Membership Matters
A publication of the Oregon Dental Association • September 2018

Page 22

Addressing the
Dental Assistant
Shortage
Also Inside Compliance Corner, page 18 Advocacy in Action, page 21

Volume 24, Issue 3 | September 2018

INSIDE THIS ISSUE

FEATURES
21

DOPAC MEMBER ENGAGEMENT

22

DENTAL SCHOOLS, ORGANIZED DENTISTRY WORK TO
ADDRESS SHORTAGE OF DENTAL ASSISTANTS
By Melody Finnemore

26

COMMUNITY DENTAL HEALTH COORDINATORS EXPAND
ACCESS TO ORAL HEALTH CARE

29

21

CENTRAL OREGON COMMUNITY COLLEGE
AND LOCAL DENTISTS GIVE BACK

Connect Online

By Barry Finnemore
Facebook “f ” Logo

CMYK / .eps

Facebook “f ” Logo

CMYK / .eps

Oregon Dental Association

DEPARTMENTS
5

GUEST EDITORIAL
Barry by the Numbers

9

NEW MEMBERS

11

EVENTS AND EDUCATION

15

INSIDER RESULTS

17

ODA MEMBER BENEFIT OF THE MONTH

18

COMPLIANCE CORNER

33

PRODUCTS & SERVICES MARKETPLACE

34

CLASSIFIED ADS

34

INDEX OF ADVERTISERS

COVER IMAGE: ©ISTOCK.COM/MRPLISKIN

@ORDentists
OregonDental channel
Oregon Dental Association
(private group)
@oregondental

Membership Matters accepts original
submissions for publication from member
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 editor
Barry Taylor at barrytaylor1016@gmail.com
with any articles or questions.

Membership Matters is an official publication of the Oregon Dental Association in support of its core purpose to advance the dental profession and promote the highest standard
of oral health and oral health care.
8699 SW Sun Pl, Wilsonville, OR 97070, 503-218-2010 | 800-452-5628, info@oregondental.org, www.oregondental.org, EXECUTIVE DIRECTOR: Conor P. McNulty, CAE,
cmcnulty@oregondental.org, Dentist Health & Wellness Hotline Support for a dentist in crisis, regardless of membership status: 503-550-0190
PUBLISHED AUGUST 2018/ODA-M0918/8260 Membership Matters (ISSN 1082-4111) (USPS-905060) is published monthly (except July) by the Oregon Dental Association, 8699 SW Sun Pl, Wilsonville, OR 97070.
All statements of opinion and of alleged fact are published on the authority of the writer under whose name they appear and are not to be regarded as the views of the ODA or its subsidiaries or affiliates. Subscription
to Membership Matters is a member benefit of the Oregon Dental Association. The annual subscription rate for nonmembers is $40. Single copies may be purchased for $5 each.
Advertising. The acceptance of advertising for publication in Membership Matters should not be construed as endorsement by ODA of the advertiser or of the product or service being advertised. For advertising
rates and information, contact Krys D’Antonio at 1-800-796-2638, ext. 3406, or kdantoni@naylor.com.
The entire contents of this publication are copyrighted by the Oregon Dental Association, 2018. All rights reserved. No part of this publication may be reproduced, reprinted, stored in a retrieval system, or transmitted
in any form or by any means, electronic, mechanical, photocopying, recording, or otherwise without the prior written permission of the editor and the author.
Periodicals postage paid at Wilsonville, Oregon, and at additional mailing offices. POSTMASTER: Send address changes and all correspondence to: 8699 SW Sun Pl, Wilsonville, OR 97070; 503-218-2010
or 800-452-5628 (toll-free in Oregon).

Published by
5950 NW First Place, Gainesville, FL 32607 Phone: 800-369-6220 Fax: 352-332-3331 www.naylor.com, Publisher Bryan Metcalfe Editor Russell Underwood
Marketing Associate Larissa Flores Project Manager SaraCatherine Goodwin Project Coordinator Bridgette Jones Book Leader Krys D’Antonio Sales Representative Brian Agnes
Layout and Design Amit Kumar Singh

www.oregondental.org

September 2018

3

Shared strength & a secure future.
Dentists Benefits Insurance Company is now part of The Dentists Insurance Company family.
Both organizations share a proud heritage of protecting dentists and a commitment
to pursue this singular focus.
DBIC policyholders will continue to benefit from quality coverage and exceptional service —
all led by the same Oregon-based management and staff. With a director board lead by your peers,
you can be sure we have our policyholders’ interests at heart.
503.765.3510 | dentistsbenefits.com

Endorsed by

Barry by the Numbers
GUEST EDITORIAL

By Conor McNulty, CAE
ODA Executive Director

The opinions expressed in this editorial are
solely the author’s own and do not reflect the
views of the Oregon Dental Association or its
affiliated organizations.

www.oregondental.org

OFTEN, I FIND MY DAYS ARE
FOCUSED on numbers: metrics,
dashboards, infographics, budgets,
etc. All indicators of health, progress
and desired outcomes. While they’re
important, they don’t usually provide
the full story, but they make it easy
to digest complex and voluminous
information sources.
In reflecting on Dr. Barry Taylor’s
tenure as Editor and involvement
with this magazine, I found myself
once again thinking about numbers.
The first monthly editorial meeting
I attended after joining ODA was in
February of 2014. It included ODA’s
communications manager, the
designer/publisher of Membership
Matters, myself and Dr. Taylor. An
hour later, we wrapped up and I left
with my head spinning after a wildly
stimulating, entertaining and productive
planning session for upcoming themes,
issues, and content for Membership
Matters. From that day forward, I’ve
continued to be impressed by the
work and commitment required of the
ODA Editor. The below key numbers
help showcase Dr. Taylor’s countless
contributions to this magazine,
and communications efforts for the
organization.
[ 9 ] Years served as the Editor for
ODA, following many esteemed and
creative predecessors.
[ 108 ] monthly editorial meetings
completed.
[ 96 ] issues of Membership
Matters published.
[ 90(ish) ] issues of Membership
Matters editorial deadlines
extended to accommodate the
editor’s witty and sincere requests
for time and new ideas.

