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Get Ready For Our 
UPCOMING EVENTS

Class registration times are 30 minutes prior to the listed time, excluding General Meetings and HR Webinars

Our Foundation needs you! 
The Foundation is the charitable arm of 
your dental society. This non-profit branch of 
your society was created to enable us to do 
some wonderful things for our community.

Together we can make a difference.

SDDS members have been our greatest 
resource from the beginning. Together we 
have created a fund that has made some 
of our visions a reality. Please see the 
enclosed insert to make a donation.

Continuing Education
5 CEU, 20% • $299

Leadership Skills for Dentists: Engaged Team… 
Happy Patients… Successful Practice
Presented by Daniela Devitt, California Employers 
Association (SDDS Vendor Member)

Dentists must build a strong foundation to ensure a 
successful practice. You must provide excellent dental 
care but what about what’s not taught in dental school? 
Besides the right location or equipment choices you 
need to recruit, hire the great talent and build a strong 
engaged team. 
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Coming In 2018...
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HR Webinar • Wednesday, 12-12:55pm and 1:10-2pm

2018 Labor Law Update (1 CEU, 20%)

Mari Bradford, CEA (SDDS Vendor Member)

General Meeting • Tuesday, 5:45-9pm

“SDDS” Talks · 10 Minutes 10 Slides! (3 CEU, CORE)

CPR Renewal • Wednesday, 6-9:30pm

SDDS Classroom (4 CEU)

FRIDAY
8:30AM-1:30PM

Annual Holiday Party
DEL PASO COUNTRY CLUB

Silent Auction | Installation of Officers | Party!
It will be a wonderful evening of cocktails,  
dinner, dancing, friends & fun! 

DEC

8
FRIDAY

6PM-11PM

www.sdds.org/foundation/donate-now

February 22-23, 2018

38th Annual MidWinter
Convention & Expo
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Endorsed by the 
Sacramento District 
Dental Society

Changing employment laws and a litigation-conscious public can intimidate the 
most confident dentists. Especially when practice employees are prepared to take legal action 
if they feel an employer breached their rights. With insights from Employment Practice Liability claims 
experience and calls to our Risk Management Advice Line, TDIC’s seminar shows how to best handle 
employment concerns. Gain the caution and control to navigate past potential violations such as 
pregnancy discrimination, termination and sexual harassment.*

Get expert advice while earning C.E. credits and a
5% Professional Liability premium discount for two years.
Even better, take the seminar online at your convenience.

See more ways we reduce your risk at tdicinsurance.com
• Confidential guidance through our Risk Management Advice Line
• Publications dedicated to exploring timely dentistry liability issues
• Helpful guides, informed consent forms and sample manuals
• A variety of live and eLearning C.E.-eligible seminars 

Protecting dentists. It’s all we do.®
   

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

*Due to the sensitive nature of the issues being addressed and our employer-oriented approach, 
this course is available to dentists and their spouses only.

TDIC policyholders who 
complete a seminar or 
elearning option will 
receive a two-year, 5% 
Professional & Dental 
Business Liability premium 
discount effective their 
next policy renewal. To 
obtain the two-year, 5% 
Professional & Dental 
Business Liability premium
discount, California dentists 
must successfully complete 
the seminar by April 28, 
2018. Any eLearning tests 
received after the deadline 
will not be eligible for the 
discount. Nonpolicyholders 
who complete a seminar
or eLearning option and 
are accepted for TDIC 
coverage will also be 
eligible for this discount.

Caution + control:

Reducing 
employment 
liability



If you have not attended our annual holiday 
party at Del Paso Country Club, you should 
definitely think about the party this year. 
It is on Friday December 8th. Good times 
for those who choose to attend. Hope to see 
you there.

My time as your President is about up. I’ve 
truly enjoyed the opportunity. And, I will 
still be “around” as your Past President. I look 
forward to supporting Dr. Margaret Delmore 
as your incoming President, as well as the rest 
of the Executive Committee and the Board 
of Directors. Having just returned from our 
Board Retreat and strategic planning session, 
I can assure you that the upcoming years are 
going to be so exciting! New task forces, 
plans for the future, member involvement 

and engagement opportunities and much 
more. We hope you take advantage of all the 
planned activities, events and opportunities 
we will be presenting.

That said, we have a great list of “emerging 
leaders” – committee members, committee 
chairs, future chairs, future leaders and 
wonderful dentists willing to help us “make a 
difference” (Dr. Delmore’s theme next year). 
We are blessed to have members who tell us 
what they think, and we have the wonderful 
leaders and staff who listen. Just last year our 
member survey had a 25% response rate – 
that is an amazing statistic with associations! 
So please get involved – if even a little; you 
are so special to us and we want you to be part 
of this wonderful society. We are blessed that 

80% of our area’s dentists are our members – 
and we are here for you.

So, as this year comes to a close, please 
remember how blessed we are with all that 
we have been given. Please take a moment to 
enjoy some of the photos from the past year 
– some I approved and some I did not !

All best wishes to all of you this holiday 
season and in the coming year.

Sincerely and with much affection,

President's Message

By Nancy Archibald, DDS
2017 SDDS President

December - Yay!  
It’s Time To Celebrate

It Has Been a Pleasure
Having Dr. Archibald as Our President This Past Year!
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2017 is nearly over and what a year it has been!

And how exciting is 2018 going to be!!!

As we move forward to 2018 with new programs, a new strategic plan (see it in 
this issue of the Nugget!), new committees, new leadership and new chairs, we can 
reflect on what a great year we are completing. WOW! Look at this…

In the past year we …

• Accomplished our goal of 80% market share!

• Welcomed more than 120 new members!

• Engaged 87% of our members!

• Retained 95% of our current members!

• Welcomed 300 SDDS committee members.

• Sold out our 2018 Midwinter Expo hall by Sept 1st!

• Welcomed  850 attendees and exhibitors to our 2017 Midwinter Convention.

• Offered varied and superior CE Courses in our SDDS classroom, selling out 
many of them.

• Upgraded our Business Forum program to include more Practice 
management programs.

• Recruited new leaders to be involved in SDDS committees and leadership.

• Sold out our Broadway shows – Jersey Boys and Book of Mormon (sold out) 
next year!

• Offered new dentist programming – and we will continue to do so.

• Increased our Foundation membership.

• Continued to help offer and navigate dental care for the underserved.

• And much more… and more coming next year!

Our success can’t go without thanking all those who were, and are, involved. 

…Our Executive Committee, our Boards (SDDS, Foundation, SACPAC) and all 
our volunteers: thank you!

…Our SDDS Team: Anne, Beth, Lisa, Jessica, Sofia and Rachel – you guys 
ROCK and we are THE BEST because of you, your work and your care for our 
members!

…And to our members, all 1700+ of you… thank you too! Your involvement, 
your attendance and your support of our Society is appreciated.

Happy holidays!  

Cathy's Corner

December By Cathy B. Levering
SDDS Executive Director

LEADERSHIP

President: Nancy Archibald, DDS
Immediate Past President: Wallace Bellamy, DMD 

President Elect/Treasurer: Margaret Delmore, MD, DDS
Secretary: Bryan Judd, DDS

Editor-in-Chief: Carl Hillendahl, DDS
Executive Director: Cathy Levering

Guy Acheson, DDS 
Volki Felahy, DDS

Jag Heir, MD, DDS
Greg Heise, DDS

Beverly Kodama, DDS
Matt Korn, DDS

 Lisa Laptalo, DMD
Wesley Yee, DDS

Adrian Carrington, DDS 
Terry Jones, DDS

CPR: Craig Alpha, DDS
Ethics: Hana Rashid, DDS

Nominating/Leadership Dev.: Wallace Bellamy, DMD
Peer Review: Morton Rosenberg, DDS

CE Task Force: George Chen, DDS
Forensics Advisory: Mark Porco, DDS

Amalgam Advisory: Viren Patel, DDS, Wai Chan, DDS
Fluoridation Advisory:  

Kim Wallace, DDS / Rick Kennedy, DDS 
Strategic Planning Advisory: 

Bryan Judd, DDS/ Margaret Delmore, MD, DDS
Budget & Finance Advisory: Margaret Delmore, MD, DDS

Bylaws Advisory: Wallace Bellamy, DMD 
Legislative Advisory: Jenny Apekian, DDS

Community Clinic Task Force: Bryan Judd, DDS 
   General Anesthesia: Warren McWilliams, DDS

Member Events/Services: Jennifer Drew, DDS, MSD

 Foundation: Viren Patel, DDS
Golf Tournament:  

Vic Hawkins, DDS / Dennis Peterson, DDS
SacPAC: Matthew Campbell, Jr. DDS

Smiles for Kids: Donald Rollofson, DMD

Cathy Levering | Executive Director
Beth Heneger | Programs/Events

Lisa Albrand | Membership
Jessica Luther | Graphic Designer 
Rachel Sheets | Graphic Designer

Sofia Gutierrez | Member Services/Smiles for Kids
Anne Rogerson | Office Manager

EXECUTIVE  
COMMITTEE

BOARD OF  
DIRECTORS

TRUSTEES

COMMITTEES
STANDING

TASK FORCES
ADVISORY
COMMITTEES

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.
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Every dentist is a Prosthodontist! Every 
dentist is an Oral Surgeon, Periodontist and 
Orthodontist. We all learned how to prep teeth, 
make dentures, extract teeth, lay a flap for perio 
surgery and fill pulp canals with gutta percha 
and so much more. There were close to 50 in 
my graduating class and the variation in skill, 
knowledge and focus was across the board. 
All of us are different and we have different 
strengths and weaknesses. Even though I had 
been working in my brother's C&B lab since I 
was 13 and graduated near the top of my class, 
I knew very little dentistry when I graduated. 
That soon became apparent when I was asked 
to cover the practice of one of my teachers who 
took leave for a couple of months. First day, 
when I looked at the schedule I darn near had a 
sphincter accident. His staff lightened the load 
until I was capable of keeping up and juggling 
patients in two chairs and making on-the-spot 
GOOD clinical decisions. It turned out to be 
a great learning and a humbling experience. 
Next, the pros residency at Indiana U. Again 
I discovered that I did not know as much as 
I thought I did. When you don’t know what 
you don’t know you are dangerous to yourself 
and your patients. Knowing your limitations 
and strengths, and where to go to get help is 

invaluable. I have also learned that you don’t 
need a specialty certificate or formal training 
to be the consummate and exceptional 
restorative clinician. Dr. John Butkus, chair of 
the C&B at Creighton during my tenure was 
an exceptional fixed prosthodontist and never 
set foot in a residency program. There are many 
self taught exceptional clinicians like that. 

