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NYSDA Annual House of Delegates Meeting
Concluding QCDS’s Dr. Chad Gehani’s Term

Dr. Burton Wasserman Receiving Highest State Honors

The New York State Dental Associa-
tion will have its annual House of Dele-
gates meeting at the Roosevelt Hotel
located at Madison Avenue and East 45th
Street in New
York City begin-
ning Thursday
June 7 and con-
cluding Saturday
June 9. During
the meeting, Dr.
Chad Gehani of
QCDS will con-
clude his term as
NYSDA presi-
dent and be suc-
ceeded by Dr. P. Deborah Weisfuse from
the New York County Dental Society,
who begins her term as president at the
conclusion of the meeting through the
next House of Delegates meeting, sched-
uled for 2013. In accordance with NYSDA
by-laws mandating the NYSDA presi-
dency rotate among the 13 component so-
cieties, QCDS will not have its next
president for another 13 years, so the con-
clusion of this House will close an historic
milestone for QCDS. Dr. Gehani thanks
all for their support throughout his pres-
idency and remains available as a valu-
able resource to his successor. QCDS
welcomes his return on a “full-time”
basis after a successful term with
NYSDA.

The opening session of the House be-
gins at noon on June 7 and all members
are welcome to attend any meeting of the
House. The elected delegates will be con-
sidering various resolutions establishing
NYSDA policies and attending to busi-
ness matters. During the House meeting
on June 8, Dr. Burton Wasserman will re-
ceive NYSDA's highest honor, the Jarvie-
Burkhart Award, which recognizes

Dr. Chad Gehani

outstanding services rendered to man-
kind through dentistry in his contribu-
tions to education, literature and research.
Dr. Wasserman becomes the first QCDS
recipient of both the QCDS Emil Lentch-
ner Distinguished Service Award as well
as NYSDA's Jarvie-Burkhart.

QCDS and the New York State Asso-
ciation of Endodontists are sponsoring a
welcome reception in honor of Dr.
Gehani on the evening of June 7. On the
following day, the New York State Den-
tal Foundation hosts its annual Awards
Luncheon, with the Excellence in Aca-
demics Award being presented to Dr.
Charles N. Bertolami, a renowned leader
in dental research, education and clini-
cal communities. Dr. Bertolami, dean of
NYU College of Dentistry, formerly

served as dean of the University of Cal-
ifornia San Francisco School of Dentistry.
The President’s Dinner Dance on Fri-
day provides an opportunity to join
friends and colleagues honoring the As-
sociation’s president, Dr. Chad Gehani
and his wife Dr. Rekha Gehani, as well
as the officers of NYSDA. The gala event
is being held at the landmark Roosevelt
Hotel beginning with cocktails and hors
d’oeuvres from 7-8 PM., with dinner
and dancing to follow. It is safe to say
that all QCDS members congratulate Dr.
Gehani on a job well done and are

proud to claim him as a member.
Reservations for these events can be
made by contacting Beth Wanek at
NYSDA, at 800-255-2100 or by e-mailing
—Continued on page 16

More than 50 members attended
the March QCDS General Member-
ship meeting, enjoyed a buffet dinner,
educational presentations and an ad-
dress by NYSDA President Elect Dr. P.
Deborah Weisfuse. She will succeed
the current NYSDA President, Dr.
Chad Gehani at the conclusion of the
House of Delegates meeting being
held at the Roosevelt Hotel, New York
City, in June.

Dr. Weisfuse spoke of her goals for
her presidency and discussed issues of
concern to the profession. As is the cus-
tom with all incoming presidents, she
will be making additional visits to all
other NYSDA components before as-
suming the presidency. Dr. Weisfuse
hails from the New York County Dental

QCDS Welcomes NYSDA President Elect
Dr. Weisfusse to Membership Meeting

Society and has the
distinction of being
the first female
NYSDA president.

The evening
continued with a
financial presenta-
tion by Ben Bush
exploring  retire- -
ment planning. A Dr. P. Dehorah Weisfusse
presentation by Dr. Amos Yahev, spon-
sored by MIS Implant Technologies, ad-
dressed the topic of bone augmentation
challenges using biphasic calcium sul-
fate, was well received by the attendees.

QCDS thanks the sponsors of the
evening, including Colgate, Astoria
Federal and the Forest Hills Financial
Group.
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Get the personal attention that
your small business deserves.

Unparalleled personal service with a direct phone line
and access to your Branch Manager

Supported by a whole team of professionals, including experts
in commercial mortgage and construction financing

Customized product and service recommendations that make sense for you

You can start a BusinessOne relationship by calling

Justin Kilian, Branch Manager
179-25 Hillside Avenue
Jamaica, NY 11432
718-291-3100
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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.

We are MLMIC.
Our defense never rests.

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. MLMICs 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

Endorsed

program run by dentists for dentiste. = For information, call
by NYSDA

(800) 683-7769 (NYC), (888) 744-6729 (Syracuse),
(888) 263-2729 (Long lsland), or (800) 635-0666

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

Medical Liability Mutual

Insurance Company

Our defense never rests.

New York
Latham
Syracuse
East Meadow
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*  EMPIRE DENTAL
POLITICAL ACTION
COMMITTEE

February, 2012

Dear Colleague:

The dental profession had a major scare this year when Governor Cuomo's Medicaid Redesign
Team recommended that dental hygienists should be allowed to work independently of the
supervision of a dentist. As you know, throughout the country battles are raging over expanded
scope issues, including the possible creation of “midlevel providers,” the professional equivalent of
nurse practitioners in medicine. Fortunately, NYSDA was able to convince the Governor not to
include any scope expansion for dental hygienists in his budget proposal and to ignore the
recommendations of the MRT Committee. But the issue is still on the table and we must remain
vigilant because this matter is not going away and it is but one of many legislative and regulatory
battles we face.

Fortunately for you, EDPAC isn't going away either. We are getting stronger and we are getting
more aggressive in our defense of the traditional practice of dentistry. We will not let our guard
down and we promise to serve you faithfully in Albany where the practice of dentistry is defined and
controlled. However, our efforts rely upon your support, for without you contributing to EDPAC, our
profession would simply be a paper tiger and vulnerable to assaults from every political direction.
You have generously contributed to EDPAC as part of your 2012 dues, and for that, we thank you.

However, we are asking you to do more, to take that extra step to ensure the viability of our
profession in the years to come. Please take this opportunity to join the Capitol Club, the elite
group of dentists in this state who contribute an additional $100, or secure a place on EDPAC's
Honor Roll by contributing $200. Please consider making this extra sacrifice for the cause. Your
money will be used wisely in defense of your profession, and your generosity will ultimately be
rewarded with the peace of mind you will have knowing that you did your duty to yourself, to your
colleagues and to your patients.

Thank you very much for your support.
Sincerely,

447 %-«Mi?@w%&—ﬂ’-?ﬁ

Bijan Anvar, DDS, District Chair
Queens County Dental Society

Clhod Gt

Chad P. Gehani, DDS
NYSDA President

Joseph R. Caruso, DDS
EDPAC Vice Chair

EDPAC

20 CORPORATE WOODS BLVD., STE. 602, ALBANY, NY 12211

Yes, I want to be a 2012 EDPAC Capitol Club member.
Enclosed is my check payable to EDPAC. $200 Honor Roll $100 Capitol Club
Please charge my Capitol Club dues to my credit card (AMEX, VISA, MC):

i

|

1

|

i

Card Number Exp. CVV Code 1
i

i

|

o

(Signature)
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official publication of the Queens County Dental Society. Nei-
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As dues have increased over the
last few years, some of you have had
questions relating to the benefits of
membership in our dental society. If
only those who question would come
down and observe the quality of ac-
tivity that occurs here in Queens
County, you would have a positive ap-
preciation of and for our organization
and what you get for your dues.

