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Message from the President

C. Rieger Wood, 1ll, DDS

Greetings to all,
Wow! It is hard to believe that it’s time to begin thinking about the ODA Annual Meeting
in April. We have an incredible array of activities and educational opportunities planned for

you, your spouse, and the entire dental team.

This year’s meeting has a phenomenal line-up of speakers with a variety of topics sure
to satisfy the educational needs of all who attend. Our speakers have incredible credentials
and are known nationally for their expertise in their respective fields. | know you will find
their presentations to be helpful in your everyday practice. We have selected speakers and
topics that will increase your knowledge and comfort level when working with special-needs
pediatric patients, compromised severe and worn dentitions, removable prosthodontics,
dental materials, laser technology, as well as the latest trends in practice management.

The ODA, in conjunction with the Alliance, will host a panel discussion that addresses the
practical and sobering topic: “What If | Don’t Wake Up Tomorrow?”. Our strategic plan was
visionary in identifying the need to increase our knowledge of the various population groups.
Our 2010 meeting will provide invaluable educational opportunities and useful information
for all who attend!

We are again hosting a blood drive, sponsored by the Oklahoma Blood Institute, to help
replenish Oklahoma’s blood reserve. Dentistry cares — this is an opportunity for the dental
family (dentists, hygienists, assistants, receptionists, business managers, and spouses) to
give back. With your donation, you will also benefit from a mini-health screening to check
blood pressure, hepatitis antibodies, and cholesterol. Please stop by and donate — let’s show
everyone dentistry’s incredible generosity!

Our exhibitors have everything your dental practice needs and more. They help make
our meeting a big success. Please visit all the booths, check out all the new products and
services, and get answers to questions about existing equipment, supplies, and services.
And don’t forget the DENPAC Silent Auction, located in the center of the Exhibit Hall! It
promises to have just the right thing for you! Be sure to take some time to peruse the
auction tables.

Saturday evening will be the President’s Dinner with a “Diamonds and Denim” flare. The
band, The Stars, is regionally known and plays incredible music. Everyone will enjoy dancing
the night away, so you won’t want to miss this final event of the weekend!

Dr. David Birdwell, Annual Meeting Planning Committee Chair, and his committee have
been working very hard to make sure this is a successful meeting. Mark your calendars now,
because you won’t want to miss a single day or event. This year’s ODA Annual Meeting will
prove to be one of the best ever!

| look forward to seeing you there!

C. Rieger Wood, 111, DDS

President
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Calendar of Events

March 2010

3rd
— Dentist Day at the Capitol: ODA

5th

— ODA Council on Governmental Affairs Meeting: ODA, 9:00 AM
— ODA Board of Trustees Meeting: ODA, 1:30 PM

— TCDS All-Day CE: Tulsa Renaissance Hotel

9th
— OCDS Board Meeting: ODA, 6:00 PM
— TCDS Awards Banquet and Officer Installation: Tiamo’s, 6:30 PM

12th
— ODA Annual Meeting Planning Committee: ODA, 10:00 AM

15th
— Retired Dentists Lunch: ODA, 11:30 AM

25th
— ODA Rural Externship Panel Discussion: ODA, 5:30 PM

30th

— TCDS Executive Committee Meeting: Tiamo’s, 6:00 PM

April 2010

13th
— OCDS Board Meeting: ODA, 6:00 PM

19th
— Retired Dentists Lunch: ODA, 11:30 AM

21st
— OCDS Woody Cohlmia Golf Tournament

22nd

— ODA Annual Meeting: Cox Convention Center

— ODA Board of Trustees Meeting: Cox Convention Center, 10:00 AM
— ODA House of Delegates Meeting: Cox Convention Center, 1:00 PM
— ODF Board of Trustees Meeting: Cox Convention Center, 4:30 PM

23rd

— ODA Annual Meeting: Cox Convention Center

24th

— ODA Annual Meeting: Cox Convention Center

26th
— ODA Offices Closed

MEMBER PUBLICATION
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As part of your ADA membership, you're eligible to receive substantial savings on products for your kitchen,
laundry room, garage and home using the VIPLINK™ Program by Whirlpool Corporation. You can save money
on recagnized brand-name consumer products such as Whirlpool®, KitchenAid®, Maytag®, Amana®, Gladiator®
GarageWorks and more. Save on energy too! No one in the industry ofters you more choices for ENERGY
STAR* gualifying products.

With this program you'll enjoy the fallowing benefits:

= Special member prices
= Convenient shopping on a secure website
= Easy payment with Visa® and MasterCard*

= Low cost delivery and installation or free pick-up at designated Whirlpool locations.*
Ordering is easy:

1. Go to www.partners.whirlpool.com

2. Select the "Create an Account” option

3. Enter the Group Code: ADA2ZA2T75
4. Complete required fields and begin shopping

Order online or by phone at 1-866-808-9274, M—F 8:00am - 6:00pm ET (have your ADA Group Code available)
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ODA PATIENT'S PAGE

This message brought to you by your dentist - a proud member of the Oklahoma Dental Association

Thumb Sucking

You may be concerned about your child’s thumb sucking and wonder if it is
harmful, at what age your child should stop, or what could happen if your child
doesn’t stop.

Children suck on things because sucking is one of a baby’s natural reflexes, and as
infants get older sucking serves many purposes. It may make them feel secure and
happy, and they learn about their world by sucking on fingers, pacifiers, or other
objects. Young children may also suck to soothe themselves. Since thumb sucking is
relaxing, it may help induce sleep.

After the permanent teeth come in, sucking may cause problems with the
proper growth of the mouth and alignment of the teeth. It can also cause changes
in the roof of the mouth. The intensity of the sucking is a factor that determines
whether or not dental problems may result. If children rest their thumbs passively
in their mouths, they are less likely to have difficulty than those children who
vigorously suck their thumbs. Some aggressive thumb suckers may cause problems
with their baby (primary) teeth. If you notice changes in your child’s primary teeth,
consult your dentist.

Children should have ceased sucking by the time the permanent front teeth are
ready to erupt. Usually, children stop between the ages of two and four years.

Pacifiers can affect the teeth essentially the same ways as sucking fingers.

However, it is often an easier habit to break.
Tips:

ePraise children for not sucking, rather than scolding them when they do.

eChildren often suck their thumbs when feeling insecure or needing comfort. Focus
on correcting the cause of the anxiety and provide comfort to your child.

eFor an older child, involve him or her in choosing the method of stopping.

eYour dentist can offer encouragement to children and explain what could happen
to their teeth if they do not stop sucking.

e|f the above tips don’t work, provide a reminder to the child by bandaging the
thumb or putting a sock on the hand at night. Your dentist or pediatrician may
prescribe a bitter medication to coat the thumb, or recommend the use of a
mouth appliance.

T

Children
should have
ceased
sucking
by the
time the
permanent
front teeth
are ready
to erupt.

Oklahoma
A Dental
Association



OKLAHOMA DENTAL ASSOCIATION’S

February Legislative Update - SB 2051

SB 2051

Preventing Oklahoma Insurance
Companies from Capping
Non-Covered Services

Here’s the facts...

