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dentists. For viewpoint articles, please 
limit to 800 words. For clinical articles, 
please limit to 1,600 words. Membership 
Matters is not a peer review publication. 
Publication of any article is at the discretion 
of the Editor. Please disclose any financial 
interests you may have in products or 
services mentioned in your article. Email 
ODA staff at info@oregondental.org 
with any articles of questions. 
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@TDICinsurance

OUR NAME IS 
OUR PROMISE.
We are The Dentists Insurance Company. 

TDIC was founded by dentists, to protect only dentists, and is 
led by your peers. With a dynamic community that has grown 
to more than 24,000 policyholders across 15 states, our  
dentist-centric promise is stronger than ever — to protect you 
better than any other insurer.

From unparalleled expertise to personalized insurance 
products to risk management solutions, we’re here for you. 

See the TDIC difference at tdicinsurance.com.
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F R O M  
T H E  E D I T O R

By Alayna Schoblaske

Changing the Oral  
Health Script

IN NOVEMBER, I HAD THE 
OPPORTUNITY TO attend my first 
National Network for Oral Health 
Access (NNOHA) Annual Conference. 
The conference attendees were mostly 
dentists, dental hygienists, dental 
assistants, and clinic administrators 
who work at Federally Qualified Health 
Centers (FQHCs) and look-alike clinics 
that function similarly. Some ODA 
members are quite familiar with the 
structure of FQHCs while others are 
not, so I am going to take a moment 
to provide context before moving 
on. FQHCs—like the one I work at in 
Medford—provide comprehensive and 
emergency dental care to patients who 
may not be able to afford this care 
elsewhere. FQHCs accept Medicaid 
along with other types of private 
insurance, and are also required to 
have a sliding fee scale to help patients 
who are uninsured pay for their care. 
The sliding fee scale also helps patients 
pay for services that are not covered 
by their insurance plan. For example, 
patients who qualify for the greatest 
discount on the sliding fee scale at my 
clinic (which is most of the patients) 
pay $35 for a cleaning or $50 for a 
filling or an extraction. Many FQHCs 
also offer medical and behavioral 
health care, as well as other services 
to support patients’ well-being, like 
housing assistance, transportation 
coordination, exercise classes, and 
home visits.

I left the NNOHA conference feeling 
inspired. Inspired by the colleagues 
I met. Inspired by the racial, gender, 
and age diversity of the conference 
attendees. And inspired by the keynote 
address by Lisa Simon, MD, DMD. 
Dr. Simon is a general dentist and 

physician who went back to medical 
school after practicing dentistry 
because she decided this would 
be the most effective way for her 
to understand both the dental and 
medical worlds, and advocate for their 
integration. She has also contributed to 
the ADA Health Policy Institute’s work. 
She spoke about “Health Policy, Health 
Equity, and the Value of Oral Health”1 
at the NNOHA conference, and altered 
the way I will talk about oral health care 
for the duration of my career.

During her speech, Dr. Simon 
highlighted three common claims 
we make when advocating for the 
importance of oral health: that access 
to oral health care saves money, 
prevents tooth decay later in life, and 
improves outcomes for patients with 
diabetes. Unfortunately, though, as our 
profession researches these claims, 
and we have more of an evidence 
base, we realize that our claims stand 
on very shaky evidential ground. In 
fact, oral health access sometimes 
increases health care costs.2 Children 
who see a dentist for early preventive 
care are more likely to have treatment 
for tooth decay as adults.3 And, 
after delivering scaling and root 
planing, chlorhexidine, and 3-month 
periodontal maintenance to patients 
with periodontal disease and type 2 
diabetes, there was no improvement in 
the patients’ HbA1c values.4

Instead of saying that oral health is 
only important if it saves money or is 
connected to the health of another part 
of the body, it is important to shift our 
mindset—and our advocacy scripts. 
Dental care matters because nobody 
should have to experience the pain of 
a preventable toothache. Dental care 

matters because it could have saved 
Deamonte Driver’s life. Dental care 
matters because 43.88% of people 
with an income level below the Federal 
Poverty Level (FPL) have untreated 
dental disease, and only 17.97% of 
people with an income above the 
FPL do.5 Dental care matters because 
humans deserve to have functional, 
healthy, and pain-free gums and teeth. 

These days, I cringe remembering 
the jokes we made in dental school 
that, “dentists aren’t real doctors.” 
Now is the time to step away from this 
narrative. We are real doctors. Dental 
care is real health care. And it is time 
for us to join our physician colleagues 
to clearly and confidently advocate for 
accessible, affordable, comprehensive, 
and compassionate health care—
including the mouth. 
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1. Simon, L. November 16, 2021. Health Policy, 

Health Equity, and the Value of Oral Health. 
NNOHA Annual Conference, San Antonio, 
TX, USA. 

2. Elani HW, Simon L, et al. Does providing 
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costs?: A systematic review of the literature. 
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Children in Alabama. JAMA Pediatr. 
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jamapediatrics.2016.4514 

4. Engebretson SP, Hyman LG, Michalowicz 
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Periodontal Therapy on Hemoglobin A1c 
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Chronic Periodontitis: A Randomized Clinical 
Trial. JAMA. 2013;310(23):2523–2532. doi: 
10.1001/jama.2013.282431

5. Saman DM, Lemieux A, Arevalo O, 
et al. A population-based study of 
edentulism in the US: does depression 
and rural residency matter after 
controlling for potential confounders?. 
BMC Public Health. 2014;14, 65. doi: 
https://doi.org/10.1186/1471-2458-14-65
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877.283.5351

Quality Products at Amazing Prices. Case after Case.

www.assureddentallab.com

®

Benefits for Clinicians:
• Send traditional PVS or digital impressions

• Provide patients quicker turnaround times

• No need for rework or patient visit to replicate lost/damaged splints due to digital storage

• Indications: nightguards and splints

Benefits for Patients:
• Rigid outside/soft inside; flexible for patient comfort

• Transparent, resistant to staining

• High impact resistance, less likely to break or fracture

• 3 years guaranteed shelf life

DreamGuard™ – innovative, digital printing production ensures high-

quality, unparalleled design and precision. It’s your dream come true

with minimal chairside adjustments and exceptional patient comfort!

Receive
$50OFF 

your first case & SEE
the Difference!

DreamGuard ™

Revolutionary Technology 

*Biocompatible Class II, FDA 510k cleared.

Accepting digital scans
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U P  F R O N T

Grant Beyer, DMD 
Clackamas County Dental Society

Christopher Butler, DMD 
Lane County Dental Society

Antonio Diaz, DDS 
Multnomah Dental Society

Catherine Kim, DMD 
Multnomah Dental Society

Linda Le, DDS 
Marion and Polk Dental Society

Welcome
New ODA Members

WELCOME TO OUR NEWEST MEMBERS! Please reach out to these new members and 
welcome them into the ODA community. 

John Miller, DDS 
Multnomah Dental Society

Tommy Ngo, DMD 
Washington County Dental Society

Loan Nguyen, DMD 
Washington County Dental Society

Andrew Toms, DDS 
Central Oregon Dental Society 

1/14/2022 8:00am-9:00am  1 CE $39
ACDE Web Series: Adhesive Materials and Techniques
Presented by Pacific Dugoni 

1/24/2022 5:00pm-6:30pm 1.5 CE $59
ACDE Web Series: Static Computer Assisting Implant Surgery
Presented by Columbia University 

1/29/2022 8:00am-10:00am 2 CE $69
ACDE Web Series: Variants of Normal Anatomy that May 
Simulate Disease on Conventional and Advanced Images
Presented by McGill Dental School

2/2/2022 5:00pm-6:30pm 1.5 CE $59
ACDE Web Series: The Dark Side of the Screw: Complication 
Management in Implant Prosthodontics
Presented by OHSU Dental School

2/6/2022  8:00am-10:00am 2 CE $69
ACDE Web Series: Systemic Factors Affecting Pain Experience

Presented by Rutgers University 

2/11/2022 8:00am-9:30am 1.5 CE $59
ACDE Web Series: Current Concepts in Dental Sleep Medicine 

Presented by University of Kentucky

2/17/2022 5:00pm-6:30pm 1.5 CE $59
ACDE Web Series: Implicit Bias in Dentistry: What we don’t 
think we think
Presented by AT Still Missouri 

ACDE Live Webinar Series
OHSU CDE is part of the Association for Continuing Dental Education, which are most of the CDE offices in Dental Schools 
across the United States and Canada. Things have been different this year - so we have joined together 31 different 
member schools to offer 1 or 2 hour live webinar courses from faculty at each of those different member schools. For 
each course, you will register with us at www.ohsu.edu/cde, but the day of the class, you will join together with dental 
professionals from across North America and beyond. Check out our upcoming ACDE Web series courses.

