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Get Ready For Our 
UPCOMING EVENTS

General Meeting
3 CEU, CORE • $69

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

Research is showing that a “mindfulness practice” has 
a profound effect on stress reduction, quality of life and 
health benefits from heart health, immunity and even 
changes in the brain and chromosomes.

The daily practice of mindfulness can also increase the 
quality of your care for patients and reduce the stress of 
daily practice replacing it with a more joyful day for you, 
your staff as well as your patients.believe are unavoidable.
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TUESDAY
5:45-9PM

Business Forum
NO CEU • $75

Ask The Lawyers – All The Legal Questions You 
Want To Know, But Are Afraid to Ask!
Presented by Keith Dunnagan, BPE Law Group; Jason 
Wood, Wood & Delgado

This is the deal of the year – $$$$ worth of legal advice 
for the price of admission! Please join our Vendor 
Member attorneys, Keith Dunnagan and Jason Wood, 
in the SDDS classroom for YOUR CHANCE to ask legal 
questions and concerns that you encounter from your 
first job through your practice life and retirement. Bring 
all of your questions and get your answers 
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WEDNESDAY
6-9PM

Lunch & Learn
2 CEU, CORE • $75

Knock, Knock: It’s the Dental Board…Inspectors 
Are at My Door! 
Presented by Theresa Lane Former Chief of Enforcement, 
Dental Board of CA

This course will help the practitioner and staff understand 
what happens if a Dental Board Inspector or Investigator 
comes to the dental office. This course will walk you step 
by step through the process on what to expect, what they 
are looking for and how to have a successful encounter.
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THURSDAY

11AM-1:30PM

Continuing Education
5 CEU, CORE • $199

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

Predictably successful endodontics is dependent on 
shaping canals, 3D cleaning, and filling root canal 
systems. Evidence-driven techniques will be presented to 
demonstrate the procedural steps that comprise start-to-
finish endodontics. Specifically, this lecture will focus on 
those factors that influence success, including endodontic 
anatomy, pulpal breakdown, access cavities, glide path 
management, shaping canals, and 3D disinfection. Dr. 
Ruddle will teach the most recent advancements and 
proven techniques that serve to guide each endodontic 
case toward a predictably successful conclusion. 
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FRIDAY
8AM-1:30PM

HR Webinar
1 CEU, 20% • $49

Bras, Boyfriends, and Tattoos
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!
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WEDNESDAY

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

Coming In April 2018...

APR

10

APR

14

General Meeting • Tuesday, 5:45pm–9pm

The Unseen Full Mouth Case In Every Practice  
(3 CEU, Core)

CPR BLS Renewal Course • Saturday, 8–12am

Advanced Registration Required (4 CEU, Core)

Note 1st Tuesday!

Swing for Smiles 2018
Come support the Foundation at the annual Golf Tournament 
on May 18th at Empire Ranch Golf Course!
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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



As I was pondering dental real estate to 
write my President’s message this month, 
my mind started to wonder and I lost the 
‘mindfulness’ of the moment. What will 
inspire me? I ‘googled’ inspiration and a 
picture of Bev appeared. Bev is Beverly 
Kodama, DDS. Bev is a friend, colleague, 
mentor, and just an all-around wonderful 
person to many of us. She is truly an 
inspiration for me!

Many of you know that Bev is valiantly 
fighting for her life against the rages of the 
Big C (cancer). Yet, you wouldn’t know it by 
looking at her or talking to her. She always 
looks fabulous! Her hair is coiffured, nails 
are manicured, she is dressed to the nines 
and she has that beautiful warm smile. As 
sick or as uncomfortable she may feel, she 

will come up to you and give you a big hug 
and ask “how are you doing?” She is always 
concerned about the other person.

Bev has the most positive and grateful 
attitude of anyone I know. She has and still 
is making a lasting contribution towards 
creating a better world. Bev is making a 
difference! She inspires others not only 
by her achievements (a very successful 
dental practice, to name just one) but also 
by her indomitable spirit and core values 
of commitment to family, friends and 
coworkers, optimism, service to others, 
respect, good humor, courage, faith and I 
could go on and on. She truly lives the life 
of gratitude!

If you don’t know Bev, you must get 
to know her. She frequents our SDDS 

monthly general meetings and other 
venues. She is vertically challenged but 
she stands out in a crowd. She is the one 
enjoying the journey.

We love you Bev!

So what would Bev say about dental real 
estate? I don’t know you’ll have to ask 
her or you’ll just have to read the Nugget 
to see what others are saying. If lack of 
mindfulness is your issue, please join us 
March 6th at the Hilton for our general 
meeting and hear Mark Abramson, DDS 
an outstanding speaker from Stanford 
discuss “Mindfulness: It Will Change Your 
Life and Your Practice.”

President's Message

By Margaret Delmore, MD, DDS
2018 SDDS PresidentInspiration

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

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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January and February have flown by for SDDS… committees are up and 
running, MidWinter Convention is “in the books” and we’re starting 
out the SDDS spring season. So many great programs are coming up. 
Our March and April General Meetings are recruitment meetings so, 
if you can, please bring a NONMEMBER (for only member prices!) so 
that we can recruit them to be members.

And speaking of membership, we are pleased to report that we are 
80.7% market share for membership – that is the best news! But we 
have been working hard to achieve this number. Currently, there are 350 
dentists who are not members of SDDS - and CDA and ADA as well. 
So… if you know someone who has not yet joined us, please let us know. 
(Do you know we are having a contest? Member get a member – you 
could win a gift card!). 

Finally, March 31st is the last date to pay your dues and/or to sign up 
to pay in monthly eft payments. If you plan to retire, please let us know 
and we’ll get your dues amended and fill out the affidavit to change your 
status. And, finally… THANK YOU for supporting organized dentistry 
through your membership!

PLEASE NOTE – the General meeting is the FIRST TUESDAY, just 
for March. Our speaker is phenomenal – we first met Dr. Abramson at 
MidWinter last year. In one of the evaluations, a doctor wrote “… this 
presentation changed my life…”! The topic is MINDFULNESS and 
everyone should attend this terrific program.  

Cathy's Corner

The “State” of Our  
SDDS Membership – 80.7%!

By Cathy B. Levering
SDDS Executive Director

LEADERSHIP

President: Margaret Delmore, MD, DDS
Immediate Past President: Nancy Archibald, DDS 

President Elect/Treasurer: Bryan Judd, DDS
Secretary: Carl Hillendahl, DDS

Editor-in-Chief: Volki Felahy, DDS
Executive Director: Cathy Levering

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

Kevin Keating, DDS, MS
Beverly Kodama, DDS

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

Wesley Yee, DDS

Adrian Carrington, DDS 
Terry Jones, DDS

CPR: Craig Alpha, DDS
Ethics: Lisa Dobak, DDS

Nominating/Leadership Dev.: Nancy Archibald, DDS
Peer Review: Morton Rosenberg, DDS

CE Task Force: Eric Grove, DDS
Forensics Advisory: Mark Porco, DDS

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

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

Bryan Judd, DDS / Carl Hillendahl, DDS
Budget & Finance Advisory: Bryan Judd, DDS

Bylaws Advisory: Nancy Archibald, DDS
Legislative Advisory: Jenny Apekian, DDS

Member Engagement: Jennifer Drew, DDS, MSD
Member Recruitment: Rika Prodhan-Ashraf, DDS

Legal Issues: Kevin Tse, DDS

Foundation: Viren Patel, DDS
Golf Tournament:  

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

Smiles for Kids: Donald Rollofson, DMD

Cathy Levering | Executive Director
Beth Heneger | Programs / Events

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

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

EXECUTIVE  
COMMITTEE

BOARD OF  
DIRECTORS

TRUSTEES

COMMITTEES
STANDING

TASK FORCES
ADVISORY
COMMITTEES

SPECIAL EVENTS 
OTHER

SDDS STAFF

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

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

Join us for 
Dental Day at 
Raley Field!

THURSDAY JUNE 21, 2018

Use the Insert to Sign Up!

Bring your staff, family, and friends 
to enjoy a fun night out of baseball 
at our own Raley Field. 
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Dental school prepares us for the many 
dental challenges that we face in the 
operatory, but rarely are we prepared with 
the skillset to deal with what is beyond 
the operatories, e.g. the building that 
houses our practice. In the subject area 
of dental real estate, life experiences are 
often the instructors, which can be cruel 
and unforgiving and expensive.  

