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Dr.PratixShroffBecomingQCDSPresident
At InstallationDinnerDanceonJanuary6

ByMarc Katz
WhenDr. PratixK. Shroff becomes the

new president of the Queens County
Dental Society in January, he said he will
dedicate himself to bringing new mem-
bers to the organization.

“I want to reach out to all practicing
general dentists and new graduates in
Queens and invite them to come to our
programs, come to our installationdinner
and join QCDS,” he said. “It is the best
way for them to get to know other den-
tists in the area.”

In addition, he said he wants to reg-
ularly hold QCDS sponsored dinners
for new dentists. “It will make a big dif-
ference for the new residents and a big

difference for QCDS.”
He said he would like his adminis-

tration to concentrate on providing qual-
ity dental education to all dentists
through QCDS dental education pro-
grams. He has already scheduled many
nationally known speakers to come to
Queens to provide specialized education
to the membership as part of a series of
Sunday presentations earning eight CE
credits each.

For example, he said he has arranged
for a “blockbuster dental education pro-
gram” to be presented on Zoom by Dr.
Lance Kisby on January 7. Dr. Kisby will
discuss the latest updates in pediatric
dentistry in a program titled “Things I

Never Learned in Dental School.” He
will present new insights into child psy-
chologywhichwill help dentists to apply
current behavior guidance techniques
with an emphasis on treating common
special healthcare needs patients. The
goal, according toDr. Kisby, is increasing
the pediatric portion of a dental practice
by the diagnosis and treatment of awide
variety of dental procedures.

Dr. Shroff urged members to look for
the announcement of additional upcom-
ing Sunday educational programs in The
Bulletin and in emails.

He also is looking to expand the range
of topics to be covered in presentations at

—Continued on page 14

Incoming Queens County Dental Society President Dr. Pratix Shroff

Dr. Pratix Shroff, the soon to be installed QCDS president at work with a patient in his Floral Park, Queens Office.
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QUEENS COUNTY DENTAL SOCIETY
Cordially invites you to our

Annual Gala Dinner Dance
with the installation of

Dr. Pratix Shroff as President
Along with the 2024 QCDS and ICDE Officers

Also Honoring
Dr. Prabha Krishnan

Recipient of the Emil Lentchner Award

Saturday, January 6, 2024 • 7 PM

Leonard’s Palazzo
555 Northern Blvd., Great Neck

RSVP by December 14 • Come Celebrate With Us!

From the President
ajfdmd@gmail.com

What a Year I Have Had!
By Dr. Arthur Feigenbaum

The time has passed so quickly. This issue of our Bul-
letin marks the last in my term of president. I am so thank-
ful to have represented our Queens County Dental Society
as its leader. I will never forget this time in my life. I met
so many important people including such dignitaries as
the governor of our state and our leadership in the Amer-
ican Dental Association. I am truly honored.

We accomplished so much during my term. It was the
year we brought our society out of the gloom of the pan-
demic and held our first installation dinner in years.
Hopelessness was replaced by happiness and optimism.
Our Worlds Fair of Dentistry was a huge success, led by
our keynote speaker, Dr. Gordon Christiansen. It was my
pleasure to volunteer during this event and welcome
some 400 people. We also had a robust CE program, in-
cluding many of the mandatory courses at our QCDS
headquarters.

It was a year of harmony and working as a team to cre-
ate a better society. It seemed that all came together. The fi-
nancials of our society are very solid.

I have special thanks for our executive director, Dr.
Chad Gehani. It is such a privilege to have the former ADA
president as a mentor. I have learned so much from him. Id
like to thank our executive assistant, Lucy Chabria, for all
her hard work. She has worked so hard for our society and
deserves a lot of credit for our success. I’d also like to
thank our entire Board of Trustees for volunteering their
time for the good of our entire membership. Lastly, I need
to thank our entire membership for their support.

In January I will no longer be your president, but fear
not. Our society will be led by our incoming president, Dr.
Pratix Shroff. I have spent much time with him over this
last year and truly believe in his dedication and ability as
a leader. He will be a fine president for our organization.
Our society is in great hands.

It was truly the most memorable year of my profes-
sional life. I will truly miss it. As the immediate past pres-
ident of our society, I will continue to offer my services
when needed.