Did you know?

¢ A national trend has developed where
insurers are setting caps on dentists’-fees for
services not covered by the insurance plan.
This policy sets a cap on the amount that a
participating dentist can bill the patient for
services not covered by the plan, thus setting
a maximum allowable fee on non-covered
services.

¢ This is a business
decision on the
carriers’ part with
full awareness of
the implications for
relations with their
provider networks.
In down economic
times, this is a
calculated risk they
may be willing to
take to reduce costs
and shift risk to
provider networks to
remain competitive
in the marketplace.

¢ Most dental
insurance carriers in Oklahoma have adopted
this practice and have been imposing these
caps on dentists for more than a year.

What has been done?

¢ The Rhode Island Dental Association was
successful in their effort to pass legislation
to prevent dental insurance carriers from
capping fees on non-covered services. The
Governor recently signed into law House

Bill 5454. Senate Bill 0390 was also signed—
replica bills introduced in the House and
Senate were both enacted. With this victory,
a number of other state dental associations
have expressed interest in following Rhode
Island’s lead on this issue. It should be noted
that the growing interest indicates this to be
a current or potential issue in all states.

What is your ODA doing?
* Oklahoma has introduced a bill, SB 2051,
authored by Senator Glenn Coffee that will
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prevent insurance companies in Oklahoma
from setting caps on dentists’ fees for
services not covered by the insurance plan.

What are some key advocacy points

to consider when approaching your
legislators about supporting SB 2051?

e Importance of Oral Health

In 2000, the US Surgeon General aptly stated
that you are not healthy without good oral
health; an important key to overall health is
through oral health. The fact that millions

of productive hours are lost (for students
and workers) each year due to oral health
conditions helps prove the importance of
oral health care. Financing oral health is an
important part of insuring access to care and

Did you know that most dental insurance
carriers in Oklahoma are capping the
amount you can charge for services that
aren’'t even covered by the patient’s plan?

The ODA has a plan to stop this
and we need your help to do it!

dentists have a record of donating billions
of dollars in free or discounted care each
year. Insurers and dental benefit plans are
an important part of the preventive and
treatment process.

e Disruption to Patient Care

At the outset, the reduced fees help the
insurer attract customers and, therefore
improves.the insurer’s bottom line. Doctors
front the costs of this marketing approach
and have a tough decision to make when
faced with a contract amendment that caps
the non-covered fees. Patient disruption can
ensue. Small dental practices who object to
being the primary payers for the insurance
companies’ marketing approach have two
choices: 1) accept the contract amendment
or 2) end their contractual relationship. It is a
private business choice for dentists. Patients
could, then, lose the benefit provided by

their insurance carrier and either have to pay
more to stay with their dental home, or seek
care from another practitioner. Disruption to
treatment should be a real concern.

* Market Forces and Effects

Should the private practitioners who have
annually donated nearly a quarter of a
billion dollars in free and discounted care
additionally be asked to back the insurance
companies’ marketing plan that impacts

the insurer positively, but at no cost to the
insurance companies? Patients will see a
reduced cost initially, however long term
affects are not known. Study needs to

occur on the total impact this policy will
have on the oral health care system. It is
unwise to allow
such a drastic policy
change, especially
in this very tenuous
economy and
especially in the
even more delicate
health care financing
market.

e Cost Shifting
Reducing the
amount allowed

to be charged is an
erroneous method
to reducing costs.
Costs are simply
passed on; they

do not evaporate.
Reducing the cost of a product or service
most certainly has an economic impact

that simply must be considered carefully
before implementing-especially in these very
delicate times. Our lawmakers should be
asking: Has the insurance industry done such
research and is it available for public review?
Simply reducing the MAC is not a logical and
proper method to reduce ACTUAL costs. This
could affect jobs and economic growth.

e Basic Fairness

Is it appropriate for a 3rd party to minimize
financial barriers when the very same 3rd
party has no participation in sharing in

the real cost? The insurance companies’
approach is something of a paper tiger

in that they proudly offer aid to patients
seeking care but hide behind the sole
practitioner when it comes to determining
how to finance their very own policy. They

continued on pg. 12



DENTIST DAY AT THE CAPITOL

- MARCH 3rd -
MARK YOUR CALENDARS!

1:00-2:30 pomo
Come-and-go educational session and lunch at the ODA building to learn about legislative issues
on the docket that may affect dentistry in Oklahoma. Lunch sponsored by DENPAC.

Dentists meet with legislators. Schedule an appointment with your legislator to meet
during this time. Park at the ODA building and ride a van to the Capitol.

5:30 — 7:30 p.m.

ODA Legislative Reception at the ODA Building - Hors d’oeuvres and drinks provided.

Your participation is imperative! Over forty legislators attended the 2009 Dentist Day
at the Capitol reception and many legislative districts were not represented by ODA members.
The first question every Legislator asked was “Is there anyone here from my district?”.
That answer needs to be YES! A personal relationship with your State Representative
and Senator is the most important step toward educating the legislature about our issues.
Don’t sit back and assume others will be representing your district. YOU be the one!

DENTIST DAY AT THE CAPITOL — COMMITMENT FORM

Attend all the events that day, or attend only what your schedule allows.
U Yes! | will attend all of the day’s events
U Yes! | will attend only the educational session/lunch and meet with my Legislators

U Yes! | will represent my legislative district during the Legislative Reception

Name

Address

City

Phone Eax Email

Return this form to the ODA by fax 405-848-8875

Contact your Legislator to make an appointment:
House of Representatives: 405-521-2711 or 800-522-8502
Senate: 405-521-5692. Visit www.okda.org to find out who your Legislators are!
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Update from the Dentists for the Disabled and
Elderly in Need of Treatment (D-DENT)

By: Shirley Harris

2009 may not have been a banner year for Oklahoma, or the rest
of America, but THANKS to our wonderful volunteer dentists, D-DENT
had a fabulous year!

One highlight over the last fiscal year was that the D-DENT
program was able to provide 8,803 units of service, broken down as
follows:

- 2,414 applications were requested and mailed.
- 1,371 applications were received and processed.
- 1,920 referrals were made to other dental facilities for services.
- 3,098 dental appointments were logged as follows:
> 868 NEW clients were served.
> 2,230 repeat appointments.

The estimated donated dental value for all the above mentioned
dental charity work was a whopping $1,921,514.91! Woo-hoo, go
D-DENT volunteer dentists!!!

Another big highlight was being selected as a 2009 “Champion of
the Uninsured” finalist for the Blue Cross and Blue Shield Champions
of Health Awards. It’s always nice to be recognized and appreciated
for the challenging, heart-wrenching, emotionally draining, but

especially great that the dentists and their staff can refer their own
deserving patients to D-DENT and receive CE credit. This hour-for-
hour credit can be granted for up to ten hours for the dentist, and
five hours for the hygienist, during a three-year reporting cycle. Itis
terribly exciting to reward these worthy volunteers for their kindness
in helping serve the needy clients in their communities.