Our Board of Trustees meets
monthly, usually on the third Tuesday
of each month and it is during this
time that the chairperson of each
standing committee reports on the ac-
tivities which have occurred during
the month. The range of involvement
by your trustees is one to be com-
mended. The time, knowledge and
concern displayed have long gone un-
appreciated by the members.

Our General Membership meets on
the second Tuesday of the month. The
QCDS Bulletin is published every two
months. As you read this edition of
the Bulletin, I ask you to think of all
the effort that went into its publica-
tion, starting with the authors who
spend untold hours putting this all to-

From the President

beatriztvallejo@hotmail.com

Your Participation

By Beatriz Vallejo, D.D.S.

gether. Look though these pages and
you'll find the programs and services
offered to our members.

There are many other active com-
mittees, such as Peer Reviews, Educa-
tion, Ethics, Membership, Hospital
Dental Services, Chemical Depend-
ency, Public Relations, Legislation, In-
surance, Dental Trade and Labor
Relations, Young Dentists, District
Claims, Resident Program and the
Greater Long Island Dental Meeting.

As president and a long-time mem-
ber of the QCDS, I have a deep feeling
of gratitude to all who participate and
for how much they give of them-
selves.

I hope I have peaked your interest
as it relates to our dental society. In re-
ality, we not only want your approval,
but we need your knowledge and
help. Many of you who are reading
this have expertise in an area which
would benefit all of us, so please come
on down and share it with the rest of
your colleagues. We will all benefit for
all of your participation and together
we will continue to strive to make this
the best society possible.

By William Bayer

I had the privilege of meeting
and interviewing Dr. Abraham
Brown for the November 2010 issue
of the Bulletin as he celebrated his
100th birthday. At that time, he was
believed to be the oldest living
QCDS member, having joined the
ADA in 1941. He had just com-
pleted his 70th year of ADA mem-
bership and recounted many stories
to me regarding his long dental ca-
reer, ranging from his $100 yearly
dental tuition he paid as an “out of

IN MEMORIAM:
Dr. Abraham Brown

stater” when he attended the Uni-
versity of Tennessee dental school
to his use of the “foot pedal power
drill,” the precursor to the electric
powered drill. He took great pride
in being listed on the engraved
Founders Plaque at QCDS head-
quarters and in seeing how QCDS
evolved over the years. His niece
called me to let me know he passed
away on March 4, after having cele-
brated his 101st birthday.

We extend our condolences to
his family.




From The Executive Director

execdirgeds@aol.com.

Nominating Committee to Meet

By William Bayer

1423

Queens County Dental Society | 86-90 188 Street | Jamaica, NY 1

The Nominating Committee 18 responsible for presentmg nominations for elective

offices and representatives of QCDS, as required by the Bylaws. ALY member inter-
ested in being considered for an elective position should submit a letter of interest
and CV to the executiv n by the committee.

e director prior to May
1f you are interested, feel free 1O submit your QCDS values the di-
versity of the Board of Tru willing to vol-

stees and welcomes No
unteer their time for the penefit of the

profession.
The following information gummarizes the process:

3] for consideratio
name as a& nominee.
minations from those

QCDS Nominating Committee Composition:

« The last two immediate past presidents-,

« Two members elected by the Board of Trustees at its

April 17th meeting;
« Three members ele

membership meeting;
o Three alternates electe

membership meeting;

cted by the membership at the May 1st

d by the membership at the May 1st

without the right to vote. The Nominating Commit-
the October & membership meeting. Additional nomi-

the receipt of a petition signed by 20

the report of the

The Ppresident aclts as chairman
ns at

tee will report its selectio
elective position by

nees will be added for any
members and received by the executive director within 10 days of
e October membership meeting. NO

Nominating Committee, which will bé given ab th
tions from the floor, will be accepted. Voting
meeting.

additional nominations, including nomina
for all elective offices is scheduled for the November 6th membership

ed of five ICDE members appo'mted by the

The Nominab
Board of Directors, will meet and submib their report for all elective offices to the
g, with voting at the November 6

membership at the October 2nd membership meetin

meeting.

ICDE
ing Committee, compris

Wwilliam Bayer

Executive Director
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Planning Your IRA Using Social Philosophy

By Harris Markhoff and Michael Markhoff

We have been encountering estate planning situations
where a dental practice owner has more than sufficient net
worth to adequately support a surviving spouse and also has
children who are self supporting. That dental practice owner
should consider allocating a portion of his or her IRA to either
grandchildren or a charitable foundation.

IRA For Grandchildren

The use of an IRA to benefit grandchildren is an interesting
technique.

There is some concern among grandparents that grand-
children in today’s economic and social environment will
not have the same educational and vocational options and
opportunities as were available to their grandparents and
parents.

There is no question that competition to get into college is
more intense. There is frequently no assurance or even an in-
terest on the part of grandchildren to become professionals,
corporate executives or entrepreneurs. The grandchildren may
choose career paths with meaningful social purposes, but with-
out significant financial rewards.

Grandparents may want to consider leaving a portion of an
IRA to a grandchild to supplement the grandchild’s income.

If, as a hypothetical, a $500,000 portion of an IRA is left to a
10 year old grandchild (or to a trust on behalf of the grand-
child), and if that IRA can earn 5 percent during the grand-
child’s lifetime, that $500,000 IRA will disburse $5,100,000 to
the grandchild during the grandchild’s life expectancy (ages
10 to 82).

IRA Payable to Charity

If the dental practice owner has significant charitable inter-
ests, it makes sense to have a portion of the IRA payable to a
family foundation. The family foundation can receive the IRA
and pay no income tax because it qualifies as a charity and char-

Meeting at the Big Apple

Bronx County Dental Society Executive Director Dr. Robert
Yeshion, was once again the perfect host as he welcomed
NYSDA President, Dr. Chad Gehani and QCDS Executive Di-
rector William Bayer to the annual Big Apple meeting on
March 28, held at the Sheraton Hotel in Mahwah, New Jersey.

The event provided an excellent opportunity to meet and
greet many of the exhibitors who are also supporters of
QCDS, as well as to meet potential new sponsors who ex-
pressed interest in supporting QCDS programs. Dr. Yeshion,
sporting a dapper new goatee-look, and a staff of volunteers
including his wife, kept things running smoothly despite the
activity going on around the exhibit hall. The group was
joined at lunch by Dr. P. Deborah Weisfuse, the NYSDA Pres-
ident-Elect, who assumes the presidency in June. The meet-
ing provided an opportunity to exchange ideas on a number
of issues.

QCDS congratulates the program co-chairs, Drs. Stephen
Lowy and Leslie Zucker, on another successful meeting.

ities do not pay income tax on receipt of an IRA distribution.

The family foundation is required by law to disburse 5 per-
cent of its net worth annually to public charities.

