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COMPLIMENTARY SEMINAR for 2 CE Credits. 

 

▪ UNCOVER THE SECRET – PPO Plans Do Not Want You To Know!  It is preventing your 

practice from collecting 24% - 34% more in your claim reimbursements   

▪ This event is a must attend for you and your team for it will be life changing. Many practices 
either feel victimized by the PPO plans they participate with or do not know which plans to 
credential with – if any at all.  By learning the secret insurance companies go out of their way 
to protect can impact a practice’s claim reimbursement anywhere from 24% - 43% depending 
on their participation. 

 

 
 

March 23rd, 2018: 8:00 AM – 10:00 AM or 1:00 pm – 3:00 PM 

Troy Community Center: 3179 Livernois Rd., Room #304, Troy, MI 48083 

 

  

What you will learn: 

▪ Identify the 3 main types of dental insurance contracts a practice can be engaged in.  
▪ How Insurance companies determine which fee schedule to attach to claims submitted for 

payment - Silent PPO, Cherry Picking and Stacking.  
▪ Learn how a practice is contracted with various insurance groups CAN prevent them from 

being reimbursed 24%-34% higher 
▪ How to determine which Insurance plans to remain with or add to a practice’s 

participation.  
▪ Identify which plans to terminate with and why 

Who will benefit? 

Is your practice currently in network with various PPO plans and writing off over 32% from your 
standard fees? If you are in network, do you feel you are a “Victim” to the insurance companies 
and there is No Way Out  

Are you contemplating whether or not to sign up with some PPO plans? If so, which plans 
should you sign up for?  
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Have you just hired an associate and need to keep them busy so you are entertaining 
credentialing them with various PPO plans? 
 

Have you been wanting to purchase equipment or new technology to remain competitive in the 
market place, but cannot afford to?  

Is your practice unable to offer competitive benefits or wages to hire talent or retain talent as a 
result of the insurance write-offs eating into the practice’s bottom line? 

Are you considering to retire, yet need your practice’s value to be higher in order to sell the 
practice at an amount where you can retire more comfortably?  

 

The Benefits for You and Your Team 

Leaning the secret insurance companies have tried to hide from dental practice’s will enable you 
to stop being a victim of the system and leverage the PPO plans to increase your monthly 
revenue anywhere from 15,000 to 30,000 -  simply by learning how to play the game.  

Identify how to check your EOB’s to know how your claims are being paid. Practice with multiple 
providers are shocked when they realize different providers are being paid on different fee 
schedules.  

For “fee for service” practices teetering on whether or not to join a certain PPO plan, learn of 
certain plans that offer fee schedules that result only in 8%-15% in write offs. 

The knowledge gained, will enable you to analyze and decide whether or not to join any new 
PPO plans that come to town claiming they have signed up with a couple of large local 
companies. 

For dentists looking to purchase a practice in the near future, you will know of the hidden 
potential of that practice and increase its revenue potential simply by re engaging and 
negotiating with different PPO plans.   
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Tricia Casasanta Bio  

Patricia Casasanta has been the President of Strategic Practice Solutions and 
Strategic Dental Staffing Solutions since their inception in 2012. Prior, she was 
the President of Performance Plus Staffing from 1995 to 2012. Patricia began 
her career in dentistry when she graduated as a dental hygienist in 1988 from 
the University of Detroit Mercy. 

With over 27 years of dental experience, Patricia is in tune with the ever-
changing needs of the industry. Throughout her career, her goal has been to provide talent, 
tools and training to assist dental practices in building their team and to have the skills and 
business systems to run and grow their dental practice(s). Patricia has developed a Senior 
Management Marketing and Sales portfolio to accomplish this goal. 

■ Patricia is a certified trainer in DiSC, which is a system that teach various models of human 
behavior that helps people understand their strengths and challenges as well as obstacles they 
need to overcome to improve their performance and increase their communication with team 
members and patients. She utilizes this information to assist practices with understanding 
employees in addition to finding the “perfect fit” for an office based upon these principles. 

■ Patricia has created the Signature Training Programs offered by Strategic Practice Solutions. 
These programs are based off of the Performance Improvement Process; they combine lecture 
and onsite coaching that create a Hands-on Learning process. The beta testing conducted that 
learning is enhanced and retained for an extended period of time thereby increasing the dental 
professionals’ performance. The Signature Training Programs include theCORE – the Guide to 
Increased Case Acceptance and RDH – Revenue Directed Hygiene. 

■ Patricia is able to share her knowledge to the larger dental community as a public and 
keynote speaker by participating in various dentistry-focused speaking engagements including 
“Women in Dentistry”, speaker for Doeren & Mayhew, various colleges, and trade shows. 

■ Patricia was 2007 ‘s Co-Chair of Utica Chamber of Commerce BRAG Group and is affiliated 
with organizations such as the American Staffing Association (ASA), Michigan Dental Hygiene 
Association (MDHA), Better Business Bureau (BBB), and the Nation Federation of Independent 
Business (NFIB). 

Patricia and the Strategic Practice Solution team has earned the reputation of being the 
professionals that really care and will help practices increase their revenue at a minimum of 25 
%, as well as, nurturing long lasting relationships. SPS has become an excellent resource for 
practices to obtain their CE credits and to call for assistance to practice management coaching. 
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Matt LeMaster's Bio 

Matt LaMaster is the Founder and Principal attorney of The LaMaster Law 
Firm, PLLC, a law firm focused on providing legal services to dental 
professionals and their practice.  Matt is licensed to practice law in 
Michigan, Florida, and Wisconsin. 

 Prior to forming LaMaster Law, Matt spent a major part of his career 
providing services as corporate counsel for a multi-location dental practice.  

Matt negotiated, structured, and implemented multiple acquisitions and mergers and negotiated 
employment contracts for associate dentists during his career as corporate counsel. 

Matt also worked for a large law firm, where he gained significant experience counseling his 
clients in business and corporate matters, real estate transactions, construction law, bankruptcy, 
and complex litigation matters. 

In addition, Matt most recently served as in-house counsel and Compliance Officer for a 
multistate technology company that focused on serving the dental industry. 

He will be speaking on Common terms in dentist contracts with dental insurers, dental plans, 
plan administrators and other payers. He will inform attendees what dentists should look out for 
generally and some less-than obvious consequences of agreeing to some of these terms.  

 