Looking forward to the 2010 year, the D-DENT staff is
tremendously excited to be a part of OkMOM! What could be more
heart-warming than the gift of a healthy smile, better nutritional
intake, and the joy produced from a new outlook on life to
Oklahoma’s most fragile citizens?

As we reflect on our successful year and anticipate a promising
future, we again thank everyone involved with the D-DENT program
for giving such hope to those we serve. We would like to remember
all our fine dental family members who have passed on this past year,
and offer our thoughts and prayers to those who have struggled with
illness and other family issues. Here’s wishing everyone a productive,
healthy and blessed year, and let’s all remember to continue our
prayers for our troops everywhere.

rewarding efforts that are performed on a daily basis through
this highly successful charity program.

Of course, D-DENT could not have achieved this honor
without all the hard work and long hours contributed by
the fantastic volunteer dentists, whose generosity has been
overwhelming in this dire economy.

So, if you know or work for a D-DENT volunteer dentist,
please extend an extra special expression of thanks for his/her
compassion and bigheartedness during such an economically
demanding time. While great strides have been made to
bring all the dental health caregivers together, the struggle
for affordable dental health is far from over. The demand
is still great and the waiting lists are increasing daily. Every
single dental professional — from assistants, hygienists, office
managers, and dentists, to lab techs and laboratories — is
significantly needed to address the mission of improving the
dental health of Oklahomans.

On the subject of appreciation and support, the ability for
D-DENT to collaborate with so many other clinics and dental
groups would be nothing without the tremendous efforts of
the Delta Dental Foundation. It has truly been a blessing for
all of our disadvantaged clients to have the added advantage
and opportunity of more dental clinics to provide treatment.
D-DENT feels very fortunate to be a part of this newly
emerging movement that Delta Dental has provided. We
applaud John Gladden and his superb team for their vision and
foresight in the dental world!

As of July 1, 2008, D-DENT has been proud to be able to
offer, in conjunction with the Board of Dentistry, the volunteer
dentists and hygienists CE credit for treating charity cases. It is
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PRACTICE TRANSITIONS

PRACTICE SALES

THE PARAGON DIFFERENCE
\

/After handling thousands of transactions
over the past two decades, PARAGON
consultants know that no two clients and no

two transactions are the same.

A practice transition is a very personal event
that requires very special attention. Nothing is
taken for granted. We customize every single
transaction to satisfy the needs and goals of
our clients. We handle each transaction as if
we are the client. This is just one of the many
reasons why PARAGON is so unique.

Judge for yourself! Call us for a complimentary
consultaion. No obligation...just a very

worthwhile education!

-

PRESALES
ASSOCIATESHIPS

4

Call 866.898.1867 or visit PARAGON.US.COM

to sign up for our free newsletter.
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Discounts up to 35% for ODA Members

www.dell.com/okda

Considering a new office?
Ready to relocate?
Time to remodel?

35+ YEARS OF EXPERIENCE = 1,000+ PROJECTS

now hiring full & part time dentists

Dr. Sam
Brian Berry President
brian@medtechconstruction.com e ec & 4 ; . . s
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V.P. & Austin/SA Operations

bnash@medtechconstruction.com
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www.MEDTECHCONSTRUCTION.com SN

SERVING AUSTIN, DALLAS, HOUSTON, OKLAHOMA CITY, SAN ANTONIO & TULSA General Dentisty for Kids /1% 0o <!



continued from pg. 8

accept no financial participation—but certainly enjoy the
benefits of the marketing ploy at no expense to them. Where
is their true commitment to patients, their fiscal support?

* Good Will

Extending a note of appreciation for the insurer’s
commitment to patients’ access to care concerns is
appropriate. But, it is also appropriate in this situation

to question their sincerity as the policy in question is a
disingenuous approach to financing access to care. Where
does their dedication to the patient (as they would have you
believe) shine through?—the simple truth is, it does not. This
is a marketing tool that is financed solely upon the backs of
the private practitioner/small business owner. The employer
providing jobs in the community is forced to put their private
fees on permanent “sale” and find some way to make up

for the loss in revenue. Have these insurance companies
determined the impact this will have on practices? Will

jobs be lost, will equipment not be purchased for patient
safety? What are the actual costs? Until these questions

are answered, it is very unwise to continue to support this
policy. Until the insurance companies show a commensurate
commitment to the patient as they say is their focus, this
policy should not be allowed.

How can you help the ODA help you?

¢ Attend the ODA Dentist Day at the Capitol on Wednesday,
March 3, 2010. This extremely important day will begin with
at the ODA building at 1:00 pm lunch and a thorough briefing
on the issue, followed by visits with your legislators at the
Capitol. We will end the day with our annual Legislative
Reception, 5:30-7:30 pm, also held at the ODA building. We
traditionally have over 50-70 legislators in attendance and
YOU have to be there, representing your legislative district,
and continuing the efforts to convince our state lawmakers
to PASS SB 2051!

e Call your state Representative and Senator TODAY and ask
them to support SB 2051.

» Write a letter to your state Representative and Senator
TODAY and ask them to support SB 2051.

¢ E-mail your state Representative and Senator TODAY and
ask them to support SB 2051.

e Fax your state Representative and Senator TODAY and ask
them to support SB 2051.

e ...and ask your colleagues to do the same!

The ODA would like to thank the office of Political Affairs of

the American Dental Association for their assistance with this
article.
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ODA

RURAL

EXTERNSHIP
PROGRAM

All over rural Oklahoma, the need for additional dentists
is growing. The challenges of ensuring accessible care,
having the manpower to ensure quality care, and balancing
the over-saturated markets of Oklahoma City and Tulsa
with the underserved areas like Lawton and Enid, have
become increasingly difficult. A new program, the ODA Rural
Externship, introduced by the ODA’s Task Force on Rural
Manpower, is a way that the ODA is attempting to address
this issue.

Setting the groundwork for the future, the program will
connect dental students having completed their first year,
with dentists practicing in Oklahoma’s rural areas. Creating an
environment for mentorship, the program seeks to introduce
soon-to-be dentists to the great possibilities of practicing
in rural communities. Not only is this a great opportunity
for dental students, but also for participating dentists. This
program provides another way to create a succession plan,
and an opportunity to bring new possibilities to areas that
can’t afford to see their dentists retire. Each participating
dentist will be asked to provide the student with experience
in the dental office, room and board, community involvement,
and compensation for the two-week externship.

