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QCDS Installs Its New Slate of Officers
As Dr. Mota-Martinez Becomes President

Braving unseasonably cold temperatures and ice, a
crowd of nearly 300 guests were warmly welcomed by out-
going Queens County Dental Society President Dr. Ashok
Dogra at the QCDS Installation Ceremony and Dinner
Dance, held January 22 at the Terrace on the Park. 

The evening started with an elaborate cocktail hour fol-
lowed by a full course dinner served in the elegant setting
overlooking Queens Flushing Meadows Park and the Uni-
sphere, the symbol of the last World’s Fair.

Following an inspired invocation by Dr. Steven
Gounardes, an ADA trustee, a long list of dignitaries were
welcomed by Dr. Rekha Gehani. They included Dr. William
R. Calnon, ADA president elect; Dr. Anthony DiMango,
past ADA vice president; Dr. Robert Doherty, NYSDA
president; Dr. Chad Gehani, NYSDA president elect; Dr.
P. Deborah Weisfuse, NYSDA vice president; and Dr.
Mark Feldman, NYSDA executive director and ADA past
president.

For the second consecutive year, QCDS members had
the distinct honor of having the ADA president elect ad-
dress them. Dr. Calnon congratulated the incoming offi-

cers on their induction.
Many of the diverse dental communities were repre-

sented at the event, including the Latin American Dental
Federation and its president, Dr. Adolfo Rodriguez; Hispanic
Dental Association; Dominican Dental Association with its
president, Dr. Ruben Moronta; Indian Dental Association
with its president, Dr. Viren Jhaveri; Puerto Rican Dental As-
sociation; and the Spanish American Medical Dental Society
of New York. 

In addition, neighboring components were represented
by Dr. Eugene Porcelli, president of the Nassau County Den-
tal Society; Dr. Maria Maranga, president of the Suffolk
County Dental Society; and Dr. Janice Pliszcak, president of
the 5th District Syracuse Dental Society.

Also in attendance were the chairpersons of local hos-
pital dental residency programs, including Dr. Burton
Wasserman from New York Medical Center of Queens and
Dr. Sherman Klein and Dr. Stephen Quarcoo from Flushing
Hospital Medical Center.

QCDS officers were installed by Dr. Chad Gehani, in-

—Continued on page 12

New QCDS officers installed at the Terrace On the Park were, left to right, Historian Ronald Garrett, Treasurer Sudhakar Shetty, Secretary Bijan Anvar, Vice President Doron Kalman, President-Elect
Beatriz Vallejo and President Mercedes Mota-Martinez. The officers were installed by NYSDA President-Elect Chad Gehani.
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From the President

Reclaiming What Is Ours
By Mercedes Mota-Martinez, D.D.S. 

EDITOR’S NOTE: Dr. Mercedes Mota-Martinez was installed as
the new president of the Queens County Dental Society on January
22. This column contains excerpts from her installation address.

First and foremost, I want to thank God, my strength
and compass throughout my life, for giving me this op-
portunity to serve.

Thank you, Dr. Dogra and Dr. Shetty for your hard
work in 2010. Thanks, Dr Gehani, for your constant strug-
gle so that all ethnic groups have representation. You are
one of a kind. 

Congratulation, Dr. Quarcoo. It is an honor to share
this night with you. Thank you for allowing me to be part
of the Board during your presidency, that being the rea-
son why I am here today. Congratulations to all the offi-
cers who have been installed.

Thanks to the QCDS membership for their confidence
and for giving me the opportunity to preside in this pres-
tigious society. 

To my family, for their unconditional love at every
moment of my life and career, and to my extended fam-
ily, friends and patients for their support and trust,
thank you.

To my staff, for their patience and for putting up with
me for so many years, thank you so much.

Tonight, in the presence of so many leaders, I feel hum-
bled and honored.

A little girl, from Villa Juana, a poor neighborhood in
the Dominican Republic, “presidenta;” the first Hispanic
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The New York State Office of the
Medicaid Inspector General is an inde-
pendent entity within the New York
State Department of Health charged
with improving and preserving the in-
tegrity of the Medicaid program by con-
ducting and coordinating fraud, waste
and abuse control activities for all State
agencies responsible for services
funded by Medicaid. 

The OMIG conducts and supervises
all prevention, detection, audit and in-
vestigation efforts. It has come to the
New York State Dental Association’s at-
tention that investigative
efforts have reached a cri-
sis point because OMIG is
resorting to any technical
claims error made by a
participating dentist to de-
mand refunds from the
dentist. 

OMIG is conducting
preliminary audits review-
ing claims records for the
past five years focusing
primarily on the follow-
ing:
� Fillings replaced within
three years of original
treatment.
� Claims for D9310, “consultation – di-
agnostic service provided by a dentist
or physician other than the requesting
dentist or physician” that do not in-
clude the name and NPI or license # of
the referring doctor.
� Claims for rebase, reline or repair
service within six months of delivery of
new dentures.
� Inappropriate billing after completion
of upper or lower dentures.
� Claims submitted for patients resid-
ing in skilled nursing facilities.

One of the most prevalent manifes-
tations of these recent audits is the al-
leged failure by dentists to properly
complete the New York Medicaid claim
form requiring the name and National
Provider Identifier (NPI), or license

number, of the referring dentist when
there are consultation billings. Claim
forms must be completed properly or
OMIG will deem it to be a billing abuse
and seek recovery on the claim. NYSDA
urges all Medicaid providers to imme-
diately establish that all Medicaid fil-
ings are complete and accurate. 

NYSDA is working to address vari-
ous policy issues with the New York
State Department of Health pertaining
to these audits and to resolve dispari-
ties between the DOH’s policies for re-
imbursement and the criteria used by

the OMIG to determine if
payments were improp-
erly made. 
OMIG asserts that it need
not follow the DOH’s
policies it deems to be in-
correct, allowing OMIG
to recover money even
when claims meet guid-
ance issued by the DOH.
Sometimes, only expen-
sive litigation by
providers with OMIG can
drive OMIG away from
their more extreme policy
interpretations. 

If you are contacted by OMIG, con-
sult a knowledgeable attorney immedi-
ately to handle the matter from the
outset. OMIG is a prosecuting agency
and their investigations can lead to se-
rious civil and/or criminal charges that
could affect your ability to earn your
livelihood from the practice of den-
tistry.

Dentists are urged to never rely on
verbal responses to inquiries about
Medicaid policies and claim require-
ments. If a policy in the MMIS Manual
is unclear, write to DOH’s Office of
Health Insurance Programs and get a
written clarification in return: New
York State Department of Health, Office
of Health Insurance Programs,
Riverview Center, 150 Broadway #6E,
Albany, NY 12204-2736

“If you are 
contacted
by OMIG, 
consult a 

knowledgeable 
attorney 

immediately....

