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Disability Income Insurance

• Get affordable individual and group rates. 

• Offers flexible plans and benefits periods. 

• Provides an affordable financial safety net. 

• Protects your livelihood, your family and future. 

• Allows you to choose the amount of protection. 

• Pays benefits up to 70% of your income.* 

*Subject to underwriting.  
**Reference: Council for Disability Awareness, 2021. 

 800.860.2272 • mdaprograms.com

3657 Okemos Road, Suite 100 • Okemos, MI 48864-3927  

If you think a disability isn’t likely to happen  
to you, it’s time to re-think that premise. A 
life-changing injury can happen at any time, and  
so can a devastating health problem. Be prepared 
with Group Life & Disability (GLAD) insurance:

“I was in perfect health and had my life planned out  
one day, and the next I was partially paralyzed and my life 
turned upside down. It just shows that disability  
can happen to anyone, at any time. From experience,  
I know that everyone needs to take the time to prepare  
for the financial impacts that come when the unexpected  
happens.”  —Dr. Kristen, DDS**

Request a 30-minute educational program  
about group life and disability (GLAD) insurance 
in your office by calling 800-860-2272, or  
completing the enclosed form and emailing  
it to Shawn Haindel at shaindel@mdaifg.com. 

You’ll be so GLAD  
you prepared ahead. 

Q_Disability Income Insurance ad_FP_ Feb 2023.indd   1Q_Disability Income Insurance ad_FP_ Feb 2023.indd   1 12/27/2022   1:24:35 PM12/27/2022   1:24:35 PM
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YOUR PASSION.
YOUR PURPOSE.
We are the momentum behind what’s possible. 
We focus on the business of business — allowing 
you to focus on what makes you extraordinary.  
As you show care and commitment to your 
patients, we provide the energy and expertise to 
maximize your passion and purpose. Now that’s 
something to smile about.

Contact a Rehmann Advisor today and put our 
experience to work for you. Visit rehmann.com 
or call 866.799.9580.

Advisory and Tax \ Assurance \ Business Consulting \ Wealth Management \ Comprehensive Technology \ Accounting and Human Resource Solutions
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W ashtenaw Community College’s
American Dental Association-

Pathway I iiss  ffoorr  tthhee  ssttuuddeenntt  wwiitthh  nnoo  
pprreevviioouuss  ddeennttaall  eexxppeerriieennccee..  SSttuuddeennttss  
aatttteenndd  cclliinniiccaall  ccllaasssseess  iinn  aa  ttrraaddiittiioonnaall  oonn  
ccaammppuuss  sseettttiinngg  wwhhiillee  uussiinngg  BBllaacckkbbooaarrdd  
ffoorr  tthhee  oonnlliinnee  ccoommppoonneenntt..  PPaatthhwwaayy  II  
ccllaasssseess  bbeeggiinn  eeaacchh  FFaallll  sseemmeesstteerr..

Pathway II/ADAEP ((AAlltteerrnnaattiivvee  DDeennttaall  
AAssssiissttiinngg  EEdduuccaattiioonn  PPrroojjeecctt))  iiss  ffoorr  tthhee  
OOnn--TThhee--JJoobb--TTrraaiinneedd  ((OOJJTT))  ddeennttaall  
aassssiissttaanntt  wwiitthh  ttwwoo  oorr  mmoorree  yyeeaarrss  ooff  
ddeennttaall  aassssiissttiinngg  eexxppeerriieennccee  wwhhoo  hhaass  
ppaasssseedd  aallll  tthhrreeee  ppoorrttiioonnss  ooff  tthhee  DDeennttaall  
AAssssiissttiinngg  NNaattiioonnaall  BBooaarrdd  ((DDAANNBB))  CCDDAA  
eexxaamm..  PPaatthhwwaayy  IIII  ssttuuddeennttss  rreecceeiivvee  
ccoolllleeggee  ccrreeddiitt  ffoorr  ppaassssiinngg  tthhee  CCDDAA  
eexxaamm..  SSttuuddeennttss  aarree  rreeqquuiirreedd  ttoo  aatttteenndd  aa  
mmaannddaattoorryy  ttwwoo--ddaayy  oonn  ccaammppuuss  
wwoorrkksshhoopp  aatt  tthhee  bbeeggiinnnniinngg  ooff  tthhee  
sseemmeesstteerr  aanndd  wwiillll  uussee  BBllaacckkbbooaarrdd  ffoorr  tthhee  
oonnlliinnee  ccoommppoonneenntt..  AAtt  tthhee  eenndd  ooff  tthhee  
sseemmeesstteerr  tthhee  ssttuuddeennttss  aarree  rreeqquuiirreedd  ttoo  
rreettuurrnn  ttoo  ccaammppuuss  ttoo  ttaakkee  aa  cclliinniiccaall  ffiinnaall  
eexxaamm..  PPaatthhwwaayy  IIII  ccllaasssseess  aarree  vveerryy  
ppooppuullaarr  aanndd  bbeeggiinn  eeaacchh  FFaallll,,  WWiinntteerr  aanndd  
SSpprriinngg//SSuummmmeerr  sseemmeesstteerr..

For more information contact 
Tina Sprague at 734-973-3337

Or visit 
http://health.wccnet.edu/

dentalassisting/

Two 
Pathways to 

RDA 
Licensure 

accredited Dental Assisting program 
offers two pathways for dental assistants 
who want to become Registered Dental 
Assistants.
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MDA Insurance 800-860-2272
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C O N TA C T  Y O U R  M D A  S TA F F

Contact Us
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N E W S  Y O U  N E E D

It’s Time to Celebrate National Children’s Dental Health Month!
It’s National Children’s Dental Health Month once again 

— February is dentistry’s time to shine in the spotlight, and 
time for you and your dental team to promote better dental 
health for all your patients, both young and old.

Looking for ways to celebrate? No problem! Your office 
can easily participate in February’s National Children’s 
Dental Health Month with free resources available from 
the ADA. Resources from the ADA and MDA are available 
online, and some were included in last month’s MDA 
Journal.

Here’s a recap of the information you need:
2023 ADA NCDHM Program Planning Guide. This 

online guide tells you what you need to know to plan a 
great National Children’s Dental Health Month event in 
your office. The guide includes easy-to-do activities, pro-
gram planning timetable tips, publicity resources, and 
more.

Printable Coloring and Activity Sheets. It’s fun to dis-
tribute coloring and activity sheets to children in your 
practice — several of these were included in your January 
Journal, and there are many more online, in both English 
and Spanish.

Posters! This year’s NCDHM campaign theme is “Brush, 

Floss, Smile.” Posters are 12-x-18 inches, with English on 
the front and Spanish on the back. A copy of the poster 
appeared in last month’s Journal. 

All ADA resources can be found at www.ada.org/
ncdhm.

Oral health is important, especially during these times, 
and particularly for our youngest patients. Get excited and 
celebrate National Children’s Dental Health Month all dur-
ing February!

State Announces Big Increase in Michigan’s New Medicaid 
Fee Schedule; ‘Most Significant’ Increase in 40 Years

The Michigan Department of Health and Human Services 
has just released a new Medicaid fee schedule, one of sev-
eral stages in implementing its previously announced $85 
million Medicaid redesign plan. The fee increases are sub-
stantial and should serve as an effective incentive for dental 
providers to participate with the Medicaid program.

“This is another positive develop-
ment to support better access to care, 
and a big victory for dentistry,” said 
MDA President Dr. Vince Benivegna. 
“It’s the most-significant development 
in the past 40 years. More dentists will 
be able to participate in the Medicaid 
program, and more patients will receive 
the care they need,” he added.

Benivegna noted that the move 
comes after strong lobbying efforts 
by the MDA. He said the MDA strongly encourages mem-
bers to review the new fee schedule and consider the 
implications for their practices. 

You can review the new fee schedule at www.michigan.
gov/mdhhs/doing-business/providers/providers/
billingreimbursement/dental.

Currently, 1 in 4 Michigan residents is covered by a 
Medicaid dental plan. The new Medicaid dental fee schedule 
sets the dental payment rates for fee-for-service Medicaid, as 
well as the minimum rates for Healthy Kids Dental and Healthy 
Michigan Plan.  

According to Bill Sullivan, MDA vice-president of advocacy 
and professional relations, the MDA will 
continue to work with and provide input 
to the Michigan Department of Health 
and Human Services throughout the 
implementation of the new fee schedule 
and any rebid processes. The MDA 
website (michigandental.org) will contain 
additional information as it becomes 
available. 

A report on the previously announced 
Medicaid Adult Dental redesign appeared 
in your January Journal.

Members with questions or feedback on the new fee sched-
ule should contact the MDA’s April Stopczynski at astop@
michigandental.org.

Benivegna Sullivan



Safety for your patients and your staff is everything. Between government 
regulations, changes resulting from COVID-19, and new innovations in the pro-
fession, dental practices have a lot to manage.

Visit the ADA digital publication Dental Practice 
Success for a special issue, “Culture of Safety,” with 
informative articles on medical emergencies in the den-
tal office; safety protocols and how to educate patients; 
a HIPAA checklist; a safety checkup; and more.

Dental Practice Success features news, expert tips, 
and resources to help you maximize your business, patient care, and practice 
satisfaction. You can find it at https://www.ada.org/dental-practice-success.
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Congratulations to the following MDA members — they’re winners in the 
MDA’s annual Dues Contest, open to all members who paid their dues by the 
end of last year.

Dr. Charlotte Cortis, of  Central District, was one of two Grand Prize winners — 
she’ll receive next year’s (2024) ADA, MDA, and local society dues paid in full by the 
MDA. Dr. Richard Pfotenhauer, of  Cloverland District, also received free 2024 MDA 
and local society dues by signing up for auto-renewal using automatic bank account 
withdrawal. 

Here are the other lucky winners, along with their prizes:
n Dr. Jennifer Broers, of  Northeastern District ($250 cash, thanks to MDA 

Insurance).
n Dr. Christopher Jaghab, of  Oakland County District, (Staff Matters Human 

Resources System e-edition, a $149 value).
n Dr. Jacob Sorber, of  Resort District ($100 certificate good towards an MDA 

continuing education course).
n Dr. Kelly Motson, of  Kalamazoo Valley District (MDA Services apparel).
As the above list of members demonstrates, it can really pay to renew your 

membership promptly! Another dues contest will take place this fall — be sure 
to renew early for a chance to win!

Here Are the MDA Dues Contest Winners!
MDA SERVICE
P R O M I S E  

The MDA Service Promise:  
Helping You Succeed

The MDA works hard to provide 
the very highest level of service to 
members. The MDA stands ready to 
help you access member benefits 
such as insurance products, endorsed 
services, continuing education, dental 
supplies, and more. Plus, the MDA is 
your resource to answer questions 
about human resources, licensure, 
dental benefits, HIPAA/OSHA, legal 
questions – everything about dentistry 
in Michigan.  

The MDA Service Promise to you: 

HELPFULNESS
The MDA will work hard to make sure 
your individual needs are met in a  
timely manner. 

KNOWLEDGE
The MDA will be your information 
resource, providing you with what you 
need to know, no matter what your 
practice setting or stage of practice.

HONESTY
The MDA will be your trusted source for 
accurate information, and will offer 
options to address your particular 
challenges.

VALUE
The MDA will seek your input to create 
products, services, benefits and 
resources to enhance value and help 
you succeed. 

For more information:  
michigandental.org/Service-Promise

Dental Assistants Recognition Week Is 
Coming — Celebrate Your Staff!

Show your appreciation for your great dental 
assistants by recognizing them during this year’s 
Dental Assistants Recognition Week, taking 
place March 5-11, 2023.

Sponsored by the American Dental Assistants 
Association, this year’s theme is “The Heart of 
Dental Offices through Education, Commitment, 
& Safety.”

Make sure you plan some type of special 
event or activity to recognize all that your dental 
assistants contribute to your dental practice. For activities and ways to cele-
brate Dental Assistants Recognition Week, visit www.adaausa.org/DARW. 
Included on the website are the Dental Assisting Recognition Week seal, ban-
ner, merchandise, social media tips, and more. 

ADA Online Publication Focuses on Safety
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N E W S  Y O U  N E E D

Annual Session Preview Included in this Issue; Details Inside
This year’s MDA Annual Session Preview, with complete 

details on this year’s MDA meeting, appears in this issue 
of the Journal. Turn to Page 31 now. Annual Session 
registration opened in December at annualsession.
michigandental.org — you’re encouraged to sign up 
online, or use the registration form right in this issue. 
Register now to make sure you get the courses you want!

The 2023 MDA Annual Session will take place May 3-6 
at DeVos Place in downtown Grand Rapids. Highlights of 
Annual Session include:
n Quality continuing education 

for every member of the dental team, 
including courses that are mandated 
by the state of Michigan for relicen-
sure of dentists, registered dental hy-
gienists, and registered dental assis-
tants. 
n A “don’t miss” keynote address, 

“How to Stay Inspired When You Are 
So Darn Tired!” featuring speaker 
Christine Cashen — it’s a great mes-
sage for every member of the dental 
team, and it’s free, with one CE credit.
n A series of courses that count towards the MDA Cer-

tified Dental Busi-
ness Professional 
(CDBP) program for 
dental office manag-
ers.
n Special program-

ming for new den-
tists, plus fun times 
at the New Dentist 
Network Lounge.
n Michigan’s larg-

est dental exposition with many Annual Session show 
specials, plus free coffee in the MDA Welcome Center 
(hours may vary).
n This year’s president’s event, “Magic, Music, and 

More!” honoring MDA President Dr. Vince Benivegna. It’s 
open to all, and features great food, cocktails, magician 
Keith Kocher, and the popular West Michigan band, 
Funkle Jesse. 
n Special MDA rates at nearby hotels.
Sign up now for the best selection of courses and 

speakers. Be sure everyone in your office takes part in 
this year’s MDA Annual Session!

Turn to Page 31 now for full details. 

Cashen

ANNUAL
SESSION

3
MDA Policy on  

Providing Treatment to 
Pregnant Women

The Michigan Dental Association policy  
recognizes that preventive, diagnostic and  

restorative dental treatment to promote  
health and eliminate disease is safe  

throughout pregnancy and is effective in  
improving and maintaining the oral health  

of the mother and her fetus.

Current guidelines available at  
www.michigandental.org



Five local dental societies have been awarded more 
than $24,000 in Component Public Relations Grants from 
the MDA for local public outreach projects.

The local components and grants include:
n Detroit District ($5,000), for various projects includ-

ing Detroit Goodfellows oral health promotion; Team 
Smile with the Detroit Lions; and outreach to veterans.
n Muskegon District ($4,965), for the Healthy Moms, 

Smiling Babies program.
n Oakland County District ($5,000), for dental health 

education promotion.
n Washtenaw District ($5,000), for Give Kids a Smile 

community oral care kits.
n West Michigan District ($4,140), for the West 

Michigan District Toothbrush Bank; support for commu-

2023 MDA Public Relations Grants Promote Oral Health
nity oral health through the Kent County Oral Health 
Coalition; and the Montcalm County Great Start’s Tooth 
Fairy Dental Health Event.

The Component PR Grants initiative is designed to help 
local dental societies educate and promote the impor-
tance of oral health in their communities. The program 
annually awards grants up to $5,000 each to components 
to help educate and promote oral health in their communi-
ties. The MDA Committee on Public Relations evaluates 
each application and determines the winning projects. 

Watch for features and progress reports on these pro-
grams in upcoming issues of the Journal. For more infor-
mation on the Component Public Relations Grants pro-
gram, contact Rich Evans, MDA director of marketing and 
communications, at revans@michigandental.org.

Are You Using these Great MDA Member Resources?
The MDA offers so many member benefits and resources, 

it’s hard to keep track of all of them. And it’s true that 
sometimes members aren’t aware of a particular benefit until 
they need it. So with that in mind, here’s a listing of some 
member resources you may not be aware of — take a look:

Patient education materials: Patient education resources 
including brochures, posters, stickers, and more are 
available at the MDA Web Store (store.michigandental.org), 
while the ADA Store (store.ada.org) offers a wide variety of 
dental health education books, DVDs, and brochures at 
discounted member pricing.

Dental Contract Information Kit: This free MDA resource 
contains what you need to know about dental benefit plans; 
frequently asked questions; and a 
helpful glossary of dental plan 
terminology. Order it at the MDA 
Web Store.

Establishing Your Professional 
Career guidebook: This publication 
tells you what you need to know to 
begin a rewarding professional 
career in Michigan. It’s available free 
from the MDA in print and digital 
editions. Find it at michigandental.
org/Your-Professional-Career.

After 55: What’s Next? This guide for members in late-
stage practice is a collection of articles by respected 
consultants on topics pertinent to the over-55 age group. 
Order this digital publication at the MDA Store or visit 
michigandental.org/Late-Stage.

H E L P I N G  Y O U  S U C C E E D

Dental records information: 
Questions about retention and 
disposal of dental records are among 
the most-asked by members. Get all 
the answers you need at 
michigandental.org/Dental-Records.

Employment law posters: Michigan 
and federal law require employers to 
display various employment posters. 
But there’s no need to purchase 
expensive posters from outside 
vendors — just order your free Labor 
Poster Packet at the MDA Store.

Reporting abuse: Dental professionals are mandated 
reporters of adult and child abuse. You can find the 
information you need at michigandental.org/Reporting-
Abuse.

ADA Contract Analysis Service: The contract you 
personally sign with third-party payers is one of the most 
important practice decision you can make. So use this free 
MDA/ADA service to make more-informed decisions for 
your future before you sign a contract. Contact the MDA’s 
Kesha Dixon at kdixon@michigandental.org to get started. 

Code of Ethics: All MDA members must abide by the 
ADA/MDA Code of Ethics. You can find it online at 
michigandental.org/Code-of-Ethics, or download the free 
publication, Most-Asked Ethics Questions at the MDA Web 
Store.

And remember, if ever you have a question or need 
assistance, think MDA first! Email the MDA member service 
team at membership@michigandental.org.

MICHIGAN
STATE
LABOR 
LAW 

POSTINGS
EMPLOYER NOTE: Must be posted in 
a conspicuous place for convenient 
viewing by all employees and 
applicants.

The Michigan Occupational Safety and Health Act (MIOSH Act), Act No. 154 of 
the Public Acts of 1974, as amended, provides job safety and health protection 
for Michigan employees through the maintenance of safe and healthful working 
conditions. Under the MIOSH Act and a state plan approved in September 
1973 by the U.S. Department of Labor, the Michigan Department of Licensing 
and Regulatory Affairs is responsible for administering the Act. Department 
representatives conduct job site inspections and investigations to ensure 
compliance with the Act and with safety and health standards.
The contents of this poster describe many important provisions of the Act. These 
provisions apply equally to employers and employees in either private industry or 
the public sector.

EMPLOYER REQUIREMENTS: MIOSHA requires that each employer:
1. Furnish to each employee employment and a place of employment which is

free from recognized hazards that are causing or are likely to cause death
or serious physical harm to the employee.

2. Comply with promulgated rules and standards and with orders issued
pursuant to the Act.

3. Post this and other notices and use other appropriate measures to keep his
or her employees informed of their protection and obligations under the Act,
including the provisions of applicable rules and standards.

4. Notify the Michigan Department of Licensing and Regulatory Affairs
within 8 hours of any work-related fatality. Notification may be accomplished
by calling 1-800-858-0397.

5. Notify the Michigan Department of Licensing and Regulatory Affairs
within 24 hours of all work-related inpatient hospitalizations, amputations
and losses of an eye. Notification may be accomplished by calling
1-844-464-6742 (4MIOSHA).

6. Make available to employees, for inspection and copying, all medical records 
and health data in the employer’s possession pertaining to that employee.

7. Afford an employee an opportunity with or without compensation to attend
all meetings between the Department of Licensing and Regulatory Affairs
and the employer relative to any appeal of a citation by the employer.

8. Give the representative of employees the opportunity to accompany
the department during the inspection or investigation of a place of
employment and to prohibit the suffering of any loss of wages or fringe
benefits or discriminate against the representative of employees for time
spent participating in the inspection, investigation, or opening and closing
conferences.

9. Provide personal protective equipment, at the employer’s expense, when it
is specifically required by a MIOSHA standard.

10. Not permit an employee, other than an employee whose presence is
necessary to avoid, correct or remove an imminent danger, to operate
equipment or engage in a process which has been tagged by the Department 
and which is the subject of an order issued by the Department identifying
that an imminent danger exists.

11. To promptly notify an employee who was or is being exposed to toxic
materials or harmful physical agents in concentrations or at levels which
exceed those prescribed by a MIOSHA standard.

EMPLOYEE REQUIREMENTS: MIOSHA requires that each employee:
1. Comply with promulgated rules and standards and with orders issued

pursuant to the Act.
2. Not remove, displace, destroy, or carry off a safeguard furnished or provided

for use in a place of employment, or interfere in any way with the use thereof
by any other person.

INSPECTIONS/INVESTIGATIONS: Inspections and investigations are
conducted by trained personnel. The Act requires that an employer representative 
and a representative of employees be given an opportunity to accompany 
the department representative for the purpose of aiding in the inspection or 
investigation. 
If a representative of employees does not participate, the department 
representative will consult with a number of employees concerning matters of 
safety or health in the place of employment.

COMPLAINTS: Employees and employee representatives who believe that 
an unsafe or unhealthful condition exists in their workplace have the right to 
request an inspection by giving written notice to the Department of Licensing 
and Regulatory Affairs. If a condition exists which may present an immediate 
danger, the Department should be notified in the most expedient manner without 
regard to a written notice. The names of complainants will be kept confidential 
and not revealed upon the request of the employee. Employees also have the 
right to bring unsafe or unhealthful conditions to the attention of the department 
representative during the conduct of an inspection or investigation.
The Act provides that employees may not be discharged or in any manner 
discriminated against for filing a complaint or exercising any of their rights under 
the Act. An employee who believes he or she has been discriminated against 
may file a complaint with the Michigan Department of Licensing and Regulatory 
Affairs within 30 days of the alleged discrimination.
The U.S. Department of Labor is monitoring the operation of the Michigan 
Occupational Safety and Health Administration (MIOSHA) to assure the effective 
administration of the state act. Any person may make a written complaint 
regarding the state administration of the state act directly to the Regional Office 
of OSHA, 230 South Dearborn, Chicago, Illinois 60604.
CITATIONS: If upon inspection or investigation the Department of Licensing 
and Regulatory Affairs believes that a requirement of the Act has been violated, 
a citation alleging such violation and setting a time period for correction will be 
issued to the employer. The citation must be prominently posted at or near the 
place of the alleged violation for three days or until the violation is corrected, 
whichever is later.
The Act provides for first instance penalties of up to $7,000 for a violation. 
Penalties of up to $7,000 per day may be assessed for failure to correct a violation 
within a proposed abatement period. Any employer who willfully or repeatedly 
violates the Act may be assessed penalties of up to $70,000 for each such 
violation. Employers may appeal the alleged citation, the proposed penalties or 
the abatement periods to the Department and to the Board of Health and Safety 
Compliance and Appeals. Employees may appeal the abatement period in a 
similar manner. Employees also may appeal to the Board of Health and Safety 
Compliance and Appeals any decision issued by the Department in response to 
an employer appeal.
Criminal penalties also are provided for in the Act. A person who knowingly makes 
a false statement or report pursuant to the Act upon conviction is punishable by 
a fine of up to $10,000 or may be imprisoned for not more than 6 months or 
both. Any willful violation resulting in death of an employee, upon conviction, is 
punishable by a fine of up to $10,000 or by imprisonment for not more than one 
year or both. A second conviction doubles the maximum monetary penalty and is 
punishable by imprisonment for up to three years.

VOLUNTARY ACTIVITY & COMPLIANCE ASSISTANCE: The act encourages 
employers and employees to reduce workplace hazards voluntarily.
The Michigan Department of Licensing and Regulatory Affairs offers limited on-
site consultation assistance to employers to assist them in achieving compliance 
with occupational safety and health standards. Training specialists are available 
and can give advice on the correction of hazardous conditions and on the 
development of safety and health systems. Department staff are available to 
conduct seminars and training relative to occupational safety and health for both 
employer and employee groups. Requests for service should be addressed to 
the department at the address shown below.
The U.S. Department of Labor will continue to enforce federal standards governing 
maritime operations of long shoring, shipbuilding, ship breaking and ship 
repairing. These issues are not covered by the Michigan Plan for Occupational 
Safety and Health.

MORE INFORMATION:
Department of Licensing and Regulatory Affairs 
Michigan Occupational Safety & Health Administration   
530 W. Allegan Street, Box 30643
Lansing, Michigan 48909-8143
www.michigan.gov/miosha

MICHIGAN SAFETY AND HEALTH
PROTECTION ON THE JOB

THE MICHIGAN OCCUPATIONAL SAFETY AND HEALTH ACT, 1974 P.A. 154, AS
AMENDED, REQUIRES POSTING OF THIS DOCUMENT IN A CENTRAL AND

CONSPICUOUS LOCATION. FAILURE TO DO SO MAY RESULT IN A PENALTY.

THIS IS AN IMPORTANT DOCUMENT - DO NOT COVER!
MIOSHA Complaint Hotline ............................. 1-800-866-4674

Fatality Hotline ................................................ 1-800-858-0397

MIOSHA Injuries/Illnesses Reporting .............. 1-844-464-6742

Consultation and Training Assistance ............. 1-517-284-7720

MIOSHA/CET 2010 (9/15) 

The Department of Licensing and Regulatory Affairs will not discriminate against any individual or group because of race, sex, religion, age, national origin, color, marital status, 
disability, or political beliefs. If you need assistance with reading, writing, hearing, etc., under the Americans with Disabilities Act, you may make your need known to this agency.

(10,000 copies printed at $705.54 or $0.07 per copy.)

OSHA

 

ATTENTION EMPLOYEES 
 

The Michigan Whistleblowers' Protection Act (469 P .A. 1980) creates certain 
protections and obligations for employees and employers under Michigan law. 

 
 
PROTECTIONS:  
 
 It is illegal for employers in Michigan to discharge, threaten or otherwise 
discriminate against you regarding your compensation, terms, conditions, location or 
privileges of employment because you or a person acting on your behalf reports or is 
about to report a violation or a suspected violation of federal, state or local laws, rules or 
regulations to a public body. 
 
 It is illegal for employers in Michigan to discharge, threaten or otherwise 
discriminate against you regarding your compensation, terms, conditions, location or 
privileges of employment because you take part in a public hearing, investigation, 
inquiry or court action.  
 
 
OBLIGATIONS:  
 
 The Act does not diminish or impair either your rights or the rights of your employer 
under any collective bargaining agreement.  
 
 The Act does not require your employer to compensate you for your participation in 
a public hearing, investigation, inquiry or court action.  
 
 The Act does not protect you from disciplinary action if you make a report to a 
public body that you know is false.  
 
 
ENFORCEMENT:  
 
 If you believe that your employer has violated this Act you may bring civil action in 
circuit court within 90 days of the alleged violation of the Act.  
 
 
PENALTIES:  
 
 Persons found in violation of this Act may be subject to a civil fine of up to $500.00.  
 
 If your employer has violated this Act the court can order your reinstatement, the 
payment of back wages, full reinstatement of fringe benefits and seniority rights, actual 
damages, or any combination of these remedies. The court may also award all or a 
portion of the costs of litigation, including reasonable attorney fees and witness fees to 
the complainant if the court believes such an award is appropriate.  
 
 
      This poster is provided as a courtesy of the Michigan Occupational Safety and 
Health Administration (MIOSHA). Visit our website at www.michigan.gov/miosha.
 

Whistleblower Protection

 

Michigan Department of Licensing and Regulatory Affairs 

 
Wage and Hour Division 

PO Box 30476 
Lansing, MI 48909-7976 

GRETCHEN WHITMER REQUIRED POSTER ORLENE HAWKS 
GOVERNOR GENERAL REQUIREMENTS - MINIMUM WAGE and OVERTIME DIRECTOR 

 

LARA is an equal opportunity employer/program. 
Auxiliary aids, services and other reasonable accommodations are available, upon request, to individuals with disabilities. 

www.michigan.gov/wagehour • Toll Free 1-855-4MI-WAGE (1-855-464-9243) 
WHD 9904 (Revised  •  1/2019) 

Coverage 
The Improved Workforce Opportunity Wage Act (IWOWA), Public Act 337 of 2018, as amended, covers employers who 
employ 2 or more employees 16 years of age and older. 

Minimum Hourly Wage Rate 
Employees must be paid at least: 

Effective Date Minimum Hourly Wage 
Rate 

Tipped Employee  85%** 
Hourly Rate Minimum Hourly Rate Reported Average Hourly Tips 

January 1, 2018 $9.25 $3.52 $5.73 $7.86 

March 29, 2019  $9.45 $3.59  $5.86 $8.03 

January 1, 2020* $9.65 $3.67 $5.98 $8.20 

January 1, 2021* $9.87 $3.75 $6.12 $8.39 

*An increase in the minimum hourly wage rate as prescribed in subsection (1) does not take effect if the unemployment rate for this state, as determined by the Bureau 
of Labor Statistics, United States Department of Labor, is 8.5% or greater for the calendar year preceding the calendar year of the prescribed increase. An increase in the 
minimum hourly wage rate as prescribed in subsection (1) that does not take effect pursuant to this subsection takes effect in the first calendar year following a calendar 
year for which the unemployment rate for this state, as determined by the Bureau of Labor Statistics, United States Department of Labor, is less than 8.5%. 

 ** Minors 16-17 years of age may be paid 85% of the minimum hourly wage rate. 
Training Wage 

A training wage of $4.25 per hour may be paid to employees 16 to 19 years of age for the first 90 days of employment. 

Overtime 
Employees covered by the IWOWA must be paid 1-1/2 times their regular rate of pay for hours worked over 40 in a 7-day 
workweek. The following are exempt from overtime requirements: employees exempt from the minimum wage provisions of 
the Fair Labor Standards Act of 1938, 29 USC 201 to 219 (except certain domestic service employees), professional, 
administrative, or executive employees; elected officials and political appointees; employees of amusement and recreational 
establishments operating less than 7 months of the year; agricultural employees, and any employee not subject to the 
minimum wage provisions of the act. 

Compensatory Time 
If an employer meets certain conditions, employees may agree to receive compensatory time of 1-1/2 hours for each hour 
of overtime worked. The agreement must be voluntary, in writing, and obtained before the compensatory time is earned. All 
compensatory time earned must be paid to an employee. Accrued compensatory time may not exceed 240 hours. 
Employers must keep a record of compensatory time earned and paid. Contact the Wage and Hour Division for information 
on the conditions an employer must meet in order to offer compensatory time off in lieu of overtime compensation. 

Equal Pay 
An employer shall not discriminate on the basis of sex by paying employees a rate which is less than the rate paid to 
employees of the opposite sex for equal work on jobs requiring equal skill, effort, and responsibility performed under similar 
working conditions - except where payment is pursuant to a seniority system, merit system or system measuring earnings on 
the basis of quantity or quality of production or a differential other than sex. 

Enforcement 
An employee may either file civil action for recovery of unpaid minimum wages or overtime, or they may file a complaint 
with the Department of Licensing and Regulatory Affairs. The department may investigate a complaint and file civil action 
to collect unpaid wages or overtime due the employee and all employees of an establishment. Recovery under this act can 
include unpaid minimum wages or overtime, plus an equal additional amount as liquidated damages, costs, and 
reasonable attorney fees. A civil fine of $1,000 can be assessed to an employer who does not pay minimum wage or 
overtime. 

 

Minimum Wage

This poster provided to you 
compliments of

This Workplace
Covered
by the
Michigan
Right To Know Law

Employers must make available for employees in a readily accessible 
manner, Safety Data Sheets (SDS) for those hazardous chemicals in 
their workplace.

Employees cannot be discharged or discriminated against for 
exercising their rights including the request for information on 
hazardous chemicals.

Employees must be notified and given direction (by employer 
posting) for locating Safety Data Sheets and the receipt of new or 
revised SDS(s).

When the employer has not provided a SDS, employees may 
request assistance in obtaining SDS from the:

Michigan Department of Licensing and Regulatory Affairs
Michigan Occupational Safety and Health Administration
General Industry Safety and Health Division
(517) 284-7750
Construction Safety and Health Division and Asbestos Licensing
(517) 284-7680
www.michigan.gov/miosha
MIOSHA/CET  #2105 (Rev. 05/18)

SDS(s) For This
Workplace Are

Located At

Location(s)

Location(s)

Person(s) responsible for SDS(s)

Phone

LARA is an equal opportunity employer/program.

