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Want more new 
dentist resources?
For more information about 
other ADA resources especially 
for new practitioners visit ADA.
org/newdentist or reach out to 
the ADA New Dentist Committee 
offi ce at 800.621.8099 or by 
email at newdentist@ada.org

Disclaimer
This publication of the American 
Dental Association is offered as 
information only and does not 
constitute practice, fi nancial, 
accounting, legal or other 
professional advice. Persons 
need to consult with their 
own professional advisors for 
any such advice. Reference 
herein to any products and/or 
services of non-ADA resources 
is not to be construed as an 
endorsement or approval by the 
American Dental Association or 
any of its subsidiaries, councils, 
commissions or bureaus, or 
of any state or local New 
Dentist Committee, of that 
product or service. Non-ADA 
resource manufacturers and 
service providers are solely 
responsible for the products 
and/or services they provide. 
ADA is not responsible in any 
way for any representation or 
warranty, guarantee or any 
claims which may arise from the 
products or services. The ADA 
specifi cally disclaims any and 
all liability for damages arising 
out of the use of the services 
or products, including special 
and consequential damages, 
expenses, or other claims or 
costs.

L ooking for ideas on how to pay off 
your student loans faster? Here are 
some federal programs available to 

new dentists.
The National Health Service Corps offers 

loan repayments and scholarships for 
dentists who practice in Health Professional 
Shortage Areas. For information about the 
National Health Services Corp., visit the 
NHSC’s main webpage and search “loans 
and scholarships”. To locate a federally 
qualifi ed health center opportunity, visit 
the National Health Services Corps 
website nhsc.hrsa.gov and choose the jobs 
center link.

In 2017, NHSC expanded its Students 
to Service Scholarship Program to provide up to 75 fi nancial 
awards to dentists in their fi nal year of school. The Students 
to Service Program pays for tuition and fees of future primary 
care providers, including dentists, interested in serving 
communities in need. The program is open to students who are 
in their fi nal year of medical or dental school pursuing primary 
care careers and provides up to $120,000 in scholarships.

For more information on applying for the 
2018 program, visit nhsc.hrsa.gov. 

The U.S. Public Health Service 
Commissioned Corps are uniformed 
dental offi cers, serving in more than 20 
agencies. The Commissioned Corps is part 
of the Department of Health and Human 
Services and overseen by the U.S. Surgeon 
General. While the Commissioned Corps 
is not an armed service, offi cers may have 
the opportunity to assist in public health 
responses to man-made and natural 
disasters and offi cers receive the same 
benefi ts as their counterparts in the military. 
For more information, visit usphs.gov/
profession/dentist/.

The Armed Forces Health Professions Scholarship Program 
has one-, two-, three- and four-year scholarships that cover 
most educational costs and provide a stipend. For more 
information, contact a health professions recruiter to discuss 
opportunities with the Army, Air Force and Navy. You can also 
learn more at Success.ADA.org and searching “jobs in federal 
dentistry.” For ADA resources on debt visit ada.org/mydebt.

Federal options for paying off debt

Dr. Emily Lanzel likes 
solving puzzles. It’s 
a simple enough 

hobby and a simple enough 
reason why she pursued oral 
pathology. 

“Each case is a new puzzle,” 
said Dr. Lanzel, a visiting 
assistant professor at the 
University of Iowa College of 
Dentistry. 

Dr. Lanzel holds a master’s 
degree and a certifi ciate in oral 
and maxillofacial pathology 
from the University of Iowa, 
where she also received her 
dental degree. In addition, 
she has a bachelor’s degree in 
Spanish from the University of 
Wisconsin-Madison. 

The ADA New Dentist 
News asked Dr. Lanzel about 
the details that went into her 
decision to pursue a specialty. 

Here is a summary of the 
conversation: 

Q. How and when did you 
choose to pursue oral 
pathology?

A.Dentistry is a wonderful 
profession, but from 

day one, I was not cut out for 
general dentistry. I loved the 
basic science courses, had 
a passion for studying and a 
dislike of using my hands. I 
would much rather take a test 
than cut a crown prep. I fell in 
love with oral pathology my 
second year of dental school 
during our oral pathology 
course. 

Luckily, the course was 

taught by one of the greatest 
educators and nicest people 
I have ever met, Dr. Mike 
Finkelstein, and he fostered 
my interest. There was no 
going back from there. 

When it came time to apply 
for residency, I weighed the 
positive and negatives — 
professionally and personally 
— and decided to follow my 
passion for pathology and 
academics. 

Looking back, it was one 
of the best decisions I have 
made, and I have no regrets.