”

Editorial

Medicaid Audit Sweep Is
Hitting the Crisis Point
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The Officers of QCDS wish to thank the following sponsors of our 2010 Installation/Dinner Dance
whose support made the evening possible and whose generosity is greatly appreciated.

GOLD
Henry Schein, Inc.

Astoria Federal Savings Bank
104-01 Roosevelt Realty Corp

SILVER
Dr. Doron Kalman 

Medical Liablility Mutual Insurance -
MLMIC 

Dr. Juan Carlos De Fex 
Dr. Mota-Martinez's Office Staff

DIAMOND
National Supermarket Association (NSA, Inc)

BRONZE
Dr. Jay Ledner 

Drs. Ashok & Mirdula Dogra 
Conference Associates & Mason Agency

Ms. Keila Castillo
Ms. Rosa Hernandez

Hiossen Inc.
FRIENDS AND SUPPORTERS

Danziger & Markhoff, LLP
Dr. Deepak Bhagat & Mrs. Ami Bhagat

E&E Cushions, Inc

Stuart Sinclair, CPA
Martin R. Gropper Assoc CPA, PC

Buccaneer Diner Restaurant
Mr. Victor Falci

Mr. O'Brien Edwards
Mr. Jairo Castillo
Dr. Maria Acebo

DONATIONS
Have Dummy Will Travel
Dr. Mohammad Bhuyan

Mr. Zane Hoffman

Mr. William Bayer
Dr. Charlene Berkman

Ms. Miguelina Brea

Mr. Eduardo Ellenberg 
Ms. Maria Brito

and Dominican in the history of QCDS, this is really un-
believable. It will be a privilege to carry out my duties.
You can be more than certain that I will do my best at all
times. I know it will not be an easy task, especially with
the current economics downfall we are living in today, but
who said life was easy. Anyway, nothing comes easy for
us dentists.

I firmly believe that education is what makes a differ-
ence in the lives of many.

One of this Society’s aims is to encourage the im-
provement of the health of the public and another is to
promote the art and science of dentistry. 

For these reasons, I propose to all members of QCDS
and other organizations to work to improve the dental
health of children, linked to the awareness and educa-
tional programs directed to parents. They will realize the
importance of dental health in their children and will sup-
port and lead our work to success when we conduct these
school programs. We are to add a component of motiva-
tion, encouraging young people to pursue a career and
young professionals to become the leaders of tomorrow.
As dentists we can do this, we can make a difference.

Organized dentistry gives us a voice; we really need to
be part of it. We must not allow others to take charge of
the profession that we all love so much. In these chal-
lenging times, we all need to put away individualism and
join side-by-side with different organizations and soci-
eties reclaiming what is ours. 
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Our Installation and Dinner Dance is reported on else-
where so I won’t belabor the details, other than to note that
it was quite a success in that over 260 guests attended, in-
cluding virtually the entire NYSDA leadership as well as
ADA President Elect, Dr. William Calnon. Dr. Calnon’s at-
tendance, representing the ADA, continues a long line of
ADA dignitaries who have attended our recent Installation
events, including ADA Past Presidents Mark Feldman, Kath-
leen Roth and, most recently, Raymond Gist, which is quite
an honor for a local component. In addition, Senators Jose
Peralta and Adriano Espaillat presented proclamations to
our new president and expressed their support for many of
the initiatives supported by NYSDA, including the retention
of adult Medicaid services, which they view as essential to
protecting the health of New Yorkers in need of assistance.
It is reassuring to know that we can count on both of these
influential legislators to support programs that protect the
well being of their constituents and who understand that
one’s overall health is clearly related to one’s oral health.

Finding Prospective Patients
Members often neglect to use benefits available to them,

and a perfect case in point is use of the ADA Website for the
“Find-a-Dentist” function. You have the ability to place your
profile information on this site as a tool to lead prospective
patients to your practice. This service is a member benefit
available at no cost to you. You have the ability to place pho-
tos, practice information, languages spoken, location map,
insurances accepted, payment options and other informa-
tion to assist a prospective patient in selecting your practice
for dental services. The ADA reports 20,000 unique visitors
each month to this site. Dr. Virginia Hughson-Otte, chair of
the ADA Council on Membership, noted that the number of
visitors each month to this site is proof that patients are turn-
ing to the web and ADA.org when looking for a dentist. She
stated that “Find-a-Dentist comes at a critical time, when
more patients are turning to the web for information and
when the economy has hit some of our members pretty hard.
Find-a-Dentist can help market members’ practices at no
cost to them.” This offers you a no cost marketing tool and I
encourage all to make use of this benefit.

Time To Renew Membership
For those of you who have procrastinated, it is time to

renew your membership. Please take it off the “to do” pile
in your office and return your membership renewal to
NYSDA. It is our strength in numbers that allows the voice
of organized dentistry to be heard and given credibility and
we rely on your continued membership to keep our voice
loud and clear.

From The Executive Director
execdirqcds@aol.com.

Support We Can Count On
By William Bayer

Did You know
In the “Did You Know Department,” the New York State

Education Department has released data on the number of
newly licensed professionals. The following information
may be of interest to you:

Dental licenses were issued yearly as follows: 2005-760,
2006- 765, 2007-392, 2008-497, 2009-502 and 2010-601.
Dental hygiene licenses issued: 2005-387, 2006-364, 2007-
411, 2008-447, 2009-455 and 2010-421.

Have a CE Suggestion?
While we are in the process of finalizing our CE calendar,

we ask for any suggestions you might have for either topics
or speakers you would like us to schedule. You can e-mail
the information to me at <execdirqcds@aol.com> or simply
send a note to our headquarters. While I sometimes hear
complaints regarding some of our programs, I rarely hear
suggestions for programs that would be of interest. Please
take this opportunity to offer suggestions and we will do our
best to implement your suggestions.

Meetings
A reminder for you “early birds:” the ADA annual ses-

sion in Las Vegas begins registration on April 6 for the an-
nual meeting scheduled for October 10 -13. A number of
official ADA session hotels include Mandalay Bay, the MGM
Grand, the Luxor, Four Seasons and others can be reserved
online at <www.ada.org/session> beginning April 6. This is
one occasion that “what happens in Vegas stays in Vegas”
does not apply, as you can expect detailed information on
actions taken and policies implemented at the annual ses-
sion.

Our next membership meeting, scheduled for March 1,
features the NYSDA president elect component visitation by
our own Dr. Chad Gehani, who will become the NYSDA
president this June. I encourage all our members to attend
this meeting, as our next visitation by a NYSDA president
elect from QCDS will not occur for 13 more years. This is an
opportunity to show our support for one of our own and I
look forward to seeing many of you at this meeting.

