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MidWinter 2018:
Exhibitor Show Specials
Meet the Speakers, and more!



Get Ready For Our 
upcoMing events

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

coming in March...

mar

21

mar

21

HR Webinar • Wednesday, 12-12:55pm and 1:10-2pm

Bras, Boyfriends, and Tattoos (1 CEU, 20%)

Mari Bradford, CEA (SDDS Vendor Member)

Business Forum • Wednesday, 6:30-8:30pm

Ask The Lawyers – All The Legal Questions You Want To Know, 
But Are Afraid to Ask! (No CEU)

Keith Dunnagan, BPE Law Group; Jason Patrick Wood,  
Wood & Delgado (SDDS Vendor Members)

General Meeting
3 ceu, core • $69

“SDDS Talk” Night • 10 Minutes, 10 Slides, 6 Topics
Presented by Tim Mickiewicz, DDS; Kelly Giannetti, DMD, 
MS; Brandon Christensen, DMD; Craig Alpha, DDS; Jonathan 
Szymanowski, DMD, MMSc; Kevin Keating, DDS, MS

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!

General Meeting
3 ceu, core • $69

Guest Night • Mindfulness: It Will Change Your Life…
And Your Practice
Presented by Mark Abramson, DDS

Research is showing that a “mindfulness practice” has 
a profound effect on stress reduction, quality of life 
and health benefits from heart health, immunity and 
even changes in the brain and chromosomes. The daily 
practice of mindfulness can also increase the quality 
of your care for patients and reduce the stress of daily 
practice replacing it with a more joyful day for you, your 
staff as well as your patients.

Jan

10

Jan

10

tuesday
5:45pm-9pm

tuesday
5:45pm-9pmCPR BLS Renewal  

4 ceu, core

For the Healthcare Provider
The BLS Healthcare Provider Course includes mandatory 
practice and testing with a one-way valve mask.

Jan

17
wednesday
6pm-10pm

Jan

9

mar

6

tuesday
5:45pm-9pm

tuesday
5:45pm-9pm

note date 
change

HR Webinar
1 ceu, 20% • $49

Labor Law Updates
Presented by California Employers Association

An HR Webinar is a 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. This webinar has been designed 
with you in mind!

Jan

17
wednesday

12-12:55pm or 
1:10-2pm

38th Annual MidWinter Convention & Expo
We don’t hula around! SDDS has the best CE courses in town...

February 22-23, 2018
Register today before the price increases after January 15th!

Smiles for Kids Day! 
On Smiles for Kids Day underinsured and underserved 
children are treated by member dentists and their teams. 
More than half of those children are then “adopted” for 
further pro bono treatment – including specialty and 
orthodontic treatment.

Sign up today to volunteer your time to make a 
difference in a child’s life. 

sdds.org/foundation/our-projects/smiles-for-kids/

feb

3

saturday
all day
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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



All I can say is what an awesome year 2017 
was and what an even more awesome or 
amazing year 2018 will be! Our journey 
begins! Hopefully, everyone had a very 
joyful (and restful) holiday season. Now it 
is time to get back to work with new vim 
and vigor.

As we enter the new SDDS season look at 
all the enriching and exciting programs in 
store for you. Start off with one of your first 
New Year’s Resolutions to learn more and 
catch up with old friends (and make new 
friends) at the monthly general meetings.

The first general meeting is January 9, 2018 
and it will feature SDDS’ very own version 
of TED Talks. It is SDDS Talk Night 
with 10 Minutes, 10 Slides and a wealth 

of information. Get update information 
in several fields including, oral surgery, 
endodontics, orthodontics, periodontics, 
and occlusion all in one night! You don’t 
want to miss this.

Then grab your favorite Hawaiian shirt, 
grass skirt or muumuu and come to the 
38th annual Midwinter Convention and 
Expo. Enjoy a luau, leis and of course 
learning. There will be something for 
everyone – dentists, hygienists, assistants, 
front office and even guests. Mark your 
calendar for February 22nd and 23rd. You 
and your team can indulge in the Hawaiian 
experience without even leaving the state. 
Come join us at the expo, see what is new, 
support our vendor members, have lunch 

(a luau) and win prizes. Look forward to 
seeing you all there.

I’m also looking forward to an exciting year 
and making a difference. My goal is to serve 
you. If there is anything I can do for you 
or help you with please let me know. My 
email is always open and my office phone 
is answered 24 hours a day. Rarely, do I 
answer my cell phone, I do text but I don’t 
know how to tweet! 

Aloha,

delmoremd@netscape.net

(916) 929-6789 - Office

President's Message

by Margaret Delmore, MD, DDs
2018 SDDS PresidentHappy New Year! It’s 2018!
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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 
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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 
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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

check out these great upcoming ce opportunities!

5:45am • Registration & Vendors  
7pm–1:30pm • Announcements & 
Speaker

Hilton Sacramento Arden West 
2200 Harvard St. 
Sacramento, CA 95815

8:00am • Registration  
8:30am–1:30pm • Class

SDDS Classroom  
2035 Hurley Way, Suite 200 
Sacramento, CA 95825

Tuesday, march 6, 2018

Friday, march 23, 2018

General Meeting
3 ceu, core • $69

Guest Night • Mindfulness: It Will Change Your Life…And Your Practice
Presented by Mark Abramson, DDS

Research is showing that a “mindfulness practice” has a profound effect on stress 
reduction, quality of life and health benefits from heart health, immunity and even changes 
in the brain and chromosomes. The daily practice of mindfulness can also increase the 
quality of your care for patients and reduce the stress of daily practice replacing it with a 
more joyful day for you, your staff as well as your patients.

Continuing Education
5 ceu, core • $199

Creating Endodontic Excellence
Presented by Clifford J. Ruddle, DDS, FACD, FICD

Predictably successful endodontics is dependent on shaping canals, 3D cleaning, and 
filling root canal systems. Evidence-driven techniques will be presented to demonstrate the 
procedural steps that comprise start-to-finish endodontics. Specifically, this lecture will focus 
on those factors that influence success, including endodontic anatomy, pulpal breakdown, 
access cavities, glide path management, shaping canals, and 3D disinfection. 

Note 1st Tuesday!

www.sdds.org • January 2018  |  5



Happy New Year! We at SDDS are ready to roll on the new year and all the 
new and exciting events, activities and projects coming up. Thanks to all for 
volunteering, participating, attending and just taking part in just a bit of what we 
do. We welcome and appreciate you!

Here are just a few tidbits for the new year…

Labor Law Posters …
Enjoy this gift from SDDS included in this issue of the Nugget (for active 
members) – all new posters should be posted in your office as of January 1st.

Employment Law Changes…
Do you have your Employee Handbook updated with the 2018 changes? Order 
your new handbook from the SDDS ! Listen in on the HR Webinar on January 
17th – the new labor laws of 2018 will be discussed in this important webinar!

Transgender Poster…
See the YOU SHOULD KNOW section – it’s included in the flyers this issue!

Committees…
Our committees are fully staffed with more than 250 committee members on 
the various committees – that’s 18% of our active membership volunteering and 
being part of SDDS’ future success. Thank you to all who have volunteered. (Do 
you still want to volunteer for a committee? Let us know ASAP and we’ll get you 
involved.)

Leadership Development…
Are you interested in serving as a Board member or Delegate to the CDA House? 
Sign up on the form in this issue.

MidWinter Convention…
If you haven’t signed up yet, there is still time. The form is on the back page of this 
issue. This is a great event for dentists and their staffs to be a part of. We have been 
working on this program for a year and are so excited to present it to you!

So… happy 2018! Take it slow and easy – enjoy your life, your spouse/partner/sig 
other, your kids, your family and your friends!

Cathy's Corner

Tidbits for  
the New Year By Cathy B. Levering

SDDS Executive Director

Leadership

president: Margaret Delmore, MD, DDS
immediate past president: Nancy Archibald, DDS 

president elect/treasurer: Bryan Judd, DDS
secretary: Carl Hillendahl, DDS

editor-in-chief: Volki Felahy, DDS
executive director: Cathy Levering

Jagdev Heir, MD, DMD, FACS
Greg Heise, DDS

Kevin Keating, DDS, MS
Beverly Kodama, DDS

Matt Korn, DDS
 Lisa Laptalo, DMD
Hana Rashid, DDS

Wesley Yee, DDS

Adrian Carrington, DDS 
Terry Jones, DDS

cpr: Craig Alpha, DDS
ethics: Lisa Dobak, DDS

nominating/leadership dev.: Nancy Archibald, DDS
peer review: Morton Rosenberg, DDS

ce task force: Eric Grove, 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 / Carl Hillendahl, DDS
budget & finance advisory: Bryan Judd, DDS

bylaws advisory: Nancy Archibald, DDS
legislative advisory: Jenny Apekian, DDS

member engagement: Jennifer Drew, DDS, MSD
member recruitment: Rika Prodhan-Ashraf, DDS

legal issues: Kevin Tse, DDS

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.

We’ll see you  
at MidWinter!

6  |  The Nugget • Sacramento District Dental Society



Dentistry is constantly evolving and, in order 
to stay on "the cutting edge" and keep up 
with what is current in health care, we must 
be unremitting students and consummate 
professionals. Case in point of constantly 
evolving, look at the history of American 
Heart Association standards on prophylactic 
premedication, CPR protocols and now 
blood pressure parameters. How many of you 
renewed your CPR this year like I did? The 
standard changed...again.

Just last month the blood pressure parameters 
changed and now it seems 80% of adults 
now suddenly need to be on blood pressure 

medications or a rigorous exercise and diet 
modification program. Hmmm, I knew I 
should have invested in that blood pressure 
drug company! I haven't actually seen the 
new statistics but I am taking liberties with 
my conclusions to make the point. However, 
since you are the health care professional, your 
patients are going to ask you questions. Are you 
informed enough to have the answers?

I always enjoy going to Continuing Education 
courses at some destination location where 
I can get smarter while relaxing and having 
fun plus writing off the expense for taxes. One 
of my best CE courses and most memorable 

locations was in Maui several years ago. Who 
doesn't like a trip to Hawaii?

Since SDDS can't take all of you to Hawaii, 
your CE Advisory Committee has done the 
next best thing and brought Hawaii to you 
for this year's MidWinter Convention! Once 
again it promises to be filled with great classes, 
raffles, exhibits, and fun. Be sure to bring the 
whole team and be a part of the Luau, Leis, 
and Learn. 

Aloha,

George Chen, Chair

From the Editor’s Desk

Continuing Our Education! By George Chen, DDs
CE Advisory Committee Chair

 

 









10604 Industrial Avenue, Suite 150, Roseville, CA 95678 
gpdevelopmentcorp.com | 916.332.2300 
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JOIN OUR MEDICAID NETWORK

Call us for more information now! 
(800) 640-4466

www.premierlife.com

Join our network and experience:
¥ Mixed Compensation Model

o Monthly guaranteed payment with capitation 
o Supplemental payments
o Quarterly and annual bonus opportunities

¥ Ease of Administration
¥ Dedicated Provider Relations team
¥ One on One Staff Training 
¥ Provider Satisfaction
¥ New Provider Tools

Access Dental Plan wants to partner with you. 
Help us to keep Sacramento Medi-Cal Dental Members smiling!  

Call us for more information.

Say hi at the Midwinter 

Conventi
on @ b�th #18!
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You SHouLD  KnoW
PharmaCIes are rejeCTINg PresCrIPTIoNs  
Due To NoNComPlIaNT forms
Reprinted with permission from California Dental Association

Dentists have reported to CDA that pharmacies have rejected their prescriptions due either to 
forms that are out of date or are missing required elements. All prescriptions have been for 
controlled substances, which must be on tamper-resistant forms printed by California-approved 
printers and containing California-specific pre-printed elements.

The full article can be found at: www.cda.org/Newsevents/Details/tabid/146/
articleID/4084/Pharmacies-are-rejecting-prescriptions-due-to-noncompliant-forms.aspx

TraNsgeNDer rIghTs  
IN The WorkPlaCe
Provided By Department of Fair  
Employment & Housing

Sacramento - The Department of Fair 
Employment and Housing (DFEH) has issued 
a poster that California employers must 
post along with other mandatory workplace 
notices by January 1, 2018. Governor Brown 
signed into law SB 396 (Lara), which requires 
employers to post a poster about transgender 
rights in a prominent and accessible location 
in the workplace. The poster addresses key 
topics such as the right of employees to use 
restrooms, locker rooms, and other similar 
facilities corresponding to their gender identity 
and to dress in accord with their gender 
identity and expression.

Download the poster at: www.dfeh.ca.gov/
wp-content/uploads/sites/32/2017/11/
Dfeh_e04P-eNg-2017Nov.pdf

a sCam ThaT mIghT TargeT DeNTIsTs
Submitted by an SDDS Member

I received a call on Friday afternoon at my office. I was told I needed to call the sheriff’s office 
and a number was given. I called the number and was told that there was a bench warrant for 
my arrest due to failure to report for federal court jury duty. I never received a notice for jury 
duty, but he insisted that it must have been missed. The scammer was extremely clever – It 
sounded like a police station with background noise and good answers to all my questions. 
Bottom line was he was “assigned to my case” to help me post bail so I would not be 
incarcerated immediately. He gave me detailed instructions to go to Office Depot to buy Money 
Pak cards that I would be taking to the sheriff’s office that evening. Since I’d be taking the 
cards to the sheriff’s office, I assumed that I could not possibly lose money. Truth is, he asked 
for a code off the card and which would allow him to access the funds immediately. Fortunately, 
I Googled, “arrest warrant scam moneypak” and a bunch of warnings of this came up. As soon 
as I said I was going straight to the sheriff’s office he hung up. 

I am concerned that he will go through the listings of dental offices and target us because we 
are law abiding and don’t want to be arrested and have access to cash to buy the Money Pak 
cards. Seems like a warning to all dentists might be wise. I read the Money Pak cards are used 
in many other scams, but with this just happening last Friday, I wonder if they have decided to 
prey on us with this one.

PresCrIPTIoN PaD VeNDors
Provided by State of California  
Department of Justice

Prescribers must order the new tamper-
resistant forms from security prescription 
printer companies that have been pre-
approved by the Board of Pharmacy and the 
Department of Justice to produce the forms. 
a list of approved prescription pad printers 
can be found at: https://oag.ca.gov/
security-printers/approved-list

membershIP uPDaTes
All members who were on the EDP program in 
2017 will automatically renew through EDP for 
2018. If you would like to change your banking 
information, you can do so by completing the 
2018 EDP form.

If you would like to cancel EDP, you can do so 
by mailing payment in full or emailing or calling 
CDA. When a request to cancel EDP is received 
(not accompanied by payment in full), CDA will 
re-bill for your 2018 membership dues. 

