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Centura 100 Centura 446 
MATERIAL YELLOW MATERIAL 46% GOLD
 

NON-PRECIOUS MS
 COLOR YELLOW GOLD
 
COLOR YELLOW GOLD
 

ADA INSURANCE 
ADA INSURANCE CODE 02792
CODE 02791
 

UNIT PRICE $79
UNIT PRICE $62 

Centura 200 Centura 555 
MATERIAL CB-1 PRECIOUS METAL MATERIAL 55% GOLD 

COLOR WHITE GOLD COLOR YELLOW GOLD
 
HI NOBLE
 

ADA INSURANCE ADA INSURANCE
 
CODE 02792 CODE 02790
 

UNIT PRICE $62 UNIT PRICE $89 

Centura 320 Centura 662 
MATERIAL 20% GOLD MATERIAL 62% GOLD
 

COLOR YELLOW GOLD COLOR YELLOW GOLD
 
HI NOBLE
 

ADA INSURANCE ADA INSURANCE
 
CODE 02792 CODE 02790
 

UNIT PRICE $69 UNIT PRICE $99 

The Centura Gold Cast Crowns from Heumann and Associates Laboratory offer 
you six great choices of cast crowns. From the non-precious MS Centura 100 to 
the 62% gold Centura 662, all provide the quality and craftsmanship you and 
your patient expect. But, best of all...at predictable unit prices. 

Of course, Like every product that Heumann sends out, all crowns are not 
shipped until they pass our final scrutinizing inspection to ensure customer 
satisfaction...and it carries an unconditional two-year laboratory warranty. 

r-----------------------------------,
Tell me more about the six choices of 
Centura Crowns. 
o Please have your representative contact me. HEUMANN o Please send me additional information. And Associates o Please send me mailing boxes and mailing labels. Full Service Dental Laboratory 
Doctor _ 

520 East FIfth St. • P.O. Box 33 Address _ 
Topeka, KS 66601 City State Zip _ 

Telephone _
913-235-9293
 
800-255-2412
 

THE CENTURA GOLD FEES MAY CHANGE TO REFLECT POSSIBLE INCREASE OR DECREASE IN THE GOLD MARKET. 



4 NEBRASKA DENTAL ASSOCIATION 

Dentures In Just 
Three Appointments 

This proven technique is an effective sys­
tem for fabricating highly accurate, stable and 
esthetic dentures in just three appointments. 

The system offers... 
• simplicity, yet precision 

• improved fit and stability for the patient 

• time saving procedures for the dentist 

• 50% reduction in office visits for the patient 

• chairside training at no additional cost. 

r------------------------, 

YESl Iam interested in reaching ahigher level of 
efficiency and quality care for my edentulous patients. 

o Please provide me with more information. 

o Please have a representative contact me. 

Doctor _ 

Address _ 

City. State, Zip _ 

Phone _ 

HEUMANN P. O. Box 33, S20 East Fifth St./ Topeka, KS 66601 
L And Associates 913-235-9293/ BOO-432-3586 (KS) /800-255-2412 ~ 

The Tri-Denture 
Technique Difference... 

The unique formulation of two interfacing 
edentulous impression materials, tray design 
and measuring devices make the difference. 

50% Less Chair Time... 
With our Tri-Denture Technique, a normal 

maXillary and mandibular denture patient will 
require half the chair time as conventional 
techniques and the patient only makes 
three trips to your office. The Tri-Denture 
Technique is truly 
a time-savings 
asset to the dental 
practice and ... 

It's As Easy As 

1-2-3� 
HEUMANN� 
And Associates� 
Full Service Dental Laboratory 

P. O. Box 33, 520 East Fifth St. 
Topeka, KS 66601 

913-235-9293 
800-432-3586 (KS) 

800-255-2412 
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By owning your building you can build equity with every payment, take 

advantage of long-term appreciation and perhaps qualify for significant tax savings. 

Your building can be working for you year after year. 

The Money Store· has been America's #1 SBA lender since 1983. Our loan 

programs can finance owner-user commercial real estate, practice acquisitions, 

equipment and more. Application is easy and approval is quick. 

The Money Store· has helped hundreds of professionals maximize their 

business potential. If you're ready to take your practice to the next level, call 

The Money Store· first. 

Askfor Connie Rose 
'THE MONfYSJORE' (402) 341-2232 or (800) 722-3066 

America's partner for growing businesses http://www.themoneystore.com 

Loan programs may be offered by The Money Store Investment Corporation (TMSIC) or The Money Siore Commercial Mortgage Inc. (TMSCMI). subsidiary corporations ot The Money Store Inc. 
Loan lerms and conditions may vary based upon lending program. subsidiary and applicant Qualificalion. 

premiums paid, the better the coverage. The lower the premiums, 
the less the coverage has to be." 

