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Practice  
Management Pearls
There’s More to Running an Office
Than Just Seeing Patients



Get Ready For Our 
UPCOMING EVENTS

MAY

18
JUN

21

SDDF Golf Tournament 
8am Shotgun · Empire Ranch Golf Club

RiverCats Game 
Dental Day at Raley Field

General Meeting
3 CEU, CORE • $69

Recruitment Night • The Unseen Full Mouth  
Case in Every Practice
Presented by Michael A. Miyasaki, DDS

We often don’t ‘see’ what is in front of us until our mind 
can identify the problem and determine the next steps 
of treatment. The less we understand the more normal 
our patients appear. This presentation will help you see 
and treat the different scenarios that stump us every 
day. These patients are in your practice and deserve 
this information to allow them to select the appropriate 
treatment that they feel comfortable pursuing.

APR

10

TUESDAY
5:45-9PM

Business Forum
2 CEU, 20% • $75

HR Issues – For Doctors Only!
Presented by Jessica Hawthorne, Esq., CEA

This course will focus on HR and employment issues, 
the laws and the complications that arise if you aren’t 
on top of the “rules.” If you don’t follow the rules and 
the laws by the book, you may be in for an expensive 
surprise! Even if you have a small number of employees, 
managing the personnel side of your dental office can 
be just as complicated as managing a large corporation. 
Join us for an informative training which will cover the 
biggest and most expensive mistakes dentists can make 
when managing their offices. 

APR

18

WEDNESDAY
6:30-8:30PM

Lunch & Learn
2 CEU, CORE • $75

Houston, We Have a Problem – IT Security, 
Disaster Recovery, HIPAA Compliance
Presented by Jonathan Szymanowski, DMD, MMScC

Does 192.168.1.1 mean anything to you? How about 
backup validation? This course will take the fear out of 
the unknown and give the attendee the tools and basic 
knowledge to be able to have an educated discussion with 
their IT service personnel to significantly reduce future 
computer problems. 

APR

25
THURSDAY
11:30AM-
1:30PM

Continuing Education
5 CEU, CORE • $199

Expanding the Roles of your Clinical Team – 
Utilization for Extended Production
Presented by Carl Hillendahl DDS; Donna Drury Klein, 
RDA; and Teresa Lua, RDSEF2

This course shall focus specifically on the duties, 
functions, and educational requirements for DA’s, RDA’s 
and RDAEF’s, pathways to two special permits, and the 
licensure and renewal requirements-for existing RDA’s and 
RDAEF’s.

This course should be attended by all staff of the dental 
office in order to learn how many previously unaffected 
by dental assisting requirements may now have to comply 
with the current laws and standards.

Continuing Education
2 CEU, CORE • $99

Bay Area Forensic Odontology
Presented by Duane Spencer, DDS

An over-view of the field of Forensic Odontology which 
will include numerous case presentations (dental 
identifications, bite mark cases, child abuse cases, fatal 
animal maulings).

APR

20

APR

17

FRIDAY
8:30AM- 
1:30PM

TUESDAY
6:30-8:30PM

CPR 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.

APR

14
FRIDAY

8AM-12PM

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

HR Webinar
1 CEU, 20% • $49

Alternate Workweek
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!

APR

24
WEDNESDAY

11:50AM-
12:50PM
OR 1-2PM
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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



Over twenty years ago, I attended one of 
my first of many practice management 
seminars, this one being through the 
Seattle Study Club. The keynote speaker of 
this particular program was Roger P. Levin, 
DDS (from the Practice Management & 
Marketing Program, the Levin Group). 

Being a newbie, I listened intently to his 
every word hoping to find the ‘holy grail’ 
of practice management. He told us to go 
out and get this ‘old’ book from the 1930s 
and it would bring us success. It was the 
only practice management book we would 
need. The book was “How to Win Friends 
and Influence People” by Dale Carnegie. It 
was copyrighted in 1936.  Dr. Levin was 
a disciple of Dale Carnegie and this was 
equivalent to his ‘bible’ or ‘scripture’. I 
balked but I bought and read the book. Not 
only did I read the book but I also bought 
the compact cassette tapes (remember this 
was over twenty years ago). Additionally, 
I’ve reread this book several times (I 
needed remediation). This book became 
our first unofficial “Office Manual” or 
“Standard Operating Procedure” (SOP) 
for dealing with patients, staff, insurance 

companies, vendors, you name it. It is a 
basic book on human relations. Human 
relationships are so important in our day 
to day practices. Mr. Carnegie indicates 
that 15% of one’s financial success is due to 
one’s technical knowledge and about 85% 
is due to skill in human engineering – to 
personality and the ability to lead people. 
Now I can’t say my staff and I practiced 
every single principle in Dale Carnegie’s 
book on a daily basis but we tried. Initially, 
when I hired a new employee they were 
given a copy of this book and we’d discuss 
a different chapter at our staff meetings 
(like a book club). Being ‘Dale Carnegie’ 
toward others such as patients or each 
other or writing a ‘Dale Carnegie’ letter 
was our office code for interacting in a 
positive fashion with other people, using 
one or more of Mr. Carnegie’s principles.  
I can’t say I was always ‘Dale Carnegie’ in 
my interactions with patients, staff, other 
doctors, etc. Sometimes, I was his evil twin 
sister, ‘she who shall not be named’. 

There are four parts to this book. They 
are: Part One – Fundamental Techniques 
in Handling People. Part Two – Six Ways 
to Make People Like You. Part Three 
– How to Win People to Your Way of 
Thinking. Part Four – Be a Leader: How 
to Change People Without Giving Offense 
or Arousing Resentment. Let me give you 
an example of a just one principle in each 
section. “Don’t criticize, condemn or 
complain.” “Talk in terms of the other 

person’s interest.” “Try honestly to see 
things from the other person’s point of 
view.” “Begin with praise and honest 
appreciation.” There are a total of thirty 
fundamental principles Dale Carnegie 
discusses but you will need to read the 
book (or listen to Audible, cassettes no 
longer available) to get them all.

The heart of practice management is 
dealing with people.  Dr. Levin was right, 
“How to Win Friends and Influence People” 
by Dale Carnegie is one of the best books 
to help guide you unto success. 

Read the book! It is an easy read and you 
won’t be sorry! It will not only help carry 
you up the ladder of success in your office 
or business life but also in your day to day 
personal life. It is an action book! 

Speaking of action, see you all at the next 
General Meeting, Tuesday April 10th for 
“The Unseen Full Mouth Case in Every 
Practice” by Michael Miyasaki, DDS. He is 
not only one of us, but he is a phenomenal 
and thought provoking speaker. Come and 
enjoy! It is recruitment night, so bring a 
non-member guest at member price.

delmoremd@netscape.net 
(916) 929-6789 - Office

President's Message

By Margaret Delmore, MD, DDS
2018 SDDS President

Practice Management 101 
Human Relations!   
“How to Win Friends and Influence People” by Dale Carnegie

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

The heart of practice 
management is dealing 

with people.

Mr. Carnegie indicates that 15% of one’s financial success is due to one’s 
technical knowledge and about 85% is due to skill in human engineering 

– to personality and the ability to lead people. 
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April Fool’s Day marks my anniversary as your Executive Director – funny! 
I started in 2001 – our kids were grown, I was an Executive Director for a 
statewide association and ready for a change. 

I needed a challenge. Our son, Jeff, was going to college (Chapman) on a 
baseball scholarship, our daughter was entering her senior year in college 
(LMU). 

Dr. Don Rollofson and Dr. Glen Tueller called me to interview for an “open 
position” as your Executive Director. I was ready for the challenge!

Back then, we had Board meetings every month that lasted into the late 
night. We had 26 committees that met each month, whether they needed 
to our not.  We had a “challenging” financial status, our Foundation was 
dormant, we had staff issues, our membership market share was below 60% 
and we had no reserves in the bank. But we had some good “roots” going. 
MidWinter Convention had been a fixture in our CE Program since 1980 
and had outgrown the now-demolished Woodlake Hotel. We were moving 
to the Convention Center in 2002. A challenge – SDDS had never done 
something in that big of venue. (Fast forward by the way… the move was an 
awesome decision!)

With some great visionaries like Drs. Bob Gillis, Jim Oates, Don Rollofson, 
Glen Tueller and Past Presidents like Drs. Matt Campbell, Bob Daby, John 
Orsi  (my interviewers – all 40 hours of meetings/interviews) … we set the 
path to move forward, improve… everything! Our goals were to streamline 
governance, re-organize committees and leadership responsibilities, reduce 
the number of night meetings, increase member participation, increase 
engagement and just “re-invent” the Dental Society and the Foundation.

Here we are, and here I am, beginning my 18th year. If you read Dr. 
Archibald’s report… we have had another great year at SDDS. Please look at 
our Annual Report in this issue. And our Foundation Annual Report in the 
May issue. We have accomplished so very much… and will continue.

Personally, my personal life has changed since back then – obviously. Bruce 
and I are celebrating our 42nd Anniversary in June (our 48th year since our 
first date as El Camino High kids). Both of our kids are married, and we 
have two grandkids and one more on the way. They all live in the Midwest 
so Southwest is our best friend. And as my good friend, Dr. Bev Kodama, 
says… “life is good; enjoy every day as much as you can.”

Thank you, SDDS. You have given me such a wonderful opportunity and 
such joy to be part of this great organization. Looking forward to always 
getting better, striving to continue to make us greater, and seeing your 
smiles at all our events! 

Happy April Fool’s Day!  

Cathy's Corner

April Fools! 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
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DIRECTORS
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TASK FORCES
ADVISORY
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SPECIAL EVENTS 
OTHER

SDDS STAFF

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

Postmaster: Send address changes to SDDS, 2035 Hurley Way, Ste 200,  
Sacramento, CA 95825.
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The business side of dentistry is what the 
vast majority of dentists, both young and 
experienced, find the most challenging about 
practicing today.

The learning curve is steep. We learn 
everything from the basics of buying or 
starting a de novo practice, building a 
team culture and practice systems that 
foster exceptional patient care, integrating 
technology and comprehensive marketing 
strategies. 

We start by realizing that we are responsible 
for payroll, paying the vendors and lenders 
before we get paid.

Culture is the personality of a business, not 
necessarily what is being done, but how 
our team goes about doing it. Knowing 
the specific steps is only about 20% of the 
answer to practice challenges. The other 80% 
is related to how our team works together 
and implements systems or procedures, and 
the how is set by the tone of the owner in the 
role as leader. 

Building a team culture where everyone 
is focused on quality of patient experience 
requires cohesion between front and back 
office staff, with accountability based on 
performance expectations.

Developing practice systems requires 
building a clear organizational structure 
with defined job descriptions and SOPs 
(standard operating procedures).

Utilizing a part time marketing co ordinator 
to help use technology to enhance internal 
and external marketing helps in patient 
acquisition and practice growth.

There is a great deal of helpful information 
that can be accessed from organizations like 
the ADA, CDA. Monthly discussions with 
colleagues facing the same business challenges 
are invaluable; people are very willing to share 
their knowledge if we just ask. 

Reliance on outside help like practice 
consultants, accountants and attorneys helps 
us set and solidify our goals, track progress, 
learn from other people’s mistakes and not 
reinvent the wheel.

The next step in our growth is moving from 
a management mindset to a CEO mindset.

Every business needs a CEO, and as the 
practice leader, that is us. As dentist CEOs, 
we are mostly middle managers in the early 
years of our journey; making sure people do 
their job and all the operational pieces are 
working. We think we are leading, but what 
we are actually doing is managing.

If we are not planning for the future, how 
can we measure the results of what we are 

doing today? Strategic business planning 
incorporates where we are now, where we 
want to go and action plan on getting there. 
Periodic SWOT (Strengths, Weaknesses, 
Opportunities and Threats) analysis helps 
us understand what metrics truly matter the 
most and a report of findings that serve as a 
blueprint for positive change. 

The difference between managing and 
leading a practice is vision. As CEOs, it is 
only when we have a clear, specific idea of 
where we want to take our practices can we 
effectively plan our growth, make the best 
decisions and inspire our teams by sharing 
our vision and goals. 

We transition from managing our practices 
to leading them when we take responsibility 
for upholding our core values and generating 
a culture where integrity really matters, 
making sure our teams are performing well 
and we are achieving our strategic goals.

Enjoy this issue... hoping to bring some 
pearls to you!  

From the Editor’s Desk

As Business Owners  
We Wear Many Hats By Herlin K. Dyal, DDS

Associate Editor

Dentists need more than clinical care to run a successful practice. Our current roles as dental business 
owners require acquiring business and management skills, and thinking like CEOs to ensure practice 
success and remain relevant for the future. Dental schools are not a great source of business education 
and this will not change anytime soon. That leaves only one choice. Learn and master it after dental school.

Strategic business 
planning incorporates 

where we are now, 
where we want to go 
and action plan on 

getting there. 
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I must say 2017 was perhaps one of my fastest 
years ever! (And, no, it is not because I am 
getting older!!)

We can be very proud of the year we 
enjoyed as members of our Sacramento 
District Dental Society. We are blessed to be 
members of our wonderful Society and are so 
very proud that so many of our local dentists 
are members. 

What is unique about SDDS? Our members 
are involved! They are engaged! Our 
engagement rate is 91%. That means that 
91% of the 1700 of you do something with 
us, attend something or take advantage 
of a member benefit in some way. That 
is amazing… and… thank you for being 
engaged!

Our membership market share continues 
to grow! Looking back,  we were at 78% in 
2014,  79.8% in 2015, 80.1% in 2016 and we 
finished in 2017 at 80.7%  And our retention 
rate is phenomenal. Over 94%!

I believe these numbers are directly related 
to all the member benefits we provide, and 
all the hard work our Executive Director and 
our SDDS staff do to support our members. 
Our team is responsive, and our members 
know that there is a voice at the other end 
of the phone… immediately. I hear from our 

members that they appreciate the fact that 
we have a live person who answers the phone 
and that our staff is responsive. If they don’t 
know the answer, they will find out for us.

