
the October 2015

A publicAtion of the SAcrAmento DiStrict DentAl Society

Corporate Dentistry,
            Large Group Practices, and DSOs...Oh My!



Lunch & Learn
2 CEU, CorE • $50

Handpieces, Syringes And Sterilizers
Presented by Tony Vigil (Desco Dental Equipment) 
SDDS Vendor Member

Maintenance you can perform to save you down time & 
money. Impress your staff and colleagues that your skills 
extend beyond the oral cavity!

Licensure Renewal
6 ceu, core • $160

California Dental Practice Act, Infection  
Control & OSHA Refresher
Presented by Nancy Andrews

• 2-hours of California Dental Practice Act for 
California licensees

• 2-hours of Infection Control for California licensees

• 2-hours of OSHA refresher

HR Webinar
1 ceu, 20% • $40

Hire Slow, Fire Fast
Presented by Mari Bradford

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

Continuing Education
7 CEU, CorE • $450

Adult Oral Conscious Sedation Recertification
Presented by Dr. Anthony S. Feck

This one-day course will cover the newest studies 
and research available, as well as updates on adult 
oral conscious sedation protocols. You will review the 
critical psychology of the sedation patient, expand on 
your knowledge of sedation pharmacology, and practice 
airway management and monitoring.

Continuing Education
5 ceu, core • $185

From the Terrible Twos to the Terrible Teens: The 
Challenges and Rewards of Treating Them All
Presented by Greg Psaltis

In this course, we will look at how to approach patients 
ranging in age from two (they really aren’t all that 
“terrible”) to teens. Every age group poses interesting 
challenges and likewise each provides wonderful rewards. 
This is a program that is a “must” for all dentists who want 
to improve their abilities with younger patients.

General Meeting
3 ceu, 20% • $64

Large Group Practice & Your Dentist
Presented by Anders Bjork, CDA

• Examine the distribution of corporate dental companies 
and practices in the US with a focus on California

• Growth trends; a discussion of factors fueling their growth

• The role of private equity and venture capital in growth

• Discussion of industrial change over time and what 
indicators we should expect to see as the profession 
continues to react to changes
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Coming In November...

CPR Renewal • Friday, 8am-12pmnov

6
nov

10

nov

12

nov

13

General Meeting • Tuesday, 5:45pm-9pm

Staff Night • Your Practice, Your Patients & Your Team: 
Getting to Know the Right Balance (3 CEU, 20%)

Kerry Straine (Straine Consulting)

Business Forum • Thursday, 5:45pm-9pm

Cyber Security: Protecting You & Your Patients (2.5 CEU, Core)

SD Reliance (SDDS Vendor Member), 360 Risk Partners

Continuing Education • Friday, 8am-1:30pm

The CSI Effect: Mass Disaster & Intimate Partner Violence 
Recognition (5 CEU, Core)

Anthony Cardoza, DDS

Get Ready For Our 
uPCOMING eveNtS

Wednesday
11AM-1:30PM

friday
8AM-4PM

tuesday
5:45PM-9PM

friday
8AM-1:30PM

friday
8AM-3:30PM

Wednesday
12PM-1PM

Note Change!

    1st Tuesday
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President’s Message

The summer went by so quickly and 
autumn brings a new CE year at 
the dental society. Check out our 

offerings and don’t forget to sign up early 
for midwinter. We have an amazing CE 
task force who came up with the topics and 
speakers. Thank you to Dr. Archibald and 
her team. Our members are so fortunate to 
be able to get world class CE right here in 

Sacramento. Speaking of member benefits, 
make sure you check Sacramento Magazine 
for our two page SDDS special. Our new 
design team has come up with a fresh idea 
on how to get the conversation started about 
whether a dentist is a member of our great 
organization. See the full ad on page 22 of 
this issue of The Nugget. Let us know what 
you think! 

One of the great attributes of the Sacramento 
Region is our ability to transcend county and 
city lines. We understand our boundaries are 
meant to be crossed and when one city or 
county in our region succeeds, we all thrive.

But the inverse to this dynamic holds true 
as well. When one city or county fails to act 
or exercises poor judgement, we as a region, 
feel those impacts and, we as a region, fail. 
We are not a series of distinct and separate 
islands, but rather a patchwork of unique 
municipalities that make the beautiful quilt 
of the Sacramento Valley. So naturally, 
when one of our larger cities starts to have 
conversations around serious changes to their 
economy, we should all care. That’s why the 
Sacramento Metro Chamber, our region’s 
chamber of commerce, is so adamantly 
opposed to the City of Sacramento raising 
its minimum wage to $15/hour. 

We have heard from our nearly 2,000 
members and we know the impact raising 
the minimum wage will have on businesses 
– fewer employee hours, loss of jobs, loss 

of youth employment and internships, and 
even business closures.

This isn’t good for our region. As the capital 
city, the City of Sacramento is the hub of our 
regional economy. While recovering from 
the great recession—that hit our economy 
hard—the last thing we need is to stymy our 
growth and job opportunities via a major 
economic barrier. As we work to actively 
recruit businesses to the area, Sacramento 
would put itself at a competitive disadvantage 
by enacting separate rules for which to play 
by. Additionally, it could jeopardize the 
restaurants businesses who have been leading 
the downtown resurgence and recovery. As 
the “Farm to Fork” capital, food is not just a 
way of life, but a rallying cry for our region. 
Our restaurants have shown the world what 
good food and sustainable communities can 
do in maximizing their urban and rural 
resources. But restaurants operate on some 
of the thinnest margins, and increasing the 
minimum wage will shut doors and/or raise 
the cost of goods and services.

The fact is, if the City of Sacramento were to 
look at increasing the minimum wage to $15/
hour versus the prescribed state minimum 
wage of $10/hour beginning January 1st, 
every business will feel an additional cost 
to the tune of $12,000 per minimum wage 
employee. This is not just cents on the dollar, 
this is a significant cost impediment that 
many small businesses simply can’t afford. 

The Sacramento Metro Chamber is 
participating in Mayor Johnson’s Income 
Inequality Task Force and while the end 
proposal was not the compromise the Metro 
Chamber was hoping for, we recognized it 
was the best compromise the task force could 
come to and we respect the process.  The 
compromise to raise the City of Sacramento’s 
minimum wage to $12.50 in 2020 will go 
before the City Council for approval in 
October.  The Metro Chamber will continue 
to advocate for its members needs until a final 
decision is made.  We can only hope that 
the City Council works to either maintain 
the compromise or act in a way that keeps 
Sacramento and this region working. 

by Viren Patel, DDs
2015 SDDS President

by Peter tateishi 
President & Ceo, Sacramento metro Chamber 

www.keepsacramentoworking.com

Heading into
a New Ce Year! 

Sacramento Minimum Wage Increase 

Hurts The Region 
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link of the month! www.sdds.org/design-department

SDDS Design Department 
Do you have a logo that needs updating? Do you need a NEW logo?

Do you need an advertisement designed?

How about some printed materials or “swag” – we can do it for you!

We are pleased to announce that the SDDS Design Department, comprised 
of our two SDDS graphic designers, is open and ready for your business. As a 
member benefit, our Design Department is ready to help our SDDS Members. 
Our pricing is simply hourly billing charges ($110 per hour) to design whatever 
you need. (This is a very reasonable price.) For your printing needs, we will be 
able to offer to you group pricing.  Some of the designed materials we can offer 
will be:

•	 Letterhead, stationery, notecards

•	 Business cards, appointment cards

•	 Mugs and magnets

•	 Team collared shirts, t-shirts with your logo

•	 Other suggestions? Just call us!

This member benefit is something that we think will be a great opportunity for 
our SDDS members only. We are excited to share our talents with you – hope 
you call us!
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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.

By Cathy B. Levering
SDDS Executive Director

SDDS Launches a  
New Member Benefit…

Top 10 Member Benefit countdown!           

1. January: You received a FrEE 2015 Employment Law poster!

2. February: SDDS Midwinter Convention & Expo!

3. March: Amy Morgan Pride Institute programs (now Sept. 17-18, 2015)!

4. April: SDDS Vendor Members!

5. May: SDDS Job Bank!

6. June/July: The PAG!

7. August/September: OUR SDDS STAFF!

8. October: SDDS Design Department

www.sdds.org • October 2015  |  5



Insurance Billing
Collections

Patient Expectations
IT/Disaster/Encryption

Perfect Scheduling
Yelp on Yelp

Front Office Bootcamp Highlights

Being a Boss
Selling your Practice

Associateships
Partnerships

Leadership Tricks
Managing Con�ict

Infection Control/CDPA
RDH and RDA tracks

CBCT Liability
Low Cost Dentures

Data Breach and Security
Over the Counter Drugs
Medical Emergencies
Product Throwdown

and More!

Practice Mgmt Track

THE 36TH ANNUAL MIDWINTER CONVENTION & EXPO

save the date | FEBRUARY 18 & 19, 2016 
SACRAMENTO CONVENTION CENTER

Great Speakers
partial list

CHARLES GOODACRE, DDS, MSD | PETER JACOBSON, DDS
MARY GOVONI, CDA,RDA,RDH | GWEN ESSEX, RDH | Patrick Wood, JD

JAGDEV HEIR, DMD, MD | KIM MILLER, RDH | ALEX FLEURY, DDS, MS
STEVE SWAFFORD, BALANCE WARRIOR | PAUL RASKIN, DDS

NOEL KELSH, RDH, RDHAP | MARCELLA OSTER, RDA
GAYLE SUAREZ | SHIKAH RATHI, DDS | AND MORE!



Reprinted with permission from CDA.

All dentists who are authorized to prescribe, order, ad-
minister, furnish or dispense controlled substances must 
register for the Controlled Substance Utilization Review 
and Evaluation System (CURES) by Jan. 1, 2016. All dis-
pensed controlled substance prescriptions are recorded 
in CURES, which allows prescribers to look up a patient’s 
controlled substance current usage and past history.

The Jan. 1 requirement was part of a bill enacted in 2014 
(SB 809 DeSaulneir), which requires the Department 
of Justice (DOJ), in conjunction with the Department of 
Consumer Affairs (DCA) and certain licensing boards, to, 
among other things, develop a streamlined application and 
approval process to provide access to the CURES data-
base, which is also referred to as the California Prescription 
Drug Monitoring Program (PDMP), for licensed health care 
practitioners and pharmacists. 

Dentists who plan to register before Jan. 1, and even those 
dentists who are already registered, should be aware of 
changes to the system that are currently underway. 

The DOJ and the DCA recently announced that a new 
CURES 2.0 went live on July 1. This upgraded prescrip-
tion drug monitoring program features a variety of perfor-
mance improvements and added functionality.

In order to ensure a smooth transition from the current 
system, CURES 2.0 will be rolled out to users in phases 
over the next several months, beginning with early adop-
tion by a select group of users who currently use CURES 
and meet the CURES 2.0 security standards, including 
minimum browser specifications. The DOJ is currently 
identifying prescribers and dispensers who meet these cri-
teria and will contact and coordinate their enrollment into 
CURES 2.0. For all other current users, access to CURES 
1.0 will not change and no action is needed at this time. 

Re-registration for CURES 1.0 users will not be required. 
Currently registered users, when migrated to CURES 2.0, 
will simply be asked to reset their password and update 
their user profile information.

CURES 2.0 users are required to use Microsoft Internet 
Explorer Version 11.0 or greater, Mozilla FireFox, Google 
Chrome or Safari when accessing the system. According to 
the DOJ, CURES 1.0 will continue to be available until Jan. 
1 for users with non-compliant browsers, to provide ample 
time for the browser upgrade required for CURES 2.0 

Dentists should begin to prepare for universal adoption of the 
system by January, at which point all users will be required 
to meet CURES 2.0’s security standards. (Go to pmp.doj.
ca.gov/pmpreg/RegistrationType to register.) If dentists have 
any questions they can email cures@doj.ca.gov.

Starting on october 1, 2015, here’s how a fraudulent 
credit card purchase will cost your practice:
Submitted by John at The Payment Exchange

1.  A patient pays with a suspicious magnetic stripe credit card and the dentist still uses an old 
non-EMV terminal.

2.    A patient pays with a suspicious EMV credit card and the dentist still uses an old non-EMV terminal.

Replacing a non-EMV terminal with an EMV-compliant terminal protects the practice from fraud liability.  
An EMV terminal verifies suspicious EMV credit cards.  The EMV terminal cannot verify suspicious 
magnetic stripe cards, but since the dentist is using an EMV-compliant terminal, the dentist is protected 
from fraud liability. Check with your credit card vendor!

Reprinted with permission from CDA.

Dental practices now must obtain authorization from a patient to call him or her on his or her cellphone to 
discuss account and insurance information, according to a recent ruling. A July 10 order by the Federal 
Communications Commission, interpreting a rule it promulgated in 2013, is cause for CDA to advise 
dental practices to ensure their policies and procedures for communications using patients’ cellphone 
numbers is in compliance with the law. 

The FCC issued its recent order under the Telephone Consumer Protection Act of 1991 (TCPA). The FCC’s 
order addressed several issues and includes an exemption for health care treatment communications. 
TCPA rules require a business to obtain an individual’s consent prior to calling or sending a text to an 
individual’s cellphone number. The health care exemption applies if the communication:

•	 Is sent only to the cellphone number provided by the patient to the health care provider;

•	 States the name and contact information of the health care provider (information must be at the 
beginning of a voice call);

•	 Does not include telemarketing, solicitation, advertising, billing or financial content (including 
insurance information requests);

•	 Complies with the HIPAA Privacy Rule; and

•	 Is short (one minute or less for voice calls and 160 characters or less for text messages).

