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Buy Got Rot Materials by 
calling Gloria Pitchford at: 
800/475-4737

PRESIDENT’S MESSAGE

Membership – What’s in it for you? 

It’s membership renewal time.  By now, if you are a current member, you 
should have received a mailed invoice and an e-mail directing you to 
the Society’s website.  You can renew by check, credit card, or arrange for 
monthly installments.  ISDS staff has been working hard to make sure your 
renewal goes as easy as possible. 

I recall being a new dentist with student loan debt and a new practice, who 
had reduced dues for the first few years.  When the full dues billing came, I 
had to think about it for a while.  Installment payments were not an option 
at that time.  I made the decision to continue my membership because of 
the value the dues dollars represented in my estimation.  I saw there was 
something in it for me.

So, what’s in it for you?  It could mean savings in credit card processing, 
malpractice and business owners insurance, dental and/or office supplies, 
among other endorsed products and services that benefit your practice.  As 
a new dentist, you may benefit from contract analysis services of funding 
for practice expansion or purchase.  At the very least, having a credit card 
associated with your professional organization is always handy.  Saving 
money, whether it be to control overhead costs or your personal budget, is 
always a great idea.

This is the year for renewal of our dental licenses, so CE availability could 
be the motivating factor.  Or maybe, you just like the networking and social 
aspect to membership.  Sharing ideas with colleagues and being a mentee 
or mentor is something I think has had the most value for me.  A colleague 
just recently sent out an e-mail asking for some portable equipment items 
for patient treatment, and within the day, she had a response.  Her 
comment to me was, “This is why I am glad I am a member.  How else 
would I have gotten these items without having to purchase them?”

Membership in ISDS supports advocacy.  Your national, state, and local 
dental societies advocate for dentists, patients, and the dental profession as 
a whole.   Each year of my membership, I become increasingly more 

impressed with the complexity of many of the issues surrounding dentistry.  
Any one of you, whether an ISDS member or not, has benefitted from the 
efforts to get State of Illinois employee dental claims paid.  The efforts of 
ISDS staff throughout the state is amazing.  

Just recently, IEMA (that’s the state agency that certifies our radiographic 
equipment and lasers), had a lot of non-renews and had plans to send a 
list of all the non-renews over to the Illinois Department of Professional 
Regulation (that’s the agency that controls our licenses) for potential 
disciplinary action.  ISDS made a request for the list of non-renews in order 
to contact each dentist about getting back in compliance. 

ISDS members just recently received another e-mail regarding a new law 
requiring us to participate in the Prescription Monitoring Program (PMP) 
in order to renew our licenses.  Greg Johnson is working with the IDPFR in 
order to clarify the process for license renewal and identify any potential 
problems related to renewal.  ISDS staff will then be able to effectively 
communicate the process to our members and assist those who need 
additional information.

Being a member is not just about receiving a publication.  It is about the 
ongoing efforts on our behalf and on behalf of the patients we serve.  It is 
about preserving our profession.  It is about being part of something bigger 
than ourselves.

If you find yourself, like I did, trying to evaluate the benefits of 
membership, don’t hesitate to explore the website, contact me or 
contact the staff and ask:

What’s in it for me?
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Make sure that your patient information is secure and that you’re 
doing all you can to protect yourself against financial risk. 

CALL EXCEL MICRO TODAY.

rcarr@excelmicro.com

Rick Carr 877-466-7726 ext. 6602

excelmicro.com 

a            Global company

Protecting your patient 
information is our #1 priority.
Excel Micro is ready to partner with Illinois dental professionals 
by providing you with HIPAA compliant email security solutions. 

We are committed to safeguarding your patient health information with:

EMAIL SECURITY  |  EMAIL ENCRYPTION  |  EMAIL ARCHIVING

Excel Micro is an award-winning company that offers industry-leading email 
expertise backed by best-in-class customer service. We provide secure email 
solutions for dental offices across the country.
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Senate Bill 227, which now presents new requirements of prescribers of 
controlled substances, was signed into law by Gov. Rauner on December 13.

Effective January 1, 2018, each prescriber possessing an Illinois Controlled 
Substance License must register with the Prescription Monitoring Program 
(PMP).  Those dentists seeking initial licensing within the state of Illinois 
will be expected to register with the PMP a part of their licensure 
application process when applying for a Controlled Substance License.  
When visiting the Illinois Prescription Monitoring Program homepage, 
click on the Help and Frequently Asked Questions tab.  Under this tab, you 
will find links to How-To Videos on the overview of the PMP, registration, 
and logging into the program.  There is a wealth of information available 
at www.ilpmp.org, or you may also submit questions on the PMP 
Questions Form or by calling 217/524-1311.

The Illinois Controlled Substances Act requires that each prescriber, or 
his or her designee, shall also document an attempt to access patient 
information in the PMP to assess patient access to controlled substances 
when providing an initial prescription for Schedule II narcotics, such as 
opioids.  Current PMP Rules specifically define in Section 2080.210 (c) as 
to who may be an authorized designee.  Dental hygienists or unlicensed 
healthcare professionals cannot access the PMP on behalf of the Controlled 
Substance licensee. 

For information regarding the Dentist Controlled Substance License 
Application, visit the Illinois Department of Financial and Professional 
Regulation (IDFPR) website.  In June, when IDFPR issues dental license 
renewal notices, dentists will be expected to have already registered 
with PMP.

New Law on Prescription Monitoring Program 
Effective January 1

Sneak Preview:  Midwinter 2018  

Brave the Windy City for the Chicago Dental Society’s 153rd Midwinter Meeting on Thursday-Saturday, February 22-24. The theme of this year’s 
meeting is A Dental Triad: Pride, Passion, Professionalism.

This year’s meeting features:
• Thursday:  Opening Session with comedian Pat McGann, Dental Student Reception
• Friday: New Dentist Reception – Chat, Chow and More, Dental Team Reception, Breakfast Reception for Wisconsin Dental Association  
 members, Shadows of the 60s with a tribute to Motown’s Super Groups
• Saturday: President’s Dinner Dance
• Return of live patient demonstrations
• World Class CE

Everything you need to register and be a part of this phenomenal meeting is available on the Chicago Dental Society’s website at 
www.cds.org/meetings-events/midwinter-meeting.  
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NEWSBRIEFS

Board of Trustees Actions
At meetings held on December 6-7, 2017, the 
ISDS Board of Trustees took the following 
actions:
• Amended its policies by rescinding the  
 following language in Section VIII – Dues  
 Stabilization:  ISDS budget development  
 should assume an annual 3% dues increase  
 to maintain a sustainable annual operating  
 budget (B 2012).  
• Amended its policies by adopting the 
 following language in Section VIII – Dues  
 Stabilization: Annually, the Board intends 
 to apply any amount of reserves that is in  
 excess of 50% of the annual operating 
 budget to offset the necessity of any dues  
 increase in order to present a balanced  
 budget. (B-2017)  
• Amended its policies by addition of the  
 following language in Section IX – 
 Level  of Reserves: ISDS should retain at  
 least 40% of the annual operating budget  
 in reserves as a floor level with a maximum  
 level of reserve should not exceed 50% of the  
 annual operating budget (B-2012).  Any  
 amount of reserves that is in excess of 50%  
 will be recognized in planning each year’s  
 annual operating budget (B-2017). 
• Approved the 2018 slate of legislation. 
• Approved the recommendation of several  
 additional names for the Illinois Department  
 of Financial and Professional Regulation  
 to consider serving on the State Board of  
 Dentistry.

Governor Launches 24/7 Helpline 
to Combat Opioid Epidemic
In December, Illinois Gov. Bruce Rauner 
announced the launch of a statewide helpline to 
provide immediate assistance for those impacted 
by addiction to opioids and other substances.  
This is the first time Illinois will have one phone 
number for people to call to find help, and will 
serve as a confidential outlet.

According to data from the Illinois Department 
of Public Health, opioid overdoses nearly 2,000 
people in Illinois in 2016 — more than one 
and a half times the number of homicides and 
nearly twice the number of fatal motor vehicle 
accidents. Furthermore, the Illinois Department 
of Human Services data estimates that 
approximately 248,000 Illinois residents need 
treatment for illicit drug use, but do not receive 
it.  The governor said his goal is to reduce opioid 
overdose deaths by at least one-third in the 
next few years.  The Opioid Hotline number is 
1-833-2FINDHELP.

Artist Callout: Clinician Burnout, 
Well-Being Focus of Project 
Calling all creative types: the National Academy 
of Medicine wants you to consider clinician well-
being and resilience for a community art project.  
The initiative, Express Clinician Well-Being: An 
Art Exhibition, seeks all kinds of artwork, includ-
ing creative writing, music, murals, photographs 
and other forms of visual and nonvisual art from 
artists of all skills and abilities. The art could 
potentially be featured in an online gallery and/
or an in-person show that the National Academy 
of Medicine will host in May 2018. 

The academy wants to know “what clinician 
burnout, clinician well-being and clinician resil-
ience looks, feels and sounds like to people across 
the country,” according to the website.  All entries 
must be accompanied by a submission form and 
submitted by February 16. For more information, 
visit nam.edu/expressions-of-clinician-well-
being-an-art-exhibition/.

Procter & Gamble Toothpaste 
Designed to Prevent and Reduce 
Enamel Erosion Earns ADA 
Seal of Acceptance  
The American Dental Association recently 
announced that the Crest Pro-Health Advanced, 
Deep Clean Mint is the first product to earn the 
ADA Seal of Acceptance in the enamel erosion 
category. The ADA Council on Scientific Affairs 
accepted the toothpaste, a product of Procter & 
Gamble, based on the finding that the product 
is safe and has shown efficacy in helping to 
prevent or reduce enamel erosion from dietary 
acids, when used as directed.  Crest Pro-Health 
Advanced, Deep Clean Mint is also the first 
product to earn seven attributes of the ADA Seal: 
it helps prevent or reduce enamel erosion, helps 
prevent cavities, helps prevent and reduce plaque, 
helps prevent and reduce gingivitis, helps reduce 
tooth sensitivity, helps reduce bad breath and 
helps remove tooth surface stain.  To earn the 
Seal, the product had to pass ADA laboratory tests 
and meet ADA and American National Standards 
Institute-approved dental standards. The 
manufacturer also submitted studies proving 
clinical safety and efficacy.

The U.S. Environmental Protection Agency 
promulgated 40 CFR Part 441 Effluent 
Guidelines and Standards for the Dental 
Category on June 14, 2017, with an effective 
date of July 14, 2017.  The new rule regulates 
mercury discharged in wastewater from dental 
facilities to a Publicly Owned Treatment Works 
(POTW) or municipal wastewater treatment 
plants (WWTP).  The rule requires dental offices 
that place and/or remove amalgam to:

• Install an ISO certified amalgam separator
• Implement two Best Management Practices  
 (BMPs)
• Submit a One-Time Compliance Report to the  
 appropriate Control Authority
• Conduct ongoing operation and maintenance  
 of the amalgam separator and maintain  
 associated documentation

This rule does not apply to mobile units or 
facilities where the practice of dentistry consists 

only of the following: oral pathology, oral 
and maxillofacial radiology, oral and 
maxillofacial surgery, orthodontics, 
periodontics, or prosthodontics.  The Dental 
Rule is self-implementing in that the EPA 
expects all dental dischargers to know about 
and comply with the rule.