Another member benefit that we provide is 
continuing education and business support 
courses. 2017 saw another successful 
MidWinter Convention, with a western 
theme. Great speakers and vendors and 
plenty of opportunity to gather CE units 
for license renewal. (And February 2018 
MidWinter was even better than 2017!)  Our 
Continuing Education programs for 2017 
were the MOST SUCCESSFUL EVER, 
with attendance high, speakers coming from 
all over the country and great reviews. Our 
HR Hotline, powered by CEA (California 
Employers Association) continues to be a 
member benefit. Did you know you can call 
with any HR questions, any time, from 8am 
to 5pm?

Again, we are so grateful to all our wonderful 
Vendor Members, exhibitors and advertisers. 
They provide a myriad of services to our 
members and non-dues revenue that help 
reduce our membership dues.

Also, in 2017 it was time to review our 
strategic plan. A very dedicated group 
gathered for a weekend of thought provoking 

discussion. We have updated our core 
values: Benevolence, Accountability, and 
Service. And our strategic plan is: Serve 
our community, grow the Foundation, and 
ensure the sustainability of the organization.

All in all, SDDS is stronger than ever. And 
our Foundation is good, strong and growing. 
(It is only $75 for the annual membership; 
please be a member. And if you haven’t 
donated in the past, please consider giving 
for this year.) More on the Foundation in 
next month’s issue!

The reins have now been given to Dr. 
Margaret Delmore. You are in good hands 
with Dr. Delmore, our Executive Committee 
and the Board… all under the careful 
guidance and wisdom of our Executive 
Director, Cathy Levering.

I enjoyed and loved this opportunity to serve 
as your President.

With my whole heart. Thank you. 

Sincerely,

Nancy Archibald, DDS

Immediate Past President 
Sacramento District Dental Society

SDDS Annual Report

From Your 
2017 SDDS President
A Year in Review of the Sacramento District Dental Society

By Nancy Archibald, DDS
2017 SDDS President

It is the mission of the Sacramento District Dental Society to  
be the recognized source for serving its members and for 

enhancing the oral health of the community.
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CURRENT ASSETS
Cash $269,178

Building Reserves $762,501 

Operating Reserves $508,047

Accounts Receivable $50,321 

Prepaid Expenses $15,215

TOTAL CURRENT ASSETS: $1,605,262 

TOTAL FIXED ASSETS: $107,262 

TOTAL ASSETS: $1,712,524 

LIABILITIES & EQUITY
Current Liabilities

Accounts Payable $13,155

Deferred Revenue $273,298

TOTAL CURRENT LIABILITIES: $286,453 

Equity

Retained Earnings $1,352,879 

Net Income $73,193

TOTAL EQUITY: $1,426,072

TOTAL LIABILITIES & EQUITY: $1,712,524 

DENTIST MEMBERS
ACTIVE: 1,359

RETIRED: 255

TOTAL DENTIST MEMBERS: 1,648

AUXILIARY MEMBERS
DHP (Dental Health Professionals): 63

STUDENTS: 255

TOTAL ALL MEMBERS: 1,722

2017 FINAL MEMBERSHIP (as of 12.31.2017)

2017 FISCAL YEAR END

2017 MEMBERSHIP
BY THE NUMBERS

91%
ENGAGEMENT RATE

126
NEW MEMBERS379

RECRUITABLE 
NON-MEMBERS

ONE HUNDRED
DMD MEMBERS 20001125

20051368
20101530
20151567

MEMBERSHIP
GROWTH

80.7%
MARKET SHARE

RETENTION
 RATE94%

170 AVERAGE GENERAL 
MEETING ATTENDEES

280 COMMITTEE
VOLUNTEERS

20171722
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Construction Management
Remodels and Renovatoins
Tenant Improvements
New Construction

Reaching the Peak
in Building for the
Dental Industry

BlueNorthernBuilders.com  916.772.4192 CA Lic #820947

Dental Tax & Accounting

OnlyDentalCPA.com
Free Consult - Limited Time Offer!

(530) 231-5286
dsholer@cpa.com

ALL-INCLUSIVE: EVERYTHING YOUR PRACTICE NEEDS:

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 and Better 
service.

Dave Sholer, CPA, MBA

It’s time to upgrade to one-on-one proactive service.
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YOU SHOULD  KNOW

DELTA DENTAL SETTLEMENT 
INFORMATION AVAILABLE 
ONLINE
Reprinted with permission from CDA

Dentists seeking information regarding CDA’s 
amended settlement agreement with Delta 
Dental can find all related information posted 
at DeltaDentalofCaliforniaSettlement.com. A 
hearing on final approval of the agreement is 
scheduled for late April.

PROPOSED BUDGET WOULD ALLOW MEDICARE  
BENEFICIARIES TO CONTRIBUTE TO HSAS
On its website, CNBC (2/14, Mercado) reports that a provision included in President Trump’s 
proposed budget “would permit Medicare beneficiaries to make tax-deductible contributions 
to health savings accounts.” The article says this represents a departure from current law, 
because “the IRS doesn’t allow those on Medicare to contribute to HSAs.” HSAs offer “triple-
tax savings” since contributions are tax-deductible, they can grow tax-free, and withdrawals 
aren’t taxed as long as they are used for qualified medical expenses, such as dental care. The 
piece adds that “the proposal offered few details as to how this would work,” and it remains to 
be seen “whether this provision will be supported in Congress.” 

DENTISTS WITH DEA NUMBERS MUST BE  
REGISTERED WITH CURES 2.0 
Reprinted with permission from CDA

“All health care practitioners authorized to prescribe or dispense Schedule II-IV controlled 
substances were required to register to use CURES 2.0 no later than July 1, 2016,” the Dental 
Board of California reminds dentists in an email distributed late January. California’s Controlled 
Substance Utilization Review and Evaluation System, or CURES 2.0, aids prescribers and 
dispensers in identifying fraudulent activity and is intended to reduce prescription drug abuse 
and diversion without affecting legitimate medical practice or patient care. Prescribers will 
soon be required to check a patient’s prescription history in the CURES 2.0 database prior 
to prescribing a Schedule II-IV substance in certain situations, with some exemptions. The 
dental board “encourages all licensed dentists who hold a DEA registration to take measures 
immediately to ensure they are in compliance with this CURES 2.0 registration requirement.” 
One of the following browsers is required to access CURES 2.0: Microsoft Internet Explorer 
Version 11.0 or greater, Mozilla Firefox, Google Chrome or Safari. 

Register to access CURES 2.0 at https://oag.ca.gov/cures. For CDA resources on CURES and 
opioid pain management, visit cda.org/opioid. For assistance with CURES 2.0 registration, 
contact the CURES helpdesk at 916.227.3843 or cures@doj.ca.gov.

WE HAVE TWO NEW VENDOR 
MEMBERS - HEALTH NET AND 
PARC STUDIO
See Pages 44-45 for a listing of 
all our Vendor Members and what 
services they have to offer.

NATIONAL  
PUBLIC  
HEALTH WEEK  
is here again, April 2–6, 2018!
On Wednesday and Thursday of that 
week, check out #SacPublicHealth to 
join Sacramento County Smile Keepers in 
promoting oral health in our community with 
tweets and Facebook posts covering 1st 
Tooth, 1st Birthday, fluoridation and visits to 
the dentist.

DID YOU FORGET TO PAY YOUR DUES? It’s not too late, but there’s a $100 charge after April 1st

CDA PRACTICE SUPPORT  
IS HERE TO HELP YOU
cda.org/resources - Requires member login.
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By Melinda Heryford, MBA
Dental Practice Management Consulting

While working in dentistry 
over the last three decades 
Melinda understands what 
it takes to make a dental 
practice successful. The prac-
tice that excels is the one 
with the most present and 
clear leadership, specific step-
by-step business systems, and 
a team that holds themselves 
accountable for executing the 
specific routines for improved 
results and growth.  Melinda 
is known as the “Practice 
Implementer,” in practice 
development strategies and 
implementing best business 
practices in four specific areas:  
practice systems, empowered 
people, financial acumen, 
and satisfied patients.

Melinda brings her busi-
ness expertise along with 
years of practical experi-
ence to inspire change and 
transformation.  Melinda’s 
primary focus is building 
dental teams that produce 
outstanding results. Her sys-
tem for developing doctors, 
employees and managers, is 
based on acquiring core prac-
tice knowledge and building 
leadership, communication 
and relationship skills, for 
Exceptional Performance. 

Melinda holds an M.B.A. 
from the School of Manage-
ment, University of Califor-
nia, Davis. 

With apologies to Charles Dickens, this is A 
Tale of Two Dentists.

In Charge of an Underperforming 
Dental Practice
Meet Dr. Able. He’s the sort of dentist 
everybody knows and likes; a skilled 
clinician, highly responsible, incredibly 
personable. His staff members respect him, 
and he takes running his business extremely 
seriously. That’s why arriving at his practice 
brings on a stabbing headache. 

Expenses are high. PPO reimbursements 
seem to be lower every day, and every month, 
he finds himself staring at a growing pile of 
invoices, student- and practice-related debt, 
supply expenses, and payroll.

It’s only predictable, then, that Dr. Able, has 
tunnel vision, and it’s focused on the bottom 
line. When he goes to sleep at night, he sees 
dollar signs and, and honestly—it’s for all 
the right reasons. He knows his practice 
can’t survive if it can’t meet its financial 
obligations.

But every day at Able Dental feels like 
a tornado of emergencies. And not just 
the kind that land a patient in a chair 
unexpectedly (although those also happen) 
setting everybody’s hair on fire for the rest of 
the day, causing scheduling disruptions, care 
delays, grumpy patients, and all manner of 
chaos downstream. Some days it’s a parade 
of assistants and hygienists walking up and 
down the hall in search of a curing light or 
digital sensors. Sometimes it’s billing issues. 
Sometimes it’s “chair myopia”—seeing only 
the patients in the room, forgetting about 
those backed up behind them.

In a word, Dr. Able is frustrated. In his view, 
he’s hired highly experienced, competent 
staff to do their jobs, and they’re letting him 
down. Why can’t everybody get it together? 
Why isn’t this practice succeeding? 

He believes he’s communicated his vision: 
“Produce more. Waste less. Do your jobs. Be 
more efficient. Make more money. Then we’ll 
all succeed.” 

Dr. Abel desperately wants to do a better 
job of managing his practice. His heart is in 
the right place. He’s invested so much in his 
education and in technology. He has all the 
right stuff. 

But here’s the hard truth: He isn’t actually 
managing his practice…yet. Right now, he’s 
just in charge of it.

What’s Management?  
What’s Being in Charge?
The difference between management and 
being in charge is significant. Management 
is being able to rely on expectations: It’s 
predictability. Until you can say with 
relative certainty that, under conditions X 
and Y, the outcome will be Z, you don’t have 
management. You have somebody in charge 
of telling other people what to do. 

By focusing on his team’s job duties in 
isolation and on the numbers—neglecting 
systems, processes, and the people in his 
practice—Dr. Able is, sadly, unintentionally 
setting up his practice for the chaos that will 
perpetuate a downward spiral.

The Dental Practice Management 
Best Practices of Dr. George
Meanwhile, across town, Dr. George arrives 
at his practice every morning and huddles 
with his staff for fifteen minutes to make sure 
everybody is on the same page; their mood is 
enthusiastic and excited. Everybody is all-in 
and eager to get to work.

Then he hits his office for a few minutes to 
review the practice’s numbers, which are 
seamlessly integrated in information systems 
that give him instantaneous visibility into 
every aspect of the business, from purchasing 

Practicing the “Mighty Three” Power Plan

Are You Leading Your Practice,  
or Are You Just “In Charge”?

CUTTING EDGE DENTISTRYPRACTICE MANAGEMENT
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to supply levels to appointments to accounts 
receivable. This brief snapshot is a happy one. 

Dr. George’s practice is in year three of top-
line and bottom-line growth. Six months 
ago, in fact, Dr. George was able to hire 
a practice manager who handles the day-
to-day operational details of running the 
practice, which frees him up to do what he 
needs to do: Produce.

Three years ago, Dr. George embarked on 
a journey to transform his practice, and he 
did so in response to falling reimbursements 
and threats from the rise of DMSOs. He 
understood he was not in practice alone—
that people, not procedures or productivity, 
are the heart of a dental practice—and that 
people includes patients. 

Once he had that epiphany, Dr. George 
began the process of practice transformation 
by taking three critical steps:

1) Set the vision. 
A vision statement is stated in the present 
with an end destination in mind. Dr. 
George’s vision statement was, “We are 
creating a business in which dentistry is 
improving people’s lives. Because our team is 
all in, loves coming to work, works together 
seamlessly, and our patients are happy, 
healthy, and confident.”

2) Focus on aligning people  
with the vision. 
From the team to vendors to patients 
themselves, Dr. George’s practice centers 
every activity, every day, around fulfilling 
improving people’s lives. Eff iciency, 
productivity, and the top- and bottom-line 
are secondary goals that serve the larger 
vision—not the other way around.

3) Create and follow a  
clear execution plan. 
Vision without action is a dream, not 
business. To support his vision, Dr. George 
began systematically supporting the people 
who could turn his vision into reality by 
ensuring he gave them systems and processes 
they need to create a consistently great 
patient experience. Among them:

a) Communication: A daily huddle, 
a monthly team meeting, and frequent 
one-on-one performance checks to see 
what team members need to support 
their efforts

b) Roles and responsibilities: 
Clearly documented, step-by-step, 
checklists and procedures outlining who 
does what, when, how for every normal 
daily practice operation, and (critically) 
even for those unexpected emergency 
situations that are constantly knocking 
Dr. Able’s staff off-balance.

c) Discipline: The unwavering 
commitment to following an action 
plan and regularly checking back on 
strategic initiatives is critical to practice 
transformation.