A health care provider must:

•	 Limit communication to one per day and three per week for each individual;

•	 Provide individuals with a simple method to opt out of receiving communications; and

•	 Immediately honor the opt-out requests.

cDA recommends dental practices take the following steps:

•	 Review procedures to determine if the practice uses patient cellphone numbers for communications 
related to dental benefits, financial arrangements or marketing/solicitation. Review patient forms to 
determine if required consents, obtained after Oct. 16, 2013 (effective date of original rule), are 
included. Update forms as needed.

•	 Ensure that the practice’s HIPAA business associates who communicate on behalf of the practice 
are in compliance with TCPA rules.

Other federal and state rules govern telemarketing and commercial email messages. A summary of these 
laws is available on the website of the Office of the Attorney General at oag.ca.gov/privacy/privacy-laws. 

FCC: Dentists must get consent to make billing calls

Dentists should be prepared  
for CURES changes 

Look no further! SDDS is partnering with other CA Components to gather all of California’s 
Dental Society CE opportunities. You can view all of the upcoming California Dental Society Meetings 
and Events on our website. Thanks to OCDS’ Executive Director, Laura Peterson, for reaching out to 
the societies and putting this all together! 

YOu SHOuLD  KNOW
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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

 
 
 
 
 
 
 
 

For More Than Just a Tax Return! 
Specializing in Year-long Tax Planning-no surprises come  April 15th! 

 
LET US  
ASSIST  
YOU 
WITH: 

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

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

CALL NOW 
FREE one-hour tax & financial 
review of your business 
*Offer only for new clients* 
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In 1964 a newcomer on the music scene by 
the name of Bob Dylan wrote and recorded 
a song that reflected the dramatic changes 
politically, socially and psychologically 
taking place in the United States. The first 
stanza goes: “Come gather ‘round people 
wherever you roam, And admit that the 
waters around you have grown, And accept 
it that soon you’ll be drenched to the bone, 
If your time to you is worth savin’, Then you 
better start swimmin’ or you’ll sink like a 
stone, For the times they are a-changing.” 

The words are prophetic and they definitely 
apply to what is taking place in our profession 
today. Corporate dentistry is here to stay and 
growing rapidly. Some compare it to a cancer 
that has invaded a profession that has always 
been recognized by the public for it high ethics 
and trust. It is said by some that treatment 

decisions are being made by non-dentists based 
on production goals, rather than the needs of 
the patient. Some even claim that the practice 
of up-selling is highly encouraged and that 
quality has declined because of having limited 
time to treat the patient.  

Others say it’s the salvation for the young 
professional whose values are different than 
those of previous decades. It’s the blessing 
for those who find themselves in a sinking 
morass of student loans. It’s an opportunity 

to earn a decent living in a profession that is 
over-saturated and now fiercely competitive.

So what is the truth when it comes to 
corporate dental offices? All of the above may 
be true or just myths that facts can and will 
debunk in time. What we have in this issue is 
a potpourri of information based on the best 
evidence and facts available. I would like to 
thank the task force that spent considerable 
time gathering information on the subject. 
Special thanks to Dr. Peter Worth and Cathy 
Levering who I consider co-editors of this 
very interesting issue of The Nugget.  After 
reading the articles you will come to your 
own conclusions. I invite those of you with 
strong opinions to write a letter and make 
your voice heard to the Board members of 
SDDS and CDA. For the times they are 
a-changin’.  

the times they are a-Changin’

From the editor’s Desk

By Paul Binon, DDs, MsD
Guest Editor

Corporate dentistry 
is here to stay and 
growing rapidly.

Logo Design | Stationery | Business Cards | Appointment Cards | Magnets | Apparel | Mugs | And More 

Design Department
We have the tools to help grow your business

Introducing SDDS’s Newest Member Bene�t!
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CORPORATE DENTISTRY
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This phenomenon is almost always used as 
a synonym for dental support organizations 
(DSOs). These organizations (such as 
Heartland Dental, Aspen Dental, Great 
Expressions Dental Centers, and Pacific 
Dental Services) represent the early 
stages of dental industry consolidation. 
Understanding how they operate will provide 
better insight into the future of the industry. 
In this column, I hope to give the reader a 
brief introduction to DSOs by answering 
some questions I am frequently asked.

Do I still own my practice  
if I partner with a DSO?

You do not partner with a DSO. The DSO 
buys the nonclinical aspects of your practice, 
including the equipment and goodwill (that 
is, your reputation and patient base). In 
most states, the DSO employs all of your 
hygienists, assistants, and clerical employees.

How can a corporation  
own a practice?

When a DSO begins operating in a state with 
the requirement that only dentists can own 
dental practices, it typically sets up a separate 
(from the DSO) professional corporation in 
which a state-licensed dentist is a symbolic 
sole principal.

This professional corporation establishes 
a service agreement with the DSO in 
perpetuity or for some extended period of 
time -- typically 40 to 50 years -- where the 
DSO owns and manages practice operations 
(with the exception of clinical decisions) and 
collects all practice revenue (beyond doctors’ 
salaries, which flow through the professional 
corporation).

Because the professional corporation 
“pays” clinical (doctor) salaries, it meets 
the regulatory requirements for doctor-only 
ownership. When the DSO acquires or opens 

recently, many of my discussions with private care, fee-for-service 
dentists and dental school faculty have touched on “corporate dentistry.” 
It is one of the elephants in the room at dental association meetings 
(along with midlevel providers), yet years of following this industry have 
made me acutely aware of the fact that most dentists have no idea 
what they mean by corporate dentistry.

by Kevin Cain, PhD 
Georgia regents university

Kevin Cain, PhD, is an assis-
tant professor of management 
at Georgia Regents Univer-
sity’s (GRU) Hull College of 
Business and guest lectures in 
the GRU College of Dental 
Medicine. He is a founder of 
Ohpend and Save Dentists 
and teaches continuing edu-
cation courses via GRU and 
the Georgia Dental Asso-
ciation. If you want to learn 
more, contact him at kevin@
kevinwcain.com.

WHAT YoU SHoULD KNoW  

About DSOs
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a new practice in that same state, its clinical 
aspects are typically rolled into the existing 
professional corporation and, thus, fall under 
the service agreement with the DSO.

Some states, such as South Carolina, do not 
require that a licensed dentist own a dental 
practice, so the DSOs do not necessarily 
need to set up a professional corporation to 
operate in those states. In the case of South 
Carolina, a change of rules intended to ease 
the burden of hastily transitioning heirs’ 
ownership interests in dental practices on 
the death of a principal opened the door for 
easy entry by DSOs.

Who owns the DSO?

In some cases, particularly with the smaller 
DSOs, individuals and employee stock 
plans own the organization. In other cases, 
particularly with the more prominent DSOs, 
you have a mix of individuals, employee stock 
plans, private equity firms, and institutional 
investors. Just to give you an idea of who 
owns DSOs, I will identify some major 
shareholders of a few of the larger companies:

•	 Heartland Dental has approximately 
600 locations and is owned in part by 
the Ontario Teachers’ Pension Plan of 
Canada.

•	 Aspen Dental has approximately 
350 locations and is owned in part 
by Leonard Green & Partners, a Los 
Angeles-based private equity firm.

•	 Great Expressions has approximately 
170 locations and is owned in part by 
OMERS Private Equity, a subsidiary 
of the Ontario Municipal Employee 
Retirement System (OMERS).

Are there publicly-traded DSOs?

At the time of writing, there is one public 
DSO: Birner Dental Management Services 
(Nasdaq: BDMS). Birner, the parent 
company of Perfect Teeth-branded dental 
offices, is interesting because it is not a 

member of the Association of Dental 
Support Organizations (ADSO) like most 
other DSOs with more than $30 million in 
revenue.

In 2011, private equity firm JLL Partners 
purchased American Dental Partners -- a 
Nasdaq-traded DSO -- for $392 million.

What differentiates DSOs?

The most distinguishing aspects of DSOs are 
their operational strategies and their focus.

Regarding DSO operational strategies, there 
are two prevalent models. The first model 
-- which I will call “stealth” -- is predicated 
on minimizing the public knowledge that a 
corporation owns those practices.

When stealth companies acquire the assets 
of a practice (or group of practices), those 
acquired locations typically continue doing 
business as (d/b/a) their original names. 
When stealth companies open a new 
practice, they typically use a geographic 
name (such as a city, neighborhood, or 
region) for the practice. This strategy is 
similar to the Dignity Memorial model for 
corporate funeral homes.

The second model -- which I will call 
“brand” -- is predicated on the corporation 
developing brands for dental centers that are 
easily identifiable. These companies change 
the name of a practice on acquisition, or use 
their brand name on new dental offices. This 
strategy is similar to the LensCrafters model 
for corporate optometry.

While it’s easy to know that you compete 
against a DSO when an Aspen Dental moves 
in down the street, many dentists are unaware 
when a stealth company acquires a practice 
down the street (such as Goldstein Garber 
& Salama in Atlanta, which was acquired by 
Heartland Dental Care).

Regarding focus, some DSOs differentiate by 
acquiring or opening de novospecialty practices 
(such as pediatric dentistry or orthodontia).

You should not necessarily be scared 
of DSOs, but you should be prepared to 
compete with DSO-owned practices. 

Should I be worried about 
corporate dentistry?

You should not necessarily be scared of 
DSOs, but you should be prepared to 
compete with DSO-owned practices. Private 
pharmacies and optometrists are rarer than 
they were 20 years ago, and they face stiff 
competition from the corporate offerings of 
CVS, Walgreens, Rite Aid, Walmart, and 
others. By Rick Workman’s (Heartland) own 
estimate, “over the next 20 years, the number 
of dentists practicing at DSO-supported 
offices will likely double or triple.”

If Workman’s prophecy comes true, and you 
are one of the dentists still working in private 
care in 2035, you will likely be competing 
against DSOs that have lower overhead than 
your practice. This means, theoretically, 
that the DSO practice could charge less for 
a procedure and generate the same profit 
margin as your practice.

If you want to charge more for treatments 
than the DSO practice does, you will need 
to differentiate your practice and clearly 
articulate the additional value you offer 
patients. 

REFERENCES

Cain, Kevin. “What you should know about DSos.” 
Dr. Bicuspid. Copyright © 2015 Drbicuspid.com.  
reprinted with permission.
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When I was asked to write this article 
on the corporate practice of dentistry 

it made me think about what lead me into 
dentistry in the first place. After grinding 
through a few years of college I thought 
being an M.D. was the path I wanted to take. 
My Mom was a nurse at Kaiser Hospital and 
urged me to speak to some of the doctors 
there before I made any final decisions. So 
being the good son that I am, I listened to 
my mother and sat down and spoke with 
three or four different Kaiser doctors. Across 
the board they all said the same thing. 
Don’t go into medicine, managed care had 
messed things up, and they weren’t able to 
provide care the way they wanted. Overall 
they didn’t love their profession and they 
encouraged me to look into dentistry. So I 
found a few dentists that were nice enough to 
talk to me and they all seemed to really enjoy 
their profession. So at that point I made up 
my mind to pursue dentistry. 

Fast forward a number of years, I had 
managed to get through my undergrad studies 
and endured dental school and was now in 
private practice. My practice was Kids Care 
Dental and when we had children that were 
really young and had a mouth full of decayed 

teeth, we would take them to the hospital and 
complete their work under general anesthesia. 
One of the main hospitals we took children to 
was Kaiser, so I spent many hours working side 
by side with pediatricians, anesthesiologists 
and ENTs. When speaking with these doctors 
I found that their attitudes about working for 
Kaiser had changed drastically from those of 
the doctors I had spoken to years earlier. Now 

they were telling me that they really enjoyed 
their jobs. They felt that they were able to 
practice medicine at an extremely high level 
where patient experience was a high priority.  
They also really appreciated their work-life 
balance compared to their colleagues in private 
practice. So why the complete turn around 
from the docs that talked me out of medicine 
years earlier? I think the simple answer is 
Kaiser evolved. They have great doctors, great 
systems and they focus on patient satisfaction. 
In fact both of my sons were born at Kaiser 
and we had exceptional care!

How does all this apply to the corporate 
practice of dentistry? I think dentistry is 
following a similar path. Across the board 
15 years ago, most of the large practices were 
pretty crappy when it came to patient care. 
They relied on HMO contracts that didn’t 
really give patients a choice, they were simply 
assigned to a practice. Now many of the really 
large practices have evolved; and there are 
many out there now that don’t rely on HMO 
insurance. Instead their clientele is made up 
of PPO insured and private pay patients. This 
means that they are capturing patients that 
have many options but are CHOOSING to 
go to their practice. I think we are going to see 
more and more dental service organizations 
(DSOs) that are getting systems right and that 
are focusing on patient experience. I can tell 
you first hand that at Kids Care we focused on 
making sure our patients had an exceptional 
experience. There will always be some of 
these large practices that aren’t very good 
at patient care. Likewise I’m sure there will 
always be solo practitioners that do a poor job 
of delivering quality care to patients. My point 
is this I don’t think all the big practices should 
be vilified; I think they should be judged on 
their individual merits. I believe many of these 
big practices will continue to improve and I 
believe it is possible for a big practice with 
many locations to be great. 

Why do I believe this? Because this is 
something I put a lot of thought into. When 
I started growing Kids Care, I asked myself if 

by aaron reeves, DMD
SDDS member

Dr. Reeves attended the Uni-
versity of Florida College 
of Dentistry.  After dental 
school, Dr. Reeves bought 
a practice in Sacramento 
and grew that practice into 
multiple locations.  He was 
Founder and CEO of Kids 
Care Dental Group until 
2013 and still currently sits 
on the Board of Directors.

