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Don’t wait, plan ahead!

Taxes, Planning, and 
Being Proactive



Get Ready For Our 
UPCOMING EVENTS

Annual Golf Tournament to benefit Sacramento District Dental Society's Foundation

May 19, 2017
Empire Ranch Golf Club (Folsom, CA) • 8:00am Shotgun

CONTESTS! • DRINKS ON THE COURSE! • RAFFLE PRIZES! • GOLF SOUVENIRS!
All SDDS members and their guests are invited! Hope to see you there!

FRIDAY, MAY 19, 2017 • annual golf tournament

Join us for 
Dental Day at Raley Field!

JUNE 20

2017

SDDS Presents the 37th Annual MidWinter Convention & Expo
February 9-10, 2017 | Sacramento Convention Center

 

CLASSES SCHEDULED
• THURSDAY: FEBRUARY 9

7:30AM - 5:00PM

• FRIDAY: FEBRUARY 10
7:30AM  - 4:00PM

HIGHLIGHTS
• FRONT OFFICE BOOT CAMP
• MEALS & COFFEE
• LICENSURE RENEWAL 

COURSES
• LOTS OF CE

Dvn't miss vut!
There's Still time to 
register - Call SDDS!
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- Kenny Sung

COME SEE US AT BOOTH #6 AT THE 
SDDS MID –WINTER CONFERENCE 

FOR SPECIAL PROMOTIONS!!!!

"At KP28, we strive to be an 
extension of your practice, part of 
your team. Not just the lab”

Owner/ Master Ceramist

1111 Howe Ave. Suite 505 
Sacramento, CA 95825  

                                                                            (916) 274-4072    

Crown and Bridge• Implants • Guided Surgery • CAD / CAM • Continuing Education 

Contact Jeremy Lorenzo
jeremy.lorenzo@kp28dentallab.com
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Aargh! It’s that time of year, again. Tax time.

Hopefully, I’ve remembered to keep my records 
and receipts in order for this past year. It 
definitely helps to work with a good bookkeeper 
and accountant. I’m grateful that I continue to 
enjoy my career and grumble, only a little, as I 
get ready to write my tax payments checks.

We. the members of SDDS, are so fortunate to 
have great vendor members. They support our 
Dental Society in so many wonderful ways! 
That said, when we need an expert opinion, 
an article, some advice for members, it is our 
vendor members to whom we can reach out and 
refer. Take, for instance, this month’s Nugget 
issue. It focuses on tax time, tax advantages 

and valuable information that we pass on to 
our membership. Thank you to the vendor 
members who contributed to this month’s issue 
- we couldn’t have done it without you!

And speaking about our vendor members, 
by now you should have received your 2017 
Directory (it was mailed out the beginning of 
January). Please make note of the front section of 
the Directory - it is where our vendor members 
“live.” Their special discounts and programs to 
SDDS members are listed in the front section. 
Please, when you have a choice, consider our 
vendor members first. They support our Dental 
Society by being vendor members. They are 
accountants, consultants and tax advisors. They 

are suppliers. They are consultants. They are 
builders and contractors. They appreciate your 
consideration.

I think this issue of the Nugget is a MUST 
READ! So much great information is 
presented. Thanks to our vendor members who 
contributed, please enjoy their articles. VMs are 
here to help you. Contact them if they can be of 
assistance for you and your tax advice or needs.

Here’s hoping that 2017 will be another 
enjoyable and prosperous year for all of us.

Sincerely,

President's Message

By Nancy Archibald, DDS
2017 SDDS President

This is a  
“Must Read” issue

In 2016, Burkhart Account Managers processed 

$4,989,258  
in coupons and free goods  

on behalf of our Supply Savings Guarantee clients.  

The Burkhart Supply Savings Guarantee Program  
can lower your supply costs — guaranteed.

Ask your Burkhart Account Manager  
to show you how.

GAIN CONTROL of Supply Overhead Costs

WE ARE A FULL SERVICE DENTAL DEALER:
Dental Supplies • Dental Equipment and Technology 

Service Maintenance and Repair • Practice Consulting
Office Design and Planning 916.784.8200 | 800.606.9836

www.burkhartdental.com
R WA 01/17

BURKHART OFFERS  
CHOICE
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It’s February – our busiest month of the year!

Midwinter Convention and Smiles for Kids all in the same week, along with 
Children’s Dental Health month kick off!

If you haven’t signed up for MW, call our SDDS office and sign up please. 
By the time you read this Nugget, we will be packed up and ready to roll on 
February 8th – but we’ll make room for everyone! The theme is western so wear 
your comfy jeans and come have some good grub, see some great speakers and 
get 15 units of CE!

Then, we are on to promoting and taking registrations for the rest of our 
program year – one that goes through May. There’s Licensure Renewal courses, 
6 CE courses with some great topics and speakers, Business Forums, Lunch 
and Learns, HR webinars, General meetings  and CPR. All this for you just 
until May. Then, in June, we announce our next program year! We sincerely 
hope that the SDDS membership continues to attend and appreciate all that 
our component offers our members.

That said, SDDS’s advocacy is also one of our positive attributes. Whether 
we are working as an SDDS team of volunteers on behalf of our members for 
access to care issues (i.e. general anesthesia concerns, Denti-Cal access and 
accountability, oral health for our community)… our volunteers serving on 
all these committees should be applauded for their continued tenacity toward 
improving these issues and concerns. (Please see the report from Barbara Aved 
in this issue of the Nugget; Barbara is a great partner of SDDS and has helped 
us greatly in our continued efforts toward improving Denti-Cal issues).

Lastly, at least for now, Leadership Development and Nominating meets this 
month and recruits our future leaders. If you are interested yourself or you 
want to nominate someone, please fill out the form inserted in this Nugget. 
We’d love to have you and hope that you will “step up!” We have great leaders, 
current and incoming… join the party!

Happy February!   

Cathy's Corner

Always for
Our Members! By Cathy B. Levering

SDDS Executive Director
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DIRECTORS
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STANDING

TASK FORCES
ADVISORY
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SPECIAL EVENTS 
OTHER

SDDS STAFF

The Nugget is an opinion and discussion magazine for SDDS membership. 
Opinions expressed by authors are their own, and not necessarily those 
of SDDS or The Nugget Editorial Board. SDDS reserves the right to edit all 
contributions for clarity and length, as well as reject any material submitted.
The Nugget is published monthly (except bimonthly in June/July and Aug/Sept) 
by the SDDS, 2035 Hurley Way, Ste 200, Sacramento, CA 95825 (916) 446-1211. 
Acceptance of advertising in The Nugget in no way constitutes approval 
or endorsement by Sacramento District Dental Society of products or 
services advertised. SDDS reserves the right to reject any advertisement.

Postmaster: Send address changes to SDDS, 2035 Hurley Way, Ste 200,  
Sacramento, CA 95825.

37TH ANNUAL MIDWINTER  
CONVENTION & EXPO

Wrangle Up Your Ranch Hands And 
Join Us On...

FEBRUARY 9–10, 2017
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Tax time approaches and, in this issue 
of the Nugget, we asked our CPA and 
Financial Consulting vendor members to 
address questions and situations commonly 
presented to them by their clients. The 
articles that follow in this issue are the results 
of this inquiry.

2016 IRS Tax Code changes did not take 
center stage in their responses. John Urrutia, 
from MUN CPAs, addressed options 
for managing our bookkeeping needs, 
commonly overlooked tax deductions, and 
maximizing retirement plan contributions. 
Good basic accounting information the 
practice owner should always be aware of. 

Ben Anders, CPA from Innovative 
Solutions, responded by writing about 
the tax consequences and opportunities 
involved in the sale of a dental practice. 
The article contains important information 
needing consideration when negotiating and 
structuring the sale of a practice, a must read 
for dentists in career transition; buying or 
selling a practice.

Retirement is the important issue when 
talking to Olivia and Kerry Straine, from 
Straine Consulting. They present some 
alarming statistics concerning Americans 

and their attitudes toward saving for 
retirement. Their recommendations are to 
understand your “retirement personality 
profile” and begin making decisions daily 
that support your dreams into retirement. 

Qualified Retirement Plans (QRP), a gift 
from Congress and a way to defer current 
income from taxation and save money 
for our support beyond our working 
years: Craig Fechter, CPA from Fechter 
& Company, discusses all the benefits of 
qualified retirement plans. He presents the 
multiple reasons we should be utilizing 
these retirement plans to prepare for our 
Golden Years.

The retirement theme is carried further with 
a discussion by Tom Chandler, from The 
Chandler Group. Tom illustrates a scenario of 
adding a Defined Benefit Plan to an existing 
401k plan and shows how it dramatically 
increases tax benefits and retirement plan 
contributions for owners. This retirement 
plan structure is valuable to consider if your 
small business or corporation has substantial 
taxable profit. Read it.

It taxes my memory to think back to my 
pathology class in Dental School. What do 
you do when a patient in your chair presents 

with sloughing mucosal or gingival lesions 
that suggest a pemphigoid condition? The 
International Pemphigus and Pemphigoid 
Foundation was kind to provide for us, in the 
Pathology Corner in the Nugget, an article 
describing this rare condition. It describes 
the signs and symptoms for this condition 
and suggests treatment for the care and 
maintenance of these patients. Time to catch 
up on a rare oral pathological condition. 
Thank you Patrick Dunn from IPPF.

As a final note, Barbara M. Aved, RN, 
PhD, MBA from Barbara Aved Associates, 
reports to us about a survey focused on the 
reasons parents and caregivers of low-income 
children in Sacramento covered by Denti-
Cal fail to seek dental care for these children. 
The study was rather enlightening suggesting 
that organized dentistry needs to enhance its 
public image.

Enjoy the read.   

From the Editor’s Desk

This is So Much
More Than Tax Advice By Carl Hillendahl, DDS

Editor-in-Chief 
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WESTERN PRACTICE SALES 
John M. Cahill Associates 

800.641.4179 

Tim Giroux, DDS Jon Noble, MBA 

What separates us from other 
brokerage firms? 

 
 
 

Our extensive buyer database allows us to offer you 
    

A Better Candidate 
A Better Fit      

A Better Price 



And at The Dentists Insurance Company, TDIC, we won’t treat you like one. We were started by,  
and only protect, dentists. This singular focus has led to an unparalleled knowledge of dentistry and 
the best ways to protect you. This respect for your profession supports exceptional service, including 
an in-house claims team, razor-sharp legal team and industry-leading risk management resources. 

Because with us, business is about doing what’s best for you.

You are not a policy number.

Protecting dentists. It’s all we do.®
   

800.733.0633 | tdicinsurance.com | CA Insurance Lic. #0652783

Endorsed by the 
Sacramento District 
Dental Society



EPA ISSUES FINAL RULE: AMALGAM SEPARATORS REQUIRED
Reprinted with permission from CDA

The administrator for the Environmental Protection Agency has signed off on a final rule under 
the Clean Water Act to control the discharge of mercury and other metals entering the waste 
stream from dental practices. The rule will regulate dental practices that place or remove 
amalgam — it is not intended to apply to dental practices such as orthodontic and periodontal 
practices except in limited emergency circumstances. The effective date of the rule is 30 days 
after the rule is published in the Federal Register. The compliance date for most dentists will 
likely be January 2020, three years after the effective date.

Under the final rule, a dental facility that places or removes amalgam will be subject to two best 
management practices: 1) collect and recycle scrap amalgam; 2) clean the chairside traps with 
non-bleach or non-chlorine cleanser so as not to release mercury.  

The rule also includes an amalgam separator requirement, stating that a dental facility must 
install an amalgam separator that is compliant with either the American National Standards 
Institute American National Standard/American Dental Association Specification 108 for 
Amalgam Separators (2009) with Technical Addendum (2011) or the International Organization 
for Standardization 11143 Standard (2008) or subsequent versions so long as that version 
requires amalgam separators to achieve at least a 95 percent removal efficiency. 

CDA recommends that members not purchase separators until the rule is published.

Dental practices that already have amalgam separators will be required to replace the 
equipment within 10 years of the rule’s effective date with equipment meeting the new 
standard. 

Additionally, there are reporting requirements. All dental facilities must submit to the local 
authority a compliance report and have maintenance and inspection records available for 
inspection.

CDA and the ADA advocated to the EPA for revisions to the proposed rule, published in 2014, 
with CDA calling for withdrawal of the rule to allow sanitation agencies, states and regions to 
“develop their own guidelines to use when developing and enforcing dental amalgam programs 
which will allow for the appropriate response based on each local jurisdiction’s needs.”

CDA is developing an FAQ and other resources to assist dental practices with compliance dates, 
California-specific required BMPs, penalties for noncompliance and more. 