Watch for more details in the March issue of 
Illinois Dental News and online at ISDS.org.

Are You in Compliance with the New EPA Dental Amalgam Rule?
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Enforcement Actions
The Illinois Department of Financial and 
Professional Regulation signed the following 
enforcement orders against Illinois dentists in:

October 2017
Koushan Azad, Elgin: dental license suspended 
for failure to file and/or pay Illinois state income 
taxes.

Gary Drake, Belleville: dental license 
reprimanded for owning a dental practice with 
an associated medical spa where procedures 
requiring medical license oversight were 
performed without having such a licensed 
individual.

Ronald Luzzo, Chicago: dental license suspended 
for failure to file and/or pay Illinois state income 
taxes.

Nivaldo Montes, Chicago: dental license 
suspended for failure to file and/or pay Illinois 
state income taxes.

Aroon Pal, New Lenox: dental license suspended 
for failure to file and/or pay Illinois state income 
taxes.

Scott Shore, Glenview: dental license placed on 
probation for one-year and fined $3,000 for 
failing to immediately refer out an oral surgery 
case, which resulted in the patient needing 
another surgery, unbundling services in his 
billing of a patient for treatment, and submitting 
erroneous coding for care and treatment.

William Wax, Niles: dental license placed on 
indefinite probation for a minimum of two-years 
for aiding and abetting unlicensed practice.

November 2017
Walter Dawkins, Mount Vernon: dental license to 
remain on probation for a definite period of one 
year following a petition to restore his license 
from prior disciplinary action taken due to a 
felony criminal conviction.

Willian Kisker, Kenosha, WI: dental license 
indefinitely suspended, for a minimum of six 
months, must complete continuing education 
hours prior to petitioning to be being placed 
on indefinite probation; two-year minimum; 
dental sedation permit, 137000690, permanently 
relinquished for negligence in administration of 
sedation that resulted in a patient’s death

I still remember hearing my mentors talk about 
organized dentistry while shadowing in their 
practices as a pre-dental student.  At the time, 
I lacked the experience to grasp the concept of 
organized dentistry and the understanding of 
what it meant to be a member, but I could sense 
the pride in their voices as they spoke about 
their experiences on the local, state and national 
levels.  It was not until a few months later that 
I had my first real interaction with organized 
dentistry when the Illinois State Dental Society 
hosted a lunch and learn during D1 orientation 
at the University of Illinois at Chicago College 
of Dentistry.  Being that this event was the first 
week of dental school, I can promise you that my 
classmates and I had a lot more on our minds 
than membership in organized dentistry.  And 
while I may not have recognized the true value 
of membership on that day in August 2006, it 
was this early exposure to organized dentistry 
that allowed the puzzle pieces to start coming 
together and encouraged me to become a 
member of the ISDS—a commitment that has 
easily been the most important personal and 
professional decision of my dental career. 

Since 1865, the members of the Illinois State 
Dental Society have represented organized 
dentistry, giving dentistry in Illinois a voice.  It 
is this commanding voice that allows Illinois’ 
oral health professionals to continue to safely 
provide the highest level of care to our patients.  
The voice of ISDS resonates from more than 
6,600 dentists and 1,100 dental students, dental 
hygienists and dental lab technicians that make 
up our membership.  To me, ISDS is not just 
the constituent (state) dental society of the 
tripartite; it’s a family—a family of oral health 
professionals that, for over 150 years, has 
remained committed to its members and the 
communities we serve through communication, 
education and legislation.  While ISDS 
continues to evolve to keep up with the 
everchanging world, our mission holds true.  

So as we set our sights on 2018, I would like 
to say “thank you” to all the members of 
ISDS.   Your commitment to organized 
dentistry brings light to our path and preserves 
safe roads for us to travel on.  I would also like to 
express my appreciation to the staff at ISDS.  It is

because of your tireless work that our members 
can continue to learn, grow and accomplish 
our goals.  With the new year starting, it is the 
perfect time for our ISDS family tree to add more 
branches.  While my early exposure to organized 
dentistry set me on a path towards membership, 
I understand that life takes us in many 
directions.  No matter where you are in your 
personal and professional journey, please know 
that it is never too late to become a member of 
organized dentistry.  If you are not yet a member, 
it is my sincere hope that you will consider 
joining the ISDS family this year.  By adding 
volume to our voice, the Illinois State Dental 
Society will continue to stand up for the good of 
the profession and the communities in which 
we serve for years to come.  Please know that my 
fellow ISDS members, the ISDS staff and I are all 
here to listen to your concerns, answer questions, 
discuss member benefits, share experiences, and, 
most importantly, welcome you with open arms.  

Join the Family
by Samuel D. Willens, DDS; Chair, ISDS Membership Committee
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“Our service to our profession is not limited to just the activities 
that promote dentistry or our dental society.  Our service to our 
communities outside of dentistry has a tremendous impact on how 
others look at us individually and collectively.  The opportunity to 
serve is endless.” – Dr. Terry Barnfield, ISDS President, 
Installation Address

Monitoring Policy and Issues on Behalf of Our Members
Early in 2017, Gov. Rauner and the Illinois Department of Healthcare and 
Family Services (HFS) announced a Request for Proposal (RFP) seeking 
new Medicaid Managed Care Organizations (MCOs) in Illinois.  At the time 
of the RFP, 3.1 million Illinois residents were covered by Medicaid, with 
two-thirds being enrolled in one of 13 regional MCOs.  The new program 
outline by HFS sought to reduce the number of MCOs and expand their 
geographic area from 30 counties to all 102.  The outcome of the RFP was 
a new program effective January 1, 2018, called “HealthChoice Illinois,” 
which adds 683,000 Medicaid enrollees and reduces the number of MCOs 
from 12 to seven.  Any patients that were not enrolled in an MCO prior to 
2018 have 30 days to select a plan option or will be automatically assigned 
to one effective April 1.

In July, one of the MCOs, Meridian, ordered its dental administrator, 
DentaQuest, to terminate a number of participating dentists and to reduce 
reimbursement to the remaining dentists that provided care to Meridian’s 
230,000 enrollees, effective in September. Meridian’s action implied an 
overabundance of access to dental care, so the ISDS lobbying team and 
leaders sprang into action.  Following a meeting with HFS Director Felicia 
Norwood later that month where ISDS lobbyists expressed surprise that HFS 
was supporting the idea that there were too many dentists participating in 
Medicaid, Meridian instructed DentaQuest to withdraw the announcement.  

Thanks in part to significant advocacy efforts from the ADA, the Centers 
for Medicare and Medicaid Services announced on November 16 plans to 
rescind certain Medicare Part D and C requirements for providers. This 
means that dentists no longer need to enroll or opt out of Medicare to 
continue to provide dental care and prescriptions for Medicare Advantage 
and Part D drug plan beneficiaries.

With criticism being leveled at the dental profession on the opioid epidemic, 
the ISDS Governmental Affairs Committee responded by assembling an 
Opioid Task Force to study the opioid crisis and its relation to the dental 
profession.  One key finding is that dentists write a significant number of 
opioid prescriptions for pain, but the prescriptions are only for a small 
pill count.  On the other hand, physicians write for much larger quantities 
of pills.

When Gov. Rauner signed SB772 into law on December 13, member dentists 
were immediately notified by e-mail, facebook and twitter.  The bill presents 
new requirements of prescribers of controlled substances, and effective 
January 1, 2018, each prescriber possessing an Illinois Controlled Substance 
License must register with the Prescription Monitoring Program (PMP). 
 
Can IDFPR Find You with Paperless Licensing and Renewal?
With the Illinois Department of Financial and Professional Regulation’s 
(IDFPR) transition to paperless licensing and renewals, there will be no 
paper renewal information mailed out in 2018, only e-mail notifications.  
ISDS has already begun reminding members to update their contact 
information online with IDFPR now in preparation for renewing their 
license online in June.  Without an e-mail address in the IDFPR system, 
dentists and hygienists will not receive information on license renewal.  
ISDS also notified members of a new requirement by IDFPR that applicants 
seeking a Business License must submit and pay for the initial application 
online via IDFPR’s Online Services Portal.  The new online portal enables 
Medical Corporation, Limited Liability Corporation, or Professional Service 
Corporation applicants to complete the process electronically.

Preserving the Profession through Capitol Action
As ISDS leadership and the legislative team mapped out the 2017 
legislative agenda, a chief priority was bringing oral healthcare to more 
Illinois residents, particularly veterans, long-term care residents and 
disabled individuals who lack the resources to obtain dental care on their 
own.  ISDS introduced the Veterans’ Supplemental Health Insurance 
Program Bill (SB0660) to provide veterans and their dependents that are 
economically disadvantaged, but not covered by Medicare, to receive 
cleanings and exams as part of their overall healthcare coverage.  Veterans, 
along with those living in long-term care facilities and those with 
developmental disabilities, would also receive coverage for dental services 
under HB1803, the Preventive Dental Service for Veterans, Long-Term 
Care and Developmentally Disabled Patients Bill.  This bill was 
amended during the session to require preventive services for all adults and 
the fee to be equal to the fee for the AllKids program.  ISDS will continue 
this pursuit in 2018. Improving access to dental care was also the 
motivating factor behind SB0589, which amended the Illinois Dental 
Practice Act by expanding the functions performed by dental assistants 
with proper training and education, thereby creating a new level called a 
certified expanded functions dental assistant (EFDA).  

Annual Report 2017:  
When We Serve Our Profession, We Preserve Our Profession

When we serve
our profession,
We  preserve

our profession.
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As an extension of the Society’s legislative initiatives, Drs. Loren Feldner 
and Brad Barnes organized the Society’s first-ever charitable dental care 
program for Illinois veterans on November 10-11.  Participating dentists 
and dental team members in the Illinois Dentists Salute program provided 
free dental care to more than 1,500 veterans statewide over the Veteran’s 
Day weekend.  

As the State of Illinois forged on without a budget, ISDS introduced the 
State of Illinois Dental Services Debt Bill (SB0634) to provide relief for 
dentists participating in the state-sponsored Delta Dental of Illinois plan.  
With Illinois dentists owed over $170 million from the state last spring, 
this bill allowed providers to opt out of their contracts without penalty after 
going six months without payment.  By mid-summer, ISDS leaders had 
engaged in several meetings with the Director of Central Management 
Services and Delta Dental about the backlog of claims owed to dentists 
across the country and the staggering number of dentists detrimentally 
affected by the State’s non-payment of claims.  In addition, ISDS vigorously 
pursued action on a proposed vendor assistance program as an option for 
dentists to sell their receivables and collect on a percentage of the 
adjudicated claim.  With the State of Illinois’ sale of $6 billion in bonds, 
ISDS was pleased to notify member dentists in early November that CMS 
had authorized Delta Dental to release $110 million of the backlog of 
dental claim payments by the end of month starting with the oldest claims. 
The State intends to continue ongoing routine payment for the rest of the 
fiscal year ending June 30, 2018.