[ 1 ] Presidential citation from
Dr. Steve Timm for his work as
Editor in 2015.
[ 7,564 ] rock and roll band song/
lyrics/historical references during
those meetings and editorials
written. The man is a walking
musical almanac.
[ 20+ ] requests for editorials and
article reprints from other state
and component dental society
publications.
[ 2 ] editorials written in haiku
format. I’m pretty sure that’s a
record that may never be broken.
[ 96 ] editorials inspired from time
spent at the dental school, in a
private clinic or hiking and exploring
the great outdoors across the
country.
[ 63 ] ODA board meetings
attended as Editor, an ex-officio
Board position.
[ 2 ] sons – Sage & Carl Taylor –
who have participated, endured, or
served as inspiration for magazine
material. Both great young men, by
the way.
[ 200+ ] member volunteers
engaged in writing articles, guest
editorials, or interviews for issues of
this magazine.
[ Hundreds ] of dental students
inspired and engaged at OHSU
School of Dentistry through
Dr. Taylor’s genuine passion for
education and dentistry, many of
whom have gone on to contribute
to this magazine and serve in
leadership roles throughout each
level of the organization.
[ 2,400+ ] ODA members and their
office teams who’ve read, learned,
agreed, disagreed and questioned
September 2018
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Breathe New Life Into Your Retirement Plan!
Get the answers to all your questions
concerning your practice and retirement:
• How long will it take to sell my practice?
• What is happening in the marketplace?
• Should I bring in an associate or partner?
• What will my practice sell for?
• How can I maximize the value of my practice?

Whether you are retiring in 2017 or planning for the future, a no
cost, no obligation meeting with Consani Associates Limited will
provide you with valuable information from the people who know!

Phone: (866) 348-3800
Fax: (866) 348-3809
www.mydentalbroker.com
info@mydentalbroker.com

Paul Consani

Joe Consani

Wendy Hirai

Robert Hirai

Jack Miller DMD

Benefit from our expertise when planning your retirement strategy!
Consani Associates Limited currently works with doctors actively looking to purchase practices in
the states we serve – Oregon, Washington, Idaho, Montana, Wyoming, Alaska and Hawaii
Sign up for our free monthly email List of Opportunities
(866) 348-3800 or info@mydentalbroker.com

their own perspectives on
dentistry as a result of Dr. Taylor’s
efforts each month.
Sometimes, statistics can’t
illustrate everything, but they
give you a peek behind the
curtain to appreciate the great
work happening all around you.
There aren’t enough thanks to
acknowledge Dr. Taylor’s hard
work and efforts. This publication,
the organization, and the dental
community of Oregon are better off
as a result.
While this piece is meant to
sincerely honor Dr. Taylor for his
contributions and service to the
organization as Editor, it’s not a
goodbye send off. In fact, he’ll
continue to serve with the same
witty, curious, open-minded
and humble approach as
President-Elect for ODA following
the House of Delegates in
September. This editorial, well…it’s
just Barry by the numbers.

503-813-4254

887348_Kaiser.indd 1
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Your patients rely on your
expertise to evaluate and make
recommendations to keep them
healthy. Your local independent
insurance agent can do the
same for you when it comes to
suggesting the right combination
of coverage to protect the
practice you’ve worked hard
to build.
Find an independent agent
representing The Cincinnati
Insurance Company by visiting
cinﬁn.com or by calling
Mike Terrell, 800-769-0548.

SPEND YOUR TIME EXAMINING
YOUR CLIENT’S TEETH,
NOT YOUR COVERAGE.
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FOCUSED ON
THE HEALTH
OF YOUR
PRACTICE.

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.

Member FDIC

Equal Housing Lender

Welcome
UP FRONT

www.oregondental.org

New ODA Members!
Charles Branen, DMD
Clackamas County Dental Society

Madeline Kelley, DDS
Multnomah Dental Society

Coleman Bright, DMD
Clark County Dental Society

Kelsey Loontjer, DDS
Multnomah Dental Society

Duc Bui, DDS
Multnomah Dental Society

Irene Louie, DDS
Multnomah Dental Society

Samyia Chaudhry, DMD
Multnomah Dental Society

Osama Naga, DDS
Southern Willamette Dental Society

Patrick Chuang, DDS
Multnomah Dental Society

Brian Naylor, DDS
Southwestern Oregon Dental Society

Rachel Forer, DDS
Multnomah Dental Society

Anna Nonaka, DDS
Multnomah Dental Society

Leif Gambee, DMD
Yamhill County Dental Society

Puja Patel, DDS
Multnomah Dental Society

Noelle George, DMD
Multnomah Dental Society

Steven Perry, DMD
Eastern Oregon Dental Society

Gurpreet Gill, DMD
Lane County Dental Society

Danielle Plesh, DMD
Multnomah Dental Society

Dean Gretzinger, DDS
Multnomah Dental Society

Alayna Schoblaske, DMD
Southern Oregon Dental Society

Raphael Joseph, DMD
Southern Willamette Dental Society

Julie Spaniel, DDS
Washington County Dental Society

Jed Keener, DDS
Central Oregon Dental Society

Kaitlyn Traynor, DMD
Mid-Columbia Dental Society
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Introducing

Richard Trout, CDT
Available to increase patient satisfaction,
shorten treatment times and lower costs.

As our removable department manager, Richard Trout
oversees all daily laboratory operations and the fabrication
and quality control of all removable prosthetics.
Having graduated in 1991 from L.H. Bates Technical College, this

Receive

$

50 OFF

your first case & SEE
the Difference!

marks his 27th year in the Dental Laboratory Industry. For nearly ten
years, Richard was mentored by Gary Fritz while working with
Dahlin Fernadez Fritz. Richard has sought specialty training throughout
his career and is an experienced All-On-Four ® technician.
With over 3,000 implant cases of experience with ClearChoice,® he is excited to provide
Assured Dental customers with his expertise to ensure dental practice implant success and
increase patient satisfaction.
Contact Assured Dental today to utilize Richard’s knowledge and skill to improve your patients’
quality of life, shortening treatment times and lowering costs with removable prosthetic options.

Accepting digital scans

®

www.assureddentallab.com

877.283.5351

Quality Products at Amazing Prices. Case after Case.

CONTINUING
E D U C AT I O N

Date

Host Dental
Society

09/11/18

Marion & Polk

09/18/18 Washington
09/20/18

Central
Oregon

09/21/18 Lane

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

Speaker

Hours
CE

Location

More Information

How to Have Productive
Pediatric Appointments

Wes Heringer,
III, DMD

1.5

Salem (Boys & Girls Club)

Contact Sabrina H. —
mpdentalce@qwestoffice.net

The Business of Dentistry

Multiple Speakers

1.5

Aloho (The Reserve
Vineyard & Golf Club)

wacountydental.org or
contact@wacountydental.org

Dental Trauma & Cracked
Tooth Syndrome

Dr. Ryan Duval

1.5

Bend (The Riverhouse)

www.centraloregondental
society.org

Recognition, Diagnosis &
Management of Common
and Important Oral
Soft Tissue Lesions

Drs. Kratochvil,
Kleinegger & Petrisor

6

David Dowsett, DMD

1.5

Eugene (Center for
www.lanedentalsociety.org —
Meeting & Learning,
office@lanedentalsociety.org
Lane Community College)