For additional info, email 
cdeinfo@ohsu.edu 

To register online, visit 
ohsu.edu/cde

OHSU Continuing Dental Education
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A personal approach to dental banking.
At Columbia Bank, we understand the dental industry inside and out—from  

acquisition and equipment loans to refinancing and more. And since we’re a community  

bank, you get more than just expertise, you get a relationship with bankers who get to know  

your unique practice. Find out more at ColumbiaBank.com/dental or call 503-478-1740.

FOCUSED ON
THE HEALTH
OF YOUR
PRACTICE.

Member FDIC    Equal Housing Lender
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Date
Host 

Dental 
Society

Course Title Speaker
Hours 

CE
Location More Information

01/19/22 Multnomah
Treating Teens 
with Invisalign

Judah Garfinkle, 
DMD

2 TBD Register: www.multnomahdental.org

01/25/22 Clackamas Prosthodontics Brian Bray, DMD 2

Oregon City 
(Providence 
Willamette Falls 
Community Center)

executivedirector@ 
 clackamasdental.com

03/15/22 Clackamas
Functional Occlusion 
for Full & Removable 
Partial Dentures

Jim Sagawa, 
DMD

2 TBD
executivedirector@ 
 clackamasdental.com

03/16/22 Multnomah

Cyber Crimes Safety, 
Social Media/Website 
Accessibility & 
Professional Insurance - 
What do I need?

Cory Roletto, 
Chris Verbiest & 
a Cyber Security 
Attorney

2 TBD Register: www.multnomahdental.org

04/26/22 Clackamas
The Current State of 
Practice Valuations 
and Transitions

John Van 
Leeuwen

2 TBD
executivedirector@ 
 clackamasdental.com

05/18/22 Multnomah Table Clinics - 1
The Kennedy 
School

Register: www.multnomahdental.org

C O N T I N U I N G 
E D U C AT I O N

Events & Education
Component CE Calendar
Calendar provided by Mehdi Salari, DMD

This calendar is current as of November 16, 2021. 

Due to the COVID-19 pandemic, events may be altered or postponed.  
Please visit the host dental society website for the most up-to-date information.

Find this calendar online at www.oregondental.org. Click “Meetings & Events” > “Calendar of Events”.

Due to the COVID-19 pandemic, many component meetings were canceled or postponed. Looking for additional ways to 
get CE? The American Dental Association has a large collection of webinars and on-demand video learning opportunities 
available, many of which are free to members. Visit adaceonline.org to catch up on the latest offerings on your 
own schedule. 
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Meet the Needs of

Your Patients

• Clear Clasps
• Custom Trays
• Dentures
• Flexible Partials
• Overdenture Implants
• Screw Retained Trilor Hybrid Bar
• All on 4, 6, Conversions
• Nightguards
• Partial Frames
• Surgical Guides

Why Dentists Choose Us
Focused solely on the production of removable and implant 
prosthesis with over 35 years of experience.

Personal approach

Highest quality removable appliances and service to ensure 

Continuously adding and improving cutting edge technology 
in education and equipment to provide the very best.

All appliances are made in house.

A few of our products:

• Temporary Appliances
• 3D Printing

Nothing boosts confidence like a smile and when it comes to 
dental prosthetics, nothing matters more than lasting quality 
and comfort that CDP offers.

503.656.2775    19155 SE McLoughlin #105
800.595.3495   Gladstone, OR 97027
503.656.2120 f  CDPPdx.com

Mention this ad, and:

Current active doctors receive $200 on 
referrals who place an order.

New doctors receive FREE high quality 

Trilor Hybrid Bar

Colored Nightguard
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U P  F R O N T

Board of Trustees  
Meeting Highlights
Oregon Dental Association 

Board of Trustees Meeting 

Friday, September 24, 2021

• Ken Allen, Dr. David Howerton, Dr. Daniel Miller, and Dr. Pat Nearing were appointed to a 
four-year term on the board of Moda Holdings Group. 

• The Board approved a partnership with Pension Plan Specialists and Retirement Advocates 
to offer an association-sponsored 401k plan to members.

• Rebecca Boyette and Dr. Tom Pollard were appointed to a three-year term on the Dental 
Foundation of Oregon board of directors. 

• The Board approved revisions to the Dental Foundation of Oregon Articles of Incorporation.

• The 2022 ODA budget was reviewed and approved. 

• Dr. Nathan Hamm and Dr. Paul Hansen were appointed to DOPAC.

• Dr. Amberena Fairlee was appointed to the New Dentist Council. 

• Stynt Temporary Staffing was added to ODA’s co-endorsements through ADA 
Member Advantage. 

ODA Wellness  Initiative
With increasing professional and personal demands, the overall well-being 
of dentists in the Oregon community is more important than ever. The 
ODA’s Wellness Program offers a robust network of compassionate Wellness 
Ambassadors armed with resources to help support colleagues dealing with 
wellness issues, including, but not limited to: stress management, practice issues, 
debt, fraud, family obligations, illness, injury, depression, loss, grief, and addiction. 
Wellness Ambassadors are available to assist dentists at all levels of their career, 
including dental students. Learn more about serving as a Wellness Ambassador or 
request support at http://bit.ly/ODAWellnessInitiative.
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The Envolve Dental Difference

©2021 Envolve, Inc. All rights reserved.

EnvolveDental.com

Innovative client solutions Partnership approach

High volume of members Selective participation

 >  PPO vs HMO – Envolve contracting remains the same regardless of whether the medical 
plan is an HMO or PPO. Envolve administers dental benefits under a single fee-for-service 
model without additional mandates or administrative burdens. The only exception is that 
members with an HMO medical benefit do not receive dental benefits when receiving care 
from out of network providers.  

 >  Reduced Administrative Burden – Envolve limits administrative burden by reducing 
the number of services that require prior authorization through Medicaid, and minimizing 
prior authorization requirements for both Medicare Advantage and Health Insurance 
Marketplace products.

 >  Robust Provider Web Portal – Envolve’s provider web portal is designed to be a one-stop shop 
for submitting claims, corrected claims, appeals, and prior authorization requests. The portal can 
also be used to check claim status, update practice information and verify member eligibility.

(833) 274-1222

ProviderContracts@ 
EnvolveHealth.com

Envolve Dental (Envolve) is proud to 
support Oregon members enrolled in 
Trillium and Health Net. We look forward to 
seeing membership grow through Wellcare 
in January 2022.

Supported by the United Concordia National Medicare Advantage Network

or email

Call To Join:

In January 2022, Envolve will be the dental administrator for the newly rebranded 
Wellcare by Trillium (formerly Trillium Advantage) and Wellcare by Health Net 

(formerly Health Net).

TM
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ODA Career Connect

ODA DENTAL CAREER CONNECT IS THE DENTAL community’s resource for 
connections and advancement. Built with you in mind, the platform is designed 
to assist job seekers and employers in connecting more effectively.
ODA Dental Career Connect Features Include:
• Automated alerts email users new resumes (for employers) and new jobs (for 

job seekers).
• Online accounts for employers and job seekers store key information for you.
• Dynamic job search functionality provides more options for finding exactly 

the right jobs.
• Resume database allows job seekers to post their profile (confidentiality, if 

preferred) for employers to search.
Get started today at https://www.oregondental.org/member-center/

oda-connect. 

M E M B E R 
B E N E F I T  O F 
T H E  M O N T H

2022 ODA Virtual Dental Day
Join your ODA colleagues and ASDA students virtually on February 17, 2022, for 

an evening of advocacy! Held in the evening, this year’s event will allow you to 

participate from anywhere in the state without missing time with your patients.

Learn about the February legislative session, ODA’s advocacy, and hear directly from 

key legislators. No previous training or experience is required. We will give you all the 

tools you need to be successful! Learn more and register now at  

https://bit.ly/ODADentalDay2022

Save the Date
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On-Time Cases Guaranteed

12 CDTs Ready to Serve You

Experienced, Responsive Staff

Our Own Patented Technology 

We Are a Full-Service ISO 9001:2015  
and DAMAS Certified Lab

Working with the right dental lab 
can make all the difference.

Find out more at obriendentallab.com  
or call us at 800.445.5941.

We help dental 
practices thrive
with clinically exceptional lab work  
and unrivaled support.

Are late cases causing a scheduling nightmare?

Are you frequently unable to get a technician 
on the phone when you need support?

Is poor fit causing endless adjustments and 
needlessly extending chair times?

Tired of debating fault instead of focusing on a 
solution when something goes wrong?

When your dental lab drops the 
ball, the chaos it creates can 
impact your entire practice.