What formal training gives you is personal 
guidance from experienced hands and an 
abundance of wisdom when it comes to 
making clinical decisions. It opened up a wide 
array of treatment possibilities and options 
that you would not be exposed to in a different 
environment. Even after as many years that 
I have been in practice, I am still a student 
of dentistry. Each day I still learn more. The 
generalist is my hero. He or she has so many 
aspects of dentistry to be really good at. I 
am glad to have just one segment of the ever 
expanding area of dentistry to be really good 
at. Even then, it keeps growing in complexity so 
that I am always challenged and never bored. 

So what is prosthodontics? It is the discipline in 
dentistry that replaces lost teeth, parts of teeth 
and so much more. As a prosthodontist, the 
formally trained specialist in the discipline, it 
is diagnosis, treatment planning (my favorite 

part), it is fixed, complete and partial denture 
restorations. It is implant case planning, implant 
placement and restoration. It is maxillofacial 
restorations after ablative surgery. It is esthetic 
dentistry, it is occlusion, it is working with other 
specialists to solve problems, and it’s treating 
those “impossible” cases. Keep in mind that 
esthetic dentistry came from the work done by 
the denture icons of the last century. So was 
the development of the ceramic restorations. 
The first one being “Permadent.” We are all 
esthetic dentists, some better than others. The 
formally trained prosthodontist has a myopic 
focus on one broad aspect of dentistry. Just as 
with the generalist, who embraces and utilizes 
so many different treatment pathways and 
modalities to arrive at a successful conclusion. 
I have yet to meet the super specialist who is 
the consummate dentist in all phases of our 
profession. When I was in dental school, we 
were told “When in doubt, refer it out” and 
“make treatment decisions as if the patient is 
your family.” Those words have served me well 
during these 40 years. I hope that same wisdom 
will also serve all of you just as well. I trust that 
each of you will continue to be students of the 
discipline of prosthodontics and help enrich the 
lives of your patients.  

From the Editor’s Desk

The Journey By Paul Binon, DDS
Associate Editor

What is Prosthodontics?

TREATING THOSE
“IMPOSSIBLE” CASES

OCCLUSION

IMPLANT PLACEMENT AND RESTORATION

Treatment Planning
DIAGNOSIS

Maxillofacial Restorations Implant Case Planning
FIXED, COMPLETE AND PARTIAL DENTURE RESTORATIONS

Esthetic Dentistry WORKING WITH
OTHER SPECIALISTS
TO SOLVE PROBLEMS
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Bob Miller, Business Development Officer
(916) 576-5679       bmiller@firstus.org

Your Trusted Source For:
 • Commercial RE purchases
 • Construction loans
 • Business acquisition or expansion 
 • Equipment/Inventory purchase 
 • Refinancing 
 • Working Capital

Business Financing
from your neighborhood Credit Union

A Proud Vendor Member of SDDS since 2004
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All active members will receive a free copy 
of the 2018 Employment Law Poster in the 
January Nugget.
Additional posters are available for sale 
through SDDS for $24.95 (member price). 

Don't throw it away! Unfortunately, we will  
have to charge you for a replacement.

YOU SHOULD  KNOW
PAYROLL TAXES
E-file and E-pay Mandate for all Employers 

Assembly Bill 1245 mandated the electronic submission of tax returns, wage reports, and 
payroll tax deposits for all employers. 

In 2017 employers with 10 or more employees were required to electronically submit 
employment tax returns, wage reports, and payroll tax deposits to the Employment 
Development Department (EDD). Effective January 1, 2018 all remaining employers are now 
subject to this requirement! 

File and Pay Electronically with e-Services for Business

Employers can use e-Services for Business to comply with the e-file and e-pay mandate and 
avoid penalty fees. e-Services for Business is a fast, easy, and secure way to manage your 
employer payroll tax accounts online. With e-Services for Business, you can:

• Register for an employer payroll tax account number.

• File returns and reports.

• Make payroll tax deposits and pay other liabilities.

• View and update account information.

For more information visit www.edd.ca.gov/Payroll_Taxes/FAQ_-_E-file_and_E-pay_
Mandate_for_Employers.htm

FEE INCREASE EFFECTIVE 
OCTOBER 19, 2017
On October 19, 2017, the fees assessed by 
the Dental Board of California (Board) will 
increase in accordance with California Code 
of Regulations, Title 16, Sections 1021 and 
1022.  These fee increases are a result of a 
rulemaking action that was approved by the 
Office of Administrative Law and filed with the 
Secretary of State on August 24, 2017.

Applications for new licenses and permits 
received by the Board on and after October 
19, 2017 must be submitted with the new fee. 
Applications received by the Board without 
the correct fee will not be processed.

Board issued licenses with an expiration date 
of January 31, 2018 and later are required to 
pay the new renewal fee. Failure to pay the 
new license renewal fee will result in licensure 
delinquency.

A list of the new fees may be viewed here: 
www.dbc.ca.gov/formspubs/fee_
increase_2017.pdf

MEMBERSHIP DUES - BILLS  
GO OUT DECEMBER 1, 2017
Please Include your voluntary 
donation to our Foundation and 
be a member (only $75)

MEMBER 
BENEFIT

Our low-income combat veterans are still having a 
tough time transitioning at home and we can contribute 
dental health to honor their service in combat. We can 
easily reach out to a qualified combat veteran in our area 
by signing up with a non-profit organization, Everyone 
For Veterans, everyoneforveterans.org. They will assess 
veterans for low-income and combat status and will let 
you know when there is a qualified veteran in your area. 
Usually only 1 veteran will be assigned a year for free 
dental care. You can schedule the veteran in the comfort 
of your office. 

The goal of treatment is to: 

 1.  eliminate infection and establish health  
 2. establish adequate function   
 3.  establish adequate esthetics 

Presently, there are several qualified veterans in the 
Sacramento District Dental Society area. Please take this 
opportunity to serve those who’ve served, sign up here:

www.everyoneforveterans.org/for-dentists.html

Volunteer with “Everyone for Veterans”

How You Can Help a Veteran!

www.sdds.org • December 2017  |  9



Have I developed a clear  
treatment plan?
Knowing what you want to accomplish is a 
product of good communication with your 
patient and what you know about the clinical 
environment you are working. Once you 
know what you want to achieve, outline the 
steps needed to provide a successful outcome. 
You may consider referring if communication 
becomes difficult or you are unsure of the 
diagnostic information you need to collect.

Can I complete the treatment  
plan successfully?
Having a clear plan is important because it 
allows you to assess your ability to carry the plan 
to completion. You might ask, do I have the 
talent, training, experience, proper instruments 
or permits for each procedure in your plan. 

You might refer if you feel uncomfortable with 
completing any the steps from your plan.

Do I understand the complications 
associated with my proposed 
treatment? 
Understanding what can go wrong with a case 
can help you avoid problems in the planning 
process. It is also beneficial when educating 
the patient and comparing various treatment 
choices. You may consider referring if you are 
unable to inform the patient of the risks or 
rewards of your proposed treatment plan.

Can I handle any complications 
that may arise?
Once you understand the problems you may 
face when treating a patient, you can decide 
if it is something you are capable of handling 

By Jefferson Clark DDS, MS
SDDS Member

Dr. Clark received his DDS 
degree with honors from 
Loma Linda University 
School of Dentistry.  He is a 
member of Omicron Kappa 
Upsilon (OKU), the National 
Dental Honor Society. He 
completed a Certificate 
in Advanced Graduate 
Studies in Prosthodontics 
and a Master’s degree in 
Prosthodontics from Loma 
Linda University. Dr. 
Clark currently operates a 
private practice dedicated 
to advanced prosthodontics 
and implant dentistry 
in Roseville, CA. He is a 
member of the American 
College of Prosthodontics and 
an active member of various 
professional organizations.

Should I Refer to a Prosthodontist? 

Dentistry is a profession that requires talent, training and experience. A 
deficiency in one of these three principles require augmented compensation 
from the other two. Once this compensation interferes with successful 
treatment outcomes it may be time to refer. Consider the following questions 
when deciding to refer to a prosthodontist: 

CUTTING EDGE DENTISTRYPROSTHODONTICS

Why & When

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 
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Volunteer
opportunities

 
April 26-29, 2018 • Anaheim 
October 25-28, 2018 • Modesto

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

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) 

KNIGHTS LANDING ONE HEALTH CLINIC

VOLUNTEERS NEEDED: Dentists willing to volunteer their time on any 
Saturday from 8AM-12PM at the clinic in Knights Landing, CA.

TO VOLUNTEER, CONTACT:  
Emily Nguyen (408.406.4976 • emtnguyen@ucdavis.edu) 

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.

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

(COALITION FOR CONCERNED MEDICAL PROFESSIONALS)

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)

SMILES FOR KIDS
VOLUNTEERS NEEDED: Doctors to “adopt”  
patients for Smiles for Kids for follow-up care.

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

yourself. You can be prepared with the proper instruments and 
treatment modalities for any emergency or complication that 
might arise. If you decide you are not quite prepared, you can 
refer the patient while you prepare yourself for the next case. 

Am I managing the patient’s expectations well?
Being able to prepare a patient for treatment is a skill that should 
be required for all dentists. This includes that ability to educate 
the patient on what is appropriate for their situation and then 
managing the patient’s expectations of the treatments success. 
Referring a difficult patient that is not being managed well can 
save you time, money and a headache. 

Does the treatment modality fit within my 
business model?
Every practice is unique, and a sound business strategy is to stick 
with your strengths. Time becomes more important as your 
practice becomes more successful. Come up with a business plan 
that allows you to spend the time doing what you do best. If you 
find you are spending too much time on a procedure, you might 
think about referring it in the future so you can focus on more 
efficient modalities. 

Do I want to do it?
Dentistry is great because you can choose what procedures you 
do! If you find you really enjoy a procedure, then you can get the 
training and eventually the experience that allows you to provide 
great patient care while enjoying a fulfilling career. Life is too short 
waste time doing something you don’t love doing! 