CORRECTION
The January/February issue of the QCDS Bulletin did
not properly identify Dr. Mary Sunderraj as a NYSDA
Capitol Club member for 2010. We apologize for this
error.
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Dr. Burton S. Wasserman devel-
oped the concept of a General Prac-
tice Residency (GPR) Fair in 1985. The
creation of the GPR Fair was the re-
sult of a partnership between the
American Association of Hospital
Dentists and the Greater New York
Dental Meeting.

The General Practice Residency
Fair provides dental students an op-
portunity to gather information re-
garding general practice residency
and advanced education in general
dentistry programs in an informal at-
mosphere. Approximately 65 hospital
dental residencies were present at the
2010 Greater New York Dental Meet-
ing GPR Fair to discuss the content
and nature of their programs, patient
populations and treatment needs.

Dr. Wasserman was honored for
his idea to create the General Practice
Residency Fair and for his 25 years of
service to maintaining its excellence at
the Celebrity Luncheon in November.

The Greater New York Dental
Meeting is the largest dental conven-
tion in the United States, with a regis-
tration in 2010 of exactly 58,135
attendees including 19,431 dentists
and attendance from all 50 states and
132 countries.

Despite the snow on the ground and the miserable
weather condition with ice and sleet falling throughout
the day, 35 hearty souls made their way to the general
membership meeting held on the evening of February 1.
Dr. Mercedes Mota-Martinez, the newly installed QCDS
president, welcomed all and on a somber note, asked for
a moment of silence for Dr. Barry Weinberg, the director of
dentistry at Jamaica Hospital, who had recently passed
away.

Those in attendance welcomed Dr. Charles Bertolami,
the Dean of New York University College of Dentistry,
who spoke on the topic of mid-level providers and dental
therapists addressing the implications of these providers
in changing the dental care delivery systems. His program
provided interesting statistical and narrative information
relative to the introduction of mid-level providers and
their effect on access to care issues. We thank Dr. Berto-
lami for once again taking the time from his schedule to
enlighten QCDS members on this significant development
in the delivery of dental services.

Dr. Robert Horowitz followed with a clinical presen-
tation titled “Simplified Extraction Socket Therapy—
Biphasic Calcium Sulfate in a Syringe.” His presentation
was sponsored by MIS and QCDS thanks both Dr.
Horowitz and MIS for making the presentation possible.

The next general membership meeting is Tuesday,
March 1, and will feature the component visitation by
NYSDA President Elect, Dr. Chad Gehani, in addition to
the usual meeting format.

A QCDS Scrapbook

Dr. Burton S. Wasserman receives his award at the Greater New York Dental Meeting GPR Fair from Dr. Richard Rausch, general
chairman-elect, Greater New York Dental Meeting.

Dr. Viren Jhaveri

QCDS February membership meeting speaker Dr. Charles Bertolami, Dean of NYU College of
Dentistry, second from left, was greeted by left to right, Drs. Chad Gehani, Mercedes Mota-
Martinez and Robert Horowitz.

The Greater New York Dental Meeting Celebrates 
Dr. Burton S. Wasserman for 25 Years of Service

NYU College of Dentistry 
Dean Speaks at General 
Membership Meeting 

The nation’s oldest national honorary or-
ganization for dentists, the American Col-
lege of Dentists, has granted membership to
Dr. Viren Jhaveri who is now a Fellow. 

FACD members exemplify excellence
through outstanding leadership and excep-
tional contributions to dentistry and society.
Founded in 1920, the College seeks to ele-
vate standards of dentistry, encourage grad-
uate study and grant Fellowship to those
who have done meritorious work.

Dr. Jhaveri is also a Fellow of the Inter-

national College of Dentists as well as a Fel-
low of the Pierre Fauchard Academy. He is a
previous editor of the QCDS Bulletin, for-
mer QCDS president, serves as a Delegate to
both the ADA annual session and the
NYSDA House of Delegates annual meeting,
is currently president of the Indian Dental
Association and a faculty member in Im-
plant Dentistry at the NYU College of Den-
tistry. 

He is in private practice with his wife,
Sharmila, and has two sons.

TAX TIPS FOR DENTISTS

T he IRS has suspended the
mandatory withdrawal rules
from pension plans and

IRAs for 2009. You will not have to
add the skipped payment to your
2010 withdrawal. Your 2010 with-
drawal will be based on your age and
December 31, 2009 balance. Inher-
ited IRAs and pensions get the same
break. If you turn 70.5 years of age in
2009, you needn’t take any pension
withdrawal.

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

Indian Dental Association President Dr. Viren Jhaveri 
Becomes a Fellow of the American College of Dentists
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QCDS Members Bring Children of Queens
‘Bright Smiles, Bright Futures’ At Screening

QCDS volunteers brought
a dental screening to the stu-
dents of another county
school last month, The Ren-
aissance Charter School, as
part of Colgate’s ongoing
Bright Smiles Program.

Longtime QCDS sup-
porter State Senator Jose Per-
alta, in cooperation with the
school’s director of develop-
ment, Rebekah Oakes, coordi-
nated a dental screening
program. 

Renaissance has 537 pre-
dominantly minority stu-
dents drawn primarily from
the neighborhoods of Jackson
Heights, East Elmhurst,
North Corona, Astoria and
Long Island City. QCDS Pres-
ident Dr. Mercedes Mota
Martinez lead a group of
QCDS volunteers to the
school, where the Colgate van
was waiting, and provided
free dental screenings and ed-
ucation to the children.   

“Colgate’s Bright Smiles,
Bright Futures” program, in
conjunction with screenings
performed by volunteer den-
tists, works to increase oral health literacy and promote
good oral health care habits for children in 80 countries.

Senator Peralta noted that many children do not have
access to basic dental care and the education needed to
maintain good oral health. In recognition of this serv-
ice, he said “many thanks go to Colgate for the great
work it does through this program with the Queens
County Dental Society for making this program avail-
able to the children and families in the community.” 

In partnership with Colgate, QCDS has scheduled ad-
ditional dental screening programs at local community
schools and welcomes members who can volunteer some
time to “give back” to local communities. Contact Exec-
utive Director William Bayer for further information or
to become a volunteer. “Programs of this nature are made
possible by the generosity of members donating their
time to this worthwhile program,” Mr. Bayer said. “We
look forward to continuing our partnership with Colgate
in bringing this service to our communities.”

QCDS volunteers and students in front of the Colgate dental van at The Renaissance Charter School dental screening.