Q. How would you describe 
some of the benefi ts or 
challenges of pursuing a 
specialty?

A.By far, the benefi t of 
pursing something I was 

truly passionate about far 
outweighed the challenges. 
But, the job market for 

oral pathology is a defi nite 
challenge. The jobs are not 
plentiful and, unlike general 
dentistry, you can’t go just 
anywhere to practice.

Q. What factors did you 
consider and what resources 
did you use to help you make 
this decision?

A.The best resource 
was talking to current 

residents and practicing 
pathologists to get 
information about residency 
cost, job outlook, day-to-
day life during residency, 
etc. I probably should have 
done more investigating of 
the pros/cons than I did, but 
nothing was going to keep 
me away from studying oral 
pathology at that point. 
I also spent three weeks 
between my third and fourth 
year of dental school in the 
oral pathology department 
experiencing what the 
residency was like.

Q. What else should dentists 
know when considering 
pursuing a specialty?

A.If there is a specialty you 
are interested in, see 

if you can do an externship 
or job shadow within the 
department to get a better 
feel of what you would be 
getting into.  

Also, choose a specialty/
job that you can see yourself 
doing every day and still 
love it.

Specialty pathway:
Oral pathology
Q&A with Dr. Emily Lanzel �
������

ADA Oral Pathologist 
is a chair-side reference 
to oral pathology 
conditions that can 
assist dentists with 
formulating diagnoses. 
Dr. Michael Kahn, 
chairman and tenured 
professor of the 
Department of Oral and 
Maxillofacial Pathology 
at Tufts University 
School of Dental 
Medicine, wrote and 
developed content for 
the app.

ADA Oral Pathologist 
is a reference you can 
use every day with 
photos and descriptions 
of the most common 
oral pathology 
conditions. Search over 
200 conditions.

Features:
• Access content 
anywhere

• Does not require 
registration or 
subscriptions

• Compatible with 
Android or Apple

• Search for oral 
pathology conditions 
by name, or perform 
searches on gender, 
age, clinical site, and 
clinical observations

• Includes suggestions 
for management

Purchase at the ADA.
org/productcatalog.

Dr. Emily Lanzel



Dentists are people who are devoted to the well-being 
of their patients; just read any dental school admissions 
essay and you will clearly see that we are a population 

of helpers. So in the dental operatory, after having presented 
treatment to the best of your ability, you may dread the 
eventual question, “How much will this cost?” Your intuitive 
reaction may be to flee, to allow others to field this question 
or to respond with defense: “You need this treatment! How 
much it costs is irrelevant!” But, as Vince Lombardi once said, 
“Preparedness is the ultimate confidence builder.”  

The best way to handle the difficulty of discussion money 
is to go into any patient encounter prepared. The following 
outlines three steps you can take to effectively prepare for this 
discussion:

Hire the right person
The best person to discuss the intricacies of the cost of 
treatment is not the dentist. Our role in the practice should be 
clearly clinical. When hiring the front staff or office manager, 
ask questions regarding sales experience. This will help you find 
the right fit for these responsibilities. It may be difficult to see 
dentistry as a business involving sales, but we must remember 
sales and ethics are not mutually exclusive. 

Dentistry does involve sales in the complexities of treatment 
acceptance. When you hire the right people, people who have 
a comprehensive knowledge of 
sales psychology and insurance 
procedures alike, they will be 
able to have an objective and 
educational conversation with 
the patient and close on the 
treatment you have prescribed. 

Understand insurance
Insurance is very common in 
our day and age. And depending 
on the type of insurance, 
the cost to the patient can 
vary significantly. As a new 
dentist, this is one of the most 
challenging things to maneuver. 
If your practice accepts a wide 
range of insurance, it is necessary 
to get acclimated to not only 
understanding how certain 
insurance plans work but also 
what verbiage to use when explaining insurance matters to 
patients. This will primarily fall on the treatment coordinator to 
articulate, but in times when the dentist needs to discuss these 
matters, it is best when it has been ironed out and the dentist 
has a good working knowledge of matters. 

Know your role
Although you must have the right people on your team, this 
does not give the dentist a free pass. Dentists must understand 

that their treatment has a 
financial (and emotional) 
value attached to it. Dentists 
must be comfortable enough 
discussing finances to 
cohesively pass the baton to 
their team. The patient will 
typically ask these questions 
at the end of a diagnostic 
appointment. The dentist’s 
role is to translate the value. 

