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Don’t mIss out on theSe eventS!

MeMber ForuM
March 26, 2009 • 6:30pm–8:30pm

sacramento Hilton — Arden West

Don’t “Code” with the new tax Codes 
— Use them to Your Advantage! 
Chris Bell, CPA (Moss Adams, LLP)

Don’t miss this MOST IMPORTANT class to give you the 
latest and greatest information on the new tax laws, the 
new tax incentives and some of the stimulus incentives 
for small business. At this printing, there is still much to 
learn about these new changes. Bring your questions 
and let the expert answer them for you!

some of tHe topICs DIsCusseD WIll InCluDe, but 
not be lImIteD to: Using the new tax laws to your 
advantage • Deductions and incentives for business/
capital improvements • Using business tax credits to 
improve your bottom line •  Advantages of incorporating 
• Hiring credits, equipment credits and what you qualify 
for • Changes to tax rates; planning for them now • AMT 
(alternative minimum tax) — are you already paying it? • 
Retirement plan changes • NOLs: Net Operating Losses 
and Carry Backs •  YOUR QUESTIONS!!!

2 CE (CAt II)• Member Price: $65

Continuing eduCation
March 27, 2009 • 8:30am–1:30pm • Radisson hotel Sacramento — Room 303

Ruddle on Rotary: today’s endodontics 
Clifford J. Ruddle, DDS, FACD, FICD

This presentation will demonstrate a technique for shaping canals and cleaning root canal systems in preparation for three-
dimensional obturation. Dr. Ruddle will emphasize the essential elements for success including access, the irrigants, and 
the strategic role of small-sized stainless steel hand instruments to create or verify the glide path. This presentation will focus 
on the unique features of the ProTaper rotary and manual file systems, their method of use and how to consistently create 
fully tapered shapes. New, innovative methods for enhancing debridement, smear layer management, and biofilm disruption 
will be shown. Time will be allotted to address the most frequently asked questions.

5 CE (CAt I)• Member Price: $227

mInI MeMber ForuM
April 1, 2009 • 6:30pm–8:30pm

SDDS office

Change Your employee handbook —  
It’s the Law! 
Mari Bradford (California Employers Association)

Get the latest and most updated law changes and legal 
information that needs to be included in your employee 
handbook. Your employee handbook is the employer’s 
most valuable and protective tool in the office.

Update yours today!

If you do not yet have an employee handbook in place, 
samples (in Word format) will be available for purchase 
and customization.

2 CE (CAt II)• Member Price: $59

NEEd morE iNfo? fliers for these events and more are available in the center 
of this issue or online at www.sdds.org. We’ll see you there!

SPONSORED BY: Dentsply tulsA DentAl speCIAltIes

$69
EMPLOYEE MANUAL (On CD)
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do we go from here? This is the charge given 
to our leadership by our members. The seas 
that we sail are determined by the vision of 
those who were given the privilege to lead. 
This common sense approach of strategic 
planning has allowed us to become one of 
CDA’s premier components.

Strategic Planning determines where an 
organization is going over the short term 
and/or long term. It determines what it will 
do to get there and whether it got there or 
not. Unlike a business plan which focuses 
on a particular product, service or program, 
strategic planning focuses on the entire 
organization. There are several models of 
strategic planning such as: 

1. Goals-Based Planning, which starts with and 
works toward the organization’s mission 

2. Issues-Based Planning, which looks at the 
issues facing the organization and develops 
strategies to address those issues

3. Organic Planning, which starts by 
articulating the vision and values and 
works to achieve that vision.

Our organization has been through the 
organic stage and now tends to be a blend 
of 1 and 2. This year, I’m thrilled to see the 
process at work again.

Occasionally our membership at large offer 
their two cents worth, and sometimes a dollars 
worth, of their view of our performance, 

Early April 2009, we re-examine our compass 
and align our rudder accordingly. Like the 
captain of a cruiser, we need a specific goal 
or set of goals in mind. However, without 
taking into account those who we serve, each 
successive captain may change the direction 
of the ship to match his or her own vision. 
As a result, we may be privileged to enjoy 
many different experiences; but will we truly 
accomplish anything?

Historically, each new President had his 
strategic plan for his tenure in office. Some 
years the strategic plan seemed to be in 
direct opposition to the prior years, at least 
from an outside observer’s perspective. 
The first Strategic Planning Task Force was 
formed in 2001 and, with the guidance of 
Sigmund Abelson, DDS and Cathy Levering, 
we updated our core values and mission 
statement; and charted a course for our ship. 
Arguably, the single most important tenant 
from that planning was to put the members 
before community. This makes sense, 
because without happy, healthy members, 
the community doesn’t stand a chance. Over 
the last decade, our plan has kept us focused 
on the prize.

Every 18 months our direction is reassessed. 
Have we reached our intended port(s) of 
call? Have we conquered those previously 
unexplored territories, of which we only 
dreamed? If we did meet our goals, where 

PresiDent’s
Message

nAvIgAtIng ouR stRAtegIC plAn
programs they think could be improved or 
brainstorms they may have had. They may 
enlighten us about issues that impact us in the 
trenches. There were even issues that are the 
problems of other entities, left on our door 
step. Between now and the end of March is 
the opportunity for our membership to have 
input in the direction of our ship. Those 
issues that have been burning in the gut, those 
Alexander Graham Bell thoughts should be 
brought to the fore. Member benefits that you 
think may be improved, new ideas for other 
benefits should be offered. What will our 
Society look like in one, five or ten years?

This is your opportunity to get involved in 
the process and make a difference. Offer 
your ideas, thoughts and suggestions by 
fax (916) 446-3818, e-mail at amanbar@
surewest.net, cathy@SDDS.org or, as a last 
option, a phone call to (916) 446-1227. Our 
Strategic Planning Committee will package 
the ideas and suggestions and bring them to 
the planning session.  

This is an exciting time in our nation and the 
world at large. With 1,500 brilliant member 
minds and the brilliance of those around 
us, we can help shape a brighter future for 
dentistry in the Sacramento region, California 
and perhaps even the nation.

Tell them that Dr. Carrington asked for 
your ideas. 

By Adrian J. Carrington, DDS

M KJ TEMP HYGIENE
Available for daily, weekly, monthly coverage
WHATEVER YOUR NEEDS… GO DIRECT!

Multiple excellent references • Highly skilled • Socially adept • Professional

MICHAEL J. KORN, RDH
Call (916) 844-5840 for availability

SDDS DHP MEMBER
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most acutely, especially now as I write this the 
day after finding out about the lay-off, is the 
daily interaction with a very large group of 
really terrific people. Some of those have been 
part of my life for nearly 15 years, and the loss 
of those workdays leaves a huge void.

In addition to that, however, the action by 
Delta appears to have been misguided at 
best. As you may have read in the Sacramento 
Bee the day before the Super Bowl, “[Delta] 
…blamed the cuts on the economic 
downturn.” In a letter to employees, the 
president cited large losses in its reserves; 
fair enough. However, he also stated, 
“This action generally will not include 
‘production’ jobs in claims processing and 
elsewhere that depend on enrollment size.” 
Last time I looked, I, and all the rest of 
my dentist colleagues at DentiCal, were 
most intimately involved in “production” 
processing. Delta’s administration of 
California’s DentiCal Program is unique in 
that it has a contractual obligation with the 
State to process claims in a timely manner 

Sometimes it does! The last such memorable 
year in my life began with an Air Force Reserve 
activation for the first Iraq campaign in 1991 
and ended with a ten day hospital stay for the 
bowel obstruction that came on one morning 
fast and out of nowhere. Of the two, the non-
medical one was much more tolerable.

Against that backdrop, the news two days 
before the Super Bowl of the staff reductions 
at Delta Dental came as a stunning, if not 
quite life-threatening, surprise, inasmuch as 
I was one of those “reduced.” Fortunately, 
given my age and savings, the development 
is not sanity-threatening on its face, but 
it necessitates a major adaptation to a new 
lifestyle. I remember vividly from practice 
days asking my retired-guy patients what they 
did to keep from being bored. Invariably, the 
answer went something like, “I don’t know 
how I ever got anything else done while I 
still worked!” I’m OK with that part too; 
got plenty of interests from Photoshop to 
Teaching Company DVD’s to more reading 
and more exercise time. But what I will miss 

froM the
eDitor’s Desk

lIfe Comes At you fAst
or face financial penalties. The challenge 
with what just happened to me and enough 
others is to create an additional burden on 
a consultant staff which has already been 
working mandatory (un-paid) overtime 
hours for most of last year. Just as your office 
expenses do not appreciably decrease if the 
patients don’t come in, neither do the State’s 
time requirements when they do.

The official press release coming out of San 
Francisco stated, “We did not want any cuts 
to affect service to our customers.” In this 
case, of course, the State of California is the 
“customer.” It appears as if senior managers 
(I can pretty much assure you that this action 
came via senior level managers, and that 
none of our local dentists were involved), in 
implementing this action, have contravened 
not only the intent of the president’s letter 
but also the actuality of headquarters’ official 
press release. Perhaps not the best strategic 
planning move. Or, maybe, it is simply a case 
of the left hand not knowing what the right 
hand is doing. 

By James M. McNerney, DMD

“I have the knowledge, skill 
and experience you need.”

