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     It is difficult to say goodbye to our friend Robert (Bob) 
Fettig; he passed away on August 16th of this year and is great-
ly missed.  Bob was born in Montana but the family moved 
to Washington when he was a teenager, where he attended 
Battle Ground High School and met the love of his life, Sally.  
They celebrated 57 years of marriage and were very proud 
of their four children who gave them eleven grandchildren 
and thirteen great-grandchildren.  His children lovingly spoke 
about how he was a firm but fair disciplinarian.  Daughter Kim 
remembers, “When we misbehaved and deserved discipline, 
he would always send us to our room until he was calmed 

down, he would then approach our misbehavior with firm but fair discipline.  He never 
disciplined us in anger.  He taught us values that we respect and which have helped us as 
parents; and he taught us love and compassion.  My parents provided a home for several 
foster children over the years and I remember the times when they would have to leave 
us we would all cry.”  He was active in his church and enjoyed several hobbies but there 
was no doubt his favorite activity was spending time with his family.  He especially enjoyed 
camping and fishing, and game hunting with his boys.
     After spending three years in the U.S. Navy, Bob decided he wanted to go to dental 
school, he wanted to be a dentist.  However, when he secured a job as a dental technician 
he realized he much preferred the technical side of dentistry.  The creative and artistic 
skills needed as a technician were inviting to him so he went to dental technician school.  
However, when he learned about the denturist profession Bob was proud to say he “found 
his calling when he became a denturist.” 
    He received his denturist education at Idaho State University and was one of the first to 
sit for the state boards in Washington State and receive his license to practice.  That was 
over 23 years ago. He became active in the Washington State Denturist Association and 
was appointed to a position on the State of Washington Denturist Board and served for 
several terms.  His talent and contribution to the state of Washington’s denturist profession 
has been invaluable.
     Bob was much appreciated and respected by his fellow denturists.   One business associ-
ate says he could speak for many of Bob’s associates.  “Bob was a great guy. He was on the 

state denturist board for over eight years and was a proctor for the  State Board Examina-
tions.  As a member of that board also, I can genuinely say he was a valuable asset.  I first 
met Bob when we attended Idaho State University.  We really hit it off and I am very proud 
to be able to call him my friend.  He was a very good Denturist, an excellent practitioner.  
He was well liked and highly respected.”  
     Bob’s children have followed in their father’s footsteps.  His son Shawn, a graduate of 
George Brown College denturist program is a Denturist  and has a practice in Vancouver,  
WA, and his son Robert, JR, is a dental technician.
His family, friends and business associates all 
express that  he had a genuine desire to help 
people by using his talents to serve his pa-
tient’s prosthetic dental needs.  He genuinely 
believed it was an honor to serve.  We want 
to honor Bob for his service to the profes-
sion....he was not in the “lime light” but he 
was always there, serving in a faithful profes-
sional manner that brought dignity and re-
spect to the profession.

HONORING - ROBERT “BOB” ALLEN FETTIG 

BECOME A DENTURIST

Online, Anywhere, Anytime.
Educating Future Denturists

CALL
800.544.6267

· Looking for experienced lab technicians

· Control your own destiny

· Keep your job while you build your future

NDA
Certified

9th World Denturist Symposium

Make sure to visit our booth at the 
9th World Denturist Symposium in 
Alexandria, Virginia September 15-19, 2015

www.americandenturistcollege.com
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www.fiberforcedental.com
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Dear Friends and Colleagues:

     It just seems “yesterday” that I was writing a holiday greeting and wishing you a wonderful time 
with family and friends and the very best for the New Year.  That same heartfelt greeting is sent 
again this year from me and the entire leadership team of The National Denturist Association, 
USA.   We value your friendships and sincerely wish each of you an especially  healthy, happy and 
prosperous New Year!  We also want to thank those of you who have selflessly donated your 
time and finances this year, and I would be remiss if I didn’t give kudos to this leadership team.
This group of individuals, board members, committee members, conference workers and general 
helpers are exceptional.  Many of these people have volunteered literally hours of their time 
and donated funds above and beyond to continue to promote our profession.  Because of these 
coordinated and cooperative efforts we have seen positive growth and progress.
     This has been a busy year.  We have instituted a  written and practical National Examination. 
Thanks to your response to our questionnaire and request for information about your practices 
we were able to generate a comprehensive portfolio which was sent to the Bureau of Labor 
Statistics requesting that denturists be recognized as independent healthcare professionals; an 
independent unique profession.  The material was accepted and we have been given a docket 
number and the official review begins in January, 2015.  We will be requested to offer more 
comments at that time.  
     We just enjoyed the largest national conference ever with record participation both in 
attendance and exhibitors and we are delighted to announce we will be hosting, along with the 
International Federation of Denturists, the international conference in 2015.  This international 
event will be held in historic Alexandria, Virginia.  Close enough to enjoy the historical monuments 
and museums in Washington, DC, but just outside the hustle and bustle of the city.  We are already 
getting reports that families are planning their vacations around this conference.

     We are extremely excited to report the American Denturist 
College located in Eugene, Oregon, and the New England School of 
Dental Technology located in Bangor, Maine, have met or exceeded the 
requirements to be awarded the National Denturist Association, USA’s 
Educational Certification. This certification assures that students receive 
an excellent education which meets mandated national and international 
standards.
     We have a professional magazine that is receiving kudos and we have 
a working board that is meeting monthly to continue this momentum of 

success.  However, there  are many more things that need to be done.
    With the New Year looming and resolutions on your mind, please consider  The National 
Denturist Association, USA, in your gift giving and willingness to volunteer.  We are your 
organization; these efforts make your profession better and greater.  Let this new year be the 
year that you become more active in your state, national and  international associations. Be a part 
of the movement generating a new chapter in the history for this great profession.  We are all 
pioneers, together we can  continue this positive momentum  and steer the course of events and 
see that denturists are recognized worldwide.  Make the National Denturist Association, USA  a 
priority in your everyday life, it represents your profession, your livelihood.  

Wishing you a Wonderful Holiday,

Sincerely,

Shawn M. Murray, President, LD

Shawn M. Murray, CDT, LD. President 
National Denturist Association, U.S.A.

President’s letter
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The Vertical Dimensional Tool (VDO) 

 

With the CQR denture technique, none of the clinicians 
clinical or procedure decisions, need to be compromised. 
This article is to introduce to you to a innovative new 
instrument called the VDO tool, which is an important 
part of the CQR denture concept. The Vertical Dimension 
of Occlusion (VDO) tool is used to provide the lab with a 
guide to the patient’s bite, vertical dimension opening 
and occlusal plane, without the necessity of having to use 
registration rims or copy dentures. The use of this tool 
can reduce the amount of visits for the patient and clinic 
time and allow the Clinician to go straight to the dynamic 

bite stage.
 

 

The CQR Denture system comes with a novel vertical 
and centric bite record.  It comprises of interlocking 
upper and lower ridge locators and an intra-oral bow. 
Fast setting bite registration material and flow able 
composite or superglue will be required and this is to 
be supplied by yourselves.
 

 

Ridge Locators
Prior to the appointment, round off the edges of the 
ridge locators and cut two retention holes in each. 
This is to remove any sharp corners and to provide 
retention for the bite registration material. Putting 
the holes in is optional, as it will still work the same if 
you add some impression tray adhesive to the fitting 
surfaces of the locators. 

 

Trimming the Intra-Oral Bow
Place the lower denture over the intra-oral bow 
and mark the peripheries to act as a guide for 
trimming the bow to size. First mark around with a 
marker pen and trim to size using a micromoter. 
Ensure the bow is not too long.  Note how the 
labial midline point is positioned at the front notch 
of the bow and make sure that the attachment clip 
at the front of the bow is preserved and not cut 

away and also has enough plastic next to it to give it some rigidity when being placed 
on the ridge locators.  Some operators increase the size of the retention holes at the 
posterior part of the bow and/or use adhesive.  
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at an estimated vertical dimension and 
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pieces together 

 

 

 

 

Once the desired vertical dimension has 
been established, place the locking key at 
the level of the lower lip. This is to help 
you gain the level for the occlusal plane 
line later. 
 
 
 
 
 
Syringe the fast setting bite registration 
material onto the fit surface of the upper 
and lower ridge locators and place in the 
patient’s mouth. 
 
 
 
 
 
 

 
 
 
 
Once set, it can easily be removed and 
replaced at will. 
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Once the desired vertical dimension has been established, place the locking key at the level of  
the lower lip. This is to help you gain the level for the occlusal plane line later.

Join the interlocking ridge locators together at an estimated vertical dimension and assess on 
the patient. Open and close the locators until you have your desired opening. Any other mea-
suring devise, such as a Willis gauge can be used. 
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Once set, it can easily be removed and replaced at will.

RECORDING VERTICAL DIMENSION

TRIMMING THE INTRA-ORAL BOW

Syringe the fast setting bite registration material onto the fit surface of  the upper and 
lower ridge locators and place in the patient’s mouth.



Jonathan Bill has been a dental technician with 40 years experience in dental technology within the United Kingdom. He has 
successfully run his own full service dental laboratory for 35 of  those years. For the last 20 years he has been involved in re-
search and development and he has become part of  the research team at Loughborough University (UK), researching muscle 
function in connection with dental appliances, namely posterior guided splints and full/partial dentures. He is one of  the 
developers of  the CQR denture technique. Mr. Bill is a published author and has presented clinics at U.S. national as well as 
international meetings.

 
 
 
 
 

Secure the vertical registration by ‘cementing’ with flowable 
composite or Superglue. CAUTION:  BE SPARING BECAUSE 
YOU DO NOT WANT TO BLOCK THE GROOVES FOR LOCATING 
THE INTRA-ORAL BOW. This is obviously to make sure that the 
parts do not come apart when doing the rest of this process.

Placing the Intra-Oral Bow
Slot the bow into the VDO, ensuring there is no contact 
with upper and lower alveolar ridges . It is quite likely 
that you will need to trim the length of the bow to 
about the level of the first molar.  Check that the 
horizontal plane of the bow matches the required 
horizontal plane of the denture. (If not, gently bend it 
as required. Once happy you can super glue of ad 
flowable composite to make sure this doesn’t move 

also. As previously mentioned to make sure that enough retention holes are in place 
in the intra-oral bow in the first molar region and/or use tray adhesive.

