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In what is believed to be one of the
most successful component programs of
its type, QCDS hosted a New Dentist
Conference on November 6 at Terrace
on the Park that was attended by almost
250 dentists from themetropolitan area.

Although “new” dentists, dentists li-
censed less than ten years, were the tar-
get audience, the conferencewas open to
all dentists and a significant number of
longer practicing dentists were also in
attendance. This diversity of the audi-
ence provided ample opportunity for in-
teraction between the newer and longer
practicing dentists for discussion of is-
sues and concerns of the newer dentists
with their colleagues who had faced
similar challenges earlier in their careers.

Dr. Bijan Anvar, who is a QCDS
member participating in the ADA Insti-
tute for Diversity in Leadership, was the
driving force in planning and imple-
menting this program and viewed it as
an opportunity to provide dentists be-
ginning their careers with resources that
assist them both in the professional and
business aspects of their practices. By
opening the conference to non-tripartite
members, Dr. Anvar hoped that the ex-
posure to a component program would
offer insight into one of the many bene-
fits of tripartite membership.

QCDS was honored that American
Dental Association President Elect Dr.
Robert Faiella accepted an invitation to
participate in the program, which was
one of his first official duties after hav-
ing been elected at the recent ADAAn-
nual Meeting. Following a continental
breakfast, Dr. Faiella extended a wel-
come from the ADA in his opening re-
marks and then took audience questions
related to issues of student debt, mid-
level providers, malpractice insurance,
tripartite dues, benefits of tripartite
membership, and ethics, among others.
He had an opportunity to speak indi-

QCDS hosted new dentists at it’s annual conference. Top Left: ADA President Elect Dr. Robert Faiella addresses the New Dentists Con-
ference. Top Right: Attendees take a break during the conference. Bottom: Dr. Beatriz Vallejo and conference attendees.

and urgedmembers to become involved
at their component level. He provided
the attendees with his own personal
story of involvement at the ADA level
many years ago as an example of being
able to influence policy change. He ad-
vocated for the ADA to revise its
method of assigning ADA numbers,
which identified the dental school at-
tended, and year of graduation that
some parties used as indications that the
dentist might be inexperienced. The
numbers could influence insurance
companies in their decision to accept the
dentist as a participating provider. As a
direct result of his involvement in bring-
ing this issue to theADA, themethod of
assigning ADA numbers to members
was changed. He said he learned a valu-

vidually with several attendees and
commented that he enjoyed the oppor-
tunity this program afforded of having a
dialogue with attendees, rather than
simply making a presentation. He con-
gratulatedQCDS on its initiative as well
as the success of the program and said
he hoped other components will host
similar events.

In addition to Dr. Faiella, many other
tripartite leaders attended and noted the
importance of this program, particularly
as related to membership outreach and
retention as the programwas open to all
dentists, whether or not they are current
ADA members. NYSDA President Dr.
ChadGehani began his remarks stating:
“Welcome future NYSDA and ADA
leaders,” stressing the importance of the
new dentists as future tripartite leaders
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First and foremost, it is a great honor and privilege for
me to be sworn in as the 2012 president of QCDS. I would
like to thank the Nominating Committee, the Board of Di-
rectors and the members of QCDS for giving me the oppor-
tunity to be able to serve as their president in this great state.

After my first year involvingmyself as a member in 1980,
I have always been drawn to Society activities and commit-
tees. I enjoyed being part of these committees and seeing
their accomplishments, I knew I had to put my share into
the Society to help it grow. It is because of this personal ex-
perience that I have learned to value the importance of in-
volvement in our Society and of speaking one’s mind.
Although this Society is known for its strong and prosperous
leadership and their accomplishments, there will always be
a need for change and improvement, time when this Soci-
ety can change for the benefit of the members and to ulti-
mately attract new members in the years to come. It is also
during this time when I believe the members should speak
up and express what they would like to see in their Soci-

ety—what they would like to see flourish in this Society.
Dentistry has changed, QCDS has changed, the genera-

tion we live in has changed, but the question is, have they
changed for the better? In my perspective, I believe they
have! This new era of technology has allowed us to use ma-
terial and techniques that we never even dreamed of in
order to help our communities.

This new era has also helped us grow as professionals as
a whole. I believe that this new time in our lives has taught
us something new, something that we can all cherish. What
is that something? That something is called hope. Ahopeful
expectation that years from now this Society and all it stands
for will continue to be the prestigious and important Society
it is known to be today. This organization is our organiza-
tion, and we should take time to appreciate it and modify it
in a beneficial manner.

What do I ask of you as your new president? I ask you to
think of what QCDS can do for you, but most importantly,
what you can do for QCDS.

From the President
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New City College Dental Program

Letter to the Editor:

To the Editor:
The Sophie Davis School of Biomed-

ical Education, located on the City Col-
lege campus in upper Manhattan, is
proud to announce its latestmedical pro-
gram. We now offer a seven-year Bache-
lor of Science (B.S.) and Doctor of Dental
Surgery (D.D.S.) degree program in con-
junction with Columbia University Col-
lege ofDentalMedicine. This uniquepath
to becoming adentist does not require the
Dental Admission Test. The total cost of
our program is relatively inexpensive
compared to the expense of traditional
medical school because students in this
acceleratedB.S./D.D.S. track paymedical
school tuition for only two years.

Academically high achieving stu-
dents,who are committed to helping oth-
ers and to becoming dentists, are
encouraged to apply. The Sophie Davis
Dental Program is committed to making
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Keep Up-To-Date With QCDS Programs
The printed and mailed version of the QCDS Bulletin is sometimes received

after the beginning of the month. The QCDS office has received some calls from
members who have missed meetings or programs as a result of receiving the
Bulletin late. Please check the QCDS website www.qcds.org for an up-to-date
calendar of events of upcoming programs. This is particularly important re-
garding General Membership Meetings, which are held on the first Tuesday of
eachmonth.Also, an electronic version of the Bulletin is typically available on the
website ten days before you receive the same printed copy in the mail.

Free Dental Employment Listings in Bullentin
Realizing the impact the economy is having on the dental profession, the

Queens County Dental Society Bulletin will be publishing dental employment
classified ads in future issues at no charge. Ad listings are invited. Place your ad
by emailing to qcds2@aol.com. For further information call QCDS at 718-454-
8344. Listings are limited to 40 words. Ads must be renewed for each issue.

Mercedes Mota-Martinez
Ashok Dogra
Prabha Kirshnan

Viren Jhaveri
Michael Burstein

Dispensing/X-Ray Envelopes 2¼” x 3½”
Use these pre-printed envelopes for
sample medication for patients or to
store small x-rays
Box of 500 only $15
Call for special pricing on larger quantities!

646-387-9192
or e-mail: benjobec@optonline.net

sure all of our students graduatewith the
dental care skills, knowledge and abili-
ties that are in high demand.

Students are eligible to apply if they
are:
•Residents of NewYork State and a citi-
zen or permanent resident of the U.S.
•Ahigh school graduate as of Sept. 1.
•Maintaining a minimum high school
grade point average of 85 percent.
•Completing no more than one full se-
mester of college as of the end of the fall
semester.

CompetitiveACT and SAT scores are
also required.

Interested students should visit our
website at http://www.med.cuny.edu or
call us directly at 212-650-7707 and ask to
speak with Ms. Leonie Peele.

The Sophie Davis School
of Biomedical Education
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As you read this, the deadline of January 1 to have an AED
in your office has passed, so for those of you who may have
delayed the purchase, here is a word to the wise. Enforcement
authorities such as the Office of the Medicaid Inspector Gen-
eral or OPD may visit to confirm your compliance with this
law and your failure to have the device could be grounds for
a punitive action. If you are still not in compliance, I suggest
you try to resolve this matter as soon as possible.

While on the topic of the OMIG, we have scheduled a pres-
entation at the next General Membership Meeting on February
7 by Jennifer Kirschenbaum, J.D., who will lecture on OMIG
Compliance Requirements. For any practitioner who bills
Medicaid, this presentation is a must as any practitioner whose
practice is determined to be non-compliant could face a retro-
spective review of claims or being placed on prepayment re-
view, a process that requires you to send in patient records
prior to receiving reimbursement for dental services. Ms.
Kirschenbaum manages the healthcare department at her firm
and specializes in regulatory compliance, audit defense and
other areas involving your practice. While the topic may not be
the most exciting, the program will provide you with infor-
mation essential to your Medicaid practices and may very well
help you to avoid problems with the OMIG. Bring your ques-
tions and get answers.