DR. TOM WAGNER
Practice Transition Consultant
Real Estate Broker

916.812.3255
DrThomas.Wagner@henryschein.com

Visit us online at www.pptsales.com

Practice Valuations
Practice Sales

Associateships
Mergers & Acquisitions

Partnerships
Purchase FinancingCalifornia Regional Office: 5831 Stoddard Ave, Ste.808, Modesto, 

CA. 95356, Office (800) 519.3458 Dr. Dennis Hoover — Broker
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President  — Adrian Carrington, DDSS
Immediate Past President — Robert Shorey, DDS

President Elect — Terrence Jones, DDS
Treasurer — Wai Chan, DDS

Secretary — Victor Hawkins, DDS
Editor — James Musser, DDS

Executive Director — Cathy Levering

Placer — Matthew Comfort, DDS
Placer — Donna Galante, DMD

Sacramento — Craig Johnson, DDS
Sacramento — Jeffrey Rosa, DDS

Yolo — Kelly Giannetti, DDS, MS
Yolo — Kim Wallace, DDS

TBA —P. Kevin Chen, DMD, MS
TBA —Dan Haberman, DDS, MS

TBA —Viren Patel, DDS
Alliance President — Gayle Peterson (ex officio)

Kevin Keating, DDS
Donald Rollofson, DMD

CE: Jonathan Szymanowski, DMD, MMSc
CPR: Margaret Delmore, MD, DDS

Dental Health: Dean Ahmad, DDS
Ethics: Joseph Henneberry, III, DDS

Foundation: Kent Daft, DDS
Leadership Development: Robert Shorey, DDS

Legislative: Gabrielle Rasi, DDS
Membership: Jennifer Goss, DDS

Peer Review: Bryan Judd, DDS
Steve Koire, DDS

Auxiliary Advisory: Robin Berrin, DDS 
Beverly Kodama, DDS

Budget & Finance Advisory: Wai Chan, DDS
Bylaws Advisory: Robert Shorey, DDS

Fluoridation Advisory: Dennis Wong, DDS
Forensics Advisory: George Gould, DDS

James Nordstrom, DDS
Strategic Planning Advisory: Terrence Jones, DDS

Wai Chan, DDS

Golf Tournament: Jeffrey Rosa, DDS
Smiles for Kids: Donald Rollofson, DMD

SacPAC: Donald Rollofson, DMD

By Cathy B. Levering
SDDS Executive Director

cathy’s
corner

tIme

Take time to work —
It is the price of success.
Take time to think —

It is the source of power.
Take time to play —

It is the secret of perpetual youth.
Take time to read —

It is the foundation of wisdom.
Take time to be friendly —
It is the road to happiness.

Take time to love and be loved —
It is the nourishment for the soul.

Take time to share —
It is too short a life to be selfish.

Take time to laugh —
It is the music of the heart.

Take time to dream –
It is hitching your wagon to a star.

Anonymous

OUTTA TIME!
Happy March ;)

SACrAMENto DiStriCt DENtAL SoCiEty
Amador • El Dorado • Placer • Sacramento • Yolo
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Advertising rates and information are sent upon request. 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.

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, 915 28th Street, Sacramento, CA  95816 (916) 446-1211. Subscriptions are free 
to SDDS members, $50 per year for CDA/ADA members and $125 per year for non-

members for postage and handling. Third class postage paid at Sacramento, CA. 

Postmaster: Send address changes to SDDS, 915 28th Street, Sacramento, CA 95816.

EDITORS EMERITuS: William Parker, DMD, MS, PhD • Bevan Richardson, DDS

sdds sTaff
Cathy levering
Executive Director

della yee 
Program Manager/ 
Executive Assistant

Melissa Orth 
Publications Coordinator

lisa Murphy 
Member Liaison/ 
Peer Review Coordinator

Erin Jones
Member Liaison/ 
Smiles for Kids Coordinator

Nugget EdITOrIal BOard
James Musser, dds 

Editor

Paul Binon, DDS, MSD
David Crippen, DDS

Alexander Malick, DMD
James McNerney, DMD

Viren Patel, DDS
Paul Raskin, DDS

Victoria Sullivan, DDS

Sacramento District Dental Society



www.sdds.org March 2009  |  7

the body. Here is more from the Mayo clinic: 
http://www.mayoclinic.com/health/dental/
DE00001#.

And from CBSNews: http://www.cbsnews.
com/stories/2007/01/24/earlyshow/
contributors/emilysenay/main2393707.
shtml?source=search_story.

One introduction suggests: “One important 
function of a dentist is the diagnosis of 
periodontal disease. It’s a serious health 
concern because a bacterial infection in 
the mouth can often cause other health 
complications. Recent research suggests a 
relationship between periodontal disease and 
heart disease, stroke, pre-term births, diabetes 
and other conditions.” 

So, cancer: http://www.colgate.com/
app/Colgate/US/OC/Information/ADA/
Article_2008_06_Periodontal-disease-linked-
to-some-cancers-study-finds.cvsp.

Another: http://www.colgate.com/app/Colgate/
US/OC/Information/ADA/Article_2007_06_
ADATongueCancer.cvsp.

Also: http://www.cbsnews.com/
stories/2008/05/27/health/webmd/
main4128863.shtml?source=search_story.

This latter one has some interesting statistics, 
but notes that cause and effect has not yet 
been proven. 

On pancreatic cancer: http://www.cbsnews.
com/stories/2007/01/16/health/webmd/
main2364685.shtml?source=search_story. 

Diabetes: http://www.colgate.com/app/Colgate/
US/OC/Information/ADA/Article_2008_03_
PeriodontalDiseaseGestationalDiabetes.cvsp.

Also: http://www.colgate.com/app/Colgate/
US/OC/Information/ADA/Article_2007_06_
PeriodontalDiabetes.cvsp. 

And: http://www.ada.org/public/topics/
diabetes_faq.asp. 

On saving money: http://www.sciencedaily.
com/releases/2008/12/081223172745.htm. 

With all this, however, the main thrust of 
the research seems to be on a link between 
periodontal disease and cardiovascular 

When I began my dental studies in 1965, few 
schools offered the DMD degree. Doctor of 
Dental Medicine had a classy ring to it, but 
the medicine connection was fairly tenuous. 
We studied diabetes until we were blue in the 
face, I think, and Penn did have a department 
of oral medicine, which consisted primarily 
of diagnosing medical conditions so that 
appropriate referrals could be made to “real 
doctors.” We did a hospital rotation, but a 
cause and effect relation between oral and 
systemic conditions had not yet been found.

One was a long time coming. The buzz only 
started about three years ago, it seems, in all 
but the most arcane and esoteric literature. By 
now I suppose it is at least vaguely familiar to 
most dentists, but the details may be lacking 
as they were in my case. Actually, it was my 
wife, Sharon, who suggested this topic for the 
Nugget when she saw it progress from obscure 
Internet sites to the mainstream media: “You 
need to know about this, Honey!” My own 
thought was that we all presumably know 
how to search the net and then read scientific 
reports; maybe it would be useful to focus on 
the kind of popular media information that we 
dentists could use to educate our patients. So I 
envisioned reprinting some articles here.

Well, that was the first misapprehension. 
Most everything that comes up on Google 
is copyrighted. I found some nifty stuff from 
the Mayo and Cleveland Clinics, WebMd, 
Scientific American, CBS News, et al, but it’s 
not free. For example, a number of the more 
academic sites use the same third party entity 
to handle their reprint requests. The rate was 
$230 for one copy. Of course, you’re all worth 
it, but now that I am unemployed…

So I thought: what the heck, I’ll describe the 
sites as best I can and include the links. Here 
goes. You could start with our very own ADA 
News archive, which, interestingly enough 
is more easily found via a toothpaste site: 
http://www.colgate.com/app/Colgate/US/OC/
Information/ADA.cvsp. This provides a rather 
quick-and-dirty overview of the topic. Note 
that the primary focus is on the effects of 
chronic periodontal disease on other parts of 

DentAl meDICIne
pathologies. Let’s look at the older material 
first to lay the groundwork.

We’ll begin with a 2007 study via CBS 
News and WebMD which focuses on 
the vascular link: http://www.cbsnews.
com/stories/2007/02/28/health/webmd/
main2526002.shtml?source=search_story. 

Next, a more comprehensive view featuring 
our own Gordon Douglass: http://www.
webmd.com/heart-disease/features/periodontal-
disease-heart-health. This, I think, would be 
great for patients: a good overview with just 
enough detail.

The above are a bit dated, and you will note 
that more study is recommended, that a real 
cause and effect link has not been proven. 
This one, however, is hot off the presses, so 
much so that only an abstract is available. 
Not, I think, for the non-professional faint of 
heart, but it seems to make a very strong case 
in the here and now for that direct cause and 
effect link: http://www.fasebj.org/cgi/content/
abstract/fj.08-119578v1. 

And finally, some more user-friendly supporting 
material from this past year: http://www.
medicalnewstoday.com/articles/121165.php. 

And: http://www.sciencedaily.com/
releases/2008/01/080108114329.htm.

And finally, finally, in jazzy color: http://www.
dentalcare.com/soap/products/pdfs/owbh.pdf. 

In many places in the world, of course, dentists 
are also physicians; they specialize in dental 
after they finish medical training. Here, both 
dentists and podiatrists have been largely 
on the fringe. Fortunately, most of our oral 
surgeons are now assimilated, and many of 
our Academy of General Dentistry members 
treat patients in hospitals. Personally, I never 
wanted that European model; didn’t care to 
spend so long in training. After dental school, 
enough was enough. Time to enjoy life; join 
the Air Force, travel and adventure! But it’s 
awfully nice to see this juncture arrive: after 
all of my years in this wonderful profession, 
we seem to have a very important direct stake 
in the medical profession of which we have 
always been a part. 

