to 
FCG in the posterior region of the mouth. 

Our Removables Department fabricates a complete line of 
orthodontic appliances and provides you with quick turnaround 
times. Call Laura Kinion today for more information on our 
orthodontic services. 

CAD/CAM and pressed ceramics crown & bridgework are specialties 
here at Gnathodontics. We also offer professional in-lab custom 
shading services for your most demanding esthetic cases! Be sure 
to ask John Bozis for more info on our E.MAX, Lava, Layered Veneers 
or porcelain to metal crown & bridgework.  

Gnathodontics is the Colorado leader in cast partial denture 
frameworks and flexible, metal-free partial dentures. Both 
are fabricated in house for the most precise fits and quickest 
turnaround times. 

Since 1988, we have been the Colorado go-to source for 
restoring implant cases, both fixed and removable. Call Eugene 
Marak or Steve Mott for assistance with case planning, or for a 
cost estimate on your next implant case.

We pickup and deliver twice daily in the Denver Metro area and once 
a day along the front range from Ft. Collins to Pueblo. Not local? Call 
us today for your free UPS shipping labels and shipping materials. 
We pay for UpS Shipping TO AND FROM yoUr office!   

Colorado’s Premier Source For: Implants, Ceramics, Crown & Bridge, Dentures & Partials, Orthodontics

www.gnatho.com  |  800-234-9515  |  303-424-9515

Since 1975, Colorado’s Premier NADL Certified, Full-Service Dental Lab

Now with improved
translucency & esthetics

only

$109
PER unit