 

Bite registration material is now flowed into the 
molar regions above and below the intra-oral bow 
on both sides. Enough material needs to make sure 
the material goes onto the bow and records the 
shape of the patients upper and lower ridges in 
these areas. 
 
 
 
 
 

 

Remove the VDO from the mouth and check for adequate 
coverage of the upper and lower ridges.  If  you are unsure, 
return to the mouth and apply some more material.  Send 
the complete unit to the lab with your primary/secondary 
impressions. You will have provided 3 good location points 
to set the upper and lower models in a simple hinge 

articulator. 
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about the level of the first molar.  Check that the 
horizontal plane of the bow matches the required 
horizontal plane of the denture. (If not, gently bend it 
as required. Once happy you can super glue of ad 
flowable composite to make sure this doesn’t move 

also. As previously mentioned to make sure that enough retention holes are in place 
in the intra-oral bow in the first molar region and/or use tray adhesive.

 

Bite registration material is now flowed into the 
molar regions above and below the intra-oral bow 
on both sides. Enough material needs to make sure 
the material goes onto the bow and records the 
shape of the patients upper and lower ridges in 
these areas. 
 
 
 
 
 

 

Remove the VDO from the mouth and check for adequate 
coverage of the upper and lower ridges.  If  you are unsure, 
return to the mouth and apply some more material.  Send 
the complete unit to the lab with your primary/secondary 
impressions. You will have provided 3 good location points 
to set the upper and lower models in a simple hinge 

articulator. 
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PLACING THE INTRA-ORAL BOW

Secure the vertical registration by ‘cementing’ with flowable composite or Superglue. CAUTION:  BE 
SPARING BECAUSE YOU DO NOT WANT TO BLOCK THE GROOVES FOR LOCATING 
THE INTRA-ORAL BOW. This is obviously to make sure that the parts do not come apart when 
doing the rest of  this process.

Placing the Intra-Oral Bow
Slot the bow into the VDO, ensuring there is no contact with upper and lower alveolar ridges . It is 
quite likely that you will need to trim the length of  the bow to about the level of  the first molar.  Check 
that the horizontal plane of  the bow matches the required horizontal plane of  the denture. (If  not, 
gently bend it as required. Once happy you can use either super glue or add flowable composite to make 
sure this doesn’t move also.   As previously mentioned, make sure that enough retention holes are in 
place in the intra-oral bow in the first molar region and/or use tray adhesive.

Bite registration material is now flowed into the molar regions above and below the intra-oral bow on 
both sides. Enough material needs to make sure the material goes onto the bow and records the shape 
of  the patients upper and lower ridges in these areas.
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Tired  of  Mediocre  Frames? 

Try Us! 

ChromeWorks, Inc. 
(800) 642-2278 

www.chromeworksinc.com 
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Alexandria is George Washington’s hometown, and part of the origi-
nal Washington, DC.  First settled in 1695, the city retains its colonial 
spirit, with cobblestone streets and historic buildings. Alexandria is 
the perfect escape from the fast-paced capital yet close enough to 
enjoy the historical monuments and the Smithsonian Institution,  the 
nucleus for nineteen museums, nine research centers — many of them 
historical or architectural landmarks and the National Zoological 
Park  —  the largest such complex in the world.

WATCH THE NDA WEBSITE FOR UPDATES 
ON THIS EVENT

 WWW.NATIONALDENTURIST.COM

CLASSES

EXHIBITORS              

DISCUSSION

FELLOWSHIP                  

MUSEUMS              

GROUP TOURS

 HISTORICAL SITES      

9th
DENTURISTS CHANGE LIVES - ONE SMILE AT A TIME!

SEPTEMBER 
1 6 t h - 1 9 t h ,  2 0 1 5

 

Hilton Alexandria Mark Center
5000 Seminary Road
Alexandria, VA  22311

P: 877-783-8258   

In partnership with:

9th9th
DENTURISTS CHANGE LIVES - ONE SMILE AT A TIME!DENTURISTS CHANGE LIVES - ONE SMILE AT A TIME!

WATCH THE NDA WEBSITE FOR UPDATES ON THIS EVENT
 WWW.NATIONALDENTURIST.COM

PLEASE JOIN US FOR THIS WORLD WIDE EVENT
To make reservations at the Hilton Alexandria please visit:
https://aws.passkey.com/event/12293947/owner/10925932/home 
OR make reservations by phone:
877-783-8258   

Use identification code: SND

FIND US ON
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F
olk hero, Paul Revere (1734-
1818) was a Boston colonist, 
and patriot who was an active 
participant in the movement 
for independence before the 
American Revolution. His 

famous “Midnight Ride” from Boston to Lex-
ington, to warn his fellow colonists of an im-
pending British attack on weapons stores, was 
later immortalized in a poem written by Henry 
Wadsworth Longfellow. Paul Revere was a reb-
el, a patriot, a soldier, artisan silversmith and 
metal manufacturer, but he may also well have 
been the first Denturist in the USA.

Rebel and Patriot:
As an ardent anti-British propagandist, Paul 
Revere helped promote the protest to the 
Boston Massacre and the Stamp Act. He mass-
produced an engraving of the Boston Massacre, 

which remains one of the most famous images 
of the American Revolution. He also joined 
the Sons of Liberty, a secretive group of crit-
ics of British rule - who organized to oppose 
the imposition of British taxes on the colonies. 
Revere participated in the planning of what 
came to be known historically as the Boston 
Tea Party. As a brazen act of rebellion against 
the taxes on tea, a group of colonists, boarded 
3 ships in Boston Harbour and dumped 340 
chests of British tea overboard.

Revere was not classically educated and was 
never a candidate for political leadership, but 
he could have, and did almost anything needed, 
to help the patriots prepare for the inevitable 
war with the ruling British. He was a dedicated 
spy, a courier, a scout, initiator, organizer, and a 
strategist.

Soldier:
Paul Revere was an expert horseman. He served as a cou-
rier for several patriot organizations and carried the Suffolk 
Resolves to Philadelphia during one of his many courier jour-
neys from Massachusetts. Revere’s most notable service in 
this capacity came when he rode on horseback from Boston 
to Lexington to warn patriot leaders Samuel Adams and John 
Hancock that the British were marching to capture them and 
seize colonial arms and munitions. 

Paul Revere’s exploits are well recorded in history. During the 
Revolution, Revere helped manufacture gunpowder. He also 
taught himself copper engraving and became an engraver for 
Congress. He printed the first issue of Continental currency 
and made the first official seal for the colonies.

Artisan:
Before the war Revere learned the trade of silversmith from 
his father. He was enterprising, faring well in a city that was 
struggling economically, squeezed by British tax policies. His 
clients included both artisans like himself and the city’s up-
per class, whose homes were adorned with Revere-made tea 
sets and spoons. His classical designs could be recognized by 
the streamlined clean form that gives them a contemporary 
look even by today’s standards. Ironically, Paul Revere works 
of silver are considered to be the last great hand-made pieces 
made in the USA and worldwide, before the age of mass pro-
duction. He also developed talents in other crafts, including 
portrait engraving, political cartoons, and the manufacture of 
dental devices. 

Metal industrialist:
The political, social, and economic upheaval of the Revolution-
ary War allowed Revere to move beyond his origins as a skilled 
artisan to pursue new opportunities, entering into more in-
dustrial areas of metallurgy. After the war Revere returned to 
his trade as silver-smith and opened the country’s first copper-
rolling mill. In addition, he operated a hardware store. He then 
expanded into the manufacture of copper, brass, and bronze 
objects and fittings. He also used his considerable technical 
expertise in metalwork, to enter the iron casting business and 
built a foundry, which produced bells and cannons. As Gold 

and Silver smith, Bronze and Iron founder, he used the same 
metal casting and mould-replacement techniques still used in 
dental technology today.

Denture Making: 
During the early 1760s, a British “surgeon-dentist” named 
John Baker arrived in the colonies. Revere studied under Baker, 
as an apprentice, who taught him how to create and insert 
false teeth for those whose natural teeth had perished. This 
occurred almost a century before the first dental schools was 
opened and the role of dentists was still undefined. According 
to The Paul Revere House, “He not only cleaned teeth, but also 
wired in false teeth replacements, carved from walrus ivory or 
animal teeth”. Denture technology was at a rudimentary stage. 
The first experiments to make porcelain teeth was developed 
in France during the time-period of the American Revolution.

In 1768, Revere advertised in the Boston Gazette to promote 
his Denturism practice, followed by a second advertisement 
in 1770: In the advertisements Revere claimed the ability to 
“fix teeth” as well as any surgeon dentist who ever came from 
London, “in such a manner, that they are not only an ornament, 
but of real use in speaking and eating.”

Little conclusive evidence could be found for the popular leg-
end that Paul Revere was involved with the manufacture of 
one of George Washington’s dentures. However, at least one 
of his appliances had historical significance. Years before the 
Revolution, Major General Joseph Warren, who’d sent Revere 
on his famous “midnight ride” to Lexington, called on the pro-
fessional Denturist services of Paul Revere. He fitted Warren 
with a dental prosthesis, constructed of ivory and gold wire. 
The prosthesis replaced Warren’s upper left canine and first 
premolar. 

During the war Warren was slain at the Battle of Bunker Hill. 
His body was buried by the British in a mass grave outside of 
Boston. During an exhumation, Revere recognized the dental 
appliance he had created for Warren. This is documented as 
the first instance in the USA of forensic identification of a 
military service member using dental remains.

Paul Revere – “Denturist”
by Duffy Malherbe

FEATURE
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Evolved career:
Americans celebrate Paul Revere as the “everyman” of the 
American Revolution, but over the course of his versatile life, 
he pursued many different careers, evolving from a master ar-
tisan in colonial Boston to a business entrepreneur and 
proto-industrialist in the early national period. Considering 
the weak economy and excessive British taxes before the 
Revolution, the upheaval of the war itself and the severe post-
war Depression prevalent in the colonies, settlers had to adapt 
to a constantly changing environment for survival. This also 
provided opportunities to develop new technical fields. Paul 
Revere was, successively, a silversmith, engraver, revolution-
ary propagandist, soldier, cannon founder, Denturist, hardware 
store proprietor, coppersmith, and bell maker.

