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the eventual cost of  tooth replacement or repairing 
damaged teeth with cosmetic procedures.  What are the 
true protection properties of  the store bought, ill fitting 
uncomfortable plastic guards out there?  As the expert 
health care professional in your community you will be 
providing a proper dental prosthesis, and not relying on 
sporting good store hype.
The time spent in making over 100 mouthguards at a 
time may seem overwhelming to the dentist.  We have 
devised a time effective method.  We meet the athletes at 
the school prior to the practices and simply make easy 
putty impressions. It is important to achieve a complete 
impression through the 1st molar area at least.  Vestibular 
borders should be achieved.  Using pre-measured 
poysiloxane putty materials proves to be ideal, with it only 
taking 3 minutes or so to achieve each impression.
More information on this process and tremendous 
benefits to the athlete can be achieved by visiting www.
sportsdentistry.com
It has been reported that protective thickness is important 
because as the thickness of  the mouthguard material 
increases logarithmically, the transmitted impact force 
decreases.  The mouthguard absorbs the impact energy.  It 
is suggested that the labial thickness be 3mm, the palatal 
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thickness 2mm and the occlusal thickness 3mm. (3)
So I would suggest that you get in contact with the 
athletic trainers at your local schools and offer to 
volunteer your time to educate the athletes and parents 
as to the  benefits of  custom made pressure laminated 
mouthguards.  It can really make a difference in a young 
person’s life. n

     (1)  Padilla,  R. IndyDentalSociety.org 
     (2)  http://www.smartguards.ca 
     (3)  http://www.informed.es/seod/mouthguard.htm

Profit will be approximately $588,000 (and cash flow of  
$500,000 after debt service). 
 
Every year that passes without completing a practice 
merger is another year of  potential income that was lost. 
It is money that could have been generated from your 
practice if  you had completed a practice merger. You 
have already made a considerable investment in your 
existing office facility and now it’s time to maximize its 
productivity through a practice merger.
 
Practice Collections are $800k/ year and even with a 
selling price of  $600K which is 75% of  revenue (most 
of  my practices this year sold between 72% and 78% of  
last 12 months collections.)

All of  the purchasers fixed expenses remain the same.. 
Rent doesn’t go up, utilities usually don’t increase to an 
amount worth mentioning if  at all, telephone is usually 
the same.  So you are left with additional staff  members 
in the purchasers office to assist with the merging 
(selling doctors) practice.  In this example, the seller 
would work post sale as an associate for a specified 
percentage, usually around 35% of  collections.  As a 
result, you will have an increase in lab fees in the office 
and dental supplies due to the additional production in 
the practice.  In this example, the seller works post sale 

and makes an income of  $224,000 as a percentage of  
collections.  In the example I used 40% for the selling 
doctor’s associate percentage to show even paying the 
seller a high commission (percentage of  collection 
amount) the purchaser will still earn a nice profit.

The seller will get the $600k for selling his practice and 
earn $224,000 seeing the patients he/she has been 
treating their entire career. A good deal for the seller as 
well.

Michael started his career managing a Fortune 500 
company while earning his Honors Bachelor of  Commerce 
Degree in 1991, majoring in Accounting and Management 
Science at the University of  Windsor. In 1995, he 
graduated Summa Cum Laude from the University of  
Detroit Mercy School of  Dentistry with a Bachelor of  
Science Degree as a Registered Dental Hygienist. Michael 
practiced clinically for four years and moved on to 
practice management of  ten offices. Since graduating, 
Michael has successfully managed a number of  group 
practices and owns dental related companies.  His 
expertise consists of  dental practice management, dental 
IT services and dental practice transitions.  Michael 
is a licensed Real Estate Agent and works with AFTCO 
Transition Consultants assisting Dentists throughout 
Michigan with all facets of  practice transitions. n 
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FREE SEMINAR 
Membership Appreciation Day II 

 

Fall Session 2011  
What’s Hot and What’s Getting Hotter!! 

 

 
 
 

This is a program about real dentistry for real people by a real dentist! Dr. Glazer will present a potpourri of materials and techniques 
that will make your day at the office easier, more productive and fun! Your entire dental team will benefit from learning about the 
latest products and benefits provided for you and your patients. Dr. Glazer writes a monthly column by the same title for AGD Impact 
magazine, and reviews new products and materials on a regular basis for his column. 
 