God bless you all!
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JACOBSON GOLDBERG & KULB, LLP
Attorneys and Counselors at Law

585 Stewart Avenue Garden City, NewYork 11530
516-314-9557
www.jgklaw.com

EMAIL: akulb@jngllp.com

Serving the Legal Needs of the Dental Profession for 60 years

Amy T. Kulb Daniel M. Goldberg Jeffrey A. Granat Jill R. Kulb

• OFFICE OF PROFESSIONAL DISCIPLINE

• LICENSURE AND LICENSE RESTORATION

• MEDICARE ENROLLMENT & AUDITS

• STATE & FEDERAL CRIMINAL PROCEEDINGS

• PARTNERSHIP, EMPLOYEE, INDEPENDENT CONTRACTOR AGREEMENTS

• PURCHASE & SALE OF PRACTICES

• BUSINESS AGREEMENTS

• THIRD PARTY AUDITS & TERMINATION

• REAL ESTATE MATTERS
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Contacting QCDS?
Please Note new our newQCDS office numbers
Phone: 718-454-1020 Fax: 718-454-1061

available at your fingertips by contacting the American Den-
tal Association or going onto ADA.org. We are also open to
new suggestions from members if you feel it will help indi-
vidual dentists, our association and/or our profession. You

can contact me anytime you would like. My contact
information is at the end of this letter.

The ADA Board of Trustees met in
Chicago from July 30-August 1. I can re-
port to you that yourADAis financially
strong, even with a decrease in mem-
bership. Our non-dues revenue has
helped keep us monetarily healthy.
Our recent external audit report for
2022 received an unqualified opin-
ion by KPMG.

The ADABoard of Trustees
will begin a new budgeting process to
a 12-month, rolling
mission-based budget, starting in

November. It is expected that the transi-
tion to a mission-based budget will assist in

identifying the need for cessation of certain pro-
grams due to the ineffectiveness of those programs to

generate metrics that support positive movement in support-
ing the ADA’s strategic forecast. The ADA Board will be as-
sisted along the way by action groups from the Strategic
Forecasting Committee, a committee of the ADA House of
Delegates. This way, the House has input throughout the en-
tire year instead of just during the annual meeting.

OnMarch 24 of this year, ADAPresident Shepley was
able to attend the White House Conference on Hunger, Nu-
trition and Health, held at the White House. Dr. Shepley cre-
ated theADATask Force on Sugar, Nutrition and Diet, which
has had a very productive year. They have met virtually sev-
eral times, reviewing existing ADA policy on the three sub-
jects. They also agreed to new recommendations concerning
healthy foods, avoiding ultra-processed foods and promoting
access to potable water. Future ideas include educating den-
tal students, prevention and patient education, more inter-
professional education and an increase in dental research. The
task force was approved for another year to have the Council
on Scientific Affairs explore the feasibility of developing sci-
ence-based guidelines to document the impact of added sugar
consumption on oral health outcomes and to develop an ac-
tion plan to educate the public on foods with added sugar
consumption as it relates to oral and systemic health.

I would like to thank every one of you for your mem-
bership. As I mentioned, I have been honored to serve as
theADATrustee for the Second District. My second year be-
gins at the conclusion of the ADA annual meeting in Or-
lando in October.

ADA Trustee Report
drrndowd@gmail.comlearyp@ada.org

This Has Been a Busy ADAYear
By Dr. Brendan Dowd, ADASecond District Trustee

As we reach the fall season, I would like to take this op-
portunity to thank all of you for letting me serve as your
trustee to the SecondDistrict. It has been a challenging and re-
warding experience and I look forward to representing you
over the next three years. Since my last correspon-
dence, there has been a lot happening at the
American DentalAssociation and I will try to
give you as much information as possible.

As many of you know, the California
Dental Association’s Board of Directors
unanimously passed a proposal this
past spring to put a resolution before
the California House of Delegates that
would allow their constituent/com-
ponent members the option of joining
the ADA, beginning in January 2025.
After an intense and thoughtful debate
through the summer, the CDA Board
decided to recalibrate and not bring a res-
olution forward to the California House of
Delegates this November.

It is critically important to understand the
ADABoard of Trustees does not want to go down this
road.We believe the tripartite and the Power of Three is para-
mount to our accomplishments. The tripartite has been in ex-
istence for 110 years and has been intimately associated with
our success as an organization and profession. Whether it is
advocacy, science, continuing education, or helpingmembers
succeed throughout their career journeys, theADAis stronger
when we are together. The ADA looks forward to increasing
and promoting the value of membership to all dentists. We
feel strongly it will be a better ADA in the near and distant
future with the Power of Three including the entire country.