Right to Know/SDS

As Required by the
Michigan
Right To
Know Law
TO BE POSTED THROUGHOUT THE
WORKPLACE NEXT TO THE SAFETY DATA SHEETS (SDS)
LOCATION POSTERS

New or Revised
SDS

 New or Revised Receipt Date Posting Date Location of New or
    Revised SDS

Michigan  Department of Licensing and Regulatory Affairs
Michigan Occupational Safety and Health Administration
Consultation Education and Training Division
(517) 284-7720

Paid in part with
Federal OSHA funds.

MIOSHA/CET #2106 (Revised 05/18)
For further information visit our website at:

www.michigan.gov/mioshaLARA is an equal opportunity employer/program.

Unemployment Insurance

MICHIGAN LAW
PROHIBITS DISCRIMINATION

IN EMPLOYMENT, EDUCATION, HOUSING, PUBLIC 
ACCOMMODATION, LAW ENFORCEMENT OR PUBLIC SERVICE

BASED ON
religion, race, color, national origin, sex, 

disability, age1, marital status1, height2, weight2, 
arrest record2, genetic information2, and 

familial status3

Persons with disabilities needing accommodations for employment 
must notify their employers in writing within 182 days.

1 Under the education article, age and marital status 
are prohibited considerations for admissions only

2 in employment only
3 in housing only

If you think you have been 
discriminated against, you 
may file a complaint with 
the Michigan Department 
of Civil Rights.

Call 1-800-482-3604
Video Phone: 313-437-7035
www.michigan.gov/mdcr

Post in a conspicuous place.

02-2017

Fair Employment

Office of Career and Technical Education
RICK SNYDER P. O. Box 30712  Lansing, Michigan 48909  517-335-6041
GOVERNOR

Informational Sheet
Youth Employment Standards Act 90 of 1978, as amended

POSTING REQUIREMENT
MCL 409.110 Minor under 16 years; days and hours of employment.

Sec. 10. A minor under 16 years shall not be employed in an occupation subject to this act for more than 6 days in 1 week, 
nor for a period longer than a weekly average of 8 hours per day or 48 hours in 1 week, nor more than 10 hours in 1 day. 
The minor shall not be employed between the hours of 9 p.m. and 7 a.m. A minor who is a student in school shall not be 
employed more than a combined school and work week of 48 hours during the period when school is in session.

MCL 409.111 Minor 16 years and over; days and hours of employment; employment in agricultural processing.
Sec. 11. (1) Except as provided in subsection (3), a person shall not employ a minor 16 years of age or older in an 
occupation subject to this act for more than any of the following periods:

(a) Six days in 1 week.
(b) An average of 8 hours per day in 1 week.
(c) Ten hours in 1 day.
(d) Subject to subdivision (e), 48 hours in 1 week.
(e) If the minor is a student in school and school is in session, 24 hours in 1 week.

(2) Except as provided in subsection (3), a person shall not employ a minor 16 years of age or older between 10:30 p.m.
and 6 a.m. However, except as provided in subsection (3), a person may employ a minor 16 years of age or older who is a 
student in school until 11:30 p.m. on any of the following days:

(a) On Fridays and Saturdays.
(b) During school vacation periods.
(c) During periods when the minor is not regularly enrolled in school.

(3) A person may employ a minor 16 years of age or older in farming operations involved in the production of seed or in 
agricultural processing for a period greater than the periods described in subsections (1) and (2) if all of the following
conditions are met:
If a minor is a student in school, the period greater than the periods described in subsections (1) and (2) occurs when 
school is not in session.

(a) The minor is employed for not more than 11 hours in 1 day.
(b) The minor is employed for not more than 62 hours in any week. However, the employer shall not require the minor 

to work more than 48 hours during any week without the consent of the minor.
(c) The minor is not employed between 2 a.m. and 5:30 a.m.
(d) The agricultural processing employer maintains on file a written acknowledgment of the minor’s parent or guardian 

consenting to the period of employment authorized under this subsection.
(4) As used in this section:

(a) “Agricultural processing” means the cleaning, sorting or packaging of fruits or vegetables.
(b) “Farming operations involved in the production of seed” means farming activities and research involved in the

production of seed, including plant detasseling, hand-pollination, roguing, or hoeing, and any other similar farming
activity required for commercial seed production.

HISTORY: AM. 1978, ACT 90, EFF. JUNE 1, 1978 -- AM. 1995, ACT 251, EFF. MAR. 28, 1996 -- AM. 1996, ACT 499, IMD. EFF. JAN. 9,
1997 -- AM. 2000, ACT 418, IMD. EFF. JAN. 8, 2001 -- AM. 2011, ACT 197, IMD. EFF. OCT. 18, 2011

MCL 409.112 Meal and rest period.
Sec. 12. A minor shall not be employed for more than 5 hours continuously without an interval of at least 30 minutes for a 
meal and rest period. An interval of less than 30 minutes shall not be considered to interrupt a continuous period of work.

MCL 409.112a Prohibition of minors working alone in occupation involving a cash transaction after sunset or 8 p.m.
at fixed location.

Sec. 12a. A minor who would otherwise be permitted under this act to be employed in an occupation subject to this act shall 
not be employed in an occupation that involves a cash transaction subject to this act after sunset or 8 p.m., whichever is 
earlier, at a fixed location unless an employer or other employee 18 years of age or older is present at the fixed location 
during those hours.

HISTORY: ADD. 1980, ACT 436, EFF. MAR. 31, 1981.
IMPORTANT: ADMINISTRATIVE RULE, R408.6207 REQUIRES A MINOR SUBJECT TO ACT 90 BE SUPERVISED BY THE
EMPLOYER OR ANOTHER EMPLOYEE 18 YEARS OF AGE OR OLDER

IT IS THE POLICY OF THE MICHIGAN DEPARTMENT OF EDUCATION THAT NO PERSON ON THE BASIS OF RACE, COLOR, RELIGION, NATIONAL 
ORIGIN OR ANCESTRY, AGE, SEX, GENDER, HEIGHT, WEIGHT, MARITAL STATUS, OR DISABILITY SHALL BE SUBJECTED TO DISCRIMINATION
IN ANY PROGRAM, SERVICE OR ACTIVITY FOR WHICH IT IS RESPONSIBLE, OR FOR WHICH IT RECEIVES FINANCIAL ASSISTANCE FROM THE 
U.S. DEPARTMENT OF EDUCATION. FOR FURTHER INFORMATION, CONTACT THE CIVIL RIGHTS COORDINATOR, MICHIGAN DEPARTMENT
OF EDUCATION, OFFICE OF CAREER AND TECHNICAL EDUCATION, P.O. BOX 30712, LANSING, MICHIGAN 48909. 517-241-2091

Child Labor

State Labor Law Poster.indd   1 3/21/2019   8:52:54 AM
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K E E P I N G  C U R R E N T
Events and Such

To publicize a local meeting or 
dental event in this space, contact 
Jackie Hammond at jhammond@
michigandental.org. Continuing 
education courses are listed in the 
Journal Continuing Education depart-
ment on Page 82. 

Feb . 1 — MDA President’s Visit, 
Macomb District. Mirage Banquet 
Center, Clinton Twp., 5:30 p.m.

Feb . 3 — MDA Insurance & 
Financial Group Board of Directors, 8 
a.m.

Feb . 3 — Committee on Access to 
Care via Zoom, 9 a.m.

Feb . 10 — New Dentist Committee 
via Zoom, 7 a.m.

Feb . 15 — Membership Committee 
via Zoom, 6 p.m.

March 2 — Virtual Trustee Forum 
via Zoom, 7 p.m.

March 3 — MDA Foundation Board 
of Directors, 9 a.m.

Welcome, New Members!
The MDA is pleased to officially 

welcome the following individuals into 
membership: 

Genesee: Kelly Pohlman; Livingston: 
Adam Eidson; Northeastern: Lauren 
Sytek; Washtenaw: Sun-Yung Bak. 

New Certified Dental Business 
Professionals

The MDA CDBP designation is 
awarded to dental team members who 
have completed coursework and earned 
their Certified Dental Business 
Professional designation. 

New CDBP graduates: Maggie 
Shumate, St. Johns.

New CDBP renewals: Kristen Caldwell, 
Holt .

In Memoriam
Dr . Kenneth J . Steketee, Grosse 

Pointe, Detroit District. Died Dec. 26, 
2022. Age, 98. 

Dr . Gerald J . Deters, Grand Rapids. 

West Michigan District. Died Jan. 4, 
2023. Age, 74. 

BHS Disciplinary Report
Visit www.michigan.gov/lara to 

access the latest disciplinary reports for 
dentists, registered dental hygienists, and 
registered dental assistants. You may also 
check any licensee for disciplinary 
actions at the same web address.

Self-Reporting of Criminal Convictions 
and Disciplinary Licensing Actions

Section 16222(3) of Michigan’s Public 
Health Code requires any licensee or 
registrant to self-report to the Department 
of Community Health a criminal convic-
tion or a disciplinary licensing or registra-
tion action taken by the state of Michigan 
or by another state against the licensee or 
registrant. The report must be made within 
30 days after the date of the conviction 
or action. Convictions and/or disciplinary 
actions that have been stayed pending 
appeal must still be reported.

Should the licensee or registrant fail to 
report, and the Department becomes 
aware of the conviction or action, an 
allegation will be filed against the 
licensee or registrant. Sanctions for failing 
to report can include reprimand, proba-
tion, suspension, restitution, community 
service, denial or fine. For more informa-
tion contact the MDA’s Ginger Fernandez 
at 800-589-2632, ext. 430.

Unleash the full power of  
the MDA with the official 
member app of the  
Michigan Dental  
Association. Stay up-to-
date on important  
advocacy issues, search 
the full MDA360 CE course 
catalog, and easily access 
other exclusive benefits,  
resources, and personalized  
supports – all from the  
convenience of your  
smartphone. 

The MDA  
Connection App  

puts the power of  
the MDA at  

your fingertips.  

Download the app today!



Earn a $10 gift card for every home & auto quote referral! 
It’s never been easier to refer a colleague, friend—or even your barista—to us for a home or auto  
insurance quote! Simply scan the QR code below, and we’ll do the rest. 

personal-lines@mdaifg.com

800.860.2272 • mdaprograms.com

3657 Okemos Road, Suite 100 • Okemos, MI 48864-3927  

REFER&EARN
 H O M E  &  A U T O  I N S U R A N C E

SPECIAL OFFER

N_ 0162_ Referral ad_FP_Feb 2023.indd   1N_ 0162_ Referral ad_FP_Feb 2023.indd   1 12/27/2022   1:30:26 PM12/27/2022   1:30:26 PM
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MDA Student Debt Resource Center Helps You Manage  
Loans and Debt

The MDA’s online Student Debt Resource Center is 
designed to help dental students and new graduates 
understand and manage loans and debt. 

You can find it at michigandental.org/Student-Debt.
The Center includes: 
n Information on understanding the basics of student loans.
n Information on financial assistance available from 

dental schools and MDA-endorsed companies.
n A listing of scholarship opportunities and loan 

repayment programs.
n Impact stories from MDA members sharing their 

experiences.
The Center was developed by a workgroup of MDA 

members tasked with developing a resource to support 
members as they navigate student loans and build their 
careers. 

Bylaws Amendments to Be Discussed
Suggested changes to the MDA bylaws are expected to 

come before the 2023 MDA House of Delegates, which 
meets May 4 and May 6 during the MDA Annual Session in 
Grand Rapids. The MDA Board of Trustees will review any 
proposed bylaws amendments at its March 10 meeting. 

According to the MDA bylaws, the MDA membership 
must be notified via print and electronic communications if 
bylaws amendments are proposed. The actual amendments 
must be posted on the MDA website at least 45 days prior 
to the House of Delegates meeting. The amendments, if 
approved by the Board, will be posted online in mid-March 
once they have been reviewed by the Bylaws Language 
Review Committee.

MDA App Gives You Quick Access to Annual Session Info
Download the MDA Connection app for quick access to 

the most-important Annual Session information now that 
registration has begun. You can click the Annual Session 
button from the home screen for daily schedules, the speaker 
lineup, and fast access to the MDA Annual Session website. 

And, don’t forget to allow push notifications after 
installing for access to important information, especially 
during Annual Session itself. To download the app, search 
“MDA Connection” on the Apple App Store and on Google 
Play.

State Loan Repayment Program Details Set
The Michigan State Loan Repayment Program provides 

N E W S  B R I E F S

loan repayment to medical and dental providers who 
provide full-time primary health care services in Health 
Professional Shortage Areas at not-for-profit health clinics for 
two years. The program assists those selected by providing 
up to $300,000 in tax-free funds to repay educational debt 
over a period of up to 10 years. Participants enter into 
consecutive two-year MSLRP service obligations requiring 
them to remain employed for a minimum of 40 hours per 
week for no less than 45 weeks per year at eligible 
nonprofit practice sites. 

The application period begins March 6, 2023. To learn 
about the program, visit www.michigan.gov/mslrp.

Macomb Ski Seminar Coming March 3-5
The Macomb Dental Society will hold its annual Dental 

Ski Seminar March 3-5 at Boyne Mountain, featuring six CE 
credits, plus plenty of time for wintertime fun. CE programs 
include “Socket Preservation in Preparation for Dental 
Implants,” with Mike Wojcik, DDS, MS;  “Exceeding Patient 
Expectations and Improving Outcomes with Solea,” with 
Michael Hoffman, DDS; and “Dental Intelligence —
Leveraging the Power of Analytics,” with Ted Schumann, 
CPA, CBC, CFP. 

Discounted lift tickets and lodging options are available 
at this family-friendly event. For more information, contact 
Dr. Jay Lang (jlang@comcast.net) or Dr. Eric Tye (erictye10@
gmail.com).

Implant Seminar Planned by Oakland County
Oakland County Dental Society is presenting a two-credit 

continuing education program, “Immediate Loading of 
Dental Implants: Clinical Guidelines for Success,” on 
Wednesday, March 15 at the Wabeek Country Club in 
Bloomfield Township. 

The speakers are Chady Elhage, DDS, MS, Omar 
Banhawy, DDS, MS, FIOCI, and Andrew Afshar, DDS, MD. 
Course objectives include:
n Identifying these patients in your practice.
n Understanding anatomy and its limitations on implant 

placement.
n Communicating between the restorative doctor, lab, 

and surgical team.
n Implant part selection and immediate loading on the 

day of surgery.
Registration and refreshments will begin at 5:30, with 

dinner at 6:15 and the CE program at 6:30. For more 
information on the program and fees, contact the OCDS at 
oakdds@oaklanddentalsociety.com.
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Meeting Registration 

 

Georgios A. Kotsakis, D.D.S., M.S. 
 

Friday March 24, 2023 
 

Non-Members:  $199 registration-must be postmarked by February 21, 2023 ~ $275 late registration- after February 21, 2023 
Members: No Fee. Life Members: $50 Fee. Please register by February 21, 2023. All members must fill out this form and send to   

Dr. Cheri Newman (see below) or register via www.veddersociety.com. 
*Lunch will be provided only to those who register by February 21, 2023.   

Refunds only by written request with reasonable cause to be reviewed by the Society Board. 
 

Space is limited and will be granted only on a first-come first-serve basis. 
 

Name:_______________________________         Check this box if you are a non-member  
 

Address:______________________________ Email : ___________________________ 
 
 
 
 
 
 

             To register: Complete this form and enclose your check before February 21, 2023 or visit us at www.veddersociety.com. 
 

Please make check payable to the Francis. B. Vedder Society.  A 2.9% processing fee will be added to all online registrations. 
 

Mail to: Dr. Cheri Newman ~ 8035 River Rd. ~ Cottrellville, MI 48039 ~ 586.945.3519 

Georgios A. Kotsakis, D.D.S., M.S. 
 

“Peri-Implant Complications: How to Diagnose and Manage” 
 

Friday March 24, 2023  
Lansing Center - Lansing, MI 

 

 

Michigan 
Board 

of Dentistry 
299220069 

Dec 8, 2022- 
Dec 31, 2025 

 

For hotel accommodations at the Radisson which is connected to the Lansing Center, call: 800-333-3333.  A block of rooms is being 
held for Vedder members at a reduced rate if you register on or before February 21, 2023, via phone or website 

www.radissonhotelsamericas.com using promotional code FBVS23.  Parking is available behind and underneath the Lansing Center or 
at the Grand Ave. parking structure with the skywalk. 

For more information on Vedder visit: www.veddersociety.com 
 

About the Speaker: 
Dr. Kotsakis received his DDS from the University of Athens. He completed 
his residency in periodontics and MS in science at the University of 
Minnesota. In 2018, he moved to UT Health at San Antonio where he is 
currently an Associate Professor of Periodontics, UTHSCA, San Antonio, TX, 
and Director of the ITI Scholarship Center. He is a Diplomate of the American 
Board of Periodontology, and he holds the Roland Meffert Endowed 
Professorship in Implant Dentistry. He is a clinical researcher focusing on 
bone regeneration procedures in Implant surgery and peri-implantitis therapy. 
He directs the Translational Periodontal Research Lab, conducting research 
on the biological mechanisms underlying peri-implant bone loss, and 
developing novel treatments for dental and biomedical implants. Dr. Kotsakis 
practices periodontics in the UTHealth San Antonio intramural clinics, with a 
focus on treating implant complications and peri-implantitis.  
 
 
 

Course & Speaker Information: (6 Credits) 
 

8:00 a.m. - Registration and Continental Breakfast 
8:30 a.m. - 4:30 p.m. - Annual Spring Meeting 
12:00 p.m. - 1:30 p.m. - Lunch 

 

 

The Francis B. Vedder Society 
of Crown and Bridge Prosthodontics 

invites you to attend its 
 Annual Spring Meeting 

featuring 
 
 
 

 

Course Objectives and Description: 
This lecture will address the following primary topics (see our  
website for a complete listing): 

1. Define peri-implantitis and diagnostic criteria. 
2. Explain to a patient the risk factors for development of   
peri-implant disease. 
3. Formulate an assessment and maintenance strategy for all  
phases of implant treatment. 
4. Evaluate implants and formulate approaches for prevention of  
peri-implant disease. 
5. Identify dental implants in need of non-surgical treatment and  
those needing referral for surgical treatment. 
6. Select appropriate non-surgical therapies. 
7. Apply basic science findings to clinical decision making. 
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5 Tips for Responding to Online Reviews of 
Your Dental Practice   

Online reviews are essential for 
attracting new patients and building 
practice revenue. However, while  
online platforms are a major source 
of word-of-mouth advertising, 
opportunities are lost when you 
hide from negative online reviews. 

In fact, 95% of people suspect 
that reviews are censored or fake if 
they don’t see any negative ones, 
and 45% are more likely to visit a 
business that responds to negative 
reviews. 

Here are five tips for responding to online reviews: 
1. Say “thank you.” Responses aren’t just for negative reviews! Also, thank 

people for positive reviews and let them know you appreciate their business.
2. For negative reviews, thank them for expressing their concerns. 

Remain polite to avoid escalating the situation, and remember, negative 
reviews offer an opportunity to salvage a situation and uncover blind spots in 
your practice. 

3. Continue the conversation offline. The last thing you want is for your 
response to spark an even nastier reply. In such situations, let them know 
you’re sorry for their experience and want to learn more. Ask how to best get 
in touch with them to avoid back-and-forth directly on a public forum. 

4. Give it 24 hours. After drafting your response, wait 24 hours, then 
re-evaluate before posting. This will ensure you always communicate in a 
calm, professional manner.

5. Highlight your practice’s values. Some people will always believe that 
dental practices are trying to upsell them and don’t really care about their 
health. In these cases, simply state your practice’s values and that you really 
do care. Even if you don’t change that person’s opinion, you’ll leave a positive 
impression on other patients.

Remember, negative reviews aren’t the end of the world   — especially  
when countered by multiple 
positive reviews. For help building 
a five-star online reputation, 
contact MDA-endorsed ProSites at  
ProSites.com/MDA or 888-932-3644.

Switch from your high-cost 
credit card processor to Best 
Card, and keep more of what  
you earn! Best Card saves the 
average dentist $5,516, or 27%,  
on processing fees. And, when 
you call Best Card, you connect 
with a real person who can direct 
you to the Best team member to 
help you. Find out how much  
you can save by sending a recent 
card processing statement to 
compare@bestcardteam.com,  
or fax it to 866-717-7247. Scan  
the QR code for more 
information.

Want to Make $5K 
the Easy Way?

At TDSC .com,  
You’re a VIP 

MDA members now get  
the lowest price available at  
TDSC.com, the MDA-endorsed 
website for small equipment and 
the dental supplies you love from 
the brands you trust. Input your 
ADA number in your profile  
when you create an account at  
TDSC.com and receive Very 
Important Practice-level prices. 
You will immediately enjoy 
savings that are, on average,  
7% lower than the site’s already 
competitive prices. If you shop  
at TDSC.com but do not receive 
the VIP price, start a VIP Trial  
for 90 days to shop at the  
lowest-tier prices 
while your MDA 
membership is 
verified. Shipping 
is free on orders  
over $99. 

Vision, Hearing Benefits Available from VSP 
Dentists must be able to see clearly to practice dentistry safely. Enrolling 

in a vision care plan can ensure that your vision is corrected to be nearly 
perfect. MDA Insurance offers three VSP vision insurance plans: 
an exam-only plan, a basic plan, and a premium plan that offers 
discounts on contact lenses, frames, and eyeglass lenses. You 
can purchase self-only or family coverage. Premiums are paid 
quarterly. VSP also offers discounts on hearing aids. Scan the  
QR code to learn more, or call 877-906-9924 for assistance.

®

Website Design and Marketing
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At a Glance:
Medicare demystified. If you 

or a loved one are approaching 
age 65, it’s time to get up to 
speed on Medicare, the federal 
government’s health insurance 
program for “senior citizens.” 
Medicare has many parts, and 
knowing when to enroll in which 
part is important. 

Let MDA Insurance take the 
mystery out of Medicare by 
attending one of our educational 
presentations. All information is 
presented via Zoom, except on 
May 5, which will be live at 
Annual Session. Webinars are 
limited to 100 people per session. 
Contact Steve Fulger by calling 
877-906-9924, ext. 450, or email 
him at steve@mdaifg.com to 
reserve your spot. Upon 
completion of the class, the 
program is eligible for two CE 
credits through ADA CERP.
• Wed., Feb. 22, 3–5:30 p.m.
• Fri., March 31, 1–3:30 p.m.
• Fri., May 5 (during Annual   
   Session), 9–11:30 a.m.
• Fri., June 28, 9–11:30 a.m.
• Fri., Aug. 25, 1–3:30 p.m. 

Secure loss of use coverage 
on rental cars. Supply chain 
issues have also hit the auto 
body and auto repair sectors, 
creating a longer wait time to put 
a damaged vehicle back in 
service. That’s why it’s important 
to purchase loss of use insurance 
when you rent a vehicle. Without 
loss of use protection, you could 
be on the hook for paying the 
rental agency a daily fee for the 
time the car is out of use due to 
an accident-related repair.  Loss 
of use coverage is inexpensive 
and can be added to your policy 
for only the rental period. Call 
the MDA Insurance personal lines 
department at 800-860-2272 for a 
quote.

Investment Advising, Retirement Planning 
Services Available from DBSIA

Building wealth and planning for retirement are tasks that every dentist 
should embark on immediately upon entering practice. Day one is not too 
soon to earmark part of your income to provide for your financial needs in 
retirement. But just as you don’t advise do-it-yourself dentistry, neither 
should you do it yourself when it comes to investing. The MDA endorses DBS 
Investment Advisers, LLC to help members build their wealth for professional 
and personal use. DBSIA is a fiduciary, which 
means it must act with your best interests as  
its foremost consideration. Call DBSIA at  
800-327-2377 for help. 

Basic Safeguards for Cyber Liability Insurance  
Policies Are on the Horizon

Small health care 
companies often are 
targets of cyber criminals 
because they are rich 
storehouses of protected 
health and financial 
information. That makes 
having a cyber liability/
data breach insurance 
policy critically important. 

The underwriter for the 
MDA-endorsed Beasley 
Breach Response policy 
will impose different rating 
factors on practices that do not have recommended safeguards in place, 
which may increase the cost of coverage.  Safeguards include:
• Multifactor authentication (MFA or TFA for two-factor authentication) for 
cloud-based services such as cloud-based email accounts, and for all remote 
access to your network. If your practice uses Gmail, Yahoo, AOL, or Hotmail, 
migrating to a new email platform is required, and an email address for every 
employee who logs into your practice management system is also necessary 
prior to implementing MFA/TFA. It can take time to implement MFA/TFA. 
Begin the process early.
• Regular critical data back-ups to the cloud, and testing to ensure those 
back-ups are recoverable.
• Training for your employees, employing techniques such as phishing email 
simulations and interactive phishing training.

Contact Complete Dental IT, the MDA-endorsed information technology 
solution provider, at 866-498-0173 to get help with MFA/TFA and cloud 
backups. To learn more 
about cyber liability/
data breach insurance, 
call Melanie Adler at 
800-860-2272, ext. 464. E N D O R S E D



By Christopher J. Smiley, DDS
Editor-in-Chief

Arecent presentation I attended discussed 
the need for greater emphasis on behav-
ioral health in dentistry, showing that it 
is an essential component of oral health  

care. Furthermore, a greater awareness of the relation-
ship between oral health and mental health can broaden 
diagnosis and better address our patients’ health needs.

An evidence-based literature search on changing 
patient behavior attests to the benefit of applying this 
approach. Two randomized trials and a systematic review 
of interventions to improve oral hygiene 
show that behavior change techniques 
positively impact oral hygiene and reduce 
clinical indices of periodontal disease.1,2,3 
A January 2022 article in JADA concluded 
that receiving smoking-cessation advice 
from a dental care professional was asso-
ciated with smoking abstinence beyond 
six months.4 There are, however, signifi-
cant barriers to introducing behavioral 
change models in clinical dental care.

For example, complex motivational 
models that build on successive steps 
and ongoing reinforcement with monitoring, are burden-
some to a busy clinical practice.5,6 The lack of reimburse-
ment from dental benefit programs for case management 
and the effort required to deliver these services create 
financial disincentives at the expense of improved out-
comes. Additionally, clinicians may be reluctant to imple-
ment strategies they perceive could disrupt their rela-
tionship with the patient, or that the patient would 
question a dentist’s standing in advising on health 
issues believed outside the scope of dental care.7 An 
option for the dentist is to enlist outside resources to 
overcome these barriers. 

Success arising from behavioral change is seen 
through the referral of smokers to the quit line for 
behavioral coaching (1-800-QUIT-NOW, or text QUIT to 
47848). Establishing referral relationships with mental 
health counselors to bring about behavioral change can 

From the Neck Up

JOURNAL OF THE MICHIGAN DENTAL ASSOCIATION • FEBRUARY 202316

F R O M  T H E  E D I T O R

also reduce the burden by allowing those with expertise, 
capacity, and systems for reimbursement to affect behav-
ioral change to support our care.

Mental and oral health providers have long struggled 
to integrate into health systems and achieve parity in 
funding. At times we’ve appeared to be competitors seek-
ing a seat at the table, jockeying for resources, and for 
acknowledgment that what happens above the neck 
impacts overall health. Recognizing that behavioral sci-
ence is an essential component of oral health care and 
that dental health care supports mental health, rather 

than being pitted against one another, 
each discipline should find ways to 
increase mutual collaboration. 

There is cause for optimism that poli-
cymakers are beginning to commit 
resources for mental and dental health 
care. As noted in the January issue of the 
Journal, the Michigan Legislature last 
year redesigned the Adult Dental 
Medicaid Program, increasing reim-
bursement and the number of covered 
services. For 2023, the Michigan House 
of Representatives announced the cre-

ation of a Subcommittee on Behavioral Health, address-
ing issues of mental health, substance abuse, and stress. 

Identifying oral signs of depression, stress, the ravages 
of adverse behavior and addiction such as smoking, eat-
ing disorders, and substance abuse, confirms more than a 
need for dental care. It is an opportunity for integration 
and collaboration between dentists and mental health 
professionals to address our patients’ overall health 
needs. We must seize the opportunity to capitalize on the 
energy of policy initiatives supporting our professions, to 
advocate for increased training and inclusion of coverage 
for behavioral counseling and case management services 
within both dental and mental health plans. 

References
1. Newton JT, Asimakopoulou K. Managing oral hygiene as a risk 

factor for periodontal disease: a systematic review of psychological 
(Continued on Page 81)

A greater awareness of 
the relationship between 
oral health and mental 

health can broaden 
diagnosis and better 
address our patients’ 

health needs .
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Q uestion: I’ve created a sheet to 
track my continuing education 
credits, but the process is so cum-
bersome. With today’s technology,

there has to to be an easier way. Does the MDA know of a 
resource that can help?

Answer: In fact there is. The Michigan Department of 
Licensing and Regulatory Affairs announced its relation-
ship with a vendor, CE Broker, last fall. CE Broker is a 
service that assists professionals and licensing entities 
with tracking continuing education. 

According to an email sent last August, all licensed 
health care professionals will be provided with a free 
profile, where they can upload and track continuing edu-
cation credits. CE Broker also offers various subscription 
tiers that provide additional services. For more informa-
tion on the CE Broker program, visit www.michigan.gov/
lara/bureau-list/bpl/health/links/ce-broker. 

Note that you are not required to use CE Broker to main-
tain your license. Some members have contacted the MDA 
and asked if this was a new state requirement. It is not.

Also, the MDA can track your CE taken through the 
MDA or ADA. And, free CE record-keeping folders are 
available at the MDA Web store at store.michigandental.
org, or call the MDA’s Jody Marquardt at 517-346-9408.

Question: Is there an updated edition of the MDA Fee 
Survey? If so, how can I order one? I also had an issue last 
year with interpreting some of the data in an MDA sur-
vey. Who can I talk with regarding the content and how 
it’s comprised?

Answer: The updated Fee Survey is available on the 
MDA Web store at store.michigandental.org. If you have 
questions about the survey or the data within the sur-
vey, call Merces Consulting at 248-507-4670.

Question: A new patient came in to my office last month, 
and when asked how they heard about our office they men-
tioned they found me on the MDA SmileMichigan.com 

website. I don’t remember making a profile on the site. 
Can you explain?

Answer: The Find-A-Dentist feature on the MDA’s pub-
lic-facing Smilemichigan.com website receives more than 
4,000 visitors per month. A basic profile on Find-A-Den-
tist has automatically been set up for you, with data from 
the ADA/MDA shared database. To see how your profile 
looks right now, login to the ADA website and click My 
ADA at the top right corner of the page. Then take a mo-
ment to add more details that will round out the picture 
for new patients. The more information you include, the 
higher your practice will rank in local search results. Pro-
files that feature photos, email addresses, website links, 
and other key details will appear higher on the page 
when patients are searching for a new dental home. For 
example, profiles with photos receive 11 times more 
clicks compared to the profiles without photos. 

Updating your profile is quick and easy. First, go to 
ada.org/UpdateNow. Then complete the sections below.
n Business Address: Make sure the box “Display Busi-

ness Address in the online directories is checked.
n Insurance.
n Payment options.
n Practice hours.
n Upload your photo or an image of your practice logo.
To maximize the value of this free marketing channel, 

all you need to do is keep your profile up-to-date. The 
Find-A-Dentist feature is part of the MDA Public Educa-
tion Campaign, funded by your member assessment, the 
goal of which in part is to bring more patients to you. The 
campaign is supported by online ads that encourage pa-
tients to schedule regular dental visits, with links that 
bring them directly to the search tool. Patients can 
search by ZIP Code, dental specialty, the distance they’re 
willing to travel, and more. If you need help completing 
your profile, you can call the ADA Member Service Center 
at 800-621-8099.  

Have a question? Think MDA first! Send questions to 
membership@michigandental.org. 

By MDA Staff with Eric Tye, DDS
Chair, MDA Committee on Membership

What’s an Easy 
Way to Track CE?

M D A  A T  Y O U R  S E R V I C E
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A successful dental practice transition is the product of matching the right 
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transition from start to finish. Find out all you need to know to ensure the 
effective transition of YOUR practice. 
 
This seminar will cover: 

 Practice value and how it is determined. 
 When the right time to sell your practice is. 
 How DSOs work and what types of practices they desire. 
 Why the bank is the third party to every dental practice transition. 
 What needs to happen for a successful transition. 
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T 
he MDA’s Grassroots Legislative Advoca-
cy Program has been highly successful 
since it began in 2011, and 2022 was no 
exception. With more than 145 contacts

between MDA members and their legislators taking place 
at 23 events, member participation proved to be lively, 
engaged, and essential to the MDA’s advocacy success 
last year. 