By James M. McNerney, DMD
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therapy, my guy said: “I’m getting impatient 
here; I’m ready to cut.” I said: “Wait a minute! 
These are my guts; let’s give it a few more 
days.” Fortunately, that resolved, but it took 
nine days. Fortunately, for me, I had Dr. Sid 
who was able to stall the insurance people 
who wanted me OUT of that hospital.

The surgeons always joked that the internal 
medicine guys liked to “study” everything to 
death. The dean’s observation was that certain 
specialties require certain temperaments, and 

a mismatch can result in no little unhappiness. 
Since this was a perio conference, he suggested 
that periodontics is a specialty that deals 
in chronic conditions and that a dentist so 
practicing must be satisfied with that, i.e. oral 
surgeons need not apply. 

Though implants were not yet the hot item 
that they are now, one implication (and my 
oral surgeon friends will hate me for this) 
is that, given the two, a person might be 
better off having their implant done by a 
periodontist who is more tuned in to their 
long-term maintenance, even though an oral 
surgeon might be the logical first choice on 
first look. In fact, it was one of our local oral 
surgeons who had the considerable savvy to 
hire a hygienist to maintain his implants.

Late January of this year saw the presentation 
of the 34th Annual USC Periodontal (and now 
Implant) Symposium with the most provocative 
juicy subject: “negative outcomes.” For a 
time, I was a fairly regular attendee; always 
fascinating material and a chance to visit with 
a few of my perio classmates from Penn.

The first year that I attended, the working 
title was: “Scaling and Root Planning: Is it 
enough?” The joke in the audience was that 
they could simply have said “No,” issue the 
certificates, and the conference was over. 

What was most memorable from that 
event, however, was the talk given as an 
introduction by the medical school dean. 
He began with a kind of history of medicine 
from a personal satisfaction viewpoint. For 
example, back in the Civil War era, it was 
not a whole lot of fun being a surgeon. This 
was before the advent of general anesthesia 
when the patient whose leg was to be 
amputated was given a bottle of whiskey. 
Thus the sobriquet: “Doc Sawbones.”

Similarly, the practice of internal medicine was 
not all that enjoyable prior to the discovery of 
penicillin:  tuberculosis in particular, but also 
syphilis and other chronic wasting diseases. 
Then antibiotics transformed the practice. 
Of course, now we have emerging resistant 
bacteria, so the game could change again.

Along with these observations, the dean noted 
the fact that certain medical specialties tend 
to attract certain personality types. Surgeons 
tend to be action people: get in, get out, get 
the job done. I found that out with my bowel 
obstruction: when things didn’t improve after 
three or four days of aggressive IV antibiotic 

CompAtIbIlIty
As a generalist, my first choice, however, 
would be the GP who could do it all: place 
the implant, restore it, and then maintain it 
long term. In fact, this is really directed at 
the general practice dentists. Generalists can 
certainly be capable of doing all these things.

I was once accosted by one of our prominent 
orthodontists who attacked my Academy of 
General Dentistry members for doing ortho. 
Actually, he had a legitimate point after being 
called upon to repair damage: know what 
you’re doing, and know your limitations! 
Recently, there has been a little turf war 
between the GP’s and the periodontists after 
the AAP issued a position paper suggesting 
that, beyond gingivitis, GP’s should refer 
perio patients to their local periodontist. 
Frankly, from my own perspective, I see 
restorative general practice dentists as 
being more temperamentally similar to oral 
surgeons. Most of us like to drill the tooth, 
and get it done. We don’t much like having 
to repair our handiwork after a patient has 
neglected it. Perio recalls are a bit tedious.

The message that I took home from that 
USC conference was that my own scope of 
practice can be anything that I want it to be, 
but that I would be wise to figure out what I 
liked to do and refer the rest. I would then be 
a lot happier and my patients would be better 
off. With regard to our specialist friends: 
they again have a very valid point. A recent 
Nugget issue reminds us that there is only one 
standard of care. So the bottom line might be: 
do whatever you want, but don’t do it half-
assed. Know yourself, get proper training and 
do it well. And be happy. 

We don’t much like 
having to repair our 

handiwork after a patient 
has neglected it.

By James M. McNerney, DMD

remember …
The nugget is available online!

www.sdds.org/thisMonth.htm
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Personal + Professional
All your insurance needs from 

two great companies

 CA Lic. #0652783 | TDIC and TDIC Insurance Solutions are California Dental Association companies  | Endorsed by

Professional Liability | O�ce Property | Life | Health | Disability

tdicsolutions.com | 800.733.0633
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In these uncertain economic times, it’s harder than ever to make your
hard-earned dollar go further, especially when it comes to locating or
relocating your practice to where you will benefit most.

Whether you’re looking to lease or to buy, we’re experts in lease and 
sales negotiations with an in-depth knowledge of current market 
conditions.

Let us help you get the most from your next real estate transaction.

For further information or a consultation

Susan Nelson   916.367.6352

08-2698 • 1/09
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SDDF GoLF 
tourNAMENt

May 8, 2009
Turkey Creek Golf Course
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YoUR FIRSt LooK At SMILeS FoR KIDS 2009!

26,800
children screened in the Fall 2008
kids in urgent need of care being treated on SFK Day

886
children scheduled to be seen on SFK Day

31
private dental offices opened to 
treat these children on SFK Day

South Lake Tahoe, Jackson, Roseville, Elk Grove, Davis, Woodland… 
5 county area: Placer, El Dorado, Amador, Yolo, Sacramento

450
volunteers worked on SFK Day

all dentists, hygienists, assistants & volunteer staff

110
dentists worked on SFK Day

February 7, 2009

150
additional dentists will Adopt-a-Kid

ongoing treatment after SFK Day

60–70
children will have orthodontic treatment

free of charge

$355,000+
dentistry done on Smiles for Kids Day alone!
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ALL PROCEEDS bEnEFiT ThE SACRAmEnTO DiSTRiCT DEnTAL FOunDATiOn! See insert to sign up!

March 19, 2009 June 4, 2009

California Musical 
Theater’s

bRoADWAy seRIes
8:00pm

Sacramento Community 
Center Theater 
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Your Trusted Source For:
 • Commercial RE purchase
 • Construction 
 • Business acquisition or expansion 
 • Equipment/Inventory purchase 
 • Refinance 
 • Working Capital

Gordon Gerwig, Business Services Manager
(916) 576-5650       gordon@firstus.org

Not Earnings Credits
 Not Sweep Accounts
  Just Real Interest with First U.S.
   Business Interest Checking

Earn Interest On Your 
Business Checking Account

A Proud Vendor Member of SDDS since 2004
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Design Services: 
 

                -Renovation 

                -Space Planning 

                -Finish Selection 

                -Furnishings 

 

www.madinteriordesign.com 

 

 
Mary Ann Downey 
Interior Design 
 

1002 7th Ave 
Sacramento, Ca 
916.443.2509 

wps@succeed.net 
westernpracticesales.com 

dentalsales.com 

800.641.4179 

WESTERN PRACTICE SALES 
John M. Cahill Associates 

Working Together to Serve You Better 

Tim Giroux, DDS Jon Noble, MBA Mona Chang, DDS John Cahill, MBA Ed Cahill, JD 

Dentists Serving Dentists 
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So…
WHo’s In CHARge?
By David D. May, DDS (tri-County Dental society)

yOU arE a dEnTIsT.  You’ve been 
to school, taken your Boards and 
settled into practice. End of story?

Not quite. Employee evaluations, 
hiring and firing, labor laws and 
personnel files are an important part 
of being an employer. Are you up on 
the changes that happen nearly EVERY 
January 1st?

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

you
the dentist, the employer

uncomfortable discussing the standard of care 
for radiographs, saying it was not their policy 
to make those decisions. So I asked how I 
would be judged if there was a problem and 
I was taken to court over this situation. They 
told me I would be judged according to how 
other dentists in my community in the same 
specialty acted in the same situation.

I don’t know about you, but I have always 
been taught that check-up radiographs should 
be taken every 12 months and that is how I 
practice. Of course, I have a few patients who 
refuse to have them and I have done what my 
predecessors did before me: I have them sign 
a little x-ray release form. But I have never 
done anything about it, which now I realize 
is not good for me, or my patients.

The reason this discussion came about is 
one of my friends in Iowa got a letter from 
an insurance company* that read, “The 
emergence of new evidence-based dental 
literature and an analysis of our utilization 
data through the Dental Data and Analysis 
Center (DAC) have prompted changes in 
some of [our dental] products. Among these 
changes are the following: Bitewing X-rays 
will be limited to once every 24 months 
(instead of every 12 months) for those 15 
and older who are at low risk for dental decay 
and had no evidence of cavities in the past 
24 months.” This office manager was told on 
the phone that this policy would eventually 
affect all insurance plans with this company 
throughout the country.

I have a big concern about how this policy 
specifically, and any insurance policy in 
general, can undermine the doctor-patient 
relationship. Many of our patients come to 
see us because they know we are the authority 

What would you do if a large percentage 
of your patients came into your office and 
told you they only wanted to have check-up 
radiographs every two years instead of every 
year because their insurance company would 
only pay for them every 24 months?  Sound 
far-fetched?  Well, let’s deal with the first 
question first.