Dr. Able is struggling with the feeling he 
hasn’t yet reached peak performance, while 
on the other side of town, Dr. George is 
predictably practicing the “Mighty Three” 
steps of his power plan. He arrives at the 
practice each day feeling great because he, 
his staff, and his patients are living their 
potential according to his vision. The team 
feels confident in their ability to change 
patients’ lives, helping them become, reach 
and maintain health and enjoy the self-
esteem that a beautiful smile supports. 
The end result: everyone in Dr. George’s 
practice is fulfilled because their focus is on 
health, happiness, and personal fulfillment, 
with systems in place to support the vision. 
That’s the backbone of management; success 
naturally follows.  

It was the best of times, it was the worst of times, it was the age of 
chaos, it was the age of information, it was the epoch of systems, it 

was the era of flying by the seat of the pants…
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By Olivia & Kerry Straine 
Straine Consulting

Kerry K. Straine, President 
and CEO of Straine Con-
sulting, holds a Bachelor of 
Science in Business Adminis-
tration with a concentration 
in Accounting and has been 
in business and financial 
management for more than 
thirty years. It was Kerry’s 
education and experience 
in accounting that led to the 
development of The Straine 
Management System™, the 
premier platform that pro-
vides strategic planning, 
leadership and team devel-
opment, policy and manage-
ment system design, training, 
monitoring and coaching for 
dental professionals through-
out the United States and 
Canada. 

Olivia McLeod Straine, Vice 
President of Straine Con-
sulting, earned a Bachelor of 
Arts in Psychology from the 
University of Hawaii and a 
Bachelor of Arts in Commu-
nication from Sacramento 
State University. Olivia 
develops the concepts and 
writes the workbooks for the 
widely-attended seminars 
and workshops that Straine 
offers. She is also known for 
writing the popular monthly 
Practice Tips™ and Ask The 
Coach column in the Privi-
leges eNewsletter.

Welcome to today’s world where daily rudeness 
is the norm and respect is a one-way street with 
Travis Bickle types spewing, “You talkin’ to 
me? You talkin’ to me? You talkin’ to me?”

What happens when this happens at work? 

When rudeness feels like a threat, it occupies 
cognitive resources and focuses our attention 
on processing the unpleasant interaction, says 
Amir Erez, a management professor at the 
University of Florida. Dr. Erez’s research on 
the work environment at hospitals found that 
such cognitive drain can lead to potentially 
devastating outcomes for patients.

A recent study of twenty-four medical teams 
from four neonatal intensive care units in Israel 
documented that teams exposed to rudeness 
displayed lower capabilities in all diagnostic 
and procedural performance metrics, markedly 
diminishing the infant’s chances of survival. “The 
results were scary,” says Dr. Erez. “The teams 
exposed to rudeness gave the wrong diagnosis, 
didn’t resuscitate or ventilate appropriately, didn’t 
communicate well, gave the wrong medications 
and made other serious mistakes.” The findings 
were clear: teams exposed to rudeness don’t share 
information as readily and stop seeking help 
from their teammates.

Research confirms that people who experience 
rudeness at work are less likely to seek or accept 
feedback, discuss errors and speak up about 
potential or actual problems, and even without 
an intimidator in the room, they work in a 
cloud of negativity and are unable to do their 
best. Belittling and demeaning comments, 
insults, backbiting, and other rude behavior 
can deflate confidence, sink trust and erode 
helpfulness — even for those who aren’t the 
target of these behaviors.

Incivility literally destroys organizations 
from within and once it occurs it’s easy for 

negative thoughts to seep into people’s heads 
and stay there, translating into even more 
negative behavior. A little civility goes a long 
way, though, enhancing a team’s performance 
by increasing the amount of psychological 
safety that people feel. Google research found 
that psychological safety improves general 
team performance and that who was on a 
team mattered less than how team members 
interacted, structured their work and viewed 
their contributions. Employees on teams with 
more psychological safety were more likely to 
make use of their teammates’ ideas and less 
likely to leave Google. They generated more 
revenue for the company and were rated as 
“effective” twice as often by executives.

In Mastering Civility, Christine Porath 
explains that “Civility in the fullest sense 
requires something more: positive gestures of 
respect, dignity, courtesy, or kindness that lift 
people up.” Research confirms that leaders set 
the tone and when they treat members on their 
team well and fairly, the team members were 
more productive individually and as a team. 
They were also more likely to go above and 
beyond their job requirements. 

One of the greatest leaders of all time was 
our first President, and by age sixteen George 
Washington had copied out by hand, 110 Rules 
of Civility & Decent Behavior in Company 
and Conversation, which is a wonderful 
reference for people who have forgotten what 
civility looks like in action. Go ahead, practice 
the first rule today, “Every Action done in 
Company, ought to be with Some Sign of 
Respect, to those that are Present,” and watch 
your organization become the place where 
people experience a culture of civility and grow.

Remember, civility is a choice each of us makes 
and can even have life or death consequences.  

YOU TALKIN’ TO ME?
Why Civility Matters 

Do you regularly neglect saying “please” and “thank you” to people you 
interact with throughout the day? Do you typically give people the “cold 
shoulder” when they are trying to talk to you? Do you think it’s OK to 
blow up at others simply because you’re feeling stressed?

CUTTING EDGE DENTISTRYPRACTICE MANAGEMENT
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Contact Us For More Informtion
(916) 358-3825  •  office@thefade.org  •  thefade.org

The FADE Institute, 4995 Golden Foothill Parkway, Suite 100, El Dorado Hills, CA 95762  

The newest educational institute for allied dental education, the FADE Institute, is pleased to announce the approval of 
our latest offering – the Orthodontic Assistant Permit (OAP).  Our program is approved for both RDAs and DAs to obtain 
the educational requirements necessary to qualify to apply for and take the OA Permit examination.

Our Orthodontic Assistant Permit Program is offered to all allied dental professionals. As a current RDA, the program 
consists of 55 hours of didactic, laboratory and clinical requirements.  As a working DA, the program consists of 84 
hours and requires completion of certain certification courses prior to entry into the program. All clinical requirements 
may be completed in your dental practice and the last day of the program will be dedicated to preparing you for the 
State Board written examination, including helping you complete your application.

Our Board-approved course will prepare you to:

New Orthodontic Assistant Permit Program 
Available for RDAs and DAs

Our program offers RDAs and existing RDAEFs an affordable opportunity to 
complete the education and qualify for licensure to perform procedures such as:

• Cord retraction
•	 Taking	final	impressions	for	permanent	restorations
• Adjust and cement permanent indirect restorations
• Perform oral health assessments and preliminary evaluations 
•	 Place,	contour,	adjust	and	finish	all	direct	and	indirect	restorations

The Next Generation of Licensure: the RDAEF2

Dedicated to continuing education and lifelong learning, the FADE Institute’s programs and courses offer professional 
development opportunities for the entire allied dental team. Our EF2 program is self-paced and affordable while 
offering comprehensive education, testing, and clinical competency assessment in preparation for licensure as a clinical 
restorative provider.

To view our schedule of courses and to register for a class, visit our website at www.thefade.org.

Our Next 
EF Class Begins July 14, 2018!

• Prepare teeth for bonding, select, preposition, and 
cure orthodontic brackets 

• Remove only orthodontic brackets and attachments 
with removal of the bonding material by the 
supervising licensed dentist

•	 Size,	fit,	and	cement	orthodontic	bands
• Remove orthodontic bands and remove excess 

cement from supragingival surfaces of teeth with a 
hand instrument

• Place and ligate archwires



By JoAnne Tanner, MBA 
Tanner Management

JoAnne Tanner, MBA is one 
of the nation’s leading influ-
ences of innovative directive 
consulting for dental practic-
es. She lives in Sacramento 
California and has strategi-
cally impacted the success of 
dental practices nationwide.  
Whether you would like to 
fine tune your office proce-
dures and systems, enhance 
your teamwork or effectively 
improve your bottom line- 

The Tanner Management 
Team can customize a Den-
tal Practice Management 
Program Designed to Meet 
the Specific Needs of Your 
Dental Practice. 

For a complimentary consul-
tation:    ~JoAnne  916-791-
2720  www.TannerMgmt.
com

Pearl #1: Does your Team know how to 
win in your organization? Have you ever 
stopped to consider why games, from video 
games and board games to sports games and 
even gambling, are so popular? People love 
to win, they love to be good at something, so 
games of all sorts and kinds are everywhere 
we look. To be good at a game one must 
know the rules, the object of playing, 
and finally how does one know who won! 
Without these key instructions, the game 
becomes just an activity and for many people 
very uninteresting very quickly.

Does your Team know the rules? Do 
they know the object of working in your 
organization? Do they know what they must 
do to win? Successful organizations develop 
a written Vision and Statement of Values 
and Beliefs that spell out the “rules”. These 
statements help each person understand 
how what they do individually each day 
contributes to the organization, patients, and 
ultimately the community. The vision should 
also include what it will look like and feel 
like when the organization is winning!

Giving your Team direction leads to clarity 
of purpose which leads to happy Team 
members, more streamlined services, less 
wasted effort, and the best part of all…
Happier Patients that enjoy the experience, or 
the feeling of the practice and look forward 
to their next visit!

Pearl #2: In today’s world of “data at your 
fingertips” do you know the Key Vital Signs 
of your business? Many dentists live and die 
by production, collection, and new patient 
numbers. Each year we hope these numbers 
will go up assuming we must be doing well 
if these numbers continue to raise in the 
double-digit percentages, right? Wrong, 

maybe dead wrong! One dental business we 
worked with had a wonderful production rate 
and the doctor loved sharing this very high 
number with everyone! After some additional 
analysis, yes, the production number was 
high but the collectable production number, 
or net production was nearly 30% less! 
Another doctor we encountered decided 
he wanted to own the ‘New Patient King’ 
title. He sent direct mail, had radio and tv 
ads running, bill board advertising and yes, 
phone book advertising! The new patient rate 
soared through the ceiling, in fact I have 
never seen one to match it! Still something 
did not feel right, with all the new patients 
why was production going down? Some data 
analysis showed, 1 in 20 new patients had 
an appointment or came back for a second 
appointment! Further analysis indicated 
existing patients that had been served for 
years where dropping out! Measuring is 
a balancing act, we need to know Patient 
Retention, Patient Fallout, Net Production 
and Net Collection, New Patients, Chair 
Utilization, Team Utilization, Overhead 
Costs (both fixed and variable) along with % 
of Dollars towards Reinvestment. When the 
vital signs are not known stress and anxiety 
become part of your everyday life.

Pearl #3: The Value of Regular Team 
meetings are essential for all successful 
practices. Weekly, Monthly and quarterly 
Team meetings are an investment in Moral/
Culture, Higher Patient Service Rates, Better 
Flow and greater ROI on the Team, your 
highest cost of business!

Dental Supplies and Dental lab costs are 
expensive, as well as Equipment and the 
building they are housed in! Dentist spend 
thousands of dollars on the supplies, labs, 

FOR YOUR 
PRACTICEPEARLS

CUTTING EDGE DENTISTRYPRACTICE MANAGEMENT
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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) 

EVERYONE FOR VETERANS

SDDS is partnering with the national program, Everyone for Veterans, to 
provide care for COMBAT veterans and their families who cannot afford, 
nor have military coverage, dental care. Can you adopt a vet? Hope so! 
Call SDDS (916.446.1227), or email us (sdds@sdds.org), to help us 
with this wonderful program.

For More Information: everyoneforveterans.org/for-dentists.html

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)

equipment and buildings they feel will help them care for patients. 
Sometimes though, the most expensive asset in the dental office 
receives the least investment, in time as well as money! What is 
that asset? The TEAM! Daily huddles, put everyone on the same 
page in the morning! Our patients are greeted by a Team prepared 
to work, and they have a plan. Weekly Team meetings provide 
an opportunity to follow up on new tasks or procedures being 
implemented, gain feedback from each department, and discuss 
cross department needs and flow. Quarterly all day All Team 
meetings are a time to have in depth training in issues from new 
equipment to better patient communications, better hand offs, up-
serve techniques, and most importantly, training on how we win 
the game as a Team!

Many doctors complain about the cost of Team meetings and 
why in the world do we have to have so many? Those who could 
see Team meetings as an investment have enjoyed a return on 
investment in less stress, more productivity, greater patient loyalty, 
greater Team member loyalty, more Team member engagement, 
satisfied returning patients and yes, much more revenue! It will be 
one of the best investments you will ever make!

My recommendation of “what NOT to do” or “be careful” advice

Avoid cherry picking management systems and styles.

A wonderful characteristic many dentists have is Education and 
Continued Learning (“CE”). Seeking help from courses, advisors 
and books just comes naturally as they seek to improve their dental 
skills/offerings and the management or patient touch systems in 
their organizations. 

Resist the temptation to manage by the book of the month or the 
consultant of the month. Find a management style and or system 
that fits your vision and core beliefs and stay with it for at least a 
year, then review. Over the years I have heard from dental Teams 
time and again, “oh another consultant, I wonder how many weeks 
doc will be on this kick?” 

We recommend a full Team approach, invite the Team to learn 
about and be part of directing the progress of the organization, but 
whatever you choose to do, give it a good trial, review, and choose 
your course, don’t let it choose you!  
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Not only did this provide me with an existing 
loyal patient base, knowledgeable staff, 
known location, established reputation and 
incoming cashflow, but a huge advantage 
was being in alignment with and respecting 
the outgoing dentists’ practice philosophy 
as we belonged to the same study clubs and 
schools of thought. These provided a solid 
foundation to build upon while morphing 
and creating the practice of my dreams. 

Some key elements to consider when buying 
any practice are your preparedness on these 
different fronts - 

• Self ready

• Staff ready

• Patient ready

• Systems ready

• Equipment ready

Self ready would encompass mentally, 
financially and in the bigger picture of 
life vision and balance. Knowing what 
your long term goals are for yourself 
professionally and personally is a necessity 
in timing, size, location and philosophy of 
your ideal practice. There are numerous 
evolving models of dental practice in our 
current environment and being aware of the 
intricacies of a single owner vs group owner 
vs corporate model is imperative towards 
making the right choice for yourself. 
This will be one of the most important 

professional decisions of your life and 
doing your due diligence in the initial stages 
will lead to a more content and satisfying 
professional journey. 