As treatment modalities become more advanced and patient 
expectations more complex maintaining balance for successful 
outcomes becomes ever more important. Being active in the dental 
community and creating friendships that allow you to discuss 
problems and solutions is great way to remain fresh in an exciting 
career as a dentist. Prosthodontists are here to help, whether that’s 
advice for a case you are working on or for a patient you feel should 
be referred.  
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Peregrinations
of a Prosthodontist  
A 40 YEAR BRIEF SUMMATION

If you look and see that it will take two 
or three times the time required to do the 
treatment and you compare that to doing 
basic restorative with a much better return 
for your efforts, does it make sense? Will 
the frustration be worth it in the end? Only 
you can decide that. When you look at the 
mounted casts and it appears that the teeth 
in the dental arch are upside down, broken 
down to stumps and you are perplexed 
with what and where to start. Perhaps you 
might consider sending that one out so you 
can use your time more effectively. Never 
seen anything like it? Want to start reading 
a stack of journals to figure it out? I think 
you get the idea. As a prosthodontist, 
it’s about having many more options to 
consider and offer the patient. So if you 
like your patient and yourself, you might 
think about referring the patient out. 

Should implant dentistry be surgically or 
restoratively driven? If you want implants 
in the correct location so that they can 
be restored correctly, then there is only 
one answer. The placement is absolutely 
restoratively driven, especially when there 
are multiple implants involved. In the old 
days, when you got the patient back with 
implants in places they should never have 
been, the answer was, “I put them where the 
bone was.” Today, that is not good enough 
anymore. If there is not enough bone we 
can grow it. The protocol involves mounted 
cast, a CT scan, a wax up, marking the 

location and the axis of the implant. This 
can be transferred to a surgical stent to 
be presented to the surgeon. Millimeters 
make a difference in the planning and the 
restoration of implants. It does not take 
too much skill to make a hole in bone. 
However, it takes a great deal of skill to 

place the implant in the exact location 
it needs to be. The two cases I showed 
during the September General Meeting 
exemplified two things. First, that both 
oral surgeons and periodontists can place 
implants in places that create a nightmare 
for the restorative dentist. Both cases were 
planned independently by the surgeons 
without any restorative work up. Secondly, 
if you noticed the number of implants, I 
wonder if the consideration was more 
financial than biomechanical. Each of 
the cases could have been restored with 
5 implants instead of 7. The placement of 
the additional implants was problematic 
because their location interfered with 
the optimal emergence profile of the 
restoration. More is not always better. 

By Paul Binon, DDS
SDDS Member

Dr. Binon has a  
private prosthodontic 
practice in Roseville. He 
has restored and placed 
dental implants since 
1983. He has published 
extensively on implant 
interface stability and 
biomechanics and has lec-
tured all over the world. 
Previously he was a re-
search scientist at UCSF 
and Adjunct Professor in 
Prosthodontics at Indiana 
University.

When a case goes south, 
be smart enough to see the 
obvious. Don’t wait for the 

inevitable.

In dental school we all learn about the discipline called prosthodontics 
– essentially the replacement of missing teeth and other oral and 
facial structures. I made 5 dentures in undergrad. It taught me 
the basic principles. The value of mucostatic impressions, border 
molding, an adequate post dam, and facial proportion as it related 
to teeth molds, selecting a shade and setting teeth. After you make 
500 you pretty well know what you are doing. If you are good at it, 
great, keep on. If not, refer it out.

CUTTING EDGE DENTISTRYPROSTHODONTICS
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Stuff happens! After 40 years of dentistry 
there is not much that I have not seen. 
When a case goes south be smart enough 
to see the obvious. Don’t wait for the 
inevitable. Don’t let your ego get in the 
way. Apologize. Saying sorry goes a long 
way and then cut a check for a refund and 
refer them out. Give the doc you refer the 
patient to a courtesy call and a heads up. 
All of us have had that experience, after 
all we are all human and we do make 
mistakes. It’s what follows that counts for 
you, the patient and our profession.   

As to a preference to who places the 
implants, it’s a toss-up. I have had the 
pleasure of working with the best and the 
worst surgeons over the years. My first 
consideration is, will they treatment plan 
with me before the implant is placed. Can 
they think out of the box and be innovative. 
For anterior areas of the mouth and for soft 
tissue management and implant supported 
bridges, I prefer a periodontist. For the 
posterior areas, complex block grafting, 
harvesting bone from the ascending ramus, 
Zygoma implants and implant placement 
in conjunction with trauma repairs, I 
prefer the Oral Surgeon. In my experience 
sadly enough, egos sometime get in the way 
of open communication and the patient 
gets the short end. Today there is a third 
option for surgery. Prosthodontists get 
formal surgical training in their residency 
programs. That came about because there 
was so much dissatisfaction with the 
placement of implants without regard to 
restoring them. Subsequently, surgical 
training centers were set up by some 
prosthodontists as well. Clinicians such 
as Misch, Balshi and McGarry, as well 
as others, set up very successful regional 
teaching centers. 

As to occlusion, well that is the content 
for a book. Basically, central fossa loading, 
anterior disclussion, no balancing, working 
or protrusive interferences. Lighter contact 
(check with shim stock) on implant crowns 
that is checked regularly at recall. For all 
on 4’s I like denture teeth as the acrylic is 
more forgiving, especially against natural 
teeth. If you do a monolithic Zirconia 
then an acrylic opposing is idea to mitigate 
loading. A bruxing splint is also desirable. 

All on 4 is a great treatment option but 
not the only answer, nor is it for everyone. 
If you have a heavy bruxer, they would 
benefit from 5 or 6 implants. Sometimes 
a bar is the optimal restoration when 
patients have diff iculty with hygiene. 

For some patients hygiene is a challenge 
with this type of restoration. It requires 
modification of the flanges for access of 
a WaterPik tip. I have some patients who 
do require having the prosthesis removed 
every year. I do take issue with the 
statement that a conventional removable 
mandibular denture is still the “current 
standard of care.” If a patient loses their 
teeth, the loading pressure of the denture 
in function causes bone loss. If you place a 
couple of implants with a bar, you continue 
to stimulate the bone and prevent bone 
loss. You will actually maintain the bone 
level and increase its density (Wolff’s Law). 
Not only do implants retain and stabilize 
the denture, they also act to preserve the 
edentulous ridge. 

A CT scan is critical in the placement of 
implants. Ninety percent of the time you 
need a CT scan to plant the case correctly 
and just as important, to avoid any legal 
issues if a problem develops. The scan data 
can be modified with software such as 
Simplant and Anatomage so that implant 
placement can be precisely planned. With 
digital dentistry you can also fabricate 
surgical stents to make the surgery more 
predictable and much faster. 

However, I recently experienced a 
circumstance where the entire case was 
planned by a lab technician. The OMFS 
sent the CT to the lab, where the implant 
locations were projected. A surgical 
stent and a provisional restoration were 
made in advance. I got the patient back 
after the implants had been placed. One 
implant subsequently failed before it was 
even loaded. The biggest problem was 
that the ridge reduction was inadequate. 
That caused a problem with the amount 
of material thickness attainable and the 
strength of both the provisional and 
ultimately the definitive restoration can 
be compromised. That means repairs and 
frustration during the integration period. 

What about cemented vs screw retained? I 
was a cement retained advocate until I saw 
recent data out of UW. Even slight smears 
of cement under the abutment will result 

in inflammation and bone loss. So now I 
am a believer. Whenever possible I now use 
screw retained fixed prosthetics. Dr. Tom 
Taylor also has published some interesting 
studies on the wear of abutment screw 
inside zirconia abutments without a metal 
seat. Without a metal seat, the head of 
the screw wears against the zirconia and 
you lose clamping force. The SEM images 
were profound. They also found metal 
particulate in the surrounding tissues! 

In order to open the bite, I follow a basic 
protocol. Patient wears a bite opening 
disengagement splint for several weeks 
to assess their response. Depending 
on muscle response, comfort level and 
clinical assessment, we go to the next step. 
Provisional restorations to the corrected 
VD of occlusion. If this is tolerated 
comfortably for several weeks then we 
can with confidence proceed to definitive 
crowns. This is probably not the only way, 
but this protocol has served me well over 
the years. 

Just as life is full of changes year by year, 
so is our profession. The digital revolution 
has it high points in many areas of the 
discipline and particularly in the specialty 
of prosthodontics. However, the computer 
does not consistently and predictably 
bring the artistic aspect of dentistry to 
the forefront. A computer does not have 
the “esthetic eye” of a seasoned clinician, 
so in my estimation some important 
aspects of treatment can easily be missed. 
I am saddened that the number of skilled 
removable and fixed dental technicians has 
dramatically decreased over the past 20 
years. To our further detriment, the number 
of dental laboratory training centers has 
also deceased. The song by Peter Paul and 
Mary from the 1960’s comes to mind… 
“Where have all the skillful technicians 
gone… Gone to graveyards everywhere, 
when will they ever learn…” Now, we 
have witnessed the coming of age of the 
computer dental tech who sits in front of 
a screen and places predesigned contours 
on the scanned die. A different art form 
to be sure. However, in the perfect world, 
the dental laboratory technician student 
should be trained side by side in the same 
institution with the dental student. To that 
end, the patient, dentist and the profession 
would benefit greatly. 

There is so much more that we could 
discuss and learn from one another. I hope 
that we can do this again.   

Just as life is full of  
changes year by year, so  

is our profession. 
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A Profession That is

Ever-Changing

“Dentistry is a life-long learning career,” I 
have particularly heard this comment almost 
every time when I interviewed a prospective 
dental student candidate in the past. There 
are so many things to learn in dental school 
and yet only important concepts can be 
taught in a limited four- or three-year time 
frame. Most dental schools have more or less 
included implants and digital dentistry in 
their curriculum structure nowadays. This 
was quite different 20 years ago. 