In this Nugget issue, the authors were 
willing to have their privacy encroached 
so they could share their own experience 
in dental real estate. In “Commercial 

Condominiums” Dr. Allison Trout 
discusses a midcareer move of her practice 
to a commercial condominium. In “From 
Lease to New Building” Dr. Barry Parish 
shares his late career relocation from a 
leased office space to building a new office. 
In “Converted House Dental Practice” Dr. 
Ross Heyn writes of locating a house at 
the beginning of his career and renovating 
the space for his practice. And I penned 
“From the Ground Up” to share my 
journey of deciding where to practice, and 
the planning and construction of a dental 
practice and office complex. 

We hope that the reader will learn from 
our “would’ve, could’ve, should’ve.” There 
is a reason for our gray hairs and wrinkles 
around the eyes. These are souvenirs to 
what we have gone through and, by sharing 
our history, we hope that you sidestep 
around costly hazards.  

From the Editor’s Desk

Dental Real Estate  
            Challenges By Denise Jabusch, DDS

Associate Editor

 

 









10604 Industrial Avenue, Suite 150, Roseville, CA 95678 
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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

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

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

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

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

PROUD MEMBERS OF
LOBBY CUSTOM SHADE ROOM CAD/CAM TECHNICIAN STATION

8  |  The Nugget • Sacramento District Dental Society



YOU SHOULD  KNOW

EMPLOYERS SHOULD HAVE 
IMPLEMENTED NEW TAX 
WITHHOLDING TABLES FOR 
2018
Reprinted with permission from CDA

To comply with the 2017 Tax Bill signed into 
law in December by President Donald Trump, 
the IRS on January 11 issued revised income 
tax withholding tables for employee paychecks.

“Employers should implement the 2018 
withholding tables as soon as possible, but 
not later than February 15, 2018,” states the 
IRS in Publication 15 (Circular E), Employer’s 
Tax Guide, which provides the percentage 
method tables for income tax withholding. 
Specifically, these tables show employers or 
payroll service providers how much tax to 
withhold from employee paychecks in 2018 
according to an employee’s wages, marital 
status and number of withholding allowances 
claimed and according to type of payroll 
period, i.e., biweekly or semimonthly.

In addition to changing the tax rates and tax 
brackets for individual taxpayers, the tax 
act increased the standard deduction for 
individuals who do not itemize deductions and 
repealed the personal exemptions deduction. 
Employees should begin to see withholding 
changes in their paychecks in February, with 
the exact date depending both on when the 
employer implements the change (no later 
than Feb. 15) and what type of payroll period 
the employer uses.

A new Form W-4 reflecting these changes 
will eventually be released by the IRS, but 
until that time employers and their employees 
should continue to use the 2017 form.

The IRS is in the process of revising its tax 
withholding calculator, which employees 
can use to help them adjust their 
withholding. Once updated, the calculator 
will be available at irs.gov.

BENEFITS OF THE DIGITAL SDDS MEMBER DIRECTORY
Since this is a member benefit, the document is on a password protected page on our website. 
You should have received an email with a link to the page and the password. Besides the Directory 
being available online, it is interactive. When you’re viewing the document on a computer, the 
cursor will turn into a hand when it is hovering over a link. The entire Table of Contents links to 
the appropriate pages, the intro page of each section links within the section and every Vendor 
Member page links to their website. You can also search particular names/words by pressing  
Ctrl F on your keyboard to bring up the search tool. Another benefit to having the Directory 
available online is that you can access it from anywhere, your computer, your phone, your tablet; 
you can even download the pdf to your device, to access when the wifi goes down. If you need the 
password again, please email sdds@sdds.org.

DENTIST NAMED SECOND BEST PROFESSION,  
NO. 1 HEALTH CARE JOB OF 2018 
Reprinted with permission from CDA

Health care professions dominate the Best Jobs of 2018 list published January 10 by U.S. News & 
World Report.  

Dentist, physician assistant, nurse practitioner and orthodontist take the top spots following this 
year’s highest-ranked profession — software developer — with pediatrician, obstetrician and 
gynecologist, oral and maxillofacial surgeon and physician taking the seventh through 10th spots 
respectively after statistician.

“A comfortable salary, low unemployment rate and agreeable work-life balance boost dentist to a top 
position on our list of Best Jobs,” states the U.S. News article’s overview of the profession. Dentist is 
rated above average for flexibility and pay — within the 75th percentile in 2016, according to the U.S. 
Bureau of Labor Statistics — and average in upward mobility and stress level.

To produce its annual best-job rankings, U.S. News first looks at BLS data on projected job openings 
from 2016 to 2026, then assesses how well jobs meet a mix of employment concerns. Jobs receive 
scores in seven areas — from employment rate to 10-year growth volume to work-life balance to job 
prospects. Each job then receives an overall weighted score.

CAN WE OFFER BOTOX TO PATIENTS? 
Reprinted with permission from CDA Practice Support

Question: Doctor took Level 1 Course Injectable and derma filler course code 1-789-1114. 
Second level is for TMJ. With this training can we offer botox for cosmetic? Does the scope just 
go to TMJ treatment?

Answer from Teresa Pichay: The California dental scope of practice is found in Business & 
Professions Code section 1625. It states, in part:

“Dentistry is the diagnosis or treatment, by surgery or other method, of diseases and lesions 
and the correction of malpositions of the human teeth, alveolar process, gums, jaws, or 
associated structures; and such diagnosis or treatment may include all necessary related 
procedures as well as the use of drugs, anesthetic agents, and physical evaluation.”

The Dental Practice Act does not specify allowable or non-allowable drugs in dentistry. A dentist 
who performs facial cosmetic surgery, including the use of Botox and dermafillers for such 
procedures, must have a permit. Permit information is available on the Dental Board web site, 
http://www.dbc.ca.gov/licensees/dds/permits_efcs.shtml.

You also should be aware that the course is not eligible for CE credit toward licensure renewal 
unless you have a facial cosmetic surgery permit.

GENERAL MEETING FOR MARCH IS THE 1ST TUESDAY NOT the 2nd Tuesday

IT’S NOT TOO LATE  
TO PAY YOUR 2018 DUES
Call the SDDS office with a credit card to lock 
in your 2018 membership. You don’t want to 
miss out on the benefits we offer! 

www.sdds.org • March 2018  |  9



By Denise Jabusch, DDS 
SDDS Member, Associate Editor

Interviewee:  
Allison Trout, DDS 

SDDS Member

Dr. Jabusch graduated from 
the University of California 
in 1985.  She practiced in 
Loomis, California until her 
retirement in 2015.  She is 
enrolled in computer sci-
ence and Spanish language 
classes.

Dr. Trout graduated from 
Loma Linda University with 
her DDS in 1998 and she 
immediately entered into 
dentistry in Northern Cali-
fornia. After practicing in 
other offices for a few years, 
she worked in a school system 
with a dental task force, so-
lidifying that she wanted to 
work with children. This led 
to the opening of Little Fish 
Dental in 2001. Dr. Trout’s 
practice focuses on children’s 
dental care.

Here’s another option to explore: 
commercial condominiums.

Allison Trout, solo practitioner of Little Fish 
Dental in Rocklin, had a decade long lease in 
a Rocklin office complex. She had graduated 
from Loma Linda Dental School in 1998, 
worked for others for a while, then boldly 
started from scratch her practice in 2001. Her 
1500 square feet space, designed for pediatric 
patients, had colorful floor-to-ceiling murals 
and television monitors in the operatory ceiling. 
Wall mounted video games entertained the 
patients and their drivers in the waiting room.

About the time her ten-year lease was up, 
the building was sold and so unfortunately/
fortunately she had to find other options to 
house her practice. She told the commercial 
realtor, that she was looking for building 
ownership and he found the commercial 
condominium at 6560 Lonetree Blvd, Suite 
102 in Rocklin.

Commercial condominiums are similar to 
residential condominiums in that the unit 
is individually owned, but the building and 
common areas are professionally managed. 

Dr. Trout said that there isn’t much 
difference between having the previous 
monthly rental fee and the payment for 
the building. The loan for the build-
out and the building itself is about as 
much as her previous rent payment. But 
the combination of the condominium 
association fee and the loan, puts the 
monthly fee over her monthly rental 
payments. Property management takes 
care of the exterior of the building and the 
landscaping and the parking lot. 

The whole building has three tenants 
including herself. There is another dental 
office and a dental supplier in the building. 
There are no restrictions as to what types of 
businesses can occupy in the other units.

Dr. Trout likes her new expansive 2200 
square feet office space. Her practice was 
outgrowing the previous rental unit and 
the smaller space was compromised. But 
to start again to design a new office was 
no small chore; all interior plumbing and 
tenant improvements had to be abandoned. 
She could take all her dental equipment, 
but things like the artsy hand-painted 
mural had to be left behind.