DeNTI-Cal NeWs
Submitted by Melissa Rolland, Assistant Deputy Director, DHCS

We are pleased to inform you that on November 22, 2017, the Department of Health Care 
Services received the Centers for Medicare and Medicaid Services’ approval of State Plan 
Amendment (SPA) 17-031. SPA 17-031 allows supplemental payments for specific dental 
services in the following categories:  restorative, endodontic, prosthodontic, oral and 
maxillofacial, adjunctive, and visits and diagnostic services. The supplemental payment will be 
at a rate equal to 40 percent of the Dental Schedule of Maximum Allowance for the specified 
Current Dental Terminology (CDT) codes for dates of service during the period of July 1, 2017 
through June 30, 2018. Supplemental payments for these services will be made based on a 
claim submission for the specific applicable dental procedure(s) within the aforementioned 
categories that meet criteria for medical necessity as stated in the Dental Provider Handbook, 
Manual of Criteria. Retroactive payments for dates of service July 1, 2017 through November 
29, 2017, are estimated to begin mid-December and will take up to six months to be completed. 
Claims submitted for dates of service beginning November 30, 2017 will include the 40 percent 
supplemental payment.  a Provider bulletin with payment updates will be posted beginning 
December 1, 2017, and monthly thereafter as necessary, on the medi-Cal Dental website 
at: www.denti-cal.ca.gov/Dental_Providers/Denti-Cal/Provider_bulletins/
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by Cathy Levering 
SDDS executive Director

MidWinter Convention – it’s a chance to get 
your CE credits, yes. But it’s also a chance to 
see all the latest and greatest innovations in the 
dental world, the newest opportunities in the 
finance world, and check out the supporting 
companies that can help your business be 
productive and successful. It’s a chance to bring 
your entire staff, stay in town, and connect 
with your dental friends and colleagues.

Over the years (this is the 38th annual!), our 
MidWinter Convention has grown to two days, 
grown to a larger space, and grown in numbers. 
Last year’s event was the largest ever, and this 
year promises to be even better! Our Expo sold 
out in September and there are 70 companies 
who are supporting us by exhibiting. Please take 
the time to visit with them and take advantage 
of their SHOW SPECIALS. And our speakers 
– we have brought nationally known speakers 
to this year’s event… it is such an honor to be 
able to present them to you.

The process of choosing programs and speakers 
for MidWinter (and our other CE programs, 
for that matter) is the responsibility of the 
Continuing Education Advisory Committee. 
They meet usually early in the year and it’s 
a great evening of ideas, thoughts and lots 

of suggestions. This year’s chair is Dr. Eric 
Grove. The meeting this year is January 30th 
at 6:00PM and we welcome more volunteers to 
“weigh in” on ideas and suggestions. If you are 
interested in attending the meeting and being 
part of next year’s program, please call me at 
the SDDS Office (446-1227) or drop me an 
email and we’ll get you on the list. We are open 
to all suggestions and would love your input of 
what you would like to see as far as topics and/
or speakers. 

So… MidWinter is a great MEMBER VALUE! 
Take the time to schedule around Thursday 
and Friday; bring your team; dress Hawaiian 
– it’s one of the best SDDS Member Benefits 
ever! See you there!

And PS: all the food is included in your 
registration price. Be a hero to your staff and 
bring them to MidWinter Convention. Enjoy 
two days of great speakers, great food and great 
fun. Wear your Hawaiian clothes and relax and 
learn… see you there!

Cheers,

sdds presents  
the 38th annual midwinter convention & expo

february 22-23, 2018 
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There is one certain way to create a profitable 
hygiene department, and that is to create 
a culture that is authentic to you, where 
everyone knows what you stand for, what 
you believe in and what it means to buy into 
your vision and values. A culture that drives 
persistent and predictable revenue is built 
on clarity of purpose, frequent and ongoing 
communication and consistent expectations 
and reinforcement of performance.

The key to building a delightful and dynamic 
organization can be achieved only after one 
has reflected on the ideals that are true to him 
or her and in alignment with “the why” of 
the practice. Passion and performance can be 
ignited once values are clarified and codified 
into philosophy, processes and policies. 

We’ve analyzed more than 5,000 dental 
practices over the past twenty-five years 
and observed a proven pattern that drives 
success, which we have broken into concepts 
that can be implemented and perfected in 
every practice. First, every single successful 
practice owner we have met has a clear 
understanding of:

1. Their treatment planning philosophy and 
how it relates to their continuing care 
department

2. Their charting philosophy and how it 
relates to the objective evidence that defines 
healthy versus unhealthy, including at 
the very least establishing pocket depths, 
clinical attachment loss and bleeding on 
probing criteria

3. Their performance philosophy and how 
it relates to the quality of the interaction 
between the practice and the patient at 
every point of contact, the goal of every 
interaction and how that goal will be 
measured and monitored

We have found that the greatest discretionary 
behavior in a dental practice occurs in the 
hygiene department and this is solely the 
result of lack of leadership. And leadership 
is nothing more than understanding who 
you are and what you believe in and what 
you want to accomplish and shouting it 
from the rooftops, every day. Leadership is 
nothing more than gathering your people 

together, every day, and passionately sharing 
with them how you intend to impact and 
improve the lives of your patients and the 
multitude of ways that everyone can and 
shall be responsible for the challenges and 
grateful for the opportunities of this journey.

We have found that the greatest opportunity 
for growth in a dental practice originates in 
the hygiene department, not from gimmicks 
based on short-term economic promotions, 
although they may be lucrative to the 
hygienist, they are typically not in alignment 
with the culture of the practice. Remember, 
culture is built upon the owner’s vision and 
how he or she intends to align standard 
of care with every patient’s perception of 
value, which is based on the unique clinical, 
charting and performance philosophies of the 
practice. Words and deeds must consistently 
communicate the culture of the practice and 
serve the patient’s wants and needs first, last 
and always. 

Building a caring, cohesive and committed 
culture attracts and retains loyal patients 
and generates contentment within the 
organization, which is an inside job that 
is entirely within the control of the owner. 
Building a culture where everyone has bought 
in to the written goals and performance 
expectations of the owner will also generate 
all the cash the practice needs to compensate 
everyone fairly and build a facility that says 
“world class” to the community. 

Learning how to trust your vision and values 
and how to communicate them comfortably 
with your team is the most rewarding 
outcome of building a culture that drives 
passion, performance and profits. Please feel 
free to contact me to discuss your wants and 
needs and what you want to achieve through 
practice ownership. 

by Kerry straine 
President; Straine Consulting

1:30pm-4:30pm • 3 CEU, 20%

Many Voices – One Heart: 
Be Part of a Dream Team!

1:30pm-4:00pm • 2.5 CEU, 20%

Building Harmony in Your 
Hygiene Department

Thursday

Friday

What Does Culture  
Have To Do With Hygiene?

MidWinter Convention
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by Pat Little, DDs, FaGD, CFe 
Sponsored by Capitol Periodontal Group

Private practice is very much alive and well, 
and while DSO’s continue to make inroads 
as an alternative practice model, the future 
continues to be bright for dentists who 
wish to own their own practices. I believe 
the number of traditional solo practitioner 
practices will decrease over time (but 
by no means disappear), and there will 
be an increase in private, multi-doctor 
practices. One challenge for the private 
practices continues to lie in the fact that 
dentists are trained to be clinicians, not 
business executives. We have all heard the 
adage “they don’t teach business in dental 
school.” While this is largely true, dentists 
in private practice are still business owners. 

The challenge for dentists in private 
practice is to provide quality clinical care 
while overseeing their businesses. The 
goal is to maintain effective, yet relatively 
simple business processes. Take something 
as simple as your practice checking 
account.  Wouldn’t it be more effective and 
simple to maintain one checking account 
as opposed to multiple accounts? On the 
surface, this would make sense, and your 
accountant might agree as s/he is generally 
reconciling your bank statement with your 
accounting software (e.g. QuickBooks). On 
the surface, it seems easier to maintain one 
checking account.

However, reconciling QuickBooks with 
your bank statement only provides half 
the picture. Your bank statement should 
also be reconciled with your practice 
management software to ensure all 
patient payments (and payment types) are 
properly recorded. Many accountants don’t 
perform this service, but it is vital that 
you confirm payments recorded in your 
practice management software make it to 
your bank! Dentists need an effective, yet 
relatively simple, method to perform this 
comparison. 

Throwing all your deposits into one 
checking account while writing all your 

checks from the same account can make 
this exercise more difficult than it needs to 
be. Credit card and third-party financing 
companies (e.g. Care Credit) apply a service 
charge before depositing funds into your 
account. This creates a difference between 
payments recorded in your management 
software and what is ultimately deposited 
in the bank. Likewise, transferring funds 
into your main practice account for short-
term loans or payments for estimated taxes 
results in more money going into your 
bank account than what is recorded in your 
management software. No wonder so many 
dentists fail to perform this reconciliation.

In my opinion, the solution lies in 
maintaining separate checking accounts 
for various payment types. For example, 
there would be one bank account for cash 
and checks (paper or scanned). Electronic 
insurance payments can also be deposited 
into this account or go into a separate 
account depending upon how many 
electronic payments are received monthly. 
Because these payments don’t have a service 
charge deducted, they are easier to reconcile 
with your practice management software. 

A separate account is established for credit 
card and third-party financing companies. 
Because service charges are deducted before 
being deposited into your bank account, 
there will be a difference between your 
management software and bank statements. 
For these accounts, you can reconcile your 
practice management software with the 
“Gross Receipts” column in your merchant 
service statements. Other than deposit 
timing differences, there should be a close 
match between the two. 

The Case for 
Multiple Checking Accounts

Luau, Leis, and Learn

8am-9:30am • 1.5 CEU, 20%

Financial Stewardship in the 
Dental Of�ce: Why Accurate 

Financial Records Matter

10am-12pm • 2 CEU, Core

HIPAA Compliance, Data 
Breaches and Identity Theft: 

Don’t Get Bitten

1:30pm-2:30pm • No CEU

Private Practice vs. DSOs: 
They Can Coexist!

3pm-4:30pm • 1.5 CEU, 20%

The Walletectomy: Embezzle-
ment in the Dental Practice! 

Thursday

Friday
8am-9:30am • 1.5 CEU, 20%

The Walletectomy: Embezzle-
ment in the Dental Practice!

(Repeat Course) 

“The challenge for dentists in 
private practice is to provide 

quality clinical care while 
overseeing their businesses.”
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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)

Because these accounts are used as deposit or revenue accounts 
only, there would be little or no need to write checks. A separate 
checking account is set up to pay expenses from which all your 
checks are written.

All that is needed now is online access to your accounts. Once 
logged in, you will see all your accounts in one place. Funds are 
transferred from the deposits accounts into the account used to 
write checks and/or online bill pay. 

Another bonus of this method is you have created a separation 
of duties where your team members who record and collect 
payments can only deposit into the revenue accounts and have 
no access to the expense account. Your bookkeeper would only 
have access to the expense account but not the revenue accounts. 

At the end of the month, print out a Deposit Slip or Collections 
Report from your practice management software which records 
your monthly collections by payment type. It now becomes much 
easier to reconcile the cash and check payments recorded in your 
practice management software with the corresponding bank 
account. The credit card and third party financing payments 
recorded in your practice management software can now be 
reconciled with your merchant service checking account. 

Your accountant and/or bookkeeper will continue to reconcile 
the bank deposits with QuickBooks (or similar program). While 
they may prefer to keep everything in one account, keep in mind 
that they generally are not reconciling between your practice 
management software and the bank. This is a vital exercise that 
many dentists don’t perform and that is where a lot of issues occur. 
By separating checking accounts, it becomes easier to accomplish 
this reconciliation. At least have this discussion with your 
accountant and your business consultant if you work with one. 

While advisors may have different opinions, I have found that 
simplicity is not always achieved by throwing everything into 
one checking account. At least give this some thought, and you 
might find that is becomes simpler when you are able to break 
out your software reports by payment type and compare with the 
corresponding bank account.  
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by Paul Homoly, CsP
President of Homoly  

Communications Institute

A few months I listened in to a dentist 
presenting his treatment recommendations 
to his nervous patient. After he completed 
his exam he placed the mouth mirror on 
the bracket table. With his patient still 
in a reclining position, he pulled his 
mask down over his chin, pointed to the 
radiographs on the monitor, and said, “You 
need seven root canals and crowns.”

He spoke for another few minutes 
describing the procedures – accessing 
the pulp chamber and instrumenting the 
canals…You get the picture. This dentist 
knew his patient’s clinical needs. What 
he didn’t know was that after he left the 
operatory his patient broke down in tears.

During the twenty-plus years I coached 
case acceptance this was the worst example 
of offering care, I’ve also witnessed the best 
examples of offering care. 

The differences between the best and the 
worst examples of case acceptance are 
rarely a matter of a dentist’s clinical skill. 
Rather, it is a matter of point of view. 
The dentists who are least successful with 
case acceptance see it as a sales process. 
Those who are most successful see it as a 
leadership process.

The focus of sales orientation in the dental 
office is increasing transactions. The focus 
of leadership orientation is connecting 
with patients. The best dentists/practices 
know how to blend both and understand 
better relationships lead to increased sales. 
To create a sales/leadership approach, the 
dentist and team must become aware of the 
distinctions between sales and leadership 
and know when and how to use each. This 
article discusses 3 of the major differences 
between a sales approach and a leadership 
approach to case acceptance. 

Presentation vs. Conversation
Sales-focused dentists present their findings 
and tell patients their recommendations. 
The exchange is essentially a monologue by 
the dentist or team member outlining to 
the patient the problems, how they became 
problems, the solutions, and the costs. The 

label “Case Presentation” fits the sales 
approach perfectly. 

“Case Conversation” is the best label 
for a leadership approach. At the heart 
of a leadership approach is the art of 
conversation: an exchange of facts and 
sharing of feelings. The dentist and patient 
both discover what is needed to enter 
dental treatment. The dentist’s verbal skill 
-- Conversation IQ – is the key driver of 
case acceptance.

Why This Is Important:
My experience with dentists, especially 
recent graduates, is they are awkward 
conversationalists with patients. Dental 
school culture does not raise Conversation 
IQ. Dental school may in fact lower it 
by teaching dentists a clinical/scientific 
vocabulary, which has a tendency to 
disconnect doctor and patient. My advice 
is to change “Case Presentation” to “Case 
Conversation." The right label can lead to 
the right behavior.

educating vs. understanding
Another negative byproduct of dental 
education is relying on patient education 
– raising patients’ Dental IQ – to inspire 
him or her to accept treatment. Patient 
education is a big part of the sales approach. 
I am not against patient education. 
However, it is often taken too far. It 
turns into lecturing and in some cases is 
perceived as judgmental. Also, for patients 
who are not ready to undergo treatment a 
barrage of patient education feels like sales 
pressure and can result in the patient’s 
leaving the practice altogether. 

Case Acceptance;  
Sales or Leadership?