The program will officially kick off March 25th with a panel
presentation and reception for first-year dental students,
dentists with rural practices, and their spouses. If you are
interested in participating during this first panel discussion,
or just want more information, please send an E-mail to
Jerrell Welch, ODA Membership Services Manager, at
jwelch@okda.org.
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ﬂup futupe ul"'i I]estmu 2010 ODA Annual Meeting Registration Form
’

April 22-24, 2010 - Cox Convention Center - Downtown Oklahoma City

Your registration must be postmarked on or before lll. REGISTRATION FEES

April 1, 2010, to qualify for the pre-registration prices. Category On/Before On/After Amount Due
ONLY ONE REGISTRANT PER REGISTRATION FORM — 4-1-10 4-2-10

DO NOT REGISTER MORE THAN ONE PERSON ON THIS FORM. ODA/ADA Member Basic 230.00 255.00

Please make copies of this form as needed. REGISTER ONLINE at Includes free scientific sessions,

Exhibit Hall admission, Opening

www.okda.org or mail completed form with payment to: Oklahoma session, and lunch on Friday & Saturday

Dental Association, 317 NE 13th Street, Oklahoma City, OK 73104.

Forms may also be faxed with completed credit card information to ODA/ADA Member Inclusive  305.00 330.00
Includes BASIC registration, one

405-848-8875. ticket to ODA Breakfast & Learn,

Lunch & Learn, and one ticket to

The ODA will refund registration fees, less a $30 administration President’s Dinner

fee, if a written request is delivered to the Executive Director or

postmarked no later than April 12, 2010. The ODA Annual Meeting SEQS%S;EM&ZSS:S 25.00 35.00
schedule is subject to change and the ODA is not responsible for Exhibit Hall admission, and
any changes to the schedule. Opening Session
All persons who register for this meeting acknowledge reading and ODA Retired Member 25.00 35.00
agreeing to this statement: “This function’s planners claim and 'Er;‘;:l“bdlf:gﬁij;'fg':nc o
assume no liability for the acts of meeting suppliers, nor for the Opening Session
safc-—:-ty.of any éttendee, or sppuse, child or guest of an att-e.ndee, . ODA Retired St Lfe Member  FREE FREE
while in transit to or from this event. Attendees and participants in Includes free scientific sessions,
any event, including but not limited to those which may require or Exhibit Hall admission, and
. 9. . . . . . Opening Session
feature physical activity, assume all risk and liability associated with

such activity.” Non-ODA/ADA Dentist 375.00 400.00
Includes free scientific sessions,
Exhibit Hall admission, Opening
Session, and lunch on Friday &
I. REGISTRATION INFORMATION Saturday. Only available to non-members
who did NOT attend the 2006, 2007, 2008,

or 2009 ODA Annual Meetings.
Last Name:

Non-ODA/ADA Dentist 690.00 715.00
Includes free scientific sessions,

Exhibit Hall Admission, Opening

Session, and lunch on Friday &

X . Saturday. This fee is for non-members

ADA Number (if applicable): who DID attend the 2006, 2007, 2008,

or 2009 ODA Annual Meetings.

First Name: Middle Initial:

Name for Badge:

ODA Members, please indicate District:

Hygienist
Address: ODA Associate Member 72.00 82.00
City: State: Zip: Non-ODA Associate Member 90.00 100.00
Phone: Assistant

ODAA/ODA Associate Member 48.00 58.00
Fax: Non-ODAA/ODA Associate Member 60.00 70.00
Email Address: Dental Lab Technician 58.00 68.00

Dental Student

Undergraduate FREE FREE
Includes dental, hygiene,

assistant, and lab tech students

Graduate 36.00 46.00

Spouse/Guest 40.00 50.00

vn“_nan alsn_ Business Office Staff

ODA Associate Member 48.00 58.00
regISter nnllne at Non-ODA Associate Member 60.00 70.00
www.okda.org

(turn over)



IV. PURCHASE / RESERVE EVENT TICKETS

Please check each event and CE scientific session you plan to attend.

Friday, April 23 On/Before On/After Amount Due
4-1-10 4-2-10

CE COURSE TICKETS

Removable Prosthodontic Realities

(Sharifi)

8:00-11:00 & 2:00-5:00 FREE FREE

The Adhesive Restoration

(Burgess)

8:00-11:00 & 2:00-5:00 FREE FREE

Diet Wars: The Effects of Diets
on Oral & Systemic Health (Reynolds)
8:00-11:00 FREE FREE

The Ten Latest Trends in
Practice Management (Sweeney)
8:00-11:00 FREE FREE

CPR Course: Basic

Life Support for

Healthcare Providers

Limited to 30 Attendees

8:00-11:00 78.00 88.00
Dental Assistants:

Roundtable Discussion

9:00-11:00 15.00 25.00

ODA Lunch & Learn:
Ethics for the Dental Team (Cumby)
12:30-1:45 42.00 52.00

Microbes on Parade: The Amazing

Roles They Play in Health & Disease

(Reynolds)

2:00-5:00 FREE FREE

Teamwork Strategies: From
Sabotage to Support (Sweeney)
2:00-5:00 FREE FREE

CPR Course: Basic

Life Support for

Healthcare Providers

Limited to 30 Attendees

2:00-5:00 78.00 88.00
Dental Assistants:

Nitrous Oxide (Miller)

2:00-5:00 15.00 25.00

Saturday, April 24 On/Before On/After Amount Due
4-1-10 4-2-10

CE COURSE TICKETS

ODA Breakfast & Learn
Casual roundtable presentations on
various dental advancements

7:30-9:00 42.00 52.00

Practical Tips & Solutions for
the Dental Front Office
8:00-11:00 FREE FREE

Diagnosis & Restoration of the
Severely Worn Dentition (Cronin)
9:00-12:00 & 2:00-5:00 FREE FREE

Technology & Periodontal
Therapy: Trays to Lasers (Low)
9:00-12:00 FREE FREE

Dentistry for Patients with
Special Needs (Perlman)
9:00-12:00 FREE FREE

Saturday, April 24 On/Before On/After Amount Due
(continued) 4-1-10 4-2-10

CPR Course: Basic

Life Support for

Healthcare Providers

Limited to 30 Attendees

9:00-12:00 78.00 88.00

Dental Assistants:

Secrets of the Dental Community:

Signs & Symptoms of Children and

Adult Abuse (Davenport)

Includes Breakfast

9:00 - 12:00 35.00 45.00

“Life in the Real World”

New Dentist Lunch

12:15-1:45 35.00 45.00
Free for current dental students

Utilizing Laser Technology in a
Periodontal Environment (Low)
2:00-5:00 FREE FREE

What If | Don’t Wake Up Tomorrow?

Panel CE on Practice Succession
2:00-5:00 FREE FREE

SPECIAL EVENT TICKETS

ODA Alliance/Dental Spouse/Guest

Luncheon - Renaissance Hotel

Saturday: 11:30-1:30 50.00 60.00

President’s Dinner
Saturday: 6:30 PM 65.00 75.00

REGISTRATION FEE + TICKETS
=TOTAL AMOUNT DUE S

V: PAYMENT INFORMATION
REGISTER ONLINE AT www.okda.org or mail completed form with payment

to: Oklahoma Dental Association, 317 NE 13th Street, Oklahoma City, OK
73104. Forms may also be faxed with completed credit card information to
405-848-8875.