1047264_OBrien.indd   1 16/09/21   1:49 PM
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2021-2022 
ODA BOARD OF TRUSTEES

PRESIDENT

Calie Roa, DMD 
Southern Oregon Dental Society

PRESIDENT-ELECT

Mark Miller, DMD 
Yamhill County Dental Society

SECRETARY-TREASURER

Cyrus Javadi, DDS 
Clatsop County Dental Society

AT-LARGE MEMBERS

Jared Adams, DDS 
Central Oregon Dental Society

Normund Auzins, DDS 
Multnomah Dental Society

Todd Beck, DMD 
Multnomah Dental Society

Amberena Fairlee, DMD 
Central Oregon Dental Society

Denise Gates, DMD 
Clackamas County Dental Society

Bryan Guthrie, DMD 
Clackamas County Dental Society

Mark Mutschler, DDS, MS 
Clackamas County Dental Society

Michael Naughton, DMD 
Multnomah Dental Society

Olesya Salathe, DMD 
Clackamas County Dental Society

Frances Sunseri, DMD 
Clackamas County Dental Society

ASDA REPRESENTATIVE

Helen Zagorodny 
Trustee

ADA DELEGATES AT LARGE

Eddie Ramirez, DMD 
Multnomah Dental Society

Caroline Zeller, DDS 
Multnomah Dental Society

NON-VOTING MEMBERS

Alayna Schoblaske, DMD 
Southern Oregon Dental Society 
Editor

Scott Hansen, DMD 
Multnomah Dental Society 
Speaker of the House

Build your practice with our  

Heritage Bank offers local decision making and options to help your 
business succeed, including customized loans with competitive 
terms. Contact one of our banking experts today to learn more.

503.306.5419 | OregonDental@HeritageBankNW.com

 |  Equal Housing Lender | Member FDIC

1035834_Heritage.indd   1 21/04/21   2:43 AM

OUR PACIFIC 
NORTHWEST 
GENERAL 
DENTISTS AND 
SPECIALISTS 
ENJOY:

•  Competitive base salaries and 
additional incentive-based pay

•  Generous medical and dental
coverage

•  Rich employer-paid 401(k)
contributions

•  Market leading paid time-off

•  An opportunity to become
an owner in the business

•  Camaraderie and
professional growth that
a group practice offers

ONLINE: WWW.PDA-DENTAL.COM
PHONE: 503-813-4254
EMAIL: PDAJOBS@KP.ORG
Well qualified dentists with a GPR or AEGD and/or 2-3 years of 
practice experience: Contact our Recruitment Team
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E N D O R S E D 
P R O G R A M S

ODA Endorsed Programs and 
Services Spotlight

ODA AND ITS ENDORSED 
MEMBERSHIP SERVICE PROGRAM 
preferred providers offer you the 
resources you need to help manage 
your dental practice…and your life.

Aspida Mail
HIPAA Compliant Email Made EASY. 

Aspida is proud to partner with the 
Oregon Dental Association, and we 
make it easy for any ODA member to 
send secure email! 

Aspida Mail is simple to use and 
easy to implement. Features include:
• HIPAA Compliant Encrypted Email: 

We utilize AES-256 Encryption, 
which is recognized by the 
National Institute of Standards 
and Technology (NIST) as an 
appropriate encryption algorithm 

• SPAM & Malware Protection with 
real-time scanning

• Compatibility: Works with mail clients 
(Outlook, Apple Mail, Thunderbird), 
and we offer a webmail interface 
accessible from any browser

• Data Loss Prevention with Email 
Backup & Retention: 6 years, no 
size limit

• Business Associate Agreement & 
Email Policy for HIPAA Handbook

“It is nice to have access to secure 
email with a minimum of effort” 
 —Dr. Mark Mutschler, Great
Grins for KIDS—Oregon City, OR

• Complete paperless practice 
software solutions with remote 
training options

• Full and remote service 
hardware support

Bank of America Practice Solutions
When you need financing for your 

dental practice, you want to work 
with someone who understands 
your industry. For over 20 years, 
Bank of America Practice Solutions 
has helped dentists across the 
nation reach their goals through 
smart financial solutions1 and expert 
guidance. Whether you own a 
practice or are just getting started, 
we can provide customized financial 
help for your short-term needs and 
long-term aspirations.

Expert guidance. Personal 
attention. Real solutions.

Association members receive 
50% reduction in loan administration 
fees.2 To learn more, call us toll free 
at 800.497.6076 Monday through 
Thursday, 8 a.m. to 8 p.m., and Friday, 
8 a.m. to 7 p.m. EST. You can also 
visit bankofamerica.com/ 
practicesolutions for more 
information or to schedule a 
phone consultation.

1. All programs are subject to credit approval 
and loan amounts are subject to credit 
worthiness. Some restrictions may apply.

2. To be eligible for this reduction, applicants 
must provide association name and 
membership number at time of approval.

Bank of America is a registered trademark 
of Bank of America Corporation. Bank of 
America Practice Solutions is a division of 
Bank of America, N.A. ©2019 Bank of America 
Corporation | MAP#3249875

Astra Practice Partners
Dentists Management Corporation 

(DMC) was created as a dental 
software company to assist the 
dentists of Oregon to bill their 
insurance claims to Oregon Dental 
Service (ODS). As the company 
and dental practices’ needs grew, 
expanded services were offered to 
the dentists of Oregon—practice 
management software that included 
billing patients and computer 
hardware. DMC was one of the first 
dental claims clearinghouses to 
process dental insurance claims. 
DMC created a single source solution 
for dental practices by providing 
software, computer and billing 
services, and in-office training with 
their DAISY DOS software.

As dental practice landscapes 
changed, so did DMC’s products and 
services. In 1997, DAISY Premier moved 
to the Windows environment. As one 
of the first dental software companies 
to fully embrace digital imaging, the 
DMC onsite development team wrote 
bridge integration for the leading digital 
imaging software programs at no cost 
to the dental practice.

With the demand of 2D/3D imaging 
growing, DMC expanded their 
software, hardware, and services 
offerings to include:
• Computer networking, security, 

and installation
• 2D/3D digital sales, training, 

and support
• In-office and cloud-based 

monitored backup solutions
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Best Card
Best Card has been providing 

dental practices with relief from the 
fees associated with processing 
credit cards since 2008 and is now 
endorsed by ADA Member Advantage 
and more than 40 dental associations 
or their affiliates nationwide, including 
the ODA. 

Along with outstanding customer 
service and average savings of $3,736 
per year, ODA members will receive a 
$100 equipment discount. 

From stand-alone terminals 
that read contactless credit cards 
and mobile wallet-stored cards 
(ApplePay® for example), to online 
systems for recurring payments, 
website payments, even auto-posting 
of payments to dental software, 
text-to-pay and link-to-pay invoicing 
options, Best Card has the solution 
for your practice. 

Fax a recent statement 
to 866-717-7247 or email to 
Compare@BestCardTeam.com 
to receive a detailed cost savings 
analysis and a $5 Amazon gift 
card. Call 877-739-3952 or visit 
BestCardTeam.com/OR for 
more info.

iCoreRX
Consider the monetary cost of 

time consumed by you, your staff, 
and your patients when prescribing 
the traditional ways of phone, fax, 
and written scripts. Patients lose 
prescriptions. There are calls to 
and from pharmacies, plus time 
spent looking up drug information 
on websites or in reference books. 

Faxing isn’t always secure or 
compliant. Adherence drops when 
a patient feels inconvenienced by 
long waits and multiple trips to the 
pharmacy. The list goes on.

Patient adherence, practice 
protection, and workflow speed are 
key benefits to e-Prescribing with 
ODA-endorsed iCoreRx. Book a demo 
at land.iCoreConnect.com/OR3 or 
call 888.810.7706. Here are a few of 
the key benefits of iCoreRx:
• e-Prescribe from anywhere. 

Cloud-based e-Prescribing with 
iCoreRx provides you the flexibility 
to use your desktop, laptop, tablet, 
or phone to care for your patients 
with ease and efficiency. You also 
have the freedom to put together 
the prescription from any location. 

• Integrate with your practice 
management system. When 
integrated into your practice 
management system, your patient’s 
information populates directly 
into your e-Prescribing software, 
eliminating duplicate work.

• Quick-click access to the Oregon 
Prescription Drug Monitoring 
Program (PDMP). iCoreRx 
directly interfaces with the PMP 
to accomplish patient prescription 
history checks in one or two clicks. 
The national average time to access 
a state PMP website is more than 
four minutes and 50 clicks. 

The Dentists Insurance Company 
(TDIC)

As a company founded by dentists 
to protect only dentists, TDIC offers 
insurance products designed just for 
the unique needs of dental practices 
and approved by your peers.

Benefit from exceptional protection 
from people who understand 
your profession:
• Comprehensive coverage. 