Luau, Leis, and Learn

10am-12pm • 2 CEU, 20%

Just Because You’re an 
Expert…Doesn’t Make You 
Interesting! Increase Your 

In�uence, Impact, and Income!

1:30pm-4pm • 2.5 CEU, 20%

Making It Easy For Patients to 
Say “Yes”!

Friday

“The dentists who are 
least successful with case 

acceptance see it as a sales 
process. Those who are 

most successful see it as a 
leadership process.”

14  |  The Nugget • Sacramento District Dental Society



MidWinter Convention

The irony is that many dentists and team 
members don’t realize they are exerting 
sales pressure. They believe education 
is good for patients. What is truly good 
for patients is being understood, which 
is central to a leadership approach. To 
accomplish both, the dentist/team needs 
to understand why patients are upset 
about their teeth, what tangible benefits 
they’re seeking, how dental care fits into 
their budgets and work schedules, and 
when the best time to begin dental care is. 
To understand all of this the dentist must 
engage in conversation. 

Why This is important:
For patients with minimal care needs, a 
patient education/sales approach can be 
comfortable for patients and coincides 
with dentist and team member training. 
However, as the complexity of patient 
care increases, the patient education/sales 
approach decreases in effectiveness and the 
appropriateness of leadership increases. 
My advice is when seeing a new patient, 
dentists and team members must take the 
time to learn which approach will work 
better.

urgency vs. readiness
Central to the sales approach is creating 
urgency on the part of the patient to 
start dentistry today. I like the idea 
of patients starting dentistry today. It 

creates positive momentum going forward 
towards complete care; it can showcase the 
dentist’s/team member’s competency and 
character, and often relieves a condition 
that bothers the patient. What sometimes 
backfires relative to same-day dentistry is 
creating urgency where none truly exists. 

If an untreated condition will have a 
significant negative impact on a patient, 
communicating the urgent nature of your 
recommendations is essential. 

However, if a condition is not urgent but is 
stated as so, patients will likely sense that. 
You will lose credibility and violate dental 
ethics.

Instead of creating urgency for chronic 
conditions, discover readiness. Here is a 
three-step process:

1. Ask the patient if they are aware of the 
condition

“Lisa, did you know you have an abscessed 
tooth?”

2. State the true consequences if left untreated 

“Many of my patients have abscessed 
teeth and are not aware of it. If not treated 
abscesses can lead to toothaches, mouth 
odor, and tooth loss.”

3. Determine concern/readiness

“Lisa, is this something that concerns 
you? Is this something that’s important 
for you to avoid?”

Lisa’s answer to this last question reveals 
her readiness. If she’s concerned, work 
out the details of care and f inancial 
arrangements. If she’s not concerned, 
you’ve planted the seed with your 
treatment recommendations, and when her 
symptoms worsen, she’ll remember your 
advice and return for care.

Why This is Important:
Ideally, as young dentists mature in their 
clinical skills the nature of the dentistry 
they provide will evolve from acute care 
(extractions, endodontics, operations) 
to chronic care (restorative dentistry). 
However, if they’ve built a habit of routinely 
creating urgency, they will discover that 
chronic care restorative patients without 
true urgency issues will be repelled by the 
contrivance and will not accept treatment 
and likely leave the practice.

My advice is to discover patient readiness 
by using the three-step process described 
above and let the patient decide what’s 
urgent for him or her.

Case acceptance; is it sales or leadership? 
It’s both and the best at it know when to 
sell and when to lead. You can too.  

What People Are Saying  
About MidWinter...

sTaNIslaus DeNTIsT

krIsTy WhITemaN, DDs

Your Dental Society is amazing! You 
always produce the most educational, 
enjoyable, well coordinated, and fun 
meeting. How do you do it? I come in 
from Stanislaus County yearly to be 
your lucky guest!

I love midWinter. there is always a range 
of topics that interest me and my staff.  
I also love that it is so close to home! 
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by Jo-anne Jones 
Sponsored in part by 3m and leD Dental

Looking very forward to participating at the 
upcoming 2018 Sacramento District Dental 
Society MidWinter Convention and Expo. 
It is a joy to present a lecture that is a game 
changer! Many of us over the years of clinical 
practice become entrenched in habitually 
driven treatment protocols. In regards 
to our treatment of chronic periodontal 
disease, are we missing the mark? Are we still 
treating periodontal disease as an infection 
when leading authorities have redefined 
periodontitis as an inflammatory disease? 

Inflammation often being referred to as the 
‘silent killer’ is one of the hottest topics of 
research. The latest research surrounding 
the oral systemic link is both startling and 
compelling. The link between periodontal 
disease and systemic health is becoming 
increasingly clear and is the benchmark of 
innovative healthcare delivery. Long running, 
ongoing chronic disease such as periodontal 
disease tips the body’s balance towards 
chronic inflammation.

My lecture entitled “The Silent Killer: 
Understanding and Addressing the 
Inflammatory Pathway in Today’s Dental 
Practice” will guide your practice through the 
newly published JADA guidelines on the non-
surgical treatment of chronic periodontitis. 
We have had one clear and distinct omission 
and that is the treatment of host response. 
The JADA guidelines confirm this omission 
and verify it is the strongest influencer of 
achieving more predictable outcomes in 
our periodontal therapy programs. Treating 
periodontal disease requires a three-pronged 
approach; risk assessment/risk management, 
bacterial reduction and host modulation. 

Emerge from this lecture with the assurance 
that your practice is compliant with current 
guidelines. The lecture will provide the tools, 
patient educational materials and evidence to 
immediately translate this new knowledge 
into practice. We have the ability to change 
lives through the power of our message and 
the science of our treatment. It is time to put 
our knowledge into action. — JJ 

In order to treat periodontal disease 
successfully, we must consider the three 
pillars of prevention: risk assessment 
followed by risk management; bacterial 
reduction; and the host-mediated response. 
To ignore one of the foundational principles 
would be to disregard scientific evidence in 
our clinical practice, which may have far-
reaching effects systemically. 

FACT: Inf lammation is at the very 
core of today’s complex, prevalent, and 
deadly systemic diseases. 

We have many reasons to treat periodontal 
disease based on science. Chronic, 
longstanding inflammation is the bane 

of good health and at the root of most 
of today’s most prevalent and potentially 
deadly health issues inf luenced by an 
overact ive inf lammatory response. 

Inf lammation is often referred to as 
the “silent killer” because it may go 
unnoticed until the onset of a potentially 
catastrophic event. 

Periodontal Disease:    
The Three Pillars of Prevention

A Letter from  
Jo-Anne Jones:

Luau, Leis, and Learn

Thursday

8am-9:30am • 1.5 CEU, Core

What’s in Your Toolkit to Aid in the 
Earlier Discovery of Oral Cancer?

(Repeat Course) 

Friday

9:45am-12:15pm • 2.5 CEU, Core

The Silent Killer: Understanding 
and Addressing the In�ammatory 

Pathway in Today's Dental Practice

1:30pm-3pm • 1.5 CEU, Core

Sex and Oral Health: 
What’s the Connection? 

3:30pm-5pm • 1.5 CEU, Core

What’s in Your Toolkit to Aid in the 
Earlier Discovery of Oral Cancer? 

“Chronic periodontitis is one 
of the most common, chronic 

inflammatory conditions known 
to humankind.”
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Chronic periodontitis is one of the most 
common, chronic inflammatory conditions 
known to humankind. In fact, periodontal 
pathogens and their products, as well 
as inflammatory mediators produced in 
periodontal tissues, have the potential to 

enter the bloodstream, causing systemic 
effects and contributing to systemic diseases. 
On the basis of this mechanism, chronic 
periodontitis has been suggested as a risk 
factor for cardiovascular diseases associated 
with atherosclerosis, bacterial endocarditis, 
diabetes mellitus, respiratory disease, 
preterm delivery, rheumatoid arthritis, and, 
recently, osteoporosis, pancreatic cancer, 
metabolic syndrome, renal diseases, and 
neurodegenerative diseases such as Alzheimer's 
disease.1 

FACT: Risk assessment and subsequent 
risk management is critical to the success 
of treatment outcomes. 

Treating periodontal disease has the potential 
to improve a patient’s risk profile for 
development and continuation of a number of 
health concerns. Identifying modifiable risk 
factors provides an opportunity to empower 
our patients to take responsibility and exert 
greater control over treatment outcomes. 

A web-based patient risk assessment 
questionnaire has been developed by industry 
experts in the area of caries, periodontal 

disease, and oral pathology. This risk 
calculator, named CARE (Customized 
Assessment and Risk Evaluator),2 provides the 
dental hygienist with a meaningful starting 
point for patient conversations regarding risk. 
Based on the evaluation, patient responses, 
and the clinical data provided, the CARE 
tool generates an assessment and makes 
evidence-based recommendations identifying 
the patient’s risk as low, moderate, high or 
extremely high. If chairside Internet access 
is not available, the interview form may be 
printed in advance of the appointment. 

Bacterial reduction is the next pillar to be 
addressed. The therapeutic interventions that 
we are able to provide are enhanced or hindered 
by our patient’s ability to manage plaque 
accumulation on a daily basis. Interdental 
self-care is important for disrupting the oral 
biofilm and maintaining oral health.3

FACT: We need to consider alternatives 
to our traditional bias of f loss 
recommendation.

As dental hygienists, we again find ourselves 
on the front lines with a great responsibility 
as well as an opportunity to educate our 
patients on controlling oral inflammation. 
We need to be aware of our traditional bias 
towards the recommendation of dental floss 
to control gingival inflammation effectively. 
There are many innovative products that 
have been developed to assist our patients 
in successfully managing a healthy rather 
than a “pathogenic” biofilm. 

The manual dexterity required to remove 
interproximal plaque with floss is absent 
in the majority of the population. A 
systematic review conducted by Imai et 
al.4 found that the interdental brush is 
an effective alternative to dental floss for 
reducing interproximal bleeding and plaque 
in clients with filled or open embrasures. 
This evidence provides the dental hygienist 
with reason enough to explore alternatives 
to flossing. 

Innovations in product design by 
industry leaders have presented today’s 
dental hygienist with diverse options for 
interproximal disruption of plaque. For 
example, Philips’ Sonicare AirFloss Pro 
(Figure 1) uses compressed air to accelerate 

Figure 1

Continued on following page...

“The manual dexterity required 
to remove interproximal plaque 

with floss is absent in the 
majority of the population.”

“Treating periodontal disease 
has the potential to improve 

a patient’s risk profile for 
development and continuation 

of a number of health concerns.”

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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micro-droplets of water (or antimicrobial 
mouthrinse) at a high velocity between 
teeth, which physically disrupts and pushes 
the plaque out from between the teeth in 
just 60 seconds. The AirFloss Pro has been 
clinically proven to remove up to 99.9% of 
plaque from treated areas.4

An in vivo study by Amini et al.5 was 
conducted on 287 non-smokers, ages 18 to 65 
years, who were routine manual toothbrush 
users and self-reported as irregular—at best—
in performing interdental cleaning. All study 
subjects were provided with either an ADA 
(American Dental Association) reference 
manual toothbrush to be used twice daily, 
or an ADA reference manual toothbrush in 
addition to once-daily use of floss or Sonicare 
AirFloss Pro, with Philips’ Sonicare BreathRx 
or Listerine® Cool Mint dispensed to the 
interproximal space via the device. Subjects 
returned to clinic at an interim time point 

of 14 days and finally at 28 days for efficacy 
and safety evaluations following the 2- to 
6-hour plaque accumulation period. Among 
the adjunct interproximal cleaning regimens, 
Sonicare AirFloss Pro used with mouth 
rinse was shown to be as effective as string 
floss in improving gum health and removing 
interdental plaque for all efficacy measures 
of MGI, GBI, MPI (gingival inflammation, 
gingival bleeding, and surface plaque 
respectively) (Figures 2, 3, and 4).

Ninety-six percent of irregular f lossers 
reported use of Sonicare AirFloss Pro four or 
more days per week.6 We understand as dental 
hygienists that the combination of efficacy 
and compliance is what ultimately leads to 
results and an adherence to a healthy habit. 

FACT: It is imperative to address the host 
response when treating the inflammatory, 
destructive component of periodontal 
disease.

The third pillar refers to the host-mediated 
response. The American Association of 
Periodontology has defined periodontitis as 
an inflammatory disease with far-reaching 
destructive effects on systemic health. 
“Research has shown that periodontal disease 

is associated with several other diseases. For a 
long time it was thought that bacteria was the 
factor that linked periodontal disease to other 
disease in the body; however, more recent 
research demonstrates that inflammation may 
be responsible for the association. Therefore, 
treating inflammation may not only help 
manage periodontal diseases but may also 
help with the management of other chronic 
inflammatory conditions.” 7 

This statement is further supported by the 
recently published evidence-based clinical 
practice guideline on the nonsurgical 
treatment of chronic periodontitis.8 The 
authors of the guideline strongly recommend 
systemic subantimicrobial-dose doxycycline, 
prescribed under the trade name of Periostat®, 
as an adjunctive therapy to scaling and root 
planing due to the magnitude of derived 
benefits. Periostat® has the ability to reduce the 

effects of known inflammatory mediators such 
as collagenase which are involved in periodontal 
destruction and subsequent heightening of 
systemic inflammatory response. 

In conclusion, we need to reconsider our 
approach to treating periodontal disease and 
remember the three pillars of prevention in 
our therapeutic model. It is also prudent to 
ensure that the impact of oral disease does 
not continue to threaten overall health. If the 
re-evaluation of our therapeutic interventions 
results in a diminishing of the inflammatory 
response, we have in fact been successful. If the 
periodontal probing depth remains the same 
yet the “bleeding on probing” is significantly 
reduced or eliminated, we have been successful 
in minimizing active disease and the systemic 
inflammatory response. The three pillars of 
prevention provide us with the foundation to 
offer comprehensive care for our dental hygiene 
patients with periodontal disease within our 
scope of practice. 

Disclosure: Jo-Anne Jones serves as a Key Opinion 
Leader for Philips Oral Healthcare.
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“... treating inflammation 
may not only help manage 
periodontal diseases but 
may also help with the 

management of other chronic 
inflammatory conditions.”
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Best. Staff. Ever.
JOIN OUR TEAM!
Kids Care Dental & Orthodontics is a northern California 
based practice that offers comprehensive services including 
preventive dental care, orthodontics and oral surgery for every  

gap-toothed, mischievous, silly, giggly smile. 
Our doctors see only private-pay and PPO insured patients 
in beautiful private offices. And they enjoy competitive 
compensation with high earning potential and group benefits 
including group health, dental, vision, life/AD&D and medical 
malpractice insurance, a non-qualified deferred compensation 
plan, and a 401(k) savings plan.

KIDSCAREDENTAL . CO M

To learn more, or apply online, visit our website at

We are an equal opportunity employer.