QCDS President Dr. Mercedes Mota Martinez explains proper oral hygiene to young patients.
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Plan Now: Estate Tax Law Is Changing in 2011
By Harris Markhoff, Esq. and Michael Markhoff, Esq
Danziger & Markhoff LLP..

On December 17, 2010, the President signed “The Tax Re-
lief, Unemployment Insurance Reauthorization, and Job Cre-
ation Act of 2010” (the “Act”). The Act includes an extension
of various provisions of the Bush-era tax cuts, but this article
will focus on the changes to the estate tax law.

Contrary to media reports, estate planning in 2011 is not a
concern only for high net worth individuals. While the tax
planning aspect has always been of particular concern for
most people, the basic need for the use of trusts for asset pro-
tection, safeguarding family members and addressing per-
sonal issues remains paramount. Also, just to complicate the
matter more, the Act is only a two-year patch. Based on the
partisanship of Congress in the last few years,
it would be impossible to predict how much of
this Act will survive after 2013, but for now,
the Act provides some excellent planning op-
portunities. 
Estate, Gift and Generation-Skipping Tax

For individuals dying after 2010, the estate
tax exemption will be $5 million per individual
for 2011 and 2012 with a tax rate of 35 percent
on the amount exceeding the exemption. The
gift tax exemption for the next two years is
now unified with the estate tax exemption so
that an individual can now gift up to $5 mil-
lion without incurring a gift tax. Furthermore,
the generation-skipping exemption is also $5
million, which means that a large amount of
wealth (up to $5 million per taxpayer or $10
million for husband and wife) can now pass
down two generations (such as to grandchil-
dren). All three exemptions will be indexed for
inflation after 2011.

This does not mean that individuals with assets below this
level should ignore estate planning, especially since the ex-
emption and rate are set to revert on January 1, 2013 (absent
Congressional action) to their pre-2001 levels of $1,000,000
and 55%, respectively. Instead, 2011 and 2012 may prove to be
the best opportunity to plan to transfer the largest amount of
wealth in history and exemplifies the importance of taking
advantage of this two year window of opportunity.

In the past, in order to take advantage of the estate tax ex-
emption, the estate planning documents of a married couple
would have required the use of a “credit shelter trust.” The
first spouse to die would allocate assets equal to the estate tax
exemption ($3.5 million in 2009 and $5 million in 2010, 2011
and 2012) in a trust for the surviving spouse so that when the
surviving spouse subsequently dies, the amount in trust will
then pass to descendants free from estate tax. Beginning in
2011, the concept of portability has been introduced so that if
this technique is not used, the surviving spouse has an op-
portunity to use both exemptions without any advanced plan-
ning and can shelter $10 million from estate tax. While this

was meant to facilitate planning, there are a number of serious
flaws with relying on this provision:
� Portability only extends to the “last deceased spouse.” In
other words, assume Husband dies in 2011 and Wife remar-
ries and New Husband dies in 2012 leaving his estate to his
children from his first marriage. When Wife dies, she only has
a $5 million (not a $10 million) estate tax exemption. In
essence, there is no ability to “collect” exemptions through re-
marriage.
� The credit shelter trust can be used as a hedge to ensure that
any future appreciation is sheltered from estate tax and that
the combined assets of a married couple stay within the $10
million exemption.
� Portability is set to expire after December 31, 2012. Assume
Husband dies in 2011 without sheltering his $5 million ex-

emption in a “credit shelter trust” and leaves
everything to Wife in the hopes that she will be
below the $10 million combined exemption. If
Wife dies many years later under a new tax
regime with a lower exemption, the couple in-
correctly gambled and wasted an opportunity
to save estate tax in exchange for simple plan-
ning.
• There is no portability for generation-skip-
ping planning, so if the ultimate goal of the es-
tate plan is to keep the assets in the bloodline
and away from sons-in-law and daughters-in-
law, wills must have credit shelter trusts.
• Trust planning is still necessary for asset pro-
tection purposes since assets in a trust are gen-
erally exempt from the creditors of the
beneficiary, to protect from remarriage where
the new spouse could receive assets instead of
children, to insulate the surviving spouse from
the son-in-law who wants financing for a busi-
ness venture which may not be a prudent in-

vestment, to provide the surviving spouse with a formal
structure to manage the estate assets and avoid mismanage-
ment or to avoid problems if the surviving spouse is unable to
manage finances by reasons of dementia or similar disorders.

From a gifting perspective, for individuals who exhausted
their $1 million gift tax exemption under the prior law, they
will now have an opportunity to gift another $4 million of as-
sets in 2011 and 2012. All old gifting plans must be reviewed
to determine which additional assets can be given away. 

Life Insurance
Since the Act is only a temporary patch, insurance that was

purchased to help pay estate tax (also known as survivorship
or second-to-die insurance) is still an important planning tool,
which should be reviewed. It would be drastic to cancel ex-
isting coverage based on the assumption that the current tax
law is sufficient to avoid estate tax. If laws subsequently
change and life insurance has to be repurchased at a future
date, changes in health and possible uninsurability may re-

—Continued on page 18

“...2011 and 2012
may prove to 
be the best 

opportunity to
plan to transfer

the largest
amount of
wealth in 
history...

”
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
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QCDS Special Event

cluding Dr. Mota-Martinez, Dr. Beatriz Vallejo, president elect;
Dr. Doron Kalman, vice president; Dr. Bijan Anvar, secretary;
Dr. Sudhakar Shetty, treasurer; and Dr. Ronald Garrett, histo-
rian. 

New York State Senator Jose Peralta, a regular supporter of
QCDS, followed with a presentation to Dr. Mota-Martinez of a
plaque honoring her service to QCDS and her local commu-
nity. He congratulated her on her ascension to the presidency
of QCDS. 

Dr. Mota-Martinez told the audience of the importance of
unity, collaboration and increased involvement among the
membership. 

Dr. Alvin Orlian then introduced Dr. Stephen Quarcoo, the

recipient of the Society’s highest honor, the Emil Lentchner Dis-
tinguished Service Award.

Institute for Continuing Dental Education officers installed
included President Dr. Rekha Gehani, Vice President Dr. Joseph
Caruso and Secretary/Treasurer Dr. Stuart Kesner. They were
installed by Dr. Deborah Weisfuse. 

The installation concluded the formal program of the
evening and opened up the dance floor—led by Dr. Mota-Mar-
tinez, to show off their Meringue. Judging by the dance moves
exhibited by many on the floor, QCDS has certainly not lost its
rhythm.

As the evening drew to a close, it appeared that everyone
had an enjoyable time and the membership could not have
asked for a better way to start off the new administrative year.

—Continued from page 1

QCDS Installs Its New Slate of Officers
As Dr. Mota-Martinez Becomes President

The swearing in of the 2011 QCDS officers.

