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“RISK GROWS OF GLOBAL FINANCIAL TURMOIL SPARKING RECESSION”
The Wall Street Journal February 11, 2016 (www.wsjonline.com)

“THE WORLD CAN’T AFFORD ANOTHER FINANCIAL CRISIS — IT COULD DESTROY CAPITALISM AS WE KNOW IT”
The Telegraph February 10, 2016 (www.telegraph.co.uk)

As Bette Davis said in the classic 1950 movie All About Eve, “Fasten your seatbelt, it’s going to be a bumpy night!” Considering  
that seatbelts weren’t even offered in most cars until 1955, All About Eve screenwriter Joseph L. Mankiewicz was ahead of his time.

Here at Seattle Study Club®, we try to be slightly ahead of the curve to help prepare you for external factors that could affect your 
livelihood. It is fair to say that over the years we’ve learned a thing or two about specialty practices and study clubs. Good times 

make everyone look like a genius. Bad times expose the fault lines in the practices and study clubs that don’t have 
a plan and a protocol for ongoing success. Based on our 20+ years of working with study clubs and specialty 

practices, we can state with certainty that strategic planning is essential to maintaining the bottom line in 
times of economic volatility.

No matter where we are headed in this economy, in our view the time you spend developing a strategic plan 
for the continued growth of your study club and your practice is always going to be the best investment you 

can make. If things turn out better than they’re looking right now, woo-hoo! If they don’t, thank goodness 
you’ll be prepared.

At our 2016 joint coordinator/director conference in Denver, we’re not just going to tell you about strategic 
planning. We’re going to immerse you in the process. With presenters like David Avrin, Morag Barrett, Alece Birnbach, 

Bryan Dodge, Ron Huntington and David Schwab, we’re anticipating this will be one of the most intense learning 
experiences we’ve offered to date. I look forward to seeing you there.

Michael Cohen DDS MSD FACD

P.S.   David Schwab and I will be offering a pre-conference session for directors on Thursday night April 28 from 7 to 9.  
David will give a preview of his new program, “How to Grow Your Practice In an Uncertain Economy.” Afterwards, David and  
I will discuss and field questions on a variety of issues. Meanwhile Seattle Study Club experts Greg Tice, Managing Director,  
and Shaida Haberlach, Director of Events, will be with coordinators in another room delving into the intricacies of event planning  
and study club administration. Although these pre-meeting sessions are optional, all registrants are welcome to attend.
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TREKKING THE WILD NORTH
Andrew Skurka
Lecture, Up to 1.0 Hour, Self-Improvement,
AGD Subject Code: 770

One of an elite group of explorers honored by National 
Geographic as an “Adventurer of the Year” Andrew Skurka 
is an athlete, adventurer and author who is known to other 
“extreme hikers” as an individual whose research, planning 
and preparation for his excursions is second to none. In 2010 
he spent almost six months hiking, skiing and rafting through 
the Alaska Yukon wilderness, covering approximately 4,678 
miles. In this awe-inspiring presentation, Andrew will detail the 
rigors of this trip and the role that careful planning played in 
his success.

L E A R N I N G  O B J E C T I V E S

Upon completion of this program, participants should be able to:
• Articulate the parallels between strategic planning in 

expeditioning and business.
• Recognize the need to adapt and respond appropriately  

to emergent threats along the way.

STRATEGIC PLANNING AND SCALING UP 
YOUR BUSINESS FOR GROWTH
How to Plan to Prosper, Regardless of Market Conditions!

Ron Huntington
Lecture, Up to 3.0 Hours, Practice Management  
and Human Relations, AGD Subject Code: 550

The business of dentistry is changing at warp speed. 
Between the apparent ascendancy of corporate dentistry, 
the cannibalization of implant practices, the proliferation of 
other study club programs and an economic future with no 
guarantees, we’re all bracing for a world of potentially painful 
uncertainty. Now — more than ever — you need the strategic 
tools to analyze trends in the dental industry, assess your own 
strengths and weaknesses as an organization and business, and 
spot opportunities to create sustainable, decisive competitive 
advantage for yourself and your practice. By the end of this 
intense, insightful and interactive workshop session with 
business consultant and executive coach Ron Huntington, you 
will have developed the knowledge and framework for your 
own strategic plans to drive practice growth and profitability  
by capitalizing on all that the Seattle Study Club® model offers.