From Jerome S. Cohen, DMD and Steven H. Schwartz, DMD, 
Budd Lake, NJ: "Our fees are based on the overhead involved in 
practice, the treatment plan selected, the extra training the doctors 
and staff undergo in order to provide the highest level of care, 
salaries that enable us to hire the most competent staff possible and 
the time it takes us to prOVide you with the desired dental treatment. 
I do not believe it is in either of our best interests for us to 
compromise our recommended treatment in order to accommodate 
insurance-company schedules, but we are more than happy to 
discuss a treatment plan's advantages and disadvantages with you, 
thereby involving you rather than the insurance company, in the 
decision-making process. The treatment we recommend will be 
based on our professional judgment about what is in your long-term 
best interests and not on whether or not you are covered by a 
dental-benefit plan." 

A practitioner who wishes to remain anonymous includes in his 
written response to patients the results of a survey done by the 
Washington State Dental Association of 28 insurance carriers 
regarding how they determine UCR fees. The results, his letter 
states, "... were illuminating, but not surprising." A summary: 

No two carriers used the same definition of 'usual, customary and 
reasonable.' The lack of a standard definition means that carriers, 
including yours, are free to define the term in any fashion they 
choose. 

2. Carriers used Wisely differing methods to arrive at what they 
consider to be UCR determinations. Some carriers divide the state 
into geographic areas on the basis of zip codes, while others divide 
it into 3, 4, 6, 17 areas or even use the state as a whole. Some 
update their data monthly, some quarterly, some bi-annually, others 

annually .... 
3. UCR determinations made by carriers for the same 

procedures in the same city at the same time differed by as 
much as 136 percent. In other words, if 40 patients had gone 
to the same dentist on the same day, had the same work done 
and were charged the same amount, their insurance benefits 
would have been dramatically different even though all the 
carriers maintained they paid UCR! This, of course, comes as 
no surprise, given the lack of common definitions and the lack 
of common methodologies cited above. 

Dr. Richard H. Price, DMD, Newton Dental Associates, 
Newton Center, MA, answers the UCR question by shOWing 
patients the follOWing answer to a reader's question concerning 
UCR from the November 1991 issue of Consumer Reports: 
"While insurance companies ostensibly base their 
reimbursement levels on the physicians' charges in your area, 
the terms 'usual, customary and reasonable' can mean whatever 
an insurance company wants them to mean. If you feel you 
have not been reimbursed fairly, challenge your insurer. Most 
insurance contracts contain a provision for appeal. If you find 
your policy difficult to interpret, your state's insurance 
department should be able to help you. Finally, if there's a lot 
of money at stake, you may want to consult an attorney." 

In summalY: Think about what you want to do or say in 
such situations. Involve your staff. It is too important a question 
to answer off-the-cuff. 
Bob Levay 
The author is President qfSuccess Dynamics Inc., a market 
research firm in Great Neck, NY. 
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The New Commitment to 
Patient Satisfaction 
by Todd Hollander 

At a time when so much of the dental profession is changing, 

one truth remains constant: Satisfied patients are a dentist's most 

valuable asset. Because of thiS, patient satisfaction should be 

viewed as the hub of the wheel around which the practice 

revolves. Faced with enormous changes in dentistry over the last 

several years, many practitioners have been distracted from the fact 

that all the other aspects of the practice, while enormously 

important, are the spokes on the wheel. Focus too intently on the 

spokes instead of the hub and you will find your practice riding a 

road considerably rougher than necessary. 

After all, how profitable is an investment in new technology if 

patients are not satisfied with the staff who use it? In the long run, 

how beneficial is a packed schedule if it raises the attrition rate 

because patients are spending additional time in the waiting room? 

Over the long haul, satisfied patients will yield far greater returns 

than any short-term solution. 

There is no doubt that patients are more knowledgeable about 

dental care than ever before. And because of the growth of 

managed care and internet access to detailed information about the 

dental profession, patients are also more demanding than ever 

before. Patients now expect high-quality care delivered at 

convenient hours by friendly, capable staff-all at a price their 

insurance company deems "reasonable and customary." In short, 

it is becoming harder and harder to keep patients satisfied. 