10/9/18

Heroes on the Sidelines:
Marion & Polk Sports Dentistry for
Today’s Athlete

10/12/18

Lane

Achieving Financial
Independence

Andrew Tucker

5

Eugene (Center for
www.lanedentalsociety.org —
Meeting & Learning,
office@lanedentalsociety.org
Lane Community College)

10/19/18

Southern
Willamette

Risk Management

Chris Verbiest

3

TBD

Contact Brian —
swdsoregon@gmail.com

10/26/18

Central
Oregon

Global Smile Design

Dr. Bill Robbins

6

Bend (Spring Hill Suites)

Contact Jen at
jen@kruegerlenox.com or
www.centraloregondental
society.org

11/2/18

Lane

Soft Tissue Grafting

James Kohner, DDS

6

Eugene (Center for
www.lanedentalsociety.org —
Meeting & Learning,
office@lanedentalsociety.org
Lane Community College)

11/13/18

Marion & Polk Sleep Apnea

Patrick Hagerty,
DMD

11/13/18

Washington

Risk Management

Chris Verbiest
& Others

11/15/18

Multnomah &
Clackamas

OSHA Update

12/11/18

Marion & Polk Risk Management

01/8/19

Marion & Polk

01/8/19
01/16/19

West Salem (Roth’s)

Contact Sabrina H. —
mpdentalce@qwestoffice.net

West Salem (Roth’s)

Contact Sabrina H. —
mpdentalce@qwestoffice.net

3

Beaverton
(Stockpot Restaurant)

wacountydental.org or
contact@wacountydental.org

Monica Monsantofils,
RDH, MS

2

Milwaukee (Moda Plaza)

multdental@aol.com or
lora@multnomahdental.org

Chris Verbiest

3

West Salem (Roth’s)

Contact Sabrina H. —
mpdentalce@qwestoffice.net

Prevention & Management Daniel Petrisor,
of Nerve Injury
DMD, MD

1.5

West Salem (Roth’s)

Contact Sabrina H. —
mpdentalce@qwestoffice.net

Washington

The 3Ds of Cone Beam
& its Utilization

Multiple Speakers

1.5

Beaverton
(Stockpot Restaurant)

wacountydental.org or
contact@wacountydental.org

Multnomah

Understanding
Current Tax Laws

Elliott Tracy, CPA

2

Milwaukee (Moda Plaza)

multdental@aol.com or
lora@multnomahdental.org

1.5

02/12/19 Marion & Polk Hot Employment Law

David Briggs,
Saalfeld Griggs, PC

1.5

West Salem (Roth’s)

Contact Sabrina H. —
mpdentalce@qwestoffice.net

03/12/19 Marion & Polk

You, Me & 3D — Past,
Present & Future

Jev Clark, DMD, MD

1.5

West Salem (Roth’s)

Contact Sabrina H. —
mpdentalce@qwestoffice.net

03/12/19 Washington

Implants & Digital Dentistry Dr. Tyler Clark

1.5

Beaverton
(Stockpot Restaurant)

wacountydental.org or
contact@wacountydental.org

03/20/19 Multnomah

Implant / Bone
Graft Course

Daniel Petrisor,
DMD, MD

Portland (OHSU
School of Dentistry)

multdental@aol.com or
lora@multnomahdental.org

05/7/19

CRA Update or New
Age of Ortho

TBA

1.5

Beaverton
(Stockpot Restaurant)

wacountydental.org or
contact@wacountydental.org

05/14/19 Marion & Polk New Hematologic Drugs

William “Bud”
Pierce, MD, PhD

1.5

West Salem (Roth’s)

Contact Sabrina H. —
mpdentalce@qwestoffice.net

05/15/19 Multnomah

N/A

2

Portland (MAC Club)

multdental@aol.com or
lora@multnomahdental.org

Washington

Table Clinics

2

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

The Oregon Dental Association kicked off the inaugural Leadership Academy in January.
The Academy provides participants with a unique backstage pass to ODA offerings and
experiences, while developing and enhancing leadership and interpersonal skills.

Congratulations to our Inaugural Leadership Academy Class!

Jordan Anderson,
DDS

Deepak Devarajan,
DMD

Amberena Fairlee,
DMD

Bradley Field,
DDS

Stacy Geisler,
DDS, PhD

Megan Hayes,
DMD

Andrew Peterson,
DMD, MS

Sita Ping, DMD

Shane Samy,
DMD

Jeremy Suess,
DDS

For additional information on the Academy and how you can be part of the 2019 program
visit http://tiny.cc/ODALeadership.
www.oregondental.org
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Put your best
face forward

The new Find-A-Dentist is live — and it’s a hit with patients.

1MM
visits to Find-a-Dentist
348K
member profile views

ADA’s Utilization Campaign
Resolution 67H-2016 Results to Date
April-September 2017

Patients can see your location,
office hours & more

Update your
profile in
5 minutes
or less!

Photo profiles get 11x
more clicks
More complete profiles appear
higher in search results.

3 $18 19.6
TARGETING

year

million
campaign

million
U.S. adults

ADA’s Find-a-Dentist®
campaign is designed to help
bring in new patients.

Don’t have time? Ask a staff
member to do it for you.

Learn more about the ADA campaign to help build your practice.
Visit ADA.org/UpdateNow to check your profile and add your photo.

I N S I D E R R E S U LT S

Membership Poll Results!

IN AN EFFORT TO LEARN MORE ABOUT our members, we include a poll question in each issue of the ODA Insider
e-newsletter. Below are the results from July. Please keep an eye out for future questions, and be sure to participate!

Summer is in full swing! Are you going
on a vacation or staycation?

Now Hiring
General Dentists

Oregon & Washington

Oral Surgeon

Portland & Salem, Oregon

Endodontist

Eugene & Salem, Oregon

Pediatric Dentist

Eugene, Oregon

Orthodontist

Portland, OR & Twin Falls, ID

Traveling General Dentist

Oregon & Washington

View all practice opportunities at willamettedental.com/careers

Visit Our Booth At Upcoming Conferences
CDA

Sept 5 – 8

San Francisco, CA

AAOMS

Oct 11 – 13

Chicago, IL

ADA

Oct 18 - 20

Honolulu, HI

Reanna Nelson, Regional Recruiter
rnelson@willamettedental.com
Tel: 503.952.2354
Kariana Peters, DMD, Managing Dentist

www.oregondental.org
916430_Willamette.indd 1
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CONNECT
LEARN
GROW
An Event for the Entire Dental Team

SAVE THE DATE
nv en tio n
W hi le th e Or eg on Co
va tio n,
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nc e.
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UR
COME BUILD YOS!
TEAM WITH U
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April 4–6, 2019
Oregon Convention
Center—Portland

Oregon Dental Association

How to Help Patients Choose
Dentistry and…
MEMBER BENEFIT
OF THE MONTH

By CareCredit
GIVEN THE OPPORTUNITY, MOST
PATIENTS WOULD CHOOSE to have a
healthy, attractive smile. Unfortunately,
many patients feel they have to delay or
decline treatment, citing “cost” as the reason
because of other financial commitments
or priorities. These priorities vary by
individual and include needs and wants
such as college tuition, car repairs, home
improvements, vacations and weddings.
One easy way to help more patients
choose to move forward with recommended
dentistry without delay is to give them a
solution so they can prioritize treatment
along with other things. With the CareCredit
health care credit card, it’s easier for many
patients to fit the cost of dentistry into their
monthly budget so they can get care and get
their car fixed; get an implant and pay the
kids’ tuition; or get adult orthodontics and
braces for their kids.