Her new overall off ice design of an 
underwater theme was her idea, but she 
hired an interior designer to hammer out 
some of the details. The interior designer 
was the mother of a friend from dental 

Commercial 
Condominiums

Commercial condominiums 
are similar to residential 

condominiums in that 
the unit is individually 

owned, but the building 
and common areas are 

professionally managed. 

CUTTING EDGE DENTISTRYDENTAL REAL ESTATE
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school and was experienced with dental 
and commercial offices. 

The interior designer recommended an 
artist to do the floor-to-ceiling murals in 
the operatory. Dr. Trout mentioned that 
for the murals at the previous office she 
had called Sacramento State University’s 
Art Department to recommend a local 
artist. 

Dr. Trout obtained three bids on the build-
out, two which were contractors advertising 
in the Nugget. Her interior designer had a 
contractor she had previously worked with 
and so Dr. Trout chose that company.

Dr. Trout said that it does not matter to 
her about having a condominium versus a 
stand-alone building. She likes having the 
condominium association taking care of 
the matters outside of her walls.

When asked what she would do differently 
she said that as difficult as it was to be 
buying a building unit and planning and 
building her beautiful office, she regretted 

not starting the process earlier in her career. 
She admits that the young dentist would 
be crazy to start from scratch especially 
just out of dental school with having no 
income and student loans to pay for. But 
she advised that after maybe two to four 

years of learning business management 
and honing their dental skills, they could 
purchase an existing practice. Maybe 
they could have the option of buying the 
existing space or once having established 
themselves with the patients they could 
look for a place to purchase. They would 
have to read the rental agreement carefully 
on purchase. 

Dr. Trout is very happy in her new 
digs. Swimming fish once again grace 
the operatory. And there is video game 
entertainment for the patients and their 
chauffeurs. 

The interior designer 
recommended an artist 
to do the floor-to-ceiling 
murals in the operatory.

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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CUTTING EDGE DENTISTRYDENTAL REAL ESTATE

By Barry Parish, DDS 
Member of Napa-Solano Dental Society

Dr. Parish is a California 
Native who owns Benicia 
Family Dentistry in Beni-
cia, CA. He originally stud-
ied bacteriology then began 
searching for graduate work 
that eventually led him to 
dentistry. He graduated 
from University of Califor-
nia, San Francisco in 1985, 
then started his practice, Be-
nicia Family Dentistry in 
1986. He has strived to make 
his practice the best model of 
a highly educated and inte-
grated team that brings all 
we learn to help our family 
of patients with unflagging 
courtesy and respect.

From today, how long do you plan to 
practice? The answer to that question 
should inform most if not all of your 
business and financial decisions. Here, 
I would like to explore my decision, on 
owning versus renting my practice real 
estate. This is not advice, but rather my 
experience and hopefully you can draw 
your conclusions and see if anything 
applies to your situation.

I began in 1986, and like many starting 
out the decision to rent was already made 
for me. I was purchasing the practice, and 
the lease was transferred to me. We stayed 
in that place for 12 years, and we were 
bursting at the seams. I explored a massive 
leasehold improvement which actually 
involved changing the building exterior. 
The city in the end put the kibosh on that 
idea because of parking requirements. So I 
was left with a basic choice of continuing 
to rent or purchasing real estate.

In 1998, after 12 years of practice, I thought 
another 10-13 years was a good guess. So 
I ended up getting a long term lease with 
favorable inflation terms. The lease was 15 

years with 5 years renewal on the same 
terms. I was lucky to get this, but I should 
have gone longer. One of the bad things 
that can happen if you choose not to buy, is 
at the end of the lease the business becomes 
vulnerable to many things including the 
current economic conditions, and the 
needs of the landlord. Many people will 
advise avoiding very long term leases to 
“keep your options open” but I disagree. 
We got stability for 15 years. Another issue 
is the cost of leasehold improvements. Do 
you want to pour hundreds of thousands of 
dollars in improvements only to be kicked 
out or priced out of the space in 5 years 
which is a common lease.

Right here this decision exposes my learned 
intrinsic bias from dental “experts.” I had 
become convinced that dental practices 
were cash cows that never could recoup 
their earning potential with their market 
value. In the 80s and 90s this was pretty 
much true but not at the moment. High 
production practices are being courted for 
purchase by corporate buyers, and also 
now young doctors absolutely need high 
production practices for their debt service. 
We were an attractive acquisition and more 
so if we were the owner of the office and the 
land underneath This could have been the 
ideal time to buy real estate and improve it. 

Yet, I was a very good saver. Real estate 
appreciation could not always be counted 

FROM LEASE  
to New Building

...if you choose not to buy, 
...at the end of the lease 
the business becomes 

vulnerable to many things 
including the current 

economic conditions, and 
the needs of the landlord. 
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on, and my investments were doing very 
well. I was debt adverse. In my hubris, I 
thought that I had the future dialed in 
with that long term lease. So I did not buy. 

So fast forward to the end of the 15 year 
lease, and the landlord had put a restaurant 
and bar below us. He wanted to rescind 
our reserved parking, but worse he told me 
that he could not guarantee renewal again 
at the end of the 5 year lease. This practice 
had become a behemoth and now I was 
forced to consider moving it. Our town did 
not have any places to lease that had our 
requirements for space. There simply were 
not any properties in the 3000+ square 
foot range. Every year that I stayed raised 
the risk for the practice. How do you sell 
something this big with no place to do 
business.  

If I had only asked for a 10 year renewal 
instead of 5…

So at 60, I was in effect, being forced to 
buy my own practice. Think about that for 
a moment.

After many discussions with Wendie, we 
decided that since I still enjoyed dentistry 

immensely, and would still be able to 
maintain a 3 day work week, we decided 
to move. But it would involve at least a 10 
year extension of my career, to service the 
$2.9 million debt that we would incur to 
buy the land and build the 10 op facility 
before we could realistically consider 
selling the practice.

So our exit strategy suddenly was hijacked 
by circumstance, strongly of my own 
making. We will now continue to practice, 
and in a few years (probably 5) begin to 
look for a buyer. The real estate will stay 
in our LLC and function as an annuity 
in retirement, providing rental income. If 
the market remains this hot for my type 
of practice I may yet weather this storm 
nicely, but there are risks.

So when you reach a point where a lease 
is up, or your growth demands it, do not 
blithely dismiss the additional investment 
required to buy and build a new home for 
your practice, because you may be forced 
to do it anyway at a time when selecting 
your Medicare plan would be a more 
natural choice. 
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By Ross Heyn, DDS 
SDDS Member

Dr. Heyn graduated from 
UC San Francisco School of 
Dentistry in 1991, he enjoys 
practicing in Rocklin, CA, 
and spends his free time with 
his family and outdoors.

Choosing dentistry as a profession offered 
the opportunity to be my own boss. 
Growing up, I saw family members and 
friends lose their jobs, have to relocate, 
or deal with unpleasant working hours or 
conditions. So, I looked at the different 
employment options and costs to purchase. 
I searched different areas I wanted to live 
and eliminated those with high dentist-to-
population ratios. Along the way I talked 
with dentists and received a lot of advice. 
Once a licensed dentist, I temped, and 
was able to quickly see what office setups, 
equipment, management, and software I 
liked or didn’t care for. The experience and 
knowledge helped cement my desire to have 
my own office and I started to fill in the 
details of what I wanted and needed.

In my search for an office, I found a 
converted home to a law office on a main 
street, near thousands of homes, in a 
growing community, and a few miles from 

the nearest dentists. I talked to dentists 
who had recently opened offices, dentists I 
knew and trusted, and dental suppliers for 
recommendations and advice. They guided 
me to experienced dental contractors, 
advised me on what expenses, county and 
city requirements, and fees I could expect. 
I created a financial plan and had rough 
estimates and numbers to proceed.

During this time, I had found a couple 
steady jobs working hygiene and filling in for 
dentists to provide a steady income. One of 
my employers, Bevan Richardson, gave me 
invaluable advice, involved me in organized 
dentistry, and supported my goals. Getting 
a loan for a startup wasn’t easy, be sure to 
explore all your options, every percentage 
point and fee makes a difference! Leave 
room for unexpected expenses and time 
involved; something always pops up! For 
me, it was changes in handicap code, and a 
roof leak necessitating a new one!

Converted House
Dental Practice

CUTTING EDGE DENTISTRYDENTAL REAL ESTATE
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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)

Once I had financing, the actual plans were developed from 
how I wanted the setup to how it all fit the building. General 
contractors had the experience, provided the finalized plans, 
dealt with permitting, and recommended changes needed to meet 
codes and provide for added power. Experienced contractors will 
save you money! Once work began, I met with dental suppliers, 
tried out equipment, made color and cabinet choices, and made a 
list of needed equipment, dental and office supplies, and timing of 
their delivery with the contractor.  I equipped two operatories to 
start, only plumbing the others to save initial costs. I advertised 
for and hired a combined assistant and receptionist who had 
experience in both areas. 