While the MDA staff is regularly in contact with key 
legislators on dental issues, legislators are most respon-
sive to issues when they hear from their constituents — 
in our case, MDA dentists from their districts. By con-
necting our members with their legislators, the MDA can 
develop personal connections that keep the MDA as the 
top-of-mind resource on dental issues. These connec-
tions also help the MDA demonstrate a strong presence 
locally, and provide a unique perspective on how vari-
ous issues will impact legislators’ districts. And with 

more than 50 new legislators taking 
office in January 2023, our grassroots 
program will continue to be a driving 
force behind the MDA’s advocacy ef-
forts in 2023. 

Friendly and personable
One thing we hear from members 

who haven’t participated before is 
that they are nervous or uncomfort-
able about meeting with a legislator. 
That’s understandable, but an important fact to remem-
ber is that legislators are normal people, despite the im-
portance of their positions. Many legislators’ interactions 
with dentistry are limited to their experiences getting 
dental care. In fact, it’s likely that there are legislators 
who are as nervous about going to the dentist as you 
might be to attend a grassroots event! Legislators depend 
on you for support, so they are friendly and personable. 
No worries.

In 2022, nearly every grassroots meeting we held in-
cluded a new participant, and their experiences were 
great! Most often, the legislators we meet with are always 
grateful for the opportunity to hear from the dentists 
they represent and come away with a new appreciation of 
the issues impacting dentists. 

Every meeting is attended by MDA staff and me. We set 
up our meetings over lunch or coffee in a group setting to 
facilitate an open and comfortable atmosphere for every-
one to discuss their perspectives. Every meeting goes a 
little differently, depending on what the most important 
issue of the day is and what attendees want to discuss. 
However, the goal of the MDA’s Grassroots Program is re-
mains the same: To make it easy for our members to en-
gage in meaningful advocacy on the issues important to 
them. 

If you’re interested in participating in grassroots meet-
ings or learning more, email me at lynn@actionstrat.com 
with your name and local component. I’ll be in touch with 
you. 

By Lynn Aronoff
Grassroots Legislative Coordinator

The MDA Grassroots Program:
Advocacy That Works!

A D V O C A C Y  S P O T L I G H T

Aronoff

On the facing page  .  .  .

Listed on the opposite page are the MDA’s 2023 
Advocacy Priorities, as developed by MDA leaders 
and staff. These are the priority initiatives the MDA 
will be working on this year. Watch for updates and 
reports on these various initiatives in each issue of 
the Journal throughout the year. 

If you have questions or comments, let the MDA 
know! Email Neema Katibai, MDA manager of 
advocacy and insurance affairs, or Bill Sullivan, 
MDA vice president of advocacy and professional 
relations, at nkatibai@michigandental.org or 
bsullivan@michigandental.org, respectively.



3657 OKEMOS ROAD • SUITE 200 • OKEMOS MI 48864-3927  
517.372.9070 • FAX: 517.372.0008 • MICHIGANDENTAL.ORG

Bill Sullivan, JD 
Vice President of Advocacy and Professional Relations
bsullivan@MichiganDental.org or call 800-589-2632

Neema Katibai, JD 
Government/Insurance Affairs Manager 
nkatibai@michigandental.org or call 800-589-2632

CONTACT US

2023 PRIORITIES FOR THE MICHIGAN DENTAL ASSOCIATION

DENTAL LOSS RATIO 
The state of Massachusetts recently passed a ballot initiative that establishes a dental loss ratio of 83%. This means that 
starting in 2024, dental insurance companies in Massachusetts will have to show the state that at least 83% of patient  
premiums were used for patient care. If that threshold is not met, a company would have to issue a refund to the plan  
purchaser for the difference between what is actually spent on patient care and 83% of premiums. Additionally, the law  
provides other powers to the state insurance commissioner such as approving premium rate increases. The MDA will be  
working with the American Dental Association and other stakeholders to determine the best way forward on this issue.

DENTAL BENEFIT COMPANY TRANSPARENCY
Network leasing is when a dental benefit company sells or leases their network of dentists to another dental benefit company. 
Typically, the network dentists are not aware of the transaction. This causes confusion and frustration among patients and 
dentists because patient’s coverage status’ and fees are many times unknown until after care is provided. The MDA’s goal is to 
add transparency to the practice of network leasing.

HOSPITAL AND AMBULATORY SURGICAL CENTER ACCESS 
Many of Michigan’s most vulnerable citizens require a hospital operator and general anesthesia to receive basic and complex 
dental care. In 2022, the MDA secured funding to increase the facility fee paid to ambulatory surgical centers and hospitals 
under Medicaid for dental services. However, inadequate funding in Medicaid for anesthesia services for dental procedures 
continues to pose a significant barrier to care. The MDA is working with MDHHS and stakeholders to secure state funding to 
resolve this issue.

TELEDENTISTRY 
The emergence of telehealth over the last few years has resulted in broad legislation and rules, intended to facilitate care 
during the COVID-19 pandemic. The MDA has developed a legislative proposal that would address teledentistry specifically, 
ensuring that regulations assure patient safety and privacy, maintain the standard of care, and enhance the ability of providers 
to deliver care to their patients. The MDA will be working with the Legislature to introduce legislation on this issue.

WORKFORCE
Many professions have experienced a workforce shortage and dentistry is no exception. Over the past several years, dental 
offices have experienced a dwindling supply of RDHs, RDAs, and on-the-job trained assistants, as well as office support staff. 
The MDA is working with the ADA, other state associations, and stakeholders in Michigan to identify solutions that will address 
the shortage now and provide a sustainable talent pipeline for the dental workforce. 

STUDENT DEBT CRISIS
Dentists are graduating with staggering amounts of student debt, which impact where they choose to practice, the patient 
populations they can treat, and the overall cost of dental care. Student debt relief will help curb rising healthcare costs and 
increase access to dental care. 

michigandental.org/Legislative-Advocacy
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Terminating the Dentist-Patient 
Relationship and Avoiding 

Abandonment

Q 
uestion: I have a patient who is 
very difficult to deal with. He is 
rude to my employees, does not al-
ways follow my treatment recom

mendations, complains about my fees, and is generally 
very unpleasant. I do not care to see him any longer. How 
do I end my relationship with him?  

Answer: Once a dentist-patient relationship is estab-
lished, a dentist is under both an ethical and legal obliga-
tion to provide services until the relationship is properly 
ended. The relationship may be ended by consent of the pa-
tient and dentist; revoked by the patient 
by changing or dismissing the dentist; 
ended in the event the dentist’s services 
are no longer needed; or the dentist may 
unilaterally terminate the relationship.  

Termination by the dentist is the 
scenario that may lead to a claim of 
“abandonment.” Although a dentist 
has a definite right to terminate the 
dentist-patient relationship, it must be 
done in such a manner that the patient 
is given reasonable notice to enable 
the patient to secure other dental 
treatment when needed. Abandon-
ment is generally defined as the termi-
nation of the dentist-patient relation-
ship at an unreasonable time and 
without giving the patient the chance to find another 
dentist. For abandonment to exist, the patient must show 
more than a simple termination of the relationship. The 
patient must prove that the dentist ended the relation-
ship at a critical stage of the patient’s treatment without 
good reason or sufficient notice to allow the patient to 
find another dentist and, as a result, the patient was in-
jured. 

To be in a favorable position to defend a claim of abandon-
ment, a dentist should finish any incomplete course of treat-

ment and provide written notice to the patient, including:
n A brief explanation for the termination of the rela-

tionship.
n An offer to provide emergency services for a rea-

sonable period, such as 30 days, to allow the patient to 
establish a relationship with another dentist.
n Provide information regarding dentist referral ser-

vices or other assistance to help the patient locate an-
other dentist.
n Provide information regarding the transfer of the 

patient’s records.
Claims of patient abandonment are rare. Only in extreme 

circumstances will the facts exist that make such a claim a 
possibility. This is due to the necessity 
of proof that the termination of the rela-
tionship occurred without any notice or 
good cause, that it was foreseeable the 
termination would result in an injury, 
and that the patient was injured as a re-
sult. These factors will simply not be 
present in cases such as you mention. A 
rude, unpleasant, noncompliant patient 
who is disruptive to the office and not 
following your advice cannot prove the 
elements of abandonment.  

The best advice is to be proactive. If 
you have decided to terminate a prob-
lem patient, do it before the patient 
needs a filling, a crown, is having pain 
needing to be diagnosed, or some oth-

er issue. Once the problem patient comes to you with an 
emergency or you undertake a course of treatment, you 
will be at risk of an abandonment claim if you do not re-
spond to the emergency or complete the course of treat-
ment.  The best time to terminate the dentist-patient rela-
tionship is when no services are needed, or the only 
services needed are routine dental care.     

Visit the MDA website for more information on dentistry 
and the law. Visit michigandental.org/Legal-Services.  

By Dan Schulte, JD
MDA Legal Counsel

D E N T I S T R Y  A N D  T H E  L A W

A rude, unpleasant, 

noncompliant patient 

who is disruptive to the 

office and not following 

your advice cannot prove 

the elements of 

abandonment .
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Question: We have two front desk em-
ployees who cannot get along with 
each other. We’ve met with them 
several times, individually and to- 

gether, we’ve clarified behavior expectations, and 
we’ve even talked with our attorney about the situa-
tion. After we meet with the employees, their behavior 
improves for a short period, but then they start going 
at it again. What are our options? Their behaviors are 
also starting to negatively affect other employees and 
our practice.

Answer: There are times when the personalities and 
behaviors of employees clash, and it can be very chal-
lenging to address. It often becomes almost a “he said/
she said” situation. As leaders, we expect employees to 
be respectful and professional at work, and it is very dif-
ficult when their behaviors cause conflict. In this month’s 
column I’ll provide an overview of the full process for 
dealing with such a situation as you describe.  

First, remember that employee behaviors are a culmi-
nation of all the things the employee has experienced to 
date — how they were raised, their previous work experi-
ences, their values and beliefs, etc. These experiences 
form certain habits, and it can be extremely difficult to 
change those habits in a short period. With that said, the 
first step is raising the employee’s awareness of how 
their behaviors are impacting other staff and the prac-
tice as a whole. 

The next step is to clarify expectations for appropri-
ate behaviors, ideally referring to the job description 
and any applicable employment/handbook policies 
where these are outlined. 

Third is to outline next steps, including what will hap-
pen if the behavior(s) continue. This may include a writ-
ten warning placed in their personnel file, ineligibility for 
a pay increase/bonus, rejection of requests for paid time 
off, suspension, or ultimately termination. Unless the be-
havior is egregious, warranting immediate termination, 

it is always a good idea to give employees an opportunity 
to change and improve.  

It sounds like you’ve already talked with the employ-
ees and completed some of these steps. In this instance, 
you have two employees contributing to the issue, and it 
may be hard to determine if one is more at fault than the 
other. The same process (outlined above) applies, but 
then meet with each employee individually and then to-
gether to clarify your expectations for their behavior, in-
cluding their interaction with each other. If their behav-
ior improves after these conversations, encourage them 
and continue to provide feedback. 

In your situation, it sounds like this has not been the 
case. They are falling back into their bad habits, and it is 
impacting other employees and possibly your patients. 
This is creating a toxic work culture, which needs to be 
addressed. As a leader, your job is to try to salvage the 
relationship if you can — but if you’ve tried and been 
unsuccessful, then it may be best for the rest of your 
team if you cut out the source of the rot. If you have fol-
lowed the process above to no avail, it may be time to 
move ahead with termination, potentially for both em-
ployees. 

If you have any concerns about risks related to the ter-
mination, or if you are just unsure about the best pro-
cess, contact an HR consultant and/or employment law 
attorney. They can provide consultation to help you en-
sure that you handle and document the termination pro-
cess in the best way possible with the least risk to your 
practice. At the end of the day, you must decide if con-
tinuing to allow the behavior will be more harmful than 
the termination and finding new employees for the posi-
tions. While it may be difficult to juggle the work with a 
reduced team at first, your remaining employees will step 
up to assist because they will be grateful to have the tox-
icity removed.

Good luck!  

Contact the MDA’s Brandy Ryan for HR-related questions; 
email bryan@michigandental.org.

By Jodi Schafer, SPHR, SHRM-SCP
HRM Services

When Employee Behaviors 
Create a Toxic Work Culture

S TA F F  M A T T E R S ®





Insurance will not downgrade your 
insurance protections in order to 
produce a lower quote. If we cannot 
match or better your coverage and 
save you money, we’ll advise you to 
stay where you are and check back 
with us again in the future. 

In order to make it more attrac-
tive for members to tell others about 
our auto and home insurance offer-
ings, we’ve developed a Refer & Earn program to share 
your member savings with your dental team, family, and 
friends. Simply scan the QR code above and complete the 
referral form, providing the name and contact informa-
tion for the person you are referring, along with your own 
name and contact information. We’ll send you a $10 gift 
card if your referral asks us for a quote. And, we’ll send 
your referral a $10 gift card just for asking for a quote. It’s 
quick and painless, and when you introduce them to a 
company that could save them hundreds of dollars, 
they’ll appreciate you even more!

We value the opportunity to save you money on all your 
personal lines needs, including personal umbrella insur-
ance that truly is essential in the wake of No Fault Reform. 
If you don’t have a personal umbrella policy, contact us 
now to remedy the needless risk of having your personal 
assets, including your retirement savings, diverted to pay 
a personal injury claims as the result of an auto accident.

If you already have your personal insurance through 
MDA Insurance, thank you, and please refer someone to 
us! If you have not allowed us to quote your coverage, 
this is as good a time as any. Getting a quote is easy —  
and you’ll get a $10 gift card, too. Just visit mdaprograms.
com, click on the insurance section, and then hover over 
auto and home. Click on Request a Quote, submit the 
form and stand by for savings!

Call 800-860-2272 and speak with an MDA personal 
lines agent for friendly, knowledgeable assistance. And tell 
your friends and family all about us and the savings they 
may discover by taking a few minutes to get a quote. 
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Do you know that your MDA member-
ship can deliver savings on auto and 
home insurance to you, your office 
staff, your family and your friends?  

While many of the benefits of MDA membership are ex-
clusive to dentists, our competitive prices and discounts 
on auto, home and personal umbrella insurance can also 
benefit your wider social circle.

MDA Insurance works with Citizens/The Hanover In-
surance Company, AutoOwners, Pioneer Mutual State In-
surance, and Progressive, and has several discounts 
available that can deliver savings for your friends and 
relatives. The savings are always better — and claim pro-
cessing goes more smoothly — when auto and home in-
surance are bundled together under the same carrier. We 
can help with that, too. 

Here’s how bundling can help when you have a claim. 
Let’s say you have one of the model year 2020-22 Hyundai 
Palisade vehicles or model year 2020-22 Kia Telluride ve-
hicles with trailer hitches that are under recall due to risk 
of fire. You parked the car in your attached garage. The car 
self-ignited while in the garage and the fire spread to your 
home. If your auto and home are both insured through the 
same carrier, the loss can easily be coordinated by the in-
surer, minimizing the completion of forms and the hassle 
of reporting the claim. One adjuster can handle the loss, 
rather than juggling with adjusters from two insurance 
companies. When you have questions, you have one com-
pany to contact, although you’ll have two claim numbers. 
Bundling can make the claim experience less onerous.

MDA Insurance has offered auto and home insurance 
for at least two decades, yet awareness of the program 
among members remains low. Those who have used us 
report they are pleased with the knowledge of our per-
sonal lines agents who are responsive to their needs, 
and they’re impressed that we routinely shop auto and 
home insurance with our other carriers when policies 
renew, to be sure we’re providing the coverage they want 
and need at the best price we can offer. Importantly, MDA 

M D A  I N S U R A N C E

By Craig Start, MBA
President, MDA Insurance

Get a Quote, Save on 
Your Auto and 

Homeowners Insurance



Highlights of the ERC
4 Businesses must file for the ERC before the  
first amended tax return deadline of July 31, 2023.  

4 Receive up to $26,000 per employee.

4 To qualify, your practice needs to have  
experienced decreased revenue, a COVID event,  
a partial or full shutdown, or a supply chain  
disruption and kept employees on the payroll.

4 Wages used to apply for the PPP forgiveness 
cannot be claimed as ERC wages, but remaining 
wages may be eligible.

4 The ERC is available for the last two quarters  
of 2021 for certain small businesses that opened 
after Feb. 15, 2020. 

Most dental practices qualify for this tax credit— 
even if PPP funding was received. Claim your credit now.

e: ERC@LoobyDBS.com
p: 800.327.2377 • w: www.LoobyDBS.com

6006 Westside Saginaw Rd. • Bay City, MI 48706  

The Employee Retention Credit (ERC) allows small  
businesses adversely affected by COVID-19 to claim  
up to $26,000 per employee as a tax credit—even if the  
business received a PPP loan! Filing for the ERC can  
be complicated and time-consuming, which means  
this tax credit is underutilized. Don’t miss out on  
what may be coming to you.

Dental Business Specialists is now under the ownership  
of Looby Baumgarten and is endorsed by the MDA to  
file for the ERC on behalf of member dentists. This  
dental CPA firm knows just what to do and how to do  
it. MDA members using other tax filing services or  
accountants are encouraged to get help with their ERC  
filing from Dental Business Specialists. Scan the QR code 
below to request a representative to contact you.

 DO  YOU QUALIFY FOR THE

EMPLOYEE
RETENTION 
CREDIT? 

O_ Employee Retention Credit (ERC) ad_FP_Feb 2023_option 3_2.indd   1O_ Employee Retention Credit (ERC) ad_FP_Feb 2023_option 3_2.indd   1 12/27/2022   1:32:56 PM12/27/2022   1:32:56 PM
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T his past December, right before the 
holidays hit, the ADA Board of Trustees 
traveled to Charleston, N.C., for its 
annual retreat. The city was alive with 

activity, and so was the ADA Board.
Each year the ADA president addresses a topic during 

his or her Board retreat, and this year’s topic was “Har-
nessing the Power of Strategic Focus,” facilitated by Dr. 
Steven Shepard, of Shepard Communications Group. 
Many in-depth discussions occurred, which helped to 
focus our mission, vision, and the strategic forecast of 
the ADA. More will continue to be brought forward from 
these thoughtful deliberations in the coming months as 
the Board and Strategic Forecasting Committee begin 
more-focused communication. Discussions with state 
executive directors will also be held. The sessions were 
excellent, with strong and meaningful participation. It 
was a great kick-off to Dr. George Shepley’s presidential 
year.

Another highlight of the meeting was a very informa-
tive report by Mike Graham, the ADA’s senior vice presi-
dent of government affairs. He gave us the latest informa-
tion on the Medical Loss Ratio campaign victory in 
Massachusetts and discussed how several states are ini-
tiating legislative efforts to try to keep the momentum 
going with MLR across the country. Both Wisconsin and 
Michigan have been inquiring with the ADA about next 
steps. We are figuring out how to best position our states 
for successful similar initiatives.

ADA Executive Director Dr. Ray Cohlmia gave his lat-
est update on membership trends, finances, and the 
progress on 2022 goals. Membership trends are holding 
steady, but we all know that remaining the same is not 
the goal in membership if the trend is declining member-
ship. ADA finances will be looked at through a mission-
based accounting lens in line with the actions of the 2022 
ADA House of Delegates, which approved a new budget-
ing process. 

As far as the update on the 2022 goals, customer-fo-

cused governance was one of the first goals. We are well 
on our way on this goal, with the passage of the Strategic 
Forecasting resolutions by the ADA House of Delegates in 
October and the formation of the initial Strategic Fore-
casting Committee. Last month we began work on help-
ing districts establish standard operating procedures for 
recommending members of future Strategic Forecasting 
committees. 

The next goal is collegiality and synergy with all enti-
ties of the profession. Dr. Cohlmia has completed about 
15 visits to dental colleges so far and has been working 
on numerous other meetings with specialty organiza-
tions, affiliate organizations, dental industry leaders, and 
international entities, including FDI. The ADA continues 
to work on policy to lead the dental profession both na-
tionally and internationally. 

Digital transformation a priority
The last goal is digital transformation. The ADA app 

was introduced at SmileCon last October as an MVP, or 
Minimum Viable Product. This is an Agile project man-
agement term that perhaps is misunderstood. It is the 
version of a new product that allows the production team 
to collect the maximum amount of validated learning 
about customers with the least effort. What does that 
mean to ADA members? It means that the app is constant-
ly changing and adapting as you use it. The app is helping 
the ADA to quickly learn what members need and want, 
while providing customer satisfaction, continuous im-
provement, and simplicity. Digital transformation also 
involves the ongoing switch from our Aptify membership 
database to Salesforce and Fonteva, as well as a change 
from ADA Connect to Microsoft 365 for internal communi-
cations.

As always, if you have any comments, suggestions or 
concerns, please feel free to contact me either by email at 
tulakgoreckim@ada.org or by phone. My cell number is 
248-212-4620. I serve you, plain and simple. I look forward 
to another productive year as your ADA 9th District 
trustee. 

By Michele Tulak-Gorecki, DDS
ADA 9th District Trustee

What’s New at the ADA?

A D A  R E P O R T
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Dental CPAs - Results By Design 

Pictured from left to right, Darin Sitto, CPA, MBA; Calvin 
Sitto, CPA, MBA; Stephanie Cykiert, MHSA; and Greig 

Davis, CPA, CVA, MST

Our Story
Starting with a first generation local 

Dental CPA firm in the early 60's and 
growing to a nationally recognized Dental 

CPA firm by 2015, our team transitioned to a 
boutique Dental CPA firm working with 
Dental Group Practices, Dental Support 

Organizations and Managed Services 
Organizations. Our team of highly 

experienced Dental CPA's, Revenue Cycle 
Managers, Health Care Data Analysts, and 

Certified Valuation Analysts, focus on closely 
working with our clients to drive successful 

business initiatives. 

Upcoming Seminars

We'd like to invite you to our 
upcoming CFO Series!

Live Session Dates
April 28, 2023

September 22, 2023
December 01, 2023

Location & Time
Arboretum Conference Center 

34405 W. 12 Mile Rd. 
Farmington Hills, MI 48331

9:30 AM - 1:30 PM

Topics include Key Performance Indicators (KPI), root causes 
of KPI outcomes, impacting your KPI, why accrual accounting 
is important, how to build quality financial reporting, how to 
build value, best practices for labor, valuations (DSO & Non-

DSO), and more...

To register, please visit our website at 
www.dentalroiassociates.com 

See our Dental Education & Events Page 
Or call 947-209-5801

Results By Design 

Our Leadership Team

Our Team
We are a new class of Dental CPAs focused on 

strategic planning, driving organization initiatives, 
and saving taxes. Our leadership team holds 

combined experience of  

80 years

Our Approach
As Dental CPA's working with over a thousand 

dental practices and providing over 50,000 hours of 
consulting, advisory, and tax services, our goal is to 
guide you through the implementation of business 

and tax initiatives.
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Experience  
Michigan’s Largest

Dental Meeting!

Courses and Events  
for the Entire Dental Team
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There’s so much to experience at this year’s MDA Annual 
Session! The Committee on Annual Session and the Committee 
on Continuing Education along with the MDA staff have 
worked hard to provide a meaningful and comprehensive 
conference of learning, socializing, and viewing of new 
products and services in the Exhibit Hall. So, whether you’re 
attending one day or every day, please be sure to take 
advantage of everything Annual Session has to offer.  

Grand Rapids is a beautiful city with lots of restaurants, brew-
eries, museums, sporting events, concerts and theaters, so you’re sure to enjoy your 
free time too. Take some time to explore downtown and create your own team-
bonding experiences. Visit www.grandrapidsattendee.com for exclusive offers and 
discounts just for conference attendees. 

NEW for new dentists: A half day program titled “New Dentist Fuel — Design Your 
Future” facilitated by Dr. David Rice will cover such topics as tackling student debt, 
team turmoil, limited practice opportunities, and more. Join other new dentist col-
leagues for a day designed just for you. 

Keynote address: Keynoter Christine Cashen will help us all stay inspired even 
when “we’re so darn tired.” She’s a Midwesterner who has ties to Michigan. She 
is excited to be back sharing her wisdom to help you be the best that you can be 
in challenging situations.  

Special events, too: Join your colleagues, friends, and team members for a tour and 
beer tasting at the world famous Founders on Thursday evening. Plus, there’s lots 
of fun at Friday evening’s “Magic, Music and More,” honoring MDA President Dr. 
Vince Benivegna and featuring an award-winning magician and a popular local 
band playing music from the ‘70s through today. 

Whatever you decide to do at the Annual Session, I know it will be memorable. 
So, what are you waiting for? Register your team now! 

Neeta Chesla, DDS
Chair, 2023 MDA Annual Session

INSIDE YOUR 2023 ANNUAL 
SESSION PREVIEW

Chair’s Message  .  .  .  .  .  .  .  .  .  .  .  .  . 32

Course Synopsis  .  .  .  .  .  .  .  .  .  .  . 34-35

Annual Session Exhibit Hours  .  .  .  .  . 36

This Year’s Special Events  .  .  .  .  .  . 37

Pre-Session Seminars  .  .  .  .  .  .  .  .  . 38

Thursday Courses  .  .  .  .  .  .  .  .  .  . 39-46

Friday Courses  .  .  .  .  .  .  .  .  .  .  .  . 48-54

Saturday Courses  .  .  .  .  .  .  .  .  .  . 55-59

Registration Information  .  .  .  .  .  .  . 60

Hotel Information  .  .  .  .  .  .  .  .  .  .  .  .  .61

Registration Form  .  .  .  .  .  .  .  .  .  . 62-63

Experience Michigan’s 
Largest Dental Meeting!
Grand Rapids 2023
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Magic, Music 
and More!
Honoring MDA President 
Dr. Vince Benivegna

Grab your friends, colleagues, team 
members and significant others – for  
an evening of food, fun, and amusement. 

Enjoy a magic show sprinkled with humor, revel in 

the sounds from the 70s through current day with 

a popular local band, Funkle Jesse. Plus amazing 

food options that are hearty and healthy to fill you 

up for all the evening’s activities. Drinks that 

appeal to most including soft drinks, craft beer, 

fine wine and cocktails. Rounding it off with 

dancing, conversation, laughter and fellowship. 

Don’t miss out, register today – Capacity is limited!

Visit: annualsession.michigandental.org

WHEN: Friday, May 5, 2023 (6:30-11 p.m.) 
WHERE: Ambassador Ballroom,  
Amway Grand Plaza Hotel
PRICE: $89/person includes: dinner,  
two drink tickets, and entertainment
ATTIRE: Snappy Casual 

Co-sponsored by Central District Dental Society, 
Michigan Society of Oral and Maxillofacial 
Surgeons, MDA Insurance, and MDA Services.

ANNUAL
SESSION
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MAGICIAN 
KEITH KOCHER 

FUNKLE JESSE



JOURNAL OF THE MICHIGAN DENTAL ASSOCIATION • FEBRUARY 202334

ANNUAL
SESSION

3

ANNUAL SESSION CONTINUING EDUCATION AT-A-GLANCE

Use the following chart to quickly identify Annual Session courses by target audience, those that are free/discounted, or meet 
state license requirements. Speakers and detailed descriptions can be found in chronological order by course number starting 
on Page 38 of this preview. If you are registering online, use the Filter Courses option under Full Agenda in the Schedule 
section to find your preferences. 

Wednesday May 3, 2023 DDS
New 
DDS

RDH Asst.
*CDBP/ 
Front 
Office

L'ship 
Track

FREE/ 
Discounted

License 
Req.

#1 Health Centered Dentistry*
#2 HOD Leadership Training*

Thursday May 4, 2023 DDS
New 
DDS

RDH Asst.
*CDBP/ 
Front 
Office

L'ship 
Track

FREE/    
Discounted

License 
Req.

#3 PPP Risk Management*
#4 HIPAA Privacy Rules Change*
#5 Rock Star Dental Assistant
#6 HPV and Oral Sex
#7 Clinical Records*
#8 Dental Burnout
#9 Clinical Oral Lesions
#10 How to Outsmart the Thief
#11 Digital Hands-on Implant Workshop
#12 OSHA Tasks Checklist*+
#13 Taming the Beast - Scheduling*
#14 Cybersecurity*
#15 Attract and Retain Staff*
#16 Vaping
#17 Learn, Leverage, Lead*
#18 Dental Reimbursements*
#19 Patient Marijuana Use
#20 External Threats to Dental Office*
#21 Marketing*
#22 Automating Your Practice*
#23 How to Stay Inspired (Keynote)

* Certified Dental Business Professional qualifying courses

Courses in the New Dentist column are recommended by the New Dentist Committee.

+ The State requires all dental offices to do an OSHA review annually but it is not an individual license requirment.



Friday May 5, 2023 DDS
New 
DDS

RDH Asst.
*CDBP/ 
Front 
Office

L'ship 
Track

FREE/ 
Discounted

License 
Req.

#24 Most Difficult Discussions*
#25 High Chair Dental
#26 New Dentist Fuel
#27 Oral Cancer Screening
#28 Our Chamfered Psyche
#29 Oral Lesions 
#30 Influence: Power of Leadership*
#31 Maximizing ROI*
#32 Edodontic Mousetrap (Part I)
#33 CPR
#34 Moving Away from Insurance*
#35 Medicare
#36 Peer Review/Dental Care
#37 Social Media and Ethics*
#38 CPR (Repeat)
#39 Pain Wars
#40 Everyone Smiling but You*
#41 Dental Materials
#42 Level Up*
#43 Meet Your Perfect Self
#44 Hands-On Oral Cancer
#45 Endo Mousetrap Part II
#46 Dental Implants
#47 Oral Dysbiosis
#48 Jurisprudence and Ethics

Saturday May 6, 2023 DDS
New 
DDS

RDH Asst.
*CDBP/ 
Front 
Office

L'ship 
Track

FREE/ 
Discounted

License 
Req.

#49 Infection Control
#50 3D Scanning
#51 Strong Practice Culture
#52 Let's Talk About Sleep Deprivation
#53 Restorative Materials
#54 Becoming the Pediatric Alpha
#55 Socket Grafting/Implants
#56 Endo Hands-On
#57 Ethics and Jurisprudence*
#58 Occlusion
#59 Mental Mindware
#60 Stop Ignoring the Tongue
#61 Digital Dentistry
#62 Oral Trauma
#63 Implicit Bias
#64 Making Overdentures a Snap

CANCELED

CANCELED

ANNUAL
SESSION
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THE ANNUAL SESSION EXHIBIT HALL

You’ll find nearly 150 exhibitors at this year’s MDA Annual Session 
Exhibit Hall. They’re offering great deals, helpful advice, and the 
chance to see the newest products “up close and personal.” You 
can get your questions answered, talk with product representatives, 
and see what’s new in dentistry. It’s all at the MDA Annual Session 
Exhibit Hall -- Michigan’s largest dental expo!

A full listing of exhibitors appears on the Annual Session website or 
consult the Annual Session Official Program, mailed to you with your 
pre-registration materials or available on-site. 

Take advantage of this great resource for your practice. Be sure to stop 
by the exhibits, conveniently located near CE classes, right inside Halls 
B & C, DeVos Place.

Remember! No Exhibits Wednesday or Saturday! Exhibits open 
Thursday at 10 a.m. The MDA Exhibit Hall will be open Thursday and 
Friday ONLY!
n Thursday, May 4: Exhibits open 10 a.m. until 6 p.m. 
n Friday, May 5: Exhibits open 10 a.m. until 6 p.m.

MDA Welcome Center . Everyone is invited to visit the Welcome 
Center located just inside Halls B and C of DeVos Place. There you 
can relax, grab a cup of coffee, visit with staff, check out the latest 
MDA products and services, and get all your questions answered. 
It’s a great way to make sure you’re taking full advantage of all that 
membership in the MDA has to offer. Office managers – there’ll be 
resources that can help make your job easier. Stop and see how 
MDA can help you, too. 
  

Lunch and Snacks . Pressed for time between classes? No problem! 
You can get lunch right in the MDA Exhibit Hall as you chat with 
exhibitors or fellow colleagues. The concession area offers a hot 
buffet, variety of sandwiches and healthy food options, plus snacks, 
coffee and soft drinks. Maps with local lunch options will also be 
provided on-site.