KCD_SDDS_ad_041117.indd   1 4/12/17   11:43 AM

Shannon Mitchell
VP/Business Banking Officer
Office: 916-648-3470
Cell: 971-506-5992
shannon.mitchell@bannerbank.com Member FDIC

Sacramento, we like the 
way you do business.
To see how our knowledgeable bankers can support your company’s success, 

call or stop by our greater Sacramento area branches at your convenience. 

We’re open Monday-Friday, 9 a.m. to 5 p.m. Contact us anytime you have 

questions or ideas to discuss or visit us at bannerbank.com.
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by Greg sconce 
InfoStar

As we all know, the Internet has become 
the mainstream of promotional advertising 
and communications in America. In just 
a few short years the public now spends 
approximately 60% of their day on the 
Internet reviewing the various social media 
outlets, creating or searching information. 
Remember when your daily newspaper was 
three inches thick and was full of glossy 
colorful advertising. Yes, it is a memory 
as in today's reality the newspaper is quite 
thin and on its way to extension. It has 
been replaced by news and advertisements 
online. Amazon threatens our traditional 
shopping experience as it has made it easier 
to shop without leaving your home or office, 
receive your merchandises the next day and 
with a 100% guarantee return policy. Your 
Christmas shopping can be done at your 
desk within a hour. It kills the holiday spirit, 
but it's convenient! The Internet has replaced 
Yellow Pages. It's now where prospective new 
patients look. Remember that attracting 
“Millennials” and “Generation Z” new 
patients will help to sustain your practice as 
they are where you will find your growing 
families. So as a dental practice you need 
to take advantage of the Internet. It's where 
your market is to attract new patients. 

To stay competitive you need to participate 
on the Internet and somehow be found 
among ever increasing competition. There 
are two main marketing channels on the 
Internet; 1) via a search if someone is in 
need of a dentist or related procedure, and 
2) Internet display advertising. Currently it's 
about 50/50 as to where new Internet patients 
come from. Half come from a Google search 
and half come from an advertisement. There 
is a significance to today's 50/50 as only last 
year it was 65/35 favoring a Google search. 
Advertising has increased and is likely to 
continue to become the dominant means to 
reach the public with your message. 

 The common ways to be found on the 
Internet are: 1) a direct entry of your domain 
name, 2) a search based on some criteria, and 
3) a link from some other entity to you. The 
direct domain name entry is a no brainer. A 
search is a bit more challenging these days 

as Google has really tightened their search 
engine optimization (SEO) criteria. In the 
past a skilled SEO operator could make 
minor changes to a website to enhance 
page ranking, which helps a website to be 
found. Those days are no longer viable. To 
achieve a page one search-term ranking 
is now primarily based on how a website 
developed, server speed quickening mobile 
device page load, site popularity (hit volume 
and hit frequency), content that answers the 
searchers inquire and time-on-site. With 
the tightening of Google algorithms and 
other search criteria it has become more of 
a challenge to achieve page one search-term 
listings, particularly in metropolitan areas. 

A properly placed Internet advertisement 
will catch the public's eye with a favorable 
result just like in the old days with a large 
Yellow Page Ad, or a colorful newspaper or 
magazine Ads. Repetitive advertising over a 
period of time creates practice recognition 
and over time a level of acceptance and trust. 
A proper advertisement which links to a 
website will contribute to the sites hit volume 
and time-on-site increasing the sites page 
ranking value. As with any advertising the 
quality of the offer, repetitious and longevity 
are the keys to the desired results. A proper 
budget is a primary factor to the success of 
your objective. If your Ad is for something 
everyone else is adverting or if the Ad is very 
simplistic, my advice would be not to waste 
your money. If your Ad is only going to run 
for a week or two, I would advise not to waste 
your money. My advice would be to offer a 
procedure or service that has a higher dollar 
value to it such as a dental implant, smile 
makeover, TMJ or sleep apnea, or Invisalign. 
Shape the Ad to create interest and to reach 
your target market. You can edit the Ad to 
display variations of the offer along the way. 

Become  
a Leading Practice

Luau, Leis, and Learn

8am-9:30am • No CEU

How to Attract New Patients 
Using the Internet

Thursday

“To stay competitive you need 
to participate on the Internet 

and somehow be found among 
ever increasing competition.”
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You should have a minimum budget of $500 
per month. $1,000 per month would be better 
and produces a better results per dollar spent. 
A higher budget produces more frequent 
recognition and quickens the road to results. 
Plan of running your Ad or some variance 
of your Ad for a minimum three months; 
four to six months will produce even better 
results. If you have a reasonably new website 
that is already attracting new patients you 
probably don't need a new website. However, 
if your existing website, as beautiful as it may 
be, isn't producing the results you expected 
you may want of consider a new website 
that is an integrated part of your overall 
Internet marketing program. You can have 
an advertising program separate from your 
website. All that is required is a separate 
landing page reflecting your offer. You may 
attract the level of new patients connected to 
an advertising program only. When coupled 
with the correct developed website that 
also provides the SEO portion of a Internet 
marketing plan history has shown that this 
formula can eventually reach 25 to 50 new 
patients per month. 

Do some math. If you are investing $2,000 
per month on a complete Internet marketing 
plan and you are receiving just 25 new 
patients per month. With only the average 
$1,500 minimum revenue projected per new 
patient over a 12 month period your ROI 
average is 18:1. There are very few stocks 
that will return an 18:1 and of course there 
is always a risk with stocks. Invest in your 
practice where you can control and minimize 
the risk. Find an experienced company 
that has been highly focused on Internet 
marketing for at least a full year. Ask to 
see several monthly reports of various sizes 
of practices. Remember, a quality offer, an 
amply a budge and patience will produce 
results. This is how you become a leading 
practice.  

What People Are Saying  
About MidWinter...

rICharD ChaNg DDs

I took the entire office this year. everyone 
enjoyed it and said it was a team building 
experience. lots of new information to 
integrate into the day to day care delivery. 

roN l. rasmusseN, DDs

keVIN IPPIsCh, DDs

for almost thirty years, it has been 
a great privilege for me and my 
staff to attend the local midWinter 
Convention held by the Sacramento 
District Dental Society. We appreciate 
the SDDS staff, officers and 
volunteers that make this convention 
possible. We appreciate the great 
presenters who help us be better 
at what we do, the vendors which 
expose us to new products and 
services, rubbing shoulders with 
our colleagues and enjoying tasty 
catered food. I encourage you and 
your staff to take advantage of 
these opportunities right here in 
your own backyard. You will be 
glad you did! 

I returned to Santa Cruz and described the 
Convention to my team as similar to the 
CDa in Sf but much smaller - like a well-
run boutique convention. I plan to return. 
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by Virginia Moore
moore Practice Success 

Sponsored by Care Credit and Solutionreach

Consistent outcomes. Being able to fully 
focus on patients. Less vulnerability when 
there is staff turnover. Peace of mind 
knowing things are being done the way 
you want.

Is all the above possible…or a dream? The 
great news is, with system implementation 
all the above and more are easily within 
reach to help enhance the success of your 
dental practice.

Let’s face it, when there are several “cooks 
in the kitchen” and everyone is using their 
own recipe, it’s hard to know what the 
outcome will be until “dinner is served." 
That’s a heck of a time to find out that 
while the recipes were somewhat similar, 
those added dashes of salt made the soup 
inedible. Or that one of the cooks assumed 
someone else was taking care of the salad 
and setting the table.

If we take that out of the kitchen and into 
the dental practice, you end up with lab 
cases that aren’t delivered in time, patients 
scheduled incorrectly for their treatment 
needs, running out of supplies, fees not 
collected…the list of undesirable outcomes 
goes on.

The solution is simple; easy-to-implement 
systems that every team member can 
operate and that is “the way” that things 
operate in your practice. Instead of a group 
of lone rangers, system implementation 
brings everyone together to form a team 
that can support each other with ease and 
in turn, serve the patients in the best way 
possible.

Phone Impressions

When thinking of systems in your practice, 
let’s start with one of the most common 
ways patients have a first “live” contact with 
your team—how your phone is answered. 
A true and effective system has each person 
who answers the phone using the same 
greeting and has a format of information 
to be collected that is needed to best serve 
the patient, whether it’s a patient of record, 
emergency patient or new patient. If fewer 
than 90% of new patients who call your 

office do not schedule an appointment, this 
is a priority area for system implementation 
and training.

Another sure indication that system 
training is needed is how the team views 
a ringing telephone. If the response is “if 
that thing rings one more time I’m going 
to scream!!”, discussion and training on 
the phone greeting/use needs to be done 
stat! Your phone, along with your online 
presence, is your connection to the world.

Foolproof Appointment Scheduling

How is your schedule? Does it look great 
at the start of the day and then crumble as 
the day progresses? Do you wonder if you 
have the appropriate number of days for 
your hygiene schedule? Do you have the 
“roller coaster” schedule where one day is 
terrific and the next day you all work as 
hard as you can only to produce a minimal 
amount? 

The schedule is everybody’s responsibility 
and yet when many teams are asked, “who’s 
responsible for a good schedule?” all heads 
turn to the appointment administrator 
or whoever sits at the front desk. When 
effective systems are in place, the answer 
to who is responsible is “each of us!" A full 
schedule starts with diagnosis, the support 
of the clinical team to gain treatment 
acceptance, followed by the financial 
coordinator who secures the payment 
agreement and finally, the appointment 
administrator who schedules that patient 
per the practice’s ideal day template. 

To get started, determine how much needs 
to be produced daily by each provider to 
cover your overhead. Next, how do you 
want your day to look? Start things off with 
a new patient examination or a crown prep 
or endo? To serve your patients best, plan 
your schedule and when you want certain 
procedures. If, as a doctor, you tend to be 
your most energetic in the morning, that 
may be the best time to schedule a new 
patient exam—when you can make the very 
best of the adage “you never get a second 
chance to make a great first impression." 

Simple Systems Yield  
Big Success

Luau, Leis, and Learn

3pm-4:30pm • 1.5 CEU, 20%

Look Forward to a Ringing Phone! 
Customer Calls, Phone Impres-

sions, Communication Hints

Thursday

8am-9:30am • 1.5 CEU, 20%

No More “Swiss Cheese” 
Schedules: Keeping Your 

Schedule Full and Productive

10am-11:30am • 1.5 CEU, 20%

Payment Arrangements That 
Really, Truly Work!

1:30pm-3:30pm • 2 CEU, 20%

The Heart of Your Practice: 
Making the Recare System 

Foolproof

Friday
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The key to filling your schedule per your 
ideal day rests upon communication skills 
that guide the patients toward specific 
appointment times and help to overcome 
any objections. For instance, never ask a 
patient, “do you want to schedule?”  Right 
away you run a 50% chance that the 
patient will say “no” and that’s a tough one 
to come back from.

Payment Arrangements That Work!

Have you ever gone to the grocery store 
and told the cashier that you forgot your 
credit card, send me a bill, and gotten 
away with it? Ever tried to put gasoline 
in your car without paying, and gotten 
away with it? Ordered something custom 
made without having to make some sort of 
initial payment, and gotten away with it? 
The answer in most situations is no, no, no 
(unless you’re extremely charismatic!).

Why then, in dentistry, do we sometimes 
hesitate to ask for payment at the time 
of service, or when providing a “custom 
service” (i.e., crown, implant, surgery) 
require an initial investment if not 
payment in full? I’m still not sure why 
that still occurs, however, the good news 
is most of your patients do expect to pay at 
the time and are surprised if they are not 
asked for payment. It’s normal, it’s natural, 
we need to be consistent.

Effective payment arrangements and 
payment collection begins with having 

the right person in that position. Some of 
the most important traits of a successful 
financial coordinator are:

•	 Clear communication skills

•	 Can express empathy, not sympathy

•	 Removes their own personal financial 
situation from patient interactions

•	 Is very comfortable and confident 
asking for payment

Factor in to the success equation things 
such as clear internal credit guidelines, 
the best location for financial discussions, 
and great negotiation skills and you are 
on your way to a solid system for payment 
agreements.

Recare: The Heart of Your Practice

Here, in the heart of your practice, is where 
a clear, consistently used system is crucial 
to your patients’ health. Unfortunately, in 
many practices, this is the most overlooked 
system, and yet, it’s vital to providing the 
best health to patients.

How are you doing?

•	 Is there an employee designated to 
follow-up on past due patients?

•	 What is the system for the follow-up?

•	 Do you have the appropriate number of 
hygiene days for your practice?

•	 Does the doctor exam in hygiene take 
more than 7 minutes?

•	 How are late patients handled in the 
hygiene schedule?

•	 Are your unfilled hygiene hours <7%?

These are important questions to consider 
and recognize that if a system is not in 
place, you run the risk of significant 
patient attrition. While the focus seems 
to be on how many new patients you’re 
attracting, having a solid system to close 
the back door to patient attrition will help 
for the overall health of your patients and 
your practice.

Systems are the answer to better practice 
success. To learn how to successfully 
implement systems into your practice, 
I personally invite you to join me at the 
SDDS MidWinter meeting to get your 
questions answered. See you there!  

This is a great space for a start-up 
dentist. It has almost everything needed 
to open the doors for business.

• 950 sq. ft.
• 4 operatories
• Private office w/ restroom
• Parking
• Recent paint and floors

Move-in Ready Office for Rent
Includes:
• Air Compressor / Vacuum
• 2 X-ray heads, servicing 3 ops
• 3 Pelton Crane Chairmans
• 3 Carts
• High Speed Handpieces
• Doctor and Assistant stools
• Waiting Room Chairs
• Window Coverings (blinds)

Office Location 
7210 S. Land Park Dr., Ste. D | Sacramento, CA 95831

For more information, call or email  
916-216-2665 | Lchu11940@aol.com

Get Registered for 
MidWinter Today!

Head to sdds.org and choose 
MidWinter under the Continuing 
Education tab to get registered!
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Sponsors and Exhibitors

3M Oral Care Solutions
Access Dental Plan

ACTEON North America
Alexion

American Pacific Mortgage
Ameriprise Financial - The Chandler Group

Analgesic Services, Inc.
Banner Bank

Banyan
Biohorizons

Blue Northern Builders, inc.
BPE Law Group

Brasseler
Burkhart

Care Credit
Colgate Oral Pharmacueticals

Comcast
Costa Aesthetics Laboratory

Dentegra Insurance Company
Desco Dental Equipment
designs for Vision, inc.