I am occasionally approached by dentists with questions
related to their prescribing practices, especially related to
drugs for non-dental issues. Your authority to prescribe drugs
is limited to your practice of dentistry and does not allow you
to write prescriptions for non-dental conditions or for those
who are not bona fide patients. You should not be prescribing
drugs for friends or family for weight loss, erectile dysfunc-
tion, rashes, etc. Your prescriptive authority is limited to pa-
tients of your practice for legitimate dental needs only. OPD
also inspects pharmacy records and any investigator can eas-
ily identify prescriptions that have no legitimate dental use.

See You at the Installation
I hope you have made reservations for our annual Officer

Installation and Dinner Dance Gala being held on January 7 at
Terrace on the Park. Our new president, Dr. Beatriz Vallejo,
and her 2012 officers donate much of their free time to QCDS
trying to bring you programs of interest and in handling the
business matters of QCDS. A large turnout for the event would
be a nice show of support.

See You at the Membership Meetings
I realize there are many opportunities for you to obtain the

60 CE credits required for your triennial license renewal out-
side of QCDS, but I would encourage you to attend our Gen-
eral Membership Meetings, held on the first Tuesday of most
months. They can be viewed on our website www.qcds.org.

We offer a complimentary buffet dinner beginning at 6:15

p.m., followed by two presentations for which you receive two
CE credits at no cost to you. The evening usually concludes by
9:15 p.m. and affords you the chance to socialize with your col-
leagues and receive information that could be useful to you.
Why not try it!

See You As a Member
If you have not already renewed your membership, please

do so at your earliest convenience. We value you as members
and hope you realize the value of your membership. The lob-
bying and advocacy efforts conducted by the ADA and
NYSDA many times go unnoticed, but without these efforts
that protect patient as well as dentists interests, the profession
would be much worse off than it is today. Issues regarding 
“midlevel” dental providers performing irreversible surgical
procedures without the level of education and training evi-
denced by licensed dentists, efforts to eliminate adult dental
Medicaid services, access to care issues, Medicaid reimburse-
ment matters and many important concerns facing your pro-
fession are constantly being analyzed and reviewed by your
leadership so that your interests and more importantly, the in-
terests of your patients, are made known to regulators and leg-
islators. Without a united voice that speaks for the vast majority
of dentists, this voice would go unheeded. Strength in num-
bers is key to ensuring that your voice will be heard. I urge you
to retain your membership and to encourage non-tripartite col-
leagues to join with us. If you are experiencing a temporary fi-
nancial difficulty, do not let this be a reason to drop your
membership. Please contact me in confidence to discuss possi-
ble options that will enable you to retain your membership.

Hope to see you at our February 7 membership meeting.

From The Executive Director
execdirqcds@aol.com.

Compliance, Participation and Membership
By William Bayer
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Queens County Dental Society
- $2,000

QCDS Capitol Club Members
(as of December 15th)



MLMIC is the one ally you want when you enter the courtroom and your practice and reputation

are on the line. The jury may be out. But, you can feel confident, knowing that no other insurer in

New York State provides the protection and dependability of MLMIC. � MLMIC’s dedicated 

underwriters, claims personnel, risk management consultants, and defense attorneys are always

responsive to your needs. � And, the NYSDA–MLMIC Program, now in its 18th year, is a 

program run by dentists for dentists. � For information, call

(800) 683-7769 (NYC), (888) 744-6729 (Syracuse), 

(888) 263-2729 (Long Island), or (800) 635-0666 

(Albany area), or visit www.mlmic.com �

We are MLMIC.
Our defense never rests.

Why the other
side hates to see
us on your side.
� We go to bat for you and preserve 

your good name.

� We aggressively defend and resist   
any payment for frivolous claims.

� We are a tough team to beat and 
we don’t give up.  

� We have the finest defense 
attorneys in the State, respected 
medical experts, and the country’s
largest and most experienced  
claims staff.

� We are not just your liability insurer. 
We are your legal guardians.

©2010 Medical Liability
Mutual Insurance Company

New York
Latham

Syracuse
East Meadow

Our defense never rests.

Endorsed 
by NYSDA 
& QCDS
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William R. Calnon, D.D.S., who practices general den-
tistry in Rochester, is the new president of the American Den-
tal Association. Dr. Calnon’s induction took place during the
ADA’s 152nd Annual Session in Las Vegas. 

“It is a great honor,” said Dr. Calnon, “to serve as presi-
dent of America’s leading advocate for oral health. Not only
will the ADA continue its top-notch support to dentists so
they may succeed and excel throughout their careers, we will
also focus on raising public awareness of the importance of
oral health to overall health. I have no doubt that as we move
into the future, we will build on our past accomplishments
and foster the success of a diverse membership.”

Before he was chosen president-elect by the 2010 ADA
House of Delegates in Orlando, Dr. Calnon had just com-
pleted a four-year term on the ADA Board as the trustee from
the Second District, which represents New York.  Dr. Cal-
non’s previous responsibilities with the ADA include serv-
ing as a leadership representative at the 2010 National
Summit on Diversity in Dentistry and as a member of the
Council on Dental Practice and on key committees and sub-
committees, including one on ergonomics and disability sup-
port services. 

He is a past president of the New York State Dental Asso-
ciation, the Seventh District Dental Society and Monroe

County Dental Society.  In addition, he is a fellow of the
American College of Dentists, the International College of
Dentists and the Pierre Fauchard Academy. 

Dr. Calnon graduated magna cum laude from the State
University of New York College of Environmental Science
and Forestry at Syracuse University and received his dental
degree from the University at Buffalo School of Dental Med-
icine. He completed the General Practice Residency program
at Eastman Institute for Oral Health University of Rochester
Medical Center and currently chairs the Eastman Dental Cen-
ter Foundation Board.Dr. Calnon and his wife, Mary Kay, re-
side in Spencerport and are the parents of two sons,
Christopher and Timothy. Christopher is a practicing dentist
and Timothy is in his third year at the Buffalo School of Den-
tal Medicine.

New York Dentist William R. Calnon Named
President of the American Dental Association

Please support the valued 
QCDS Bulletin advertisers who help 
make this publication possible!
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Dr. Charlene Berkman en-
courages patients to share her
pride when a crown she
placed twenty years ago needs
replacing. “I’m delighted that
I created something that lasted
and provided excellent service
for twenty years,” Dr. Berk-
man explains, “it’s a signifi-
cant accomplishment. There
aren’t many things in our lives
that we use every single day
for two decades.”

Dr. Berkman, a general
dentist practicing in Forest

Hills, New York, has a knack for reframing negatives – “my
crown broke!” - into positives – “it lasted 20 years!” She spoke
with ADA New Dentist News to share some tactics to use
when communicating with patients:

The No is Your Friend
A rejection is really an opportunity to continue the dia-

logue—what is causing the patient to reject your proposal?
Finding out what is behind the “No” tells you whether to
frame your response from a technical or emotional perspec-
tive.

Understand the Meaning of Empathy
Empathy isn’t the same as agreement. Empathy just

means you understand. You can empathize with the kid who
is throwing a tantrum in the supermarket—after all that sug-
ary cereal does look delicious. That doesn’t mean the cereal
(or the tantrum) is acceptable, just that the point of view is
understandable.

Use the Magic Phrase
The pattern of the magic phrase is, “I understand how you

might feel that way/I used to feel the same way/then some-
thing changed.”

Here’s an example of the magic phrase in action. “I un-
derstand how you feel about sleeping while wearing a mouth
guard. In fact I felt the same way at first—I wasn’t accus-
tomed to falling asleep wearing the device. And then I started
wearing it while I was watching TV at night, getting more ac-
customed to it, until I was able to fall asleep comfortably.”

Don’t Answer Objections 
That Aren’t Mentioned
This is really about active listening. If the patient is wor-

ried about the length of time required for a treatment plan,
don’t introduce a discussion of insurance coverage. Stick to
the known objections, not the possible obstacles.

Remember to Get the Yes
In sales it’s called closing, and one way to get there is to

build a series of questions that make it easy for the patient to

repeatedly say “Yes.”
For instance, “I’m hearing you say that you aren’t looking

for a quick fix, but a real solution instead—do I have that
right?” or, “If I could show you how this would make

sense based on your needs, would that be helpful to you?”

Allow an Awkward Pause
After you’ve asked for the yes there may be an awkward

pause in the conversation. It’s tempting to fill that pause
yourself—resist that temptation! It’s now your patient’s turn
to speak, and allowing them to take their turn greatly in-
creases the likelihood that they will allow themselves to be
persuaded.