L E A R N I N G  O B J E C T I V E S

Upon completion of this program, participants should be able to:
• Understand the holistic impact and power of The 4 

Decisions — People, Strategy, Execution and Cash — on the 
Strategic Planning Process.

• Grasp the necessities of developing and using the 
systematic discipline and tools of the Think, Plan, Act and 
Learn cycle of strategic planning.

• Develop the framework from Gazelles for an effective 
One-Page Strategic Plan for the study club to increase 
production in the specialist’s practice.

TARGET ZONES REVISITED
Michael Cohen, DDS, MSD, FACD
Lecture, Up to 1.5 Hours, Practice Management  
and Human Relations, AGD Subject Code: 550

As we begin to think strategically about our study clubs  
and our practices, it’s critical that we have an understanding  
of where and how to spend our time. Almost 20 years ago  
Dr. Cohen created a method of categorizing study club 
members and he developed a template for allocating 
resources (time and money) where they count. Since then 
we have experienced significant social, economic and 
technological changes and Dr. Cohen has refined and honed 
his methodology in response. In this presentation he will 
revisit and update the target zones model and discuss how  
we may successfully adapt to evolutionary changes in the  
dental industry.

L E A R N I N G  O B J E C T I V E S

Upon completion of this program, participants should be able to:
• Explain how the landscape of dentistry is changing and 

why they must take action now vs. reacting later.
• Describe why marketing efforts must be focused with  

laser precision.
• Incorporate the updated target zones concept into their 

strategic plans.

FRIDAY, APRIL 29, 2016 (FULL DAY)
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DEVELOPING THE VISION AND THE PLAN
Greg Tice and David Schwab, PhD
Lecture, Up to 5.0 Hours, Practice Management  
and Human Relations, AGD Subject Code: 550

Day two is all about brainstorming as we dive deep into the 
strategic planning process using the tools and techniques 
outlined by Mr. Huntington the day before. Greg and David  
will facilitate but not direct the outcome of the session. Instead, 
participants will be asked to come prepared (we’ll send you 
homework!) and ready to work on their strategic plans. The 
purpose of this round table workshop is not to develop new, 
or document existing mission statements but rather to think 
creatively and innovatively about where we want to go with 
our study clubs and how we are going to get there. There will 
be ample time to discuss a wide range of pertinent issues and 
to work on individual strategic plans while giving and getting 
input to/from others.

L E A R N I N G  O B J E C T I V E S

Upon completion of this program, participants should be able to:
• Deliver a concise statement of their goals for the study 

club.
• Complete a One-Page Strategic Plan using the Gazelles 

framework.
• Explain the plan to others.

EXECUTING THE STRATEGIC PLAN
David Schwab, PhD
Lecture, Up to 1.5 Hours, Practice Management  
and Human Relations, AGD Subject Code: 550

Strategic planning is pointless if doctors and staff can’t  
(or won’t) take the appropriate steps to execute the plan. Dr. 
David Schwab has years of experience helping dentists train 
their teams to grow the practice’s bottom line and improve 
customer service. Prior to starting his own consulting company, 
David served as Director of Marketing for the American Dental 
Association and as Executive Director of the American College 
of Prosthodontists. David lectures extensively and has worked 
with major corporations, dental schools and specialty practices. 
His unique background makes him especially suited to the 
task of teaching us a step-by-step protocol to bring all team 
members on board with the strategic plan.

L E A R N I N G  O B J E C T I V E S

Upon completion of this program, participants should be able to:
• Recognize the importance of getting strategic plan buy-in 

from all “stakeholders.”
• Grasp why documenting operational protocols and 

objective performance goals is crucial to success.
• Outline the specific steps they will take to execute their 

strategic plans.