As the building progressed, and each bill was paid, the anxiety 
and excitement built! A myriad of details popped up from where 
to store everything, office hours, setting up office cleaning, 
billing, signage, and advertising. I also visited neighboring 
dentists to introduce myself. Again I received experienced advice 
and support. As everything was finalized, we set up, sterilized, 
and advertised to the local area. I began being open 3 days a week, 
and continued working 3 others for steady income. As patients 
trickled in, I spent time getting to know them, and treated them 
as I would myself. This generated referrals and loyalty that has 
been rewarding and a true pleasure for me and my staff over the 
years. During the next year I was able to shift to full time and hire 
a dedicated receptionist. A large jump in income occurred with 
hiring hygienists, allowing me to focus on restorative procedures 
and see more patients. Overall, it was satisfying to create a 
practice that fits me, and is a pleasure to work in. 
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Upon graduating from dental school, I 
vowed that I would never own my own 
practice, but after practicing a decade for 
other entities, I knew that it was time to 
move on and give up my employee status. 
I was ready to do things my way and 
shoulder the responsibility of “bosshood.” 
I thoroughly read the dental journals about 
the wisdom of buying an existing practice 
so that an income stream could pay for 
the little things like loan payments and 
employees, but somehow, I disregarded this 
sound advice and started my practice from 
the ground up, literally.

Location. Location. Location. I had read 
an article about a self-proclaimed golden 
handed specialist who said that it didn’t 
matter where the clinic is located. His 
philosophy was that if he built it, the 
patients would come. Well, for us mere 
mortals, serious thought about location 
should be considered. As a busy mom, I 
did not want to spend my precious time 
commuting on the highway. The quaint 
town of Auburn, had many established 
dental practices but it didn’t seem to have 
any areas of concentrated growth. Rocklin 
was just beginning to explode which brought 
in many dental practices. I chose Loomis, a 
smaller town, that had a town center and 
a moderately growing population of 6000. 
I estimated that my small practice would 
need a core of about 2000 active patients. 
On the outset, Loomis does not appear to 
be able to support a dental practice, but 
what is often overlooked is that the residents 
of Loomis and of the neighboring towns of 
Penryn, Newcastle, and Lincoln rarely move 
out of the area. Residents can have the same 
zip code from cradle to grave. A family is 
often with the practitioner throughout her/
his career and so less time and effort and 
expense is spent on finding new patients.

Trepidations. I chose an empty lot between 
two office complexes, each having long 
established dental practices. I did ask my 
husband, during the planning phases, 

if it was wise to be so close in proximity 
to other dental practices. In a soothing, 
companionate voice, my husband said, “If 
you are afraid of having other dentists as 
neighbors, you shouldn’t be in your own 
business.” With that wake-up call, I put my 
big girl pants on. We did have our accountant 
look over our finances to estimate how long 
it would be before my practice wouldn’t be 
considered a volunteer job. My self-imposed 
household budget was so austere that only 
food and clothes for my rapidly growing 
child were the allowable expenses. A very 
sobering moment was when the auditor for 
the bank loan on our house was admiring 
the built-in cabinets in our master bedroom. 
My thoughts were that I am risking the roof 
over our heads for my practice. But once 
these financial trepidations were addressed, 
I don’t remember having conscious doubts 
that the practice wouldn’t launch. In my 
naivety and because we were so busy, I 
moved forward and didn’t have time to 
worry about what could go wrong.

Building Plans. My husband had been 
a construction project engineer for 
large endeavors until he started his own 
construction company. He could draw the 
building plans that I envisioned. He had 
skills, but that did not mean that I got 
to have everything I wanted. We decided 
that we would build the complex in two 
phases. The first phase was a 3000-square 
foot building shell of which 1500 square 
feet would be my office. One of the longest 
arguments in our multiple decade marriage 
was over the placement of the windows in 
the building. He wanted to place windows 
evenly across the wall facing the road, but I 
had planned my five operatories along this 
wall and if the windows were placed evenly, 
all but one operatory would have a single 
window jutted to the side. I advocated 
for two large windows per operatory. My 
husband was planning the esthetics of the 
building from the outside, while I was 
envisioning its function from the inside. 

From the  
Ground Up!

By Denise Jabusch, DDS 
SDDS Member, Associate Editor

Dr. Jabusch graduated from 
the University of California 
in 1985.  She practiced in 
Loomis, California until her 
retirement in 2015.  She is 
enrolled in computer sci-
ence and Spanish language 
classes.

CUTTING EDGE DENTISTRYDENTAL REAL ESTATE

16  |  The Nugget • Sacramento District Dental Society



We spent many hours driving to other 
buildings, critiquing the architecture and 
“discussing” the merits of each design. His 
window plans won out, and I will never 
admit to him that the one operatory with 
the two large windows with the great views, 
can get very warm in the summer.

City Planning and Fees. Loomis is a small 
town by design. The city planners have 
always advocated slow growth. Luckily, 
though, our small, eco-friendly office 
complex was well-received by the board 
and we were given the green light when we 
presented the plans, though that doesn’t 
mean that we were given a free pass to do 
what we wanted. We had to follow the strict 
guidelines of having the parking lot behind 
the building. Trees had to cover the parking 
lot. Handicap and energy guidelines had 
to be followed. Each time a minuscule 
correction on the building plans was 
highlighted by the architecture reviewer, 
who only worked on Tuesday afternoons, 
we had to redraw the plans, resubmit, then 
wait another week. This was unnerving 
for shallow pocket developers. Besides the 

ubiquitous and expensive school fee, there 
was a weird fee termed the Fish and Game 
tax. This was egregious as the lot had no 
streams, hence no fish, and there were no 
game or wild buffalo roaming in the weeds. 
To our relief, this unusual fee was later 
rescinded.

Dental Office Design. With 1500 square 
feet to work with I sketched out five 
operatories facing the aforementioned wall. 
Each operatory had a pass-through x-ray 
head. The 10x10 foot operatory was rear-
delivery with a movable cart. The moveable 
cart could accommodate a left-hander 
if needed. There were two bathrooms, a 
handicap accommodating bathroom and a 
private bathroom with a washer and dryer 
for onsite uniform maintenance. We put 
in some nice touches like vaulted ceilings, 
ornate moldings around the windows, and 
an oak-framed stained-glass slider in the 
reception room that our family made. I 
did get some advice on dimensions from 
the dental supplier, but I did not have an 
interior designer. 

Expect the Unexpected. We broke ground in 
early 1994, worked very hard and planned a 
practice opening in October 1994. Towards 
the end of that summer, my athletic husband 
was playing whiffle ball with a bunch of six 
year olds, and he twisted his knee and tore 
the cartilage. He could not straighten his 
leg and had to hop to be mobile. Unlucky 
for him, but fortunate for the completion 
of the building, the orthopedic surgeon 
could not fit in the surgery until after the 
grand opening. I remember watching him 
hopping along the side of the building to 
lift the aforementioned windows into the 
operatory.

It was an ideal place to practice. The patients 
loved facing the opened windows and 
listening to the sweet laughter of children 
playing in the adjacent school yard. The 
office was efficiently designed so that my 
small staff could handle very full schedules. 
The time devoted to my career went 
swiftly in part due to a self-designed work 
environment. I practiced in the family-built 
utopia until my retirement two years ago. 

Before

After
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Since 2004, SDDS Staff has donated the Bump Dinner to benefit the 
Foundation. This year’s 2018 Bump Dinner raised a whopping $17,350 
for the Foundation! To date, it has raised $84,505.

We are so incredibly thankful to all who have participated over the years 
and those who continue to make this event a success. Thank you!

If you would like to be a part of the Bump Dinner next year, come and 
bid on it during our Silent Auction at our Holiday Party in December, we 
would love to have you there!

Hosted and donated by the
Sacramento District Dental Society Staff (and Bruce Levering too!) 

Our Thanks!