The Endorsed Provider Aisle . Come visit the MDA Insurance and 
MDA Services area at the gateway to the MDA Annual Session 
exhibits May 4-5 in Halls B and C of DeVos Place. Discover the 
many ways you can save money 
and enjoy great service working 
with MDA Insurance, MDA Ser-
vices, and the endorsed vendors 
who are exhibiting. Check out the 
show specials and fun activities in 
the Endorsed Vendor row! Bring 
your supplies shopping list and 
your technology wish list and find 
the solutions you need from trusted vendors. 
 
Look for the MDA–Endorsed banners in Halls B and C of DeVos 
Place. 

Here’s where you’ll discover the latest dental products, services and 
techniques, plus many MDA Annual Session show specials .

Check out these courses exclusively brought 
to you by your MDA-endorsed providers:

#4 HIPAA Privacy Rules Changes, Annual Tasks 
 and Staff Onboarding
#10 How to Outsmart the Thief in Your Practice 
#12 OSHA Annual Tasks Checklist
#14 Cybersecurity 101: Protecting Your Practice and 
 Patients
#15 Attract and Retain Staff with Comprehensive 
 Benefits: Financial, Physical, Mental and 
 Emotional Wellness
#20 External Threats to the Dental Office
#21 Marketing and Automation Strategies Proven 
 to Accelerate Practice Growth
#22 How Automating Your 
 Practice Can Change 
 Profitability
#26 New Dentist Fuel . . . 
 Design Your Future E N D O R S E D

ANNUAL
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Download the MDA Connection app for quick access to 
the most-important Annual Session information. Click 
the Annual Session button from the home screen for 
daily schedules, speaker lineup, and quick access to 
the MDA Annual Session website. Don’t forget to allow 
push notifications for access to important information. To 
download the app, search “MDA Connection” on the 
Apple App Store or on Google Play.
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more information on the ACD breakfast, contact Dr. Sherill 
Behnke at 517-332-8663 or email behnkedds@aol.com. 

The Pierre Fauchard Academy plans to hold a brunch at 11:30 
a.m. on Saturday, May 6 in the Amway Grand Plaza Hotel. 
Contact Dr. Richard Raad at raaddental@gmail.com for more 
information or to make your reservation.

SPECIAL EVENTS

The joint American/International College of Dentists and 
Pierre Fauchard Dinner will be held at the JW Marriott, 
Thursday, May 4 at 7 p.m. in Grand Rapids. Watch your 
email for more information. Check the MDA Annual Session 
Official Program or MDA Connection App for room location 
closer to the actual event. 

The International College of Dentists Breakfast will take place 
Friday, May 5 at 7 a.m. in the Amway Grand Plaza Hotel. 
Contact Dr. Steven Sulfaro at drsulfaro@comcast.net for more 
information or to make your reservation. Spouses and guests of 
members are invited to attend. 

The American College of Dentists Breakfast is scheduled for 
Friday, May 5 at 7 a.m. in the Amway Grand Plaza Hotel. For 

ACD/ICD/Pierre Fauchard Annual Session Events

Wednesday, May 3, 2023
6 – 9 p .m . 
Pantlind Ballroom
Amway Grand Plaza Hotel

Please join your colleagues for a 
very special event to recognize 
and thank our donors and grant 
and scholarship recipients. The 
event is open to all interested 
Annual Session attendees to intro-
duce them to the Foundation and 
hear stories from people who help 
and have been the beneficiaries 
of the work we do throughout the 
state. 

The time spent will be heartwarm-
ing, educational, and fun. Everyone will walk away 
knowing more about the Foundation, its donors, its recipi-
ents, and how the MDA Foundation is making the state a 
better place through improved dental health.

Hope to see you there! A save-the-date and e-mail follow-
up will be sent soon. 

To register early or make a donation, please email the 
MDA Foundation at foundation@michigandental.org or 
call 800-589-2632 and ask for the MDA Foundation.

MDA Foundation 
Sparkling Smiles Celebration

New Dentist Network Lounge 

Friday, May 5, 2023 • 5 – 7 p .m .
Located at the exclusive IDC 
inside the Amway Grand Plaza Hotel

You’ll need a code to get in — but once inside you’ll 
experience panoramic views of downtown and some 
other ambience surprises. 

Attend any New Dentist recommended CE course and 
attend this event for FREE. Cost is $25 otherwise.

Sponsored by MDA Insurance and MDA Services

MDA FOUNDATION PRESENTS

You, and a guest, are cordially invited to celebrate  
our grant and scholarship recipients, and  

our extraordinary donors, who support them.

Wednesday, April 27, 2022 • 6:00 pm – 9:00 pm  
Platinum Ballroom • Suburban Showplace • Novi

 
RSVP with your dinner choice of:

chicken, vegetarian, or special dietary restrictions
by April 13, 2022

at our online RSVP form,
via email to foundation@michigandental.org,

or call 517.346.9458

Use your smartphone camera to RSVP:

If you are unable to attend and would like to make a  
contribution to improve dental health or to honor  
our donors, grant or scholarship recipients we are  

celebrating, please visit our website to donate today!

michigandental.org/foundation

The MDA will hold a Welcome 
Reception right in the Exhibit 
Hall on Thursday, May 4, from 
4:30 until 6 p.m. Everyone is 
invited! 

During the reception compli-
mentary  hors d’oeuvres will be 
provided, with a cash bar.

Welcome Reception!

Sponsored by MDA Insurance and MDA Services

ANNUAL
SESSION

3



38 JOURNAL OF THE MICHIGAN DENTAL ASSOCIATION • FEBRUARY 2023

ANNUAL
SESSION

3

COURSE #2
House of Delegates Leadership Training/Meet the Candidates

Todd Christy, DDS
5 – 7 p .m . (reception at 5 p .m .; training at 6 p .m .) • AGD Code: 770
FREE — DDS only/Limit 100 (includes reception)

MDA Speaker Christy will hold a continuing education/networking session during the MDA Annual Session on Wednesday, May 
3, 2023, from 5-7 p.m. at the Amway Grand Plaza Hotel. This session is appropriate for all members who desire to improve their 

knowledge of proper debate and decorum as well as meeting organizational skills. There will be no fee for this continuing education credit session. 
Candidates for all offices will be invited to attend this event. Join your colleagues for networking and meet the candidates from 5-6 p.m. with light 
appetizers and a cash bar. The training session will take place from 6–7 p.m. 
Each component is urged to have at least one or two representatives attend. If there are individuals in your component who may be interested in a 
leadership position either at the component or state level, please let them know about this session and encourage them to attend. This is a great 
opportunity for you to network and speak with individual Board members and staff to communicate your ideas and thoughts.
Learning objectives:
• Learn basic parliamentary steps used in handling or processing motions.  
• Identify the best mechanism for amending a motion or resolution based on their intended outcome.
• Understand the voting techniques utilized through parliamentary procedures to process resolutions and elections.

This course is designed for MDA member dentists .

Part of the Leadership Track . See Page 44 .

Co-sponsored by MDA Insurance and MDA Services

As dentistry continues to evolve, the role of the dentist and dental team can seem more ambiguous, 
creating more questions than answers. Airway or occlusion? Stress-management or an occlusal 
guard? Fluoride and tooth repair or nutritional counseling? Can we do it all? Should we do it all? If 
so, how? And is understanding optimal occlusal concepts and restoring a patient to a traditionally 
optimal result still appropriate? Are you open to the possibility that the dentist and dental team can 

use all of its gifts and tools to move a patient towards appropriate and optimal health, one step at a time?

Learning objectives:
• How to intentionally create a co-discovery dental team for a congruent patient experience.
• Develop individualized transparent systems to support predictable clinical office flow.
• Feel more confident as a CEO, CFO, CMO and head of HR.
• Review key clinical data that the entire team can understand to support consistent treatment planning.
• Understand how to create a message to help every patient feel safe to move towards appropriate health.
This course is designed for the entire dental team .

Part of the Leadership Track . See Page 44 .

Counts toward the Certified Dental Business Professional program, customer service/communication category, for six credits . 

Co-sponsored by MDA Insurance and MDA Services

COURSES AND SPEAKERS, WEDNESDAY, MAY 3 • NO EXHIBITS OPEN 

PRE-SESSION DAY, WEDNESDAY, MAY 3

COURSE #1
Health-Centered Dentistry and Team-Centered Systems  
Kevin Kwiecien, DMD, MS
9 a .m . – 4 p .m . • AGD Code 550
$229 per person (Includes continental breakfast and lunch)
Limit 300
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Morning Schedule
COURSE #3

Professional Protector Plan (PPP) Control, 
Protocol, and Risk Management Seminar
Robert Peskin, DDS 
Lynda Farnen, JD
8 a .m . – 12:30 p .m . • AGD Code: 565
$90/person (PPP-insured dentists will be 
refunded $90 after the class is taken)
Limit 75
The Professional Protector Plan (PPP) Control, Protocol 
and Risk Management Seminar will help mitigate risk 
in your practice and present real-life experiences of 
dentists who have encountered malpractice claims. 
This course is designed for all general dentists, special-
ists, and office staff members. Learning objectives:

• Management of patient communications by choosing words wisely, 
 listening intently, and earning trust and respect.
• Implementing office protocols so the entire team utilizes the same risk 
 and safety policies.
• Providing clinical treatment that meets or exceeds the accepted 
 standard of care. 
• Understanding basic principles of acceptable chart and record 
 documentation and the responsibilities of protecting patient health 
 information.
• Developing effective patient management regarding non-clinical 
 issues and adverse events.
• Understanding the fundamentals of legal concepts, including general 
 informed consent, vicarious liability, and negligence.

PPP-insured dentists will receive a 10% discount on their professional 
liability premium for three years by attending.  
Counts toward the Certified Dental Business Professional program, 
risk management category, for four credits .

Co-Sponsored by MDA Insurance and the Professional Protector Plan

COURSE #4
HIPAA Privacy Rule Changes, Annual Tasks 
and Staff Onboarding
Jennifer Cosey
8:30 – 10 a .m . • AGD Code: 566
DDS $35; Staff $25/Limit 100
This presentation is intended for HIPAA Compliance 
Officers, and will provide an overview of the 

changes to HIPAA’s Privacy Rule, including implementation guid-
ance, a review of required annual tasks relating to HIPAA compli-
ance, and staff onboarding.

• Provide an understanding of recent modifications to the Privacy Rule.
• Explain annual tasks related to HIPAA compliance.
• Provide an onboarding checklist for new workforce members.
• Identify required training topics for new hires and annual retraining.
This course is designed for dentists and office managers .

Counts toward the Certified Dental Business Professional program, 
OSHA/HIPAA/OIG category, for one and one half credits .

Co-sponsored by MDA Insurance, MDA Services, and Eagle 
Associates

COURSE #5
Rock Star Dental Assistant
Tija Hunter, CDA
8:30 – 10:30 a .m . • AGD Code: 550
DDS $139; Staff $69/Limit 100
Dental assistants spend more time with the patients 
than any other team member, so let’s educate that 
assistant to be the best they can be to help your 
practice excel!

Learning objectives:
• Learn how to maximize relationships with patients and teammates
• Accelerate your role within the practice using teamwork.
• Discover key ways you and your practice can obtain success.
• Establish systems and methods for cutting costs and staying on top.
This course is designed for assistants .

Co-sponsored by MDA Insurance and MDA Services

COURSES AND SPEAKERS, THURSDAY, MAY 4 • EXHIBITS OPEN 10 A .M . – 6 P .M .

Download Your Handouts
In a continued effort to minimize paper waste, 
traditional course handout materials will be available 
online beginning Monday, April 10 (as permitted by 
each speaker.) Please note: These materials will not 
be printed for distribution on-site. If you wish to have 
these materials to reference during the course please 
be sure to download and print them in advance (visit 
annualsession.michigandental.org/Courses-Handouts 
for details). Handouts will also be available for 
download after the Annual Session for a limited time (as 
permitted by each speaker.)

The MDA will hold a Welcome Reception right in the 
Exhibit Hall on Thursday, May 4, from 4:30 until 6 
p .m . Everyone is invited! 
During the reception complimentary hors d’oeuvres 
will be provided, with a cash bar .

Welcome Reception!

Sponsored by MDA Insurance and MDA Services .
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COURSE #8
Dental Burnout: Are You and Your Practice 
Susceptible?
Bill Claytor Jr ., DDS
8:30 – 11:30 a .m . • AGD Code: 770
FREE/Limit 100
In 2019, the World Health Organization stated 
that burnout is a “syndrome conceptualized as 

resulting from chronic workplace stress that has not been success-
fully managed.” This course will explore the signs, symptoms, and 
the effects burnout may have, not only in our dental practices but 
life in general. Specific stress areas and conditions that may exist in 
a dental practice will be discussed and solutions one may imple-
ment in their practices immediately will be shared. The practitioner 
will leave the course better informed and equipped to recognize 
and mitigate the effects of burnout in patients, staff, family, and self.

Learning objectives:
• Examine the correlation between stress, depression, substance use 
 disorder, and suicide as it relates to burnout in dentistry. 
• Discuss six specific areas in the dental office that may be a source 
 of burnout and how to lessen their effects. 
• List resources plus present mitigation strategies for burnout in one’s 
 practice and life. 

This course is designed for the entire dental team .

Recommended by the New Dentist Committee . See Page 43 .

Co-sponsored by MDA Insurance, MDA Services, and the MDA 
Health and Well Being Committee

COURSE #6
HPV and Oral Sex – You Want Me to Discuss 
WHAT with My Patients?
Catrice Opichka, RDH, MS
8:30 – 11 a .m . • AGD Code: 730
DDS $79; Staff $39/Limit 100
Discussing the cause and effect relationship 
between oral sex and oral cancer is not easy for 

anyone. However, since nearly every person who is sexually active 
will have an HPV infection in their lifetime, and since HPV is now 
the leading cause of oropharyngeal cancer, it has become a topic 
worth investigating and sharing with our patients.
Learning objectives:
• Identify the risk factors associated with HPV-related oropharyngeal 
 cancer.
• Recognize the obstacles clinicians face in providing HPV education in 
 the dental practice.
• Discover the tools necessary for patient education and discussing HPV 
 with our adult and adolescent patients.
This course is designed for dentists and dental hygienists .

Co-sponsored by MDA and MDA Services

COURSE #7
Clinical Records Prevent Criminal Records
Roy Shelburne, DDS 
8:30 – 11:30 a .m . • AGD Code: 565
DDS $159; Staff $89/Limit 100

Dr. Shelburne went to prison on Aug. 20, 2008, 
was released on May 14, 2010, and learned a 
series of lessons the hard way.  There are ways to 

protect and defend a dental practice and to prevent what happened 
to him from happening to you. Know that if it’s not in your clinical 
record, you didn’t see it, you didn’t say it, you didn’t do it, it didn’t 
need to be done, and it doesn’t exist . . . from the legal perspective. 

To be prepared for any challenge, the whole dental team must be 
careful, concise, complete, and diligent — not just the doctor, 
because the whole team is potentially at risk. Learning and imple-
menting this no-nonsense team approach to record keeping could 
mean the difference between success and failure in the event of an 
action or challenge to your practice and will result in maximum 
legitimate reimbursement.

Learning objectives:
• Understand that what you don’t know can hurt you and that ignorance 
 is no excuse.
• Learn to assimilate and maintain records that can both protect and 
 defend.
• Understand the necessity of due diligence and how to conduct records 
 review and internal audits to ensure accuracy and excellence.

This course is designed for the entire dental team .

Counts toward the Certified Dental Business Professional program, 
risk management category, for three credits .

Co-sponsored by MDA Insurance and MDA Services

Take Part in Food Drive or Visit  
the Exhibit Hall for a 
Chance to WIN BIG!

MDA Annual Session Committee volunteers will be 
collecting non-perishable food items on-site for local 
organizations in need. 

In return, receive a raffle ticket for a chance to win one 
of four $500 cash prizes. Acquire additional tickets by 
visiting exhibit booths.  

There’s no limit to the number of entries so gather as 
many tickets as you want, then drop in the prize drum 
located in the back of the exhibit hall. 

Exhibitors will be encouraged to donate more fun things 
to the drawing, so don’t miss out. This is also a great 
way to give back and/or discover new products and 
services.

Drawing will take place on Friday, May 5 in the Exhibit 
Hall at 5:30 p.m. You must be present to win.

Co-sponsored by MDA Insurance and MDA Services

THURSDAY, MAY 4 (CONTINUED)
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COURSE #11 — HANDS-ON
Prosthetically Driven, Digital Hands-On 
Implant Workflow Course (Two-day, 14-hour 
hands-on, Thursday and Friday)
Michael Young, DDS
8:30 a .m . – 4:30 p .m . (Thursday and Friday)
(Lunch: Noon – 1 p .m .) • AGD Code: 690
DDS $1,499; Non-member DDS $1,599
Limit 20

This course will help transform your practice by teaching, step by 
step, an all-digital implant workflow from A to Z. This workflow is 
science-based, will enhance the quality and outcome of the care 
you provide and the experience of your patients, while increasing 
your joy, efficiency, and profitability. Placing and restoring implants 
should be a routine service provided in the modern dental practice. 
Don’t be left behind. After taking this course, students will be com-
fortable placing a single implant predictably in practice, ready to 
evolve and take their practice to the next level. 

Learning objectives:  
• Understand the rationale for guided surgery.
• Learn the principles of the ideal implant restoration.
• Practice hands-on scanning, planning and designing a surgical 
 guide.
This course is for dentists only .  

Sponsored by MDA Insurance and MDA Services 

COURSE #12
OSHA Annual Tasks Checklist
Jennifer Cosey
10:30 – Noon • AGD Code: 148
DDS $35; Staff $25/Limit 100
This presentation is intended for OSHA compli-
ance officers and will provide a review of annual 
tasks and staff training requirements for OSHA 
compliance in the dental practice setting, includ-

ing updating chemical inventory, TB risk assessment, general haz-
ard assessment, emergency evacuation planning and drills, PPE 
selection, an update on infectious disease preparedness (COVID-19 
and influenza), and more.
Learning objectives:
• Review annual OSHA tasks.
• Provide updated information on infectious disease preparedness 
 (and OSHA’s permanent Standard).
• Learn information on staff onboarding and training requirements.

This course is designed for the entire dental team .

Counts toward the Certified Dental Business Professional program, 
OSHA/HIPAA/OIG category, for one and one half credits .

Co-sponsored by MDA Insurance, MDA Services, and Eagle 
Associates

COURSE #9
Clinical Oral Pathology: An Updated Review
Junu Ojha, DDS
8:30 – 11:30 a .m . • AGD Code: 730
DDS $159; Staff $89/Limit 100
This course is designed to provide dental profes-
sionals with information on a variety of pathologi-
cal conditions commonly encountered and misdi-

agnosed in general and specialty dental practices. Highlights of the 
course will include soft and hard tissue oral and maxillofacial 
lesions. The topics will range from clinical and radiographic fea-
tures, differential diagnosis, and updated management and treat-
ment of these lesions to recently described entities such as medica-
tion-related osteonecrosis of the jaws, HPV-related intraoral lesions, 
and burning mouth syndrome. Benign and malignant lesions pre-
senting as lumps and bumps will be covered as well.
Learning objectives:
• Identify the clinical appearance of commonly occurring soft tissue 
 lesions.
• Recognize the radiographic and clinical features of common hard 
 tissue oral lesions.  
• Develop an appropriate differential diagnosis.
• Learn the steps needed to formulate a definitive diagnosis.
• Gain a better understanding of the referral process.
This course is designed for dentists and hygienists .

Co-sponsored by MDA Insurance and MDA Services

COURSE #10
How to Outsmart the Thief in Your Practice
David Harris, DDS
8:30 – 11:30 a .m . • AGD Code: 550
$99/DDS Only/Limit 100
Using cases drawn from Prosperident’s extensive 
files as teaching tools, David provides audiences 
with an inside look at embezzlement that is not 

available anywhere else. His deep understanding of the criminal 
mindset allows him to take his audience inside the thought process 
and behavior of embezzlers, and he’ll dispel many of the persistent 
misconceptions on this topic. Audiences will acquire the ability to 
recognize the warning signs of theft, and will leave with concrete 
action steps that will radically lower their risk of being victimized. 

Learning objectives:  
• Get inside the mindset of an embezzler.
• Important dos and don’ts if embezzlement is suspected.
• The top 10 action steps to take now to protect yourself against 
 embezzlement.
This course is for dentists only .

Co-sponsored by MDA Insurance, MDA Services, and 
Prosperident
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COURSE #13
Taming the Beast: How to Schedule Your 
Day and Leave Happy
Tija Hunter, CDA
11 a .m . – Noon • AGD Code: 550
DDS $49; Staff $29/Limit 100
Scheduling is, hands down, one of the hardest 
things to accomplish in your day. Getting it right 

makes your day flow so much better!

Learning objectives:

• Discover ways to manage that beast of a schedule.
• Explore options in how to deliver the best patient care in your time 
 frame.
• Learn how keep both patients and the back office happy.

This course is designed for office managers .

Counts toward the Certified Dental Business Professional program, 
office finances category, for one credit .

Co-Sponsored by MDA Insurance and MDA Services

COURSE #14
Cybersecurity 101: Protecting Your Practice 
and Patients
Robert McDermott 
David Fidanza
Aaron Smith
12:30 – 1:30 p .m . • AGD Code: 550
DDS and Office Managers ONLY
DDS $25; Staff $15/Limit 100
Cybersecurity is about more than just keeping your 
patients’ data safe. It’s about securing your practice 
and its future, while building and maintaining patient 
trust. The financial cost of an attack can be overwhelm-
ing. Furthermore, research suggests that 65% of indi-
viduals whose data is exposed in a breach lose trust in 
the organization that held that data, and 80% of those 
individuals will leave the business or organization.

Another important, and perhaps obvious, reason 
cybersecurity is essential for your dental practice 
is HIPAA compliance. The Health Insurance 
Portability and Accountability Act (HIPAA) requires 
that insurers as well as dental and medical prac-
tices and providers put measures in place to 

ensure the safety and security of personal and private information 
as it relates to health care data.

Learning objectives:
• Understand the range of attack techniques.
• Learn how to identify cybercrime tactics.
• Know best practices for cyber attack prevention.
• Safeguard protected health information.
This course is designed for dentists and office managers .

Counts toward the Certified Dental Business Professional program, 
risk management category, for one credit .

Co-sponsored by MDA Insurance, MDA Services, and iCoreConnect

Afternoon Schedule

The MDA will hold a Welcome 
Reception right in the Exhibit Hall 
on Thursday, May 4, from 4:30 until 
6 p.m. Everyone is invited! 

During the reception compli-
mentary hors d’oeuvres will be 
provided, with a cash bar.

Welcome Reception!

Sponsored by MDA Insurance 
and MDA Services .

Women’s Leadership Event:
Inspiration and Connection 

Thursday, May 4, 2023
5 – 6:30 p .m .
Emerald Room, Amway Grand Plaza Hotel 
Business Casual attire
$25 per person

Relax! Have a drink and delicious hors d’oeuvres with 
women dentists from all across the state. Hear — and be 
inspired by — women leaders in organized dentistry.   
You can come with someone you know or solo — either 
way, you’ll create new connections. 

Take this time for you!

Registration is required. Please register on pages 62-63.

Sponsored by MDA Insurance and MDA Services
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COURSE #15
Attract and Retain Staff with Comprehensive
Benefits: Financial, Physical, Mental and 
Emotional Wellness
Sean Kadel 
12:30 – 1:30 p .m . • AGD Code: 550
DDS $25; Staff $15/Limit 100
Companies have taken a strong focus to wellness 

benefits, but have they optimized all of their options? Historically, 
the focus was on financial, and sometimes physical, wellness, but it 
has evolved to include emotional and mental wellness as well.  The 
Great Resignation has introduced new difficulties to employers as 
well; turnover has increased, and it has been challenging to find 
new talent to replace staff. Core inflation is high, geopolitical events 
have introduced uncertainty into what was already a tricky market, 
and most investors have experienced significant declines in their 
investment portfolios. How can employers help?  

There are several options that offer flexible, custom benefits for their 
staff. These benefits help employers find and retain talent and pro-
vide important care for their employees. These include optimizing 
and educating on benefits that have been around for a while (FSA, 
HSA, HRA), and looking into a benefit you may not be aware of 
—the Lifestyle Spending Account.  

Learning objectives:
• Identify current and future health care concerns. 
• Detail areas of opportunity to help bridge the financial gap. 
• Outline how the use of an HSA is the very best retirement tool 
 available — (yes, retirement).
• Provide education regarding HSA “shoeboxing.”
This course is designed for dentists and office managers .

Counts toward the Certified Dental Business Professional program, 
human resources category, for one credit .

Co-sponsored by MDA Insurance, MDA Services, and Alerus 

COURSE #16
Vaping – Seeing Through the “Smoke and 
Mirrors”
Catrice Opichka, RDH, MS 
1 – 3 p .m . • AGD Code: 158
DDS $139; Staff $69/Limit 100
Because of decades of research, dental profes-
sionals feel comfortable educating patients on the 

negative effects of smoking and using chewing tobacco. However, 
when confronted with questions about the risks of vaping, we are 
unsure of how to approach these questions because of the lack of 
past research and abundance of misinformation available to our 
patients. However, that is about to change!

Fortunately, a push from the CDC and FDA has sparked new studies 
done at major universities that now shed light on the many risks of 
using vaping products. We will uncover the truth about the chemi-
cals that are produced during vaping, and discuss the cancer-
causing risks from breathing these vapors.
Learning objectives:
• Recognize the chemicals that are produced during the process of 
 vaping, and the cancer risks of these chemicals.
• Understand the current and future laws and regulations on 
 e-cigarettes and discover the best places to find the latest clinical 
 research to share with our patients.
• Design a patient education plan for the dental practice that 
 includes e-cigarettes, vaping both e-liquid and cannabis oil, 
 JUULing, and hookahs.

This course is designed for dentists and hygienists .
Co-sponsored by MDA Insurance and MDA Services

COURSE #17
Learn, Leverage, and Lead
Tija Hunter, CDA
1 – 3 p .m . • AGD Code: 550
DDS $139; Staff $69/Limit 100
All dental team members are leaders, even if you 
don’t always see yourself that way; there are no 
titles or labels. Each team member is vital to the 
success of the practice, and with a little direction 

and the right attitude they can have an amazing impact. We will 
discuss how to bring out your inner leader to push your practice and 
yourself in amazing new ways. Learning objectives:
• Discover ways to use your talents.
• Explore key steps to self-improvement.
• Learn how to maximize all you have.

This course is designed for the entire dental team .

Recommended by the New Dentist Committee . See Page 43 .

Part of the Leadership Track . See Page 44 .

Counts toward the Certified Dental Business Professional program, 
service/communication category, for two credits .
Co-sponsored by MDA Insurance and MDA Services

Courses Recommended for New Dentists 
You’ll find a number of courses marked throughout 
the Annual Session Preview that are recommended 
for new dentists by the New Dentist Committee. 
Courses are noted in bold on course descriptions.

New dentists who register for any of these courses 
may attend the New Dentist Network Lounge on 
Friday, May 5 for free (a $25 savings).

Sponsored by MDA Insurance and MDA Services
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COURSE #18
Maneuvering in the Dental Minefield of 
Reimbursements
Roy Shelburne, DDS
1 – 3 p .m . • AGD Code: 550
DDS $139; Staff $69/Limit 100
When the practice is paid rapidly and appropriately, 
things are good; however, when there are delays, 
denials, and requests for additional information, 

things are not quite so good. Mistakes can be devastating to the practice. 
During the investigation as well as in the preparation for and during 
Dr. Shelburne’s trial, it became apparent that his billing and coding 
systems were faulty. He now educates others so that they can bill and 
code appropriately. His message is: It is possible to implement sys-
tems that can form a proactive defensive systemic approach that will 
result in maximum, legitimate reimbursement. To be prepared for this 
challenge, the team must be careful, concise, complete, and diligent. 
Learning and implementing Dr. Shelburne’s approach will result in 
higher reimbursement while reducing the risk associated with the 
coding piece of the practice. If the deficiencies in your systems are 
ignored, both doctor and staff are at risk.
Learning objectives:
• Recognize the dangers in coding improperly and benefits of 
 coding properly.
• Understand the most misused codes and avoiding the “usual” errors.
• Develop systems that result in timely payment.
This course is designed for the entire dental team .
Counts toward the Certified Dental Business Professional program, 
insurance benefits/coding category, for one credit, and office financ-
es category, for one credit .
Co-sponsored by MDA Insurance and MDA Services

COURSE #19
Addressing Patient Marijuana Use in Today’s 
Environment 
Bill Claytor Jr ., DDS, MAGD
1 – 3 p .m . • AGD Code: 157
DDS $119; Staff $49/Limit 100
This course will explore patient marijuana use and its 
potential impact on oral health and dental practice. It 
will include a discussion of current research and 

measures dentists can take to protect their patients, employees, and 
themselves while maintaining ethical guidelines and best practice 
standards. Finally, it will present a chairside technique that dental teams 
can use to assist patients who wish to stop using marijuana.  
Learning objectives:
• Describe the implications for dental practice and oral health in light 
 of the increasing legalization of medical and recreational 
 marijuana.
• Explain marijuana’s potential to become addictive, and some of 
 the tools dental teams can utilize when caring for patients who use 
 marijuana.
• Detail helpful management strategies when caring for patients who 
 use medical or recreational marijuana.

This course is designed for dentists, hygienists, and assistants .

Co-sponsored by MDA Insurance, MDA Services, and the MDA 
Health and Well-Being Committee

Leadership Track Courses
Join the leadership community! Check out this year’s 
leadership track, with six courses across three days to 
help you hone your leadership skills . Whether you are a 
leader in organized dentistry, in another volunteer 
capacity, or want to apply what you learn in your prac-
tice, there’s a lot to offer . These courses are all included 
in the Leadership Track .

#1 Health-Centered Dentistry and Team-Centered 
 Systems
#2 House of Delegates Leadership Training/
 Meet the Candidates
#17 Learn, Leverage, and Lead
#30 Influence: Wielding the Power of Leadership for
 Good in Your Work
#42 Level Up
#51 Building a Strong Practice Culture Utilizing 
 the Five Love Languages and the Multiplier Effect

NEW THIS YEAR! 
Zen Lounge: This area will be available for you to get 
away from the crowd for a moment of peace and quiet, 
or a place to just relax or focus on your spiritual being. 
Located in Monroe Room A, DeVos Place. 

Sponsored by MDA Insurance and MDA Services

Call for Hosts! 
Volunteer to host a speaker and earn FREE CE credit. 

For more information about hosting, contact the MDA’s 
Shawna Owens at sowens@michigandental.org.
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COURSE #20
External Threats to the Dental Office
David Harris, DDS
1 – 3 p .m . • AGD Code: 550
DDS $79; Staff $39/Limit 100
Embezzlement isn’t the only way your practice can 
be robbed. This session focuses on how not to be a 
target for external threats like scams, burglary, and 
identity/information theft. David will describe sim-

ple enhancements to help physically secure your practice, identify 
typical scams, and take actions that will help safeguard information 
and patient data.

Learning objectives:
• Identify gaps in the security of your dental office.
• Learn strategies to help avoid the theft of your practice data and 
 patient information.
This course is designed for the entire dental team .

Counts toward the Certified Dental Business Professional program, 
risk management category, for two credits . 

Co-sponsored by MDA Insurance, MDA Services, and Prosperident

COURSE #21
Marketing and Automation Strategies 
Proven to Accelerate Practice Growth
Keith Washington
2 – 3 p .m . • AGD Code: 550
DDS $25; Staff $15/Limit 100
This course will dive into best practices, and pit-
falls to avoid, in core online marketing areas: 

your practice website, social media marketing, search engine opti-
mization, pay-per-click advertising, and reputation management. 
Learn tactical tips on how to improve all aspects of your practice’s 
online marketing, and leave with a list of next steps of what you can 
do today to start getting new patients and increasing referrals 
through the internet.

Learning objectives:
• Understand and utilize each core online marketing pillar to 
 accelerate practice growth.
• Thoroughly understand website design best practices, pitfalls to 
 avoid, and must-have sections for patient success.
• Utilize SEO, PPC, and social media in online marketing, and how 
 to improve results.
• Drive online reviews, and how to respond to negative reviews for 
 overall improvements to their online reputation.

This course is designed for the entire dental team .

Counts toward the Certified Dental Business Professional program, 
marketing/social media category, for one credit .