The Changing Environment  

of Dentistry

CORPORATE DENTISTRY

Was it possible to build 
a big dental practice 

that had great customer 
service and patient care?
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it was possible to build a big dental practice 
that had great customer service and patient 
care. I came to the conclusion based on a 
number of businesses I patronized that being 
big and being great was absolutely possible.  
If someone asked me my favorite place to eat, 
I would have a hard time choosing between 
Bandera’s and Morton’s (both of which have 
locations all over the country and thousands 
of employees). If someone asked me where I 
would like to buy a pair of pants from I would 
say Nordstrom, a company that has over a 
100 locations and 67,000 employees. Lastly, 
if money was no object and I could stay at 
any hotel I would stay at a Four Seasons. Four 
Seasons runs 100 hotels across the globe and 
has 44,000 employees. There are many other 
huge brands that have mastered delivering 
an amazing product with amazing customer 
service. There is no reason this can’t be done 
in dentistry.

Putting quality aside for a moment, one 
thing that is definitely a fact is that these 
large practices are growing. According to 
ADA Health Policy Institute, the number 
of large group dental practices grew by 25% 
over a two year period from 2009 to 2011. 
Although solo practitioners still make up the 
vast majority of dental practices, it’s hard to 
predict exactly how fast the growth of these 
large practices will occur. The one thing I can 
tell you for sure is there are literally billions of 
dollars sitting in private equity funds across 
the country that are going to be deployed to 
open hundreds of U.S. dental practices over 
the next few years. There are also many DSOs 
that have the infrastructure and management 
teams to be able to open a new dental practice 
at a breakneck pace. I’ve heard of DSOs that 
open a new practice every few weeks like 
Starbucks or many other big chains. This is 
why now-a-days you will not only find a 
Starbucks in most new shopping centers, 
but many times you will also see a chain 
dental practice.  

I should probably back up and explain what 
private equity is. Up until a few years ago I had 
no idea what a private equity firm was or how 
one operated but I’ll give you my best shot 
at a brief summary. Private equity firms raise 
money from wealthy individuals, university 
endowments, pension plans etc. and use this 
money to invest in companies that are not 
publicly traded on a stock exchange. Typically 
they invest in small to medium size companies 
with the goal of growing those companies 
over a defined period of time and to sell them 
for a profit. At first blush some might think 
this concept is overt capitalism and should 

not have a place in dentistry. However, I 
would pose the question; at its essence, how 
is this much different than the goal of most 
solo practitioners? I would guess most solo 
practitioners reading this right now would 
say they would like to grow their practice and 
sell it for a nice profit when they retire.  So 
what’s wrong with a private equity backed 
business if they are providing great patient 
care and providing a great work environment 
for associate doctors?

My hope for dentistry is that there is always 
a healthy balance between private practices 
and quality large group practices and DSOs. 
If a balance is maintained, there will always 
be opportunities for dentists that want to 
own their own practice and for those dentists 

who want to be associates. Owning your 
own dental practice can be fun, engaging 
and rewarding but it can also be a ton of 
stress, hard work and heartache. There are 
some huge advantages to being an associate 
if you can find a good practice to work for. I 
tell people all the time that some of the most 
enjoyable years of my life were the years I was 
an associate. I would go to work, see patients 
and get a nice paycheck, life was simple! I 
remember when I was an associate a typical 
night would be coming home from work, 
getting a workout in, going out to dinner 
with friends and coming home and watching 
a couple episodes of Sopranos. Nights like 
that were few and far between once I bought 
a practice; more often my nights were filled 
with meetings, phone calls and emails. 
Bottom line is your work/life balance can be 
a lot better as an associate as compared to that 
of an owner dentist. Quality associateship 
opportunities are also important for all the 
women graduating from dental school. Many 
times at an associate-based practice there 
are opportunities to work part time. This is 
perfect for women who want to start a family 
and practice a few days a week. This can be 
tricky if you own your own practice. The fact 
that women now make up the majority of the 
dental school graduates, and many want to be 
associates for the reason we just talked about, 

With the current changing 
landscape in dentistry those 
practitioners who are always 

evolving, learning and 
improving will do just fine.

is definitely one of the forces that is helping 
drive the growth of large associate-based 
practices. Another huge factor that is pushing 
new grads away from practice ownership is 
the enormous amount of debt many of them 
are graduating with. Lastly, many new grads 
and millennials care more about flexibility 
and quality of life then they do about practice 
ownership. For these reasons dentistry needs 
the associate opportunities that the large 
practices provide.

It is clear that large practices are here to stay 
and will continue to grow. So what should you 
do? Darwin said “It’s not the strongest of the 
species that survives nor the most intelligent 
that survive. It’s the ones most adaptable to 
change.” With the current changing landscape 
in dentistry, those practitioners who are 
always evolving, learning and improving will 
do just fine. Dentists should use the growing 
competition as motivation. Dentists should 
become experts in practice management, 
marketing and should always work to wow 
their patients. I’m not sure which consultant I 
heard this from but one of the sayings that has 
always resonated with me is “If you figure out 
how to attract patients that stay, pay and refer, 
you will have a successful dental practice.” 
In my experience if you wow patients, they 
will stay, pay and refer. To wow patients you 
have to deliver on all their expectations plus 
do things above and beyond what they were 
expecting. You have to do things like hand 
written notes, care calls, warm face towels 
after treatment, etc. To wow patients, clinical 
notes should not be all clinical; you should 
have as much about your patient’s personal 
life in there as you have in there about their 
oral health. That way the next time you see 
them you can ask them about their camping 
trip or their daughter’s graduation. To wow 
patients you have to do all of the above but 
most importantly, you have to have great team 
culture. When you get your teams culture 
right, that’s when the magic happens. Your 
team will literally exude positive energy and 
will be clicking on all cylinders. If you are a 
solo practitioner and you can get your team 
culture right and can wow your patients, then 
you should have no problem competing with 
the big dogs. 

The big dogs aren’t all bad, they have a place in 
dentistry and are here to stay. As long as solo 
practitioners don’t rest on their laurels and 
continue to evolve and improve, they can still 
be very successful in this new environment. 

www.sdds.org • October 2015  |  13



Large group practices managed by dental 
support organizations have grown significantly 
in recent years — there are now nearly 2,900 
nationwide. In addition, corporations with 
more than 200 dental practice locations have 
grown an average of 35 percent between 
2013 and 2015. In California, an estimated 
555 corporate locations provide dental care 
to patients, including Pacific Dental Services 
Inc., Smile Brands Inc. and Western Dental, 
among others. 

An ADA “Distribution of Dentists” survey 
supports the trend, revealing that the 
proportion of dentists who own practices 
dropped from 91 percent in 1991 to 84.8 
percent in 2012, and the proportion of solo 
practitioners dropped during that same time 
period from 67 percent to 57.5 percent.

In the dental profession, there are a variety of 
business models taking shape, but in general 
these corporate managed practices employ 
clinical care providers and are managed by 
dental support organizations that deliver 
nonclinical services such as human resources, 
marketing and office support management.

Attributing factors to the growth in corporate 
managed models include downward pressure 
on health care costs creating a need to innovate 
with new delivery systems, an attraction 
of private equity and other investors, the 
ability of dental service organizations to 
achieve better economies of scale than solo 
practices and high student loan debt, as well 
as shifting demographics that indicate new 
graduates desire a work-life balance and flexible 
schedules. The growth in corporate practices 
is similar to what occurred in the pharmacy 
profession between the late 1950s and 2000s, 
with a significant drop in the percentage of 
independent pharmacists and an increase in 
those working for corporations. How that plays 
out in dentistry is unknown, but the ADA 
expects corporate group practices to continue 
their growth to an estimated 20 percent 
of all dental practices nationwide by 2020. 

“As the dental profession evolves, CDA 
continually looks for ways to best serve 
members, regardless of their practice model,” 
said CDA President, Walt Weber, DDS. 
“CDA’s goals emphasize the need to provide 
value to current and future members, whether 
they provide care in a private practice, group 
practice or a large group practice managed by 
a dental support organization.”

CDA’s Dental Benefits task force first analyzed 
these shifts in practice models several years 
ago, and recently in response, CDA created 
a new subsidiary, The Dentists Service 
Company, TDSC, to help members with 
the business side of their practices to be more 
competitive and efficient. While ensuring 
all clinical-care decisions and practice 
ownership remain with dentists, TDSC, 
which is in a development phase, plans to 
offer group purchasing of supplies, practice 
advising, marketing, human resources and 
assistance with forming group practices to 
help members navigate through the trend.   
The ADA Health Policy Institute has 

conducted research on the dental marketplace, 
including a recent study that examined how 
dentists view different aspects of solo, small 
group and large group practices. The survey 
measured satisfaction with income, benefits, 
hours worked, clinical autonomy, work-life 
balance, emotional exhaustion and overall 
satisfaction among dentists working in large 
group, small group and solo practice settings. 

Findings suggested that dentists working 
in small group settings reported the most 
satisfaction overall. Dentists working in large 
group settings reported more satisfaction 
with income and benefits than dentists in 
solo practice, as well as having the least stress. 
More information about ADA’s studies can be 
found at ada.org.

CDA will continue to keep members 
informed about emerging trends in the dental 
marketplace and the development of The 
Dentists Service Company, as well as provide 
sophisticated practice management resources 
through CDA Practice Support, which can be 
found at cda.org/practicesupport. 

by CDa staff

trends in DSO Growth

CORPORATE DENTISTRY

There are a number of factors fueling the growth of large group practices 
managed by corporations across the u.S., including California. These 
evolving trends are shaping the dental profession and practice models 
in a variety of ways. 
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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)

 
october 2-3, 2015 • fresno convention center 
April 16-17, 2016 • Ventura (Location TBD) 
october 15-16, 2016 • Stockton (Location TBD)

TO VOLUNTEER: www.cdafoundation.org/cda-cares 
Robyn Alongi (916.554.5305 • robyn.alongi@cda.org)

SmileS for kidS
VOLUNTEERS NEEDED: Doctors to “adopt” patients                 
seen on Smiles for Kids Day 2015 for follow-up care.

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

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) 

gloBal BrigadeS

VOLUNTEERS DENTISTS AND AUTOCLAVES NEEDED.

TO VOLUNTEER ABROAD VISIT: www.globalbrigades.org

TO DONATE AN AUTOCLAVE, CONTACT: 
Dagon Jones, DDS (dagonjones@gmail.com) 

auBurn renewal Center CliniC

VOLUNTEERS NEEDED: General dentists, specialists, dental assistants 
and hygienists.

TO VOLUNTEER, CONTACT:  
Steve Holm (916.425.6766 • sholm@goldrush.com)

Volunteer
opportunities

SCOTT BENNETT 
Senior Vice President 
Direct +1 916 563 3013 
Lic. #01351389
scott.bennett@colliers.com

Stop Paying Rent!
Invest in your retirement - 

not your landlord’s.

Our Newest Sale Listings
ELK GROVE 
1,500 to 20,000 SF
Medical / Dental Buildings

- Coming Soon -

NATOMAS 
6,273 to 30,000 SF

Medical / Dental

Existing Buildings 
and Pads

ARDEN ARCADE 
3,358 SF Fully Improved
Dental Building

Call for additional listings and references

“Scott's professional attitude combined with 
his relaxed demeanor, made the process 
efficient as well as enjoyable…Whether you’re 
a seasoned veteran or first time buyer look no 
further than Scott Bennett to facilitate your 
next real estate endeavor!”

   - Jon Hottinger, D.D.S.

Representing buyers and sellers of 
dental buildings throughout Sacramento

CCmP

VOLUNTEERS NEEDED: GENERAL DENTISTS, SPECIALISTS, DENTAL 
ASSISTANTS AND HYGIENISTS.

ALSO NEEDED: DENTAL LABS AND SUPPLY COMPANIES TO PARTNER 
WITH; HOME HYGIENE SUPPLIES

TO VOLUNTEER, CONTACT:  
ED GILBERT (916.925.9379 • CCMP.PA@JUNO.COM)

(CoalITIoN for CoNCerNeD meDICal ProfeSSIoNalS)
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CORPORATE DENTISTRY

After several years of practice and numerous 
economic setbacks due to medical issues, 
it was time to close the doors and explore 
other opportunities. The third quarter of 
2014, I entered a new phase of my dental 
career: corporate owned group practice. 
Within a week of deciding to close my 
doors, I responded to a head hunter for a 
full time position as a senior dental associate 
in an established corporate owned dental 
practice near my home. After going through 
a rigorous application process, background 
check, and multiple interviews from the 
regional managers and “owner” doctor of 
the facility, and mountains of paperwork, 
I was gainfully employed with a fair salary, 
graduated production bonuses, 401K, and 
a comprehensive healthcare package for my 
entire family, and numerous other benefits 
that were very generous. Accepting the 
position at this point was a “no brainer.” 
Not only were the stresses of ownership and 
continual financial unknowns diminished, I 
could finally take a break from the everyday 
stresses of ownership and walk into work 

with just a cup of coffee in the morning, go 
home for lunch, and leave at the end of the 
day with a cold bottle of Evian water. Yeah, 
this seemed to be the green grass on the other 
side of the bridge. 