Let Patients Know BEFORE
Cost Becomes a Barrier to Care
Just as all patients’ oral health needs
differ, so do their financial situations. Letting
patients know a special financing option is
available early in the patient experience may
help them focus on getting the best care, not
how to manage the cost.
“Mrs. Jones, it’s great to see you again.
Doctor will be with you in just a minute or so.
Anything exciting happening in your life?”
“Well…we just booked a two-week cruise
to the Bahamas!! I can’t wait.”
“That sounds so exciting. Mrs. Jones,
we know everyone has other things
going on in their lives — other financial
responsibilities — like fabulous cruises. That’s
why we do our very best to maximize your
insurance contributions. And why we accept
cash, general purpose credit cards and the
CareCredit healthcare credit card — if you’d
rather pay monthly. Would you like more
information about that? We want to give you
every opportunity to get a healthy smile and
www.oregondental.org

are committed to helping you get care and go
on that wonderful cruise!”
Letting patients know payment solutions
are available can set the foundation for
treatment acceptance. During the financial
conversation, it can be helpful to let patients
choose for themselves by presenting all
payment options and letting them choose
what works best for their family and current
financial situation.
“Mrs. Jones, we want you to have a
healthy smile and enjoy your cruise. You are
going to have an out-of-pocket investment
for your care, so as we go through what
insurance is going to contribute and the
remaining balance, remember we accept
cash, credit cards and have available a
monthly payment option with the CareCredit
credit card. I’ll share more information about
that with you if you’d like, including what your
monthly payment might be.”
When you wait for patients to ask for
payment solutions, it may be too late. Some
may have already decided to postpone care.
Others may walk out of your practice to “think
about it,” and never tell you being able to pay
over time would have made it easier for them
to accept care. Because they just bought a
new car or their water heater broke or their
dog just had surgery, offering CareCredit to
all patients may just turn their mindset from
“dentistry or ” to “dentistry and.”
This content is subject to change without
notice and offered for informational use only.
You are urged to consult with your individual
business, financial, legal, tax and/or other
advisors with respect to any information
presented. Synchrony Financial and any of
its affiliates, including CareCredit, makes no
representations or warranties regarding this
content and accept no liability for any loss or
harm arising from the use of the information
provided. Your receipt of this material
constitutes your acceptance of these terms
and conditions.
September 2018
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An Open Letter to
ODA Membership
COMPLIANCE
CORNER

By Dr. Gary Underhill,
President of the
Oregon Board of
Dentistry

18
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WHEN ASKED TO SERVE ON THE
OREGON Board of Dentistry (OBD) four
years ago, several concerns and questions
came to mind.
There had not been a dentist from Eastern
Oregon on the OBD for 27 years. Those
of us living in our part of the state viewed
the OBD with some skepticism. It had
always been composed of people from the
Portland-Eugene corridor who had little
concept of the needs of rural dentistry.
However, after much thought and
reflection, I decided to take up the
challenge and do my best for a profession
for which I have a passion. Coming from a
fee-for-service private practice in Wallowa
County to dealing with government has been
an interesting journey. I have learned about
laws, statutes and rules. I have also seen a
side of my profession I did not know existed.
My only prior exposure to the investigative
process of the OBD was years ago, back
when Dr. Kleinstub still had a lot more hair.
I had a complaint filed against me, and
although it resulted in “No Further Action,” I
spent some sleepless nights worrying about
it. Because of that experience, I am sensitive
to my colleagues’ concerns. Our staff is
directed to expedite cases when indicated.
On occasion, I have made unofficial calls of
encouragement to colleagues going through
a rough spot because of a complaint.
The OBD itself is composed of six dentists,
two hygienists and two public members.
Usually a board member
will serve two terms of four
years each. All of us serve
at the pleasure of Governor
Kate Brown. Governor
Brown is committed to
diversity, and all sections
of our society are well
represented. Governor
Brown also expects the
OBD to enforce the law,
and all of our actions follow
strict legal guidelines.

Our public members bring an interesting
mix to our board deliberations. Alton Harvey
comes from the trucking industry. He cannot
understand why our licensees cannot get their
license renewed on time, even with numerous
reminders. In his business, nobody babysits the
drivers. If they fail to maintain an active license,
they do not drive — period! If they do, they are
subject to a massive fine. However at the BOD,
approximately 25 percent of our discipline
comes from failure to spore test autoclaves,
failure to maintain current CE and BLS/CPR
and practicing with an expired license.
From time to time, you may hear a
colleague howling from afar about a great
injustice that has been heaped upon them
by the board. One must keep in mind the
board did not dictate the path they chose to
travel that resulted in discipline. No discipline
is taken without thorough investigation by
the staff, and each case is reviewed by our
evaluators before going to the full board for final
action. If a licensee does not agree with board
action, they can always ask for a hearing.
We are all members of a great profession.
As a group, most of us do our best to serve
our patients and to enjoy life as we go along.
Approximately 80 percent of all complaints
received at the OBD are settled in favor
of our licensees with no discipline, which
shows that most of us are doing a great job.
This also means that the complainants and
consumers involved in these cases are not
happy with the Board of Dentistry if discipline
is not administered as they see fit. Those
consumers contact the board, the governor
and their state representatives too.
I appreciate the ODA giving me this
opportunity to share my thoughts with you
and hopefully leave you with a little better
understanding of the important work we do. It
is my sincere desire that all of my colleagues
enjoy this profession as much as I have.
Best Regards,
Gary R. Underhill, DMD, President of the
Oregon Board of Dentistry
Oregon Dental Association

SPEND YOUR TIME EXAMINING YOUR
CLIENT’S TEETH, NOT YOUR COVERAGE.
Your patients rely on your expertise to keep them
healthy. Your local independent insurance agent can
do the same for you when it comes to suggesting
coverage to protect your practice. Visit cinﬁn.com to
ﬁnd an agent.
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Regulatory Compliance Information
Is Your Office in Compliance with Board of Dentistry Requirements?
The Oregon Dental Association would like to remind our members of certain regulatory requirements.

