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MADE PERFECT
PRACTICE 

O
ff a four-lane boulevard in Grand Rapids, Michi-
gan, in the corner of a quiet, tree-lined parking 
lot, Dr. Scott Van Timmeren is breaking in his 

new office. It’s sandwiched between an apartment com-
plex and a large mall. To the cars rolling by, it resem-
bles any other commercial building, but to the patients 
and employees inside, the space boasts one of the most 
welcoming doctor’s offices for miles.

Dr. Van Timmeren’s is the first of many dental practices 
that can now take advantage of a partnership between 
Benco Dental, one of the largest dental distributors in 
the world, and Herman Miller, a top-of-the-line furniture 
manufacturer in North America and around the globe. 
The collaboration will allow Benco Dental to have a 
hand not only in the financing and installation of dental 
equipment, but also in the design of office space itself.

“Never before have we had anything to offer as far as 
front office furniture; until now, that’s been left up to 
the doctors to do on their own,” says Dave Bordewyk, 
an equipment specialist for Benco Dental. “But now 
we have the ability to offer the full, complete solution. 
Now we can tell the doctor we’ll get everything done, 
literally from A to Z, from the chairs in the operatories 
to the tables and benches in the reception room. This is 
definitely a huge advantage, as far as having a complete 
offering: Benco has always had dental products, but 

FURNITURE PIONEER HERMAN MILLER AND 
BENCO DENTAL HAVE FORGED A UNIQUE 

PARTNERSHIP THAT JUST MIGHT CHANGE  
THE FACE OF PRACTICE DESIGN.

B Y :  A L E X A N D R A  L E V I N E

this is the first outside-of-dental partnership that’ll give 
us an easy add-on to any order, or to any office that’s 
starting new, remodeling or relocating.”

“We’re the first dental distributor to partner with them, 
and I’m not aware of anybody else having a partnership 
like this,” he adds. “If they do have any sort of access 
or resource to office furniture, it’s definitely not to this 
level.”

Dr. Van Timmeren was an old classmate of Bordewyk’s 
– the two attended junior high together in Grand Rapids 
– but they lost touch when Bordewyk moved to Los 
Angeles and Chicago. Three years ago, though, when 
Bordewyk returned to Michigan to join the Benco team, 
he reached out to his childhood friend. Over lunch and a 
few cups of coffee, Van Timmeren talked about what he 
saw for the future of his practice, and Bordewyk talked 
about how Benco Dental and Herman Miller could help. 
And so began the year-long project.

Herman Miller, who was a businessman from Western 
Michigan in the early twentieth century, edged his way 
into the furniture industry when he helped his son-in-
law purchase a local furniture business. That was 1923, 
and the small shop was eventually renamed Herman 
Miller, to pay homage. Nearly 90 years later, Herman 
Miller bought Nemschoff – which was, at the time, the 
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THE UNIVERSITY of Maryland School of Dentistry doesn’t want for proud 
and rich history; founded in 1840, it was the world’s first dental school. 
Yet it made history of a different kind this past spring, when Tera Poole, 
DDS, who was president of her class, also graduated at the head of it, 
becoming UMD Dental’s first African-American valedictorian. Dr. Poole, a 
Cincinnati native whose father is a dentist, recently sat down with Incisal 
Edge to discuss how she found out about that honor, her commencement 
butterflies — and what lies ahead in her life and career. 

Did you know you were valedictorian before graduation day? 
The class president gives the commencement speech and calls the names 
of the graduating doctoral students, so I — and my nerves — knew I’d be 
giving that speech. But I had no idea I was summa cum laude and at the 
top of my class until I opened the program while seated at the ceremony. 
Because I was calling the [graduates’] names, they gave me the script  
prior to graduation day, but they even left my Latin honors off my copy  
so I wouldn’t know. I thought that was pretty clever. 

What were some highlights of your address? 
The speech I wrote was mainly a tribute to my class as a whole. I kept it 
short, discussing various memories and offering encouraging words. I even 
cried at one point, which I wasn’t expecting — all I could think was, “I hope 
my mascara isn’t giving me a black eye on the big screen!” In the end, 
though, it was amazing, and nothing felt better than getting a standing 
ovation from my classmates. 

You recently began a three-year orthodontics residency at the 
University of California, San Francisco. What comes after that? 
Following my residency, I’ll graduate with a master’s in oral and craniofacial 
sciences and obtain a certificate in orthodontics, with the opportunity 
to become a board-certified orthodontist. My goal is to go into private 
practice as an orthodontist and focus on craniofacial treatment — i.e., cleft 
palate — while spreading awareness of craniofacial anomalies. I’d also 
love to grow my blog, TheMilkTooth.com, to be a resource for future young 
professionals interested in health care. 