Dexis
Digital Doc, LLC

FADE

Fechter & Company CpAs
First Us Community Credit Union

GC America
Glaxo Smith Klein

GP Development, Inc
Greater Sacramento Dental Assistant's Society

Health Net of California
Henry Schein

Infostar
Integrated Accounting Solutions

Integrity Practice Sales
iSmile Dental Products

Kettenbach LP
Kids Care dental & Orthodontics

Kulzer, LLC
LED Dental Inc

Liberty Dental Plan
LumaDent

mann, Urrutia, Nelson CpAs
Mass Mutual

Neo dental Laboratory
Nobel Biocare

Olson Construction, Inc.
Pacific Dental Services

Parc Studio Interior Design
Patterson Dental
proctor & Gamble

Professional Practice Sales
Resource Staffing Group

SD Reliance Management Inc
Shofu Dental

Solmetex - Tuttnauer
Solution Reach

Star Group
Sunstar Americas

Supply Doc
Swiss Monkey

TDIC
TDSC

The Payment Exchange
Ultradent

Ultralight Optics
Us Army Healthcare Recruiting Team

Us Bank
Western Practice Sales

Xlear, Inc

Exhibitors

Health Net

GC america Inc.
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Show Specials

Ultradent                     Booth 19

15% off all consumables and our award winning VALO 
LED curing light.

Professional Practice Sales
                                                                    Booth 49

For Society Members who drop by our booth at the 
MidWinter Convention to discuss our services and enter 
into a listing engagement with PPS before July 1st, we shall 
extend a reduced commission. Come by and learn more.

Kettenbach                                      Booth 67

Come by and see how you can get 10% off your trade 
show purchase.

Xlear                                                      Booth 12

10% off wholesale prices + free shipping on order of 
$100 or more.

Integrated Accounting Solutions
                                                                    Booth 45

Up to $1950 credit for new monthly clients signed 
during this show! Monthly service includes bookkeeping, 
payroll, tax returns, year-round tax planning, UNLimiTEd 
sUppORT, and more! stop by the booth for a quote. 
Or visit OnlyDental CPA.com to schedule a FREE, no 
obligation consultation to learn more!

Solutionreach                                Booth 24

Please stop by the Solutionreach booth to check out our 
latest feature on getting reviews to direct sites such as 
Yelp, Google or Facebook and you won’t want to miss our 
show special.

Kulzer Dental                                 Booth 21

purchase 15 Venus diamond or pearl refills and receive 
a Translux Wave Curing Light FREE; Buy 2 get 1 FREE on 
all iBond, Gluma, and Venus Temp2 products ANd Buy 10 
Venus White pro, max or Ultra Kits and receive 5 FREE!

Brasseler                                           Booth 30

All Brasseler Diamond and Carbide Burs 25 % off; All 
Hygiene Instruments, including new Titanium Implant 
Scalers 25% off.

LumaDent                                         Booth 33

We are offering our Best Value system (2 battery light 
system) OR our UniLux Best Value (all in one light system 
with 2 batteries) for $500 with a case. Optional HL360 
upgrade for just $50 more.

Solmetex-Tuttnauer                Booth 32

Free Amalgam bucket with every purchase of a Solmetex 
HG5 system! Receive a free instrument rack or box of 
Chamber Brite cleaner with purchase of any Tuttnauer 
sterilizer at SDDS!

Shofu Dental                                 Booth 54

Buy 10 Beautiful Flow Plus Tips or 
Syringes (mix and match shades and 
viscosities.) Get 1 Super Snap X-Treme 
Ultra Gloss performance kit for Free! 
(0500XS/0500XM)
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Meet the MidWinter Speakers
edward bynum, director; liberty dental (SDDS Vendor Member)

Mr. Bynum joined Liberty in 2008 and has over 18 years of experience in the 
insurance industry, with the most recent 15 years focused solely on dental. 

As Director of Special Projects, he manages LIBERTY’s largest clients, overseeing the 
dental administration for over 2 million of LIBERTY’s Medicaid and Medicare members. 
He works on the business development of government programs and has taken a lead 
role in creating and implementing LIBERTY’s major quality improvement projects for 
Medicaid and Medicare programs nationwide. 

tracie chong-borges
Ms. Chong-Borges is the Health Education Assistant for Sacramento 
County’s Tobacco Education Program. She graduated from Chico State 

in 2014 with a degree in Health Science Education. She is very passionate about 
educating individuals and communities on their health and well-being. For the past 
three years she has dedicated her career working directly with her community in 
different health clinic settings. 

donna drury klein, rda, bs; fade institute (SDDS Vendor Member)

Ms. Klein is recognized as a dedicated speaker focused on OSHA, Infection 
Control, California Dental Practice Act, as well as regulatory and statutory issues. 
She served as a two-time appointee to the Dental Board of California under 

Governor Gray Davis and is often engaged in developing regulatory and statutory language 
for dental assisting-related oversight. She has established both the Foundation for Allied 
Dental Education (FADE), a non-profit, public benefit organization serving to support the 
educational needs of the allied dental healthcare community and the sister organization, 
The FADE Institute. The focus of The FADE Institute is on the advancement of dental 
education via certification courses, such as the EF2 and the DA to Licensure Programs. 

thomas e. dudney, dmd Sponsored by GC America and Ultradent

Dr. Dudney is a 1977 graduate of the University of Alabama in Birmingham 
School of Dentistry. He has served in the past as the Clinical Director for the 

Aesthetic Advantage hands-on programs taught by Dr. Larry Rosenthal at New York 
University and the Eastman Dental Clinic in London, as well as the clinical Director for 
the California Center for Advanced Dental Studies (CCADS). He is currently the Clinical 
Director for the newly formed Pacific Aesthetic Continuum (PAC) hands-on programs. 
He is a member of the American Dental Association, the Alabama Dental Association, 
and the American Academy of Cosmetic Dentistry. He is also an accredited member of 
the American Society for Dental Aesthetics and a Diplomate of the American Board of 
Aesthetic Dentistry. 

Volkmar felahy, dds
Dr. Felahy is in private practice in Rocklin, CA. He currently is serving on the 
CDA Judicial Council, the SDDS Executive Committee as Editor in Chief.

henrik hansen, dds 
Dr. Hansen graduated from University of California, San Francisco School of 
Dentistry and has practiced dentistry in the city of Fairfield for over 30 years. 

He serves on the CDA Judicial Council, and has served as a CDA Trustee and past Chair 
of the CDA Peer Review Council. In addition, he is a Past President of the Napa/Solano 
Dental Society, and is a Pierre Fauchard Fellow and Fellow of the International College 
of Dentists. 

paul a. homoly, dds, csp 
Dr. Homoly is a world-class leader in dental education. As a restorative dentist 
and acclaimed educator for over 30 years, he's known for his innovative and 

practical approach to dentistry. He is president of Homoly Communications Institute, a 
resource for practice building skills. Author of several books, he holds the highest earned 
designation in professional speaking - Certified Speaking Professional (CSP) from the 
National Speakers Association. 

richard Jackson, dds
Dr. Jackson is a Board Certified Oral Maxillofacial Surgeon who has been in 
the practice in Sacramento for the past 30 years. He runs a high-tech practice 

and enjoys all of the newest innovations that are used in the practice of orthognathic 
surgery. He limits his practice to surgically facilitated orthodontics and orthognathic 
surgery. He began his interest in orthognathic surgery in 1974 while he was an intern at 
Wright- Patterson Medical Center in Dayton, Ohio. Back in those days, the vertical ramus 
osteotomies were done extra orally, and the maxillary osteotomies were done in two 
distinct stages. Obviously, orthognathic surgery has changed vastly since those early days. 

curtis Jansen, dds Sponsored by Nobel Biocare

Dr. Jansen completed his DDS and Prosthodontic education at USCSD. He 
taught full time at USC and was Director of Implant Dentistry. Currently, his 

practice is limited to Prosthodontics in Monterey California.

Jo-anne Jones, rdh Sponsored by 3M and LED Dental

Ms. Jones brings life, energy and inspiration to all her presentations. The 
veteran dental hygienist turned educator has a no-nonsense approach 

and dynamic speaking style that has made her one of North America’s most sought-
after lecturers in the dental community. Jo-Anne has been selected as one of DPR's 
Top 25 Women in Dentistry and joins the 2018 Dentistry Today CE Leaders for the 8th 
consecutive year. Jo-Anne's gift for motivating and inspiring has catapulted her into 
motivational speaking for Fortune 500 companies and professional women's groups. 

amy kinnamon, rdh Sponsored by Proctor & Gamble

Ms. Kinnamon is a national speaker, clinical dental hygienist and expanded 
function dental auxiliary as well as a published writer, clinical educator and 

business owner with 22 years of experience in the field of dentistry. She currently holds 
the position of Procter & Gamble North America Professional and Scientific Relations 
Manager for Professional Oral Health. She has committed herself to a career that 
provides not only patients, but also her colleagues’ knowledge of the importance of total 
wellness. She is an active member of the ADHA, serving as Immediate Past President of 
the Ohio Dental Hygienists’ Association. She is a 2015 Sunstar/RDH Award of Distinction 
recipient, and a 2014 award recipient of Crest/Oral B Pros in the Profession for her 
service to the underprivileged population of Appalachian Ohio.

beverly kodama, dds Sponsored by TDIC

Dr. Kodama graduated from the University of California, San Francisco School 
of Dentistry with honors and was inducted into the Omicron Kappa Upsilon 

(OKU) dental honor society. She received her General Practice Hospital Dentistry 
certificate from UCSF. Dr Kodama sits on the Sacramento District Dental Society Board 
of Directors and serves on the Board for the Sacramento District Dental Foundation. 
She has served as a Quality Reviewer for Delta Dental; as a Dental Consultant for the 
County of Sacramento and for California Farm Bureau Insurance; as a mentor for the 
Spear Institute at the Scottsdale Center; and as an expert witness for the California State 
Board of Dental Examiners. Dr. Kodama served on the Board of Advisors at the LD Pankey 
Institute and sat on the Sacramento County Maternal, Child and Adolescent Health 
Advisory Board. Dr. Kodama currently serves on the Delta Dental Board of Directors. She 
is a Fellow of the International College of Dentists and the American College of Dentists. 
Recently chosen for election into the Pierre Fauchard Academy, Dr Kodama also lectures 
for the Dentists Insurance Company.

pat little, dds, fagd, cfe Sponsored by Capitol Periodontal Group

Dr. Little holds the unique title combination of both Dentist and Accountant. 
He integrates his accounting and financial education with over 30-years of 

dental experience during which he started two private practices from the ground up. 
His presentations provide strategies for reducing financial and regulatory risks in a 
well-informed and technologically up-to-date format, while converting complicated 
(and sometimes scary) material into “plain English.” After leaving clinical practice due 
to a disability, Dr. Little returned to college to complete his accounting and general 
business education. While working with a dental accounting firm, he developed a deep 
interest in fraud and embezzlement, so he in turn earned the Certified Fraud Examiner 
credential, and subsequently joined Prosperident as a Senior Fraud Examiner. He 
conducts embezzlement examinations and advises dentists in matters related to fraud 
and embezzlement.

denise martinez, cda practice support center
Ms. Martinez brings over 20-years of experience in the dental industry. 
Beginning her career as an RDA in private practice, she joined a large dental 

benefit plan organization where she spent 17 years honing her skills. She brings a wealth 
of experience in claims processing, dental Medicaid fraud investigation, administration of 
government plans and provider contracting.

Virginia moore, moore practice success Sponsored by Care Credit 
and Solutionreach

Bringing greater productivity and profitability to general dental and periodontal 
practices has been the result of Ms. Moore’s consulting practice over the past 25 
years. As a speaker, she has presented at the top dental meetings in the U.S. and is a 
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contributor to ADA’s newest publication Expert Business Strategies, is a regular contributor 
to ADA’s Dental Practice Success, as well as authoring two books and co-authoring eight 
books on practice management. She is a member and Past-President of Academy of 
Dental Management Consultants, and also holds membership in the National Speaker’s 
Association and Speaking and Consulting Network.

bill muller, muller & associates
Mr. Muller, owner of Muller & Associates, has been helping Sacramento area 
companies manage their computer networks and technology for over 23 years. 

He is the SDDS “Go To Guy” and helps keep all our systems safe, working and up to date!

marcella oster, rda
Ms. Oster is a current RDA with 37 years of experience in many areas of Dentistry. 
In 1995 she co-founded and was president of the first woman owned Hazardous 

Waste Treatment Facility called EcoSolutions. In 1999 it was acquired by the largest 
transport and treatment facility of hazardous and bio waste. She lectures all over California 
providing CE, and is an independent speaker for CDA. 

steve peters, md Sponsored by HealthNet

Dr. Peters is a Cardiologist practicing in Lincoln, Auburn and Roseville. Dr. Peters 
graduated with honors from Georgetown University of Medicine in 1993. He is a 

Diplomat with the National Board of Medical Examiners and American Board of Medicine. 
He is also an American College of Cardiology Fellow. 

danica peterson
Ms. Peterson is a health educator with the Sacramento County Department of 
Health and Human Services. She first joined the County in 2015 as part of the 

Sacramento County Obesity Prevention Program (SCOPP) and has since shifted to her 
current role in the Tobacco Education Program. Danica obtained her Master of Public Health 
(MPH) degree from California State University, Fullerton where she graduated at the top of 
her class. She also retains a Bachelor of Arts in Cognitive Psychology from the University 
of California, Irvine. Aside from her work with the County, Danica is also a certified group 
fitness instructor and teaches dance fitness classes at a local gym. 

teresa pichay, california dental association
Ms. Pichay is a practice analyst with the CDA. She has worked for CDA since 
1995, specializing in many of the regulatory issues impacting the practice of 

dentistry. Teresa works within CDA Practice Support developing regulatory compliance 
resources for posting online, and providing guidance and information directly to members.  

adrian ruiz, strengths development network
Mr. Ruiz is a Gallup Certified Strengths Coach and Executive Director of Youth 
Development Network (YDN), and founder of Strengths Development Network. 

He specializes in the areas of leadership development, team optimization, organizational 
climate and culture, and youth serving systems. He and his team created the Sacramento 
Strengths Based Institute (SBI) to assist organizations in becoming strengths-centered. As 
a strengths-based coach, he has had the opportunity to work across systems and services 
from large corporations to small businesses. He has been responsible for transforming 
businesses from a deficit based working environment to a thriving community that uses 
their strengths to accomplish greatness every day. 

greg sconce, infostar
Mr. Sconce, owner and founder of InfoStar, pioneered dental Internet marketing 
from its inception, and spent the last 23 years fine tuning the Internet marketing 

process to produce the results doctors deserve. InfoStar began in 1993, and continues 
to provide powerful Internet marketing and patient education software for the dental 
professional. InfoStar is his fifth successful entrepreneurial business venture over the past 
40 years, and his team includes some of the most knowledgeable minds in the industry. 
Greg is an accredited dental speaker, consultant, and mentor of dentistry.