Installation celebrates: Drs. Richard Yang, Joseph Caruso, Mercedes Mota-Martinez, Alvin Orlian, Chad Gehani and Bijan Anvar.Dr.Chad Gehani introduced Dr. Mercedes Mota-Martinez.

Dr. Alvin Orlian presented The Emil Lentchner Award
for 2011 to Dr. Stephen Quarcoo.

New QCDS President Dr. Mercedes Mota-Marinez celebrated her installation
with family and friends.

Dr. Chad Gehani presented an award to outgoing 
president Dr. Ashok Dogra.

At the installation: Drs. Gehani, Mota-Martinez, William Calnon and Steven Gounardes.

State Senators Jose R. Peralta, left, and Adriano Espaillat presented recognition awards to Dr. Mercedes
Mota- Martinez.

Celebrating the Installation: QCDS Executive Director William Bayer, Dr. Chad Gehani and
Nassau County Dental Society Executive Director James Garnett.

The 2011 ICDE officers were sworn in by NYSDA Vice President Dr. P. Deborah Weisfuse.

Dinner Dance guests: Dr. Alan N. Queen, Dr. David Miller, Dr. Mercedes Mota-Martinez, and
Dr. and Mrs. Burton Wasserman.
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CRESO Corner: Register Your Dental Facility
By Martin Schnee

About ten percent of the existing active dental facilities in
New York City are either not registered or have expired regis-
trations. If you have a new facility, which means that you have
opened a new dental practice or taken over an existing dental
office, you are required to register 30 days prior to starting.
The fines can be $1,000 - $2,000 or more if you are caught with-
out a valid registration.

If you are a new owner here are the steps required to reg-
ister:
� Hire a CRESO to perform an initial inspection and also a
complete radiation protection survey of each x-ray unit.
� Complete an application form requesting a new registration.
� Have proof of Worker’s Compensation insurance for your
office (form C-150 is best).
� Have proof of Disability Insurance for your office (form DB-
120.1). The requesting agency will be the New York City De-
partment of Health and Mental Hygiene, 2 Lafayette Street,
New York, NY 10007

Note: If you don’t have any employees than an exemption
form CE 200 must be downloaded and submitted instead of
the third and fourth items above. This form can be found at the
Workers Compensation site: <www.WCB.State.NY.US> and
should be notarized. The above should be submitted for re-
view to the New York City Office of Radiological Health, 2
Lafayette Street, New York, NY 10007, (212) 676-1552

In about two to three weeks you should be notified that

you have been approved and will be asked to mail a check for
$100 for a two-year registration.

If you are an existing owner and have an expired registra-
tion or cannot find your registration for verification, then these
are the steps you should take:
� Verify that your registration has expired by calling the New
York City Department of Consumer Affairs at (212) 487-4060,
(212) 487-4065 or (212) 487-4085. Give them your CAMIS num-
ber, which can be found on your old registration or an old in-
spection report.
� If your registration has expired, ask them to fax or mail you
a renewal application.
� You will need to obtain the third and fourth items from
above or the exemption form CE 200.
� Write a check for $100 or the amount owed to the New York
City Department of Health and Mental Hygiene.
� Send all the above in, and in two to three weeks you should
have your new registration.

In either situation, after three weeks if you have not heard
from the department, you should call to inquire as to the sta-
tus of your applications.

If you have any questions concerning this topic contact Mr. Schnee
at (718) 986-4996 or Scientist004@aol.com. His web page is NY-
CRESO.com
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sult in overall higher costs, if you are lucky to get the cover-
age at all. Avoid impulsive decisions and review your cover-
age with your financial advisor.

State Estate Tax
While the Act makes significant changes for federal pur-

poses, 21 states (notably New York, New Jersey and Con-
necticut) still impose separate estate taxes. Based on the fact
that most states are suffering economically, it is highly likely
that state estate taxes in those states will not disappear and
planning to minimize state estate tax will become an impor-
tant issue.

Business Succession Planning
Regardless of exposure to estate taxes, planning to effec-

tively transfer the operations of a closely held business to the
next generation is critical during a lifetime. The goal should be
to ensure that the individuals who actively participate in the
company are given control of the business operations while
the family of the deceased owner is compensated for the dece-
dent’s equity. Buy/Sell agreements should be reviewed to en-
sure that the purchase prices in the agreements are consistent
with the current value of the company. In the case of family
businesses, the $5 million gift tax exemption is a great oppor-
tunity to insulate the business from estate tax as well as the
future appreciation.

The Act further proves the proverb that there is nothing
permanent except for change. No estate plan can be placed on
a shelf and left alone until after an individual dies. The Act
provides some wonderful opportunities, but like a television
offer, may only last for a short time. Now is the time to review
your estate plan to determine whether changes need to be
made and whether additional planning is needed.

Harris Markhoff, Esq. and Michael Markhoff, Esq., 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 dental practice owners in the New York metropolitan
area for 50 years. Harris Markhoff and Michael Markhoff may be
reached at (914) 948-1556 or at hmarkhoff@dmlawyers.com and
mmarkhoff@dmlawyers.com. 

Estate Tax Law
—Continued from page 1By Martin and Risë Mattler
Countrywide Practice Brokerage

There’s no question that we are currently experiencing
one of the worst recessions in many years. How has the eco-
nomic downturn affected the value of dental practices?
Would you like to retire soon but you’re worried about the
timing of the transition? 

If so, you’re not alone.
But the good news is that there are a number of sound

reasons to sell your practice now.

Practice Values Are Now at Their Peak
Good practice opportunities are scarce, especially in the

New York metropolitan area, where many dentists want to
practice and live. The scarcity of opportunities and the
abundance of prospective buyers have kept practice prices
at the high end of the spectrum. 

A number of factors have created this situation. While
many predicted that baby boomers would be retiring in
record numbers, the reality is that lots of dentists in this
population group are putting off retirement, due to savings
losses and a decline in the value of their real estate hold-
ings. Another factor is the increase in the number of women
dentists who are becoming the primary wage earners in
their families and looking for the same opportunities as
their male counterparts. And finally, more dentists today
own more than one practice and are hiring associates to
work for them. Taken together, these factors have resulted
in fewer ownership opportunities and higher prices for the
practices that are available.

Financing Is Still Available
Today there is still 100 percent financing available from

a number of specialty lenders and they are offering at-
tractive rates and terms for qualified purchasers. This
means that you can expect to get all your proceeds at the
closing. 

In helping purchasers procure the best financing terms,
we find that the following loan criteria are important:
good credit; demonstrated ability to produce the vol-
ume of dentistry for the practice being purchased, and an
ability to live on the profit that the practice will provide.