REGISTRATION TOTAL: $

QVISA UAmerican Express UMasterCard UDiscover

Card Number:

Expiration Date:

PRINT name as it appears on card:

Signature:

ODA Office Use Only

Date Received: Method: __ CK __ VI _ MC _ DIS__AX
Date Charged: CK #: Total Fees:

Name on CC or CK if different from reg:

Did a dental supply company representative ask you to register for the
ODA Annual Meeting? QYes ONo

If yes, please provide the following information:

Representative Name:

Dental Supply Company:




Who & What

2010 0DA
Annual Meeting

Dr. Burgess is a graduate of Emory University
School of Dentistry. Currently, he is the
Assistant Dean for Clinical Research at the
University of Alabama at Birmingham,

as well as the Director of the Graduate
Biomaterials program. He has served as a
military consultant in general dentistry to
the Air Force Surgeon General. He received
certification from the American Board of
Dentistry and is a diplomate of the Federal
Services Board of General Dentistry. He

is a member of the American Academy

of Esthetic Dentistry, the Academy of Restorative Dentistry, the
American Dental Association, the American and International
Associations for Dental Research, and the Academy of Operative
Dentistry. Dr. Burgess is also a fellow of the Academy of Dental
Materials and the American College of Dentists. A prolific researcher,
Dr. Burgess has published more than 300 articles, abstracts and
textbook chapters, and currently receives research funding from the
NIDCR. He is a reviewer for four dental journals and is a member of
the advisory board for the Dental Advisor, and serves on the editorial
board for Inside Dentistry. He is a past chair of the Biomaterials
Section of the American Association of Dental Schools and has
served on the Executive Board for the American Association for
Dental Research. Currently, he is a member of the American Dental
Association’s Council on Scientific Affairs, and a member of two ADA
MD 156 committees on specification development for materials and
devices. He is active in clinical evaluations of dental materials, and

is an investigator on clinical protocols evaluating adhesives, ceramic
restoratives, fluoride releasing materials, low-shrinkage posterior
composites, and impression materials.

The Adhesive Restoration

Six (6) Hours of CE Available

Friday, April 23, 2010

8:00 am —11:00 am and 2:00 pm — 5:00 pm
Lecture format/recommended for dentists,
specialists, and dental assistants

This clinically-oriented discussion takes traditional and newly
developed dental restorative materials, and compares their
clinical success. The course is designed to improve your practice

of dentistry by demonstrating which materials work, and where
they are successful, and will demonstrate successfully techniques
to handle many of your everyday clinical problems. It will not solve

staffing problems, provide instant financial success, eliminate the
recession, or promote weight loss. But, it will provide an evidence-
based approach to many controversies surrounding clinical dentistry,
and supply answers to many of your questions. You will understand
why dental materials work, rather than hear, “It works for me”. You
will see the results of many clinical trials and laboratory studies,
which will be discussed to illustrate when and where different
restorative materials should be used. The presentation is designed as
a clinical update and will demonstrate clinical success with different
composites, adhesives, ceramic materials, and cements. This fast-paced
course will improve your dental practice as well as your selection of
dental materials, and is designed to provide you with information that
can be used the following clinic day. The learning objectives for this
course are:

Adhesives

¢ See the effectiveness of wet bonding and understand why it works.

e Learn which adhesives are most effective and how to apply them in
a step-by-step sequence.

e Discover the limits of self-etching materials, what happens when
they are contaminated, and how to correct those problems.

¢ Prevent the disaster of contamination.

Anterior and posterior composites

e Select the proper composite resin kit for anterior and posterior
applications.

¢ Learn a simplified layering technique to improve anterior
composite resin esthetics.

¢ Avoid light proximal contacts.

Treating the high-caries risk patient

e See aggressive treatment of the high-caries risk patient.

e Understand caries risk and how to sort patients using this
classification.

e Learn to use four chemicals to treat these patients effectively.

¢ See the materials and how they are used for this type of patient.

Ceramic and cement selection

¢ Select the proper technique and material to avoid sensitivity.

e Learn which cement is best in every application.

¢ Discover whether light-cured materials are best for veneer
cementation.

¢ Know when you can increase post retention with a bonded
technique.
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Meet trhe Staff

A series of articles designed to help members put a face with a name of the ODA staff.

Stephanie Trougakos
Director of Communications

Stephanie joined the ODA in June 2004.

What information/assistance does your position provide for the
membership? As the Director of Communications, I'm responsible for the
content/design of your ODA Journal, as well as the Web site, E-mail updates,
Facebook updates, etc. | also serve as staff liaison for the ODA Council on
Dental Education and Public Information.

As the Director of Communications, what goals do you have for your area
in the upcoming year? The ODA House of Delegates resolved that the ODA
move more towards electronic mediums for communication. My 2010

goals revolve mainly around this resolution. | aim to build our Web site and
add various interactive features that will make navigation easier for our
members. | also have fun things planned for the E-Newsletter, so stay tuned!

What has been the most interesting part of your job so far?

After almost six years at the ODA, the ‘changing of the guard’ (as | call it) is
still the most interesting aspect of the job. Every April, as a new President
is inducted, the staff switches gears and focus. It’s been fun getting to know
each president on a more personal level during his/her term.

What is one dental-related thing you’ve learned since working at
the ODA? Sip all day, get decay!

Contact Stephanie at strougakos@okda.org
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Interesting Fact: Until recently, | owned an online cloth diaper business.

Stephanie graduated from Oklahoma
State University in 2000 with a
Bachelor’s degree in Public Relations.
She and her husband, Nick, have
made their home in Edmond, and
enjoy spending every free minute
with their curly-headed son, Mason.

Stephanie enjoys outdoor activities
such as running, hiking, camping, and
watching OSU football. She is very
much interested in all things eco-
friendly, and recently converted to
vegetarianism.

She and her husband currently
own a photography business and

love spending time on photography

together.



EASY COVERAGE FOR DERMAL FILLERS
WITH ALEXANDER & STRUNK.

Call us for more informaiton

Standing for the good of your practice.

ALEXANDER & STRUNK

Insurance Professiona/s www.strunkinsurance.com
1.800.375.8356 / 1.405.751.8356




Star of the South Dental Meeting

April 15-17, 2010
George R. Brown Convention Center
Houston, Texas

Reaching New Heights in Education and Technology

We invite you to join us for the 39th annual Star of the South Dental Meeting. Whether you want to enrich your knowledge on a given area of dental
care, sharpen your practice’s administrative skills, hone your dental team skills, support the dental community, or just want to experience a great
social networking opportunity, the Star of the South has something that will be a perfect match for you! Come to Houston and “Reach New Heights”
in Education and Technology with us. We look forward to seeing you at the Star of the South Dental Meeting, April 15-17, 2010!

CERTIFICATIONS OFFERED EXHIBITHALL SPECIALEVENTS
Registered Dental Assistant (RDA) Over 220 Exhibits Exhibit Hall Happy Hours
Nitrous Oxide Monitoring Convention Discounts ¢+ “The Wall” - 24 ft. Climbing wall
Enteral Sedation EXPO Game Prizes + “StarlightLounge”- Thursday
Invisalign I and Il Cash Prize Drawing Night Social event
CPR and First Aid CE Center The “Star” Patterson Party -
ACLS Friday Night

+ Chairman’s Cup Golf Tournament

Call (713) 961-4337 to request a Registration Brochure or visit our web site at www.starofthesouth.org !