Staff ready to me means having the right 
people on the team and having them in the 
ideal roles for them to function to the best 
of their ability for the betterment of the 
entire team. Change invariably brings along 
some anxiety. Staff that have been part of 
a team for a long time are used to doing 
things in a certain manner. Moving their 
cheese brings with it fear of the unknown. 
Some ways to allay these fears are to meet 
with the whole team to introduce yourself, 
your beliefs and vision as well as your 
immediate plans for the practice. Following 
this up with individual meetings with each 
team member prior to your transition 
allows for open dialogue and a smoother 
transition. These meetings provide essential 
information on things that are working 
in the practice and other areas that might 
need improvement. Knowing from the 
onset which team members are assets to be 
retained and ones that might not be, allows 
for a fresh and clean start. The relationships 
of team members with patients are essential 
for goodwill, but it is also important to be 
able to nip any areas of discontent amongst 
staff at the onset if possible.

Buying an existing functional practice with 
a loyal patient base after you have had expert 

The Challenge of 
Buying a Practice

By Nikki Chauhan, DDS 
SDDS Member

Dr. Chauhan has lived and 
practiced in the Greater Sac-
ramento region since the year 
2000. She graduated dental 
school in 1998 and bought 
her practice in the Pocket- 
Greenhaven area in 2013. 
Providing the highest level 
of comprehensive dental care 
in a nurturing environment 
are her goals. She makes a 
conscious and concerted ef-
fort to continue learning and 
honing her skills as a dentist 
while striving to maintain a 
healthy life-work balance.

So you are at that juncture of life where you are ready to make the 
leap and buy your own practice…? If you are on a path similar to 
mine, you took a few years to figure out the right choices for you… 
build a practice from scratch, join a group practice or a company 
or buy an existing practice. As we are well aware, all of these come 
with associated pros and cons and no one choice is the right one for 
all. For me, buying an existing practice seemed the natural transition 
after I had associated in some wonderful practices over the years 
and gleaned some business acumen, none of which was taught in 
my years in dental school. 

AND MAKING IT YOUR OWN
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economic projections done, makes for a 
patient ready practice with predictable cash 
inflow. It is therefore imperative to transition 
the patients in a manner that instills 
confidence in the new provider. Sending a 
joint letter of retirement/introduction to the 

patients ahead of the transition and maybe 
hosting an open house in conjunction with 
the retiring dentist makes for a first point 
of contact and familiarization that is non 
clinical and social in nature. This amounts 
to a show of faith and confidence in the 
transition from their old dentist to the 

incoming one. My goal for my first year was 
to retain and maintain. This meant making 
an attempt to meet every patient during 
their hygiene appointments and making a 
personal connection with them if possible. 
Using my morning huddles to familiarize 
myself with not just their dental needs, but 
also their personal details helped with a 
higher retention rate than usual. 

While evaluating the practice to make sure 
it is systems ready, see what is working and 
what could use improvement. There are 
enough moving parts and pieces during 
a transition that if systems are working 
well, it might be best to continue with 
them initially and introduce improvements 
gradually. This also allows you the time 
to analyze these systems during daily 
functioning and make changes as needed 
while allowing the staff and patients to get 
a sense of continuity and familiarity. On the 
other hand, developing your brand and logo 
from the onset is key to creating a unique 
identity and vision for your practice and a 
path and goal for your team.

Equipment and materials ready might 
be the easiest of all to implement when 
buying a practice. You have just incurred 
a huge expense and taken on a loan. 
Keeping your practical hat on, evaluate 
what pieces of equipment you must have 
and cannot function without and spend 
your resources on them wisely. We are 
surrounded by numerous options out there 
and a careful inventory and observation of 
the functioning of the practice will allow 
for allocation in areas that might have the 
best ROI in the long run.

You have worked hard to get to this point 
in life and the ongoing journey is certain 
to be rewarding and challenging in equal 
parts. Having a network of like minded 
professionals to connect with is going to 
be one of your most invaluable resources. 
Congratulations and let the fun times roll!  

Getting faster 
Internet, phone 
and TV from 
one place.
My Dental Office
can’t object
to that.

Restrictions apply. Not available in all areas. Call for details. 
© Comcast 2017. All rights reserved.

A full range of services, 
all from one provider.

Whether it’s helping your 
business run more smoothly 
or delivering a better client 
experience, our Internet, WiFi, 
phone, and TV can raise the 
bar for any business.

Visit comcastbusiness.com
or call Lisa Geraghty at (916) 817-9284

Keeping your practical hat 
on, evaluate what pieces of 
equipment you must have 

and cannot function without 
and spend your resources on 

them wisely. 
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By Nimrat Heir, DDS
SDDS Member

Dr. Heir completed her den-
tal program at University of 
Detriot Mercy in Michigan. 
She went on to graduate 
with Masters in Orthodon-
tics from Columbia Univer-
sity in New York. She has 
been practicing orthodontics 
for children and adults in 
various practice setting. She 
opened up her own practice 
last year. 

Through many years in private practice, 
I had a lot of clinical experience but little 
business experience when I started my 
own practice. I had the choice of buying 
an existing orthodontic practice to starting 
one de novo. I opted for the latter as I could 
develop my practice the way I wanted from 
the start, implementing the “best practice” 
philosophies I had learned through the years.

In reviewing the process, the following are 
important considerations:

Vision
Have a clear vision of what you want your 
practice to look like three, five and ten years 
from now.

• Understand that your practice will 
change and your processes have to change 
as you grow. The more detailed you are 
with your visualization, the better your 
subsequent action plan will be.

• A book I strongly recommend that 
everyone reads is The E-Myth Manager 
Revisited. 

Next, outline a detailed action plan to bring 
your dream blueprint into life. 

• An example of an action plan might look 
as follows:

Location
Considerations might be where you want to 
live, commute time, right patient population 
(economic feasibility + demand) for the kind 
of dentistry you like to perform, competition 
in the area, projected population growth for 
the draw area for your business, etc. This is 
probably the most important factor for long 
term sustained success.

Finances for Property
In general it is considered that opening a new 
dental office will run you a tab of $500,000 
most of which goes to building the office 
(tenant improvements), equipment, and 
working capital. 

• Keeping your debt low is key so consider 
building up to your dream practice in 
phases 

• Do your homework in all aspects of 
spending money ie: equipment, leasing/
buying office space, working capital 
etc. before starting so you don’t make 
expensive mistakes

• Talk to friends, colleagues, mentors for 
what has worked the best for them 

• An area where you can save big is if 
starting on a small budget: 

-  Find a landlord who is willing to share 
in the tenant improvement cost

Out on My Own…

Starting a dental practice can be a challenging and an unnerving 
process but at the same time an invigorating experience. Prior to starting 
my own orthodontic specialty practice, I worked as an orthodontist in 
practices ranging from single practitioner dental offices to corporate 
dental offices as well as being an associate orthodontist in private 
orthodontic practices. 

CUTTING EDGE DENTISTRYPRACTICE MANAGEMENT
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-  Find a vacated dental space 

-  Build your office in a way that it can be shared with another 
dentist or specialist

-  Keep office design simple at first and upgrade as income increases

Equipment and Technology
Understanding what your equipment and technology will do for you 
and how it works is important so that you do not purchase features on 
your equipment that you will never use.

• Do your homework. Bigger suppliers like Patterson, Burkhart and 
Henry Schein may have some bundle equipment deals or in-house 
financing that you can benefit from. 

• You probably want to consider established companies for your life 
line equipment like chairs, x-ray units, compressor/vacuum system 
because they will have better maintenance and warranty plans. 

• Also look at smaller/start up vendor for other items like curing light, 
instruments, disposable etc. Your first curing light does not have to 
be the top of the line brand name item if you can buy something 
reasonable for one-third the cost from a lesser known brand.

-  Remember, technology moves fast and the latest, greatest item 
will become old quickly. 

• Software can be tricky. Depending on how computer savvy you 
are. It is worth the money to invest in reliability. 

• Lastly, buy what you need, not what you think you need. You can 
add to your inventory every month as revenue flows in.

You are the captain of your ship. Take the time to develop systems 
and protocols needed to run the office and the marketing strategies in 
order to grow your practice. Marketing is probably the hardest area of 
a practice for anyone starting out to develop as we all have little to no 
education on this topic. Again research, talk to friends and mentors and 
see what has given the best results in your area demographic because if 
you are careless it can eat up a lot of your budget. Fortunately, statistics 
show that a very small percentage of dental businesses fail. Personally, I 
have observed growth occurring in offices despite staff turnover when 
they have strong management and marketing systems in place. So, have 
fun, work hard with patience and know that you will be successful. 

Thinking about 
Selling your Practice?

Concerned about this  
unique journey,  

your reputation, your staff,  
your patients, your legacy?

Realizing the desired outcome is possible. To achieve 
this result, you require the best advocate to guide 
you through this complicated maze while protecting 
your interests both pre and post-sale. You need 
Professional Practice Sales to shepherd you through 
this event. 

We are highly regarded and trusted. We employ a very 
strong “risk management” application. Our pre-sale 
prep work creates a complete tool box for phenomenal 
efficiencies and transparency. Our practice staging is 
simply the best. We give you the information you need 
to understand this journey and we minimize your tax hit.  

Scripting and managing the process from concept to 
desired outcome is a crafted art. It is something we  
have honed over 52 years of serving the California  
Dental Community.    

Do we understand  
Today’s Marketplace?  

Absolutely! 

of The Great West

Raymond & Edna Irving

415-899-8580 
Ray@PPSsellsDDS.com

www.PPSsellsDDS.com
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In the following paragraphs, I will offer 
several thoughts and ideas on the group 
practice oral health delivery model. The 
mode, means and benefits for a group 
practice come in many forms. For example, 
there is no reason to believe the benefits 
to doctors practicing in the same location 
cannot extent to a network arrangement, or 
in my circumstance, to the bond we establish 
over the years with our referring colleagues. 

The orientation of group practice is 
collaboration. The collaboration benefits all 
parties in the relationship. Doctors, clinical 
teams and most importantly our patients are 
the beneficiaries.  

The trust and respect that comes from 
collaboration builds collegiality. We are 
faced with unique challenges and patient 
dilemmas. Uncertainty, ambiguity about 
procedures and anxiety about care remain 
ever-present in the mind of both the young 
practitioner as well as seasoned master 
clinician. Professional development is life-
long. We can always learn. A clinical practice 
where trusted colleagues can readily review a 
care plan is invaluable. Group practice affords 

a daily opportunity for doctors to apprehend 
knowledge, skills and technique from their 
peers, an essential element for professional as 
well as organizational development. 

Mentorship is inherent to the group practice 
oral health delivery model. Mentorship 
furnishes doctors early-on in clinical practice 
and throughout their career the opportunity 
to gain new knowledge and hone skills 
beneficial to their patients. Likewise, many 
doctors, particularly those with well-
established practices find gratification in 
sharing their knowledge and experiences 
with colleagues. Both the mentor and mentee 
gain from the interaction. Camaraderie bred 
by mentorship coupled with professional 
development is fulfilling and rewarding for 
all concerned. 

Practice guidelines bring clarity to roles and 
responsibilities. Team members are better 
calibrated to clinical and administrative 
processes because managing a sophisticated 
health care organization, such as a dental 
practice, is not easy given an ever-changing 
landscape for healthcare systems and 
insurance reform. The complexity and 
combination of payer relationships and 
regulatory requirements can place undue 
stress on an individual doctor, and thereby 
adversely impact the dental practice. That 
there is clarity on administrative roles, 
responsibilities, and lines of authority 
make the group practice better organized. 
This enables the doctor partners to 
share duties, manage functional areas or 
delegate administrative competencies to a 

The Evolving Group 
Practice Model

By Reza Fouladi, DDS, MD 
SDDS Member

Dr. Fouladi is a diplomat of 
American Board of Oral and 
Maxillofacial Surgery. He at-
tended dental school at USC, 
and completed his oral sur-
gery and medical training at 
University of Florida, Jack-
sonville. He is the medical 
director of Sacramento Oral 
Surgery with four locations.

In medical education, it is the team that teaches. No one individual is 
more important than another; everyone contributes; all gain together. 
Diversity of knowledge and skills are a strength. The relationship is one 
of engagement and collaboration. There is a commonality of purpose 
circumscribing the patient.

TIME TO TAKE A SECOND LOOK! 

Diversity is a strength. The 
team teaches. The Group 

learns. Our patients are the 
beneficiaries.
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business partner. Organizational structure 
is important. Some doctors may take on 
leadership roles, while most will prioritize 
patient care. 

The monetary concerns of the practice are 
shared by the doctor partners. Additional 
financial burdens are not placed on 
individuals already stretched from education 
loans or personal need. 

Whether an individual is saving to purchase 
a house, fund a college education, or 
retire, a group practice can accommodate 
individuals with all type of personal or 
family circumstances.

Other benefits to doctors, staff members 
and patients associated with a group practice 
may include the following; shared call and 
emergency care by trusted peers, improved 
appointment availability and convenience, 
staff opportunities for continuing education 
and professional growth, and care continuity 
for the dental practice. 

Our oral surgery group practice with multiple 
locations affords referring colleagues and 
their patients ready access, availability and 
convenience- especially in urgent situations 

involving pain or infection. Administrative 
team members with the facility to manage 
and resolve daily challenges allow our 
doctors to focus on the care of their patients. 

For a group practice to sustain and indeed 
thrive, all team members must share a 
common mission, vision, core values and 
practice philosophy. Recruiting doctors 
who share the same common core values 
in a group practice may prove to be a 
challenge, but it is essential to success. Long-
term group practice relationships require 
communication, selflessness, adaptability, 
compromise, patience, and understanding. 

For a group practice to f lourish, team 
members are obliged to openly share ideas, 
respect diversity, challenge opinions, and 
commit to group decisions, all while holding 
to a purposeful strategy. We recognize our 
group practice teammates require work life 
balance. Personal need may require some to 
practice 3 or 4 days of the week instead of 
the requisite 5. Professional concentration 
on clinical versus administrative or even 
scholarly activities may also require some 
accommodation. 