As I went through orientation of the intra-
workings of the corporate practices, I have 
to be candid here and admit that I thought 
to myself: “What have I committed myself 
to?” For sake of privacy and potential legal 
reasons, I am unable to disclose the name 
of the individual practice or the corporate 
name under which each practice operates. 
With that said, herein I shall refer to said 
office and company simply as the “Big 
Office.” After completing my orientation to 
the corporate model of operation and the Big 
Office policies and procedures, the day had 
come to start seeing patients.

As I recall, my first day was anything but 
normal from my everyday practice routine. 
Being in boutique style fee-for-service 
practices my entire career, I was accustomed 
to seeing seven to eight patients a day and 

by Will Koett Jr., DDs

Dr. Will Koett Jr. attended 
SDSU to study biology and 
follow in his father’s footsteps 
to become a DDS. He taught 
biological sciences at Loretto 
High School for a year prior 
to going to UOP in SF, and 
graduated in 2001. Since 
graduating, he has been in 
private practice. He and 
his dad both practice in 
Sacramento. 

or 24 24in seven  

seven in  

16  |  The Nugget • Sacramento District Dental Society



a hygiene exam on the hour. At the Big 
Office, I was expected to see an average of 
20 to 25 patients a day plus recall exams for 
cash and PPO patients only. Every day I saw 
a minimum of four new patients a day with 
30 minutes to perform a complete intra-oral, 
extra-oral, hard tissue exam, periodontal 
evaluation, and radiographic interpretation, 
devise a full treatment plan, and complete 
a prophy. If the patient requires treatment, 
management highly encouraged starting the 
treatment on the same day. Sound difficult? It 
gets better. This is just the first column of the 
appointment schedule.  The second column is 
the “production column.” Typically it is filled 
with HMO based patients who needed fills 
or crowns. In most cases the fees are typically 
75% of what would normally be charged for 
a standard PFM, FGC, or porcelain based 
restoration. The Big Office encourages the 
doctors to upgrade the crowns to Cerec 
restorations that are completed the same day.  
The third column consists of five patient slots 
for HMO patient recall cleanings and films.  
I was plagued with a sense of guilt that time 
was of the essence, and that all of the patients 
needed to be attended to on time so that the 
monthly corporate and individual practice 
goals were met. Even after a year of working 
in the Big Office I still found myself often 
behind schedule as I continually and will 
always strive for clinical excellence whether 
the patient is HMO, PPO, or cash.  I find it 
very difficult and daunting to live up to the 
Hippocratic Oath I took years ago.   I question 
myself every day as to whether I should have 
devoted more time, listened more, or made 
sure I did not miss some pathology in their 
mouths. The corporate model is no question 
volume, volume, volume.

The reception areas are typically filled and, 
on some occasions, there is standing room 
only. Patients are rarely greeted by name. The 
presence of sign in sheets and shouting out 
names off of a clipboard certainly does not 
help the image of the Big Office practice.  
The personal touch is definitely absent.

Perhaps the biggest adjustment other than 
the volume of patients seen each day, is 
the fact that I have lost my ability to be a 
comprehensive dentist.  I have always enjoyed 

doing root canals and oral surgery. In the 
corporate model, these types of procedures 
must be referred to the in-house specialists 
who typically come to the office once a 
month. My only opportunity to do such 
procedures is if, by chance, the patient is 
either cash and or a PPO patient. Even then 
we are encouraged to refer to the in house 
specialists so that the office can bill specialist 
fees. Sometimes the patient has to wait up to 
thirty days to see the specialist.

There are numerous advantages to this 
type of practice model. It would be ideal 
for a young dentist to gain speed, and an 
understanding of the differences between 
CAP, fee for service patients, and PPO 
patients and how to treat each case 
accordingly.  Corporate does provide many 
training courses in clinical dentistry and 
the new technical advances in dentistry. 
Corporate headquarters offers impressive 
lecture halls and a simulation lab. 

Dental education is expensive and after 
graduation the new dentists are typically 
burdened with enormous 
debts. The daily 
guaranteed salary 
a nd bene f it s 
package offered 
by the corporate 
model can relieve 
those f inancial 
stresses for the 
young dentist. 
But how does a 
seasoned private 
practitioner make 
this transition 
without creating 
a state of absolute 
menta l chaos? 
There is no answer.  
The comparison 
between the two presents new 
challenges and choices every single day. All 
you can do is your best to maintain your core 
values and your vision of patient care. The 
stress of keeping up with the 24 in 7 model 
is tough. You cannot compromise what you 
know is right.  If management finds you to be 
an asset to the practice, accommodations and 

schedules can be altered in some instances. 
If you are thinking of considering such a 
transition, I suggest you carefully evaluate 
every aspect of the operation. Adapting to a 
new practice style in a “cook book” setting 
can be difficult.  Be prepared to work two 
to three times harder to reach your personal 
production goals. Recognize that you no 
longer have the stresses of the EDD, payroll 
and their taxes, employees, Lab bills, rent, 
supply bills, etc. Ask yourself…am I more 
comfortable with 7 in 24 or 24 in 7?  What 
is reasonable to you? You must be flexible 
and be willing to adjust to corporate models, 
values, and operations. 

My first day was anything but normal from my everyday practice 
routine...I was expected to see an average of 20 to 25 patients in a day.
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I’ve been given the opportunity to express my opinion, 
with some pros and cons, regarding my ownership 
of Davis Smiles Dentistry and business support 
partnership with Pacific Dental Services® (PDS®). It’s 
really as if I’ve groomed myself for the past ten years 
with this ever growing smart company and had no 
fear whatsoever to take the plunge of ownership. As 
you will see, I really don’t have anything bad to say 
about my experience with being supported by PDS, 
since it’s been nothing but positive. The truth is that 
I’ve never owned a solo practice or been involved with 
a small group practice, so let me shed some light on 
my path from dental school to ownership and see if it 
rings a bell with a few of you out there. I do feel there 
is no right or wrong way to do dentistry, just what fits 
your path and makes you happy.

I graduated from UOP School of Dentistry in 2004 at 
the ripe old age of twenty five with full student loans 
and not much of a plan other than moving back to 
the Central Valley and looking for work. My father 
had a very successful solo practice with loyal staff and 
patients, but unfortunately had to sell right when I 
started school due to an illness that stripped him of 
everything he had built. I knew before I left dental 
school that my career was going to be all on me and 
what I made of it. My first gig was one day a week 
at the San Joaquin County Jail; the most consistent 
job for that first year. After bouncing around three 

private practices, I realized that my favorite position 
was at the jail because I was all alone. My path was 
forever changed when I ran into some classmates who 
were working in Sacramento and they enticed me 
with their freedom and financial success as associates. 
That’s when I met with a regional manager of Pacific 
Dental Services and was blown away by his vision 
and support for my success. After six months at an 
office in Citrus Heights, I was given the reins of a new 
practice in Roseville, as an associate. I had no desire 
to deal with the responsibility of being an owner, nor 
take the financial risk since the money was good and 
I was still just a twenty six year old single dude. Of 
course, life happens and then you get married, start 
a family, buy a house and still have that mortgage 
payment that you can’t write off (student loans). After 
eight wonderful years as an associate, I was finally 
ready and mature enough to start the next chapter of 

my career. The goal of setting up my family with more 
financial freedom and security is what motivated me 
to the next step, ownership.

Pacific Dental Services has been nothing short of 
amazing in providing me with the platform for my 
growth as a dentist. Countless hours of continuing 
education are given by my peers, who are subject 
matter experts on various topics. The collaboration 
of supported dentists, specialists, and hygienists 
facilitated by PDS gives it the feel of a well-run dental 
society. It’s been the breeding ground for developing 
young talent by giving associates the freedom to 
build their own practice from within the practice. 
The emphasis on comprehensive care and patient 
experience is what brings loyalty and growth to any 
practice. In 2008, PDS, along with the supported 
owner doctors, invested heavily into CEREC® CAD/
CAM. As an associate I was able to retrain my whole 
thought process on restorative dentistry. This was a 
major paradigm shift and could be construed as one 
con for those with no desire to change their ways and 
address the inevitable future of dentistry. I fell in love 
from the first CEREC® CAD/CAM case because 
there is nothing better for control freaks like me 
than to finish a restoration on the same day and take 
full responsibility for its outcome. Patients greatly 
appreciate the experience and love the fact that they 
don’t have to halt their busy lives on a different day 
and pray that their temporary doesn’t fall off.

Ownership came as a simple choice for me. I had 
witnessed for many years how operations were 
handled and really enjoyed the liberty to practice 
dentistry and not worry about business. Three years 
ago I felt ready as a leader and wanted to tackle the 
business side of dentistry. It was the PDS business 
model that attracted me most. Being able to provide 
access to a wide range of patients by accepting most 
insurance plans and provide as much comprehensive 
care as possible within those same walls. In less than 
two years I now have two associates, two hygienists, 
an oral surgeon and an endodontist helping me 
achieve that goal. PDS provides all the business 
support I need so I can spend more time focusing on 
my family and friends and less time stressing about 
payroll, taxes, etc.

The future holds the prospect of future partnerships 
and investments into other offices as well. For now, 
I am happy growing my practice and honored to be 
mentoring many young doctors fresh out of dental 
school; eager to learn and curve out their own path. 

CORPORATE DENTISTRY

Ownership
A Path

by sergio Vicuna, DDs
SDDS member

Dr. Vicuna has been practic-
ing dentistry since 2004. In 
his spare time, he enjoys visit-
ing his family in Argentina, 
soccer, listening to music, and 
going to concerts. He has stat-
ed, “My patients can expect 
to be treated like family from 
day one. Forming a solid re-
lationship with good commu-
nication is imperative to gain 
the necessary trust that comes 
with being the best possible 
doctor for my patients.”

Pacific Dental Services has been nothing 
short of amazing in providing me with the 
platform for my growth as a dentist.

to
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You’ve worked hard to achieve success. And wealth often results in complex financial situations that 
call for highly personalized strategies. As Managing Director for The Chandler Group, I have the 
qualifications and experience to help you grow and preserve your wealth. Whether it’s investment 
management, tax or legacy planning strategies, you can count on my knowledge and commitment in 
helping you manage your sophisticated financial needs.

Call me today 
and discover the 
personal service 
you deserve.

You’ve worked hard to achieve success. 
You deserve a financial advisor who
works as hard for you.

THOMAS CHANDLER, CFP®, CIMA®

Financial Advisor 
Managing Director

The Chandler Group 
A financial advisory practice of  
Ameriprise Financial Services, Inc.

1420 Rocky Ridge Drive, Ste 200
Roseville, CA 95661
916.789.9393 Ext. 03197
thomas.chandler@ampf.com
ameripriseadvisors.com/thomas.chandler 
CA Insurance #0821683

Ameriprise Financial cannot guarantee future financial results. 

Ameriprise Financial Services, Inc., Member FINRA and SIPC.

© 2015 Ameriprise Financial, Inc. All rights reserved. 
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The year 2009 was probably the worst time 
to graduate from dental school.  No private 
offices were hiring, especially if you were 
an experience-lacking new dentist, and 
dental school loans were looming over head.  
Desperation was setting in as I realized that 
the job that was waiting for me (as I was told 
in dental school) was not there. 

I promised myself in dental school that 
I would never work for a corporation… 
NEVER!  I knew they didn’t treat patients 
the way I wanted to treat patients.  But 
what is one to do when no private office will 
hire you?  So after much consternation, I 
reluctantly joined the corporate dental world. 

There is something to be said for gainful 
employment and doing what one has to 
do to make ends meet.  The office I joined 
was, thankfully, one of the better offices 
in the corporate chain.  I worked with two 
other dentists who were more like mentors. 
Thankfully, these two understood how I felt 
about treating patients in my own way. They 
always told me that if I got into a situation 
that I couldn’t figure out, they would step 
in and help. It was great to have this level 
of support and I learned a great deal with 
their help.  

So what was the experience like in the work-
a-day world of corporate dentistry?  

The day would start with the whole office, 
both front office and back office, meeting in 
the break room for a huddle.  The huddle 
included announcements and the part that 
I dreaded…the reading of the production 
numbers from the previous day aloud in 
front of everyone.  The two doctors that I 
worked with were typically the top two 
producers in the entire corporation.  I, on 
the other hand… was not.  

Each dentist had three chairs to work out of 
and so three columns in the schedule. The 
dentists were responsible for all procedures 
including hygiene. The assistants would 
take the radiographs and then the dentists 
would proceed to do a complete exam.  This 
included periodontal probing.  After the 
treatment plan was developed, it would go 

to the front office where they would work 
out the insurance and the finances.  The 
insurances many of our patients had were 
not very good to start with. The office 
manager would enter the operatory, start 
cutting the fees for the various procedures 
and typically waive the co-pay. Since I was 
paid on collections, I was basically watching 
the office manager lowering my pay for the 
day and there was nothing I could do about 
it. It was strongly encouraged to do quadrant 
treatment on the same day as the exam and 
cleaning to maximize profit.  The push to 
do as much dentistry as possible on a patient 
on the first visit is what typically led to the 
patients waiting for long periods of time 
while I was treating other patients.  It added 
a lot of stress doing extensive treatment on 
one patient while others were waiting.  