Characteristics of Paul Revere:
Paul Revere displayed many prominent character traits in his 
life. He displayed patriotism and loyalty as he worked and 
fought for the rights of self-determination of colonists to live 
free from external dominance. Revere was a creative prob-
lem-solver! As a family man, he worked hard to make sure 
his family was taken care of financially, displaying responsibil-
ity and determination. Paul Revere lived a long life as a good 

citizen and was loyal to his country, hard-working, and hon-
orable. He was an enterprising entrepreneur, who sacrificed 
much for his revolutionary ideals as a rebel, as a courageous 
patriot for independence. He was a reputed master craftsman 
who displayed an exceptional manual dexterity, creativity and 
affinity for aesthetic appeal to serve his community and fellow 
Americans. 

Paul Revere was a hands-on, passionate man. He was never 
complacent with injustice or oppression. He was indeed an 
organizer, a strategist, and a rebel for freedom. As a practicing 
Denturist, one could predict with certainty that he would have 
been a front-runner, encouraging aspiring Denturists today, to 
pursue our autonomy with the same fervor, because it is a 
just cause!
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R ecently, a healthcare professional came to us saying he 
needs to change the way he does things because it’s not 
working for him. He asked me if  I’d heard the famous 
saying, “The definition of  insanity: Doing the same thing 
over and over again and expecting a different result.” And 
yes, we are quite familiar with this quote.

It’s probably a very safe guess to say that at least 85% of  the 6,000 healthcare 
professionals we have crossed paths with to date met with us for the same 
reason: things are not going the way they want them to in their practice and 
they feel they are going around in circles, trying the same solutions over and 
over again, until they feel themselves starting to slip down towards apathy 
about ever having things the way they envision they should be. (The ones 
who come to us have decided to fight back and to learn new ways of  doing 
things.)

The Team
For instance, many have felt that leading a staff  team is like trying to herd a 
bunch of  cats by their tails. You may find that your staff  has much diversity 
in personality, opinions, energy level, drive, initiative, and knowledge. This is 
not a bad thing – in fact, it is a positive. The situation merely requires you to 
be a strong executive to guide and direct them towards the goals you have for 
your practice. Having a consultant come into your office to “fix this” is not 
usually an effective solution because it leaves a practice still in the hands of  
an untrained practice owner.

Factually, it takes a well trained leader to guide their staff  to function as a 
highly efficient team – all for the benefit of  the patients or clients of  the 
practice. Skills in how to give orders properly, how to get compliance to di-
rections given, how to organize for efficiency and productivity, how to train 
staff  from scratch and how to correct them as needed, how to recognize 
them for their proficiency, how to manage by statistics and not by guess 
work, and other effective leadership tools were omitted from your profes-
sional training in college. So it is natural that you get frustrated sometimes, 
and feel like you are beating your head against a wall.

Marketing
The word marketing covers a massive spectrum of  ways to reach potential 
patients or clients, yet you don’t always know which to use or how best to 
incorporate them to grow your practice. As a result, you may feel you do not 
have enough new business coming in your front door. Many professionals, 
not being trained in marketing, are using highly expensive marketing com-
panies (often glorified flyer companies who do not know any more about 
designing the ideal promo piece than you do) and they are experiencing less 
return on the dollar than they feel they should. But what will work? That is 
the question.

Sales
Why is it that you do a wonderful presentation to a patient or client and they 
decide not to go ahead with the treatment plan you so carefully put together 
and believe in? Does this ever frustrate you? Some professionals have given 
up trying to get their patients or clients to do the ideal treatment. New pre-
sentation (sales) skills can make a massive improvement in this area so that 
patients or clients accept the ideal care they deserve to have.

Scheduling
Many practices suffer from erratic, out of  control scheduling because no one 
has ever been trained fully on how to book an Ideal Day so that calm and 
order reign and better service can be delivered. A well-scheduled and fully 
booked day is a beautiful thing much sought after.

Look Outside the Box
The above are just a few of  the common frustrations that many practitioners 
experience. What to do about them? Look outside of  the box. Realize that 
there ARE answers and seek them from experienced professionals. Demand 
of  yourself  that you CHANGE and LOOK for solutions. This is where 
YOU have to be the driving force!

THE 
DEFINITION 

OF 
INSANITY



 

WASHINGTON

AROUND THE U.S.
CONGRATULATIONS

DENTURIST OF THE YEAR 
Fred Giovanini, LD,  Past President of the Idaho 
Denturist Association has been named the 2014 
Denturist of the Year.  This award is presented 
to an individual by his peers and members of 
the National Denturist Association, USA for 
outstanding dedicated service to the denturist 
profession.  He served diligently as the president 
of the Idaho Association and was recently elect-
ed to the Board of Directors of The National 
Denturist Association, USA and appointed to the 
Education Committee.  The leadership of the association is delighted by 
this unanimous decision to honor Fred.

OUTSTANDING PERSON OF THE 
YEAR
Theresa Sulek was named the Outstanding Per-
son of the Year at the 2014 annual National Den-
turist Association, USA’s conference. 
Theresa’s exemplary service to the profession 
has been invaluable. She has worked tirelessly 
assisting the Association’s President, Executive 
Director and the Secretary/Treasurer using her 
excellent computer excel organizational talents.  
She has also contributed much to the success 
of our magazine, The National Denturist, USA by 
contacting and soliciting advertisers. She is also a valuable member of 
the Event Coordinating Committee, the PR Committee and the Member 
Benefits Committee.   She also serves as Office Manager for her husband, 
Clayton Sulek’s two denturist clinics in Washington State.   She is quite a 
busy lady and certainly deserving of this honor.   Congratulations and a big 
“thank you” to Theresa for definitely being the association’s Outstanding 
Person of the Year.

DISTINGUISHED PRESIDENT’S 
AWARD
Ricky and Less Hochhauser received the 
Distinguished President’s Award. Mem-
bers of The National Denturist Association, 
USA were pleased to present this award to 
honor the Hochhausers  because of their 
many years of loyal support of the Associa-
tion and the denturists it represents.  Ricky 
was founder of the American Dental Supply 
Company and assisted by her husband, Les, a 
chemists, the company has evolved into one 
of the dental industry’s leading manufacturer 
of dental chemicals and materials.  The com-
pany is in the forefront also providing training courses via lectures and 
webinars.  They have not missed an annual denturist conference for many 
years and have always participated as a vendor and often as a presenter 
and instructor.

MAINE
In Maine, the 127th legislature was sworn in on December 3rd, signaling 
the start of another legislative session. We have promising opportunities 
to believe this session will enhance the scope of practice for Maine den-
turists.  We will continue to focus our efforts on becoming a profession 
that is not governed by its competitors, and push for self-regulation. As 
always, the continued support of our members is a vital component to 
our success, and no progress could be made without their efforts.
Patrick Allen, LD - President, MLDA
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Don’t just wish you were here.
Be here. May 14, 15 & 16, 2015.
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2015
Annual Conference

An unforgettable event
in a breathtaking venue.

Semiahmoo Resort is located 25 minutes north of Bellingham in
Blaine Washington, our seaside hotel features a full-service spa,
various dining options, plus two of Washington's top public
courses.

“Semiahmoo” is the name of an Indian tribe that used to inhabit the
area. There are three different interpretations of the word itself.
Some say “Semiahmoo” means “half moon”, referring to the shape
of the bay. It has also been said to mean “water all around” or
“hole in the sky”.
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New England School of Dental Technology (NESDT) is proud to an-
nounce its recent National Denturist Association, USA Education Certifi-
cation.  As a member of the denturist community, is it important to have 
the recognition and support that the U.S. national association can offer. 
The NESDT outreach program will be starting its third block in January.  
Applications are being accepted for the NESDT outreach program, which 
will be starting a new cohort soon. Please visit our website www.nesdt.
com for more information.

OREGON NEWS
Oregon State Denturist Association
Spring Conference - April 23 - 25, 2015
Venue: Riverhouse Resort
3075 North 97 Business
Bend, OR  97701
541.389.3111 or 866.539.8430
For More Information Contact: Nels Hvass nels@naturaldentures.com

NEWS AND NOTES
IFD BOARD MEETING IN DUBLIN
The Annual Board Meeting 
of the International Feder-
ation of Denturists (IFD) 
was held October 8-10, 
2014,  in  Dublin, Ireland. 
Many thanks to the Clini-
cal Dental Technician’s As-
sociation of Ireland and 
especially Colum and De-
idre Sower for hosting us 
(and babysitting us).   Irish 
Member of Parliament, Mr. 
Caoimhghin O Caolain  
TD,  provided the opening 
address and commented 
on the high value of the 
CDTs (Denturists) to the Irish public.  Following his address, two 
days of intense discussions took place.
   Unfortunately, IFD President Tony Sarapuchiello suffered a heart 
attack prior to the Annual General Meeting (AGM) and was unable 
to attend. He is now doing well and back to work.  Gerry Hansen, 
retired CEO of the IFD, attended to assist and help with the transi-
tion of the CEO position to Camille Bourbonnais. Welcome, Cami.
   Discussions included Country Reports, Committee Reports,  New 
and Old Business and the upcoming website.  Much discussion took 
place regarding the world-wide move by dentists to be the only por-
tal for patients’ oral care.  Good news came from Mathias Luypaert, 
the Belgian representative, that the national elections put a new and 
friendly Heath Minister in office.  She has pledged to help the Den-
turists become regulated.  Also, from South Africa, Duffy Malherbe, 
the inaugural Editor of the IFD Newsletter, reports that his gov-
ernment is preparing a Registry for Denturists and revamping the 
scope of practice for dental technicians.  Africa was added to the vice 
presidential region of Austral Asia and John Rogan was elected to the 
position of Vice-President of Austral Asia Africa. Congratulations and 
welcome, John.
   As noted, Duffy Malherbe has agreed to become the inaugural Edi-
tor of the IFD newsletter.   Duffy originated the Denturist Advocator 
blog on Facebook.  He has also been the Secretary of the South Afri-
can association and has worked tirelessly  promoting the profession, 
not only in his home country but also world-wide.  He is an intel-
ligent guy, a gifted wordsmith and we are very fortunate to have him 
setting the tone for our first foray into publishing. The newsletter 
will be available soon on the new revamped website.
   Our next annual meeting will be held in conjunction with the 
9th World Symposium on Denturism, September 16 - 19, 2015, in 
Washington, DC.  Tentative proposals for the AGM in 2016 are being 
studied, as is the venue for the 10th World Symposium in 2017.
   Although the trip was only 5 days and we worked hard, we made 
time for some evening entertainment.  We went to an authentic Irish 
public house where we had dinner and were treated to a show of 
live Irish music and step dancing. Much fun.  We also had a group 
dinner at a “farm to table” restaurant and the obligatory dinner at 
the Hard Rock Café. We also enjoyed a bus tour of the Wicklow 
Mountains and the Irish countryside.

