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When to Refer
How Do You Determine Which  
Case Is Right to Send Out?



Get Ready For Our 
UPCOMING EVENTS

General Meeting
    3 CEU, 20% • $75

Help… Our Service Sucks! How Patients  
Judge the Quality of our Dentistry
Presented by William Van Dyk, DDS

Patients can’t see the quality of our dental care, but they 
can judge the quality of the service they receive. If every 
staff meeting began with the title “Our Service Sucks”, the 
service to patients would begin to improve tremendously. 
Instead, most teams pat themselves on the back for their 
“great” service without ever really looking at it. In business 
today most of us expect little or no service and are very 
surprised when we see any. In fact, really great service is 
usually the number one reason we return to a business. 
To cement our relationship with our patients and get them 
to value our care and talk about us to others, we need to 
surprise them with our overwhelming service. This course 
will give you ways to begin that tomorrow.

NOV

13

TUESDAY
5:45-9PM

HR Webinar
1 CEU, 20% • $59

7 Safe Steps for Legal Terminations 
Presented by California Employers Association

There can be many reasons for ending an employment 
relationship. It may be due to an employee quitting, a 
department downsizing, or the more challenging reason, 
due to an employee’s poor performance. Before you 
decide to show the employee the door, you need to be 
sure you have followed several important steps to ensure 
a safe and legal termination.

NOV

14
WEDNESDAY
12-1PM OR  

1:15-2:15PM
Continuing Education
2.5 CEU, 20% • $99

Getting a New Dental Practice Up and Running: 
Advice for Dentists on Building a Successful 
Practice
Presented by William Van Dyk, DDS

There are many ways to get a dental practice on the 
road to success. You can start from scratch, buy into 
an existing practice, buy out a dentist and take over. No 
matter what method you decide on, taking that first step 
into the practice can be the beginning of a short climb to 
success or a fall down an elevator shaft. There are a few 
basic considerations that will insure a good beginning. 
Whether you are the new dentist heading up the hill or 
the senior dentist turning over the practice, this program 
should help you make the right choices and avoid the 
typical mistakes.

NOV

12

MONDAY
6:30-9PM

Business Forum
2 CEU, 20% • $75

Member Benefits That Benefit Your Practice!  
Presented by Lee Bentz & Cindy Hartwell;  
California Dental Association 

As a practicing dentist, CDA has a wealth of valuable 
member resources that are available to dentists to help 
them navigate through the challenges and the successes 
of everyday business operations.

NOV

15
THURSDAY

6:30-8:30PM

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

CPR BLS Renewal  
4 CEU, CORE

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

NOV

9
FRIDAY

8-11:30AM

Licensure Renewal
6 CEU, CORE • $199

California Dental Practice Act,  
Infection Control & OSHA Refresher
Presented by Leslie Canham, CDA, RDA, CSP

We encourage all licensed as well as unlicensed staff to 
attend this comprehensive education day which covers 
scope of practice, infection control regulations from the 
Dental Board, employee safety issues from Cal-OSHA and 
a review of the duties and functions of practitioners in 
dental healthcare provision.

NOV

16
FRIDAY

8:30AM-3PM

Lunch & Learn
2 CEU, CORE • $80

Synchronizing Technologies for Clinical Excellence
Presented by Brandon Darcangelo; Carestream  
Sponsored by Carestream 

A digital workflow course with a focus on improving 
restorative outcomes with digital planning.

DEC

6
WEDNESDAY

11:30AM-
1:30PM

Holiday Party
Del Paso Country Club 6-11pm 
$120 Per Person until December 3rd

DEC

14
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© 2018 Henry Schein, Inc. No copying without permission. Not responsible for typographical errors. 18DM8870

1-800-372-4346
www.henryscheindental.com

Our mission is to improve the lives of those we touch

by focusing on practice care, so dental professionals can focus on patient care.

Rely on Henry Schein’s knowledgeable network of trusted advisors for valued solutions

to improve operational success and clinical outcomes.

We care about your practice.
And, we have the solutions to help you succeed.
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“Whether ‘tis nobler in the mind to suffer” 
getting in over one’s dental knowledge, skill 
or capability? Mr. Shakespeare may have 
been onto something when it comes to the 
referral question. As a specialist, oral & 
maxillofacial surgeon, I feel it is often much 
nobler to refer for not only your own sanity 
but also for the well-being of the patient. 
With that thought in mind let me refer you 
to our current issue of The Nugget to have our 
authors knowledgably discuss the pros and 
cons of “to refer or not to refer.”

The next topic I’d like to refer you to is 
“The Joy of Dentistry.” Depending on your 
perspective that phrase can be oxymoronic, 
paradoxical or even just ironic. Patients often 
don’t put the words joy and dentistry in the 
same sentence, especially since the word joy 
can be an emotion evoked by wellbeing, 
success or good fortune. Maybe a good 
‘checkup’ will bring a patient joy or at least 
relief. However, as practitioners, we should 
think about putting those two words in the 
same sentence.

I just recently, attended the “Joy of 
Medicine” Annual Summit sponsored by the 
Sacramento Valley Medical Society. This year 
joy was brought to us by happiness, last year 
it was gratitude. We were given a crash course 
on the serious science of happiness: obstacles, 
pillars and practice. Happiness, hence joy, can 
come from good health, economic stability, 
a lifestyle with good social interactions and 
plenty of time outside of work. One of the 
lecturers quoted a study (2018) that found 
that Minnesota is the happiest state in the 

United States and people over 70 years old 
are generally the happiest. He also reminded 
us that the expected mortality rate among 
humans is still 100%. Harvard University 
researchers found that given enough time, 

every single person on this planet will pass 
away completely, irrespective of wealth, class, 
gender, race, nationality or creed. Brilliant!?

With that sobering thought, we should try 
and find some joy in dentistry, our chosen 
profession. Again, falling back on one of my 
favorite authors and part-time philosopher, 
Mr. Shakespeare, he said, “There is nothing 
either good or bad, but thinking makes it 
so.” It is all about perception. Dentistry can 
be a challenging profession. There is day to 
day stress, both physically, mentally and 
emotionally. We essentially work in isolation, 
in small confined spaces (the mouth), and 
we are often viewed as the people who 
cause pain. People seem to forget that we 
can alleviate toothache pain or mouth pain 
in general. When a life or resilience coach 
sitting next to me at this seminar found out 
I was a dentist, the joy started to dissipate, 
and the pain jokes started. I think we need 
to have our own “Joy of Dentistry” Summit!

Find some joy in your life and work each 
day. Laugh at least twice a day; we are social 
organisms, socialize with your colleagues, 
friends and family, biologically isolation can 
be toxic; ask for support (i.e. refer) if it is 
appropriate.

My final reference to refer, this being 
the month of November and of course 
Thanksgiving is I’m referring you to a joyous 
and happy Thanksgiving! I’m also inviting 
you to join me and my closest 30,000 
friends to run or walk for “Run to Feed the 
Hungry” on Thanksgiving morning down by 
Sacramento State University. 

The run benefits the Sacramento Food 
Bank and you will be done in time to enjoy 
a ‘guiltfree’ bountiful Thanksgiving meal. 
Enjoy family, friends and food.

Happy Thanksgiving! Make a difference!

Margaret Delmore, MD, DDS 
delmoremd@netscape.net

P.S. Dentists brighten up the world one 
smile at a time. (Jokes4us.com)

P.P.S. - CURES sign up with cures.doj.
ca.gov 

- Check CURES before prescribing 
Schedule II, III, and IV drugs – mandated 
October 2, 2018

President's Message

To Refer or Not to Refer, 
That Is The Question: By Margaret Delmore, MD, DDS

2018 SDDS President

…we should try and find 
some joy in dentistry, our 

chosen profession. 