HORS D'OEUVRES
Bacon Confite
Ahi Crostini 

Canapés aux Oignons Français
Mousse de Crevettes
Servi avec: Vins Assortis

AMUSE-BOUCHE 
Saumon Séché aux Agrumes avec Relish de Concombre

Servi avec: Vieilles Vignes-Chablis; Domaine Chènevières

SOUPE 
Vichyssoise

POISSON
Coquilles St. Jacques 

SALADE
Verts de Champ avec Vinaigrette au Citron à la Lavande

Gruyère Gougères  
Servi avec: Châteauneuf  du Pape; H to H

PLAT PRINCIPAL
Poulet au Grand Marnier
Haricots Verts au Citron

Riz Sauvage

DESSERT
Assortiment de Fromage

Marmalade de Citron
Mousse au Grand Marnier 

Servi avec: Sauternes, Château Guiraud

2018 
Diner de Bumpe!

JANUARY 19, 2018
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916.259.2838
3517 Marconi Ave #100
Sacramento, CA 95821

*Call for an appointment

Northern California’s First Stand Alone
All Inclusive Dental Showroom

Now you can come try
out the equipment 
you're purchasing!*

Desco Dental Equipment
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Foundation
of the Sacramento 
District Dental Society

Another Great Year for 
Smiles for Kids!
February 3rd was our annual Smiles for 
Kids Day! The Smiles for Kids® Program 
(SFK) (originally founded in 1991 by Dr. 
Gerard Ortner and Dr. Don Rollofson) 
was adopted and expanded by the 
Foundation in 2003. It partners member 
dentists with local schools to screen and 
provide dental education to thousands of 
children each year. 

This year we had 15 sites where doctors 
opened their offices on the Saturday to 
help provide dental care to underserved 
children. We thank all of the doctors, 
staff and volunteers that gave their time 
and services to this cause, without your 
dedication this program wouldn’t be 
possible. Make sure to keep an eye out 
in the May issue of the Nugget for a full 
report of what happened with this year’s 
Smiles for Kids Day!

Thank you! Grants and contributions received to support the SDDS Foundation for Smiles for Kids!

Smiles for Kids®
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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

Firas Nassif, DDS • Roseville • Part • GP 
Gilbert Limhengco, DDS • Sacramento • Part • GP 
Precision Orthodontics • Sacramento • part • Ortho   
Krystle Fenton, DDS • Elk Grove • part/full • GP
Camelia Cifor, DDS • Fair Oaks • part • GP 
Camelia Cifor, DDS • Carmichael • part • Perio 
Laguna Childrens Dental Care • Laguna • part • GP 
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

DHPS SEEKING EMPLOYMENT

Harpreet Tiwana, DDS • Part/Full • GP 
Lee Lo, DDS • Part • GP 
Amanda Chen, DDS • Part • Ortho 
Bruce Taber, DDS • Fill-In • GP  
Ladi Sorunke, DDS • GP
Jordan Gaddis, DDS • part/full • GP 
Rika Prodhan-Ashraf, DDS • Fridays • 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 

Janis Dufort, RDH • fulltime

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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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

Member FDIC

We do our best work for 
professionals just like you.
Whether you want to buy an existing practice or expand the one you own, we 

have the tools and expertise to help you achieve your goals. To see how we 

can support your success, give Shannon a call today.

Shannon Mitchell
VP/Relationship Manager
NMLS# 912920
Office: 916-648-3470
Cell: 971-506-5992
shannon.mitchell@bannerbank.com
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What do you do when you notice that 
Susan has shown up for work but isn’t 
wearing a bra?  Can you ask her to change 
or go back home?  What do you say when 
Steve asks if he can add his partner, Ken, 
to your benefits plan?  And what do you 
do when you discover that one of your 
employees is not authorized to work in the 
United States?  

CEA has the answers to these unusual 
and sometime awkward employee related 
questions and situations.  As you know, 
SDDS members can call the Human 
Resource (HR) Hotline anytime Monday 
– Friday from 8am to 5pm to get answers 
to your most challenging HR questions.  

However, if you would like to learn and be 
entertained by some of the most common 
questions we receive daily from employers, 
please join us for our enlightening and 
entertaining HR Trivia program, “Bras, 

Boyfriends and Tattoos in the Workplace” 
on March 21st offered at 11:50am-12:50pm 
and again at 1:00pm -2:00pm. 

CEA’s one-hour HR trivia webinar will 
touch on a variety of the human resource 
questions we receive on the hotline each 
month, as well as review HR Fundamentals 
including:   

• Wage and Hour laws 

• Dress Code Matters

• Privacy Laws

• Immigration Issues 

• Required Hiring and Termination 
Documents 

• Religion in the workplace

Each one-hour webinar is presented in a 
“test your knowledge” format with real life 
questions, making them a bit more fun and 
engaging than other webinars.   

What do you do when your dental 
hygienist wants to bring her service dog 
to work? Can you require your employees 
to remove their piercings when working 
around patients? 

Find out the answers to these questions 
when you register online at: http://www.
sdds.org/events/bras-boyfriends-and-
tattoos for one of our March 21st webinars. 
Until then, remember the HR Hotline 
888-784-4031 is always available for your 
daily HR questions.  

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!

Bras, Boyfriends and Tattoos in the Workplace 
Reprinted with permission from California Employers Association

MAR

21
APR

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

 Alternate Workweek  
1 CEU, 20% • $40

HR Webinar  
Presented by Mari Bradford

One hour online and audio seminar you can 
listen to 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 repeat at 1:00-2:00PM

Sign up online at sdds.org

www.sdds.org • March 2018  |  23



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

A dentist’s business plan is a critical tool for 
starting a practice. It provides the blueprint 
for how the dentist will establish a successful 
practice and it demonstrates to a lender how 
well they have researched and thought out 
the necessary elements of a practice. 

The real value of creating a business plan for 
a dentist, however, lies in the simple process 
of researching and thinking about their 
business in a systematic way. 

“The act of planning helps you to think things 
through thoroughly, study and research if 
you are not sure of the facts, and look at your 
ideas critically. It takes time now, but avoids 
costly, perhaps disastrous, mistakes later,” 
said Michael Perry, DDS, former chairman 
of the CDA Practice Support Task Force.

A business plan should consist of a 
narrative and several financial worksheets. 
The narrative template is the body of the 
business plan and can contain more than 150 
questions divided into several sections. Perry 
recommends that dentists seek professional 
assistance (from financial companies, dental 
supply companies, dental practice brokers 
and practice management consultants) in 
researching information to include in their 
business plan. 

Aside from this assistance, CDA Practice 
Support has a business plan template 
available to member dentists at cda.org/
practicesupport that is modifiable to fit their 
particular circumstance. 

“It typically takes several weeks to complete 
a good plan. Most of that time is spent in 
research and rethinking your ideas and 
assumptions,” Perry said. “Be sure to keep 
detailed notes on your sources of information 
and on the assumptions underlying your 
financial data.”

CDA’s business plan template was developed 
from information provided by SCORE 
“Counselors to America’s Small Business” 
and CDA member dentists. 

The business plan template includes the 
following:

• Cash flow statement sheet; 

• Profit and loss outline;

• Break-even analysis; 

• Projected balance sheet; 

• Four-year profit projection sheet; 

• Opening day balance sheet; and 

• A start-up expenses sheet.

“All of these resources will help dentists get 
their practice on a path toward success,” 
Perry said.

Some dentists may want to use their business 
plan to present to lenders. If that is the case, 
CDA Practice Support recommends the 
dentist include the following:

• Amount of the loan;

• How the funds will be used;

• What this will accomplish and how it 
will make the business stronger;

• Requested repayment terms (number of 
years to repay);

• Collateral offered; and 

• A list of all existing liens against 
collateral.

“You can use the business plan annually to 
check attainment of practice goals. It’s a good 
idea to update the plan every five to ten years 
to account for either changes in the market, 
changes in community demographics, or 
changes you want to make to your practice 
goals and objectives,” Perry said. 

For more information, visit cda.org/
practicesupport, or to connect with a 
CDA Practice Support content expert, call 
866.232.6362.  

Business Plan Key for Dental Practice Success
Reprinted with permission from California Dental Association
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Practice Acquisitions/Sales – Partnerships – Business Transactions – Lease Negotiations – Estate Planning – Transitions & Business Litigation
DSO – MSO – Practice Agreements – Associate Agreements – Wills/Trusts – Real Estate Acquisitions/Sales – Partnership Disputes

Specializing in:

TRUST your future 
with THE BEST!

• Over 35 Years of Experience Representing Dentists
• Represented over 6000 Dentists
•   On the Forefront of the changing issues 

 facing your profession
• 190 Dental Practice Transitions in 2016
• Chosen Legal Advisors to numerous dental Societies
• Providing services NATIONWIDE
•  The Chosen EXPERTS on Business Transactions 

 for Dentaltown

Call today for a free phone consultation

800-499-1474 

www.DentalAttorneys.com

FEBRUARY 23, 2018 • 1:30-4:30PM
“Practice Ownership - Are You Ready to Buy... or Sell?”