Manymembers do not realize howmuch theADAcan
help as you progress through your career. We are there for
evaluating employment agreements. We also have debt man-
agement tools and can offer financial planning. Agood num-
ber of us have taken advantage of the group insurance
programs, including the life insurance and disability plans.
The ADA can assist with physical and mental wellness, and
we have a yearly meeting devoted to this topic. The ADAPT
(American Dental Association Practice Transitions) program
connects a large network of member dentists who are buying
or selling practices, hiring associates or in the process of look-
ing for new employment. All these wonderful services are

“The ADA
looks forward to

increasing and promoting
the value of
membership to
all dentists.

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

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

DELIVERY TO YOUR OFFICE DOOR!

KC GRAPHICS
25 Cutter Mill Plaza • Great Neck

516-466-2434

PRINTING SPECIALS
FOR

DENTAL
PROFESSIONALS

10% DISCOUNT FOR QCDS MEMBERS
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cover expenses.
Workforce shortages are not a new concern, yet this year’s

survey looked at its impact on burnout, with 41 percent of re-
spondents reporting wanting to quit dentistry or not go to
work at least monthly. Younger dentists, under the age of 44,

report higher levels of anxiety than more seasoned den-
tists, along with a higher ratio of females than

males. The ADA has a collection of mental
wellness resources available, which can be
accessed on theADAwebsite, alongwith
staffing resources.

In the area of pain management,
dentists are typically prescribing
opioids conservatively, with the ma-
jority encouraging patients to use
ibuprofen or acetaminophen for
pain. Younger and female dentists
reported more pushback from pa-
tients requesting strong medication.
The ADA has recently published a

new clinical practice guideline for pain
management in children in The Journal of

the American Dental Association.
Patients showing up under the influence of

marijuana or another drug continues to be a growing concern
for dentists, raising questions about how to effectively deter-
mine anesthesia in these situations, particularlywhen patients
are not forthcoming. Notably, 50 percent of dentists reported
seeing at least one patient a month under the influence of
marijuana or another drug, but only 11 percent of consumers
acknowledge this.

Among consumers, approximately 139million U.S. adults
have a dentist, and 81 percent of that group report having
dental benefits. However, an additional 65 million consumers
who have dental benefits don’t have a regular dentist. There
is clear opportunity to continue to elevate the importance of
dental care as part of holistic health, in addition to providing
resources and messaging for our members to capture those
prospective patients. Currently, 70 percent of respondents
with the highest income level recognize the correlation be-
tween oral health and overall health, while only 56 percent of
those from the lowest income level do.

The Council on Communication’s full report can be found
at ADA.org/2023TrendReport. I hope you will find it useful
not only for planning the year ahead, but to reinforce the
value of the member resources the ADA continues to pro-
vide. The Council, along with all of the ADA, is focused on
providing all dental professionals with the support and tools
they need to succeed in their efforts to make—and keep—
people healthy. We look forward to continued steps forward,
together, in the year head.

ADA Council on Communications Report
drkrishnan@yourgumspecialist.com

Top Trends ImpactingDentistry
By Dr. Prabha Krishnan, Chair, ADACouncil on Communications

The dental profession has experienced a great amount of
change over the past few years, through the COVID-19 pan-
demic and beyond. The ADA Council on Communications,
which advises on the management of the Association’s repu-
tation and communications strategies for Association priori-
ties, works to determine ongoing and emerging needs
within dentistry.

The annual Communications Trend Report
is based upon data from dental profession-
als and consumers, which can be used as
an additional input to national, state and
local dental society decision makers
planning for the year ahead.

There are two primary takeaways
from the 2023 report. First, dentists—
and their practices—are still under
stress: A slowing economy has im-
pacted staffing, reimbursement and ul-
timately dentists’mental health. Second,
drug use and opioid prescriptions con-
tinue to be a hot button topic. Prescriptions
are being administered conservatively, while
patients who arrive under the influence of mar-
ijuana or another drug is on the rise.

Inflation has significantly impacted dental practices, in-
creasing staff wages, operations and supply costs, and low-
ering profit margins. It has also impacted patients’ ability
to pay for services, making it difficult to increase fees to

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

If you have not yet renewed
yourmembership,

please do so as soon as possible.

Youwill no longer be receiving
communications from the ADA, NYSDA,
or QCDS unless you renew for 2024.

Please don't let your membership lapse!