It’s a Good Time to Get the Best Tax Treatment
A seller can typically expect 80 percent of the practice

sales price to be taxed as a capital gain. The capital gains
rate for sellers is currently at an historic low of 15 percent.
Also, buyers are able to depreciate and/or amortize the en-
tire amount of the purchase price. By reducing future tax
liability, this write-off of the purchase price typically pays
for 40 percent of the cost for most practitioners.

Many Older Dentists Are Getting Tired 
of Running Their Practices

A common phenomenon we see is that dentists in their

50s and up often become tired of being business owners.
They don’t like managing staff issues, dealing with insur-
ance companies and the other daily responsibilities inher-
ent in running a practice. A practitioner’s dislike of
administrative responsibility can hurt his productivity and
practice profit. This can result in a stagnating or declining
practice.

In the past, dentists might try to counter a financial
downturn by raising fees.

However, this strategy has become more difficult in the
current economic climate. 

There are options available if you’d like to wind down
but can’t afford to retire yet. One way to lock in your prac-
tice equity is to merge your practice into a colleague’s in
the area, and then arrange a working relationship.

In sum, all of these factors have made now an excellent
time to sell a dental practice. For pre-transition advice on
your own circumstances, call Countrywide for a confiden-
tial consultation at 800-222-7848.

Martin and Risë Mattler are the principals of Countrywide Prac-
tice Brokerage, the endorsed practice broker of the Ninth District
Dental Association. Visit their website at www.ddsbrokers.com.

Is This A Good Time for a Practice Transition?

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 I-CAT slightly higher
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www.NYCRESO.com
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CE Courses March - May 2011
Pre-registration is required for all continuing education courses, except General Membership Meetings

Tuesday, Mar 1 6:15 p.m.
General Membership Meeting    2 C.E Credits
NYSDA President Elect Visitation
7:00 p.m.  “HIV Testing in the Dental Chair”
Instructor: Dr. David Nassry, D.M.D.
8:00 p.m. “Esthetic Dentistry for the Child”
Lecture to discuss esthetics in pediatric dentistry. Every
child has the right to have an esthetically pleasing
smile. During the formative years, it is especially im-
portant for all children to exhibit a normal appearance
and not to be singled out by their peers. Space mainte-
nance and proper speech are integral for the growing
dentition
Instructor: Dr. Charles Citron, D.D.S., M.S.D.

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

Sunday, Mar 6 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
Maneuver, child CPR and AED. The ability to recognize
the signals 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 re-
ality 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: Robin Zalewski, BLS Instructor
Tuition: ADA member/staff: $105 Non-ADA member: $260

Friday, Mar 11 9:00 a.m.
Infection Control 4 C.E. Credits 
Topic: “Infection Control”
In the past this course has had an overwhelming posi-
tive response from those clinicians and their staffs who
earnestly want to stay informed of the latest infection
control recommendations out there and does so
through the eyes and thoughts of a speaker-clinician
who understands the nature and demand of everyday
dental practice. There’s more: 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/$70 Non-ADA member: $260

Friday, Apr 8 9:00 a.m.
Video Study Club
Topic:  Porcelain Veneers Preparation and Temporaries
2 C.E. Credits  
Although creating exquisite veneer temporaries is difficult
and often frustrating, it remains a vital part in communi-
cating with both patient and lab. Watch as Dr. Frank Spear
designs, fabricates, trims, polishes and customizes exqui-
site anterior veneer temporaries. After watching this DVD,
you'll look forward to your next veneer case!
Instructor: Dr. Al A. Gulum 
Tuition: Member Benefit Program-No Fee

Tuesday, May 3 6:15 p.m.
General Membership Meeting    2 C.E Credits
7:00 p.m. “Maximizing Investments for Dentists” 
Instructor: Dr. Lewis Altfest, Ph.D. and Ekta Patel, M.B.A.
The 2010 ADA Survey on Retirement and Investment re-
veals many dentists expect to delay their retirements due
to investment losses experienced in recent years. Lewis
Altfest, Ph.D., CFP®, CFA, CPA / PFS, CEO and Chief In-
vestment Officer of Altfest Personal Wealth Management,
will discuss the firm’s economic and market outlook, how
to build a portfolio that works best for you and how to
maximize the benefit of your practice’s retirement plan.
Ekta Patel, M.B.A., Managing Advisor at Altfest Personal
Wealth Management, will also be contributing. The sem-
inar will include:
• Findings from the 2010 ADA Survey and Altfest client
observations,
• Altfest’s economic and market outlook,
• The five-step process to creating an investment portfo-
lio that works best for you, 
• How to maximize the benefit of your practice’s retire-
ment plan.
8:00 p.m. Local Anesthesia
Instructor: Dr. Robert Peskin

Wednesday, May 4 6:30 p.m.
Topic:  Site Preservation, Technique and Materials
2.5 C.E. Credits  
Instructor: Dr Chanda Kale, D.D.S. 
Tuition: ADA member: $25   Non-ADA member: $25

Steinway Study Club 
CONTACT DR. KIRSCHNER (718) 634-2123

Location: Mezzo Mezzo Restaurant, 
31-29 Ditmars Blvd., Astoria

Mar 15 6:30-9:30 p.m.
Topic: LANAPTM A New Paradigm in the 

Approach to Comprehensive Periodontal
Therapy

Speaker: Dr. Neal Lehman

Apr 26 6:30-9:30 p.m.
Topic: Understanding CAMBRIA- 

Caries Diagnosis and Management
Speaker: Mr. Chris Moriarity, MA

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

Location: Laterna Restaurant
47-10 Bell Blvd. Bayside, N.Y.

Mar 9 7:00-9:00 p.m.
Topic: Periodontal Plastic Surgery
Speaker: Dr. Anthony Ienna D.D.S.

Apr 6 7:00-9:00 p.m.
Topic: Evidence based Shade Taking –

Achieving the Superior Cosmetic 
Restoration

Speaker: Jeff Collins

Glen Head Study Club 
CONTACT DR. LEWIS (718) 326-1212

Location: IL Bacco Restaurant
253-08 10th Northern Blvd., Little Neck

Mar 2 7:00-9:00 p.m.
Topic: Endodontics/Trouble Shooting
Speaker: Dr. Michael Feldman

Dr. Evan Chugerman
Apr 6 7:00-9:00 p.m.
Topic: (1) Bite Procedure for Full Mouth 

Reconstruction for Implants, 
Crown and Bridges and Dentures
(2) Basic Behind Sleep Apnea

Speaker: Larry Borman

New York Hospital Queens 
CONTACT PAMELA WILLIAMS (718) 670-1419

Mar 28 7:00-9:00 p.m.
Topic: Updates in Antibiotics
Speaker: Sorana Segal, M.D.
Location: Cardiac Rehab Conference Room

174-11 Horace Harding Expwy., Fresh Meadows

Study Clubs March – April

Dietary Concerns
Please note that QCDS wishes to accommodate the dietary
needs of attendees at our meetings and programs. It is re-
quested that anyone requiring kosher or other specialized
foods notify the QCDS office at the time of your registration
so that proper plans can be made.