Spore Testing

BLS Training

Heat sterilizing devices shall be tested for proper
function on a weekly basis by means of a biological
monitoring system that indicates micro-organisms kill.
Testing results shall be retained by the licensee for the
current calendar year and the two preceding calendar
years.
See OAR 818-012-0040(2).

All OBD licensees must maintain a current
Basic Life Support (BLS) for Health Care Providers
certificate.
See OAR 818-012-0030.

Continuing Education

License Renewal
While it may seem obvious, please make sure your
license is renewed prior to expiration. It is illegal to
practice dentistry without an active license.

All dentists should track their Continuing Education
classes and hours earned and ensure they meet their CE
requirements before next license renewal.
See OAR 818-021-0060.

www.oregondental.org
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Henry Schein® Professional Practice Transitions
knows how to keep a secret.
Confidentiality is important during a
practice sale. That’s just one reason why
thousands of practitioners have entrusted
their practice sale, purchase, valuation,
and transition planning to us.

Shouldn’t you?
www.henryscheinppt.com

1-800-988-5674

n

PRACTICE SALES

n

VALUATIONS

TRANSITION CONSULTING/
PLANNING n ASSOCIATESHIPS
n

© 2018 Henry Schein, Inc.

923032_Henry.indd 1

6/26/18 6:39 PM

Share Your
ODC Experience for
a Chance to Win!
What makes the
Oregon Dental
Conference
(ODC) the ‘must
attend’ dental
experience?
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From exceptional continuing PLUS!
education to one-stop shopping in

Share a photo of you and your

the Solutions Marketplace, the ODC

team at the ODC for an additional

has something for every member of

entry to win.

the dental team. Share your ODC

Enter at https://bit.ly/2KLc9Ei

experience highlights with us for a
chance to win a free registration for
the 2019 Oregon Dental Conference.

Oregon Dental
Association
27/08/18 5:54 pm

ADVOCACY IN
ACTION

DOPAC Member Engagement
THE DENTISTS OF OREGON POLITICAL ACTION COMMITTEE (DOPAC) are proud
members of the “tooth party,” supporting candidates from both political parties who will
advance oral health issues in the state. Connecting ODA members directly with candidates
builds relationships and furthers ODA’s advocacy efforts.
DOPAC Board Member Dr. Patrick Hagerty recently hosted a fundraiser for candidate Shelly
Boshart Davis. Shelly is running for the Oregon House District 15 seat — the Albany area.
Hosting or attending a fundraiser is a great way to engage in the political process. Contact
the ODA for opportunities to attend a fundraiser on behalf of DOPAC.

www.oregondental.org
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NEARLY 65,000 MORE DENTAL
ASSISTANTS WILL BE needed by 2026,
up from the 332,000 who were employed
in 2016. The profession’s 25 percent
growth rate is faster than the average for
all occupations, with the aging population
and ongoing research linking oral health
and general health continuing to increase
the demand for preventive dental services,
according to the Bureau of Labor Statistics.
With average pay of $18.09 per hour
($37,630 a year) and a plethora of full-time
work opportunities to choose from, it would
seem that more young people would clamor

for the chance to work as a dental assistant.
And, yet, they aren’t.
The reasons for this dynamic are varied
and are largely based on speculation, though
dental schools and organized dentistry
associations including the ODA are exploring
the issue. Longtime dental assistant
Mary Harrison, CDA, EFDA, EFODA,
FADAA, is involved with several of the
organizations and said it is a common theme
in professional conversations these days.
“I am sure several topics have come to
light,” she said. “It might be the fact that the
economy is better and there are many other

LUCKY BUSINESS/SHUTTERSTOCK.COM

By Melody Finnemore

Dental Schools, Organized
Dentistry Work to Address
Shortage of Dental Assistants
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positions available, and the topic of
pay and benefits is another issue.”
she added that the Dental Assisting
National Board is researching the
issue, among others.
Stacy Bone, professional
development and dental health
education coordinator for Portland
Community College’s Institute for
Health Professionals, said dental
assisting is not marketed at high
schools as a career, but more as
a pathway to becoming a dental
hygienist or dentist.
She noted that people can enter
the profession as a dental assistant
without any formal education but
must take courses and obtain
certificates in order to expose X-rays
and perform expanded duties in
Oregon. However, the career does
not require continuing education to
maintain certification, as is mandated
for hygienists and dentists.
Bone also acknowledged that
four-handed dentistry instruction in
dental schools has been lacking in the
past 10 to 15 years as Dental Auxiliary
Utilization Programs have been cut.
She also often hears that the pay is
not a living wage so dental assistants
must have a second job or rely on
a spouse or partner to contribute to
afford to live.
Harrison and Bone agreed that the
role of dental assistants has changed in
myriad ways, from expanded functions
and responsibilities to working with
technological advances and keeping
up to date on materials options.
“The different types of dental
practices — single, group,
corporate — those changes alone
are huge in the responsibilities
www.oregondental.org

that are expected for staff in both
areas of the office, front and back,”
Harrison said. “Some offices have a
person responsible for the cleaning
and sterilization of instruments, and
assistants in charge of ordering
instruments and supplies. These all
affect the assistants.”
She noted that, in addition to more
responsibilities, challenges for dental
assistants include health issues such
as back problems and hearing loss
and less time to do more work.
“To me, going back several
years, the dentist would encourage
membership in the dental assistant
association and that being a bonus by
paying the dues and for all continuing
education,” Harrison said. “Times
have changed, and most young
assistants do not have any desire to
join or attend meetings. That is sad
to me, the loss of networking with
other professionals, learning from
each other about new materials, or
what to do when a problem comes
up, and understanding and sharing
experiences and helpful hints on all
subjects in the dental office.”
Bone, who oversees PCC’s
Integrative Community Dental
Assistant program, said the college
is seeing positive results from the
program. Although it is difficult and
time-consuming, it allows students
to work and study mostly from home.
The externship begins in Term 1 and
adds to the students’ confidence right
from the start.
“It’s more like a workforce training,
which dental assisting is perfect for.
They are still qualified to apply for most
DA positions in Oregon when they’ve
completed the program,” she said.