John sillis, tdic Sponsored by TDIC

Mr. Sillis is a member of the Sacramento based law firm, Zaro & Sillis. He 
attended Holy Family College in Philadelphia, earning a Bachelor’s degree in 

Nursing in 1977. He then attended the University of Pennsylvania where he earned a 
Master’s degree in Nursing with a minor degree in Nursing Administration through the 
Wharton School of Business in 1978. He came to California in 1980 in the U. S. Air Force, 
stationed at Travis Air Force Base until 1986. He graduated from the University of the 
Pacific, Mc George School of Law in 1988. He has practiced exclusively in the area of 
medical/dental malpractice defense.

christine sison, swiss monkey (SDDS Vendor Member)

Ms. Sison is the founder and CEO of Swiss Monkey, a new dental platform that 
connects employers and job seekers using a mobile app. She has provided 

consulting services in the areas of management, strategy and marketing to dental 
offices and currently does speaking engagements in team building and professional 
growth across California. She is passionate about helping companies build great 
teams and deliver exceptional customer service. She manages a high-end boutique 
dental practice in Sacramento. Ms. Sison received her Bachelors from the University 
of California, Berkeley in Molecular and Cell Biology and her Masters from Harvard 
University in Health Policy and Management.

kerry k. straine, straine consulting
Mr. Straine, President and CEO, graduated in 1979 from California 
State University at Sacramento with a Bachelor of Science in Business 

Administration, with a concentration in Accounting. He has been in business and 
financial management for more than 30 years. Kerry is a Certified Straine Management 
System™ Consultant as well as a Certified Professional Behavioral & Values Analyst. 
It was Kerry's education and experience in accounting that led to the development 
of The Straine Management System™, the premier platform that provides strategic 
planning, leadership and team development, policy and management system design, 
training, monitoring and coaching for dental professionals throughout the United States 
and Canada. His mission has always been to advance the understanding, practice, and 
development of leadership for the benefit of all professionals in the dental industry. 
In 2001 Henry Schein Dental selected Kerry as an instructor on leadership, laws of 
teamwork, communication, and practice management for its advanced professional 
education programs at Career Development.

Jason wood, esq., wood & delgado (SDDS Vendor Member)

Mr. Wood is a partner in the Law Firm of Wood & Delgado, a law firm 
focused on business transactions for dentists and doctors: leases, purchase 

agreements, partnership agreements, shareholders agreements, corporations, 
associate agreements and other business-related legal needs. He has authored many 
articles relative to the business side of dentistry. His CE podcasts pertaining to the 
business side of dentistry are some of the most viewed dental podcasts in the country. 
He is a moderator for Dentaltown on all forums related to the business side of dentistry 
and enjoys helping and educating dentists throughout the United States. Prior to joining 
Wood & Delgado, Mr. Wood worked in Washington, D.C. for the Speaker of the House 
in connection with Presidential and U.S. Congressional campaigns and thereafter he 
worked for the U.S. House of Representatives, drafting legislation for various House 
committees. 

helen yee, strengths development network
Ms. Yee, a Gallup Certified Strengths Coach with Strengths Development 
Network is dedicated to supporting her community with a commitment to 

bringing out the best in people and making a difference in their lives. With over 30 
years of board experience, starting with her first appointment to serve on a State Board 
of Dental Examiners Auxiliary Committee, Ms. Yee brings expertise in team building, 
leadership training, facilitation and board development. Ms. Yee’s focus is to apply 
StrengthsFinder to the workplace to optimize team engagement and promote strengths-
based culture. Ms. Yee’s broad array of professions which includes dental hygienist, 
pharmaceutical sales, dental health educator, and fundraiser, event planner and retail 
owner has fueled her own strengths journey, and provides real life experiences her 
clients can relate to. Ms. Yee’s fast moving and highly interactive presentations lead 
with positivity and activator strengths, promising to make an impact on participants’ 
personal and professional life

ivy Zellmer, rdh, bs, msc Sponsored in part by Kettenbach

Ms. Zellmer, RDH, MS, is an educator, research collaborator, and clinician with 
a background in periodontics and general dentistry. She earned her Master of 

Science degree from University of California, San Francisco School of Dentistry, where 
she is also an Assistant Clinical Professor. Her scholarly work focused on implant care 
practices among U.S. hygienists. In 2017, she was the recipient of the Elizabeth Gardner 
Award, the highest honor that the UCSF School of Dentistry could bestow on a student. 
Most recently, she co-authored a national textbook chapter on caries management by 
risk assessment (CAMBRA). 
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Holiday    Party
2017

1: SDDS Past Presidents in attendance taking their annual Past Presidents photo. • 2: Our awesome Vendor Members from Costa Aesthetics. • 3: Cathy, 
Bruce, and the SDDS staff enjoying the photo booth. • 4: The 2018 Foundation Board being installed by Dr. Hawkins. • 5: Dr. Delmore, 2018 SDDS Presi-
dent, and Dr. Archibald, 2018 Immediate Past President. •  6: Drs. Bellamy and Keating posing for photos. • 7: Dr. Rashid and husband at their first SDDS 
Holiday Party. • 6: Dr. Rollofson and wife, Janet, out on the dance floor! • 9: Krista Vernon, Dr. Hooper and Dr. Vernon taking part in the photo booth!
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In 2016, Burkhart Account Managers processed 

$4,989,258  
in coupons and free goods  

on behalf of our Supply Savings Guarantee clients.  

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

Ask your Burkhart Account Manager  
to show you how.

GAIN CONTROL of Supply Overhead Costs

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

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

www.burkhartdental.com
R WA 01/17

BURKHART OFFERS  
CHOICE

Dental Tax & Accounting

OnlyDentalCPA.com
Free Consult - Limited Time Offer!

(530) 231-5286
dsholer@cpa.com

ALL-INCLUSIVE: EVERYTHING YOU NEED IS INCLUDED:

Bookkeeping & Accounting 
Payroll 
Business Tax Returns 
Year-Round Tax Planning 
Specialized Dental Tax 
Strategies and Proactive 
Industry-Specific Guidance! 

Monthly Reports & 
Quarterly Financial Metrics 
All Annual Business Filings 
UNLIMITED Year-Round 
Support (No hourly billing!) 
Huge savings. Better 
service. No commitments.

Dave Sholer, CPA, MBA

BETTER Service for LESS!  Quick Responses: Guaranteed!
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Foundation
of the Sacramento 
District Dental Society

Start Your Year Helping a Child–
Volunteer for Smiles for Kids

Help by doing any of the following:

Email us at SmilesforKids@sdds.org to get 
involved with our Smiles for Kids program!  
We'd love to have you!

Work at a SFK Site on February 3rd

Adopt-A-Kid (in your own office)

Donate to the Foundation

Jenny Apekian, DDS
Robin Berrin, DDS
Carolina  Blanco
Michael Boyce, DDS
Deborah Buchanan, RDH 
Rachel Cavalli, RDH
David Cernik, DDS
Wai Chan, DDS
Mark Choi, DDS
Tracey Cook, DDS
Robert Daby, DDS
Paul Denzler, DDS
Scott Dexter, DDS
Lisa Dobak, DDS

Carla  Dodge, DDS - Alameda County DS
Jason Fligor, DDS - Butte Sierra DS
Melissa Fong, DDS
Arlenita  Gomez-Croddy, DDS
Mathew Gustafsson, DDS
Kerry Hanson, DDS
Dan Harlan, DDS
Russell Hirano, DDS
Sean Khodai, DDS
Mark Kujiraoka, DDS
Kristen Morgan, DDS
Kayla Nguyen-Dringenberg, DDS
John Noe, DDS
Donald Orme, DDS

Justin Pfaffinger, DDS - Butte Sierra DS
Lindsey Robinson, DDS
Jennifer Ryan, DDS
David Seman, DDS, MS
Anna Sri, DDS
Wesley Yee, DDS
Michael Young, DDS
Carrington College  
Chapa-De  
Early Smiles  
Rockville Smiles   
Smilekeepers  

2018 Smiles for Kids Day is fast approaching and we still have 
room for more volunteers! In support of ADA’s “Give Kids a 
Smile” Campaign, the Sacramento District Dental Foundation 
will be hosting Smiles for Kids® Day 2018 on Saturday, 
February 3rd to treat children who “fall between the cracks” 
in healthcare and children who would not otherwise receive 
dental treatment.

Thank You to Our Smiles for Kids Screeners!

january 3, 2018 january 31, 2018 

sacRamento DistRict Dental founDation Does…

march 14, 2018 

april 12, 2018 may 23, 2018

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

SOLD OUT
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Welcome,2018 SDDS  
Foundation Board of Directors!

President

Viren Patel, DDS 
Vice president

Kelly Giannetti, DMD, MS 

Treasurer

Kent Daft, DDS
Secretary

Carl Hillendahl, DDS

Wallace 
Bellamy, DMD

Nancy 
Archibald, DDS

Bev Kodama, 
DDS

Steven 
Cavagnolo, DDS

Dennis 
Peterson, DDS

Robert Daby, 
DDS

Bryan Judd, 
DDS

Wai Chan,  
DDS

Thank You for Volunteering to Serve!

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

Krystle Fenton, dds • Elk Grove • Full or part • Gp
Camelia Cifor, dds • Fair Oaks • part • Gp 
Camelia Cifor, dds • Carmichael • part • perio 
Laguna Childrens dental Care • Laguna • 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

William Chao, dds • part • Gp 
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
Mary Ann Harris, 

Associate Member 
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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.

Construction Management
Remodels and Renovatoins
Tenant Improvements
New Construction

Reaching the Peak
in Building for the
Dental Industry

BlueNorthernBuilders.com  916.772.4192 CA Lic #820947
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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 Laws 2018  
1 ceu, 20% • $40

 Alternate Workweek  
1 ceu, 20% • $40HR 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

Keeping up with all of the changes to 
California’s labor laws can be overwhelming. 
Let us get you up to speed on the new 
employment laws effective as of January  
1, 2018.

Anti-harassment Training. SB396.  
Employers with five or more employees must 
prominently post a workplace notice from the 
state Department of Fair Employment and 
Housing, regarding transgender rights. We 
will notify you when this poster is available.  
Employers with 50 or more employees must 
provide harassment prevention training every 
two (2) years for supervisors and managers -  
and as of 2018 this must also include training 
on gender identity, gender expression, and 
sexual orientation.  

Criminal History. AB1008.  Statewide 
“ban-the-box” provision.  All employers in 
California with five or more employees are 
forbidden from asking an applicant to disclose 
conviction information until they have made 
a conditional offer of employment. Check 
your job application to ensure this question 
has been deleted.  

Salary History & Equal Pay. AB268.  
No employer may rely on an applicant’s prior 
salary history when determining whether to 
offer employment.   An employer can no longer 
seek salary information about an applicant nor 
can they ask candidates, or their current or 
former employers, what a job candidate has 
earned in the past. 

Immigration Enforcement. AB450. 
Consistent with California’s developing role as 
a “sanctuary state,” AB450 generally restricts 
public and private employers from voluntarily 
permitting federal immigration officials to 
enter nonpublic areas of a workplace without 
a judicial warrant. 

New Parental Leave Act. SB63.  Some 
California employers will need to provide 
employees with 12 weeks of unpaid, job-
protected parental bonding leave. This new 
statute used to apply to employers with 50 or 
more employees, but as of 1/1/18 will apply 
to employers that employ 20 to 49 employees 
within 75 miles of each other. To be eligible, 
employees must have more than 12 months of 
service and at least 1,250 hours of service with 

the employer during the 12-month period prior 
to commencing leave. 

That was just a sneak peek of the new laws.  To 
get all of the details and ask your questions, 
register for one of our January 17th 2018 
Labor Law Update webinars, held at Noon 
and again 1:10pm.   

Topics covered will include:

•	 Changes to California’s minimum wage 
and other wage & hour impacts

•	 The expansion of parental leaves of 
absence to employers with 20 employees

•	 Measures limiting information 
employers can ask job applicants about 
salary and criminal history

•	 New requirements for mandatory sexual 
harassment prevention training

•	 Practical tips on how to apply the 
changes to your business. 

Sneak Peek of 2018 Labor Laws   
reprinted with permission from California employers association
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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

Dentists looking to build a career in Sacramento 
face a conundrum over whether and how to buy 
a home or purchase commercial real estate while 
student loans beg to be paid down. Capable of 
earning a respectable six-figure income early 
on, members of your profession often graduate 
from dental school with considerable debt.

According to the American Dental Education 
Association, average educational debt for all 
indebted dental school graduates in the class 
of 2016 was $262,119. More than 30 percent 
of them had student loan debt exceeding 
$300,000.

A monthly student loan payment can be the 
size of a mortgage payment, which can be in 
the range of—and well above—rent for an 
apartment or home. Sacramento’s competitive 
housing market adds to the challenge. The 
median sale price of homes in our area increased 
10 percent over the past year. For one-bedroom 
homes, the increase was more than 26 percent.

Buying a home may be a stretch for some dentists 
during their first year or two of practice. But for 
many, home ownership eventually becomes a 
priority. Just as owning a home has long been 
part of the American dream, having your 
own dental practice or partnership remains a 
powerful paradigm. Of course, that’s changing 
as dental support organizations (DSOs) present 
alternative models to consider. It’s all about 
finding the right structure to meet your goal.

The decision to lease or purchase commercial 
property becomes part of the puzzle for dentists 
who set up their own business or buy an 
existing practice. If you are considering buying 
commercial office space, you’ll feel less of a 

burn here than your counterparts elsewhere 
in the state. Still, the median asking price 
per square foot of commercial office space in 
Sacramento rose 5.2 percent in the past year.

With so many options competing for your 
focus and funds, the key is to determine what 
is most important to you. What’s your end 
goal? While the decision to purchase a home 
or a dental practice is highly personal and 
individualized, here’s a glance at some of the 
competing factors along the way:

Pay off student loans – Keeping up with your 
repayment schedule is essential. For many 
professionals, paying off student loans early 
is a priority. A loose rule of thumb suggests 
if your loan payment is the size of a potential 
mortgage payment, focus first on paying off 
your educational debt and saving money 
toward your other goals. It can be worth 
crunching the numbers with a banker you trust 
to see how much you’d save by paying off your 
student loans in 10 years rather than 20. He or 
she should also offer other ideas and financing 
options suited to your situation.

Rent or buy housing – In a competitive housing 
market, rentals can be tough to come by and 
rent may be close to what you’d see in mortgage 
payments. If home ownership is a priority, you 
might heed the words of 35-year-old Australian 
millionaire Tim Gurner, who caused a stir on 
social media earlier this year saying, “When I 
was trying to buy my first home I wasn’t buying 
smashed avocados for 19 bucks and four coffees 
at $4 each.”

The developer clarified his avocado toast 
metaphor, noting that indulgences such as 

sporting events, online shopping, the latest 
smart phone and international travel can 
interfere with the larger goal of home ownership. 
As a banker, I’m a fan of balance, and would 
never encourage a client to endure hardship. 
But holding on to your current vehicle a few 
years longer, rather than purchasing a new 
luxury automobile, is the type of idea many of 
us can embrace in pursuit of paying off student 
debt or buying a home. 