ARE YOU PREPARED FOR THE ROAD AHEAD?

Professional Practice Associates is the dental practice transition specialist who p ro f ess i ona l
understands thar buying or selling a dental pracoce s a life-changing I
experience...we have been down that road personally! If you want to partner
with a company who you can truse to focus on your needs in a personal way
and on a professional level, please call us today at (405) 359-8784 to
schedule a free consultation or request a Dental Practice Transition Kit — ==
by visiting our website at www.ppa-brokers.com. We'll do everything we

Practice Assoc.

Sales, Valuations, & Consulting

can to make the journey a grear one.

Membar of Americon Dentol Sales



With IAPIlus your Patient’s
Benefit information can be just
a click away!

e nihe 14 Day Free Demo
your St ek it CD Available

hone oo 7

Z)‘dnde Carriers? by Request!

Join the Oklahoma Dentists who have _4\ -Claims ofterea|
already made IAPlus their staff’s solution! :'\E:&EC &Eligibility Connect

A DENTAL SYSTEMS COMPANY

Local, Statewide and National Employer’s Dental

Endorsed Vendor of " H
O Oklahoma plans at your fingertips. E-Claims
Dental
Association FIRST 2 MONTHS of UNLIMITED E-CLAIMS for FREE!

Detailed Benefits - Over 100 procedures and 25¢ per Claim for ODA Members.

limitations on each plan listing. NO CONTRACT! NO SET-UP FEE! NO HASSLE!
Free tech support & fraining is provided.

Additional employers added free by client request

Updates available weekly or monthly - You Choose!  “Real Time” Patient Verification with one of the

largest carrier lists available. Ask about the

extra discount offered for our EClaims customers.

Serving Dentists and their staff since 1987.

1-800-683-2501 www.iaplus.com

SAs 70 4
' TYPEN
_ CERTIFIED

CoreVauLT

ine Backup & Recover y

You won't regret backing up your data off-site with CoreVault."
CoreVault will make sure your critical data is secure, encrypted and
automatically backed up off-site every day to its two private data centers.
Endorsed by the Oklahoma Dental Association.

Special pricing as low as $19.95/mo.
866-981-5945 | corevault.com/oda
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THE TImES ARE A-CHANGING, ARE You?

By Harvey Passes, DDS

Who is in Control Here?

“The Dow is up. No, it’s down. No, it’s going further down!” were
the constant cries from the news commentators during the end of
2008 continuing into 2009.“Business is okay. No, business is fair. No,
it’s gotten worse!” are the relentless screams from most people in
business. What can you expect, especially when you cannot control
events? Or can you?

Back to Basics

Dentistry is my profession but | am still a small-business owner living
the same experiences as you. Many prognosticators explain that only
those businesses with substance will be standing after this economic
mess is finally cleaned up. But what does that mean? | pondered this
question until | realized that to not only survive, but also thrive in
business, one must go back to basics. The basics are the same for all
businesses, including dentistry. First, | will tell you what the basics are
not. They are not the manner in which these behemoth corporations
violated the public trust. They are not the disgraceful behavior they
arrogantly displayed in their self-imposed rarefied air.

My Business Ten Commandments

Reexamination of your business takes a lot of soul-searching. Your
business is you. It is a reflection of your values, the way-you live.your
life, and the manner in‘which.you respect people: With.that in mind,
here are my Ten Commandments in the reevaluation of my small
business. It is what creates substance;the brick and mortar of your
business: Maybe they will work for you:

1. Ethics: Do you know rightfrom wrong? Who polices you? You are
supposed to look over your.shoulder and alert yourself when things
are not right. Listen to your gut. It is never wrong. Jesus got it right
when he taught, “Do unto others as you would have others do unto
you.” Do you practice this?

2. Caring: Do you genuinely care about your clients? How do you
show it? Do you talk the talk and walk the walk? Remember, people
can see through you. You will not be fooling anyone but yourself.

3. Competency: Be the best you can be. Whether you own a watch
repair store, are the proprietor of a restaurant, own an automobile
service ;station, or fix teeth, be certain that you are at the top of
yourfield with all the knowledge and confidence necessary to get
the job done.

4. Goal: What is your clear objective? What do you want your
business to accomplish? When you retire what would you like others
to say about youand your enterprise?

5. Communication: Are you aware that listening is more important
than speaking? Are you a good listener? Do you know what your
clients want? Are you providing what they want or just what you
want to give them? Many times a day | say to my patients, “I'll tell
you what you need, but give you what you want.”

6. Innovation: Find ways to truly help your customers in ways that
others might not. It is no secret that personalized quality dental care
can be costly. How could| bring down the cost to my patients while
being able to support my practice’s expenses? Here are just four
innovations which my patients have appreciated.

¢ | now offer treatment at a lower cost when patients come in during
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the time when a cancellation occurs. This innovation offers a lower
fee for a service that is needed while filling in an empty slot in my
schedule. This is a win-win situation.

* To minimize out-of-pocket expenses for my patients, | have joined
various insurance plans.

* Thinking outside the box brought me to offer interest-free payment
plans for much needed dental care.

® Ask your patients how you can help them during this time of
financial uncertainty. They will want to cooperate with you as much
as you want to work with them.

7. Money: Do not be afraid to have a frank, honest, caring, open

discussion about the financial considerations of your services or

products. Try to always have your client come out a winner while

you can still make a decent living. Do not look to retire on their

transactions.

8. Relationship: Create a relationship based on trust, with caring and

friendly relations. Let your clients know that you will be there for

their needs.

9. Proaction: It is not enough to know what to do. It is more

important to do it. Many of us sit and wait for the right moment to

actually do something, to act. Waiting is fine, but there comes a time

when action is demanded and procrastination must be abandoned.

Do'it and do it now!

10. Self-confidence: No one knows your business better-than you..It

is always advisable to ask others for their input but you must make

the decision. Listen to your gut. It is never wrong. In your heart of

hearts you know what is right for you to do. Sometimes it is good

to go against what others believe if it feels right to you. Respect

your intuition. Have the self-confidence to invest your energy and

resources in yourself and your business. Look what happened to

most of us when we invested in others who let us down. Invest in

something which you can control yourself.

This is a time to survive while few will thrive. Getting back to basics
should help to keep yourbusiness alive rather than take a nose dive.
Maybe some of these getting-back-to-basics concepts, which you
probably know, should be revisited. | know it was beneficial for me. |
will be happy to discuss this with you.

Harvey Passes, DDS developed the clinical applications in dentistry for the
Holmim: YAG laser. He is a co-founder and third president of the Academy

of Laser Dentistry. Having completed his GPR which was followed up with a
General Anesthesia Residency in Dentistry, he developed the Dental Anxiety
Control Program to remove dental phobia from fearful dental patients.