Team members may offer differing opinions, 
perspectives or knowledge on the development 
of clinical or administrative guidelines. Input 
from a diversity of individuals is necessary 
prior to the implementation and integration 
of new policies, protocols and guidelines. 
Multiple locations and doctors add to the 
complexity. Clinical and administrative 
team support is essential to the structure of 
the group practice. Decisions are made by a 
leadership team rather than a single decision 
maker. I believe however the additional 
vetting benefits the final work product. 
Group practice is amendable to difference. 
Diversity is a strength. The team teaches. 
The Group learns. Our patients are the 
beneficiaries. 

Prior to forming or joining a group practice, 
interview your colleagues. Be sure the 
mission, vision, and core values meet with 
your expectations. Give group practice 
careful consideration. 

Perhaps it is time for a second look!  
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By Steve McEvoy 
Project Manager, MME Consulting, Inc.

Mr. McEvoy is an IT profes-
sional and Project Manager 
working for MME Con-
sulting, Inc., a Sacramento 
based computer company 
that specializes in serving 
Dental Specialists.  He has 
20+ years working hands-
on with the computers and 
technologies used in Dental 
Practices.

If you have any questions or 
would like a little help with 
your Practice you can con-
tact Steve by email at steve@
mmeconsulting.com or (916) 
419-1102.

Hackers are constantly looking for ways 
to steal information. Information is the 
new ‘Gold’ on the Internet. The mention 
of ‘hacker’ conjures up images of a 
mysterious character lurking in a dark room, 
presumably hard at work trying to guess 
your username and password to gain access 
to your information. While this may still 
be the case in some situations, the hackers 
are smart folks, and they have moved on to 
where the real gold is. Rather than hacking 
us one person at a time, they are going after 
the websites were all of our collective online 
information lies.

Do you have an online account with any 
of these sites? LinkedIn, Yahoo, Dropbox, 
Adobe, Target, Home Depot, Comcast, Bell, 
Equifax or Experian? What all these sites 
(and many others I haven’t listed) have in 
common is that they were hacked, and some 
of the valuable information stolen included 
your Username and Passwords for their site. 
Tens of millions of usernames and passwords 
have been stolen. The hackers have realized 
that putting their efforts into breaking into a 
website yields much more information about 
you than trying to hack you directly.

How do you know if your Username and 
Password were breached? 

Can you rely on the hacked website to notify 
you? Some sites, when they discover they 
have been hacked, implement a mandatory 
password change the next time you attempt 
to access the site. Has this ever happened 
to you? You login to a website, and it 
immediately prompts you to verify your 
identity and change your password? It did for 

me a while back when I was using Dropbox. 
What they didn’t point out was that they had 
been breached, and for some period of time 
hackers could have accessed my data. 

Can you even rely on the websites to know 
when they have been hacked? How would 
they know? It’s not like a traditional crime 
where you might see the broken window. 
Companies that aren’t making security a 
principal focus may be completely unaware 
of the breach, and your user information for 
that site might be already out in the wild.

Troy Hunt is a security expert at Microsoft, 
and he’s one of the White Hat hackers on 
our side. He had the great idea to compile 
a list of all the available hacked accounts he 
could find. He scoured the ‘Dark Web’ to 
get copies of the information being sold by 
successful hacks (there is a thriving retail 
market for this fueled by BitCoin). He found 
nearly 5 billion accounts (that’s a B, not an 
M) from 265 known breaches. Then he 
created the website 
“Have I been 
Pwned” (w w w.
haveibeenpwned.
com). That’s not a 
typo, “Pwned” is a 
slang online gaming 
term that roughly 
means “I own you” 
or “I conquered 
you” just like a 
hacker may have. 
His website is free 
to all. You can go 
to the site, enter the 

Is Your Password Already  
Floating Around on the Internet?

Passwords are a pain in the @$$. You need them when you turn your 
computer on, open your practice management software, access your 
email and when you access most any other Internet service like Gmail, 
Pandora, Dropbox, Facebook, etc.  Keeping track of all of them is a 
hassle, and it is human nature to look for shortcuts - many people often 
use the same password for multiple sites.
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username that you may often use online (for 
example most people use their email address) 
and it will tell you if it knows your username 
was leaked in one of the breaches it knows 
about. I tried it with mine, and found my 
information was leaked in the Adobe and 
Drobox breaches. Cr@p.

You can also enter a password to see if the 
password is already in the known hacked 
password list. In the example shown here, 
I am testing the password that Invisalign 
Intraoral scanners use by default. Pwned. 

A word of caution. Should we really trust 
that whomever is behind the website isn’t 
recording all the passwords tried? What if 
they get hacked? My advice is to be careful 
here and NOT test any of your CURRENT 
passwords you use where you have precious 
information kept (like your online bank 
account password). I know this is counter 
intuitive, this is the first password you want 
to test to see if it’s safe. 

Remember the bad habit that people have 
using the same username and password at 
multiple sites? If that’s you, and the hackers 
have got your username along with the 
password when they hacked one of these 
sites, I can guarantee you that these are the 
first things they are trying at other websites 
to see if they can get in (perhaps your bank). 
If the usernames and passwords are the same, 
they get immediate access without even 
needing to take a second guess. It happens 
all the time.

Consider all this carefully. Check the 
email you use typically for a user account 
at HaveIBeenPwnd.com. Perhaps check 
a password you use all the time. If you 
discover you have been Pwn’d, change your 
passwords at all the sites that share that 
username immediately. 

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

www.olsonconstructioninc.com

Specializing in Complete Dental Offices
and Tenant Improvements

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

Dr. Rommel Bal
Stockton, CA
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First and foremost,  
KNOW YOUR WHY!
As Simon Sinek shares so beautifully in his 
TED talk and in his book, “Start With Why,” 
knowing and sharing your “Why” is the 
foundational step toward building a dental 
practice that inspires others. People don’t buy 
WHAT you do, they buy WHY you do it.

Two examples that make a fine distinction 
of the “Whys” are that of two cruise lines.

“We travel to explore, to learn, to understand. 
At Viking, we believe travel should be more 
than just a trip— It should be a doorway to 
cultural insight and personal enrichment.” 
Viking Ocean Cruises

“Fun for All, All for Fun” 
Carnival Cruise Line

Two very distinctive “Whys” that help guide 
decisions and direction for their companies. 
I’m sure that in the Boardroom at Carnival 
Cruise Lines they are not debating about 
how much square footage of their ships to 
designate for a library, nor does Viking give 
any thought to designating space on their 
ships for casinos. They are both crystal clear 
on their “Why.” The more clarity, the easier it 
is to make decisions, including what to invest 
in, who to hire, which services to offer and 
so forth.

Second,  
KNOW YOUR NUMBERS!
Just as you want to be aware and 
knowledgeable about the other “numbers” in 
your life, i.e., cholesterol, B/P, etc., knowing 
the top metrics of your practice are essential 
to being able to act in a proactive manner. 

These are The Essential 7 
Metrics for a Healthy Practice

1. Personal Break-Even
Definition: How much money is needed each 
month for the doctor to be compensated. 
To include salary/draw, taxes, medical 
insurance, retirement funds, etc.

Benchmark: > 25%

2. Gross and Adjusted Production
Definition: Gross production equals 
everything produced and charged at full 
UCR, regardless of ability to collect. Adjusted 
production equals after all adjustments are 
taken, what is “billable.”

Benchmark: < 2% (not realistic if PPOs. 
Then it’s a matter of with each percent 
adjusted, how much more do you need to 
produce to collect what you need to cover 
ALL expenses.)

3. Collection Percentage
Definition: Total amount collected divided 
into gross production/adjusted production.

Benchmark: 100% of adjusted/billable 
production

4. Practice Break-Even
Definition: the total amount of all expenses 
(including Doctor) to run/maintain the 
practice. Personnel/lab/supplies/facility/
loans/leases.

Benchmark: < 65%

5. Treatment Acceptance 
Percentage
Definition: Take all the treatment presented 
in a month, divide by the total amount of 

Practice Management Pearls 
And a Word of Advice! 

By Virginia Moore 
Moore Practice Success

As a consultant, speaker and 
author, Virginia Moore has 
contributed strongly to the 
dental profession by work-
ing with dentists and their 
teams, other consultants and 
dental professionals directly; 
in harmonizing capacities. 

Virginia is a contributor to 
ADA’s newest publication, 
Expert Business Strategies as 
well as serving the ADA as 
Consultant to the Council 
on Dental Practices (2017-
2018). 

She has singly authored 2 
books and co-authored 8 
others on practice manage-
ment.  

Virginia is a member and 
Past-President of the Acad-
emy of Dental Manage-
ment Consultants and holds 
membership in the National 
Speaker’s Association, and 
the Speaking and Consulting 
Network. 

She is a graduate of the ADA 
KEMP (Kellogg Executive 
Management Program) de-
signed specifically for dentists 
interested in business man-
agement. Virginia was the 
first non-dentist dental prac-
tice management consultant 
accepted in the ADA KEMP 
program.

Virginia can be contacted at 
vmoore@virginiamoore.com 
or 530-527-9457.

Amongst the millions of dental practice management “pearls,” here are 
the three that I know to be universally helpful, regardless if you have a 
general dental practice or are a specialist. 

While each practice is unique, successful practices share business 
principles that when properly applied, bring desired outcomes.
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treatment accepted (payment agreement 
signed AND appointment scheduled) gives 
you percentage.

Benchmark: 80-85% with existing patients, 
85-95% with new patients.

6. Unfilled Hours: Doctor  
and Hygiene
Definition: At end of the day, of all hours 
available and dedicated to patient care, how 
many went unfilled in doctor and hygiene 
schedules.

Benchmark: < 5% in hygiene schedule, < 8% 
in doctor schedule.

7. Net New Patients
Definition: Total number of new patients, 
minus patient attrition for the month = Net 
New Patients.

Benchmark: Very personalized for practice. 
Depends on philosophy of care; 1 hour new 
patient examination or 10 minutes of doctor 
time in hygiene?

Track The Essential 7 on a monthly basis. 
Never miss a month as you will lose ground 
for the opportunity to take action on a 
negative trend. Here are the 3 steps to take:

A.  Collect the metrics (this can be 
delegated)

B.  Analyze the data. Compare the goal 
with actual (your personal goal or 
industry benchmark)

C.  Take Action! Develop a plan of action 
if there is a negative trend. If you’re not 
going to take action, don’t bother to 
take the time to look at the numbers!

Consistent action for course corrections 
will assure that you are running your dental 
practice business in a healthy and successful 
manner.

And third,  
KNOW YOUR PATIENTS
Sounds pretty straight forward, but is it? This 
goes beyond knowing who’s got implants, 
composites, bridges, crowns, etc. This gets 
to the heart of the matter…the person that 
you are caring for, not the patient.

Those two words, person and patient are 
representative of two states of mind. One is 
relational (person) and the other is clinical 
(patient).

To help people make good decisions about 
their oral health, it’s vital to know what’s 
important to them. For instance, if the 
person you are scheduled to meet with for 
the first time is somewhat apprehensive 
about dental treatment, has a family history 
of heart disease, has poor homecare, is 
a mom to 3 children and has never heard 
about periodontal disease, you may think 
that a diagnosis of periodontal disease and 
the treatment plan of 4 quads of scaling/root 
planning is going to go nowhere, fast.

Here’s where knowing your patients makes 
all the difference. Yes, as a doctor, it’s 
straightforward making a diagnosis. Telling this 
patient about the disease process and treatment 
without discussing how this treatment will help 
her with what’s important to her is where that 
necessary treatment gets lost.

Instead, get to know this person. Ask about the 
family history of heart disease and how, as a 

result, she’s approaching her own health. Help 
her to understand the correlation between her 
oral health and how it can impact her heart 
health. Paint a picture for her of better dental 
health and the impact it will have on her 
life. She can be an excellent example for her 
children and their best health. She has a lot of 
responsibility with her family; help her to see 
that the better her overall health is, the better 
able she is to care for her family. Talk with her 
about how the anxiety over dental treatment 
started. How can you reassure her? Let her 
know that you can use a variety of methods 
to help lower her anxiety.

When you get to know your patients as people, 
you take an enormous step toward helping 
them to accept the treatment that they need.

And here’s a Word of Advice!
The team of people that you surround 
yourself with is a direct representation of 
your “Why.” Make sure that every person 
on your team personifies the reason you do 
what you do.

If an important part of your “Why” is to have 
compassion for others, it certainly won’t work 
to have a team member who is nonchalant 
about a patient’s pain or discomfort. A team 
member who doesn’t truly listen to patients 
or show care will be that “weakest link” that 
negatively impacts your “Why.” 

Protect your “Why.” It’s worth it.  

May 18, 2018
Empire Ranch Golf Club (Folsom, CA) • 8:00am Shotgun

CONTESTS! • DRINKS ON THE COURSE!  
RAFFLE PRIZES! • GOLF SOUVENIRS!

All SDDS members and their guests are invited! Hope to see you there!

FRIDAY, MAY 18, 2018 • annual golf tournament
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2DAYS
OF CEMidWinter Convention

FEBRUARY 22 & 23, 2018

Great speakers, great topics, great 
exhibitors, delicious food, CE close to 
home. Can’t beat SDDS MidWinter! Great 
value. Wouldn’t miss it! If you couldn’t make 
it, you really missed out. Thank you SDDS 
for making this resource available to me 
and my staff. 

- Ronald Rasmussen, DDS

I had a blast, enjoyed every moment; 
food was great, vendors were amazing 
and the courses were exceptional. 
Can’t wait for next year.

- Yesenia

150EXHIBITOR
REPRESENTATVES

461STAFF/OTHER
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Midwinter is always a blast! 
The speakers are top-
notch and the convention 
is always well-run! Better 
than traveling to CDA and 
you can knock out required 
license-renewal courses! 

- Hana Rashid, DDS

I truly believe SDDS has the best compact MidWinter 
Convention I have ever been to. The staff goes way 
beyond to make sure everything is ready to go and 
is wonderful in helping anyone who needs help. 
Keep up the outstanding job and I will see you next 
year.