Moreover, ISDS was actively involved in testifying in front of several 
legislative committees on the problems with Medicaid dental care being 
handled by MCOs and how the State was not properly monitoring how the 
care was being provided to the two million MCO enrollees.

Town Hall Meetings in Chicago
A continuation of the “Chicago Initiative” through a collaboration by ISDS 
and the Chicago Dental Society resulted in numerous visits by member 
dentists and the ISDS lobbying team to state legislators, Cook County 
board members and Chicago aldermen in areas of Chicago with large 
underserved populations.  The team has organized a series of Oral 
Healthcare Town Hall meetings to gain further insight into the access to 
care problems and will continue these meetings in the coming year.  

Surveys and Trends
In January, the Allied Dental Personnel Committee invited member dentists 
and dental hygienists to participate in an online needs assessment survey.  
The questionnaire assessed how practicing member dentists and hygienists 
felt about various dental hygiene topics and what each believed to be the 
most pressing issues.

Furthermore, ISDS historically tracks trends from the number of dental 
licenses applied for and renewed each year as reported by IDFPR.  The 
latest results indicate that Illinois will continue to have an adequate supply 
of dentists in the coming years.  Illinois ended 2016 with 10,488 dentists.   
With the announcement of a drop in the Illinois population at the end of 
2017, the state has one dentist for every 1,209 residents, an improvement 
from the ratio of 1 dentist to 1,225 residents in 2016.

Dentist Lobby Day
“Capital Conference is the single best day that you can take out of your 
office,” shared DENT-IL-PAC President Dr. Keith Evans in his opening 
remarks at the Society’s annual Capital Conference and Lobby Day.  
“DENT-IL-PAC has prevented what medicine has become.  Physicians make 
a great living, but they’re telling their own kids to go to dental school.”  
Before heading to the Capitol to meet with their legislators, participants 
heard bipartisan accounts from Illinois Sen. Dave Syverson and Rep. Lou 
Lang on the importance of building relationships with legislators back in 
their home districts.  DENT-IL-PAC received over $125,000 in contributions, 
including $100,000 from the Chicago Dental Society.    The North 
Suburban Branch (Chicago Dental Society), the Northside Branch 
(Chicago Dental Society), and Peoria District Dental Society received 
Sullivan Membership Action Awards, and 23 local component presidents 
were recognized for their service.  

The ISDS Access to Care Committee hosted its Seventh Annual 
Public Health Dentists Conference the day before Capital Conference.  
This well-attended conference has grown to an all-day event that brings 
together dentists working in public health settings with State agency 
representatives and colleagues to discuss issues specific to public health 
dentistry. 



12  ■  ILLINOIS DENTAL NEWS / JANUARY • FEBRUARY 2018

Want a Few More Patients in Your Dental Chair?
In February, the American Dental Association launched the first phase of 
a three-year initiative to drive utilization of dental services to member 
dentists.  ISDS has supported the initiative by encouraging dentists to 
complete their Find A Dentist (FAD) online profile on the fully revamped 
search tool.  The campaign is an outgrowth of extensive consumer and 
member research, with dentists nationwide claiming that their 
practices are not busy enough.  Member dentists with a complete profile 
are exponentially more likely to be viewed by potential patients on FAD.  
The campaign also offers clever consumer advertising on health sites in 
the target audience, like WebMD, Healthline and Everyday Health.

In September, the Illinois State Dental Society officially launched the 
“Because I Saw My Illinois Dentist” website as part of the campaign created 
by and licensed from the Georgia Dental Association.  The target audience 
of this highly successful consumer campaign has the means to purchase 
dental care, either with dental insurance or from personal resources.  The 
campaign also serves to elevate public perceptions of our member dentists 
as uniquely qualified and experienced to perform important procedures 
while emphasizing the importance of regular dental care.  Coupled with 
the website, ISDS has implemented geotargeted advertising on facebook 
to drive the target audience to the website and the Find A Dentist search 
tool.  The metrics from the first flight on facebook in November are 
overwhelmingly positive.  Because I Saw My Illinois Dentist and the ADA’s 
Find A Dentist campaign complement each other and will serve to enhance 
the direction of potential patients to ISDS member dentists.

Serving Dental Students and New Dentists
ISDS leaders and staff continue to have a strong presence at Illinois’ 
three dental schools through Freshman Orientation activities, ADA Success 
Seminars, Lunch ‘n Learns, and Breakfast & Education.  SIU School of 
Dental Medicine added a new twist in 2017 with a well-attended Practice 
Opportunity Fair in September, designed to match third- and fourth-year 
dental students with practicing dentists.

New dentists turned their visions into action at the fifth annual New Dentist 
E-vent in June, which moved to the Windy City for a change of scenery.  
These newly practicing dentists learned strategies on establishing and 
communicating a vision, leadership skills needed to execute plans, and 
marketing and management systems that facilitate continued growth.  

Training to Serve
More than 35 dental leaders from around the state gathered in Springfield 
on March 10 for the annual ISDS Dental Leaders Conference.  This daylong 
orientation is targeted to local and specialty group officers and executive 
directors/secretaries to help them succeed in their leadership roles.

ISDS hosted its first Flu Vaccine course on December 1 at UIC College of 
Dentistry in Chicago to satisfy the education requirements for dentists who 
wish to administer the influenza vaccine.  The Society continued OSHA/
Infection Control training by holding the course in Rock Island in October 
and sponsored 17 expanded functions courses in Chicago and Alton where 
545 auxiliary staff were trained on Coronal Polishing and Application of 
Pit/Fissure Sealants; Administration and Monitoring of Nitrous Oxide; 
Anesthesia/Sedation Monitoring; Local Anesthesia; and Basic Intraoral 
Radiograph Techniques.  

Thanking Those Who Serve
ISDS recognized a number of members at ISDS Annual Session for service 
to their profession, including outgoing President Dr. Terry Barnfield; 
outgoing Trustees Drs. James Benz, Phil Schefke, Steven Seibert and 
Stacey Van Scoyoc; Distinguished Member Dr. Richard Perry; Lifetime 
Achievement Award recipient Dr. Chauncey Cross; Greek Leadership Award 
recipient Dr. Kathryn Kosten; and Dr. Chauncey Cross Award recipients Dr. 
Hillarie Hudson, Dr. Paul Palliser, and Dr. Michael Biasello.  Dr. Barnfield 
presented President’s Awards to ISDS Past President Dr. Joseph Hagenbruch 
and retiring Illinois State Sen. William Haine.  In addition, esteemed 

Visit the “Because I Saw My Illinois Dentist” site at: 
www.becauseisawmyillinoisdentist.com



ILLINOIS DENTAL NEWS / JANUARY • FEBRUARY 2018  ■    13

Illinois Dental News Editor, Dr. D. Milton Salzer, received his 25-year 
Dental Editor Service Award from the American Association of Dental 
Editors and Journalists as well as a coveted Gies Award.

Serving on Missions at Home and Afar
Seasoned dental missionaries, Drs. Brad Barnes and Tom Sullivan, 
organized the first Illinois State Dental Society-endorsed “Mission Trip to 
Honduras” in March.  A group of 11 dentists and staff teamed up with an 
established medical/dental group from Georgia that had been going there 
for years.  They staffed both an in-town restorative clinic and traveled to 
remote mountain villages to set up portable extraction clinics. 
Throughout the week, the team performed over 500 restorations and 
2,000-plus extractions.  

A New Service:  Auto-Renew Your Membership
Members were pleased with ISDS’ announcement of the Auto-Renewal 
program beginning with the 2018 billing cycle.  Auto-Renewal is available 
with the annual lump-sum dues payment as well as the 12-month 
installment program.  Members can enroll in the auto-renewal program 
if paying online or by indicating the desire to enroll during a phone 
payment.

CDS Contribution Benefits All Members
Thanks to a generous contribution by the Chicago Dental Society, Illinois 
State Dental Society dues remained constant for 2018.  Prior to the ISDS 
House of Delegates, the CDS Board of Directors voted unanimously to 
utilize monies from its Growth and Development Fund for a $318,236 
contribution to ISDS.  These funds will allow ISDS to reach its maximum 
goal for reserves of 50% of the annual operating budget.

New Team Members Join Staff
ISDS welcomed two outstanding new staff members in 2017.  Eric Larson, 
CPA, was named Director of Finance in June, with responsibility for all 
accounting and financial functions of the Society, dues invoicing, and 
endorsed products and services.  Janine Oxencis assumed the role of 
Executive Assistant to Greg Johnson, with responsibilities for the Board 
of Trustees, House of Delegates, ADA Delegation Caucus, Dental Leaders 
Conference, and triennial Leadership Retreat.    

Farewell to One of the Greats
Dr. Robert Unger was the 
consummate believer in the 
viability and the influence of the 
tripartite of organized dentistry.  
He was an ISDS past president and 
a past ADA Eighth District Trustee.  
One of Bob’s proudest moments was 
when his son and practice partner, 
Joseph, took the reins as ISDS 
president in 2009, thus creating a 
father-son dental legacy.  Dentistry lost 
a wise and treasured elder statesmen 
when Bob passed away in September.   

OSHA/Infection Control:  What’s your compliance level?
Target Audience:  Dentists, Registered Dental Hygienists, Dental Assistants

Friday, May 11
President Abraham Lincoln Springfield
Doubletree by Hilton
701 E. Adams
Springfield, IL

6 CE Credits
8:00 - 8:30 am Registration
8:30 am - 4:00 pm Course
The registration fee includes course materials, 
supplies, continental breakfast and lunch.

Fees: 
$275 Member Dentist
$150 Auxiliary Staff of Member Dentist
$150 ISDS Hygiene Member
$100 Retired Member Dentist
$500 Non-member Dentist
$250 Non-member Dentist Staff

*Special Group Pricing! $75 per person for auxiliary 
staff attending with paid dentist registrant. 
No limit or number of auxiliary staff from same office. 



14  ■  ILLINOIS DENTAL NEWS / JANUARY • FEBRUARY 2018

Approved PACE Program Provider
FAGD/MAGD Credit
Approval does not imply acceptance 
by a state or provincial board of 
dentistry or AGD endorsement
4/1/2016 to 3/31/2020
Provider ID# 302387.

866.898.1867        info@paragon.us.com       paragon.us.com

You may be closer to achieving your financial goals than 
you think. Discover what many of your colleagues are 
already talking about.

Enjoy the retirement you deserve. Call today.