Topics may  include: 
• Curing lights..to light up your life (dental) • Desensitiztion & Adhesives..a sticky subject made simple 
• Composites for esthetic fillings not just white ones • ICON Infiltration technique 
• Impression materials...first impressions are important • Provisional materials..provisionals should look great  
• Burs..so many and so little time • Lasers..simple, easy and quick w/ great results 
• Endodontic instruments..getting to the root of the matter • Cements..that which holds the relationship together 
• Tissue retraction and fluid control • Reducing Sensitivity with topical paste application 
• Matrix bands for perfect, predictable contacts • Whitening systems..that work 
• Oral cancer prevention..dentists can save lives! • Loupes, instruments, equipment potpourri and more… 

 
 

 
Dr. Glazer is a Fellow and Past President of the Academy of General Dentistry, and former Assistant Clinical Professor in Dentistry at 
the Albert Einstein College of Medicine (Bronx, NY). He has been a visiting clinician at several universities around the country 
including: SUNY - Buffalo, Univ. of Minnesota, Univ. of California - San Francisco, Univ. of Texas - Houston, Univ. of Florida - 
Gainesville, and the Univ. of Missouri - Kansas City. Additionally, he is a Fellow of the American College of Dentists; International 
College of Dentists; American Society for Dental Aesthetics, the American Academy of Forensic Sciences, and a Diplomate of the 
American Board of Aesthetic Dentistry. Dr. Glazer is an Attending Dentist at the Englewood Hospital (Englewood, NJ). Additionally, 
Dr. Glazer is the Deputy Chief Forensic Dental Consultant to the Office of Chief Medical Examiner, City of New York. 
     

For the past several years, Dr. Glazer has been named as one of the “Leading Clinicians in Continuing Education” by Dentistry Today, 
and most recently was named as one of the Top Dentists in New Jersey by New Jersey Monthly magazine. He lectures throughout the 
United States, Latin America, Canada, Europe, Scandinavia, India, Korea, Japan, Indonesia, Malaysia and China, on the subjects of 
cosmetic dentistry, forensic dentistry and patient management. Dr. Glazer is a frequent author of dental articles and has been published 
throughout the world. Currently he publishes a monthly column in AGD IMPACT entitled “What’s Hot and What’s Getting Hotter!” 
He maintains a general practice in Fort Lee, NJ.  
 
 

 
 

8:30 - 9:00   Registration 
9:00 - 12:00           Morning Program 
12:15 - 1:30            Lunch On Your Own 
1:30 - 5:00              Afternoon Program  
       

 
 
 

 
 

Description 

Biography: Dr. Howard S. Glazer 

Program:  Friday, DECEMBER 9, 2011    
 

Credit Format and Credit Hours 
 
7 FAGD/MAGD Lecture C.E. Credit Hours 
 
 

 

Academy of General 
Dentistry 
Approved PACE 
Program Provider 
FAGD/MAGD Credit 
6/1/2010 – 5/31/2014 

The Michigan Academy Of General Dentistry 
Presents: 

Howard Glazer, DDS, FAGD 
 

Lansing, Michigan – December 9, 2011 
 



• Registration MUST be received by November 20, 2011
• Make checks payable to: Michigan Academy of  General Dentistry
• Mail to: �Michigan AGD, c/o Dennis Charnesky, DDS, MAGD 

4101 John R. Road, Suite 100, Troy, MI 48085 
Voice Mail: (734) 624-0162

Doctor______________________________________________________________________________________________

Address_____________________________________________________________________________________________

Telephone___________________________________________ AGD #_________________________________________

_____________$100.00 MAGD Members, deposit check to reserve your seat. The deposit will be returned to 
Michigan AGD members at the seminar. However, the deposit check will be forfeited if  member does not 
attend. YOUR AGD MEMBERSHIP MUST BE PAID TO ATTEND THIS PROGRAM FOR NO FEE. 
____________ $135.00 AGD Member, non-Michigan
____________ $295.00 Non-AGD Members
____________ $100.00 late fee for ALL registrations if received after Nov. 20, 2011
____________ $175.00 Additional Fee for at the Door Registration (Space Permitting)

Please Note That There Will Be No Confirmations Sent For This Seminar
Location: Kellogg Hotel and Conference Center. Michigan State University
55 South Harrison Road, East Lansing, MI 48824-1022  (517) 432-4000
Hotel Reservations (800) 875-5090  http://www.kelloggcenter.com

Refund Policy: Full tuition refund will be issued if  any seminars are canceled by the MAGD. Full tuition refund (less 
$25.00 non-refundable registration fee) will be issued if  cancellation is received 21 calendar days before the seminar. There 
will be no tuition refund issued for any cancellation received 20 calendar days or less before the start of  the seminar. The 
MAGD reserves the right to change and/or cancel the locations or dates of  these seminars without any prior notice.

cut here

31000 Telegraph Rd., Suite 170
Bingham Farms, MI 48025
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