   Sacramento District Dental Society – Sacramento, CA
Jason P. Wood

MARCH 21, 2018 • 6:00-8:30PM
“Ask the Lawyers”

Sacramento District Dental Society – Sacramento, CA
Jason P. Wood

Upcoming Events



Committee Corner

Standing Committees
Ethics
Apr 24 • Sept 28

Nominating/Leadership 
Development
Mar 12 

Peer Review Committee
TBA

Foundation
Foundation Board
Mar 19 • Jul 30 • Nov 14

Golf Tournament                                  
Apr 23

Other 
Sac Pac
TBA

CDA House of Delegates
Nov 9-11

Advisory Committees
Continuing Education Advisory
TBA

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
Mar 13 • 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 
Mar 12 • Apr 23

Member Recruitment
Mar 12 • Apr 23

2018 SDDS  
Committee Schedule

Intro by Wai Chan, DDS
Co-Chair Amalgam Advisory Committee

Most of our member dentists know that 
the EPA Amalgam Separator Rule has been 
in place since July 14, 2017. The SDDS 
Amalgam Advisory Committee has been 
working with the Sacramento County 
Regional Sanitation District to help our local 
dental offices to comply with the rule and 
at the same time to minimize administrative 
burdens.

The American Dental Association and the 
California Dental Association have Best 
Management Practices for Amalgam Wastes 
Management in place for years. They have 
been recommending usage of amalgam 
separators. SDDS has also been saying the 
same thing.

To be in compliance, we have to file a one 
time compliance form.  See the article 
from the Sanitation District to download 
the compliance form. Those of us who still 
have questions can visit the ADA website 
https://success.ada.org/en/regulatory-legal/
amalgam/amalgam-recycling-rule-webinar 
to listen to recording of a recent ADA 
webinar.

The Sacramento County Regional Sanitation 
District has also provided the following 
information to help us. For other counties, 
please call your city or district and ask the 
procedures they are implementing.

On July 14, 2017, the United States 
Environmental Protection Agency (EPA) 
Dental Eff luent Guidelines (40 CFR 
441) took effect. This rule requires many 
dentists to install an amalgam separator 
and follow two Best Management 
Practices (BMPs). Existing dentists have 
three years to comply with the new rule, 
but new facilities that start discharging 
after the effective date will need to comply 
immediately. 

Who is affected?

Dentists that place or remove amalgam 
are subject to this rule. This includes 
institutions, permanent or temporary 
off ices, clinics, home off ices, and 
government owned and operated facilities. 
Dentists who never place amalgam and 
do not remove amalgam except in limited 
unplanned, unanticipated circumstances 
must certify as such but do not have to 

install amalgam separators or implement 
the BMPs. Some dentists are not subject to 
the rule and do not have to do anything. 
They include the following: 

• Dentists that exclusively practice one 
or more of the following specialties: 
oral pathology, oral and maxillofacial 
radiology or surgery, orthodontics, 
periodontics, or prosthodontics

• Mobile units utilizing a specialized 
self-contained van or trailer that 
provide services at different locations

• Dental facilities that do not discharge 
amalgam process wastewater to the 
sewer, such as those that discharge to 
a septic system

What is required?

To comply with this rule, subject dentists 
must install an amalgam separator with 

New Dental Effluent  
Guidelines Rule

Amalgam Rule
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a minimum 95% removal efficiency that 
is compliant with either the ANSI/ADA 
Standard 108 for Amalgam Separators or 
ISO 11143 Standard (2008). An equivalent 
device may be installed if it meets the 
requirements listed in 40 CFR 441.30(2). 
They must also implement the following 
BMPs:

• Waste amalgam must not be 
discharged to the sewer.

• Oxidizing or acidic cleaners, including 
but not limited to bleach, chlorine, 
iodine, or peroxide cleaners or cleaners 
with a pH lower than 6 or greater 
than 8, must not be used to clean 
dental unit wastewater lines, chair-
side traps, and vacuum lines.

There  a re  a l so  record keeping 
requirements covering inspection records, 
documentation of amalgam retaining unit 
replacement or amalgam separator repair, 
and disposal records. Once in compliance, 
the dentist must submit a One-Time 
Compliance Report form to their Control 
Authority. Individual Control Authorities 
have their own form and may have stricter 
regulations than those in this rule. Upon 

transfer of ownership of a practice, the 
new owner must submit a new One-Time 
Compliance report.

When is compliance required?

Dental facilities (under any ownership) 
that were discharging to the sewer prior 
to July 14, 2017, must be in compliance 
by July 14, 2020, and submit the One-
Time Compliance Report by October 12, 
2020. New dental facilities that begin 
discharging to the sewer after July 14, 
2017, must be in compliance immediately 
and submit the One-Time Compliance 
Report within 90 days. 

To find your Control Authority, search 
online for the pretreatment program or 

sewer agency in your area or visit EPA’s 
Dental Eff luent Guidelines website. 
Sacramento Regional County Sanitation 
District (Regional San) is the Control 
Authority for dentists in unincorporated 
Sacramento County; the cities of 
Citrus Heights, Elk Grove, Folsom, 
Rancho Cordova, Sacramento, and West 
Sacramento; and the communities of 
Courtland and Walnut Grove. 

To locate links to this rule, EPA’s Effluent 
Guidelines website, and other resources 
or to download the Regional San One-
Time Compliance Report form, visit 
www.amalgamrecovery.com. If you 
have questions, email Regional San at 
amalgamrecovery@sacsewer.com or call 
(916) 875-6470.  

916.784.6982 • gayles@dmsolutionsinc.com

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

Assistance Designed to Enhance  
Practice and Team Performance

Contact us  
today  

for your onsite
“customized”  

Practice  
Enhancement  

Workshop

To comply with this 
rule, subject dentists 

must install an amalgam 
separator with a minimum 
95% removal efficiency...
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PYUNG CHO, DDS
General Practitioner
 (916) 702-7189
6994 Sunrise Blvd.
Citrus Heights, CA 95610

Dr. Cho graduated from UOP Arthur A. Dugoni 
School of Dentistry in 2013 and practices at Citrus 
Heights Dental.

KEVIN CHANG, DDS
General Practitioner
(916) 786-2008
1212 Coloma Way Ste C
Roseville, CA 95661

Dr. Chang graduated from UCSF School of Dentistry 
in 1999.

ALEXANDRIA DOMAGALA, DMD
General Practitioner
(916) 622-4214
Pending Office Address

Dr. Domagala graduated from Western University of 
Health Sciences College of Dental Medicine in 2017.

RICHARD R. HAN, DDS
General Practitioner
(360) 951-2452
Delta Dental

Dr. Han graduated from New York University in 
2007, and now works for Delta Dental in Rancho 
Cordova. Fun Fact: Dr. Han is a diehard Fighting 
Irish fan!

GRAHAM HEARN, DDS
Pediatric Dentist
(916) 782-5503
568 N. Sunrise Ave. Ste 35
Roseville, CA 95661

Dr. Hearn graduated from UOP Arthur A. Dugoni 
School of Dentistry in 2012, and did his residency at 
the University of Virginia.  He earned his Specialty in 
Pediatric Dentistry at the University of Washington 
in 2016.  He now practices at Smile Gallery in 
Roseville.

WILLIAM JACOBSON, DMD
General Practitioner 
(916) 914-6394
1500 21st St
Sacramento, CA 95811

Dr. Jacobson graduated from Case Western Reserve 
University in 2015, and did his residency in Pediatric 
Dentistry at Herman Ostrow School of Dentistry of 
USC in 2016. Fun Fact: Dr. Jacobson is a native 
Spanish speaker and enjoys painting.

LEE LO, DDS
General Practitioner
(530) 966-5055
Pending Office Address

Dr. Lo graduated from UCSF School of Dentistry in 
2017.  Fun Fact: Dr. Lo began cross-stitching at the 
age of 12.

NINA MOSLEHI, DDS
General Practitioner

(925) 984-8935
Pending Office Address

Dr. Moslehi graduated from UOP Arthur A. Dugoni 
School of Dentistry in 2016. Fun Fact: Dr. Moslehi 
enjoys doing arts and crafts and is currently learning 
how to watercolor and crochet.

MORI NAFTULIN, DDS
General Practitioner
(916) 698-0601
Pending Office Address

Dr. Naftulin graduated from UOP Arthur A. Dugoni 
School of Dentistry in 2017.  She is currently enrolled 
in a General Practice Residency at the University of 
Colorado in Aurora, Colorado.

QUAN VO ANH NGUYEN, DDS
General Practitioner
(916) 392-1088
Innovation Dental Group
4809 Laguna Blvd Ste 90
Elk Grove, CA 95758

Dr. Nguyen graduated from UOP Arthur A. 
Dugoni School of Dentistry in 1999 and practices at 
Innovation Dental Group in Elk Grove and Stockton.

