
COMMUNICATING THE IMPORTANCE OF DENTURISTS

4th Qtr 2023 • Vol. 45 Transforming Team Leadership:  
Unlocking Cohesion, 

Communication, and Positivity

12th World Symposium on 
Denturism Highlights

Cash Management 
SECRETS 

From a Former Berkshire 
Hathaway CFO





Megan Charron L.D., President
National Denturist Association, U.S.A.

President’s Letter

First, I would like to thank all of our participants at our 12th World 
Symposium on Denturism this fall in Las Vegas. This was our most 
successful year yet. We partnered with the International Federation 

of Denturists to bring the 12th World Symposium to Las Vegas, Nevada.  
The pride we as professionals should feel regarding the success of this 
event is nearly immeasurable. 

I would especially like to thank our sponsors, vendors, international del-
egates, and speakers for their hard work and education provided for all 
of our registrants this year. Our Board and staff at NDA appreciate it and 
cannot wait to see you all again when we meet next during October 2 - 
4 at our 2024 Annual Conference in Las Vegas.

As our profession grows, we appreciate the participation and help of 
every denturist. I would especially like to thank our board members 
who are stepping down for their service this year. We could not run this 
board without the volunteer participation that these denturists give all 
year. I would like to thank our board members Eric Hansen, LD and Heidi 
van Giffen, LD for their service this year as they step down from their 
positions. 

Congratulations to our new board members, Dario Zuniga, 
MDT, CDT, LD and Amanda Rowe Bronson, LD, RDA. We are 
looking forward to another productive and formative year. 

The National Denturist Association has considerable goals for 
themselves and others this year. We are excited to continue 
to grow, expand, and continue to better our profession for 
generations to come. 

I hope everyone has a fantastic holiday, winter, and New Year 
season!

Happy Holidays, 
and Welcome to 
Winter, Denturists!

“As our profession 

grows, we appreciate the 

participation and help 

of every denturist.”
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Drawing from nearly two decades of experience and re-
search in leadership coaching, I want to share some ac-
tionable insights that can help you overcome common 
challenges in today’s workplace.

Three Actionable Takeaways

1. OPEN AND TRANSPARENT COMMUNICATION
In my work, I’ve found that many issues stem from a lack 
of open dialogue between team members and leaders. 
Team members often hesitate to voice their opinions out 
of fear or discomfort. As leaders, it’s our responsibility to 
foster an environment where everyone feels comfortable 
speaking their minds.

 Actionable Step: Schedule regular “Open Forums” 
where team members can express opinions, discuss chal-
lenges, and offer solutions without judgment. Make it clear 
that these sessions are a safe space for constructive con-
versations.

2. EMOTIONAL INTELLIGENCE (EI) TRAINING
One cannot overlook the importance of Emotional Intelli-
gence in the workplace. An emotionally intelligent team is 
more empathetic, has better interpersonal relations, and 
tends to be more productive.

 Actionable Step: Invest in EI training programs. Start 
with an introductory workshop, followed by ongoing 
skill-building exercises. This is not a one-time event but a 
continual process.

3️. THE SCIENCE OF POSITIVITY
A positive mindset isn’t just good for individual well-being; 
it impacts team productivity and creativity. The science of 
positivity teaches us that optimistic teams are more resil-
ient and can better adapt to change.

BUSINESS

Transforming Team Leadership:Transforming Team Leadership:  
By Martin Mendelson

W
e live in challenging times that test our resilience, agility, and the fabric of our teams. 
From remote work shifts to ongoing uncertainties, today’s landscape is a hotbed 
for stress and disengagement. The question is: How do we move forward effectively 
while maintaining a happy and productive team?

 Actionable Step: Start each team meeting with a 
“Wins Segment” where members share a recent success 
or something they are grateful for. This practice shifts the 
focus from problems to solutions and sets a positive tone 
for the meeting.

Final Thoughts
Leadership is not just about decision-making or prob-
lem-solving. It’s about creating an environment where 
your team feels supported, valued, and inspired to give 
their best daily.

Let’s remember: a happy team is a productive team. By 
adopting these practices, we can create a more positive, 
cohesive, and high-performing work environment ready to 
face the challenges of today’s corporate world.

Wishing you all successful leadership and happier teams.   
 