A number of dental practice owners have adult children
who live in different parts of the country. One anxiety which
some parents have is that the children will lose touch with
each other after both parents are deceased. The private foun-
dation offers a unique opportunity to perpetuate the family’s
charitable interests and to require children to communicate at
least on an annual basis as to how to disburse the funds from
the private foundation.

The use of an IRA for charities and grandchildren is a tech-
nique that parents and grandchildren should consider in ad-
dition to the traditional techniques which we use in estate
planning, such as Irrevocable Life Insurance Trusts, Credit
Shelter Trusts, QTIPs, QPRTs, Sales to Defective Grantor
Trusts, GRATs and all the other techniques that form part of
the estate planning basket of tools.

Harris Markhoff, Esq., and
Michael Markhoff, Esq.,
are partners in the White
Plains, New York law
firm of Danziger & Mark-
hoff LLP. This firm is a
business and tax-ori-
ented law firm that has
been representing dental /B
ractice owners in the . ' .

ifew York metropolitan Harris Markhoff Michael Markhoff

area for over 50 years. Harris Markhoff and Michael Markhoff may
be reached at 914-948-1556 or at hmarkhoff@dmlawyers.com and
mmarkhoff@dmlawyers.com, respectively.

Left fo right: Drs. Edward Feinberg, Deborah Weisfuse, Robert Yeshion, Chad Gehani and
QCDS Executive Director William Bayer gathered at the Big Apple Dental meeting.

“ COLTENE"® Queens County Dental Society

Presenting:

COMPONEER™: A MILESTONE IN VENEER TECHNOLOGY

Restorative Dentistry Utilizing A New Direct Composite Veneer System
Lecture

Friday, May 4 2012 - 9:00 AM - 12:00 PM (Registration begins at 8:30 AM)

LOCATION:  Queens County Dental Society
86-90 188 Street
Jamaica, NY 11423

COURSE FEE:  $35.00

TO REGISTER: Call Mercedes Rodriguez at 718.454.8344 and reference Componeer.
Please have your credit card information ready. Pre-registration is required.

Description: Lecture is intended for dentists interested in a one-visit, direct placement
system featuring COMPONEER™ prefabricated veneers that can open your practice to new
patients. Space is limited; sign up NOW to guarantee a seat!

The lecture will be led by Dr. James Braun. Dr. Braun is very familiar with the system
and will provide theory, indications and practice opportunities for this product, as well
as addressing general restorative dentistry using composite and bonding systems.

To Register: Call the number above. Course is subject to change.

Presenter: Dr. James Braun

Dr. Braun has been in full-time private practice
specializing in Prosthodontics in Saginaw, Ml for over 25
years. Dr. Braun has been featured in “Dentistry Today”
as a Top Clinician in dental continuing education. He has
established working relations with a number of
prominent dental manufacturers focusing on

implementation of new products. Seminar topics reflect
and emphasize practical clinical treatment planning and ADA CE'RPQ
have been offered at all major national dental meetings Conti-log fecation Rexopriiion Broge
and at a wide array of university, state and district

venues. In addition, he has published a number of

articles on esthetic restorative dentistry in a variety of

major journals.




Be Ready to Handle An Office Emergency

By Erik Zalewski

Are you prepared for an emergency? As healthcare prac-
titioners, you rely on your professional judgment to provide
your patients with the best dental care possible. Many years
of study, training and internship go into making what most
people see as a traumatizing ordeal, routine for you. But
how much of your training was in responding to common
emergencies that will occur in your office? If the teeth are
the window to our health, isn’t our health also reflected in
our teeth? People who seek your services because they are
not the model of good oral health may also not be the model
of good medical health. How many of your patients are sick
with serious diseases?

I recently visited a dental client for a
CPR/AED training session. She had just ‘ ‘

taken over the practice and asked me to re-
view the emergency equipment that was
in the office. Although she meant well, she
was totally unprepared. Every drug in the

The best

When emergencies do arise, there are three pieces of equip-
ment that you want at the patient’s side: oxygen, an emer-
gency drug kit and an AED. I encourage you not to just take
matters into your own hands. Certainly, call 911 and let the
paramedics and medical doctors do their jobs. Of course, you
probably do not have an ambulance crew at the ready in your
waiting room, so there will be some things that you have to
do until help arrives. Your equipment can help you provide
emergency interventions and supportive care while you wait.

Oxygen can prove to be a wonder drug and should be used
for patients in respiratory distress, in cases of anaphylactoid
allergic reactions, for people experiencing chest pain, victims
of cardiac arrest, and during the most com-
mon emergency: syncope. There are no
contraindications for the short-term use of
oxygen, and you can never over-do it. To
deliver the oxygen to patients, every office
should be stocked with a nonrebreather
mask and a nasal cannula (some patients

kit was totally expired—some by a few emergency to have feel claustrophobic with a mask on their

years, her AED was obsolete, and her oxy-
gen tank was potentially dangerous. The
dentist she bought the practice from left

is the one that

face) for adults. Have the same on-hand in
pediatric sizes, if you see children at your
practice. Set your regulator to flow at 15

her with no useable emergency equipment you pre’vented. liters per minute (LPM) for a nonre-
and a wide-open window to litigation, breather mask and 4-6 LPM for a nasal can-
should an emergency have occurred. For- nula. Also, think about the portability of
tunately, this story ends well, but the con- , , your oxygen tank. If a patient needs oxy-
sequences could have been catastrophic. gen in your waiting room, how will you

Preparing for an emergency can be
done with a three-pronged attack: prevention, equipment,
and training. We should also take a moment to remind our-
selves that the most common emergencies in a dentist office
include syncope, allergic reactions (possibly anaphylactoid
in nature), chest pain, bronchospasm and hypoglycemia.

The best emergency to have is the one that you prevented.
It is important to take the time to review the medical history
and medications of your patients before they sit in your chair.
Medications often clue us into the medical conditions people
forgot to tell you about or really don’t know they have. This
information might tell you what to expect when they “open
wide” for you as much as what medical emergencies you
might have to be prepared to deal with. Asking follow-up
questions to medical conditions might be beneficial, as well.
Getting a feel for just how well the insulin-diabetic has con-
trol over his or her own blood sugar or what allergies a pa-
tient, about to receive a lidocaine injection, has will help you
prevent potential problems while preparing for the worst
case scenario. Don’t be afraid to think ahead and ask your-
self, “What kind of medical emergency can I expect to see
with this patient? What will I do when that happens”?

With respect to medications, it is important to remember
that literally hundreds of new drugs come onto the market
every year. It is nearly impossible to know what every med-
ication is used for, what class of medications they belong to and
which ones are now approved for use outside of their original
intent. To help me in a pinch, I like to use the ePocrates app for
my smartphone. I give you permission to cheat a little bit, too!

get it there?

Your drug kit should be stocked with medications to help
care for the most common emergencies. In addition to oxygen,
the ADA suggests six: Aspirin, Nitroglycerine, Albuterol,
Diphenhydramine, Epinephrine, and sugar. Dentists who per-
form conscious sedation will want to add antidotes to opiates
(naloxone) and benzodizapines (flumazenil). It is most im-
portant that the dental practitioner is familiar with the med-
ications in his or her kit, when to administer them, what route
(sublingually, subcutaneously, inter-muscularly or intra-
venously), and what reactions or side-effects to expect. Before
I give any patient a drug, I like to remember that they have
four “rights”: Is the “right” patient getting the “right” drug, at
the “right” dosage, by the “right” route?