Call the QCDS Executive Director at
718-454-1020 if you are experiencing
temporary financial difficulties
to explore possible options.

“Inflation has
significantly impacted
dental practices,

increasing staff wages,
operations and supply costs,

and lowering
profit margins.

”



More than 400 dental professionals—a record atten-
dance—participated in the recent Queens County Dental So-
ciety’s World’s Fair of Dentistry, held at Terrace on the Park,
Flushing.Almost a dozen noted presenters attracted the large

audience, including Dr. Gordon J. Christensen, one of the
most recognizable and respected authorities in the dental
community worldwide. Scenes from the busy 2-day event are
on this page.

AWorld’s Fair ofDentistry Scrapbook

10
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By Peter J. Klein
Of course, no onewould ever drive amoving vehicle blind-

folded. Yet, many investors today are doing just that with their
finances instead of their cars. The case can bemade to strongly
defend the art and financial science that goes into creating a fi-
nancial plan.

Many investors may fantasize about throwing out their
alarm clocks and enjoyingweeks on endwithout a Zoommeet-
ing, but these dreams can quickly turn into nightmares when
they start thinking about the "How to." How are they going to
fund these dreams andmaintain their idyllic lifestyle once they
stop working?

Americans, it has been shown, spendmore time
planning vacations than planning for their fi-
nancial future. That does not strike me as a
strange statistic. Financial planning is dif-
ficult, requiring specific skills in under-
standing investment returns, tax
planning, and estate planning,whereas
vacation planning is much more en-
joyable.Why? Because once folks real-
ize the amount they need to spend
during their retirements, which are
starting earlier and earlier, they often
become distraught and resort to "the os-
trich" approach, also known as "a head-
in-the-sand." Put it aside and postpone it
for another time. Itwill be alright. This type of
thinking often results in procrastination when it
should encourage engagement. When you don't
want to do the work yourself, you can seek a professional ad-
visorwho possesses extensive knowledge and experience in fi-
nancial planning.

Being a fiduciarymeans thatwe do not "sugarcoat" these is-
sues. Instead, we map them out using robust software to il-
lustrate the unimpeachable mathematics behind cash
flow-based planning. "Mr. and Mrs. Jones, as you can see in
this exhibit, your expected spending in retirement is not sup-
ported by the growth of your assets. You will run out of capi-
tal before you turn…”

Okay, so the Joneses may not be super happy to hear this
news and may even hold it against their advisor. However,
the facts remain that they need a plan to move towards re-
tirement in a responsible manner. For many pre-retirees,
there are no magic bullets to help them reach their retire-
ment goals. They may need to make difficult choices now,
such as spending less, saving more, reallocating their sav-
ings into portfolios with longer-term capital appreciation,
and possibly even retiring later. A financial plan can clearly
demonstrate the impact of these choices on their financial
future. A plan to achieve those dreams and vanquish the

nightmares. It's not easy for some, but it's a wake-up
call for many. Working with a fiduciary-centric

advisor who can explain the importance of
making those tough decisions today can
lead to better retirements in the future.

So, what is a financial plan? The
term has been discussed for decades.
A simple explanation is a cashflow-
based exhibit that examines your
current financial situation (income,
spending, savings, asset growth)
and future scenarios (retirement at
65, relocation, buying a second
home, helping your children get
started). The plan clearly shows the

amount of money involved in each sce-
nario. Since this is an iterative process and

not an exact science, we aim to create as many
scenarios as possible to help ensure that the plan

has it covered. Because the financial plan is math-based, it is
also unemotional, eliminating the kind of pixie-dust think-
ing that simply, and irresponsibly, states that "everything
will be okay." If you cannot input a figure, then it doesn't
count. The financial plan is unemotional in that way, using
math's exact science to provide a clear gut check to one's fi-
nancial future.

Going deeper into the financial planning process, we often
discuss estate planning and legacy planning as well. These
elements seek to ensure that a family's wishes after their de-
mise can be carried out using trusts and other legal docu-
ments. Ultra-high net-worth families also seek our counsel to
assist themwith their legacy planning. This often leads us to
the family's philanthropy to ensure that legacy, whether
through Donor Advised Funds or Family Foundations.