YOU SHOULD  KNOW
CALIFORNIA’S REST  
PERIOD OBLIGATIONS
Provided by CEA

On December 22, 2016, the California 
Supreme Court decided a landmark case 
regarding rest periods. In Augustus v. ABM 
Security, the Supreme Court overturned an 
appellate court decision that was favorable for 
employers. In doing so, it changed California’s 
rest period obligations, stating that employers 
must “relieve employees of all duties” and 
“relinquish all control over employees” during 
rest periods.

The case stemmed from an employer of 
security guards who required employees to 
remain on call during rest periods—in case 
an emergency or altercation occurred while 
they were taking their break. The employees 
believed this infringed on their right to a 
10 minute break and the court agreed with 
them, stating “… a rest period means an 
interval of time free from labor, work, or any 
other employment-related duties. Given the 
practical realities of rest periods, an employer 
cannot satisfy its obligations under Wage 
Order 4, subdivision 12(A) while requiring that 
employees remain on call.”

Due to this ruling, we encourage employers 
not to tell their employees to be “ready to 
work” when they are supposed to be on a 
break. You might be wondering if this means 
employers can no longer require employees to 
remain on site for a rest period. 

Read on for the good news in this ruling. 
“Because rest periods are 10 minutes in 
length (Wage Order 4, subd. 12(A), they 
impose practical limitations on an employee‘s 
movement. That is, during a rest period an 
employee generally can travel at most five 
minutes from a work post before returning to 
make it back on time. Thus, one would expect 
that employees will ordinarily have to remain 
onsite or nearby. This constraint, which is 
of course common to all rest periods, is not 
sufficient to establish employer control.”

MEMBER 
BENEFIT

All active members received a free copy  
of the 2017 Employment Law Poster in  
the January Nugget.

Additional posters are available for sale 
through SDDS for $24.95  
(member price). 

www.sdds.org • February 2017  |  9



To aid in your practice management efforts, 
we have put together a list of the common 
questions asked by our small to mid-size 
dental clients. These questions are:

1. Am I maximizing my retirement 
contributions?

2. What tax deductions do business 
owners most often overlook?

3.  I’m struggling to keep my accounting 
records up to date AND run my 
business, what are my options?

Maximizing Retirement 
Contributions

Saving for retirement is critical. Depending 
on the structure of your business, there are 
likely a few different options you can choose 
from to help reach your retirement goals. 
For example, a self-employed individual 
can easily set up a Simplified Employee 
Plan Individual Retirement Account (SEP 
IRA) and contribute up to 25% of earned 
income up to $53,000 per year. SEP IRA’s 
are easy to set up and have very few reporting 
requirements.

There are many retirement vehicles to help 
you and your employees save for retirement. 
To get started, find a proactive retirement 
advisor and make sure to connect them with 
your tax accountant so they can help you 
plan ahead and maximize your savings.

Overlooked Tax Deductions

One of the most often overlooked deductions 
we find when onboarding new dental 
practices is the Domestic Productions 
Activities Deduction (DPAD). This 
deduction is available to practitioners who 
conduct certain manufacturing activities. 
Now, you wouldn’t normally think of a 
dentist as a manufacturer, but there are 
certain activities that qualify. For example, 
making crowns in house qualifies for the 
deduction. So, if you are making crowns in 
your own office, you already qualify for the 
deduction!

In addition to the DPAD, make sure your 
accountant gets a list of all property and 
assets you purchase during the year. There 
are often favorable tax deductions and credits 
related to asset purchases and you don’t want 
to miss out on accelerating your deductions 
when it makes sense to do so.

You’re Not
Just a Dentist…

John Urrutia CPA is a Part-
ner at Mann, Urrutia, Nel-
son CPAs & Associates, LLP, 
a full service accounting 
firm.  John can be reached at 
jru@muncpas.com or (916) 
774-4208.

IT’S TAX TIME

A day in the life of a business owner can often be overwhelming. Not 
only do you have a full load of patients to see, but you also find yourself 
performing other vital business functions such as ensuring the business 
is adequately insured, handling human resource issues as they arise, 
negotiating a new banking relationship, and keeping up with the 
company bookkeeping and record keeping. So, your day often doesn’t 
end when the last patient leaves the chair! Practice management duties 
can be even more time consuming than your day job as a dentist.

By John Urrutia, CPA 
Mann, Urrutia, Nelson CPAs 

SDDS Vendor Member
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Job Bank
The SDDS Job Bank is a service offered only to SDDS Members. It is published on the 
SDDS website and provides a forum for job seekers to reach other Society members who 
are looking for dentists to round out their practice, and vice versa. If you are a job seeker, 
associate seeker, selling or buying a practice, contact SDDS at (916) 446-1227. For contact 
information of any of the job bankers please visit www.sdds.org.

ASSOCIATE POSITIONS AVAILABLE
Raul Contreras, DMD • Auburn • part • GP
Falguni Patel, DDS • Sacramento • part/temp (Jan. 20-Feb. 23) • GP
Stan Arrellano, DDS • Elk Grove • part/full • GP
Kids Care Dental • Sacramento • part/full • Ortho
Kids Care Dental • Lodi • part/full • Ortho
Kids Care Dental • Rancho Cordova • part/full • GP
Pamela DiTomasso, DMD • Sacramento • part • GP 
Thomas Ludlow, DDS • Folsom/Modesto • part/full • GP
Charles McKelvey, DDS • Twain Harte • full • GP
David Park, DDS • part/full • GP
Sang Tran, DDS • Davis • part • GP
Steven Tsuchida, DDS • Elk Grove • part/full • OS
Ashkan Alizadeh, DDS • Sacramento • full • GP/Pedo
Michael Hinh, DDS • Sacramento • part • GP
Kids Care Dental • Stockton • full • Pedo
Eloisa Espiritu, DDS • Lincoln • part/full • GP
Laguna Children's Dental Care • Elk Grove • part/full • GP
Upen Patel, DDS • Sacramento • part • GP
Ricky Tin, DDS • Elk Grove • part • GP
Image Orthodontics • Roseville/Sacramento • part • Ortho
Gary Clusserath, DMD • Roseville/Citrus Heights • part • GP/Endo/OMS
Kayla Nguyen, DDS • Roseville/Lincoln • part/full • GP
Timothy Herman, DDS • Lincoln • part/full • GP
Hung Le, DDS • South Sacramento, Stockton • part/full • GP
Darryl Azouz, DDS • Rocklin/Woodland • full (2 associates, 2 days) • GP  
Alex Moradzadeh, DDS • Sacramento • part/full • GP/Endo/Pedo/OS 

DOCS SEEKING EMPLOYMENT

DHPS SEEKING EMPLOYMENT

Pabina Dhawan, DMD • Monday/Tuesday only • GP
Shahryar Khodai, DDS • Monday/Tuesday only • GP
Behdad Javdan, DDS • part/full • Perio
Tex Mabalon, DDS • part/full • GP                                          
Ronald Rott, DDS • part • GP
John Nerwinski • part • GP
Russell Anders, DDS • part (fill in only) • GP
Steve Saffold, DDS • (Emergency fill in only) • Sacramento • GP
Steve Murphy, DMD • part/full • Endo
Brandon Webb, DDS • part • Endo

DOCS LOOKING TO BUY A PRACTICE
Darryl Azouz, DDS • GP 
Navneet Sahota, DDS • Fair Oaks • Perio
Behdad Javdan, DDS • Fair Oaks • Perio
Scott Snyder, DDS • GP 
Brandon Webb, DDS, MSD • Roseville • Endo
Shahryar Khodai, DDS • Sacramento • GP

Janis Dufort, RDH • fulltime

Accounting Solutions

There are many options to consider with regard to your 
accounting records. If you are struggling to keep current while 
also trying to run your practice and tend to patients, here are 
some questions to consider:

1. Can I do more to automate my accounting processes? 
Chances are the answer is yes. Many software programs 
as well as online banking have increased the ability to 
automate accounting processes.

2. Are the savings I am realizing by doing the record 
keeping myself worth it? Only you can answer this 
question. Consider what you would be doing with your 
time otherwise, whether it is spending time with your 
family or networking with other practitioners then 
decide what makes the most sense for you.

3. Do you have an organizational system that fosters 
efficiency? Being organized and keeping your files easy 
to follow can significantly reduce the amount of time it 
takes to keep up with your day to day accounting. 

As a final thought, remember that often the most successful 
people in business are those who surround themselves with 
a team of other smart, successful people. Make sure you are 
partnering with the best as you manage your practice.   
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When considering selling their practices, 
most dentists consider the tax consequences. 
What they don’t always consider are the tax 
opportunities. This article addresses both.

Common Practice Sales

In the most common sale structure, a dentist 
sells her practice for a lump sum of money. 
Though we say the dentist is selling “the 
practice,” she is actually selling the assets 
of the business. These generally include 
equipment, dental and office supplies, and 
patient records. Often there is also a non-
compete covenant as well. 

For tax purposes, the sale price must be 
allocated among the various assets sold. 
If there’s money left over after allocating 
the price to the assets mentioned here, the 
remainder is considered goodwill and can be 
thought of as the value the seller has added 
to the practice over time.

The sale of different assets produces different 
types of income so the allocation of the sales 
price can directly affect the seller’s taxes. 

The sale of supplies generally generates 
ordinary income, which, depending on the 
seller’s tax bracket can be taxed as high as 50% 
when federal and state taxes are combined. 
The sale of patient records, the non-complete 
covenant, and the goodwill are all taxed at 
long-term capital gains rates which currently 
max out at about 30% when federal and state 
tax rates are combined. The sale of equipment 
has the potential to generate some capital gain 
income but often generates primarily ordinary 
income from the recapture of depreciation 
taken in prior years.

The seller’s preference, therefore, is to allocate 
as much of the purchase price as possible to 
patient records, the non-compete covenant, 
and goodwill, and as little as possible to 
equipment and supplies. Unfortunately, 
the buyer’s tax preferences will be in exact 

opposition to those of the seller. The buyer’s 
tax benefit comes from allocating more 
to equipment and supplies and less to the 
intangible assets. Even more unfortunate, 
the buyer and seller must both agree on the 
allocation of the purchase/sale price and 
report the results to the IRS.

Creative Thinking

In most sales, a compromise on the allocation 
of the purchase/sale price is reached somewhere 
in the middle, but that doesn’t have to be the 
case. When there are conflicting interests, there 
is hidden opportunity. Creative allocation of 
the price can be a great negotiation tool. The 
allocation could be altered, for example, in 
exchange for a higher or lower purchase price.

Seller Finance

Creative thinking also exposes other tax 
opportunities when selling a practice. After 
paying taxes on the sale, most sellers will 
invest the remaining proceeds in hopes of 
getting that steady stream of income needed 
in retirement. Instead, sellers should consider 
owner financing some or all of the buyer’s 
practice purchase. In this scenario, the seller 
serves as the bank and allows the buyer to 
make payments over a number of years. Since 
the income from the sale is not received all 
at once, the seller usually stays in a lower tax 
bracket than she would be in if she took in 
hundreds of thousands of dollars all at once. 
She receives a steady stream of payments, 
plus interest, over a number of years, stays in 
lower tax brackets, defers most of the taxes 
in to future years, will likely pay fewer taxes 
overall, and, in the case of default, can take 
the practice back and sell it again.

Bankers love to make loans to dentists 
because their average default rate is about 
1%. They are low risk customers. In a seller 
finance situation, the seller takes on the 
same risk a bank would. If that is still too 

By Ben Anders, CPA 
Innovative Solutions CPAs

SDDS Vendor Member

Ben Anders, CPA is a partner 
at Innovative Solutions CPAs 
& Advisors, LLP, a Sacramen-
to accounting firm specializ-
ing in comprehensive, holistic 
accounting, tax and financial 
planning solutions for dentists 
and their practices.

Selling a Practice:  
Tax Consequences  
and Opportunities

IT’S TAX TIME
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much risk for the seller, she can protect her 
investment by taking a security interest in 
some other asset belonging to the buyer, such 
as a rental property owned free and clear.

Keeping the Building

Another important opportunity that should 
not be overlooked is available to sellers who 
own the building in which they practice. 
Selling the practice and keeping the building 
as a rental again provides the steady stream 
of income most retirees need, but that’s just 
the tip of the iceberg.

Over the years, the seller has been 
depreciating the building and claiming 
a deduction for this on her tax return. If 
she sells the building, taxes will be paid on 
any gain recognized. Part of the gain will 
likely be due to appreciation of the building 
over time. This gain will be taxed at the 
lower long-term capital gains rates. Any 
gain associated with depreciation taken in 
the past, will be taxed at higher ordinary 
income rates. A seller in this situation will 

likely feel penniless after paying her taxes 
from the year of sale.

But there is an alternative, and it reduces the 
taxable gain on the sale of the building to 
zero. If the seller keeps the building until her 
death, and then passes it to her heirs, all the 
depreciation she has taken over the years gets 
cleared, and they inherit the building at the 
fair market value at the date of her death. 
This means that they can sell the building the 
next day for its market value and pay no taxes 
at all, or they can rent it out for many more 
years, taking advantage of the depreciation 
deduction all over again. Amazing.