What does it mean to you that you were valedictorian? 
It means a great deal, particularly given the outpouring of support from 
young girls who have emphasized how my achievement has motivated and 
encouraged them to accomplish their own goals in the sciences. Hearing 
that I’ve led other young girls either to begin or continue to pursue their 
academic and professional goals makes it all worth it. 

When you were young, did you pretty much always know you wanted 
to pursue dentistry as a career? 
Not always. I grew up working in my father’s dental office as a “chore,” 
and I wanted to be an architect and interior designer. But following an 
architecture camp that I went to, I realized that might not have been 
the best fit for me. That’s when I actually started paying attention at 
my father’s office and saw how dentistry encompassed everything I was 
looking for in a profession. As
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OPEN BITES   | STUDENT TO WATCH 

YOU.” . . . CAPTAIN JAMES T. KIRK HIMSELF, WILLIAM SHATNER, INTERVIEWED INCISAL EDGE COLUMNIST LISA PHILP ON “MOVING AMERICA  
FORWARD,” A TELEVISION SHOW FEATURING TOP ENTREPRENEURS. . . . AMERICANS OF GOOD DENTAL HEALTH AND WITHOUT EVIDENT ORAL  

“ Hearing I’ve 
led other 
young girls 
either to begin 
or continue to 
pursue their 
academic and 
professional 
goals makes it 
all worth it.” 

PIONEER SPIRIT 
MEET DR. TERA POOLE, 
THE FIRST-EVER  
AFRICAN-AMERICAN 
VALEDICTORIAN AT  
THE NATION’S OLDEST 
DENTAL SCHOOL. 

Knowledge.  Success.  
Life.  Those  are  three  
words  printed  on  every  
cover  of  Incisal Edge  and  
are  the  main  themes  
guiding  our  editorial  
content.  Our  mission  is  to  
address  the  needs  of  
dentists  both  in  and  out  of  
the  office.    

a    l i t t l e    a b o u t    u s



o u r    r e a d e r

The  ultimate  luxury  market:  uniformly  
wealthy,  with  an  extraordinary  amount  
of  leisure  time  (average  work  week:  
35.6  hours).

Median  Age:  47

Median  Personal  Income:$262,294

Earn  More  Than  $100,000:    100%

Median  Net  Worth:  $2  million

Male/Female:  65/35

College  educated:  100%

Graduate  degrees:  100%
Own  their  own  business/practice:  87.1%

Source:  American  Dental  Association  2009  salary  
survey;;  Benco  Dental  research



s p e n d i n g    h a b i t s

57%  own  multiple  homes  – average  
across  the  audience:  2.2.  (Over  10  
percent  own  more  than  3.)

72%  take  multiple  luxury  vacations  
each  year  – average  across  the  
audience:  3.2.

26%  purchase  a  luxury  vehicle  each  
year,  and  own/lease  3.4  vehicles  on  
average.

39%  purchase  luxury  watches  each  
year,  and  own,  on  average,  more  than  
three  such  timepieces  each.

53%  spend  between  $1,000  and  
$20,000  each  year  on  fashion/clothes.

24%  spend  between  $1,000  and  
$20,000  each  year  on  wine  and  spirits.

Source: Strategic Data Marketing proprietary survey, 
June 2011



40  under  40
Celebrates  the  40  top  dentists  in  America  
age  40  and  under.  

Edison  Awards
Recognizes  innovation  in  dentistry.  

Design  Awards
Features  the  most  
architecturally  
striking  practices.  

The  Lucy  
Hobbs  Awards
Highlights  the  
women  who  are  
making  the  biggest  
difference  in  
their  community  
and  dentistry.  

KNOWLEDGE      SUCCESS      LIFE

SUMMER 2016

PLUS:
Why are there so few women

 in dental leadership?

The New Breed of Dental Specialist

How to Avoid (Baseless) Trips 
to a Disciplinary Board

THE FINEST
Sunglasses  

Operatory Lighting 
White Wines 

Restoration Techniques 
Electric Cars 

In 1866, Lucy Hobbs 
became America’s first 

female dentist. Meet 
today’s superstars 

burnishing her legacy 

YEARS OF 
PROGRESS

150

DR. KADY RAWAL 
BOSTON, MASSACHUSETTS
2016 Lucy Hobbs Award Winner: Woman to Watch

c o v e r    p a c k a g e s

KNOWLEDGE      SUCCESS      LIFE

SPRING 2016

EDISON NOMINEE DR. DAVE RONTO 
The dentist/inventor is ready for his close-up

 2016 
EDISON

AWARDS

AND  
THE 

GO TO...