Friday, May 6 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
Maneuver, child CPR and AED. The ability to recognize
the signals 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 re-
ality to someone you know or care for.
Class begins promptly at 9:00 a.m.
Registration at 8:30 a.m.
Instructor: Robin Zalewski, BLS Instructor
Tuition: ADA member/staff: $105 Non-ADA member: $260

Sunday, May 15 10:00 a.m.
Topic: ”Substance Abuse: Your Patients, Your Practice,
Your Family” 2 C.E. Credits
Dr. Bohlin will present an overview of the substance
abuse problem as it affects all those around us. A clini-
cally oriented approach will suggest management phi-
losophy and strategies. Attendees will leave prepared to
manage these issues in the office and at home. A disease
approach with referral and treatment will be discussed.
Instructor: Dr. Dennis Bohlin
Tuition: Member Benefit Program-No Fee



When Can Life Insurance Make Sense In
Planning for Your Retirement Needs?
By Michael Klotz, CPA, CFP®

and Janee Bricourt, Account Executive
By the time you reach retirement, you know a lot more

about life insurance than when you bought your first policy in
your 20s or early 30s. Specifically, you know:
� A primary role of life insurance is to protect the financial se-
curity of your dependents. This need usually is not as impor-
tant in retirement as when you are raising a family.
� Retired people have a higher risk of dying than younger peo-
ple, and so their life insurance coverage costs more. These
points are well known facts. So, an intelligent discussion about
using life insurance strategies during retirement should begin
where these points leave off.
� For most retired people, there is no reason to consider life in-
surance until a specific need for it has been identified in per-
sonal retirement/estate planning.
� That need probably will be different than it was earlier in life.
� When life insurance is used by retired people, it must make
cost-effective sense by saving money in areas such as probate
court, federal income tax or federal estate tax.

“Retirement Phase” Needs Met By Life Insurance
There are four major needs that life insurance can help re-

tired people meet:
� Leaving assets to heirs on a tax-efficient basis without going
through probate.
� Planning for and pre-paying estate taxes and settlement costs.
� Arranging the transition of a business to a partner or succes-
sor owner.
� Generating additional retirement income

Leaving Assets to Heirs
Many retired people want to leave some money to their

family members. But do they also want to leave their families
taxes and other expenses to pay? Often, this is a question that
most retired people don’t address until after it is too late to do
serious planning.

Life insurance isn’t the only way to leave assets to heirs with
tax advantages, but it can be one of the best. The death benefit
in a life insurance contract passes to the beneficiary income tax
free. By purchasing the life insurance inside an irrevocable
trust, it also is possible to pass assets to heirs without federal es-
tate tax consequences.

Other important considerations include simplicity, privacy
and probate. Unlike many other types of property, life insur-
ance does not pass through probate court and isn’t subject to
probate’s public scrutiny or fees.

Planning for and Pre-Paying Estate Taxes 
and Settlement Costs

A half century ago, a large part of the life insurance sold in
the U.S. was designated for “burial costs.” Today, funerals cost
far more than they did then, but burial is a small part of the
cost in wrapping up affairs of a deceased. Despite recent

changes in the law, estate taxes remain uncertain and poten-
tially costly for some people. Other costs include state inheri-
tance taxes, payment of the deceased’s debts, probate and
executor fees, preparation of the deceased’s final reports and
tax returns, and final tax payments. Life insurance can be use-
ful in planning for and pre-paying these costs.

Arranging the Transition of a Business 
to a Partner or Successor Owner

It’s common to find business owners in their 50s whose
goal is to retire in the next ten years or so. But years later, they
still have not let go. Why? They don’t know how. Specifically,
they can’t find a way to extract the market value of the busi-
ness and turn it into cash. Life insurance can be one compo-
nent in a plan of “business continuity and succession.” That
usually means phasing out the boss while protecting what
the boss has built for his or her own retirement, family and
heirs. The business owner’s life is insured. If the owner dies,
the death benefit allows the business itself or the successor
owner to buy out the owner’s interest, paying heirs the fair
market value in cash.

Generating Additional Retirement Income
Most people don’t think of life insurance as the best source

for obtaining retirement income. But it is often used to gener-
ate supplemental retirement income that “tops off” amounts
generated by Social Security, pensions and retirement plans.
Most types of permanent life insurance allow retirement in-
come to be obtained from two sources:

Low-cost loans that are tax-free and may be repaid at any
time.
� Withdrawals of cash value that are allowed often without
withdrawal charge, and are received tax-free (as a return of pre-
mium) up to the total amount of premium paid in.

Look at Life Insurance Through Different Eyes
When you were in your 20s, 30s and 40s, life insurance was

a critical part of your financial foundation if you had depend-
ents to feed and shelter, you needed life insurance—whether
you wanted it or not. Once you approach retirement, your
needs have changed. Life insurance is not a necessity, but it can
be a viable planning option for meeting specific needs in a cost-
effective and tax-efficient way. It also can increase your peace-
of-mind, create the income you need to afford special
opportunities, and keep your heirs from squabbling. What
doesn’t change from your 30s through your 60s and beyond is
the need to shop wisely for strong life insurance companies,
with the help of a qualified financial professional.

For further information you may contact Michael Klotz on 914-
288-8959 or <Michael_Klotz@strategiesforwealth.com>; or Janee
Bricourt on 845-699-5834.
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Are Your Investments As Diversified As You
Think? They Should Be Reviewed Annually!
By Lewis J. Altfest, PhD., CFA, CFP®, CPA/PFS and 
President Altfest Personal Wealth Management

Several years ago, a potential client asked my opinion of
his investment portfolio—15 stocks in different industries.
After doing a little research, I told him that too many of the
companies were small firms with weak balance sheets, low
returns on invested capital, and whose stocks had suffered
a series of sharp price swings. Nine months later he re-
turned to my office, his portfolio's value down by two-
thirds. The decline had nothing to do with a debacle in the
technology sector, which had happened at about the same
time. It happened because he owned lower quality, unat-
tractive stocks and wasn't sufficiently diversified. 

As I explained to my new client, you can't spread your
bets properly without considering the following factors: the
type of investment (stocks, bonds, real estate, etc.), its size
(small, medium, large), investment style (value or growth),
business sector and specific industry (health care and nurs-
ing homes, for example), and base of operation (domestic
vs. international). By owning a variety of investments, you'll
lower your portfolio's volatility and may even increase its
long–term return. 