- Marcella Oster, RDA, CDA; Speaker 

3000CUPS
OF COFFEE

www.sdds.org • April 2018  |  29



Board Report

Carl Hillendahl, DDS 
Secretary

President Call To Order  
The Board Room clock was synchronized to 
Pacific Daylight Savings time by Dr. Judd 
the official SDDS Horologist at 6:02pm. Dr. 
Margaret Delmore, President, subsequently 
called the Board Meeting to order.

Good of the Order
Dr. Delmore was so kind to provide those 
present with homemade M & M chip cookies 
for dessert. Thank you Dr. Delmore!

Secretary’s Report
Dr. Hillendahl summarized the 2017 CDA 
Final Membership Report SDDS. CDA 
posted our total membership at 1648, 80.7% 
of the total practicing dentist population in 
our area at year end. The CDA report also 
provided a demographic analysis of our 
membership. Statewide, CDA’s member 
share was 72.0%. To date we have a retention 
rate on 99.8% and our membership numbers 
are very good and already 22 new members 
for 2018!

Treasurer’s Report
President Delmore presented the Final 
Fiscal 2017 Year End report. Our financial 
condition is very strong.

Action Items
2017 Year End Financial Reports – 
After discussion about the 2017 Year End 
Balance sheet and P & L, it was M/C to 
approve the 2017 Year End Final Report.

2017 Operating Surplus – It was M/C to 
fund $20,000 each to the 2017 Building 
and Operating Reserves.

SACPAC bylaw changes – SACPAC 
changed their bylaws and after a brief 
discussion it was M/C to approve the 
SACPAC bylaw changes.

Executive Director’s Report
Cathy Levering, our Executive Director, 
talked about the Dental Tranformation 
Initiative (DTI) grant. We are partnered with 
14 other groups within Sacramento County 
utilizing Prop. 56 and Federal grant money 
to develop programs related to education and 
promoting access to dental care for the local 
children. 

Cathy went on to discuss the success of the 
2018 Midwinter Convention. Attendance 
was up from last year. Vendors were on a 
waiting list for the exhibit hall. This was our 
most successful convention so far.

Cathy informed the Board of upcoming 
CDA changes to its bylaws regarding 
membership and the need to change SDDS 
bylaws to reflect those changes.

Old Business
There were no committee updates submitted. 
Membership Recruitment, Membership 
Engagement, and the Continuing Education 
task force were discussed at the meeting. 

Homework was assigned to the Board to 
review The Strategic Plan and SDDS Policies 
and be ready for comment at the next Board 
Meeting.

New Business
Dr. Archibald reported on the proceedings 
of the Nominating/LDC Committee. 
She presented the slate of candidates and 

appointees for the various offices and 
positions within SDDS. The slate was 
approved to move forward.

Trustee Report
The continuation of the peer review program 
in its current format is being considered by 
the CDA Board of Trustees. Dr. Jones and 
Dr. Carrington discussed the pertinent 
points within the Broad of Trustees 
discussion. The disposition of the CDA Peer 
Review Program is still to be determined.

Adjournment
President Delmore adjourned the March 13 
Board Meeting at 8:30pm

Next Board Meeting: 
May 1, 2018 at 6pm                            

Future Board Meetings: 
September 4, 2018 
November 6, 2018

March 13, 2018
Highlights of the Board Meeting
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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

www.sdds.org • April 2018  |  31



Foundation
of the Sacramento 
District Dental Society

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

Thank you for supporting the Foundation!

2018 SMILES  
FOR KIDS DAY

Check the May issue of the Nugget for 
a full report of what happened with 
this year's Smiles for Kids Day!

Thanks to you all!

Smiles for Kids®

All proceeds from Dentists Do Broadway and Music Circus benefit 
Sacramento District Dental Foundation. It is through donations such as 
yours that enables our Foundation to continue providing both children 
and adults the much needed dental care they require.

The line-up for the 2018-19 Season isn’t available yet, but rumor is that 
Waitress, Aladdin, Falsettos and On Your Feet are just a few of the shows 
that will be offered. Check out the June/July Nugget for full details of 
what shows we’ll have tickets for. If you need to go to the theatre sooner 
rather than later, we do have tickets available for Mamma Mia! Order your 
tickets today with the insert included in this issue.

One of many ways to 
Support the Foundation!

Dentists Do Music Circus
WEDNESDAY, AUGUST 8, 2018   
MAMMA MIA!
On the eve of her wedding, a daughter’s quest to discover the identity 
of her father brings three men from her mother’s past back to an island 
paradise. Featuring over 20 ABBA songs, including the hits “Dancing 
Queen” and “Take a Chance on Me,” this high-spirited, feel-good 
international sensation will have you singing and dancing in the aisles. 
This will be a Music Circus premiere.
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Job Bank
The SDDS Job Bank is a service offered only to SDDS Members. It is published on the 
SDDS website and provides a forum for job seekers to reach other Society members who 
are looking for dentists to round out their practice, and vice versa. If you are a job seeker, 
associate seeker, selling or buying a practice, contact SDDS at (916) 446-1227. For contact 
information of any of the job bankers please visit www.sdds.org.

ASSOCIATE POSITIONS AVAILABLE

Ashkan  Alizadeh, DDS • Sacramento • Full • GP
Thomas Ludlow, DDS • Part/Full • GP
Marjoorie Castro, DDS • Sacramento • Part • GP
Eloisa Espiritu, DDS • Lincoln • Full/Part • GP
Jerard Wilson, DDS • Rocklin • Part • GP
Quynh Trang Pham, DDS • Sacramento • Part • GP
Firas Nassif, DDS • Roseville • Part • GP 
Gilbert Limhengco, DDS • Sacramento • Part • GP/Endo 
Precision Orthodontics • Sacramento • part • Ortho   
Wellspace Health • part/full/fill-in • GP 
Kids Care Dental • Calvine • full • Ortho
David Park, DDS • part/full • GP
Timothy Herman, DDS • Lincoln • part/full • GP
Hung Le, DDS • South Sacramento, Stockton • part/full • GP

DOCS SEEKING EMPLOYMENT

Harpreet Tiwana, DDS • Part/Full • GP 
Lee Lo, DDS • Part • GP 
Amanda Chen, DDS • Part • Ortho 
Bruce Taber, DDS • Fill-In • GP  
Jordan Gaddis, DDS • part/full • 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

Amanda Chen, DDS • Ortho 
Jordan Gaddis, DDS • GP 
Kayla Nguyen, DDS • GP 
Behdad Javdan, DDS • Fair Oaks • Perio
Scott Snyder, DDS • GP 

Thus far, $275,000  
has been raised...
Crowns for Kids for

Smiles for Kids!
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AWELCOME HOME
GUIDING YOU DOWN THE PATH TO HOMEOWNERSHIP

DentalMortgage.com

800.455.0986

Branch NMLS #1276063/1850. Licensed by the Department of Business Oversight under the CRMLA.

Licensed chairside clinicians now have their 
own dedicated professional organization for 

continuing education - the Greater Sacramento 
Dental Assistants Society - offering quarterly CE 

workshops focused on hands-on learning specific 
to the RDA and the RDAEF scope of practice.

For more information, visit our website at 
www.greatersacdas.com or email us at 

office@greatersacdas.com.
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It can be lonely at the top. Sometimes 
even the most seasoned of leaders feel 
overwhelmed. In addition to running your 
business and keeping customers happy 
each day, many leaders in small businesses 
are also the primary person employees 
come to with questions and concerns. As 
a leader or an owner, to be successful it is 
your responsibility to motivate your team 
to achieve the objectives and goals of your 
organization. Following are a few tips from 
seasoned executives to add to your own 
personal tool box for success. 

Know Your Strengths
“If you know and understand the skills 
and strengths you have as a leader you 
will be able to use your innate talents to 
meet and exceed all expectations,” says 
Jessica Mirabile, former VP of Marketing 
for Allstate Insurance and now a Senior 
Trainer at CEA. 

Be Transparent
As a leader you are involved in the 
planning and strategic work of your 
organization. It is important to keep 
your team informed about what concerns 
them in your company. You must keep 
the lines of communication open between 
your team members and your executive 
team. “Managers often underestimate the 
importance of transparency,” said David 
Niu, founder and CEO of TINYpulse. 
“They often hold information that their 
team members don’t have access to. 
Transparency can also help staff better 
understand their role as part of a bigger 
picture and thus, feel more connected to 
the company and team.”

Build a Strong & Engaged Team - “Getting 
to know your team members and finding 
out how they’re doing, not only in their 
careers but in their personal lives, is a great 
way to create the necessary rapport to work 
well as a group,” said Kim Parker Gusman 
of CEA. Holding regular one-on-one 
meetings to check in with your employees 
can help you establish stronger working 
relationships with them.

Communicate Like a Leader
Successful leaders know that both internal 
communications within an organization, 
as well as the communication skills with 
their employees is important to long 
term success. They understand effective 
communication should be an ongoing 
focus in business. “Communication is a 
skill that you can learn. It’s like riding a 
bicycle or typing. If you’re willing to work 
at it, you can rapidly improve the quality 
of every part of your life.” Brian Tracy, 
Entrepreneur and Author. 

Say Thank You and Give 
Recognition
To truly build a great culture and dynamic 
interactions among your team, it’s 
important to give your employees credit 
when it’s due. “Frequent recognition fosters 
a positive team environment and creates a 
culture of gratitude,” Niu said. “Don’t just 
wait until the big wins to recognize team 
members. For example, thank employees 
who took the initiative to clean up after 
an office party.” 

Be Clear on Expectations and Goals
As a leader, you need to ensure that you 
and your employees are on the same page. 

Andrea Davis, co-founder of FlashPoint, 
advises leaders to define and communicate 
realistic expectations. While documenting 
performances and providing feedback, hold 
your employees accountable to adhering to 
the goals you set.

With practice, these tips become daily 
habits, especially when combined with a 
series of leadership training programs. In 
addition to the free HR Hotline available 
to all SDDS Members have access to 
Monday – Friday from 8am to 5pm 
(888-784-4031), members also receive a 
20% discount on all of CEA’s Leadership 
Programs. Find more information at 
employers.org/trainings. 

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!

A Leaders Tool Box for Success 
By Daniela Devitt
Director of Training and Workforce Development, California Employers Association

APR

24
 Alternate Workweek  
1 CEU, 20% • $40

HR Webinar  
Presented by Mari Bradford

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

HR WEBINARS NOW OFFERED AT 
TWO DIFFERENT TIMES:  

11:50AM-12:50PM  AND 1-2PM

Sign up online at sdds.org
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YOU YOU ARE A DENTIST.  You’ve been 
to school, taken your Boards and settled 
into practice. End of story?

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

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

THE DENTIST,                                         
THE BUSINESS OWNER

When you were in dental school, did you 
learn how to balance patient care with 
paperwork? For dentists in California, it’s not 
enough to keep clinical skills sharp. You’re 
often also expected to have business expertise 
on everything from human resources to 
safety regulations. And that’s where CDA 
Practice Support comes in. 

As a benefit of association membership, you 
have access to free resources to make the 
business side of practice easier and more 
efficient. Practice Support was designed 
to support members’ success in the areas 
of practice management, employment 
practices, dental benefit plans and regulatory 
compliance. Whether you’re just entering 
the profession or transitioning your practice, 
know that you have a full set of tools to help 
you navigate change.

A Full Resource Library
The online resource library at cda.org/
practicesupport is home to hundreds of 
resources, searchable by topic or keyword. 
Log in at any time to find dentistry-specific 
guides, manuals, forms and checklists. 
Looking for a letter template or patient form? 
It’s in the library. Comprehensive manuals 
include a Dental Benefit Plan Handbook, 
Guide for the New Dentist, Legal Reference 
Guide and customizable Sample Employee 
Manual. Just search, download and save or 
print what you need, whenever you need it.

Compliance Tools
Are you in compliance? Stay ahead of 
regulatory deadlines with an online calendar 
of actionable reminders. As a member 
benefit, Practice Support also offers an easy-
to-display printed poster set that contains 
all the latest health, safety and employee 
rights information practice owners need to 
post to comply with state and federal agency 
regulations.

Answers From Experts
Have a specific concern? Submit your 
question online to have it answered by one 
of CDA’s Practice Support analysts within 
one business day. Since it’s possible your 
colleagues have had similar concerns, you 
can also check the Q&A Archive for answers 
to past questions. Analysts’ guidance is also 
featured monthly in the CDA Update.  

One-on-One Guidance
While digital resources can resolve many of 
your questions, there are times you’d prefer 
to speak directly with a human being. So, 
the same team of dedicated professionals 
that develops online content is available by 
phone to share the insights you need to make 
smart decisions. Call 800.232.7645 to be 
connected to the right specialist.

Educational Lectures
Take a deeper dive into trending topics 
at CDA Presents. At the convention in 
Anaheim and San Francisco each year, 

earn C.E. credits while listening to Practice 
Support analysts present free lectures at 
the educational theater. Learn the latest 
approaches to working with benefit plans, 
achieving HIPPA compliance, fostering a 
successful workplace and more.

Support for the business side of practice 
is just a click or call away. Visit cda.org/
practicesupport to explore this free benefit 
of membership.  

Support for The Things 
You Didn’t Learn in Dental School Reprinted with permission from 

California Dental Association
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The Trustee Board met on March 9th and 
10th, 2018. Prior to the meeting, Trustees and 
officers participated in a Board development 
session using the DiSC personality assessment 
tool in an effort to strengthen relationships, 
improve communication and foster a spirit of 
teamwork within the Board. This development 
will continue throughout the year.

The Board established two Task Forces 
based on the direction of the 2017 House of 
Delegates (the Dental Benefits and Economics 
Task Force and the Dental Office Staffing Task 
Force). The Task Forces will begin their work 
in the coming weeks, with progress reports to 
the Board and House this year. 