While I can’t think of a better tenant than a 
dental practice, if for some reason the selling 
dentist just doesn’t want to continue to own 
that particular building, she can also take 
advantage of the IRS Section 1031 like-kind 
exchange rules. These will allow her to trade 
this building for another income producing 
building while deferring the taxes down the 
road.

Conclusion

Just because most dentists sell their practice 
all at once for a lump sum of money doesn’t 
mean it’s the best way. It’s certainly the easiest 
way, but with a little education and support 
from appropriate professionals, a creatively 
structured sale can reduce your taxes, 
give you a steady cash flow in retirement, 
increase your wealth, and provide a legacy 
to your children.   

Our testimonials speak for themselves:

Ben and Terri, and the staff at Innovative have been a blessing 
for us! I am a dentist, and with all that goes on in the business, 
I just don’t have as much time as I would like to really look at all 
the numbers. We are very happy that we found Innovative for our 
accounting and tax needs. They are very informative and very 
easy to talk to. I really appreciate the fact that they treat me like a 
person and not just another number in their long list of clients. 

— Poge Her, DDS

Ben and Terri have both been very helpful in explaining the 
legalities regarding deductions, depreciation etc with my 
business. Additionally, they were able to help us implement a 
new program which made our bookkeeping much easier. They 
are prompt to reply with any questions I have which is one of the 
main reasons I chose their services.

— James Dawson, DDS

As a dentist I do not have the time or expertise to manage 
the tax and accounting needs of the office on my own. I am 
very happy with Innovative Solutions acting as our partner 
and guiding our office in all financial decisions. They are very 
responsive to our needs and free up more time for us to focus 
on our patients. Very satisfied!

— Joshua Perisho, DDS

Call now to schedule a free initial consultation!       916.646.8180       www.innovativecpas.com

Denton Connor, Terri Davis, & Ben Anders CPAs
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As performance management experts, we 
know that there is one behavior responsible 
for every single thing that happens in a 
person’s life, and that is choice. Choice is the 
act of selecting or making a decision when 
faced with two of more possibilities.

Experts warn that only a minority of baby 
boomers will be able to afford the retirement 
they want. Are we to be comforted knowing 
that Social Security will keep 22 million 
Americans barely above the poverty line and 
that most people 65 and older will receive 
the majority of their income from Social 
Security? It is frightening to think that 
without Social Security benefits 40% of 
elderly Americans will have incomes below 
the poverty line and with Social Security 9% 
still will live in poverty.

According to the Employee Benefit Research 
Institute, Americans fall into one of five 
retirement personality profiles that show 
how people make choices about retirement. 
The five profiles are:

The Planner: Twenty-seven percent of 
Americans fall into this group and 93% 
of Planners have begun to save for their 
retirement, however, 23% haven’t determined 
how much they need to save and 47% haven’t 
thought about long term care.

The Saver: Twenty-three percent of 
Americans are Savers, yet 48% of Savers have 
not determined how much they need to save.

The Struggler: Sixteen percent of 
Americans are Strugglers, aptly named, as it is 
a struggle for them to save for retirement given 
their day-to-day financial responsibilities. 
Twenty-five percent of Strugglers have not 
begun to save for retirement and 46% of 
them have not determined how much they 
need to save.

The Impulsive: Eighteen percent of 
Americans are sporadic savers and get 
sidetracked easily and often in this effort 
as more than half of Impulsives blow it by 

spending even when they hadn’t planned to 
buy anything. Twenty-two percent of this 
group have not begun to save for retirement 
and 42% have not determined how much 
they need to save.

The Denier: Fifteen percent of Americans 
are Deniers and feel that planning for 
retirement is hopeless. Less than one-half 
of Deniers have even begun to save for 
retirement, nor attempted to determine how 
much they need to save.

Understanding your retirement personality 
profile can help you identify limiting beliefs 
and ineffective behaviors so that you can make 
the choice to begin actively participating in 
decisions that will shape the final chapter 
of your life. The retirement income system 
will come under increasing stress in the years 
ahead, with Social Security facing a modest 
shortfall over the next 75 years and Disability 
Insurance facing insolvency now.

To ensure that you begin making decisions 
on a daily basis that support retirement in 
the manner and style of your choosing, you 
must begin today with a clear vision, not just 
for retirement, but for your life, with realistic 
goals that will enable you to realize your 
dreams through the end of your life, not just 
through the end of your career.

Retirement can and should be more than one 
possibility, a “lifted out of poverty” status 
provided by the government, it could be 
altogether another possibility that would be a 
reflection of all you have worked for, the legacy 
chapter of your life. John-Paul Sartre said, “We 
are our choices.” What do yours say about the 
possibility of retirement in your future? 

Straine Consulting is a vendor member of the 
SDDS and offers a free practice analysis to 
its membership. Call Stephanie Gonzalez at 
916.568.7200 to schedule a one-hour consultation 
with Kerry Straine. 

By Olivia and Kerry Straine 
Straine Consulting

SDDS Vendor Member

Kerry K. Straine, President 
and CEO of Straine Con-
sulting, holds a Bachelor of 
Science in Business Adminis-
tration with a concentration 
in Accounting and has been 
in business and financial 
management for more than 
thirty years. It was Kerry’s 
education and experience 
in accounting that led to the 
development of The Straine 
Management System™, the 
premier platform that pro-
vides strategic planning, 
leadership and team devel-
opment, policy and manage-
ment system design, training, 
monitoring and coaching for 
dental professionals through-
out the United States and 
Canada. 
 
Olivia McLeod Straine, Vice 
President of Straine Con-
sulting, earned a Bachelor of 
Arts in Psychology from the 
University of Hawaii and a 
Bachelor of Arts in Commu-
nication from Sacramento 
State University. Olivia 
develops the concepts and 
writes the workbooks for the 
widely-attended seminars 
and workshops that Straine 
offers. She is also known for 
writing the popular monthly 
Practice Tips™ and Ask The 
Coach column in the Privi-
leges eNewsletter.

Retirement
Is a Choice

IT’S TAX TIME
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Volunteer
opportunities

SMILES FOR BIG KIDS
VOLUNTEERS NEEDED: Dentists willing to “adopt” patients for 
immediate/emergency needs in their office.

TO VOLUNTEER, CONTACT:  
SDDS office (916.446.1227 • sdds@sdds.org)

 
April 21-24, 2017 • San Mateo Event Center 
October 5-8, 2017 • Bakersfield/Kern County Fairgrounds 
April 26-29, 2018 • Anaheim 
October 25-28, 2018 • Modesto

TO VOLUNTEER: www.cdafoundation.org/cda-cares

SMILES FOR KIDS
VOLUNTEERS NEEDED: to Adopt a Kid after SFK Day.  
Call SDDS ASAP to volunteer!

TO VOLUNTEER, CONTACT:  
SDDS office (916.446.1227 • smilesforkids@sdds.org)

THE GATHERING INN

VOLUNTEERS NEEDED: Dentists, dental assistants, hygienists and lab 
participants for onsite clinic.

TO VOLUNTEER, CONTACT:  
Kathi Webb (916.743.5351 • kwebbft@aol.com) 

GLOBAL BRIGADES

VOLUNTEERS DENTISTS AND AUTOCLAVES NEEDED.

TO VOLUNTEER ABROAD VISIT: www.globalbrigades.org

TO DONATE AN AUTOCLAVE, CONTACT: 
Dr. Dagon Jones (dagonjones@gmail.com) 

AUBURN RENEWAL CENTER CLINIC

VOLUNTEERS NEEDED: General dentists, specialists, dental assistants 
and hygienists.

TO VOLUNTEER, CONTACT:  
Dr. Steve Holm (916.425.6766 • sholm@goldrush.com)

CCMP

VOLUNTEERS NEEDED: GENERAL DENTISTS, SPECIALISTS, DENTAL 
ASSISTANTS AND HYGIENISTS.

ALSO NEEDED: DENTAL LABS AND SUPPLY COMPANIES TO PARTNER 
WITH; HOME HYGIENE SUPPLIES

TO VOLUNTEER, CONTACT:  
CALL! (916.925.9379 • CCMP.PA@JUNO.COM)

(COALITION FOR CONCERNED MEDICAL PROFESSIONALS)

SACRAMENTO DISTRICT DENTAL FOUNDATION DOES…

Beauty and the Beast 
Wednesday, June 28, 2017

9 to 5 
Wednesday, July 26th, 2017

Sister Act 
Tuesday, August 22nd, 2017

Dates are tentative, 
more information will be 
coming in Mid-February.

11231 Gold Express Drive, Suite 104
Gold River, CA 95670

Phone 916.859.0360
Cell 916.412.2864

designed especially for professionals, business owners and corporate executives

Disability Insurance

You may have already purchased a disability insurance policy, but are 
you receiving the best possible coverage at the most affordable cost?

My name is Jim Capper and over the last 30 years I have 
specialized in income protection. I provide an in-depth policy review 
and explanation of how your policy works as well as a premium 
comparison. Most of my work can be done over the phone or email, 
as not to interfere with your busy daily schedule. 

The policy I offer provides:
1. Own Occupation protection
2. Strong de�nitions to collect under 

Partial Disability and Recovery Bene�ts
3. Future Insurabililty Option
4. Cost of Living Rider
5. Find out how you can receive a 25% 

to 45% discount on a Disability 
Insurance Policy James Capper

james@miner�nancial.net
Note: All policies are subject to Underwriting Approval

www.miner�nancial.net
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By Craig R. Fechter, CPA, MS  
Fechter & Company, CPAs 

SDDS Vendor Member

Craig R. Fechter, CPA, 
is President of Fechter & 
Company, CPAs located 
in Sacramento, CA and 
has developed a number 
of firm specialties includ-
ing audit/review/compila-
tion services; tax compli-
ance and consulting and 
other general accounting 
& taxation consulting. Mr. 
Fechter graduated from 
California State University 
- Sacramento with a degree 
in accounting. He received 
his certification from the 
California Board of Ac-
countancy in January of 
2005 and has been an ad-
junct faculty of accounting 
at American River College 
and is presently teaching a 
business tax course for UC 
Davis Extension. 

Retirement plans are not the most popular 
topic to bring up for most people quite 
simply because most people: 

1. Have no idea what the end result or 
goal should be or even what their own 
retirement plans are; 

2. Even if they have an idea of what 
their goal should be they are likely 
underfunded; and 

3. They may not trust the industry that 
is advising them to save. I think, with 
thoughtful consideration, one can 
indeed conclude that retirement plans 
are a must for all people on every level 
of the income spectrum.

The first question the practitioners should 
ask themselves is, “why do I need to save into 
a retirement plan?” There are a number of 
basic reasons why – 

• Even the most careful of planners will 
age and arrive at the point where they 
cannot work. It is a fundamental reality 
that even the youngest (and oldest) of 
us will eventually face. Dentistry is a 
profession that may be less physically 
demanding than other professions, 
which thus allows Dentists to work 
longer, but irrespective of this fact 
everyone will reach the age where they 
will no longer be able to practice. Once 
you reach that point the assets in your 
retirement plan should be enough to 
allow you to live a lifestyle you deem to 
be comfortable in addition to potentially 
providing long-term care for yourself 
or a loved one (assuming you had not 
previously purchased insurance). What 
specific dollar amount this means is 

somewhat subject to the viewpoints of 
the person who will need the plans but 
I’ve seen far too commonly situations 
where individuals have what seems like 
a large nest egg in a plan but by itself is 
not sufficient to support their lifestyle 
without having to continue to work. 
In an ideal scenario you would reach 
the point where the assets in the plan 
(combined with assets not in the plan) 
would produce an income that would 
allow you to live like you want to live 
without having to continue to work. 
This scenario may also leave you and 
your family enough assets that would 
be passed on to another generation.

• Assets that are placed into a retirement 
plan obtain tax free trading and growth. 
This is an important factor to note. If 
you did not put assets into a retirement 
plan and instead saved them when you 
traded the assets or received interest or 
dividends from them the sales would 
be taxed in addition to the interest and 
dividends being taxed. This has a real 
long-term impact that could amount 
to hundreds of thousands of dollars of 
growth over a 25-30 year time period.

• You obtain a tax deduction when 
putting assets into a retirement plan. 
Most dental practitioners are in a tax 
bracket of between 35-40% considering 
both the state of California and federal 
government, meaning if you were to defer 
$18,000 into a 401k plan for the year you 
would save between $6,500 and $7,200 
of income taxes for the year. Just on tax 
savings alone you realize an immediate 
return on the investment of nearly 40%! 

IT’S TAX TIME

Retirement 
Plan Considerations,
Opportunities & Risks

16  |  The Nugget • Sacramento District Dental Society



If you can find any other kind of investment 
vehicle that can guarantee that kind of first 
year return please call me and I will invest 
with you immediately.