Choose dentist-centric professional 
liability and business owners’ 
insurance, plus a wide array of 
customized coverages—from 
workers’ compensation to health—
through TDIC’s dedicated agency, 
TDIC Insurance Solutions.

• Expert guidance. Talk to your own 
dedicated team of trusted advisors. 
Get plain-speak answers to your 
insurance questions and find the right 
type and amount of coverage for 
your practice. And tap into guidance, 
resources, and seminars that help 
you navigate risk management. 
ODA members have access to 

dentist-centric protection from TDIC. 
Learn more, talk to an experienced 
advisor, or request a quote by visiting 
tdicinsurance.com/protected or 
calling 800.452.0504. 

WEO Media
Generate new patients with dental 

marketing services provided by WEO 
Media including websites, SEO, PPC 
ads, social media, online reputation, 
live chat, videos, and much more. 
WEO Media offers all ODA members 
discounts up to 25% on setup fees, 
as well as complimentary marketing 
assessments to analyze your current 
website and online marketing in 
order to offer suggestions on how to 
improve your results. Learn more at 
weomedia.com.

Learn more about all of these 
endorsed programs and services at 
https://www.oregondental.org/ 
member-center/benefits-of-
membership/endorsed-programs-
services. 

www.oregondental.org December/January 2022 17

mailto:Compare@BestCardTeam.com
http://BestCardTeam.com/OR
http://land.iCoreConnect.com/OR3
http://tdicinsurance.com/protected
http://weomedia.com
https://www.oregondental.org/member-center/benefits-of-membership/endorsed-programs-services
http://www.oregondental.org
https://www.oregondental.org/member-center/benefits-of-membership/endorsed-programs-services
https://www.oregondental.org/member-center/benefits-of-membership/endorsed-programs-services
https://www.oregondental.org/member-center/benefits-of-membership/endorsed-programs-services


THE OREGON DENTAL ASSOCIATION HAS ALWAYS 
ADVOCATED for dentists with the state’s rulemaking and 
regulatory agencies, but never has this work taken center 
stage as it has during the COVID-19 pandemic.

From an ill-advised proposal that would have required 
dentists to use expensive, specialized airborne infection 
isolation rooms, to rules around personal protective 
equipment and paid leave, the ODA continues ensuring 
that dentists are represented in critical discussions at the 
state level.

At the same time, the ODA spearheaded broader efforts 
to minimize the pandemic’s damaging impacts by procuring 
PPE for dentists, providing early access to vaccines, 
offering free educational courses on infection control, 
and working with the governor’s office to allow dentists to 
resume nonurgent dental procedures earlier than planned.

Jennifer Lewis-Goff, ODA director of government affairs, 
said success would not be possible without the dedicated 
dentists who engage with the Board of Dentistry, Oregon 
Health Authority, and other agencies.

“Even when there isn’t a global health crisis, staying 
on top of regulatory developments is challenging while 
maintaining your business and life,” Lewis-Goff said. “ODA 
tracks and weighs in on key regulatory issues, amplifying 
the individual voice and educating our members on recent 
developments. Working together, dentists are stronger.”

From legislative advocacy to regulatory affairs
Legislative advocacy typically comes to mind when 

thinking about the ODA’s lobbying activities, and for 

R E G U L AT O R Y 
A F FA I R S

Regulatory Affairs on the Rise
Following pandemic-era surge, advocacy shows no 
sign of slowing
By Kara Hansen

good reason: Organized dentistry has played a critical 
role in promoting good oral health and access to care 
for decades.

For example, in 2019, the Oregon Dental Association 
spearheaded legislation empowering dentists to administer 
vaccines, working with partners such as Oregon Health 
and Science University’s School of Dentistry to ensure the 
bill passed to expand access to lifesaving immunizations.

In the 2021 session, the ODA spent countless hours 
making sure any approved dental therapy legislation would 
include rigorous requirements for education, appropriate 
supervision, and limited scope. At the same time, the 
association tracked another 300 to 400 bills with direct 
or indirect impacts on dentists, advanced a proactive 
agenda of its own and, in collaboration with Dental Care 
Organizations, secured $19 million to restore Medicaid 
dental rates for the remainder of the year.

“Many of our members were already well aware of the 
work we do on the legislative front—for example, working 
with lawmakers to build relationships, pass bills, amend 
proposals, or stop harmful legislation,” said ODA President 
Calie Roa, DMD. “The pandemic really put the spotlight 
on lesser-known but equally important advocacy work in 
regulatory affairs.”

Since the pandemic began, the ODA has engaged 
with the Occupational Safety and Health Administration 
in Oregon more than ever before. This has included 
stopping a proposal to require dental offices to perform 
aerosol-generating procedures in specialized isolation 
rooms, ensuring N95 respirator requirements were not 
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more restrictive than those recommended by the Centers 
for Disease Control and Prevention, and protecting 
dentists from having to provide unnecessary paid leave 
under COVID-related workplace standards. Ongoing 
are efforts to expand liability protections for health care 
providers forced to alter their standard of care due to 
COVID precautions out of their control.

And it’s not just the pandemic.
The ODA has also worked to ensure robust funding for 

health care provider incentive programs, provided regular 
feedback on dental pilot projects to the Oregon Health 
Authority, and advocated for modernizing testing with the 
Oregon Board of Dentistry. Dentists will also remain critically 
involved in the implementation of the state’s approved 
dental therapy law, working to ensure rules are aligned 
with legislators’ intent, as well as rulemaking for a new law 
requiring mergers and acquisitions by health care companies 
to receive approval from the Oregon Health Authority.

The policy guidance and rules created by regulatory 
agencies can have a major impact on dentists and their 
patients’ lives. That’s why regulatory advocacy is so 
critically important: The results affect every dentist in 
Oregon, said Dr. Stacy Geisler, DDS, PhD, who chairs the 
Oregon Dental Association’s Regulatory Affairs Council.

“A lot of regulatory issues are driven by patient safety. 
We all want safe, equitable health care, and we all want 
safe care for our patients,” said Geisler. “For regulation 
to be effective, the people being regulated have to speak 
up, or there can be unintended consequences,” such 
as requirements for time-intensive documentation or 
high-cost equipment that might be unnecessary to achieve 
the desired outcomes.

Getting involved
Geisler first became involved with advocacy through 

the Oregon Dental Association in 2005, around the time 
she went into private practice and learned just how many 
regulations were involved.

“I really started thinking about advocacy and my 
responsibility as a professional, as well as being a kind of 

minority at that time in my profession,” said Geisler, who 
became the state’s first woman licensed as an oral and 
maxillofacial surgeon after moving to Oregon two decades 
ago. “Sometimes we have to speak out and work for 
change if we want to see change happen.”

After becoming active in her local component society in 
Multnomah County, Geisler volunteered with the Dentists 
of Oregon Political Action Committee (DOPAC), then 
joined the ODA’s Annual Meeting Council, and then the 
Leadership Academy. She’s now at the helm of the ODA’s 
Regulatory Affairs Council, a group of dentists who serve 
in an advisory capacity to the Board of Trustees.

Looking ahead, regulatory affairs work shows no sign 
of slowing. Regulators will continue making changes in 
response to the pandemic and economic fallout, and new 
policies, regulations, and legislation will emerge in the 
months and years ahead.

There are always opportunities to weigh in, and there is 
always a need for more voices to add to the diversity of 
opinions, said Geisler, who hopes to create an inclusive 
environment for both new and longtime dentists to engage 
in discussions.

“For anyone interested in participating, there’s a 
place for them at the table,” Geisler said. “Each of us is 
different, and different perspectives can be so enriching 
and can strengthen our profession. I feel we have the 
best profession in the world, and we have a tremendous 

opportunity to help our patients and our communities.” 

Get Involved!

To share your ideas and priorities for 
regulatory and legislative advocacy, take the 
Oregon Dental Association’s new survey at 
https://www.oregondental.org/government-
affairs/advocacy/legislative-concept-submission.

If you’d like to join other dentists making a 
difference through legislative advocacy and regulatory 
affairs, contact ODA’s Director of Government Affairs, 
Jen Lewis-Goff at jlewis-goff@oregondental.org.

Oregon 
OSHA

Health Care 
Rulemaking Committee Dental Workgroup

General Employer 
Rulemaking Committee

Emergency COVID Rules

Respirator ProgramPPE

Meeting participation - 
we show up!

Meeting with policy 
makers/regulators

Coordinating 
with partners

Providing evidence-
based solutions

Facilitating dentists 
engaging directly!