JUST SAY “NO!”
Bryan Dodge
Lecture, Up to 1.5 Hours, Self-Improvement,  
AGD Subject Code: 770

What is taking up your time that doesn’t produce results or 
help you reach your goals? What is making it harder for you 
to become more productive and grow? To know where you 
want to go, you must know your priorities! It naturally follows 
that what you say “no” to is more defining than what you say 
“yes” to — in the office and at home. Dedicated to empowering 
people to be their best, Bryan Dodge is an expert on the 
topics of personal growth, awakening potential, building 
loyal and committed teams, developing sales savvy, win-win 
negotiating, and balancing work and family. He is the author 
of the bestseller The Good Life Rules: 8 Keys to Being Your 
Best at Work and at Play, published by McGraw-Hill. In this 
energizing session he will share his insights and provide 
actionable tactics to assist you in reaching your personal and 
professional goals.

L E A R N I N G  O B J E C T I V E S

Upon completion of this program, participants should be able to:
• Clarify their focus based on their personal and 

professional goals.
• Develop the skill of saying “no” without offending others 

or shirking duties.
• Gain new insights into team building.

SATURDAY, APRIL 30, 2016 (FULL DAY)
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CULTIVATING WINNING RELATIONSHIPS
Morag Barrett, MA, HRM, Chartered F.C.I.P.D.
Lecture, Up to 1.5 Hours, Self-Improvement,  
AGD Subject Code: 770

As study club directors and coordinators we know intuitively 
that building strong and loyal relationships is the key to our 
success. However, not all of us are equipped with the skills we 
need to expand and grow strong professional relationships and 
bottom-line results. Morag Barrett is the founder and CEO of 
SkyeTeam, an international HR and leadership development 
firm, and is the author of the best seller Cultivate: The Power 
of Winning Relationships. With a pragmatic, no-nonsense 
approach, Morag will teach us how to network with referrers 
and potential referrers and develop the kind of relationships 
that will sustain us personally and professionally for years  
to come.

L E A R N I N G  O B J E C T I V E S

Upon completion of this program, participants should be able to:
• Use the seven steps of networking elegantly and 

effortlessly.
• Practice how to start, maintain and leave a conversation.
• Connect with referrers and potential referrers and cultivate 

winning relationships.

IT’S NOT WHO YOU KNOW,  
IT’S WHO KNOWS YOU!
How to Grow Your Practice and Your Study Club  
by Building Your Brand

David Avrin, CSP
Lecture, Up to 1.5 Hours, Practice Management  
and Human Relations, AGD Subject Code: 550

Let’s face it. For the first time in human history, almost every 
dental professional in the developed world is pretty good 
at what they do. With so many good choices confronting 
prospective referral sources and patients, the question is: Why 
should they choose you? In his eye-opening, energetic and 
entertaining signature-presentation, internationally renowned 
business marketing speaker and expert David Avrin — The 
Visibility Coach — will reveal what it takes to recognize and 
promote your true competitive advantage while building a 
category-leading brand identity. Based on the lessons in his 
breakout book It’s Not Who You Know, It’s Who Knows You! 
(©Classified Press) David Avrin’s engaging presentation will 
leave you with a new perspective on what it takes to stand 
out and a head full of new ideas and actionable strategies to 
become top-of-mind with referrers and patients alike.

L E A R N I N G  O B J E C T I V E S

Upon completion of this program, participants should be able to:
• Craft compelling marketing messages and deliver them in 

a powerful and memorable way.
• Use ongoing “brand-storming” sessions to gain internal 

perspective on what sets their practice and study club apart 
from others.

• Achieve a significant and sustainable competitive 
advantage by highlighting meaningful differentiation — 
the essence of a strategic plan!