Co-sponsored by MDA Insurance, MDA Services, and ProSites

OUR KEYNOTE ADDRESS

How to Stay Inspired 
When You Are So Darn Tired!

Christine Cashen

COURSE #23
Special Session! FREE! 
One CE credit
Thursday, May 4, 2023
3:30 – 4:30 p.m.
AGD Code: 770

It can feel challenging to stay 
right side up when the world feels upside down. These 
past few years have been stressful, but it’s time to take 
back your power! Take control of what you have the 
power to change. Shift your perspective, get energized, 
and lead by example.

Learning objectives:
• Learn a method to compose and dispose to 
 handle worry.
• Identify energy gainers/drainers and what to do 
 about them.
• Discover how to get your “mojo” back.
• Use tools to leverage levity.

This course is designed for the entire dental team .

This course counts toward the Certified Dental Business 
Professional program, communication category, for one 
credit .

Limit 500 . Registration is required. Please register on 
Pages 62-63. 

Co-sponsored by MDA Insurance and MDA Services

Download Your CE Vouchers
The bar code badge system captures data from all your 
courses through scanning as you enter and leave your 
courses. CE certificates can be downloaded online by using 
your badge number. Printed continuing education vouchers 
will not be available on-site. CE voucher website link will be 
available starting Wednesday, May 10, 2023. 
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COURSE #22
How Automating Your Practice Can Change 
Profitability
Robert McDermott
David Fidanza
2 – 3 p .m . • AGD Code: 550
DDS $25; Staff $15/Limit 100
The goal of improving dental practice efficiency is 
to make improvements and reap rewards without 
significantly increasing overhead costs. While 
adding more staff would seem like a viable solu-
tion to the issues facing many practices today, the 
ROI is significantly less compared to automating 
administrative processes and procedures.

A digital transformation of your dental practice is 
easier than you think. In this course you will learn 

how automating tasks and relying upon cloud-based software can 
increase productivity, free up human resources, and generate reve-
nue. Automation will actually cost you less than hiring additional 
staff, and allows current staff to focus on patients and revenue-
generating projects.

Learning objectives:
• Understand what automation means.
• Identify practice inefficiencies to understand opportunities. 
• Learn how to implement automation to increase revenue.

This course is designed for dentists and office managers .

Counts toward the Certified Dental Business Professional program, 
office finances category, for one credit .

Co-sponsored by MDA Insurance, MDA Services, and iCoreConnect

Founders Tour and Tasting
Thursday, May 4, 2023 • 6:30 – 8:30 p.m. • $35 includes tour, tasting, and appetizers

What do you know about beer? What would you like to know? Find out during a tour and tasting at Founders Brewing 
Company. It’s an experience that’s sure to delight the senses. You’ll come away with a smile on your face and a better under-
standing and appreciation of the brewing process. All participants must be 21 years of age or older. 

Founders Brewing Company has been fortunate to evolve into one of the most recognized breweries in the United States. 
It’s been ranked as one of the top breweries in the world by Ratebeer.com for the last five years, and has had several 
beers listed in the top 100 beers of the world on Beeradvocate.com. Founders is now among 
the top-10 largest craft breweries in the country and one of the fastest-growing. And 
Founders is proud to share that their passion extends beyond beer, too. Founders is focused 
on reducing their environmental footprint and supporting national and local causes in social 
justice, environment, and the arts and culture.

Registration is required. Please register on Pages 62-63. 

Sponsored by MDA Insurance and MDA Services

MDA House of Delegates
The first meeting of the MDA House of Delegates will be 
held Thursday, May 4 at 8:30 a.m. The second meeting 
will be held Saturday, May 6, at 1 p.m. The House of 
Delegates will be located in Ballrooms C/D at DeVos 
Place.

Candidate Forum
The MDA will hold a Candidate Forum for any contest-
ed elections. The forum will be held following the first 
meeting of the House of Delegates on Thursday, May 4 
in Ballrooms C/D at DeVos Place.

MDA Reference 
Committee Hearing
There will be one reference committee hearing that will 
be held on Thursday, May 4 in Ballrooms C/D at DeVos 
Place.

Regional Caucuses
Regional caucuses will be held the morning of Saturday, 
May 6 at the Amway Grand Plaza Hotel. Check the 
Annual Session Official Program for exact times and 
locations. 



Wednesday, May 3, 2023  

6:00 pm - 9:00 pm  

Pantlind Ballroom DeVos Place 

Grand Rapids

For more information or to RSVP: 
foundation.michigandental.org/Sparkling-Smiles
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COURSE #26
New Dentist Fuel  .  .  . Design Your Future
David Rice, DDS
8:30 – 11:30 a .m . • AGD Code: 550
Includes lunch 11:30 a .m . – 12:30 p .m .
(Open to new dentists who graduated from 
dental school 2013-22)
FREE/Limit 100

Student debt, limited practice opportunities, imposter syndrome, team 
turmoil, and more . . . all leading to early practice burnout. Have you 
heard about it? Are you living it? Would you like better?

Join us and learn how the most well-balanced dentists lead differently. 
Understand how the most self-fulfilled dentists drive business growth 
differently. Experience what the most- productive dentists do differ-
ently day-in and day-out to win. There’s a playbook to overcome what 
most dentists today struggle with.  

Learning objectives:
• Learn to turn your debt into an asset.
• Lead an old team as a new dentist.
• Develop clinical efficiencies and overcome low insurance 
 reimbursements.

This course is designed for new dentists .
Recommended by the New Dentist Committee . See Page 43 .
Co-sponsored by MDA Insurance and MDA Services, DBS Investment 
Advisers, LLC, and Bank of America Practice Solutions

COURSE #27
Oral Cancer Screening: It’s More than 
Grasping the Tongue 
(this course required to take workshop)
(A saddle chair to be given away during class)
Susan Cotten, BSDH, RDH, OMT
8:30 – 11:30 a .m . • AGD Code: 730
DDS $159; Staff $89/Limit 100

Consequences of an incomplete head and neck evaluation, delayed 
referrals, and inadequate documentation can result in an increased risk 
of liability, delayed diagnosis, and worst-case scenario a life is lost. 
Join Susan for this content-rich presentation discussing HPV, etiologies, 
risk factors, and signs and symptoms associated with oral and oropha-
ryngeal cancer, and components of a comprehensive visual and tactile, 
extraoral, and intraoral evaluation. Attendees will gain tools to increase 
confidence in screening and reduce the risk of liability.

Learning objectives:
• Discuss etiologies of oral and oropharyngeal cancer.  
• Name risk factors for oral cancer.
• Recognize signs and symptoms associated with oral and 
 oropharyngeal cancer. 
This course is designed for dentists and hygienists .

Co-sponsored by MDA Insurance, MDA Services, and Crown 
Seating

COURSE #24
Detangling Dentistry’s Most Difficult 
Discussions and Dilemmas: The Patient Version 
Kimberly Harms, DDS
8:30 – 10:30 a .m . • AGD Code: 550
DDS $119; Staff $59/Limit 100
We work in a high intensity, high anxiety environ-
ment. All it takes is a spark of controversy caused 

by a clinical/clerical error or perceived error for an explosion of 
emotion to occur. In this seminar you’ll learn techniques to improve 
your listening, empathy, trust-building, and solution-seeking skills to 
prevent problems; the procedures and words necessary to manage 
them; and the critical follow up necessary to build long-term patient 
relationships or successfully end them. 

Learning objectives:
• Recognize the basic pillars of trust and learn how hard it is to 
 earn trust and how easily trust can be destroyed.
• Master specific techniques and verbiage to minimize damage 
 after a clinical or clerical error.

This course is designed for the entire dental team . 

Counts toward the Certified Dental Business Professional program, 
service/communication category, for two credits .

Co-sponsored by MDA Insurance and MDA Services

COURSE #25
High Chair Dental Care
Winifred Booker, DDS
8:30 – 11:30 a .m . • AGD Code: 430
DDS $159; Staff $89 
Limit 100 (Part hands-on)
“High Chair Dental Care: A Revolutionary Practice 
Model for Infants and Toddlers” is an age-appro-

priate oral health care practice that identifies the opportunity to 
promote healthy behaviors at the point of care. The high chair 
provides the safety and security needed to conduct a “receptive” 
infant and toddler oral health examination. It affords these patients 
their first examination in an atmosphere familiar to them, which a 
traditional dental chair cannot. The last hour will be hands-on.

Learning objectives:
• Learn to how to endear the 1-year-old patient population. 
• Learn use of the high chair in the clinical setting while providing 
 oral examination and oral hygiene care as well as diet and health 
 education for parents and caregivers. 
• Learn how to teach caregivers to provide routine dental hygiene 
 after meals using the high chair.

This course is designed for dentists, hygienists, and assistants .

Co-sponsored by MDA Insurance, MDA Services, and Michigan 
Academy of Pediatric Dentistry

COURSES AND SPEAKERS, FRIDAY, MAY 5 • EXHIBITS OPEN 10 A .M . – 6 P .M .

Morning Schedule



JOURNAL OF THE MICHIGAN DENTAL ASSOCIATION • FEBRUARY 2023 49

ANNUAL
SESSION

3

Table Clinics
See the listing of Table Clinics in the Annual 
Session Official Program. Table Clinics will 
take place Friday, May 5, from 10 a.m. until 2 
p.m. in the exhibit hall of DeVos Place.

COURSE #28
Our Chamfered Psyche: The Mental Dental 
Connection 
Joshua Austin, DDS 
8:30 – 11:30 a .m . • AGD Code: 130
DDS $119; Staff $59/Limit 100
This course explores strategies for working together 
to improve mental health so we can be our best. 

Learn how to recognize triggers and warning signs. Identify essential 
tools and resources. Discover how and when to refer to a mental 
health professional. Explore and understand mental health terms, 
common treatments, and therapy options. Gain coping mechanisms 
and learn how to manage expectations.

Learning objectives:
• Define mental health terms and analyze mental health statistics.
• Discover mechanisms for coping with our personal and professional 
 challenges.
• Illuminate common DSM-5 diagnoses and characteristics.
• Learn how to choose the professionals for our own personal wellness 
 team.
• Identify and examine our psychologic triggers and their importance.
• Explore the benefits of psychotherapy.

This course is designed for the entire dental team .

Co-sponsored by MDA Insurance and MDA Services

COURSE #29
Clinical Oral Pathology: An Updated Review
Junu Ojha, DDS
8:30 – 11:30 a .m . • AGD Code: 730 
DDS $159; Staff $89/Limit 100
This course is designed to provide dental profession-
als with information on a variety of pathological 
conditions commonly encountered and misdiag-
nosed in general and specialty dental practices. 

Highlights of the course will include soft and hard tissue oral and 
maxillofacial lesions. The topics will range from clinical and radio-
graphic features, differential diagnosis, and updated management 
and treatment of these lesions to recently described entities such as 
medication related osteonecrosis of the jaws, HPV-related intraoral 
lesions, and burning mouth syndrome. Benign and malignant lesions 
presenting as lumps and bumps will be covered as well.

Learning objectives:
• Identify the clinical appearance of commonly occurring soft tissue 
 lesions.
• Recognize the radiographic and clinical features of common hard 
 tissue oral lesions.   
• Develop an appropriate differential diagnosis.
• Learn the steps needed to formulate a definitive diagnosis.
• Gain a better understanding of the referral process.

This course is designed for dentists and hygienists .

Co-sponsored by MDA Insurance and MDA Services

COURSE #30
Influence: Wielding the Power of Leadership 
for Good in Your Work
Carrie Webber
8:30 – 11:30 a .m . • AGD Code: 770
FREE DDS and staff/Limit 100
Each individual in business has the power to bring 
positive or negative influence into their work and 

among the people they lead. How we wield this great responsibility of 
leadership can be the catalyst for the direction you move in the future. 

Learning objectives:
• Consider what an influencer in leadership is and how to establish 
 yourself in this role, no matter what your title and position is.
• The power of relationship building and execution of work through 
 excellent communication skills and your ability to motivate your 
 team, clients or audience.
• How to set a vision for your organization or team and how to 
 clearly and consistently cast that vision to empower, build and 
 encourage champions on your team to help you lead from within 
 and move toward your vision.
• How to effectively set goals and action plans for the pursuit of your 
 vision.
• How to stay centered on core values, purpose and mission to 
 create a healthy environment for continued growth and 
 organizational success.

This course is designed for the entire dental team .
Part of the Leadership Track . See Page 44 .

Counts toward the Certified Dental Business Professional program, 
customer service/communication category, for three credits .

Co-sponsored by MDA Insurance, MDA Services and CareCredit
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COURSE #33
Cardiac Resuscitation Training (CPR) (BCLS)
9 – 10:30 a .m .
Scott Lipford with Safety Plus
$90 per person/Limit 50 per session
This emergency planning and response offer-
ing is designed specifically for today’s dental 
office. It meets the requirements for Basic Life 

Support renewal for two years from the American Heart Association. 
This program meets Michigan’s current mandatory continuing edu-
cation CPR requirements.

Learning objectives:
• Recognize emergency situations. 
• Verbalize and demonstrate three key components of an emergency 
 response plan, for cardiac/respiratory emergencies requiring 
 rescue breathing and/or CPR and automated external 
 defibrillators.
• Discover appropriate response actions to initiate CPR and early 
 defibrillation.
CE credit is NOT given for CPR courses for dental professionals . 
This course is designed for the entire dental team .
Co-sponsored by MDA Insurance and MDA Services

COURSE #34
Moving Away from Insurance Dependence; Is 
It Time to Go Non-Par?
Mark Murphy, DDS, ABDSM
9 – 11 a .m . • AGD Code: 550 
DDS $119; Staff $59/Limit 100
The shift from traditional dental insurance to over 
80% being PPOs has had a cataclysmic impact on 

patient health, workplace stress, and dental incomes. Declining reim-
bursements are challenging the level of quality for patients. Dr. 
Murphy has coached dozens of practices on becoming less depen-
dent on preferred contracts or participating fee schedule  adjust-
ments.  He will share a  predictable process for analysis and risk 
mitigation, and will provide scripts, letters, and strategies that will 
help you move towards greater independence. Build and deliver 
appropriate value propositions and share them with patients so they 
understand what good dentistry is and what insurance is and  isn’t.  
Consumers make choices every day regarding higher valued prod-
ucts and services; let great dentistry be a choice.  

Learning objectives:
• Analyze the impact of reimbursement declines in your practice.
• Understand the true role of dental ‘insurance.’ 
• If desired, develop a plan and timeline to become less insurance 
 dependent.
This course is designed for dentists and office mangers .
Counts toward the Certified Dental Business Professional program, 
insurance/billing category, for two credits .
Co-sponsored by MDA Insurance and MDA Services

COURSE #31
Maximizing Business ROI: Recharging and 
Resetting During any Crisis
Emily Letran, DDS, MS
8:30 – 11:30 a .m . • AGD Code: 550
DDS $159; Staff $89/Limit 100
In today’s challenges of running a business, the 
CEO or business owner needs to focus on devel-

oping a clear vision and road map to achieve his or her goals. The 
team must work together to provide great customer experience that 
will stimulate referral, increase retention, and maximize production. 
In this fast-paced, interactive, and action-packed presentation, Dr. 
Emily Letran will share her strategies to accelerate the growth of 
multiple businesses, and leverage teamwork. 

Learning objectives:
• Setting clear goals that are results-focused and clearly 
 communicated with the team.
• Controlling stress by maintaining great energy and eliminating 
 distractions.
• Creating influence in marketing by positioning as an authority.

This course is designed for dentists and office managers .

Counts toward the Certified Dental Business Professional program, 
human resources category, for three credits .

Co-sponsored by MDA Insurance and MDA Services

COURSE #32
Building a Better Endodontic Mousetrap, 
(Part I) 3D Imaging
Gavin Convey, DDS
8:30 – 11:30 a .m . • AGD Code: 070
DDS $159; Staff $89/Limit 100
The root canal system is predictably complex. This 
lecture series will use detailed clinical imagery 

including photos, radiographs, and CBCT data to illustrate in detail 
how advanced imaging systems and procedures can be applied to 
aid in the treatment of even the most complex of canal systems. This 
technique has a wide array of applications, including initial root 
canal treatment, nonsurgical retreatment, and resorption cases. The 
safety and efficacy of the methods will be explored with case 
examples and appropriate literature citations.

Learning objectives:
• Explore how 3D radiographic imagery of the root canal can help 
 formulate an endodontic treatment plan.
• Explore how 3D radiographic imagery can assist in diagnosis. 
• Explore some of the limitations of 3D imagery.

This course is designed for dentists, hygienists and assistants .

Co-sponsored by MDA Insurance and MDA Services

FRIDAY, MAY 5 (CONTINUED)
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COURSE #35
Reduce Confusion and Avoid Mistakes as You 
Transition to Medicare
Rick Seely
9 – 11:30 a .m . • AGD Code: 770
FREE/Limit 100
As you transition into Medicare, your decisions and 
actions, or lack of them, can impact your health 

coverages and finances for the rest of your life. This information-rich 
program will help you protect yourself and your family against the 
common, potentially critical mistakes of underestimating the complexi-
ties of Medicare. Preparedness and planning will ensure that you 
avoid delayed coverage, late enrollment penalties, and missed “guar-
anteed issue” opportunities.

Learning objectives:
• Understand Medicare enrollment and related timelines.
• Understand the parts of Medicare and how they work.
• Find out which items are not covered by original Medicare and 
 other potential out-of-pocket expenses.
• Determine which supplemental coverage options are best for your 
 situation.

This course is designed for the entire dental team .

Co-sponsored by MDA Insurance and MDA Services

Afternoon Schedule
COURSE #36

Peer Review/Dental Care Workshop
By Invitation Only
For Component and Specialty Peer Review/Dental Care 
Committee Members
12:30 – 4 p .m . • AGD Code: 555 
Box Lunch included from 12:30 – 1 p .m .
FREE/Limit 50
The workshop will be geared to educating local peer review com-
mittee members in the peer review process, as well as reviewing 
specific issues the state committee is seeing, and looking ahead at 
key areas where questions continue to arise. Component and spe-
cialty peer reviewers should bring their challenging cases for feed-
back, as well as ongoing issues they are experiencing as they work 
toward resolving cases. 

This course is designed for MDA member dentists .

Co-sponsored by MDA Insurance and MDA Services

COURSE #37
Social Media and Ethics: Challenges to the 
Dental Profession
Toni Roucka, RN, DDS, MA
1:30 – 3 p .m . • AGD Code: 550/555
DDS $59, Staff $29/Limit 100
As the world’s digital population grows, so does 
the reach and usage of social media. Social net-

works, with which users can access all kinds of information, are a 
part of everyday life and continue to transform the way we interact 
with one another on a global scale. Some dentists are digital com-
munication mavens, both personally and professionally. Others are 
reluctant. Regardless of dentists’ attitudes and talents with digital 
media, their practices are affected by patients who are skilled in its 
use. This course will explore the ethical implications associated with 
social media use.

Learning objectives: 
• Explain how social media is changing and challenging the dental 
 profession. 
• Recognize ethical issues in social media.
• Apply best practices in the ethical utilization of social media in 
 dental practice.

This course is designed for the entire dental team .

Counts toward the Dental Business Professional Certification, mar-
keting/social media category, for one credit . 

Sponsored by the American College of Dentists 

COURSE #38
Cardiac Resuscitation Training (CPR) (BCLS)
2 – 3:30 p .m .
Scott Lipford with Safety Plus
$90 per person/Limit 50 per session
This emergency planning and response offer-
ing is designed specifically for today’s dental 
office. It meets the requirements for Basic Life 
Support renewal for two years from the 

American Heart Association. This program meets Michigan’s cur-
rent mandatory continuing education CPR requirements.

Learning objectives:
• Recognize emergency situations. 
• Verbalize and demonstrate three key components of an emergency 
 response plan, for cardiac/respiratory emergencies requiring 
 rescue breathing and/or CPR and automated external 
 defibrillators.
• Discover appropriate response actions to initiate CPR and early 
 defibrillation.

CE credit is not given for CPR courses for dental professionals . 

This course is designed for the entire dental team .

Co-sponsored by MDA Insurance and MDA Services
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FRIDAY, MAY 5 (CONTINUED)

COURSE #40
Captivate and Keep Dental Team Members
David Rice, DDS
2 – 5 p .m . • AGD Code: 550
DDS $119; Staff $59/Limit 100
The great resignation, quiet quitting, and struggling 
succession plans . . . does any of that ring a bell? 
You’re not alone. 70% of dental practices cannot 

find a dental assistant. 80% struggle to find a dental hygienist. More 
than 30% will continue to have business team turnover this next year. 

Disheartened? At your wits end? Wondering how to overcome it?

We did too. Until we united the brightest minds with the greatest 
solution-driven technology in dentistry. Join us and learn how to 
captivate and keep associates and team members . . . how to build 
sustainable systems to recession proof your practice . . . and how 
to create a transition plan today to secure your future tomorrow. 

This is your life. Learn to design it your way.

Learning objectives:
• Captivate and keep team members.
• Strategically position your practice to win today and tomorrow.
• Master 80 habits that generate generational wealth.

This course designed for dentists and front office managers .

Recommended by the New Dentist Committee . See Page 43 .

Counts toward the Certified Dental Business Professional program, 
human resource category, for three credits . 

Co-sponsored by MDA Insurance and MDA Services

COURSE #41
What’s New: Materials and Tech that Expedite 
Excellence
Joshua Austin, DDS
2 – 5 p .m . • AGD Code: 010
DDS $159; Staff $89/Limit 100
In this interactive, fast-moving course, Dr. Austin 
shares the current trends in dental materials and 

technologies. Learn how materials have changed over the past few 
years and how those changes can affect your procedures and prac-
tice.

Learning objectives: 
• Illuminate growing trends and discover the best new products and 
 innovations on the market.
• Gain a formula for assessing time savings vs. financial output in 
 your purchasing decisions.
• Analyze how bulk fill posterior composites compare to their 
 traditional counterparts.
• Explore the three etching techniques and learn when each are 
 appropriate.

This course is designed for dentists, hygienists, and assistants .

Co-Sponsored by MDA Insurance and MDA Services.

COURSE #39
The Pain Wars: Acute vs . Chronic, Confessions 
of a Pain Rehab Graduate
Kimberly Harms, DDS
2 – 4 p .m . • AGD Code: 130
DDS $149; Staff $79/Limit 100
Dr. Kim Harms offers a unique perspective on this 
issue. She is not only a dentist familiar with treating 

patients in pain, but also a patient who has suffered neck and back 
injuries resulting in nerve damage to her drilling fingers. A graduate 
of the Mayo Clinic’s elite Pain Rehab Program, Dr. Harms shares tech-
niques for self-managing pain, including learning which aspects of 
pain and life can be controlled. She will also address the current rec-
ommendations concerning the use of opioids for dental pain.

Learn the causes, costs, and effective treatments for pain. Explore side 
effects such as depression, anxiety, and stress as well as complemen-
tary and alternative medical options. With the ever-increasing focus on 
the use of opioids in the dental practice, and the current epidemic of 
opioid abuse, this information is essential for every dental professional.

Learning objectives:
• Understand the difference between acute and chronic pain, and 
 how to effectively manage both.
• Review the numerous long- and short-term treatments for chronic 
 pain.
• Explore the various causes and effects of opioid abuse and its 
 long-term consequences.

This course is designed for dentists, hygienists, and assistants .

This course counts towards Michigan’s pain management require-
ment .

Co-sponsored by MDA Insurance and MDA Services

Courses Recommended for New 
Dentists
Register for one of these courses attend the New Dentist 
Network Lounge for FREE on Friday May 5 .

#8 Dental Burnout: Are You and Your Practice   
 Susceptible?

#17 Learn, Leverage, and Lead

#26 New Dentist Fuel . . . Design Your Future

#40 Is Everyone Smiling But You?

#53 Evidence-Based Restorative Materials Update: 
 Separating Fact from Fiction

#61 Digital Dentistry — What Are You Waiting For?  
 The Future is Here.
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Magic, Music, and More!
Honoring MDA President Dr . Vince Benivegna 
Friday, May 5, 2023 (6:30 – 11 p .m .)
Ambassador Ballroom, Amway Grand Plaza Hotel
$89 includes dinner, two drink tickets, and entertainment
Attire: Snappy Casual 

Grab your friends, colleagues, team members, and signifi-
cant others for an evening of food, fun, and amusement. 
Enjoy a magic show sprinkled with humor and an assortment 
of effects done with common, everyday items such as cards, 
scarves, and ropes, featuring magician Keith Kocher. 

Then after the magic, revel in the sounds from the ‘70s 
through current day with a popular local band, Funkle 
Jesse. Their play list features some of your favorite artists 
include Prince, The Beatles, Elton John, and more. 

What’s more? Food options that are hearty and healthy to fill 
you up for all the evening’s activities. Drinks that appeal to 
most. It’s all rounded off with dancing, conversation, laugh-
ter, and fellowship. 

Sponsored by: Central District Dental Society, Michigan 
Society of Maxillofacial Oral Surgeons, MDA Insurance, 
and MDA Services 

COURSE #42
Level Up
Carrie Webber
2 – 5 p .m . • AGD Code: 550
DDS $119; Staff $59/Limit 100
Do you ever feel stuck? Find yourself working 
intensely to increase your practice performance, 
yet not sure how to attain a measurable result? 

Explore three key areas during this high energy, high impact presen-
tation to help you determine what systems you can focus on now 
and reap significant returns for your future.

Learning objectives:
• Understand the importance of leading from within your practice 
 to make a difference for your patients, your team, and yourself.
• Determine measurable accountability factors for the entire team, 
 so that together you can achieve your practice goals.
• Develop strategies to revive your team and increase engagement 
 levels for higher productivity of individuals and the practice 
 overall.

This course is designed for the entire dental team .

Part of the Leadership Track . See Page 44 .

Co-sponsored by MDA Insurance, MDA Services, and CareCredit

COURSE #43 
Meet Your “Perfect Self” – Leveraging Your 
Natural Talents to Increase Productivity and 
Building Your Team
Emily Letran DDS, MS
2 – 5 p .m . • AGD Code: 550
DDS $119; Staff $59/Limit 100
In business, the CEO or business owner often 

leverages time by building a team with great synergy and high 
productivity. The team must work together with minimum conflict to 
provide great results — which is sometimes easier said than done.

In this fun, interactive, and action-packed presentation, Dr. Emily 
Letran will share her training as a Certified Kolbe Consultant to help 
attendees identify their natural talents, understand the cause of 
stress at work, and strategize to increase productivity and ultimately 
net profit.

Learning objectives:
• Understand personal natural talents and setting reasonable 
 expectations from the team based on the Kolbe A Index 
 assessment.
• Control stress by structuring the team to increase synergy.
• How to use Kolbe to achieve better balance in life-personal 
 relationships.

This course is designed for the entire dental team .

Co-sponsored by MDA Insurance and MDA Services.

COURSE #44
Hands-On Oral Cancer Screening Workshop 
(Part I required to take workshop)
Susan Cotten, BSDH, RDH, OMT
2 – 5 p .m . • AGD Code: 730
DDS $199; Staff $129/Limit 32
Utilizing Susan’s instructional oral cancer screen-
ing videos, this workshop provides attendees the 

opportunity for hands-on work in a supportive environment with 
other providers seeking to elevate their skills and confidence. After 
reviewing etiologies, risk factors, signs, and symptoms, attendees 
will partner up and perform an oral cancer risk assessment and 
screening. Susan will be hands-on assisting attendees to experience 
the first-hand feel of what they want to be more confident in per-
forming. Loupes and light are highly recommended, but not neces-
sary. 

Learning objectives:
• Demonstrate a comprehensive extraoral and intraoral evaluation.
• Identify Tonsil Grade and Mallampati Score.
• Gain an understanding of why a thorough screening includes a 
 risk assessment.

This course is designed for dentists and hygienists .

Co-sponsored by MDA Insurance, MDA Services, Baylab, and 
Holland Healthcare.
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COURSE #47
How Oral Dysbiosis Creates Systemic Disease 
and What You Can Do to Save Lives
Mark Cannon, DDS, MS
2 – 5 p .m . • AGD Code: 730
DDS $159; Staff $89/Limit 100
Simply put, oral disease is due to oral dysbiosis, 
and patients with a healthy oral microbiome (eubio-

sis) do not present with significant dental caries or periodontal dis-
ease. Dietary influences, especially the standard American diet, along 
with other environmental factors, may strongly affect the oral microbi-
ome leading not only to oral dysbiosis but also to very serious sys-
temic illness. This seminar summarizes the evolution of dietary influ-
ence, microbiome shifts, pathobiont development, and the resulting 
serious systemic consequences. In addition, effective and easily imple-
mented prebiotic and probiotic interventions will be discussed, and 
methodology explained.

Learning objectives:
• Learn how diet influences microbiome development.
• Understand the evolution of the microbiome/host (holobiont).
• Learn the evolution of pathogens and pathobionts.
• Discover the prevention protocols to restore eubiosis.

This course is designed for dentists, hygienists, and assistants .

Co-sponsored by MDA Insurance and MDA Services

COURSE #48
Jurisprudence and Ethics: Challenges to the 
Dental Profession
Toni Roucka, RN, DDS, MA
3:30 – 5 p .m . • AGD Code: 550/555
DDS $59; Staff $29/Limit 100
In this course, the intersection of law and ethics will 
be explored. Dental providers must be aware of the 

legal and ethical principles that guide patient care, professional inter-
actions, and record-keeping. Core ethical principles will be explored 
along critical legal concepts, including contracts, intentional and unin-
tentional torts, informed consent, and informed refusal. 

Learning objectives: 
• Describe five key ethical principles and the guidance they provide 
 to dental providers.
• Describe fundamental legal principles important to dental 
 providers.
• Emphasize the importance of record keeping.
• Present a framework to resolve frequently encountered ethical 
 dilemmas.

This course is designed for the entire dental team .

Counts towards Michigan’s Ethics, Jurisprudence and Delegation of 
Duties requirement .

Sponsored by the American College of Dentists

COURSE #45
Building a Better Endodontic Mousetrap, 
Part II: Enhanced Irrigation
Gavin Convey, DDS
2 – 5 p .m . • AGD Code: 070
DDS $159; Staff $89/Limit 100
This course will go more in-depth with treatments 
and procedures using advanced imaging systems.

Learning objectives: 
• Explore the benefits alternative procedures over a more 
 traditional root canal treatment. 
• Learn how new procedures differ from a more traditional root 
 canal treatment.

This course is designed for dentists, hygienists, and assistants .

Co-sponsored by MDA Insurance and MDA Services.

COURSE #46
Full Arch Implant Restorations, Treating the 
Failing Dentition and Avoiding Implant 
Complications and Failures
John Carollo, DMD, D-ABDSM, D-ASBA
2 – 5 p .m . • AGD Code: 690 
DDS $159; Staff $89/Limit 100
The failing dentition patient is concerned with losing 

teeth and having to wear a removable prosthesis. We will show how 
we can go from a failing dentition to implants and implant provisionals 
in one day. These concepts can be done with and without surgical 
guides; both restorative techniques will be discussed. The number of 
implants, and where to place the implants are part of this presentation 
as well as other concepts. Additionally, with alternative concepts we 
look at treatment planning, surgical, and restorative complications that 
could lead to a failed implant. Equally, important, we will show how to 
prevent implant and restorative failures.
Learning objectives;
• Identify how many implants should be placed, and where.
• What prosthetic option is best in each case, crown and bridge? 
 Implant Bar Hybrid? And what material to choose? 
• How implant guided surgery can be used for a digital work flow.
• How to avoid switching concepts and treating cases if one 
 implant fails. 
This course is designed dentists and dental assistants .
Co-sponsored by MDA Insurance and MDA Services

FRIDAY, MAY 5 (CONTINUED)
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Morning Schedule
COURSE #49

2023 Infection Control in Dentistry
Nan Dreves, RDH, MBA
8:30 a .m . – 10:30 a .m . • AGD Code: 148
$50 per person/Limit 100
Dentists, dental hygienists, dental assistants, and all 
dental team members will update their compliance 
knowledge based on OSHA/CDC requirements by 
attending this course. This course will include lec-

ture, audience participation, fabulous prizes, learning, and laughter.
Learning objectives:
• Understand the current OSHA Bloodborne Pathogens. 
 Standard, CDC infection control directives, and how to implement 
 (including respiratory protection, e.g., COVID-19 protocols).
• Identify patient and employee safety hazard(s) in dentistry and 
 how to correct them.
• Learn proper personal protective equipment, disinfection, sharps 
 disposal, needlestick management, sterilization, aerosolization 
 control, and instrument handling.
This course is designed for the entire dental team .
Counts towards Michigan’s Infection Control requirement .
Co-sponsored by MDA Insurance and MDA Services

COURSE #50
Utilizing 3D Scanning to Educate Hygiene 
Patients and Save Time
Kelly Tanner, PhD, RDH
8:30 – 10:30 a .m . • AGD Code: 010
DDS $99; Staff $49/Limit 100
More than 90% of patients who can visualize their 
oral conditions are better prepared to make health-
related decisions, explore treatment, and discuss 

payment options. Digital health scans help the average person grasp 
the importance of their dental health and help health care providers 
make decisions easier to understand. Visualizing oral health connects 
oral health to overall patient health, which improves health outcomes, 
case acceptance, patient retention, and referrals.
Learning objectives:
• Help patients visualize their oral conditions to improve patient 
 health outcomes.
• Create understanding with patients on how oral inflammation 
 caused by pathogens.
• Induce a systemic increase in inflammatory markers.
• Visually encourage case acceptance and increase patient rapport 
 and referrals.
This course is designed for dentists and hygienists .