“While it’s easy to feel frustrated when a patient doesn’t
simply agree with our expert opinions,” notes Dr. Berkman,
“it’s far more effective to take action to transform those ob-
jections into agreement.”

Transform Objection Into Satisfaction
Copyright © 2011 American Dental Association. All rights re-

served. Reprinted by permission. “Transform Objection into Satis-
faction,” September 2011, ADA New Dentist News
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Transform Objection Into Satisfaction

Dr. Charlene Berkman
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The New York State Dental Foundation established the
Gold Fund to collect funds for the treatment of children who
are badly in need of dental care, but who would not receive it
through regular channels (private insurance, Medicaid, Child
Health Plus, etc.). These children, who have fallen through the
cracks of the health care system, often need care that is ex-
pensive. They are reliant upon volunteer dentists and limited
operating room availability. The Gold Fund, which was in-
spired by Dr. Stephen B. Gold’s tireless commitment to in-
creasing access to care for vulnerable children, represents a
financial resource to assist needy young patients receive re-
quired follow-up dental treatment that their families other-
wise could not afford.

Funding Priorities
The major goal of this Fund is to make grants to facilitate

the oral healthcare treatment of disadvantaged and/or at risk
children in New York State. All applicants must show in their
application what they intend to do with the money. All recip-
ients must show in their six-month follow-up review the
specifics of how the money was used, and that it was used to
provide dental treatment to a child or children who would not
have received it any other way.

No grant money may be used for promotional items, in-
cluding, but not limited to, toothbrushes, toothpaste, or other

dental products; educational materials; or any other non-clin-
ical, non-direct patient care product or service. All grant
money must be applied exclusively to actual clinical dental
treatment services to a child. Any grant recipient who misap-
plies or misuses grant money shall be liable for and required
to return the money to the Gold Fund.

Grant Size and Duration
Grants from this fund will range between $1,000 and

$5,000. Applications must include a specific breakdown of
how funding would be used.

Interested applicants must provide:
• Information about the participating practice or organiza-
tion, including its name, year established, EIN if applicable,
address, contact person, phone, fax, email, and website ad-
dress.
• Total organizational budget; project budget.
• Amount of funding being requested.
• What will funding be used for citing the treatment plan.

Completed applications should be saved as “(Your Or-
ganization Name) Gold Fund Application” and emailed as an
attachment to Laura Leon at <lbleon@nysdental.org>. NYSDF
trustees and staff will acknowledge all applications.

If you are interested in submitting a grant application,
please contact QCDS to obtain an application.

State Dental Foundation Establishes Gold Fund
to Help NY’s Children in Need of Dental Care



Quality Self-Policing by the Dental Profession:
Is Peer Review a Benefit to NYSDA Members

Most NYSDA members don’t think about Peer Review
and it is easy to forget that it exists - until you receive a letter
in the mail with an Agreement to Submit to Peer Review re-
quiring you to respond to a patient’s complaint. 

Some members are upset by the letter. Some are angry.
Other reactions are relief or resignation. All have questions.
How could that patient dare complain about my treatment?
Is this process fair? Should I just give the patient back some
money? Am I in trouble?  The “simple” answers are:

• How could that patient dare complain about
my treatment? They just do.
• Is this process fair? Yes!
• Should I just give the patient back some
money? Maybe.
• Am I in trouble? No!
The most important things to remember are:
• Peer review is an impartial alternative com-
plaint resolution process.
• You are not “in trouble”.
• The process is fair, impartial and confiden-
tial.

Peer review is a membership benefit available only to
NYSDA members. If a complaint includes a non-member
partner, employer or employee of a NYSDA member, the
benefit is extended to that non-member to help protect the
public and the member dentist. Assuring that your partners,
employers or employee dentists are NYSDA members helps
ensure your access to this important membership benefit. 

As a profession, dentists have a responsibility to the pub-
lic only to provide appropriate, high quality treatment. The
profession also has a responsibility to be self-policing by pro-
viding a quality assurance mechanism. Professional associ-
ation members are required to participate in peer review as
a condition of membership. This demonstrates the commit-
ment of professional association members to quality care.
Peer review provides a timely, free and definitive resolution
to patient complaints about treatment. Unlike the courts or
the New York State Education Department’s disciplinary
processes, peer review decisions are based on an evaluation
by a committee of impartial professional peers. It benefits
both the public and the profession.

Patients bring complaints for a number of reasons. They
may be dissatisfied with the outcome of their treatment.
They may have had poorly performed care, or they may
have unrealistic expectations. Others are told by a new den-
tist that previous treatment needs to be redone. Peer review
can help protect the reputation of the previous dentist or
help a patient who has had poor treatment—or received bad
advice. 

Peer review also assures that the treating dentist will re-
ceive payment for properly performed treatment. If the pa-
tient has an outstanding balance, that amount must be
placed in the Dental Society’s escrow account prior to the
peer review. 
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The three most common questions about peer review are:
• What is the outcome of a peer review?
• Is it confidential?
• Can I still be sued?

When treatment is found to be acceptable by the Peer Re-
view Committee, the treating dentist maintains the patient
fees. If the dentist does not think the treatment will with-
stand an evaluation by professional peers, the dentist may
choose to offer a partial or full fee refund during the medi-
ation phase of the process. Once the case goes to a hearing,
three volunteer members of the Peer Review Committee in-
dividually examine the patient. If the Peer Review Com-
mittee finds that the treatment does not meet acceptable
standards of care, the dentist is directed to refund the fees
for the treatment. The peer review Committee also may di-
rect the dentist to complete specific continuing education
to help remediate any apparent deficiencies. The maximum
financial liability the dentist has in peer review is the
amount of the fees charged for the treatment reviewed. Peer
review does not make arbitrary awards for “pain and suf-
fering” or punitive awards.

Peer review is an alternative dispute resolution process.
That is, if the complaint has been resolved through a legal
action or release from liability—or the matter is currently
in litigation, the subject of an OPD inquiry, or in collection—
peer review cannot proceed. 

Not every case comes out as well as the dentist would
like. When a treatment outcome is less than satisfactory and
the doctor-patient relationship has broken down, peer re-
view provides a secure and confidential mechanism to re-
fund fees to patients.

Peer review findings are not publicized or reported to
the New York State Education Department’s Office of Pro-
fessional Discipline or the National Practitioner Data Bank.
However, if a dentist chooses to have a liability carrier sup-
ply the patient refund, that carrier is obligated to report the
refund to these agencies. Further, the “Agreement to Submit
to Peer Review” includes clauses wherein all parties (pa-
tients and dentists) agree to keep the process confidential.
In the “Agreement” contract, the parties also agree not to
bring a suit against the other party on the same issues re-
solved by the peer review. The New York State courts have
upheld the process and the validity of the “Agreement to
Submit to Peer Review.”

Finally, while either party may choose to be represented
by an attorney, there is no role for attorneys in the process.
The hearing is based on the committee’s evaluation of pa-
tient records and individual examinations of the patient.
There is no questioning by the parties to the peer review—
or an attorney—and no “cross examination.”

If you have any questions about peer review, contact the
Queens County Dental Society and for a copy of “A Guide to
Peer Review” or e-mail your questions to Execdirqcds@aol.com
or jdonnely@nysdental.org.
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Are Your Emotions Costing You Money?
By: Lewis J. Altfest, Ph.D., CFA, CFP®

When it comes to investing, too many people favor senti-
ment and instinct over old-fashioned reason and logic. How
emotional an investor are you? Do you tend to be too impul-
sive, quick to buy when others are buying? Or are you too
stubborn, holding an investment long past the time you
should have dumped it?

Some researchers believe that investors' emotions can
move whole markets. As a result, a discipline called behav-
ioral finance is rising in prominence. At its forefront are
Richard H. Thaler, professor of behavioral science and eco-
nomics at the University of Chicago Graduate School of Busi-
ness, and Daniel Kahneman, professor of psychology at
Princeton University.

Thaler and Kahneman provide insights into the irrational,
speculative behavior that often drives short-term spikes in the
prices of certain stocks or the overall market. The mania over
social media related companies is an example of emotionally
driven pricing that seems to occur without regard for rev-
enues, profits or dividends.

Are you prone to such misguided actions? To find out, ask
yourself the following questions, which are loosely based on
principles of behavioral finance.

Do you fail to diversify logically?
Thaler has found that many people direct an equal per-

centage of their assets into each investment choice they're of-
fered. For example, if a retirement plan were to offer three
bond funds and a stock fund, 75 percent of the money would
wind up in bonds and 25 percent in stocks. Vice versa if three
stock funds and a single bond fund were available.