My experience working for a dental 
corporation left me with mixed feelings. 
The focus on production numbers and the 
lack of care for the patients by the corporate 
structure was concerning.  Patients were only 
seen as the means to the end of the bottom 
line. The reading of production numbers the 
first thing of the day just cemented in my 
mind where the heart of the company lay.  
Another drawback was the lack of care for the 
dentists.  All the hourly employees (assistants, 
front office staff) had breaks, and the benefits 
of paid time off.  The dentists could work all 
day without a break including lunch some 
days and actually fought for paid time off.  
Dentists were finally given paid time off just 
as I was leaving my employment.  There were 
some positives though.  It did help in getting 
me up to speed from where I was in dental 
school. I gained a lot of experience from the 
wide variety of patients that came through 
the office.  I felt like I could tackle more 
challenging cases because of the support and 
backup of the other dentists I worked with.  
They were more like mentors to me.  They are 
the two most important positives that I had 
working in a corporate office and, for them, I 
am truly grateful.  

by eric Grove, DDs
SDDS member

Dr. Eric Grove started his 
professional life as an educa-
tor. He received a B.S. degree 
from Pacific Union College.  
He taught high school and 
junior high school science for 
5 years. After spending time 
volunteering in a Free Den-
tal Clinic in North Caro-
lina during his last years of 
teaching, he decided to make 
a career change and went to 
Loma Linda Dental School. 
He graduated in 2009.  He 
now enjoys the unique blend 
of science, art and education 
of dentistry.

Dental Corporate Office 

CORPORATE DENTISTRY

Life in a 
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The ADA News (6/20, Soderlund) reported 
that New York State Attorney General Eric 
T Schneiderman announced on June 18 “a 
settlement with Aspen Dental Management 
Inc. that requires the company to pay a 
$450,000 penalty, remove itself from any 
clinical decisions within its practices, not split 
patients’ fees with the clinics and make it clear 
to consumers that the management company 
is not a provider of dental services.” ADA 
President Dr. Maxine Feinberg said, “The 
ADA strongly advocates for noninterference 
in clinical decision-making and we’re pleased 
to see that this agreement supports this 
view. Decisions about dental care should be 
between the patient and the dentist.” The 
ADA News adds that the settlement only 

pertains to the company’s business in New 
York, and that “Representatives from Aspen 
Dental Management contend the company 
has never employed clinical staff nor has it 
exercised any control over clinical care and 
only provides nonclinical business support 
services to its independently owned and 
operated dental practices.”

The Buffalo (NY) Business First (6/18, 
Drury, Subscription Publication) also 
reports that Aspen Dental released its own 
press release, in which Aspen executives 
“disputed the AG’s characterization of the 
company, saying Schneiderman’s press 
release does not accurately reflect the terms, 
which came after three years of discussions.” 

Additionally, “suggesting that dentists 
only technically owned their practices was 
a gross misstatement of fact, said Robert 
Fontana, CEO.”

The Buffalo (NY) News (6/22), the Central 
New York Business Journal (6/22), and 
WHEC-TV Rochester, NY (6/22) also 
reported the story. 

REFERENCES

Palmer C. New York aG announces Settlement With 
aspen Dental. aDa News. 46(13):14. Copyright @ 
2015 american Dental association.  reprinted with 
permission.

New York Attorney General Announces  
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REVOLUTIONIZING THE 
DIGITAL DENTURE PROCESS

PALADIGITALDENTURES.COM 

PERFECT FIT
PERFECT SMILE
IN JUST 2 VISITS* 
The only solution with CAD/CAM designed and
manufactured teeth, for an extremely accurate
and comfortable fit your patients will love.

Contact Your Sales Representative 
for Exclusive Offers Today! 

Christina Vetter, 408-649-8921 

*Number of visits may vary depending on impression and Try-In.
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Are you taking 
your family to one of
our member dentists?

If not, why not?

EDUCATED
Sacramento District Dental Society members have
access to continuing education courses, ensuring 
they are always up to date on the latest advances.

INVOLVED
Our dentists support the oral and general health
of the public through the SDDS Foundation which
provides dental services to those who could not 
otherwise afford it.

PROFESSIONAL
Our members are held to a higher standard, so 
you know that you will always be in good hands
with your dental professional. They go through a 
peer review. They have access to a community 
of dentists to rely on.

HOW TO FIND OUT
• Call your dentist to see if they’re a member!

• Check on the web at, cda.org/�nd-a-dentist 
or use your smartphone to scan the QR code.

Sacramento District 
Dental Society 
Dentists Are...

How We Help

It is the mission of the Sacramento District Dental Foundation to promote the oral and general health of 
the public by serving as the charitable arm of the SDDS and the dental community.

The Foundation provides dental services to those who otherwise would not be able to afford it, focusing 
especially on children in the communities of Amador, El Dorado, Placer, Sacramento, and Yolo counties. 
The funds raised will be used to aid and promote the oral and general health of the public through all 
types of education, service and research in the �elds of preventative and curative dentistry, for 
charitable, scienti�c and/or educational purposes.

SACRAMENTO DISTRICT DENTAL FOUNDATION

Our largest and most 
far-reaching project, Smiles 
for Kids (SFK), partners 
member dentists with local 
schools to screen and 
provide dental eduction to 
thousands of children each 
year. From the screenings, 
nearly 1000 underserved 
children are treated by 
member dentists and their 
staff on SFK Day each 
February. Each year, a million 
dollars in pro bono treatment 
is provided to children in the 
�ve county SDDS area.

SMILES FOR BIG KIDS
SMILES FOR KIDS Patterned after SFK, Smiles for BIG Kids (SFBK) recognized that often the 

parents’ dental health needs are equally as urgent as their childrens’. SFBK 
focuses on the needs of the parents of SFK patients, underserved adults 
and the elderly. The Foundation has partnered with several local community 
organizations to identify eligible patients and, each year, member dentists 
provide much needed care to these individuals in the form of dentures, 
restorative treatment, and specialty treatment.

TOOTH FAIRY DENTAL EDUCATION
Tooth Fairies “�y” to SFK Day community events, 
and other locations to provide dental health 
education to children. Whether it is in person, or 
on the phone through the Tooth Fairy Hotline 
(916-446-1310), area children learn valuable dental 
health information and tips from the Tooth Fairies.

1ST TOOTH OR 1ST BIRTHDAY
The 1st Tooth Or 1st Birthday campaign targets not only member dentists and the public, but 
the medical community (especially pediatricians). The message? Kids need to be seen by a 
dentist early, before problems arise. This early education and prevention message — and the 
1T1B magnet and logo — is seen on bus tails, in medical of�ces as well as dental of�ces.

Did you see our ad in the October 

issue of Sacramento Magazine?
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General Meeting
September 8, 2015 • New Member Night • Endo vs. Implant Throwdown
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Next General membership meeting: OCTOBEr 6, 2015
www.sdds.org/general-meetings

1 Dr. Debra Finney’s staff, aka “Team Implant”  
showing their support.

2 Members learning more about Simply Thick products. 

3 Drs. Richard Silva and Richard Gere. 

4 Dr. Kevin Keating congratulating Kimberly Morales on 
receiving the RDH Scholarship.

5 Members mingling and enjoying social hour before the 
meeting started. 

6 Dr. Wallace Bellemy introducing our newest members; Drs.
Wes Hill, Harkeet Sappal, Shakiba Feroz, Lana Hoang, 
Quincy Gibbs, Stephanie Sandretti, Archana Wakode and 
Mike Young.

7 Drs. Craig Alpha, Quincy Gibbs and Rick Mathews. 
Excerpt of a letter to Dr. Viren Patel from Dr. Steve Leighty

FIRST TuESDAY!

The CE component of the meeting last night was 
an absolute home run!  The material was timely, 

the speakers were complementary and respectful, 
and the evening never got bogged down...this 
program was proof supreme that this concept is 
worthy, workable and well worth doing again.
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“Delivering” Care

stephen saffold, DDs
SDDS member

Retirement: sounds pretty good and it is! 
After finishing a large project (turning 21 
acres of weeds into a sustainable farm) I had 
time again to think (a hoe is a good thinking 
machine). I could play a lot of golf, get into 
fishing; I'd already joined two environmental 
boards. But something was still out there. 

I missed my patients and the care I provided 
and with the push of a good friend I decided 
to luxuriate in a self-defined sense of service. 
I have started a unique dental service for 
the homebound. After considerable expense 
I've gone on the road so to speak. I travel 
sometimes almost an hour to see a patient who 
can't travel to a traditional office. Often I find 

myself waiting for the patient to get ready to 
see me … lots of reasons. Often the patient 
may be combative, uncommunicative or just 
unaware of who I am and what I'm there for. 

Patient care is still a calling and I guess I'm 
imbued with enough empathy to not care 
about the time, expense or effort wasted in 
serving this underserved population. My 
handicap may never improve and my bank 
account may never swell but my sense of 
satisfaction is heightened when I provide a 
needed intervention to these patients. I didn't 
know what I'd do in retirement but maybe 
not retiring is the answer – at least for me. 

 Mobile dental services providing experienced care to homebound and 
assisted living patients unable to easily travel to a traditional dental facility. 
Disabled, geriatric and memory patients accepted. Normal dental fees with 
insurance reimbursement when available. 

For more information visit our website at: SacramentoMobileDental.com
Appointments or questions, contact SacramentoMobileDental@gmail.com | 916-715-2359

Sacramento Mobile Dental
WE COME TO YOU!
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An Ethical Dilemma

by Nikki Chauhan, DDs
ethics Committee member

As dentists, we like to think of ourselves as 
“smile makers.”  We have the unique ability 
to change lives by giving our patients an 
attractive, healthy, and confident smile.  
When a smile makeover is planned, we 
open up the dental toolbox and choose 
from an ever-expanding variety of tools.  
Tools to improve anterior dental esthetics 
come from the restorative, periodontal, and 
orthodontic branches of dentistry.  One tool 
that is gaining increasing popularity in our 
profession is short term orthodontics (STO) 
– commercially known as “6 Month Smiles” 
or “PowerProx Braces.”

When it comes to straightening teeth, there 
is not a universal solution.  Patients with 
abnormal crown shape, color, or extensive 
restorations may best be treated with 
restorative care involving crowns or veneers 
(instant orthodontics).  Other patients 
may have significant gingival discrepancies 
that need periodontal attention.  Severe 
crowding with teeth blocked out of the arch 
are often best treated with orthodontics.  
Traditionally, comprehensive orthodontics 
has been the “gold standard” to ideally 
align the teeth and correct the bite.  Some 
feel that comprehensive orthodontics comes 
with a high asking price –requiring money, 
time and patient compliance to achieve a 
satisfactory finish.  Proponents of short term 
orthodontics believe that it is a reasonable 
alternative to invasive restorative dentistry 
and can directly address the patient’s 
chief concern.  Critics feel that STO is a 
compromised treatment option that may 
not even meet the accepted standard of care.

  Point – Comprehensive orthodontics aims 
to provide patients with the best occlusion 
possible.  In addition to dental esthetics, 
other areas taken into consideration include 
facial balance, periodontal health, occlusal 
function, a proper joint relationship 
and airway considerations.  Short term 

orthodontics is also referred to as limited 
orthodontics.  If the treatment goals are 
limited to anterior dental esthetics, patients 
should be made aware of the benefits 
related to a comprehensive approach before 
proceeding with quick alignment of the 
“social six.”  A partially corrected bite can 
lead to a cusp-on-cusp relationship, CR-
CO discrepancies, inherent instability, 
non-working interferences or loss of arch 
coordination.  Patients need to be aware 
of the long-term benefits associated with a 
properly corrected occlusion that provides 
a balanced occlusal force distribution with 
normalized overjet and overbite.  It may be 
year later that the unintended consequences 
of partially completed work manifest 
themselves.  Simply stated, if you aren’t 
going to do something right, don’t bother 
doing it at all.

Counterpoint – Short term orthodontics is 
a predictable treatment option that is often 
overlooked.   STO focuses on the patient’s 
chief concern – anterior alignment.  Care is 
taken not to disturb the posterior occlusion 
while using predictable techniques to 
improve anterior alignment.  Advances 
in fixed orthodontic materials have led to 
predictable and efficient treatment outcomes.  
Compared to “instant orthodontics” 
(restorative alignment), STO is safe, 
minimally invasive, and relatively affordable.  
A limited time in braces can esthetically align 
the anterior teeth and reduce or completely 
eliminate the need for invasive restorative 
dentistry and potential elective endodontic 
treatment.  With proper clinical training 
and patient education, STO is a great option 
to help patients that are hesitant to proceed 
with conventional orthodontic treatment.  

Conclus ion  -  Doc tor-pat ient 
communication is the key to a successful and 
mutually beneficial relationship.  We need 
to keep patient autonomy in mind when 

recommending treatment options. As part 
of our informed consent process we should 
review the proposed treatment, reasonable 
alternatives and explain risks and benefits. 
After adequately reviewing treatment 
options, the patient should be involved 
in the treatment decision. The dentist 
should encourage patients to seek the best 
treatment option that will minimize harm 
and maximize benefit.  To minimize harm, 
the dentist should carefully evaluate which 
tool is best for the particular case, and refer 
if they feel others may be more skilled when 
handling a particular tool.  To maximize 
benefit, the dentist should educate patients, 
emphasize the benefits of a healthy and 
attractive smile and make them part of the 
treatment process.  To best serve our patients 
it is important to know what tools exist in 
our dental community, communicate the 
strengths and weaknesses of each tool to 
our patients, and guide them to the best 
treatment outcome possible. 

Does Short-term Orthodontics 
Belong in the Dental Toolbox?

HAVE A rESPoNSE?