So why don't all dentists routinely assess the satisfaction of their 

patients? As the head of a company which provides sophisticated 

but affordable patient satisfaction research, I have been amazed by 

some of the excuses dentists have offered over the years. One of 

the more common is "We don't need to do a patient survey. If our 

patients don't like something we're doing, they'll just tell us." The 

truth is that very few patients will express an opinion-positive or 

negative-unless they are asked. However, when given the 

opportunity to fill out a brief, non-threatening survey, patients are 

eager to prOVide feedback about both positive and negative 

experiences. Even if they don't take advantage of the opportunity, 

most patients appreciate the invitation to express their opinions 

and the demonstration of the staffs concern for their satisfaction. 

A number of dentists have told us they are afraid to conduct 

patient surveys because they don't think they could handle 

negative comments from their patients. That is like leaVing your 

credit card bill unopened because you are afraid to see how much 

you have spent. Meanwhile, the interest on your debt continues to 

accrue. 

Since launching our service in 1993, CheckUp has helped 

dentists measure and increase patient satisfaction through Simple, 

inexpensive patient surveys. In 1995 our service earned the 

endorsement of the American Dental Association. 

In a typical survey, CheckUp designs a questionnaire which 

allows patients to anonymously rate their satisfaction with every 

important aspect of the practice. The questionnaire usually 

consists of about 40 closed-ended questions with ample space for 

open-ended comments and suggestions. The survey and 

postage-paid envelope can be handed to patients as they leave 

the dental office, mailed from the dental office, or mailed from 

CheckUp. 

Completed surveys are returned postage-paid to CheckUp, 

which produces a better response than surveys returned to the 

dental office. CheckUp tabulates the data and sends the dentist 

a comprehensive report detailing not only how satisfied patients 

are on an absolute basis, but also how the patients' ratings 

compare to patients in other practices. This comparative 

information is the real value of our service because unless you 

know how satisfied patients in other practices are, it is impOSSible 

to know what the results of a patient satisfaction survey mean. 

With CheckUp, you get this additional information for the same 

amount or less than you would spend on a do-it-yourself 

survey-an average cost of less than a dollar per patient 

surveyed, with a minimum of 150 surveys. The fee is paid in two 

equal installments by check or credit card. Although we have 

never been asked to honor it, we continue to offer a money-back 

satisfaction guarantee. 

Whether dentists avail themselves of the CheckUp surveyor 

some other method of measuring patient satisfaction, both the 

public and the profession are well-served by a renewed 

commitment to patient satisfaction. But consistently satisfying 

patients while maximizing production and profit is no easy task. 

In fact, there are times when these objectives are at odds and a 

choice has to be made. A commitment to quality and a genuine 

understanding of the long-term payoff can reduce the temptation 

to cut corners or take the path of least resistance. King Solomon 

claimed that "a good name is more desirable than great riches." 

Think of patient satisfaction as your "good name" and guard it 

like a prized possession. 

Mr. HoUander is Director of the CheckUp Company in 

Atlanta. Additional information about the CheckUp® 

patient satisfaction survey can be obtained by phone 

(1-800-849-0869). 

In Memoriam� 
The NDA extends their sympathies to Dr. Greg Gano, Jr., of 

Omaha and his family on the death of his father Dr. Greg Garro, 

Sr. He passed away on May 25, 1997 & was 70. 
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Kansas City Dental ConventionlExhibits� 
Co-sponsored by Greater Kansas City Dental Society and 5th District of Kansas� 

Friday, October 3, 1997� 

R. W. Nash, DOS Debra Engelhardt-Nash 

Advanced Bonded Ceramics will cover color con­ Staff Communication Skills fOJ' Cosmetic/� 
siderations. V-laminates for facial and lingual cov­ Estlletic Care - Participants will learn specific� 
erage, mini-crowns of 360 laminates, and solving techniques to increase practice productivity through� 
multiple esthetic and functional problems with all types of patient care.� 
bonded ceramics.� 

Saturday, October 4, 1997 

Kcn A. Ncnman, DMD Amy Kirsch 

Cosmetic Dentistry/Cosmetic Imaging - New The Exceptional Fee-FoJ'-Service Dental 
Vistas in Communication - Many high tech items Practice will address issues facing those pI'3ctices 
on the market will be examined and how they will wishing to maintain their fee-for-service practice 
affect the practice of the future will be considered. during the challenges of managed care. 