In other words, plenty of folks fail to consider what sort of
mix is right for them. I call this the “Chinese menu syn-
drome:” selecting something from column “A” and some-
thing from column “B,” regardless of the types of dishes being
offered. That strategy might be relatively harmless when
you're eating dinner, but it could cause more than just indi-
gestion when applied to your investments: you could wind
up lacking the diversification necessary to fare well in differ-
ent market scenarios.

Do you fancy yourself a great investor?
Investments that have increased in value but were made

into a rising market when the tide is lifting all boats can con-
vince individuals that they can pick investments just as well
as a financial analyst. But sometimes, even their "great" picks
don't fare well when compared with the overall market or
when adjusted for the risk they took to achieve their returns.

Many also refuse to accept that they simply got lucky. At
some point, these delusional investors will get a rude wake-
up call. Don't fall into the same trap. Use only tried-and-true
methods for appraising and selecting investments.

Do you run with the herd?
Many people flock to investments that are popular at the

moment. Because they crave instant gratification, they'd
rather take some sure gains today than potentially larger ones

two or three years down the road.
During the rise of the recent “tech bubble 2.0,” I was asked

by a client why I don’t stuff portfolios with social media
stocks, given the sector's recent strong performance. I explain
that many of these stocks are overpriced, but he wanted me to
buy them anyway. He thought he was going to miss out on
another round of outsized returns.

Before you buy the latest out performer, ask yourself,
"Have I ever gotten burned by following a hot stock?" If the
answer is no, count yourself lucky, but don't count on having
such good fortune forever. Play musical chairs with your in-
vestments, and eventually you'll have to answer yes. So avoid
the high-flyers.

Are you swayed by pretty packaging?
How something is presented can affect people's responses

to it, Kahneman says. For instance, some mutual fund com-
panies will launch a spin-off of a winning fund, labeling it
"XYZ Fund II." Or a smart bond fund company will branch
into stock funds. They're hoping you'll buy their new prod-
ucts based on the "halo effect" that you perceive from the suc-
cessfully established ones. In my experience, what usually
counts most are the reputation and track record of a fund's
portfolio manager, not the name of the fund or the company
that issues it.

Sometimes, a manager's past performance and talent jus-
tify investing in a new fund. But even then, it's foolish to shift
the bulk of your money into it. That should remain in invest-
ments that have beaten their benchmarks for three years or
longer.

Do you ignore reality?
Many people can't bear to weed laggard stocks out of their

portfolios. Rather than admit they made a mistake and sell
such a stock at a loss, they'll hang on for months or years,
waiting for it to creep back to the price they originally paid.
Never mind that taking a loss could eliminate an overly risky
holding or offset gains on their other taxable investments.

Altfest Personal Wealth ManagementSM is the nationally recog-
nized, fee-only investment management and financial planning
firm that is endorsed by NYSDA Support Services for NYSDA
members and is co-endorsed by the Queens County Dental Soci-
ety, Bronx County Dental Society, Fifth District Dental Society
and Sixth District Dental Society. Altfest contributes articles to
help members of the Queens County Dental Society plan and think
intelligently about their finances. If you would like to reach Alt-
fest, you can call Walter Primoff at 212-406-0850 or wpri-
moff@altfest.com.

This article was updated and adapted from an article the author
wrote for Medical Economics magazine. Copyright 2011 and pub-
lished by Advanstar Medical Economics Healthcare Communi -
cations. Reprinted by permission. All rights reserved.
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allowing for networking and further informal discussions
with speakers and tripartite leaders.

Throughout the day, a number of drawings were held,
with the lucky winners presented with gift certificates from
a large electronics store. One of the conference highlights in-
volved the “employment table,” where attendees seeking as-
sociate positions or dentists seeking associates were able to
provide a CV or information regarding a possible employ-
ment opportunity and could leave and exchange informa-
tion. All were advised that they could provide individual
information for publication in the Society newsletter as a
courtesy to them for attending the conference and the em-
ployment notices would be published in the Opportunities
Wanted/Opportunities Available section of the Bulletin. Sev-
eral dentists reported that they were following up on possi-
ble employment opportunities that were presented to them at
the program and one attendee completed a membership ap-
plication for QCDS, with several others stating that they
would be contacting their local component to pursue mem-
bership. The program provided an atmosphere allowing for
on the spot interaction with colleagues for employment op-
portunities as well as clinical discussions, where guidance
was being sought. A number of attendees expressed interest
in a mentoring program. Coincidentally, Dr. Anvar had pre-
viously discussed such a program with the QCDS Board of
Trustees and obtained the approval of the Board at its last
meeting to implement such a program. He is currently work-
ing on the logistics of a mentoring program, which will be
announced in the near future.

In evaluating the success of the program, Dr. Anvar stated:
“I am taken back by the overwhelming response to the con-
ference and wish to thank all those who supported me both
in the planning as well as by their attendance. I am convinced
the time put into the planning and execution of the program
was time well spent and hope all of the attendees were able
to walk away from the conference taking with them some-
thing that will be useful to them in their career.” In addition
to the major sponsors, Dr. Anvar thanked AMEX, Arestin,
Quality Response Systems, Glaxo Smith Kline and Shen Yun,
which provided media coverage.

QCDS is proud to have hosted this event, which followed
the Society’s 2010 Women Dentists Conference, for which
QCDS received the ADA Golden Apple Award in recognition
of the program. QCDS leadership is committed to programs
of this nature, which were not traditionally thought of as
“component events.” 

The QCDS officers hope to continue to be a model for
other components which might consider events of this nature
and in partnering with sponsors and the constituent Society,
so all components will better serve the needs of their mem-
bers as well as providing opportunities for non-members to
be exposed to tripartite programs, encouraging all dentists to
see the value of tripartite membership.

able lesson: that one member who becomes involved has the
power to initiate change. 

NYSDA Executive Director Dr. Mark Feldman, QCDS
President Dr. Mercedes Mota Martinez, QCDS Executive Di-
rector William Bayer and the Vice Chair of the ADA Council
on Membership, Dr. Mark Bauman, were in attendance, as
well as the presidents of the Nassau and Suffolk Dental Soci-
eties, Drs. Eugene Porcelli and Maria Maranga, respectively.
Virtually all QCDS officers and a large number of members of
the QCDS Board of Trustees also attended.

Dr. Anvar stated that he was motivated by Dr. Gehani’s pres-
idential acceptance speech at the NYSDA Annual Meeting, in
which he challenged the NYSDA leadership to increase the role
of new dentists as future tripartite leaders, in providing the in-
spiration for the program. Dr. Anvar sought the financial sup-
port necessary to host the event and Henry Schein, MLMIC and
Bank of America provided substantial resources to enable the
program. Steve Kess, Henry Schein’s vice president of global
professional relations, spoke of Schien’s longstanding support
of organized dentistry and observed that the large number of at-
tendees reinforced the company’s position that support of this
program was a worthwhile use of their resources.

Presentations by Ed Reilly and Dr. Thomas Snyder, direc-
tor of practice transitions for Henry Schein, addressed the
complex and highly personalized area of dental practice tran-
sitions, including dental practice management and financial
management. This talk segued into a presentation by Chad
Widensky of Bank of America Practice Solutions, providing
useful information on practice financing. 

Amy Kulb, a partner in the firm of Jacobson, Goldberg and
Kulb LLP, a firm specializing in representing health care pro-
fessionals in regulatory, enforcement and business transac-
tions, provided an overview of the processes related to the
Office of Professional Discipline, Medicaid and other regula-
tory agencies and fielded a number of legal questions. QCDS
President Dr. Mercedes Mota Martinez and Dr. Robert Faiella
presented Ms. Kulb with a plaque from QCDS thanking her
for her many contributions to the Society members and its
programs. Upon the completion of Ms. Kulb’s presentation, a
buffet lunch was served to fortify the attendees for the after-
noon panel discussion on clinical and legal issues.