Peter J. Klein is a principal of Aline Wealth, which is dedicated to
the financial planning process. They welcome your inquiry for a
complimentary discussion on how they can help you and your fam-
ily develop these strategies and work alongside you to help ensure
a responsible financial future. They can be reached at
aline@alinewealth.com or 631-760-7639. ALINEWealth is a group
of investment professionals registered with Hightower Securities,
LLC, member FINRA and SIPC, and with Hightower Advisors,
LLC, a registered investment advisor with the SEC. Securities are
offered through Hightower Securities, LLC; advisory services are
offered through Hightower Advisors, LLC.

Don’t Drive Blindfolded to Retirement

“Americans…
spend more time
planning vacations
than planning
for their

financial future.

”

Dietary Concerns
QCDS wishes to accommodate

the dietary needs of attendees at meetings
and programs.

Anyone requiring kosher or other
specialized foods should notify

the QCDS office
at the time of registration.
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By Amy T. Kulb
Practicing dentistry in a post pandemic world continues to

present more challenges than it ever has. Many dentists are still
finding it challenging tomaintain and recruit skilled staff.Caring
forpatientswhohavebeennon-compliantwith coming in for re-
call visits or to complete treatment, many with financial con-
straints or the loss or curtailment of dental benefits, is also
challenging. Increased timeandexpense required to complywith
CDC andOSHAguidelines is, as well.

In meeting these challenges and providing good dental care,
taking the time and effort to adequately document can be short
changed. At the same time, Medicaid, managed care and insur-
ance networks are auditing more aggressively than
ever before andmore closely scrutinizing all pre-
authorizations and claims, especially in certain
categories such as perio treatments and sur-
geries. There has also been a continuing
uptick in patient complaints to the Office
of Professional Discipline, theNewYork
State Attorney General and consumer
agencies. Accordingly, the neglect of
clear and adequate documentation of
evaluation, diagnosis, treatment plan-
ningoptions, and consent and resolution
of complications and complaints can be
very costly.

§29.2(a)(3) of theRules of theBoardofRe-
gents states that it is unprofessional conduct to
fail tomaintain a record for eachpatientwhich ac-
curately reflects the evaluationand treatmentof thepa-
tient. It further requires that records must be maintained for at
least six years for all patients and for patients under 18 for one
yearpast the ageof 21.While somestates statutorilydefine the re-
quired elements of an adequate dental record, New York does
not.However, it is expected that the recordkeepingmeets current
standards of care. TheAmerican DentalAssociationwebsite has
a current documentation-patient record sectionwhich is a guide
to information that should be included in every record. Up-to-
date and quality EMR software templates are a worthwhile in-
vestment, alongwith staff training to facilitate compliance.

Manydifferent factors can trigger a dental chart audit. Exam-
ples include patient complaints regarding quality of care or
billing, utilization of certain procedure codes substantially in ex-
cess of the “mean” amongst providers or the number of proce-
dures billed in a day exceeds the “time value” of what could be
done inanaverageday.Manynetworks thatpreviously sent “uti-
lization” letters to dental practices are now following up with
chart audits, if currently the “overutilization billing “patterns”
appear to continue.

Dental insurance plans and networks cannot dictate nor sub-
stitute clinical judgment nor impose different standards of care
than the current ADArecognized standards of care. Payors can,
however, dictatewhat theypay for. Indecidingwhether ornot to
participate in a plan or program, it is essential to be educated on
what is or is not covered. In submitting claims for patients and
accepting payment, there similarly should be a clear under-
standing ofwhat benefits the patient has. Keep inmind that you

are certifying theaccuracyof every claimsubmittedbyyourbiller
or billing service.

When charts are submitted in an audit, the reviewer will ini-
tially look to see if the claimed servicewasdocumented andper-
formedon thedate certified in the claim,whether itwasprovided
by an eligible provider and by the dentist identified on the claim
form and whether the service matches the code and description
on the claim form and was it a “covered” service under the pa-
tient’s insurance.Whether or not the patient met any deductible
or co-payment requirementwill also be reviewed.

Beyond this threshold, a dental reviewer will then scrutinize
the chart to assesswhether the treatmentwasappropriate (for

example, restoringa toothwithahopelessprognosis)
and/or whether there was documented dental
necessity (for example, scaling/root planing
with no radiographically apparent bone
loss, nopocket dept charting, noperio as-
sessment) and whether the completed
treatmentwas acceptable (for example,
open crownmargins, root canal filling
short of the apex). Sometimes, the
problem is that the dentist did not take
the time to review what records staff
submittedand incomplete recordswere
submitted. In many instances, it is not a
quality of care issue and rather the prob-

lem is that there was not complete or accu-
rate charting that, if done, would have

supported the treatment.
Audit outcomes can be very costly. Demands for

repayment can be made for disallowed claims within the chart
sample and, under some circumstances, by extrapolating an
“error” Taking the time and effort can avoid costly outcomes, if
and when your charts come under review. extend to six years.
There is the furtherpotential of the insuranceplanornetwork ter-
minating participation and reporting it to the National Practi-
tioner Data Bank and/or making a complaint to the Office of
Professional Discipline and, in very extreme and egregious in-
stances, reporting to law enforcement for investigation.