Continuing education and advanced 
programs allow us to learn more about 
different topics and techniques after 
graduating from dental schools. I am a firm 
believer that all implant-assisted or implant-
supported restorations should be restorative 
driven. A simple reason is that most of our 
patients see the restorations but not the 
implants underneath them. They certainly 
will not appreciate that a scow access hole 
coming out of middle third of central incisor, 
or the implant crown is 1.5 times longer than 
adjacent natural tooth. Another example is 
room for prosthetic materials. It is almost 
contradictory to extraction principles we 
learned in dental school that sometimes we 
order bone reduction for future prosthetic 
constructions. Implants should not be placed 
in the mouth simply based on where the bone 
is, bone is the environment where implants 
stay but restorations should dictate where 
implants go. We all know most implants 

integrate well when screening and surgeries 
are done properly. This is good and bad: if 
the positioning and planning is done right, 
good integration should result in a good 
outcome; however, outcomes of implant 
treatment are really devastating when mal-
positioned or mal-angulated implants are 
well integrated. Some cases these three 
prosthodontists presented that evening could 
prove this point.  

There is no doubt that digital dentistry 
is here. We all did traditional wax-ups in 
dental school. Should we be learning digital 
waxing in school? Maybe we should all 
learn STL and DICOM files and all digital 
dental technology in modern dentistry 
curriculum? This is a scary thought as far as 
a “traditional” learning module is concerned. 
With technology moving to a digital era, this 
may be food for thought. We all have learned 
and benefited from digital workflow. For 
example, by simply press a button we now 
can re-mill a large 8 implants-supported 
restoration exactly the same without 
touching any PKT instrument. However, 
as we learn from photography, “It is not the 
camera you have, it is what you do with it 
matters.” Digital technology is a tool and 
how a mind masters it is more important. 

Prosthodontics has never been more exciting 
than before. I thank SDDS and the presenters 
providing such a wonderful program!  

By Y. Vinny Huang, DDS, MS, FACP
SDDS Member

Dr. Huang received his den-
tal degree from Taipei Medi-
cal University, Taiwan and 
completed his post-graduate 
prosthodontics residency pro-
gram with a Master’s degree 
a the University of Iowa, 
where he served as an assis-
tant professor in the Depart-
ment of Prosthodontics. Dr. 
Huang is a Diplomate of 
American Board of Prosth-
odontics and a Fellow of 
American College of Prosth-
odontists. He currently prac-
tices with the Prosthodontic 
Dental Group in Sacramen-
to and Fair Oaks offices.  

It was my first time as a new SDDS member attending the SDDS event 
on September 12, 2017. I was more than thrilled to see an excellent panel 
discussion regarding some important issues in modern prosthodontic 
practice. Kudos to Drs. Paul Binon, Jefferson Clark, and Jeffrey 
Vernon! They have done an excellent job by sharing those challenging 
cases and their experiences/know-how to the audience. I sensed my 
colleagues around my table wanted to ask more questions but due to 
time constraints panelists had to move on to next topic. I believe we 
could have great CE events just for each topic/title slide.

CUTTING EDGE DENTISTRYPROSTHODONTICS

14  |  The Nugget • Sacramento District Dental Society



CONTACT YOUR LOCAL BRASSELER MANAGER, 

MARK ELLENBURG FOR YOUR EXCLUSIVE SDDS 

PRICING AND TO SCHEDULE A NO OBLIGATION 

HANDPIECE EVALUATION.

Learn more at Shop.BrasselerUSA.com
To order or schedule your demo call 916.276.6224 or e-mail MarkEllenburg@BrasselerUSA.com
©2017 Brasseler USA. All rights reserved. Printed in the U.S.A.

Power. Precision. Performance.

B-4944-SDDS-11.17

 

 









10604 Industrial Avenue, Suite 150, Roseville, CA 95678 
gpdevelopmentcorp.com | 916.332.2300 

 

 

 

 

 

 



  

www.sdds.org • December 2017  |  15



That's a good question — so let's try and 
answer it. WE NEED YOUR FINANCIAL 
SUPPORT.

First and foremost, we are all dentists and 
we, as the best trained people on the planet 
to treat disease of the oral cavity, should have 
control of how we administer that care to 
the patients that we are entrusted to care for. 

Second, we are small business owners or 
employees of a small business, even if it is 
a large practice. It's essential that we have a 
say in the myriad of regulations and laws that 
will affect our practice as a business. Here are 
just a few of the things/issues we deal with as 
Dentists/Professional Business People:

• Supreme Court decision on 
employee rest periods

• New overtime rule (blocked by  
a federal judge)

• Proposition 65 notice  
requirements revised 

• OSHA changes (we have been  
given a bit more time)

• HIPAA audits to expand in 2017

• California lawmakers: Oral health 
must be a priority

• CURES registration deadline  
July 1, 2016

• Dentists required to translate 
Directions for Dispensed Drugs

These are but a small sample of the never 
ending laws and regulations that we face. 

In order to be effective we must have and 
maintain a relationship with the lawmakers 
who make the rules locally, statewide and 
nationally.

A PAC (Political Action Committee) is a 
group with common goals that contributes 
to people who are supportive of their goals 
or who will listen to their concerns and 
requests. ADPAC works diligently on our 
behalf in Washington DC as does CalDPAC 
in Sacramento. 

SacPAC is our local PAC that works on your 
behalf in the local five county arena.

SacPAC importantly is local liability insurance 
for your practice/business. We need your help 
and support so that we can be effective on 
your behalf. Become a contributing member 
of SacPAC today so we can work for you!

HOW CAN I CONTRIBUTE?
Contributions to SacPAC are voluntary. 
To donate, please check the box on 
your DUES STATEMENT, or SIGN UP 
WITH THE ENCLOSED INSERT. You 
can contribute in any amount, even if 
you’ve already paid your dues this year!

HOW CAN I HELP?
Follow the elections, candidates and 
issues this coming election year. If you 
feel that SacPAC needs to support a 
candidate or an issue, let us know. 
Together, we can show our support!

Gregory Adams, DDS, MS
Craig Alpha, DDS
Rina Ambaram, DDS
Jenny Apekian, DDS
Nancy Archibald, DDS
Mark E. Backhus, DDS
Wallace J. Bellamy, DMD 
Paul R. Bianchi, DDS
Rodney J. Bughao, DDS
Matthew J. Campbell, DDS
Steven F. Cavagnolo, DDS
Thad L Champlin, DDS, MSD
Wai Chan, DDS
Sonney L. Chong, DMD

Robert Daby, DDS
Paul E Denzler, DDS
James Everhart, DDS
Brian B. Fong, DMD, MD
Rikard C. Forsberg, DDS
Douglas A. Gedestad, DMD
Robert D. Hays, DDS
Gregory J. Heise, DDS
Carl Hillendahl, DDS
Daniel P. Jones, DDS
Terrence W. Jones, DDS
Kevin Keating, DDS
Richard C. Kennedy, DDS
Matthew A. Korn, DDS

Kevin M. Kurio, DDS
Grace Lee, DMD, MD
Leland H Lee, DDS
William L. Marble, DDS
Jennifer Drew Mathisen, DDS, MSD
Gregory H. Owyang, DDS
David Sangho Park, DDS
Michael Payne, DDS
Robert V. Phillips, DDS
Gabrielle D Rasi, DDS
Roger J. Reich, DDS
Donald P. Rollofson, DMD
Richard B. Shipp, DDS
J. Alex Tomaich, DDS, MD

Carl H. Trubschenck, DDS
Glen A Tueller, DDS
Tom Wagner, DDS
Kim E. Wallace, DDS
Wayne E. Walters, DDS
Kingsley Wang, DDS
Wen-li Wang, DDS
Ernest S. Watson, DDS
Russell E. Weaver, DDS
Dennis D. Wong, DDS
Daniel K. Woodson, DDS
Wesley Yee, DDS
Dan E. Zendner, DDS

Thank you to our                                             
2017 PAC Contributors! 

Sac PAC, CalDPAC, ADPAC, what's all the fuss about 
and why should I support any of these “PAC”s?

What is a PAC and Why Do 
I Need One? I'm a Dentist.

CUTTING EDGE DENTISTRYSACPAC

WE NEED YOUR SUPPORT
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For More Than Just a Tax 
Return!  

Specializing in Year-long Tax Planning-no surprises come  April 15th! 

LET US ASSIST YOU WITH: 

•Tax planning 
•Proper business structure 
(Incorporation) 
•QuickBooks setup and training 
•Review and maintenance of  
accounting 
•Retirement & estate planning 
•Business valuations 
•Human resources 

(916) 724-3962  John Urrutia or Debra Griffin     
www.muncpas.com 

CALL NOW 
FREE one-hour tax & 
financial review of your 
business 
*Offer only for new clients* 
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Foundation
of the Sacramento 
District Dental Society

By Viren Patel, DDS
Foundation President

The holidays are just around the corner, and 
we have just enough time to ask all of you to 
consider doing something different this season.  

By December, I find that my staffroom is awash 
with food and drink items so generously given 
to our office by our referral offices, patients and 
friends. We receive so much that, often, we are 
unable distribute it amongst all of our team 
members who also receive their own bounty. 

Years ago, our leaders originated the SPIRIT 
OF GIVING (SOG) program. It’s a great way 
to honor your friends and colleagues during the 
holidays – and to honor our Foundation at the 

same time. With a donation to the Foundation 
in the SOG program, you will receive donation 
cards to send out to your friends and colleagues.

I would like to suggest that, in lieu of sending 
gifts of chocolates, wine and food baskets to 
those that have more than enough already, we 
instead choose to give to a cause that will provide 
for those in greater need. The Foundation is 
near and dear to all of our hearts and I cannot 
think of a better way to say thank you to our 
fellow dentists than a gift to the Foundation 
in their name. In this way, the benefits of our 
profession are extended far beyond the circle of 
our business contacts.

Please consider a Spirit of Giving donation this 
holiday season and make a difference in the 
lives of all those touched by our Foundation.

Thanks for the support, 

Do You Have the Spirit?

January 3, 2018 January 31, 2018 

SACRAMENTO DISTRICT DENTAL FOUNDATION DOES…

March 14, 2018 

April 12, 2018 May 23, 2018

Sign up online at
www.sdds.org/foundation
or use the insert

Push the sugar bugs away! -Michael
I like it when they smacked the sugar bug.  

-Tooth Fairy
I liked the big toothbrush. -Daleyza

When the puppets did funny tricks. -Johnny

I liked the big toothbrush. -Amarah
When the sugar bugs banged the King's head. 