My first course of action was to check to see 
who the authority on the radiographic standard 
of care is.  From Tri-County, I was sent to 
CDA, who sent me a copy of a document 
co-authored by ADA and the FDA titled: 
Guidelines for Prescribing Dental Radiographs 
(available on www.sdds.org/NUGGET.
html). The first part of the first sentence was 
in bold. “The recommendations in this 
chart are subject to clinical judgment and 
may not apply to every patient. They are to 
be used by dentists only after reviewing the 
patient’s health history and completing a 
clinical examination.”

The chart is divided by the type of patient 
encounter, i.e., new patient, recall patient with 
caries or recall patient without caries; and by 
patient age, i.e., child, adolescent or adult. Of 
the twenty-four different possibilities, there 
was only one that clearly fit into the once 
every 24-month scenario. That would be an 
adult recall patient with no clinical caries, 
no increased risk for caries, no periodontal 
disease, no proposed or existing implants, no 
pathology, no restorative/endodontic needs, 
no treated periodontal disease and no caries 
remineralization. Some of the situations had 
no other recommendation other than to use 
our clinical judgment.

My second stop for information was with 
my liability carrier, TDIC. They were very 

when it comes to their dental health and well-
being. Unfortunately, there are those who 
are more concerned about the insurance-
patient relationship than the doctor-patient 
relationship. It is this group that needs us to 
show them that we have their best interest in 
our hearts and our minds.

So, I am planning to go on the offensive (and 
hopefully not be offensive). I am going to let 
my patients know what the ADA recommends 
and what I recommend for them in their 
own unique situation. Then, I am going to 
tell them that I would rather lose them as a 
patient than to compromise their health and 
the care that we will be providing for them by 
not following these guidelines.

I think we all need to remember that 
ultimately we are responsible for what happens 
in our practice. We can’t allow an insurance 
company to dictate the standards we know 
need to be followed. We can’t allow patients 
to make decisions that they are not qualified 
to make. If we are brought into a court of law, 
it doesn’t matter what kind of legal document 
we have had the patient sign if we should have 
known better in the first place. Besides legal 
considerations and contractual considerations 
between the patient, their employer and the 
insurance company, shouldn’t we be guided 
by our ethics based upon the best science that 
our profession is aware of? 

* The name of the insurance company in this 
instance has been omitted because the name 
of the company isn’t the issue. Each dentist 
must make professional decisions without the 
pressure of outside influences 

Reprinted with permission from Tri-County 
Dental Society
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abstracts
Single versus multiple visits for 
endodontic treatment of permanent 
teeth: A systematic review

L. Figini, et al
J Endo 34:9 2008

Twelve studies were included in the 
review. The authors found no significant 
difference in terms of radiologic success 
between single and multiple visits. Patients 
undergoing a single visit might experience 
a slightly higher frequency of swelling and 
have an increased need for analgesics.

Contemporary perspectives on vital 
pulp therapy: Views from Endodontists 
and Pediatric dentists

N. Seale and G. Clickman
Pediatr Dent 30:3 2008

Both groups agree that formocresol will 
be replaced as a primary tooth pulpotomy 
agent and that mineral trioxide is the first 
choice to take its place. Indirect pulp 
therapy (IPT) in primary teeth holds 
hope as a replacement for pulpotomy 
and IPT is an acceptable pulp therapy 
technique for cariously involved young 
permanent teeth.

Perception of profile among laypeople, 
dental students and orthodontic patients

E. Tufecki, et al
Angle Ortho 78:6 2008

The study suggests that about half of the 
population cannot characterize their own 
profile. However, subjects who perceived 
their own profiles as being different from 
average were more likely to be unhappy 
with their facial appearance. And those 
who considered themselves as having a 
Class III profile were also less happy with 
the appearance of their teeth.

RTB
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CSUS Project Backpack
Backpacks full of dental and school supplies 
were generously donated by CSUS Pre-Dental 
Club to Smiles for Kids patients on Smiles for 

Kids Day (February 7, 2009). Thank you, CSUS!

mark your calendar for the CSuS Pre-Dental 
Club Wine Tasting on Friday, April 10, 2009, 

to benefit this wonderful program!

SDDS is excited to announce the 
endorsement of TDIC Insurance 
Solutions,  a full service brokerage 
that offers personal, professional 
and business insurance to members 
of the California Dental Association. 
Insurance Solutions brokerage was 
founded for dentists by dentists and is 
owned and operated by the California 
Dental Association with profits 
returned to the association and local 
components to support organized 
dentistry. “This endorsement is a win-
win for both SDDS and TDIC Insurance 
Solutions, as it provides royalty to the 
component while allowing increased 
visibility and access to members by 
Insurance Solutions,” stated Cathy 
Levering, SDDS Executive Director.

John Carothers, Interim President 
and CEO, stated; “we currently have 
27 components who have approved 
the royalty program with 2 waiting 
board approval. We are very pleased 
that our component dental societies 
have decided to endorse Insurance 
Solutions and look forward to working 
with all 32 dental societies in 2009 
to help build awareness of TDIC 
Insurance Solutions to our members. 

SD
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SE
M

EN
TsDDs enDoRses tDIC InsuRAnCe solutIons

Personal + Professional
All your insurance needs from 

two great companies

 CA Lic. #0652783 | TDIC and TDIC Insurance Solutions are California Dental Association companies  | Endorsed by

Professional Liability | O�ce Property | Life | Health | Disability

tdicsolutions.com | 800.733.0633

CALL THE sdds hr hOTlInE wITH ALL YOuR BuRNING quESTIONS — 1-800-399-5331



16  |  The Nugget Sacramento District Dental Society

www.dentalcontractors.com
License No. 528562

SPECIALIZING IN

BUILDING PERSONALIZED DENTAL OFFICES FOR OVER 20 YEARS

dental office construction

1 800 85 TOOTH
1 800 858 6684

services:
• Ground-Up Buildings

• Tenant Improvements

• Remodel / Repairs

• Complete Development  
Services 35 years experience

• Design Build 
design, mechanical, electrical, 
plumbing, HVAC, medical gases

• Permit Process

• Pre-Construction Services

• Construction Consultation

WESTRIDGE BUILDERS

Destroy all 
records to 
meet HIPAA 

requirements!

We deliver the 
most secure mobile 

confidential document 
destruction service, at 

affordable prices.

Please call: 916.631.0800 or 916.722.2737
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By David Mcintire, DDS
Oral and Maxillofacial Surgery, Inc.
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removal of wisdom teeth, when appropriate, 
at the earliest age possible. The differences in 
results between the older and younger groups 
were quite remarkable. In summary, for the 
reasons stated above, I am a firm believer in 
removing wisdom teeth in the 13–18 year old 
age group when indicated.

Most oral surgery practices offer procedures 
other than wisdom teeth extractions:  

Implants, Full Mouth Extractions, Biopsies, 
Torus/Exostosis/Tuberosity Reductions, 
Otrhognathic Surgery, Crown Lengthening, 
Crown Exposures with or without bonding 
of brackets and Emergency /Aborted tooth 
extractions. Additionally, procedures can 
be performed under ultra-light sedation, 
IV sedation and general anesthesia. Local 
anesthesia alone can be used for procedures 
tolerated well by patients.  

In summary, the goal of your oral surgeon is 
to provide your patients with the best care 
possible. Please feel free to contact me or my 
office staff at (530) 622-4800, or visit our 
website at http://placervilleoralsurgery.com if 
you have any questions about a procedure 
discussed in this article. 

Q: When is it wise to extract wisdom teeth? 
Is there wisdom in those extractions? 

Third Molar Extractions — The optimum 
age for wisdom teeth extractions is between 
13 and 18 years of age, even if orthodontic 
appliances are still in place. My 24 years 
experience and multiple multicenter double 
blind retrospective studies have proven more 
complications from extraction of wisdom 
teeth on adult patients in their middle 20s 
and older when the wisdom teeth roots are 
fully formed.  

The most common complications that are 
AVOIDED in removing wisdom teeth at an 
earlier age (13–18) are as follows:  damage to 
the inferior alveolar nerve and lingual nerve, 
sinus perforations, and sinus perforations. The 
advantages of early age extractions are: less 
swelling and pain, fewer post-op infections, 
more rapid recovery and less trauma. From 
years of consistent anecdotal experiences, 
teenagers in this age group generally have softer 

bone. Less dense bone requires less surgery to 
remove the teeth as the roots have not fully 
formed and the teeth are easier to luxate.  

Generally, there is less swelling, less pain 
and fewer incidents of dry socket in younger 
patients. Infection is not as common and 
swelling, as well as recovery time, is reduced.  

When I taught at UCLA Medical Center 
Department of Oral and Maxillofacial 
Surgery, we demonstrated the benefits of 

To Refer or Wait:
A peRspeCtIve on WIsDom 
teetH extRACtIons

The optimum age for 
wisdom teeth extractions 

is between 13 and 18 
years of age, even if 

orthodontic appliances 
are still in place.

Generally, there is less 
swelling, less pain and 
fewer incidents of dry 

socket in younger patients.

1-800-399-5331

SDDS HR hotline
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You have dreams for your life 
and dreams for your business.

We can help you make the 
most of all of them.

As Ameriprise financial advisors, we’re 
here to help make your dreams a reality. 
Using our unique Dream > Plan > Track >®  
approach to financial planning, we can help 
you seamlessly integrate both your business 
and personal goals into one easy-to-manage 
plan. With tailored solutions, we’ll help 
you manage taxes, develop attractive 
retirement and employee benefit programs, 
protect your business and develop a sound 
succession plan. To start a conversation, call 
(916) 787-9988 today.