SUNDAY, MAY 1, 2016 (HALF DAY)
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HARNESS THE POWER OF INFOGRAPHICS
Alece Birnbach
Up to 1.0 Hour

On Friday and Saturday graphic recording artist Alece 
Birnbach will create visual representations of the key points 
made by our speakers as they are giving their presentations. 
Studies show that visualizing ideas and information 
improves understanding and retention and that it helps to 
engage, align and get commitment from team members 
following a strategic planning process. With 20 years’ 
experience in advertising, commercial illustration and fine 
art, Alece’s infographics truly bring ideas to life. In order to 
assist us in developing the basic skills of infographics, Alece 
will also demonstrate and instruct on the elemental forms 
and shapes she uses when creating a visual roadmap for a 
strategic plan. A digital file of the graphic records she created 
during the speakers’ presentations will be forwarded to 
participants after the meeting.

L E A R N I N G  O B J E C T I V E S

Upon completion of this program, participants should be able to:
• Explain how infographics may be used to enhance 

communication and engender commitment to a new 
initiative or plan.

• Use the basic elements of infographics to create a visual 
“roadmap” of a strategic plan.

• Incorporate infographics into future planning sessions 
and staff meetings.



SUNDAY, MAY 1, 2016 (HALF DAY)
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WHEN & WHERE
Friday-Sunday, April 29-May 1, 2016 at The Ritz-Carlton in 
Denver, Colorado (1881 Curtis Street, Denver, Colorado 
80202). Special rates have been arranged with The Ritz-Carlton 
and are available on a first-come, first-served basis. Be sure 
to reference Seattle Study Club® at the time of booking to 
receive the reduced rate of $229 per night, plus tax. Please 
understand that in exchange for these exclusive room rates, a 
non-refundable deposit equal to two nights’ room rental will be 
charged at the time of your booking. To make your reservation, 
call 800.265.1926. You are responsible for your own room and 
other charges at the hotel. Please be sure you adhere to the 
hotel’s written policy regarding reservation changes to avoid 
being charged for your full reserved stay should you need to 
cancel your hotel reservation.

TUITION
The tuition below includes: two and a half days of educational 
programming, three breakfasts, two lunches and one dinner on 
Saturday night.

• $1995 per director 
• $1995 per coordinator 
• $1695 per coordinator accompanying a director 

Registrations received after March 21, 2016:

• $2195 per director 
• $2095 per coordinator 
• $1895 per coordinator accompanying a director

CANCELLATION POLICY
Written notice of cancellation must be sent by certified 
mail to the Seattle Study Club® office at 635 Market Street, 
Kirkland, WA 98033 on or before the dates shown below to 
be effective.

By March 15, 2016: No refund is available, but 50 percent 
of the tuition you paid to attend this conference will be 
credited toward the 2017 Symposium or 2017 Coordinators 
Conference.

After March 15, 2016: No refund or credit.

This cancellation policy applies regardless of the reason for 
cancellation. Because unforeseen personal, medical, weather 
or travel-related issues may affect your ability to attend 
this conference, please consider obtaining travel insurance 
to cover your hotel, airfare and tuition costs. (Cancelled 
registrants are not entitled to receive conference materials, 
gifts, books, bags, apparel or any other items that may be 
provided to the attendees.)

SUBSTITUTIONS
This brochure represents the speakers and activities booked 
at the time of publication; however, speaker or activity 
cancellations occasionally occur, for reasons beyond our 
control. In the event of such an occurrence, speaker or activity 
substitutions may be made without prior notice.



UP TO 19 CREDITS AVAILABLE

Approved PACE Program Provider
FAGD/MAGD Credit.
Approval does not imply acceptance
by a state or provincial board of
dentistry or AGD endorsement.
10/1/2015 to 9/30/2021
Provider ID# 300136

Seattle Study Club, Inc., is an ADA CERP Recognized Provider.

ADA CERP is a service of the American Dental Association to 
assist dental professionals in identifying quality providers of 
continuing dental education. ADA CERP does not approve or 
endorse individual courses or instructors, nor does it imply 
acceptance of credit hours by boards of dentistry.

Seattle Study Club, Inc., designates this activity for up to 19 
continuing education credits.

Concerns or complaints about a CE provider may be directed 
to the provider or to the Commission for Continuing Education 
Provider Recognition at ADA.org/CERP.