-Taylor
When the big toothbrush was brushing away 

the sugar bugs. -Ella
I liked the small sugar bugs growing and hitting 

the King in the face. -Aisling

The kids at Early Learning Academy  
really enjoyed the puppet show!

This is what they had to say...
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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.

1

ASSOCIATE POSITIONS AVAILABLE

Camelia Cifor, DDS • Fair Oaks • Part • GP 
Camelia Cifor, DDS • Carmichael • Part • Perio 
Gilbert Limhengco, DDS • Natomas/Citrus Heights • Full/Part GP 
William Black, DDS • Antelope • Part • GP 
Laguna Childrens Dental Care • Laguna • part • GP 
Stan Arellano, DDS • Elk Grove • part • GP 
Quynh-Trang Pham, DDS • Sacramento • part • GP    
Reuben Clark, DDS • El Dorado Hills • part/full • GP 
Nima Aflatooni, DDS • Gold River • part • GP 
Upen Patel, DDS • Sacramento • part/full • GP 
Wellspace Health • part/full/fill-in • GP 
Jerard Wilson, DDS • Rocklin • part/full • GP
Paul Denzler, DDS • Lincoln • part • GP
Kids Care Dental • Roseville • full • Pedo
Kids Care Dental • Rancho Cordova • full • Ortho
Thomas Ludlow, DDS • Folsom/Modesto • part/full • GP
David Park, DDS • part/full • GP
Ashkan Alizadeh, DDS • Sacramento • full • GP/Pedo
Eloisa Espiritu, DDS • Lincoln • part/full • GP
Timothy Herman, DDS • Lincoln • part/full • GP
Hung Le, DDS • South Sacramento, Stockton • part/full • GP

DOCS SEEKING EMPLOYMENT

DHPS SEEKING EMPLOYMENT

Gaetan Tchamba, DDS • 2 Thursdays/month • GP 
Novan Nguyen, DDS • Sacramento • part • GP 
Behdad Javdan, DDS • part/full • Perio
Ronald Rott, DDS • 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

DOCS LOOKING TO BUY A PRACTICE

Kayla Nguyen, DDS • GP 
Behdad Javdan, DDS • Fair Oaks • Perio
Scott Snyder, DDS • GP 

Janis Dufort, RDH • fulltime

SPECIAL THANKS TO OUR SPONSORS:

Sacramento District Dental Society Presents

“Always a crowd
pleaser in our

elementary schools”

- SCUSD School Nurse
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Christopher Nunn
CA Insurance License #0F35798
MassMutual Northern California
2241 Douglas Boulevard, Suite 100
Roseville, CA 95661
916-878-3341
cnunn@financialguide.com

What you’ve built is worth protecting.

Insurance Representative of Massachusetts Mutual Life Insurance Company (MassMutual), Springfield, MA 01111-0001, and its affiliated US 
Insurance companies. Local sales agencies are not subsidiaries of MassMutual or its affiliated companies. CRN201806-172248

MassMutual’s disability income insurance products help you 
protect your income in the event you become too ill or injured 
to work. Sacramento District Dental Society members receive 
a negotiated rate discount for Personal Disability coverage.

• Portable coverage
•  SDDS members receive a 25% unisex discount
•  Non-cancellable, guaranteed continuable coverage to age 65 

or age 67 provided premiums are paid on time
•  True Own Occupation coverage to age 65 or 67

Please contact Chris Nunn for any questions regarding the 
SDDS discounted rates, complimentary review, and other 
benefits offered to members.
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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!

MAR

21

JAN

17
APR

24
Bras, Boyfriends,  
and Tattoos  
1 CEU, 20% • $40

Labor Law 2018  
1 CEU, 20% • $40

 Alternate Workweek  
1 CEU, 20% • $40

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. 

HR WEBINARS NOW OFFERED AT TWO DIFFERENT TIMES: 12:00–12:55pm AND repeat at 1:10-2:00pm

Sign up online at sdds.org

An employer must provide rest breaks of 
10 consecutive minutes for each four hours 
worked, occurring as near as possible to the 
middle of the work period. 

You may not combine rest breaks or add them 
to meal breaks, even at the employee’s request.  
Nor may they be used to allow an employee to 
come in 10 minutes late or leave 10 minutes 
early.  You control rest breaks, thus you must 
pay break time as time worked.  You may 
require employees to remain on the premises 
during the rest break. 

Penalties

For each workday you fail to “authorize and 
permit” an employee to take a required rest 
break, you owe the employee one additional 
hour of pay at the employee’s regular rate of pay.  

There has been some question about whether 
this penalty is due when you have a policy 
of providing rest breaks, but an employee 
chooses not to take them. How far must you 
go in forcing employees to take rest breaks? 
The Labor Commissioner has clarified in 
a legal opinion letter what is meant by an 
employer failing to “authorize and permit” a 
rest break.

Unlike meal breaks, when the employer 
has an obligation to ensure that workers are 
actually relieved of all duty, not performing 
any work, and free to leave the worksite; the 
employer is merely required to “authorize and 
permit all employees to take rest periods.” An 
employer is not subject to any sort of penalty 
or premium pay obligation if an employee, 

who was truly authorized and allowed to 
take a rest break, freely chooses without any 
coercion or encouragement to forego or waive 
a rest period

If you have an employee who is a nursing 
mother, you must provide her with a 
reasonable amount of break time and a private 
place to express breast milk. You may require 
her to use the paid rest break time and if the 
employee needs additional time beyond the 
ten minutes paid rest break for expressing 
milk, the time must be provided, but it can be 
unpaid. Employees may choose to use lunch 
break time to express breast milk as well, 
but this does not excuse your responsibility 
to provide reasonable rest break time as 
explained above.

Rest and meal breaks can be a confusing issue.  
If you still have questions, give us a call at the 
SDDS HR Hotline at 888-784-4031 and our 
team of HR Advisors will be happy to help 
you out!  

My Dental Office Is Busy Every Day, What Are  
the Current Rules Regarding Rest Breaks?   
Reprinted with permission from California Employers Association

Hours of Work Rest Break

0 - 3.5 0

3.5 - 6.0 1

6.0 – 10.0 2
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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

The savings were so significant the first 
time Richard Barnes, DDS, and his staff 
compared dental supply prices on the TDSC 
Marketplace that they thought there had been 
a mistake. Barnes, a Visalia dentist with three 
offices, including a surgery center, compared 
Marketplace prices to what he regularly paid 
for supplies and saw a 25 percent savings.

“That works out to about $1,000 a month just 
for my private practice. The TDSC Marketplace 
is so much more cost effective than any other 
company I am using,” said Barnes. “This is 
exciting and gives me confidence that I can 
[continue to] make the best choices for my 
patients while feeling pressure from insurance 
companies that want to reduce reimbursement 
for services.”

Barnes is among the growing number of 
CDA members purchasing dental supplies 
online through the TDSC Marketplace, a 
shopping site that offers discounts based on 
the buying power of the association’s large 

membership. The Marketplace is part of 
CDA’s new subsidiary, The Dentists Service 
Company, which supports CDA members 
with the business side of practice by offering 
group purchasing and practice management 
services. Members who are licensed to practice 
in California can shop the Marketplace by 
simply logging in at tdsc.com, where they can 
find more than 25,000 products across 32 
categories.

“Members asked for services to help them be 
more competitive and efficient. The TDSC 
Marketplace is saving dentists, including 
myself, an average of 20 percent, depending on 
their purchases,” said James Stephens, DDS, 
chair of TDSC Board of Directors and past 
CDA president. “The more members we have 
buying through our group purchasing program, 
the more savings we’re able to negotiate, which 
in turn can be passed along to patients.”

Jonathan Ford, DDS, is one of the first CDA 
members to buy his dental supplies through the 
Marketplace. The Huntington Beach dentist 
says he easily found the products he uses, and 
the free two-day shipping sold him on the 
service. He says he sees prices that are 20–40 
percent lower on many items.

“It’s awesome! In six months, I have saved 
$4,000 compared to the retail price,” said Ford, 
who estimates he now purchases 90 percent of 
his dental supplies through the Marketplace. 

At Ford’s practice, one of his team members 
is in charge of adding products to his online 
shopping cart throughout the week. His office 
also takes advantage of TDSC’s subscription 
feature for automatic deliveries of gloves, gauze 

and suction tips on the schedule they choose so 
they “never have to worry about running out.” 

Ford also praised TDSC’s customer service 
team for adding products to the Marketplace 
upon his request.

“If a product isn’t available, I email the 
Marketplace team, and they usually add 
the product within days if they are able to,” 
said Ford. “The customer service has been 
outstanding.”

Ford observed that e-commerce has affected 
every aspect of retail, and it was just a matter 
of time before it impacted health care and 
dentistry. TDSC’s Marketplace offers dentists 
the same products and supplies they currently 
use at significant discounts that can make a 
difference in business.

“Members have told me that their Marketplace 
discounts have significantly offset the cost 
of their tripartite membership dues,” said 
Stephens.

Purchasing through the TDSC Marketplace 
offers members a higher level of control 
over their dental supplies while supporting 
organized dentistry. The sentiment is echoed 
by dentists who have experienced the savings 
firsthand.

“I have told other CDA members that I’m very 
excited to save money, get my supplies at a 
lower cost with free shipping and receive great 
customer service,” said Barnes. “I want them 
to try it. I want them to find out how much 
they can save.”

To compare prices on your dental supplies and 
enjoy Marketplace savings, visit tdsc.com.  

Dentists Save Money  
Through the TDSC Marketplace
Group Purchasing Program Gaining Big Fans

Reprinted with permission from 
California Dental Association
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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

Financial options tailored 
to your practice.

Whether you are establishing your career or have an 
existing practice, U.S. Bank Practice Finance is your 
provider for customized practice financing that may 
help your business grow.

Advantages of U.S. Bank Practice Finance 
• Competitive fixed rates 
• Term up to 10 years 
• Up to six-month interest-only programs  
• 12 month step-up program

A practice finance specialist is ready to meet with you. 
Contact us today.

