


 
 

 

 
 

Introducing  
Bob Affleck 

Partner/Director of Business Development 
 

 
Greetings and a warm hello! 
 
It is with a great deal of excitement and enthusiasm that I am announcing my new position with Practice 
Transition Partners, Inc.  I will be serving California dentists as the Director of Business Development along 
with their current Southern California Representatives, Kerri Matz McCullough and Donald Stanley. Practice 
Transition Partners is a well established, professional firm committed to exclusively working with dentists in 
the sale, acquisition, merger and valuation of dental practices.  I have come to know the principles that make 
up Practice Transition Partners, Inc. and can assure you that we share the same professional, confidential and 
responsive dedication to excellence and integrity that I have been committed to during the past 17 years of 
serving dentists associated with Matsco. I look forward to continuing my long-term relationships as well as 
developing new acquaintances in the dental community through my new position. 
 
I currently reside in the Orange County area and have over 17 years of experience in the dental industry as a 
Regional Sales Manager for Matsco; providing dentists with their practice financing needs. During that time, 
I have helped hundreds of dentists buy and start-up their dental practices. I have a strong business 
background and I am a sought after speaker for many Dental Societies and the American Dental Association.  
My greatest passion is to help educate dentists on the business side of dentistry; ultimately helping them get 
where they want to be.  
 
At Practice Transition Partners, Inc. we want to make sure that selling or purchasing a dental practice is a 
positive experience.  We offer personalized service to each of our clients. Our team of experienced 
professionals will carefully handle your transition from the initial practice valuation to the final closing 
meeting. I invite you to contact us to learn more about our nationwide services or to set up an appointment. I 
welcome the opportunity to personally discuss your practice transition plans, whether a transition is in your 
near future or a few years down the line. 
 
Sincerely, 
  
 
 
Bob Affleck 
Partner/Director of Business Development 





PUNJABI DENTAL SOCIETY



AN AWARD WINNER INTERNATIONAL ORGANIZATION
PROMOTING EXCELLENCE IN DENTAL EDUCATION

Over 1700 Members Strong
Presents

A Must attend seminar for you and your staff

COSMETIC DENTISTRY
BY

DR. EDMOND R. HEWLETT
On

MARCH 30TH, 2008 (Sunday) 9:00 am till 5:00 pm
(AGD & CA Board 7 hrs C.E. units)

At

FOR REGISTRATION / MEMBERSHIP / STAFF DISCOUNT OVER THE PHONE PLEASE CALL
TOLL FREE 1-866-422-5573 ( 1-866-4-CALL-PDS) OR 909-933-9076

We accept Visa, Master card, American Express & Discover
VISIT US ON OUR WEB SITE: WWW PDSOCIETY. COM TO DOWNLOAD MEMBERSHIP FORM

Make check payable to
PDS

1361 E. 4TH STREET  ONTARIO, CA 91764

(  P lease pr in t  in  capi ta l  le t ters  or  a t tach your  bus iness card )

Name DR/RDH/RDA/DA__________________________________Lic no__________
Circle one                     first                   middle initial                  Last

Address_______________________________________________________________

_
city                                                              state                                                   zip
Phone no                                         Fax no                                 e-mail
ARE YOU A PDS MEMBER       YES            NO           Membership no___________________________________

COMPLIMENTARY LUNCH & PARKING INCLUDED
REGISTRARION FEE                                 Before  March 20, 2008               After March 21, 2008
Dentists Non-members                                $ 89.00                              $ 99.00 

Members                                $ 79.00                              $ 89.00
Hygienist/R.D.A.Non-members                         $ 69.00                              $ 79.00 

Members                                $ 59.00                              $ 69.00

Dr. R. Salwan
President

Dr. D.P. Singh Nagra
Chairman

EEMMBBAASSSSYY  SSUUIITTEESS  HHOOTTEELL
900 EAST BIRCH STREET, BREA, CA 92821



DR EDMOND R. HEWLETT.

Dr. Edmond R. Hewlett is a native of Los Angeles, California. He attended UCLA from 1972 to 1976
as an undergraduate majoring in Biology, and in 1980 received his D.D.S. degree from the UCLA
School of Dentistry. Dr. Hewlett is a past Division Chair of Restorative Dentistry at UCLA, and cur-
rently serves as Vice-Chair of the Division.  He has been honored for his teaching efforts with awards
from several graduating classes, including the Instructor of the Year award from the Classes of 2000
and 2004. Dr. Hewlett’s teaching has additionally been recognized with the 2004 National Dental
Association/Colgate-Palmolive Faculty Recognition Award and an award from the UCLA Chapter
of Alpha Omega dental fraternity.