• One underrated factor for retirement 
plans is the fact that the assets inside 
of the plan are creditor protected. We 
work in a litigious environment that 
puts our professional licenses (and with 
it our ability to make a living) on the line 
nearly every day. An act of malpractice, 
an unintentional error, or some kind of 
freakish accident could jeopardize all 
the work that we’ve put into our careers, 
families, and assets. I know of a business 
owner in an unrelated industry who had 
a customer slip and fall on their premises 
and become paralyzed. This resulted 
in a maximum liability claim on their 
insurance policies and put their personal 
assets at risk. There are any number of 
accidents or torts that could jeopardize 
income streams or the assets we have. One 
significant attribute of retirement plans is 
the assets inside of the plan are completely 
protected from creditors. Even if the worst 
case scenario were to happen where you 
had to declare bankruptcy for whatever 
reason, the assets inside of the plan would 
be protected. In my opinion this is likely 
THE most important consideration for 
any high-net worth or higher income 
individual.

These are some of the basic reasons why 
placing assets into a qualified retirement plan 
is a sound financial and planning idea. We 
hope that you will consider saving more at 
whatever stage you are in which will provide 
you with more options at every step of life.   
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By Thomas Chandler, CFP ® 
 Ameriprise Financial   
SDDS Vendor Member

Tom Chandler is a 
Financial Advisor and 
Managing Director of 
The Chandler Group a 
financial advisory practice 
of Ameriprise Financial 
Services, Inc. in Roseville, 
CA. He specializes in fee-
based financial planning 
and asset management 
strategies and has been 
in practice for 22 years. 
To contact him, Thomas.
Chandler@ampf.com.

Maximize 
Your Options

Turbo charge the tax benefits of 
your retirement plan

Many small business owners generously provide 
retirement savings plans for their employees 
unfortunately many times these plans are not 
maximized for the benefit of the owner. By 
reviewing your plan design, you may be able to 
increase the percentage of benefit that goes to 
the owner without taking anything away from 
your valued team members. 

Recently we had the privilege of working with a 
doctor to do just that. Let’s take a look at a few 
of the changes we made to plan design which 
allowed the doctor to increase his percent of 
benefit from 83% to 93%. 

After reviewing the plan design with the doctors 
CPA and a third party administrator (TPA) 
we suggested 3 main changes. One, hire their 
spouse. Two, increase their compensation and 
lower the shareholder distributions. Three, add 
a defined benefit element to the retirement plan. 

Initially the doctor provided a 401k plan with 
a 3% safe harbor as well as a profit sharing 
contribution. This allowed the doctor to save 
$18,000 into the 401k with an additional profit 
share contribution of $35,000 to maximize 
the annual defined contribution plan limit of 
$53,000. Total allocation $53,000.

For the plan participants the doctor contributed 
$4,620 in safe harbor matches and $6,236 
in profit sharing contributions to the eligible 
employees. Total allocation: $10,856. 

The total allocation between the doctor and 
the eligible employees was $63,856 of which 
the doctor/owner contributed $53,000 or 
83%. Furthermore, this allowed the doctor a 
federal tax savings of $24,904. Not bad, but 
can we do better?

Maximum owner plan benefit

To maximize the benefits and tax savings to the 
owner we discussed with the doctors CPA and 
third party administrator changing the plan 
design. Given the doctors ability to save more 
we made the following suggestions. Increase the 
doctor’s salary, hire their spouse as a partner, and 
add a cash balance defined benefit plan (DB).

The addition of the cash balance defined 
benefit plan increased the doctors plan 
expenses, however, the tax benefits in this 
case far exceeded the additional cost.

The results

By hiring the doctors spouse the new 401k 
contributions were $36,000 ($18,000 for each 
of them) as well as profit share contribution 
of $35,000 and $2,500 respectively. The 
defined benefit plan allowed for an additional 
$119,450. ($114,340 for the Dr. and $5,110 for 
the spouse) Total allocation $192,950. 

For the plan participants the doctor contributed 
$4,620 in safe harbor matches and $6,236 
in profit sharing contributions to the eligible 
employees. He also contributed an additional 
$3,374 in Defined Benefit contributions. Total 
allocation: $14,230.

The total allocation between the owners and the 
eligible employees was now $207,180 of which 
the owners contributed $192,950 or 93%. Even 
better the owners now saved $80,800 in federal 
income taxes. 

So for an additional employee expense of 
$3,374 the owners increased their tax savings 
by $55,896. ($80,800-$24,904 = $55,896). 
Too many times owners are quick to turn 
down providing additional employee benefits 
due to their cost without fully understanding 
the benefits to themselves. Would you spend 
$3,374 to save $55,896? I think yes. 

Consider working with a financial advisor who 
specializes in small business retirement plans. A 
professional can help you make the best choice 
for you, your employees and your business.   

Tom Chandler, CFP®, CIMA®, CPWA®, is a Financial 
Advisor and Managing Director with The Chandler Group, 
a financial advisory practice of Ameriprise Financial 
Services, Inc.  He specializes in fee-based financial 
planning and asset management strategies and has been 
in practice for 24 years. To contact him, 916.380.3194. 
1420 Rocky Ridge Blvd. Suite 200 Roseville, Ca 95661.  
CA Insurance #0821683. 

Ameriprise Financial and its affiliates do not offer tax or 
legal advice. Consumers should consult with their tax 
advisor or attorney regarding their specific situation.

Ameriprise Financial Services, Inc. Member FINRA 
and SIPC.

IT’S TAX TIME
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You’ve worked hard to achieve success. And wealth often results in 
complex financial situations that call for highly personalized strategies. 
As Managing Director for Chandler Group, I have the qualifications 
and experience to help you grow and preserve your wealth. Whether 
it’s investment management, tax or legacy planning strategies, you can 
count on my knowledge and commitment in helping you manage your 
sophisticated financial needs.

Call me today 
and discover the 
personal service 
you deserve.

You’ve worked hard to achieve success. 
You deserve a financial advisor who 
works as hard for you.

Ameriprise Financial cannot guarantee future financial results. 

Ameriprise Financial Services, Inc., Member FINRA and SIPC.

© 2015 Ameriprise Financial, Inc. All rights reserved. 

THOMAS CHANDLER, CFP®, CIMA®

Financial Advisor 
Managing Director

Chandler Group 
A financial advisory practice of  
Ameriprise Financial Services, Inc.

1420 Rocky Ridge Drive, Ste 200
Roseville, CA 95661
916.789.9393 Ext. 03197
thomas.chandler@ampf.com
ameripriseadvisors.com/thomas.chandler 
CA Insurance #0821683

Ameriprise Financial cannot guarantee future financial results.
The Compass is a trademark of Ameriprise Financial, Inc.
Ameriprise Financial, Inc. Member FINRA and SIPC.
© 2016 Ameriprise Financial, Inc. All rights reserved. (7/16)
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Pemphigus and Pemphigoid:
The Unique Role of Dentists
Pemphigus and pemphigoid (P/P) are rare, 
autoimmune blistering diseases that affect a 
very small percentage of the population. The 
average patient with P/P sees five doctors 
over ten months in search of a diagnosis 
for their condition. Delays in diagnosis and 
appropriate treatment can lead to a number 
of complications, including significant 
functional impairment, resistance to 
treatment, psychological stress, and a lower 
likelihood of achieving remission.

The majority of P/P patients present with oral 
symptoms before the onset of skin lesions. 
Because of this, dentists have a unique 
opportunity to help shorten diagnosis times 
by identifying signs and symptoms when 
they are first encountered.

Pemphigus vulgaris (PV) and mucous 
membrane pemphigoid (MMP) are two 
forms of P/P with increased presentation 
in the mouth. Oral lesions of PV/MMP are 
often initially misdiagnosed as “allergies” 
to dental products, foods or environmental 
agents or “non-specific gingivitis”, further 
delaying diagnosis (a biopsy) and appropriate 
treatment.

A catch-all clinical descriptor often 
used in dental practice is “desquamative 
gingivitis.” This describes a chronic type 
of gingival inf lammation in which the 
epithelium detaches, leaving exposed ulcers. 
Desquamative gingivitis can be caused by 
several diseases that affect the oral cavity, so 
the practitioner needs to obtain a definitive 
diagnosis.

Consider a diagnosis of P/P when a patient 
presents with a combination of:

• Multiple ulcerated or erythematous oral 
lesions that don’t resolve in 7-10 days

• Lesions outside the mouth, including those 
on other mucosal surfaces and the skin

• Lesions that develop following minor 
trauma (Nikolsky sign), such as gentle 
lateral pressure, which weakens the 
adhesion between epithelial cells and 
the underlying connective tissues

Care and Maintenance 

PV/MMP patients require special care during 
dental appointments to manage sensitive 
areas of the mouth and prevent further 
lesions from forming. Oral lesions can be 
very painful for patients, making it difficult 
to brush teeth and maintain proper hygiene. 
Consequently, patients may experience 
increased incidence of dental caries and 
periodontal disease. Dental prophylaxis 
should be performed on a regular basis, even 
when lesions are present. Good oral hygiene 
is very important to positive treatment 
outcomes.

Care and maintenance tips for dental 
professionals:

• Do a complete oral mucosal examination. 
Evaluate for any abnormalities, including 
secondary complications of PV/MMP 
treatment, such as candidiasis.

• Be gentle during maintenance 
appointments.

• Schedule more frequent appointments to 
control plaque build-up.

• Consider scheduling extra time and using 
local anesthesia, as patients may experience 
pain and bleeding during dental treatment. 

• Use simple hand scaling instruments to 
increase control and minimize trauma to 
the oral tissues.

• Polish teeth with a non-abrasive 
toothpaste, avoiding harsh abrasives and 
air polishers, as particles may become 
embedded in the ulcerated tissue and 
set off a foreign body reaction.

• Avoid alcohol-based mouth rinses.

• Oral hygiene instructions for home 
care should be tailored to the level of 
mucosal involvement. When significant 
oral disease is present, gentle home care 
-- including extra-soft toothbrushes, 
mildly flavored toothpastes, and mild 
mouth rinses -- may be all the patient 
can tolerate. Some patients may not be 
able to floss due to bleeding and pain, 
so soft interdental brushes may be 
recommended instead. 

• If patients are on a soft diet due to 
presence of oral ulceration and pain, 
suggest intake of nutritious, non-
cariogenic options such as vegetable 
soups, fruit smoothies, etc.   

The International Pemphigus and Pemphigoid 
Foundation (IPPF) is the world’s leading organization 
dedicated to improving the quality of life for all 
people affected by pemphigus and pemphigoid. 

More information can be obtained by visiting the 
IPPF Awareness Campaign website at www.
pemphigus.org/awareness or by contacting 
awareness@pemphigus.org

Put it on your RADAR  

PEMPHIGUS &  
PEMPHIGOID 

AWARENESS
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Construction Management
Remodels and Renovatoins
Tenant Improvements
New Construction

Reaching the Peak
in Building for the
Dental Industry

BlueNorthernBuilders.com  916.772.4192 CA Lic #820947
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cal-final-report-nov-2-2012.pdf.

5.  Baier K et al. Children’s fear and behavior in 
private pediatric dentistry practices Ped Dent 
2004;26(4):316-321.

Dental disease is preventable yet remains the 
most common chronic disease of childhood; it 
disproportionately affects low-income children 
such as those with Denti-Cal. These children 
also face the greatest barriers to accessing 
dental services and are the least likely to 
visit the dentist. This is of particular concern 
because the foundation of adult oral health 
is “laid during the formative preschool years 
when a child’s dental health pattern and caries 
risk are established.” 

Although the Geographic Managed Care 
(GMC) dental plans, that cover most 
Sacramento County children with Denti-Cal, 
have been making strides expanding the dental 
network and outreaching to families, utilization 
for children ages 0-20 in Sacramento County 
remains lower than statewide, 39.6% compared 
to 52.5% in 2014 —a baffling concern. To 
understand what caregivers identified as 
barriers to utilization—we understand well 
the supply-side barriers—we used face-to-face 
interviews in community settings such as Head 
Start and food banks to investigate parents’ 
reasons for not taking or delay in taking their 
children to the dentist.

Close to half (45.5%) of these 123 caregivers 
had never tried to make an appointment for 
the child despite coverage by Denti-Cal. Low 
priority (“haven’t gotten around to making 
the appointment”), thinking or being told by 
a dental or medical office their child age 1 
and older was too young, and parent or child 
dental fear (which influenced other reasons) 
emerged as the most frequently-cited barriers. 
Parents were very concerned about finding a 
child-friendly dentist. Some were waiting until 
a friend or family member could recommend 
such an office before deciding to take their 
child to that dentist for the first time. Some 
parents thought if their child did not eat a lot 
of sugar there was no need to take them to the 
dentist (“then they shouldn’t have cavities”). 
Although the parents were less conscientious 
about dental visits, 94.2% reported taking 
their child for a medical visit within the last 12 
months, perceiving that “doctors are less scary.” 