PLUS:
The Annual Incisal Edge Awards 

for Best New Products

Going to the ICOI World Congress?
Here’s the Ultimate Guide to Barcelona

Inside USC’s Research Engine

The Very Best White Whiskeys and Fine Fedoras

Meet the nominees 
(and their amazing 
inventions) for the 

most prestigious  
innovation honor  

in dentistry

ANNUAL SURVEY! 

Dental veterans share their th
oughts 

3rd
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underunder

FROM LEFT: DRS. JACOB YOUNG, JAIME PREBLE,  
ERIC APPELSIES AND STEPHANIE COLLINS 

MEMBERSHIP HAS ITS privileges — and for the 
sixth year running, Incisal Edge has gone coast to coast 
to track down 40 of the finest dental practitioners 
age 40 and under, and induct them into this august 
professional group. That’s 240 young doctors in all 
since we inaugurated these honors in 2011. 

We invited them to Manhattan, where our stylists and 
photographers treated them like the dental royalty they 
are — tricking them out in the latest couture and giving 
them the full VIP treatment. 

Then we simply . . . let them be themselves. They 
mingled, joked, shared success stories and got ready for 
their well-deserved close-ups. Dressed to the nines and 
raising a toast to one another, these latest additions 
to our burgeoning roster of sterling young doctors 
have made it past the velvet rope with ease and into 
an even more exclusive group: the practitioners who 
are, through the sheer force of their commitment and 
expertise, helping our profession ascend to even greater 
heights in the years ahead. Congratulations to all —  
and welcome to the club. 

By Elizabeth Dilts 
Photographs by Jeff Fried // Jeff-Fried.com 
Creative Style Director: Joseph DeAcetis 
Style Editor: Juan Benson 
Women’s Styling: Stephanie Anzalone 
Hair: Gina Kleinschmidt 
Makeup and Grooming: Gabriella Tipsa Bruun 
Shot on location at The Renaissance Hotel, New York City 
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LET THIS INNOVATIVE NEW 
HEAD LAMP LIGHT THE 
WAY TO MORE EFFECTIVE 
DAILY DENTISTRY.

OUT OF THE  
SHADOWS 

WORKING IN SOMEONE’S shadow can be a source of great career 
frustration. Working in your own, however, presents maddening 
complications for dentists everywhere. Practitioners should there-
fore give thanks that South Korean physician and engineer Dr. Kim 
Gichun has spent the last decade creating and perfecting the first 
shadow-free head lamp. 
 Pure white dual beams of light from Dr. Kim’s dental head lamp 
(dr-kim.net; $1,199) scatter the shadows created by your instruments 
and hands to provide a beautifully clear environment, untroubled by 
shadow, that will improve your work and lessen your eyestrain. 
 Dr. Kim’s newest model, the DKH-50 (shown here), lightens 
the physical load as well — made of featherweight plastic, it tips  

the scales at just 100 grams yet is as durable as your work ethic.  
It’s wireless, too; a pair of Eco-Batteries allow full freedom of  
movement and up to 12 hours of continuous work time with just  
a two-hour recharge. 
 An attachable light-source cap enables you to move between 
transparent, warm, red and daylight to suit your needs, and the 
multi-focus lens permits a work distance of anywhere from 20  
to 100 centimeters. Finally, modular optics mean you can replace  
or adjust the corrective lenses as needed, and the lamp will accom-
modate an installable customized loupe or surgical telescope. It’s 
a head lamp with a bright future — and it’ll improve your working 
conditions beyond a shadow of a doubt. 