Tom Collopy
U.S. Bank Business Banking
916.924.4546
tom.collopy@usbank.com

usbank.com/practicefinance

Financing maximums and terms are determined by borrower qualification and use of funds. Credit products offered by U.S. Bank National Association 
and are subject to normal credit approval and program guidelines. See a banker for details. Deposit products offered by U.S. Bank National Association. 
Member FDIC.  171576C 10/17
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Committee Corner
2018 SDDS Committees  
and Chairs Announced

CPR 
Chair: Craig Alpha, DDS

Ethics
Chair: Lisa Dobak, DDS

Leadership Development
Chair: Nancy Archibald, DDS

Peer Review
Chair: Morton Rosenberg, DDS

Standing Committees

Advisory Committees

Task Forces

Continuing Education                         
Chair: Eric Grove, DDS

Mass Disaster / Forensics
Chair: Mark Porco, DDS

Amalgam Regulations
Chair: Viren Patel, DDS and                                                                    
Wai Chan, DDS

Fluoridation
Chair: Kim Wallace, DDS and                                                                    
Rick Kennedy, DDS

Nugget Editorial
Chair: Volki Felahy, DDS                       

Strategic Planning
Chairs: Bryan Judd, DDS  
and Carl Hillendahl, DDS

Budget and Finance
Chair: Bryan Judd, DDS 

Bylaws
Chair: Nancy Archibald, DDS

Legislative
Chair: Jenny Apekian, DDS

Legal Issues 
Chair: Kelvin Tse, DDS

Member Engagement / Events
Chair: Jennifer Drew, DDS, MSD

Member Recruitment
Chair: Rika Prodhan-Ashraf, DDS

Are You Interested in Serving?
Peer Review Committee
SDDS has the finest Component Peer Review Committee in the entire State! Personal bias 
aside, SDDS has many knowledgeable and experienced members and we are always looking 
for more! We are also fortunate enough to have many specialties represented on SDDS Peer 
Review to the degree that several specialists (we are always looking for more!) are “loaned out” 
to other societies to handle their specialty cases. The amount of time and effort your fellow 
members put into the case work is commendable. Another way to give back to the profession 
we all care for immensely!

Last year, I mentioned the California Dental Association (CDA) implemented the mediation 
process as part of Peer Review. Since the implementation of mediation, several questions have 
been asked of me from the SDDS membership such as “what happens in mediation” and 
“why doesn’t the committee get to clinically review those cases that are in mediation or are 
successfully mediated to make sure the care was acceptable and/or appropriate? “ 

Having attended meetings at CDA headquarters where these very same issues were discussed, 
I am able to provide some responses. To coin a familiar phrase: “what happens in mediation, 
stays in mediation.” Mediation is an effort to resolve a dispute between the parties (patient 
and treating dentist) and everything is fair game. For example, a patient may want a letter 
of apology or pay for retreatment or a cash amount or even a combination of all. Besides the 
patient, the treating dentist, and the CDA mediator, no one is told of what was discussed or 
how close the mediation came to being satisfactory for both parties. Should mediation fail, 
the case moves to another staff member at CDA to handle the clinical evaluative portion and 
is not told anything about the mediation process other than it was not successful. If mediation 
is successful, the case is closed and no evaluative review is performed. The challenge some 
members are having with this is not knowing if the patient or treating dentist “was right” 
and believing that all cases should be reviewed even if successfully mediated. If this approach 
was taken, it would undermine the nature and intent of case resolution and could potentially 
expose CDA and others to unnecessary and costly litigation. In the end, mediation has been 
established as an accepted practice in many other settings beyond dentistry and remains a 
viable option for resolution of cases submitted for Peer Review.

For 2017 to date, here is what transpired for the SDDS Peer Review Committee:

• 8 cases were successfully mediated.

• 4 went through review and 2 were closed. 2 remain open.

• 7 were deemed non-reviewable.

• Currently, a total of 7 cases remain pending and/or open.

We are always looking for more members to be part of Peer Review! Please do not hesitate 
to reach out to SDDS or myself if you would like further information.  

Morton Rosenberg, DDS 
Peer Review Committee Chair
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70EXHIBITORS

150EXHIBITOR
REPRESENTATVES

16CE
UNITS
2DAYS OF CE

3000CUPS
OF COFFEE

1500TERIYAKI SKEWERS

100PINEAPPLES

50RAFFLE
PRIZES

MidWinter By The Numbers

Current Sponsors

27SPEAKERS 45COURSES

Liberty Dental Plan • Access Dental Plan • Integrity Practice Sales • PerioChip® 
Health Net • Ke�enbachUSA • GC America Inc. • Ultradent Products, Inc. • Capitol 
Periodontal Group • Solution Reach • Care Credit • Procter & Gamble • LED Dental 
3M • Dentsply • Nobel Biocare • Kids Care • Gianne�i & Booms Ortho • Star Group 
Innova Periodontics & Implant Dentistry • BPE Law Group • Pa�erson Dental 
The Foundation for Allied Dental Education • Mann, Urrutia, Nelson, CPAs

MUCHMORE!
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President’s Welcome/Report
President Dr Nancy Archibald called her last 
meeting to order promptly at 6:00PM.

Good of the Order
Dr. Archibald was so kind to us all on the 
Board. She hand made rice filled shoulder 
warmers, that once out of the microwave, 
warm and comfort sore shoulder and back 
muscles. Nancy has been a caring, smiling 
and honest leader this past year as our 
President. We are all in a better place because 
of all Dr. Archibald has done for us. Nancy 
goes out of her way to personally greet each 
one with a hug and a smile, and we all feel 
what a wonderful person she is. Thank you 
Dr. Archibald!

Executive Director’s Report
Cathy Levering, our Executive Director, went 
through the practical “In Case of Emergency” 
binders and all the “need to know issues for 
the Board”. Cathy has set up and planned 
well for all contingencies. We thank her for 
her efforts.

Secretary’s Report
Membership numbers continue to be great! 
We are nearing 120 new members for 2018. 
It looks like it will be a great year, with nearly 
80% of the market share, 87% engagement 
rate, and 95% retention rate..

Action Items
2018 Budget – Dr. Delmore reviewed the 
2018 Budget and again the budget shows the 
strength of our Society, the efforts made to 
have sponsorships for CE Classes, General 
Membership Meetings and the Nugget and 
the growing Mid Winter Convention. It was 
M/C to approve the 2018 budget, totalling 
$1.4M.

2018 Committee chairs – It was M/C to 
approve the following chairs:

Standing Committees:

CPR – Dr. Craig Alpha

Ethics – Dr. Lisa Dobak

LDC – Dr. Nancy Archibald

Peer Review - Dr. Mort Rosenberg 

Advisory Committees:

CE Advisory – Dr. Eric Grove

Nugget Editorial - Dr. Volki Felahy 

Legislative – Dr. Jenny Apekian

Mass Disaster/Forensics Committee –  
Dr. Mark Porco

Amalgam - Drs. Viren Patel and  
Wai Chan 

Fluoride Advisory - Drs. Kim Wallace 
and Rick Kennedy 

Strategic Planning - Drs. Bryan Judd  
and Carl Hillendahl

Bylaws Advisory Committee –  
Dr. Nancy Archibald

2018 Strategic Plan – It was M/C to approve 
the strategic plan, as well as the Core values: 
Innovation, Integrity and Service

2018 Task Forces  – It was M/C to approve 
the following task forces and chairs:

• Legal Issues task force – Dr. Kelvin Tse, 
Chair

• Member Engagement (events, 
participation, etc) – Dr. Jennifer Drew, 
Chair

• Member Recruitment (including dental 
students, possibly combine with DHP 
outreach) – Dr. Rika Prodhan Ashraf

• DHP Recruitment/Auxiliary Job Bank 
Task Force - pending

Old Business
Kaiser medical authorization issue – Dr. Guy 
Acheson will monitor this situation and report 
back to the Board if it continues to be an issue.

Dr. Acheson addressed the Board, stating 
he would be leaving the Board due to time 
constraints, as he is a National Trustee 
to the AGD. Guy has been a strong voice 
for Dentistry in our city and state and we 
applaud him for all he has done and will do. 
Dr. Delmore will consider a replacement and 
bring forth to the Board in January. We’ll 
miss you Dr. Acheson! You will be terrific 
for AGD!

Final dues spreadsheet for 2018 – the final 
dues structure for SDDS were approved, 
including a $10 per member increase – AND 
new dentists are getting a great discount for 
4 years!

Trustee Report
Drs. Jones and Carrington gave us their 
Trustees Report saying that most of what was 
discussed was of the CDA’s Strategic Plan and 
of the upcoming House of Delegates.

Adjournment
Dr. Archibald adjourned her last Board 
Meeting at 8:51PM Thanks Dr. Archibald 
for a tremendous year!

Next Board Meeting: 
January 2, 2018 at 6pm    

Board Report

Respectfully Submitted by Bryan Judd, DDS 
Secretary

November 7, 2017
Highlights of the Board Meeting
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Dental Supplies, Equipment, Repair
Analgesic Services Inc. . . . . . . . . . . . . . . . . . . . . . . 32
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Straine Consulting . . . . . . . . . . . . . . . . . . . . . . . . . . 33

Practice Sales
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Comcast Business. . . . . . . . . . . . . . . . . . . . . . . . . . 32
Pacific Dental Services. . . . . . . . . . . . . . . . . . . . . . . 32

Staffing
Resource Staffing Group. . . . . . . . . . . . . . . . . . . . . 33 
Swiss Monkey. . . . . . . . . . . . . . . . . . . . . . . . . . 20, 33
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Strategic Plan
2018-2020
GOALS AND OBJECTIVES

New SDDS Core Values:
Innovation • Integrity • Service

Goal 1: Membership
Strive for success with recruitment, member satisfaction and 
involvement 

Objectives:

1. Maintain a minimum of 80% engagement ratio at all times

2. Maintain 80% market share of all area dentists

3. Maintain a 90% or better retention rate

4. Outreach dental students and pre-dental students to ensure 
their success and future involvement 

5. Provide and communicate member benefits, resources and 
services to assure member success

Goal 2: Advocacy
Monitor and advocate on behalf of topics that affect oral health, 
dentistry and the dental practice

Objectives

1. Monitor and advocate for legislative and legal issues 
affecting dentistry

2. Increase communication with members regarding issues 
affecting their practices

3. Collaborate with community partners (including SDDS 
Foundation) to promote oral health education and issues

Goal 3: Leadership, Sustainability, 
Succession
Ensure systems are in place for continuity, stability and success 
in all aspects of the organization: management, operations and 
volunteer leadership

Objectives:

1. Ensure operations, policies and procedures are in place for 
continued success and succession

2. Provide leadership succession and training opportunities at 
the committee level for all interested volunteer members

3. Continue to offer options and various modes of technology 
and communication

4. Maintain financial strength by continuing internal controls 
and policies
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C. STUART BEACH, DDS
General Practitioner

Dr. Beach received his dental degree from UOP 
Arthur A. Dugoni School of Dentistry in 1974, and is 
now retired. Fun Fact: Dr. Beach will be the Santa 
Claus this year for the JC Penney Portrait Studios in 
all the major Sacramento malls. 