It is also important that you make sure each drug is up to
date and in good condition. While others might suggest as-
signing a staff member to this task once per month, I suggest
that you do this yourself. You will be the most familiar with the
medications in the kit and their administration. My sugges-
tion is not to trust anyone else but yourself to perform these
checks, as you are ultimately responsible for all medical care
given in your office. To help you, many companies will pro-
vide an automatic refill program.

Most victims of sudden cardiac arrest go into ventricular
fibrillation or ventricular tachycardia. Both of these disrhyth-
mias may be corrected by quick defibrillation. For this reason,
the New York State Dental Society pushed for it to be law that
every dental office have an AED. Keeping your AED centrally

—Continues on page 19

TAX TIPS FOR DENTISTS

ome 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 CcrPA

1120 Old Country Road ¢ Plainview, NY 11803
Phone (516) 935-2086 Fax (516) 935-1787

E? CUSTOM UPHOLSTERY Inc.

(44" 3280 Sunrise Hwy Ste 59
&st  Wantagh, NY 11793

SPECIALIZING IN
DENTAL FURNITURE ALL
WORK COMPLETED AROUND
OFFICE HOURS

DENTIST’S CHAIRS
OFFICE FURNITURE
WAITING ROOMS
ETC...

(516) 354-5650

Architecture Studio
Designers and Planners

commercial » residential » institutional # interior design

William Gati, AIA Architect

112-31 84th Ave., Kew Gardens, NY 114181321

718.805.2797 tel  718.805.2227 fax

weati@architecturestudio.com

www.architecturestudio.com

Member of The American Institute of Architects
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President’s Dinner Dance

Honoring

President Chad P. Gehani and his wife, Dr. Rekha C. Gehani

& the Officers of the Association for 2011-2012
Friday, June 8, 2012
Cocktails & Hors d’Oeuvres 7:00 — 8:00 p.m.

Dinner 8:00 p.m.

The Roosevelt Hotel
Grand Ballroom

Madison Avenue at East 45" Street
New York City
Black Tie

$150 Per Person

RSVP

President’s 2011-2012 Dinner Dance
Friday, June 8, 2012

1/We will attend the President’s Dinner on Friday, June 8, 2012,

Name

Enclosed is my check in the amount of
(3150 per person, payable to NYSDA),

Credit Card Payment: V MC AMEX
# cyv

*

Choice of Dinner Entrée:
_____Beef
_ South Asian
South Asian Vegetarian

*

If possible, I would like to be seated with:

*

Special Dietary Requirements:

Please respond before May 15, 2012.
NYS Dental Association
20 Corporate Woods Blvd., Ste. 602
Albany, New York 12211
ecoyle(@nysdental.org
(518)465-0044 ext. 223
(800)255-2100 ext. 223




Some Frequently Asked Questions About Transitioning Yourself Out of a Dental Practice

By Risé and Martin Mattler
Countrywide Practice Brokerage

Over the course of the year, we talk with lots of dentists in-
terested in transitioning out of a practice in the near future. Lots
of good questions are asked in these conversations, and some
may be ones that you've been thinking about.

Here are the top questions we're getting these days...and
our answers.

Q: I'm thinking of selling my practice in three to five years.
What options do I have for transitioning my practice and what
should I be doing now to prepare?

A: The most obvious answer is to continue working the
same hours you are now for the next three to five years. Within
nine months of being ready to retire, you should have your
practice appraised and start looking for the right candidate to
take over.

While this is the ideal approach, the reality is that many
older dentists choose to slow down their pace and chair-side
hours, and this can spur a decline in practice income. If you're
in your 60s, you're likely to have fewer new patients entering
the practice, as they may prefer to go to a younger dentist who
isn’t near retirement.

One viable option is to bring in an associate and structure a
buy-in/buy-out. In this scenario, the senior dentist sells half
the practice today, with the other half purchased three to five
years in the future. The owner typically continues to practice ei-
ther as a partner or an employee with a work contract. Obvi-

ously, this works best when there is sufficient production
($700K+ gross) to book the younger dentist fully, with work
still left to be done by the senior dentist.

If you're currently working part time and earning $300K
gross or less, you can consider merging your practice with a
nearby dentist’s facility. This allows you to take the equity out
of your practice and potentially continue to work a few days a
week.

In terms of preparing for an eventual sale, you should rec-
ognize that practice value is reflective of your practice income
for the current and previous two years.

Maintaining your current office hours will help to keep
practice income steady until you are ready to sell it.

Meeting with your financial advisor is also a key-planning
step. You should have a clear idea of when you wish to stop
practicing and then discuss with your advisor the monies you
will need to either reduce your work hours or retire altogether.

Q: Can’t I just continue working part-time and make the
same or more income than I would from selling my practice?

A: The short answer is yes. But when dentists ask us this
question, we pose another: what is your time worth?

A good rule of thumb is to assume that you will need to
work at least two to three years to make the after-tax income
you would receive from the sale of your practice. And that’s
assuming no health issues arise that could reduce your income.

—Continued on page 15
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At this later stage of your career, you'll likely need to spend
three to four days a week in the office, to produce what you
used to do in 1.5 to 2.5 days when you were younger. If you're
currently working part-time, your patient base has probably
decreased, and that often means participating in a modest pay-
ing PPOs to attract more patients. These plans typically pay
40 percent of normal office fees. Plus, you need to watch that
your fixed overhead expenses aren’t eating too far into your
profits.

If you still wish to work part-time after considering these
factors, you could merge or sell your practice and then ask to
work part-time for the dentist who’s taken over your practice.

Q: Should I upgrade my office in preparation for selling it
in a few years?

A: We don’t recommend making any substantial im-
provements or buying new equipment or fixtures strictly for
the purpose of increasing practice value. That’s because these
assets are likely to be highly depreciated by the purchasing
dentist.

Maintaining your physical plant and equipment in good
working order is generally sufficient. But if the office appears
tired and worn, you may want to make some minor cosmetic
improvements, like painting, reupholstering waiting room
chairs, and installing new rugs in public areas.

Q: My son (or daughter) is joining the practice as an as-
sociate. What transition advice can you give?

A: A few years ago, a client called us with this situation.
His son had been working for six years as an associate in
his $800K grossing practice in a small town. The senior
dentist asked us to appraise the practice for his son’s buy-
in.

During the appraisal process, we learned that there was
no non-compete agreement and that the son was produc-
ing 60 percent of the practice’s income. The father consid-
ered the practice a significant part of his retirement monies,
and there were also three other children to consider, who
were not involved with the practice.

Our key concern was that the son could leave, open a

QCDS is an ADA
CERP Provider

ADA CERP is a service of the American Dental As-
sociation to assist dental professionals in identify-
ing quality providers of continuing dental
education. ADA CERP does not approve or en-
dorse individual courses or instructors, nor does it
imply acceptance of credit hours by boards of den-
tistry. Concerns or complaints about a CE provider
may be directed to the provider or to ADA CERP
at DA.org/goto/cerp

practice nearby and end up keeping a significant number of
patients and resulting income. While this was not explicitly
stated, we learned that it was an option the son had consid-
ered.

We advised the father to take 10 percent off the practice
value (to account for the son’s efforts towards building the
practice) before selling it to his son. Since no buy-in arrange-
ments had been formalized previously, both parties agreed
that this price was fair and would also preserve family har-
mony.