“As a specialist, oral & maxillofacial surgeon, I feel it is often much nobler to 
refer for not only your own sanity but also for the well-being of the patient.”

www.sdds.org • November 2018  |  5



Committee/Task Forces
CA Northstate Dental School | Nov 5
Member Engagement and  
Recruitment | Nov 5

Foundation
Foundation Board | Nov 14

Other 
CDA House of Delegates | Nov 9-11

Leadership 
Board of Directors | Nov 6
Executive Committee | Dec 14

2018 SDDS Committee Schedule

While this issue offers much great information about when to refer, I 
thought it would be a great time to talk about how SDDS does referrals. 
Did you know we do referrals? The public calls us daily (and many times 
daily!) to get referrals to dentists. They request dentists by zip code, by 
specialty, by insurance, by services and financing options. We have 9 
phone lines and they are ringing all day long. Your fellow dentists also 
call for referrals. And we ONLY REFER SDDS MEMBER DENTISTS! 
(Note: if you have changed your address in the last year, please 
notify us. Call us or email your new address! The Directory will go 
to print in December.)

So when a member dentist wants to refer a specialist to a patient and they 
need someone in a specific zip code or area, they call us – that’s how you 
get our referrals and how the patients get to you. We have a database 
program that rolls out 3 referrals at a time, depending on the zip code 
or requested info, then it rolls to the next 3. We give 3 referrals always. 
So when you get a call from a new patient, ask them how they found 
you! We also hear from CDA member doctors in other areas who have 
patients moving to Sacramento (and all other of our component areas) 
and need a dentist referral for their patients who are relocating. Again – 
the membership connection.

Currently we have 82% of the market share. That means that 1750 
dentists in our area are members – and only 350 are NOT members! We 
encourage our member dentists to refer other member dentists – while 
they support organized dentistry, they likewise feel that others should 
“join our team” and be members. Thank you for your support! (And if 
you know anyone who is NOT a member, please let us know and we can 
recruit them with you – and you may be eligible for FREE SDDS DUES 
next year with our recruitment drawing in the Member Get A Member 
contest! See page 38.)

So REFERRALS are important – support your member dentists! And 
don’t be afraid to refer – it’s a great partnership we have.

Happy November!   

Cathy's Corner

A Word  
About Referring… By Cathy B. Levering

SDDS Executive Director
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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.
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or endorsement by Sacramento District Dental Society of products or 
services advertised. SDDS reserves the right to reject any advertisement.

Postmaster: Send address changes to SDDS, 2035 Hurley Way, Ste 200,  
Sacramento, CA 95825.
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When To Refer
Dentistry is a very unique field of medicine. 
Unlike a lot of other fields, we are given a 
lot of power to perform a very wide variety 
of procedures under a simple DDS or DMD 
license. Right out of dental school you are 
essentially allowed to do orthodontics, 
surgical procedures, work on little children, 
perform intricate endodontic procedures, 
massive cosmetic cases, implants... all sorts 
of pitfalls that can get you in trouble but 
are permissible under your license. As part 
of our training we are always taught that 
every procedure we do is held up to this 
mythical “standard of care” which is always 
something that is vaguely defined. A lot of 
us use language like “treat your patients like 
a family member” but I don’t know about 
you, but my poor family were the biggest 
guinea pigs when it came to me doing my 
first complex procedures when I came home 
from a weekend CE course. 

I love to network with other dentists and 
talk shop. It always fascinates me how much 
of a broad spectrum there is amongst my 
peers regarding their willingness to refer out 
dental procedures. I have friends who don’t 
ever do a single extraction or root canal. I 

have other friends who literally don’t send 
ANYTHING out. The motivation behind 
referrals also varies tremendously. A lot of 
my more fortunate brethren claim they are 
“too busy” and don’t have time to deal with a 
complicated procedure. Alternatively, many 
of my friends feel that they are pressured 
to push the envelope because they have 
openings in their schedule. There also 
exists a lot of fear based referrals. Many of 
my friends report a particular horror story 
that prompted them to never want to do a 
particular procedure ever again. Some have 
a fear of a potential complication or unhappy 
patient. I’ve even heard people tell me that 
they refer out a particular procedure because 
that office “always sends me such a nice gift 
basket every year.” Personally the roadblock 
I tend to run into a lot are the patients 
themselves: “Why can’t you do it?,” “It’s 
going to be expensive,” “Their office can’t see 
me for 4 weeks...” Sometimes pressures like 
these from the patients sometimes push me 
outside my comfort zone. 

Unfortunately these secondary concerns to 
seem to be the primary motivating factors 
for many of us. This issue of the Nugget 

will hopefully inspire some us to reflect on 
the referral process and perhaps refocus 
our decision making process. Dr. Ashkan 
Alizadeh will start off by discussing his 
philosphy of patient care and the need to 
hold the patient’s health as the primary 

motivator for referrals. Dr. William Black 
and Dr. Darce Slate will discuss some specific 
cases that ended up being landmines. Dr. 
Ling Ralli will discuss the management of 
children in the office and the decision to refer 
to a pediatric dentist. Finally, Dr. Michael 
Wilson will also provide a bit of opposing 
viewpoint as to why the general dentist should 
still challenge themselves professionally. In 
the end, I hope these perspectives help our 
readers in future referral decisions.  

From the Editor’s Desk

By Brian Ralli, DDS
Associate Editor

The motivation behind 
referrals also varies 

tremendously.

February 21-22, 2019 • Sacramento Convention Center

Group Tour Special
Sign up 5 staff, 

 

get the 6th free!
Use the enclosed form 
or sign up online!
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Bob Miller, Business Development Officer
(916) 576-5679       bmiller@firstus.org

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

Business Financing
from your neighborhood Credit Union

A Proud Vendor Member of SDDS since 2004
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YOU SHOULD  KNOW

DENTAL OFFICE AMALGAM 
WASTEWATER COMPLIANCE 
PROGRAM
The US Environmental Protection Agency 
(EPA) Dental Effluent Guidelines (40 CFR 441) 
took effect on July 14, 2017. Dentists that 
place or remove amalgam are required to 
install amalgam separators and follow two 
Best Management Practices (BMPs). Existing 
dentists have three years to comply with the 
new regulations, but new facilities that start 
discharging after the effective date need to 
comply immediately. In both situations, the 
dental practice will need to submit a One-
Time Compliance Report to Regional San.

More information can be found on the 
Sacramento Regional Sanitation Districts 
website. www.amalgamrecovery.com

CURES AND OPIOID  
PAIN MANAGEMENT
All dentists who are authorized to prescribe, 
order, administer, furnish or dispense controlled 
substances were required to register in the 
Controlled Substance Utilization Review and 
Evaluation System (CURES) by July 1, 2016, and 
must now have updated browsers to access 
the system. Dispensed controlled substance 
prescriptions are recorded in CURES, which 
allows prescribers to look up a patient’s controlled 
substance current usage and past history.

Achieve CURES 2.0 compliance.  
Register now at oag.ca.gov/cures.

ADA SUPPORTS LEGISLATION CALLING FOR SMALL BUSINESS TAX CUTS
Reprinted with permission from American Dental Association

The ADA News (9/28, Garvin) reported that “in continuing efforts to ensure tax relief for dentists, the ADA is supporting legislation that calls for 
several small business tax cuts.” In a Sept. 26 letter to House Speaker Paul Ryan (R-WI), Majority Leader Kevin McCarthy (R-CA), and Majority 
Whip Steve Scalise (R-LA), “the ADA praised the leaders for HR 6760, the Protecting Family and Small Business Tax Cuts Act of 2018,” which the 
House passed on Sept. 28. The article reported that the Tax Cuts and Jobs Act, passed in late 2017, included “several provisions the ADA has long 
supported: increasing Section 179 expensing, maintaining the cash method of accounting and providing small business dentists with tax relief on 
their pass through incomes.” HR 6760 would make permanent those tax cuts. ADA President Joseph P. Crowley and Executive Director Kathleen 
T. O’Loughlin “told legislators that the ADA is encouraged by the House’s continued progress on passing HR 6760,” and they “said the ADA also 
supports HR 6757, the Family Savings Act of 2018 and HR 6756, the American Innovation Act of 2018.” Drs. Crowley and O’Loughlin wrote, “The 
ADA will continue to support legislation and tax policies that will benefit our members, their businesses and their patients.” 