The Board held a thorough discussion on 
the TDSC Marketplace and growth strategy. 
This discussion was held in closed session as 
it contains proprietary information that is not 
appropriate to discuss externally due to the 
competitive nature of TDSC’s market. Trustees 
are encouraged to engage in discussions 
with members promoting purchasing in the 
Marketplace and the value and potential 
savings that it offers to their practices. The 
Ambassador Program resources are available 
online at cda.org/board.

The Board received an update regarding the 

Delta Dental litigation. This update was 
held in closed session to protect attorney/
client privilege; however, the hearing for final 
approval is set for April 25, 2018 and answers 
to frequently asked questions can be found at 
http://deltadentalofcaliforniasettlement.com/.

In January 2014, the Council on Peer Review 
began a comprehensive review of the peer 
review program including the concept of 
mediation (conflict resolution facilitated by a 
professionally trained mediator), which was 
rolled out to components between August 
2016 and March 2017. Since CDA has been 
using mediation in addition to the existing 
peer review process for over a year, the Board 
was asked to consider how best to proceed 
with the program (evaluative and mediation, 
or mediation only). The Board considered 
perspectives that the evaluative portion of 
the program is thorough and has benefits for 
the program’s alternative dispute resolution; 
however, also understand that the program 
can be expensive and time consuming for both 
components and CDA. Following discussion, 
the Board approved to continue both the 
mediation and evaluative phases of peer review 
with the understanding that the council would 
continue to evaluate the program for potential 
changes to improve efficiency and reduce costs.

The Board received an update on emergent 
direct-to-consumer denta l services 
(orthodontics, apps, etc.). This update was 
held in closed session. Trustees may report 
that CDA is engaged in discussions with 
ADA, and regulators including the Dental 
Board of California and Department of 
Managed Health Care, to review and better 
understand the operations of these services.

In 2016, the Board approved the establishment 
of the Innovations in Membership Models Task 
Force to consider options to address the needs 
of future members and membership models 
that will attract dentists who practice in non-
traditional settings. Dr. Richard Nagy, Chair 
of the Task Force, provided the Board with an 
update on the work to date, and advised that 
recommendations will be presented at the July 
Board meeting for consideration.

The Board received presentations on the federal 
healthcare landscape, California’s political 
landscape including SB 562 (single payer 
healthcare), and national dental workforce 
issues. Supporting resources are available 
online at cda.org/board under “presentations 
and supporting documents.”

Next CDA Board of Trustees Meeting: 
July 27, 2018 

Trustee Report

March 9-10, 2018
Highlights of the CDA Board of Trustees Meeting

Adrian Carrington, DDS & Terry Jones, DDS
CDA Trustees

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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Committee Corner

Standing Committees
Ethics
Apr 24 • Sept 28

Nominating/Leadership 
Development
Work Completed 

Peer Review Committee
TBA

Foundation
Foundation Board
Jul 30 • Nov 14

Golf Tournament                                  
Apr 23 (tentative)

Other 
Sac Pac
TBA

CDA House of Delegates
Nov 9-11

Advisory Committees
Continuing Education Advisory
Work Completed 

Mass Disaster/Forensics Advisory
Apr 17

Fluoridation Advisory
Yolo County
Schedule as needed

Nugget Editorial Advisory
Apr 25 • Sep 17

Strategic Plan Advisory 
Schedule as needed

Budget and Finance Advisory 
Schedule as needed

Bylaws Advisory
Schedule as needed

Legislative Advisory 
May 7 • Oct 8

Leadership 
Board of Directors
May 1 • Sep 4 • Nov 6

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

Task Forces
Legal Issues
Apr 17 • Oct 8

Member Engagement 
Apr 23 • May 22 • Sep 17

Member Recruitment
Apr 23

2018 SDDS  
Committee Schedule

by Rika Prodhan-Ashraf, DDS
Chair, Member Recruitment Task Force

Greetings from the SDDS Recruitment Task 
Force! I want to first thank you for your 
commitment and membership to SDDS; 
organized dentistry, in general, succeeds 
because of YOU! 

Dentists have a large voice in lobbying and 
policy because of YOU! 

Dentists and other heathcare professionals 
can continuously count on the ADA, CDA, 
and SDDS for support and resources because 
of YOU! 

So, again, thank you. 

SDDS has one of the largest market shares 
in the country – a whopping 80.7%! – and 
we need your help to keep it going. There 
are roughly 350 non-members in Sacramento 
and surrounding areas.  Do you know 
anyone who is not a member?  If so, please 
let us know and we can work together to get 
in touch with the non-member and discuss 
the values of membership:

• CE, CPR & Licensure Renewal Courses

• MidWinter Convention & Expo

• FREE Annual Employment Law Poster

• HR Webinars and Business Forums

• CDA & ADA Journals…and our very 
own Award-Winning NUGGET!

• Annual SDDS Membership Directory

• And MUCH, MUCH MORE!!

April is Recruitment Month and we would 
love your help! 

• Bring a non-member (at member 
pricing!) to the April General 
Membership Meeting – “The Unseen 
Full Mouth Case in Every Practice” on 
April 10th.

• Recruit a new member and enter to win! 
(See details on page 40)

• DHP (Dental Health Professional) 
Membership - Encourage RDAs, 
RDHs, Front office managers and staff, 
and DAs of all levels of practice to join! 
It’s only $95 per year and you save that 
amount in discounts for events and CE 
courses

We are so grateful for your membership and 
commitment to organized dentistry.  

Together we are stronger!

Together  
We are Stronger!
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Invest in Your Team!  

Doctors support who staff with our DHP membership pay only $85!  
Support them in expanding their knowledge base, and fuel their 
passion to be better for you and your patients!

What is a DHP Membership?

• A membership tailored specifically to anyone who works in your 
office other than a dentist!

What does a DHP Membership offer?

• Huge Savings: As DHP members, they attend all SDDS 
programs, events and courses at discounted DHP membership 
prices.

• Knowledge and learning:  receive our award winning Nugget 
publication (a $125 value), where they will find articles on a 
wide range of educational topics written by professional experts 
in the dental field.

• Involvement in our dental community: DHP Members are 
invited to serve on SDDS Committees.

• SDDS Job Bank:  Ability to use listing on our website and 
in the Nugget.

As your team strives to achieve excellence each day, a DHP 
Membership is a sign of your support, as well as a valuable resource.

* regular price - $95

SDDS Dental Health  
Professional (DHP)  
Membership Only $85*  
(if doctor pays for staff DHP membership)

Join our Dental Team!

• Competitive Pay and Benefits
• 403(b) Retirement Savings Matching Program
• 27 Paid Days Off + 10 Paid Holidays Annually
• Malpractice Insurance and License Renewal
 Fee Covered
• Exempt from DEA Registration Fee
• Collaborative Team Culture with 2 RDAs per Dentist
• Loan Repayment Options

Apply Today at...
www.chapa-de.org/join-our-team

Auburn Health Center
(530) 887-2800

Grass Valley Health Center
(530) 447-8545

Help change lives in a place that could change yours

ARE YOU REGISTERED FOR THIS CE COURSE?

8–8:30am • Registration  
8:30am–1:30pm • Speakers

SDDS Classroom 
2035 Hurley Way, Suite 200 
Sacramento

Friday, April 20, 2018

Continuing Education
5 CEU, CORE • $199

Expanding the Roles of your Clinical Team –  
Utilization for Extended Production
Presented by Carl Hillendahl DDS; Donna Drury Klein, RDA; and 
Teresa Lua, RDSEF2

This course shall focus specifically on the duties, functions, 
and educational requirements for DA’s, RDA’s and RDAEF’s, 
pathways to two special permits, and the licensure and renewal 
requirements-for existing RDA’s and RDAEF’s.

This course should be attended by all staff of the dental office in 
order to learn how many previously unaffected by dental assisting 
requirements may now have to comply with the current laws and 
standards.
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Lower Molar
Anesthesia 

THE NEW GAME CHANGER!

SABRINA FNU, DDS
General Practitioner
(916) 452-2123

Dr. Fnu graduated from the University of 
Pennsylvania in 2015 and is practicing in East 
Sacramento. 

PETR KADERA, DDS
General Practitioner
(415) 505-3105

Dr. Kadera earned his dental degree from UCSF 
School of Dentistry 2009 and completed his 
residency at Lutheran Medical Center in New York 
in 2010.  

WILLIAM JACOBSON, DMD, MPH
General Practitioner
(916) 914-6394

Dr. Jacobson earned his MPH and DMD from Case 
Western Reserve University in Cleveland, Ohio. He 
completed a General Practice Residency at Herman 
Ostrow School of Dentistry of USC in 2016.  (Not 
in Pediatric Dentistry – as previously stated). He now 
practices at One Community Health, a nonprofit 
community health center in Sacramento, CA.  
Fun Fact: Dr. Jacobson is a native Spanish speaker 
and enjoys painting.

ALEXIA LOZANO, DDS
General Practitioner
(925) 363-2005

Dr. Lozano graduated from USC Herman Ostrow 
School of Dentistry of USC in 2012, and is practicing 
at Eureka Dental in Roseville.

KARIM NOKRASHY, DDS
General Practitioner
(209) 957-8828

Dr. Nokrashy earned his dental degree at the 
University of Cairo in 1993 and practices in Stockton.
Fun Fact: Dr. Nokrashy loves to play soccer!

Pending Applicants:
Maryam Bahadori, DDS
Kenechukwu Eze, DDS
Miguel Guerra Olvera, DDS
Haitham Sami, DDS

Returning!

Correction!

Transfer!

Transfer!

New Members April 
2018

TOTAL 
MEMBERSHIP
(as of 3/15/18:)

1,725

TOTAL ACTIVE MEMBERS: 
1,362

TOTAL RETIRED 
MEMBERS: 268

TOTAL DUAL 
MEMBERS: 6

TOTAL AFFILIATE 
MEMBERS: 15

TOTAL STUDENT/ 
PROVISIONAL
MEMBERS: 11

TOTAL CURRENT 
APPLICANTS: 4

TOTAL DHP 
MEMBERS: 49

TOTAL NEW 
MEMBERS FOR 2018: 22

MARKET 
SHARE:
80.7%

RETENTION RATE: 94.6%
ENGAGEMENT RATE: 90%

SDDS is partnering with the CDA and ADA 
for the 2018 MGAM Promotion! Each month, 
until November 2018, SDDS will have a 
drawing for members who recruit new 
members. Here’s how it works:

• When a potential member completes an 
application, they list who referred the for 
membership (hoping it will be YOU!)

• If your name is listed as the referring 
doctor, you will be entered into the SDDS 
drawing for a $25 Amazon gift card.

• The referring doctor will also receive 
$100 cash from CDA and $100 
American Express card from ADA.  
That’s $200 folks!

• All referring members will be placed into 
the GRAND PRIZE DRAWING at the end 
of November. The prize? SDDS will pay 
your SDDS dues for 2019!

Good luck – start recruiting!

Member Get A Member

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

Congratulations                                             
to Our New Retired Members! 
John Pearson, DDS
Jack Semmons, DDS

Recent Month’s Winners!

January 2018 - No Referrals

February 2018 - Dr. Ramesh Thondapu 



Submitted on Behalf of Gregory K. Tuttle, DDS
Founder of TuttleNumbNow 

SDDS Member

“Hit me with your best shot” is an iconic 
80s rock song, but it’s also an appeal to all 
dentists. What if the President of Septodont, 
the world’s largest manufacturer of dental 
anesthetics, called on you to numb his lower 
molar in front of a host of executives? Could 
you hit him with your best shot? That is what 
Gregory K. Tuttle, a SDDS member since 
1990, was asked to do. 

The pressure was on to administer his 
injection. Lower molar anesthesia can be one 
of the most time consuming and frustrating 
occurrences, especially if it is difficult to get 
a patient numb. To help with this recurring 
issue, Dr. Tuttle founded TuttleNumbNow 
(TNN) to introduce a one-step localized 
intra-osseous anesthesia method. When 
it mattered most, he was able to numb the 
executive with ease. 

With TNN, patients experience instant 
numbness—allowing dentists to improve 
efficiency, eliminate excess, and lessen their 
risk. Dentists in all 50 states are finding 
the TNN intra-osseous injection to be the 
least painful, have the fastest onset, provide 
ideal reversal time and profound numbing, 
all with minimal anesthetic. TNN is a 
new primary injection of choice for lower 
posterior teeth replacing the IA nerve block 
and supplemental PDL injections. 

There are a number of options for lower 
molar anesthesia including nerve blocks, 
infiltrations, PDL injections, computer 
controlled local anesthetic devices, and 
intraosseous techniques. Each technique has 
advantages and limitations.

You’re invited to hear Dr. Tuttle explain his 
TuttleNumbNow technique, and present 
research from clinical trials and published 
studies on various techniques for lower molar 
anesthesia. 

If you haven’t been to an SDDS General 
Meeting lately, this might be your “best 
shot” to uncover the latest advancements in 
anesthesia. 

JOIN US MAY 8TH FOR LOWER MOLAR ANESTHESIA – THE NEW GAME CHANGER!

5:45–6:45pm • Registration & Vendors  
6:50–7:15pm • Announcements & Dinner 
7:30–9:00pm • Speaker

Hilton Sacramento Arden West  
2200 Harvard Street 
Sacramento

Tuesday, May 8, 2018
General Meeting
3 CEU, CORE • $69

Lower Molar Anesthesia – The New Game Changer!
Presented by Gregory K. Tuttle, DDS

• Discuss research from clinical trials and 
published studies on various techniques 
for lower molar anesthesia

• Be guided in optimal uses, cases and 
best practices of the TuttleNumbNow 
anesthesia technique 

• Uncover exclusive troubleshooting tips 
and practical hints for lower molars

• Walk away with the tools to solve one 
of the most troublesome aspects of 
dentistry

Lower molar anesthesia 
can be one of the most time 
consuming and frustrating 

occurrences, especially if it is 
difficult to get a patient numb.