The point is that dentists who work with family mem-
bers (father, brother, mother, etc.) are reluctant to formalize
the working arrangement and buy-in/buy-out terms for
fear of alienating their family member. Yet complications
can arise when the junior dentist wants to acquire equity in
the practice. It is always best to formalize an arrangement
at the outset and to do so as if you are strangers rather than
relatives.

Martin and Risé Mattler are the principals of Countrywide Prac-
tice Brokerage, a Manhattan-based practice sales and appraisal
firm endorsed by the Queens County Dental Society. They can be
reached at 800-222-7848 or wvisit their website: www.ddsbro-
kers.com

DANZIGER &
MARKHOFF LLP

Attorneys at L aw

Representing dental practices
in the areas of

Practice Transitions
Estate and Tax Planning

Employee Benefits

123 Main Street * White Plains, NY 10601
914-948-1556 * www.dmlawyers.com
Contact: Gregory R. Tapfar, Esq.

BEST
LAW FIRMS




House of Delegates Meet

—Continued from page 1
her at bwanek@nysdental.org.

After the House concludes its business on Saturday;,
NYSDA has scheduled a continuing education program on
Sunday, June 10 at NYU College of Dentistry, 423 East 23rd
Street, New York, in the Saklad Auditorium. This full-day
program offering seven Continuing Education credits begins
with registration at 8 a.m. followed by a series of lectures be-
ginning at 8:30 a.m. with Dr. Doron Kalman discussing “Ad-
vanced Bone Grafting and Implant Placement Techniques.”
The program offers a mixture of clinical and legal presenta-
tions including Legal Issues in Dentistry moderated by Lance
Plunkett, NYSDA general counsel and featuring George M.
Ding, ].D., M.P.A. who is the director of prosecutions in the
Office of Professional Discipline.

The legal presentations will continue with Andrew Feld-
man and Amy T. Kulb, who are both experienced attorneys
with expertise in defending professionals in regulatory mat-
ters and professional discipline.

After a lunch break, the program will conclude with Dr.
Frederick Kahn, a clinical professor in the Advanced Educa-
tion Faculty, Department of Endodontics, NYU College of
Dentistry, speaking on “Restoring Endodimplantsontically
Treated Teeth Using New Innovative Technological Methods.”

Pre-Registration is requested and your place can be re-
served by calling NYSDA or e-mailing ecoyle@nysdental.org.
The fee for dentists is $125 and auxiliary accompanied by a
dentist is $50.

ERIC J. PLOUMIS, D.M.D., J.D.
Attorney at Law

Why not use a lawyer who is also a dentist?

Comprehensive Legal Services for Dental Professionals

Purchase and sale of practices

Employment & 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
453 Second Avenue
New York, NY 10010
(212) 685-4320

BROOKLYN
322 Stockholm Street
Brooklyn, NY 11237

(347) 221-1084

www.DentalPracticeLawyers.com

What kind of financing do you need?

terms tailored to meet your needs.

Banc of America
Practice Solutions”

# Office improvement and expansion — remodel, refurbish, or expand.

# Commercial real estate — choose from a suite of comprehensive
real estate loan options to buy, refinance,” or relocate.

¢ Equipment financing’— choose from a variety of options and flexible

You’ll find it here — and much more.

% New office start-ups — get started with up to 100% project financing,”
including design, construction, equipment and working capital.

# Practice sales and purchases — our team of experts can provide the
experience and industry knowledge you need for buying and selling.

¢ Business debt consolidation™™ to improve your cash flow. purchases

Product Features:’

4 Terms up to 20 years on:
® Practice sales and

e Office improvement
and expansion

@ Loans up to $5 million
@ Fexible repayment options

Want to know more? Call Chad Widensky at 1.646.265.3004, or e-mail
chad.widensky@bankofamerica.com. Mention Priority Code ADDCW10A. Or visit us online at
www.bankofamerica.com/practicesolutions.

*All programs subject to credit approval and loan amounts are subject to creditworthiness, Some restrictions may apply. **Banc of America Practice Solutions may prohibit use of an account

to pay off or pay down another Bank of America account, B America and Banc of America Practice Solutions are trademarks of Bank of America Corporation. Banc of America Practice
Solutions is a subsidiary of Bank of America Corporation. @ 2011 Bank of America Corporation

A subsidiary of

Bankof America 27

Mortgages and Pensions: Making Your Best
Financial Choices for Your Future Security

By: Paul Palazzo, CFP® COA,

Would you rather have a hot fudge sundae tonight or a
mini-scoop of vanilla with each dinner this week? If you had
a major project due at work, would you rather work all this
weekend or stay an hour late every night for a month?

In each case, you would be deciding whether many small
quantities add up to more than one large one, the difference
being that in one case you would be giving (time) and in the
other you would be getting (weight).

People commonly face the financial equivalent of such
choices with their mortgages—whether to prepay—and with
some types of pension plans, whether to take a lump sum or
a stream of payments.

As with ice cream and overtime, there is no one right an-
swer. Rather, it depends on which option works best in a
given person’s overall picture. Going back to the food anal-
ogy, if you just finished a four-course meal and half an apple
pie, the hot fudge sundae may not offer you much bang for
the caloric buck.

Consider the mortgage issue. Like buying stocks or bonds,
prepaying a mortgage is an investment, with the pretax re-
turn being equal to the mortgage rate. Interest saved is in-
terest earned. Prepaying the mortgage gives you an annual
pretax return of the rate of the mortgage for the length of its
duration. Mortgage interest generally being tax-deductible,
the after-tax interest rate (and rate of return) will usually be
something less than the mortgage rate and will change if
one’s tax bracket changes.

But how good is pretax return at the rate of your mort-
gage? With what should it be compared? In one sense, pre-
paying a mortgage is a risk-free investment, like a Treasury
bond, because for every month in which you would have
made a mortgage payment, the pretax return is the same an-
nualized.

So the question is whether you are earning, or can earn,
more than that on a risk-adjusted basis. If you're planning to
invest the money in stocks, for instance, we believe that you
need to be able to anticipate a return of at least one point
higher than the mortgage rate over the life of the mortgage to
make up for the increased risk.

Prepaying a mortgage isn’t completely risk-free. As with
longer-term bonds, it carries something called interest-rate
risk. Suppose that in a few years interest rates have shot up.
Had you not prepaid the mortgage, you could have taken ad-
vantage of these new opportunities. As it is, you're stuck in
the slow lane with your lower returns. (If, on the other hand,
rates on new investments go down, you're better off.)

Prepaying also costs you liquidity — unfettered access to
the money. If you prepay a mortgage and then decide you
would rather use the cash to pay your daughter’s medical
school bills, you're out of luck. Stocks and bonds are gener-
ally liquid investments. If there is any reasonable chance that
you are going to need the money, we believe you are gener-
ally better off holding on to the mortgage.

Tax considerations matter as well. For someone in a high

tax bracket and living in New York City, a pretax return
would likely produce a lower after-tax return. We believe
that person would do better with an AAA-rated tax-free mu-
nicipal bond.

People in or near retirement have something else to think
about. If prepaying the mortgage results in depletion of tax-
able accounts, these people could be forced to take greater
IRA withdrawals than would otherwise be required. It is gen-
erally advantageous to defer those withdrawals for as long as
possible.