Do you have an Ethical Dilemma? Or 
a response to this article? Email us at 
nugget@sdds.org to be heard!
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August at CDA Presents in SF, I was part 
of a panel of experts discussing “The 
New Economics of Dentistry.”   Part of 
the discussion focused on what affects 
dentistry today and the growing influence 
of Corporate Dentistry.  In full disclosure, 
I started my dental career in corporate 
dentistry. (That particular company closed 
its doors in 1989.) It was a great experience 
for me as I was exposed to more dentistry in 
those two years than any of my classmates 
who worked at traditional positions. That 
was 1983.  I believe that almost everyone 
in my graduating class dreamed of owning 
their own practice. The attorney on the panel 
stated that a recent survey in a Southern 
California dental school revealed that nearly 
80% of that particular class did NOT want 

to own their own practice!  Why and how 
can that be?

1) There is a generational difference.  The 
new graduates are happy just “working for 
the man” and getting their paid holidays. 
They value their time off and do not dream 
of creating their “empire.”

2) My class was less than 10% female. Now 
the classes are over 50% female. Most of the 
buyers I deal with now are female.  However, 
there seems to a higher percentage of female 
dentists who desire to work part-time for 
family reasons as compared to their male 
counterparts. 

3) The debt load of the current graduates 
is more than $300,000 compared to only 
$30,000 when I graduated. The new graduate 

is concerned about taking on additional debt 
with a practice start-up or a purchase. 

When I graduated, the biggest problem for 
Corporate Dentistry was the revolving door 
of dentists who would come to work for a few 
years and then leave to pursue and establish 
their own practices. For the three reasons 
above, this may no longer be an issue. Many 
of the corporate players are offering different 
financial packages and continuing education 
opportunities. They are finding ways to 
reduce the staff and doctor turnover that 
plagued the industry in the past. Corporate 
Dentistry will continue to grow over the next 
several years, but I believe that their growth 
will be limited. 

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.

by tim Giroux, DDs 
Western Practice Sales 

(SDDS Vendor member)

the DentIst,                                         
the busIness owner

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 

Sad to Say  
Corporate Dentistry is here to stay!
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When I volunteered to take on a patient as 
part of the Smiles for Big Kids program, I 
really wasn’t sure what to expect. Seeing 
children on Smiles for Kids day has always 
been a great experience for me and my 
staff, but having an adult patient that we 
would develop an ongoing relationship felt 
very different.

I knew that my patient was part of the 
Women’s Empowerment program, but I 
didn’t really know what the organization 
did until Heather came to my practice. We 
first met her in July of 2013. She had pain 
from broken down lower teeth, and she 
was edentulous on the top, having had all 

her upper teeth removed in preparation for 
a denture right before California cut their 
adult Denti-Cal benefits. Stuck with no 
options for replacements, she was thrilled 
to be able to have dentures made as part of 
the Smiles for Big Kids program. Heather 

is one of the most positive people I’ve 
ever met. Despite her history of substance 
abuse and homelessness, she was 100% 
happy and optimistic about her future. 
She shared her experiences with us about 
Women’s Empowerment and was grateful 
for the opportunities it had given her. She 
was able to keep a job and provide for her 
children, but the highlight for her was 
attending their annual formal ball with 
her new smile!

Heather was a great patient. We were able 
to remove her remaining diseased teeth and 
fit her with new upper and lower dentures. 
She was super happy with the results and 
so appreciative of our time and efforts.

When running a busy dental practice, 
it’s easy to get bogged down with the 
details and minutiae of maintaining a 
busy schedule, staff issues, marketing, 
collections and so on! It’s nice to take a 

step back and realize how important it is 
that we, as dentists, share  our unique and 
special skill with people in need. 

Foundation
of the Sacramento 
District Dental Society

Dr. Shore’s Story: Helping Heather

Are you a member of our Foundation?
It only costs $75 a year to be a member of our Foundation. Email us at 

sdds@sdds.org to become a member and make a difference. 

Thank you for supporting the Foundation!

by stephanie shore, DDs 
Smiles for big Kids Volunteer

It’s nice to take a step back and 
realize how important it is that we, 
as dentists, share  our unique and 
special skill with people in need.

last month we heard about Heather’s journey from homelessness to 
securing a job and a home. Heather received a brand-new smile and 
newfound confidence thanks to Dr. Stephanie Shore.

Smiles for Big Kids  
made possible with a grants from

BIG THANKS FOR BIG KIDS!
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w e s t e r n c o n t r a c t . c o m / s t u d i o

Space Planning
Interior Finishes Specification
Construction Documents 
Interior Architecture

Custom Millwork Design
Furniture Specification
Code Compliance
Material Boards & Concept Drawings

3D Modeling and Rendering
Signage System Design
Equipment Inventory & Layout
Facilities Programming

w w w . w e s t e r n c o n t r a c t . c o m / s t u d i o  I  C  9 1 6 . 2 0 2 . 0 6 2 4  I   E  b l o c k e r c @ w e s t e r n c o n t r a c t . c o m

INTER IOR DESIGN SERVICES

 

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

Bob Miller, Business Development Officer
(916) 576-5679       bmiller@firstus.org

Business Financing
from your neighborhood 

Credit Union

A Proud Vendor Member of SDDS since 2004
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And at The Dentists Insurance Company, we won’t treat you like one because we are 
not like other insurance companies. We were started by, and only protect, dentists. 
A singular focus that leads to an unparalleled knowledge of your profession and how 
to best protect you. It also means that TDIC is in your corner, because with us, you’re 
never a policy number. You are a dentist.

You are not a policy number.

Protecting dentists. It’s all we do.®
   

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

Endorsed by the 
Sacramento District 
Dental Society



Board report

Nancy archibald, DDs
Secretary

Call to Order
President Dr. Viren Patel called the meeting 
to order at 6pm.

First Order of Business
Celebrate our executive director, Cathy 
Levering’s birthday!

Secretary’s Report
Dr. Nancy Archibald reported the 
following:

•	 Our membership remains strong with 
79% market share.

•	 17 new life members for 2016 were 
presented to the Board.

Treasurer’s Report
•	 Our financial advisor, Tim McDonald 

from Morgan Stanley,  gave a report on 
the investment policy for SDDS. The 
Board discussed the current market 
corrections and adjustments to our 
policy were approved.

New Business
•	 Dr. Matt Korn was approved to join 

the Board of Directors to complete this 
current year and serve in 2016.

•	 SDDS dues discussion: currently at 
$390; no increase in dues for 2016.

 

Old Business
•	 The Board of Directors received their 

copy of SDDS amended bylaws, voted 
on at the May Board meeting, as well as 
the new policy document.

•	 Dr. Patel reviewed the Committee Mid 
Year reports and interviews.

•	 Dr. Worth brought the Board up to date 
on the Large Group Practice Task Force. 
The October and November issues will 
be on the DSO/Corporate Dentistry 
topics with articles submitted from 
many aspects and opinions on this issue.

Executive Director’s Report
Cathy Levering reported the following:

•	 SDDS Design Department, launching 
Sept 1 – this will be a valuable 
MEMBER BENEFIT! Members will be 
able to have their logos designed, ads, 
office swag (stationery, appointment 
cards, mugs, tshirts, shirts) and SDDS 
will negotiate printing discounts for all. 
Fees will be hourly and a great Member 
Benefit!

•	 Sacramento Magazine: Our 2 pages will 
have a different look this year; look in 
the October issue.

•	 Midwinter 2016-  Great theme this 
year.  SDDS Knocks it Out of the CE 
Park! Baseball!

Trustee Report
Dr. Adrian Carrington and Dr. Terrence 
Jones reported the following:

•	 Several controversial  items will be 
brought to the House of Delegates in 
October for a vote.

Adjournment
The meeting was adjourned at 8:45 p.m.

Next board meeting: 
January 6, 2016 at 6 p.m.                                

OuR MISSION
It is the mission of the Sacramento 

District Dental Society to be the 
recognized source for serving its 
members and for enhancing the 

oral health of the community.

September 1, 2015
Highlights of the board meeting

oct

9
oct

6
oct

23
friday

8AM-1:30PM
tuesday

5:45PM-9PM
friday

8AM-3:30PM

CHECK OUT OUR UPCOMING CE

General Meeting 
3 ceu, 20% • $64

Large Group Practice  
& Your Dentist
Presented by Anders Bjork, CDA

Continuing Education 

5 ceu, core • $185

From the Terrible Twos 
to the Terrible Teens: The 
Challenges and Rewards of 
Treating Them All
Presented by Greg Psaltis, DDS

Licensure Renewal
6 ceu, core • $160

California Dental Practice 
Act, Infection  
Control & OSHA Refresher
Presented by Nancy Andrews
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-Of�ce Chairs
-Magazine Racks
-Various Of�ce 
Equipment

-Various Instruments
-Impression Trays
-Hand Tools

Please contact Beth Heneger 
for prices and information. 

phone: (916) 402-9506 
email: egillis75@sbcglobal.net

DENTAL
EQUIPMENT

&
TOOLS FOR SALE

916.570.3088  •  www.SacTMD-OrofacialPainStudyGroup.com

Sacramento TMD Orofacial Pain Study Group 
New Comprehensive 12-month Course Starting January

Louis Gallia MD, DMD, FACS presents a comprehensive 
study club focusing on the complex diagnosis and treatment of 

Temporomandibular and Orofacial Pain Disorders. This course is 
intended to help participants to become TMJ masters. The interactive 
study club will provide lecture and hands on exposure to this interesting 
group of disorders. Whether you are a novice or experienced TMD 
practitioner, this course will greatly enhance your ability to diagnose and 
treat the TMD orofacial pain patient. This course will be comprehensive, 
with the goal being to give dentists the tools to safely and predictably 
treat a difficult patient population. We will be bringing in outside 
speakers to enhance the learning experience, as well as lectures, literature 
review and case presentations. Live demonstrations of techniques 
including splint design, Botox injections, trigger point injections, 
intra-articular steroid injections diagnostic blocks will be included. A 
demonstration of your knowledge will be shared to the group through 
the presentation of case studies. Given the intense nature the course, 
participation will be strictly limited, so maximum learning can take place.                                                                                                                             

48 Hours CDE | Free Tuition SDDS Members
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YOu
the DentIst, the emploYer

by Kim Parker, CeO
California employers association

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
FREE to SDDS mEmbERS!

1.800.399.5331

memBer

Benefit!

Minimum Wage
in the State’s Capitol

Here’s what we know for sure; on January 
1, 2016, California’s State minimum wage, 
which is currently $9 per hour, will increase 
to $10 per hour.  Some cities, such as San 
Francisco, Oakland and Long Beach have 
already established higher minimum 
wages for their workers’.  Sacramento, has 
traditionally followed the state’s lead in terms 
of minimum wage, but that, too, may change 
this year.    

In his 2015 State of the City speech, 
Sacramento Mayor Kevin Johnson said that 
he would put together a task force to look at 
raising the minimum wage in the capital city.  
Many have said that as the State’s capital, 
Sacramento ought to be a leader in setting 
the minimum wage for the rest of the state. 

Amounts as high as $15 have been mentioned 
in the news and the proposal to increase 

the State Capital minimum wage has upset 
many in the business community.  Still 
others, including labor unions, argue that 
low-income workers really do need the raise.

“In 1968 in today’s prices, the minimum 
wage was about $10 an hour. And now 
nationally it’s $7.25, though it’s higher here 

in California [at $9],” UC Davis Center for 
Poverty Research Director Ann Huff Stevens 
explained. In the meantime, essentials like 
food, housing and health care have increased 

today’s minimum-wage 
worker can afford less than 
they could decades earlier.

oct

28
nov

17
Wednesday
12PM-1PM

tuesday 
12PM-1PM

CHECK OUT OUR UPCOMING HR WEBINARS

HR Webinar  
Presented by Mari Bradford

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

Alternative Work Week 
1 ceu, 20% • $40

Sign up online at sdds.
org/events/hr-webinar-
alternative-work-week/

Hire Slow, Fire Fast  
1 ceu, 20% • $40

Sign up online at sdds.org/
events/hr-webinar-hire-
slow-fire-fast/ 

in cost, meaning that today’s minimum-
wage worker can afford less than they could 
decades earlier.

City councilmember Jay Schenirer, who’s co-
chairing the Sacramento Minimum Wage 
task force, said it’s too soon to get hung up on 
the idea of a $15 minimum wage – especially 
before the group receives research that’s 
been commissioned from Sac State. That 
research will examine the effects of raising 
the minimum wage in other cities in the U.S. 
and then Mayor Johnson will make a formal 
recommendation to the City Council.  

And so we wait to see what happens in 
Sacramento and whether other cities will 
follow suit if our State’s capitol increases 
their minimum wage above $10 in 2016.  
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Becoming your “partner in business,” we take over tasks such as payroll, 
benefits,  tax administration and delegation of all HR duties. These tasks include 
hiring/firing of employees, processing EDD claims and attending Labor Board 
hearings while protecting your practice from legal grievances.

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

Please visit our website at www.resourcestaff.com

701 University Ave, Ste 120
Sacramento, CA 95825

Phone:  916-993-4182
Fax: 916-993-4183

Email: work@resourcestaff.com

DENTAL STAFFING SPECIALISTS FOR:

TEMPORARY • TEMPORARY-TO-HIRE • DIRECT HIRE

 

                                           

TheGoldmanLawFirm
Representing and Defending

Doctors Since 1981
Ronald P. Goldman, Esq.

55 Main Street
Tiburon, CA 94920

                                      T: 415-435-5500 F: 415-435-5156
                                     snakebit@goldmanlawfirm.net 
 
 

The Goldman Law Firm specializes in dental

business law, employment law and the zealous

representation of its dentist clients in business

related litigation, employment based actions,

      malpractice cases and Dental Board matters.