Your local PARAGON dental transition consultants 
Tom McDermott, DDS and Stephanie Houseman, DMD

ILLINOIS –OCTOBER 2016 – 1/4 Page 4/C – 7.5”(W) x 2.25”(H)

Your future.
Your practice.
Our trusted
expertise.

ADMINISTRATION AND MONITORING 
OF NITROUS OXIDE
$295 staff member, $525 staff non-member

UIC College of Dentistry, Chicago, IL
March 21  
May 9
October 10
November 14

SIU Dental School, Alton, IL
March 24
October 27

ANESTHESIA/SEDATION ASSISTANT 
MONITORING
$550 staff member, $875 staff non-member

UIC College of Dentistry, Chicago, IL
April 11 & 12
October 17 & 18

SIU Dental School, Alton, IL
October 26 & 27

CORONAL POLISHING AND APPLICATION OF 
PIT/FISSURE SEALANT
$495 staff member, $850 staff non-member

UIC College of Dentistry, Chicago, IL
April 14
September 15
November 10

SIU Dental School, Alton, IL
March 24
October 27

RADIOGRAPHIC TECHNIQUES FOR 
DENTAL ASSISTANTS
$290 staff member, $525 staff non-member

SIU Dental School, Alton, IL
March 24  
October 27 

LOCAL ANESTHESIA COURSE
$1,045 staff member, $1,100 staff non-member

UIC College of Dentistry, Chicago, IL
September 19, 20 26 & 27 
Licensed hygienist only.

2018 Auxiliary Course Calendar

2018 Auxiliary courses are now open for registration. For more information or to register, visit www.isds.org, 
and click on Meeting & Events>Continuing Education. Just be sure to create an account for the attendee. 
If you have problems contact Gloria Pitchford at gpitchford@isds.org or 800/475-4737.  
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Deciding to sell your practice is difficult. We make 
it easier. Our experience, knowledge, and national network 
will help you get the best price, close the deal, and 
give you peace of  mind.

RELAX, 
You’ve listed your practice with 
Henry Schein Professional Practice Transitions. 

© 2015 Henry Schein, Inc. No copying without permission. Not responsible for typographical errors. 15PT3680

 

 www.henryscheinppt.com 

1-800-988-5674

n  PRACTICE SALES  n  VALUATIONS
n  TRANSITION CONSULTING/ 

PLANNING  n  ASSOCIATESHIPS
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Illinois Dental News Editor Dr. Milt Salzer received the Gies Award 
from the American Academy of Dental Editors and Journalists. He is 
pictured with his daughter, Debbie Rothschild and son, Brett Salzer.

Dr. Milton Salzer has been the editor of Illinois Dental News for 25 years 
now. It wasn’t a path he could have ever predicted for himself as he 
pursued his love of practicing dentistry. 

“I didn’t know I had an interest in journalism until someone at a state 
dental society meeting said to me  ‘there’s an opening for the editor’s 
position and I think you’d make a good one.’ So that’s how it happened. 
I was not a born writer,” he said.

Dr. Salzer may be underselling his writing ability and skills as a 
communicator. Despite having never taken a journalism course at 
any level, the American Association of Dental Editors and Journalists 
(AADEJ) has presented him the William J. Gies Awards for Vision, 
Innovation and Achievement on four separate occasions.

“I guess that means that some of my writing has passed muster with 
people whose knowledge of journalism is much better than mine. I’m 
happy about the awards, but they didn’t change my life because I never 
believe my press,” he said.

Dr. Salzer took over the dental society’s flagship publication at a time of 
transition. Before his time, the publication was focused more as a scientific 
journal, filled with studies and technical articles. After a survey confirmed 
what leadership suspected, that the journal wasn’t being read, Dr. Salzer 
and his managing editor changed the focus away from continued 
education, to informing members on society events, activities, and 
initiatives.

“We needed to make people aware of the value of dental society 
membership. Members want to know what’s going on in the profession. 
How dentistry is being affected by legislation at the state and federal level. 
If we do that, we fulfill our mission,” he said.

“Anybody who puts together a publication wants people to read it. That’s 
why you do it. It’s not to see how much ink you can use. It’s because you 
want to get a message out that you think is worthwhile.”

Often that message is delivered in Dr. Salzer’s editorials. Ego is 
antithetical to good journalism, and Dr. Salzer possesses the right 
sensibility for someone who is regularly putting his opinions and points 
of view out for public consumption. Whether his words are met with 
praise or criticism, he always thanks readers for their feedback. 

“I love what I’m doing, and have since my very first editorial. I still have 
that first one. And I think I still have something worthwhile to say. But, 
no, I don’t have a big ego about it. I’m not waiting to retire from dentistry 
so I can write the great American novel. I’m just a plain old wet-fingered 
dentist. Of course now we say a wet-gloved dentist.”

The AADEJ recently presented Dr. Salzer with its Distinguished Editor 
Award. He’s grateful to receive it, but takes it all in stride. The real return 
on investment from his quarter century of service comes in the form of 
camaraderie.

“More than the writing, I’ve enjoyed sitting around that board table. 
That’s where the friendships have been made. Those relationships have 
been very meaningful to me. Being the editor has been a very gratifying 
and rewarding experience.”

Editor Decorated with More Honors

Annual subscriptions to the Illinois Dental News may be 
purchased through the ISDS Communications department. 
Visit www.isds.org, click on Illinois Dental News>Subscriptions.
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If one or more of the following factors apply then 
the ISDS MEP may be right for you:

A RETIREMENT PLAN THAT 
WORKS FOR YOU

ISDS’ Multiple 
Employer 401(k) 
Plan offers a turn-
key alternative to 
the complexities 
of sponsoring your 
own individual 
retirement plan. 

To find out how to become an adopting employer, 
call UBS toll free

844-611-7094

• You have limited staff to handle the responsibilities of
offering a retirement plan.

• You are concerned about your role as fiduciary.

• You are looking to outsource your retirement plan’s
day-to-day details.

• You are looking to attract and retain quality employees.

• You are looking for a more competitive pricing
arrangement.

Plan consulting services brought to you by UBS, an endorsed vendor of 
the Illinois State Dental Society

When you become an adopting Employer in ISDS’ MEP, you turn the 
responsibilities of sponsoring a retirement plan over to a group of 
professionals who handle the plan’s administration and 
recordkeeping, oversee the selection and monitoring of the 
investments, and mitigate your fiduciary liability in offering a plan.  

Stop by and see us in Booth #828 at the Annual 
Chicago Dental Society Midwinter Meeting in February!
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Save the Date!
Decatur District Dental Society presents...
Beyond Prevention: Health Promotion Across the Lifespan
Friday, April 20 • 6 CE Credits • $100 per participant
Decatur Conference Center & Hotel, Decatur
To register or find out more, visit www.isds.org, click on 
“Meetings & Events”, then click the date on the Master Calendar.

Course by
Tieraona Low Dog, M.D.

With nearly half (as of 12/13/17) of all Illinois State Dental Society 
memberships having been renewed, the consensus is in:  members find 
the auto-renewal option of their dues payment that is newly available for 
2018 to be a huge success and convenience.  This feature offers members 
the choice of having their membership automatically renew in future years 
by charging the credit or debit card on file.  If a member decides to enroll 
in the auto-renew program, he or she can still decide how to have their 
dues payment made: in a one-time payment for the full amount, or spread 
out over 12 months through installment payments.  ISDS is not legally 
authorized to automatically enroll members in the auto-renewal program, 
so please just ask to be enrolled if calling by phone, or select from the 
drop-down menu if paying online.    

Approximately 5% of all renewals for 2018 have taken advantage of the 
convenience of this new option, which will simplify the dues payment 
process for these members in future years at no additional cost.  The top 
reason that has been repeated by members in opting into the auto-renewal 
feature is that it allows for the convenience of not having to take the time 
to write a check, call in, or go online to renew their dues in future years.  
Members who enroll in the auto-renewal program are also automatically 
eligible to register for the Chicago Dental Society’s Midwinter Meeting as 
soon as registration opens. 

Despite all the positives for the auto-renewal program, there has been 
some hesitation or uneasiness by members to enroll in the auto-renewal 
program for a variety of reason.  One of the top reasons is a fear that a 
members’ credit or debit card will be charged without being informed of 
the dues amount.  In accordance with Illinois law, all members on the 
auto-renewal program will be notified of the dues amount for the following 
year in advance of their card being charged and given instructions on how 
to make any changes to their dues amounts or the auto-renewal program, 
if desired.  If no changes are needed, the member does not need to do 
anything and the payment of dues will process as directed.  

The most popular payment type that is enrolled in the auto-renewal 
program is the 12-month installment payment program that spreads the 
payment of dues over a 12-month calendar year.  Many members have 
commented on how funds around the holidays can be tight, and the 
installment payment program allows for financial flexibility with dues 
being paid over the course of the calendar year versus one transaction.  
There is no fee to pay dues through installments and/or to enroll in the 
auto-renewal program, and these options are offered as a convenience to 
members.  There appears to be some concern that if installment payments 
are selected, the member will automatically be enrolled in the auto-
renewal program.  This is not the case.  Members must always indicate 
whether it is online or via the phone when renewing their dues that enroll-
ment in the auto-renewal program is desired.  Members who are 
able to pay annually in full can also elect to have their membership 

enrolled in the auto-renewal program.

Auto-Renewal Option a Success
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GET YOUR FREE WEBSITE  
HEALTH CHECK TODAY

1. CALL YOUR WEB  
PRESENCE ADVISOR
They’re here to help your 
practice be the best it can 
be. Give them your website’s 
address, and they’ll use 
sophisticated diagnostic tools 
(and years of experience) to 
assess your strengths and 
potential weaknesses.

2. REVIEW YOUR RESULTS
After diagnostics are complete, 
you’ll receive a detailed report. 
Your Web Presence Advisor 
will help break it down step 
by step, so you’ll know exactly 
where you stand.   

3. MAKE A PLAN  
OF ACTION!
Now that you have all the 
important information, what 
happens next? Whether you 
want better search engine 
rankings or stronger online 
reviews, we’ll help you set 
goals and give you the tools 
you need to reach them. 

(866) 671-8004   •   Officite.com/Feb/ILDentalNews

Call 866-671-8004 to receive your  
FREE Website Review and Health Check Report

IS YOUR WEBSITE READY  
FOR 2018?

Endorsed by

Websites and Online Marketing 
Solutions for Dental Practices
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You’ve been on Facebook and seen your favorite local restaurant pop up 
in your feed and wondered… does my practice need a page as well? The 
answer is yes. 

With over 1 billion users, it will increase your exposure to potential 
patients. Starting a Facebook page is also easy on the pocketbook. To start 
your page costs you exactly $0. If we have peaked your interest, the next 
question is “Where do I start?” 

The first requirement is to have your own personal Facebook 
page. You must have a personal Facebook profile set up in order to create 
a Facebook Page. However, when you create a business page from your 
personal account, no one can see that you’re the administrator or that your 
personal account is associated with the business page.