Dealing with the mortgage doesn’t have to be an all-or-
nothing proposition. Some people may choose to make
smaller prepayments, in a sense hedging their bets.

Financial decisions are personal, too. Some people sleep
better at night knowing the house is paid for. Others simply
hate debt. In eliminating the mortgage, these people buy a
sense of security. For them, the freedom of liquidity and the
opportunity perhaps to earn a higher return is a reasonable
price to pay for such security.

The pension decision can be seen as the flip side of the
mortgage decision, since it means choosing whether to re-
ceive money gradually or all at once. Taking the monthly
payment guarantees a given return every month and re-
moves the risk of losing principal, should the lump sum be
taken and invested poorly. On the other hand, choosing the
monthly payments leaves you at the mercy of inflation; re-
gardless of how much prices rise, your payments remain the
same.

One financial risk in retirement, ironically, is living too
long. Assuming the monthly payments are taken for life and
not for a specific number of years, people who live longest
will collect the greatest benefits and help hedge that risk.

As with the mortgage decision, tax considerations come
into play. In many cases a pension lump sum may be rolled
into an IRA, allowing it to grow tax-deferred, possibly for
many years. Monthly pension payments are currently tax-
able.

Financial decisions such as pensions and mortgages are
generally best made not individually but as one investment
in a portfolio of investments, and within the context of your
overall goals and circumstances. The job of wealth manage-
ment advisors is to help you tie it all together.

Altfest Personal Wealth Management(SM) is the nationally recognized,
fee-only investment management and financial planning firm that is
endorsed by NYSDA Support Services for NYSDA and the Queens
County 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 Altfest, call Walter Primoff at
212-406-0850 or wprimoff@altfest.com.

Adapted from The Altfest Advisory Letter, Copyright 2012.
Reprinted by permission. All rights reserved.



Handling Office Emergencies

—Continued from page 10

located in the office will ensure rapid deployment to patients
in your exam rooms as well as the waiting area. Make sure
your AED pads are always within their expiration and that
the battery is still good. Check your AED unit at least once per
month. If the company you bought the AED from has a main-
tenance / reminder program, let them help you decide when
itis best to replace batteries and pads. Place a numbered plas-
tic seal on the zippers of the bag so that you are sure who
checked the AED last.

All the equipment and prevention in the world is mean-
ingless without training. EpiPens don’t administer them-
selves, and patients in cardiac arrest need CPR until the AED
arrives. Having an emergency in your office may be one of the
scariest moments of your career. How you handle that mo-
ment will be determined by how much you have prepared.
Everyone in the office should have CPR and AED training and
dentists and nurses should have periodic refreshers on the
emergency drugs and oxygen they may have to administer.
Dentists and their staffs who perform conscious sedation
should also be trained in Advanced Cardiac Life Support
(ACLS). Hold frequent drills in your office so that everyone
knows what their role will be during the emergency. Seek help
from a rescue professional to help you think of different sce-
narios and how to handle them.

Dental offices are not immune to a variety of medical emer-
gencies. It is imperative to take steps that may help prevent
potential medical distresses, have equipment and medications
ready to administer in case of extremis, and prepare yourself
and your staff for the most common medical emergencies.
Procedures should be in place to handle this crisis as well as
you handle fillings.

Eric Zalewski, a BLS instructor, is with the firm Have Dummy, Will
Travel, which provides CPR/AED training. He can be reached at
631-698-4039.

Dental Screening
Volunteers Needed

For QCDS School
Visits in May

QCDS, in partnership with Colgate will be con-
ducting oral health screenings at two local schools
in May. In order to examine the students, it is es-
sential to secure volunteer dentists who can donate
some time, up to 2-3 hours at the school site.

On May 9th, QCDS will be at P.S. 209, located at
16-10 Utopia Parkway in Whitestone.

On May 30th, QCDS will be at P.S. 29, located at
125-10 23rd Avenue

Both screening programs begin at 9 a.m. and
continue until all participating students are
screened (usually no later than 1 p.m.)

These programs provide an excellent way to give
back to the community, as well as to obtain favor-
able publicity for QCDS. QCDS has screened thou-
sands of students over the years and looks forward
to offering this service going forward, but your help
is needed.

If you can donate some time, please respond by
phone or e-mail to QCDS Executive Director
William Bayer, noting which event(s) as well the
times you can be available. Feel free to contact Mr.
Bayer directly with any questions by calling 718-
454-8344.

QCDS Salutes Its Newest Life Members

QCDS recognizes its members who
are achieving Life Member status in
2012, after attaining the age of 65 by
December 31 of the previous year and

Alan Block
Frank DiBlasi
Jay Duke
Rudolph Iorio
Kaushik Khakhar

completing 30 consecutive or 40 non-
consecutive years of membership.
QCDS is grateful for their many years
of continued participation in organ-

Jeffrey Kochman
Arthur Kubikian
Naushir Lalani
David Levenson
Sam Malkin

ized dentistry and wishes them many
more years of dedicated service to
their patients. A well-deserved con-
gratulation to the following members:

Barrow Marks
Robert Quinton
Mark Weller
Joel Wolf

Implant Techniques/
Legal Issues in Dentistry

SPONSORED BY NEW YORK STATE DENTAL ASSOCIATION
Sunday, June 10, 2012 (7 CE Credits) ¢ Registration 8:00 a.m.

8:30 a.m. - 9:00 a.m.

Advanced Bone Grafting And Implant Placement
Techniques

The field of implant dentistry continues to evolve,
providing advanced technology and more pre-
dictable forms of therapy with an increased focus
on aesthetic success. Innovative techniques now
allow for improved aesthetic outcomes and greater
patient comfort. Dr. Kalman will be discussing the
latest techniques in bone grafting and implant
technology.

Objective: At the completion of this brief presen-
tation clinicians will understand how to optimize
hard tissue architecture for predictable surgical
implant placement and restoration, and the uti-
lization of Cone Beam CT scanning.

Speaker: Doron Kalman, DDS is a Diplomate of
the American Board of Oral and Maxillofacial sur-
gery and a fellow in the American Association of
Oral and Maxillofacial Surgeons as well as an ad-
junct professor at Long Island Jewish hospital. Dr.
Kalman currently serves as president-elect of
Queens County Dental Society and is in private
practice in Elmhurst, Queens.

9:00 a.m. - 1:00 p.m.

Legal Issues In Dentistry

Moderated by Lance Plunkett, Nysda General
Counsel:

“Professional Discipline in the Profession of
Dentistry: A 2012 Update.”

Presentation will include an overview of the disci-
plinary process in New York State as well as re-
view of the most common types of misconduct
violations, and a review of the New York State Ed-
ucation Law and related rules and statutes.

[] Dentist $125

Location: NYU College of Dentistry, Saklad Audi-
torium, 345 East 24th Street, Rm. 14, New York.

Objective: Attendees will gain an improved knowl-
edge of the laws governing the profession and will
be better equipped to conduct their practices in
conformance to the law.

Speaker: George M. Ding, J.D., M.PA,, an attor-
ney, is the director of the Prosecutions Division in
the Office of Professional Discipline in the New
York State Education Department.

“Legal Update for Dentists on Professional Dis-
cipline and Audits.” This presentation includes an
overview of current professional discipline, regu-
latory, law enforcement, and audit issues in den-
tistry. It will acquaint dentists with the impact that
certain actions can have on their professional
practice and privileges.