DISCLOSURE OF COMMERCIAL SUPPORT
This conference is funded in part by tuition and in part by 
unrestricted sponsorship funds from Nobel Biocare, Brasseler 
USA, 3M Oral Care, CareCredit, Benco Dental, Accelerated 
Practice Concepts, Inc., DSN Software, Millennium Dental 
Technologies, Inc., Cain, Watters & Associates, P.L.L.C., Harris 
Biomedical, FranklinCovey, Heartland Payment Systems, 
WEO Media, Peter Kertz Productions, Aurum Ceramic Dental 
Laboratories Co. and Piezosurgery® Incorporated. As a result, 
Seattle Study Club, Inc., The Seattle Study Club Journal, Inc., 
and/or Dr. Michael Cohen and Suzanne Cohen receive a direct 
or indirect financial benefit from the listed companies. Some 
speakers have current or past commercial affiliations (such 
as receiving research grants, speaking engagements, travel 
reimbursements, honoraria, etc.) with the companies shown 
below.

Ms. Morag Barrett is CEO of SkyeTeam.

Dr. Michael Cohen is owner of Seattle Study Club, Inc..

Mr. Greg Tice is an employee of Seattle Study Club, Inc.

Dr. David Schwab, Mr. David Avrin, Mr. Bryan Dodge, Mr. Ron 
Huntington, Mr. Andrew Skurka and Ms. Alece Birnbach do not 
have commercial affiliations (such as receiving research grants, 
speaking engagements, travel reimbursements, honoraria, 
etc.).
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REGISTRATION
This is a lecture, slide and peer discussion-based program 
suitable for all dentists, study club directors, coordinators 
and business professionals regardless of prior experience. 

Register online, by mail or fax, or contact the Seattle Study 
Club® office to register by phone.

Seattle Study Club
Attn: Ms. Shaida Haberlach
635 Market Street, Kirkland, WA 98033
Phone: 425.576.8000, Fax 425.827.4292
Email: shaida@seattlestudyclub.com
Website: seattlestudyclub.com

Please let us know if you are registering two or more 
individuals with different surnames (so we may seat 
you together at social functions). Your registration is not 
confirmed without full payment in advance.

PHOTO RELEASE
Please note, by submitting your registration, you grant 
Seattle Study Club, Inc., permission to use your likeness 
in photographs or videos in any and all publications and 
materials without payment or consideration made to you.



Name 

[circle all that apply]  Director  Coordinator

o I am attending with my director/coordinator [their name] 

Study Club Name 

Your Address 

City 

State/Province  Zip 

Office Phone  Fax 

Cell Phone  Email 

Shirt Size [circle one]  Male:   S  M  L  XL  XXL  

    Female:   S  M  L  XL  XXL  

Special Dietary Requirements [please specify] 

Should there be a plated meal, you would prefer [circle one]: Beef         Chicken         Fish         Vegetarian         Vegan

I am staying at [circle one]:             The Ritz-Carlton, Denver  Other 

Tuition  Total Payment Enclosed 

Amex/Disc/MC/Visa 

Exp  CVS #  Or Check #  

Name on Card 

Billing Address 

City 

State/Province  Zip 

Signature 

REGISTER ONLINE: SEATTLESTUDYCLUB.COM

OR FAX TO:  425.827.4292

OR MAIL TO:   SEATTLE STUDY CLUB® 
   635 MARKET STREET 
   KIRKLAND, WA 98033

By submitting a registration form, each registrant 
acknowledges and agrees to the terms of the cancellation 
policy, the full text of which is shown on page 7 of this 
brochure.

The cancellation policy applies regardless of the reason 
for cancellation, including but not limited to unforeseen 
personal or world events.

Initial here: 

PROGRAM TUITION
o $1995 per director 
o $1995 per coordinator 
o $1695 per coordinator accompanying a director 

Registrations received after March 21, 2016:

o $2195 per director 
o $2095 per coordinator 
o $1895 per coordinator accompanying a director
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