Follow all of the ADA’s advocacy efforts at ADA.org/advocacy. 

LITTLE HOOVER REPORT: DESPITE IMPORTANT INVESTMENTS 
IN STATE’S DENTAL PROGRAM, ACCESS AND ADMINISTRATION 
STILL COULD BE IMPROVED
Reprinted with permission from County of Sacramento 

Since the Commission’s first review in 2016, lawmakers have poured money into California’s 
Medicaid dental program, Denti-Cal, in order to attract dentists and improve access to dental 
care for millions of low-income children and adults. Yet, data from the Department of Health Care 
Services (DHCS) continue to show a decrease in provider enrollment.

For parents or caregivers of children eligible for oral health care through Denti-Cal, limited 
access to providers can mean long waits in dental offices or lengthy commutes to find enrolled 
providers. At worst, delaying or forgoing treatment can lead to childhood tooth decay that results 
in discomfort and pain, poor self-esteem, and irregular school attendance.

Despite the attention and investment from lawmakers, the Commission found the DHCS continues 
to experience challenges administering the Denti-Cal program, but opportunities for improvement 
remain. As the next Administration sets its agenda, the Commission offers the following prospects 
for improved access and administration of the important program:

1.  Caregivers of Denti-Cal eligible children lack basic education about the importance of 
regular, preventative oral health care. Low-income caregivers and adults must be better 
educated about dental health and Denti-Cal;

2.   Parents and caregivers rely on help to navigate the Denti-Cal system and find dentists who 
will treat their child, schedule appointments, and offer other assistance as needed. Access 
to dental care must be expanded and made easier and more seamless;

3.  The continued disconnect between Denti-Cal providers and DHCS is a serious problem that 
undercuts the effectiveness of the program. Enhanced communication between DHCS and 
Denti-Cal providers is required;

4.  Swings in program funding, though now at a high, negatively impact Denti-Cal providers. 
Consistent and sustainable Denti-Cal funding is imperative; and

5.  DHCS is required to publicly report on their website data related to Denti-Cal. Yet despite 
improvements, more could be done. DHCS must continue to improve data access that is 
timely, complete, and transparent and in compliance with law.

The Little Hoover Commission is an independent state agency charged with recommending 
ways to improve the efficiency and effectiveness of state programs. The Commission’s 
recommendations are submitted to the Governor and the Legislature for their consideration and 
action. The letter report is available at www.lhc.ca.gov.
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Dr. Alizadeh received his 
DDS from New York Uni-
versity in 2003.  He became 
a master at the Academy of 
General Dentistry in 2015.  
He currently practices along-
side his wife, Dr. Maryam 
Saleh (also a graduate of New 
York University and a fellow 
of AGD), and multiple other 
dentists both general and spe-
cialists at Marconi Dental 
Group in Carmichael, CA.

From the time I was in dental school, I always 
viewed dentistry as a collaborative process. 
Working on a wide spectrum of patients 
alongside a variety of experts in their respective 
fields, I both gained a practical knowledge of 
all aspects of general dentistry and learned 
to value expertise. From that point forward, 
and to this day, I have learned that being a 
great general dentist requires both a strong 
knowledge foundation of dentistry but also 
acceptance of one’s limitations and knowing 
when to refer. 

Early on in my career, I started building 
relationships with different specialists around 
me. I continued working and referring to 
specialists in each category based on their level 
of expertise and the ease of communication. 
During these earlier years, I would make a 
point to establish personal relationships with 
the specialists I referred to. I made a point 
to personally meet up with them to discuss 
cases. It was also a time to see if we had 
compatible philosophies and personalities. 
Over time, this made me appreciate the 
amount of proficiency that each specialist 
had in their field of dentistry. In doing so, I 
became a better clinician and gained a variety 
of perspectives within the dental field. Later in 
my career, as I studied with the Academy of 
General Dentistry, I further refined my sense 
of my own strengths and weaknesses. In the 
words of Albert Einstein, “The more I learn, 
the more I realize how much I don’t know.” 

Today my wife, Dr. Maryam Saleh, and I 
have a group practice in Carmichael, where 
we practice with multiple doctors, both 
general dentists and specialists. To have a 

continuity of care we try to do most of the 
referrals internally. However, there are still 
limitations with how many cases can be kept 
in house. We still refer out quite a few patients 
out to specialists. We make the determination 
of when to refer case by case. For example, 
even though we do a great many Invisalign 
cases, we refer out cases that have skeletal 
discrepancies that likely require additional 
expertise. In addition, even though we have 
an oral surgeon on our team, we only accept 
cases that will not require immediate follow 
up, since our specialist is not on-site all the 
time. Sometimes we refer a patient to a specific 
specialist if we know there will be a strong 
patient-provider connection. For instance, I 
have referred a patient to a specialist when 
I knew both were avid golfers (I don’t golf). 
I have referred a patient to a specialist that 
spoke the same language and I knew that a 
language barrier could be eliminated. I am 
only interested in creating win-win situations 
where all parties benefit. The patient receives 
the best care, the specialist gets a patient who 
will have a higher chance of moving forward 
with the proposed treatment, and I get to 
move on to the next step in my treatment 
plan. To me, that is truly being a quarterback 
and taking charge of the overall outcome 
of the case while keeping the patient’s best 
interests in mind.  

There is always a need for the skills that 
specialists provide in the dental field. If 
everyone learns their limitations and ultimately 
focuses on the best patient outcomes, then I 
believe we can create some amazing symbiotic 
relationships with our specialists. 

My Philosophy 

By Ashkan Alizadeh, DDS 
SDDS Member

WHEN TO REFER

Creating a strong relationship with specialists with whom you share 
a common philosophy is a must for every practicing general dentist. 
As one develops professionally, refining that relationship is the key to 
ultimately providing the best outcome for our patients in the end.

OF THE REFERRAL
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A special thanks to all who shared their stories with us. We also want 
to thank Dr. Denise Jabusch for gathering all of the incredible stories 
and our highly dedicated staff for putting the issue together. 

Featured articles in the  
June/July 2017 Nugget

Flying Doctors 
By Ed Weiss, DDS

Worldly Dentistry 
By Hana Rashid, DDS

Volunteering in Peru 
By Stephen Fisher, DDS

The “Why?” and “How?” of  
International Volunteerism 
By Denise Jabusch, DDS

Making a Change 
By Jean Creasey, DDS

Volunteer
opportunities

 
March 8-9, 2019 • Solano 
September 27-28, 2019 • San Bernardino

TO VOLUNTEER: www.cdafoundation.org/cda-cares

THE GATHERING INN

VOLUNTEERS NEEDED: Dentists, dental assistants, hygienists and lab 
participants for onsite clinic.

TO VOLUNTEER, CONTACT:  
Kathi Webb (916.743.5351 • kwebbft@aol.com) 

EVERYONE FOR VETERANS

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

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

AUBURN RENEWAL CENTER CLINIC

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

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

CCMP

VOLUNTEERS NEEDED: General Dentists, Specialists, Dental Assistants 
and Hygienists.

TO VOLUNTEER, CONTACT:  
CALL! (916.925.9379 • CCMP.PA@JUNO.COM)

(COALITION FOR CONCERNED MEDICAL PROFESSIONALS)

SMILES FOR BIG KIDS
VOLUNTEERS NEEDED: Dentists willing to  
“adopt” patients for immediate/emergency needs in their office.

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

SMILES FOR KIDS
VOLUNTEERS NEEDED: Doctors to “adopt”  
patients for Smiles for Kids for follow-up care.