Once you have your own personal page, you will want to establish your 
business page. While logged in to your personal account, type this link 
into your browser: www.facebook.com/pages/create.php. This will direct 
you to create a page. Choose “local business or place.” Input your page 
name, category (Dentist/Dental Office), address and business phone. 

Next, you will add your business profile picture. The ideal size is 
180 pixels squared. It’s recommended that you use your practice’s logo. If 
you do not have a distinguished logo, you may want to insert a photo of 
yourself at your practice. You will also be asked to add a cover photo. This 
might be a nice area to include a photo of the front of your practice. If you 
need help developing artwork or sizing photos for your pages, I recommend 
using a site called canva.com. It’s very helpful in creating graphics, 
cropping photos and saving exact dimensions to your desktop.

Once your artwork is set, you’ll want to add some basic information 
about your practice. Make sure to take some time and put a lot of 
thought into this section as the words will also be used in search results. 

Another important part of your Facebook business page is to create a 
username. This is different from your page name. A username helps peo-
ple find and remember your page. When you create a username, it appears 
in a customized web address (ex: facebook.com/yourgreatcompany) for 
your Page. Your username should match the name of your page as much 
as possible.

Now you have a good, working template. You’ll want to add some other 
general information such as business hours, email and your business story. 
To do this, look for the “About” link under your business photo on the left 
hand column. Most of the time, Facebook will create a “welcome to your 
new page” graphic with a link called “see all page tips” that is helpful in 
adding additional information. I recommend you click on this and add as 
much information as you can. 

One important note. It’s always a good idea to have a second 
administrator of your page, in case something would happen to 
you. You might designate your office manager or a hired “social media 
manager” to help you out with this. To add a second administrator, click 
on “Settings” at the top of your page area, then click on “page roles” on 
the left column. Once on the “page roles” area, type the person’s name you 
would like to help administrate your page under the “Assign a New Page 
Role” area, click on the Editor drop down and scroll up to “Admin”  and 
click “Add.” From here, return to the “page” link at the top to bring you 
back to your base page area.

Once you feel like your page is ready to shine, invite friends to like 
your page and write your first post. Make sure to offer value in 
your posts. Inform your patients on your services, specials and more. Show 
happy patients. Avoid lengthy posts. If you want fans to read your posts, 
keep them short and sweet, generally between 100-200 characters. 

Make sure to announce facebook milestones on your page. 
When you hit 100, 500 and 1,000 fans, share the news. This makes your 
patients feel as if they are part of your growing community. Make sure to 
keep your feed interesting with posts, videos, contests and polls. You want to 
get as much interaction as possible. 

Lastly, always remember to add a link to your own website in your 
posts and to add a link to your Facebook fan page from your website as 
well. This increases search engine rankings, thus increasing your potential 
visibility to prospective patients. 

I believe this information will get you on the right track in creating your 
essential Facebook business page for your practice. The are many more 
aspects to pages, including paid advertising, events, scheduled posts, cross 
posting, Instagram integration, page roles, audience restricting and more. 
I will cover more of these topics in my series in upcoming issues of the 
Illinois Dental News.

The How and Why to start your practice’s Facebook fan page  
By Jennifer Walker, Communications/Technology Coordinator
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Call or go online today 
for a free shipping kit!
800-741-3174
easyrefine.com

ENDORSED BY ISDS SINCE 2006,
ISDS MEMBERS ALREADY EARN  
5% MORE—REDEEM COUPON TO 
EARN A TOTAL OF 7% PREMIUM  
ON YOUR PRECIOUS SCRAP METALS 

Current Rates:  
97% Gold* • 90% Platinum and Silver • 5% Palladium 
*Gold price exclusive only to states endorsing D-MMEX, including ISDS.

Getting started is easy! 
Request your free, insured shipping kit with sealing containers.  

Here’s what you can send:
Crowns/bridgework • Silver alloy powder • Partials • and more!
Enclose this coupon with your next refining shipment to receive 
an additional 2% premium on the total value of your metal 
submission! Shipment must be received by DMMEX Easyrefine  
by March 31, 2018.
Enjoy the fast payment via cashier’s check in about 10 days.
 

2%
B

O
N

U
S

  

ENDORSED BY

0057_ C_DMMEX_ ISDS Dental News _full page_2% Jan 2018.indd   1 11/27/2017   9:55:11 AM
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Question: A number of items have been taken from my office and 
from my staffs’ personal belongings over the last few months. Most 
of the items have been small, such as lipstick and a mirror. Recently 
small amounts of cash have been missing from our cash drawer. I 
think a newly hired employee is the one behind this. The timeline fits 
and she is a single mom with three children who probably needs the 
money. I have, however, no proof, just a suspicion. I do not know what 
to do.  Should I fire her? I really don’t want to, because she’s a good 
worker and I know she needs this job.

Answer: Before you take any punitive measures against her, you need to 
find out if she is actually the person taking the items. You should not 
assume she is your perpetrator until you gather some facts. This requires 
conducting some type of investigation, which can be done by you or an 
outside professional. 

First, a determination needs to be made about when the incidents occurred 
and who had access, opportunity and a motive. The level of evidence needed 
to address the situation in your office is not extensive -- this is not an 
episode of “Law and Order.” All you need are enough facts to indicate that 
in all likelihood this employee was the perpetrator. Be sure that you keep 
an open mind when you go into this investigation. You may find that the 
person you think is guilty is in fact innocent.

When you have completed the investigation and you believe know who 
did it, you have a few options on how to handle things. If you have a 
handbook that has a policy on theft, you must follow the terms and 
conditions of your policy. Most theft policies are very broadly written, 
allowing you to use your discretion. However, if your policy states that 
the employee will be terminated, then you must terminate.

Although rare, there are instances when theft may not result in immediate 
termination. Considering what you’ve disclosed about this situation, this 
may be one of those times. To make this decision, consider how she reacted 
during the investigation interview. Was she cooperative or defensive? How 
did she react when you asked her if she committed the thefts? Did she admit 
to taking the items? Did she show contrition, or did she become angry?  

If she admits to the thefts and shows contrition, you may decide to retain 
her. In order to do so you still need to take formal disciplinary action. 
Document the incident in her employment file by outlining what she did 
was wrong, the consequences you are applying, and what will happen if she 
does it again. She needs to understand that she must work hard to regain 
your trust and the trust of her co-workers. If, during the interview, the 
employee was angry, defensive or blaming others (and you have enough 
evidence to believe she is guilty) then you should terminate her. She is 
not taking responsibility for her actions, which is an important part of 
changing behavior.

  

I know what you are thinking: “Why do I have to go through all this 
trouble of conducting the investigation? I don’t have time and I’m an 
‘at-will’ employer, so why can’t I just fire her?” Well, the investigation 
provides you with an opportunity to ensure you have the right person, 
which is extremely important. It also provides evidence to defend against 
potential claims if you terminate her, such as claims of discrimination 
on the basis of marital status (she’s a single mother), claims for 
unemployment benefits, claims of worker’s compensation, etc. In addition 
to this, conducting the investigation sends your staff the message that 
you’re a fair employer who takes the time and energy to make the right 
decision -- and that you will not tolerate unacceptable behavior.  

While you can’t control the theft that has already happened, you can use 
this as an opportunity to demonstrate leadership in the face of adversity.  
Your reaction to this situation will make a statement, so be sure it’s the one 
you want to make.

Reprinted, with permission, from the Journal of the Michigan Dental 
Association, January 2017 issue.
  

Is There a Thief Among You?   
By Jodi Schafer, SPHR, SHRM-SCP
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It’s not too early to be thinking about renewing your license and making 
sure that your information is current on the Illinois Department of 
Financial and Professional Regulation website.  Just follow a few simple 
steps to ensure that you receive the information on license renewal by 
e-mail:
1. Go to the Change Your Address, E-mail Address or Telephone Number  
 page of at www.idfpr.com/applications/LicenseReprint.
2. Click on the purple writing on the top of the page that says Click Here  
 to Change your Address, Email Address or Telephone Number.
3. Select your profession (Dentist), then choose Change/Verify Address  
 & Contact Info, License Number, Social Security Number and 
 Date of Birth.

Very Important:  The IDFPR’s website does not have everyone’s birthdate 
in its system.  If IDFPR does not have your birthdate, you will not be 
allowed to edit any of your information.  ISDS found out that many of the 

birthdates for licensed individuals were lost when IDFPR did an update of 
their website.  

It is important for every individual that has a license to have 
an e-mail address in the system.  Without an email address in the 
system, dentists and hygienists will not receive information on 
license renewal.  There will be NO PAPER RENEWAL INFORMATION 
MAILED OUT IN 2018, only email notifications.

If you receive a rejection and cannot review your information, please con-
tact IDFPR’s Dental Liaison, Jerry Miller, at jerry.miller@idfpr.com.

This affects individuals who have a general dentist license, specialty li-
cense, hygiene license, controlled substance license, dental sedation permit, 
temporary dental teaching license, Limited Liability Company license, and 
Professional Service Corporation license.  

Don’t miss out on 
receiving your 2018 
license renewal! 

2018 Capital Conference – Illinois Lobby Day
Wyndham Springfield City Centre • Springfield, IL

 Registration Begins at 8:00 am with continental breakfast
Engage Your Legislator at 8:30 am

General Session at 9:00 am
Conference Luncheon at noon

Capital Visit at 2:00 pm
Legislative Reception from 5:00 to 7:00 pm

 
Complimentary event for members

 
For more information and to register, visit isds.org

Save
the Date!

Wednesday
April 18
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Patient satisfaction is the ultimate goal of any dentist and most will do 
whatever it takes to keep their patients happy, confident and pain-free. 
But what happens when a patient’s expectations are unrealistic? What if 
a patient is impossible to please? At what point should you say “enough is 
enough”?

Patients often walk into a dental office with specific ideas about how their 
care should be delivered and how the end result should look. When those 
expectations are not met, dentists can be left with an uncomfortable choice: 
try again or throw their hands up in defeat. 

This is especially common with restorations. All too often, patients have 
unrealistic expectations regarding the size, shape and color of their teeth. 
Patients don’t always consider the technical and clinical limitations of 
restorations, yet they expect dentists to deliver nonetheless. 

The Dentists Insurance Company reports a case in which a dentist made an 
anterior bridge for a patient. The patient was extremely particular and was 
unhappy with the shade, so the dentist remade the bridge at the patient’s 
request. The patient was still not satisfied, so the dentist attempted to 
remake the bridge for the third time. Although the patient initially approved 
the esthetics of the bridge, she did so only verbally. There was no written 
approval. 

While the permanent bridge was being fabricated, the patient reported that 
her provisional bridge was in need of repair. She made an appointment to 
have it fixed, but was an hour late to her appointment and failed to call 
the office in advance. The dentist was unable to see her due to other 
appointments. The patient became angry and left the office without 
scheduling another appointment. The patient called the next day and 
demanded a full refund, stating she wasn’t coming back. The dentist was 
willing to provide a full refund in an attempt to resolve the matter and 
avoid further escalation. 