His bibliography includes numerous scientific articles and abstracts in peer-reviewed journals, as
well as 2 book chapters. He has presented over 175 invited lectures and courses on adhesive restora-
tive dentistry materials and techniques both nationally and internationally. He has served as a mem-
ber of the U.S Food and Drug Administration’s (FDA). Dr. Hewlett currently serves as a Consumer
Advisor (media spokesperson) for the American Dental Association and an Editorial Team Member
for Reality. Dr. Hewlett has been recognized for his contributions to the dental profession by induc-
tion into the Omicron Kappa Upsilon National Dental Honor Society and the American College of
Dentists. Since 1987, Dr. Hewlett has maintained a private practice in restorative and prosthetic den-
tistry at the UCLA Faculty Group Dental Practice.

SYNOPSIS:

The array of esthetic restorative materials available to dentists has never been more diverse or more
widely applicable to common clinical situations than it is today. The clinical success of these mate-
rials, however, is critically dependant upon the establishment of an adhesive tooth-restoration inter-
face that is continuous, tenacious, and durable. Furthermore, the numerous variables (substrates,
products, techniques) typically encountered during adhesive procedures challenge our ability to con-
sistently and predictably establish such an interface. 

The presentation will provide current, practical information on selection and use of today’s esthetic
restoratives for better, more predictable results with less confusion.
• Posterior composites in less time, with less leakage, and NO SENSITIVITY!
• Porcelain veneers – prep or no prep?
• Dentin bonding – clinical tips for optimum performance
• Glass ionomers –You NEED them in your practice. Here’s why.
• Minimally invasive, maximally preservative dentistry
• Remineralization – a CURE for early caries lesions

Stick to It – Predictable, Durable Adhesion in Esthetic Restorative Dentistry



NEW IMAGE CREATION



SECRETS behind your patients saying  
	 “YES” to an elective & comprehensive treatment 
 		  REVEALED! Sem

inar presented by
A

llen N
azeri, D

D
S &

Philip C
hin, D

D
S

1•877•90•IMAGE 
                      (46243)

For registration & payment, please call 
the NIC Dental Lab marketing team

www.nicdentallab.com
• full service dental laboratory • training seminars

Las Vegas • NV • April • 11th • 2008

Sponsored by: 
New Image Creation Dental Laboratories
Cornerstone Seminars International 
Kavo

See you in Las Vegas!

Upcoming 2008 seminars:
Honolulu • HI
May • 30th 
 
San Francisco • CA 
June • 13th 
 
Irvine • CA
July • 18th

To learn more about this practice building seminar for your 
entire team, go to www.nicdentallab.com/sponsoredseminars

• How to create a “BUZZ” and build an excellent reputation  
   in your community about your services
• How to create value and build trust with a new patient
• How comprehensive dentistry will benefit your bottom line, 
  reduce your overhead and make dentistry fun again 
• How to protect yourself from malpractice lawsuits and hungry lawyers
• How your telephones are answered - An eye opening experience!
• All the scripts necessary to close your next big case and more!

In this seminar you will learn:



Voted as a TOP FINALIST nationwide in the LMT Magazine 
Crown Challenge in the following areas:

NIC Crown Club
Introducing

West of rocky mountains, ship to: 
• 767 N. Hill St.  Suite # 109. Los Angeles, CA 90012

Two dental lab locations to serve you with quick turn-a-round times
East of rocky mountains, ship to: 

3901 Coconut Palm Dr. Suite # 100. Tampa, FL 33619 •

®

Marginal Integrity
Contour
Anatomy
Shade
Occlusion
Stain & Glaze

Enjoy Consistent Quality and Volume Discounts Whether You are a Solo or a Group Practice

7 Yr. Limited Warranty on All Crowns

Call Us For Fast Pick Up 1.877.90.IMAGE

www.nicdentallab.com

PFM NP

PFM Gold 52%*

PFM Gold 73%*

IPS Empress

Lava

Z Crown

Cercon

Captek

Unit orders 
Per Month:

Up to 
25

26 - 
50

51 - 
100

101 - 
200

201 - 
500

501 - 
1000

1001 - 
2500 2500 +
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®

A Division of New Image Creation Dental Laboratory

. full service dental laboratory . training seminars

(46243)

LMT Crown Challenge 2007 Finalist

Based on Current Market Pricing for Gold

Canadian Dentists Welcome





 

 

 
 

Presents 
Interactive workshops for buyers and sellers 
designed to help you realize the possibilities! 

Yes, we help dentists successfully buy and sell practices all the time, but that’s not the most 
important area of our expertise.  Anyone can sell you something.  We go the extra mile by 
educating our buyers and sellers to ensure each transition is smooth, profitable and gives both 
parties what they truly desire. 