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

Thanks to Your Stories  
The Nugget has Received 
Another Award

We are so excited to announce that the Nugget has 
been selected to receive the International College 
of Dentists first Humanitarian Service Award for the 
outstanding International Dental Outreach articles in 
the June/July 2017 issue. 

Previous Awards from the International College of Dentists (ICD)  
2018 • Humanitarian Service Award
2017 • Special Citation Award, unusual concept
2016 • Golden Pen, honorable mention 
Series of articles of interest to the profession 
2015 • Special Citation Award, unusual concept
2014 • Outstanding Cover, honorable mention
2014 • Golden Pen, honorable mention
Series of articles of interest to the profession 
2013 • Outstanding Cover
2012 • Overall Newsletter
2010 • Platinum Pencil Outstanding use of graphics
2007 • Overall Newsletter 
2007 • Outstanding Cover
2007 • Golden Pen, honorable mention
Series of articles of interest to the profession
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Dr. Black graduated from 
UCLA School of Dentistry 
in 1992. He then served in 
the US Navy for three years 
as a dentist. He received his 
Mastership in the Academy 
of General Dentistry in 
2015 and completed the Kois 
Curriculum in 2016. He has 
two practices in Antelope and 
Sacramento. 

The patient was 45 years old and had a failing 
amalgam on tooth #2. The case was treatment 
planned for a crown but the patient decided 
shortly before the appointment to have it 
extracted instead due to the cost. 

When the patient arrived for the appointment, 
I examined the X-ray and realized that the 
patient had a very large sinus and that the 
mesial wall of tooth #2 was right against 
the wall of the sinus. Tooth #3 had been 
extracted in the past leaving behind a very 
mesially tilted #2. I wondered to myself how 
much bone might actually be present and 
that if there was any, it was likely to be paper 
thin. That was when I had my first inkling 
that maybe I should refer the patient to an 
oral surgeon, to reduce the risk of perforation 
or other complications

Unfortunately, I have the tendency to 
proceed with treatment because I don’t 
like to inconvenience the patient who may 
have already taken time off of work for this 
appointment. So, despite some misgivings, 
I proceeded to get the patient numb and 
instructed my assistant that I would section 

the tooth to minimize the chances of 
perforation.

The extraction went pretty well. I sectioned 
the roots and took them out individually but 
I did notice that there was a small perforation 
at the site of the mesial root. I packed the 
socket with gelfoam and sutured over the 
extraction socket. I informed the patient of 
the perforation and asked him to be careful 
not to blow his nose too hard during the first 
couple of weeks. I then asked him to return 
to the office in a week to evaluate.

The patient returned to the office 5 days later 
stating that he had liquid coming out his 
nose when he would drink. The gelfoam and 
sutures were gone and the perforation was 
still present. At this point I felt I needed the 
advice of the oral surgeon. He recommended 
we initially treat it conservatively, prescribing 
Augmentin 875mg bid for 10 days, 
Dimetapp/Mucinex/Sudafed for 2 weeks, 
and sleeping with the head elevated for 6 
weeks. If the perforation was still present 
after 6 weeks, surgical repair would be 
necessary. This information was passed on to 
the patient.

The Sinus Perforation 
I Wish I Had Avoided

By William Black, DDS 
SDDS Member

Having been a dentist for over 20 years and very comfortable with 
most extractions, I had a case that I initially thought I could handle that 
ultimately I wish I had referred out. 

WHEN TO REFER
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ASSOCIATE POSITIONS AVAILABLE
Ramona Rivera, DDS • Sacramento • GP
Camelia Cifor, DDS • Carmichael • FT • Perio
Camelia Cifor, DDS • Sacramento • FT/PT • GP
Han Do, DDS • Sacramento • FT • Ortho
Dan Gustavson, DDS • Roseville • PT • GP
Hossein Kazemi, DDS • Roseville • PT • GP
Amy Woo, DDS • Sacramento • PT • GP
Purvak Parikh, DDS • Roseville • PT • GP
Uriel Carranza, DDS • Sacramento • FT/PT • GP
Hamid Shirazi, DDS • Davis • P/T (w/option for buy-in) • Perio
R. Bruce Thomas, DDS • Davis • FT/PT • GP
David Markham, DDS • PT • Ortho
Charles Tran, DDS • Sacramento • FT/PT • GP
Virender Grewal, DDS • Elk Grove • FT (w/option for buy-in) • GP
Matt Comfort, DDS • Roseville • FT/PT • GP
Clifton Nakatani, DDS, MSD • Sacramento • FT/PT • Perio
Christopher Schiappa, DDS • Volcano • PT • GP
Diane Liberty, DDS • Sacramento • PT (1-2 days) • GP
Binh Dao, DDS • Roseville • PT • Endo/Oral Surgeon
Ike Rahimi, DMD • Placerville • PT • GP
Anthony Dang, DDS • Rancho Cordova • PT • GP
Lynn Judd, DDS • Folsom • FT (w/option for buy-out) • GP
Patrick Penney, DDS • Sacramento • PT • ENDO
Quynh-Trang Pham, DDS • Sacramento • PT • GP
Hoang Truong, DDS • Sacramento • PT • GP
Eloisa Espiritu, DDS • Lincoln • FT/PT • GP
Lisa Laptalo, DMD • Sacramento • FT/PT • GP/Pedo
David Park, DDS • FT/PT • GP
Gilbert Limhengco, DDS • Natomas/Citrus Heights • PT • Endo
Hung Le, DDS • S. Sacramento • PT • GP
Timothy Herman, DDS • Roseville/Lincoln • FT/PT • GP
Kids Care Dental & Ortho • Calvine/Elk Grove • FT • GP, Ortho
Elizabeth Johnson, DDS • various Wellspace locations • FT/PT/Fill-In • GP

DOCS SEEKING EMPLOYMENT
Alexa Navasero, DDS • P/T • GP
Bruce Taber, DDS • Fill-In • GP  
Steve Saffold, DDS • (Emergency fill in only) • Sacramento • GP
Steve Murphy, DMD • PT/FT • Endo

ASSOCIATES SEEKING EMPLOYMENT
None! Are you looking? Call us.

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.

I hoped that would take care of the situation, but unfortunately 
the oral-antral fistula was still present 5 weeks later. At this 
point, the patient was sent to the oral surgeon for surgical 
repair of the perforation. Thankfully with surgical repair, the 
site eventually healed and the patient did return to our office 
as a continuing patient despite the complications. 

In retrospect, this is a case that I should have sent to the 
oral surgeon directly, despite the inconvenience for the 
patient. While I have done thousands of extractions, my 
experience with sinus perforations is limited and mostly 
unsuccessful. If the surgeon creates a perforation during 
extraction, immediate correction can usually be performed 
as part of that procedure with a better prognosis than doing 
the surgery 6 weeks later. While I pride myself in my surgical 
abilities, I have since recognized that the hassle of potential 
complications to both myself and the patient necessitates 
referral for cases like these and others. While the patient 
may initially be put off by the inconvenience of having to go 
to another office and perhaps the additional cost involved, 
many times it is the correct course of action. 

That was when I had my first inkling 
that maybe I should refer the patient 

to an oral surgeon…
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Over Denture 
From Hell

Dr. Slate has a private practice 
in Rocklin, California. He is 
active in many local and na-
tional dental organizations. 
He is a graduate of the Kois 
Center in Seattle; a Fellow 
of the International Congress 
of Oral Implantology; and 
a member of the American 
Academy of Cosmetic Dentist-
ry. Dr. Slate received his degree 
from the University of Califor-
nia, San Francisco School of 
Dentistry. Dr. Slate is married 
and has two children. 

One day a patient arrived at my office for 
an “Aesthetic Denture” consultation. I was 
excited because this was a procedure I was 
very experienced with and was usually very 
predictable. We gathered very thorough 
records including questionnaires, x-rays, 
photos, and diagnostic models.