Dental service utilization for both children 
and parents was positively correlated with 
knowing 1st Tooth Or 1st Birthday was the 
recommended time for a child’s first dental 
visit. Among parents with no dental visit in the 
last year, 85% of their children had also not had 
a recent or any dentist visit. Cost and fear based 
on prior experience and misconceptions were 
the most common reasons 4 out of 5 parents 
neglected their own dental health (“I’ve been 
avoiding the dentist”). The relationship of oral 
health to overall good health was clearly new 
information for these parents.

Among the recommendations we make 
for dental professionals, policymakers and 
advocates is the need for a broad-based 
campaign that includes the key message that 
dentists’ offices have become much more child-
friendly, and new techniques and procedures 
make visits more child-friendly. Pediatric 
dentists and general dentists have a critical role 
in preventing and reducing early childhood 
caries. Recognizing and screening for patient 
barriers like dental fear can allow dentists to 
prepare children more adequately for positive 
experiences —establishing a positive outlook 
about the dentist from the start.

By Barbara M. Aved, RN, PhD, MBA 
Barbara Aved Associates

Barbara Aved is President of 
Barbara Aved Associates, a 
Sacramento-based health care 
consulting firm that provides 
program evaluation, strategic 
planning and organizational 
development to the public and 
private sector. Her primary 
work focuses on community 
health, oral health, women’s 
health, early childhood de-
velopment and public policy. 
Before founding the consult-
ing firm, Dr. Aved was Chief 
of the California Department 
of Health Services Managed 
Care Operations Branch.

Why Dental Fear and
Other Barriers Matter
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Check Out What’s 
BEEN HAPPENING
January General Meeting
Highlights

RIP to the TIP
A Ride to Benefit Smiles for Kids

3

2 1

1. Dr. Bellamy presenting Dr. Musser with the Editor Emeritus Award for his 
many years as the Editor in Chief for the Nugget. He was also given a bound 
book with a collection of Nugget issues through the years. 

2. Drs. Clark, Holt, Jang, Rule and Fleischmann after being introduced as new 
members at their first General Meeting.

3. Dr. Richardson presented Nina Townsend with the SDDS/Carrington College 
RDH Scholarship. Pictured with Marie Miranda, Program Director.

The week after Christmas Tony Vigil, owner of Desco Dental Equipment and “his
Smiles for Kids friends” rode 1,200 miles from Ensenada down to Cabo to raise 
money for the Smiles for Kids program. They called it RIP to the TIP. You can 
read the full account of the adventure on page 25 of this issue.
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Foundation
of the Sacramento 
District Dental Society

I am honored to serve as your Foundation 
President for 2017. I will be attempting to 
fill the very large shoes of Dr. Kevin Keating, 
who has steered the Foundation to the lofty 
heights it has achieved over the past 6 years. I 
will endeavor, with the help of our wonderful 
Board of Directors, to keep our Foundation 
on the course he has set forth. 

Our signature Smiles for Kids program has 
proven that consistency leads to results. This 
year we screened 23,000 children and only 
identified 4% as in need of urgent care. We 
have dropped the number of sites for SFK 
day from 30 to 20 and we will be providing 
care to fewer children than ever before. The 
good news? More kids have good oral health. 
More kids have resources  (dental homes and 
insurance). In total we have provided $13.5 
million in care to a half million kids over the 
past quarter of a century. 

This success story with children does not 
mean we rest on our laurels, we instead look 
at the families of the children in need. When 
we do this we find that adults have greater 

and more diverse needs than those of the 
children. Dr. Bob Gillis saw this need years 
ago and proposed the development of the 
Smile for Big Kids program. Since inception, 

500 adults have been treated with a value of 
$1 million in care. We have been able to 
provide care on an individual need based 
process through the generous donation of 
time and services of SDDS member dentists. 
The Foundation bears the cost of the 

laboratory fees associated with the services, 
which is not insignificant in many cases. The 
average age of a Smiles for Big Kids patient is 
45 and the average cost is $3,000.

Looking forward, our Foundation needs 
to continue to grow so that we can provide 
services that support the oral health of our 
community. If you have not already signed 
up, please consider becoming a member. The 
donation is small ($75) and the benefits are 
priceless. Additionally as you look at you 
philanthropic endeavors, please consider 
our Foundation as a worthy recipient of the 
Time, Talent and especially Treasure you are 
willing to give. 

Churchill once said “We make a living by 
what we get, but we make a life by what we 
give.”

I wish you and you families, both dental and 
personal, a wonderful new year and hope the 
spirit of giving that is so strong at this time 
of year will continue with our Foundation.  
It is truly the heart of the Dental Society.  

Thank You for Your
Generous Donation of 
Time and Services

By Viren Patel, DDS 
2017 Foundation President

Are you a member of our Foundation?
It only costs $75 a year to be a member of our Foundation. Email us at sdds@sdds.org 
to become a member and make a difference. (or just send in your $75)

Thank you for supporting the Foundation!

We make a living  
by what we get, but 
we make a life by 

what we give.
-Winston Churchill
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We left Sacramento on 12/26 at midnight, 
drove all night to meet our support truck 
in Coronado at 9:30am. After the border 
crossing experience, we finally got into Baja 
at 12:30. Drove to Ensenada. After a much 
needed night’s sleep, we were on our way. 
This was a group of 5 with 3 support crew. 

The usual routine was to get up, eat, and 
hit the trail by 8:00am. We would stop 
several times for sights, gas, lunch and reach 
our evening destination by about 4:30pm. 
This would allow us time to do any bike 
maintenance, re-fuel, shower, have dinner 
and then to bed. 

The terrain varied from coastal bluffs to 
rocky desert to tropical. Baja had received 
quite a bit of rainfall just prior to us arriving, 
we encountered numerous areas of standing 
water on the trails. Weather ranged from high 
50’s in the Northern area to mid 70’s in Cabo. 

We met several unique individuals along the 
way. Coco was a double amputee who lives 
on the edge of Chapala Dry Lake in a shack. 
He keeps a steno book with everybody that 
passes through. Coco is 79 and showed us 
documentation that he got sick and died a 
couple of months prior, they hit him with 

defib paddles and revived him. We met 
Pancho who is a self-proclaimed “pirata” 
or pirate. He, too, lives in a shack on Bahia 
San Rafael. He squats on the land. He eats 
live scorpions, runs a fishing “camp” and 
his shack is powered by batteries and solar 
panels. He greeted us on arrival with cold 
cervezas.

I was constantly looking for dentists in 
the towns and villages where we stopped. 
They were usually non-existant. In one 
location I stopped to ask a laborer, “Donde 
es La Dentista?,” he turned and smiled and 
replied, “no lo se” (I don’t know). He only 
had canines, and those didn’t look to be in 
great shape.

Along with the variety of terrain, one of the 
highlights was seeing the numerous missions 
along the way. We saw San Borja, started in 
the late 1700’s, San Javier, San Luis Gonzaga. 
These missions had beautiful architecture. 
The building process was staggering, the 
missionaries basically enslaved the local 
population to provide the labor. The walls 
were quarried locally and built as high as 
they could reach then dirt was brought in 
to fill the building to allow them to build 
higher. Once the mission was complete, all 
the dirt was removed and you had a mission. 
Mind you, this was in the 1700’s, no power 
and very crude implements.

This was a truly memorable trip. We are 
already talking about going back. I would 
like to thank each and every one of you who 
sponsored us and contributed to the Smiles 
for Kids program.

RIP to the TIP was a bucket list trip. We were so glad 
to help the SDDS Foundation along the way.

By Tony Vigil 
Desco Dental Equipment

SDDS Vendor Member

Stats:
8 days
1348 miles
Longest day: 290 miles
Shortest day: 140 miles
60 blisters | 20 bug bites
10 swollen ankles
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YOU YOU ARE A DENTIST.  You’ve been 
to school, taken your Boards and settled 
into practice. End of story?

Not quite. Are you up to speed on tax 
laws, potential deductions and other 
important business issues?

In this monthly column, we will offer 
information pertinent to you, the dentist 
as the business owner.

THE DENTIST,                                         
THE BUSINESS OWNER

When I first started my practice I don’t 
think they had a name for IT and most of 
the older dentists that I knew didn’t seem to 
care much about IT. But soon I learned that 
if I wanted my practice to be more efficient, 
cost effective and organized, I would have to 
track IT. You cannot make changes if you 
do not know what IT is. Back then we called 
IT your numbers. Now we call IT your Key 
Performance Indicators (KPIs).

“Oh no,” you’re thinking. “I love being a 
dentist and interacting with patients, but 
I don’t enjoy dealing with the business of 
doing dentistry.” If you are not the business 
owner you may not have to look at the KPIs. 
But, in the future when you want to purchase 
a practice, you had better be aware of these 
metrics as these same indicators can be used 
when evaluating a practice for sale.

When it comes to making business decisions 
about a practice, whether it be yours or one 
you are thinking of buying, you had better 
know the KPIs.

Before the days of computers, I would make 
charts and graphs to track the trends of the 
various KPIs. Nowadays you can get at least 
the basics from your practice management 
software. You are collecting large amount of 
data and if you can manage this data in a 
organized manner, it will allow you to make 
better decisions quickly. You should be able 
to see if you are achieving your goals.

How do you decide if your staff is working 
efficiently? How do you decide if you should 
add another staff member, an associate, 
another treatment room, spend money on 
marketing, or can I go on vacation?

Tracking these metrics can help you 
determine the strengths and weaknesses of 
your practice.

These KIPs will become more valuable to 
you the longer you track them. You will 
want to compare the trends, each month and 
each year. Are you improving? or are things 
slipping? I found that graphing these KIPs 
was the most helpful. Over time this allows 
you and staff to see the trends and compare 
with previous time periods more easily.

Listed below are what I would consider the 
basics and most critical. Bear in mind that 
these comments are based on the practice of 
a general dentist. Your experience may differ.

Collections - Collecting the money is 
essential to the survival of your practice. If 
you are not collecting 98%, you probably 
need to look at your collection policies and 
maybe some staff training.

Total Office Production - tracking the 
weekly, monthly and yearly figures is a must 
to see the big picture of how your practice is 
doing. Personally, I never looked at the daily 
figures, as they varied too much to be useful.

Gross Production by Provider - track 
each doctor and hygienist separately.

New Patients - track how many new 
patients are coming in each month and the 
running total for the year. Again, compare 
to past time periods. Also track the referral 
source. This is especially important if you 
have multiple marketing programs in place. 

You need to know which ones are working 
and which need to be reconsidered.

Office Overhead - If your overhead 
is more than 60% (not counting doctor’s 
income) you will want to review your 
expenses to see what can be reduced. You 
have fixed overhead and variable overhead.

Accounts Receivables - If you have 
ARs greater than one month’s production or 
accounts older than 90 days, it is time to review 
your policies and do some staff training.

Staying on Target with  
Key Performance Indicators By R. Peter Griffith, DDS 

(Member of SCCDS)Reprinted with permission from Santa Clara County Dental Society

Tracking these metrics 
can help you determine the 
strengths and weaknesses 

of your practice.
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These are more KPIs that are also important to 
your practice. Here are some that I also tracked:

Cancellation and no-show rates - 
is staff doing everything they can to make 
sure patients keep their appointments? Track 
hygiene and doctor open- time separately.

Active patient count - These are patients 
that come in regularly (not one-time 
emergency patients) and have been in the 
office in the last 18 months.

Total Adult prophy/recare appoint-
ments per month and year - if you as-
sume that each patient comes in twice a year, 
(not counting perio-maintenance) this better 
be at least twice your active patient count.

Hygiene production - mine was about 
33% of the total office production.

I also knew which hygienists were the most 
productive although I did not share this 
with them. (The scheduling coordinator 
was rewarded based on how full the 
schedule was kept.)

Here are some other KPIs you may find useful.

Case acceptance: Do your patients respond 
to treatment recommendations? If it is less 
than 90%, maybe you should review your 
verbal skills.

Percentage of patients scheduled - Do 98% 
of your patients have their next appointment 
scheduled?

Annual production per active patient

Annual production per full time team 
member - are you under or over staffed?

If you have a contract with an insurance 
company, track your:

Fee-for-service vs insurance production - is it 
worth working with some plans?

Each one of these KPIs is important for your 
practice and can help you make valuable 
decisions and be pro-active when it comes 
to spotting trends and making changes. I 
encourage you to start with the basics and 
add the others as needed until you know 
exactly how your practice is performing. I 
wish you the greatest success.  

David Olson, General Contractor
License #822960
(209) 366-2486

www.olsonconstructioninc.com

Specializing in Complete Dental Offices
and Tenant Improvements

Olson Construction, Inc. is a design/build construction 
firm who can take your office from design to finish. They 
have proven themselves to be the go-to company when you 
want your dental office done on time and within budget.

