
Middlesex County Dental Society
Full Day CE Programs 7 CEUs Each

Checks Payable to MCDS (Payment must accompany registration)
Mail to: Middlesex County Dental Society
P.O. Box 7026, East Brunswick, NJ  08816

All programs to take place at the Pines Manor in Edison, NJ
Registration for all courses starts at 8:00 a.m.
Continental Breakfast and Lunch Included

For further information call 732-238-1255

✵ ✵✵

Doctor’s Name (Last)   (First)

Address

City   State  Zip

Offi ce Telephone Number  Fax Number

Non-Dentist Staff Members Attending the Cowie Course:

Name Name

Name Name

Name Name

Registration Form Registration Fees: (Please check appropriate boxes)

MCDS Members/Residents:
q All three programs .........................$150
q Individual CE Programs ...............  $65 ea
 List program speaker(s): ________________

 ____________________________________
 ____________________________________

NJDA Members (non-MCDS):
q All three programs  ........................$250
q Individual CE Programs ...............  $100 ea
 List program speaker(s): ________________

 ____________________________________
 ____________________________________

NJDA Non-Members:
q All three programs  ....................... $600
q Individual CE Programs ................$225 ea
 List program speaker(s): ________________

 ____________________________________
 ____________________________________

Total number of Non-dentist staff members for 
the Cowie and Garber courses:  ____________
   ________$45 pp
 Total Enclosed: $_________

Dr. Donald Lewis
Doctor, Your Check Has 

Bounced Again!
(Dental Offi ce Embezzlement)

Sponsored by Benco
Wednesday, October 19, 2005

8:30am-4:30pm

Dr. Robert Cowie
New Patient Protocol – The 

Patient Interview and Evaluation
Open to Doctors and Staff
Sponsored by Excel-Berger Lab
Wednesday, November 9, 2005

8:30am-4:30pm

Dr. David Garber
Esthetic Success — 

‘By Design’
Open to Doctors and Staff
Sponsored by Kuwata Pan Dent

Wednesday, April 19, 2006
8:30am-4:30pm

Non-Dentist Staff Members Attending the Garber Course:

Name Name

Name Name

Name Name

Name Name

Name Name



D
r. D

avid A
 G

arber
E

sthetic Success —
 ‘B

y D
esign’

Sponsored by K
uw

ata Pan D
ent

W
ednesday, A

pril 19, 2006
8:30am

-4:30pm

D
r. G

arber is a past president of the A
m

erican A
cad-

em
y of E

sthetic D
entistry and has served on the boards 

of both the A
A

E
D

 and the A
m

erican A
cadem

y of Fixed 
Prosthodontics.  H

e holds a dual 
appointm

ent at the M
edical C

ollege 
of G

eorgia School of D
entistry in 

A
ugusta as Professor in the D

epart-
m

ent of Periodontics and as C
linical 

Professor in the D
epartm

ent of O
ral 

R
ehabilitation. H

e is the recipient 
of “T

he 2005 G
ordon J. C

hristensen 
L

ecturer R
ecognition A

w
ard”, “T

he 
A

m
erican C

ollege of Prosthodontics  D
istinguished 

L
ecturer A

w
ard” and “T

he G
reater N

ew
 Y

ork A
cadem

y 
of Prosthodontics D

istinguished L
ecturer A

w
ard” and 

practices w
ith the internationally know

n “ Team
 A

tlanta”.
D

ental practice in the new
 m

illeneum
 has evolved 

dram
atically --- new

 ceram
ic system

s, coupled w
ith pre-

dictable bonding, have changed and expanded treatm
ent 

planning for enhancing sm
ile esthetics w

ith less-invasive 
techniques. Today’s patients look beyond the restoration 
of individual teeth and contem

plate enhancing sm
iles in 

their entirety.  D
entists need a predictable tem

plate of  
“10 defi nitive Steps to Sm

ile D
esign”.  

 
R

esin bonded bridges, porcelain fused to m
etal 

and all ceram
ic restorations, as w

ell as im
plants are all vi-

able cosm
etic solutions to patients suffering w

ith m
issing 

teeth in the “E
sthetic Z

one.” H
ow

 do patients and dentists 
m

ake the best choice?
 

T
his presentation w

ill address the changing, 
integrated face of dentistry, including Porcelain veneers, 
Innovative crow

n and bridge, O
ne-appointm

ent tooth 
replacem

ent w
ith im

plants, Ten essential steps to sm
ile 

design, “A
ccelerated” tooth preparation, N

ew
 cem

enta-
tion system

s, T
reatm

ent of gum
m

y sm
ile, and Pontics 

—
 C

reating the Illusion of R
eality.

T
he program

 w
ill update both the generalist and spe-

cialist, as w
ell as their auxiliary staff on state-of-the-art 

technique and m
aterials in restorative dentistry, esthetics, 

cosm
etic periodontics, and im

plantology.