The patient had an 8-unit anterior acrylic 
bridge that was a provisional at best and held 
in place by an over-the-counter temporary 
cement. She was missing multiple teeth and 
had a significantly collapsed bite. She stated 
“she had this bridge for awhile and just 
wasn’t happy with her previous dentist.” She 
rated her smile a 1 on a 1-10 scale. She also 
mentioned that she used to be a model and 
brought in pictures of herself that honestly 
may have been photo-shopped. Obviously, 
these were a few warning signs that indicated 
that I needed to proceed with caution. 

In deciding on treatment options for this 
potentially difficult patient I needed to 
address the patient’s concerns but also balance 
their concerns with what was predictable long 
term. I came up with 3 options:

Treatment option #1: 

I would refer this patient to a specialist to 
discuss complete replacement of her failing 
dentition with multiple implants that would 
support either a denture or a fixed prosthesis. 

Treatment option #2: 

We would make a set of traditional immediate 
dentures replacing all of her teeth. She would 
wear these healing dentures for a period 
of time allowing the ridges to recede and 
provide space for a future aesthetic denture. 

Treatment option #3: 

We would preserve the roots of several root 
canal treated teeth and extract the remaining 
dentition. Precision attachments would be 
installed on these teeth and be utilized as 
anchors for an immediate over-denture. 

The over-denture was the option I was least 
comfortable with. Because roots are left 
behind, the ridge can not be reduced in size 
and the denture would have to sit fairly high 
to accommodate the size of the attachments. 
This could potentially require a bulkier 
denture. Of course, this was the treatment 

By Darce Slate, DDS
SDDS Member

The management of a patient with a terminal dentition can be a 
challenge to even the most experienced practitioner. Even the most 
experienced dentist must balance the functional, aesthetic, and financial 
expectations of the patient against the hard realities and limitations of 
even the most modern dental procedures. 

WHEN TO REFER
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the patient chose primarily due to cost and 
unwillingness to move forward with referral 
to a specialist.

All went well with the extractions, root 
canals, and placement of the precision 
attachments. What didn’t go well was the 
denture try-in. The patient just wasn’t 
happy with the amount of display of her 
lower teeth. This was compounded by the 
patient’s lack of lip support. The lab was 
having difficulty lowering the anterior front 
teeth due to the position of the attachments 
and the size of the mandibular anterior 
ridge. There just wasn’t any way to reduce 
show of the lower teeth and still allow room 
for the attachments. In the end I did finish 
the case but the patient just wasn’t happy. 
Last I heard, she went to another office and 
is pursuing dental implants. 

This is a case that could have been managed 
better by bringing in a specialist to both 
co-diagnose to help manage the patient’s 
expectations for the treatment outcome. 
The over-denture was fine functionally but 
clearly required an aesthetic compromise. 
This patient had aesthetic goals that were 
realistically not going to be attainable with 
our chosen treatment plan. This limitation 
should have been clearly acknowledged by the 
patient or I should not have done the case. 
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Dr. Ralli graduated from 
the University of the Pacific 
Dental School in 2000. She 
currently practices with her 
husband, Brian, in Roseville, 
CA. Besides managing a den-
tal practice, she is also a busy 
mother of five. 

We live in an age when often the stress of 
managing the parent exceeds that of the 
child. Face it, dental procedures are scary 
even to an adult, much less a child. Parents, 
who many times insist on being in the room 
are always your biggest critic. A combination 
of a crying child and a skeptical parent is 
never what I would call a “successful practice 
builder.” 

The vast majority of the children that come 
through our practice are NOT referred out. 
My husband and I have shared a practice for 
over 17 years and most of our new patients are 
families. We are usually seeing both children 
and their parents. Most of the children 
through our practice have reasonably 
healthy mouths and tolerate routine dental 
procedures rather well. Financially, children 
account for a significant portion of our 
billing too. Patients in general appreciate 
staying at a single location for their whole 
family. I have found that many times 
referring a patient out, especially right after 
the first visit can sometimes be an alienating 
experience for the parent involved and must 
be treated very delicately. I’ve had patients 
express overt displeasure perceiving that “the 
doctor wasn’t even willing to try” or “thinks 
I have a bad kid.” Again, not a “successful 
practice builder.”

That being said, sending some kids out to the 
pediatric dentist is the right decision. Besides 
the additional expertise, little things like 
office décor, assistants used to working on 
kids, and presence of other kids in the office 
can drastically influence the experience of the 
child. Some offices can perform sedation too. 
I don’t have any hard or fast rules for when 

to make that jump and honestly I usually 
rely on my “gut feeling.” Generally, we see 
how the child (and parent) does for the first 
visit. Children who cry during the x-rays or 
prophylaxis are probably good candidates 
to see a pediatric dentist. I’m always fearful 
of getting stuck mid-procedure on an 
uncooperative child. Children who have 
very extensive decay can also be a concern for 
me. A pediatric specialist is probably better 
equipped to manage that patient for the long 
term. Mostly, my general rule of thumb is 
that I won’t work on a hysterical child. If 
they are grabbing instruments or crying 
excessively it’s just stressful for everyone 
involved, including the poor patient seated 
next door. Appointments like that can 
literally ruin my whole day.  

At this point, it really comes down to having 
the right conversation with the child’s 
parents. Again, I don’t want the parent to 
think I am judging them or the child. I 
always reinforce to them that every child has 
their own personality, and some kids need 
some extra care. Sometimes I will discuss 
that a specialist might offer some types 
of sedation such as “laughing gas.” I also 
like to discuss with the parent that we all 
want the child to have a positive experience 
with dentists in general and that the most 
common reason I see adults who let their 
dental health deteriorate is due to “a bad 
experience as a kid.” These conversations 
aren’t as uncomfortable as they once were 
for me, and most parents both thank us for 
setting them on that path and also come to 
us as patients themselves. Happy patients 
and happy doctors are always that practice 
builder we all strive for. 

The Role of Children in a 
General Practice

By Ling Ralli, DDS
SDDS Member

In our office, one of the toughest decisions is deciding when to refer 
out a child to a pediatric specialist. Working on a child is paradoxically 
one of the most rewarding yet stressful components of our profession. 

WHEN TO REFER
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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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By Mike Wilson, DDS 
SDDS Member

Dr. Wilson graduated from 
Georgetown University 
in 1980 after attending 
UC Davis. He has been 
a partner at Orchard 
Dental Group since 1981. 
He has been a member of 
SDDS since that time and 
is a Spear Faculty Club 
Member. In addition to 
being a founding member 
of TDIC, Mike is also 
a founding member of 
Granite Bay Golf Club and 
still plays regularly with his 
sons, Clayton and Max. 

THE ALLURE OF THE  

2nd Greatest Challenge

I graduated dental school in 1980. Back 
then, you came out and did just about 
everything. I would remove bony impacted 
molars. I would do complicated root canals. I 
would do all sorts of dentures and old school 
procedures.

Over the years, like most dentists, my practice 
evolved. I became busier. I had the luxury of 
choosing to send out procedures that I might 
have had to struggle through in the past. I 
had the experience to know what procedures 
were potential landmines that might lead 
to headaches. Like many dentists, much of 
my decision making in deciding to refer out 
was related to reducing the stress for both 
myself and the patient. For example, I would 
start question why I was taking out impacted 
wisdom teeth on my teenage patients under 
local anesthetic when they could get sedated 
at the oral surgeon’s office and save all of us 
the trauma. 

That all being said, I don’t think dentists 
should refer everything out that they find 
to be tough or difficult to master. I’m an 
avid golfer. If you ask any golfer what club 
is the one in their bag that they absolutely 
HATE the most, the one that is their greatest 
challenge, they say it’s that 3 iron. It’s hard 
to hit. Most rarely use it. At some point one 
decides, they are getting rid of that dang 3 
iron, they will instead use their 2nd greatest 
challenging club, the 4 iron. Well guess what, 
a few months later, the most challenging club 
in the bag, the one they now hate to use, is 

now.... the 4 iron. What happened? You end 
up falling for the allure of settling in on the 
2nd greatest challenging club because you 
were afraid of that challenge.  