Oregon Programs
Blue Mountain Community College
Pendleton, Oregon
Central Oregon Community College
Bend, Oregon
Chemeketa Community College
Salem, Oregon
Linn-Benton Community College
Albany, Oregon
Portland Community College
Portland, Oregon
Lane Community College
Eugene, Oregon

PCC hosts several career fairs
throughout the year that are open to
high school and college students to
promote the dental assisting career.
Its website highlights dental assisting
as a career and the programs it
offers. And its media department is
in the process of creating a video
that focuses on the dental assisting
profession and its program. The video
will have a three-minute version and
a one-minute version, with the longer
video used on the website and in
formal presentations and the shorter
version featured on social media,
Beach said.
PCC’s health admissions office also
holds several “information sessions”
each term where the career of
dental assisting and the PCC Dental
Assisting program, as well as its other
dental programs, are presented to
students entering the field.
Harrison, Bone and Beach shared
several rewards people can enjoy in
dental assisting, from working with
entire families who are patients to
September 2018
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TRANSITION
POINTER
WHAT ARE THE
ADVANTAGES OF AN
ACCURATE PRACTICE
APPRAISAL?
• Enhances seller
confidence in total
retirement assets
• Greatly diminishes the
chance of a practice
transition failure
• Obtaining 100% financing
is much easier
• It may decrease the time
it takes to sell since both
the buyer and seller
can be conﬁdent in the
sale price
Dental practices are increasing
in value. However, every practice
is unique and needs to be
valued in that manner.
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I have appraised over 2,000 practices
and sold over 450 in the past 30
years. My average sell price is
97% of my appraised value.
If a practice transition is in your
future, give the expert a call.

GARY SCHAUB

HELP Appraisals & Sales, Inc.
ADS Oregon
333 S. State St., #V225
Lake Oswego, Oregon 97034
GarySchaub@comcast.net
www.ADStransitions.com

PRACTICE TRANSITIONS
MADE PERFECT!™
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“With average pay
of $18.09 per hour
($37,630 a year) and a
plethora of full-time work
opportunities to choose from,
it would seem that more
young people would clamor
for the chance to work as a
dental assistant. And, yet,
they aren’t.”

reassuring patients who are anxious
or scared.
“I have several come to me and
give me a hug and say, ‘Oh Mary, I
am so glad you’re here. I could not do
this without you!’ That pretty much
says it all!” Harrison said. “The office
friendships that are made, the fun
times spent together and knowing it is
just plain fun to get up and go to work
in the morning!”
Bone said a career in dental
assisting provides an opportunity to
work for someone “who respects you,
relies on you and rewards you,” as
well as the ability to help a dentist get
through complex procedures. Other
benefits include “knowing you are
helping to make sure the patient feels
comfortable and that they know you
and ask you more questions than they
do the dentist,” she added.
Beach said she enjoys seeing
students’ progress from their first

day of school to graduation. The
rewards of teaching also include
helping students overcome
challenges and grow in confidence,
professionalism and sense of pride.
Students don’t always anticipate
what comes next in a procedure and
so to work with them and see them
anticipating what the dentist is going
to need next for a smooth, seamless
procedure is especially gratifying,
she said.
In addition, watching a student
become comfortable with dental
procedures and terminology in
such a way that he or she can
encourage and calm the patient is
very validating to teachers. When
the students can show empathy and
help patients become comfortable in
the dental office, then the instructors
know that they will be welcomed
team members when they graduate,
Beach said.

INDUSTRY KNOWLEDGE

commitment
TRUSTED ADVISOR

The dentists’ choice for banking
“Their personal touch
is more than I have
experienced with any
other bank. And it doesn’t
stop after the initial loan
is made. They reach out
and are always willing to
make things easy for me.”
TALK TO A MEMBER OF
OUR DENTAL BANKING
TEAM TODAY!

GERALD KENNEDY, DMD, MAGD

503.924.2312
pcboregon.com

www.oregondental.org
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C O O R D I N AT O R S

Community Dental Health
Coordinators Expand Access
to Oral Health Care
Oregon CDHC Dora Sandoval provides
a critical public health connection
in her Woodburn community
MANY FAMILIES DO NOT KNOW WHAT
DENTAL services are necessary for their
health, where services are located or how
to access those services. The challenges of
navigating the oral health care system can
leave patients confused and act as a barrier
to even seeking dental services, much less
receiving them.
“A lot of patients are uneducated about
the importance of dental health, about
the connection between bad teeth and
overall health,” said Dora Sandoval,
a dental hygienist in Woodburn who
recently completed training to become a
Community Dental Health Coordinator and
improve education and preventive care
in her community. “By having a CDHC on
the medical side of a clinic and talking to
patients more about the importance of
receiving dental care, we can improve their
overall health.”
While Sandoval’s insight into the need
for dental health education and preventive
care is not new, the training she received to
implement these practices stems from one
of the newest and fastest-growing types of
oral health care providers in the country.
Like community health workers,
Community Dental Health Coordinators
(CDHCs) are front-line dental health workers
who have a deep understanding of the
communities they serve. According to the
American Dental Association, which helped
develop the CDHC training curriculum,
CDHCs are liaisons between patients,
physicians, dentists, community health
centers and other social service agencies
to facilitate access to services and improve
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the quality and cultural competency of
service delivery.
Sandoval spent 15 years working as a
dental hygienist, including 12 years working
in public health, before the dental director
at her clinic suggested she look into the
online CDHC training program. She liked
the idea of working as a community liaison
between medical and dental providers and
their patients.
After completing the 12-month online
program, Sandoval realized that much of the
work she had previously been doing through
her role in public health was similar to that
of a CDHC, but with the formal training, she
had new skills to better serve patients in
her hometown.
“The class taught me how to interview
patients, allowing them to speak instead of
me putting words into their mouths,” said
Oregon Dental Association

$
X

Source: American Dental Association Health Policy Institute. For more information, visit ADA.org/HPI.

“[On August 4,] I got to participate again in the Mexican Fiesta Parade along with my two sons. This was the first year that the clinic has a booth and sponsors
the Fiesta so I got to work in the booth for a few hours. It was great!”
www.oregondental.org
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“By providing culturally
competent care, CHDCs
can connect with patients
on a more personal level
while addressing many of
the reasons that keep people
from visiting a dentist such
as fear, cost or lack of oral
health education.”

Sandoval. “I really enjoyed learning how
to have a better conversation with my
patients.”
Today, Sandoval uses these skills in her
work as Oregon’s reportedly first formally
trained CDHC, educating community
members about oral health and serving as
a liaison between dentists and patients in
her community.
Sandoval likes to spend time in the
Creative Learning Center and the toddler
and preschool centers at Woodburn High
School, teaching the teenage parents and
their toddlers about teeth and nutrition.
She also volunteers with the Head Start
program for the local preschool, and, in
the summer, she meets with the students’
parents, showing them how to care for
themselves and their children’s teeth.
Sandoval also works with the migrant
farmworker population in the area.
“We work with a lot of immigrant
populations, which I love because I get
to practice my language and my culture,
which I share with the majority of my

What’s your practice worth?