Paul Levasseur, LD, DD
Vice-President (North America)
International Federation of Denturists

DENTAL INSURANCE INFORMATION
CIGNA will be adding denturists to their Preferred Provider Network in the 
near future. Please contact them for more information.  Also, the CIGNA 
for Healthcare Professionals website is a convenient internet-based platform 
that allows dental providers the ability to conduct transactions over a secure 
website directly linked to Cigna including eligibility verification and claims 
status.To register today, go to https://cignaforhcp.cigna.com/corp/portal/app/
provider/public/guest

Also there are a few new CDT codes for 2015 relevant to the services den-
turists provide.  These new codes should be used to file insurance claims 
effective January 1, 2015:
D6110 - Implant/abutment supported removable denture for edentulous arch 
- maxillary (delete D6053)
D6111 - Implant/abutment supported removable denture for edentulous arch 
- mandibular (delete D6053)
D6112 - Implant/abutment supported removable denture for partially eden-
tulous arch - maxillary (delete D6054)
D6113 - Implant/abutment supported removable denture for partially eden-
tulous arch - mandibular (delete D6054)
D6114 - Implant/abutment supported fixed denture for edentulous arch - 
maxillary (delete D6078)
D6115 - Implant/abutment supported fixed denture for edentulous arch - 
mandibular (delete D6078)
D6116 - Implant/abutment supported fixed denture for partially edentulous 
arch - maxillary (delete D6079)
D6117 - Implant/abutment supported fixed denture for partially edentulous 
arch - mandibular (delete D6079)

A copy of the CDT 2015 codes is available at ada.org or can be ordered from 
most dental supply catalogues.
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INTERNATIONAL HAPPENINGS
9TH DENTURIST WORLD SYMPOSIUM  
HOSTED BY THE NATIONAL DENTURIST ASSOCIATION, USA 
AND INTERNATIONAL FEDERATION OF DENTURIST 
September 15 - 19, 2015
Hilton Alexandria Mark Center
5000 Seminary Road
Alexandria, VA  22311
877-783-8258
Mark your calendars and plan to attend the next Denturist World Symposium 
in beautiful historic Alexandria, VA. Close enough to Washington, D.C. to con-
veniently visit the U.S. Capital the historical monuments and the Smithsonian 
Institute Museums, yet resting outside the hustle and bustle of the city.
Watch for more information about this exciting event!

NEW CEO OF IFD
Tony Sarrapuchiello, President of the International Fed-
eration of Denturists (IFD) and Paul Levasseur, IFD Vice 
President of North American are pleased to introduce 
Mrs. Camille Bourbonnais as the new IFD Chief Execu-
tive.  Mrs. Bourbonnais, a human resources professional 
studied at the University of Montreal.   She will be re-
sponsible to look after the implementation of projects 
concerning the needs of the members of the IFD and 
work to support and grow the relationship with each 
representative country. Mr. Sarrapucheillo and Levas-
seur are pleased she has accepted this challenge and believe her dynamic and 
creative personality will be an important asset to the organization.   Welcome 
aboard Camille. 



     Cliff Christenot was born into a dental family.  His Dad was a dentist who 
worked in the oil fields while going to dental school in order to support 
a family and afford the tuition.  It seems he may have been one of the last 
Mechanical Dentists because he had a full dental laboratory and made his 
own crowns, bridgework, cast partials and dentures.  So Cliff says he comes 
by his aptitude naturally.  He worked in his father’s dental laboratory as a 
very young lad and even was chair side assisting when he was 13 years old.  
He says with a hint of a tease, but declares it to be true, “I assisted with all 
the extractions.  I had to do it because my father’s dental assistant couldn’t 
stand the sight of blood.” He enjoyed the dental work and especially the 
laboratory part of it and with his Father’s full laboratory, he gleaned a lot of 
experience at a very young age.

   After graduating high school he knew he was to be drafted so he joined 
the Navy.  There were no dental laboratory schools at that time and he had 
decided he liked this line of work and wanted to make it his career so when 
he learned the Navy had the best laboratory school going, he knew that was 
the place for him to be.  However, he was disappointed to learn he had been 
ordered to chair side assisting school.   These studies included radiology and 
he received certification as a radiologist and later he was sent to  hygienist 
school and finally was sent to the dental laboratory school.  He loved it and 
knew he had found his niche.  He ultimately spent the rest of his Navy time 
working as a dental laboratory technician.  His mentors were excellent and 
the education and training he received was exceptional.  An important les-
son he learned was how to evaluate a dental prosthesis and to notice what 
was wrong or bad about it and then to determine how to fix it; laboratory 
work was an intriguing challenge.

   After the military he worked in a commercial dental laboratory but want-
ed to branch out on his own so he moved to Libby and was a self-professed 
“bushwhacker.” He laughingly says he learned about the denturist efforts 
to gain independence, but when he tried to join and get involved he was 
shunned because everyone knew his Father was a dentist.  They thought he 
was a spy.  

   The state of Montana finally recognized the profession as a result of an 
overwhelming vote of the citizens via a ballot initiative. However, the candi-
dates for licensure needed an education to fulfill the state’s requirements.  
They finally realized Cliff was “one of them” and invited him to attend the 
denturist program at Idaho State University. Unfortunately, complications 
prohibited him from going, but he had an idea. He presented his academic 
materials to the state of Montana licensing board and they accepted these 
credentials which allowed him to sit for the state boards.  It was revealed he 
had more education than the law was requesting.  He passed the two-day 
state board examination handedly. He also became “buddies” with the other 
Montana denturists.

   Montana denturists have had their challenges and have been harassed for 
years by the dental board.  Without enough denturists to sustain their own 
board, the Board of Denturitry was engulfed by the dental board which 

allows only one denturists. Cliff has held that one position since 1993 and 
has been the denturist vanguard on that board.  He has not missed but one 
or two board meeting in this time and laughingly said that the one time he 
was gone, they manipulated to weaken his position on the board; but he 
was able to handle the crisis and mend the damage.  So he is careful to not 
miss a meeting.   

   Montana denturists have taken legal steps and are  presently in a good 
position and  believe their challenge to this board will have positive results.   
He is careful to express his appreciation for the other denturists in the 
state of Montana who are stepping up to the plate with him.  He especially 
gives a lot of credit to the President of the Montana Denturist Association, 
Allen Casteel.  Cliff says he has not met more dedicated hard workers than 
Allen and his wife,  Carol.  Without their diligence the denturist profession 
would not be as strong as it is and Montana is progressing.  New denturists 
are being licensed, there are young people to accept the torch and they are 
excited.   

   Cliff has been a strong supporter of the National Denturist Association, 
USA and was recently elected to the Board of Directors and is proving to 
be a strong asset to the progress the association is experiencing.  His per-
severance for the profession in Montana is exemplary and he is to be com-
mended for his steadfastness.  We are delighted to Spotlight Cliff - a genuine 
stalwart for the profession.

CHAIRSIDE CHATS

Want to share your interesting story?   
Send a legible copy of up to five hundred words to: 
The National Denturist, USA 
PO Box 2344 Poulsbo, WA  98370 
0r Email to: nda@nationaldenturist.com

   Every denturist knows the warning sign - a first time patient arriving for an 
appointment with a baggie full of “dentures that don’t work.”   Well here she 
came, a petite little lady, very nice with a pleasant contagious smile; neverthe-
less,   carrying that infamous baggie of dentures that don’t work.   
   She explained she had gone to several dentists asking for dentures that work, 
thus the baggie of dentures, but not one provided her with a denture she could 
wear comfortably and eat. I listened and then gave my educational “spill” about 
how the denture is an instrument and only works when the wearer makes the 
effort to manipulate an oral appliance, it often takes time, etc., etc.
   But her sincere smile and kind demeanor tempted me to take a look at the 
dentures that she soulfully claimed, “Just don’t work.”  However, as I evaluated 
the dentures it was apparent she had a legitimate problem; these dentures 
would not “work” for her.  One set was grossly off the bite. One set looked as 
if they had been made for someone else,  the teeth were set wrong and way 
too large, even major adjusting would not have made this set usable and the 
list of unfixable problems were plenty.   She seemed relieved that I was agree-
ing these dentures were unusable and thankful when I suggested I would do 
my best to help her get a wearable set of dentures.  Then she made a startling 
statement, “I guess I’ve learned my lesson that when you find a good denturist 
don’t move away from him.  It costs way too much money and stress.”   She 
said denturists.....what did she mean, I asked?   She explained she had gotten  
good dentures that worked from him about 15 years ago.  I immediately asked 
why she didn’t go back to him.  She explained that  she moved away from his 
part of the state and during another move 8 years ago lost her dentures.   

After 15 years she had lost his contact information and besides, she thought 
he had retired.  So she went to a dentist that was close to her new home, 
which started her collection of dentures that honestly didn’t “work.”   
   When I quizzed her she remembered the last name of the denturist but 
had forgotten his first name. As luck would have it I had just received  our 
magazine, The National Denturist, USA, which featured several denturists and I 
was pretty sure I knew who she was talking about.  She was delighted when I 
showed her the picture in the magazine and  with a big smile exclaimed, “Yes, 
yes that is my denturist.” I assured her he was not retired and gave her the 
contact information to his clinic.  She was thrilled.  At that moment I was very 
proud to be a denturist and  part of this professional community that serves 
and serves so well and was inspired to be the best practitioner I could be in 
order to earn the same respect from my patients that this sweet senior lady 
expressed excitedly in her acknowledgement, “Yes, yes that is my denturists.”