Following lunch, Drs. Mitchell Greenberg, Rekha Gehani
and Deborah Pasquale joined Ms. Kulb on a panel discussing
real life clinical issues that they face in their dental practices.
Endodontic issues were addressed by Dr. Greenberg, ortho-
dontic issues by Dr. Gehani and general clinical issues by Dr.
Pasquale, with a lively question and answer session which al-
lowed the attendees to hear different options related to actual
patient issues faced by the panelists as well as the audience
members. The panelists provided different insights on each
question posed from ethical, legal and clinical viewpoints.
The day’s events concluded with a wine and beer social hour,

QCDS Special Event

QCDS Hosts New Dentists Conference and Welcomes Future NYSDA and ADA Leaders
—Continued from page 1

New dentist conference attendees

Drs. Mota Martinez and Chad Gehani present speaker Amy
Kulb with a plaque recognizing her contributions

Drs. Prabha Krishnan, Bijan Anvar, Mercedes Mota Martinez and QCDS Executive
Director William Bayer

Drs. Mercedes Mota Martinez, Robert Faiella, Maria Maranga, Eugene
Porcelli, Chad Gehani and Albert Granger

New professionals enjoy each other’s company at the QCDS New Dentists Conference ADA President Elect Dr. Robert Faiella and QCDS Execu-
tive Director William Bayer

Conference panelists Drs. Mitchell Greenberg, Deborah Pasquale, Rekha Gehani
and attorney Amy Kulb

Drs. Bijan Anvar, NYSDA President Chad Gehani and NYSDA Ex-
ecutive Director Dr. Mark Feldman

Drs. Robert Faiella and David Miller with new dentist conference attendeesOne of many lucky raffle winners!

Dr. David Miller, dental medicine director at Wyckoff
Heights Medical Center and Dr. Bijan Anvar

Drs. Mota Matinez, Faiella and Vallejo
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Compliance Requirements for Receiving or
Ordering Medicaid Payable Dental Services
By Jennifer Kirschenbaum, Esq.

With its newly formed Dental Fraud Unit, the Office of
Medicaid Inspector General is not tiptoeing around the fact
that its work order for the years 2011 onward is to target den-
tal practices and attempt to recoup monies already paid or
to deny moneys that would be paid. 

To that end, OMIG has relayed that its enforcement ac-
tions against dental practices are likely to begin the simplest
way possible—a list will be tabulated of the dental practices
in New York and OMIG will peer in to each practice to make
sure it is operating effectively and appropriately. You may be
wondering how OMIG is going to do this in an efficient man-
ner, and the answer is that the ground-
work has already been laid. For this
preliminary check OMIG will take your
word for it; until information to the con-
trary arises. However, in order to enforce
the presumption that you are operating
appropriately, OMIG is now requiring that
you take affirmative steps on an annual
basis to verify compliance. 

Specifically, New York State law now
requires that providers who receive or
order more than $500,000 in any consecu-
tive 12-month period from Medicaid have
a written compliance plan in place at their
practice. Importantly, the $500,000
precipice includes: straight Medicaid and
Medicaid HMO monies, and the amount
of “ordered” services, not just monies re-
ceived by a practice are included in the
tally, capturing a wide array of practices
into the compliance requirement that may
otherwise have been immune. OMIG is re-
ferring to providers that fall within the
definition of needing a compliance plan as
“required providers.” 

The compliance plan requirement for
required providers did not come without
direction. OMIG has set forth with partic-
ularity areas (billing, payments, medical necessity and qual-
ity of care, etc.) and elements, which required providers’
compliance programs, must be applicable to (i.e., be in writ-
ing, address governance and training at the practice, desig-
nate a compliance officer, etc.). 

Required providers are responsible for certifying to OMIG
each December that they have adopted and have in place a
compliance program that meets OMIG’s requirements. To
simplify the certification process, OMIG has made certifica-
tion available on its website <www.omig.ny.gov>. Should the
commissioner of health or OMIG find that a required
provider does not have a satisfactory compliance program, or
no program at all, applicable law states that “the required

provider may be subject to any sanctions or penalties per-
mitted by federal or state laws and regulations, including
revocation of the provider’s agreement to participate in the
Medical Assistance Program.” 

Further, OMIG has intimated that it will be utilizing the
compliance program requirement as a window into practices.
Should your practice appear on OMIG’s radar as a poten-
tially noncompliant practice, you run the risk of being tar-
geted by OMIG for a retrospective review of claims or being
placed on prepayment review, which is a process that re-
quires that you send in patient records prior to receiving re-
imbursement for any services. Either process, a retrospective

review or prepayment review, create dire
ramifications for many practices, requiring
legal representation, diminished reim-
bursement and the potential to have to
pay back monies received or anticipated to
be received by the practice. 

In addition to staying off of OMIG’s
radar, there are benefits to OMIG’s com-
pliance plan requirement that are immedi-
ate and rewarding, which is why
mandatory compliance can be a good
thing. Of note, many practitioners report
an increase in their reimbursement upon
adopting a compliance plan; because their
staff has a written policy to follow when
performing billing, practitioners find that
fewer errors are occurring and the result is
increased reimbursement.

In sum, akin to preventative dentistry, a
compliance plan is a preventative measure
you implement to keep your practice in
top shape to prevent potential problems in
the future by mitigating billing errors and
protecting the integrity of the practice’s
documentation and operations. As many
of you recommend in your practices on a
daily basis, preventative medicine pays,
which is exactly what a compliance pro-

gram represents—preventative action for your practice to
keep auditors/investigators out and for you to remain in
compliance.

Jennifer Kirschenbaum, Esq., manages Kirschenbaum & Kirschen-
baum’s healthcare department, which specializes in representing
healthcare practitioners in regulatory compliance, audit defense, li-
censure and transactional matters. She is a member of the New York
State Dental Association Legal Panel and is available to answer ques-
tions at Jennifer@Kirschenbaumesq.com or (516) 747-6700. 

“...a compliance
plan is a 

preventative
measure you

implement to keep
your practice
in top shape to
prevent potential

problems...

”

151918



21

TAX TIPS FOR DENTISTS

Some dentists have not
changed the F.I.C.A. tax
withholding on their

employees for 2011. The em-
ployee portion dropped to 4.2%
from 6.2%. The medicare rate
remains at 1.45% for both the
employer and employee. The
employer share of the F.I.C.A.
remains at 6.2%. The com-
bined rate is now 13.3% rather
than 15.3%.

Stuart A. Sinclair CPA
1120 Old Country Road • Plainview, NY 11803
Phone (516) 935-2086  Fax (516) 935-1787

WE’RE BACK!  PENINSULA DID NOT CLOSE!

Peninsula Hospital Dental Society
2012 Seminar Schedule

January 6, 2012 Dr. Dennis Tarnow, Clinical Professor of Dental Medicine, 
8:30 am-3:30 pm Director of Implant Education, Columbia College of Dental Medicine

“Controversies With Implants In the Aesthetic Zone”

February 3, 2012 Dr. Henry Salama, Director, Implant Surgery, Univ. of PA School of Dental Medicine
8:30 am-3:30 pm Optimizing Clinical Outcomes in Esthetic and Implant Therapy:  

Success By Design”

March 16, 2012 Dr. Edward Swift, Chairman, Dept. of Operative Dentistry, Univ. of North Carolina, Chapel Hill
8:30 am-3:30 pm “Untangling the Confusion of Today’s Restorative Materials”

April 27, 2012 Dr. Jeffrey Rouse, Adjunct Professor, Dept. of Prosthodontics, University of Texas
8:30 am-3:30 pm “Sleep Prosthodontics:  The Bruxism Triad”

May 18, 2012 Dr. Edward McLaren, Director, UCLA Center for Esthetic Dentistry
8:30 am-3:30 pm “Cutting Edge Esthetics:  Ceramics, Cements and Digital Dentistry”

All seminars are held at The Sands, Atlantic Beach, New York. Tuition includes breakfast, sumptuous
buffet luncheon, handout materials and free parking. All courses qualify for 6 c.e.u.

Call Laurel Wittig at 718-734-2776 for more information and to register.
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Beginning of the Year is the Time to Review
And Enhance Your Qualified Retirement Plan
By Ira Langer, Esq. and Andrew E. Roth, Esq.

The beginning of the year is an excellent time for busi-
ness owners to review their qualified retirement plans as to
benefits and costs. 

Many dental practices use unsophisticated prototype
form documents. These "plain vanilla" documents fre-
quently result in unnecessary additional costs to the em-
ployer as well as other inefficiencies. A “plain vanilla” plan
design should be critically reviewed to determine whether
owner-employees and key personnel are receiving the best
available benefit, and whether the cost for covering staff em-
ployees is being kept to minimal levels within IRS limits.

Experts in the field will tell you that it is rare to find a
“plain vanilla” type plan that is not costing the employer
significantly more in contributions for the staff than is re-
ally necessary.