Violetta Sit Terpeluk, CFP®, MBA, CRPC®

Senior Financial Advisor
CERTIFIED FINANCIAL PLANNER™ practitioner

2270 Douglas Blvd, Ste 218 • Roseville, CA 95661
(916) 787-9988

violetta.s.terpeluk@ampf.com

http://www.ameripriseadvisors.com/violetta.s.terpeluk

Ameriprise Financial cannot guarantee future financial results. Consult your 
attorney or tax advisor regarding specific tax issues. Financial planning services 
and investments available through Ameriprise Financial Services, Inc., Member 

FINRA and SIPC. © 2008 Ameriprise Financial, Inc. All rights reserved.

Star Refining London is one of the world’s largest 
precious dental metal reclamation companies with offices 
worldwide, including the USA, UK and Europe.

With Star you will get the best London prices because we are 
at the center of the World’s main precious metal market

We are delighted to be trading partners with Crowns 
For Kids, a scrap crown recycling program fund raising 
project on behalf of the SDDS. Our services are also 
endorsed by Henry Schein Dental.

Our specialized Star Refining Purchasing Representative, 
Jim Ryan, will be delighted to come to your dental office 
to pick up your dental scrap which you can place in the 
container provided by the SDDS and Star Refining on 
behalf of the Crown For Kids project (we recommend 
a minimum of 10 crowns per jar before pick up). Once 
the jar is full you can call Star Refining or the SDDS 
for a pick-up and the jar will be emptied and replaced 
at that time.

The scrap metal will then be refined by Star and the 
proceeds of the scrap will be donated to the Crowns 
For Kids fund raising project. It is an easy way for the 
dentist to contribute to the Foundation to help increase 
the funds available for providing dental services to the 
disadvantaged children in Sacramento which since its 
inception has provided $4.3 million dollars in free 
dental services to children.

For more information or a pick up either contact Erin 
at the SDDS or call Jim Ryan, your local Sacramento 
Star Refining Purchasing Representative on 1-209-594-
5200 to arrange an office visit. Also check us out at 
www.starrefining.com

venDor MeMber sPotlights
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sDDs venDor MeMbers
Vendor Members are vendors who support Sacramento District Dental 
Society through advertising, special discounts to members, table clinics and 
exhibitor space at General Meetings, CE courses, Member Forums and the 

MidWinter Convention. SDDS members are encouraged to support 
our Vendor Members as OFTEN AS POSSIBLE when looking for 
products and services.

Welcome, New Vendor Members: Ameriprise, Star refining & u.S. Army Healthcare team!

VM for

4
years!

580 University Avenue
(916) 576-5650
www.firstus.org

VM for

7
years!

VM for

8
years!

VM for

7
years!

Bringing you the Best of 
Sacramento every month.

916.452.6200Subscribe 
Online!

VM for

5
years!

1451 River Park Dr, Ste 121 • Sacramento, CA 95815
916.921.1312/phone • 916.921.6010/fax
1.800.399.5331 • www.employers.org

Call to schedule a FREE and confidential HR Compliance Evaluation today!

BACK  
tHIs  
YeAR!

VM for

4
years!

VM for

3
years!

VM for

2
years!

888.934.4733
LaDonna Drury-Klein RDA, CDA, BS

Innovative Solutions for Growing Your Practice neW  
tHIs  
YeAR!

VM for

6
years! (FORMERLY PROFESSIONAL STAFFERS) 

STAFFING SERVICES FOR ASSISTANTS, HYGIENISTS, DENTISTS & FRONT OFFICE

(916) 960-2668

WWW.RESOURCESTAFF.COM

VM for

5
years!

VM for

6
years!

VM for

7
years!

VM for

2
years!

wps@succeed.net 
westernpracticesales.com 

dentalsales.com 

800.641.4179 WESTERN PRACTICE SALES 
John M. Cahill Associates 

Dentists Serving Dentists 
LOADS of benefits, including a banner ad like this one placed 

in The Nugget every month — contact SDDS at (916) 446.1211 
for details on how to become a Vendor Member!

VM for

5
years! Visit us online at www.pptsales.com

(916)
812.3255

neW  
tHIs  
YeAR!

The Thomas Group, Inc.
Sacramento • 916.394.6524

Dave Thomas • realtor

BACK  
tHIs  
YeAR!

916.784.6982 • www.dmsolutionsinc.com

neW  
tHIs  
YeAR!

916.483.3455
www.professionalvillageRX.com

VM for

2
years!









 
 
 














DBC Marketing
777 Campus Commons Road, Suite 200
Sacramento, CA 95825 • dbcmarketing@surewest.net

David Judy:  Regional Director, Practice Transition Consulting

U.S. Army HeAltHcAre teAm

www.healthcare.goarmy.com
neW  
tHIs  
YeAR!

neW  
tHIs  
YeAR!

Violetta Sit Terpeluk, CFP®, 
MBA, CRPC®

www.ameripriseadvisors.com

neW  
tHIs  
YeAR!

800.333.9990
Jim Ryan — Sales Consultant
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Dentist A

Delta Health Systems (not “Delta Dental of 
California”) took over one year to pay on a 
claim in the amount of $1613.00. The date 
of service was December 27, 2007; DHS did 
not pay until January 6, 2009.

The practice currently has (as of Feb. 2, 2009) 
an unpaid claim for $1334.00 on file with 
Delta of California, pertaining to a crown and 
post/core with a date of service of October 
10, 2008. Delta required the dental practice 
to expend several staff hours documenting an 
existing root canal therapy which was clearly 
shown on X-rays provided with the crown 
claim, and which is also documented in claim 
history in Delta’s possession.  

Dentist B

Experience with late payments differs with 
plans. “Guardian is the worse;” typically 
sending claims “to review,” then denying 
payment, then paying when the claim is 
reconsidered. Guardian’s defense is that 
the dental office doesn’t send sufficient 
documentation in the first time to adequately 
review the claim, but Guardian sits on claims 
without communicating with the dental 
office that additional documentation is 
required, resulting in claims being denied, 
before they are reconsidered with additional 
documentation.

Dentist C

While delays in claims payments are 
common, the reasons vary. It is a common 
experience that dental plans will not pay 
claims on a timely basis because of lost 
X-rays (sent in with the claims), or that 
they can’t locate documentation sent in that 
is necessary to process a claim. Often times, 
the dental office sends a plan documentation 
and X-rays for processing of a single claim 
several times, and delays in processing 
and payment still occur. One example: A 
patient presented with a fractured tooth 
that could not be restored and had to be 
extracted. The entire clinical crown (the 
tooth above the gum line) was gone, and 
X-ray documentation was provided that 
showed this. The dental plan said it does not 
cover “non-functional teeth,” and wouldn’t 
reimburse for care in this case. However, 
before the clinical crown was gone, it was 
a functional bicuspid, which was now made 

non-functional because the top of the tooth 
had fractured off.  It took considerable time 
in back-and-forth communication with the 
plan to convince them that the tooth indeed 
comes under the plan’s scope of coverage.  

The office reports that routine dental 
procedures (e.g., cleanings, exams, simple 
restorations) are processed quickly, but 
that higher cost treatments (e.g., extensive 
crowns, bridges, and removable prosthetics) 
take longer to be processed and paid.  Claims 
for such procedures are prone to having 
“documentation lost” by the dental plan.

Dentist D

Reports experience of going back and forth 
with MetLife (in particular) because the plan 
reported they never received the claim.  The 
plan then reported they received the claim 
but not the documentation submitted with 
the claim. The dentist commented, “Before 
we knew it, six months had passed and the 
claim has still not been processed.”  

One example: A patient has dual insurance, 
with Anthem Blue Cross as the primary 
carrier, Delta Dental as the secondary.  For 
months, Blue Cross asserted it never received 
the claim, requiring the claim and required 
documentation to be sent again — in fact, 
numerous times.  Even when the claim and 
attachments were sent by registered mail, and 
the office received a receipt of delivery, the 
plan reported the claim was never received.  
The secondary carrier cannot be billed 
because the primary hasn’t sent a denial of 
payment. One claim to Blue Cross is now 
over one year since the date of service, and 
Delta will not receive a claim sent 12 months 
past the date of service.

The dental office provided a “Dental 
Insurance Claim Aging Report” showing 
claims currently outstanding longer than 31 
days (i.e., claims that are technically late — 
past the 30-day prompt-payment target in 
state law).  A total of 94 separate claims are 
on the report.  Of these 94 claims, 15 are 
between 61 and 90 days late, and amount 
to $5,678.00 in claimed amounts; 69 are 
over 90 days late, with a total amount of 
$19,451.00 outstanding.  

Dentist E

The dental office was informed by a 
dental benefit company in the first week 

exAmples of lAte pAyment on ClAIms
of February that it is behind on its claims 
received in December and January, so the 
office should call in a week to determine 
whether the company had received a 
particular claim sent by the dental practice.  
This particular claim, for endodontic 
services, was sent to the company the 
second week of December, but the company 
hadn’t gotten to December claims yet (by 
early February) so it couldn’t confirm that 
it had even received the claim.

Dentist F

The dentist provided a bridge for a 
patient. The patient’s dental plan, MetLife, 
originally denied payment, saying that it 
needed additional information (e.g., whether 
the teeth were a replacement or a first time 
prosthetic; date of missing tooth; etc.). The 
dentist provided the information requested, 
and then received a second denial, again for 
lack of required information (need for a full-
mouth X-ray; record of other prostheses). 
The dentist asked a company representative 
why this information wasn’t conveyed the 
first time she spoke with MetLife when 
the first claim was denied.  The MetLife 
representative said the claim would be 
reprocessed. As of the end of December 
2008, the dentist still hadn’t been paid for 
the bridge. The date of service goes back to 
September 29, so the dentist has been going 
back and forth with the company for three 
months, without payment.