Letter writing

Engaging 
legislators on 

key issues

Commenting on 
rules, proposed 

policies

Telling the story 
of dentists

How do we 
engage?
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D E N TA L 
F O U N D AT I O N  

O F  O R E G O N

Dental Foundation of Oregon 
Update

DEAR FRIENDS: IT IS WITH GRATITUDE THAT we 
share some of our favorite photos from 2021 with each 
of you, and provide a brief update on our activities.

TT 2.0 Production—Due to global supply chain 
challenges, Tooth Taxi 2.0 is not scheduled to be 
placed into production at the Winnebago factory until 
January 12, 2022. We look forward to sharing more 
information as we move forward.

Grant Funding—The DFO recently received a 
first-time grant of $20,000 from The Firstenburg 
Foundation in support of the Tooth Taxi and its services 
in the Portland Metro Area!

Leadership Changes—Congratulations to 
Erin Kane, who has served as our Development 
Consultant since September 2019 on her new 
opportunity as the executive director of the Oregon 
Academy of General Dentistry Foundation! And 
we extend our sincere thanks and gratitude to 

Dr. Travis Davis, who has accepted a career 
opportunity with the Arrow Clinic in Salem, Oregon!

Tooth Taxi Volunteers Needed—With the leadership 
change on the Tooth Taxi, we are in need of volunteer 
dentists and hygienists to help us provide services on 
the Tooth Taxi through the early summer of 2022! We 
welcome any volunteer assistance as we prepare to visit 
the following communities, and ask that you contact us 
at foundation@smileonoregon.org:
1/10-1/14/22 – Turner Elementary, Turner
1/17-1/21/22 – Aumsville Elementary, Aumsville
1/24-1/28/22 – Oregon City Service-Learning Academy, 
Oregon City
1/31-2/4/22 – Chehalem Elementary, Beaverton
2/7-2/11/22 – River Mill Elementary, Estacada
2/14-2/18/22 – Clackamas River Elementary, Estacada
2/22-2/25/22 – Oregon School for The Deaf, Salem
3/21-3/24/22 – DePaul Treatment Center, Portland 

2021 Look Back with Gratitude
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Tooth Taxi Stats 
(September 2008 to November 8, 2021)

25,055 
Patients screened

14,803 
Number of appointments 

on the van 

25,555  
Students received oral hygiene 

education in the classroom

$8,478,512 
Value of services
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The Value of Membership

“ODA leaders and staff
have played a critical role 
in helping dentistry stay 
strong and united during 
the COVID-19 pandemic. 
I am especially thankful 
for their partnership 
with OHSU to provide 
a dental professionals 
vaccination clinic. 
As a proud tripartite 
member, I am thankful 
for the amazing 
services provided by 
the Oregon Dental 
Association. I encourage 
all dental professionals 
to participate in 
organized dentistry 
and volunteering in the 
community.”

–Dana Yip, DDS
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It all starts with you. 
Dentists are leaders in 
health care as well as 
in their professional 

communities, and our 
members are at the 
center of everything 
we do. We help you 
connect with each 
other, lead within 

the profession and 
explore opportunities 

to grow, volunteer 
and give back.

“The ODA is my partner.
During shutdown, the 
ODA fired up their might 
and kept working for us – 
at a local level, at a state 
level, on a political level, 
and a humanitarian level. 
Thank you. I couldn’t 
have navigated this 
uncertain time without 
the Oregon Dental 
Association.”

–Josephine Stokes,
DDS, FAGD
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Your practice and 
patients matter. Save 
time and money by 

utilizing our member 
perks, and enjoy 
access to expert 

guidance, business 
protections and 
other members-
only resources. 

Your membership 
provides real value 

and real results.

“ Inside our offices we
have full control over 
our diagnosis, treatment 
plans and actual work. 
But, the ‘outside’ forces 
regulated by policy and 
legislation are not easily 
controlled. As a new 
dentist, ODA’s advocacy 
efforts educate me on 
things that may directly 
or indirectly affect 
me. ODA gives me an 
opportunity to voice 
my position and spark 
changes that benefit all 
dentists.”

–Eddie Ramirez, DMD
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As the voice of
Oregon’s dentists, 
the ODA advocates 
tirelessly on your 
behalf. We ensure 

dentists are at the table 
for key state legislative 

discussions, 
keeping oral health 
at the forefront and 

amplifying your 
voices. Together, 
we are stronger. 

“The Oregon Dental
Conference is a 
tremendous event. 
The courses and 
speakers are always 
great, and those alone 
make the conference 
worthwhile. But there 
are many other benefits: 
seeing colleagues and 
friends, exchanging 
ideas, interacting with 
others who care about 
continuing education and 
improving patient care, 
making new friends, and 
catching up with long-
standing and new dental 
suppliers. My team and 
I really enjoy spending 
those days together. 
Being away from the 
office gives us the 
important chance to bond 
and have fun.”

–Parisa Sepehri, DDS
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We help you meet 
your continuing 

education goals and 
stay ahead of what’s 

new in the profession 
– on your schedule.

Renew Today for 2022 at oregondental.org 

This Year 
Set It & Forget It! 

Choose Auto-Renew 
For Uninterrupted 

Membership!
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THERE ARE SEEMINGLY INFINITE 
DENTAL PRODUCTS on the market, 
and the decision about which to use 
can be daunting for some, especially 
new dentists. While in dental school, 
we are often introduced to material 
sciences before we’ve had the 
chance to truly understand the full 
application of the materials we will be 
using. We are then given instructions 
on how to use a specific set of 
dental materials. These products 
have been researched and vetted by 
the school, and we use these same 
materials throughout our education. 
We are given data and shown 
statistics on why these products 
are superior to their competitors. As 
the years go on, one or two of these 
materials may change, but it is rare 
that dental schools will purchase 
large quantities of newly introduced 
products for students to try. This 

N E W  D E N T I S T 
C O R N E R

Shiny and New or  
Tried and True?
By Elizabeth Foss, 2022 DMD Candidate, and Tyrel Finmor, DMD

So, what does one do if you decide 
you would like to change materials or 
explore other options? What if you’ve 
been introduced to a shiny new 
product by a vendor or your local rep? 
How do you decide if it will work for 
you and your patients? 

Reviewing information from 
vendors, product specialists, and 
manufacturing representatives is 
a great way to be introduced to 
materials. These sources are often 
very willing to share their knowledge 
and expertise. Always be willing to 
ask probing questions and keep 
an eye out for unsubstantiated or 
biased information. A second great 
tool, especially if you’re just starting 
out on your research journey or 
want a self-guided approach, is 
to dive into scientific databases. 
These house thousands of useful 
and well-researched articles. Search 
engines like PubMed, MEDLINE, 
and Google Scholar provide 
excellent scientific information. 
Material reviews from sources 
like Spear, Kois, Pankey, and 
Gordon Christiensen also provide 
informative resources that are 
useful in exploring and making our 
material decisions. And as always, 
participating and engaging in quality 
continuing education, whether 
online or in person, will provide 
opportunities to learn from material 
comparisons and in-depth “how-tos.”

Whatever method you use to 
decide what products will work best 
for your practice, we hope you have 
fun on the journey. Keep making the 
world a better place, one tooth at 
a time. 

makes sense from an institutional 
perspective; after all, change is 
expensive! This also makes sense 
from an educational perspective, as 
there is usually a lack of long-term 
research that can be provided with 
newer products, and in dentistry, 
longevity matters.

After the rush of graduation, 
most of our focus is redirected 
toward navigating our early careers. 
Whether we are entering an already 
established practice or starting our 
own, taking the time to evaluate 
the materials and products we are 
using daily may fall to the bottom 
of the decision-making priority list. 
We often rely on someone else to 
make decisions about the materials 
we use—whether that is relying on 
knowledge from dental school, our 
adopted practices, or our mentors 
and peers.
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O D E A

The Oregon Dental 
Executives’ Association
By Barry Finnemore

advances and Health Insurance 
Portability and Accountability 
Act issues as well as building 
camaraderie among professionals 
largely working in private practices 
across Oregon.

Since 2000, the ODEA also was 
a key partner of the Oregon Dental 
Association, including collaborating 
on the annual Oregon Dental 
Conference. In addition, the ODEA 
held its own fall seminar, a full-day 
program attended by both front-desk 
personnel as well as doctors from 
all over the state. Its services also 
extended to job announcements 
through a “career center” on 
its website.

ODEA leaders said the difficult 
decision to shut down was rooted 
in low member and volunteer 
numbers in recent times, noting that 
the coronavirus pandemic was the 
tipping point for closure.

“It feels like the end of an era,” 
said Janette Douglas, the ODEA’s 
last board president. The ODEA was 
a “place to get answers to everyday 
questions. And the connections 
people made were invaluable. I 

worked in the dental field for more 
than 40 years and I always loved 
my job, but [the ODEA] was my 
passion. And it was because of 
the camaraderie.”