SUPREET DHILLON, DMD
General Practitioner
(916) 420-1592
4355 Town Center Blvd. Ste. 211
El Dorado Hills, CA 95762

Dr. Dhillon graduated from Tufts University 
School of Dental Medicine in 2016 and is currently 
practicing at El Dorado Hills Town Center Dental.

SHAKIBA FEROZ, DDS
General Practitioner
(916) 525-7635
8211 Bruceville Rd. Ste 155
Sacramento, CA 95823-2313

Dr. Feroz graduated from UCSF School of Dentistry 
in 2015 and is working at Strawberry Creek Dental in 
Sacramento.

MIRANDA KORE, DDS
General Practitioner
(530) 887-2800
11670 Atwood Rd. 
Auburn, CA 95603-9522

Dr. Kore graduated from Loma Linda University 
in 2017, and is practicing for the Chapa-De Indian 
Health Program in Auburn.

RUIDAN MA, DDS
General Practitioner
(916) 725-4530
Walerga Dental Group
8008 Walerga Rd Ste., 100
Antelope, CA 95843

Dr. Ma graduated from UOP Arthur A. Dugoni 
School of Dentistry in 2017.  Dr. Ma just transferred 
from the San Francisco Dental Society, and works for 
Walerga Dental Group. Fun Fact: Dr. Ma is able to 
speak to 25% of the world population in their native 
languages!

SHARON MANAOIS, DDS
General Practitioner
(209) 823-9341
1507 W. Yosemite Ave.
Stockton, CA 95337

Ma graduated from UOP Arthur A. Dugoni School 
of Dentistry in 2012.

HAMID NASR 
General Practitioner
(916) 983-8777
1625 Creekside Dr. Ste 100
Folsom, CA 95630-3819

Dr. Nasr earned his dental degree from the University 
of Freiberg, Germany in 1994. Fun Fact: Dr. Nasr 
loves the outdoors. His favorite sport is soccer and his 
favorite soccer team is Barcelona. Loves to experience 
and understand different cultures. Lived for 10 years 
and went to dental school in Germany. Important 
to him to make the earth a better place for future 
generations. 

SHAHIN SHAMSIAN, DDS
General Practitioner
(916) 421-1421
6624 Valley Hi Dr. Ste 1
Sacramento, CA 95823

Dr. Shamsian graduated from Herman Ostrow 
School of Dentistry of USC in 1998.  He currently 
practices in the Los Angeles region as well as Florin 
Dental Center in Sacramento.

FUE YANG, DMD
General Practitioner
(530) 965-0475
2020 J Street
Sacramento, CA 95811

Dr. Yang graduated from Western University of 
Health Sciences in 2017.  She currently practices at 
the Sacramento Native American Health Center.

Retired!
Affiliate Member!

Dual Member!

New Members December 
2017

TOTAL 
MEMBERSHIP
(as of 10/31/17:)

1,727

TOTAL ACTIVE MEMBERS: 
1,362

TOTAL RETIRED 
MEMBERS: 249

TOTAL DUAL 
MEMBERS: 5

TOTAL AFFILIATE 
MEMBERS: 15

TOTAL STUDENT/ 
PROVISIONAL
MEMBERS: 12

TOTAL CURRENT 
APPLICANTS: 8

TOTAL DHP 
MEMBERS: 64

TOTAL NEW 
MEMBERS FOR 2017: 111

MARKET 
SHARE:
78.9%

RETENTION RATE: 95.5%

WELCOME
to SDDS’s 
new members, 
transfers and 
applicants.

IMPORTANT NUMBERS:
SDDS (doctor’s line)  .  .  .  .  . (916) 446-1227

ADA   .  .  .  .  .  .  .  .  .  .  .  .  .  .  . (800) 621-8099

CDA   .  .  .  .  .  .  .  .  .  .  .  .  .  .  . (800) 736-8702

CDA Contact Center  .  .  . (866) CDA-MEMBER

  (866-232-6362)

CDA Practice Resource Ctr  .  . cdacompass.com
TDIC Insurance Solutions  . (800) 733-0633

Denti-Cal Referral .  .  .  .  .  .  . (800) 322-6384

Central Valley 
Well Being Committee  .  .  . (559) 359-5631



Sacramento Periodontic Practice For Sale:  Owner seeking to transition from 
this established practice within close proximity to many general dentist 
referral sources. Owner averages nearly $1,200,000 in annual collections
with an average adjusted net income well in excess of $500,000.  The owner 
and loyal staff look forward to working with the buyer of this practice to 
ensure a successful transition. Interested prospects should send a cover 
letter and current CV by email to molinelli@aol.com or call 650-347-5346.

      

JON VANDEWALKER, DDS
General Practitioner
(916) 652-5863
6135 King Rd., Ste B
Loomis, CA 95650-8877

Dr. Vandewalker graduated from UOP Arthur 
A. Dugoni School of Dentistry of USC in 2005. 
Fun Fact: Dr. Vandewalker was present in 
Japan (March 2011) for the largest earthquake 
ever recorded (less than 300 km from the 
epicenter). Yikes!

Pending Applicants:
Naseem Arfai, DDS
Kenechukwu Eze, DDS
Vanessa Franks, DDS
Moid Khan, DDS
Gina Salatino, DMD
Younes Tabrizi, DDS
Pei Wang, DDS
Dexter Yee, DDS

In Memoriam

Dr. Milo L. Hewitt passed away on 
Saturday, October 7, 2017.  He graduated 
from the University of California, San 
Francisco, Dental School in 1956.  In 1958 
he began his Sacramento practice in Oak 
Park and later moved it to East Sac. He was 
a Sacramento District Dental Society life 
retired member when he passed.

There is still time to be entered into the grand prize drawing to have your 2018 
SDDS Dues paid! Make sure to refer a member by the end of November to 
get entered!

Recent Month’s Winners!

Member Get A Member

July 2017 
Dr. Russel Dasalla

August 2017 
Dr. Chalise Morgan 

September 2017 
Dr. Mugunth Nadagopal 

October 2017 
Dr. Brandon Martin

Guy Acheson, DDS
Leolin Brush, DDS
John Carson, DDS
James Coyle, DDS
George D'Louhy, DDS
P. Scott Favero, DDS
David Feder, DDS
Calvin Garland, DDS
Douglas Gedestad, DDS
Marsha Goodwin, DDS
Kenneth Hashimoto, DDS
Elizabeth Johnson, DDS

Terrence Jones, DDS
Paul Katz, DDS
Kevin Keane, DDS
Richard Kennedy, DDS
Richard Kiholm, DDS
George Kingsley, DDS
Michael Koch, DDS
William Marble, DDS
Kris Martinson, DDS
Dayle Murray, DDS
Daniel Nolan, DDS
Kevin O'Neill, DDS

Russell Sutliff, DDS
Richard Talbot, DDS
Travis Titlow, DDS
Russell Weaver, DDS
Mark Wiest, DDS
Lee Wiggins, DDS
Michael Wilcox, DDS
Timothy Wing, DDS
Timothy Wong, DDS
Danny Zendner, DDS

Congratulations                                             
to Our Life Members! 

Life Membership is given to a member who has been active for 30 
consecutive years or a total of 35 years; having attained the age of 
65 years. A member who is currently practicing when they receive 
Life Membership will become a Life Active Member, and a retired 
member will become a Life Retired Member; both types of Life 
members receive a discount is their dues.
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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

We’re Blowing 
 your horn!
Congratulations to...
Guy E. Acheson, DDS, MAGD, for being elected as Trustee 
for the American Academy of General Dentistry!

CDA Executive Director, Peter Dubois; Nima Aflatooni, 
DDS; Stephanie Sandretti, DDS; Matt Campbell, DDS; 
Johanna Tan (second year dental student at UCSF); 
Kevin Keating, DDS, MS; Gary Ackerman, DDS, for 
attending the American Dental Association (ADA) Annual 
Meeting in Atlanta in October and representing the District 
13 delegation. (1)

Bev Kodama, DDS, for doing a presentation for the Carmichael 
Ostomy Association Support Group at Mercy San Juan Hospital!  
She presented on traveling with ostomies and other special 
considerations. (2)

Warren McWilliams, DDS, on being awarded the SDDS 
President’s Award for 2017 for all his work as the chair of the 
General Anesthesia Task Force. Dr. Nancy Archibald chose to 
present him with the award to thank him for all the great work 
he has done over the past year. Dr. Archibald even made rice bag 
neck warmers to thank all the people who have helped her over 
the past year as President, Dr. McWilliams included! (3)

Condolences to, Mark Zablotsky, DDS, our supreme “The 
Ohio State” fan on supporting his team always, even during the 
losses. They are currently 8-2 for the year! (4)

1

2

4

3
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SPOTLIGHTS:

U .S . Bank is a subsidiary of U .S . Bancorp (NYSE: USB),  the fifth 
largest commercial bank in the United States . U .S . Bank operates 
52 banking offices in the Sacramento Region and provides a 
comprehensive line of banking, investment, mortgage, trust and 
payment services products to consumers and businesses in the 
local market . Visit us on the web at www .usbank .com .

Products and Services:  
• Dedicated local business bankers to assist you

• Conventional and SBA loans for dental practices

• Up to 100% financing for practice acquisitions, practice buy-
ins, equipment and tenant improvements 

• Business lines of credit  

• Merchant processing

Credit products offered by U .S . Bank National Association and are subject to normal 
credit approval and program guidelines . Some restrictions and fees may apply . Deposit 

products offered by U .S . Bank National Association . Member FDIC .

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 .