Receive a free market value analysis today.
www.AFTCO.net
800.232.3826
AFTCO t
|
800 232 3826
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patients,” said Sandoval, who was
born in Mexico and learned English
when she came to the United States
at age 10. “It is easier to get through
to my patients because we share that
same culture.”
Formally trained CHDCs like
Sandoval are already helping to
improve oral health and access to
dental care in 21 states, a number that
is quickly growing. They work in a wide
range of settings, including community
health centers, tribal clinics, private
practices, schools, Head Start
programs, farm worker clinics,
institutional settings, churches, social
service agencies, hospitals and others.
By providing culturally competent care,
CHDCs can connect with patients on
a more personal level while addressing
many of the reasons that keep people
from visiting a dentist such as fear,
cost or lack of oral health education.
While there are currently no CDHC
training programs located in Oregon,
online programs — like the course
Sandoval graduated from — are
accessible to any Oregonian who is
interested in becoming a Community
Dental Health Coordinator,
with or without previous dental
provider training.
As CDHCs expand across the
country and improve oral health
education and preventive care in their
own communities, they are helping to
bridge the gap between dentists and
patients. The personal connection of
teaching oral health to members of
one’s own community helps CDHCs
like Sandoval with their work.
“It helps that a lot of people in
Woodburn know me — I’ve lived
here and gone to church here for a
long time,” said Sandoval. “Every
summer in Woodburn there is a
big Mexican parade. When we
participate in the parade, I always
hear the little kids saying as we go
by, ‘There goes my dentist!’ It’s really
fulfilling to have that kind of love from
my patients.”
Oregon Dental Association

COMMUNITY
CLINICS

Central Oregon Community College
and Local Dentists Give Back
By Barry Finnemore

THIS PAST YEAR, MEHDI SALARI, DMD,
was volunteering at a dental clinic hosted
by Central Oregon Community College that
serves low-income residents in the Bend
area when a retired couple came in for
treatment. They had been longtime patients
of Dr. Salari’s at Skyline Dental, where he’s
practiced since the 1990s, but he hadn’t
seen them for a while and didn’t know what
had become of them.

www.oregondental.org

It was a happy reunion. The couple, it
turned out, had fallen on hard financial times
and were excited to see Dr. Salari again and
to know he would provide their care. For
him, it was an opportunity to reconnect with
and provide pro bono services to people he
had developed a relationship with over some
two decades.
“It was very heartwarming to help them,
and they were thrilled and felt comfortable
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“Budding dental assistants, each of whom
participates in eight of the clinics before
their practicum, benefit from the clinics
in a myriad of ways. They assist as well
as retrieve needed materials and supplies.
College faculty are on hand during the clinics
to give needed direction to the students,
who help treat patients who, in many cases,
have considerable unmet dental needs.”
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[getting treatment] because they knew me,” Dr. Salari
said. “We visited after the appointment. It was super nice
for me and for them.”
Various versions of that win-win scenario play
themselves out regularly at the dental clinics, a
partnership between the college and area dentists. In
fact, the clinics, which began nearly a decade ago, have
multiple benefits. They give dental assistant students in
the college’s accredited, one-year program hands-on
experience in a setting where they are comfortable and a
connection with people in need. For their part, providers
have an opportunity to give back, and earn continuing
education credits in the process.
Salari calls the clinics a “feather in the cap” of the
college and participating dentists.
The clinics, held two Fridays per month during the
academic year, provide mostly X-rays, fillings and
extractions to adults at or below 200 percent of the
federal poverty level. Among the people seen are military
veterans who do not have access to dental services.
The clinics also provide services such as cleanings and

Oregon Dental Association

debridements when hygienists volunteer. And patients
who need dentures are referred to a local denturist who
provides dentures at reduced rates, said Lynn Murray,
dental assisting program director, dental clinic manager
and a professor of dental assisting at the college.
Murray said the clinics, where about a dozen dentists
volunteer, have been very well accepted. During the
2017-18 academic year, the clinics saw 158 patients
and provided nearly $86,000 in services, she said. The
value of services provided the prior year was almost
identical to this past year’s total. Patients pay just a $20
supply fee for each appointment, regardless of the extent
of services.
“There’s so much need out there, and dentistry is so
expensive,” Murray said.
Budding dental assistants, each of whom participates
in eight of the clinics before their practicum, benefit from
the clinics in a myriad of ways. They assist as well as
retrieve needed materials and supplies. College faculty
are on hand during the clinics to give needed direction
to the students, who help treat patients who, in many

www.oregondental.org
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cases, have considerable unmet
dental needs.
“It’s a really comfortable place to
get your feet wet and get experience
with chairside assisting,” Murray said.
“One of the things that’s so nice for
students is they are seeing a different
group of patients than they would see
in a general practice. In this clinic,
we are seeing patients who haven’t
been to a dentist in 10, sometimes
20 years, who have a lot more issues.
It gives students a chance to be
empathetic…and give back to those
who are less fortunate. Some people
really suffer with oral disease. I have
seen a change in students’ attitudes,
and we talk a lot about how dentistry
is not something everyone has the
same access to.”
Jeff Timm, DMD, has volunteered
with the clinics since they began. He
echoed Murray’s sentiment, saying
the clinics are an impactful way for
32
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individuals to come together and
do their part to care for people less
fortunate — and boost not only their
health but their confidence. Dr. Timm
touched on the story of young man
who came to the clinics unable to get
a job because of poor oral health.
Through the course of several clinics,
the young man got an improved smile
and, eventually, found work.
Dr. Salari said it’s also invaluable
for students to assist various
dentists during the clinics. It exposes
them to different workstyles and
personalities and allows them to see
that sometimes there’s more than one
approach to a particular procedure.
“Everybody offers something
different, and everybody’s
communication is different,” he said.
“There is so much variety. It’s an
assistant’s job to adapt to all of that.
It opens their eyes to anticipate the
needs of dentists.”

Dr. Timm agreed, saying students
are exposed to dentists’ different
thought processes based on their
training and experience and learn
there are “different ways to tackle the
same problem.”
Murray said the clinics are
always in need of more volunteer
dentists. Dr. Timm praised the dental
community for its commitment to
caring for the most vulnerable, both
locally and overseas. He said the
great thing about the COCC clinics is
that they’re held in a well-equipped
facility that makes it seamless
for dentists to lend their time and
expertise, right in “their backyard.”
“They make it easy to do,” Dr. Timm
said. “I’ve sure enjoyed it.”
To learn about the clinics, and
to volunteer, please contact
Lynn Murray at 541-383-7574, or
lmurray@cocc.edu.
Oregon Dental Association

Products & Services Marketplace
OHSU Con�nuing Dental Educa�on

2018-2019

Course

Dates

Location

Cantwell Memorial Lecture

September 14, 2018

OHSU School of Den�stry, Portland

PROH Conference

October 26, 2018

World Trade Center, Portland

Infec�on Control Blazer Game

November 01, 2018

MODA Center, Portland

Sealant Course

November 03, 2018

OHSU School of Den�stry, Portland

Mastering Seda�on Nitrous Review

November 30, 2018

OHSU School of Den�stry, Portland

Mastering Seda�on Nitrous Permi�ng Course

December 1 & 2, 2018

OHSU School of Den�stry, Portland

Mastering Minimal Seda�on Permi�ng Course

November 30 
December 2, 2018

OHSU School of Den�stry, Portland

Oral Radiology Prociency Course

January 01, 2019

OHSU School of Den�stry, Portland

Medical Billing and Coding Course
Cosponsored by OAGD

February 12, 2019

OHSU School of Den�stry, Portland

Mt Bachelor Ski CE

February 22 & 23, 2019

Mt Bachelor Resort, Bend

For addi�onal info, email

To register online, visit

cdeinfo@ohsu.edu

ohsu.edu/cde
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PRACTICE GROUP

On average, it takes
200 hours to sell
a dental practice.
As a group of former dentists and experts in
practice management, we have successfully
guided hundreds of dentists through transitions.