Dr. Passes produces and hosts New York’s Long Island Cablevision show
entitled “Dr. Passes Presents”... seen ten times a week. He has served as an
on-camera consultant for Today, Fox Good Day New York, ABC Eyewitness
News, CBS The Early Show, Inside Edition, and more. He served as co-founder
of and wine writer for The Metropolitan Wine Review in New York City. He
presents motivational continuing education programs for dentists, physicians,
and business people in the art of communication. He practices general and
cosmetic dentistry Great Neck, New York. Dr. Passes can be contacted at
passes@optonline.net.



@OfficeMaw

take the cost out
of working in

cstyle?”

OFFICEMAX® PARTNER ADVANTAGE —
A BEAUTIFUL WAY TO SAVE. MEMBERS ENJOY
DISCOUNTS FROM

Oklahoma Dental Association and OfficeMax are pleased to
offer you generous savings and access to over 12,000 products
through the Instant Purchasing Account (IPA). Your IPA account 20 o/ _70 o/
provides savings on office supplies, technology, furniture and o o
environmentally preferable products and services. Tap into the

OfficeMax Partner Advantage Program with your Oklahoma Dental
Association login and password, and watch the savings mount up!

> All orders are taxed
> Orders can be shipped to a residence
> No order charge for orders over $50.
W There is a small order charge for
f L ders under $50
!_ & or
N P ; The IPA online features requires a credit
" | or debit card for payment of the order
and the address information for the
shipment of the order.

Visit officemaxsolutions.com and enter
your login and your password.

Login: 0675406
Password: omax1
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Woultakelcare of t

* Part-time opportunities avallable in all locations
* Generous Benefit plan
* Paid Vacation
* Reimbursement for CE, liability insurance, fees and licensure
* Knowledgeable, professional and experienced support staff
~ ©$2,500 bonus for referring a doctor

™

Unlimited Farning Potential ~ $

€ patlents.

W@ (ﬂE busmess.
e L | ,

* Full-time opportunities available in Enid, Lawton and Muskogee

(Fill in the blank and give us a call)

For more information:
. Office of Doctor Recruitment
| 405-707-6110
www.oceandental.net

Chad Hoecker, DDS (General Dentist)

= -
ARKANSAS e« INDIANA ¢ IOWA ¢ KENTUCKY ¢ LOUISIANA e

General Dentistry

OHIO ¢ OKLAHOMA <« TEXAS

Oklahoma Dental Association

il a. B
lﬁfl"'fd}"'

Sk1 n Learn Seminar

16 CE Hours

Call

lk - 800.489.2532

March 13-20, 2010 ~ . for registration._

Big Sky Resort
Big Sky, Montana

“information.



Considering a sale or transition of
your practice?

Through the partnership of Kool Smiles and
DPMS we've developed a practice management
organization with offices in multiple states. Our
mission has been to expand access to quality
dental care for those in need. Today we are
identifying opportunities to expand the Kool
Smiles network through acquisitions of practices
such as yours.

We recognize most dentists would rather
practice dentistry than run a business. We
provide options for dentists facing difficult
decisions regarding their practice.

For dentists looking to sell their practices, Kool
Smiles can provide the potential for high post-
sale compensation, continuation of patient care
and removal of the administrative burdens to
make dentistry enjoyable again.

Does your practice have:
e A strong location?
e At |least five operatories?
_ ® Aminimum of $1 million in annual
revenue?
e Call us at (925) 807-5237

Wy

Services provided by General Dentists.
Dr. Dale Mayfield, DMD & Associates.

If you're looking for a retirement solution or interested in
finding out more about Kool Smiles and DPMS Inc.:

Contact us at (925) 807-5237

www.koolsmilespc.com



Classifieds

Dental Transition Associates
Well-established general practice.

North of Tulsa Established general practice
for sale. Four ops plus 2 hygiene ops.
918-747-8808 or 918-747-4426 (fax)

Dentist Openings

Hiring Associate and Chief Dentists for our
practices in Oklahoma City and Tulsa. Stable
and successful offices — very rewarding
environment! We offer a guaranteed base
salary above $120,000 and 100% benefit
coverage with paid vacation. Relocation
reimbursement and bonuses offered. For more
info please call Jacob direct at 719-562-4460 or
email jdkochenberger@forba.com

For Lease: South Oklahoma City

3 Operatories plus nice reception area and lab.
Set up with all new state of the art equipment.
Digital X-Ray with panoramic. Computerized in
all operatories. Call for information Dr. Robert
D. Mars @ 405-691-3399.

PRACTICE FOR SALE: NORMAN, OK. Four
operatories in leased facility. Grossing
$1,259,000. Beautiful office and great
equipment. Dentrix. Owner will work for
you if you like. (405) 359-8784 FINANCING
AVAILABLE.

PRACTICE FOR SALE: NORTHWESTERN
OKLAHOMA. Grossing $827K in 30 hour
week. Beautiful office and equipment. Five
operatories and one Hygiene. Owner will
work for you. (405) 359-8784 FINANCING
AVAILABLE.

PRACTICE FOR SALE: ENID OKLAHOMA.
Grossing $500,000 in 32 hour week. Four
identical operatories. Beautiful office and
equipment. (405) 359-8784 FINANCING
AVAILABLE.

PRACTICE FOR SALE: TULSA SUBURB. Grossing
over $750K in 4 day week. Five operatories,
digital and Dentrix. Elec. Handpieces. (405)
359-8784 FINANCING AVAILABLE.
PRACTICE FOR SALE: TULSA. Grossing $401K.
Three operatories with hygiene. A unique
opportunity. (405) 359-8784 FINANCING
AVAILABLE.

PRACTICE FOR SALE: TULSA. Grossing
$1.2Million in four day week. Five beautiful
operatories. 100% digital. A very special

opportunity. (405) 359-8784 FINANCING
AVAILABLE.

PRACTICE FOR SALE: S.E. OKLAHOMA.
Produced $407.5K in three and a half day
week. Forty new patients per month. Three
operatories. (405) 359-8784 FINANCING
AVAILABLE.

PRACTICE FOR SALE: OKLA. CITY SUBURB.
TWO day/week practice grossing $191K. Two
ops and room for three. Dentrix. Excellent
equipment. (405) 359-8784 FINANCING
AVAILABLE.

TULSA ENDODONTIC PRACTICE FOR SALE:
More than enough business for Atwo@
endodontists. Owner will stay part time. Four
digital ops, all with microscopes. (405) 359-
8784 FINANCING AVAILABLE

STILLWATER PRACTICE FOR SALE: Four ops
grossing $350K in three days/week. Immediate
sale. FINANCING. (405) 359-8784

THE OFFICES LISTED ABOVE MAY BE SEEN
AT www.ppa-brokers.com OR CALL ADS
PROFESSIONAL PRACTICES ASSOCIATES AT
(405) 359-8784.

NO ANNUAL FEE |

enter Priority Code UAA3ZY.