Dentist G

The dentist submitted a claim to Delta Dental 
for orthodontic service on August 26, 2008.  
Delta sent the dentist a letter requesting more 
information on the claimed service. A month 
after submitting the additional information, 
the dentist called Delta to inquire of the status 
of the claim. Delta had not yet processed it, 
but that since the requested information had 
been received, the claim would be sent back 
for reprocessing. The dentist called a number 
of other times to determine the status of the 
claim, and was told either that the claim was 
still in process, or that it had been approved 
for payment but that the payment had not yet 
been sent. Payment on the claim was finally 
received on January 23, 2009, almost four 
months after the claim was sent in. 
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Auxiliary Advisory • SDDS • 6:30pm
Future meetings TBA

Awards task Force • SDDS • 6:30pm
Mar 9

Board of Directors • SDDS • 6:00pm
Mar 3 • May 5 • Sept 1 • Nov 3

CE Committee • SDDS • 6:30pm
Mar 16 • May 26 • Sept 21 • Nov 17

CPr Committee • SDDS • 6:30pm
May 6

Dental Health Committee • SDDS • 6:30pm
May 4 • Sept 21 • Dec 1

Ethics Committee • SDDS • 6:00pm
May 4 • Sept 28

Foundation (SDDF) • SDDS • 6:30pm
Apr 6 • Sept 14 • Nov 18

2009 SDDS CoMMittEE MEEtiNGS:
Golf Committee • SDDS • 6:00pm
Mar 2

Leadership Dev. Committee • SDDS • 6:00pm
Mar 11 • Mar 23 • Apr 15

Legislative Committee • SDDS • 7:00pm
Future Meetings TBA

Mass Disaster / Forensics Committee • 6:30pm
Future Meetings TBA

Membership Committee • SDDS • 6:30pm
Apr 7 • Sept 23 • Nov 17

Nugget Editorial Committee • SDDS • 6:15pm
May 26 • Sept 23

Peer review Committee • 6:30pm
Mar 12 • Mar 24 (calibration) • Apr 9 • May 14 • June 11 
July 9 • Aug 13 • Sept 10 • Oct 8 • Nov 12 • Dec 10

SacPAC Committee • SDDS • 6:00pm
Future Meetings TBA

coMMittee 
corner
Legislative Liaisons:
InCReAse of penAlty foR 
lAte pAyment on ClAIms
From your Legislative Liaisons: Here is a great 
example of CDA working for our members!

As communicated in a memo sent on January 29, 
CDA is sponsoring legislation to incrementally 
increase the interest penalty for non-payment 
of claims when such claims have not been paid 
within 60 days of receipt, and again when claims 
remain unpaid after 90 days.

At left are a number of examples selected 
from the responses we received to the January 
29 request. We’d like to make another request 
for such examples, to further strengthen our 
case in support of the legislation.

One office provided us with a Dental Insurance 
Claim Aging Report showing the number of 
claims that remained outstanding after 30 days, 
after 60 days and after 90 days.  This report 
provides valuable information illustrating the 
need to enact higher penalties for claims not paid 
within two and three months.  This particular 
report, generated on February 2, shows that the 
office is carrying more than $30,000 in claims 

By Michelle rivas
legislative Advocate (CDA)

Greg Alterton
policy Analyst (CDA)

Michael Payne, DDS, MSD
Gabrielle rasi, DDS

legislative liaisons
(pictured)

that had not been paid within the 30 days of 
the state’s prompt-payment law. It would be 
greatly appreciated if additional dental offices 
would provide us with similar Dental Insurance 
Claim Aging Reports.

Some members have reported that while 
claims for routine dental care are quickly 
paid by dental plans, delays in payment tend 
to involve claims for higher-cost procedures.  
If members can provide specific examples 
substantiating such a pattern among late 
payments, it would be very helpful.

While the examples of late payment received 
thus far from members will be useful 
in helping CDA make the case for this 
legislation, we would appreciate receiving 
additional examples, along the lines of 
what’s summarized at left.  Please call either 
Michelle Rivas as 800-736-7071, extension 
4990, or Greg Alterton at extension 4994, 
or email us at Michelle.Rivas@cda.org or 
Greg.Alterton@cda.org. 

Again, thank you for your assistance. 

Does your oFFice hAve uNpAiD clAims?
Please help in the process of gathering information if your office has any claims not paid within 
30 days. A Dental insurance Claim Aging Report showing the number of claims outstanding after 
30–60–90 days would be helpful, but details about specific claims would be even more helpful.

Please call either Michelle Rivas at 800-736-7071, ext. 4990, of Greg Alterton at ext. 4994; or 
e-mail Michelle.Rivas@cda.org or Greg.Alterton@cda.org, with information pertaining to this matter. 
Thank you for your assistance!
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Have some news 
you’d like to share 
with the Society? New 
babies, achievements, 
retirements, new offices 
— we’ll report them 
all! Please send your 
information to SDDS 
via email (melissa@
sdds.org), mail (915 
28th St, Sacramento, 
CA 95816) or fax (916- 
447-3818). Call SDDS 
at (916) 446-1227 for 
more information.

We’re 
bloWing 
your horn!

CongRAtulAtIons to...
Dr. Timothy Herman, for shaving his head in 
support of childhood cancer research! To donate, 
go to www.StBaldricks.org, click on “donate” and 
search for Dr. Herman’s name. Or, just stop by the 
Westfield Galleria in Roseville on March 14, 2009 
to watch and cheer him on!

Dr. Nancy Huber, on her retirement!

Dr. Walt Skinner, on his marriage to Barbara on 
January 17, 2009.

Chris Webber (Sacramento Kings), on his jersey 
retirement, and Irene Campbell, for joining him in 
celebration! (photo at right, by Dickerson Photo)

Dr. Lora Foster, on the opening of her new office 
in Rocklin. 

irene 
Campbell 

helps 
celebrate the 

retirement 
of Chris 

Webber’s 
jersey!

Dental Claim
 Processing

Free Software
Free Training
Free Support
Free Installation
No Setup Fees
No Contracts
No Commitments
Real-Time Eligibility**
Electronic Attachments via NEA***
Works With ALL Practice Management Software











Local Sacramento Area Company Since 1995

KC International 530-676-4078

29¢

www.29centdentalclaims.com
Code: KCISNDA

Why are you paying 50¢ or more? 

Oral Surgery Emergency Services

Louis Gallia MD, DMD, FACS
American Board of Oral & Maxillofacial Surgery

87 Scripps Drive, Suite 112
Sacramento, CA 95825

916-570-3088

Having trouble getting your oral surgery emergency patients 
seen and treated promptly? Your patient can usually be seen 
today and have same day treatment rendered.

Same Day Evaluation & Treatment

Dave Judy
Regional Director
Practice Transition Consulting

DBC Marketing & Consulting
Specializing In Financing Dental Practice Sales & Acquisitions

Over 3 Decades of Dental Business & Finance Expertise

Purchasing a dental practice or buying into a practice is one of the most 
important business decisions of your career. You have already invested 

thousands of dollars and countless years in education preparing for this step.

Selecting DBC as part of your acquisition team ensures a smooth 
transition and is critical to your success, protecting your investment.

phone: 916 457 2411    cell: 916 835 2411    fax: 916 583 7570
email: dbcmarketing@surewest.net    Sacramento, CA









 
 
 














Practice Transition 
Consulting

Dental Practice 
Acquisitions

Loans & Financing

• Consulting with 
the Buyer to 
pre-qualify for 
the purchase of 
their practice

• Consulting 
to prepare 
for a smooth 
& financially 
rewarding 
transition

• Financing your 
dental practice 
acquisition project
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neW MeMbersWelCome
to sDDs’s new 
members, 
transfers and 
applicants.

CLIP OUT this handy NEw MEMBER UPDATE and INSERT it into your DIRECTORY under the “NEw MEMBERS” tab.

MARCH 
2009

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)

TDIC Insurance Solutions . . (800) 733-0633

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

totAl ACTIVE membeRs: 1,330
totAl RETIRED membeRs: 184
totAl DUAL membeRs: 1
totAl AffILIATE membeRs: 7

totAl STUDENT membeRs: 1
totAl CURRENT ApplICAnts: 7
totAl DHP membeRs: 30

totAl NEw membeRs FOR 2009: 14

totAl MEMBERSHIP (AS Of 2/17/09): 1,560

KeeP US
UPDAteD!
Moving?  
Opening another office?
Offering new services?
Share your information 
with the Society!

We can only refer you if 
we know where you are; 
and we rely on having 
your current information 
on file to keep you 
informed of valuable 
member events! Give us a 
call at (916) 446-1227. 

The more accurate 
information we have, the 
better we can serve you!

Inderpreet Atwal, DDS
General Practitioner
5800 Stanford Ranch Rd
Rocklin, CA 95765
(916) 435-3060
Dr. Inderpreet Atwal graduated from New York 
University in 2003 with his DDS. He is currently 
practicing in Rocklin and lives in Lincoln.

Cudick Azurduy, DDS
General Practitioner
7275 East Southgate Dr, Ste 110
Sacramento, CA 95823
(916) 391-7525
Dr. Cudick Azurduy graduated from the Christian 
University of Bolivia in 1998 with his DDS. He is 
currently practicing in Sacramento and lives in Elk 
Grove.