Amy Varshock, LD, DPD   |   Mt. Vernon, WA
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“DON’T GIVE UP.  DON’T EVER GIVE IN.  DON’T EVER STOP TRYING.  DON’T EVER SELL OUT.   AND IF YOU FIND YOURSELF SUCCUMBING TO 
ONE OF THESE FOR A BRIEF MOMENT, PICK YOURSELF UP, BRUSH YOURSELF OFF, WHISPER A PRAYER AND START WHERE YOU LEFT OFF.  
BUT NEVER, EVER, EVER GIVE UP.”  RICHELLE E. GOODRICH

S P OT L I G H T  -  C l i f f  C h r i s t e n o t  
Cliff Christenot, LD

He laughingly says he learned about the denturists’ efforts to gain  
independence, but when he tried to join and get involved he was 
shunned because everyone knew his Father was a dentist. They 
thought he was a spy. They soon knew he was on their side.

Cliff (right) doing what he loves best, engaging conversation about 
the denturist profession.
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will become worn.
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a yearly oral examination and 
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health and greater well-being.

Polishing is a professional technique 

employed by your denturist to freshen your 

denture. Using specialized buffing tools, your 

denturist restores the glossy surface finish of 

your denture, while eliminating the tough 

stains that elude regular maintenance.

Polishing is recommended once or twice a 

year and should be a regular part of your 

denture maintenance regimen. This is an 

economical step that takes just a few minutes.
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The National Denturist Association, USA exists to raise 

public awareness of the denturist profession, to be the 

focal point for communication and to address unjust 

legal restrictions on the profession.  This injustice 

affects, not only the professional denturist, but also 

those individuals who could greatly benefit from 

denturist services.  The National Denturist Association, 

USA provides educational opportunities, edits and 

publishes The National Denturist, USA, magazine, 

provides public advocacy, organizes national and 

international conferences as well as a sundry of other 

activities. Membership is open to interested parties 

with fee designations for professional, auxiliary and 

associate memberships.  The goal of this organization 

is to promote awareness of the professional denturist 

so every citizen of the United States knows the benefits 

of the profession and demands the opportunity and 

freedom to choose a denturist for their prosthetic 

dental needs. 

Join Here:

WWW.NATIONALDENTURIST.COM   

   1-360-232-4353

I want to join the National Denturist Association, 

USA and support their efforts seeking national 

recognition for the profession so every citizen of 

the United States has the freedom to choose a 

denturist for their prosthetic dental need.

Name:

Address:

                   

(Street/PO Box)                  
   (City)                              

           

(State)                  
                (Z

ip Code)

Telephone:

E-mail:

Membership:   

Standard   $150  

Associate      

Payment Options:        Check (Mail to address below)           

     Visa         MasterCard

Amount Authorized: $  

Card Number: 

Security Code:

Name  (Print):

Signature:

Make Checks Payable to:  

The National Denturist Association, USA 

  
Send To:  

The National Denturist Association, USA, 

PO Box 2344,   

Poulsbo, WA 98370

“Oral Healthcare 

Professionals 

Dedicated to Serve”

www.nationaldenturist.com

The National Denturist 

Association, USA exists 

to represent and support 

denturists in their 

efforts to provide expert 

professional care to those 

citizens in need of oral 

prosthetics and to offer 

an affordable alternative 

to the high cost of these 

dental needs.

DENTURISTS

$75

Here are your professional brochures,
designed especially for your denturist office.
Show your patients you care by providing 
them with helpful information. Packages 
of 100 for $25 available at the National 
Denturist Association, USA’s conferences.

ON THE MARKET

Denturist retiring after serving Missoula area for 25 years.  
Turn key practice.  Solid reputation with excellent potential 
for growth.  Large patient base.  Reasonable reimbursement 
from medicaid.  Live and work in beautiful Western Montana.  
Missoula has it all, hunting, fishing, skiing, water sports, college 
sports, arts, entertainment, and restaurants galore (fast food 
to fine dining).  Must be able to obtain Montana denturist 
license.   May intern if necessary.  Remember, Montana has 
less than 20 denturists for the entire state.  

Send inquiries to:  Ken MacPherson at  macnwatr@msn.
com

Beautiful Central Alberta Denture Clinic located 
in Red Deer Alberta, is seeking a full-time licensed 
Denturist for our state of the Art DenturePractice. 
Experience wanted, Salary with experience, Clinic is 
located half way between Edmonton and Calgary, 45 
minutes west you can be int the Rocky Mountains. 
Great area for golf and outdoor enthusiasts. Great 
city for families which holds all the amenities of a big 
city. Clinic is fully digital using some of the highest 
technology based processes available and is implant 
based. Practice is very high patient volume and has 
been established since 1994.

Serious inquiries reply to 
info@dentureandimplantcentre.ca

DENTURIST PRACTICE FOR SALE OR 
LEASE IN MISSOULA, MONTANA 

LICENSED DENTURIST WANTED

WANTED MASTER DENTURE TECHNICIAN.  

More and more people are becoming aware of the important service denturists provide as a member of the dental healthcare team.  
Where denturists serve there is greater access to dental prosthetic care and access to this service is impacting lives.  The National 
Denturist Association, USA is a critical avenue for generating public awareness of the profession and this is made possible by association 
memberships and generous donations from denturists, associates and concerned citizens.  Joining the association and sharing your gen-
erous donations contribute to our continued efforts to generate greater awareness of the profession.   Your support is critical toward 
our efforts to provide access to this much needed services to citizens in every state and community.  You are responding to our mem-
bership campaign; our membership is growing.  However, the question has been asked, “Does one have to be a denturist to be a member 
of the National Denturist Association, USA?”  Our answer is a resounding, no!  To better answer this question we have generated a 
brochure you can use to introduce the profession and association to anyone you believe may be interested in joining this charitable ef-
fort.  Please call 360-232-4353 or fax 360-779-6879 for your free brochures (a small S&H fee is charged; maximum 10 brochures) There 
is a $1.00 charge for packs of 50  (plus S&H; 2 packs maximum) for online orders.  Please visit www.nationaldenturist.com for details.  

The Lander Family Dental Center is located in Lander, WY.  The practice has been offering a one-day denture service 
for 30 years.  We are currently seeking a full-time Master Denture Technician who can take a case from impression 
to finish.  The salary is $60,000/year for 180 work days.  Hours:  8:00 a.m. - 2:00 p.m. four days a week.  

Please inquire at 307-332-3434.

Also available by order from the
NDA, USA Executive Office,
PO Box 2344, Poulsbo, WA  98370 or online at
www.nationaldenturist.com

Denture/Dental clinic for sale in Sequim, WA. Busy, 
well-established clinic with large patient base located 
in picturesque town on the beautiful Olympic 
Peninsula of Washington. Denturist owner retiring. 
Practice, in operation since 1990, includes five opera-
tories, multiple lab areas, good office and storage 
space, excellent parking. Building is available for lease 
or purchase and has extra income producing rental 
space. Wonderful opportunity to work in a beautiful 
community with an ever-growing patient base of 
retirees! Located in the center of town within walk-
ing distance to main bus station and one block from 
new City Community Center. Serious inquiries only. 
E-mail to denturecare@olympus.net or 
phone Mike at 360-460-9331.

CLINIC FOR SALE - SEQUIM WASHINGTON DENTURIST WANTED IN DENVER, CO
 
Established in-house denture lab/dental clinic located in desirable 
neighborhood in beautiful Denver, CO, is seeking a full time Den-
turist.  Experience is a plus, but not necessary.  The most desirable 
candidate would be a Denturist who would be willing to train to 
take over the clinic when the current owner retires.  This practice 
has been established since 1976 and currently has two exam rooms, 
with an additional chair for denture fittings, a full functioning in-
house denture lab, on staff denturist/owner, one part-time DMD, 
one part-time dental hygienist, and one part-time dental assistant 
with an office manager. Denver is considered a younger city with 
plenty of culture, tons of entertainment and bountiful views, while 
only minutes away from the Rocky Mountain.  A perfect opportu-
nity for a new graduate looking to start a practice while getting 
experience in a new exciting city.  Salary is negotiable.
 
Serious inquires reply and send your resume to
info@alldentureclinic.com or visit our web at dentureguru.com

        LICENSED DENTURIST WANTED

NEW 11X17 POSTERS AVAILABLE - 4 FOR $60
Order online at www.nationaldenturist.com.

The Denturist will be our educational trainer. The Denturist will educate and 
train dentists, dental facilities, faculty and students at various educational insti-
tutions on our products. This person will work closely with the Vice President 
and Sales & Marketing Department on developing curriculum and presenta-
tions. This person will also assist in the laboratory when needed.

 EXPERIENCE & TRAINING:
-     New college graduate and/or entry level. 
-     Frequent travel required.
-     Excellent interpersonal, written and verbal communication skills.
-     Must be flexible, forward-thinking, motivated, and have the ability     
      to act independently.
-     Training and education experience preferred.
-     Experience in giving presentations.
-     Proficient computer skills including Microsoft Office
      (Word, Excel, Powerpoint).
 
ESSENTIAL JOB FUNCTIONS:
 The duties listed below are examples of the work typically performed by an 
employee in this position.  An employee may not be assigned all duties listed 
and may be assigned duties which are not listed below.
 A.   Performs job functions timely and efficiently.

 Performance Criteria
·         Educate and train professionals and students.
·         Perform general laboratory duties.
·         Receive feedback from professionals and students and analyze      
          questions for more effective learning methods.
·         Prepare organized and easy to understand learning methods.
·         Other duties as assigned.

 This position is located in Los Angeles, CA. We offer a competitive benefits 
and compensation package. You may review our website at www.dentca.com 
for more information. Please send your cover letter and resume to : hr@
dentca.com.  We are an equal opportunity employer.

$50 OFF
Your Purchase 

of any 
Products 

$300 or More!
Coupon Code AD300 – One Time Use Only

Washington (800) 562-6645
Oregon (877) 244-2012
www.arnold-dental.com

Website Orders only
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© 2014 Ivoclar Vivadent, Inc. Ivoclar Vivadent, Blueline, Ivostar, Gnathostar and Phonares are registered 
trademarks of Ivoclar Vivadent, Inc.   Physiostar and TCR are trademarks of Candulor AG.

shopivoclarvivadent.com
Available at Ivoclar Vivadent LabShop

I V O C L A R  V I V A D E N T  G R O U P

®

REMOVABLE
I V O C L A R  V I V A D E N T

More than dentures.