My general rules of thumb 
for my involvement with 
finances is as follows:

Do not get in the way
The worst thing a dentist can 
do is misquote treatment 

fees (either too high or too low). When I do not know the 
specific cost, I hold my tongue and let the patient know we 
must collect more information to give a more precise estimate. 

Do set the stage
Whenever possible, I do let the patient know how much they can 
expect to pay but also let them know that my staff are excellent 

at figuring out the tricky details 
with insurance. I make sure 
they have no additional clinical 
questions and understand the 
value of the treatment I am 
recommending before helping 
them transition to a meeting 
with a treatment coordinator. 

Do ask questions
It is really easy to make 
assumptions when hearing 
questions about cost. It is 
almost intuitive to assume 
they most likely cannot afford 
treatment. But at times, it is 
more complex than that. I like 
to respond with open-ended 
questions like “Is cost a primary 
concern for you?” This allows 
me to see if their question is 

about affordability, treatment spacing, payment plans or timing. 

Discussing finances may seem cumbersome at first, but with 
some practice, you will find that it is the key to making your 
business thrive. 

This article, written by Dr. Amisha Singh, originally 
appeared May 22, 2017, in the ADA New Dentist Now blog 
(newdentist.ada.org). 
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Talking finances in a clinical setting
One of the greatest challenges for many dentists is the need  
to discuss money with patients. 

Dr. Amisha Singh

“overwhelming.”
“My advice is to just 

pick something,” she 
said. “Start somewhere. 
You never know what 
experiences you might 
have or what you might 
learn. 

If it’s a bad experience, 
then fine. Check it off your 
list and move on to the 
next opportunity.”

In addition to treating patients, Dr. 
Willens in his current role supervises 
general practice residents, a part of his 
job that appeases his interest in dental 
education, he said. 

But perhaps the best part of the job, he 
said, is the opportunity to meet so many 
veterans, learn their stories and thank 
them for their service. “I feel so much 
respect for what they’ve done and being 
able to help improve their oral health is my 
small way of giving back,” Dr. Willens said.

practice ownership, Dr. Ghazzouli said networking is 
key. Dr. Ghazzouli said he stays active in organized 
dentistry to be able to consult and share notes 
with other dentists. He also serves as a part-time 
instructor at the hospital at which he completed his 
residency, which he said helps keeps him abreast of 
the latest science and what’s happening in dentistry 
beyond his practices’ four walls.

With work and teaching and having a family, 
having a passion for dentistry is key. “I don’t think 
I’d be doing what I’m doing if I wasn’t passionate,” 
he said.

Dr. Sneha Patel Dr. Sam Willens Dr. Hadi Ghazzouli
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It is really easy to make 
assumptions when 
hearing questions 

about cost. It is almost 
intuitive to assume 

they most likely cannot 
afford treatment.



When North Carolina dentist Dr. 
Kristin Kaelke Miller says that 
one of the highlights of the New 

Dentist Conference is the networking, she 
means it.

“Well, at the meeting last year in Denver, 
I met someone at my 16th District lunch 
table that led me to get my awesome new 
job out of it,” Dr. Miller said. “An associate 
was there from a practice that was two 
minutes from where I live. The practice was 
somewhat new, but I don’t know if I would 
have found out about them as quickly if we 
hadn’t sat down and started talking that day. 
They were looking for someone with my 
background and experience, and the timing 
was perfect. Networking doesn’t get much 
better than that for me.”

Dr. Miller, a member of the class of 2011 
of the University of Missouri-Kansas City 
School of Dentistry, has been going to the 
New Dentist Conference since 2014, with 
plans to attend this year’s event in Atlanta 
in October, concurrent with ADA 2017 – 
America’s Dental Meeting.

The New Dentist Committee chair at the North Carolina 
Dental Society, Dr. Miller said there are many reasons why 
she makes it a point to be a part of each year’s New Dentist 
Conference. “I love going to see old friends and faces and 
network with other like-minded dentists, new and old,” she 
said. “I catch up with old classmates from my dental school in 
Kansas City, but I get to see a lot of new dentist friends that 
live all across North Carolina, too. Even though we’re in the 
same state and all fairly involved in organized dentistry, I don’t 
regularly see them, so it’s fun to be able to hang out and relax 
together. I get a lot of opportunity to do continuing education 
near me, so the continuing education, social events and food 
are a bonus.”

Louisiana-based Dr. Raymond Jarvis, who graduated from 

the Louisiana State University School 
of Dentistry in 2010, is one of two 
national New Dentist Committee 
members that work with the ADA to 
organize and plan the New Dentist 
Conference.

Dr. Jarvis fi rst attended the 
conference last year, and said he is a 
strong advocate for new dentists to 
come to Atlanta.