Seller Workshops 
If you are thinking about selling your practice within 
the next few years, this is a workshop series you can’t 
afford to miss.  Learn how to create a practice that not 
only sells quickly, but also helps you realize the 
maximum in profits.  Our system is designed to help 
you create a practice sale that will continue to give 
your patients the quality experience they are 
accustomed to long after the sale is complete.  For a 
smooth transition our workshops are essential. 
 
March 20, 2008 
Develop Your Exit Strategy, Before It’s Too Late: 
Does your exit strategy need refining to meet your retirement 
goals?  
Location:  Irvine, CA                               Time: 6:00 – 9:00pm  
 

April 17, 2008 
What Is The Value Of Your Practice?  
You can impact the value of your practice more than you 
may know. 
Location:  Irvine, CA                            Time: 6:00 – 9:00pm 
 

May 15, 2008 
Increase The Value Of Your Practice: 
Creating additional value prior to selling your practice.  
Scorekeeping and monitoring to improve patient care and to 
maximize your practice. 
Location:  Irvine, CA                            Time: 6:00 – 9:00pm 
C.E. credits 
 

June 12, 2008 
Get The Most Out Of Your Practice:  
Practice Growth and Transitions 
The “How To” of  successful growth and proper office 
systems.  Improving patient care through thoroughness. 
Location: Irvine, CA                             Time: 6:00 – 9:00pm  
C.E. credits 

Buyer Workshops 
Are you ready to buy your dream practice?  Let us 
help you know what to look for in order to realize 
your dreams of a smooth running, profitable practice 
with the best growth potential.  Many buyers fall in 
love with a practice for all the wrong reasons.  Learn 
what to look for and how to determine if the practice 
you want is really the best practice to get you to your 
ultimate goal.  Our workshops are a foundation to 
help you create and realize your dreams. 
 
March 27, 2008 
Prepare Yourself for a Successful Career 
Strategies to help you create a solid foundation for your 
career, along with avoiding the pitfalls that can hinder 
your financial success. 
Location: Irvine, CA                         Time: 6:00 – 9:00pm 
 

April 22, 2008 
Prepare Yourself For Practice Ownership: 
Understanding practice value, financing options, growth 
projections and financing needs. 
Location: Irvine, CA                         Time: 6:00 – 9:00pm 
 

May 22, 2008 
Prepare Yourself For A Positive Transition: 
Vision, Mission, and Goals:  The cornerstone of a great 
transition.  Focus on improved patient care to create the 
practice of your dreams. 
Location:  Irvine, CA                        Time: 6:00 – 9:00pm 
C.E. credits 
 

June 19, 2008 
Your Future Depends On This: 
Transitions that provide comfort and excellent care to 
patients in your new practice.  What to do, what to avoid. 
Location: Irvine, CA                        Time:  6:00 – 9:00pm  
C.E. credits 



. 
 
 
 
 

Buyer and Seller Workshop Registration Form 
Please complete the following form to register for these exclusive workshops provided by: 

                          

1.  Enrollment Fee:   

1)  Name_________________________________________ Title________________ 
 
Email Address______________________________________________________________ 
 

Select the workshops you would like to attend.      Buyer   or     Seller 
 

  #1   #2   #3 #4 All Four
3.  Practice Information: (Please Print)

4.  Method of Payment: 

Please fax your completed form today to reserve your seat.   
Seating is limited to the first 20 registrants. 

 
 Register by Phone at 888-789-1085 and speak to Katie.  Please have your credit card ready. 
 Check payable to: Practice Transition Partners.   

 

Mail to:  9891 Irvine Center Dr. #200 
              Irvine, CA 92618 
 

 Fax registration form to 888-789-7740.  Charge to:   Visa  MasterCard 
 
Card No._________________________________________________________ Exp. Date____________  
 
Signature_____________________________________________________________________________ 
 
Billing Address of Card__________________________________________________________________ 
 ______________________________________________________________________________ 

Practice Name__________________________________________________________________ 
Address_______________________________________________________________________ 
City__________________________________________ State_______ Zip code_____________ 
Phone_____________________________________ Fax________________________________ 
If needed, please contact me by phone at:  ____________________     cell    home    office 

2.  Names of Attendees:  (Please Print)

$129.00 per dentist, per workshop or attend all four at a reduced rate of $428.00.   
(A savings of $88.00) 

1)  Name_________________________________________ Title________________ 
 
Email Address______________________________________________________________ 
 

Select the workshops you would like to attend.     Buyer   or     Seller 
 

  #1   #2   #3   #4   All Four 