Had the dentist obtained the patient’s written approval at the delivery of the 
bridge, this situation could have been avoided. TDIC recommends dentists 
get written esthetic approval on all restorations, including bridges, 
dentures, partials, crowns and veneers. A verbal approval is not enough. 
In addition, a written form demonstrates that the patient accepted the 
restoration. Dentists should abide by the assumption that “if it’s not 
documented, it did not occur.” TDIC has sample esthetic approval forms 
available at tdicinsurance.com.

“During the initial appointment, it is important to determine whether the 
patient is realistic in his or her treatment expectations,” said Taiba 
Solaiman, senior Risk Management analyst with TDIC. “Look for red flags, 
such as a patient bringing in pictures of celebrities or photos of the patient’s 
high school graduation 20 years earlier.”

Another case reported to TDIC illustrates the importance of heeding red 
flags. In this case, a 40-year-old patient presented to a general dentist 
for a consultation regarding full mouth reconstruction. The patient had 
provisionals placed by another dentist but refused to go back to the treating 
dentist due to the dentist failing to meet his esthetic demands.

The general dentist agreed to treat the patient, dismissing his concerns 
that the patient already revealed a prior failed doctor-patient relationship. 
The treatment coordinator went over the treatment plan and financial 
arrangement with the patient and the patient paid the entire treatment 
fee up front.

The dentist worked with a reputable lab, but the patient couldn’t agree 
with the wax-up. The patient eventually agreed to the wax-up and the lab 
fabricated the provisionals. When the lab was unable to meet the patient’s 
esthetic demands, the patent proposed switching labs to the one that his 
previous dentist worked with. The dentist agreed, despite not having any 
prior experience of working with this lab. 

In the meantime, the patient was becoming impatient with the amount of 
time involved to fabricate the provisionals and demanded the treatment to 
be provided at a discount. The dentist tried working with yet a third lab, but 
that lab was also unable to meet the patient’s expectations. At this point, 
the patient was adamant about receiving all of his money back, as he had 
lost confidence in the dentist. TDIC reviewed the history of the case with the 
dentist and agreed that the best approach would be to refund the patient’s 
money. TDIC provided the dentist with a release of liability form confirming 
the agreement and suggested the patient continue treatment elsewhere. 

Turning away overly-demanding patients is the best way to avoid these 
scenarios in the first place. Don’t be influenced by the potential income that 
could be derived from a case; consider the possibility of losing money in the 
long run. You are not obligated to accept every patient who walks through 
the door. Establish boundaries, clearly outline the process, and be upfront 
with patients about what is and isn’t possible. 
 
“At the beginning of the case, ask yourself, ‘Is this patient a good 
candidate for the treatment he or she desires? Can I achieve the results the 
patient is anticipating? Will the outcome mirror what the patient wants?’ 
Solaiman advises. “Answers to these questions will help determine the 
patient’s treatment expectations, if treatment is appropriate and if you 
should accept the case.”

Questions? Call TDIC’s Risk Management Advice Line at 800/733-0634. 

TDIC Insurance Solutions’ professional liability, employment practices liability, and 
building and business personal property insurance programs are endorsed by ISDS 
for its members.  Workers’ compensation, homeowners, auto and umbrella insurance 
policies are also available through TDICIS.  For additional information, please call 
Rennie Holmes, DMD, at 800/733-0633.

Just Say No: How to Handle Demanding Patients   
By TDIC Risk Management Staff
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About 1,500 veterans received free dental services through the Illinois 
Dentists Salute initiative held this past November 10-11 in honor of 
Veteran’s Day. While the 300 participating dentists were on the giving end 
of the exchange, many of them felt as if they were the ones being treated.

“One gentleman was a Tuskegee Airman from World War II. He was sharply 
dressed and just a really funny guy. He brought us pictures from his time in 
the service, and it was really fun to see. It was quite an honor to meet me,” 
said Dr. Alyssa Litkowski of Bartz & Bartz Dental in Oak Lawn.

The Bartz & Bartz team saw 24 veterans. In addition to providing the 
veterans with cleanings, extractions and fillings, everyone also received 
a hamburger from the grilling station they had set up outside for the 
occasion. 

Dr. Litkowski learned firsthand of the need for veteran dental care when she 
did her residency at Edward Hines, Jr. V.A. Hospital. Dr. William Schlosser of 
Springfield became aware of the need through three members of his dental 
team, who are married to Marines. 

“We were looking for a way to give back to these veterans and were 
planning our own event when the Illinois State Dental Society 
announced this opportunity, which is exactly what we were hoping to do,” 
Dr. Schlosser said.

To find people in need, Dr. Schlosser’s wife, Lori, contacted HONVEE, a 
local veteran’s assistance group that, in turn, put her in touch with other 
organizations. They also reached out to personal contacts, put the call out 
on social media, and sent letters to their patients. 

Dr. Schlosser and two dental hygienists ended up seeing 13 veterans and 
provided an estimated $6,000 in dental services. The patients had served 
in conflicts from WWII to Afghanistan. A couple of the young men were 
accompanied by their mothers because of neurological conditions suffered 
in combat. Many were unemployed for the same reason. Decay and 
infections were rampant. But despite all of their hardships, the former 
soldiers still carried themselves with respect and dignity.

“They thanked us profusely, and to hear ‘yes, sir’ and ‘yes, ma’am’ is just 
amazing,” Dr. Schlosser said. “And they each had a story to tell. We had a 
lot of great conversations.”

In Rockford, Dr. Perry Tuneberg and his team—along with oral surgeon 
Dr. Jason Primavera— saw 23 veterans, who in total received $10,000 in 
free services. They, too, came away feeling that the experience was even 
more rewarding on their end.“Even though it may sound trite, you 
absolutely get back more than you give,” Dr. Tuneberg said. “It was 
humbling to see the appreciation these men and women expressed, and an 
honor to shake their hands and thank them for their service. Our 
entire office is fully committed and excited to do this again next time.”

ISDS leadership and staff are also committed to bringing back the Illinois 
Dentists Salute initiative next year. Dr. Brad Barnes, who co-chaired the 
program along with Dr. Loren Feldner, said they weren’t sure what to expect 
with the inaugural effort, but now feel confident that even more veterans 
can be reached in the next go-round.

“We learned some things that we will change for next time that we hope 
will make the online sign-up easier, for both dentists and veterans.  Now 
that we have had a successful first year, we hope that our efforts will double 
or even triple in participation next year,” Dr. Barnes said.

Illinois Dentists Salute Our Veterans

ISDS member, Dr. David Fulton, Jr., was honored to treat Robert, a 98-year-old 
veteran of the European Campaign of World War II. Robert spent 4 years in 
Europe defending our country and our freedom 75 years ago!

Dr. Kevin Patterson treated 16 Veterans over the two day event. One Veteran had 
lost his dentures four months ago. His grandaughter’s dog had destroyed them. 
With no means to replace them, he had lost more than 30 pounds. He was 
overwhelmed that new dentures would be made for no charge.
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February National Children’s Dental 
 Health Month

February 2 Give Kids A Smile Day

February 19 Presidents’ Day (ISDS closed)

February 22-24 CDS Midwinter Meeting, Chicago

February 23 DENT-IL-PAC Membership 
 Meeting, Chicago
 Mission of Mercy Chairs & Leads   
 Meeting, Chicago

March 15 ISDS Board of Trustees, Springfield

March 23 ISDS Dental Leaders Conference,   
 Springfield

April 8-10 ADA Dentist & Student Lobby Day,  
 Washington, DC

April 17 Public Health Dentists Conference,  
 Springfield

April 18 Capital Conference & Lobby Day,   
 Springfield

April 19 ADA Eighth District Delegation 
 Caucus, Springfield

May 28 Memorial Day (ISDS closed)

June 13-14 ISDS Board of Trustees, Springfield

July 4 Independence Day (ISDS closed)

July 20-21 ISDS Foundation Mission of 
 Mercy, Springfield

William W. Busch 7/1/2017
6320 Ojibwa Ln.
McHenry, IL  60050-6598
University of Illinois at Chicago (1972)

John L. Dolce 1/2/2017
47 Lakeside Dr.
Holiday Island, AR  72631-4521
Loyola University of Chicago (1959)

Michael D. Fedyna 12/4/2017
8 Executive Ct., Ste 2
South Barrington, IL  60010-9531
University of Illinois at Chicago (1986)

John H. Hansen 8/5/2016
111 60th Ave.
Prairie City, IA  50228-7500
University of Iowa (1971)

Gilbert D. Mackey 10/26/2017
5599 Chapel Hl.
Gurnee, IL  60031-1082
University of Illinois at Chicago (1954)

Robert G. Metcalf 10/21/2017
University of Illinois at Chicago (1974)

Chris H. Sarlas 10/19/2017
12545 S. Richard Ave.
Palos Heights, IL  60463-1360
University of Illinois at Chicago (1966)
 

In Memoriam
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STAY CURRENT ON YOUR CE 
THE 2018 MIDWINTER MEETING HAS ALL YOU NEED TO STAY UP-TO-DATE ON YOUR REQUIRED CE.

Join us in the world-class city of Chicago FEBRUARY 22 – 24, 2018, for the 153rd MIDWINTER MEETING. 
Learn from the leaders in dental education. Choose from more than 200 courses, including valuable hands-on learning 
activities, Live Patient Demonstrations, and a special all-day track on Dental Assisting. Then be sure to visit our Exhibit Hall,
where more than 600 exhibiting companies will be here to show off their latest products and services. 

We’ve made it easier to bring your whole office, too. With our 3=1 Free incentive, for every three paying registrants, 
you can register a fourth for free. Take advantage of our special offer for Non-ADA Member Dentists. CDS members can
register a non-ADA member dentist when they register themselves, and the non-ADA member dentist registration fee will be
waived. Restrictions apply. 
ARE YOU AN ADA MEMBER? Join CDS as an Associate Member for only $125 and register for the      2018 Midwinter Meeting
for FREE. REGISTER ONLINE AT WWW.CDS.ORG BEFORE FEB. 16.

GREEN MEANS GO! REGISTER TODAY AT WWW.CDS.ORG.

CHICAGO DENTAL SOCIETY
THE RESPECTED LEADER IN SCIENTIFIC DENTAL MEETINGSSM

JOIN    CHICAGO
CHICAGO DENTAL SOCIETY MIDWINTER MEETING
FEBRUARY 22 – 24, 2018

US
IN

ad-2018mwm-ISDS7.5x10.qxp_Layout 1  11/20/17  9:00 AM  Page 1
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Endorsed Programs
For detailed information about our endorsed programs, visit our website at www.isds.org.