Sacramento Valley Dental Specialists
Elk Grove, CA
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Call to Order
President Dr. Nancy Archibald called the 
meeting to order at 6:00PM on January 3, 
2017. “Let’s have some fun!”

President’s Report
Dr. Wallace Bellamy took a point of person 
privilege, welcomed and congratulated Dr. 
Archibald as the 112nd President of the 
SDDS.

Dr. Archibald introduced the SDDS attorney, 
John Lemmon (from Knox, Lemmon & 
Anapolsky), to discuss the responsibilities 
of the Board, the definitions of conflicts of 
interest and anti-trust information.

Secretary’s Report
The Membership Report at the 2016 year 
end was 1691 members with 94% retention 
and 80% market share.  A job well done! 
Our Dental Society continues to grow in 
number—we are very fortunate!

Treasurer’s Report
• The 2016 Financial Year End report 

was given.  It looks like SDDS will have 
another great year financially.  The final 
2016 report will be given at the March 
Board meeting after final bills are paid 
and balancing is done.

• It was approved to donate $15,000 to 
the SDDS Dental Foundation and to 
make a contribution donate $2,500 to 
the CDA Well Being Program. It was 
also approved to fund the Safe Harbor 
and 401K Match for SDDS employees 
who qualify.

Old Business
• Dr. Bellamy urged the SDDS Board 

to commit to individual pledges to the 
SDDS Foundation.

• Dr. Delmore asked the Board to 
review the Strategic Plan and prepare 
for benchmarks at the March Board 
meeting.

Committee Updates
• The Committee Liaisons were 

appointed; all committees are filled with 
nearly 300 volunteers serving!

New Business
• The Board approved the makeup of the 

Leadership Development Committee.

• The check signers were approved for the 
2017 year.

• Dr. Bellamy reported on the Executive 
Director Evaluation as presented to 

Executive Committee in December.  
The report stated the effort, care, 
steadiness, insight and kindness that 
Cathy Levering exhibits for all the 
members of SDDS and dentistry as a 
whole.  We are truly lucky and blessed 
to have her as our Executive Director, 
leader and friend.

Trustee’s Report
Dr. Carrington reported on the activity of 
the Trustees.

Executive Director’s Report
Cathy Levering reported on the upcoming 
Midwinter Convention.  The vendors are 
full (sold out) and registrations are coming 
quickly.  This will be wonderful event.

Adjournment
The meeting was adjourned at 8:30PM. 

Next Board Meeting: 
March 7, 2017 at 6pm               

Board Report

Respectfully Submitted by Bryan Judd, DDS 
Secretary

January 3, 2017
Highlights of the Board Meeting

Select Practice Services

Bette Robin 
D.D.S. J.D.
BRE# 01255928

877-377-6246
Serving California

LOCAL AGENT AVAILABLE IN YOUR AREA

www.selectracticeservices.com 
drrobin@betterobin.com
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MAR

15
WEDNESDAY
12PM-1PM

Building Strong and 
Engaged Teams  
1 CEU, 20% • $40

Sign up online at sdds.org

YOU
THE DENTIST, THE EMPLOYER

YOU ARE A DENTIST. You are also an 

employer. Employee evaluations, hiring 

and firing, labor laws and personnel files 

are an important part of that. This monthly 

column, will offer current employment 

law information pertinent to you —  

the dentist, the employer.

SDDS HR Hotline
NEW EXCLUSIVE NUMBER  
FREE TO SDDS MEMBERS!

888.784.4031

MEMBER

BENEFIT!

Are the new laws in California causing 
you stress or sleepless nights? Are you 
implementing your Paid Sick Leave program 
properly? Do you have your employees 
classified as salaried/exempt when really 
you should be paying them by the hour? 
What about your Hygienists? Still paying 
them a flat daily rate and hoping that is 
okay? (Sorry, it’s not)

Well, at the HR Hotline we could have 
saved you a lot of stress and worry. In 2016, 
The HR Hotline powered by CEA (the 
California Employers Association) received 
over 350 calls on the SDDS HR Hotline 
from member dentists just like you! What 
are people calling about? Some of the most 
popular topics were wage and hour issues 
(specifically overtime, working interviews 
and paying hygienists), handbook policies 
and best practices, California’s new paid 

sick leave program and how to properly and 
legally discipline and fire an employee. 

Not familiar with the SDDS HR Hotline?  
As a member of the Sacramento District 
Dental Society (SDDS), you have FREE 
access to the HR Hotline, powered by the 
California Employer’s Association (CEA). 
Anytime you have an employee related 
problem, between Monday – Friday, from 
8:00 a.m. to 5:00 p.m., just pick up the 
phone and receive the support you need 
and a fast solution to your human resource 
problem at NO CHARGE! Not near a 
phone or have a question after hours?  You 
can also email us at ceainfo@employers.org 
and submit your question via email. We will 
get back to you ASAP.

SDDS and CEA have partnered together 
for 10 years to help provide members with 
the best and most responsive HR support 

available. You have plenty to keep you busy 
while running your dental office - we’re 
here to help support you and take away 
any HR stress. 

Your calls are confidential and we are here 
to help YOU, the employer. We will give 
you sound, customized HR advice so you 
can make the decisions that make the most 
sense to you and your business.

So don’t stress! Give us a call today or 
send us an email and we can help you with 
your HR questions and you can focus on 
doing what you are great at doing – being a 
dentist! Simply call the HR Hotline at 888-
784-4031 and identify yourself as a member 
of the SDDS. Give us a call so we can start 
making your life easier, today!   

APR

19
WEDNESDAY
12PM-1PM

Alternate Workweek  
1 CEU, 20% • $40

Sign up online at sdds.org

Your Human Resource Partner and Stress Reliever – 
The SDDS Human Resource Hotline, powered by CEA
By Kim Parker, CEO
California Employers Association (SDDS Vendor Member)

Our HR Webinars Are Knowledge Right at Your Fingertips (or Keyboard)!

HR Webinar  
Presented by Mari Bradford

One hour online and audio seminar you can 
listen to with co-workers while you have your 
lunch or while you are on the road. You will only 
need a telephone, cell phone and/or computer 
(computer not required). All you need to do is 
dial, listen and ask questions if you desire. 

SDDS Salary Survey is now available!
IT'S $99, IF YOU PARTICIPATED YOU GET IT FOR FREE!

2017 Employee Handbook 
ON SALE NOW FOR $85
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Jason Mata
Branch Manager
NMLS #273080/1850

jasonmata.com
980 9th Street • Suite 1780 • Sacramento, CA 95814  
422 2nd Street Suite A Davis, CA 95616

Licensed by the Department of Business Oversight under the CRMLA

800.455.0986

WELCOME HOME
Guiding you down the path to homeownership

Looking to Purchase?
Looking to Refinance?

Buying the home of your dreams?
Let us help you!

Call today to schedule your free consultation!

OR email jason.mata@apmortgage.com

info@swissmonkey.co  I  (916) 500-4125

Learn more at www.swissmonkey.co

Flat $49/posting fee (no buy-out, 
finders fees or other hidden costs!)

Post permanent or temp positions

Immediate notifications

View applicant photos and videos

Post a job today!

Permanent and temp positions

Immediate notifications

No contract, restrictions or "buy-out fees" if 
an employer wants to hire you

View practice profiles

Apply from anywhere, anytime with our 
unique mobile app

Download the app TODAY!

Meet Swiss Monkey
The Dental Industry's Coolest Matchmaker.
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Do You Have 
the Drive to Lead?
Sacramento District Dental Society has a 
great tradition of servitude to our community 
and to our members. It also has a rich history 
of bold dynamic leaders.

Every year SDDS puts out a call to action: 
We are looking for Leaders. Leaders to forge 
pathways set by our predecessors as well as 
bold new trails. Leaders to continue to lift 
our profession to even higher heights. 

Leadership is defined as the ability to:

• Be dedicated

• Be committed to the goals  
of the organization

• Be optimistic

• Be selfless

• Work well with others

• Demonstrate originality and a long 
term perspective

• Focus on building strong 
relationships with others

• Inspire trust and confidence in other 
members of the group

• Have a heart for our association!

Leadership in SDDS is a wonderful 
experience, one in which I grew socially and 
professionally. It is fulfilling, insightful, and 
exciting. It’s an experience I will never forget. 
Please join us. Nominate yourself.   

Standing Committees
CPR Committee
Jan 24

Ethics
Jan 23 • May 23

Nominating/Leadership 
Development
Jan 24 • Feb 28 

Peer Review Committee
Jan 3 • Jan 24 

Foundation
Foundation Board
Mar 20 • May 23 • Sep 19 • Dec 5

Golf Tournament                                  
Jan 23 • Mar 27

Other 
Sac Pac
May 3

CDA Delegates
Nov 6 • Nov 8

Advisory Committees
Continuing Education Advisory
Jan 31 • Apr 10

Mass Disaster/Forensics Advisory
TBA

Fluoridation Advisory
Yolo County
Schedule as needed

Nugget Editorial Advisory
Feb 27 • May 23 • Sep 19

Strategic Plan Advisory 
Schedule as needed

Budget and Finance Advisory 
Schedule as needed

Bylaws Advisory
Schedule as needed

Legislative Advisory 
Jan 24 • Apr 10

Leadership 
Board of Directors
Jan 3 • Mar 7 • May 2 • Sep 5 • Nov 7

Executive Committee
Feb 17 • Apr 7 • Aug 18 • Oct 6 • Dec 1

Task Forces
General Anesthesia
Jan 23 • Apr 4

Member Events & Benefits 
Jan 23 • Apr 4

Amalgam Separators
TBA

2017 SDDS Committees Schedule

We need Leaders 
such as ... YOU!

By Wallace Bellamy, DMD
2017 Leadership Development Committee Chair

Here is the process:
1. Nominate yourself (form 

inserted in this Nugget!)

2. Nominate someone else 
(do you know someone who 
would be a great leader?)

3. Have some fun being an 
SDDS Leader!
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We’re Blowing 
 your horn!

Registration Open for CDA Cares San Mateo
The CDA Foundation is seeking volunteers for the next CDA Cares event April 22-23 at the 
San Mateo Event Center. To help provide oral health care services at no charge to the large 
number of expected patients, we need volunteer dentists and staff, including oral surgeons, 
pediatric dentists, dental hygienists, assistants, dental lab technicians, physicians, nurses 
and pharmacists. Volunteers can register for one six-hour shift or multiple shifts per day 
during the following times:

• Friday, April 21: Clinic setup from 9 a.m. to 6 p.m. (no patients)
• Saturday, April 22: Dental clinic from 5 a.m. to 7 p.m.
• Sunday, April 23: Dental clinic from 5 a.m. to 10 p.m. (including clinic breakdown)

Congratulations to...

LET US KNOW YOUR NEWS!

Get married? Pass your boards? Got published? Let us know 
your good news and we will feature it in "Blowing Your Horn." 

Send us your news to sdds@sdds.org to let everyone know 
about the great things that are happening!

Jenny Apekian, DDS, on the birth of her new baby and moving 
into a new office! So many exciting things. Her son, Raffi Jack Apekian, 
was born on December 23rd. Her new office features her own artwork 
throughout. It’s an art gallery and an office all in one! (1)

Jefferson Clark, DDS, MS, on the birth of his daughter, Callie 
Renee Clark. She was born on  December 21, 2016 at 4:21 am at 
8 lbs 15 oz. 20 inches long. She is adored by Jefferson, Christina, 
Benjamin, Rocco, Zac, and Emily. (2)

Jagdev Heir, DMD, MD, on being among 1,823 Initiates from 
around the world who became Fellows of the American College of 
Surgeons (FACS) during the Convocation ceremony at the College’s 
2016 annual Clinical Congress in Washington, DC in October.  This 
year’s class of Initiates was among one of the largest ever admitted 
into the College. (3)

Jim Musser, DDS, on becoming Editor Emeritus. He is recognized 
for his ten years of serving as the Nugget Editor and for his continual 
contribution, leadership and genuine passion toward the success of the 
Nugget magazine, the official publication of the Sacramento District 
Dental Society. (4)

1

1

3

4

2
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CLIP OUT this handy NEW MEMBER UPDATE and insert it into your DIRECTORY under the “NEW MEMBERS” tab.

New Members February 
2017

CARL FLEISCHMANN, DDS 
General Practitioner
(530) 823-1284
13620 Lincoln Ave Ste 190
Auburn, CA 95603

Dr. Carl Fleischmann graduated from UOP 
Arthur Dugoni School of Dentistry in 2010.

PRITPAL SINGH GILL, DDS
Transferred from San Joaquin Dental Society
General Practitioner
(916) 478-0222
5105 Laguna Blvd Ste 4
Elk Grove, CA 95758-5260

Dr. Pritpal Gill graduated from NYU in 2016.