The same thing happens in dentistry. When 
you start out you do upper second molar 
root canals. They are a pain the butt. It 
is hard to get back there. It is hard to see. 
But guess what, when you do a root canal 
on a first molar, it is actually relatively easy 
in comparison. It is only the 2nd greatest 
challenging tooth to work on. One day, you 
decide you are done doing 2nd molar root 
canals. But guess what, that 1st molar root 
canal that day now becomes your greatest 
challenge in endo. Next thing you know you 
are referring those out; then the bicuspids; 
then all root canals. Why? Because you 
always settled in on being only comfortable 
with your 2nd greatest challenge and wanting 
to avoid your greatest challenge.

There is something to be said about 
challenging yourself professionally. Yes, we 
want to be hyper-proficient at everything we 
do but you do need to keep in mind that 
proficiency also requires that you sometimes 
have experience doing things that might not 
always fit perfectly into your comfort zone. 
What you perceive as “easy” or predictable 
might not always be the case. That seemingly 
easy extraction might break off and you 
might need to drill out a root tip. You 
shouldn’t fear that complication because 
you’ve never challenged yourself in the past 
with more difficult cases. Yes, of course we 
never want to do cases we aren’t qualified 
to do. Yes, we always want to do what’s best 
for the patient in the end. But if you choose 
to do any particular dental procedure, 
even something as seemingly basic as a 
crown preparation, don’t shy away or dread 
that greatest challenge just because it is 
inconvenient for you, let those challenging 
cases make those lesser challenging cases all 
the more routine and stress free.   

Like many dentists, much 
of my decision making in 
deciding to refer out was 

related to reducing the 
stress for both myself and 

the patient. 

WHEN TO REFER
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Let Us Show You How We’ve Remained  

Northern California’s Preferred  

Dental Practice Broker  

For Over 45 Years 
Timothy G. Giroux, DDS & Jon B. Noble, MBA 

We have considered the past several years to be a “Seller’s” 
market as many dentists decided not to retire after the market 
crash in 2008. We have also been predicting that this would 
change as the “baby-boomers” started to let go of their practices 
as they graduated a record number of dentists back in those 
years. I believe that we are now seeing more inventory hitting 
the marketplace. While dental school debt has started to tamp 
down the amount of active buyers, practices in the big cities are 
still selling well, especially in real estate hot areas. Practices in 
the smaller, rural areas still take more time to sell and “facility-
only opportunities without patients” are not moving as well as 
they had in the pre-economic shake-up, even in the larger 
urban markets.  

Here is my year end advice for Sellers.  If your practice is 
currently on the market or you are contemplating selling your 
practice next year, finish the year strong!! Lenders and Buyers 
value your practice almost exclusively on the most current year-
end P&L. Try not to take too much time away from the office 
until January. Make all of your December bank deposits on time 
and try to have them posted before January, as opposed to 
some accountant’s advice for you to wait until January so that 
the tax burden is delayed for a year. If you are currently in 
contract, most accountants will again advise their sellers to 
close in January. If you are thinking of selling next year, begin 
the process to put your practice in tip-top condition with 
strong financials and “ready to market curb appeal” in mid-to-
late January, which is traditionally the busiest time of the year 
for buyers coming into the market! 

Here is my year end advice to Buyers.  I expect that this 
activity will continue to increase. Sellers who have been holding 
on may decide that it is finally time to retire next year as they 
probably realize that taxes and expenses will only increase in 
the future. Their investment portfolios should have rebounded 
from the 2008 crisis and hopefully they can now consider 
retirement on their own terms! The best way to retire that 
school debt is to own your own successful practice! 

Again, I wish you much success and continued prosperity for 
the years ahead and a safe and happy holiday season with the 
people you care about. 

• EC-729 GREATER SACRAMENTO AREA:  Call for details!      

• EN-664 SACRAMENTO Facility: 2300sf w/ 4 ops.  Now Only: $30k 

• EN-791 SO. SACRAMENTO CO: 1950sfw/ 5 ops $495k       

• EG-788 ROSEVILLE: 2700sf w/ 6 ops. $225k/ Real Estate Available 

• EG-849 AUBURN:  1400 sf w/ 4 ops $350k                           

• EG-910 MIDTOWN SACRAMENTO: 1107 sf w/ 2 ops + 1 add’l. $248k  

• EG-887 FOLSOM Facility: 1200 sf w/ 2 ops $50k                    

• EN-797 WOODLAND: 2316sf w/ 6 ops. Practice $575k/ Real Estate  

• EN-831 SACRAMENTO: 1600sf w/4 ops. $650k                   

• EN-836 CITRUS HEIGHTS: 1300sf w/3 ops + 2 add’l. $188k  

• EN-858 ORANGEVALE: 850 sf w/ 3 ops. $70k!        

•  EN-885 ROSEVILLE Facility: 1000sf w/3 ops. $85k 

• EN-899 DIXON:  3 ops. $195k  

• GN-799 PARADISE:  1800sf w/ 4 ops. Practice $375k, Real Estate $325k 

• GN-884 YUBA CITY Real Estate w/ Equip: 1750sf w/ 5 ops. $400k  

• GN-904 CHICO AREA:  880sf w/ 3 ops. $310k 

• HG-815 SIERRA CO:  1000 sf w/ 3 ops $165k/ Real Estate $437k  

• HG-827 SO. LAKE TAHOE:  1200sf w/4 ops. $310k 

• HG-851 SO LAKE TAHOE:  2100 sf w/ 5 ops $425k    

• HN-618 SIERRA FOOTHILLS: 750sf w/ 2 ops $65k   

ASK THE BROKER 
As the year comes 

to a close…. 

WESTERN PRACTICE SALES 

LOCALLY OWNED 

BY DENTISTS, 

FOR DENTISTS 

Timothy G. Giroux, DDS is currently the Owner & Broker 
at Western Practice Sales and a member of the nationally 
recognized dental organization, ADS Transitions.  
You may contact  Dr Giroux at:  wps@succeed.net or  
800.641.4179 

Paid advertisement
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(916) 966-2260 | info@bpelaw.com
bpelaw.com

CONTACT US TODAY!

Working with a professional law firm is the best way to ensure that your 
legal needs are handled with integrity. At BPE Law, we provide efficient, 
professional and cost-effective representation designed to best serve 
our clients and ensure that all of their legal needs are met.

- Corporate Law 
- Contract Law 
- Employment Law 

- Practice Transactions
- Finance 

- Real Estate 
- Estate Planning

Services Include: 

A FULL SERVICE LAW FIRM 
FOR TODAY'S DENTAL PRACTITIONER 

20  |  The Nugget • Sacramento District Dental Society



Come and celebrate the holidays with your SDDS Family!

RSVP Today! 
$120 per person until November 17th • sdds.org/events/hp2017

Please join us for the 2018

Holiday Party
December 14, 2018 • 6-11PM

Del Paso Country Club
RSVP Today with enclosed insert or online! 
$120 per person until December 3rd

Price includes - cocktails, hors d'oeuvres, dinner & dancing to the J Rolerz Band

This year we plan to offer our guests the most fabulous silent auction to date. In order to pull off 
such a feat we need your help! You may think you have nothing to contribute but you do. 

It’s easy, all you have to do is ask. The best silent auctions are those where you’re given the 
opportunity to bid on one-of-a-kind items and special experiences. 

If you have questions, email sdds@sdds.org! Silent Auction donation deadline will be on 
December 3rd, so make sure to let us know before then!

• Your friend who owns that cool restaurant 
could donate a private chef dinner for 8.

• Your neighbor who is a local artist could 
donate a piece of art.

• Your go-to jeweler where you go to get 
special gifts could donate a bauble.