Purchase commercial property – Real estate 
is a long-term investment that gives you the 
option of selling or renting the property as part 
of your retirement succession plan. But buying 
commercial property is a decision that requires 
analysis of the numbers and your personal 
values. Not everyone wants to be a landlord 
after they retire.

As you define your short and long-term goals, 
I encourage you to consult your accountant, 
attorney, banker and financial advisor. No 
single approach fits every situation, so you’ll 
want a team of experts who’ll take the time 
to understand your needs and offer tools and 
information to support your success.

In terms of financial solutions, a knowledgeable 
banker can provide custom options including 
loans and lines of credit, treasury management 
products for security and to leverage your cash 
flow, and user-friendly merchant services tools 
to accept and process payments. Along with 
free, anytime advice, it’s the type of robust 
service you deserve.  

money Practices: Finding Balance Amid Student Debt  
and the Desire to Purchase a Home or Business Property

by Shannon mitchell, banner bank
(SDDS Vendor member)
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Giving a hand to oral health.

kulzerUS.com

Venus® Pearl and Venus Diamond®

Beauty beyond esthetics.
One proven chemistry — three unique viscosities. The Venus Family of Composites sets a new standard of care 
with an unprecedented combination of superior handling, low shrinkage stress, and high flexural strength. 

An independent, non-profit, dental  
education and product testing foundation,  
Clinicians Report®, April 2014.

The full report is available at:
kulzerUS.com

© 2017 Kulzer, LLC. All Rights Reserved.  Flexitime® is a registered trademark of Kulzer, GmbH.   
Distributed by: Kulzer, LLC. 4315 S. Lafayette Blvd., South Bend, IN 46614.   Phone: (800) 431-1785  Fax: (800) 271-5211   kulzerUS.com

Contact me for promotions!
Christina Vetter 
408.649.8921 - Christina.Vetter@kulzer-dental.com

Located in the beautiful foothills of California, Costa Aesthetics is a modern, 
clean, sophisticated dental laboratory. As a full service production laboratory 
with a boutique flare, we emphasize on nature’s approach to an esthetic smile 
and work hard to ensure no detail is overlooked. 

Team up with Costa Aesthetics for unparalleled quality & world class customer 
service! Custom shades are offered on-site and our cad/cam department 
proudly accepts files from: ddx, itero & trios digital files

C O S T A - A E S T H E T I C S . C O M  |  9 1 6 . 4 0 7 . 2 5 0 0

LIGHTNING FAST TURN-AROUND TIMES WITH OUR ZENOTEC 5-AXIS MILLING MACHINE

PROUD MEMBERS OF
LOBBY CUSTOM SHADE ROOM CAD/CAM TECHNICIAN STATION
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Thank You! ..........................................................................

Kelvin Tse, DDS 

Legal Issues Task Force                                   
SDDS Member since 1995

Lisa Dobak, DDS 

Ethics                                     
SDDS Member since 1983

Jennifer Drew Mathisen,  
DDS, MSD

Member Engagement Task Force                                    
SDDS Member since 1992

Kim Wallace, DDS

Fluoridation Advisory                                    
SDDS Member since 2006

Rika Prodhan-Ashraf, DDS

Member Recruitment Task Force                                    
SDDS Member since 2016

Richard Kennedy, DDS

Fluoridation Advisory                                    
SDDS Member since 1978

Viren Patel, DDS

Amalgam Advisory (Co-Chair)                                      
SDDS Member since 1996

Mark Porco, DDS

Forensics                                      
SDDS Member since 1991

Nancy Archibald, DDS

Bylaws Advisory and 
Leadership Development                                      
SDDS Member since 1984

Volki Felahy, DDS

Nugget Editorial Advisory                                      
SDDS Member since 2002

Bryan Judd, DDS

Budget and Finance Advisory                                  
SDDS Member since 1985

Jenny Apekian, DDS

Legislative Advisory                                   
SDDS Member since 2013

Wai Chan, DDS

Amalgam Advisory (Co-Chair)                                     
SDDS Member since 1982

Eric Grove, DDS 

CE Advisory                                     
SDDS Member since 2010

Morton Rosenberg, DDS 

Peer Review                                     
SDDS Member since 2006

Carl Hillendahl, DDS 

Strategic Planning Advisory                                    
SDDS Member since 2000

Craig Alpha, DDS 

CPR                                     
SDDS Member since 2006

Matt Campbell, DDS 

SAC PAC                                 
SDDS Member since 1971

Welcome,2018 SDDS  
Committee Chairs!

Bryan Judd, DDS

Strategic Planning Advisory 
SDDS Member since 1985
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Become a Leader!
Greetings from your Immediate Past 
President! I had a wonderful term as your 
President – thank you so much. Our 
volunteers were wonderful, our committees 
successful and productive and our dental 
society ends the year in great shape – 
f inancially, “membership-ally”, and 
administratively.

Now we look forward for our future 
leadership of SDDS. As Past President, it is 
my privilege to be the Chair of the Leadership 
Development Committee. Our task is to 
nominate our future slate of leaders for 2019. 
Open positions are available on the Board of 
Directors for 2019 as well as delegates to the 
CDA House of Delegates for 2018 and 2019.

Equally important, we will be selecting 
our future President of SDDS by choosing 

the next Secretary, who will then move 
up through the Executive Committee to 
become the President (in 2022 – yep, we 
plan ahead!!!). We enjoy so many great 
leaders within our membership; look at our 
list of Past Presidents and see how blessed 
we are and have been. Our leadership and 
our leadership training program is proven 
to be successful as many of our leaders have 
served other organizations in leadership roles 
(CDA, ADA, NDA, AGD and more)!

If you are interested, please self-submit (form 
is included in this issue of the Nugget) and 
be part of our team. If you are dedicated and 
committed to our goals at SDDS, you love 
to work toward a common goal, like to work 
with others and can share your time with us, 
consider completing the nomination form.

Likewise, if you know of someone who you 
feel would be a perfect fit for our leadership, 
PLEASE nominate them (they will thank you, 
trust me; many people won’t self-nominate 
but end up being great leaders!). I will tell 
you honestly that I have never regretted my 
decision to being on the Board of Directors 
and delegation and then moving through the 
chairs to have been your President.  It has 
been a wonderful experience and I would 
recommend it highly.

The Leadership Development Committee 
(LDC) will meet in early February so time is 
of the essence. Let us know if you would like 
to be considered.

Thank you,

By nancy archibald, DDs
Immediate Past President

Standing Committees
CPR Committee
Jan 29

Ethics
Jan 23 • Apr 23 • Sept 28

Nominating/Leadership 
Development
Feb 6 • Mar 12 

Peer Review Committee
TBA

Foundation
Foundation Board
Mar 19 • Jul 30 • Nov 14

Golf Tournament                                  
Jan 23 • Apr 23

other 
Sac Pac
TBA

CDA House of Delegates
Nov 9-11

Advisory Committees
Continuing Education Advisory
Jan 30

Mass Disaster/Forensics Advisory
Apr 17

Fluoridation Advisory
Yolo County
Schedule as needed

Nugget Editorial Advisory
Jan 16 • Apr 25 • Sep 17

Strategic Plan Advisory 
Schedule as needed

Budget and Finance Advisory 
Schedule as needed

Bylaws Advisory
Schedule as needed

Legislative Advisory 
Jan 29 • May 7 • Oct 8

Leadership 
Board of Directors
Jan 2 • Mar 13 • May 1 • Sep 4 • Nov 6

Executive Committee
Feb 2 • Apr 13 • Aug 3 • Oct 5 • Dec 7

Task Forces
Legal Issues
Jan 29 • Apr 14 • Oct 8

Member Engagement 
Jan 16 • Mar 12 • Apr 23

Member Recruitment
Jan 16 • Mar 12 • Apr 23

2018 SDDS Committees Schedule

committee corner
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Welcome,2018 SDDS  
Executive Committee  
and Board of Directors!

SDDS LEADERS!
Thank you, interested in becoming an sdds leader?

see the sdds nominating form inserted in this issue of The Nugget!

Executive Committee ................................... Trustees .........

Ex-officio

Volki Felahy, DDS
Editor-in-Chef 

Cathy Levering
Executive Director

President

Margaret Delmore, MD, DDS
President Elect/Treasurer

Bryan Judd, DDS
Secretary

Carl Hillendahl, DDS
Immediate Past President

Nancy Archibald, DDS

Board of Directors ............................................................
Jagdev Heir, MD, DMD, FACS

Oral & maxillofacial surgeon                                    
SDDS Member since 2006

Greg Heise, DDS

Oral & maxillofacial surgeon                                    
SDDS Member since 1993

Adrian 
Carrington, DDS 

Terry Jones, 
DDS

Kevin Keating, DDS, MS

Endodontist                                      
SDDS Member since 1981

Lisa Laptalo, DMD

General Practitioner                                      
SDDS Member since 2007

Matt Korn, DDS

Periodontist                                   
SDDS Member since 1993

Beverly Kodama, DDS

General Practitioner                                      
SDDS Member since 1983

Hana Rashid, DDS 

General Practitioner                                     
SDDS Member since 2010

Wesley Yee, DDS 

General Practitioner                                     
SDDS Member since 1978
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Dental Supplies, Equipment, Repair
analgesic Services Inc. . . . . . . . . . . . . . . . . . . . . . . 44
brasseler uSa. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 44
burkhart Dental Supply. . . . . . . . . . . . . . . . . . . . 29, 44
Desco Dental equipment. . . . . . . . . . . . . . . . . . . . . 44
Henry Schein Dental. . . . . . . . . . . . . . . . . . . . . . . . . 44
Kulzer, llC.. . . . . . . . . . . . . . . . . . . . . . . . . . . .  35, 44
Patterson Dental.. . . . . . . . . . . . . . . . . . . . . . . . . . . 44

Dental Laboratory
Costa aesthetics . . . . . . . . . . . . . . . . . . . . . . . . 35, 44

Dental Practice
Kids Care Dental . . . . . . . . . . . . . . . . . . . . . . . . 19, 44

Dental Services
Dental management Solutions . . . . . . . . . . . . . . . . . 39

education
the foundation for allied Dental education.. . . . . . . 44

Financial Services
american Pacific mortgage . . . . . . . . . . . . . . . . . . . 45
ameriprise financial – the Chandler Group . . . . . . . 45
banner bank . . . . . . . . . . . . . . . . . . . . . . . . . . . 19, 45
Care Credit . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 45
fechter & Company. . . . . . . . . . . . . . . . . . . . . . . . . 45
first uS Community Credit union . . . . . . . . . . . . . . 45
Integrated accounting Solutions . . . . . . . . . . . . 29, 45
mann, urrutia, Nelson, CPas . . . . . . . . . . . . . . . . . . 45
massmutual. . . . . . . . . . . . . . . . . . . . . . . . . . . . 32, 45
uS bank . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 45 

Human Resources & Legal
bPe law Group . . . . . . . . . . . . . . . . . . . . . . . . . . . 44
California employers association (Cea) . . . . . . . . . . 44
Wood & Delgado . . . . . . . . . . . . . . . . . . . . . . . . . . . 44

Insurance Services
access Dental Plan . . . . . . . . . . . . . . . . . . . . . . . 8, 45
Dentegra . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 39
lIbertY Dental Plan . . . . . . . . . . . . . . . . . . . . . . . . 45
tDIC & tDIC Insurance Services . . . . . . . . . . . . . 4, 45

office Design & Construction
blue Northern builders, Inc. . . . . . . . . . . . . . . . . 32, 45
GP Development Inc. . . . . . . . . . . . . . . . . . . . . . 7, 45
Olson Construction . . . . . . . . . . . . . . . . . . . . . . . . .  45

Practice Sales
Dr. lawrence Chu . . . . . . . . . . . . . . . . . . . . . . . . . . 23
Northern California Practice Sales . . . . . . . . . . . . . . 41
Integrity Practice Sales . . . . . . . . . . . . . . . . . . . . . . 44
Professional Practice Sales . . . . . . . . . . . . . . . . . . . 44
Select Practice Services . . . . . . . . . . . . . . . . . . . . . 30
Western Practice Sales . . . . . . . . . . . . . . . . . . . 17, 44

Practice Services
Comcast business. . . . . . . . . . . . . . . . . . . . . . . . . . 44
Pacific Dental Services. . . . . . . . . . . . . . . . . . . . . . . 44

Staffing
resource Staffing Group. . . . . . . . . . . . . . . . . . . . . 45 
Swiss monkey. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 45

Waste Management Services
Star Group Global refining . . . . . . . . . . . . . . . . . . .  45

Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member

Vendor Member

Vendor Member

Vendor Member

Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member

Vendor Member
Vendor Member

Vendor Member

Vendor Member
Vendor Member

Vendor Member
Vendor Member
Vendor Member

Vendor Member
Vendor Member

Vendor Member

Vendor Member
Vendor Member

Vendor Member
Vendor Member

916.784.6982 • gayles@dmsolutionsinc.com

• Consulting & Management
• One Time, Month-to-Month or On-Going Projects

Assistance Designed to Enhance  
Practice and Team Performance

Practice 
& Team 
Success

Simplifying

Something fresh in  
dental insurance. 
{We think it’s about time.}

Got uninsured patients?  
We’ve got the dental plan.

See you in February at the SDDS MidWinter Convention & Expo
Stop by booth #14 and say “Hi!” 

dentegra.com    866-238-1580    providerinfo@dentegra.com

It only costs $75 a year to be a member of our Foundation. 
The Foundation funds our Smiles for Kids and Smiles for  
Big Kids programs!

Will you join? Email us at sdds@sdds.org to become  
a member and make a difference. 

Thank you for supporting the Foundation!
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MohaMad albik, ddS
General Practitioner
(530) 444-4944
El Dorado Dentistry and Implants Center
4944 Windplay Dr. Ste 301
El Dorado, CA 95762-1625

Dr. Albik earned his undergraduate degree from 
Allepo University in 1998, and his degree in dentistry 
from Loma Linda University in 2012.  He is currently 
practicing at El Dorado Dentistry and Implants 
Center.

alvin buniag, ddS
General Practitioner
(916) 520-1717
Sunrise Family Dentistry
901 Sunrise Ave. Ste A1
Roseville, CA 95661-4520

Dr. Buniag earned his dental degree from UOP 
Arthur A. Dugoni School of Dentistry in 2017.  He 
is currently practicing at Sunrise Family Dentistry in 
Roseville. Fun Fact: Dr. Buniag is an army veteran 
from Saipan.  He enjoys cooking and discovering 
new recipes, watching Netflix, skiiing, traveling, and 
spending time with his wife and son.  He can speak 
conversational Spanish and Tagalog.

WilliaM Chao, dMd
General Practitioner
(707) 451-2981
Jackman Family Dentistry
501 Nut Tree Court, Ste B
Vacaville, CA 95687

Dr. Chao earned his degree in dentistry from Tufts 
University of Dental Medicine and did his residency 
at the Veteran Affairs Medical Center in Martinez. 
Fun Fact: Dr. Chao enjoys being around water; he 
loves kayaking, surfing and swimming.