KATERINA KOLEVA, DDS
Transferred from San Francisco Dental Society
General Practitioner
(916) 821-5440
Pending Office Address

Dr. Katerina Koleva graduated from UOP 
Arthur Dugoni School of Dentistry in 2015.

SARMAD PAYDAR, DDS 
Transferred from San Francisco Dental Society
Periodontist
(916) 834-6837
1017 L St Ste 684
Sacramento, CA 95814

Dr. Sarmad Paydar graduated from UCSF in 
2013 & 2015. Fun Fact: Dr. Paydar is a die 
hard King’s fan!

SYED SAYEEDI, DDS
Transferred from Harbor Dental Society
General Practitioner
(916) 384-0950
4401 Florin Rd
Sacramento, CA 95823-2511

Dr. Syed Sayeedi graduated from Universidad 
De La Salle in 2015.

TETSUYA SHIRASUKA, DDS
Transferred from Butte-Sierra Dental Society
General Practitioner
(916) 642-1868
5524 Assembly Ct
Sacramento, CA 95823-2625

Dr. Tetsuya Shirasuka graduated from Loma 
Linda University in 1996.

Pending Applicants
Albert Cu, DDS 
Devan Dalla, DDS 
Ayman Ghobashy, DDS 
Stephen Hyslop, DDS 
Priyanka Kataria, DDS 
Jeffrey Kohlhardt, DDS 
Daniel Martin, DDS 
Christopher Myers, DDS 
Kyle Nunley, DDS 
David Rule, DDS

      

TOTAL 
MEMBERSHIP
(as of 1/17/17:)

1,699

TOTAL ACTIVE MEMBERS: 
1,344

TOTAL RETIRED 
MEMBERS: 249

TOTAL DUAL 
MEMBERS: 6

TOTAL AFFILIATE 
MEMBERS: 14

TOTAL STUDENT/ 
PROVISIONAL
MEMBERS: 8

TOTAL CURRENT 
APPLICANTS: 9

TOTAL DHP 
MEMBERS: 58

TOTAL NEW 
MEMBERS FOR 2017: 107

MARKET 
SHARE:

80%
RETENTION RATE: 94.8%

DR. ROBERT G. STEVENSON 

Dr. Robert Stevenson passed away in 
January 2017 at the age of 84. He graduated 
from UCSF and was a life member of SDDS; 
he had been a member since 1962. 

DR. DONALD A. KINCADE 

Dr. Donald A. Kincade passed away in 
2015. He graduated from UOP and was 
a life member of SDDS; he had been a 
member since 1964. 

In Memoriam
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Advertiser INDEX
Dental Supplies, Equipment, Repair

Analgesic Services Inc. . . . . . . . . . . . . . . . . . . . . . . 36
Burkhart Dental Supply. . . . . . . . . . . . . . . . . . . . . 5, 36
Desco Dental Equipment. . . . . . . . . . . . . . . . . . . . .  36
Henry Schein Dental. . . . . . . . . . . . . . . . . . . . . . . . . 36
Heraeus Kulzer. . . . . . . . . . . . . . . . . . . . . . . . . .  21, 36
Patterson Dental.. . . . . . . . . . . . . . . . . . . . . . . . . . . 36
Supply Doc. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Dental Laboratory
KP28. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 4, 37

Dental Practice
Kids Care Dental . . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Dental Services
Pacific Dental Services. . . . . . . . . . . . . . . . . . . . . . . 36

Dental Specialist
Innova Periodontics & Implant Dentistry. . . . . . . . . . 36

Education
The Foundation for Allied Dental Education.. . . . . . . 36

Financial, Insurance & Investment Services
Allstate - Sarah Greenway . . . . . . . . . . . . . . . . . . . . 34
American Pacific Mortgage . . . . . . . . . . . . . . . . 30, 37
Ameriprise Financial – The Chandler Group . . . . 19, 37
Care Credit.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 37
Fechter & Company. . . . . . . . . . . . . . . . . . . . . . 17, 37
First US Community Credit Union . . . . . . . . . . . . . . 37
Fountainhead Wealth, Inc. . . . . . . . . . . . . . . . . . . . .  37
LIBERTY Dental Plan . . . . . . . . . . . . . . . . . . . . . . . . 37
Innovative Solutions CPAs & Advisors, LLP . . . . 13, 37
Integrated Accounting Solutions . . . . . . . . . . . . . . . 37
Mann, Urrutia, Nelson, CPAs . . . . . . . . . . . . . . . . . . 37
Miner Financial . . . . . . . . . . . . . . . . . . . . . . . . . . . . 15
The Payment Exchange. . . . . . . . . . . . . . . . . . . . . . 37 
RCA Collection Services . . . . . . . . . . . . . . . . . . . . . 37
Sacramento Bank of Commerce . . . . . . . . . . . . . . . 37
TDIC & TDIC Insurance Services . . . . . . . . . . . . . 8, 37

Human Resources
California Employers Association (CEA) . . . . . . . . . . 36
Resource Staffing Group. . . . . . . . . . . . . . . . . . . . . 36 
Swiss Monkey. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Legal Services
BPE Law Group . . . . . . . . . . . . . . . . . . . . . . . . . . . 36
Wood & Delgado . . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Marketing
Uptown Studios. . . . . . . . . . . . . . . . . . . . . . . . . . . . 37

Media & Advertising
Comcast Business. . . . . . . . . . . . . . . . . . . . . . . . . . 36
Sacramento Magazine. . . . . . . . . . . . . . . . . . . . . . . 36

Office Design & Construction
Blue Northern Builders, Inc.. . . . . . . . . . . . . . . . 21, 37
GP Development Inc. . . . . . . . . . . . . . . . . . . . . . . .  37
Olson Construction . . . . . . . . . . . . . . . . . . . . . . 27, 37
Wells Construction . . . . . . . . . . . . . . . . . . . . . . . . . 37

Practice Sales, Lease, Management &/or Consulting
Henry Schein - Wagner . . . . . . . . . . . . . . . . . . . . . . 34
Integrity Practice Sales . . . . . . . . . . . . . . . . . . . . . . 36
Select Practice Sales. . . . . . . . . . . . . . . . . . . . . . . . 28
Straine Consulting . . . . . . . . . . . . . . . . . . . . . . . . . . 37
Western Practice Sales . . . . . . . . . . . . . . . . . . . . 7, 36

Waste Management Services
Star Group Global Refining . . . . . . . . . . . . . . . . . . .  37
Estrategy. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  37
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Vendor Member

P.S. Ask me about other solutions 
for your small business.

19
71
96

Sarah Greenway
916-899-6800
6508 Lonetree Blvd., Suite 104
Rocklin, CA 95765
sgreenway@allstate.com

CA Insurance Agent #:  0I43385

Help protect the health
of your business with
customized coverage.

ALLSTATE BUSINESS SHIELDSM for

I take your business personally.
Dental offices often face challenges beyond just their patients’ 
needs. I’m proud to offer Allstate Business Shield for Dental Offices. 
It’s customized protection designed specifically for your needs, such 
as electronic data compromise and equipment theft. Then you can 
focus on what matters most . . . your patients. My business can help 
protect yours. Call me today.

Subject to terms, conditions and availability. Allstate Insurance Company. ©2016 Allstate 
Insurance Company
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SPOTLIGHTS:

We specialize in residential lending as a direct mortgage lender 
for purchase and refinance home loans. We provide customized 
loan product solutions based upon the needs and expectations of 
our clients. With over 18 years of lending experience as a licensed 
direct lender and approved with Fannie Mae, Freddie Mac, HUD, 
VA, and USDA.

Products and Services:  
• First-Time Homebuyer Education Programs

• Down-Payment Assistance Programs

• Conventional, FHA, Jumbo Loans, and Home-Equity Lines of 
Credit Available

• Review and Loan Preapproval

• Refinance Product Options

Benefits, Special Pricing and/or 
Discounts Extended to SDDS Members:
• Up to $750 Credit Towards Closing Costs

• Exclusive Keys on Time Guarantee Program

• Secure Lock Program

Straine maintains its competitive advantage in the market, working 
with start-up, solo, multi-group, multi-location and specialty practices, 
because of its performance management philosophy, proven 
management system and sophisticated level of strategic planning 
competencies.  Straine has the distinction of having designed the 
management and operating systems of several nationally recognized 
Management Services Organizations.

Thinking strategically, acting decisively and in alignment with the 
practice’s strategy, and influencing others’ commitment to short- and 
long-range objectives is the essence of effective leadership.  The 
Straine Management System™ provides the essential systems 
and processes that can improve the strategic functioning of a 
dental team.

Products and Services:  
The Straine Management System™ provides a dental practice 
with a proven management system, custom operating policies and 
benchmarking with corresponding feedback tools that every owner 
needs in order to operate a practice that does more than survives 
in this competitive marketplace.  Dental practice owners can build a 
practice with integrity and love practicing dentistry when they make 
the commitment to work in a leadership-driven and systems-based 
environment.

Benefits, Special Pricing and/or 
Discounts Extended to SDDS Members:
Every SDDS member is offered a free Straine Practice Analysis™, 
valued at $1,495, when he or she joins the SDDS or upon annual 
renewal of membership. The analysis includes a written report, 
graphic representation of the practice, and one-hour teleconference 
with Kerry Straine. To take advantage of this benefit contact Stephanie 
Gonzalez at 916.568.7200 and mention SDDS membership.

Jason Mata  
916.798.4733 phone
855.631.0396 fax 
jason.mata@apmortgage.com

800.455.0986 phone
www.jasonmata.com

Vera Powell, Director of Operations
916.836.3402 phone 
vera@straine.com

Stephanie Gonzalez, Business Development Manager
916.836.3406 phone 
stephanie@straine.com

800.568.7200 phone
straine.com

welcome
our new SDDS
Vendor Members!
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Burkhart Dental Supply
Dawn Dietrich, Business  
Development Manager
916.784.8200
burkhartdental.com
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Analgesic Services, Inc.
Geary Guy, VP / Steve Shupe, VP
888.928.1068
asimedical.com
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DESCO Dental Equipment
Tony Vigil, President
916.259.2838
descodentalequipment.com

Supply Doc, Inc.
Amin Amirkhizi
916.858.1333
supplydoc.com
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Swiss Monkey
Christine Sison
916.500.4125
swissmonkey.co

Innova Periodontics & 
Implant Dentistry
Dean Ahmad, DDS, FICOI, DABP
916.434.5151
innovaperio.com

Si
nc

e 
20

16

Si
nc

e 
20

16

Wood & Delgado
Patrick J. Wood, Esq., Jason Wood, 
Esq., Marc Ettinger, Esq
800.499.1474
dentalattorneys.com
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The Foundation for Allied 
Dental Education
LaDonna Drury-Klein
916.357.6680
thefade.org
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Pacific Dental Services
Mindy Giffin
916.705.4515
pacificdentalservices.com
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Heraeus Kulzer
Christina Vetter
408.649.8921
heraeusdentalusa.com
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Sacramento Magazine
Joe Chiodo 
916.452.6200
sacmag.com

Si
nc

e 
20

02

Pr
ac

tic
e 

Se
rv

ic
es

E
du

ca
tio

n

Western Practice Sales
Tim Giroux, DDS, President 
John Noble, MBA
800.641.4179
westernpracticesales.com
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Resource Staffing 
Group
Debbie Kemper
916.993.4182
resourcestaff.com
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CA Employers Association
Kim Parker, Executive VP 
Mari Bradford, HR Hotline
800.399.5331
employers.org
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Integrity Practice Sales
Brian Flanagan & Kirsi Kilpelainen
855.337.4337
integritypracticesales.com

Si
nc

e 
20

14

D
en

ta
l S

up
pl

ie
s,

 E
qu

ip
m

en
t, 

Re
pa

ir
 

Comcast Business                   
Lisa Geraghty
916.817.9284
lisa_geraghty@cable.comcast.
com
business.comcast.com
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BPE Law Group, PC
Keith B. Dunnagan - Senior Attorney 
Linda Lewis
916.966.2260
bpelaw.com/dental-law
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Olson Construction, Inc.
David Olson
209.366.2486
olsonconstructioninc.com
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Blue Northern Builders, Inc.
Marc Davis / Morgan Davis /  
Lynda Doyle
916.772.4192
bluenorthernbuilders.com
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Wells Construction, Inc.
Nicole Wells
916.788.4480
wellsconstruction.com
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GP Development Inc.
Gary Perkins
916.332.2300
gpdevelopmentcorp.com
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Patterson Dental
Roy Fruehauf, Branch Manager
800.736.4688

pattersondental.com

Kids Care Dental
Christy Schreiber
916.678.3565

kidscaredental.com
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DENTAL

Henry Schein Dental
Mark Lowery, Regional Sales 
Manager
916.626.3002
henryschein.com
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Straine Consulting                   
Vera Powell
800.568.7200
vera@straine.com
straine.com
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we love
our SDDS
Vendor Members!
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Star Group Global  
Refining
Jim Ryan, Sales Consultant
800.333.9990
stargrouprefining.com