Accuracy and adequacy in documentation are as important
for when a chart is requested by OPD and reviewed by a mem-
ber of the State Board for Dentistry. At the outset, you must be
certain that the chart that youare submitting is the completeden-
tal record and, if there are any handwritten documents, that the
handwriting is legible and that thex-rays aredated, clear and leg-
ible. For example, digital x-rays can be put on a disc or a drive,
emailed or printed on photo paper because if simply printed on
plain paper, the images will not be clear. If there are questions
about what records OPD is requesting, what records OPD is en-
titled toor thequality andcompletenessof the chart, it is never too
early to confer with experienced counsel before submitting the
record.

In many instances, a State Board member initially reviewing
the complaint will find fault and potentially make a harsh rec-
ommendation about the dentistry, when, in fact, the only fault is
the documentation. It is frustrating to a Board member when a

GoodDocumentation forGoodDefense

—Continued on page 14

“Taking the
time and effort
can avoid costly

outcomes, if and when
your charts come
under review.

”
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ByMichele Gabriel
Dr. Smith ran a reputable practice for 32 years in a growing

community. She had built a loyal patient base, a dedicated staff
and a thriving business. But, after decades of hard work and
focus, she was ready to look ahead to retirement within a cou-
ple of years to spend more time exploring other interests.

However, selling her practice was not an easy decision. Dr.
Smith had poured her heart and soul into the business and
wanted to ensure it would continue thriving under new own-
ership. She knew the process would be complex and over-
whelming, but she was determined to make the transition
smooth.Her local DDSmatch Professional helped her organ-
ize the steps for amanageable approach to thismon-
umental change in her life.

If you’re a dentist considering selling your
dental practice, there are many keys to a
smooth transition. Here are things to do
as you navigate the process:
• Start with your vision for tomorrow:
Most dentists feel like Dr. Smith; sell-
ing your life’swork comeswithmixed
emotions. Spend quality time explor-
ingwhyyou’re ready to retire andhow
you’ll structure your days. Will you
volunteer, teach, start another business,
or travel? Have you always wanted to
write a book? It’s essential to design your
life for the next stagewith the same intention
you poured into your dental practice.
• Get your financial records in order: Ensure that
your accounting records are up-to-date and accurate, and or-
ganize all financial statements and tax returns for the past 3-5
years. Audit your internal practice analytics and ensure the
most commonmetrics reflect a healthy enterprise.
• Talk with an experienced transition professional: Many den-
tists think of a dental “broker” as someone who helps find a
buyer and sets up a contract.AtDDSmatch, they support every
aspect of the sale process, even if you’re a few years from sell-
ing. They can help you navigate the steps and find qualified
buyers, but can also help you sort through options and design
the ideal exit strategy.
• Prepare your practice for sale:Make necessary repairs, update
your equipment and ensure your facility is in top condition. A
well-maintained practice is more attractive to potential buyers.
Be carefulwithmajor equipment upgrades, anddiscuss the po-
tential ROIwith your transition teambefore investing. Cosmetic
remedies, like carpet and paint, can help boost a potential
buyer’s perception of your facility. But a new CBCTmachine a
year before the salemay not be the bestmove. Every practice is
different, and an advisor canhelp youmakedecisions that boost
your practice value.
• Determine your practice’s worth: Get an accurate practice
valuation from a professional appraiser experienced in this
unique process. Certified Valuation Analysts by Blue & Com-
pany, for example, provide the most comprehensive appraisal
of your practice. Their team includes specializedCertified Pub-
licAccountants focusing onmedical and dental practices.Ade-

tailed valuation creates trustwith lenders and buyers and helps
you capture the value you deserve.
• Spend timewith your financial team:Dentists are accustomed
topredictablemonthly incomeand cash flowoften changes after
selling the practice. Practice proceeds bring tax consequences
and investments can fluctuate with the economy. Discuss taxes
with a CPA, and work with a comprehensive financial planner
to design a strategy that produces income and peace ofmind. If
your sale includes real estate,workwith professionals that have
real estate licenses and can help structure this aspect, too.
• Create a detailed marketing plan: Finding the right buyer
takes time, but leveraging technologywith the human touch