Author:
Dr. Martin Mendelson is Resident Fac-
ulty with Spear Education and the 
Founder of Metamorphosis Coach-
ing. He has worked with thousands of 
business leaders and medical profes-
sionals from all over North America. 
Mendelson’s work results in cultures 
where leaders and team members 
excel and thrive. With certifications in 
Executive Coaching, Team Coaching/
Facilitation, Emotional Intelligence, and Happiness Studies, he 
has spent almost 20 years working with leaders to build hap-
pier and more fulfilled teams. As a speaker, he has spoken to 
all sizes of audiences and has been described as passionate, 
humorous and inspirational. https://martinmendelson.com/

Unlocking Cohesion, 
Communication, and Positivity
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Every exceptional business leader is a 
cash manager

Cash management isn’t just for accountants or finance teams. 
It’s for all business leaders. That’s because the true function 
of cash management is to direct it toward its highest and best 
use.

As I’ve shared in previous articles, after you’ve established a 
clear destination, provided a roadmap to get there, and put 
the right people in the right roles with the right responsibility 
and authority across your organization, it’s time to turn your 
attention to cash management.

It might feel like a departure from the human side of scaling, 
but it’s not, because cash management is all about people. As 
a former Berkshire Hathaway CFO, I’ve learned from experi-
ence that leaders can use cash flow, forecasting and allocation 
to grow the value of a business through any inflection point.

Think of cash flow as a river, not a lake

Most leaders view cash as a reservoir – a resource that flows 
in to a basin and gathers. They see cash management as pro-
tective, believing its purpose is to be preserved, saved and 
slowly used.

That’s the wrong way to view your cash.

Successful leaders see cash flow as multiple streams of income 
harnessed into one strategic focus and then funneled out to 
create more income streams. To effectively manage cash, 
leaders must know two things – where it is coming from 
(cash sources) and where it is going (cash uses).

We are used to thinking about time this way. Manufacturing 
plants, distribution centers and even doctors’ offices man-

  Cash Management 

SECRETS 
    From a Former Berkshire Hathaway CFO

By Eric Krucke

Organizations don’t run themselves. People do.  
Business leaders know that. So, why do so many leaders lean 
into the misconception that cash manages itself?

age every minute, looking for ways to create or accomplish 
more with less. Managing cash requires a similar mindset.

Instead of stockpiling cash, use it to infuse your current 
and future cash flows. Turn today’s tributaries into tomor-
row’s rushing rivers. Never forget that cash flows where 
people direct it. When you have cash flowing to every area 
of growth across your organization, you can build momen-
tum, leading to more opportunities for growth and bottom 
line results.

Forecasting is the foundation of strong 
cash management

The value of your business has nothing to do with what 
you’ve done in the past. It has everything to do with what 
your future cash flows look like. Investors know this. His-
torical financial statements are important for proving cred-
ibility and to a small extent, validating the quality of your 
forecast; but the only thing that matters to investors, banks 
and buyers, and the only thing that should matter to you is 
your future cash flows.

Use 13-week and 12-month cash 
flow forecasts to guide your cash 
management activity

A 13-week cash flow forecast is a highly interactive and in-
formative tool. You can use it to get all your leaders on the 
same page financially and ensure you’re directing your cash 
to its best and highest purpose.

Your finance leader should develop one using inputs from 
Sales and Operations and update it weekly. When com-
plete, it tells you exactly what to expect from a cash flow 
perspective week by week for the next 13 weeks.
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At a higher level, use a rolling 12-month cash flow forecast 
to determine how much cash you will generate that can be 
re-invested, or when your business will need capital. This 
allows a business to line up sources of capital well before 
the need arises.

If all you’re using now is a 12-month forecast, your cash 
management procedures are inadequate. Taken together, 
these two forecasting tools provide the weekly and monthly 
updates and yearly perspective to effectively use your cash 
to fuel business growth.

When it comes to allocation, follow the 
cash

Knowing your burn rate is an important first step in cash 
allocation. Every manager and leader should know their 
burn rate – the amount of cash consumed in a given peri-
od, usually a month. Your burn rate tells you the minimum 
amount of cash you must have to keep your business mov-
ing forward.

This is distinct from the amount of cash you personally feel 
comfortable having on hand. That can vary from three to 
six months or more, depending on the nature of your busi-
ness and how frequently you are able to bring in new cash.

Some things stop your cash flow – a customer may go bank-
rupt; supply chain stoppage may keep you from shipping; 
a few major customers may call and say they have to pay 
you late. Yet your payroll costs continue. When business 
interruptions keep you from collecting revenue, it’s critical 
to know exactly how long you have until you have burned 
through your current cash supply.

If one of your best customers calls and says they are going 
to be 60 days late, and you know your burn rate is three 
months, you can accept their terms and deepen the rela-
tionship.