In many cases, all it takes to improve the practice's bot-
tom line are a few enhancements in plan design. In the case
of profit-sharing plans, such changes may include the addi-
tion of a 401(k) salary reduction feature, use of a safe harbor
provision, implementation of “new comparability” alloca-
tions, and possibly the adoption of a supplemental cash bal-
ance plan. A quick actuarial review of the existing plan
structure is generally all that is required to reveal which
parts of the practice owner's retirement plan design can be
dramatically improved.

The following two examples (which use 2012 IRS benefit
limitations) illustrate this point:  Example 1 shows an
Owner receiving the maximum contribution to his profit-
sharing plan and the corresponding contributions under
various plan designs for an Employee earning $40,000.

Under the "plain vanilla" design of “Column A,” both the
Owner and Employee must receive a contribution of 20 per-
cent of compensation. This plan can be significantly im-
proved by adding a 401(k) with a safe harbor provision.
When that is done, Column “B” shows that instead of 20%,
the Employee only receives a 10 percent contribution, thus
cutting in half the cost for the staff. 

Even more impressive savings can be achieved. In col-
umn “C” we see that by applying new comparability allo-
cation provisions (as permitted by IRS regulations) and a

401(k) with a safe harbor provision, we are able to reduce
the employee’s contribution to 4.4 percent of compensation.
We have reduced the cost for staff to less than one-quarter
of the original amount. 

For clients who wish to substantially increase the tax de-
ductible plan contributions that are made for themselves,
without incurring a similar substantial increase in staff
costs, we generally recommend a “Cash Balance Add-On
Plan.” This type of plan is illustrated in Example 2: 

The first two lines of Column “A” show the contribution
for the two Owners at the maximum amount of $55,500
each. If the Owners now wish to substantially increase the
amount being contributed on their own behalf, without in-
curring substantial added cost for the staff, they can adopt
a “Cash Balance Plan” as shown in Column “B.” Each of the
Owners receives an additional $51,500 contribution, but the
additional cost for the staff is a nominal 2½ percent of salary.
The result shown in Column “D” is that the two Owners are
receiving 97 percent of the total contribution as allocations
to their own accounts, and the total cost for the staff for both
plans is only 3 percent of the total contribution.

The examples in this article show only some of the ap-
proaches available. There are also other concepts that can
be applied to improve a plan's bottom line for the Owners.

Professional practices that wish to enhance their existing
plans should feel free to contact Ira Langer, Esq., or Andrew
E. Roth, Esq., for a no-obligation plan review. Mr. Langer and
Mr. Roth are partners at the White Plains, New York law firm
of Danziger & Markhoff LLP. This firm is a business and tax-
oriented law firm that has been representing dentists in the
New York metropolitan area for over 50 years. Mr. Langer
and Mr. Roth may be reached at (914) 948-1556 or at
ilanger@dmlawyers.com or aroth@dmlawyers.com
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CE Courses January - February
Pre-registration is required for all continuing education courses, except General Membership Meetings

Tuesday, Mar 9 9:00 a.m.
Risk Management 4 C.E. Credits
Areas discussed include professional liability, record keeping,
patient history, informed consent, patient access to records,
patient relations, confidentiality, peer review and more. Ob-
jective is to provide licensee with knowledge of laws and reg-
ulations as well as methods to avoid or resolve patient
conflicts. Course qualifies for malpractice policy discount of-
fered by most insurance companies. 
Instructor: Dr. Kenneth Treitel
Tuition:ADA member/staff: $135. Non-ADA member: $260

Friday, March 23 9:00 a.m.
CPR - Certification & Recertification 4 C.E. Credits
Topic: “Basic Cardiac Life Support”
Certification will cover 1 and 2 rescuer CPR, Heimlich Ma-
neuver, child CPR and AED. The ability to recognize the sig-
nals of a heart attack and provide stabilization of the victim at
the scene of a cardiac arrest is a priceless commodity. Life over
death may some day become a reality to someone you know
or care for.
Class begins promptly at 9:00 a.m.
Registration at 8:30 a.m.
Instructor: Eric Zalewski, BLS Instructor 
Tuition: ADA member/staff: $105 Non-ADA member: $260

Sunday, March 25 9:00 a.m.

Topic: Infection Control 4 C.E. Credits
In the past this course has had an overwhelming positive re-
sponse from those clinicians and their staff who earnestly
want to stay informed of the latest infection control recom-
mendations; and does so through the eyes and thoughts of a
speaker/clinician who understands the nature and demand
of the everyday dental practice. Bring your entire staff and
satisfy OSHA’s annual staff training requirements. Course
qualifies for relicensure.
Instructor: Safety Compliance Services
Tuition: ADA member/staff: $85/$75 Non-ADA member: $260

QCDS is an ADA 
CERP Provider

ADA CERP is a service of the American Dental
Association to assist dental professionals in iden-
tifying quality providers of continuing dental ed-
ucation. ADA CERP does not approve or endorse
individual courses or instructors, nor does it
imply acceptance of credit hours by boards of
dentistry. Concerns or complaints about a CE
provider may be directed to the provider or to
ADA CERP at DA.org/goto/cerp

Sunday, Jan 29 9:00 a.m.
CPR - Certification 4 C.E. Credits
Topic: “Basic Cardiac Life Support”
Certification will cover 1 and 2 rescuer CPR, Heimlich Ma-
neuver, child CPR and AED. The ability to recognize the sig-
nals of a heart attack and provide stabilization of the victim
at the scene of a cardiac arrest is a priceless commodity. Life
over death may some day become a reality to someone you
know or care for. Be prepared to help save a life.
Class begins promptly at 9:00 a.m.
Registration at 8:30 a.m.
Instructor: Eric Zalewski, BLS Instructor 
Tuition: ADA member/staff: $105 Non-ADA member: $260

Tuesday, Feb 7 6:15 p.m.

General Membership Meeting 2 C.E. Credits
7:00 P.M.:Met Life Presentation
Frank Scalese is the managing director of North Coast Fi-
nancial Group, an office of MetLife. He has grown his firm
from number 98 to number two in the company in under five
years by creating blue ocean strategies that focus on differ-
entiation. Prepare to take your career or business to new
heights with inspiration and ideas shared by him.
Instructor: Frank Scalese.
8:00 P.M.: Presentation Regarding the Office of the Medicaid
Inspector General (OMIG) and Kirschenbaum, a firm spe-
cializing in regulatory compliance, audit defense, Medicaid
compliance programs, licensure and transactional matters. In
addition to her presentation, audience questions will be wel-
come. Program will be of particular value to Medicaid providers. 
Instructor: Jennifer Kirschenbaum

Friday, Feb 10 9:00 a.m.

Topic: Infection Control 4 C.E. Credits
In the past this course has received an overwhelmingly pos-
itive response from those clinicians and their staff who
earnestly want to stay informed about the latest infection
control recommendations; and does so through the eyes and
thoughts of a speaker/clinician who understands the nature
and demand of the everyday dental practice. Bring your en-
tire staff and satisfy OSHA’s annual staff training require-
ments. Course qualifies for relicensure.
Instructor: Safety Compliance Services
Tuition: ADA member/staff: $85/$75 Non-ADA member: $260

Tuesday, Mar 6 6:15 p.m.
General Membership Meeting 2 C.E. Credits
NYSDA President Elect Dr. P. Deborah Weisfuse visitation

7:00 P.M.: Financial Strategies for Dentists: 
Residency Through Retirement

Instructor: Len Cohen and Ben Bush
8:00 P.M.: T/B/A
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Study Clubs January - February

Steinway Study Club 
CONTACT DR. KIRSCHNER (718) 634-2123
Location: Mezzo Mezzo Restaurant, 

31-29 Ditmars Blvd., Astoria
Jan 18 6:30-9:30 p.m.
Topic: “Oral Cancer Detection Programs

and Equipment”
Speaker: Dr. Robert M. Trager

Feb 15 6:30-9:30 p.m.
Topic: “Pediatric Updated”
Speaker: Dr. Alvina Lim

Dr. Fialkoff Study Club 
CONTACT DR. FIALKOFF (718) 229-3838

Jan 12 7:00 -9:00 p.m.
Topic: Esthetic Dentistry - How to Incorporate 

and Promote Conservative All Ceramic
Restorations in Today’s Treatment Plan

Speaker: Dr. Michelle S. Mirsky D.D.S.
Location: Laterna Restaurant, 47-10 Bell Blvd., Bayside

Feb 9 7:00 -9:00 p.m.
Topic: Sleep Apnea and Snoring - Diagnosis, 

Prevention and Treatment Methods
Speaker: Dr. Binod Verman D.D.S.
Location: Laterna Restaurant, 47-10 Bell Blvd., Bayside

Glen Head Study Club 

CONTACT DR. LOUIS (516)220-8559
Location: IL Bacco Restaurant

253-08 10th Northern Blvd., Little Neck
Feb 9 7:00-9:00 p.m.
Topic: • Bite Procedure for Full Mouth Reconstruction

for Implants, Crown and Bridges and Dentures
• Basic Behind Sleep Apnea

Speaker: Larry Borman

� Brochures
� Business Cards
� Prescription Pads
� Medical Forms
� Letterhead 

� Envelopes
� Labels
� Rubber Stamps
� Mailings
� Design Services

DELIVERY TO YOUR OFFICE DOOR!