Objective: Attendees will learn strategies for re-
sponding to investigations by OPD and other gov-
ernmental agencies and audits.

Speaker: Andrew Feldman, Esq. is admitted to
practice in both State and Federal Court, and han-
dles matters for clients throughout New York
State. He has distinguished himself by counseling
and defending professionals in all fields, particu-
larly in the areas of health care and professional
liability. He is experienced in matters involving
products liability, environmental law, toxic tort law,
labor law, personal injury, insurance coverage and
health law.

Amy T. Kulb, Esq. began her career as a prosecut-
ing attorney with the Office of Professional Disci-
pline. From 1986 to the present, Ms. Kulb has
been in private practice with the firm Jacobson,

Implant Techniques/Legal Issues in Dentistry (7 CE Credits) ¢ June 10,2012

Pre-Registration is required * Please use one form for each attendee  No Refunds made after May 1, 2012

("] Auxiliary Accompanied by Dentist $ 50

Goldberg & Kulb, LLP. She is Risk Management
and Ethics and Jurisprudence instructor for the
New York State Dental Association and lectures on
a regular basis to medical, dental, pharmacy and
professional groups on professional discipline and
related topics.

1p.m.-1:30 p.m.
Lunch Break (A boxed lunch will be provided.)

1:30 p.m. - 4:00 p.m.

Restoring Endodontically Treated Teeth Using
New Innovative, Technological Methods.

A post and core are most often used to restore an
endodontically treated tooth where a large amount
of coronal tooth structure has been lost. Posts nei-
ther reinforce nor strengthen teeth that have had
endodontic therapy but are needed to retain an ar-
tificial crown. Post cementation and core buildup
techniques will be shown. All material presented
will be founded upon evidence based published in-
formation.

Objective: This presentation will give the restora-
tive dentist a guide to the selection and insertion of
a post system using new, innovative fiber post
systems whose selection is based upon canal and
root morphology.

Speaker: Frederick Kahn, D.D.S, FA.C.D. is aclin-
ical professor in the Advanced Education Faculty,
Department of Endodontics, New York University
College of Dentistry. Dr. Kahn has lectured nation-
ally and internationally. He has been a researcher
and author of many published papers in national
and international journals, such as the “JADA,
Journal of Endodontics and International Journal
of Endodontics,” to name a few.
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CE Courses May - June

Pre-registration is required for all continuing education courses, except General Membership Meetings

Tuesday, May 1 6:15 p.m.

General Membership Meeting 2 C.E. Credits

7:00 P.M.: “NYC Office of Radiological Health and Article 175”
Instructor: Martin Schnee

8:00 P.M.: Achieving the Winning Smile with Cosmetic Peri-
odontal Surgery”

Instructor: Dr. David L. Hoexter, D.M.D.

This presentation will demonstrate how to achieve that “win-
ning smile” using the following techniques made simplified
and practical: growing enamel; recessed root coverage made
predictable; crown lengthening; ridge augmentation; gingi-

val grafts: (a) lateral, (b) free autogenous, (c) sub epithelial, Friday, June 15 9:00 a.m.

(d) combinations; manipulating gingival color, form, shape e . ]
and symmetry; GTR - utilizing resorbable membranes; bone CPR - Certification . 4 C.E. Credits
Topic: “Basic Cardiac Life Support

rafts; bone graft substitute materials; implants and perio-im-
& & P P Certification will cover 1 and 2 rescuer CPR, Heimlich Ma-

lant thetics.
prant prosthetics neuver, child CPR and AED. The ability to recognize the sig-

- nals of a heart attack and provide stabilization of the victim
Friday, May 4 9:00 a.m.

at the scene of a cardiac arrest is a priceless commodity. Life
Componeer: A milestone in veneer technology 3 C.E. Credits

esthetic results for patients. Connectivity between current
CAD/CAM scanners and intra-oral scanners allow the
restorative doctor to take a digital impression, make any
occlusal modifications chair-side, and send the file to the
laboratory to design the restoration. This program will re-
view recent advances in digital technology, the increasing
importance of the partnership between the dentist and the
lab, the differences between various materials used for
copings and abutments, surgical planning software for im-
plant placement and restoration, and the many benefits
available to the treatment team when using digital den-
tistry solutions.

over death may some day become a reality to someone you
know or care for. Be prepared to help save a life.

Topic: “Componeer: A Milestone in Veneer Technology” Registration at 8:30 a.m. Class begins promptly at 9:00 a.m.
"Restorative Dentistry Utilizing a New Direct Composite Ve-
neer System.” Lecture is intended for dentists interested in a
one visit, direct placement system featuring Componeer pre-
fabricated veneers that can open your practice to new patients.

Instructor: Dr. James Braun
Tuition: ADA member: $35 Non-ADA member: $60

Friday, June 1 9:00 a.m.

4 C.E. Credits

Instructor: Eric Zalewski, BLS Instructor
Tuition: ADA member/staff: $105 Non-ADA member: $260

RADIATION SAFETY
Martin Schnee

NYS Certified CRESO
e

Infection Control

In the past this course has had an overwhelming positive
response from those clinicians and their staffs who
earnestly want to stay informed of the latest infection
control recommendations and does so through the eyes
and thoughts of a speaker/clinician who well under-
stands the nature and demand of everyday dental prac-
tice. There’s more...bring your entire staff and satisfy
OSHA'’s annual staff training requirements. Course qual-
ifies for relicensure.

Instructor: Safety Compliance Services

Tuition: ADA member /staff: $85/%$70. Non-ADA member: $260

Tuesday, June 5 6:15 p.m.

2 C.E. Credits

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

General Membership Meeting

7:00 P.M.: “Designing an Investment Portfolio”
Instructor: Abdus Sikder, CLU, ChFC, MBA
8:00 P.M.: Advances in digital dentistry
Instructor: Dr. John Compton

Digital dentistry is changing the way general dentists, sur-
geons and laboratory technicians interact with one another
and plan treatment. Incorporation of CAD/ CAM tech-
nology for restorative solutions can help deliver natural,

Study Clubs May - June

Dr. Fialkoff Study Club

CONTACT DR. FIALKOFF (718) 229-3838

May 9 7:00 -10:00 p.m.
Topic: “Porcelain Veneers—Secrets and Avoiding
Potential Pitfalls”

Speaker: Dr. Neil Berman
Location: Laterna Restaurant, 47-10 Bell Blvd., Bayside

June 6 7:00 -10:00 p.m.

Topic: “Solving and Treating the Difficult, Insane
Litigious Dental Patient”

Speaker: Dr. Ed Portnoy
Location: Laterna Restaurant, 47-10 Bell Blvd., Bayside

June 8 8:00 a.m. -12:30 p.m.
Topic: “Implant Components and Their Clinical Use”
Speaker: Dr. Neil Berman
Location: Laterna Restaurant, 47-10 Bell Blvd., Bayside
1:00 p.m. -5:00 p.m.

Topic: Hands-on with cone beam radiography
machine and actual patient impression with
implant components

Speaker: Dr. Bernard Fialkoff, D.D.S.
Dr. Edward Portnoy, D.M.D.

Location: 56-03 214th Street, Bayside

July 8 8:00 a.m. -12:30 p.m.

Topic: “Hands-on Delivering and Finishing
an Implant Case On a Patient”

1:00 p.m. -5:00 p.m.