Dual Member!

New Members March 
2018

TOTAL 
MEMBERSHIP
(as of 2/15/18:)

1,733

TOTAL ACTIVE MEMBERS: 
1,363

TOTAL RETIRED 
MEMBERS: 262

TOTAL DUAL 
MEMBERS: 6

TOTAL AFFILIATE 
MEMBERS: 15

TOTAL STUDENT/ 
PROVISIONAL
MEMBERS: 11

TOTAL CURRENT 
APPLICANTS: 4

TOTAL DHP 
MEMBERS: 62

TOTAL NEW 
MEMBERS FOR 2018: 16

MARKET 
SHARE:
80.7%

RETENTION RATE: 94.6%
ENGAGEMENT RATE: 90%

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



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

Congratulations                                             
to Our New Retired Members! 
Peter  Berbohm, DDS
Victor Hawkins, DDS
Robert H. Sharp, DDS
Raymond  Spore, DDS
Brian Steele, DDS
Kenneth Whitnack, DDS
Ronald Rott, DDS

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.

Smile & Co. - Ashley Joves, DDS
Folsom, CA

GINA SALATINO, DMD
General Practitioner
(916) 771-7873
Rockstar Family Dental
3071 Stanford Ranch Rd. Ste C3
Rocklin, CA 95765

Dr. Salatino graduated from the University of 
Nevada in Las Vegas in 2010, and practices at 
Rockstar Family Dental in Rocklin. Fun Fact: 
Dr. Salatino is also a professional musician and 
currently plays in the band Some Fear None and 
has performed with bands such as Telsa, Papa 
Roach, Oleander, Korn, Tool, Puddle of Mudd, 
Queensrych, and many more.  Some Fear None 
has won the SAMMIES Best Hard Rock Band 
three years running and is currently in their Hall 
of Fame.  She also teaches and trains other dentist 
in IV Conscious Sedation and has published a 
pocketbook guide to dental sedation.

STENSON WOMACK, DMD
General Practitioner
(209) 223-0204
511 Sutter St.
Jackson, CA 95642-2004

Dr. Womack graduated from Western 
University of Health Sciences College of Dental 
Medicine in 2017.

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

Recent Month’s Winners!

January 2018 
No referrals
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We’re Blowing 
 your horn!
Congratulations to...
Rachel Appelblatt, DDS, MD, on the birth of her baby, 
Ryder Weston, on January 17th! He came in at 7 lbs. 8 oz. and 
21 inches. She and her husband have both been doing great! 
Baby Ryder is already enjoying life in Tahoe and loves to nap 
while being carried on hikes. (1)

Junie Baldonado, DDS, on his office being selected by his 
fellow businesses at the Loomis Chamber of Commerce as 
the 2017/2018 Business Hall of Fame awardee for excellent 
customer appeal to the Loomis Community! He is very proud 
of this honor! (2)

Donald Liberty, DDS, on being awarded the Asian Dentist 
of the Year on January 18th. The Asian Dentists hosted a dinner 
at the Hong Kong Islander to celebrate. Congratulations Dr. 
Liberty! (3)

Sireesha Penumetcha, DDS, MAGD, on being awarded 
the Dr. Virgil Brown California Dentist of the Year for 2017! 
She was presented this award by fellow SDDS Member Guy 
Acheson, DDS. (4)

Victoria Sullivan, DDS, on accepting a full time position at 
the University of Texas on their pediatric faculty! 

Eric Wong, DDS, MAGD, on recently being appointed 
Continuing Education Division Coordinator to the AGD 
(Academy of General Dentistry), with oversight of the PACE 
Council, Dental Education Council, Examinations Council, 
Fellowship Exam Committee, Self Instruction Committee, 
and Scientific Meeting Council.  He was previously the PACE 
Council Chair and has also served as a member of the PACE 
Council.  Dr. Wong is a member of SDDS, and has been a 
leader in the Academy of General Dentistry for many years. (5)

1

2

3

5

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!

4
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SPOTLIGHTS:SPOTLIGHTS:

At last, a professional staffing service that does it all! With over 
30 years of specialization and innovative approaches to human 
resource staffing issues, Resource Staffing Group becomes your 
“partner in business.” We allow your staff to focus on the productive, 
revenue-producing side of your dental practice by turning over all 
those mundane human resource tasks including payroll, benefit 
administration, and tax preparation. Delegate those undesirable duties 
such as terminations, down-sizing, and hiring. Never fill out another 
form or attend another EDD or Labor Board hearing while you protect 
your practice from wrongful termination or sexual harassment lawsuits. 
Control skyrocketing and unexpected costs in areas like advertising, 
workers compensation, recruiting, benefits, and employment law.

Products and Services:  
• Dental Staffing: Direct hire, temporary or temporary to hire 

positions
• Serving the Greater Sacramento Area

Benefits or Special Pricing for SDDS Members:
• 5% discount for SDDS members who place a Direct Hire order

Debbie Kemper - Recruiter
dkemper@resourcestaff.com

ResourceStaff.com

The Foundation for Allied Dental Education (FADE) was founded in 
2011 as collaborative supporter of the state dental assisting teacher’s 
association. Today, our central mission and purpose is to provide 
educational opportunities and professional development courses for 
the entire allied dental healthcare team.

The Foundation’s core values of commitment, collaboration and 
community are the bedrock of our purpose to provide learning, 
community outreach programs, and public awareness of the important 
role allied dental personnel play in the provision of oral healthcare. 
These initiatives, coupled with corporate and private donations, serve 
to support our educational scholarship programs and community 
collaborations on a non- ‐profit, public benefit basis.

Our courses, programs and educational events are open to all 
members of SDDS and their staff, as well as licensed or unlicensed 
chairside personnel, business administrative staff seeking collaborative 
study group events, continuing education specific to all licensure 
categories and Board- ‐approved certifications for those seeking 
entry- ‐level opportunities in the dental workplace.

Products and Services:  
• RDAEF2 educational program
• DA to RDA licensure program
• RDA licensure examination preparation courses and study 

resources
• BLS Certification and Recertification Courses (4-5 CEU)
• California Radiation Safety Certification
• Infection Control and Dental Practice Act for Unlicensed Dental 

Assistants
• Coronal Polishing Certification
• Pit & Fissure Sealant Certification

LaDonna Drury-Klein - CEO
donnaklein@thefade.org

theFADE.org

We strive to be your single source for all your dental office needs and 
to provide you with the best customer experience and personalized 
service available. Count on Patterson Dental Supply to be there when 
you need us.

Products and Services:  
• Dental supplies
• Equipment
• Full service technical department
• Practice management
• Office design
• Financing
• Cerec Tooth Restoration System
• Schick Digital X-ray
• Eaglesoft Dental Software
• Casey Education Systems
• Patterson Office Supplies

Benefits or Special Pricing for SDDS Members:
• Screening supplies & free merchandise for participants of 

Smiles for Kids

Cara Montoya, Operations Manager
cara.montoya@pattersondental.com

PattersonDental.com

Comprehensive real estate, business and succession planning legal 
services for the dental professional.

Products and Services:  
Real estate and development transactions including leasing and 
purchase transactions, business and corporate transactions including 
formations of partnerships and professional corporations, employment 
law, financing and equipment and practice buy-sale agreements, and 
estate and succession planning.