Bartle Hall - Downtown Kansas City, Missouri 

EXHIBITS OF DENTAL EQUIPMENT, DENTAL MATERIALS, DENTAL LABS, AND OTHER 

INFORMATION OF INTEREST TO THE PRACTICING DENTIST 

Friday afternoon reception in exhibit hall with door prizes as donated by exhibitors.� 
A block of rooms is being held at the NEW Omni Hotel- 816-474-6664.� 

For Further Information Call: 816-737-5353 

Season Underwriter ADA Mbr. Non ADA Mbr Auxiliary/Staff MAIL REGISTRATION TO: 
pre-pd 175.00 235.00 65.00 Greater Kansas City Dental Society 

Fee includes programs and lunch both days. 5907 Raytown Trafficway 
Kansas City, MO 64133 Exhibits only, no charge. 
or FAX: 816-737-5340 

Dentist Name _ Names of other attendees: 

Address _ 1. _ 

City State Zip _ 2. _ 

Phone _ 3. _ 

CHECK ENCLOSED $ _ 
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July 11 September 5 & 6� 

CE Course, "OSHA Update & Surgical Endodontics," Drs. James Radiology for Dental Assistants, Dr. Carol Brenneise, Creighton� 

Howard & Kenneth Knowles, Course held in Rapid City, S.D. University.� 

Creighton University. (3.5 hrs. CE)� 
September 8-11 

July 11 Four day CE program at Offutt Air Force Base. See article on 

"Advanced Insurance Coding & RepoI1ing," Dr. Tim McVaney, page 15. Contact NDA for information. 

Creighton University. 
September 9 

July 25 ODDS General Membership Meeting, Speaker-Dr. Steve Smith, 

NDA Board of Tnlstees, Mahoney State Park, 12:30 p.m. "Sleep Apnea," Anthony's. 

July 26 September 12 

NDA Young Professionals Annual Picnic, Antelope Park, Lincoln, CE Course, "Removable Prosthetics Update," Drs. Dennis Nilsson 

3-7 p.m. See article on page 9. & Jared Smith, Creighton University. (6 hrs. CE.). 

August 7 & 8 September 19 

"Radiological Health & Right Angle X-Ray Technique for Dental "Effective Practice Communication," Robin Wright, Creighton 

Assistants," Dr. Michael McNally, UNMC College of Dentistry (16 University. 

hrs. CE.). 
UNMC Course Registration (402) 559-4523 

August 22 
For Information (402) 559-4152 

CE Course, "The Component Partial: Titanium & Laser Welding," 

Dr. Bert Cecconi, Creighton University. (6 hrs. CE.) Creighton University registration and information in 

Omaha 280-5054, outside Omaha 1-888-273-6576.
August 25� 

LDDA Board of Trustees Meeting, 5:30 p.m., NDA Office.� 

Emergency 
DENTAL©1996 

Emergency cases can cause congestion in your schedule and often it's not possible to see these patients in a timely� 

fashion. Emergency Dental can help you respond to the emergency needs of your patients. Our experienced,� 

highly qualified dentists are trained to handle dental emergencies and no appointments are necessary. Every� 

attempt will be made to coordinate treatment plans with you and follow-up reports will be provided to� 

your office within 72 hours of treatment. Call today for a personal tour of our new facility.� 

BECAUSE PAIN CANWT ""AIT!� 

593·9911� 
96th and IlL" 

Maior credit cards and most insurance plans accepted. 
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FOR SALE: Two practices-Satellite Practice: 30 minutes ­
Omaha-Lincoln, terms. Starter Practice: Omaha. PEB Practice' 
Sales - 12405 Woolworth Ave., Omaha, NE 68144 Bob - 402/334­
9562. 

COMPETENT GENERAL DENTIST NEEDED IN OMAHA. 
Experience in Molar RCT and surgical extractions an advantage. 
Compensation is salaty plus commission. Contact NDA Box 
#0424. 

GENERAL PRACTICE, WESTERN NEBRASKA. Gross $200k, 
two days per week. (#NE914). Call Peter Mirabito, DDS, Precise 
Consultants, 1-800-30SAlES. 

AN OPPORTUNITY EXISTS FOR A DENTAL SPECIALIST IN 
PEDIATRIC DENTISTRY, ENDODONTICS OR PERIO in this 
southwest suburb of Omaha. Available is a 1,685 sq. ft. office, 
newly improved and decorated (has been functioning as dental 
office for last 3+ years), furniture, some equipment, etc. Closest 
specialist is 8 miles away (excluding orthodontists). This is a 
rapidly growing bedroom community. Contact NDA Box #0423 
for more information. 

EXCEllENT OPPORTUNITY FOR ASSOCIATE INTERESTED 
IN BUYING OUT OWNER ON CONTRACT. Three fully 
equipped operatories and complete laboratory. Established 
practice with good gross, excellent net, low overhead, and 
experienced staff. Centrally located to thriVing city in Nebraska. 
Present owner would like to stay to assist transition and work 
part-time. Send resume or inqUiries to NDA Box #0425. 