Endorsed Programs

Patient Financing   
866/246-9227, to enroll
800/859-9975, already enrolled

Office Apparel    
800/990-5407

Luxury Cars
866/628-7232
ada.org/mercedes

Interpretation and 
Translation Service  
844/737-0781
http://interpret.cyracom.com/ada/

Computers & Technology 
800/426-7235
lenovo.com/ada

®
Visa Card Services
888/327-2265, ext. 70913
usbank.com/ADAVisa 

Clinical Record Keeping Services
800/243-4675
www.dentalrecord.com

Shipping
800/MEMBERS (636-2377)
www.savewithups.com/ada

Appliances
866/808-9274

Tours & Cruises 
844/205-1171
ada.ahitravel.com

Practice to Patient Tools   
866/437-5384

Scrap Metal Recovery   
800/741-3174  
www.easyrefine.com 

Practice Financing
800/497-6076

Gloves 
877/484-6149
dentalassociationgloves.com

Emergency Medical Evacuation  
800/527-7478
www.medjetassist.com/isds

Office Supplies    
888/323-1923

Professional & Business Liability 
800/733-0633
tdicsolutions.com

Defibrillators 
708/259-1221 

Credit Card Processing 
877/739-3952
www.bestcardteam.com

Amalgam Separators
800/816-4995
www.TheAmalgamCollector.com 

Amalgam Separators   
800/216-5505
www.solmetex.com

Financial Planning   
844/611-7094

Website Development
888/738-8719
www.officite.com/dental

Central and Southern Illinois
800/221-6927
Chicago and Northern Illinois
312/240-9595

The Hartman Curio Consulting Group

ADS
MIDWEST
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Classifieds
FOR SALE
PARAGON assists both Sellers and Buyers in 
all their transition needs. Please call for a 
confidential complimentary consultation.  
SPRINGFIELD – modern, spacious office 
with six ops, digital X-ray, panorex, well 
trained team. 1,977 active patients, fee-for-
service and Delta Premier. 2016 production over 
$900k. Low overhead. Very attractive after debt 
cash flow.   SPRINGFIELD – SOLD. SALEM, 
IL – SOLD. Contact Stephanie Houseman 
DMD at 314/283-3480 or Stephanie@paragon.
us.com.   SOUTHWEST SIDE – $365k, 51% 
overhead, four ops, digital.  Income producing 
real estate.  DEKALB COUNTY – $442k, 35% 
overhead, three ops, real estate.  NEAR WEST 
SUBURBS – two ops, third plumbed, $235k. 
Excellent low cost starter.   NEAR WEST – merger 
opportunity, 1,200 square feet, digital, office 
condo. KANKAKEE COUNTY – $522k collections, 
three ops recent remodel, 1,700 patients, 90% 
fee-for-service.  SOUTHWEST SIDE – four ops, 
all fee-for-service, $389k. Fully computerized, 
digital, pan. 1,500 patients. Income producing 
real estate. LINCOLN PARK – five ops, 1,700 
square feet, $247k, 600 patients, refers most 
specialty procedures, fully computerized.  
NORTH SHORE – three ops, computerized, 
fee-for-service, $524k collection, 53% overhead. 
NEW- Chicago NORTHWEST SIDE – all fee-for-
service, five ops, (13 potential), $400k collection 
on 2.25 day week. Recent remodel, real estate 
available. NEW- Chicago NORTHWEST SIDE – 
merger opportunity.  537 patients, three ops (five 
potential), $239k collection, digital. Refers perio, 
ortho. See website for more details and most 
recent listings   www.paragon.us.com.  Contact 
Thomas McDermott, DDS, JD at 708/715-5880 or 
tmcdermott@paragon.us.com.  

GREAT PRACTICE NEAR THE ILLINOIS 
BORDER. General dentistry practice for sale, 
four treatment rooms, updated technology, 
dentist relocating out-of-state. Please contact 
John Wlodarek with MORR Dental Solutions at 
jwlodarek@morrds.com for more information.

30-YEAR PRACTICE FOR SALE – retiring due to 
eye trauma that has limited my abilities to do 
all phases of general dentistry. Located between 
Springfield and Peoria. Would be a great satellite 
office. Currently working three day/week. Full-
time front desk, assistant and hygienist. No PPO 

insurance. Practice includes 65-year stand-alone 
brick building with all necessary updates. Five 
ops, two labs, chart room sterilization room, 
digital panorex, dexis digital x-ray system, EZ 
dental software. Negotiable price for building is 
$42k. Contact: braverider61@aol.com.  Signed 
confidentiality agreement needed to review 
financials. 

ADS Midwest - ENDORSED by ISDS. Contact 
Peter J. Ackerman, CPA, CVA at 312/ 240-9595 
peter@adsmidwest.com or www.adsmidwest.
com.  Sellers needed. Never has the market been 
stronger never have values been higher! Call 
for a free consultation if you are considering 
a transition or sale!  SOUTH/SOUTHWEST 
SUBURB – four ops with room to grow, 
$660,000. PENDING. SOUTHWEST SUBURBS 
– $650,000 great location with real estate 
available.  This one won’t last long.  ONE HOUR 
SOUTH OF CHICAGO – $1 million collections, 
fee-for-service, low overhead, low stress, high 
tech, high profit.  Free standing building.  Priced 
under 50% of collections.  FAR SOUTHWEST 
SUBURBS – $350k-plus, two ops with room, 
$200k-plus net on three days. Priced to sell.  FAR 
SOUTHWEST SUBURBS – $450k-plus, four ops, 
free standing building.  WESTERN SUBURB/
FOX RIVER VALLEY – $900,000-plus, PENDING.  
WESTERN SUBURBS – beautiful new build out 
and facility in a highly desirable near western 
suburb. $620,000 in fee-for-service collections.  
SOLD.  WESTERN SUBURBS – $700,000 in 
conservative fee-for-service dentistry.  Four digital 
ops with room for a fifth.  Low overhead, strong 
hygiene real estate available.  NORTHWESTERN 
SUBURBS – three ops, mostly fee-for-service, 
$410,000 in collections, $235,000-plus net 
income.  NORTHWESTERN SUBURBS  – five ops 
over $500,000 in annual collections.  Priced to 
sell.  NORTH SHORE – $900,000-plus, fee-for-
service. SOLD.  FAR NORTHWESTERN SUBURBS 
– $900,000-plus. SOLD.  FAR NORTHWESTERN 
SUBURBS - $950,000-plus, four ops cone beam, 
great potential.  ORTHO – Western Suburbs, 
$600k.  Priced to sell.

ADS Midwest is endorsed by the Illinois 
State Dental Society for dental practice 
brokerage and appraisal.  Contact Guy Jaffe 
at 800/221-6927 or 314/ 997-0535 or 
guy@adsmidwest.com if you are considering 
purchasing or selling a dental practice in Central 

or Southern Illinois or Metro East near St. Louis.  
BLOOMINGTON NORMAL –grossing $550,000 
in four operatories. Dentist mostly refers out 
periodontal, orthodontic, endodontic, and oral 
surgery treatment. Prosperous community of 
130,000 with two major universities, Illinois 
State University, Illinois Wesleyan University, 
and State Farm Insurance’s corporate 
headquarters. Great community!  Diamond in 
the ruff!  BLOOMINGTON NORMAL – grossing 
$400,000. UNDER CONTRACT.  DECATUR – 
grossing $820,000 in five treatment rooms 
in 2,600 square feet.  Fully computerized, 
digital radiographs with Schick sensors and 
a panoramic unit. Modern office.  DECATUR 
– this office is currently open three days a 
week.  All endodontics, periodontal surgeries, 
orthodontics, and extractions/oral surgeries 
are referred out.  The practice is a “fee-for-
service” practice.  EDWARDSVILLE, GRANITE 
CITY AREA – grossing $425k on 3.5 days. Low 
overhead.   MATTOON/EFFINGHAM AREA – 
grossing $400,000 on a 22 hour week. Long-
term staff. Stand-alone brick office with five 
operatories. Vibrant, prosperous community 
12,000.  MOUNT VERNON/SALEM – grossing 
$555,000 on 3.5 days. Four operatories with 
digital and chartless.  METRO EAST ST. LOUIS 
area – grossing $1,340,000 in six operatories. 
Four days per week serving Collinsville, Granite 
City, Edwardsville, Madison, Maryville and Glen 
Carbon.  SOLD.  NEAR REDBUD – grossing 
$450,000.  Five modern ops with digital X-rays.  
PEORIA – grossing $340,000. Ideal for merging 
with another Peoria practice.  QUAD CITIES – 
grossing $1,200,000. Five ops, digital, chartless.  
SOUTHERN, IL near HERRIN and REND LAKE 
area – grossing $600,000 in four treatment 
rooms.  SPRINFIELD – gross $1,000,000 in 
four operatories with a full-time and part-
time hygienist. Each room has a computer 
terminal with Dexis and Dentrix software. Great 
location!  SPRINGFIELD NEARBY – grossing 
$360,000 in three treatment rooms. 1,300 active 
charts.  Mostly fee-for-service practice.  Dentist 
works three days per week with four days of 
hygiene.  Refers most oral surgery, orthodontics 
and advanced perio.  SPRINGFIELD AREA – 
grossing $622,000 in four treatment rooms.  
Mostly fee-for-service.  Six days of hygiene.  
Excellent schools, great place to raise a family.  
SPRINGFIELD/DECATUR AREA – this is a large 
and very profitable practicing. The practice is 



30  ■  ILLINOIS DENTAL NEWS / JANUARY • FEBRUARY 2018

opened Monday through Friday and grosses 
$1,100,000.  All dental services are offered from 
operative to oral surgery, implant restorations, 
orthodontics, endodontics, Zoom, N2O and other 
normal dental services.  The practice has two 
full-time hygienists both of whom have been with 
the practice for over ten years. ORTHODONTIC 
PRACTICE – Edwardsville, Collinsville, Maryville 
area. Four chairs. Grossing $330,000.  If you 
would like additional information or would like 
to view any of the above practice opportunities, 
please call Guy at ADS Midwest 800/221-6927 or 
314/997-0535 or guy@adsmidwest.com. 

OPPORTUNITIES
GENERAL DENTIST   – the Dental Clinic of 
Marshfield currently has an opportunity for 
a general dentist to join our multi-specialty 
practice.  This is an excellent opportunity to build 
your practice with the support of colleagues, staff, 
and our excellent reputation for high quality 
care. We offer associates, after three years of 
employment, the potential for a buy-in as an 
equal partner to the corporation. In addition to a 
competitive salary, we provide a generous benefit 
package. For further information contact Dental 
Clinic of Marshfield, 306 W. McMillan Rd., PO 
Box 929, Marshfield, WI 54449, Attn: Mr. Neil 
Armitage or call 715/ 387-1702 or e-mail:
neil.armitage@dentalclinicofmarshfield.com. 