Charlene Quandt, an ODEA 
co-founder and its first president, 
said the organization was established 
out of a passion for the dentistry 
field, with the goal of ensuring that 
professionalism and top-notch 
patient care in front offices equaled 
that found in treatment rooms.

“One thing that changed that 
was so important to me was the 
level of confidence of the people 
who got involved in ODEA. They 
were so proud of what they were 
learning and doing. They saw the 
payback,” she said. “It was all about 
helping patients get the best care 
possible and, financially, helping 
them to access the care. That was 
a passion among all of us—being 
patient advocates and helping 
offices grow.”

Quandt said it took a bit of time for 
dentists to fully recognize the crucial 
role ODEA played in education and 
networking, but before long they were 

IN THE EARLY TO MID-1990s, 
A HANDFUL of front-office 
dental professionals gathered in 
Eugene for study clubs, seeking to 
support one another and improve 
their skills in various aspects of 
office management.

Involvement in the study 
clubs grew. Breakfast and lunch 
meetings provided invaluable 
networking opportunities. In 1996, 
leaders of those efforts took the 
groundbreaking step of establishing 
the Oregon Dental Executives’ 
Association (ODEA), the nation’s first 
statewide organization dedicated to 
professional training and networking 
for office managers, receptionists, 
scheduling coordinators, 
financial coordinators, and other 
administrative personnel.

In late October 2021, the ODEA, 
which at one point boasted more 
than 300 members, ceased 
operations, bringing to a close a 
quarter century of helping front-office 
personnel increase their knowledge. 
This included everything from 
ever-evolving insurance standards 
and scheduling to technology 

Janette Douglas Jean TateCharlene Quandt
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approaching the ODEA’s booth at the 
Oregon Dental Conference saying 
they wanted their staffs involved in 
the organization.

“They saw the importance,” 
Quandt said.

The ODEA-ODA partnership 
was hugely beneficial to both 
organizations, resulting in myriad 
continuing education workshops at 
the dental conference.

“ODA was very forward thinking 
in partnering with us like they did,” 
Douglas said.

Jean Tate, an ODEA past president, 
said attendance for the continuing 
education opportunities the ODEA 
facilitated at the conference 
grew steadily. It contracted with 
motivational speakers as well as 
presenters on specific topics relating 
to the administration of the dental 

office. And it aimed to make that 
learning fun by adding the ODEA 
Luncheon at the conference, which 
included upbeat entertainment and, 
as an added bonus, raffle prizes 
provided by vendors.

The Interaction Study Program 
was added throughout the state 
with monthly meetings in key areas 
featuring educational speakers 
and breakout discussion sessions 

A group of key ODEA board members earlier this year celebrated the long-lasting connections they made through the organization. 
Pictured (back row, left to right) are Charlene Quandt, Sandi Winn, Jackie Neufeld and Judy Brink. Pictured (front row, left to right) 
are Jean Tate, Trish Nolan and Bethany Jackson.
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to learn and share office to office. 
Attendees most often felt they 
benefited as much from the 
sharing sessions as the structured 
presentation.

“It was a collective effort to bring 
professionalism (and a higher level 
of excellence) to the front desk,” 
Tate said.

Lauren Malone, the ODA’s associate 
executive director, said the ODEA 
has helped the ODA understand the 
needs of administrative professionals. 
“That has been a huge value in our 
eyes to having them as a longstanding 
partner,” she said.

The biggest benefit of the 
partnership has been providing that 
perspective for the dental conference.

“They have been so instrumental 
in the Oregon Dental Conference 
for many, many years, and with their 
ongoing collaboration and speaker 
selection process, we’ve been able to 
ensure the conference has value for 
administration members of the dental 
team,” Malone said. “We have a really 
good foundation moving forward 
to make sure we can continue to 
grow the program’s offerings for this 
segment of conference attendees. 
With their legacy, we’ll be able 
to move on utilizing what they’ve 
taught us.”

ODEA also has collaborated with 
the ODA when specific issues and 
needs arise. Those, Malone added, 

are ever-changing. “They’ve always 
been a resource for those front-office 
team members so we know exactly 
what their stance might be on a 
certain issue.”

Malone expressed the ODA’s 
appreciation for the leadership 
the ODEA’s dedicated volunteers 
provided over the years. “They are 
incredibly talented professionals who 
have dedicated their careers to the 
profession of dentistry, and we are 
so appreciative.”

Douglas said the ODEA also had 
symbiotic relationships with its 
exhibitors and sponsors such as 
insurers, often providing feedback 
to each other that improved and 
streamlined policies and procedures. 
“We had their ear, and they had 
ours,” she said.

Tate said she enjoyed her time 
as an ODEA leader, saying it not 
only improved her knowledge and 
skills, but also built her confidence, 
expanded her network, and 
broadened her perspective.

“I will always treasure that,” she 
said, adding, “Professionally, I 
learned something important: to put 
myself in other people’s shoes so I 
could see their perspective and truly 
fit in to make a difference. Personally, 
the relationships made during my 
time with ODEA are the precious 
assets that will forever remain. They 
are the best of the best!” 
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“It feels like the end of an era,” said 
Janette Douglas, the ODEA’s last board 
president. The ODEA was a “place to get 
answers to everyday questions. And the 
connections people made were invaluable. 
I worked in the dental field for more than 
40 years and I always loved my job, but 
(the ODEA) was my passion. And it was 
because of the camaraderie.”

26 Membership Matters Oregon Dental Association

mailto:GarySchaub@comcast.net
http://www.ADStransitions.com
https://www.adstransitions.com/broker-detail/?broker_id=16


O D C  S P E A K E R 
H I G H L I G H T

“Ending the Silence”:  
Can We Do Better?

to proceed with care, ignore the clues and 
avoid, at all costs, discussing substance 
abuse with our patients. What is it about 
addiction that creates silence? Can we do 
better for our patients?

The silence of addiction stems from 
general misconceptions about what 
addiction is, who addiction affects, and 
whether we have patients in our practices 
who are addicted. Addiction is a chronic, 
relapsing brain disorder affecting more 
than 23.5 million Americans, or roughly 1 
out of every 10 of us! It is a disease with 
genetic, environmental, and biologic factors 
that creates permanent neurochemical 
changes. These changes alter the individual’s 
responses to rewards, stress, judgment, and 
self-control.1 Addiction is not a “bad choice” 

By Ronni Brown, 
DDS, MPH

HAVE YOU EVER HEARD THAT GENTLE 
WHISPER in your head, when you walk into 
the operatory and realize that your patient is 
high? Maybe it’s the alcohol that you smell 
on your patient’s breath or the constricted 
pupils suggestive of opioid abuse or even 
the sweaty forehead and jerky movements 
that occurs with methamphetamine abuse. 
Despite these tell-tale clues and even despite 
the oath to which we all vowed to adhere, 
“Do no harm,” that gentle voice whispers us 
into submission. It might be the whisper that 
tells us “You’re reading the clues wrong,” 
“It probably was just a little bit of alcohol,” 
“Just treat him quickly and get him out of 
the office” or even “He’ll be OK if you use 
an anesthetic without epinephrine.” These 
gentle whispers convince us, even coax us, 
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or a “character flaw” but is instead a 
disease that is more common than 
cancer.2 Anyone can become addicted 
regardless of their age, gender, 
race, culture, income, educational 
attainment, or family status! This 
means that we all have a shared 
vulnerability for addiction. Any one of 
us can become addicted, which is a 
disturbing reality. Equally disturbing is 
the reality that we all know someone 
who is addicted (remember, 1 out of 
every 10 Americans is addicted). It 
might be a family member, a friend, a 
colleague, or one of our patients. It is 
this vulnerability and even connection 
to addiction that creates silence when 
we encounter it in our practices. It 
might be silence due to the pain of 
having a loved one addicted, which 
has created emotional exhaustion 
and a desire to deny its existence 
in our practices. It might be silence 
due to disappointments experienced 
when a friend relapses, making it a 
disappointment we wish to avoid at 
work. It might even be silence due 
to feelings of helplessness and not 
knowing how to help a patient who is 

addicted. These emotional reactions 
create silence when an addicted 
patient walks into our practice. Can 
we do better for our patients?

What further strengthens the silence 
is our uncertainty about how our 
patients will react if we discuss the 
alcohol smell of their breath, the track 
marks on their arms, or the “meth 
mouth” on their teeth. Will they get 
angry, feel judged, or even leave a 
negative Yelp review? Can we do better 
for our patients? The answer is Yes!