COOL TOOL

YEARS AHEAD BY A SHORTAGE OF DENTISTS. . . . AS NOTED ON BENCO DENTAL’S BLOG, THEDAILYFLOSS.COM, COMEDIAN BILLY CRYSTAL PUB-
LISHED AN ESSAY IN READER’S DIGEST ABOUT THE IMPORTANCE OF ORAL HEALTH CARE. . . . IN OCTOBER, ZIMBABWE’S ENVIRONMENT MINISTER  

With  articles  ranging  from  news  
about  the  latest  techniques  and  
tools,  to  our  annual  “Top  40  
Under  40”  feature  highlighting  
the  country’s  brightest  rising  
stars,  to  our  design  awards  
issue,  our  content  goes  beyond  
traditional  dental  company  
magazines  and  puts  Incisal
Edge in  a  class  by  itself.    

a    t a s t e    o f    s o m e t h i n g    d i f f e r e n t



Lights!  Camera!  Action!  The  finest  young  dentists  are  profiled  in  
Incisal Edge…  and we  pull  out  all  the  stops!  Every  year,  this  
feature  gets  bigger  and  bigger!  World-renowned  photographers  
and  stylists  help  to  make  this  star  studded  issue  our  most  
anticipated  publication  of  the  year.  Plus… Dinners  
and  parties  offer  additional  sponsorship  
opportunities!  See  what  all  the  buzz  
is  about!

t h e    g l a m o u r    o f    4 0    u n d e r    4 0
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LIGHTS, CAMERA . . . 

2

THE SIXTH ANNUAL 40 Under 40 photo shoot took place May 5 and 6 

at the Peninsula Hotel in Manhattan; honorees, their guests, Benco Dental 

staffers and the photographers and stylists who made it all happen then 

retired to Rock & Reilly’s, an Irish pub and restaurant, to let their hair down. 

HAS A PRACTICE LOCATED INSIDE JOHN F. KENNEDY AIRPORT IN NEW YORK CITY. . . . AS NOTED ON THEDAILYFLOSS.COM, THE AMERICAN DENTAL  

ASSOCIATION PUBLISHED A LIST OF “SEVEN SONGS TO KEEP YOU SMILING THIS SUMMER.” AMONG THEM: BARRY MANILOW’S “CAN’T SMILE WITHOUT  

(1) Dr. Fouy Chau (second from left) with (from left) Dr. Mai Lam and Benco Dental’s Chuck Cohen and Terry Barrett; (2) Dr. Carlos Huerta, seated for photographer Jeff Fried; (3) 

Forbes magazine creative style director Joseph DeAcetis (right), who coordinated the 40 Under 40 shoot, with style assistant Andrew Rivera; (4) Dr. Carlos Huerta with GLO 

Science’s Stacey Levine; (5) Jeffrey Wood (left) of 40 Under 40 sponsor Kavo-Kerr Group with a colleague; (6) makeup assistant Native Elianor gets Dr. Eric Appelsies ready 

for his closeup; (7, from left) Benco Dental’s Kari Taylor and Incisal Edge editor Paul Jackson with Dr. Lisa Indelicato; (8) IE Student to Watch Adam Saltz (right) with friends.

OPEN BITES   | TK
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40 UNDER 40



A  one-of-a-kind  magazine  means  unique  advertising  
opportunities  are  now  available  to  you  — both  in  the   
publication  and  on  its  newly  launched  website.  In  2013,  
Incisal  Edge  reached  more  than  130,000  Benco  
customers  and  their  dental  teams.  This  number  
continues  to  grow  due  to  various  media  partnerships  
and  the  subscription  option!

u n i q u e    a d v e r t i s i n g    o p p o r t u n i t i e s

LARRY’S COLLECTION 

Outstanding dental-practice aesthetics now require a team of talented professionals.  
In the days after World War II, however, you made do with a few magnets.  BY LARRY COHEN  

Design Games 

Ph
ot

og
ra

ph
 by

 E
ric

 L
ar

se
n

AS DENTISTRY ENTERS a golden age of innovation and techno-
logical wizardry, figuring out the equipment that makes it all possible 
can feel a little bit like walking into a Best Buy before the holidays. 
You need to sift through dozens of brands and hundreds of models, 
and once you’ve decided on the equipment that will suit you best, 
you need to figure out how to deploy it in your operatories — a task 
that requires careful thought and precision planning more akin to a 

LARRY COHEN, Benco Dental’s chair-
man and chief customer advocate, has 
over the past half-century collected 
hundreds of unique dental artifacts, 
which reside at Benco’s home office in 
Pittston, Pennsylvania. 