KC GRAPHICS
25 Cutter Mill Plaza • Great Neck

516-466-2434

PRINTING SPECIALS
FOR

DENTAL
PROFESSIONALS

10% DISCOUNT FOR QCDS MEMBERS

What Image
Does 

Your Practice
Project?

We are specialists in public relations,
marketing, advertising & direct mail.

Call us for a no-obligation, confidential consultation.

Katz Communications
25 CUTTER MILL PLAZA • GREAT NECK

516. 482-6551

Dietary Concerns
Please note that QCDS wishes to accommodate the di-

etary needs of attendees at our meetings and programs.

It is requested that anyone requiring kosher or other spe-

cialized foods notify the QCDS office at the time of your

registration so that proper plans can be made.
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The following information was obtained from the Department of
Labor website and provides answers to many questions regarding
the implementation of another requirement on businesses, including
dental practices. Note that there are specific requirements imposed
on employers starting in 2012, with monetary penalties for non-
compliance.

The Wage Theft Prevention Act, which goes into effect April
9, 2011, amends the notice of wage rate requirements and ex-
pands the civil and criminal remedies that are available when
employers fail to comply with these provisions.

Section 195 of the Labor Law, as amended by the Act, re-
quires that employers provide notice to employees of their
rate(s) of pay, designated pay day, the employer’s intent to claim
allowances (like tip or meal allowances) as part of the minimum
wage, and the basis of wage payment (whether paying by hour,
shift, day, week, piece, etc.). The law requires that the notice con-
tain the employer's "doing business as" names, and that it be
provided at the time of hiring, annually on or before February
1st of each year of employment, and within 7 days of a change
if the change is not listed on the employee’s pay stub for the fol-
lowing pay period. The notice must be provided in the em-
ployee’s primary language, as identified by the employee,
through translated notices provided by the Department of
Labor. Those notice templates are below. The Act also amends
the recordkeeping and statutory payroll record and paystub re-
quirements to include information currently required pursuant
to regulation, and requires employers to maintain copies of pay-
roll records for six years (as is currently required by regulation).
The Act clarifies and expands the Department of Labor’s au-
thority to enforce the Labor Law, and expands an employee’s
ability to bring complaints and private actions for such viola-
tions. The protection against prohibited retaliation is strength-
ened by closing loopholes on what actions constitute retaliation
and expands the remedies available to employees.

Based upon inquiries received by the Department in antici-
pation of the Act’s effective date, the following are frequently
asked questions regarding the Notice requirements of the Wage
Theft Prevention Act:
1. Q: What is the Wage Theft Prevention Act?
A: A new law, effective April 9, 2011, gives greater protection
to workers, and makes changes in the way they are notified of
their pay rates and receive wage statements.
2. Q: Who is covered by the law?
A: All private sector employers are covered. If you have em-
ployees who work in other states they are not covered. Fed-
eral, state and local government employers are also not
covered, but it is important to note that charter schools, pri-
vate schools, and not-for-profit corporations are covered, as
they are not public entities.
3. Q: What does the law require?
A: Workers have to receive yearly pay notices, proper wage
statements, and be free from retaliation for complaining about
possible violations of the Labor Law.
4. Q: What is required in the pay notice given to workers?
A: The Notice must contain the following information:
• The employee’s rate(s) of pay;

• The basis of the employee’s rate(s) of pay (e.g. by the hour,
shift, day, week, salary, piece, commission, or other);
• Whether the employer intends to claim allowances as part
of the minimum wage, including tip, meal, or lodging al-
lowances, and the amount of those allowances;
• The employee’s regular pay day designated by the em-
ployer in accordance with the frequency of pay requirements
in the Labor Law1
• The name of the employer and any "doing business as"
names used by the employer;
• The physical address of the employer's main office or princi-
pal place of business, and a mailing address if different;
• The telephone number of the employer;
• Any “such other information as the commissioner deems
material and necessary.”
5. Q: What if a worker’s primary language is not English?
A: Notices need to be given in a worker’s primary language if
the Department of Labor provides notice templates in that
language. Otherwise the notice need only be provided in Eng-
lish. Those template are available on our website, below.
6. Q: For what languages will the Department provide tem-
plates?
A: Templates will be available in English, Spanish, Chinese,
Korean, Creole, Polish and Russian. They will cover a number
of likely situations companies may face. You can choose the
one which meets your needs.
7. Q: Do I have to use the Department’s templates?
A: No, employers can develop their own notices so long as
they contain all the information required by the law.
8. Q: When are pay notices required?
A: Notices are required at the time of hire, yearly between Jan-
uary 1 and February 1, and when there are changes in the in-
formation on the pay notices.
9. Q: When is the first yearly notice required to be given?
A: Between January 1 and February 1 of 2012.
10. Q: Can I give a notice at other times of the year to satisfy
the yearly requirement?
A: No.
11. Q: May the notice be included in letters and/or employ-
ment agreements provided to new hires?
A: Yes, but must be on its own form.
12. Q: I have a seasonal business. If a worker is on layoff be-
tween January 1 and February 1, when is the annual notice
required?
A: As soon as the worker first returns from layoff. Only one
annual notice needs to be given.
13. Q: Can a worker waive the notice requirement?
A: No.
14. Q: Can the notice be given electronically?
A: Yes, but their needs to be a system where the worker can
acknowledge the receipt of the notice and print out a copy of
the notice.
15. Q: What if a worker refuses to sign the notice?
A: The employer should still give the notice to the worker and
note the worker’s refusal on its copy of the notice.
16. Q: Do employers have to keep a copy of the notice?

A: Yes. Notices must be kept for six years and be available to
the Department upon request.
17. Q: Do I have to give a new notice every time a wage rate
changes?
A: Except for the employers in the hospitality industry, notice
is not required where there is an increase in a rate and the new
rate is shown on the next payment of wages. For any reduc-
tion of wage rate, an employee must be notified in writing
prior to the reduction being implemented. Employers in the
hospitality industry currently need to give a new notice every
time a wage rate changes.
18. Q: What procedures should be followed if an employee
has multiple pay rates?
A: An employer must put all pay rates on the wage statement.
19. Q: Does a new notice need to be given each year even if
none of the information has changed?
A: Yes.
20. Q: Do workers exempt from state overtime requirements
still need to get a pay notice?
A: Yes.
21. Q: Does the employer have to identify the specific state
exemption for workers exempt from overtime requirements?
A: No.
22. Q: What should we do if the worker has multiple hourly
or piece rates?
A: The purpose of the notice is to inform workers of the wage
rates that apply to them. Multiple rates need to be identified
either on the notice or on a separate sheet attached to the no-
tice. Only the rates used to determine a worker’s pay need be
shown on the wage statement for that period.
23. Q: What about salespersons whose wages are all or par-
tially based on commissions?
A: Labor Law section 191.1c already requires commission
salespersons to receive and sign for a copy of their commis-
sion agreement. This agreement should be attached to the pay
notice and a copy of each document kept by the employer.
24. Q: What if I have a bonus or incentive plan on a weekly
or less frequent time period?
A: So long as the employee initially was given a description or
it is clearly shown on the wage statement for the period in
which it is paid, no additional notice is required.
25. Q: What about retroactive wage increases?
A: The amounts need to be noted separately on the wage
statement for the period in which it is paid.
26. Q: Does the notice requirement apply to workers cov-
ered by a union contract?
A: Yes. Union contracts may cover wage rates for multiple ti-
tles and not give the specific pay date or other information re-
quired by the law. Individual workers need to have notices of
the wage rates that apply to them.
27. Q: Are exempt employees, including professionals, exec-
utives, or administrators, excluded from the notice require-
ments?
A: No. Since Section 195 does not contain any exclusions or
exemptions from the notice requirements, the notice require-
ments in Section 195 apply to all employees regardless of their