Talking to your patients about 
addiction does not need to be difficult. 
It just takes a bit of practice, a few 
tips, and clear goals. The goals of 
these discussions are to obtain 
information that allows you to “do no 
harm,” “do good,” and “be ethical.” 
The principle of non-maleficence 
means abstaining from doing harm.3 
We want to dispel those gentle 
whispers in our head so that we do 
not ignore the clues of addiction 
in our patients and possibly create 
harmful and life-threatening situations. 
Discussing our concerns allows 
us to re-schedule a patient who is 

intoxicated, avoid a fatal anesthetic/
drug interaction, and prescribe 
non-addictive medications to these 
patients. The principle of beneficence 
means that these conversations can 
assist us in developing treatment 
plans that can be successful for 
patients with substance use disorders. 
We can incorporate into our treatment 
plans topical fluorides, glass ionomer 
restoratives, salivary substitutes, and 
frequent recall visits to combat the 
high caries rates, xerostomia, salivary 
acidity, and poor oral hygiene that 
occurs with substance abuse. These 
conversations can interrupt the cycle 
of poor oral health and help us deliver 
high-quality and sustainable oral 
care to our patients. Finally, these 
conversations allow us to uphold our 
ethical responsibility of directing our 
patients to recovery and rehabilitative 
resources in our communities. Having 
these goals in mind allows us to do 
better for our patients.

The challenge, of course, is to know 
what to say and how to say it! We 
do not want our emotions of denial, 
shame, or helplessness to hinder 

What further strengthens the silence is our uncertainty about how 
our patients will react if we discuss the alcohol smell of their breath, 
the track marks on their arms, or the “meth mouth” on their teeth. 
Will they get angry, feel judged, or even leave a negative Yelp review? 
Can we do better for our patients? The answer is Yes!

Want to Learn More?
Dr. Brown is presenting in-person on Saturday, April 9 at the  

2022 Oregon Dental Conference!
Mark your calendar and plan to attend! 

28 Membership Matters Oregon Dental Association



our conversations, and we also do 
not want our patients to feel judged, 
accused, or even criticized. This 
requires that we first manage our own 
emotional reactions to addiction and 
address addiction with objectivity and 
neutrality. I imagine that when you ask 
a patient if he has high blood pressure 
that this conversation does not create 
any angst for you. When you talk to a 
patient about addiction, you need to 
maintain that same level of objectivity 
because addiction, like hypertension, 
is a disease. Remembering the 
disease model of addiction allows 
you to approach the conversation 
with objectivity and concern and not 
dread and denial. The next step is to 
manage your patient’s perception of 
why you are asking these questions. It 
is important to share with your patient 
your goals of doing no harm, doing 
good, and being helpful. This can 
reassure the patient and re-frame the 
conversation from one that could be 
viewed as accusatory to one that is 
viewed as helpful as you share your 
desire to help your patient achieve 
a beautiful and healthy smile. Some 
phrases that I have found helpful are: 
• “You indicated on the health history 

form that you have had a history of 
substance abuse. Can you tell me a 
little more about that?”

• “I am concerned about you, and I 
smell alcohol on your breath. Are 
you OK? Can you tell me what is 
going on?”

• “Can you tell me about your 
methamphetamine use this week?”

• “In what ways, are you concerned 
about your drug use?”

• “What changes, if any, have 
you noticed in your mouth since 
using drugs?”
These questions are open-ended 

and require that the patient respond 
with an explanation or narrative. 
Open-ended questions allow you to 
understand the patient’s motivations, 
actions, and challenges and allow 
the patient to feel understood and 

heard. Closed-ended questions, on 
the other hand, should be avoided. 
They force the patient to reply with 
a yes or no response and can make 
the patient feel judged, accused, and 
defensive. Having neutral and positive 
conversations with our patients allows 
us to do better.

Talking to my patients about 
substance abuse has ended my own 
silence about the topic. It has stopped 
those gentle whispers in my head and 
prevented me from ignoring important 
clues or proceeding with careless 
and potentially fatal treatment. 
These conversations also gave my 
patients the opportunity to share their 
challenges, their hopes, and dreams 
with me. What they shared with me 
at times was heartbreaking and at 
other times inspiring. I remember 
when a patient told me that he had 
been addicted to methamphetamine 
since the age of 5, or the patient 
who cried in the dental chair realizing 

her parents’ worries and anguish. 
But I also remember the time when 
I high-fived my patient who was 
celebrating her 30th day of sobriety. 
Stopping the silence has allowed me 
to be a better dentist to my patients 
and fully realize my professional 
responsibilities of non-maleficence, 
beneficence and referral. I also 
realized that when I stopped my 
silence, I also stopped my patient’s 
silence! Let’s all start doing better! 

References
1. National Institute on Drug Abuse. Drugs, 

brains, and behavior: The science 
of addiction. www.drugabuse.gov/
publications/drugs-brains-behavior-
science-addiction. Updated September 
2018. Accessed: 2020-06-09.

2. Smith F. How science is unlocking the 
secrets of addiction. National Geographic 
2017: 232(3). 

3. Wikipedia contributors. Primum non 
nocere. https://en.wikipedia.org/w/
index.php?title=Primum_non_
nocere&oldid=953382803. Updated April 
2020. Accessed: 2020-06-09.

REMOTE E-BACKUP SERVICE 
Our specialized, dental specific Off-Site HIPAA 
compliant backup service delivers the peace of 
mind you need.

NETWORK INSTALLATION 
Den-Tech has a decade of experience 
implementing countless dental technology systems.

PROJECT PLANNING 
Let our experienced team assist in planning the 
perfect technology solution for you.

SYSTEM SUPPORT 
Our expert staff will help your network run at peak 
performance year after year.

SERVICE RATE 
$125 / per hour. Servicing available 7 days a week.

Integration 
Innovation 

Implementation

Tel 800.839.6595 Fax 888.386.3082

www.den-tech.com

Your Dental IT Specialists

Covering all of Oregon and Washington.

1060271_Dentech.indd   1 23/11/21   8:53 PMwww.oregondental.org December/January 2022 29

http://www.drugabuse.gov/publications/drugs-brains-behavior-science-addiction
https://en.wikipedia.org/w/index.php?title=Primum_non_nocere&oldid=953382803
https://en.wikipedia.org/w/index.php?title=Primum_non_nocere&oldid=953382803
http://www.den-tech.com
http://www.oregondental.org
http://www.drugabuse.gov/publications/drugs-brains-behavior-science-addiction
http://www.drugabuse.gov/publications/drugs-brains-behavior-science-addiction
https://en.wikipedia.org/w/index.php?title=Primum_non_nocere&oldid=953382803
http://den-tech.com
http://www.Den-Tech.com


 

 

 

 

  

Oregon Convention Center & Online
IN-PERSON PROGRAM     April 7– 9, 2022

VIRTUAL PROGRAM     April 7 – May 15, 2022

Learn more at 
OregonDentalConference.org

RECONNECT  LEARN  GROW
An event for the entire dental team

Platinum SPonSorS

Silver SPonSorS

Gold SPonSor

Bronze SPonSor

SPeaker SPonSorS

Thank You 
Sponsors!

1062462_Editorial.indd   1 17/12/21   1:53 AM

http://OregonDentalConference.org


IN AN EFFORT TO KEEP MEMBERS INFORMED during these 
uncertain times, the ODA has compiled a list of COVID-19 resources 
on our website. We have information on a wide variety of COVID-19 
topics including:
• Guidance from the Oregon Health Authority and the Centers for 

Disease Control and Prevention
• Access to ODA’s COVID-19 Hot Topics webinar series
• Wellness tools and resources 

The ODA continues to update these resources are the COVID-19 
situation develops. Visit oregondental.org/government-affairs/
regulatory-information/coronavirus for a full list of updates 
and resources. 

COVID-19 ResourcesM E M B E R 
R E S O U R C E S

to the advertisers who helped make  
this publication possible!
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R I S K 
M A N A G E M E N T

Treating Elderly Patients: Minimize 
Risk with Informed Consent and 
Updated Health History
By TDIC Risk Management Staff

DENTAL PROFESSIONALS FACE 
A NUMBER OF CHALLENGES 
in securing consent for oral care, 
but there are specific consent and 
documentation considerations when 
caring for older adults.

When guiding patients through 
appropriate treatment options, 
dentists typically consider the 
patient’s medical status and financial 
resources; however, it is important to 
also be mindful of chronic illnesses 
or cognitive impairments that could 
affect their ability to consent to dental 
treatment or even accurately answer a 
health questionnaire.

Many older adults may find it 
difficult to comprehend diagnostic 
information or treatment options 

and tend to rely on their health care 
provider, a trusted family member or 
caregiver to make critical treatment 
decisions on their behalf.

The Dentists Insurance Company’s 
Risk Management Advice Line often 
receives calls from dentists who 
need guidance navigating complex 
patient care situations. In one case 
recently reported to the Advice Line, 
a 90-year-old patient, who had not 
been seen for a year, presented on an 
emergency basis with a broken tooth.