-

SECURITY PROTECTION |

To apply, call toll-free 1.866.438-62 62

Mention Priority Code UAA3ZY. You can also visit www.newcardonline.com and

Make everyday purchases count.\

. \W,/_ Get something back for your everyday purchases.
WorldPoints = < S
M>. Use your Oklahoma Dental Association Platinum

Plus® MasterCard® credit card with WorldPoints® rewards, and you'll earn points
you can redeem for cash, travel, merchandise, even unique adventures.® Rewards
for the things you buy anyway. You also have the chance to show your support for

Oklahoma Dental Association every time you present your card.

ONLINE ACCOUNT MANAGEMENT

Bank of America

=

P PARLE L

5412 7534 5kL78 @
- new,  00/00 @;._ '
CHRIS L MARTIN :

Bankof America 25 _/

For information about the rates, fees, other costs and benefits associated with the use of this Rewards Card, or to apply, call the toll free number above, visit
the Web site listed above or write to P.0. Box 15020, Wilmington, DE 19850.

* Terms apply to program features and credit card account benefits. For more information about the program, visit bankofamerica.com/worldpoints. Details accompany new account materials.

This credit card program is issued and administered by FIA Card Services, N.A. The WorldPoints program is managed in part by independent third parties, including a travel agency registered to do business in California (Reg. No.2036509-50); Ohio (Reg. No.
87890286); Washington (6011237430) and other states, as required. MasterCard is a registered trademark of MasterCard International Incorporated, and is used by the issuer pursuant to license. WorldPoints, the WorldPoints design and Platinum Plus are
registered trademarks of FIA Card Services, N.A. Bank of America and the Bank of America logo are registered trademarks of Bank of America Corporation. All other company product names and logos are the property of others and their use does not imply
endorsement of, or an association with, the WorldPoints program. WP.MCV.0908

© 2009 Bank of America Corporation AR60179-100108 AD-01-09-0012.C.WP.NT.0109



REING A MEMBER OF THE ODA DOES HAVE TS ADVANTAGES!

ALEXANDER AS TRUNK

Insurance products for the practice and for the individual including:
- Professional liability - Home & Auto - Business office property - Medical - Worker’s compensation - Long-term care - Term life
- Employment practices liability - Disability - Accidental death & dismemberment - Business overhead expense - Employment Practices Liability
- Accidental Death & Dismemberment (405) 751-8356 or (800) 375-8356 — www.strunkinsurance.com

Other Insurance Programs
@

Direct Dental

Dollar-based, direct reimbursement
dental plan for employers

(918) 455-1899 - www.directdental.net

Benefits you can smile about!

Bank of America
f ODA personal/business credit card
(800) 598-8791
Practice, practice sales & acquisition financing
(800) 491-3623 — www.bankofamerica.com

. =g CareCredit
Bankof America carecrw‘t P:Iie;n::ep;ymentplans

Patiere Payment Plans (800) 800-5110 — www.carecreditworks.com

Travel Discounts

« Hertz

Car rental discounts
(800) 654-2201 — www.hertz.com

Amermican Prorr Recovery:

Debt collection services
(800) 711-0023 or
www.americanprofit.net

CoRreVauLr

Online data backup and
recovery services
(888) 356-2707

www.corevault.net/dataprotection/ODA

Easy as mr'

Discount on all office and home
computer needs.

(866) 467-3355
www.dell.com/okda

IDRNA

Dot Rexyoding Norsh dmerie, v

Bio-hazardous and sharps disposal,
Amalgam, X-ray lead foils disposal,
X-ray chemistry disposal

(800) 360-1001

www.drna.com

’L\ |H|:" :

I'I'I-

Preaous scrap metal
recovery program
(800) 741-3174
www.easyrefine.com

£, E-Cladms
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e, | ] s
Electronic insurance
claims submission
(866) eclaims (325-2467)
www.1866eclaims.com

Fed

Shipping services
(800) 636-2377
www.1800members.com/ada

Heurtlund

YHENT SYSTEMS

Electronic credit card, check
management, and payroll
processing services

(918) 809-5471

(405) 562-1933
www.heartlandpaymentsystems.com

{9_-; -

-
Detailed benefit answers on local,
statewide and national employer’s
dental plans

(800) 683-2501

www.iaplus.com

LANDS IEND

RULIMELS IUTF TTEE
Quality apparel with practice logo
for the dental team
(800) 990-5407
www.landsend.com/business

LIFEG UAR D

MEDICAL SOLUTTTOMNS

Automated external
defibrillator discounts
(866) 932-2331
www.lifeguardmed.com

f LifeLock

Tisssr =ratral

Identity theft protection services
(877) LifeLock (877-543-3562)
www.lifelock.com

OfficeMax:
Office supplies, paper products,
office furniture and technology
equipment discounts
soultioncenter.officemax.com
(800) 248-6343

LLEH

InTouch

THTRITE 3 hons.

Message on hold and appointment
reminders

(877) 493-9003
www.ddsonhold.com/ADA

PROSITES

Website design and Internet
marketing services

(888) 932-3644
www.prosites.com/oda

'G'i Sulmete}(')

Waste water management,
amalgam separation,
wastewater filtration

(800) 216-5505
www.solmetex.com

2

TDIC.

Employee office manual and office
policy development kit

(888) 574-5896
www.thedentists.com

Eﬁhﬁtﬂlﬁﬁwﬂ!

Complete clinical record
keeping system
(800) 243-4675
www.dentalrecord.com

<=
Whirlpool

Discounts on energy-efficient
appliances such as dishwashers,
washers, dryers and refrigerators
(866) 808-9274
www.adabusinessresources.com

For more information on how you can start taking advantage of the ODA Member-only discounts
offered by these ODA-endorsed companies, contact the company directly, or visit

today!




Delta Dental of Oklahoma’s

Dental Professionals Serving Dental Professionals

wu“”[;uw Provider Relations Team
-

We’re Here for You!
The Delta Dental of Oklahoma Provider Relations
Department is a team of dedicated professionals
bringing more than 70 years of dental industry
experience to your practice. Together, we work as your
advocate, determined to find solutions that meet your

specific needs.

Our Provider Relations Team Is...
« Easily Accessible!
« Prompt, Responsive, and Informative!
« Well-versed in Our Many Free Online Resources!
« Ready for Onsite Office Visits & Training!

Giving Back Where the Need is Greatest!

Delta Dental of Oklahoma is also giving back to the
communities we serve. Our Charitable Foundation

has donated nearly $3.5 million to advance oral

health care and education in Oklahoma through a
variety of initiatives including kindergarten through 3rd
grade educational programs, OU College of Dentistry
scholarships, supporting numerous free and low-cost

clinics across the state, and so much more.

So Remember!

No other dental benefits carrier provides the same level
of expertise, commitment, and dedicated service to its
dentists and their staff and gives back to the community it
serves like Delta Dental of Oklahoma!

Learn more at:
Web: www.DeltaDentalOK.org
Email: PR@DeltaDentalOK.org
or call Provider Relations
Phone: (405) 607-2137 « (800) 522-0122, Ext. 137

ONLY DENTAL. ONLY DELTA.

O DELTA DENTAL