▲

 Master Class: Phonares® II and PhysioStar® - The ultimate in function and esthetics

▲

 Premium: BlueLine® and TCR™ - High performance and esthetics

▲

 Mid-Line: - Vivodent® S - The perfect blend of value and esthetics

▲

 Entry Level: Ivostar® Gnathostar® - Simple and effi cient

The removable portfolio with the right teeth for every indication.

More options. Quality at every level.

All Ivoclar Vivadent and Candulor teeth are backed 
by our 100% Satisfaction Guarantee!

Contact your Ivoclar Vivadent representative 
to discuss which options are best for you.

6619 IVR TEETH AD - DLP.indd   1 2/6/14   11:12 AM

Senator Rayborn has dedicated his career seeking national recognition for denturists so every citizen 
of the United States has the freedom to choose a denturist for their prosthetic dental needs.  Realizing 
the need for a strong national association to represent the profession, he has faithfully contributed each 
month to the National Denturist Association, USA.  We are challenging everyone devoted to this cause 
to join him, add your name to the list pledging to contribute each month to the fund promoting educa-
tion, scholarships and benevolent projects.  We have established the Senator Rayborn Recognition Fund; 
named not only to recognize those who help financially but also to emphasize our goal – national recogni-
tion for the profession – giving citizens in every state the freedom to choose.

Senator Rayborn
RECOGNITION FUND
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William Rayborn 
Bruce Anderson 
Ron & Pam Barker 
Faye Hornback 
 
 
 

 
I appreciate Senator Rayborn and want to join him in supporting the efforts of The National Denturist Association, 
USA, seeking national recognition so every citizen of the United States has the freedom to choose the services of a 
denturist for their prosthetic dental needs. 
 
Name:___________________________________________    Monthly Amount Pledged:  $___________________ 
 
Address:______________________________________________________________________________________ 
                                (Street/PO Box)                                                      (City)                                                   (State)                    (Zip Code) 
 

Telephone:_____________________________________ E-mail Address:__________________________________ 
 

Payment Options: q Check (Mail to address below)     q Visa        q MasterCard 

Amount Authorized: $_________   Card Number: _______________________________Security Code: _________   

Name  (Print):_____________________________________Signature: _____________________________________ 
 

Make Checks Payable to:  The National Denturist Association, USA     
Send To:  The National Denturist Association, USA, PO Box 2344,   Poulsbo, WA 98370 
 
 
 
 
 
 

William Rayborn                                                                  
Rev. Fred & June Killman
Bruce & Wanda Anderson                                                  
Dr. Joseph Kingston
Faye Hornback                                                                    
Clayton & Theresa Sulek                        
Classic Dentures of Maine                                                  
Victoria Thacker
Ron & Pam Barker   

Paul Levasseur
Glen Anderson
Shawn Murray
Anderson Denture/Dental Center
Amy Varshock 
Chris & Gina Anderson
Melanee Barker
Tad Burzynski

YOUR NAME HERE   

 Check (Mail to address below)           VISA             MasterCard           Monthly           One Time
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“I am extremely proud of the American Denturist College and the level of professionalism that it brings to the 
Denturist Profession, Good luck to them in their future endeavors.”     -   Dr. Joseph Kingston, Denturist   |   Bangor, Maine

One of the fastest growing denturists colleges in the U.S. is the American Denturist 
College offering an online program that caters to the students’ schedules allowing 
them to continue their job and/or care for a family while attending college.

Krissie - “As Director of Admissions I am 
here to help.  Our turnkey process makes it 
easy for students to get started at the Ameri-
can Denturist College.”

Todd, Director of 
Education - “We are elated 
with the quality of students 
we have attracted and the 
growth we’ve experienced 
in the first two years of 
American Denturist College.  
The foundation of our school 
was built on Commitment 
to Excellence and our first 
graduating class will exceed 
our expectations.   We are very 
proud of them.”

Andy - “I have a pretty hectic sched-
ule and I love that I can pull out my 
computer anywhere, anytime and be 
studying on my schedule.”

Zach -  “I initially attended another Denturist 
College but switched to the American Denturist 
College.  The flexibility to keep my job and study 
on my own schedule enables me to finish school 
in  much less time.”

Individuals seeking a career in the Denturist profession are fortunate to have the choice of 
several colleges which offer exceptional education - meeting the high standard of excellence 

established by the U.S. credentialing boards.  Forgive us if we brag just a little:

Melissa Brulotte is a Mom........married with 
three school aged children....a full- time 
parent. She has also just finished her course 
work as a full-time college student at the 
American Denturist College and is now in-
volved in her required internship in order to 
graduate and then sit for the state board 
examination at which time she will receive 
her credentials as a denturist. Inspired by 
her Grandfather, the late Ron Hansen and 
her father Eric Hansen, she has chosen to 
be a denturist because of her great respect 
for them and the profession they worked so 

hard to bring to Washington State. Melissa’s father is obviously 
proud of her saying she is doing an excellent job balancing her 
school work with three kids all involved in school activities. He 
knows she will be successful, stating, “She has great respect 
for the profession and the people she serves as an intern. She 
is very good with patients.” She states being a denturist is very 
rewarding, “Seeing patients come to the clinic with absolutely 
no confidence and leave flashing a beautiful smile instills a feel-
ing of incomparable pride.” She spoke of a patient that she, as 
an intern helped serve, who came to the office with such a sad 
countenance and obvious low self esteem, yet left with a new 
confident smile, “The life-changing  effect was amazing.” She 
would encourage women to consider this as a career saying, 

“The denturist profession is also rewarding and an excellent ca-
reer choice for women. It affords the opportunity to regulate 
your own schedule especially when you share a profession with 
parenting. It is a stimulating career requiring creative problem 
solving skills, people skills as well as technical skills.  It keeps 
one engaged  because every case is different offering a chal-
lenge with rewards, not only monetary, but knowing you are 
serving.  Attending the American Denturist College was perfect 
for me.  Being able to continue my work while attending col-
lege was perfect......even though extremely challenging the on-
line classes were perfect. It was perfect!  I have never regretted 
my decision and look back 
on my academics with 
pride and  remembering 
how challenging it was 
gives me confidence that 
my education received at 
the American Denturist 
College has given me a 
firm foundation on which 
to continue my learning 
and growth as a profes-
sional denturist. I am de-
termined to be the best 
denturist I can be. I have 
huge shoes to fill.” 

FEATURED STUDENT

THE WAGNER IMPRESSION TRAY

Designed by a prosthodontist for world-class 
denture impression making.

Our curriculum is certified by the National 
Denturist Association, USA and approved by the 
International Federation of Denturists with the 
expectations that anyone who graduates from 
the American Denturist College will be ready to 
practice in the real world.
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Janice Wheeler 
is the president and co-owner of the The Art of Management Inc., a practice management company dedicated to helping denturists and other healthcare 
practitioners reach their full potential. For more information call 416-466-6217 or 800-563-3994, 
e-mail info@amican.com, www.amican.com

Scenario 
One: You ask a pa-
tient in the waiting room, in 
front of other patients or staff, to 
hand their denture over to you for repair (it 
has also happened, probably more than once). Later, 
your patient is handed his or her repaired denture over the 
counter at the front.

Scenario Two: You take the patient into the privacy of your op and sit them in 
the chair and, with respect, ask for their denture. When it has been repaired, again seat 
them in the privacy of the op and insert the denture. You have a steaming hot face cloth 
to give the patient to wipe their hands and face and a hand-mirror for them to examine 
the results.
Did you pick up the difference between those two scenarios? (Answer: caring and compas-
sion and dignity were absent in the first and present in the second.)

Tender Loving Care
Becoming a great ‘Denture Specialist’ means developing within yourself the ability to em-
pathize or see the other person’s point of view. Compassion means having sympathy and 
tenderness for another. Dignity means relative importance or position. Caring means to 
have or show regard, interest or concern; also to have a fondness for. Bottom line, how 
would you like to be treated in front of others?
By the way, caring and compassion have nothing to do with giving away your services for free 
or at a discount. Nor have they anything to do with being phony, syrupy or too sentimental.

Positive Experience
In the rush and crush of your daily practice, you may sometimes find yourself a little short 
on tenderness or empathy. Some of you seem to be born with more compassion than oth-
ers. Some may have to work on it and practice living in the other person’s shoes to really 
get the hang of this.  You are denturists, though, and not just lab technicians slinging product 
around the lab. As a denturist, you are working with people and need to be sensitive to 
making this a positive experience for them.

Start With a Mission Statement
Anyone can develop it with practice. It starts off with a good mission statement for the 
practice. This is a written up statement which sets down the focus or goals of the practice. 
If you have staff, include them in the working out of the wording of this statement because 
everyone must agree on it and work daily toward the achievement of those goals.

An example of a mission statement might read:
Our practice is dedicated to the creation of the highest quality dentures for the maximum 
pleasure and use of our patients. We also have the purpose of establishing a suitable, stress 
free and pleasant working environment that is conducive to the physical and mental well 
being of all the patients as well as every staff member. Our goal is a patient who has received 
the best possible care from each member of our team, who is enthusiastic about their ser-
vice from us and as a result actively refers others to our office. Our other goals are cheerful, 
caring and highly motivated staff members working together to their fullest potential in a 
happy environment.

How 
is this 

applied?
Once the mission state-

ment has been worked out by 
you and your staff, have each one (or 

just yourself, if you have no staff) work out how 
they individually from their positions within the practice, 

contribute to the above statement. This adds to their motivation 
because they are working at fulfilling a higher purpose than just reporting 

in and collecting a paycheque at the end of the week. They can have a sense of 
accomplishment of the goals of the practice.

Staff are important too
Notice that staff are very much included in the above statement. Stressed, unhappy staff 
don’t deliver quality care. Creating a stress-free and cheerful working environment will 
not only attract patients but also good staff but also help you keep them too. The staff 
can examine their own actions and interactions with patients and compare themselves to 
the ideals set out in the mission statement. They can ask themselves when they mishandle 
something: did that action provide the best quality care to our patients? And then they can 
work out how to do it better next time. Good staff are pretty self-correcting when they 
know what is expected of them.

Suggestions
Here are some tips and examples from some of our clients with respect to providing the 
caring, compassionate environment for the patients and staff.

1.  The ‘waiting room’ is referred to as the ‘greeting room’. Patients come and meet others 
and chat. The whole idea is that they are there to be serviced, not to wait.