Upon conducting a limited exam, 
the dentist noticed that a significant 
portion of the lingual cusp was 
missing and recommended a crown 
to restore the tooth. The patient was 
presented with a treatment estimate 

and consented to initiate treatment the 
same day. Prior to leaving the office, 
the patient provided a credit card for 
payment of the entire treatment cost.

The office received a phone call the 
following day from the patient’s son 
inquiring about his father’s treatment. 
The son disputed that his father 
agreed to the charges and stated that 
his father was “forced” to go through 
with the treatment.

The son informed the office that 
his father recently suffered a stroke 
and was unable to make treatment 
or financial decisions. Therefore, he 
had power of attorney for his father’s 
financial and health care decisions. 
The son demanded that the office 
credit back the charge on the credit 
card and requested a copy of his 
father’s chart.

As illustrated in this case, dentists 
should be mindful of several 
considerations when treating elderly 
patients, such as determining whether 
the patient is able to consent to 
treatment and ensuring their medical 
history is up to date. 

Assessing a patient’s ability to 
consent to treatment

Although the dentist took the 
time to explain the risks, benefits, 
and alternatives (RBA) of treatment, 
there was no documentation of this 
discussion in the patient’s chart. 
To prove the discussion occurred 
and help mitigate any potential 
liability risks, dentists must make a 
practice of documenting the informed 
consent discussion in the patient’s 
chart as “RBAs discussed and 
questions answered.”IS
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A key factor in obtaining informed 
consent is determining who is 
responsible for the patient’s treatment 
and financial decisions. The dentist is 
responsible for assessing whether the 
patient is capable of providing their 
consent prior to discussing RBAs.

Treatment decision-making 
capacity has four key elements. There 
is a general agreement that a patient 
is considered capable of making a 
treatment decision if they can: 
• Demonstrate understanding of 

the benefits and risks of, and 
the alternatives to, a proposed 
treatment or intervention, including 
no treatment.

• Demonstrate appreciation of those 
benefits, risks, and alternatives.

• Show reasoning in making 
a decision.

• Communicate their choice.
If the dentist is concerned about 

the patient’s ability to make their own 
treatment decisions, they should ask 
the patient if there is a trusted family 
member or caregiver who can consent 
to appropriate care on their behalf.

For independent elderly patients, 
dentists should always obtain consent 
from the patient before discussing 
treatment with a third party, including 
the patient’s family members.

Reviewing and updating a 
patient’s medical history

A health history form can provide 
a dentist with a clear picture of the 
patient’s overall health status and 
current medications that should 
be taken into consideration when 
providing dental care. The form 
should include information about 
illnesses, medications, the patient’s 
primary care physician, and an 
emergency contact. The form should 
also include an area for recording 
and updating any noted changes to a 
patient’s health status or medications.

It is important that dental offices 
establish a system for collecting a 

current medical history. In this case, 
the office had not seen the patient for 
a year, yet they neglected to update 
his medical history prior to treatment. 
Had the patient’s medical history been 
updated to reflect recent medical 
issues or concerns, this problem could 
have potentially been avoided.

Patients should review and update 
their health history form at every visit. 
The form should be signed and dated 
by both the patient and dentist to 
serve as evidence that the information 
is current and was discussed prior 
to treatment.

When reviewing the health 
history with the patient, the dentist 
should follow up on information 
that seems incomplete, such as an 
indication of high blood pressure, 
but no medications are listed. Many 
patients, especially those who are 
elderly, may not remember certain 
medications or illnesses they have 
had until they are questioned. Asking 
open-ended questions, such as, 
“How are you feeling today?” may 
elicit this information.

Any clarifications to the patient’s 
health history should be properly 
documented on the form along with 
the date of discussion.

If the dentist believes there could 
be an undisclosed underlying health 
condition or information that the 
patient is unaware of or seems 
unclear about, they should send 
a Consultation Request for Dental 
Treatment Form to the patient’s 
physician, follow the physician’s 
recommendations, and keep 
the physician’s response in the 
patient’s file.

Occasional required changes to a 
health history form may be needed. 
Dentists should check with TDIC or 
their local dental society every two 
years to see if there are any changes 
to the health history form.

Ensuring the safety and health 
of elderly patients requires several 

considerations, including their 
ability to understand treatment 
options, to provide a current medical 
history, and to participate in the 
decision-making process.

TDIC recommends the following 
when treating elderly patients: 
• Discuss future planning with the 

patient, the potential need for 
a caregiver, and their long-term 
goals for their oral health. 
Documenting this information early 
will indicate what the patient cares 
about and help dentists avoid 
future problems.

• Review and update health histories 
at every visit.

• Evaluate the cognitive function 
of elderly patients using the 
four components of capacity: 
understanding, appreciation, 
rationalization, and communication. 

• Emphasize the importance of 
preventive care. Prevention is 
important at every age to avoid 
premature tooth loss. 

• Create a senior-friendly 
environment and train staff on how 
to properly care for and interact 
with elderly patients. Consider 
limitations that elderly patients 
may have, such as hearing loss 
or limited mobility, and make the 
proper accommodations. 

• Dentists should not assume that 
just because a patient is older 
that they may not know what 
their needs and preferences are, 
and the patient’s age should 
not limit their treatment options. 
Be open to their preferences 
and be honest with them about 
the benefits, risks, and costs of 
various treatment.
These factors underscore the 

importance of dental providers 
to have clear and thorough 
communication practices to ensure 
treatment options align with the 
patient’s goals and values concerning 
their dental care. 
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PRACTICES FOR SALE

PROFESSIONAL PRACTICE SPECIALISTS has general and specialty 

practice opportunities across Oregon, including Portland, Eastern Oregon 

and the coast. Their collections vary from about $500K to $1.5M+. The 

opportunities change frequently so visit our website, PRACTICESALES.COM 

for the most recent information, or contact Randy Harrison, 503-807-0009, 

Randy@PracticeSales.com. Thank you!

Outdoor Lovers Paradise. Spend your time on the homestead, hunting, 

fishing and horseback riding in the Northwest Sportsman’s Paradise, 

while providing cutting-edge dentistry only 3 days per week. All digital, 

state-of-the-art, chart-less network with CBCT and loyal patients. (OD139) 

Contact Megan Urban, Broker with OMNI Practice Group 503-830-5765 or 

megan@omni-pg.com.

Grants Pass FFS Practice and Building For Sale. Profitable, established dental 

practice and building for sale, current dentist collecting over $1.3M annually 

based on 3-4 days per week. (ORD150) Contact Megan Urban, Broker with 

OMNI Practice Group 503-830-5765 or megan@omni-pg.com.

Ocean View General Dental Practice and Building for Sale on the Oregon Coast. 

New filtration system, CBCT, 4 ops in updated free-standing beautiful office 

with ocean views. Collections nearly $1M. (ORD151) Contact Megan Urban, 

Broker with OMNI Practice Group 503-830-5765 or megan@omni-pg.com.

Beaverton 7 Op Modified Start-up. Great location with 7 ops plumbed, 

2 equipped. 600 patients, great team and patients. Dentist relocating. 

(ORD148) Contact Megan Urban, Broker with OMNI Practice Group 

503-830-5765 or megan@omni-pg.com.

Happy Valley Practice for Sale. Large practice on busy popular street with 

great visibility and signage. 7 ops. Soredex pano. On-site parking. (ORD154) 

Contact Megan Urban, Broker with OMNI Practice Group 503-830-5765 or 

megan@omni-pg.com.

Healthcare Building For Sale in Southern Oregon. 1200sqft building in 

beautiful rural area near CA. Good for dental, veterinarian, healthcare, or 

other business. (OR104) Contact Megan Urban, Broker with OMNI Practice 

Group 503-830-5765 or megan@omni-pg.com.

Dental Building For Sale in Salem. Dental building for sale on main street, 

2784 SF, 4+ ops. On-site parking. Dental lab currently renting basement. 

Upstairs could potentially be rented out as office space or ADU. (ORR105) 

Contact Megan Urban, Broker with OMNI Practice Group 503-830-5765 or 

megan@omni-pg.com.

Associate Positions and Partnerships Available in Portland. Quality practices 

with opportunity for high income. Some positions are long-term, some can 

be short-term. Contact Megan Urban, Broker with OMNI Practice Group 

503-830-5765 or megan@omni-pg.com.
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THINGS YOU SHOULDN'T DO YOURSELF

Contact the Experts Today! 
For a free, confidential consultation!

Rod Johnston, MBA, CMA

Why risk your hard-earned practice equity?

503-830-5765       omni-pg.com

Megan Urban Buck Reasor, DMD
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