      Please do not hesitate to contact us with your 

      legal needs.

Business Employment              Malpractice Defense
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by Brett Peterson
Chair, Peer review Committee

If you’ve been around the dental block a 
couple of times (at least 5 years of practice), 
and you’re thinking about giving back to 
your profession and colleagues, I encourage 
you to consider serving on the Peer Review 
committee. Let me tell you why this is a 
unique and compelling opportunity.

If you’re like me, it seems like everyone is 
asking you for something. It’s not that I don’t 
want to be generous, but sometimes I feel I’m 
getting close to empty (not really, but it can 
feel that way). That being said, I am asking 
you to consider serving your dental society 
and your colleagues, but let me emphasize the 
benefits to you.

You get an opportunity to see your own 
practice from a different perspective. I 
cannot remember a case where I didn’t 
think, “That could be me dealing with that 
patient complaint,” and one or two of my 

patients come to mind. This always makes 
me reconsider how I communicate with my 
patients and how I document their chart, not 
just the treatment but also the conversations. 
There is always room for improvement.

You have the opportunity to see how your 
colleagues treat patients both by evaluating 
the patients and by discussing the cases 
with the other committee members as you 
deliberate your decision. If any of you are like 
me who only occasionally looks around to 
see what else is going on in dentistry, this is 
a great chance to develop other relationships 
with colleagues.

You get the good feeling of helping others, 
whether it be the patients or your colleagues. 
It restores your faith in the system. 

So don’t believe the lie that you’re too busy. 
You have an opportunity to make a difference 
for yourself, your practice and your profession. 

Peer Review 
How Can You Help?

2015 SDDS Committee Schedule

Standing CommitteeS

CPR (6:00pm)
Nov 6

Ethics (6:15pm)
Oct 27

Membership (6:30pm) 
Nov 18 

Leadership Development       
Completed

Peer Review (6:00pm)
Oct 15 • Nov 18 • Dec 10 

taSk ForCeS

1T1B 
Meeting Dates TBA

CE 
Meeting Dates TBA

GMC Denti-Cal 
Meeting Dates TBA  

Large Group Practice/ 
Corporate (6:30pm)  
TBA

Social Media 
TBA                 

WorkgroupS 

Dental Careers 
Schedule as needed

Geriatric Outreach
Schedule as needed

adviSory CommitteeS

Amalgam Advisory      
Schedule as needed 

Budget and Finance  
Schedule as needed

Bylaws 
Schedule as needed

Fluoridation 
Schedule as needed

Forensics  (6:30pm)  
Oct 26

Legislative (6:00pm) 
Meeting Dates TBA 

Nugget Editorial (6:15pm)
Oct 26 

Strategic Planning
Schedule as needed

LeaderShip

Board of Directors (6:00pm)
Nov 3

Executive Committee (7:00am)
Oct 9 • Dec 4

Foundation

Foundation Board (6:15pm)        
Dec 2

Golf Tournament 
Completed 

other

Sac Pac
Schedule as needed

CDA Delegates (6:00pm)
Oct 7 • Oct 16-18 

link of the month! www.sdds.org/design-department

Committee Corner

If you’d like to volunteer, email us at 

sdds@sdds.org

WILL YOU 
volunteer  
To SErVE oN PEEr rEVIEW?
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Please feel free to contact me if you would like 
any questions answered.

Email: nmeofdk@btpeterson.com 
Cell: (916) 719-3445

I look forward to getting to know you and to 
working with you. 



We’re Blowing 
 your horn!

Congratulations to...
ashkan alizadeh, ddS, on receiving his Mastership Award 
from the Academy of General Dentistry.  It’s an outstanding 
accomplishment being one of less than 1% of the general dentists 
in the nation to have earned this recognition!

Victor hawkins, ddS , on celebrating his 80th birthday! (1)

Paul a. Johnson, ddS, on opening his private pediatric practice 
in West Sacramento in April! 

Cathy levering, on celebrating her birthday and hosting the board 
meeting/dinner all on the same day! (2)

mike Payne, ddS, on his wedding which took place on September 
2nd at sunrise at Donner Lake! (3)

Christy rollofson Porrino, ddS, on the birth of her daughter 
– Francesca Louise! (4)

Charles Stamos, ddS, on his son Alex Stamos, who is the Chief 
Security Officer at Facebook, being one of the 2015 Hall of Fame 
Honorees for the San Juan Education Foundation! (5)

damon Szymanowski, dmd, on his new baby girl, Isabella 
Jacqueline! (6) 

1 2

5 6

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

4

3
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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

KEEP uS 
uPDAteD!

moving? 

opening a new office?

offering new services?

Share your information 
with the Society!

We can only refer you 
if we know where you 
are; and we rely on 
having your current 
information on file to 
keep you informed of 
valuable member events!

Give us a call at  
(916) 446-1227

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

New Members october 
2015

Maha alMusawi, DDs 
General Practitioner
2 Scripps Dr. Ste. 208
Sacramento, CA 95825-6207
(916)920-3572

Dr. Maha Almusawi graduated from UOP 
Arthur A. Dugoni, School of Dentistry in 2010. 

OsvalDO aMezcua, DDs 
General Practitioner
Transferred from San Francisco Dental Society
2041 Bronze Star Dr. Ste. 100
Woodland, CA 95776-5428

Dr. Amezcua graduated from University of 
California San Francisco in 2015.

Rachel appelblatt, DDs, MD 
Oral and Maxillofacial Surgery
Tahoe Oral Surgery and Implant Center
591 Tahoe Keys Blvd. Ste. D4
South Lake Tahoe, CA 96150
(530)587-5440

Dr. Rachel Appelblatt graduated from UOP 
Arthur A. Dugoni, School of Dentistry in 
2009; and then completed her OMFS residency 
at NYU in 2015. Fun Fact: Dr. Rachel 
Appelblatt loves to hike and backpack; and is 
incredibly happy living in Tahoe!

aaROn Duffy, DDs
General Practitioner
Transferred from San Francisco Dental Society
Granite Bay Smile Dentistry
8630 Sierra College Blvd. Ste # 110
Roseville, CA 95661-6063
(916)367-0313

Dr. Aaron Duffy graduated from UOP Arthur 
A. Dugoni, School of Dentistry in 2014.

Michael fineRty, DDs 
General Practitioner
555 Capitol Mall Ste 790
Sacramento, CA 95814
(916)441-1555

Dr.  Michael Finerty graduated from UCLA 
School of Dentistry in 1994. 

Welcome Back!

Welcome Back!

lana hOang, DMD 
General Practitioner
Transferred from Tri-County Dental Society
931 Howe Ave.
Sacramento, CA 95825-3908

Dr. Lana Hoang graduated from Western 
University of Health Sciences, College of 
Dentistry in 2014. Fun Fact: Dr. Lana 
Hoang likes to paint and go rock climbing!

RObeRt hOlt, DDs 
General Practioner
12499 Folsom Blvd # 4
Rancho Cordova, CA 95742
(909) 708-7936

Dr. Robert Holt graduated from UCLA 
School of Dentistry in 1986.

stephanie KiM, DDs
General Practice
4350 Marconi Ave Ste. 100
Sacramento, CA 95821-4379
(916) 589-6462

Dr. Stephanie Kim graduated from University 
of New Jersey in 2014, finishing her residency 
at Newark Beth Israel in 2015. Fun Fact:  
Dr. Stephanie Kim’s favorite place to be is 
anywhere near the ocean.

neeDi shah, DDs 
General Practioner
Pending Office Address

Dr. Needi Shah graduated from UCLA 
School of Dentistry in 2015.

JeReMy staRR, DDs
General Practioner
6500 Lonetree Blvd
Rocklin, CA 95765
(916)999-0044

Dr. Jeremy Starr graduated from Interstate 
Dental College in 2009; and his residency at 
UCSF in 2013. Fun Fact: Dr. Jeremy Starr 
once auditioned for American Idol.

DID YOU KNOW...

SDDS has a job bank for RDHs, RDAs, Front 
Office and people looking for jobs. Just call us 
and we will email you the resumés!

Find our Job Bank online at www.sdds.org/
resources/for-members/ for even more helpful 
information.
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New Members october 
2015

stephanie sanDRetti, DDs
General Practioner
9727 Elk Grove Florin Rd
Elk Grove, CA 95624
(916)685-2290

Dr. Stephanie Sandretti graduated from UCLA 
School of Dentistry in 2013 and is working 
with Dr. Christy Rollofson Porrino. Fun 
Fact: Dr. Sandretti is a Rescue SCUBA Diver.

Michael sunwOO, DDs
Orthodontist
Pending Office Address

Dr. Michael Sunwoo graduated from Herman 
Ostrow School of Dentistry in 2008, and 
Harvard School of Dentistry in 2015. Fun 
Fact: Dr. Michael Sunwoo is a big fan of 
karaoke. 

aRchana waKODe, DDs
General Practioner
Pending Office Address

Dr. Archana Wakode graduated from 
Government Dental College & Hospital in 
Ahmedabad.

DaviD westeRhaus
General Dentist/Mobile Anesthesia
8359 Elk Grove-Florin Rd.
Ste. #103-340
Sacramento, CA 95829
(916) 827-0046

Welcome Back!

Correction!

Pending Applicants
Cindy Ha, DDS
Alex Keith, DDS
Voltaire Sambajon, DDS
Fan Young, DDS

total 
memBerShiP
(as of 9/11/15):

1,621

ToTal aCTIVe memberS: 
1,312

ToTal reTIreD 
memberS: 236

ToTal Dual 
memberS: 4

ToTal affIlIaTe 
memberS: 12

ToTal STuDeNT/ 
ProVISIoNal
memberS: 8

ToTal CurreNT 
aPPlICaNTS: 4

ToTal DHP 
memberS: 45

ToTal NeW 
memberS for 2015: 61

MArKET 
SHArE:

78%
RETENTION RATE: 95%

DID YOU KNOW...

SDDS has a job bank for dentists looking for 
jobs or to hire? (see page 42) or email us for the 
“emailable” list.

Find our Job Bank online at www.sdds.org/
resources/for-members/ for even more helpful 
information.
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Vendor memBer SPotlightS:

The Foundation for Allied Dental Education (FADE) was founded 
in 2011 as an affiliate and supporter of the state dental assisting 
teachers association.  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 and grant 
programs on a non-profit, public benefit basis.

Our courses, conferences and education 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
•	Offer multiple continuing education opportunities, certification 

and recertification courses, find more information on specific 
classes on our website

•	Regional CE events, including Sacramento area, designed for 
the allied dental community

Benefits, Special Pricing and/or 
Discounts Extended to SDDS Members:
•	$20 discount coupon toward any CE course for donation to 

FADE of $75 or more (contact FADE or visit website for tax-
deductible donor information)

•	Sacramento Business Office Managers Study Club: Dentrix, 
HIPAA, Insurance Coding and other monthly topics for SDDS 
member office personnel only (call FADE for information and 
details)

LaDonna Drury-Klein, CEO
Colleen Kirby-Banas, Director of Operations
916.357.6680
office@theFADE.org

www.theFADE.org

Rayelle Theeck, Manager of Talent Development, 
Northern California
916-705-4515  
theeckr@pacden.com

www.pacificdentalservices.com

Pacific Dental Services (PDS®) provides business support services 
to dental practices so that the owner dentists can focus on their 
patients rather than running a business. PDS currently supports 
more than 430 dental practices in 16 states.

Products and Services:  
PDS partners with owner dentists to provide support services so 
that practices run more smoothly. This innovative business model 
is known as PRIVATE PRACTICE +®. Services include: legal, 
insurance, marketing and advertising, HR, recruiting, IT, payroll, 
accounting, and more. 