Co-sponsored by MDA Insurance and MDA Services

COURSE #51
Building a Strong Practice Culture Utilizing the 
Five Love Languages and the Multiplier Effect
Christopher Williams, RDH
8:30 – 11:30 a .m . • AGD Code: 770
DDS $119; Staff $59/Limit 100
Does your office culture presently reflect the dynam-
ic your patients and team members love? The culture 

of your practice directly relates to the effectiveness of your daily 
operations and ability to accomplish target goals. As a leader, your 
ability to recognize your team’s working love languages makes for 
greater feelings of appreciation that ultimately create more-fulfilled 
teams and higher, more-productive outputs. It is also important to 
understand how being a multiplier can increase the leaders in your 
organization.

Learning objectives:
• Identify the existing culture in your practice and build according 
 to your team’s natural dynamics.
• Discover the five working love languages to help maximize the 
 output potential from your individual team members.
• Formulate employees into practice partners and leaders with the 
 Multiplier Effect.
This course is designed for the entire dental team .
Part of the Leadership Track . See Page 44 .
Co-sponsored by MDA Insurance and MDA Services

COURSES AND SPEAKERS, SATURDAY, MAY 6 • NO EXHIBITS
All CE course fees are reduced on Saturday. Nonmember dentists attend at member price.

About CE Credits
One hour of class attendance equals one credit of 
continuing education.  

No CE vouchers will be issued on-site. See the box on 
page 18 for information on the MDA’s ticketless badge 
and voucher system.

The Michigan Dental Association is a nationally ap-
proved continuing education provider in the ADA 
Continuing Education Recognition Program (ADA CERP). 
The current term of approval extends from November 
2019 through December 2023.

Stop by the MDA Member Center (located in Halls B 
and C at DeVos Place) for a free MDA Continuing 
Education Record-Keeping Folder. This handy folder 
tracks your CE credits and contains the state of Michi-
gan’s updated rules for mandatory continuing education 

CANCELED
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SATURDAY, MAY 6 (CONTINUED)

COURSE #53
Evidence-Based Restorative Materials Update: 
Separating Fact from Fiction
Parag R . Kachalia, DDS
8:30 – 11:30 a .m . • AGD Code: 250
DDS $119; Staff $59/Limit 100
This program will look at a broad spectrum of restor-
ative materials available today. Years ago, the 

practitioner was simply asked to pick between amalgam, metal-ceram-
ics, and gold. Today’s practitioners must consider the various genera-
tions of bonding agents, composites, ceramics, cements, etc. In addi-
tion, multiple philosophies of care are evolving that refute traditional 
techniques with years of research. This course is designed to demystify 
various approaches and provide an evidence-based approach to treat-
ment planning and delivering predictable restorative care. 

Learning objectives:
• Provide an evidence-based approach to treatment planning.
• Learn to deliver predictable restorative care.
• Discuss various restorative dental materials for today’s 
 environment.

This course is designed for dentists, hygienists, and assistants .

Recommended by the New Dentist Committee . See Page 43 .

Co-sponsored by MDA Insurance and MDA Services

COURSE #54
Becoming the Pediatric Alpha Pup
Jane A . Soxman, DDS
8:30 – 11:30 a .m . • AGD Code: 430
DDS $119; Staff $59/Limit 100
Treating the challenging child today requires a new 
approach for behavior guidance. Aversive tech-
niques are no longer acceptable. Permissive parent-
ing along with parents who defend, deny, or 

attempt to direct treatment bring a new dimension to treatment capa-
bilities. Developmental stages, the multiple factors that influence a 
child’s behavior, and recommendations for intervention are discussed. 
Methods to engage and involve parents and ultimately bring them to 
“our side” are presented. Potential problems are identified, with spe-
cific recommendations that can result in more successful and less stress-
ful visits for all.

Learning objectives:
• Develop methods to engage and involve parents.
• Discover multiple factors that influence a child’s behavior.

This course is designed for dentists, hygienists, and assistants .

Co-sponsored by MDA Insurance, MDA Services, and the Michigan 
Academy of Pediatric Dentists

COURSE #52
Let’s Talk About Sleep: A Deeper Dive in the 
Best Medicine We Are All Missing
Danielle Fry, DMD, MS
8:30 – 11:30 a .m . • AGD Code: 730
DDS $119; Staff $59/Limit 100
This presentation will go into depth on how sleep 
deprivation is at the root of many chronic diseases. 

Many medications are simply masking the symptoms instead of treat-
ing the cause, and true understanding of sleep will help showcase this. 
The goal is to first aid the health professional to take control of their 
health and well-being so that they may counsel their patients and be 
ambassadors of quality of sleep to anyone they meet.  Quality vs. 
quantity of sleep will be discussed beyond the typical stratification of 
obstructive sleep apnea. Upper airway resistance syndrome will be 
covered in detail. Real life implementations for improvement of sleep 
will be discussed in depth for health care providers to begin right 
away.  

Learning objectives:
• Understand sleep and its relationship to chronic diseases
• Truly understanding what drives quality of sleep

This course is designed for dentists and hygienists .

Co-sponsored by MDA Insurance and MDA Services

Courses Recommended for New 
Dentists
Register for one of these courses attend the New Dentist 
Network Lounge for FREE on Friday May 5 .

#8 Dental Burnout: Are You and Your Practice   
 Susceptible?

#17 Learn, Leverage, and Lead

#26 New Dentist Fuel . . . Design Your Future

#40 Is Everyone Smiling But You?

#53 Evidence-Based Restorative Materials Update: 
 Separating Fact from Fiction

#61 Digital Dentistry — What Are You Waiting For?  
 The Future is Here. 

Call for Hosts! 
Volunteer to host a speaker and earn FREE CE credit. 

For more information about hosting, contact the MDA’s 
Shawna Owens at sowens@michigandental.org.
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COURSE #55
Socket Grafting and Ridge-Specific Implants — 
Increase Patient Candidacy for Implant Therapy
Jumoke Adedoyin, DDS, MICOI, MAAIP, 
AFAAID
8:30  – 11:30 a .m . • AGD Code: 670
DDS $119; Staff $59/Limit 100
The loss of bone following tooth extraction is a sig-

nificant clinical problem in implant and conventional dentistry. Clinical 
studies indicate that in the first few months following tooth extraction as 
much as 1-3 mm alveolar ridge height and 3-5 mm ridge width may be 
lost, with an average of 50% loss of ridge width in the first 12 months. 

The literature has shown that early bone loss can be significantly 
reduced by socket management techniques, combined with atraumatic 
tooth extraction, and this increases our patients’ candidacy for implant 
restoration.

Learning objectives:
• Indications for socket preservation.
• Differentiate classifications of bony defects and techniques.
• Expand options of implant-based solutions for our patients.

This course is designed for dentists, hygienists, and assistants .

Co-sponsored by MDA Insurance and MDA Services

COURSE #56
Problem-Solving Essentials in Endodontics 
(Hands-On)
Bernice Ko, DDS
8:30 a .m . – 4 p .m . (All-day Course, 
Lunch 11:30 a .m . – 1 p .m .) • AGD Code: 070
$359 per person/Limit 30 (Hands-On)
In this hands-on course participants will learn 

advanced NiTi rotary reciprocation instrumentation using Adaptive 
Motion Technology, predictable irrigation protocols using Apical 
Negative Pressure, and warm vertical obturation using the Continuous 
Wave technique. Other topics will include diagnosis, negotiation of 
calcified canals, creation of a glide path, determination of working 
length, and location of the MB2. This exciting multi-media program 
highlights solutions and suggestions on how to treat straightforward 
and complex endodontic cases. 
Learning objectives:
• Assess protocol for single-visit treatment of both vital and necrotic 
 teeth.
• Differentiate removal of the smear layer and biofilm using the 
 latest irrigation protocols.
• Demonstrate obturation of the root canal system in 3D to capture 
 the natural anatomy with the Continuous Wave of Condensation.
This course is designed for dentists .
Co-sponsored by MDA Insurance, MDA Services and Kerr Dental

COURSE #57
Ethics and Jurisprudence in Dentistry
Nan Dreves, RDH, MBA
11 a .m . – Noon • AGD Code: 550/555
DDS $49; Staff $24/Limit 100
This presentation will review dentistry’s obligation to 
society to adhere to high ethical standards. We will 
discuss jurisprudence and the code of ethics in put-

ting patients first, involving them in treatment decisions, considering 
their expectations, and maintaining confidentiality. Without a solid 
ethical foundation, one cannot be a true professional. 

Learning objectives:
• Understand the differences and similarities between ethics, 
 jurisprudence, and law.
• Know the characteristics of ethical behavior and how to apply 
 them to your practice.
• Recognize what it means to be a professional.
• Know how to obtain resources to follow the ADA Code of 
 Professional Conduct.

This course is designed for the entire dental team .

Counts towards Michigan’s Ethics, Jurisprudence and Delegation of 
Duties requirement .

Co-sponsored by MDA Insurance and MDA Services

Afternoon Schedule

COURSE #58
What Occlusion Really Means: Things We 
Didn’t Learn in Hygiene School
Kelly Tanner, PhD, RDH
1 – 3 p .m . • AGD Code: 180
DDS $99; STAFF $49/Limit 100
What is the occlusion on the right? How about the 
left? What does this mean for your patient’s oral 

health? Occlusion tells you if there is potential for increased tooth loss 
due to tooth trauma or periodontal issues. It may also be a marker for 
airway issues, as well as TMJ and migraines that have a major impact 
on the overall health of the patient. By conducting occlusal evaluations 
with our patients, we can reduce the immediate physiological impacts 
of malocclusion.

Learning objectives:
• Understand what Angles classifications tells us about the patient.
• Appreciate how occlusion is related to dental and overall health.
• Understand how to perform a one-minute ortho evaluation and 
 how to discuss it with your patient.

This course is designed for hygienists .

Co-sponsored by MDA Insurance and MDA Services

CANCELED
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COURSE #59
Mental Mindware: Downloading the Mindset 
that Kills the Negativity Affecting Your 
Productivity
Christopher Williams, RDH
1 – 4 p .m . • AGD Code: 770
FREE DDS and Staff/Limit 100
Our mentality and thoughts can be a critical process 

that either helps or harms the actions we take in our daily lives and at 
work. Some of these thought patterns operate very similarly to pop-ups 
or viruses on our computers. To solve this, we use pop-up blockers 
and/or virus protection software that identifies unwanted activity, so 
there are no interruptions halting or redirecting our thought process. 
We can design our own mental mindware that works to keep us in the 
right frame of mind.

Learning objectives:
• Identify the negative trends that are affecting the office and the 
 team members individually.
• Show how it has a direct relation to your performance inside and 
 outside of your working environment.
• Develop a new mental process that supports a more positive and 
 ideal framework.

This course is designed for the entire dental team .

Co-sponsored by MDA Insurance and MDA Services

COURSE #60
Stop Ignoring the Tongue: Understand the Role 
It Is Playing in Your Patient’s Growth and 
Development
Danielle Fry, DMD, MS
1 – 4 p .m . • AGD Code: 010/200
DDS $119; Staff $59/Limit 100
Participants will learn about how the tongue should 

look, move, and function, and how a dysfunctional swallow pattern 
affects craniofacial development and can be involved with TMJ disor-
ders. 

Tongue restrictions will be discussed, and the proper sequencing of 
events for therapy. The goal is to give immediate screening tools for 
dentists to implement in their offices and discuss the multidisciplinary 
approach to the correction of craniofacial growth issues. Early inter-
vention orthodontic cases and TMJ cases will be shown to support 
learning to screen and diagnose. 

Learning objectives:
• Understand craniofacial anatomy that affects the tongue and 
 how it functions.
• Learn early interventional orthodontic interventions that could 
 improve arch form and improve tongue posture to help the airway.

This course is designed for dentists and hygienists .

Co-sponsored by MDA Insurance and MDA Services

COURSE #61
Digital Dentistry — What Are You Waiting 
For? The Future Is Here
Parag R . Kachalia, DDS
1 – 4 p .m . • AGD Code: 010  
DDS $119; Staff $59/Limit 100
This course will take a critical look at the current 
world of dental technologies as it relates to the 

restorative arena with close attention to the current marketplace of 
digital impressioning units, chairside milling systems, and printers. A 
key component of this course will also involve looking at in-office 
design software and outsourcing elements when appropriate. 

Learning objectives:
• Discover various digital technologies.
• Discuss design software and outsourcing.

This course is designed for dentists, hygienists, and assistants .

Recommended by the New Dentist Committee . See Page 43 .

Co-sponsored by MDA Insurance and MDA Services

SATURDAY, MAY 6 (CONTINUED)

Disabilities or Special 
Accommodations
If you have a disability and require special 
accommodations, please check the box on the 
registration form or contact the MDA 
Continuing Education Department at (800) 589-2632, ext. 
402. Advance notice is required by April 10. 

Disclaimer
Neither the Michigan Dental Association nor its component 
societies or committees accept responsibility for the information 
presented, either orally or in writing, at any program spon-
sored, supported or publicized by any of them; and the infor-
mation and views expressed are those of the presenter and not 
necessarily the positions of the MDA, its component societies or 
committees.
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COURSE #62
Diagnosis and Management of Oral Trauma
Jane A . Soxman, DDS
1 – 4 p .m . • AGD Code: 310
DDS $119; Staff $59/Limit 100
This lecture instructs participants in examination, 
diagnosis, and the treatment of oral trauma in the 
pediatric patient. Timing and inclusions for follow-

up examination, radiographic techniques, and antibiotic recommenda-
tions are included. Many accidents lead to legal intervention, and 
findings that appear to be irrelevant or minor may ultimately be of 
significance. The thoroughness and organization of your dental 
records will not only assure excellence in treatment, but may be sig-
nificant for medico-legal support.

Learning objectives:
• How to obtain information and documentation for accurate dental 
 records.
• Use current evidence-based guidelines for treatment.

This course is designed for dentists, hygienists, and assistants .

Course counts towards Michigan’s Pain Management requirement .

Co-sponsored by MDA Insurance, MDA Services, and the Michigan 
Academy of Pediatric Dentistry.

COURSE #63
Implicit Biases in Dentistry
Deirdre Shelton-Young, DDS, MHSA
1 – 4 p .m . • AGD Code: 770 
$100/person/Limit 100 
The Michigan, Department of Licensing and 
Regulatory Affairs has issued a requirement for all 

healthcare providers in Michigan to attend continuing education 
courses addressing the topic of implicit biases.

This seminar introduces the participants to the concept of implicit biases 
by demonstrating their power in daily life and in dentistry-related situa-
tions. It explores how they have changed over time and in which cir-
cumstances we are more likely to use implicit biases. A discussion 
concerning how implicit biases matter in general will also take place.

Learning objectives:
• Define the term implicit bias and how its existence can be 
 demonstrated.
• Describe how implicit biases have changed over time. 
• Explain in which circumstances we are more likely to use implicit 
 biases.

This course is designed for the entire dental team .

Counts towards the Certified Dental Business Professional program, 
human resources category, for three credits .

Course counts towards Michigan’s Implicit Bias Requirement .

Co-sponsored by MDA Insurance and MDA Services

COURSE #64
Making Overdentures a Snap — Overview of 
the Mandibular Overdenture Treatment Modality
Jumoke Adedoyin, DDS, MICOI, MAAIP, 
AFAAID
1 – 4 p .m . • AGD Code: 690
DDS $119; Staff $59/Limit 100
Implant-supported overdentures in the mandible 

provide predictable results with improved stability, retention, function, 
and patient satisfaction compared with conventional dentures. As 
edentulism continues to be a global epidemic, providing stability for 
masticatory function is very important for the overall health of our 
patients. 

Learning objectives:
• Identify factors that govern the planning of overdenture 
 treatment.
• Understand the restorative considerations for a successful surgical 
 approach.
• Identify attachment selections and significance of socket 
 preservation.

This course is designed for dentists and assistants .

Co-sponsored by MDA Insurance and MDA Services

About CE Credits
One hour of class attendance equals one credit of 
continuing education.  
No CE vouchers will be issued on-site. See the box on 
page 18 for information on the MDA’s ticketless badge 
and voucher system.
The Michigan Dental Association is a nationally ap-
proved continuing education provider in the ADA 
Continuing Education Recognition Program (ADA CERP). 
The current term of approval extends from November 
2019 through December 2023.
Stop by the MDA Member Center (located in Halls B 
and C at DeVos Place) for a free MDA Continuing 
Education Record-Keeping Folder. This handy folder 
tracks your CE credits and contains the state of Michi-
gan’s updated rules for mandatory continuing education 
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Registration is required for all courses .
Pre-register by  April 10, 2023

Save money by pre-registering — rates increase $10 per 
course after the registration deadline .

Reservations for all courses are made in advance of Annual 
Session, either by fax, mail, telephone, or online. Classes may also 
be reserved on-site in the registration area (Halls B & C, DeVos 
Place). Be sure to make your reservations early to avoid disappoint-
ment! Seating is limited to a specified number of attendees. Course 
numbers are listed above course descriptions in this program guide. 

Remember, registration is required for all courses .  

The MDA is offering pre-registration for Annual Session guests. It’s 
easy! Just fill out the registration form in this booklet, or register 
online at www.smilemichigan.com (annualsession.michigandental.
org). When you pre-register by April 10, you’ll receive your bar-
coded badge, welcome materials, Annual Session Official Program, 
maps, etc., by mail two weeks in advance of Annual Session. 
Please note that a separate registration form is needed for each 
participant.

You can still register online after April 10, but prices will increase 
$10 per course and your packet will be held on-site at the will-call 
booth for pickup at Annual Session.

A driver’s license or photo ID is required to register on site.

Registration Categories
Note: A badge is required for all lectures and exhibit hall. Fees are 
as follows:

n FREE — Name Badge Only (ADA/MDA member dentists, non-
member dentists, staff, students and guests)

n Students — Register for any course in advance and receive the 
staff rate and a guaranteed seat. If you opt to wait and register on-
site, you can attend for free, but courses may be sold out.

n Non-member dentists — There is no registration fee. Rates for CE 
classes are an additional $50 per session for non-members. (Course 
#12 is an additional $100.) Additional fees paid can be applied 
to membership within 30 days. 

Name Badge only includes: Exhibits, Welcome Reception, Table 
Clinics and Keynote Presentation. Registration is required for 
Keynote Presentation.

On-site Registration
A driver’s license or photo ID is required for on-site registration. 
On-site registration hours are Wednesday, May 3 from 8 a.m. until 
5 p.m.; Thursday, May 4 from 7:30 a.m. until 6 p.m.; Friday, May 
5 from 7:30 a.m. until 6 p.m.; and Saturday, May 6 from 7:30 a.m. 
until 1 p.m. Registration is located in Halls B and C, DeVos Place.

Cancellation Policy
No refunds will be granted after the start of Annual Session. For a 
cancellation refund, a written request must be mailed and/or 
emailed to the MDA office no later than May 3, 2023. A $25 
administration fee will be charged per course cancellation.

Lost Badges
All course exchanges must be done on-site after April 10, 2023. All 
lost or exchanged badges are subject to a $25 fee. A driver’s 
license is required to change courses or to receive a new badge. 

About Continuing Education Credits
One hour of class attendance equals one credit of continuing edu-
cation.  

The Michigan Dental Association is a nationally approved continu-
ing education provider in the ADA Continuing Education Recognition 
Program (ADA CERP). The current term of approval extends from 
November 2019 through December 2023. 

Stop by the MDA Welcome Center (located in Halls B & C, DeVos 
Place) for a free MDA Continuing Education Record-Keeping Folder. 
This handy folder tracks your CE credits and contains the state of 
Michigan’s updated rules for mandatory continuing education. 

Questions?
Call the MDA at 517-346-9408 or e-mail the MDA’s Jody Mar-
quardt at jmarquardt@michigandental.org.

REGISTRATION INFORMATION
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SESSION
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HOTEL REGISTRATION FORM

2023 ANNUAL SESSION
Grand Rapids, MI

Reservations must be made directly with the appropriate hotel. See below for cut 
off dates for guest rates at each hotel. Rooms have been blocked for the MDA at 
the room rates noted; sales/hotel tax is separate from listed prices. 
Note: All rooms must be guaranteed — preferably with a credit card. 

RESERVATIONS CAN BE MADE BY PHONE OR ONLINE. 

SEE HOTEL INFORMATION LISTED BELOW:

                               Hotel    Rate Reservation Deadline 

Amway Grand Plaza Hotel*   $172    April 2, 2023
187 Monroe, N.W.
Grand Rapids, MI 49503
616-774-2000

Online reservations: 
www.michigandental.org/Annual-Session

J. W. Marriott    $199     April 2, 2023
235 Louis St., N.W.
Grand Rapids, MI 49503
616-242-1500

Online reservations: 
www.michigandental.org/Annual-Session
 

Holiday Inn     $135    April 18, 2023
310 Pearl Street, N.W.
Grand Rapids, MI 49504
616-235-7611

Online reservations: 
www.michigandental.org/Annual-Session

A map with hotel locations is available on the MDA website at 
annualsession.michigandental.org/Hotels

*Headquarters hotel

Hotel Registration form for Journal.indd   1Hotel Registration form for Journal.indd   1 12/1/2022   8:09:43 AM12/1/2022   8:09:43 AM
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Or register online at www .annualsession .michigandental .org2023 ANNUAL SESSION REGISTRATION

Check Box to Register for Course(s)
(Please darken/fill-in box(es) completely .)

Wednesday, May 3, 2023 — (No Exhibits)

Pre-Conference Day
 #1 Kwiecien — Health Centered Dentistry  (9 a.m. – 4 p.m.) $229 per person
 #2 Christy — HOD Leadership Training (5 – 7 p.m.) FREE DDS Only

Thursday, May 4, 2023
(Exhibits open 10 a.m. – 6 p.m.)
(Morning Programs)
 #3 Peskin/Farnen – PPP Risk Management $90 per person

 #4 Cosey – HIPAA Privacy Rules Changes $35 DDS $25 Staff 

 #5 Hunter – Rock Star Dental Assistant $139 DDS $69 Staff

 #6 Opichka – HPV and Oral Sex $79 DDS $39 Staff

 #7 Shelburne – Clinical Records $159 DDS $89 Staff 

 #8 Claytor – Dental Burnout FREE  

 #9 Ojha – Clinical Oral Pathology $159 DDS $89 Staff

 #10 Harris – How to Outsmart the Thief $99 DDS ONLY  

 #11 Young – Prosthetically Driven (2 Day Course) $1,499 per person

 #12 Cosey – OSHA Tasks Checklist $35 DDS $25 Staff

 #13 Hunter – Taming the Beast $49 DDS $29 Staff

(Afternoon Programs)
 #14 McDermott/Fidanza/Smith – Cybersecurity $25 DDS $15 Staff 

 #15 Kadel – Attract and Retain Staff $25 DDS $15 Staff

 #16 Opichka – Vaping $139 DDS $69 Staff 

 #17 Hunter – Learn, Leverage, Lead $139 DDS $69 Staff

 #18 Shelburne – Dental Reimbursements $139 DDS $69 Staff

 #19 Claytor – Patient Marijuana Use $119 DDS $49 Staff 

 #20 Harris – External Threats to Office – $79 DDS $39 Staff  

 #21 Washington – Marketing and Automation $25 DDS $15 Staff

 #22 McDermott/Fidanza – Automating Your Practice
 $25 DDS $15 Staff
 #23 Cashen — How to Stay Inspired FREE (Keynote) 

Friday, May 5, 2023 
(Exhibits open 10 a.m. – 6 p.m.)
(Morning Programs)
 #24 Harms — Most Difficult Discussions $119 DDS $59 Staff 

 #25 Booker — High Chair Dental $159 DDS $89 Staff

 #26 Rice— New Dentist Fuel FREE (New Dentists Only)   

 #27 Cotten — Oral Cancer Screening $159 DDS $89 Staff

 #28 Austin — Our Chamfered Psyche $119 DDS $59 Staff 

 #29 Ojha — Oral Lesions $159 DDS $89 Staff  

 #30 Webber — Influence: Power of Leadership FREE 

 #31 Letran — Maximizing ROI $159 DDS $89 Staff

 #32 Convey — Endo Mousetrap: Part I $159 DDS $89 Staff  

 #33 Safety Plus — CPR $90 per person

 #34 Murphy — Time to Go Non Par? $119 DDS $59 Staff 

 #35 Seely — Medicare FREE 

(Afternoon Programs)
 #36 Peer Review/Dental Care – FREE (By Invite ONLY) 

 #37 Roucka – Social Media and Ethics $59 DDS $29 Staff  

 #38 Safety Plus — CPR $90 per person 

 #39 Harms – Pain Wars $149 DDS $79 Staff 

 #40 Rice – Everyone Smiling But You $119 DDS $59 Staff

 #41 Austin – Dental Materials $159 DDS $89 Staff

 #42 Webber – Level Up $119 DDS $59 Staff 

 #43 Letran — Meet Your Perfect Self $119 DDS $59 Staff

Don’t forget to download your course handouts! Available 
starting  Monday, April 10, 2023, as permitted by each 
speaker. Go to www.michigandental.org/Course-Handouts.

One form per attendee. Copy as needed. DO NOT mail this form after 
April 10, 2023; Online registration will remain open until May 5, 2023. 
Please be sure to fill out name section on second sheet also. You may still 
register online at annual session.michigandental.org after April 10; your 
registration will be processed, but your name badge will be held for 
pick-up on-site at the WILL CALL booth located in the registration area of 
halls B/C DeVos Place. 

Is this your first time attending the Annual Session? 

Full name: 

Requested name/nickname  for badge: 

Email for confirmation email: 

ADA number (if applicable): 

Street address (this is where your packet will be mailed):

Company/Dentist name (if packet to be mailed to office):

City:  State:  ZIP: 

Daytime phone: 
Check appropriate title:
 MDA Member DDS  Non-member DDS  Dental Student
 Hygienist  Assistant  Business Staff  Life Retired
 Spouse/Guest/Hygiene Student/Assistant Student
*Non-member dentists pay DDS fee plus $50 per course/except Saturday. 
(Course #12 is an additional $100.)

  Request Name Badge Only (No CE classes) FREE for everyone  
(if checked, please fill out the address information above) 
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Special Events
Thursday, May 4, 2023
 Womens Leadership Event: Inspiration and Connection
 Where: Emerald Room, Amway Grand Plaza Hotel
 When: 5 – 6:30 p.m. • $25 per person
 Attire: Business Casual attire.
  # attending

 Founders Tour and Tasting
 Where: Founders
 When: 6:30 – 8:30 p.m.
 $35 per person includes tour, tasting and appetizers
 Attire: Relaxed Casual attire.
  # attending

Friday, May 5, 2023
 New Dentist Network Lounge
 Where: IDS, Amway Grand Plaza Hotel
 When: 5 – 7 p.m.
 $25 per person or free with attendance at one of the new dentist 
 recommended courses
 Attire: Relaxed Casual attire.
  # attending

 Magic, Music, and More
 Where: Ambassador Ballroom, Amway Grand Plaza Hotel
 When: 6:30 – 11 p.m.
 $89 per person includes dinner, two drink tickets and Entertainment
 Attire: Snappy Casual attire.
  # attending

 Check here for special accommodations (hearing, wheelchair, etc.).  
 Please describe your needs (two week notice required):

Payment 2023 MDA Annual Session
Non-member dentists pay an additional $50 per course, except on 
Saturday. Course #12 is an additional $100.

Number of Courses Ordered 
TOTAL AMOUNT TO CHARGE = $

Check payment method:
 Check or money order enclosed

 Charge to my  MasterCard  VISA  Amer. Exp.  Discover

Card Number: 

Exp. Date:    Billing ZIP Code:  

Name on Card: (please print): 

Signature: 

Or register online at 
www .michigandental .org/Annual-Session

 #44 Cotten – Hands-On Oral Cancer $199 DDS $129 Staff

 #45 Convey – Endo Mousetrap Part II $159 DDS $89 Staff

 #46 Carollo – Full Arch Implant Restorations $159 DDS $89 Staff

 #47 Cannon – Oral Dysbiosis $159 DDS $89 Staff

 #48 Roucka – Jurisprudence and Ethics $59 DDS $29 Staff

Saturday, May 6, 2023 
(No Exhibits)

All CE course fees are reduced on Saturday 
Non-member dentists attend at member price

(Morning Programs)
 #49 Dreves – Infection Control $50 per person 

CANCELED #50 Tanner – 3D Scanning $99 DDS $49 Staff  CANCELED

 #51 Williams – Practice Culture $119 DDS $59 Staff 

 #52 Fry – Sleep Talk $119 DDS $59 Staff 

 #53 Kachalia – Restorative Materials $119 DDS $59 Staff

 #54 Soxman – Pediatric Alpha Pup $119 DDS $59 Staff    

 #55 Adedoyin – Socket Grafting and Ridge Implants  $119 DDS $59 Staff

 #56 Ko – Essentials in Endo (Hands-On) $359 per person

 #57 Dreves — Ethics and Jurisprudence $49 DDS $29 Staff

(Afternoon Programs)
CANCELED #58 Tanner — Occlusion $99 DDS $49 Staff CANCELED

 #59 Williams – Mental Mindware FREE

 #60 Fry – Stop Ignoring the Tongue $119 DDS $59 Staff

 #61 Kachalia – Digital Dentistry $119 DDS $59 Staff

 #62 Soxman – Oral Trauma $119 DDS $59 Staff 

 #63 Young – Implicit Biases in Dentistry $100 per person

 #64 Adedoyin – Making Overdentures a Snap $119 DDS $59 Staff

 Yes! Please sign me up for text alerts!

 Cell phone number: 

Name Phone #

Mail to: Michigan Dental Association
 3657 Okemos Road, Suite 200
 Okemos, MI 48864-3927 
Fax credit card and no-fee orders only to 517-372-6704 
Or call 517-346-9408

By attending the Annual Session, I hereby grant permission for the 
MDA to take my photograph for use in Annual Session news 
coverage or publicity. By registering for the Annual Session I also 
hereby grant permission to have my name listed as an attendee.
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The Interfaith Dental Refugee 
Program of Michigan

A C C E S S  T O  C A R E

By The Rev. Dr. William J. Danaher Jr.
Rector, Christ Church Cranbrook

After the fall of Kabul in August 
2021, more than 120,000 refu-
gees from Afghanistan were 

temporarily located to makeshift 
housing at American air bases. As in 
the past, the U.S. Department of State 
partnered with nonprofit organiza-
tions dedicated to refugee resettle-
ment. These organizations, in turn, 
depend upon faith communities to 
step forward to provide volunteer as-
sistance to welcome these new Amer-
icans and ease their transition into an 
entirely new culture and context. 

My own congregation, Christ 
Church Cranbrook, has been working 
in refugee resettlement since 2017, 
when we welcomed a family fleeing 
the civil war in Syria. We are a dy-
namic and diverse congregation with 
several members who speak Arabic, 
and therefore we seemed uniquely 
equipped to do this work. We also de-
veloped a close working relationship 
with the Muslim Unity Center, a large 
and active Mosque located in our 
neighborhood. 

In 2017, refugee resettlement was a 
politically and culturally sensitive is-
sue, and we encountered significant 
opposition, misunderstanding, and 
fear. Together, our faith communities 
collected resources and sponsored 
forums on refugee resettlement, in-
viting skeptical politicians to meet 
with social service organizations so 
that they could learn more about the 
careful vetting processes behind ref-
ugee resettlement, the positive eco-
nomic impact that refugees make in a 
local populace, and the ways that we 

The inspiring story of how faith leaders 
and dental teams are working to assist 

resettled Afghan refugees regain their oral 
health, helping these new Americans get 

a better start in an unfamiliar land.