can streamline the process. Work with a transition
team that utilizes a multi-channel approach to
target potential buyers.AtDDSmatch, for ex-
ample, they identify a unique practice pro-
file and share it confidentially with an
extensive network of pre-screened can-
didates. When working with a transi-
tion team, ensure they’re actively
marketing with the latest techniques.
• Find qualified buyers: A Transition
Professional should understand the
unique characteristics of a region and
buyer pool. Thismay include other den-
tists, dental groups or private equity

firms. Each buyer type brings conditions
that influence the structure of an exit. Transi-

tion professionals should work closely with
clients to explore all of the options and the pros and

cons of each.
•Negotiate the terms of the sale: Once you’ve found apotential
buyer, you’ll want to negotiate the terms of the sale carefully
with sound advice by your side. A deal includes the purchase
price andpayment terms, butmay also include how long aden-
tist will stay with the practice, non-compete agreements and
much more. For example, a DSO deal could mean the dental
professional will continue working for another five years. Key
is matching goals to the right buyer and overall exit plan.
• Plan for a smooth transition: Work with a buyer to ensure a
smooth ownership transition. Consider the complex psychol-
ogy of everyone in the process, including the staff, patients and
overall community. A thoughtful change includes patient let-
ters, announcements, staffmeetings, and an openhouse.Aclear
communication plan can minimize disruption, including pa-
tient and staff attrition. As a result, you can set the new owner
up for success while protecting your legacy and reputation.

Selling a dental practice is like placing a composite; it looks
easy, but it takesmany steps toproduce the outcomeyouexpect.

This article is by Michele Gabriel of DDSmatch. She works to help
clients navigate steps to selling a practice. “You don’t have to know
exactly when you’ll exit dentistry to start planning; whether you’re
six months or six years from a career change, we can help you sort
through the options in today’s complex market,” she said. For
further information, she can be reached at mgabriel@ddsmatch.com
or 892-409-9925.

ATo-DoList for Selling aDental Practice

“If you’re a dentist
considering selling your
dental practice,
there are many
keys to a smooth
transition.

”
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GoodDocumentation
Continued from page 12
crownoran implanthas failedand theevaluation,diagnosis and
treatment plan is not clearly and adequately documented or an
evaluationanddiagnosis and treatmentplan toaddress the com-
plaint or complication or failure is not well documented. The
burden then falls onyouandyour attorney to “un-ring the bell”
bydemonstrating that allwasdonewithin standardsof care. The
successful resolution would have been quicker and easier and
more certain, if the documentation had been up to standards.

There are so many resources and tools available to you, in-
cluding EMR software and staff training and recordkeeping
courses to facilitate and maintain charting that is up to current
standards. Taking the timeandeffort canavoid costlyoutcomes,
if andwhen your charts come under review.

Amy T. Kulb is a member of Jacobson Goldberg & Kulb in Garden
City, concentrating her practice on the defense of professional dis-
cipline matters. Further Dental Documentation information is
available by contacting her at 516-222-2330 or akulb@jngllp.com.

Dr. Pratix Shroff
Continued from page 1

DentalOperatory forRent:Areyou looking for theperfect dental office
space for rent?Lookno further!Takeadvantageof this incredibleoppor-
tunity to establish or growyourdental practice. Located in theprime lo-
cation of Forest Hills, our space offers convenience and accessibility to
both patients and staff. Whether you are just starting out or looking to
expand your practice, our rental options are tailored to accommodate
your unique situation. Contact us today and see how our dental office
space can be the perfect fit for you. Radiant Dental Studio 718-793-0800
or bvelasteguidds@gmail.com

General Dental Practice For Sale In Astoria, Queens: Active, 40-year
Astoriadentalpractice for sale.Grossingover$400Kworking threedays
aweekwithendo,perioandsurgery referredout. Inapartmentbuilding
with private street access, indoor parking spots and near all transporta-
tion.Twoworkingoperatoriesanda thirdroomavailable toexpand into.
Contact benjamindreksler@gmail.comor call 516-578-9003.

EndodontistNeeded:Endodontist needed for an established largeden-
tal group practice in Levittown. 3 + days a week. Experience preferred.
Excellent opportunity for recent graduates. Please send CV to: kl-
camhi@gmail.comor call 516-993-4062.