“One tough part about being a dentist 
is that we work in our practices by 
ourselves or with a small group of other 
dentists day in and day out,” Dr. Jarvis 
said. “The New Dentist Conference gives 
us a chance to interact with other new 
dentists from around the country to 
share and learn about our successes and 
failures. It can be very freeing to learn 
that we all share similar experiences 
of learning to manage the daily goings 
on of a dental practice, supporting 
our student debt, juggling work and 
family life, et cetera. On top of that, we 
have an amazing lineup of inspirational 
speakers and CE courses as part of the 
New Dentist Conference.”

He added: “We really have put in a 
lot of work in to make this an amazing 
conference. I am looking forward 
to seeing many new dentists at the 
conference. I hope that everyone 
takes full advantage of everything the 
New Dentist Conference and the ADA 
Meeting has to offer.”

The New Dentist Conference is 
October 19-21 at the Georgia World 

Congress Center in Atlanta, concurrent with ADA 2017 – 
America’s Dental Meeting. Register at ADA.org/NDC.

Stay engaged
Designed for students, ADA Success 
offers a series of face-to-face programs 
presented by ADA member dentists or 
other subject matter experts on the 
following topics:

• Managing Debt and Wealth.  
• State of the Dental Profession.  
• Practice Management for All Dentists.
• Finding a Job.
• Leadership and Ethics in Dentistry  
• Understanding Employment 

        Agreements. 
Want to bring Success to your dental 

school, dental society meeting or 
residency program? Contact the ADA 
Offi ce of Student Affairs or visit ADA.org/
successprogram.

CareerCenter connects 
dentists with employers 
Looking for a job? Check out the ADA 
CareerCenter website. 

The ADA CareerCenter is the offi cial 
online job board of the ADA and a free 
resource for dentists searching for career 
opportunities or employers recruiting dental 
professionals.

At careercenter.ADA.org, users can 
search or post job opportunities for 
dentists, oral surgeons, orthodontists 
and other dentistry-related career 
opportunities. 

To sign up, visit careercenter.ADA.org and 
upload your resume. Once registered, you 
can apply directly for new jobs online as 
well as receive email alerts for new jobs that 
become available. 

Is your Find-a-Dentist 
profi le up to date?
In July, the ADA launched a new national ad 
campaign to help make it easier for patients 
to fi nd ADA dentists. With the ad campaign, 
potential patients are seeing new digital ads 
that share amazing teeth facts and urge 
them to schedule a dental checkup with an 
ADA dentist. The ad campaign is the latest 
phase of a three-year initiative to drive new 
patients to ADA members.

The ADA encourages members to fi ll out 
their Find-a-Dentist profi les, complete with 
a photo, practice information, offi ce hours 
and payment options.

The online tool allows prospective 
patients to easily fi nd an ADA member 
dentist using a ZIP code or address. They 
can refi ne their search using distance, 
specialty, gender, and payment options. 
Participating ADA member dentists are 
prioritized in the search results starting 
with the most complete profi les. So, the 
more complete the profi le, the higher in the 
search results page.

To update your Find-a-Dentist profi le, 
log in to your MyADA page, ADA.org/
MyADA, using your member ID number 
and password. For more information or 
assistance, contact the ADA Member 
Service Center. For more information on the 
campaign and for resources to help market 
a practice, visit ADA.org/fi ndadentist.
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New tools for dentists seeking  
practice ownership

Wells Fargo Practice Finance is the only practice lender 
selected especially for ADA® members and endorsed by 
ADA Business Resources.SM

Wells Fargo Practice Finance

Our new 36-page workbook, Acquiring a Dental Practice, gives you 
information and guidance to help you navigate the acquisition process:

 · Helps you evaluate, purchase, and transition into a new practice

 ·  Provides best practices for maintaining production and establishing 
business systems

 ·  Shows you how to market your practice and monitor its performance 

Visit wellsfargo.com/adanewdentist to request a no-obligation  
consultation and your complimentary copy of Acquiring a Dental Practice.

Immediate financing needs?  
Call 1-888-937-2321 to speak with a dental financing specialist.

Practice Success Series for Dentists

Acquiring a Dental Practice
Wells Fargo Practice Finance

Inside
• Conducting due diligence

• Planning your transition

• Building production

• Managing growth

New Dentist Conference offers opportunity 
to network, share experiences

Drs. Kristin Kaelke Miller and Scott Driver, 
best friends from dental school, reunite 
in Denver while attending the 2016 New 
Dentist Conference.

Dr. Raymond Jarvis