Products and Services:  
• Mobile dental office modular trailers that facilitate your patient 

flow during remodels (site  specific)

• Complete architectural and engineering services for obtaining 
large or small remodels and new tenant improvements

• Turn-key construction with continued support

Tom Collopy
tom .collopy@usbank .com
916 .924 .4546 phone

usbank.com

David Olson
info@olsonconstructioninc .com
 
209 .366 .2486 phone
209 .366 .2487 fax 

olsonconstructioninc.com

we love
our 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
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Wood & Delgado
Patrick J. Wood, Esq., Jason Wood, 
Esq., Marc Ettinger, Esq
800.499.1474
dentalattorneys.com
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Kulzer, LLC
Christina Vetter
408.649.8921
heraeusdentalusa.com
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Western Practice Sales
Tim Giroux, DDS, President 
John Noble, MBA
800.641.4179
westernpracticesales.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
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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.
Morgan Davis / Lynda Doyle
916.772.4192
bluenorthernbuilders.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

Si
nc

e 
20

03

DENTAL

Henry Schein Dental
Mark Lowery, Regional Sales 
Manager
916.626.3002
henryschein.com
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Pacific Dental Services
Mindy Giffin
916.705.4515
pacificdentalservices.com
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Comcast Business                   
Lisa Geraghty
916.817.9284
lisa_geraghty@cable.comcast.com
business.comcast.com
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The Foundation for Allied 
Dental Education
LaDonna Drury-Klein
916.358.3825
thefade.org
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Kids Care Dental
Debbie Day
916.661.5754

kidscaredental.com
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Costa Aesthetics 
Laboratory
Nicole Costa
916.934.8250
costa-aesthetics.com
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Star Group Global  
Refining
Jim Ryan, Sales Consultant
800.333.9990
stargrouprefining.com
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Brasseler
Mark Ellenburg
916.276.6224
shop.brasselerusa.com
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THIS  
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BE YOU!
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Resource Staffing 
Group
Debbie Kemper
916.993.4182
resourcestaff.com
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Fechter & Company
Craig Fechter, CPA
916.333.5360
fechtercpa.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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Ameriprise Financial —
The Chandler Group
Thomas Chandler
916.789.9393, ext. 03197
ameripriseadvisors.com
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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
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Integrated Accounting  
Solutions
Dave Sholer, CPA, MBA
530.231.5286 
OnlyDentalCPA.com

Si
nc

e 
20

16

LIBERTY Dental Plan
Danielle Cannarozzi
800.703.6999
libertydentalplan.com
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CareCredit
Angela Martinez
714.434.4508
carecredit.com
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MassMutual Northern 
California
Christopher Nunn, Financial Advisor
916.878.3341
northerncalifornia.massmutual.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.

We currently have 40 Vendor Members. They pay $3,900 per year; that includes a booth at Midwinter, three tables at General Meetings, 
advertising in The Nugget, and much more. 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 Vendor Members program and 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. Additionally, we reach out to our Vendor Members for articles for 
The Nugget (nonadvertising!). 

Our Vendor Members are financial, investment and insurance companies, legal consultants, dental equipment and supply companies, media 
and marketing companies, hr consultants, construction companies, billing consultants, practice sales and brokers, practice resource and 
staffing consultants, technology, HIPAA and security consultants, and even our Crowns for Kids refining partner! 

SDDS VENDOR MEMBERSHIP SUPPORT IS A WIN-WIN RELATIONSHIP!

Banner Bank
Shannon Mitchell, VP, Business 
Banking Officer
916.648.3470 
bannerbank.com
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US Bank
Tom Collopy
916.924.4546 
usbank.com
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Swiss Monkey
Christine Sison
916.500.4125
swissmonkey.co
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we love
our Vendor  
Members!
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SIGN UP 5 STAFF, GET THE 6TH FREE! • COURSE INFORMATION AND OTHER CONVENTION CORRESPONDENCE WILL BE SENT VIA EMAIL.

 

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.

Start own practice affordably in popular Downtown 
Sacramento. Newly equipped dental office for rent; 
3 operatories, $300/day or better monthly rate. Best 
value!!! 916-847-7015 text only.   12/17C

Sacramento City College is looking to hire a faculty dentist 
for the dental hygiene program. As the clinic supervising 
dentist, you will conduct patient screening exams, 
work with students in clinic, and provide supervision 
for advanced duties (anesthesia, STC, nitrous-oxide 
oxygen sedation, and ITR). Senior clinics are 8am-5pm 
on Monday and Wednesday. Junior clinics 8am-noon on 
Tuesdays. We are looking to interview for this position 
the first 2 weeks in December. Please contact Dr. 
Melissa Fellman for further information. 916-558-2096, 
fellmam@scc.losrios.edu.   12/17

General Practice seeking an oral surgeon for 3-4 days 
per month in a quality fee-for-service practice. Generous 
compensation and a caring and skilled team to work with. 
Fair Oaks/Citrus Heights area. Visit pristinefmlydentistry.
com for more about our wonderful practice.   11/17

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

Kids Care Dental & Orthodontics seeks Dentists to 
join our teams in the greater Sacramento and greater 
Stockton areas. We believe when kids grow up enjoying 
the dentist, healthy teeth and gums will follow. As 
the key drivers of our mission—to give every kid a 
healthy smile—our dentists, orthodontists and oral 
surgeons exhibit a genuine love of children and teeth. 
A good fit for our culture means you are also honest, 
playful, lighthearted, approachable, hardworking, and 
compassionate. Patients love us...come find out why! 
Send your resume to talent@kidscaredental.com. 06-7/17

Zeiss Pico Microscope for sale $17,000 (cost new would 
be $30,000). Upgraded Xenon light. Excellent optics and 
condition, wall mount included. Professional installation 
available. Call Dr. Koehn @ 916-941-9888 or email: 
eldoradoendo@yahoo.com.   12/17C

(4) Dental assisting carts.  6 drawer mobile $150 ea. 
(3) Mobile computer carts $100 ea. Contact Letty @ 
530-753-4530.   12/17C

MONEY IS WALKING OUT THE DOOR. Have implants 
placed in your office and keep the profits. Text name 
and address 916-769-1098. 12/14

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

EMPLOYMENT OPPORTUNITIES

PROFESSIONAL SERVICES

EQUIPMENT FOR SALE

FOR LEASEEMPLOYMENT OPPORTUNITIES
CON'T

To place an ad in The Nugget Classifieds, 
visit www.sdds.org/NUGGET.html

Dental Suite 2936 sq. ft., in Auburn, For Lease or 
Sale. 8 operatories, lab, business, staff lounge, ADA 
compliant. Excellent location for dentist, orthodontist, 
or other specialist. Contact 530-613-8467  11/17C

Elegant, furnished dental suite (2000 sq. ft) Located 
in custom East Sacramento dental building w/on-site 
parking. All upscale amenities including 4 operatories, 
lab, business office, private Drs. Office w/full bath, 
plus bonus room w/storage. Long-term lease available. 
For apt. or further info call 916-346-0041 and leave 
message. 10/17

Dental Space 2100 sq. ft. in Roseville featuring 6 
Operatories, Rooms (Lab, X-ray, Exam, Break), Waiting 
Area (Reception, Inside), Private Office, & Restrooms 
(Patient, Staff ). High Traffic Count. High Median 
Income. Contact 916-367-9932. 8-9/17

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

Kids Care Dental & Orthodontics seeks Orthodontists 
to join our teams in the greater Sacramento and 
greater Stockton areas. We believe when kids grow up 
enjoying the dentist, healthy teeth and gums will follow. 
As the key drivers of our mission—to give every kid 
a healthy smile—our dentists, orthodontists and oral 
surgeons exhibit a genuine love of children and teeth. 
A good fit for our culture means you are also honest, 
playful, lighthearted, approachable, hardworking, and 
compassionate. Patients love us...come find out why! 
Send your resume to talent@kidscaredental.com. 06-7/17
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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 FOOD! (on or before NOV. 1) (on or before JAN. 15) (after JAN. 15)

Dentists (ADA Members) $350 $399 $425

Dentists (ADA Members) — ONE DAY ONLY

 Thursday ONLY      Friday ONLY

$285 $325 $350

SDDS DHP Members $179 $189 $209

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

$199 $209 $219 

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

$209 $219 $229 

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, 2017 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

We don't Hula around!
SDDS has the best  
CE courses in town!
HOPE TO SEE YOU THERE



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

17 HR Webinar 
Labor Law Update 2018 
California Employers Association 
12–12:55pm / 1:15–2:00pm / Telecom 

 CPR BLS Renewal 
6:00pm / SDDS Office 

31 Dentists Do Broadway 
Jersey Boys 

JANUARY
2 Board Meeting 

6pm / SDDS Office 

3 Dentists Do Broadway 
Something Rotten 

9 General Membership Meeting 
Minutes, 10 Slides, 6 Topics   
Kelly Giannetti, DMD, MS; Kevin Keating, 
DDS, MS; Brandon Christensen, DMD; 
Jonathan Szymanowski, DMD, MMSc;  
Craig Alpha, DDS; Timothy Mickiewicz, DDS   
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm Dinner & Program

DECEMBER
1 Ex Comm Meeting 

7am / Offsite 

 Continuing Education 
Leadership Skills for Dentists:  
Engaged Team… Happy Patients… 
Successful Practice   
Daniela Devitt (CEA)   
8:30am / SDDS Office

5 Foundation Board Meeting 
6:15pm / SDDS Office 

8 Holiday Party & Officer Installation 
6pm / Del Paso Country Club

ARE YOU REGISTERED FOR THE GENERAL MEETING?

JAN

9

TUESDAY
5:45PM-9PM

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
3 CEU, CORE • $69

“SDDS” Talks
Presented by Drs. Alpha, Christensen, Giannetti, Keating, Mickiewicz  
and Szymanowski

10 minutes * 10 slides! - Enjoy this evening of short form and rapid-fire pearls, quick 
tips, tools, warnings, complications, secrets and every day, useful knowledge. We 
have gathered some general dentists and specialists who will share the topics of: 
Centric Relation, Ortho, 3rd Molar Extractions, Infections, Perio and Endo.

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

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

Earn 3 CE
Units!

Save the Date for the 38th Annual Midwinter Convention & Expo • February 22-23, 2018

CE

CECE
CE