2.  When you are finished treating a patient, walk them out to the front and help them into 
their coat and shake their hand and tell them that it has been a pleasure to serve them. Many 
patients will say, “No, it has been my pleasure.”

3.  Laugh, have fun, make the experience in your practice be a positive, pleasurable one.  
Focus on talking about positive things with the patients rather than discussing bad news.

4.  When a patient says, “I hate to complain…”, say “No, it is not a complaint – it is a con-
cern.”

5.  Keep in mind that your practice is not all about making money, it is to deliver dedicated 
service. Work at that every day. And you will do very well financially. Just put the emphasis 
on the service first.

6.  One of our clients has an internal waiting room where patients sit while their dentures 
are being worked on — giving more privacy than the front room.

7.  Create a pleasant environment of nice music, pictures on the walls, comfortable chairs, 
coffee, current magazines.

8.  It’s all about the patients knowing that you care. Let them know that you do.

Food for thought
I hope that I have inspired you to get a mission statement done up and put into action. It’s 
all about top quality dentures, service, compassion and well-cared for staff — including you.

Written by Janice Wheeler
 

Make
“Tender Loving Care”

your Mission
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THE NATIONAL DENTURIST ASSOCIATION, USA
The National Denturist Association, USA represents denturists, healthcare professionals dedicated to serve the dental 
prosthetic needs of individuals. The National Denturist Association, USA, exists to be the authoritative voice for denturists 
in the United States, to pursue advancement of the profession through education, communication among members, act as 
the liaison with international agencies and encourage excellence in the provision of denturists’ services to all Americans. 
The National Denturist Association, USAprovides educational opportunities, organizes national and international 
gatherings, sponsors trade shows and provides an avenue for camaraderie among the membership. Membership is open 
to interested parties with fee designations for standard and associate memberships.

M
em

b
er

sh
ip

 A
p

p
lic

at
io

n Standard Membership Annual Fee*...................................................................................................$150.00 
Standard Membership Annual Fee After June 1st*.....................................................................$250.00
(Fee includes subscription to The National Denturist, USA magazine, reduced fees to association activities and special 
benefits.)

Address 1 Address 2

Address Address

Address

Telephone

Facsimile

E-Mail

Website Address

Name of Institution 
(Required; Students Only)

Pay accepted online at www.nationaldenturist.com or Mail 
or Fax completed Membership Application to:

Make Checks Payable to:  National Denturist Association, USA

E-Mail

Facsimile

Telephone

Address

Business Name

Associate Membership Annual Fee*...................................................................................................$ 75.00
Associate Membership Annual Fee After June 1st*......................................................................$125.00 
(Associate memberships are available for student denturists, retired denturists, spouses and office staff.  Office staff does 
not include denturists, dentists or dental technicians.  Fee includes subscription to The National Denturist, USA magazine, 
reduced fees to association activities and special benefits.)

National Denturist Association, USA  
Executive Office
P. O. Box 2344
Poulsbo, Washington 98370
Facsimile:  (360) 779-6879

Credit Card Payment:               MasterCard                Visa       Discover        

Telephone: (360) 232-4353   E-Mail: nda@nationaldenturist.com  Website: www.nationaldenturist.com

Card Number

Signature

Expiration Security Code Amount Authorized

Please send correspondence to:              Address # 1                      Address # 2
 

*Membership follows the calendar year

Name

Amy Varshock, LD, DPD, Washington denturist recently opened her sec-
ond denturist clinic in Silverdale, WA.    Her opening was celebrated by 
a reception and  ribbon cutting  hosted by the Silverdale Chamber of 
Commerce.  NDA, USA Executive Director Wanda Anderson and her 
husband, Bruce  enjoyed the evening and were delighted to join in the 
congratulations to Amy.

DENTURE ESSENTIALS - RIBBON CUTTING

Photograph by ALimages alicia@alicreative.net



V ince Lombardi needs no introduction. 
This legendary football coach led 
the Green Bay Packers to three NFL 
championships and two Super Bowl 

victories. The “Packers” never suffered a losing 
season under this man’s leadership.  Later he 
took the Washington Redskins to their first 
winning season in 14 years. It is said he is a 
national symbol of single-minded determination 
to win. It might be asked by those who face, 
what might seem like insurmountable obstacles, 

how did he do that?  Mr. Lombardi answers that 
question for us; he demanded team camaraderie 
and commitment. “INDIVIDUAL COMMITMENT 
TO A GROUP EFFORT – THAT IS WHAT MAKES 
A TEAM WORK, A COMPANY WORK, SOCIETY 
WORK, A CIVILIZATION WORK.  PEOPLE WHO 
WORK TOGETHER WILL WIN, WHETHER IT IS 
AGAINST COMPLEX FOOTBALL DEFENSES, 
OR THE PROBLEMS OF MODERN SOCIETY.”  
These lessons for winning are invaluable to any 
group.

WINNING TEAM

THE

 
 “Never doubt that a small group of thoughtful committed citizens can 
change the world; indeed, it’s the only thing that ever has.”  Margaret Mead, 
the famous cultural anthropologist spoke from experience; she influenced an 
entire cultural idea.”

 
 “INDIVIDUAL COMMITMENT TO A GROUP EFFORT – THAT IS WHAT MAKES A 
TEAM WORK, A COMPANY WORK, SOCIETY WORK, A CIVILIZATION WORK.  
PEOPLE WHO WORK TOGETHER WILL WIN, WHETHER IT IS AGAINST COM-
PLEX FOOTBALL DEFENSES, OR THE PROBLEMS OF MODERN SOCIETY.” 
Vince Lombardi

   We are beginning a MEMBERSHIP CAMPAIGN with a 
goal to make the National Denturist Association, USA 
the #1 organization representing all denturists and to 
stand together with state and local associations to 
find solutions to the challenges we all face. A growing 
NDA, USA means greater recognition for the denturist’s 
profession, more resources and support for members, 
and a loud voice in Washington and in state capitals 
across the country. While helping denturists achieve 
success we are improving the oral health of millions of 
Americans. 

   Your leadership is convinced we will win this struggle 
for national recognition. We have our Rally Cry and we 
have the potential to win. A denturist, is unique…your 
education and talent are incomparable. You are the 
only professional educated exclusively to serve patients 
with removable dental appliances and the need for this 
service is infinite. Knowing this is a win for denturists 
when we heed the admonition to find strength in a 
strong unified purpose, we are challenging everyone 
to accept the challenge to WIN A MEMBER FOR THE 
TEAM. 

   We begin the campaign by challenging active 
members to share in this success by encouraging others 
to join. With your help the NDA, USA benefits by adding 
strength to the team. The new member benefits by 
taking advantage of what membership has to offer. You 
benefit with self Satisfaction knowing you are being 
part of a history making winning team – plus there are 
incentives. 

• Active NDA, USA members will receive a $50 NDA, 
USA Gift Certificate** for recruiting 2 NDA, USA 
members; Recruits must not have been a member of 
the NDA, USA for the last 5 years.

• Active NDA, USA members, will receive a $25 NDA, 
USA Gift Certificate** for recruiting a new state 
association member; Recruit must not have been a 
member of the state association for the last 5 years. 

• State Associations* joining with 10 or more recruits 
will receive a 40% discount on the initial annual 
state membership fee; Recruits must not have been a 
member of the NDA, USA for the last 3 years. 

• State Associations* joining with 5 or more recruits 
will receive a 30% discount on the initial annual 
state membership fee; Recruits must not have been a 
member of the NDA, USA for the last 3 years.

• Active member and recruits will be honored at 
National meetings and featured in The National 
Denturist, USA.

   Your National Denturist Association, USA leadership 
team is committed to seeing this profession be 
recognized and appreciated for the vital service 
denturists provide. Respecting the enormous sacrifice 
and groundwork of our dedicated pioneers and leaders; 
this team is determined to build on that foundation and 
push this profession into the arena where it belongs and 
is desperately needed. This will happen, but we need 
each of you to be a part of this historical movement. 

**Gift Certificates may be redeemed for NDA, USA patient 
brochures or posters, credit toward association membership or 
credit toward NDA, USA conferences registration fees.

*CONTACT: nda@nationaldenturist.com; 360-232-4353 or visit 
our website:  www.nationaldenturist.com

WIN A MEMBER FOR THE TEAM
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B
efore I was involved in making software for 
denturists I used to work construction with 
this grumpy guy named Hank. Hank would 
have a baloney and mustard sandwich in his 

lunch every day. And every day he’d complain about 
it. One particular afternoon, after a rather animated 
bout of cursing at his baloney sandwich, he turned 
to me and said that if he has one more baloney 
sandwich for lunch he’d throw himself right off the 
building. I asked if he ever talked to his wife about 
making him something different. He replied, “Wife!? 
What  wife!? I make my own dang sandwiches !”  
Ok, it’s not entirely a true story. Regardless, the 
sandwich does illustrate a mantra that most happy 
people wax on about:  that there is only one per-
son responsible for the quality of life you live. That 
person is you. 

Four Steps
to a Better Practice

“IF WE DID ALL THE THINGS WE 
ARE CAPABLE OF DOING, WE 
WOULD LITERALLY ASTOUND 

OURSELVES.”
- Thomas A. Edison

Take 100% Responsibility

It is impossible to overstate the importance of  dentures to the wearer yet they remain one of the most challenging aspects of modern dentistry.  
As dental health in the population improves, more patients feel embarrassed about wearing dentures and wish to keep the fact secret.

enigma™ produces life-like teeth of such vitality, your dentures become a secret you share only with your dentist!  The enigma™ system uses 
advanced tooling and precise computer-control of multiple color layers to reproduce the color variations found in natural teeth.  

The photo above show some of the features that help enigma™ teeth appear so alive and real.

• Subtle Internal Mamelons
Replicating the internal structure of natural teeth.  Mamelons 
make enigma™ dentures appear more realistic.

• Greater Opalescence
This effect can be seen in natural teeth as light travels through 
them. It makes teeth in enigma™ dentures appear more three 
dimensional.

• Demineralization Points
These are small imperfections that appear as natural teeth 
grow. By including subtle imperfections, enigma™ dentures 
do not look “too perfect” to be believable.

• Darker Necks
By precisely layering colors, enigma™ teeth recreate the 
many colors found in any natural tooth. 

What makes false teeth look real?