ORTHODONTIST  – excellent opportunity for an 
orthodontist to join our well-established multi-
specialty group practice in central Wisconsin. 
We are looking for an orthodontist to join our 
current staff to help serve an increasing patient 
load. We offer a new associate an outstanding 
wage and benefit package with the potential of 
ownership after three years of employment. This 
is an excellent opportunity to step into an active 
practice and become an equal partner in a large 
group practice. If you are interested, please send 
CV to Dental Clinic of Marshfield, P.O. Box 929, 
Marshfield, WI 54449, Attn: Mr. Neil Armitage or 
call 715/ 387-1702 or e-mail: neil.armitage@
dentalclinicofmarshfield.com for additional 
information. 

SEEKING ASSOCIATE dentists for our busy 
practices throughout Chicagoland.  Robust 
patient flow, great teamwork, excellent 
compensation and benefits. Call 773/456-7071 
or send résumé to jobsfordentalprofessionals@
gmail.com.

Associate Dentist – Door County, Wisconsin – 
$20K Sign-on Bonus. Dentistry by Designs is  
hiring an Associate Dentist to join our Sturgeon 
Bay practice. This is a fantastic opportunity to 
live and work in beautiful Door County and 
have a great work-life balance. Our dentists 
earn more in a four day work week than most 
in big box clinics working five days a week. Our 
support team handles administrative details so 
our dentists can focus on providing exceptional 
dentistry. A full service dental practice with state-
of-the-art technology, we focus on comprehensive 
care including restorative, cosmetic, implant 
and sedation dentistry. Receive a $20,000 sign-
on bonus, six weeks of vacation, guaranteed 
salary, performance based bonus and a generous 
benefits package. Potential for ownership 
available. Interested candidates e-mail your 
résumé to drpaul@doorcountydentistry.com. 

Associateship in Far South Suburbs – great 
opportunity for three days per week in this 
very busy practice. Grossing $800k with PPO 
and fee-for-service. Must be credentialed with 
the major PPO’s. Great $$$ and autonomy to 
run the practice when there. Send résumé to 
chicagodentalbroker@gmail.com. 

GENERAL DENTIST/DDS/DMD – established 
dental office seeking full-time general dentist. 
Modern office with digital x-ray, cone beam and 
Cerec technologies. Compensation will be based 
on production. Interested candidates send résumé 
to: jonesdds2000@yahoo.com; Jones Dental 
Office; Attn: Dr. Phillip Jones; 1 South Main St.; 
Villa Grove IL 61956.

General Dentist- ST. LOUIS METRO AREA – we 
are seeking a full-time general dentist for our 
rapidly growing office. If you are outgoing and 
an excellent clinician, you may be the perfect fit. 
The culture of our office provides opportunities 
beyond general dentistry, expanding to: oral 
surgery (including impacted third molars), bone 
grafting, and implant placements. Experience is 
ideal, but we will mentor the right doctor. 
Not only can we offer a competitive salary, 
bonuses, CE reimbursement, 401k, but also, 
an awesome place to practice dentistry with 
integrity. Please e-mail a résumé/cover letter 
to mknepper@lacrossdental.com. 

GREAT DENTISTS WANTED – up to a $30,000 
signing bonus – Lake in the Hills, IL; Rushville, 
IL; Lincoln, IL; and Burlington, WI. Midwest 
Dental is seeking great dentists who want to 
lead their own practice. We offer excellent 
compensation and benefits, a great work-
life balance, and unlimited opportunity for 
professional development. Our support team 
handles the administrative details, allowing you 
to lead your team while focusing on dentistry. 
Contact Kelly Gilmour at 715/590-2467 or 
kgilmour@midwest-dental.com today or 
go online to www.midwestdentaljobs.com to 
learn more. 
 
Flexible Locum Tenens Opportunities in 
Wisconsin and Illinois – Midwest Dental 
is seeking experienced dentists licensed in 
Wisconsin and Illinois to fill daily/weekly/
monthly locum tenens needs to cover leaves and 
extended vacations. Perfect for dentists wanting 
to pick up extra hours. We offer competitive pay 
and give you complete freedom to work as many 
locum sessions as you’d like! May involve travel 
with overnight stays. Typically includes 32-36 
hours/week when needed. Opportunities are 
available at practices across the country. 
Contact Joyce Parsons at 715/318-2895 or 
jparsons@midwest-dental.com to learn more.
 
Wisconsin - Do more of what makes you happy! 
Join RLJ Dental and enjoy all the things you 
love about dentistry, with none of the things you 
don’t. Leave the non-clinical tasks to our staff, 
and get the freedom to lead your own patient-
focused practice in a whole new way, either as 
an employee or as a part owner. You get the full 
support of an experienced network of dentists, 
dental staff, and dependable administrative 
support with no quotas, no mandates, and no 
restraints typical of profit-driven chains. RLJ 
Dental has dentistry opportunities throughout 
Wisconsin, with immediate openings in Appleton, 
Fond du Lac, Janesville, Menasha, and Waupaca. 
Call 920/969-2080 or e-mail opportunities@
rljdental.com to explore a different way to 
practice successfully. Join RLJ Dental today and 
stay practice proud for life!
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GENERAL DENTIST – Dental Dreams, IL. 
Dental Dreams is actively seeking motivated, 
quality-oriented associate dentists for our offices 
throughout Chicago, IL and surrounding 
suburbs. We provide the ultimate in quality 
general dentistry to the entire family in a 
modern, technologically advanced setting 
with experienced support staff. Our highly 
valued Associates enjoy top tier compensation.  
COMPENSATION: Sign on Bonus up to $30,000; 
average compensation of full-time dentists in 
excess of $220,000/ per annum; guaranteed base 
pay. CLINICAL PRACTICE – complete autonomy 
over treatment planning; mentoring by top rated, 
experienced clinicians; full patient schedule; 
fully digital and paperless office; discretion over 
dental supplies and instruments; friendly and 
efficient staff. BENEFITS – health insurance; 
malpractice insurance; three week’s vacation; 
continuing education; relocation expenses; Visa 
and permanent residency sponsorship; dental 
coverage for associates and immediate family 
members.  Make Dental Dreams a reality for 
you. Please contact us to learn more about 
rewarding associate dentist opportunities with 
Dental Dreams. We offer full-time, part-time, 
and Saturday only schedules.  Please contact the 
Recruiting Team; Phone: 312/274-4598; e-mail: 
recruiting@dentaldreams.com; website: 
www.dentaldreams.com.

Call Dr. Robert Uhland at 847/814-4149 for a 
complimentary consultation for sellers!  CDB 
is locally owned and operated by a dentist and 
a CDS member. Ask about our featured listings.   
NORTH SHORE – lovely cosmetics practice doing 
$300k on just 1.5 days/week.  NORTHWEST 
SUBURBAN: (1) Beautiful three operatory 
practice, great location. Grossing $350k-plus; 
room to grow, can include real estate. Well-
established, help with transition, (2) THREE 
OPERATORY with three days/week and three 
months of the year off. Room to grow; must sell!   
WEST SUBURBAN – (1) four operatory and half 
of the revenue is from hygiene. Gross over $550k 
with 1,500 active patients. SOLD.  (2) Great 

office. $400k-plus with lower overhead. Well-
established; will help with transition.  NORTH 
SUBURBAN – four operatory starter with lots of 
room to grow. Strip center. SOLD! SOUTHWEST 
SUBURBAN – three operatory cash cow; doing 
$550k and netting half. Call now!  CHICAGO and 
MISCELLANEOUS: (1) ROCKFORD GIANT – Net 
of over $1M! C & B focused; one of a kind! Call 
for details. (3) FAR WEST STARTER – includes 
real estate! Three operatory, could be four; FFS/
PPO blend, (4) SOUTH SIDE – Cash! Grossing 
over 800k and netting $400k. (SOLD). (5) 
LINCOLN PARK – cosmetics practice great 
location. SOLD.  (6)  NEW!  NORTH SUBURBAN 
– three ops and plumbed for five, most all fee-
for-service.  Gross of $450k, overhead under 50%. 
A lot out the door. Won’t last, call now!  NEW!  
NORTHWEST SUBURBAN ¬– five ops, plumbed 
for seven. PPO, gross of $700k. Must sell quickly, 
“As Is”. Call for details.  NORTHEAST ILLINOIS 
area – Close to Chicago in a lovely community.  
Grossing over $800,000 in a 32 hour week.  
Much growth potential.  Five ops fully equipped 
ops.  Priced to sell!  Four-Op moneymaker by Sox 
Park!  Overhead of only 40%, grossing $450k.  
Do the math. Call now! Many more coming and 
private sales.  Call and ask me about them.

Southern Illinois – Associate wanted.  Days 
worked, benefits, salary vs paid by production 
is all determined by you.  Two-year old 
practice looking for associate with potential 
for partnership in the future. All digital, 3D 
imaging, cad/cam.  Practice as few or as 
many areas of dentistry as you’d like.  
E-mail: rendlakedental@gmail.com 
or call 618/316-4448.  

MISCELLANEOUS
Hands On Extraction Classes – Learn advanced 
extraction techniques, elevating flaps, suturing, 
third molar removal, handling large abscesses 
and bleeding. Participation on live patients.  
Website: www.weteachextractions.com; 
phone: 843/488-4357; e-mail: 
drtommymurph@yahoo.com.

Michael Vold, DDS, JD
IDFPR Dental Coordinator for 23 years

Dental-Legal consultation 
Business issues                     

Defense of dentists at IDFPR

“Experience makes 
the difference”

VoldDDS@aol.com
MichaelVoldLaw.com

847.272.2900

DENTISTS’ ATTORNEY
STEVEN H. JESSER, PC

Affordable dentists’ legal 
services, including practice 
purchases and sales, other 

contracting, collection, 
licensing and disciplinary 

problems.
Representing practitioners 

since 1980.

(800)424-0060 
(847)212-5620 (mobile)

(800)330-9710 (fax)

shj@sjesser.com
www.sjesser.com

2700 Patriot Blvd., Suite 250, 
Glenview, IL 60026-8021         

Nicholas Panomitros, DDS, JD, MA, LLM
Dentist & Attorney

 
Legal Counsel in Dental Malpractice, 

Medicaid, and Licensure Defense

Former Positions: 
Illinois State Dental Board Member 

and Vice Chairman (IDFPR), Illinois State 
Administrative Law Judge(Medicaid), 

Law and dental school professor
 

Expertise that counts
 (773) 447-4161        

attorney4dentists@gmail.com

Do you have passion for 
your profession? 

Can you commit to conference calls or 
scheduled meetings?

If so, submit your name to the ISDS 
Volunteer Registry by emailing  
info@isds.org  or by calling 1-800/475-4737.



And at The Dentists Insurance Company, TDIC, we won’t treat you like one. We were started by,  
and only protect, dentists. This singular focus has led to an unparalleled knowledge of dentistry and 
the best ways to protect you. This respect for your profession supports exceptional service, including 
an in-house claims team, razor-sharp legal team and industry-leading risk management resources. 

Because with us, business is about doing what’s best for you.

You are not a policy number.

Protecting dentists. It’s all we do.®
   

800.733.0633 | tdicinsurance.com

Endorsed by the  
Illinois State  
Dental Society