D
r. D

onald L
ew

is
D

octor, Y
our C

heck H
as 

B
ounced A

gain!
(D

ental O
ffi ce E

m
bezzlem

ent)
Sponsored by B

enco
W

ednesday, O
ctober 19, 2005

8:30am
-4:30pm

D
r. D

onald L
ew

is is a D
iplom

at 
of the A

m
erican B

oard of O
ral and 

M
axillofacial Surgery and is currently 

in private practice in C
leveland, O

hio.  
D

r. L
ew

is is an A
ssociate Professor of 

O
ral and M

axillofacial Surgery at C
ase 

W
estern R

eserve U
niversity School of 

D
entistry and is a guest lecturer in the 

D
epartm

ent of Sociology at K
ent State 

U
niversity as w

ell as for the M
B

A
 program

 at the W
eath-

erhead School of B
usiness at C

ase W
estern R

eserve 
U

niversity.  H
e is also the O

ral Surgery C
onsultant for the 

C
leveland C

linic.  D
r. L

ew
is earned the designation of 

“C
ertifi ed Fraud E

xam
iner” from

 the B
oard of R

egents of 
the A

ssociation of C
ertifi ed Fraud E

xam
iners.  D

r. L
ew

is 
is one of only tw

o dentists in the w
orld to hold this des-

ignation.  T
hrough his efforts, D

r. L
ew

is has docum
ented 

that health care professionals are uncovering w
hite-collar 

crim
e in their practices.  D

r. L
ew

is has also published 
num

erous articles about w
hite-collar crim

e in local, state, 
and national publications.  

In 1993, D
r. D

onald L
ew

is realized that he w
as a 

victim
 of a very silent and fi nancially draining crim

e 
- em

bezzlem
ent.  A

fter investigating the crim
e and recov-

ering lost funds, he extensively researched the subject of 
fraud and em

bezzlem
ent, and has authored tw

o books, 
“E

m
ployee E

m
bezzlem

ent and Fraud in the D
ental O

f-
fi ce: Scam

s, Schem
es and B

roken D
ream

s” and “Y
our 

R
oadm

ap to Financial Integrity in the D
ental Practice: 

A
 Team

w
ork A

pproach to Fraud Protection &
 Security”.  

D
r. L

ew
is has also published num

erous articles about 
w

hite-collar crim
e in local, state, and national publica-

tions.  T
his course is a result of his experiences, research, 

and w
ritings and is a m

ust for any doctor that ow
ns 

and operates a dental practice.  Taking one day out 
of your busy schedule to hear D

r. L
ew

is can save you a 
lifetim

e of regrets. 

D
r. R

obert C
ow

ie
N

ew
 Patient Protocol – T

he Patient 
Interview

 and E
valuation

Sponsored by E
xcel-B

erger L
ab

W
ednesday, N

ovem
ber 9, 2005

8:30am
-4:30pm

D
r. C

ow
ie is a 1976 graduate of N

orthw
estern U

ni-
versity D

ental School and practices 
in Jacksonville, Florida. H

e holds 
m

em
bership in the A

D
A

, as w
ell as in 

num
erous professional organizations. 

H
e has served organized dentistry at the 

state and local levels, as w
ell as having 

been a past president of the Jackson-
ville D

ental Society. H
e has com

pleted 
close to 2000 hours of continuing edu-
cation, including the continuum

s at the 
D

aw
son C

enter for A
dvanced D

ental Studies, the Society 
of O

cclusal Studies, and the L
. D

. Pankey Institute. H
e 

has presented over 100 sem
inars in 28 states on restorative 

procedures, m
aterials, occlusion, and com

m
unication 

skills.
W

e all learned how
 to exam

ine patients in dental school, 
and then tell our patients w

hat they needed to have done 
based on w

hat treatm
ent plan w

as “approved” by our pro-
fessors. T

he exam
ination, diagnosis, and treatm

ent plan 
w

ere “graded” based on w
hat w

e learned about the patient 
and then w

ere able to explain and defend to our profes-
sors. H

ow
 m

uch w
as the patient involved in the process? 

U
nfortunately, once out of dental school m

ost of us con-
tinue the habits w

e established in school – be they right or 
w

rong. H
ow

 often do w
e “tell” the patient w

hat they need, 
instead of “ask” w

hat they w
ant? H

ow
 do you get them

 
to “w

ant” w
hat you think is the best treatm

ent for them
 

to have? H
ow

 do you get them
 to “w

ant” m
ore than their 

insurance covers? 
To be the m

ost effective dentist today and be able to 
offer our patient the quality of care they deserve requires 
a different level of understanding of the exam

ination and 
consultation process. T

his sem
inar is designed for the 

dentist and all team
 m

em
bers to help them

 understand 
w

hat skills are em
ployed to com

prehensively diagnose 
each patient and then present the treatm

ent in a w
ay that is 

m
ost likely to be accepted by the patient.