SOUTIlERN COLORADO. Pankey philosophy. No capitation. 
Est. 10+ yrs. Prof. Bldg., 3 ops. 34 hrs. wk. 1995 Gross $260k. 
Dr. mOVing. Call Peter Mirabito, DDS, Precise Consultants, 1­
800-30SAlES. 

ASSOCIATESHIP POSITION AVAILABLE FOR A HIGHLY 
MOTIVATED INDIVIDUAL up to full-time in the South Omaha 
area. With buy-in potential. Please contact Valorie Wiley at 

ASSUME LEASE on 3 year old Intra-oral camera system. Reveal, 
Welch Allyn System, rarely used, color monitor and printer, cart 
included. Price negotiable. Contact Diane 402-331-1695. 

FOR SALE: North central Iowa - Attractive facility, low overhead. 
Wonderful staff, patients, great schools, hospital. Reasonable 
terms/down payment. Send resume to: Advanced Practice 
Management, 7101 York Avenue So - 240, Edina, MN 55435. 

BEAUTIFUL PRACTICE FOR SALE OR ASSOCIATESHIP, Newly 
Remodeled, Western Nebraska, Great Equipment, OWNER WIll 
FINANCE, Gross: $235,000-$265,000. (308) 623-1111. 

GENERAL PRACTICE, CENTRAL NEBRASKA. 1995 Gross $465k. 
Well equipped office. No capitation. Dr. retiring (#NE401). Call 
Peter Mirabito, DDS, Precise Consultants, 1-800-30SAlES. 

NEBRASKA, SOUTH CENTRAL AREA, 3 ops, nitrous, 
established thirty years, very low overhead, flexible terms and 
reasonably priced. Great opportunity. 5821 l\TW 4th, Lincoln, 
NE 68521, 402-435-8243. 

EQUIPMENT FOR SALE: Autoclave, chairs, cabinets, polaroid 
close up camera, panelipse, x-ray film processor, sectional 
reception desk, entire office contents. 423-3111 

WANTED: Used dental cart, vacuum pump and compressor. For 
church sponsored clinic in Jamaica. Donations would be 
appreciated. Call Dr. Walline - 402/564-1821 

AU ads with an NDA box number should be mailed to: 

Nebraska Dental Association� 
NDA Box # _� 

3120 "0" Street� 
Lincoln, NE 68510� 

(402) 733-3932 if interested. 

Great Dental CE at Offutt 
Offutt Air Force Base (near Bellevue), is hosting a four day 

dental program. Attendance will be on a limited basis but it is felt 

that a number of civilian dentists will be able to be part of this 

event. 

The dates are September 8-11, and presenters will be from 

UNMC, Creighton, Iowa, Eglin AFB, and a speCial guest 

appearance by Dr. Edward Narcisi. Dr. Narcisi is Associate 

Professor in the Depaltment of Fixed Prosthodontics University of 

Pittsburg. The fee to attend is an incredibly low $10 per day or $25 

for four days. 

For more information call the NDA's Central Office. 

Medicaid Accepting ADA's Form 
As ofJuly 1st, Nebraska's Social Services office started accepting the 

current ADA claim form. Dentists who proVide care to Medicaid 

recipients should have received the appropriate information from the 

State. Be patient with Social Selvices dUring this transition. Dentists 

need to submit claims on the ADA's 1994 form. 

Congrats, Thanks, Etc. 
Congratulations to Dr. Richard Blankenau of Omaha. He 

was recently featured in an alticle in the Omaha World Herald 

about the "newly approved laser cavity repair." He has researched 

lasers for many years and has traveled the world to promote the 

potential of laser dentistry. 

Congratulations to Dr. Ron & Elise Attanasio of Lincoln on 

the birth of their daughter D'Anna Barbara. D'Anna was born on 

April 24, 1997 and tipped the scales at 7 Ibs. 12 oz. She joins 3 

brothers & 1 sister. 

Kudos to Dr. Stephen Leeper, dean of UNMC College of 

Dentistry in Lincoln, who was recently named a member to the 

Board of Commissioners of the Joint Commission for National 

Dental Examinations of the ADA. He will selve a four-year term 

as a representation of the American Association of Dental Schools. 

Congratulations on this honor! 
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WHAT SHOULD I DO NEXT?� 
Not sure? Let us help determine your needs, explore your 
options, and design a program that will 
maximize your "Quality of Life" ... NOW. 

Retire 
No matter how far along you are ? 
in your career, AFfCO can 
help you make the right 
move. 

Call today... the time to 
plan for your future is now! 
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