military exercise. That’s why most dental distributors now offer, in 
addition to regular territory representatives, equipment specialists 
and layout-and-design experts. 
 It wasn’t always so. Back in the postwar years, the territory rep 
did it all. He (it was almost assuredly a man in those days) sold the 
equipment, then laid it out in the operatory — and the whole process 
typically took less than a half-hour. What you see on this page was 

the rep’s handy-dandy helper: Ritter’s “Magnetic E-Z 
Planner,” which was little more than a sheet of tin graph 
paper and some magnetic cut-outs that stuck to it. 
 Here’s how it would work: The sales rep measured 
the room, then adhered magnetic walls on the graph pa-
per to approximate its size, at scale. From there, mini-
ature magnets representing the unit, chair and X-ray 
would fall into place. The rep and the doctor could move 
them around as needed — a quick, easy process that re-
sulted in every dental office and every dental operatory 
looking pretty much the same. 
 That’s what makes this design-focused issue of In-
cisal Edge so astonishing to contemplate. Turn to page 
36 and gaze upon the award-winning offices and opera-
tories, each one as different and unique as the dentists 
who work there. Dental design, it turns out, can be as 
beautiful and efficient as anything in architecture, and 
when done well, it’s a tremendously positive way to ad-
vertise a practice. No magnets required. n
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Maximum  impact.

Our  knowledgeable  reps  
proactively  engage  the  doctor  
with  Incisal Edge  to  better  
position  your  brand.

w h y    a d v e r t i s e ?



Open  Bites
The  hottest  and  coolest  
places,  people  and  
happenings

Success
Profiles  of  the  best  in  
the  business

Features
Franchise  cover  packages  
(40  Under  40;;  Design  
Awards;;  Top  Innovators),  
plus  in-depth  profiles  and  
luxurious  design  spreads  

Apex
The  very  best  in  travel,  
automobiles,  timepieces  and  
liquor,  chronicled  by  the  
nation’s  top  luxury  experts

e d i t o r i a l    c o n t e n t

W I N T E R  2 0 1 7       I N C I S A L  E D G E       8 2

APEX   LIFEAPEX SPIRITS 

FORGET THE OMNIPRESENT 
BIG BRANDS: TOAST (AND GET 
TOASTY) THIS SEASON WITH A 
STELLAR COGNAC FROM ONE OF 
THESE QUALITY-MINDED HOUSES. 
BY LAUREN MOWERY 

WINTER  
WARMERS 

SINCE THE eighteenth century, 
Cognac has been reputed to confer 
a variety of health benefits. While 
contemporary doctors won’t pre-
scribe a swig in lieu of a flu shot or as 
a stand-in for your morning mouth-
wash, Cognac’s warming effect on 
the body and soul remain undisputed. 
  Today, with better access than 
ever to a range of prices and ages 
from quality producers outside the 
ubiquitous commercial houses, a 
pour of this grape-based French  
spirit is the perfect prophylactic 
against the onset of winter’s chill. n 

LAUREN MOWERY, Incisal Edge’s new spirits 
columnist, has covered the world through  
the lens of drink for publications including  
Wine Enthusiast, Forbes and Saveur. 
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BACHE-GABRIELSEN, 
COGNAC AMERICAN OAK 
(THE WINEBOW GROUP) 
$40; 40% ABV 
A crossover product for 
brown-spirits drinkers who 
enjoy the toasty notes of 
American bourbon or whis-
key, this Cognac is finished 
in new Tennessee oak for 
a minimum of six months. 
Traditionally distilled and 
blended, it develops its 
distinct aromatics from 
the additional time in the 
barrel, mingling scents of 
coconut and vanilla with 
pineapple, dried apples and 
nuts on the spicy finish. 

CHÂTEAU DE MONTIFAUD 
V.S.O.P. FINE PETITE 
CHAMPAGNE COGNAC 
(ANCHOR DISTILLING 
COMPANY) $75;  
40% ABV 
For six generations the  
Vallet family has grown,  
distilled, aged and bottled 
Cognac on its property; 
they’re one of only a  
dozen producers left in  
the eponymous region of 
France that still does it  
all. The V.S.O.P. designa- 
tion (Very Superior Old  
Pale) indicates a minimum 
aging of four years, but 
Montifaud overachieves by 
doubling that. The delicate 
nose is redolent of a warm 
pear and apple crisp dusted 
in baking spice, and offers 
a rounded finish of flowers 
and toffee.

1 2

DELAMAIN, PALE & DRY 
X.O. GRAND CHAMPAGNE 
(KOBRAND) $120;  
40% ABV 
From an important, historic 
British house long focused 
on quality over quantity,  
this pricey blend derives 
exclusively from Grande 
Champagne vineyards. 
“Pale” refers to its naturally 
light color, “dry” to its inher-
ent sweetness, indicating 
restraint from enhance-
ments. The bouquet entices 
with florals, vanilla and nuts, 
while the elegant palate 
blends pears, apricots and 
spice. It floats in the mouth, 
anchored only by a worn 
wood note on the finish. 