Children and adults — Teaming with volunteer dentists, specialists, and allied 
professionals, the Interfaith Refugee Dental Program is honored to restore smiles for 
refugees of all ages



could better collaborate.
After the fall of Kabul, my congre-

gation again stepped forward to spon-
sor four refugee families, totaling 24 
individuals. However, as our resettle-
ment team worked to find housing for 
these four families, we learned that, 
in addition to the normal language 
and cultural barriers to providing 
support, access to health care was in-
credibly challenging. 

As in the past, the Michigan De-
partment of Health and Human Ser-
vices works to meet these needs. 
However, the sheer number and scale 
of the 1,300 Afghan refugees coming 
into Michigan in the space of a few 
months meant that there were many 
health needs that went unaddressed.

Initially, we teamed up with mem-
bers from the Wayne State University 
Medical School’s mobile health clinic 
team to conduct an informal needs 
survey. We discovered numerous cas-
es of chronic diseases, including dia-
betes and hypertension, pregnancies, 
and war wounds. However, the larg-
est catchment of responses con-
cerned dental needs, with 40 out of 62 
refugees surveyed complaining of 
tooth pain, bleeding, and oral swell-
ing.

I then turned to my friend and col-
league, Rouzana Hares, DDS, of the 
Muslim Unity Center to reactivate the 
collaboration we had developed in 
2017. Dr. Hares is herself a former ref-
ugee, and I knew that she had experi-
ence working in refugee dental health. 
I believed that, together, we could 
find a way forward.

We organized a dental screening 
clinic to follow up on the informal sur-
vey, and we discovered that more than 
50 people had significant health-com-
promising oral health issues. Many in-
dividuals needed multiple extractions, 
as these teeth were causing un-
checked, severe infections. Dr. Hares 
prescribed antibiotics and ibuprofen, 
donated through a local pharmacy.

Refugees receive dental coverage 
through Medicaid and are eligible for (Continued on Page 66)

treatment at FQHC dental clinics. 
However, due to long waiting lists, 
timely access to care was a concern. 

We then turned to HUDA, a Free 
Health Clinic in metro Detroit. One of 
the dentists on the board of the HUDA 
clinic, Dr. Shakeel Niazi, offered to 
open his private practice to host a 
one-day clinic in February 2022. Dr. 
Niazi and Dr. Hares recruited a 20-per-
son dental team. We provided volun-
teers, translators, transportation, 
and meals for the clients. 

Our pop-up clinic treated 35 pa-
tients that day, focusing on those 
with the most acute cases. Two addi-
tional patients received critical care 
at the office of Dr. Craig Hanson, pro-
viding services that exceeded the 
coverage available through Medicaid.

Our outcomes surpassed those of 
an FQHC connected to the University 
of Detroit Mercy, which could only 

see 20 patients for screening over two 
business days, compared to our initial 
screening of more than 50 patients in 
one day. Further, our volunteer dental 
providers were flexible in delivering 
services unavailable at the FQHC.

We held a second screening clinic 
on March 11, 2022, with 30 more pa-
tients triaged and categorized into 
those whose dental needs were ur-
gent and those whose treatment 
could be delayed. Because of the nim-
bleness and expertise of our 23 den-
tist volunteers in the metro area, cas-
es that the FQHC could not address 
were resolved. This included ad-
dressing unsuccessful past referrals 
by the FQHC for patients in need of 
specialty care inaccessible due to 
transportation and translation chal-
lenges.

Holli Seabury, executive director 

Program volunteers — Drs. Craig Hansen and Rouzana Hares coordinated a  team of 
volunteer providers assessing needs of 50 refugee patients at a screening clinic this 
past fall.
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at Delta Dental Foundation, heard 
about our work and facilitated two pi-
lot grants from the Delta Dental Foun-
dation that we supplemented with 
private donations from Christ Church 
Cranbrook and the Muslim Unity Cen-
ter to fund the program. Dr. Hares 
and I then created a steering commit-
tee, named the Interfaith Refugee 
Dental Program.

The committee, which I lead with 
Dr. Hares, Dr. Hanson, and Pastor 
Manisha Dostert of Christ Church 
Cranbrook, oversees the program’s 
work, with Christ Church Cranbrook 
acting as the fiduciary to receive and 
administer funds.

Because Christ Church Cranbrook 
is the fiduciary, the Michigan Inter-
faith Refugee Dental Program has sta-
tus as a nonprofit organization to rec-
ognize the services donated by 
volunteer providers. Providers are 
reimbursed for lab costs of up to $125 
for each crown, $410 for each unit of a 
complete denture, and up to $360 for 
each removable partial denture. Fur-
ther reimbursement is given for team 
expenses up to an hourly rate of $28 
for dental assistants and $39 per hour 
for dental hygienist time.

The population we serve is unin-
sured or requires services that Medic-
aid does not cover. Consequently, vol-
unteer dentists deliver a level of dental 
care to our patients that would other-
wise be unavailable. The aim is to re-
store oral health and to provide limit-
ed cosmetic dentistry to optimize the 
employability of our clients as they in-
tegrate into our communities.

The interfaith cooperation that 
motivates our work is deliberately di-
verse and inclusive: We welcome vol-
unteers and dentists from all faiths 
and backgrounds. What ties us to-
gether is the mission to provide care 
for these new Americans and the mo-
tivation to share our different gifts.

Interfaith Dental Program
(Continued from Page 65)

Screening clinic — Dr. Rouzana Hares discusses patient needs with one of several 
volunteer team members at the screening clinic.

Patient imaging — The office of Dillingham and Hanson hosted last fall’s screening 
clinic, capturing diagnostic images and performing patient assessment to allow 
assignment to appropriate volunteer providers.



It is nearly impossible to estimate 
the immense benefits of restoring 
self-esteem and improving the em-
ployability of these new Americans. 
Being free of dental pain and being 
able to smile confidently are basic 
needs connected to human dignity. 

Although the motivation for our 
work is humanitarian, we know that 
there are significant economic bene-
fits when refugees resettle in an area. 
Like other new Americans, refugees 
often stabilize inner-city neighbor-
hoods, as seen in Hamtramck, Mich. 
They also have high levels of produc-
tivity. A study conducted by Samari-
tas in southeast Michigan found that 
refugees contributed more taxes than 
the benefits they received during the 
first 20 years they settled in the Unit-
ed States, and their rate of entrepre-
neurship is 30% higher than the gen-
eral population. Therefore, assisting 
refugees in the ways that we have is 
not only an exercise in health equity 
and the ethics of care, but it is fiscally 
wise — a better start that will lead to 
even better outcomes.

Many dentists who have stepped 
forward to help are motivated by the 
fact that the refugees leaving Afghani-
stan had to flee the country because 
they had helped serve and protect 
Americans during the occupation. 
These included our military personnel 
but also our diplomatic corps and 
NGOs. As a result, many of our dentists 
feel compelled to support those who 
took enormous risks to support us.

Thanks to the generosity of our 
volunteers, refugees received excep-
tional dental care at a fraction of the 
cost. For example, Dr. Hanson, Dr. 
Clay Dietz, Dr. Lauren Anderson and 
Dr. Timothy Schmakel  treated five 
refugee patients, each requiring com-
prehensive treatment that included 
specialty care. Providing this care at 
the standard rate would have cost 
$83,483. Thanks to their willingness 
to donate their time and talent, the 
costs were $6,475.75. 

West Michigan outreach
Of an estimated 1,300 Afghan refu-

gees in Michigan, Bethany Christian 

Services helped resettle 250 in West 
Michigan, and Samaritas has reset-
tled 597 Afghan refugees throughout 
the state. Bethany is a Kent County 
Oral Health Coalition partner, and 
was aware of the efforts of the Inter-
faith Dental Program in southeast 
Michigan. 

At their suggestion, in May KCOHC 
Chair Dr. Colette Smiley met with the 
Interfaith Dental Program and Delta 
Foundation to expand the program to 
West Michigan. She joined our steer-
ing committee and recruited local 
providers to serve on a West Michi-
gan Coordinating Committee to as-
sess and assign cases utilizing the 
administrative infrastructure of the 
Interfaith Dental Program. 

Currently, 13 dental providers par-
ticipate in West Michigan, where a 
Delta Dental Foundation grant sup-
ports this work, with additional fund-
ing from the West Michigan Dental 
Foundation. 

Dr. Jake Miller, president of the 
West Michigan District Dental Soci-
ety, is a volunteer provider. “It was an 
easy decision to offer my services to 
a refugee patient,” he says. “They 
have been completely displaced from 
all they know, to start over in a new 
country. My team and I were pleased 
to help. The logistics were easy, with 
transportation and an interpreter al-
ready arranged. The reimbursement 
for lab costs and staff time was a bo-
nus. Caring for patients through the 
Michigan Interfaith Dental Program is 
a rewarding experience I urge col-
leagues to consider.”

Most of the need is in southeast 
Michigan. Five patients have complet-
ed their treatment, and 35 are current-
ly receiving care through the Interfaith 
Refugee Dental Program. We are so 
grateful to the dentists and the dental 
staff who make our mission possible. 

To find out more about the Interfaith 
Dental Refugee Program of Michigan 
and how you can contribute, email 
interfaithdental@christchurchcranbrook.org.

In West Michigan — Dr. Tom Anderson, of Holland, appreciated providing care in his 
private practice for locally resettled refugees, giving him the opportunity to care for 
Rona, whose husband assisted our military in Afghanistan. 
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their dues, as long as they purchase a 
certain dollar level of ADA products. 

There seems to be a strong belief 
that if we can only collect more data 
through some new membership soft-
ware and sell these “customers” more 
products — the ones the new algo-
rithms suggest they’ll want — we can 
save the ADA and organized dentist-
ry. After all, it’s worked for Amazon 
and Google, who have the most loyal 
customer/members, so it should work 
for us. Or will it?

Of course, times change, people 
change, and values change. If the 
ADA is to survive it must also adapt 
and change. Yes, the often-heard 
mantra “What’s gotten us here won’t 
get us there” is true. You’ve got to 
wonder, however, whether this per-

our young practitioners want in their 
professional organization.  

There has even been a new realign-
ment of the ADA’s governance to bet-
ter address this issue of early career 
dentist engagement. This new strate-
gic forecasting initiative, passed in 
October by the House of Delegates, is 
designed to be a more nimble and re-
sponsive system to facilitate aligning 
ADA member values with those of 
these new dentists.

In order to accomplish this, much 
important research has been done. 
The result seems to be a new envi-
sioning of what membership means. 
And while that’s understandable, 
what some find alarming is the new 
language being used to address this 
new membership paradigm. Instead 
of speaking about “members” or 
“dental professionals,” we’re now 
hearing terms like “the people who 
purchase our products” or “the cus-
tomers with whom we engage.” In 
what appears to be a bold attempt to 
increase market share, the ADA 
seems to be moving from a non-profit 
professional association model to 
more of a for-profit corporate model. 
It’s even been suggested that it’s un-
important if a dentist hasn’t paid 

Last year the ADA announced that 
its membership market share, 
which has been spiraling down-

ward for the last decade, has now 
fallen to 59% of all American dentists. 
This is a definite cause for alarm, be-
cause should that market share fall 
below 50%, it would not only threaten 
the long-term financial stability of the 
organization, but even its very pur-
pose to exist. It’d be difficult to con-
vince anyone that the ADA truly rep-
resents and speaks for America’s 
dentists should that happen.

Despite several unsuccessful at-
tempts to address this trend, the ADA 
is now moving quickly to try and turn 
things around. Its research seems to 
indicate that this market share de-
crease, while partially related to in-
creased dentist retirement, has more 
to do with fewer early-career dentists 
joining, and many new dentists leav-
ing membership. In fact, the national 
market share for new dentists has now 
fallen to a dismal 49% (the MDA’s is 
70.7%). It’s no surprise then that the 
ADA’s focus has primarily become 
centered on early career and new den-
tists. ADA leaders have begun working 
diligently to address adding value to 
membership that reflects the values 

What Makes Membership Matter

C O M M E N TA R Y

By Michael Maihofer, DDS
MDA Immediate Past President

Maihofer

(Continued on Page 70)

“We can’t afford to sell our new members short. 
I’ve got to believe that values like professional 
comradery and support, ethics, and advocacy 
are still on their radar if organized dentistry 

can properly provide them.”
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MDA C.O.V.E.R. Program 
Throughout the year circumstances arise that 
force dentists to be out of their offices for 
extended periods. That’s where the MDA’s 
Colleagues Offering Varied Emergency Relief 
(COVER) program can help.

The COVER Program is a members-only  
service providing dentists with a statewide list  
of colleagues who have expressed interest in 
providing temporary coverage while they are  
away from the office. 

If you are interested in joining the program  
and willing to help another member during a  
time of need, without the obligation of making  
a formal commitment, or to access the list  
of participants, e-mail membership@
michigandental.org or call 800-589-2632.  
Learn more at www.michigandental.org/cover.
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ics, and advocacy are still on their ra-
dar if organized dentistry can 
properly provide them. Things like 
professional support, ethics, and ad-
vocacy aren’t products that can be 
purchased. They grow out of profes-
sional collaboration aimed at creating 
a better profession. That’s what 
makes membership matter.

The challenge for all of us will be to 
better listen to all member (and non-
member) concerns, and then identify, 
align, and deliver what they consider 
their professional values. Of course, 
they’ll only express those concerns if 
they can truly see themselves reflect-
ed in our association — and see that 
it’s honestly committed to their val-
ues of diversity and inclusion in all its 
forms. 

While both the ADA and the MDA 
have begun the important investiga-
tive process, we need to keep moving 
further, and digging deeper. We can’t 
afford to sell our new members short. 
Both our association’s and dentistry’s 
futures depend on it. 

ception of new dentists as simply cus-
tomers for ADA products isn’t selling 
them short. Such a re-envisioning 
seems to imply that new dentists 
aren’t as committed to much of the 
traditional idea of professional asso-
ciation and all it encompasses. Yet, 
while we all realize the dental work-
force model has changed — it’s more 
diverse and offers more career path-
ways than ever before, and that’s 
great — I’d like to believe the dental 
professional model hasn’t.

It’s inconceivable that new den-
tists, educated to be health care pro-
fessionals, would eschew being part 
of a professional organization created 
to represent them and advocate on 
their behalf, and instead only want a 
buyers’ club-type relationship. I’ve 
got to believe that values like profes-
sional camaraderie and support, eth-

About the Author
Michael Maihofer, DDS, is the immediate past- president of the Michigan Dental 

Association. He is a former editor of the MDA Journal, former chair of the MDA 
Committee on Peer Review/Ethics, as well as a past-president of the American 
Association of Dental Editors and Journalists, among other posts. He currently chairs 
the MDA House of Delegates Nominating Committee. Maihofer’s editorial writing and 
articles on dental ethics have appeared in numerous publications throughout the 
United States.
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TABLE CLINIC/POSTER
APPLICATION

2023 MDA AnnuAl SeSSion

MAy 3-6, 2023
DeVoS PlAce, GrAnD rAPiDS

The MDA Committee on Continuing Education invites you to share an improved technique, procedure, clinical skill or research topic 
regarding dentistry and the scope of practice, by presenting a table clinic/poster at the 2023 MDA Annual Session in Grand Rapids. 
The 2023 Annual Session will be held May 3-6, 2023. Why not consider sharing your knowledge with your colleagues and earn 
CE credit doing it? An application appears below or online at https://annualsession.michigandental.org. For more information, 
contact the MDA at 800-589-2632, ext. 402, or email sowens@michigandental.org.

n NOTE: Table Clinics/Posters will be judged. Prizes will be awarded. The MDA will send a press release to the winner’s local newspaper 
or digital media outlet and receive recognition in the MDA Journal (monthly magazine).

Event time: Friday, May 5, 10 a.m.–2 p.m. *Presenter must be present during the entire four hours. 

 Clinic   Poster (check one), Title of Clinic/Poster:

Lead Contact:   Email Address: 

On-site Presenter Names (include credentials): 

Address:  City:   ZIP: 

Telephone: ( )   Fax: ( ) 

Professional Discipline:   Dentist*   Hygienist    Assistant   Student:  Name of School: 

n NOTE: Table Clinics/Posters must be educational in nature. No advertising matter, commercial promotion, solicitation or 
sales of any type are permitted as part of a Table Clinic/Poster presentation.

One table/poster clinic title sign is provided. The MDA will provide the equipment listed below. All other equipment must be supplied 
by the presenter. Contact the MDA for audio/visual equipment and pricing at 800-589-2632, ext. 402.

Presenters shall be provided with:
n 6' x 3' Tackboard (for posters)    n 6' High Top Table w/chairs (for clinics)

Please check below if you will need: 
 Electrical Outlet  Table-top Screen

Any other equipment required will be the financial responsibility of the presenter. 

n NOTICE: Table Clinics/Posters are limited to approximately 30 clinics; presenters are urged to apply early. Applications due by 
Feb. 15, 2023. Any applications received after this date may not be included in the Annual Session Official Program. Mail completed 
application to: Michigan Dental Association, 3657 Okemos Road, Suite 200, Okemos, MI 48864-3927 or please an email to 
sowens@michigandental.org. Go to https://annualsession.michigandental.org.

Your First ChoiCe For Continuing eduCation

ANNUAL
SESSION

3

2023 Table Clinic Application.indd   12023 Table Clinic Application.indd   1 9/29/2022   8:37:09 AM9/29/2022   8:37:09 AM
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Place Your Classified Ad at
michigandental .org

Place your classified ads, renewals, and changes on the MDA website using our 
secure server. We regret that we are unable to take verbal classified ads or renewals. 
Please visit www.michigandental.org to place your ad. For questions regarding ad 
placement or renewal contact jhammond@michigandental.org.

CLASSIFIED ADS appear in each issue of the MDA Journal. They are placed online 
approximately two weeks prior to print publication. There is a $25 charge for 
placement on the MDA website prior to normal print or web publication. Place your 
ad at www.michigandental.org.

ADVERTISEMENTS for dental treatment services must follow the ADA/MDA Code of 
Ethics guidelines for advertising. Publication of classified ads does not constitute 
endorsement of products, practices, or services by the MDA. For more information, 
contact the managing editor at dfoe@michigandental.org.

RATES: MDA members: $65 first 30 words; 60 cents each additional word; 
Nonmembers: $75 first 30 words; 75 cents each additional word. All prices are per ad, 
per month.

DEADLINES: First of the month preceding publication (e.g., Jan. 1 for Feb. issue). (Continued on Page 74)

FOR RENT/LEASE
Dental specialists only — Great 
location to lease in Troy, to start on 
your practice or add another 
location to your practice. Fully 
plumbed six operatories in 2,000 sq. 
ft. in professional medical building. 
Beautiful state-of-the-art facility, 
stunning exterior with high visibility 
located on busy road. Long-term 
lease available. Please contact 248-
212-4377. 

North-East Grand Rapids — Space for 
lease in a modern, 10,000-plus sq. ft. 
medical-dental office building also 
home to a group dental practice and 
separate pediatric dental practice. 
4,889 sq. ft. is available, with full 
basement storage and ample 
parking. Owners are willing to divide 
the space with a build-out allowance 
to fit tenant needs. For serious 

- quick turn around

- Below market prices

- convenient online services

- dental implant Guided surgery

- Dental CBCT Imaging

3144 John R Rd. #100A, Troy, MI 480831-855-361-3335info@cinzara.com

Precision. accuracy. safety.



The best place to find the best!

MDA Job Board
Jobs.michigandental.org

Find a job, post a job: 

• Associates
• Dental hygienists
• Dental assistants
• Office staff

The complete online resource for MDA members and their staffs 

Fully interactive — easy to use

Always FREE to search for jobs or search applicant profiles

The best way to post a job or find a position!



74 JOURNAL OF THE MICHIGAN DENTAL ASSOCIATION • FEBRUARY 2023

J O U R N A L  C L A S S I F I E D S

inquiries, email c2summitllc@gmail.
com.

Grand Rapids — 2,700 sq. ft. space 
for lease in a multi-tenant dental 
building. Building currently has 
general, ortho, peds, and oral 
surgery. Would be great location for 
perio or endo with built-in referrals! 
Space is currently vacant and ready 
to be built for your needs with 
building owners helping cover costs 
of build out. Contact Dr. Mark 
Wierenga at drmark@awbraces.com 
or 616-862-8202.

FOR SALE
Excellent opportunity to equip two 
operatories for under $10,000 total. 
Two each of Royal dental chair, 
Proma delivery unit, Proma track 
light, and operator stool all in very 
good condition available individually 
or discounted as a package. A third 

Royal dental chair also available. 
Priced to sell. All equipment 
currently in use and functioning 
well. Contact jane.s.amato@gmail.
com.

PRACTICE FOR SALE
Established family practice in Livonia 
for sale with leased space. Six 
operatories, digital X-ray, most 
specialty procedures referred out. 
Doctor participates in Delta Premier, 
and does not participate in PPOs. 
Owner willing to stay for successful 
transition. Please send inquiries to 
prismzspark@gmail.com or 734-335-
0044. A signed confidentiality 
agreement will be requested prior to 
disclosing practice information and 
pricing. 

Washtenaw County — Pending sale! 
Contact DBS Dental Sales Sarah 
Pajot at 989-450-0287, or Rob 
Ballard, DDS, at 810-252-2570. 
Reference: PPB22RS335.

Kalamazoo/Portage — New listing! 
— Great opportunity, beautiful 
office, and setting. Five operatories, 
Dentrix, completely paperless office, 
average gross of $825K. Well-
established, highly reputable 
practice with a strong referral base 
and a skilled and dedicated team; 
2,400 sq. ft. suite with room for a 
sixth operatory and growth 
potential as most specialties are 
referred out. Contact DBS Dental 
Sales Sarah Pajot at 989-450-0287, or 
Rob Ballard, DDS, at 810-252-2570. 
Reference: PPB22RS337.

Dearborn area — Located in a 
beautiful, leased space. Average 
gross of $745K on a limited schedule. 
Dentrix software. Contact DBS 
Dental Sales Sarah Pajot at 989-450-
0287, or Rob Ballard, DDS, at 810-
252-2570. Reference: PPB22RS328.

Charlevoix area — Professional 
building in a beautiful prime location 
in northwest Michigan. Average 

gross $800K, non-par, four ops, 
digital X-ray, and charting, with 
Dentrix software, open four days per 
week. Contact DBS Dental Sales 
Sarah Pajot at 989-450-0287, or Rob 
Ballard, DDS, at 810-252-2570. 
Reference: PPB22RS327.

Downriver area — Pending sale! 
Contact DBS Dental Sales Sarah 
Pajot at 989-450-0287 or Rob Ballard, 
DDS, at 810-252-2570. Reference: 
PPB21RS318. 

Mid-Michigan! — Average gross 
$660K on four days per week. 
Leased space with six ops. Open 
Dental software, digital X-ray and 
charting. Contact DBS Dental Sales, 
Sarah Pajot at 989-450-0287 or Rob 
Ballard, DDS, at 810-252-2570. 
Reference: PPB22RS333.

Oakland County — Bio-dentistry 
office with an average gross of 
$1.5M; 3,385 sq. ft. of leased space. 
Seven ops with Practice Works 
software, digital X-ray. IAOMT 
dentist preferred. Contact DBS 
Dental Sales, Sarah Pajot at 989-450-
0287 or Rob Ballard, DDS, at 810-252-
2570. Reference: PPB22RS334.

Saginaw Township — Are you tired of 
being an associate? Consider this 
well-established general practice, 
$740K revenues with 40% net on 
three-and-one-half-days! 
Experienced staff, loyal patients, 
chartless, and digital X-ray/pan. 
Complete “top to bottom” office 
renovation with five ops, a must see! 
Associate, mentoring available. 
Motivated seller. Send inquiries to 
sde4291@gmail.com.

Macomb County general dentistry 
practice — established 2011 as 
second office, open two days per 
week; 1,100-plus active patients. 

Publication of classified ads does not 
constitute endorsement of products, 
practices, or services by the MDA .

Dental 
practice 
financing
Working together to help you 
achieve your goal

* All programs subject to credit approval and loan amounts are subject 
to creditworthiness. Some restrictions may apply. Bank of America 
Practice Solutions may prohibit use of an account to pay off or pay 
down another Bank of America account. Bank of America is a trademark 
of Bank of America Corporation. Bank of America Practice Solutions is a 
division of Bank of America, N.A. 

 ©2022 Bank of America Corporation | MAP4423164 | Rev. 11/2022

Jeff Cormell | Vice President
614-706-9591 
jeff.cormell@bofa.com

Stefan Green | Vice President
740-359-3247 
stefan.green@bofa.com
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Three operatories, lab, and 
sterilization rooms. 1,130 sq. ft. 
office, well-maintained professional 
building with ample parking. Five-
year average revenues of $418K. 
Average NOI of $43K, after $73K 
owner’s salary and $32K manager’s 
salary. Ideal opportunity to 
purchase existing practice and grow 
it to a $1M generator. Owner will 
assist in transition and consider 
financing. Possible purchase of 7,000 
sq. ft. building also. Oakwood 
Properties Inc., Gary Housey, agent, 
248-689-1111, ext. 104. 

Southeast Michigan practice for sale 
— Collections average $1.2M in last 
five years. Great practice. Busy 
enough for two docs. Excellent 
location. Doctor owns RE and it’s 
available for purchase. Five ops. 
Looking for quick and easy 
transition. Contact 
sedentalprac0123@gmail.com.

Lansing, Mich ., orthodontic practice for 
sale — Lansing, the state capital of 
Michigan is a perfect example of a 
city that’s not just an affordable 
place to live, it’s a great place to live. 
New to the market is an exciting 
orthodontic practice opportunity in 
the greater Lansing area. The 
current doctor is interested in 
partnering with a group and 
continuing to practice for up to five 
years. Equipped with a total of six 
operatories; five are open bay chairs 
with one private treatment room. 
The practice is currently open four 
days per week; additional hours of 
operation provide opportunity for 

Think MDA First!
Have a question? Need help? 
Think MDA first — email 
membership@michigandental.org.

increased production. The practice 
is ideally located in the greater 
Lansing area, in a desirable and 
growing community. Here is an 
overview of this Lansing, Mich., 
orthodontic practice for sale: six 
operatories, collections of $1.178M, 
EBTIDA $150K, 415 patients in 
treatment, 20-25 new patients per 
month. To learn more, please 
contact Professional Transition 
Strategies at bailey@
professionaltransition.com, call 719-
694-8320, or https://
professionaltransition.com/
properties-list/lansing-mi-
orthodontic-practice-for-sale/.

Lansing area — Hybrid pediatric/
general practice with $500K-plus 
average collections. Updated 
technology, stable staff, in a great 
community. Contact Steven Schrems 
at Peak Practice Transitions, info@

Backed by decades of dental industry experience, Doeren Mayhew’s Dental Group provides 
opportunities and long-term strategies to overcome operational and financial challenges. 
From basic accounting and tax planning, to due diligence and transition planning, we can 
help your dental practice be positioned for the future.

THINK GROWTH.

Accounting & Bookkeeping | Acquisition Due Diligence | Transition Planning | Payroll
Tax Planning | Business Advisory | Group & DSO Advisory

248.244.3000  |  doeren.com

Stephen Skok, CPA, MST
Shareholder

skok@doeren.com

Insight. Oversight. Foresight.®
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looking for a partner. Great cash 
flow with strong hygiene program 
highlighted by a loyal patient base 
and team. Technology includes 
digital, CBCT, CAD-CAM, and much 
more! For more information, please 
contact Sara Marterella, sara.
marterella@henryschein.com, 734-
765-0770. #MI3336.

Million dollar practice with 50% 
overhead and easy commute to four 
major cities! Earn $400K-plus after 
debt payment with specialties being 
referred out. Six ops, digital X-rays 
including pan and chartless. Seven 
days of hygiene. RE available for 
purchase or lease terms. For more 
information, please contact Denise 
Bouwhuis, 734-765-7080, denise.
bouwhuis@henryschein.com. 
#MI3298. 

Macomb County practice for sale — 
new listing! General practice in 
Macomb County. Revenues 
$650K-plus with growth potential 
and solid patient base in 
established, stable area. Long-term 
dedicated team. Flexible transition 
plan — current lease or merger 
opportunity into existing practice. 
For more information, please contact 
Sara Marterella, sara.marterella@
henryschein.com, 734-765-0770. 
#MI3264.

Grand Rapids, Mich . — Unique 
opportunity to own a Grand Rapids 
practice with a loyal team! Great 
cash flow with $1M in revenue and 
50% overhead on four days per 
week. Most specialties referred. Real 
estate available. To discuss this 
opportunity, please contact Denise 
Bouwhuis, denise.bouwhuis@
henryschein.com, 734-765-7080. 
#MI3027.

Golden opportunity! $1M-plus 
revenue with digital and CBCT five 
ops — room to expand. Refers out 
some specialty. RE available. For 
more information, please contact 

(Continued on Page 78)

peaktransitions.com, 888-477-7325. 
(SSICM1)

Profitable and fully renovated — 
Terrific practice in a nice 
neighborhood in Saginaw Township 
collecting more than $700K with 39% 
net. Beautiful facility with five ops 
and a stable staff. Contact Steven 
Schrems at Peak Practice 
Transitions, 888-477-7325, info@
peaktransitions.com. (SHR2)

Would you like to live/work in a Lake 
Michigan beach town? Grand Haven 
— 120-year-old established general 
practice. Five operatories (three 
with surgical microscopes); fully 
digitalized (Dentrix, Dexis, CBCT, 
IOS, T-Scan). Providing all services 
— C & B, soft tissue laser (Lanap), 
implant placement and restorative, 
endo, and clear aligners. Production 
$1.2M last year working 174 days. 
Willing to mentor during transition. 
Possible real estate with rentals 
available. If interested email 
cindykl@sbcglobal.net.

Available for sale — An efficient, 
highly profitable GP located in a 
unique suburb of southwest 
Michigan. There are five operatories 
in a one-story, 1,800 sq. ft. office. An 
additional op with a chair, light, sink, 
and computer monitor but no 
suction or air for handpieces is used 
as a check-room for patients. 
Collections for 2022 were 
approximately $1.3M. Contact matt.
kosciewicz@mcgillhillgroup.com for 
more information.

Grand Rapids — Great practice to 
begin your career or if you’re 
looking for a merger or satellite 
opportunity. More than 1,200 active 
patients and more than $675K 
collections. Contact David J. 
Dobbins, DDS, 313-550-6509, 
ddobbins@paragon.us.com.

Once in a lifetime opportunity! 
Revenues of $3.5M. Highly reputable 
and desirable general practice 

MDA offers DiSC®  
the leading personal  

assessment tool to help improve  
work productivity, teamwork, 

 and communication!

Visit discovermyteam.com or  
contact Brandy Ryan, the MDA’s  

certified DiSC trainer for  
more information.  

Call her at 517-346-9416 or 
email bryan@michigandental.org.

CHALLENGE 
So you’ve got some new  
team members and you  

want to improve efficiency,  
productivity, and  

communication in  
your practice. 

SOLUTION
“DiSC helps people learn to 
work more effectively with  
others. Through personal  

insights into their own  
behavioral strengths and  

challenges, participants in  
DiSC trainings learn to better 

relate to others.”

- BRANDY RYAN, MBA, PHR, SHRM-CP
MDA Director of Human Resources 
Certified Everything DiSC® Trainer  
at Everything DiSC: A Wiley Brand
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Build your patient base by offering in-office dental plans

Get started today! QDPdentist.com/mda • 855-796-9796

An IOP is your very own “dental plan.” Set your own fees, try our easy-to-use templates or create 
your own. Patients pay in full or on a recurring monthly fee directly to you. You can also onboard  
local employers and their employees with QDP’s easy Business Enroll! Setup is fast and easy. 

MDA member price: Only $0.75/patient per month. LOWEST FEE OF ANY IOP COMPANY! 

E N D O R S E D

Switch  

from high-priced 

plans & save!

One member saved 

$5,700!

0345_QDP_Quality Dental Plan_HP print ad_ Feb 2023_ WITH BADGE.indd   10345_QDP_Quality Dental Plan_HP print ad_ Feb 2023_ WITH BADGE.indd   1 12/27/2022   1:34:19 PM12/27/2022   1:34:19 PM

© 2022 Henry Schein, Inc. No copying without permission. Not responsible for typographical errors. 