Lower Molar
Anesthesia 

THE NEW GAME CHANGER!
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We’re Blowing 
 your horn!
Congratulations to...
All of our SDDS Members who took part in the Rotary 
Youth Exchange Smiles Program; they provided a 
complimentary preventative dental visit to our Rotary Youth 
Exchange students! Thank you to Dr. Alan Tanner and team 
at Almond Orchard Dental Care for donating the preventative 
dental kits! Thank you to Dr. Nancy Archibald, Dr. Richard 
Chang, Dr. Camelia Cifor, Dr. G. Curtis Croft, Dr. Kayla 
Nguyen, Dr. Alan Rabe, Dr. Ramouna Karvar Roikjer, Dr. Wes 
Yee, and Dr. Alan Tanner for taking part in this program. (1)

Samer S. Alassaad, DDS, FAGD, on being published in 
the Nov/Dec 2017 issue of the peer-reviewed Compendium of 
Continuing Education in Dentistry about the early diagnosis 
and treatment of asymptomatic vertical enamel and dentin 
cracks. (2)

Gina Salatino, DMD, on her band, Some Fear None, being 
the main support for Puddle of Mudd for their show at Ace of 
Spades on March 23rd! The show was sold out, but they’ll be 
releasing more show dates soon, so stay tuned! (3)

Greg Tuttle, DDS, on signing an agreement with Septodent 
to develop a needle bending guide for distribution in the US 
Dental Market! The TNN Needle Guide is being developed to 
complement Dr. Tuttle’s TuttleNumbNow technique, a one-step 
localized intra-osseous anesthesia method that reduces onset 
time and allows dentists to improve their efficiency. 

Sonney Chong, DMD, on attending The Book of Mormon, 
one of the “Sacramento District Dental Foundation Does 
Broadway” series! 100 SDDS members and friends attended 
the showing on March 14th! SDDS always has great seats for 
the Broadway and Music Circus shows, so make sure you check 
them out! (4)

1

2

3

4

LET US KNOW YOUR NEWS!

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

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

Star Group is a refiner of precious scrap metal  for the dental industry. 
We are proud to be associated with the SDDS program “Crowns For 
Kids”, a scrap recycling program, which gives back to the children’s 
community healthcare  foundation program.

Products and Services:  
We recycle precious dental waste on behalf of the SDDS Foundation 
for their “CROWNS FOR KIDS” program. Please contact your local 
representative, Jim Ryan.

Benefits or Special Pricing for SDDS Members:
Star Group is a partner of the SDDS Foundation Smiles for Kids and 
Crowns for Kids programs.

Jim Ryan
jryan@stargroupUS.com

StarGroupUS.com

COMCAST BUSINESS offers Ethernet, Internet, Wi-Fi, Voice and TV 
solutions to help organizations of all sizes transform their business. 
Powered by a next-generation, fiber-based network, and backed 
by 24/7 technical support, Comcast Business is one of the largest 
contributors to the growth of Comcast Cable.

Products and Services:  
Internet Service
Comcast Business Internet provides a fast, reliable, secure 
and scalable Internet solution enabling you to better connect with 
employees, customers and suppliers, saving you time and money. 

Ethernet Service
With Comcast Business Ethernet, you can bypass the public 
Internet and exchange data safely and securely at up to 10Gbps, 
helping your organization to operate at peak performance.

Business Voice Lines
With Comcast Business Voice, you get a reliable business phone 
service that’s best in call clarity. You also get unlimited local and 
domestic long distance calling and advanced business phone 
management features designed to help you be more competitive 
– all included at no extra cost. 

Business VoiceEdge offers a complete managed voice solution in 
which all voice communications services are managed by Comcast.

and more!

Lisa Geraghty 
lisa_geraghty@cable.comcast.com

Business.Comcast.com

Parc Studio is a full-service, boutique interior design firm operating in 
Northern California specializing in private practice medical, dental, and 
boutique hospitality.

Products and Services:  
Design Services Include: Programming, Space Planning, Design 
Development, Construction Documents and Construction/Project 
Management

Benefits or Special Pricing for SDDS Members:
We offer SDDS Members a 20% discount on our design service fees.

Claire Blocker
claire@parc-studio.com

April Figgess
april@parc-studio.com

PacificDentalServices.com

DESCO began in the mid-eighties as a service only company. As we 
grew, more requests came for us to become an equipment resource. 
We became multi-line suppliers for all types of dental equipment.

While we still have our roots in the service and maintenance of all 
types of dental equipment, in the last 25 years we have expanded 
our scope of work to include: new equipment sales, office design and 
construction, relocations and remodels. The equipment we service 
ranges from handpieces to digital x-ray and everything in between.

Being a family owned business allows us the flexibility to 
personalize our sales and service to your needs. Our integrity and 
professionalism is what you remember of us and we never forget 
we are working for you.

We look forward to the opportunity to be the source for all of your 
equipment needs.

Make sure to like us on Facebook: facebook.com/descodental

Products and Services:
• New equipment sales
• Service, repair and maintenance of existing equipment
• New office design, construction and TI’s
• Office relocations 

Benefits or Special Pricing for SDDS Members:
• Amalgam Separator Special – Solmetex amalgam separator,  

$825.00 with free installation.
• Free equipment evaluation (call to schedule)

Tony Vigil
tony.desco@gmail.com

DescoDentalEquipment.com

www.sdds.org • April 2018  |  43



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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04

DESCO Dental Equipment
Tony Vigil, President
916.259.2838
descodentalequipment.com
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Wood & Delgado
Patrick J. Wood, Esq., Jason Wood, 
Esq., Marc Ettinger, Esq
800.499.1474
dentalattorneys.com
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Kulzer, LLC
Christina Vetter
408.649.8921
heraeusdentalusa.com
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Western Practice Sales
Tim Giroux, DDS, President 
John Noble, MBA
800.641.4179
westernpracticesales.com
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CA Employers Association
Kim Gusman, Executive VP 
Mari Bradford, HR Hotline
800.399.5331
employers.org
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Integrity Practice Sales
Brian Flanagan
855.337.4337
integritypracticesales.com
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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
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DENTAL

Henry Schein Dental
Mark Lowery, Regional Sales 
Manager
916.626.3002
henryschein.com
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Pacific Dental Services
Mindy Giffin
916.705.4515
pacificdentalservices.com

Si
nc

e 
20

15
Parc Studio-Interior Design                   
Claire Blocker
916.476.3982
parc-studio.com
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Comcast Business                   
Lisa Geraghty
916.817.9284
business.comcast.com
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The Foundation for Allied 
Dental Education
LaDonna Drury-Klein
916.358.3825
thefade.org
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Kids Care Dental
Debbie Day
916.661.5754

kidscaredental.com
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we love
our Vendor  
Members!
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Costa Aesthetics 
Laboratory
Nicole Costa
916.934.8250
costa-aesthetics.com
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Star Group Global  
Refining
Jim Ryan, Sales Consultant
800.333.9990
stargrouprefining.com
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nc

e 
20

09

Brasseler
Mark Ellenburg
916.276.6224
shop.brasselerusa.com
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Group
Debbie Kemper
916.993.4182
resourcestaff.com
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Fechter & Company
Craig Fechter, CPA
916.333.5360
fechtercpa.com
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First US Community 
Credit Union
Gordon Gerwig,  
Business Services Mgr
916.576.5650
firstus.org
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Mann, Urrutia, Nelson, CPAs
John Urrutia, CPA, Partner
Chris Mann, CPA, CFP, Partner
916.774.4208
muncpas.com
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Ameriprise Financial —
The Chandler Group
Thomas Chandler
916.789.9393, ext. 03197
ameripriseadvisors.com
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American Pacific Mortgage
Jason Mata
800.455.0986
dentalmortgage.com

Si
nc

e 
20

16Fi
na

nc
ia

l S
er

vi
ce

s
Fi

na
nc

ia
l S

er
vi

ce
s

Fi
na

nc
ia

l S
er

vi
ce

s

The Dentists  
Insurance Company
Chris Stafford
800.733.0633
tdicsolutions.com
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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
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LIBERTY Dental Plan
Danielle Cannarozzi
800.703.6999
libertydentalplan.com
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CareCredit
Angela Martinez
714.434.4508
carecredit.com
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MassMutual Northern 
California
Christopher Nunn, Financial Advisor
916.878.3341
northerncalifornia.massmutual.com
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SDDS started the Vendor Member program in 2002 to provide resources for our members. No, Vendor Members are not exclusive, and we 
definitely have some competitive companies who are Vendor Members. But our goal is to give SDDS members resources that would best 
serve their needs. We suggest that members reach out to our Vendor Members and see what is a best “fit” for their practice and lifestyle.

We currently have 40 Vendor Members. They pay $3,900 per year; that includes a booth at Midwinter, three tables at General Meetings, 
advertising in The Nugget, and much more. Our goal is to provide Vendor Members with the opportunity to connect with and serve our 
members. We realize that you have a choice for vendors and services; we only hope that you give our Vendor Members first consideration. 
The Vendor Members program and the income SDDS receives from this program helps to keep your dues low. It is a wonderful source of 
non-dues revenue and allows us to provide yet another member benefit. Additionally, we reach out to our Vendor Members for articles for 
The Nugget (nonadvertising!). 

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

SDDS VENDOR MEMBERSHIP SUPPORT IS A WIN-WIN RELATIONSHIP!

Banner Bank
Shannon Mitchell, VP, Business 
Banking Officer
916.648.3470 
bannerbank.com
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US Bank
Tom Collopy
916.924.4546 
usbank.com
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Swiss Monkey
Christine Sison
916.500.4125
swissmonkey.co
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New Vendor Member
Health Net

Company information coming soon!
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Brasseler USA. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 44
Burkhart Dental Supply. . . . . . . . . . . . . . . . . . . . . . 44
Desco Dental Equipment. . . . . . . . . . . . . . . . . . 23, 44
Henry Schein Dental. . . . . . . . . . . . . . . . . . . . . . . . 44
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Kids Care Dental. . . . . . . . . . . . . . . . . . . . . . . . . . . 44
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Wood & Delgado. . . . . . . . . . . . . . . . . . . . . . . . . . . 44

Insurance Services
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Western Practice Sales. . . . . . . . . . . . . . . . . . . 37, 44

Practice Services
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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   1/18 

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

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

E4D package Purchased in 2011 and fully upgraded 
in 2014. Basically brand new and rarely used.  Maybe 
20 crowns max.  Package includes 2 portable laptop 
computers (so not the old large machine), E4D scanner, 
mill, and Ivoclar oven and extras. Price negotiable.  
Please email or call for more info. christy.rollofson@
gmail.com 916-685-2105 4/18c

Zeiss Pico Microscope for sale $15,000 (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.   1/18

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 LEASE

In Lincoln, great visibility/ location. In the Lincoln 
Crossing Market Place, for lease 1600 sq. feet. Space 
available for a specialty dental practice. Contact 916-
337-5158 4/18c 

Move-in ready, Improved, General dental/orthodontic 
Offices, Motivated Ownerships, 5615 Manzanita Ave, 
Carmichael, CA/125 Ascot Dr, Roseville, CA. Lease/sale, 
Free rent. Call (916) 201-9247; Ranga Pathak, Broker 
Associate, RE/MAX Gold, BRE01364897 4/18

Remarkable Dental Suite (1670 sq. ft.) available for lease 
in Natomas. Located in an elegant office complex with 
plenty of parking. Exterior signage visible from Hwy I-5. 
Existing open bay layout can be remodeled to suit your 
needs. Call 916-804-0577 and leave a message for 
more information. 4/18c

Completely furnished office including dental equipment 
for rent on a daily basis with a per month minimum. 
Located near busy intersection in Orangevale, CA. Call 
209-304-4193 3/18

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. 1/18

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

SDDS member dentists can 
place one classified ad

FOR FREE!
MEMBERBENEFIT!

To place an ad in The Nugget Classifieds, 
visit www.sdds.org/NUGGET.html
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For more calendar info and to sign up for 
courses ONLINE, visit: www.sdds.org

24 HR Webinar 
Alternative Workweek  
California Employers Association 
12–12:55pm / 1:15–2:00pm / Telecom 

 Ethics Committee Meeting 
6:15pm / SDDS Office 

25 Lunch & Learn 
IT Security, Disaster Recovery,  
HIPAA Compliance 
Jonathan Szymanowski, DMD, MMSc   
11:30am / SDDS Office 

 Nugget Editorial Committee Meeting 
6:15pm / SDDS Office 

18 Business Forum 
HR Issues - for Doctors Only  
Mari Bradford (CEA - SDDS Vendor 
Member) 
6:30pm / SDDS Office 

20 Continuing Education 
Expanding the Roles of your Clinical 
Team: Utilization for Extended 
Production (RDAEF – How It Will Help 
Your Practice)  
Carl Hillendahl, DDS; Donna Drury Klein, 
RDA; and Teresa Lua, RDAEF2  
8:30am / SDDS Office 

23 Golf Committee Meeting 
6pm / SDDS Office 

 Member Engagement Meeting 
6pm / SDDS Office 

 Member Recruitment Meeting 
6pm / SDDS Office 

APRIL
10 General Membership Meeting 

The Unseen Full Mouth Case  
in Every Practice 
Michael Miyasaki, DDS  
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm 
Dinner & Program

12 Dentists Do Broadway 
Finding Neverland  

14 CPR BLS Renewal 
8:00am / SDDS Office 

17 Continuing Education 
Bay Area Forensic Odontology  
Duane Spencer, DDS  
6:30-8:30pm / SDDS Office 

 Legal Task Force Meeting 
6:30pm / SDDS Office 

 Budget & Finance Meeting 
6pm / SDDS Office 

ARE YOU REGISTERED FOR THE GENERAL MEETING?

APR

10

TUESDAY
5:45PM-9PM

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

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

The Unseen Full Mouth Case in Every Practice
Presented by Michael A. Miyasaki, DDS 

Course Objectives:

• Attendees will distinguish the difference between full mouth therapy 
and full mouth reconstruction in a full mouth case

• Attendees will be able to recommend the appropriate full mouth 
therapy to assist patients in true need

• And so much more!

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

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

Bring a non-member 
guest at member pricing

CE

CE

CE

CE

CE

CE

CE

Join us for 
Dental Day at Raley Field!

JUNE 21

2018