Brandon Dever, DDS
General Practitioner
4014 Foothills Blvd, # 103
Roseville, CA 95747
(916) 773-4343
Dr. Brandon Dever graduated from Case Western 
Reserve University in 2004 with his DDS. He is currently 
practicing in Roseville and Citrus Heights and lives in 
Roseville with his wife, Crystal.

Monika Gugale, DDS
Pending Office Address
Dr. Monika Gugale graduated from BVP Dental College 
in India in 1996 with her DDS and later completed a 
residency there in 1997. She is currently working on 
purchasing a practice in the greater Sacramento area and 
she lives in Lincoln.

Brandon Martin, DDS, MS
Orthodontist
3645 Northgate Blvd
Sacramento, CA 95834
(916) 286-7774
Dr. Brandon Martin graduated from the UCSF School of 
Dentistry in 2005 with his DDS and later completed his 
specialty certification in Orthodontics at the University of 
Maryland, Baltimore in 2008. He is currently practicing 
in Sacramento and Roseville and lives in Roseville with 
his wife, Audrey. 

Chau Tran, DDS
General Practitioner
Pending Office Address
Dr. Chau Tran graduated from Case Western Reserve 
University in 2007 with her DDS and later completed 
a residency at the UOP Arthur A. Dugoni School of 
Dentistry in 2008. Dr. Tran lives in Sacramento. 

neW TRANSfERS:
Thomas Clements, DDS
Transferred from San Joaquin Dental Society
General Practitioner
3406 American River Dr, Ste A
Sacramento, CA 95864
(916) 481-2000
Dr. Thomas Clements graduated from the UOP Arthur 
A. Dugoni School of Dentistry in 2008 with his DDS. 
Dr. Clements is currently practicing in Sacramento and 
lives in Acampo.

Novan Nguyen, DDS
Transferred from Stanislaus Dental Society 
General Practitioner
7223 S. Land Park Dr
Sacramento, CA 95831
(916) 422-3991
Dr. Novan Nguyen graduated from UOP Arthur A. 
Dugoni School of Dentistry in 2005 with his DDS. Dr. 
Nguyen recently purchased the Sacramento practice of 
fellow SDDS member, Dr. Wai Chan. 

Alexandr Doroshenko, DDS
Transferred from Tri-County Dental Society
591 Watt Ave, Ste 100
Sacramento, CA 95864
(916) 481-5057
Dr. Alexandr Doroshenko graduated from Loma Linda 
University in 2006 with his DDS. He is currently 
practicing in Sacramento and lives in Roseville.

neW APPLICANTS:
Sunny Badyal, DDS
Divinia Catabijan, DMD
Barry Chang, DDS
Luzminda Corpuz-Urita, DDS
Arlene Do, DDS
Aly Elsayed, DDS
Farid Gogani, DDS

MARCh 31, 2009 (the last day to 
pay your 2009 tripartite dues) is 
quickly approaching. Take care of 
your payment (and avoid a $100 
re-instatement fee) by mailing to 
CDA or calling SDDS today! IT 
sAves YOU MoneY!

wELCOME BACK!
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you: Disaster Proofing your Practice
continued from page 24 advertiser index

Absolute Secured Shredding, Inc.  .......................... 16
Accurate Handpiece Repair  ................................... 13
Andrews Construction, Inc.  .................................. 25
Blue Northern Builders, Inc.  ................................. 12
Cornish & Carey  ................................................... 10
DBC Marketing (Dave Judy)  ...................................  22
Dennis Nelson, CPA  ............................................. 26
Dental Management Solutions, Inc.  ........................ 4
Diamond Practice Sales & Management ................ 16
First US Community Credit Union  ....................... 12
Henry Schein  .......................................................... 5
KC International .................................................... 22
Mary Ann Downey Interior Design  ....................... 13
Michael J. Korn, RDH ............................................. 4
Professional Practice Sales  ...................................... 24
Resource Staffing Group  ........................................ 26
San Joaquin Valley College  .................................... 13
Scripps Oral Surgery (Dr. Louis Gallia)................... 22
Star Refining London ............................................. 10
TDIC & TDIC Insurance Solutions ........................ 9
Thomas Group Realty  ........................................... 25
Western Practice Sales  ........................................... 13
Westridge Builders, Inc.  ........................................ 16

link oF tHe MontH

Link to your practice 
website on the 
SDDS website!

Make sure new patients and colleagues 
alike are able to access your most 

current information. get signed up at:

www.sdds.org/
Membersonline.htm

Stumbled upon a great link?
Email it to melissa@sdds.org, to submit it 

as a possible link of the month!

When you are serious about selling your practice, contact PPS 
of The Great West.  We are a no nonsense firm having anchored 
this activity since 1966. Our skills in listing and closing sales are 
legendary with most sales completed within 75-to-90 days after 

our services have been engaged. Multiple Offers are typical, 
and everything is done from a “risk management” perspective 

to protect our client, the Seller. Our marketing and sales success 
is simply the best in the business.  See what your colleagues 
have to say at www.PPSsellsDDS.com under Testimonials.

Selling Dental Practices is what PPS of The Great West Does

1.800.422.2818        •          www.PPSsellsDDS.com      •     Ray@PPSsellsDDS.com

OVER THE LAST FOUR YEARS, 
THE FOLLOWING SACRAMENTO 
DISTRICT DENTAL SOCIETY 
AREA DENTISTS ARE PLEASED 
THEY ENGAGED THE SERVICES 
OF PPS OF THE GREAT WEST:

Robert Tilly, DDS, Carmichael

Warren McWilliams, DDS, Carmichael

Radek Peliks, DDS, El Dorado Hills

Antonella Rashidi, DMD, El Dorado Hills

Phuong-Lien Ngo, DDS, Folsom

Robert Starr, DDS, Midtown

Gllbert Larsen, DDS, Placerville

Michael Matus, DDS, Pollock Pines

Robert Church, DDS, Sacramento

Grant Staley, DDS, Sacramento

Gregory Tinloy, DDS, Sacramento

May Yue, DDS, Sacramento

Donald MacDonald, DMD, Uptown

Robert Hune, DDS, West Sacramento

IT DOES NOT COST MORE TO ENGAGE THE BEST!
In fact, it costs far less when you consider the value of your time, your desire to move on in 

your life and having the assurance that everything was done to protect your interests!

 
SACRAMENTO DISTRICT DENTAL ALLIANCE PRESENTS THE 20TH ANNuAL SDDA CRAB FEED

Peace, love & crab
March 27, 2009 • The DanTe Club • For tickets, Call Gayle Peterson (916) 791-7264



in MeMoriaM
J. CurtiS orr, DDS
Dr. Curtis Orr passed away January 4, 2009, surrounded by his loving family. As a member of the United States 
Army, Captain Orr proudly served his country for six years, after which he earned his DDS from Loma Linda 
University. Generous with his time and talent, he for many years offered free dental treatment for employees of 
the Weimar Institute, a non-profit health facility and dental clinic in downtown Sacramento. Dr. Orr had been 
a member of SDDS for 50 years.
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real esTaTe for DenTIsTs

The Thomas Group, Inc.
Sacramento • 916.394.6500
Property Management, Growing & Moving • Your Local Office Space Needs 

Transitional Services • Practice Evaluation 
Dave thomas
Realtor

SDDS
Vendor 

Member
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event highlights
SDDS Membership Committee presents the
2009 NEw MEMBER DINNER: fEBrUary 11, 2009

attendees learned about: new member involvement • benefits of study groups, 
mutual aid groups & disability groups • What SDDS does for its members

R E S O U R C E
S TA F F I N G
G R O U P

Becoming your “partner in business,” we take over tasks such as payroll, benefits,  
tax administration and delegation of all HR duties. These tasks include hiring/firing of 
employees, processing EDD claims and attending Labor Board hearings while protecting 
your practice from legal grievances.

We assist in controlling skyrocketing and unexpected costs in areas such as advertising, 
benefits, workers compensation, recruiting and employment law. Whether you work 
with Resource Staffing Group on a temporary or long term basis, we are always ready 
to assist you with all your staffing needs. Our services allow your practice to run 
smoothly during periods of transition or increased production.

Resource Staffing Group also provides in-house Continuing Education Courses including: 
OSHA/Cal Law/Infection Control and CPR Recertification. Online CE courses are now 
available!  Please visit our web-site at www.resourcestaff.com.

Address: 1508 Eureka Road #240
Roseville, CA 95661
Phone:  916-960-9668

Fax: 916-960-2669

(Formerly TLC Professional Staffers)

DENTAL STAFFING SPECIALISTS FOR:

DEDICATED TEMPORARY TEMPORARY-TO-HIRE 

DIRECT HIRE CONTINUING EDUCATION 

lInk TO yOUr praCTICE 
WEBsITE On WWW.sdds.Org!

$200 for 6 months {or} $300 for one year

SDDS members only, please.

See www.sdds.org/MembersOnline.htm  
for more information.