D. Keith B. Dunnagan
kbdunnagan@bpelaw.com

BPElaw.com/dental-law
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Burkhart Dental Supply
Dawn Dietrich, Business  
Development Manager
916.784.8200
burkhartdental.com

Si
nc

e 
20

11

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
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Comcast Business                   
Lisa Geraghty
916.817.9284
lisa_geraghty@cable.comcast.com
business.comcast.com
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The Foundation for Allied 
Dental Education
LaDonna Drury-Klein
916.358.3825
thefade.org
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Kids Care Dental
Debbie Day
916.661.5754

kidscaredental.com
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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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Brasseler
Mark Ellenburg
916.276.6224
shop.brasselerusa.com
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THIS  
COULD 
BE YOU!
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Resource Staffing 
Group
Debbie Kemper
916.993.4182
resourcestaff.com
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Fechter & Company
Craig Fechter, CPA
916.333.5360
fechtercpa.com

Si
nc

e 
20

09

First US Community 
Credit Union
Gordon Gerwig,  
Business Services Mgr
916.576.5650
firstus.org

Si
nc

e 
20

05

Mann, Urrutia, Nelson, CPAs
John Urrutia, CPA, Partner
Chris Mann, CPA, CFP, Partner
916.774.4208
muncpas.com

Si
nc

e 
20

10

Ameriprise Financial —
The Chandler Group
Thomas Chandler
916.789.9393, ext. 03197
ameripriseadvisors.com

Si
nc

e 
20

15

American Pacific Mortgage
Jason Mata
800.455.0986
dentalmortgage.com

Si
nc

e 
20

16
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The Dentists  
Insurance Company
Chris Stafford
800.733.0633
tdicsolutions.com

Si
nc

e 
20

11

Access Dental Plan
Alisha Hightower
916.679.7001
premierlife.com

Si
nc

e 
20

17 In
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nc

e 
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Integrated Accounting  
Solutions
Dave Sholer, CPA, MBA
530.231.5286 
OnlyDentalCPA.com

Si
nc

e 
20

16

LIBERTY Dental Plan
Danielle Cannarozzi
800.703.6999
libertydentalplan.com

Si
nc

e 
20

16

CareCredit
Angela Martinez
714.434.4508
carecredit.com

Si
nc

e 
20

16

MassMutual Northern 
California
Christopher Nunn, Financial Advisor
916.878.3341
northerncalifornia.massmutual.com

Si
nc

e 
20

17

SDDS started the Vendor Member program in 2002 to provide resources for our members. No, Vendor Members are not exclusive, and we 
definitely have some competitive companies who are Vendor Members. But our goal is to give SDDS members resources that would best 
serve their needs. We suggest that members reach out to our Vendor Members and see what is a best “fit” for their practice and lifestyle.

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

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

SDDS VENDOR MEMBERSHIP SUPPORT IS A WIN-WIN RELATIONSHIP!

Banner Bank
Shannon Mitchell, VP, Business 
Banking Officer
916.648.3470 
bannerbank.com

Si
nc

e 
20

17

US Bank
Tom Collopy
916.924.4546 
usbank.com

Si
nc

e 
20

17
Swiss Monkey
Christine Sison
916.500.4125
swissmonkey.co

Si
nc

e 
20

16

we love
our Vendor  
Members!
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Advertiser INDEX

Dental Supplies, Equipment, Repair
Analgesic Services Inc.. . . . . . . . . . . . . . . . . . . . . . 32
Brasseler USA. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 32
Burkhart Dental Supply. . . . . . . . . . . . . . . . . . . . . . 32
Desco Dental Equipment. . . . . . . . . . . . . . . . . . 19, 32
Henry Schein Dental. . . . . . . . . . . . . . . . . . . . . . . . 32
Kulzer, LLC.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  32
Patterson Dental. . . . . . . . . . . . . . . . . . . . . . . . . . . 32

Dental Laboratory
Costa Aesthetics. . . . . . . . . . . . . . . . . . . . . . . . . 8, 32

Dental Practice
Kids Care Dental. . . . . . . . . . . . . . . . . . . . . . . . . . . 32
Pacific Dental Services. . . . . . . . . . . . . . . . . . . . . . 32

Dental Services
Dental Management Solutions. . . . . . . . . . . . . . . . . 27

Education
The Foundation for Allied Dental Education. . . . . . . 32
Dr. Pieter Linssen . . . . . . . . . . . . . . . . . . . . . . . . . . 27

Financial Services
American Pacific Mortgage. . . . . . . . . . . . . . . . . . . 33
Ameriprise Financial – The Chandler Group . . . . . . 33
Banner Bank. . . . . . . . . . . . . . . . . . . . . . . . . . . 22, 33
Care Credit . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 33
Fechter & Company. . . . . . . . . . . . . . . . . . . . . . 34, 33
First US Community Credit Union. . . . . . . . . . . . . . 33
Integrated Accounting Solutions . . . . . . . . . . . . . . . 33
Mann, Urrutia, Nelson, CPAs . . . . . . . . . . . . . . . . . 33
MassMutual. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 33
US Bank . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 33 

Human Resources & Legal
BPE Law Group . . . . . . . . . . . . . . . . . . . . . . . . . . . 32
California Employers Association (CEA) . . . . . . . . . 32
Wood & Delgado. . . . . . . . . . . . . . . . . . . . . . . . 25, 32

Insurance Services
Access Dental Plan. . . . . . . . . . . . . . . . . . . . . . . . . 33
LIBERTY Dental Plan . . . . . . . . . . . . . . . . . . . . . . . 33
TDIC & TDIC Insurance Services . . . . . . . . . . . . 4, 33

Office Design & Construction
Blue Northern Builders, Inc. . . . . . . . . . . . . . . . 22, 33
GP Development Inc. . . . . . . . . . . . . . . . . . . . . . 7, 33
Olson Construction. . . . . . . . . . . . . . . . . . . . . . 29, 33

Practice Sales
Integrity Practice Sales . . . . . . . . . . . . . . . . . . . . . . 32
Professional Practice Sales. . . . . . . . . . . . . . . . 21, 32
Western Practice Sales. . . . . . . . . . . . . . . . . . . 11, 32

Practice Services
Comcast Business.. . . . . . . . . . . . . . . . . . . . . . . 8, 32

Staffing
Resource Staffing Group . . . . . . . . . . . . . . . . . . . . 33 
Swiss Monkey. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 33

Waste Management Services
Star Group Global Refining . . . . . . . . . . . . . . . . 19, 33

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

Vendor Member

Vendor Member
Vendor Member

Vendor Member

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

Vendor Member
Vendor Member

Vendor Member

Vendor Member
Vendor Member
Vendor Member

Vendor Member
Vendor Member
Vendor Member

Vendor Member
Vendor Member
Vendor Member

Vendor Member

Vendor Member
Vendor Member

Vendor Member

34  |  The Nugget • Sacramento District Dental Society



 

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 

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

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

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

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 

Dental lab equipment: Sunfire Furnace, Ney Burnout 
Oven, Baldor Lathe, Vacuum Investor, Articulators, 
Flacks, etc. $800 530-662-5945  3/18c

Zeiss Pico Microscope for sale $17,000 (cost new would 
be $30,000). Upgraded Xenon light. Excellent optics and 
condition, wall mount included. Professional installation 
available. Call Dr. Koehn @ 916-941-9888 or email: 
eldoradoendo@yahoo.com.   1/18

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 LEASEEMPLOYMENT OPPORTUNITIES
CON'T

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 3/18c

Elegant, furnished dental suite (2000 sq. ft) Located 
in custom East Sacramento dental building w/on-site 
parking. All upscale amenities including 4 operatories, 
lab, business office, private Drs. Office w/full bath, 
plus bonus room w/storage. Long-term lease available. 
For apt. or further info call 916-346-0041 and leave 
message. 1/18

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

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

SDDS member dentists can 
place classified ads

FOR FREE!
MEMBERBENEFIT!

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

22 Lunch & Learn 
Knock, Knock: It’s the Dental Board   
Terri Lane (Former Chief of Enforcement, 
Dental Board of CA)     
11:30am / SDDS Office 

23 Continuing Education 
Creating Endodontic Excellence   
Cliff Ruddle, DDS    
8:30am / SDDS Office 

13 Peer Review Meeting 
6:00pm / SDDS Office 

14 Dentists Do Broadway 
Book of Mormon 

19 Foundation Board Meeting 
6:15pm / SDDS Office 

21 HR Webinar 
Bras, Boyfriends, and Tattoos  
California Employers Association 
12–12:55pm / 1:15–2:00pm / Telecom 

Business Forum 
Ask the Lawyers – All the Legal 
Questions You Want to Know, but Are 
Afraid to Ask!  
Jason Wood, Keith Dunnagan 
6:30pm / SDDS Office 

MARCH
6 General Membership Meeting 

Mindfulness: It Will Change Your Life… 
and Your Practice 
Mark Abramson, DDS  
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm 
Dinner & Program

12 Leadership Development Meeting 
6:00pm / SDDS Office 

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

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

13 Board Meeting 
6:00pm / SDDS Office 

ARE YOU REGISTERED FOR THE GENERAL MEETING?

MAR

6

TUESDAY
5:45PM-9PM

ADDRESS SERVICE REQUESTED

SDDS CALENDAR OF EVENTS

PRSRT STD

US POSTAGE

PAID

PERMIT NO. 557

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

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

Mindfulness: It Will Change Your Life… 
And Your Practice
Presented by Dr. Mark Abramson 

Course Objectives:

• You will learn your daily activities can become more joyful and for filling experiences 
leaving to health and happiness

• Learn how to stimulate the “relaxation response” and take control of your physiology

• Learn how to work with your patients fear and stress

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

Note 1st Tuesday!

Join us for 
Dental Day at Raley Field!

JUNE 21

2018