Eliminate, simplify, standardize

As you analyze your cash allocation and optimize your cash 
flow, it’s critical to know what levers you can pull to low-
er the amount of cash you’re burning if your inflows slow 
down.

Payroll hourly wages may be one of the easiest levers to 
adjust, but be very careful about any permanent roles you 
eliminate to increase your cash supply. Don’t forget the cost 
of re-hiring the roles; you will have to recruit, train and 
onboard new hires. 

  Cash Management 
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Likewise, be very mindful of key dependencies that have 
been built around people on your payroll who have the 
knowledge that everyone else is leaning on to operate ef-
fectively. Remove them and you’ve cut your legs out from 
beneath you.

Other expenses you can adjust to control cash flow include 
discretionary spending such as overtime and travel, and 
anything you’re paying a premium for, such as consulting 
or software development. If you’re spending $300,000 on 
product or software development, cut it back by 30% and 
defer it for three to five months while you navigate a slower 
period of cash inflow.

Let the reality that every cost can go away guide your anal-
ysis. Balance that with retaining key functions and exper-
tise to achieve an ideal balance. Don’t be afraid to look at 
fractional staffing as well. While you may have to scale back 
from a full-time CFO, for instance, you could hire a frac-
tional CFO to lead your organization until you resume an 
operating level that calls for a full-time team member.

Remember that while elimination and deferment is the 
fastest way to reduce your cash burn, simplifying overcom-
plicated processes can also be effective. Once simplified, it 
is easier for you to automate, outsource, or fractionalize a 
function. These moves will help you lower your ongoing 
cash burn level.

As you manage your cash, don’t forget 
to manage your balance sheet

If managing cash is one side of a coin, managing work-
ing capital is the other. To their detriment, many business 
leaders overlook the active management of their balance 
sheet. It’s always better to have more working capital, since 
a stronger position equates to flexibility and a better credit 
profile since you are effectively managing the capital you 
already have.

Analyzing your accounts receivable and analyzing every-
thing you bill to customers is one example. Changing your 
terms from net 45 to net 30 could create a new source of 
cash that you can use to finance activities you would have 
otherwise had to request from a bank.

Likewise, increase the velocity of your inventory by refin-
ing safety stock requirements, reducing lead times and ne-
gotiating purchase terms, freeing up additional cash that 
you can then direct toward its best and highest purpose.

Invest your time to build trusted 
relationships

Before I leave the topic of cash management, there are a 
few final areas to cover – starting with banking and trea-
sury management. Make sure you have at least two banks 
holding your deposits. As we saw with Silicon Valley Bank, 
there’s always a risk with putting all your eggs in one finan-
cial basket.

If you have debt, formalize what is required of your busi-
ness. Understand and monitor the covenants covering your 
debt. Make sure you have a clearly articulated plan for re-
maining compliant. The last thing a CFO wants is to have 
a lender call a debt because a covenant was violated – es-
pecially over something as careless as an error or omission.

Missteps can result in less desirable terms on future loans 
or a loss of credibility, which could hinder your flexibility 
in the future.

Finally, examine your relationships with capital sources and 
advisors, ensuring you have multiple, trusted relationships 
in those areas. Be upfront, transparent and proactive. If 
you’re not spending time with your investors and banking 
partners at least 5-6 times a year, you’re not talking to them 
often enough.

You want your lending partners to know you well. If you 
know a forecast is going to be off due to a vendor changing 
terms, tell your partners that upfront. Your transparency 
will build trust, increasing their comfort level in lending 
to you. 

The bottom line

Every inflection point requires financial leaders who un-
derstand that relationships are at the heart of great cash 
management. With 13-week and 12-month forecasting 
procedures, fully-optimized cash allocation, and open, 
transparent relationships with capital sources in place, 
you’re ready for the next priority during an inflection point 
– establishing scalable infrastructure.   

Author and Source:
Eric Krucke is a CFO, Speaker, Executive Advisor, Private 
Equity Advisor, and Relationship Builder. 

https://www.linkedin.com/in/erickrucke/
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HIGHLIGHTS
SEPTEMBER 25–29•2023

Presented by the National Denturist Association, USA 
in partnership with the International Federation of Denturists

THE ORLEANS HOTEL & CASINO • LAS VEGAS

ON DENTURISM

SEPTEMBER 25–29•2023

Presented by the National Denturist Association, USA 
in partnership with the International Federation of Denturists

THE ORLEANS HOTEL & CASINO • LAS VEGAS

ON DENTURISM
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