The box below is a sample target investment allocation
that takes into account each of the main asset categories.
I'd recommend it for a moderately aggressive investor age
40 or older. 

These percentages are only guidelines. If you're younger
than 40, very tolerant of risk, or both, you can invest more
heavily in stocks. To gain further diversification, you can
add real estate, oil and gas, international bonds, and spe-
cialty mutual funds—those that invest solely in Japanese
companies or in utilities, for instance. Some of these invest-
ments can be particularly volatile, though, so don't buy
them just for the sake of diversification. If you don't under-
stand them and neither does your adviser, stay away from
them. 

As you saw with the client I mentioned earlier, owning a
handful of individual stocks doesn't necessarily provide ad-
equate diversification. That's why I recommend my clients
buy mutual funds in a variety of investment categories. A
typical stock fund owns more than 100 stocks. 

Another benefit of investing through funds: You have a
simple way to measure how similar they are to a broad
index. For each of your funds, examine the "R-squared" fig-
ure. It measures the degree to which the fund mirrors a
benchmark—the S&P 500, a "best fit index" (the Barclays
Capital Aggregate Bond Index for an intermediate-term-
bond fund, for example), or both. An R-squared of 100 rep-
resents a perfect correlation. The smaller the number, the
more the investment's returns will deviate from those of the
benchmark. 

If all of your stock funds have R-squared values of 80 to
100 compared to the S&P 500, they're probably very similar
funds. To be properly diversified, your portfolio needs

funds that correlate much less or not at all to one another, or
to the S&P 500 and other major benchmarks. 

Morningstar and Value Line both provide R-squared fig-
ures for the funds they evaluate. Fidelity Blue Chip Growth
Fund, for instance, has an R-squared of 95 against the S&P
500. That close correlation isn't surprising, given that the
S&P 500 is loaded with blue-chip stocks. Fidelity Select Nat-
ural Gas, on the other hand, is a specialty mutual fund that
owns a fair number of midsized companies in addition to
large companies. It has an R-squared of 52 against the S&P.
That means it's unlikely to perform the same as the index or
any fund that more closely follows the index. 

Whether or not you change the investments in your port-
folio, you ought to review it annually and rebalance it as
necessary, to bring the allocations back into line with your
targets. Keeping close tabs will prevent you from betting too
heavily on one area of the market. Not only will you enjoy
more consistent long-term returns, but knowing you have a
sensible portfolio will help you sleep well at night. 

Stock funds Percentage 
of assets

Large-cap domestic 25%
Mid-cap domestic 5
Small-cap domestic 6
International 21
Special Equity 6
REITS 2
Total 65%
Bond funds
Multi-sector / Long-term 7%
Intermediate-term 11
Short-term (including 
money-market funds) 10
Inflation Indexed 3
Foreign 4
Total 35%

Altfest Personal Wealth Management is the nationally recog-
nized, fee-only investment management and financial planning firm
that is endorsed by NYSDA Support Services for NYSDA mem-
bers. Lewis Altfest will be leading “Maximizing Investments for
Dental Professionals” at the May 3 QCDS General Membership
Meeting. This is the first in a series of contributions from Altfest to
help members of the Queens County Dental Society plan and think
intelligently about their finances. If you would like to reach Altfest,
you can call Mike Prendergast, MBA, CFP® at 212-406-0850 or
<mike@altfest.com>. Questions for potential future bulletin arti-
cles can be emailed to Eleanor Peterkin at <epeterkin@altfest.com>. 

Article excerpted from Medical Economics magazine. Copyright
and published by Advanstar Medical Economics Healthcare Com-
munications. Reprinted by permission. All rights reserved.

 

 

 

 

 

Ploumis & Baumwoll 
Attorneys at Law 

_______________________________________________________________ 

 

Why not use a lawyer who is also a dentist? 
 

Comprehensive Legal Services for Dental Professionals 
 

                                        * Purchase and sale of practices 

  * Employment and independent contractor agreements 

                                        * Office leases 

                                        * Partnership agreements and dissolutions 

                                        * Corporate and LLC formation 

                                        * Real estate transactions 

                                        * Office of professional discipline representation 

                                        * Patient dismissal issues 

_______________________________________________________________________ 

 

Manhattan                                        Brooklyn 

    453 Second Avenue                         322 Stockholm Street 

   New York, NY 10010                        Brooklyn, NY 11237 

 

(212) 685-4320 
www.DentalPracticeLawyers.com  

 
Eric Ploumis, D.M.D., J.D.                                                         Gary Baumwoll, Esq. 

 

 

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
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Classifieds
SMALL DENTAL OFFICE FOR RENT/SALE/ASSOCIATE:
Fully equipped & move-in ready. New dental chair/delivery
system. Digital x-ray option available. Eastern queens
(Bellerose) with lots of parking. In front of bus stop and near
shopping. Great for satellite office or a new dentist. For more
info call 718=673-0703, E-mail accurateden-
tistryp.c.@gmail.com, Website accuratedentistry.com Nego-
tiable.

DENTAL EQUIPMENT FOR SALE: chairs, x-ray unit and
much more. Please call for information. Location Astoria, NY
718-728-1874 or 516-972-6216

TAXES YOUR OFFICE.Business/personal. Specialty: dentists.
Personable CPA. References. Stuart A. Sinclair, CPA (516) 935-
2086 1120 Old Country Road Plain view, 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. E-mail: Queensdentist@aol.com

DOCTORS OFFICE FOR RENT!Beautiful and spacious space
for medical office in East Elmhurst/ Jackson Heights area! Con-
venient to public transportation! One month rent-free during
renovations! Very reasonable rent! Owner is very motivated!
Walk-in medical space! Call Jose Amaro 646-825-1591 ja-
maro@laffey.com 

WANTED QUEENS CITY HOME/OFFICE:Experienced gen-
eral dentist interested in buying a Queens County legal
home/office with a full-time active practice. Call 1-201-234-
3768

FOR SALE: 3 SCHICK SENSORS WITH FIRM wear and
software, total value $32,000.00 selling for only $13,900.00.
Works perfectly, warranty transferable. Please call Dr. Larry
Kurzweil at 516-650-5157 or e-mail at DRLK79@hotmail.com.

DENTAL OFFICE FOR RENT IN FAR ROCKAWAY: Excel-
lent location. Newly renovated. Waiting area with office man-
ager space, 2/3 examination rooms, consultation room, new
bathroom and parking spot. Low rent, only $1,375. Office may
be rented with additional space for up to $2,175. Contact 718-
865-8295

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