EStrategy
Mukul Kelkar
877.898.0868
estrategymedwaste.com

RCA Collection Services
Ruth Schwartz, President
530.478.6444
rcagrassvalley.com/revenue-
services

Si
nc

e 
20

09

Fechter & Company
Craig Fechter, CPA
916.333.5360
fechtercpa.com

CareCredit
Angela Martinez
714.434.4508
carecredit.com
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First US Community 
Credit Union
Gordon Gerwig,  
Business Services Mgr
916.576.5650
firstus.org
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Mann, Urrutia, Nelson, CPAs
John Urrutia, CPA, Partner
Chris Mann, CPA, CFP, Partner
916.774.4208
muncpas.com
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Innovative Solutions 
CPAs & Advisors, LLP 
Ben Anders, CPA
916.646.8180
innovativecpas.com
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Ameriprise Financial —
The Chandler Group
Thomas Chandler
916.789.9393, ext. 03197
ameripriseadvisors.com

American Pacific Mortgage
Jason Mata
800.455.0986
jasonmata.com
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The Dentists  
Insurance Company
Chris Stafford
800.733.0633
tdicsolutions.com

LIBERTY Dental Plan
Danielle Cannarozzi
800.703.6999
libertydentalplan.com
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Integrated Accounting  
Solutions
Dave Sholer, CPA, MBA
530.219.0354
OnlyDentalCPA.com

Sacramento Bank  
of Commerce
Jeane Vaissade 
(916) 677-5852
sacramentobankofcommerce.com
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The Payment Exchange
Kraig Speckert, President
916.635.8800
thepayx.com
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Uptown Studios
Tina Reynolds
916.446.1082
uptownstudios.net
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KP28 Dental  
Laboratory
Jeremy Lorenzo
916.274.4072
kp28dentallab.com
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Fountainhead Wealth, Inc.
Steve Raymond
916.431.0425
fountainheadwealth.com
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SDDS started the Vendor Member program in 2002 to provide resources for our members. No, Vendor Members are not exclusive, and we 
definitely have some competitive companies who are Vendor Members. But our goal is to give SDDS members resources that would best serve 
their needs. We suggest that members reach out to our Vendor Members and see what is a best “fit” for their practice and lifestyle.

Our goal is to provide Vendor Members with the opportunity to connect with and serve our members. We realize that you have a choice for 
vendors and services; we only hope that you give our Vendor Members first consideration. The income SDDS receives from this program helps 
to keep your dues low. It is a wonderful source of non-dues revenue and allows us to provide yet another member benefit. 

SDDS VENDOR MEMBERSHIP SUPPORT IS A WIN-WIN RELATIONSHIP!
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Classified Ads

Selling your practice? Need an associate? Have office space to lease? SDDS member dentists get one complimentary, professionally related classified ad 
per year (30 word maximum). For more information on placing a classified ad, please call the SDDS office at 916.446.1227.

WE ARE LOOKING FOR A BOARD CERTIFIED/ELIGIBLE  
ENDODONTIST to join our long standing general 
practice. Part time 2-4 days/month, 40% production/
TBD. 2-17C 

KIDS CARE DENTAL seeks Dentists to join our teams 
in in the greater Sacramento and greater Stockton 
areas. Our Beliefs are kids come first, we care for kids 
and their well- being as our first and highest priority. 
We believe in a non-traumatic philosophy that focuses 
on superior customer service and exceptional patient 
care. Patients love us...come find out why! Send your 
resume to mandes@kidscaredental.com.  12-16 

KIDS CARE DENTAL seeks  Orthodontist to join our 
teams in in the greater Sacramento and greater 
Stockton areas. Our Beliefs are kids come first, we care 
for kids and their well- being as our first and highest 
priority. We believe in a non-traumatic philosophy that 
focuses on superior customer service and exceptional 
patient care. Patients love us...come find out why! Send 
your resume to mandes@kidscaredental.com.  12-16 

WELLSPACE HEALTH ORGANIZATION (an FQHC) is taking 
applications for fill-in/part-time/full-time dentists. Send 
your resume/CV to mmullins@wellspacehealth.org. 01/15

DENTIST (SACRAMENTO/CENTRAL VALLEY) General 
Dentist- Assoc. position- Full or Part time. Excellent 
opportunity in a premier well established practice in 
Sac-Fair Oaks area. We need an experienced GP with 
outstanding people skills to focus on clinical excellence 
and patient care, supported by a team of highly skilled 
professionals. The growth potential is Excellent for 
the right Doctor-- Potential ownership for the future. 
Please email resume to hofferber@dental-mba.com. 
Compensation: Based on Skills and Experience. 12-15

Dental Consultants/Full and Part-Time: Delta Dental 
of California seeks California licensed dentists to 
evaluate claims for its Denti-Cal program based 
in Sacramento. Ten years of clinical experience is 
desired. Excellent benefits included. Call Dr. Barry 
Dugger at 916-861-2519.  10-16

Dental Office at 2628 El Camino, 1,740 attractive square 
feet, 5 treatment rooms, and 15-year history at this 
address.  Office rent $2500 on full-service basis - no pass 
through expenses.  Full dental equipment and furniture is 
optional for lease or purchase.  Craig Thurston, owner, 
916-539-0554.  11-16

EXCLUSIVE, PRIVATE DENTAL SUITE; 1200 sq. ft., 
completely remodeled w/upscale amenities: 3 operatories, 
lab, reception, business office w/breakroom, private 
Doctor's office w/bath. Suite is located in a custom dental 
building w/on-site parking and handicapped access near 
Country Club Center. If requested, owner will furnish finish 
equipment upfront: amortize over long term lease (5-10 
years). For appt. or further info, call 916-346-0041  5/16

SACRAMENTO DENTAL COMPLEX has one small suite 
which can be equipped for immediate occupancy. Two 
other suites total 1630 sq. ft which can be remodeled 
to your personal office design with generous tenant 
improvements. 2525 K Street. Please call for details: 
916-448-5702.  10-11

Fully furnished, turn-key dental office facility for sale in 
one of the busiest and most high-profile intersections 
in Midtown Sacramento. This office is located in a 
professional building and is approximately 2,000 square 
feet, with 4 fully equipped ADec Ops, Reception area, 
Doctor’s office, Staff Lounge, Pano Room, Sterilization, 
Lab, Storage and Restrooms. Great opportunity to 
immediately start a practice in one of the best markets 
in Sacramento. Call 916.320.2647 for more info. 2-17C 

ROSEVILLE- modern office, prime retail center. Four 
equipped operatories, turn key, save time, equipment 
and construction costs. $149k includes digital 
panoramic, IT, 10 computers, 8 HDTVs (916) 759-
3553. 01-17

Thinking of selling your practice? Want to reduce your 
stress? Do you want to focus on your patients? If so, please 
call Dr. Herman of A+ Dental Care at 916-217-2458. 6/7-16C

MONEY IS WALKING OUT THE DOOR. Have implants 
placed in your office and keep the profits. Text name 
and address 916.769.1098. 012-14

LEARN HOW TO PLACE IMPLANTS IN YOUR OFFICE OR 
MINE. Mentoring you at your own pace and skill level. 
Incredible practice growth. Text name and address to  
916-952-1459. 04-12

PRACTICES FOR SALEEMPLOYMENT OPPORTUNITIES

PROFESSIONAL SERVICES

FOR LEASE

SDDS member dentists can 
place classified ads

FOR FREE!
MEMBERBENEFIT!

To place an ad in The Nugget Classifieds, visit www.sdds.org/NUGGET.html
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SIGN UP 5 STAFF, GET THE 6TH FREE! • COURSE INFORMATION AND OTHER CONVENTION CORRESPONDENCE WILL BE SENT VIA EMAIL.

To avoid duplication, either scan and fax (916.447.3818) OR mail your registration form OR register online at www.sdds.org. 

ONE REGISTRATION FORM PER ATTENDEE. Please print clearly. This information will be used to print name badges.

Attendee Name:    Title/Degree: 

Member Dentist’s Name:    ADA #: 

Office Address: 

City:    State:    Zip: 

Phone:     Fax:    Email: 

FEES (circle the rate for the above attendee) EARLY REGULAR ONSITE

INCLUDES FRESH FOOD! (on or before NOV. 1) (on or before JAN. 15) (after JAN. 15)

Dentists (ADA Members) $325 $379 $399

Dentists (ADA Members) — ONE DAY ONLY

 Thursday ONLY      Friday ONLY

$275 $295 $325

SDDS DHP Members $169 $179 $199

Auxiliary/Spouse (ADA Member*) 
* if doctor is attending

$189 $199 $209 

Auxiliary/Spouse (ADA Member**) 
** if doctor is NOT attending

$199 $209 $219 

Dentist (Non-ADA Members) $700 $800 $900

Auxiliary/Spouse (of Non-ADA Member) $300 $350 $400

Lab Technicians $300 $350 $400

Expo Only (No Meals)  
Limited Hours for Expo Only Registrants 

Th 1:30–5:30pm • Fr 8:00–10:45am

complimentary complimentary complimentary

Expo Only (No Meals) (Non-ADA Members) $100/day $125/day $150/day

PAYMENT METHOD:        Check Enclosed              Bill Me (SDDS Members only)            MasterCard              Visa                     TOTAL:  $ 

 Card #:     -     -     -           Exp. Date:   /  

Cardholder Name:        3-digit Security Code:   

Billing Address: 

Please make checks payable to Sacramento District Dental Society (SDDS) 
2035 Hurley Way, Ste 200 • Sacramento, CA 95825 • 916.446.1227 ph • 916.447.3818 fx • www.sdds.org

*Individual email preferred (not main office email)

REFUND/CANCELLATION POLICY: Cancellations 
received in writing by December 31, 2016 will 
receive a full refund less $25 per registrant 
processing fee. Cancellations received after this 
date are nonrefundable, but substitutions will be 
allowed. There will be no refund for “No Shows” 
or for registrations made after this date.

Full Convention 
Registration Includes:
• All Food and Refreshments
• All Courses
• Expo Floor Full Access

Round-Up Your Buckaroos 
and Let's Meet at the SDDS Corral!



22 Business Forum 
Your Employees: Are they  
in it for the long term?  
Panel of experts 
6:30pm / SDDS Office 

23 Lunch & Learn 
FIY: Fix It Yourself!   
Tony Vigil, Desco     
11:30am / SDDS Office 

24 Continuing Education 
Don’t Sleep On It: The Dentist’s Role in 
Diagnosing and Treating Obstructive 
Sleep Apnea   
Ariana Ebrahimian, DDS   
8:30am / SDDS Office 

27  Peer Review Clinical Meeting 
6pm / SDDS Office 

31 Continuing Education 
Adult Oral Conscious Sedation: DOCS    
Anthony Feck, DMD   
8:30am / SDDS Office 

MARCH
7 Board Meeting  

6pm / SDDS Office 

8 Dentists Do Broadway 
A Gentlemen’s Guide to Love & Murder  

14 General Membership Meeting 
Aging Well 
Denise Bogard, MD  
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm Dinner & Program

15  HR Webinar 
Building Strong and Engaged Teams  
California Employers Association 
Noon–1:00pm / Home/Office 

20 Foundation Board Meeting 
6:15pm / SDDS Office 

FEBRUARY
1 Dentists Do Broadway 

Kinky Boots

4 Smiles for Kids Day!

9-10 
37th Annual MidWinter Convention 
WANTED: The SDDS CE Roundup 
Sacramento Convention Center

17 Executive Committee Meeting  
7am 

28 Leadership Development Meeting  
6pm / SDDS Office 

ARE YOU REGISTERED FOR THE GENERAL MEETING?

SAVE THE DATE FOR THE 37TH ANNUAL MIDWINTER CONVENTION & EXPO
WRANGLE UP YOUR RANCH HANDS AND JOIN US ON FEBRUARY 9–10, 2017

MAR

14
TUESDAY

5:45PM-9PM

For more calendar info and to sign up for courses ONLINE, visit: www.sdds.org

ADDRESS SERVICE REQUESTED

SDDS CALENDAR OF EVENTS

PRSRT STD

US POSTAGE

PAID

PERMIT NO. 557

SACRAMENTO, CA2035 Hurley Way, Suite 200 • Sacramento, CA 95825
916.446.1211 • www.sdds.org

General Meeting: Spouse Night
3 CEU, CORE • $69

Aging Well
Presented by Denise Bogard, MD

With proper medical guidance, you can enjoy a healthy and fulfilling life well into 
your golden years. One of the most effective methods for accomplishing this is 
known as age management. Age management is a system designed to prevent 
the onset of illness and age-related diseases. It can also improve a number of 
conditions that some believe are unavoidable.

5:45pm: Social & Table Clinics 
6:45pm: Dinner & Program

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

Bring your 
friends too!

CE

CE

CE

CE

CE

CE

CE