• Your vacation house or timeshare could 
be donated for a week’s stay.

• Your King’s tickets, a magnum of Pinot, 
that putter you bought and never used…

Donate to the Silent Auction. Help Su�ort the Foundation.



Foundation
of the Sacramento 
District Dental Society

Congratulations! 
School Has Started

Do You Want to Be the  
Next Putting Contest Winner?
The Only Way to Test Your Skills Is to Play

in the 2019 SDDF Golf Tournament
- sign up with the enclosed form

These three young men, Andy, Kevin and Anthony were 
awarded the Yee Family Scholarship in May. They have now 
gone through the white coat ceremony and begun dental school. 

May 10, 2019
Empire Ranch Golf Club (Folsom, CA) • 8:00am Shotgun

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

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

MARK YOUR CALENDARS • annual golf tournament

This years’ winner was Rick Mathews!
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Shred, Snack and Sip

7.5 TONS OF
PAPER

456
BOXESDROPPED OFF AND ENJOYED OUR

SNACKS AND ROOT BEER FLOATS

66 MEMBERS

TO EVERYONE WHO WAS INVOLVED!
THANK YOU

Our shred day is one of our member’s favorite bene�ts, it’s a great opportunity to get 
that pesky shredding out of your o�ce and o� your to-do list. If you missed this 

year’s event, look for it in the Fall of 2019. Maximum 10 banker size boxes. If you’re 
over 10 boxes, we’d appreciate a donation of $100 to the SDDS Foundation!

7TH ANNUAL

Our Foundation needs you! 
The Foundation is the charitable arm of 
your dental society. This non-profit branch of 
your society was created to enable us to do 
some wonderful things for our community.

Together we can make a difference.

SDDS members have been our greatest 
resource from the beginning. Together we 
have created a fund that has made some 
of our visions a reality. Please see the 
enclosed insert to make a donation.
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Sac PAC, CalDPAC, ADPAC, what’s all the 
fuss about and why should I support any of 
these “PAC”s? 

That's a good question—so let's try and 
answer it. WE NEED YOUR FINANCIAL 
SUPPORT.

First and foremost, we are all dentists and 
we, as the best trained people on the planet 
to treat disease of the oral cavity, should have 
control of how we administer that care to 
the patients that we are entrusted to care for. 

Second, we are small business owners or 
employees of a small business, even if it is 
a large practice. It's essential that we have a 
say in the myriad of regulations and laws that 
will affect our practice as a business. Here are 
just a few of the things/issues we deal with as 
Dentists/Professional Business People:

• Supreme Court decision on 
employee rest periods

• Action for Dental Health

• OSHA compliance and changes

• HIPAA audits have been expanded

• California lawmakers: Oral health 
must be a priority

• CURES compliance and opiods

• Dentists required to translate 
Directions for Dispensed Drugs

- McCarran Ferguson repeal

- Higher Education and Student Debt

- Dental Transparency Act

- Small Business Scams

These are but a small sample of the never 
ending laws and regulations that we face. 

In order to be effective we must have and 
maintain a relationship with the lawmakers 
who make the rules locally, statewide and 
nationally.

A PAC (Political Action Committee) is a 
group with common goals that contributes 
to people who are supportive of their goals 
or who will listen to their concerns and 
requests. ADPAC works diligently on our 

behalf in Washington DC as does CalDPAC 
in Sacramento. 

SacPAC is our local PAC that works on your 
behalf in the local five county arena.

SacPAC importantly is local liability insurance 
for your practice/business. We need your help 
and support so that we can be effective on 
your behalf. Become a contributing member 
of SacPAC today so we can work for you!

HOW CAN I CONTRIBUTE?
Contributions to SacPAC are voluntary. 
To donate, please check the box on 
your DUES STATEMENT, or SIGN UP 
WITH THE ENCLOSED INSERT. You 
can contribute in any amount, even if 
you’ve already paid your dues this year!

HOW CAN I HELP?
Follow the elections, candidates and 
issues this coming election year. If you 
feel that SacPAC needs to support a 
candidate or an issue, let us know. 
Together, we can show our support!

Gary Ackerman, DDS
Gregory Adams, DDS, MS
Craig Alpha, DDS
Rina Ambaram, DDS
Jenny Apekian, DDS
Nancy L. Archibald, DDS
Mark E. Backhus, DDS
Wallace Bellamy, DMD
Paul R. Bianchi, DDS
Rodney J. Bughao, DDS
Alvin L. Buniag, DDS
Matthew J. Campbell, DDS
Steven F. Cavagnolo, DDS
Wai Chan, DDS 
Robert Daby, DDS 
Kent S. Daft, DDS
Margaret Delmore MD, DDS

James Everhart, DDS
Debra Finney MS, DDS
Stephen D. Fisher, DDS
Brian B. Fong, DMD, MD
Dan W. Fong, DDS
Rikard C. Forsberg, DDS
Douglas A. Gedestad, DMD
Kelly Giannetti, DMD
Lauren T. Hanschu, DDS
David C. Hatcher, DDS
Robert D. Hays, DDS
Gregory J. Heise, DDS
Carl Hillendahl, DDS
Brock Hinton, DDS
Elizabeth Johnson, DDS
Daniel P. Jones, DDS
Terrence W. Jones, DDS

Bryan Judd, DDS
Kevin Keating, DDS
Robert Kelleher, DDS
Richard C. Kennedy, DDS
Matthew A. Korn, DDS
Kevin M. Kurio, DDS
Lisa Laptalo, DDS
Grace Lee, DMD, MD
Leland H Lee, DDS
Jennifer Drew Mathisen, DDS, MSD
Edward Y. Montalbo, DMD
Rhonda Mercado Montalbo, DMD
Gregory H. Owyang, DDS
Mike Payne, DDS
Robert V. Phillips, DDS
Hana Rashid, DDS
Gabrielle D Rasi, DDS

Donald P. Rollofson, DMD
Jeff Rosa, DDS
Nicholas W. Rotas, DDS
David M. Seman, DDS, MS
Richard B. Shipp, DDS
J. Alex Tomaich, DDS, MD
Kelvin A. Tse, DDS
Glen A Tueller, DDS
Kim E. Wallace, DDS
Wayne E. Walters, DDS
Wen-li Wang, DDS
Ernest S. Watson, DDS
Dennis D. Wong, DDS
Wesley Yee, DDS

Thank you to our                                             
2018 PAC Contributors! 

Which is a Small Business (Even If It Has  
Multiple Dentists) For Only $99 A Year

Dentist! Help Us  
Protect Your Practice

CUTTING EDGE DENTISTRYSACPAC

WE NEED YOUR SUPPORT

By Matthew Campbell, Jr. DDS
Chair, SacPAC
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Construction Management
Remodels and Renovations
Tenant Improvements
New Construction

Reaching the Peak
in Building for the
Dental Industry

BlueNorthernBuilders.com  916.772.4192 CA Lic #820947

AWELCOME HOME
GUIDING YOU DOWN THE PATH TO HOMEOWNERSHIP

DentalMortgage.com

800.455.0986

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

Arrest and Indictments of 32 BullyBoy 
and CoCo Boy Street Gang Members 

FOR OPERATING $1 MILLION FRAUD SCHEME 

Sacramento — California Attorney General 
Xavier Becerra today announced the arrest 
and indictment of 32 individuals associated 
with criminal street gangs throughout 
Northern California known as the BullyBoys 
and the CoCo Boys. The gangs and their 
associates conspired to defraud victims 
throughout California by hacking the credit 
card terminals and merchant accounts of 
dozens of medical and dental businesses.

Attorney General Becerra announced a 
240-count indictment that includes: 63 
counts of conspiracy to commit grand theft; 
54 counts of hacking, computer access and 
fraud; 56 counts of grand theft; 59 counts of 
burglary; and eight counts of identity theft. 
As a result of the investigation approximately 
40 stolen credit card terminals were recovered 
and dozens of receipts depicting fraudulent 
returns were located. In addition, agents 
seized other stolen property, such as laptop 
computers and personal files detailing social 
security numbers or bank information. 