exempt status.
28. Q: What is the penalty for not giving proper notice?
A: Employers can be assessed damages by the Department of
$50.00 per week per worker if proper notice is not given.
29. Q: Can a worker sue for damages on his/her own?
A: Yes, but the maximum amount an individual worker can
recover is $2,500.00.
30. Q: How often must wage statements be given?
A: A statement must be given with each payment of wages.
31. Q: In addition to those items previously required on
wage statements such as wage rates, hours worked, gross
wages, allowances and deductions taken and net wages paid
are there any new requirements?
A: Yes. The statement has to show the name, address and
phone number of the employer as well as the beginning and
ending date for the period covered by that payment.
32. Q: Can wage statements be provided electronically?
A: Yes, but workers must be able to access their statements on
a computer provided by the employer and be able to print a
copy for their records.
33. Q: Will the Department of Labor provide a model wage
statement for employers to use?
A: Because wage statement entries will vary greatly from em-
ployer to employer, the Department will prepare a sample
statement showing types of entries which may be necessary.
34. Q: What is the penalty for not providing a proper wage
statement?
A: Employers can be assessed changes by the Department of
$100.00 per week per worker if proper wage statements are
not given.
35. Q: Can a worker sue for not receiving a proper wage
statement?
A: Yes, but damages are capped at $2,500.00 per worker.
36. Q: What is retaliation?
A: Any action which negatively affects workers such as dis-
charge, suspension, transfer to another shift, reduction in
wages or hours, which is done because a worker has engaged
in a protected activity. Even threatening an employee can be
considered retaliation.
37. Q: What are some of these protected activities?
A: Employees have the right to complain to their employer,
the Department of Labor, or the Attorney General about a pos-
sible violation of the Labor Law and regulations issued under
it. They can file a complaint about these possible violations
and give information about their conditions of employment to
the Department or Attorney General and testify at hearings or
other proceedings.
38. Q: Does there really have to be a violation for the worker
to be protected?
A: No. If the worker has a good faith belief that there is a
problem in the workplace, their activities are protected.
39. Q: What happens if I am accused of retaliation?
A: The Department will discuss the accusation with you and
give you a chance to prove that the negative action was not a
result of the workers exercising their rights.

Department of Labor: Wage Theft Prevention Act Frequently Asked Questions

—Continued on page 28
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Classifieds
DENTAL OFFICE Available part-time or full-time. Estab-
lished Bayside medical center, centrally located on Bell
Blvd., directly opposite busy Bay Terrace shopping 
center. Very successful group dental practice was located
here for 40 years! High visibility location! Excellent signage!
Perfect opportunity for general dentist or any specialist!
Available suite: built-out, renovated, plumbed for dental,
analgesia, move-in ready, private Bell Blvd. entrance. On-site
valet parking. Mgmt: 718-229-3598 or www.2391bell.com

TAXES YOUR OFFICE Business/ personal. Specialty: den-
tists. Personable CPA, References. Stuart A. Sinclair, CPA 516-
935-2086 1120 Old Country Road, Plainview, New York 18803 

THINKING OF RETIRING? Established GP Dentist 
with 20+ years experience seeks practice in Eastern
Queens/Western Nassau for satellite/second office. I will
take good care of your patients. Call: 718-404-7364. Email:
Queensdentist@aol.com

GREAT NECK, N.Y. BRICK TUDOR 4 BR HOME FOR SALE:
with professional dental office, waiting room, 2 operatories,
consults room, half bath, and sep. entrance. Call Shari Ben-
men, lic. associate broker, Coldwell Banker Residential Bro-
kerage. 516 697-1451 or nicehouse19@aol.com 

TO TAKE OVER LEASE: 3 chair fully equipped operatories
located in a predominantly strong Asian community in Flush-
ing, Queens. Need to take over a very desirable low rent lease
($1350 per month). Ideal for starting or growing a fine dental
practice.  For complete details, call (718)461-5032.

Wage Theft FAQs
40. Q: What are the penalties for retaliation?
A: Employers or their agents can be fined up to $10,000 and
assessed another $10,000 in liquidated damages. The Depart-
ment can also request reinstatement of the worker and/or
compensation for lost wages. There are also potential criminal
penalties but those would be prosecuted by an agency other
than DOL.
41. Q: What if I have any other questions about the Wage
Theft Prevention Act?
A: You can email your questions to labor.sm.ls.ask@labor.ny.gov
We will address your concerns in a timely manner.

FOOTNOTES:
� Section 191 of the New York State Labor Law regulates how frequently an
employee must be paid. Under that Section, “manual workers” must be paid
on a weekly basis, “clerical and other workers,” must be paid according to
the terms of their employment agreement and “not less frequently than semi-
monthly on regular pay days designated in advance by the employer,” “rail-
road workers” must be paid on or before Thursday of each week the wages
earned during the seven-day period ending in Tuesday of the preceding week;
“commission salespersons” must be paid in accordance with their agreed
terms of employment but not less frequently than once in each month and
not later than the last day of the month following the month in which the
wages are earned; and employees employed in a “bona fide executive, ad-
ministrative or professional capacity whose earnings are in excess of nine
hundred dollars a week” must be paid according to the terms of their em-
ployment contract.

—Continued from page 27

BIG APPLE 
RADIATION SAFETY
Martin Schnee

NYS Certified CRESO

�Former Chief of the NYC HEALTH DEPARTMENT’S
RADIATION EQUIPMENT DIVISION with over 

35 years of experience

Explanations & instructions are provided 
to staff during the inspection

Fees: First tube $80; additional tubes only $50 each
SPECIAL: 4 tubes or more at $50 per tube

Includes all paperwork and filing with NYC Health Dept.
New registrations and CT slightly higher. Must Mention
this ad for these prices. I lectured at the 2009 Greater New
York Dental Meeting. In 2010, for members of QCDS and

for the Indian Dental Association.

OFFICE 718-373-6348    MOBILE 718-986-4996
www.NYCRESO.com

. . . . .. . . . .. . . . .. . . . .. . . . .. . . . .. . . . .. . . . .

. . . . .. . . . .. . . . .. . . . .. . . . .. . . . .. . . . .. . . . .

Are You in Need of a 
Dental Assistant?

The Dental Auxiliary Training Center Fundamentals
of Chairside Dental Assisting Course is ongoing at
QCDS. As a service to QCDS members, DATC has a
placement service to help dentists find trained prospec-
tive employees. We will be happy to discuss your job re-
quirements, and help you find a mature, responsible,
motivated, DATC graduate. If you want, your job infor-
mation can be anonymously posted on the Dental Aux-
iliary Training Center Facebook Page. DATC students
and graduates search this page to find out about current
dental assistant positions. They must call DATC to get
the details and point of contact information for jobs that
we post. We only give job details to our students and
graduates to insure you will not be flooded with candi-
dates who are not qualified. As has been our policy for
the last 27 years, there is never a fee for this service.
Please call Lisa Lyle, at (888) 595-3282 for more infor-
mation and help with finding a great employee.
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Big Apple

2012

Dental Meeting

Sponsored by
The Bronx County 
Dental Society

WEDNESDAY, MARCH 28, 2012 
THURSDAY, MARCH 29, 2012 

THE SHERATON MAHWAH. MAHWAH, NEW JERSEY

• Two full days of education

• Morning, afternoon and evening seminars

• Commercial Exhibits

• Rebate Coupons for Exhibitors

• Free Parking: Indoors and Outdoors

• Free Breakfast and Free Buffet Lunch  

          For Paid Seminars

• EXHIBIT HOURS: 9:30 a.m. to 7:00 p.m.

CONTINUING EDUCATION CREDITS WILL BE GIV-
EN TO ALL ATTENDEES. THESE CREDITS WILL BE  
APPLICABLE FOR DENTIST AND DENTAL HYGIENIST RE-
QUIREMENTS AS ALLOWED BY STATE LAW.

! SPECIAL BONUS FOR ! 

ATTENDING OUR SEMINARS
A $25 exhibitor’s coupon will be given to each dentist for attend-
ing a full-day seminar and a $10 coupon to each dentist attending 
a half-day or evening seminar. When presenting your $25 or $10 
coupon for full day, half day and evening paid seminars — any 
purchase made at the exhibitor’s booth will be discounted at the 
$25 or $10 rate. You will receive a coupon for every paid  course 

that you attend and no minimum purchase is required!

26th Annual
BIG APPLE
DENTAL MEETING
Sponsored by

The Bronx County Dental Society
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For further information, contact: 

The Bronx County Dental Society

718-733-2031 • 718-733-0186 (fax)

email: bronxdental@optonline.net

Website: www.bigappledentalmeeting.us

Secure online registration 

on our website.
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