Stephen Cheung, ddS 
General Practitioner
(916) 372-8062
South River Dental Group and Orthodontics
2455 Jefferson Blvd. Ste 130
West Sacramento, CA 95691-5328

Dr. Cheung graduated from the University of 
Michigan in 2017, and currently practices at South 
River Dental Group and Orthodontics. Fun Fact: 
Dr. Cheung would like to start a car collection of 
unique and not so popular cars.

Sue Chung, ddS
General Practitioner
Office Address Pending

Dr. Chung graduated from Herman Ostrow School 
of Dentistry of USC in 2017.

SiMiade Fabiyi, ddS
General Practitioner
(916) 341-0575
Sacramento Native American Health Center
2020 J Street
Sacramento, CA 95811-3120

Dr. Fabiyi graduated from UCSF School of Dentistry 
in 2015.  She is currently practicing at the Sac. Native 
American Health Center in Sacramento. Fun Fact: 
Dr. Fabiyi loves Salsa dancing!

ChriStian Favero, ddS
Orthodontics
(916) 782-2332
Favero Orthodontics
1603 Eureka Rd Ste 400
Roseville, CA 95661-3028

Dr. Favero earned his degree from University of the 
Pacific Arthur A. Dugoni School of Dentistry in San 
Francisco in 2015, and his orthodontic certificate and 
masters degree from the University of Texas in Houston 
in 2017.  He is now working for his family’s Orthodontic 
practice. Fun Fact: Dr. Favero worked as a product 
designer for five years and loves woodworking.

vaneSSa FrankS, ddS
General Practitioner
(916) 341-0575
Sacramento Native American Health Center
2020 J. Street 
Sacramento, CA 95811

Dr. Franks earned her dental degree from University 
of the Pacific Arthur A. Dugoni School of Dentistry 
in San Francisco in 2008 and is working at the 
Sacramento Native American Health Center.

JaCk g. gorMan iii, ddS
General Practitioner
(916) 435-2475
Smile Time Dental
2260 E. Bidwell St. Ste 110
Folsom, CA 95630

Dr. Gorman graduated from UOP Arthur A. 
Dugoni School of Dentistry in 2010.  He is currently 
practicing at Smile Time Dental in Folsom.

Welcome Back!

New Members January 
2018

TOTaL 
MeMbershiP
(as of 12/15/17:)

1,729

total aCtIVe memberS: 
1,362

total retIreD 
memberS: 252

total Dual 
memberS: 5

total affIlIate 
memberS: 15

total StuDeNt/ 
ProVISIoNal
memberS: 12

total CurreNt 
aPPlICaNtS: 7

total DHP 
memberS: 63

total NeW 
memberS for 2017: 120

MarKet 
share:
78.9%

Retention Rate: 94.9%

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



niMrat k. heir, ddS
Orthodontics
(916) 698-2622
Laguna Palms Orthodontics
9340 W. Stockton Blvd., Ste 110
Elk Grove, CA 95758

Dr. Heir graduated from the University of Detroit 
Mercy Dental School in 1995, and earned her 
Orthodontic diploma from Columbia University 
in 1999.  She currently owns Laguna Palms 
Orthodontics in Elk Grove where she practices.

olga khevSuriShvili, dMd
General Practitioner
(916) 737-5121
Eureka Dental Group
1623 Eureka Rd.
Roseville, CA 95661-3027

Dr. Khevsurishvili graduated from Arizona 
School of Dentistry and Oral Health in 2008 
and is currently practicing at the Eureka Dental 
Group in Roseville.

kriStina kuprienko, dMd
General Practitioner
(702) 468-8085     

10425 Fair Oaks Blvd. Ste. 201 
Fair Oaks, CA 95628

Dr. Kuprienko earned her dental degree 
from the University of Nevada, Las Vegas 
in 2006. Fun Fact: Dr. Kuprienko enjoys 
Scrapbooking in her free time!

dexter yee, dMd
Pediatric Dentistry
916) 773-6565
Smile Island Dental Group
6522 Lone Tree Blvd.
Rocklin, CA 95765

Dr. Yee graduated from Tufts College Dental 
School in 2015, and earned his specialty in 
Pediatric Dentistry from Yale – New Haven 
Hospital in 2017. Fun Fact: Dr. Yee was an 
enthusiastic pole vaulter in high school and later 
became hooked on rock climbing in college.  
Despite these interests, Dr. Yee has always had a 
fear of heights!

Pending Applicants:
Kenechukawu Eze, DDS
Richard Han, DDS
Gina Salatino, DMD
Haitham Sami, DDS

in Memoriam

Dr. Odean Ira “Lou” Loney, DMD 
passed away on November 23, 
2017.  Dr. Loney became a dentist 
after serving in the U.S. Navy and 
practiced in Sacramento for 49 
years. He was an Active member of 
ADA, CDA and Sacramento District 
Dental Society during that time. 

Congratulations                                             
to our new Retired Members! 

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.

      

Dr. Hing Owyang passed away on 
November 5, 2017.  He earned his 
dental degree from the University of 
California, San Francisco in 1951.  He 
opened his dental practice in Sacramento 
where he practiced for over 53 years.  
Dr. Owyang received Life Active status 
with the American Dental Association, 
the California Dental Association and 
the Sacramento District Dental Society, 
maintaining his membership for 65 
years! His dentist children, Greg and 
Deborah, carry on the Owyang tradition 
of great and caring Sacramento dentists!

James Coyle, DDS
James Elliot, DDS
Wesley K. Fong, DDS
Nicholas Rotas, DDS
Robert Sharp, DDS
Richard Tomlinson, DDS
Herbert Wanier, DDS
Russell Weaver, DDS

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

November 2017 
Dr. Kelvin tse 

December 2017 
Dr. Karthik Raghuraman

Dr. Owyang’s family asked that memorials 
can be sent to the SDDS Foundation.

congrats to Dr. Bryan Judd for winning our yearly drawing! His 2018 sDDs 
Dues will be paid for by sDDs!

www.sdds.org • January 2018  |  41



We’re Blowing 
 your horn!
Congratulations to...
rick Kennedy, dds and Kim wallace, dds, for their work 
on the Fluoridation Advisory Commitee! There was recently news 
from Yolo County, “The Health and Human Services Agency 
Community Health Branch is happy to announce that we were 
conferred accreditation by the Public Health Accreditation Board. 
This marks an important milestone in a 4 year long journey towards 
improving the quality and performance of public health services 
and recognition of the incredible work to improve health outcomes 
by the Community Health Branch.  This journey included the 
implementation of new best practices (county wide community 
health assessment, community health improvement planning, new 
policies and procedures, a performance management system, etc.), 
the submission of more than 336 documents and a 2 day long site 
visit. The granting of accreditation status puts Yolo County HHSA 
Community Health Branch among 11 other accredited health 
departments in California and 211 nationwide.”

bev Kodama, dds, on winning the Dr. Bob Gillis Memorial 
Award! The Dr. Bob Gillis Memorial Award was created in 2015, in 
honor of our beloved Dr. Bob Gillis, the SDDS developed an award 
to recognize a person for extraordinary dedication to leadership and 
volunteerism, all in the tradition of Dr. Gillis. Dr. Kodama won this 
award for always being willing to be a part of any project, being a 
friend, mentor, and educator, supporting SDDF, for advocating for 
those who need a voice, and much more. So deserved! (Pictured, 
from left to right: Beth Heneger, daughter of Dr. Bob Gillis; Mary 
Lou Gillis, wife of Dr. Bob Gillis; Dr. Bev Kodama; and Dr. Nancy 
Archibald.)

Viren Patel, dds, on winning the Dr. Gordon Harris Distinguished 
Member Award! The Dr. Gordon Harris Distinguished Member 
Award is awarded to recognize a member who had demonstrated 
outstanding leadership qualities and who had shown dedication to 
the dental profession above and beyond the call of duty through 
their endless hours of volunteer service. Dr. Viren Patel was awarded 
because of his eagerness to always help, his willingness to take on 
multiple SDDS leadership positions over the years, and having a 
constant vision and sense of forward progress.

1

2

Dr. Kodama — Dr. Bob Gillis 
Memorial Award Recipient!

Dr. Patel — Recipient of the  
Dr. Gordon Harris Distinguished 

Member Award!
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sPOTLiGhTs:

Access Dental Plan (ADP) is a specialized health care service plan 
under the Knox-Keene Health Care Act of 1975 . Founded by a 
dentist and later acquired by Guardian Life Insurance Company of 
America . ADP continues to provide flexible and affordable products 
to wide range of members .

Products and Services:  
Access Dental Plan (ADP) offers dental services to Californian's 
through the California Medi-Cal Dental program in Sacramento 
and Los Angeles as well as Covered California . They also offer 
group and individual plan products on and off the exchange 
marketplace .  ADP features a network of contracted primary and 
specialist dentists .

Benefits, Special Pricing and/or 
Discounts Extended to SDDS Members:
Call our Provider Relations team to be a part of our network in 
California . For Sacramento County please contact Carlos Sepulveda 
at (916) 388-3111 . Thank you .

Professional Practice Sales has been faithfully serving members of 
the Sacramento District Dental Society since 1966 .

Products and Services:  
The realistic appraisal and successful sale of Sacramento District 
Dental Society dental practices .  

Benefits, Special Pricing and/or 
Discounts Extended to SDDS Members:
The best risk management application employed whereby our clients 
can make the best decision for their practice, staff and legacy; and 
handled in a manner whereby our clients are properly protected 
post-sale .  By comparing our fees and services with our peers, 
SDDS Members shall discover that they are benefiting in all areas .

Alisha Hightower
alisha_hightower@glic .com
916 .679 .7001 phone

916 .679 .7001 phone
916 .646 .9000 fax

premierlife.com

Ray Irving
Ray@PPSsellsDDS .com

Edna Irving
Edna@PPSsellsDDS .com
 
415 .899 .8580 phone
415 .899 .8588 fax 

PPSsellsDDS.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

Si
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20

04

desco dental equipment
Tony Vigil, president
916.259.2838
descodentalequipment.com

Si
nc

e 
20

12

wood & delgado
Patrick J. Wood, Esq., Jason Wood, 
Esq., Marc Ettinger, Esq
800.499.1474
dentalattorneys.com

Si
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10

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 Gusman, Executive Vp 
Mari Bradford, HR Hotline
800.399.5331
employers.org

Si
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integrity practice sales
Brian Flanagan
855.337.4337
integritypracticesales.com

Si
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of The Great West

professional practice sales
Ray Irving
415.899.8580
PPSsellsDDS.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
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e 
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Dental

henry schein dental
Mark Lowery, Regional Sales 
Manager
916.626.3002
henryschein.com

Si
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pacific dental services
Mindy Giffin
916.705.4515
pacificdentalservices.com

Si
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comcast business                   
Lisa Geraghty
916.817.9284
lisa_geraghty@cable.comcast.com
business.comcast.com

Si
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the foundation for allied 
dental education
LaDonna Drury-Klein
916.358.3825
thefade.org

Si
nc

e 
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kids care dental
Debbie Day
916.661.5754

kidscaredental.com
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we love
our Vendor  
members!
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costa aesthetics 
laboratory
Nicole Costa
916.934.8250
costa-aesthetics.com

Si
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star group global  
refining
Jim Ryan, Sales Consultant
800.333.9990
stargrouprefining.com

Si
nc

e 
20

09

brasseler
Mark Ellenburg
916.276.6224
shop.brasselerusa.com

Si
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e 
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This  
COuLd 
be yOu!
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resource staffing 
group
Debbie Kemper
916.993.4182
resourcestaff.com

Si
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fechter & company
Craig Fechter, CPA
916.333.5360
fechtercpa.com

Si
nc

e 
20

09

first us community 
credit union
Gordon Gerwig,  
Business Services Mgr
916.576.5650
firstus.org

Si
nc

e 
20

05

mann, urrutia, nelson, cpas
john Urrutia, CpA, partner
Chris Mann, CPA, CFP, Partner
916.774.4208
muncpas.com

Si
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ameriprise financial —
the chandler group
Thomas Chandler
916.789.9393, ext. 03197
ameripriseadvisors.com

Si
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american pacific mortgage
Jason Mata
800.455.0986
dentalmortgage.com
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the dentists  
insurance company
Chris Stafford
800.733.0633
tdicsolutions.com

Si
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access dental plan
Alisha Hightower
916.679.7001
premierlife.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

Si
nc

e 
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16

carecredit
Angela Martinez
714.434.4508
carecredit.com

Si
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e 
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16

massmutual northern 
california
Christopher Nunn, Financial Advisor
916.878.3341
northerncalifornia.massmutual.com

Si
nc

e 
20

17

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

Si
nc

e 
20

17

us bank
Tom Collopy
916.924.4546 
usbank.com

Si
nc

e 
20

17
swiss monkey
Christine Sison
916.500.4125
swissmonkey.co

Si
nc

e 
20

16

we love
our Vendor  
members!
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Classified Ads

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

Endodontist - Sacramento's premier multi specialty 
practice is looking to add an endodontist to serve our 
growing referral base. Beautiful offices (conebeam 
equipped) and an amazing support team. Generous 
daily and/or percent of production. Email CV to  
derekb@sacvalleyspecialists.com   1/18C 

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.   12/17

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

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.   1/18C

(4) Dental assisting carts.  6 drawer mobile $150 ea. 
(3) mobile computer carts $100 ea. Contact Letty @ 
530-753-4530.   1/18C

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  1/18C

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. 1/18C

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

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
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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

sIgN uP 5 sTaff, geT The 6Th free! • COuRSe iNFORMATiON AND OTHeR CONVeNTiON CORReSPONDeNCe will Be SeNT Via email.



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

29 Legislative Advisory Meeting 
6:00pm / SDDS Office 

 CPR Calibration Meeting 
6:30pm / SDDS Office 

 Legal Issues Task Force Meeting 
6:30pm / SDDS Office 

30 CE Advisory Meeting 
6:00pm / SDDS Office 

 Peer Review Clinical 
6:00pm / SDDS Office 

31 Dentists Do Broadway 
Jersey Boys 

16 Member Engagement Task Force Meeting 
6:00pm / SDDS Office 

 Member Recruitment Task Force Meeting 
6:00pm / SDDS Office 

 Nugget Editorial Committee Meeting 
6:15pm / SDDS Office 

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 

23 Golf Committee Meeting 
6:00pm / SDDS Office 

 Ethics Committee Meeting 
6:15pm / SDDS Office 

JAnuARY
2 Board Meeting 

6pm / SDDS Office 

3 Dentists Do Broadway 
Something Rotten 

8 Committee Chair Training 
6:30pm / SDDS Office 

9 General Membership Meeting 
10 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

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
Ce