Let us do the work.
Get started today with a free consultation.
877-866-6053 info@omni-pg.com

www.oregondental.org
908260_Omni.indd 1
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EQUIPMENT: SALE/SERVICE
Intraoral X-Ray Sensor Repair/Sales. Repairs with rapid turnaround. Save
thousands over replacement costs. We specialize in Kodak/Carestream,
Dexis Platinum, and Gendex sensors. We also buy/sell dental sensors.
Call us 919-229-0483 www.repairsensor.com

SALEM, OREGON Associate position. Large free-standing building with
1 GP, 1 endodontist, and 1 periodontist. Has been a dental office for
40 years. Tiered compensation package and potential equity interest.
Contact Megan Urban, 503-830-5765, megan@omni-pg.com. (OD117)
More listings at omni-pg.com/oregon-listings.
Southern Oregon — GP practice and building for sale collecting $527,000
in 180 days. Beautifully updated in great location! 5 ops, 4 equipped and
1 plumbed. For more information, email Megan at megan@omni-pg.com
or call 503-830-5765. (OD110)

2010 Planmeca ProMax 3D Ceph-Pano For Sale
$30,000 OBO — Pick Up Only
Purchased as a 3D unit, was not added later.
Brand new reconstruction server never used.
X-ray unit recently calibrated working perfect.
No cosmetic issues. We upgraded units so selling
this one. Please call if interested.

PRACTICES FOR SALE
DENTAL OFFICE RECRUITMENT What makes this multi-specialty group
practice unique, and better, is a commitment to proactively facilitating the
best possible health outcomes. We currently have openings in Oregon and
Washington for General Dentists, Endodontists, Oral Surgeons, Pediatric
Dentists, and Locum Tenens Dentists. As a member of the Willamette
Dental Group team, we offer a competitive salary commensurate with
experience. We are a performance based culture and offer a generous
and comprehensive benefit package. Among the many amenities we
offer are competitive guaranteed compensation, benefits, paid vacation,
malpractice insurance, in-house CEs, and an in-house loan forgiveness
program. With more than 400,000 patients throughout our 50+ practice
locations in Oregon, Washington, and Idaho, and a built-in specialty
referral network to more than 30 specialists, Willamette Dental Group
has been a leader in preventive and proactive dental care since 1970.
Please contact Kelly Musick at kmusick@willamettedental.com and visit
www.willamettedental.com/careers to learn more!
BEAVERTON Established general dental practice in same location for over
20 years with 6 fully functioning ops. Sellers earnings for the last 3 years
averaged 42.8% of collections. Offering price is $1,241,000. Contact
Megan Urban at 503-830-5765, megan@omni-pg.com. (OD115) More
listings at omni-pg.com/oregon-listings.

NORTHEAST PORTLAND, OR Hollywood Practice and building for sale.
Great street visibility, 5 fully functioning ops with room for more in
approximately 3,450 sq ft. 2017 Collections were $528,000. Contact
Megan Urban at 503-830-5765; megan@omni-pg.com for more info.
More listings at omni-pg.com/oregon-listings. (OD113)
SOUTHERN OREGON larger, established practice looking for associate
with future buy-in potential. All Endo is currently referred out so ideal
candidate would be able to do most Endo procedures as well as any other
desired procedures. Continuing education is important in this practice.
Owner was a Spears Mentor for 10 years and Cerec is available. Benefits
include malpractice and medical insurances, 401K, and CE allowance.
Contact Megan Urban at 503-830-5765, megan@omni-pg.com (OD116)
More listings at omni-pg.com/oregon-listings.
Endo Practice For Sale in Southern Oregon. Annual collections of. $600,000
on 100 days of work. Incredible potential for growth. Doctor will introduce
you to all referrals. Asking $300,000. Email Megan@omni-pg.com.
(OD105)
NE Portland — Free standing building just off I-84 with parking and dental
practice for sale. 3 ops with room for more. Established dental practice
for over 54 years, experience team. Collecting $275,000 a year Email
megan@omni-pg.com or call (877)866-6053 for info. (OD113)
Albany — 4 op building for sale in Albany near hospital and related services.
Parking, street signage exposure. 2,025 square feet. Has been dental office
43 years. Contact Megan@omni-pg.com for more information. (OD108)
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Oregon Dental Association

I’m a dentist

— not an

HR SPECIALIST

We partner with you to manage your tough Human
Resources responsibilities
Dentist Management Corporation (DMC) has been serving dentists for over 30
years. DMC’s HR Management Services is your partner in human resources offering:

> Employee relations and

conflict resolution
> HIPAA/OSHA compliance
management and training
> Hiring, onboarding and
release of employment

> Workers compensation and

unemployment insurance claims
> Payroll and payroll tax filing
> Benefits administration

How much is your time worth? Set
up a free HR assessment by calling
855-637-4636.
Learn more at dmcdental.com/HR.

Whether it’s insurance, financing or business & compliance solutions, we help
your practice be better. For over 40 years we have partnered with dentists and
we understand your business. Let us help you focus on what you do best.
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4.0 Transitions by

Our Mission

To impact, equip, develop, inspire, encourage, build relationships and lead with integrity
Practice Management Associates partners exclusively with dentists who are value driven, results
oriented and relationship based. Our team has been serving dentists for over thirty years. We take
a comprehensive approach, providing transition services, succession planning, leadership coaching
and communication training to build healthy teams and work environments.

Our Team

Lynne Nelson

Donna Carlson Lowell

Denise Jones

As your trusted advocate
and confidant, allow my 20
years of practice valuation,
transition, and banking
knowledge secure a predictable
transition for you.

I thrive on guiding practices
to reach their potential and
equipping the dentist with the
leadership skills needed to build
an environment which creates
loyal employees and patients.

I have been working with
dentists for over 20 years and
I understand your business
model. Allow me to help
coordinate your optimal
transition.

Co-Founder

Co-Founder

Client Coordinator

(888) PMA-404U or (888) 762-4048
info@practicemanagementassociates.org • www.practicemanagementassociates.org