Topic: “How to Overcome the I can’t Afford It Mentality”
Course questions and answers.

Speakers:  Dr. Bernard Fialkoff, D.D.S.
Dr. Edward Portnoy, D.M.D.

Location: 56-03 214th Street, Bayside

Kalman Oral Surgery and Implant Study Club

CONTACT DORIS REYHAN (718) 897-6400

May 9 6:30-9:00 p.m.

Topic: “Advanced Bone Grafting and Implant
Placement Techniques”

Speaker: Dr. Doron Kalman

Location: 60-70 Woodhaven Blvd., Unit C-2
Rego Park

New York Hospital Queens Study Club

CONTACT PAMELA WILLIAMS (718) 670-1419

Location:  Lang Auditorium

56-45 Main Street, Flushing
June 8 7:15-9:15 p.m.
Topic: “Prescription Drug Abuse;

How PractitionersCan Help”

Speakers:  Dr. Eric Fader, Michel Y. Dubois, M.D.,
Dr. Louis Cuoco, Harris Stratyner, Ph.D.

NYC Interdisciplinary Study Club

CONTACT CARLY (917) 675-0109

May 9 6:30-9:00 p.m.
Topic: “Comprehensive Cosmetic in Dentistry”
Speaker: Dr. Shapiro
Location: = Dopo Teatro
West 44th Street
New York

Glen Head Study Club

CONTACT DR. LEWIS (718) 326-1212

May 2 7:30-10:30 p.m.
Topic: “Endodontic Failures and Why”
Speaker: Dr. Evan Chugerman

Location: Il Bacco Restaurant
253-24 Northern Blvd., Little Neck

Please support the valued
QCDS Bulletin advertisers who help
make this publication possible!

Good thing you purchased that extended
warranty on your massage chair...

Wouldn't it be nice if life came with an
extended warranty?

It does.

Protect yourself and those around you S
with essential insurance coverage.

Health - Disability - Life - Long Term Care

Accidental Death or Dismemberment - Personal and Commercial

Just Same of the Fine Insurers We Work With
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ATLANTIS

HEALTH PLAN intronealth plus™

For More Information, Please Call Susan Mason

at The Mason Agency.

I-@CAH l 1.516.747.5930

CoNFERENCE ASSDOIATES, [N

smason9414@aol.com




MLMIC Updates Its Insurance Policy Forms

By Danielle Zimbardi, Vice President, Dental Underwriting

Medical Liability Mutual Insurance Company (MLMIC)
has received approval of its updated dentist policy forms
from the New York State Insurance Department. The updated
policy forms were implemented March 1, 2012, upon policy
renewal and for all new business.

The development of new policy forms permitted MLMIC
to bring the NYSDA-MLMIC Program in line with changes
in the insurance industry, as well as state laws and regula-
tions as they relate to the dental practice environment. Every
change was reviewed and approved by the dentists on the
NYSDA-MLMIC Underwriting/Claims Committee.

It is standard practice for insurance companies to period-
ically update and revise policy forms. When such changes
occur, state insurance regulation requires that policyholders
be notified.

In accordance with state regulation, MLMIC commenced
the notification process in December 2011 in a mailing to pol-
icyholders with March 2012 policy renewal dates. The notifi-
cation process will continue through the cycle of policy
renewals.

The mailing is a “Notice of Conditional Renewal.” New
York State regulations require that it be sent in advance of a
policyholder’s renewal date.

Primarily, the new policy forms involve changes in format.
That is, while the policy will read and look different, much of

JACOBSON GOLDBERG & KULB, LLP
Attorneys and Counsellors at Law

585 Stewart Avenue
Garden City, New York 11530

(516) 222-2330

o Office of Professional Discipline

e Purchase & Sale of Practices

e Partnership, Employee, Independent
Contractor Agreements

e Business Transactions

e Medicaid

¢ Third Party Audits & Termination

e State & Federal Criminal Proceedings

e Administrative Hearings

¢ Estate and Real Estate Matters

Miles R. Jacobson
Amy T. Kulb
Daniel M. Goldberg
Jeffrey A. Granat

the core coverage remains the same. Many of the changes rep-
resent enhancements in coverage and clarifications, as well
as some restrictions in coverage. Dentists and oral surgeons
will now receive the same policy form.

In addition to receiving approval for the new policy forms,
MLMIC received approval to increase its new doctor dis-
counts (60 percent of first year claims made rate or occurrence
rate; 40 percent of second year claims made rate; 25 percent of
third year claims made rate), as well as a broadening in eligi-
bility hours per week for the part-time discount (50 percent
discount available to dentists who limit their practice of den-
tistry to 20 hours a week or less). Again, these changes be-
came effective March 1, 2012 and, thereafter, upon renewal
and for new business.

MLMIC is confident that these changes will provide an im-
proved professional liability coverage product for our dentists.

Should you have questions, please contact us at 1-800-
683-7769.

CLASSIFIEDS

DENTAL OFFICE: Available part-time or full-time.
Established 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, reno-
vated, 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: Dentists.
Personable CPA. References. Stuart A. Sinclair, CPA (516) 935-2086
1120 Old Country Road, Plainview, NY 18803

THINKING OF RETIRING? Established GP dentist with 20+
years experience seeks practice in Eastern Queens/Western Nas-
sau for satellite/second office. I will take good care of your pa-
tients. Call: (718) 404-7364. E-mail: Queensdentist@aol.com

FRESH MEADOWS: 340K gross. 2 operatory long established
middle income practice. Ideal either for absentee owner as exist-
ing dentist is willing to stay or for a working dentist to purchase
practice. Asking 235K. If you are interested, please call RMN Con-
sultants at 212-223-2844 or visit our website for more available
practices at rmndentalbrokers.com

FOREST HILLS: 250K gross long-established better PPO prac-
tice collecting $6,200 capitation per month. Lease expires soon and
dentist would like to sell practice to neighboring dentist and stay
as an associate. Asking 150K. If you are interested, please call
RMN Consultants at 212-223-2844 or visit our website for more
available practices at rmndentalbrokers.com

CHELSEA: For Sale By Owner. Professional Medical/Dental
Condo. $1.5M, 1,600 sf, ideal small group practice, also suitable
for Podiatry/Chiropractic. Convenient to mass transit, shopping.
No Brokers. E-mail: robert.0923@hotmail.com

PRACTICE SALE -Northeast Queens. Well established 900 s/f
leased space, 3 ops, 2 equipped. High visibility, Rev. $218,000.
Donna, 800.988.5674 www.snydergroup.net

Countrywide Practice Brokerage: the G.P.S. for your practice
Guidance-*Planning-*Service

« How can I get the most value for my practice?
« How will I find the best dentist to take over my practice?
« What should I do to get ready to make my move?

With nearly three decades of experience representing both buyers and
sellers of dental practices, Countrywide has hundreds of satisfied
dentists throughout New York, New Jersey and Connecticut. We can
help you make wise decisions about your practice and your future.

Contact us fora
Free Consultation with No Obligation
« By phone: 800.222.7848
« Bye-mail: qcds@ddsbrokers.com

« On the web: www.ddsbrokers.com/qcds

countrywide
practice
brokerage

319 E. 24th Street
Suite 23-G
New York, NY 10010

Countrywide Practice Brokerage is endorsed by the Queens County Dental Society.
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