 

Selling your practice? Need an associate? Have office space to lease? Place 
a classified ad in the Nugget and see the results! SDDS member dentists 
get one complimentary, professionally related classified ad per year (30 
word maximum; additional words are billed at $.50 per word). Rates for 

non-members are $45 for the first 30 words and $.60 per word after that. 
Add color to your ad for just $10! for more information on placing a classified 
ad, please call the SDDS office (916) 446-1227. Deadlines are the first of 
the month before the issue in which you’d like to run.
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Suite for leaSe — 2 operatory: Sacramento Dental 
Complex — Midtown. possible to purchase existing equipment. 
Great for new practice. please call (916) 448-5702. 03-07

DeNtal SpaCeS for leaSe — in an established 
Carmichael dental building. 1,200 and 820 sf respectively. 
Can be combined. exam areas, waiting room, reception, and 
private office in each. Nicely appointed and ADA accessible. 
Call owner/agent (916) 443-1500. 02-09

for leaSe: New DeNtal offiCe scheduled to open 
in el Dorado Hills oct 08. facility has four ops with digital 
x-ray, paperless Dentrix software, electronic registration, intra 
oral camera. Newly furnished. 893 embarcadero Suite 101  
(916) 933-3787. 02-09

2382 Square feet for leaSe in brand new building 
in roseville (border of Granite Bay). rent is $2.00/ft NNN 
with $40.00/ft allowance for tenant improvements. tri 
Commercial Bob Kuhl (916) 677-8137. 02-09

Great opportuNity iN exCelleNt loCatioN for 
oral Surgeon, endodontist or periodontist to attract quality 
patients from roseville, Granite Bay, folsom, el Dorado 
Hills, loomis, auburn and surrounding areas. paperless 
office with digital x-rays. Available immediately 1–2 days/
week. pl contact smile_dentist@yahoo.com for info. 02-09

Dental office for lease in elk grove, ca — 1200 
sf, 4 plumbed treatment rooms. Conveniently located in a 
professional medical-dental building, close to freeway 99. 
extremely affordable lease — includes all utilities and janitorial 
service. Ideal start-up dental office (vacuum and compressor, 
cabinets built-in, 2 bathrooms, 2 entries). well established 
neighborhood. perfect for a specialist (next door to 3 busy 
general dental practices located in same building). Dental 
equipment for lease or buy also available. (4 dental chairs, 4 
deliveries, 4 operatory lights — 2 on ceiling tracks). Contact 
Dr. theodore ionescu at (916) 685-4662. 02-09

Suite for leaSe — 5665 freeport Blvd, in established 
dental building. Newly refurbished. Great for ortho or pedo 
practice. 800+ sf. (916) 428-5750. 03-09

Beautiful up-to-Date offiCe off Hwy 50 has 
multi or single op space available to share, rent or your 
idea. fully equipped, digital x-rays, pano, etc. email 
Davhanson@yahoo.com. 03-C1

MiDtowN Suite for leaSe — 24th & K Street Dental 
Building. 1,000 sf — 4 ops, waiting, reception, lab, office, 
vaccum compressed air allowance for tenant improvements 
if desired. reasonable rent, 5 yr lease. Contact owner (916) 
481-6122, ernestsweet@aol.com. 03-09

offiCe SpaCe for leaSe — Natomas professional 
Center. 1400 sf shell. Design to your taste. Great location 
for specialist as 3 general dentists already in development. 
Call Dave thomas (916) 394-6500. 03-09

air abrasion unit air Dent ii and plasma arc curing light 
arC liGHt ii by air techniques. pelton & Crane chair tHe 
CHairMaN, Model CM. Contact: Julie at (916) 686-1830. 02-09

perio pro ii Developer, CHeMiCalS, CleaNiNG 
taNKS, day loader and rinn duplicator. ready to go $600. 
(530) 368-0583 (free dip tanks — great for endo). 02-09

for Sale — Panorex x-ray, film-based, excellent condition. 
1998 Cranex 3+ model. purchased from patterson. $4,000. 
Call (916) 786-6431. 03-09

ritter DeNtal CHair — pump/hydraulic — good shape 
— periopro — both free. (916) 983-1862. 03-C1

GurMeza’S JaNitorial ServiCeS will provide your office 
its best appearance at a competitive price. we do it all: it’s our 
promise. licensed. insured. Bonded. www.sacjanitorial.com. 
gurmezp@gmail.com. (916) 218-9098. 12-08

MoDeSto, Ca — Stunning, 5 op Gp located in a 
freestanding building. State-of-the-art equipment. Strong 
patient base and 60 years of goodwill. Collections in 2007 
exceeded $1 million. practice transition partners (888) 789-
1085, www.practicetransitions.com. 12-08

praCtiCe for Sale: predominantly fee for service, well-
established Gp and cosmetic practice in single occupancy 
professional building with 6 fully equipped ops in modern 
2,000 square office. Approximately 2,800 active patients 
and approximately 30 new patients per month. Dedicated, 
well-trained and seasoned staff. 2007 Gr $1.8M+, 2008 Gr 
on track for 1.8M+. Building available at fair Market value. 
practice asking price $1,050,000. Contact Carroll & Company 
(650) 403-1010, www.carrollandcom.net for details. 02-09

DeNtiStS ServiNG DeNtiStS — western practice Sales 
invites you to visit our website, westernpracticesales.
com to view all of our practices for sale and to see why 
we are the broker of choice throughout Northern California. 
(800) 641-4179. 03-09

a Great opportuNity! if you are planning or considering 
opening a practice in el Dorado Hills, give me a call!!! Dr. 
linssen (916) 952-1459. 02-09

peDiatriC DeNtal praCtiCe located in folsom seeks 
dentist. excellent opportunity for skilled dentist to join our 
practice. please fax resume to (916) 983-9012. 02-09

eNDoDoNtiCS: In your office 2–3 days/month or ? 30+ yrs 
experience. references upon request. Contact Dr. Koett, 
Sr. (916) 337-6202. 02-09

stop the screaming! In-office sedation services by MD 
anesthesiologist • Pedo/Adults • Medi-Cal Provider • 20 years 
experience • Call (800) 853-4819 or info@propofolmd.com. 05-07

loCuM teNeNS — i am an experienced dentist, uop 
graduate and i will temporarily maintain and grow your 
practice if you are ill / maternity leave or on extended vacation. 
(530) 644-3438. 02-09

hygienist available: sDDs Dhp member — i can temp 
or work part-time for your office. No agency — independent 
contractor. 30+ years experience. email: elizabeth.x.wong@
gmail.com, phone: (916) 541-5007. 03-09

three days — $100 (members only)
Call SDDS at (916) 446-1227 for more 
information or to place a reservation.

the sDDs 
lCD projector 
is available 
for rent!



sDDs calenDar of events
MarCH
2 Golf Tournament Committee
 6:00pm / SDDS Office
3 Board of Directors Meeting
 6:00pm / SDDS Office
6 Fun Times Ski Trip
 Alpine Meadows
9 Awards Task Force
 6:30pm / SDDS Office
10 General Membership Meeting
 Alternative Therapies for Dental 

Health… They May Be in Your 
Cupboard or Refrigerator Already!

 Maxine Barish-Wreden, MD
 Spouse/Alliance Night
 Sacramento Hilton — Arden West
 2200 Harvard Street, Sacramento
 6:00pm Social
 7:00pm Dinner & Program
11 Alliance Board Meeting
 Noon / SDDS Office
 Leadership Development Committee
 6:30pm / SDDS Office

12 Peer Review Committee
 6:30pm
16 CE Committee
 6:30pm / SDDS Office
19 CA Musical Theatre Broadway Series
 Avenue Q
 8:00pm / Sac Community Center
23 Leadership Development Committee
 6:30pm / SDDS Office
24 Peer Review Committee
 6:30pm / SDDS Office
26 Member Forum
 Don’t “Code” with the New Tax Codes 

— Use Them to Your Advantage!
 Chris Bell, CPA
 Sacramento Hilton — Arden West
 2200 Harvard Street, Sacramento
 6:30pm–8:30pm

27 Continuing Education
 Ruddle on Rotary: Today’s Endodontics
 Clifford Ruddle, DDS
 Radisson Hotel Sacramento (Room 303)
 500 Leisure Way, Sacramento
 8:30am–1:30pm

PRSRT STD

US POSTAGE

PAID

PERMIT NO. 557

SACRAMENTO, CA

915 28th Street
Sacramento, CA 95816
916.446.1211
www.sdds.org

ADDRESS SERVICE REqUESTED

KEEP YOuR EYES PEELED FOR THE 30Th annUal MIdWInTEr COnVEnTIOn
TONS OF CE & A GREAT TIME! YOu wON’T wANT TO MISS IT!  (DATES TBA) 

27 Alliance Crab Feed
 Dante Club
30 Fun Times Go Karting
 Race Place Motorsports

april
1 Member Forum
 Change Your Employee Handbook —  

It’s the Law!
 Mari Bradford (CEA)
 SDDS Office
 6:30pm–8:30pm
6 Board of Directors Meeting
 6:00pm / SDDS Office
7 Membership Committee
 6:30pm / SDDS Office
8 Alliance Board Meeting
 Noon / SDDS Office
9 Peer Review Committee
 6:30pm

March 10, 2009:
Alternative Therapies for Dental Health… They 

May Be in Your Cupboard or Fridge Already!

What’s in your kitchen cabinet? Foods, nutrients & supplements that may improve your dental health 

Earn

3
CE UnITs!

MARCH GENERAL MEMBERSHIP MEETING: spOUsE / allIanCE nIghT

6pm: Social & Table Clinics
7pm: Dinner & Program

Sacramento Hilton, Arden West  
(2200 Harvard Street, Sac)

Presented by:
Maxine Barish-Wreden, Md

loads of ceu!

• Other alternative therapies that can make a difference 

• Interviewing the patient re: alternative therapies 

• Herbs & supplements that can increase risk of bleeding 

• Finding good products 

• Finding good information 

• Creating lasting wellness