RentOpportunity:Queensdentaloffice for rent. 860square feet,waiting
room, lab, private doctor’s office and plumbed for 3 operatories. Some
equipment and patient charts available to purchase separately. Ground
floorofmulti -familydoormanbuildingwithseparateentrancenearsub-
way. Foot traffic andparking are a plus. Please contact 516-510-6471.

JobOpportunity:Established general dentistry family practice inCom-
mackarea expandingand looking for recentgraduates fordental associ-
ateposition1-2daysweekly.Greatpotential formoredays,aswell.Please
contact Dona via email at dona@drgrillo.comor fax 631-462-4288 or call
631-462-4266.

Great JobOpportunity!Queens general practice seeks for a periodontist
or endodontist to share space at our busy location in Jamaica. Looking for
someoneable toworkat leastonceor twiceaweektostart.Referencesand
experiencerequired.Pleasesendresumeto:ronaldgarrettdds@gmail.com.

RentalOpportunity!Office space for rent in Floral Park,Queens.North
Shore Towers. Unique opportunity for general dentist in a newly reno-
vated 1,200 square foot office. Fully equipped with 3 rooms available.
Lookingfor immediateoccupancy.Populationof3,000people in thecom-
plex.Formerdentist retired.Establishedpractice for30years.Formore in-
formation contact June at 516-652-0693 or twinjune@aol.com.

QCDS CLASSIFIEDS
the annual World’s Fair of Dentistry, scheduled for Saturday
and Sunday, September 7-8, 2024.

Dr. Shroff, who has had a general practice in Floral Park,
Queens, for 30 years, has served as aQCDSBoardmember, sec-
retary andpresident-elect.Hewill take over as president of the
organization following the QCDS Installation Dinner, to be
held at Leonard’s Palazzo in Great Neck in January.

Joining his administrationwill be Savitha Reddy, president
elect; Chiran Reddy, vice president; Chad Gehani, secretary;
andMitchell Greenberg, treasurer.

At the dinner, NYSDAPresident-Elect Dr. Prabha Krishnan
will be presented with the Emil Lentchner Award for her dis-
tinguished service to thedental profession for the past 30 years.

“I have known Dr. Shroff as a colleague since 1990 and
have the utmost confidence in his ability to run the Queens
County Dental Society in a very effective manor,” Dr. Kr-
ishnan said.

ADAPresidentDr. LindaEdgarwill attend and speak at the
dinner. Joining herwill beNYSDAPresidentAnthonyCuomo
andADAPast President Dr. Chad Gehani, now the QCDS ex-
ecutive director. “This will be a perfect occasion for the QCDS
membership tomeet and have a conversationwith the leaders
of organized dentistry,” said Dr. Shroff.

He said the installation will feature entertainment, with a
DJ playing all types of music, as well as his daughter, Trisha,
a professional Indian classical dancer, who has earned a
diploma in Classical Indian Dance. Following in her father’s
footsteps, she is a second year dental student at NOVASouth-
eastern University in Florida.

Dr. Shroff, who was born in Mumbai, India, attended the
Nair Hospital Dental School in Mumbai, where he earned a
B.D.S. degree. After immigrating to New York in 1990, he
joined the NewYork University College of Dentistry Foreign
Graduate program and graduated with honors in 1994. He
worked as a dental assistant to put himself through dental
school and trained at the New York Hospital Medical Center
in Flushing as part of the General Practice Residency Pro-
gram, where he met his wife, Anjali. He then worked as an
associate before opening his own practice in Floral Park.

Dr. Shroff said he plans to reach out to all stakeholders to
improve the health of the residents of Queens County. “I
want to make sure the public understands that good general
health begins with good oral health. Oral health is essential
to general health.”

He said he is enthusiastic about increasing awareness of
preventive dentistry and regular oral cancer screenings. For
many years, he has visited local schools during February,
Oral Health Awareness Month, seeking to educate children
about the importance of good oral hygiene, eating healthy
foods and giving oral hygiene instruction to students in
kindergarten through seventh grade. He is also part of his
local community’s annual health fair, which focusses on sen-
ior citizen screening for oral cancer.

“I can only be successful in my goals as QCDS president if
our entire Board works together as a team,” Dr. Shroff said.
“Byworking togetherwe can have a great impact on the future
of our dental society as well as the communities we serve.”
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