PAUL GIRAUD NAPOLEON 
(DOMAINE SELECT)  
$75; 40% ABV 
The Giraud family has been 
making Cognac known for 
high quality, small produc-
tion and lack of additives 
from their own vines since 
the mid-seventeenth cen-
tury. While the “Napoleon” 
designation calls for six 
years of aging, the Girauds 
bottle with at least 15. A 
lovely nose of dried apricot 
and apple, fig, plums and 
caramel carries through  
in the mouth and long,  
baking-spiced finish. 

PAUL BEAU VS (PM  
SPIRITS) $40; 40% ABV 
If PM Spirits (a “provider of 
geeky spirits” at pmspirits 
.com) carries this Cognac, 
you can trust it’s good. 
Owner and importer Nicolas 
Palazzi doesn’t mess  
around with commercial 
stuff, sourcing from artisans 
only. His selections are 
commensurately expensive, 
but the Paul Beau VS (Very 
Special) offers an affordable 
entrée into the portfolio. 
From the heart of Grande 
Champagne, the Beau  
family has distilled its  
own grapes since 1895.  
The bouquet is expressive 
and fruity, while the round 
palate finishes a touch 
sweet with a floral note. 

3 4 5
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WHICH IS THE best Ford Mustang? Ask that question around classic- 
car fans and you’ll be arguing for hours. For Murrieta, California, dentist  
Dr. Valerie Scola, the choice is easy: the first-generation 1965 Fastback  
she drives to work every day. 
 “I became interested in classic cars thanks to my husband, Austin,” says  
Dr. Scola. “It was a passion for him long before we met. When we first started  
dating, he used to quiz me about cars. I learned pretty quickly.” 
 Fittingly, the 38-year-old — a member of the Incisal Edge 40 Under 40 class of 2015 — 
seldom runs in low gear. She was already a mother of two when she entered Indiana University 
School of Dentistry in 2011. While she was there, she and Austin welcomed two more kids — 
and, Dr. Scola proudly notes, she still graduated on time. 
 Her Fastback, vibrant red inside and out, still has its original 4.7-liter V8 engine, and she’s 
certain its iconic status helped her get up to speed with the patients she inherited when she 
bought an existing practice, now called Scola Family Dentistry, in January 2014. “My predeces-
sor was rather young when she retired,” she says. “It came as a shock to most patients, so I really 
had to earn their trust. I think my interest in classic cars humanized me.” 
 Dr. Scola initially worked in magazine publishing in the Bay Area. She had grown up the 
daughter of a dentist in Elkhart, Indiana, and ultimately decided to pursue his line of work.  
“My dad is definitely an inspiration,” she says. “I try to pattern myself after him.” 
 In part, that means engaging in year-round community outreach; Dr. Scola provides back- 
to-school oral-health screenings for young children, sponsors area sports teams and raises 
money for Michelle’s Place, a local breast-cancer support center. 
 The woman known around town as “the Mustang Dentist” also participates in a handful of 
auto shows each year. “My car brings back wonderful memories for many of my patients,” she 
says. “The Mustang is a great part of Americana. It harkens back to tradition, family values and 
the honesty and integrity that the cars stood for.” 

MY HOBBY 

HOT WHEELS

AMERICAN DENTAL ASSOCIATION HAS ANNOUNCED THAT AMONG THE SPEAKERS AT ITS ANNUAL MEETING IN DENVER THIS OCTOBER WILL BE 
NOBEL PEACE PRIZE WINNER MALALA YOUSAFZAI, THE YOUNGEST-EVER NOBEL PEACE LAUREATE. . . . A RECENT MUSEUM EXHIBIT IN NEW YORK  

DR. VALERIE SCOLA, “MUSTANG 
DENTIST,” IS A CLASSIC-CAR  
DEVOTEE IN AUTO-CRAZY 
SOUTHERN CALIFORNIA. 

MUSTANG SCOLA: The doctor  
with her 1965 Fastback 

OPEN WIDE: Showing off the Mustang at a car show  
in California. And hey, we recognize that top photograph 
on the placard. Meta! 

DR. SCOLA’S  
FAVORITE DRIVE 

“It’s a treat to drive the Mustang  
anywhere, but I enjoy driving it on the 
Ortega Highway, which starts in L.A.,  

cuts through the mountains and  
overlooks the Inland Empire. It’s a 

gorgeous, winding drive.” 
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