Benefits, Special Pricing and/or 
Discounts Extended to SDDS Members:
Benefits of the PRIVATE PRACTICE + model include: excellent 
income and benefits, ownership opportunities for associates, 
balanced lifestyle, mentorship, continuing education programs, and 
fully digitized practices equipped with CEREC CAD/CAM, intraoral 
cameras, soft tissue lasers and digital charts/x-rays.

welcome
our new SDDS
Vendor Members!
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Burkhart Dental Supply
Dave Little, Branch Manager
916.784.8200

www.burkhartdental.com
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analgesic services, inc.
Geary Guy, VP / Steve Shupe, VP
888.928.1068

www.asimedical.com
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Dental

Henry Schein Dental
Mark Lowery, Regional Sales Manager
916.626.3002

www.henryschein.com

Ve
nd

or
 M

em
be

r s
in

ce
 2

00
5

desco dental equipment
Tony Vigil, President
916.259.2838

www.descodentalequipment.com
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patterson dental
James Ryan
800.736.4688

www.pattersondental.com
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Wood & Delgado
Patrick J. Wood, Esq. 
Jason Wood, Esq.
800.499.1474

www.dentalattorneys.com
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the foundation for allied  
dental education
LaDonna Drury-Klein
916.357.6680

www.thefade.org
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Pacific Dental Services
Tiffany Hart
503.757.3023

www.pacificdentalservices.com
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Heraeus Kulzer
Christina Vetter
409.649.8921

www.heraeusdentalusa.com
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Sacramento Magazine
Becki Bell, Marketing Director
916.452.6200

www.sacmag.com
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Western practice sales
Tim Giroux, DDS, President 
John Noble, MBA
800.641.4179

www.westernpracticesales.com
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pAcT-one solutions
Dan Edwards, President
866.722.8663

www.pact-one.com
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resource Staffing Group
Debbie Kemper
916.993.4182

www.resourcestaff.com
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SD reliance Management 
Dennis Krohn Jr., President
916.367.4244

www.sdreliance.com

Ve
nd

or
 M

em
be

r s
in

ce
 2

01
4

P
ra

ct
ic

e 
Sa

le
s 

M
ed

ia
 &

 A
dv

er
tis

in
g

ca employers association
Kim Parker, Executive VP 
Mari Bradford, HR Hotline Manager
800.399.5331

www.employers.org
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integrity practice sales
Brian Flanagan & Kirsi Kilpelanien
855.337.4337

www.integritypracticesales.com
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comcast Business                   
Lisa Geraghty
916.817.9284
lisa_geraghty@cable.comcast.com

business.comcast.com
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xterraLink, inc.
Rami J. Zreikat / Alnore Deen
916.608.9902 • 916.206.1858

www.xterralink.com
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olson construction, inc.
David Olson
209.366.2486

www.olsonconstructioninc.com
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Blue northern Builders, Inc.
Marc Davis / Morgan Davis / Lynda Doyle
916.772.4192

www.bluenorthernbuilders.com
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Star Group Global refining
Jim Ryan, Sales Consultant
800.333.9990

www.stargrouprefining.com
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Wells Fargo Bank
Philip Kong
916.533.6882 - cell
philip.kong@wellsfargo.com

www.wellsfargo.com
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Healthcare cabinet co.
Gordon St. Cyr and Gary St. Cyr
916.853.9556

www.dentalcabinets.biz
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Wells construction, inc.
Nicole Wells
916.788.4480

www.wellsconstruction.com
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Fechter & company
Craig Fechter, CPA
916.333.5360

www.fechtercpa.com
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Financial Management  
associates, LLc
Ted Darrow, Client Relations/Marketing
916.985.9559

www.fmacentral.com
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first us community credit 
union
Gordon Gerwig, Business Services Mgr
916.576.5650

www.firstus.org
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Mann, urrutia, nelson, cPAs
John Urrutia, CPA, Partner
Chris Mann, CPA, CFP, Partner
916.774.4208

www.muncpas.com
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Innovative Solutions cPAs & 
advisors, LLp 
Ben Anders, CPA
916.646.8180

www.innovativecpas.com
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Bank of the West
Mary Alajou, VP
Sacramento / Butte Area Manager
916.949.2687

www.bankofthewest.com
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Kaneski associates
916.774.6250
800.316.3129

www.kaneskiassociates.com
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ameriprise financial —
the chandler group
Thomas Chandler
916.789.9393, ext. 03197

www.ameripriseadvisors.com
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the dentists  
insurance company
Chris Stafford
800.733.0633

www.tdicsolutions.com
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Western contract
Claire Blocker
916.202.0624

www.westerncontract.com/studio
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thiS  
Could 
Be you!

the payment exchange
Kraig Speckert, President
916.635.8800

www.thepayx.com
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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

Annie Barnes, DDS • Sacramento • full • GP/Endo/Perio
Jaime Curtis, DDS • Lincoln • part • GP
Binh Dao, DDS • Roseville • part/full • GP
Harold Hanefield, DDS • Sacramento • part • GP
Timothy Herman, DDS • Lincoln • part/full • GP
Hung Le, DDS • South Sacramento, Stockton • part/full • GP
Marleen Masuoka, DDS • Fair Oaks • part • GP
Gregory Peterson, DDS • Sacramento • part • Perio
Ricky Tin, DDS • Elk Grove • part • GP
Steven Tsuchida, DDS • Elk Grove • part/full • GP
Clifford Wong, DMD, MSD • part • Endo
Advanced Dentistry of Woodland • Woodland • full • GP 
Darryl Azouz, DDS • Rocklin/Woodland • full (2 associates, 2 days) • GP 
Paul Binon, DDS, MSD • Roseville • part/full • Prosthodontist 
Chapa-De Indian Health Program • Auburn • part/on call • GP
Chapa-De Indian Health Program • Grass Valley • part/on call • GP
George Chen, DDS • Folsom • part • GP 
Gwendelyn Enriquez, DMD • Roseville • part/full • GP
Sukhjeet Kaur, DDS • Sacramento • part/full • GP
Sonny Lim, DMD • Woodland • part/full • GP
Thomas Ludlow, DDS • Folsom • part • GP (Endo/Ortho experience)
Hector Martinez, DDS • Roseville, Lincoln • part• GP 
Alex Moradzadeh, DDS • Sacramento • part/full • GP/Endo/Pedo/OS 
David Roholt, DDS • Auburn • full • GP/Perio 
Smile Island Pediatric and Adult Dental • Rocklin • part/full • GP/Pedo 
Christopher Schiappa, DDS • Pioneer • part • Endo/Ortho/OS 
Norman Spalding, DDS • Walnut Grove • part/full • GP 
Dennis Wong, DDS • Sacramento/Pocket • part (Sat./on call) • GP
Wellspace Health • Multiple Locations • fill-in/part/full • GP

DOCs seeKiNG eMPLOYMeNt

DHP’s seeKiNG eMPLOYMeNt

Michael Sunwoo, DDS • full • Ortho
Vinh Vo, DDS • full • GP 
Andrea Azevedo, DDS, MPH • part; 1-2days/wk. • GP & Pedo
Amanda Chen, DDS • full/part • Ortho
Maryam Hoang, DMD • part/on-call on Fridays • GP
Steve Murphy, DMD • part/full • Endo
Ronald Rott, DDS • part • Perio
Brandon Webb, DDS • part/full • Endo

Janice Dufort • full • RDH

DOCs LOOKiNG tO BuY a PraCtiCe

Sevan Yergatian • Rocklin/Roseville • GP
Michael Sunwoo, DDS • Sacramento • Ortho
Brandon Webb, DDS, MSD • Roseville • Endo
Vinh Vo, DDS • GP
Darryl Azouz, DDS • Rocklin • GP 
Ryan Hecht, DMD, MS • Folsom, Sacramento, Roseville • Ortho
Shahryar Khodai, DDS • Sacramento • GP

Endorced Executive Partner

e Financial Professionals at Kaneski Associates have over 
50 years of  nancial expertise with doctor and medical 

professionals.  

We provide a customized process to develop a strong 
foundation for managing wealth and setting  nancial goals. 
We believe hard work, determination and an authentic 

cconcern for others are the key components in building strong 
client relationships; we are committed to our clients and their 

 nancial well-being.

Given all the other stresses doctors and medical 
professionals face, wouldn’t it be nice to know 

retirement is taken care of?   Want to learn more?  

Call (916) 774-6250 
or visit us at www.kaneskiassociates.com

HOW COMFORTABLE ARE YOU
WITH YOUR RETIREMENT PLAN?
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Classified Ads

SEEKING AN ENTHUSIASTIC, TAKE CHARGE DENTIST to become 
an associate and join our team orientated dental family in 
Lincoln, CA. Must possess great people skills, be able to multi-
task, have knowledge on using dental software (ie- Eaglesoft) 
and most importantly know how to have fun and take care of 
people. We are currently looking to fill a Monday, Tuesday, 
Thursday and Friday schedule 7:30am to 4:30pm. Please send 
your CV to sacramentodmd@gmail.com.  We look forward to 
having a wonderful person join our dental team! 06809-15

ON-CALL & PART-TIME DENTISTS NEEDED—For a non-profit 
community health clinic providing care to Native Americans and 
the economically disadvantaged. Visit www.Chapa-de.org/jobs 
or Email resume to HR@chapa-de.org. 06/07-15

WE CATER TO COWARDS. Here at Dental Excellence, we strive 
to provide the ultimate calm and comforting patient experience. 
Looking for an associate with 3-5 years of experience. Must 
have confidence in their skills, gentle touch to accommodate 
our fearful patients and have a flexible schedule. Must be 
available to work on Saturdays. Email greenhavendental@
yahoo.com or call 916.395.5700.  06/07-15

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

PEDIATRIC—Kids Care Dental seeks another SUPER STAR 
dentist to join our AMAZING team and help open our newest 
LODI location. Position available to pedos or generals who 
LOVE kids. Our non traumatic philosophy focuses on superior 
customer service and exceptional patient care in a non 
threatening environment. We get kiddos to actually look 
forward to coming to the dentist. Beautiful high end private 
offices and a CULTURE that can’t be beat provide a great 
place to practice and a great income for our doctors! Patients 
love us...come find out why! 4 days/ Week starting in April.  
Email dboyes@kidscaredental.com.   03-15

DENTIST (MIDTOWN) Our amazing dental practice is in search 
of an awesome Dentist! We want a committed doctor to join 
forces and continue to evolve with our devotion to continuing 
our education! We’ll talk about hours and pay once we read 
your resume. This is a great opportunity to work in a true team 
environment. F/T or P/T position. Send us a current resume. 
Our Musts: High level work ethic and a passion to be a life-long 
learner. Check us out at DiTomassoDental.com. Send resume 
to: drpam@ditomassodental.com   08/09-15

START YOUR OWN DENTAL PRACTICE without incurring 
any debt. Sublease available in El Dorado Hills. State of 
the Art Office, Digital X-rays, everything you need to start 
seeing patients right away. Call 916.677.7221 for more 
information. 08/09-15

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

LOCATION, LOCATION, LOCATION: DENTAL OFFICE AVAILABLE, 
3000 L Street 1,535 sf with 5 operatories, recently remodeled. 
Fully serviced lease with ample free parking. Contact Kelly 
Gorman 916.929.8100. 03-13

SUNRISE DENTAL PLAZA, SUITE #106 FOR LEASE, 7916 
Pebble Beach Dr., Citrus Heights. Four operatories and a lab 
with 1304 square feet. Well established professional dental 
building. For more information, please call or email Marty at 
916.966.5772 or mshep6944@aol.com. 08/09-14

DENTISTS SERVING DENTISTS — Western Practice Sales invites 
you to visit westernpracticesales.com to view our practices for sale 
and see why we are the broker of choice in Northern California.  
Please call 800.641.4179. 03-09

SACRAMENTO DENTAL OFFICE BUILDING FOR SALE— 8,000 
sq. ft. As is, needs your vision, two stories, elevator, near Arden 
Mall. Contact Joe Hruban at 530.746.8839 or joe@omni-pg.
com, Omni Practice Group #01821307.  08/09-15

ADORABLE OFFICE in Elk Grove. Perfect for beginning or 
established Dentist. Fully loaded with all equipment and 
computers. Child friendly, Six chairs. 9340 West Stockton Blvd. 
Call Holly at 916.684.5456  10-15

PraCtiCes FOr saLe FOR LEASE

LOCUM TENENS. UOP grad to work in your office while you 
are on vacation, sick or maternity leave or emergency. Great 
references. Please call 530.644.3438. 04-13

SDDS member dentists can 
place a classified ad

for free!
memBerBenefit!

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.

eMPLOYMeNt OPPOrtuNities

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

PrOFessiONaL serViCes

To place an ad in The Nugget Classifieds, visit 
www.sdds.org/publications-media/advertise

eQuiPMeNt FOr saLe

Air Techniques AT 2000XR Automatic Film Processor for sale. 
Purchased in 11/2012. The unit is in great condition. $3000. 
Please call 916.782.1033. 10-15 C

POsitiONs WaNteD

FOr Lease
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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

5:45pm: Social & Table Clinics

6:45pm: Dinner & Program

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

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

10 General Membership Meeting  
Your Practice, Your Patients, & Your 
Team: Getting to Know the right Balance  
Kerry Straine (Straine Consulting) 
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm Dinner & Program

12 Business Forum  
cyber Security: Protecting You  
& Your Patients  
SD Reliance (SDDS Vendor Member) 
6:30pm–9:30pm / SDDS Classroom 

13 Continuing Education  
The cSI effect: Mass Disaster &  
intimate partner violence recognition  
Anthony Cardoza, DDS 
8:30am–1:30pm / SDDS Classroom 

 

Ce

Ce

Ce

23 Licensure Renewal
 california dental practice act, infection 

control & oSHA refresher 
Nancy Andrews, RDH 
8:00am–3:30pm / SDDS Classroom 

28 HR Webinar
 Hire Slow, Fire Fast 

Mari Bradford, CEA 
12:00pm–1:00pm / Home or office 

NOvEMBEr
6 CPR BLS Renewal 

8:30am–12:30pm / SDDS Classroom 

Ce

Ce

Ce

OCTOBEr
2 Continuing Education 

adult oral conscious sedation 
Anthony Feck, DMD (DOCS) 
8:30am–4:00pm / SDDS Classroom 

6 General Membership Meeting  
(note date change)

 Large Group Practice &  
your dental practice  
Anders Bjork (CDA) 
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm Dinner & Program

9 Continuing Education 
From the Terrible Twos to the Terrible  
Teens: The challenges & rewards of  
treating them all 
Greg Psaltis, DDS 
8:30am–1:30pm / SDDS Classroom 

Ce

Ce

Ce

are you registered FOR NEXT MONTH’S GENERAL MEETING?

  

front office bOOT CAMP
supreme sPEAKERS
licensure renewal courses

Lots of CE & 70 Vendors

Midwinter Convention

General Meeting: Recruitment Night
3 ceu, 20% • $64

Large Group Practice & Your Dentist
Presented by Anders Bjork, CDA

• Examine the distribution of corporate dental companies and practices  
in the US with a focus on California

• Growth trends; a discussion of factors fueling their growth

• The role of private equity and venture capital in growth

• Discussion of industrial change over time and what indicators we should  
expect to see as the profession continues to react to changes

oct

6
tuesday

5:45PM-9PM

Note Change!

    1st Tuesday