Demineralization
PointsBlue/White Opalescence

& Fluorescence

Darker Necks

Canines Darker

17 shades A1-D4
including HBO

Internal Mamelons

™

CALL FOR
A FREE

PREVIEW
VIDEO!

FOR SALES IN U.S.
CALL TOLL FREE  
1-800-558-5925

1075 N. Gilmore Street, Allentown, PA 18109-3210 
Phone: (610) 252-1464 • (800) 558-5925 •  Fax: (610) 252-2822

Email: sales@americandentalsupply.net • www.americandentalsupply.net
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    It is commonly known that if you want to be successful, you have to 
take 100% responsibility for everything that you experience in your life. 
That means giving up all the excuses, all the victim stories, all the why 
you can’t and why you haven’t and all the outside circumstances holding 
you back. You have to give them all up forever.  It’s a simple equation re-
ally: Event + Response = Outcome. The thing about this equation is that 
once the event happens, it’s done. What we do have 100% control over 
is our response to the event and thus our outcome. Taking 100% re-
sponsibility does not mean that you were necessarily responsible for the 
bolt of lightning that hit your practice last night. But you are definitely 
responsible for how you react to that fact. It does not mean that you are 
directly responsible for every mistake that is made in the office. But it 
does mean that if you are not achieving the desired results in your office, 
you need to make changes. Taking 100% responsibility is a pre-requisite 
to good practice management.

   Once you have realized that you have created your current experience, 
then you can uncreate it and re-create it as desired. But the question 
then becomes, what do you want? This is where goal setting comes into 
play and it is probably the most fun part of managing anything. We can let 
our imagination run wild and dream as big as we can on this step! Here 
are a few helpful guidelines when goal setting:

Ideas vs Goals
   Dreaming and imagining is fun but not particularly helpful unless we get 
specific and measurable. When there are no criteria for measurement it 
is simply something you want, a wish, a preference, a good idea. Here are 
a few examples of good ideas vs goals: (See Example Below)

 

Chuck it Down
Take each goal and chuck it down into sub-objective and timelines. The 
more specific the better. If your goal is have a gross revenue of $1 mil-
lion dollars a year from now you definitely have some sub-objectives to 
define and measure. You could start by taking some current measure-
ments, then setting more specific weekly and monthly goals. Some initial 
measurements could include: 

•  How many brand new patients entered the practice last month? 

•  How many of those new patient had what you define to be major fees? 

•  What was the total value of the discounts you gave out last year?

• How many equilibrated dentures did you sell compared to standard 
dentures?

• How many quotes have been given out in the last 4 months which have 
not been followed up on? 

• Generate a list the all patients in your practice who are under 90 years 
old, have insurance, and have not had a reline in the past 2 years?
Once you have a starting point, you can make weekly or monthly mea-
surable goals. Each goal should have an action plan with specific time 
deadlines outlined. 

Review Daily
   If you are serious about achieving these goals you MUST review them 
daily. Make a sticker on the inside of your wallet that reads “$1 mill - May 
31”. Take out your goal book every morning and read the fact that your 
revenue will be $1 million dollars on May 31st, 2015. Review what needs 
to be done today, this week, and this month. Even if you had not tasked 
yourself something tangible to accomplish on a given day then just read-
ing your goals solidifies something psychologists often refer to as “struc-
tural tension” in your brain. Your brain wants to close the gap between 
your current reality and the vision of your goal. Athletes understand this 
and have it down pat. The same principal can be applied to the goals of 
your practice. 

Bruce Lee’s Letter
   If you ever get a chance to visit Planet Hollywood in New York City, 
look for the letter hanging on the wall that Bruce Lee wrote to himself. 
It is dated January 9th, 1970, and it is stamped “Secret.” Bruce wrote, “By 
1980 I will be the best know Oriental movie star in the United States 
and will have secured $10 million dollars… And in return I will give the 
very best acting I could possible give every single time I am in the front 
of the camera and I will live in peace and harmony.” 

Decide What you Want

Take Action

   

   There is going through the motions and there is making a commit-
ment to taking action. When I was designing practice management soft-
ware I had a problem. Denturists are different than dentists. Denturists 
want to use wireless devices like laptops and tablets and they wanted 
to take these devices home or remote locations. The problem is that 
the remote devices rely on a wireless network or the internet to ac-
cess the software. This is a problem because the wireless networks and 
internet can occasionally stop working at the most inconvenient times 
for my denturist customers. We committed to developing the first and 
only software for denturists (and in the whole dental\medical industry) 
that could work offline and synchronize changes once it got back online. 
This seemed like an overwhelming task to do at the beginning. But by 
committing to the process and doing whatever it takes to get there… 
well, we got there. If you want to create a working environment that is 
pleasurable and profitable, then commit to the process and take action!  

   There are reasons why some denturist practices continually spin their 
wheels while still working hard. Until one commits to becoming orga-
nized and measuring results there will be a lot of running on a hamster 
wheel. How many outstanding insurance claims? What is your Accounts 
Receivable right now? How many premium vs standard dentures did you 
do this year? How much money did you forgo in discounts this year? 
How many people in your files are due to get a reline or a new denture? 
How many cancelled or missed appointments last month and did they 
all rebook? How many referrals are you getting from dentists and how 
many patients have you referred to a dentist? How many patients come 
in from your yellow pages ad? And how many of those patients referred 
someone else? There are a lot of things you can measure. Following the 
first three steps in this article will invariably give you some indicators 
that you will want to start to measure.

“HE WHO STOPS BEING BETTER STOPS BEING 
GOOD.”

- OLIVER CROMWELL

Organize and Measure

“IF YOU ARE BORED WITH LIFE, 
IF YOU DON’T GET UP EVERY 
MORNING WITH A BURNING 

DESIRE TO DO THINGS – YOU 
DON’T HAVE ENOUGH GOALS.” 

– Albert Einstein & many others

“THINGS MAY COME TO THOSE 
WHO WAIT, BUT ONLY THE 

THINGS LEFT BY THOSE WHO 
HUSTLE.”

– Abraham Lincoln

“WHAT GETS MEASURED 
IMPROVES.”  

– Pretty much anyone who 
accomplishes anything great :o)

Good Idea                                               Goal or Objective

I need to treat my employees better

I would like make more money My gross revenue will be over $1 million dollars on May 31st, 2015 income statement.

I will meaningfully acknowledge each employee for their contributions this week by 5pm this Friday.

Dean Fenwick is passionate about helping denturists achieve 
the peace of mind that comes with a well-organized profitable 
denturist clinic. He has developed DOMx (Denturist Office 
Manager) - the only practice management system can be 
used effectively on tablets and access your data away from 
the practice, even when offline. He can be reached at 855-
494-0057.
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The Washington Denturist Association achieved a small victory recently in 
an ongoing debate with Washington Dental Service/aka Delta Dental of  
Washington. While deemed an incomplete solution, WDS/Delta is once 
again accepting code D0140 (limited evaluation) on claims submitted by 

denturists. 
    Delta stopped paying for denturist-provided exams in April of  this year, citing that 
exams were not within the scope of  the denturist license, and instructing them to use 
one of  the new screening codes instead. 
    Essentially, they attempted to rewrite the denturist scope of  practice,  first stating 
that denturists could not perform oral examinations/evaluations, and then conceding 
that we could do only a “limited evaluation” which, if  you read the description, is usu-
ally reserved for emergency abscesses and the like. 
    Worse, the EOBs were going to our patients, saying that claims were denied because 
the procedure performed was  a service outside of  our scope of  practice.
 Carolyn Logue, WDA lobbyist, initiated and mediated a face-to-face meeting with 
WDA members and two WDS reps on August 20, 2014. Attendees included Caro-
lyn Logue, WDA Executive Director Carol Carbone, NDA, USA Executive Director 
Wanda Anderson, Denturist Joseph Vize, and Stephanie Vize.  They submitted facts, 
claims and examples showing the Washington Law clearly describing  the denturist 
scope.  The two hour meeting was somewhat eventful, and we were grateful to Carolyn 
for setting it up. 
    The reason given by the WDS/Delta representative for the denial of  benefits went 
back to a paragraph in the CDT manual preceding the exam codes, not within the 
codes, stating that examination and treatment planning are the sole responsibility of  
the dentist. It is interesting that the recently re-approved D0140 code is still beneath 
the paragraph cited as reason for denial.
    A quick study of  all of  the examination/evaluation/screening codes leaves no doubt 
that denturists are capable of, and frequently provide, the regular exam/evaluation 

codes: D0120 (periodic) and D0150 (comprehensive/ new patient) on a regular basis.   
In fact, Washington denturists are mandated to do this.  It is our professional opinion 
that the screening codes alone are entirely inadequate for meeting the legal and ethi-
cal obligations to our patients, to say nothing of  the time and procedures required to 
gather the information for treatment planning and recommendations. 
    At this time, WDS will accept D0140 from denturists. We cannot provide legal 
advice, and any recommendations in this article are not intended as such. Please care-
fully read the description of  every procedure code you use, and make sure that all 
chart notes are kept accordingly.  If  you do get a denial from WDS for a screening 
code or D0140, please contact WDS representative  Melinda Wheeler at mwheeler@
deltadentalwa.com. 
   Since the decision was made, I have resubmitted every denied claim, and every new 
claim, with a comment in the remarks section, summarizing our position: “Billing with 
code D0140 per WDS mandate.   FYI, we are only changing code to comply with your 
arbitrary ruling.  We do not agree with the decision,  but our patients deserve  ben-
efits.”   I have not yet received feedback on any of  the resubmitted claims.
    It is my personal opinion that their stated  reason for denial “outside of  scope” is 
libelous. While we are grateful for this small concession,  I do intend to pursue this 
further with the Attorney General. 

Submitted by:
Stephanie C. Vize
Stephanie is the editor of  the Washington State Newsletter 
and active committee member of  the National Denturist As-
sociation, USA.  She serves as her husband’s Office Manager 
at his two denturist clinics.

Small Victory in WDS Dental Insurance Debate



The National Denturist, USA is dedicated to providing a publication that offers pertinent technical information, business news and support 
and introduces innovative state of the art products for its readership. This is possible by the support of our advertisers and sponsors. We 
encourage our readers to utilize their products and services. To make this easier we have provided their contact information.  Please consider 
these companies for all your denturist office and laboratory needs.
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