It’s Never too Soon to Explore Your Options
Our Transition Sales Consultants will take care of all 
the details of selling your practice, including:

•  Help investigate your retirement options
•  Perform a detailed valuation of your practice
• Establish the right listing price 
• Prequalify all prospective buyers
•  Assist with fi nancing options and availability

It’s never too early to start planning for your future.
What are you waiting for?

Denise Bouwhuis
Transition Sales Consultant–Western MI
RE License #6501396288
Denise.Bouwhuis@henryschein.com
734-765-7080

Sara Marterella
Transition Sales Consultant–Eastern MI

RE License #6501399823
Sara.Marterella@henryschein.com

734-765-0770

 www.henryscheinDPT.com 

866-335-2947

■  PRACTICE SALES  ■  VALUATIONS
■  TRANSITION CONSULTING/ 

PLANNING  ■  ASSOCIATESHIPS

22PT6707_optionsMichigan_7.5x4.7_.indd   122PT6707_optionsMichigan_7.5x4.7_.indd   1 3/4/22   2:46 PM3/4/22   2:46 PM
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and one half days per week. First 
year pre-tax income nearly $340K 
after debt service. Contact Mark 
Breit, 906-250-9666; mbreit@
paragon.us.com.

Practice located in Washtenaw County —
with $1.7M collections with no 
Medicaid. Recently renovated office 
with 11 operatories and room to 
expand. Two general doctors, two 
specialists, and three hygienists are 
on staff. Open four days per week. 
Contact mydentalpractice4sgenale@
gmail.com.

Practices for sale by Total Transitions —
practice/sales and real estate. Visit 
www.ttpracticesales.com, click on 
current listings and scroll down. 
Contact Dr. Jessica Gaul, 248-214-
3727 or jessgaul@gmail.com, for 
more information on these listings. 

Buying a practice? Peak Transitions 

J O U R N A L  C L A S S I F I E D S

Sara Marterella, sara.marterella@
henryschein.com, 734-765-0770. 
#MI3301.

Northern Michigan — Long-standing 
stable practice available in a 
beautiful, centrally located northern 
city. Digital X-rays, pan, and intra-
oral camera are utilized in this four-
operatory practice with four days of 
hygiene. Real estate is also available 
for purchase. To discuss this 
opportunity, please contact Denise 
Bouwhuis, 734-765-7080, denise.
bouwhuis@henryschein.com. 
#MI2682.

Southeast Michigan — Established, 
well-managed general family 
practice with $600K in revenue 
earning more than $200K after debt 
payment. Digital X-rays. RE is 
available for purchase with practice. 
For more information, please contact 
sara.marterella@henryschein.com, 

or phone 734-765-0770. #MI2944.

Great practice in northern Michigan —
2022 revenues will exceed $1.1M. 
Price $637K, A/P 1,494 with seven 
operatories and 2021 revenue $980K. 
Contact phil@klassolutions.com or 
call 989-233-4200.

Southcentral U .P . on Lake Michigan —
Produces $1.2M annually on three 

CALL 888.477.PEAK TO REGISTER OR VISIT PEAKCE.COM

Know Your Practice Transition Options
Join one of our 2023 programs....

Buying A Dental Practice; 
Understand the Purchase Process

Feb. 17th - Novi (5 CE)
 June 9th - Novi (5 CE)

 
Selling A Dental Practice; 

Maximizing Value
April 28th - Novi (5 CE)
Aug. 18th - Novi (5 CE)

Considering retirement?
Curious about the value of your practice?
Want to understand the current transition market?
Receiving letters from DSOs but aren't sure that's the
right path for you?
Want to purchase a practice but don't know where to
start?

Our programs provide insight on planning, value,
selecting the best buy/sell option, and more. If you've
ever considered the following, come join us and learn
insights from Peak's 30+ years in business.

Upcoming Classified Deadlines
April 2023 ......................March 1
May 2023 ........................ April 1
June 2023 ......................... May 1
July 2023 ...........................June 1
August 2023 .......................July 1
September 2023............. August 1
October 2023 ...........September 1
November 2023 ........... October 1
December 2023 ........November 1



will be your objective third party. 
We provide valuation, due diligence, 
and closing documents. Contact us 
at info@peaktransitions.com, 888-
477-7325 or visit www.
peaktransitions.com.

Two dental offices for sale, one with 
its professional building, prime 
location Walled Lake and the other 
in Harper Woods. Both must be sold; 
owner moving out-of-state. Call 313-
269-4564.

Northeastern Michigan resort town —
Beautiful, established general 
practice located on Lake Huron 
shore with a river in the backyard. 
Five ops with room for a sixth. 
Digital radiography. All updated 
computers, Eaglesoft, in all ops, 
strong hygiene program; $1.1M 
production, practice continues to 
grow with more than 4,000 patients. 
Enough room for two doctors. Some 
specialties referred out. Building for 
sale also; 2,300 sq. ft. with finished 
second level. Good public and 
parochial schools, hospital, biking, 
hunting, fishing, boating, relaxing 
lifestyle. Call 989-362-7133.

Mid-Michigan, MSU two miles away 
— I am looking for a motivated 
dentist to join my practice and 
transition to ownership by the end 
of 2023! I am two miles from the 
Michigan State campus, which offers 
all the benefits of being in a Big Ten 
university town. Diversity in 
activities, restaurants, and other fun 
opportunities. Great place to live, 
work, and play along with raising a 
family! I am willing to mentor and 

provide learning opportunities to 
take your skills to the next level! I do 
all phases of dentistry, including 
endodontics, orthodontics, implants, 
oral sleep appliances, cosmetic 
dentistry, and TMJ therapy. I 
practice in a modern facility with all 
of the latest technology. This is a 
fabulous opportunity for someone if 
you want to own a business, have 
flexibility, and an excellent quality of 
life. If you are interested please call 
517-449-8300, or send an email to 
ctenaglia@tenagliasmiles.com. If you 
are aware of someone who is looking 
for this opportunity please pass this 
along! 

Holland lakeshore general practice for 
sale — Long-established (40 years), 
patient-centered general practice 
just minutes from Lake Michigan’s 
beaches, public parks, and bike 
trails. Avg $660K collections, four-
day week; 2,300 sq. ft. leased space, 
high visibility, ample parking. Five 
ops, digital X-ray, seven hygiene 
days per week. Most specialty 
services referred. Contact Tim Lott, 
CPA, tlott@dentalcpas.com, 410-616-
2058.

Detroit, Mich . — General dental 
practice for sale — New to the 
market is a thriving general dental 
practice in a desirable Detroit 
suburb; within 30 minutes of 
downtown! The current doctor has 
practiced in the community for 
nearly 20 years. They are therefore 
interested in exploring all transition 
options and open to staying on for a 
period of time (from 12-24 months, 
ideally). The practice is ideally 
located in a popular retail center 
and refers out most specialty work. 
Eight operatories. Collections of 
$2.073M and EBITDA $305K; 4,000 
active patients and 33 new patients 
per month. To learn more and 
review the prospectus, please 
contact Professional Transition 
Strategies. Email Bailey Jones at 
bailey@professionaltransition.com 
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(Continued on Page 80)

Employers! Job-seekers!

Find an associate or staff 
member or a new position at 
MI Dental Jobs, the MDA 
dental job board. The best 
place to find the best!

5059 2 375 W x 10 125 H Gray Jun 2021

888.875.6011 

expertecdental@gmail.com  
expertecdental.com

• Providing quality dental  
  products, services and award 
  winning smiles for over 20 years 

• Privately owned from the  
  beginning 

• A Michigan based company 
  with no overseas outsourcing 

• Offering the latest technology 
  in removables, implants and 
  metal-free crowns and bridges 

Call 888.875.6011 today  
to provide your patients with 
an award winning smile. 

Over  
20 Years
As a Lab for  
Every Dentist

Expertec provided Miss Teen Arkansas 
with an Award Winning Smile.

5059 June.qxp_5059 June  5/3/21  10:31 AM  Page 1
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dedicated parking lot. Located in a 
beautiful, 3,000 sq. ft. leased space. 
Average gross of $520K on a limited 
schedule. Dentech software. Four 
furnished operatories with room to 
expand to nine. Stable patient base 
in a highly sought-after community. 
For information, please contact 
dentalforsale234@gmail.com.

As dental CPAs our goal is to guide 
you through the implementation of 
business and tax initiatives. Let us 
help you maximize your return on 
investment. Visit https://
dentalroiassociates.com/ or call 919-
710-7376 to see how we could be of 
service. We look forward to working 
with you. 

Highly profitable general practice — 
Kalamazoo — established five-op 
general practice collecting $1M-plus 
with 50% OH. Centrally located in 
Kalamazoo. Low overhead. Building 

be a part of a quality team! 
Established for more than 50 years 
in the growing county of Livingston 
(southeast Michigan). With five 
doctors, 16 operatories, a growing 
large patient population, fully digital 
office with state-of-the-art 
technology, and a long-term staff 
providing excellent patient care, sits 
this remarkable dental practice 
looking for another dentist to add to 
its family. Must be a skilled and 
caring provider with Delta Premier 
credentials. If you want to acquire or 
work at a thriving practice with 
support from other partners, have 
the ability to schedule time off and 
have coverage, develop equity and 
earn a professional income, and 
work with a superior team please 
email request to evan@
northstarsaves.com. 

Detroit area — Professional building 
in a beautiful prime location with a 

or call 719-694-8320. Reference 
#MI102522.

Saginaw — Saginaw Township. Small 
practice for sale, possible satellite or 
merger. Refer most endo and oral 
surgery. Contact taa49mbc47@gmail.
com. 

College town on water in Upper 
Peninsula, expected to have $1.3M in 
revenue for 2022! Owner willing to 
either do walk away sale or stay on 
as your part-time associate. Please 
contact mbreit@paragon.us.com for 
further information.

Great opportunity for dentist seeking 
ownership or associate position and 
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And our workers’ comp program leads the way.
Employers must carry workers’ comp insurance in Michigan but  
there can be big differences in cost and service between carriers.  
The MDA-endorsed program through Frankenmuth Insurance  
delivers the best of both. Call MDA Insurance at 800-860-2272 or  
visit mdaprograms.com to request a quote.  

 

Brace for impact

 

You have to have it.

HH_Workers comp ad_HP_Feb 2023.indd   1HH_Workers comp ad_HP_Feb 2023.indd   1 12/27/2022   1:35:11 PM12/27/2022   1:35:11 PM

Upcoming Classified Deadlines
April 2023 ......................March 1
May 2023 ........................ April 1
June 2023 ......................... May 1



From the Editor
(Continued from Page 16)

available. Contact Veritas Transition 
Group. 844-283-7482, info@veritastg.
com. 

Choice Transitions currently has 
several practices for sale — from 
smaller/starter practices all the way 
to large, multi-doctor practices! Our 
inventory is constantly changing. To 
investigate these opportunities 
please visit and register for free on 
our website at www.choicetransitions.
com or contact Ken Polke, DDS, at 
877-365-6786, ext. 229.

Thinking about buying or selling a 
dental practice? Statewide service 
available. Experienced, professional 
consultants for all of your business 
needs. Curt Nurenberg, CHBC, 
Rehmann Dental Management 
Advisors; 800-349-2644 or 517-316-
2400.

Don’t make a mistake selling or 
buying. We have buyers. Your own 
buyer? We can help. We offer 
assistance you can’t get anywhere 
else. More dentists use us than 
anyone else. Call the Goldman 
Group, broker, at 248-333-0500.

MISCELLANEOUS
Troubled by addiction, stress, or other 
practice or personal problems? 
Many dentists and dental team 
members are. But you don’t have to 
go it alone. The MDA Member 
Assistance Program can help you, or 
your family, with personalized, 24/7 
service. Visit michigandental.org/
Assistance for complete details, or 
email care@michigandental.org. 

approaches to behaviour change for improved 
plaque control in periodontal management. J 
Clin Periodontol. 2015;42(S16):S36- S46.

2. Asimakopoulou KG, Nolan M, McCarthy 
CCL, Newton JT. The effect of risk communication 
on periodontal treatment outcomes: a 
randomized controlled trial. J Periodontol. 
2019;90(9):948- 956.

3. Asimakopoulou K, Newton JT, Daly B, 
Kutzer Y, Ide M. The effects of providing 
periodontal disease risk information on 
psychological outcomes — a randomized 
controlled trial. J Clin Periodontol. 2015; 
42(4):350-355.

4. Sandhya Yadav, MHA, BDS; Myoungsob 
Lee, DMD; Young-Rock Hong, PhD, MPH; 
Smoking-cessation advice from dental care 
professionals and its association with smoking 
status. Analysis of National Health and Nutrition 
Examination Survey 2015-2018 JADA January 
2022, p15-22. At: https://doi.org/10.1016/j.
adaj.2021.07.009

5. Cascaes AM, Bielemann RM, Clark VL, 
Barros AJD. Effectiveness of motivational 
interviewing at improving oral health: a 
systematic review. Rev Saúde Pública. 
2014;48:142-153.

6. Kopp SL, Ramseier CA, Ratka-Krüger P, 
Woelber JP. Motivational interviewing as an 
adjunct to periodontal therapy — a systematic 
review. Front Psychol. 2017;8:279.

7. Asimakopoulou, K, Kitsaras, G, Newton, 
JT. Using behavior change science to deliver oral 
health practice: A commentary. Community Dent 
Oral Epidemiol. 2022;00:1-8. doi: 10.1111/
cdoe.12766.
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Coming Next Month
DENTAL CPAs

How a dental accounting firm can 
help you run a more profitable 
practice — and even help identify 
financial risks such as 
embezzlement. Explained by John 
Looby, CPA.

In your March

O F  T H E  M I C H I G A N  D E N T A L  A S S O C I A T I O N   

Place Your Ad Online
Placing your classified is easy — just 
visit www.michigandental.org and 
click on “Jobs/Classifieds/Journal” 
and “Placing Classified Ads.” It’s a 
quick, safe, secure, way to place 
your ad and get fast results!

D
EN

TA
L BUSINESS

PROFESSIO

NA
LCER

TIFIE
D

The MDA Certified Dental 
Business Professional 
program is a service designed 
to help your practice succeed. 
Available exclusively through 
the MDA!

Dental office business staff 
can earn the CDBP credential 
by taking just 30 credits of 
MDA continuing education 
courses. Pay-as-you-go 
classes are value-priced  
and available at Annual 
Session, at MDA CE seminars, 
and online.

The MDA – as always, your 
first choice for quality 
continuing education! 

ENROLLMENT IS FREE  
SO GET STARTED TODAY!   
michigandental.org/CDBP



JOURNAL OF THE MICHIGAN DENTAL ASSOCIATION • FEBRUARY 202382

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

MDA continuing education is built around you! With in-
person courses, live webinars, and on-demand courses, 
you’ll find quality CE courses for every member of the 
dental team. Upcoming MDA in-person CE courses and 
live webinars are listed below. For newly added live we-
binars, on-demand courses, and courses that meet 
state requirements, plus additional CE information, 
please visit michigandental.org/CE-Courses.

The MDA is an ADA CERP Recognized Provider. ADA 
CERP is a service of the ADA to assist dental profession-
als in identifying quality providers of continuing dental 
education. The Michigan Board of Dentistry recognizes 
ADA CERP for CE credits toward dental license renewal.

Friday – Sunday, March 10-12: Spring Scientific Ses-
sion. Dentistry Uncorked and Cracking the Millennial 
Code and Let’s Get Ethical, with Ryan Vet, MBA; and 
Every Choice Matters: Strategies and Insights into Ergo-
nomic Product Selection, with Cindy Purdy, RDH, BSDH. 
Where: Great Wolf Lodge, Traverse City. Nine CE cred-
its.

Wednesday – Saturday, May 3-6: MDA Annual Session. 
Speakers: Kevin Kwiecien, DMD, MS; Todd Christy, DDS; 
Robert Peskin, DDS; Lynda Farnen, JD; Jennifer Cosey; 
Tija Hunter, CDA; Catrica Opichka, RDH, MS; Roy Shel-
burne, DDS; Bill Claytor Jr., DDS; Junu Ojha, DDS; David 
Harris, DDS; Michael Young, DDS; Robert McDermott; 
David Fidanza; Aaron Smith; Sean 
Kadel; Christine Cashen; Keith 
Washington; Kimberly Harms, DDS; 
Winifred Booker, DDS; David Rice, 
DDS; Susan Cotten, BSDH, RDH, 
OMT; Joshua Austin, DDS; Carrie 
Webber; Emily Letran, DDS, MS; 
Gavin Convey, DDS; Mark Murphy, 
DDS, ABDSM; Rick Seely; Toni 

Roucka, RN, DDS, MA; Mark Cannon, DDS, MS; John Car-
ollo, DDS; Nan Dreves, RDH, MBA; Kelly Tanner, PhD, 
RDH; Christopher Williams, RDH; Danielle Fry, DMD, 
MS; Parag Kachalia, DDS; Jane Soxman, DDS; Bernice 
Ko, DDS; Deirdre Shelton-Young, DDS; Jumoke Adedo-
yin, DDS, MICOi, MAAIP, AFAAID; and more. Where: De-
Vos Place, Grand Rapids. Register now at annualses-
sion.michigandental.org. (See the Annual Session 
Preview in your mail last month and in this issue of the 
MDA Journal.)

MDA ON-DEMAND WEBINARS

Phished, Hacked, and Attacked: Stop Cyber Criminals 
from Holding Your Practice for Ransom. Speakers: 
Aaron Smith, ChoiceTel; Dave Fidenza, iCoreConnect. 
One CE credit.

Analytics in Practice and by Third-Party Payers. 
Speaker: Chris Smiley, DDS. One CE credit.

Charting and Recordkeeping in the Age of Analytics. 
Speaker: Chris Smiley, DDS. One CE credit.

Dental Jurisprudence and Ethics. Speaker: Dan 
Schulte, JD. One CE credit.

Infection Control in Dentistry. Speaker: Marie T. Flu-
ent, DDS. One and one half CE credits.

Myofascial Sources of Pain. Speaker: Seena Patel, DMD. 
One CE credit.

Maximizing Efficience in the Post-COVID Era. Speaker: 
Patrick Houlihan, DDS. Two CE credits.

Hottest HR Topics of 2021. Speaker: Brandy Ryan, MBA, 
PHR, SHRM-CP. One CE credit.

CONTINUING 
EDUCATION
Built Around You!

MDA IN-PERSON COURSES AND LIVE WEBINARS

See all MDA Courses
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Journal CE Listings Policy
The Journal lists continuing education courses by 

accredited Michigan dental schools and dental societies in 
Michigan in this section at no charge. To place a listing, 
see the online CE Course Submission Form at 
michigandental.org/CE-Courses.

HIPAA Compliance and Enforcement. Speaker: Jenni-
fer Cosey. Two CE credits.

Scheduling in the New Normal. Speaker: Patrick Houli-
han, DDS. One CE credit.

OSHA Compliance Review. Speaker: Jennifer Cosey. 
Two CE credits.

Understanding CDT Codes. Speaker: Chris Smiley, DDS. 
One CE credit.

The Opioid Epidemic. Speaker Vincent Benivegna, DDS. 
One CE credit.

How to Fire Someone the Right Way. Speaker: Brandy 
Ryan, MBA, PHR, SHRM-CP. One CE credit.

Common HIPAA Mistakes and How to Avoid Them. 
Speaker: Jennifer Cosey. One CE credit.

Caring for Patients in Pain. Speaker: Mayoor Patel, 
DDS, MS. Two CE credits.

Clinical and Radiographic Update on Head and Neck 
Neoplasms. Speakers: Macksood Aftab, DO, MHA, ALM, 
CAQ; Julianna Hukill, DDS, MS. One CE credit.

Roll Out the Red Carpet. Speaker: Carrie Jameson Web-
ber. Two CE credits.

Let’s Get Social. Speaker: Carrie Jameson Webber. Two 
CE credits.

Answer 12 Most Difficult Questions Patients Ask. 
Speaker: Dr. Richard Madow. One CE credit.

Drugs, Labs, Clinical Practice. Speaker: Maureen Mun-
nelly Perry, DDS, MPA, MAEd. Two CE credits. 

Jumping into the Deep End of Special Care Dentistry. 
Speaker: Maureen Munnelly Perry, DDS, MPA, MAEd. 
Two CE credits.

Managing Toxic Behaviors. Speaker: Jodi Schafer, 

CE SPOTLIGHT
Check Out these MDA 

On-Demand Online Courses
In addition to in-person continuing education courses, 

courses at Annual Session, and live webinars, the MDA 
offers quite a few on-demand courses. You can find them at 
michigandental.org/CE-Courses.

Some of the most-popular 
on-demand courses include the 
following:

Preparing for an OSHA 
Inspection . Speaker: Jennifer Cosey 
($35; one credit). Counts toward the 
MDA Certified Dental Business 
Professional credential.

Clinical Basics for the Front Office 
Team . Speaker: Tom Lambert, DDS 
($35; two credits). Counts toward the 
MDA Certified Dental Business 
Professional credential.

Phished, Hacked, and Attacked: Stop Cyber Criminals 
from Holding Your Practice for Ransom . Speakers: Aaron 
Smith (ChoiceTel) and Dave Fidanza (iCoreConnect). Free 
for MDA members and staff. One credit. Counts toward the 
MDA Certified Dental Business Professional credential.

Analytics in Practice and by Third-Party Payers . 
Speaker: Chris Smiley, DDS ($35; 
one credit). Counts toward the MDA 
Certified Dental Business Professional 
credential.

Dental Jurisprudence and Ethics . 
Speaker: Dan Schulte, JD ($35, one 
credit). Counts towards Michigan’s 
ethics, jurisprudence, and delegation 
of duties requirement.

Myofascial Sources of Pain . 
Speaker: Seena Patel, DMD ($50; one 
credit). Counts towards Michigan’s 
pain management requirement.

Understanding CDT Codes . Speaker: Chris Smiley, DDS 
($49 dentists; $29 staff; one credit). Counts toward the 
MDA Certified Dental Business Professional credential.

Let’s Get Social (Social Media) . Speaker: Carrie Jameson 
Webber ($50; two credits). Counts toward the MDA 
Certified Dental Business Professional credential.

Look for the full listing of on-demand MDA CE courses at 
michigandental .org/CE-Courses.

Lambert

Patel

(Continued on Page 84)
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education listings. These listings are published when sub-
mitted and should not be considered a definitive list or 
master calendar of all local CE courses offered in the state 
of Michigan. Local societies planning CE events are urged 
to check with other components when scheduling courses.

Friday, Feb. 10: Pain Management (a.m.) and Infection 
Control (p.m.). Speaker: Sanjay Chand, MD. Where: Mus-
kegon Country Club. Sponsor: Muskegon District Dental 
Society. Contact: Connie Verhagen, DDS, at c.verhagen@
comcast.net or 231-557-1519. Six CE credits.

Saturday, Feb. 11: An Update on Ankyloglossia and Other 
Oral Ties. Speakers: Richard Baster, DDS, Jonathan 
Walsh,DDS, and Soroush Zaghi, DDS. Where: Royal Park 
Hotel, Rochester. Sponsor: Michigan Academy of Pediat-
ric Dentistry. Contact: Kristi Ocenasek at michiganapd.
org@gmail.com or 810-348-1514. Seven CE credits.

Friday – Sunday, March 3-5: Macomb Ski Seminar. Where: 
Boyne Mountain Resort, Boyne Falls. Sponsor: Macomb 
Dental Society. Contact: Jay Lang at jlang9@comcast.net.

Monday, March 13: Built to Last: It’s Time to Take Care of 

SPHR, SHRM-SCP. One CE credit.

Fundamentals of Supervision. Speaker: Jodi Schafer, 
SPHR, SHRM-SCP. One CE credit.

Skyrocket Your Customer Service with New Communi-
cation Strategies (Part 1). Speaker: Thomas Lambert, 
DDS. One CE credit.

Skyrocket Your Customer Service with New Communi-
cation Strategies (Part 2). Speaker: Thomas Lambert, 
DDS. One CE credit.

Staff Performance: Appraisals, Training, and What’s 
on the Horizon. Speakers: Jodi Schafer, SPHR, SHRM-
SCP; Brandy Ryan, MBA, PHR, SHRM-CP. One CE credit.

Key Factors for Hiring Exceptional Personnel. Speak-
ers: Jodi Schafer, SPHR, SHRM-SCP; Brandy Ryan, MBA, 
PHR, SHRM-CP. One CE credit.

LOCAL SOCIETIES

The MDA encourages dental societies to publicize courses 
and speakers online and in the MDA Journal continuing 

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

For further information contact: 
Amy Brannon, Health Admissions Coordinator  Jamie Klap, Dental Auxiliary Program Director
amybrannon@grcc.edu  |  (616) 234-4348   jamieklap1@grcc.edu  |  (616) 234-4240

GRCC is looking for 
Dental Assisting 
students.

Dentists, do you have a Certified Dental Assistant looking 
to enhance their skills and become an expanded-functions 
Registered Dental Assistant?

Refer them to Grand Rapids Community College, where in 
one semester CDA’s are prepared to become Registered Dental 
Assistants (RDA).

West Michigan’s Best Choice.

(Continued on Page 86)



CE REQUIREMENTS FOR LICENSE RENEWAL OF DENTISTS, 
HYGIENISTS, AND REGISTERED DENTAL ASSISTANTS

For more information on CE requirements for dentists and dental team members, and MDA courses  
that meet these requirements, including Annual Session courses, visit michigandental.org/CE-courses.

60 hours of CE for dentists and 36 hours for RDHs and RDAs is required  
for each three-year licensure period. All CE courses must be approved by the 
ADA, AGD, an accredited dental school, or the Michigan Board of Dentistry.

In addition to the required CE credits:
• NEW: One hour in dental ethics

and jurisprudence is required for
all licensed dental professionals,
with inclusion of delegation of
duties to allied dental personnel.
In-person or on-demand continuing
education will count toward this
requirement.

• NEW: One hour in infection
control is required for all licensed
dental professionals, which must
include sterilization of handpieces,
PPE, and CDC infection control
guidelines. In-person or on-de-
mand continuing education will
count toward this requirement.

• All licensed dental professionals
must carry a current basic or
advanced cardiac life support CPR
card from an agency or organization
that grants certification pursuant
to standards equivalent to those of
the American Heart Association.
No CE credit is given for CPR
courses; therefore does not count
toward the 60/36 hours required.

• NEW: Three hours of implicit bias
training for all licensed health care
professionals is required in the
form of in-person or live webinars.

• Up to 10 hours may be earned by reading articles, magazines, etc., relating to 
dentistry.

• A minimum of 20 hours for dentists and 12 hours for RDHs/RDAs must be 
done in a classroom setting or a real time live webinar (recorded webinars do 
not count as classroom credits).

• A minimum of 20 hours for dentists and 12 hours for RDHs/RDAs must be 
directly related to clinical issues such as delivery of care, dental materials and 
pharmacology. Specialists must earn this clinical credit in their specialty field.

• Up to 30 hours for dentists and 18 hours for RDHs/RDAs of CE may be done 
online and through recorded webinars.

• 3 hours for dentists and 2 hours for RDHs/RDAs must be in pain management.
• A one-time, one-hour course in human trafficking recognition is required unless 

previously completed. This course can be taken in-person or on-demand.
• FOR DENTISTS ONLY: A one-time training in opioid awareness is required to 

renew Michigan’s controlled substance license unless previously completed. 
This course can be taken in-person or on-demand.
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C O N T I N U I N G  E D U C A T I O N

Yourself First, Not Your Patients, and an MDA Update. 
Speakers: Lisa Knowles, DDS, and Vince Benivegna, DDS. 
Where: Weber’s Inn, Ann Arbor. Sponsor: Washtenaw 
District Dental Society. Contact: Barbara Kolling, via 
email at bkolling@washtenawdentalsociety.org or by 
phone at 734-761-2445. One and one half CE credits.

Wednesday, March 15: Immediate Loading of Dental 
Implants: Clinical Guidelines for Success. Speaker: 
Chady Elhage, DDS, MS; Omar Banhawy, DDS, MS; 
and Andrew Afshar, DDS, MD. Where: Wabeek Country 
Club, Bloomfield Twp. Sponsor: Oakland County 
Dental Society. Contact: Karen Lawson, at oakdds@
oaklanddentalsociety.com or 248-540-9333. Two CE 
credits. 

Tuesday, March 21: Annual Fish Fry with MDA President 
Vince Benivegna. Where: The Lake House, Muskegon. 
Sponsor: Muskegon District Dental Society. Contact: 
Connie Verhagen, DDS, at c.verhagen@comcast.net or 
231-557-1519. One CE credit.

Tuesday, April 18: Update on Hypophosphatasia. 
Speaker: Juan Yepes, DDS, MS. Where: Delta Marriott 
Downtown Muskegon. Sponsor: Muskegon District Dental 

Society. Contact: Connie Verhagen, DDS, at c.verhagen@
comcast.net or 231-557-1519. One CE credit.

DETROIT MERCY DENTAL

These listings of next month’s in-person courses and live 
webinars are provided by the University of Detroit Mercy 
Institute for Advanced Continuing Education. Visit dental.
udmercy.edu/ce for a complete list of all Detroit Mercy 
upcoming courses.

Wednesday, March 1: Live Webinar — Pain Management: 
Analgesics, Opioids, Adjuvants, and Beyond. Speaker: 
Sanjay Chand, MD. Where: Online course. Three CE cred-
its.

Thursday, March 2: Live Webinar — Dental Ethics, 
Jurisprudence, and Delegation in Michigan. Speaker: 
Pamela Zarkowski, JD, MPH. Where: Online course. Two 
CE credits.

Tuesday, March 7: Live Webinar — A Review of Dental 
Ethics at Chairside. Speaker: David S. Hancock, DDS, 
FACD. Where: Online course. One and one half CE cred-
its.
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RE-IMAGINED!
Designed for dentists, with dentists, 
the new ADA Member App is here and 
ready to put the resources you need 
in the palm of your hand.

•   Chat 1:1 or with your network

•   Newsfeed customized to your interests

•   Digital wallet to store your important 
documents
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Tap into possibility at ADA.org/App
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Where: Rackham Graduate School, Ann Arbor. Fifteen CE 
Credits.

Friday, March 27: Live Webinar — Local Anesthesia: An 
Update and Refresher. Speaker: Martha McComas, RDH, 
BS, MS. Where: Online course. Five CE credits. 

MDA Journal Archived Online
Looking for an article you read in a 

past issue of the Journal of the 
Michigan Dental Association?

All issues of the MDA Journal from 
the past several years are open 

source, archived on the Michigan 
Dental Association website, and 

available 24/7 at

michigandental .org/Digital-Journal
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Friday, March 10: Live Webinar — Key Points to Achieve 
Natural Looking Restorations Using Dental Composite. 
Speaker: Rodrigo R. Maia, DDS, MS, PhD. Where: Online 
course. One and one half CE credits.

Wednesday, March 22: Live Webinar — Controlled 
Substance Risk Assessment and Tapering the At-Risk 
Patient. Speaker: Ronald J. Kulich, PhD. Where: Online 
course. One CE credits.

Saturday, March 25: Live Webinar — Exploring the 
Limits of Skeletal Expansion with Mini Screws. Speaker: 
Sercan Akyalcin, DDS, MS, PhD. Where: Online course. 
One and one half CE credits.

UNIVERSITY OF MICHIGAN

These listings of next month’s in-person courses and live 
webinars are provided by the University of Michigan 
School of Dentistry. Visit https://dent.umich.edu/
education/continuing-dental-education for a complete 
list of all U-M upcoming courses.

Friday – Sunday, March 3-5: The 50th Annual Moyers 
Symposium. Course Director: Nan Hatch, DMD, PhD. 
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Revenue from these valued MDA Journal advertisers helps the MDA bring you a quality publication each month. Listed below 
are this month’s advertisers, the page number of the advertisement, phone number, and website or other contact address.
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the Journal!
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OFFERING OVER

YEARS of EXCELLENCE

THE GOLDMAN GROUP
Brian Goldman • Paul Goldman

248-333-0500
www.goldmanpracticesales.com

email: goldmangroup2000@aol.com

Selling a practice?
Thinking of buying one?

Let’s arrange a no-cost meeting
to discuss your options.

The Goldman Group brokers are here to assist and

guide you in maximizing the sale of your practice

with the most profitable and tax efficient strategies. 
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