“Street gangs target and intimidate our 
families and businesses to feed their 
criminal enterprise,” said Attorney General 

Becerra. “It takes the collaborative effort of 
multiple law enforcement agencies to take 
down criminal gangs. It’s indispensable 
work if we’re to reclaim our neighborhoods. 
Today’s announcement serves as a reminder 
to all business owners to take all necessary 
precautions to avoid becoming the target of 
fraud.”

“This investigation remarkably demonstrates 
the increasing level of sophistication by 
which criminal gangs operate in California. 
The Western States Information Network 
(WSIN) was honored to support the coalition 
of agencies that led this investigation,” 
said Executive Director of Western States 
Information, Kent A. Shaw.

These arrests are the culmination of a three-
year multi-agency investigation of a series of 
burglaries and credit card schemes occurring 
in 13 counties across Northern California. 
The investigation, which began in February 
of 2016, discovered similarities between 
schemes in which credit card terminals were 
burglarized from businesses in cities around 
Northern California. Law enforcement 
discovered the schemes were tied to two 

criminal street gangs in the Antioch, 
Pittsburg, and Bay Point areas: the BullyBoys 
and the CoCo Boys. The gang members 
worked together to burglarize businesses 
in order to steal credit card terminals. The 
perpetrators used the stolen terminals to 
process returns. But instead of the value of 
the returns going to the business or to the 
customer, it was placed onto a debit card that 
the perpetrators pocketed.

The Attorney General’s eCrime and Fraud 
and Special Prosecution Units are jointly 
prosecuting the case resulting from a 
multiagency investigation by the Northern 
California Computer Crimes Task Force, 
Walnut Creek Police Department, Antioch 
Police Department, Vacaville Police 
Department, Sacramento Police Department, 
Concord Police Department, Pittsburg 
Police Department, Napa Police Department 
and multiple other law enforcement agencies 
across Northern California.

A copy of the indictment is available at 
oag.ca.gov/system/files/attachments/press-
docs/13226471redacted.pdf  

DOJ NEWS ALERT
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New cyber protection.
Better tools to respond.

Add Cyber Suite Liability coverage to your TDIC Business 
Owner’s policy.
Our comprehensive Cyber Suite Liability protection is more than just data compromise 
coverage. We help business owners respond to a full range of cyber incidents, including:

• Data compromise response expense

• Computer attack and cyber extortion

• Liability coverage for data compromise, including regulatory proceedings, network  
security and electronic media

TDIC Commercial Property policyholders with Business Owner’s coverage can add  
Cyber Suite Liability insurance at any time.

To apply for coverage or learn more, visit tdicinsurance.com/cyber.  

Coverage specifically underwritten by The Dentists Insurance Company includes Professional Liability, Commercial Property and Employment Practices 
Liability. TDIC also underwrites Workers’ Compensation in California. TDIC Insurance Solutions offers other coverages as an agent or broker by 
agreements with our partner insurance carriers. Available coverage limits and discounts vary by carrier and are subject to carrier underwriting. Special 
Features and Optional Riders offered in policies may vary by carrier. The information provided here is an overview of the referenced product and is not 
intended to be a complete description of all terms, conditions and exclusions.

Protecting dentists. It’s all we do.®
   

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

Endorsed by the 
Sacramento District 
Dental Society



PRACTICE SALES     VALUATIONS/APPRAISALS      TRANSITION PLANNING      PARTNERSHIPS      MERGERS      ASSOCIATESHIPS

dental Practice Brokerage
TEAM SACRAMENTO

www.henryscheinPPT.com 1.800.519.3458NORTHERN CALIFORNIA OFFICE

Henry Schein Corporate Broker #01233804  

Jay Harter 
LIC #01008086

36 Years in Business
(916) 812-0500

Jay.Harter@henryschein.com

This is a sample 
of our listings.

6/7/18   9:30AM

GREATER PLACERVILLE: Price Reduced! Selling for less than 50% of 2017 
collections of $699K. 25 min. from El Dorado Hills. Owner wants to retire, priced for 
quick sale.1500+ sq ft, 4 Ops. Dentrix, 2 Schick sensors, new server & CPUs. #CA407
GREATER ROSEVILLE: 3 equipped Ops in 4 Op, 1320 sq ft office. Dentrix, Dexis 
digital sensors (2), new computers, $70K in equip. & tech purchased in 2016. 3 days 
hyg/wk. 2017 GR $481K+ on 20 Dr. hrs/wk. #CA490
GREATER ROSEVILLE/ROCKLIN: 5 Op, PPO practice. 1495 sq. ft. Softdent,   
Suni digital sensor, laser, & I/O camera. 2017 GR $527K+ on 3 day/wk. #CA513
GREATER SACRAMENTO: 4 Ops, Pano, digi X-rays, Cerec. 2017 Collections 
$1.0M+. Stand-alone building selling with practice.  #CA479 
GREATER SACRAMENTO PERIO PRACTICE:  Well-established, 4 days/wk, 
digital X-rays, laser, I/O camera. Seller relocating, but willing to work with buyer for 
smooth transition. #CA480
GREATER SACRAMENTO: 4 Ops, approx. 1500 sq. ft. in professional building    
on major thoroughfare, equipped w/ digital X-rays, digital Pan, I/O camera, laser,      
and CAD/CAM. Relocating. #CA516
SACRAMENTO: 1150 sq. ft. w/ 4 Ops, I/O, Dexis digital X-ray, Carestream software. 
Established over 30 years, 2017 GR $558K. #CA424
SACRAMENTO: 3 Op. PPO practice, in approx. 1,050 SF in busy office/mixed use 
commercial bldg. Same location for 30 years. Eaglesoft, digital sensors, I/O camera. 
2017 GR $668K on 4½ day/wk. #CA519
SACRAMENTO: Efficiently run practice, 4 fully equipped Ops, Practice Web 
software, I/O Camera, digital X-ray. 2017 GR $1M. Low overhead. #CA510
SACRAMENTO: 3 Ops, shopping center location, digital X-ray, move in ready. 2017 
GR $572K (From 2017 Corp. Tax Return), open 30 hrs/wk, 29 yrs. goodwill. #CA527

Dr. Thomas Wagner
LIC #01418359

40 Years in Business
(916) 812-3255

DrThomas.Wagner@henryschein.com

For more information, visit: 
www.henryscheinPPT.com

• • • • •

 

 









10604 Industrial Avenue, Suite 150, Roseville, CA 95678 
gpdevelopmentcorp.com | 916.332.2300 
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YOU
THE DENTIST, THE EMPLOYER

YOU ARE A DENTIST. You are also an 

employer. Employee evaluations, hiring 

and firing, labor laws and personnel files 

are an important part of that. This monthly 

column, will offer current employment 

law information pertinent to you —  

the dentist, the employer.

SDDS HR Hotline
NEW EXCLUSIVE NUMBER  
FREE TO SDDS MEMBERS!

888.784.4031

MEMBER

BENEFIT!

As requests for time off increase during the 
holiday season, understanding the laws that 
govern holiday pay and observing a few best 
practices will go a long way toward maintaining 
an efficient and harmonious office. 

Here are key state laws and 
best practices to observe in  
the dental office.
The law: California law does not require that 
an employer provide its employees with paid 
holidays. Federal and state employees have 
designated legal holidays; however, private 
employers determine which holidays to observe 
and whether they will be paid or unpaid.

Best practice: Provide employees at the start 
of their employment with a list of days the 
practice will be closed for holidays, whether the 
employees will be paid during those closures 
and if requests for time off should be submitted 
in advance. This list should be reviewed, 
updated and reissued on an annual basis, as 
some holidays will fall on days that the office is 
already closed, in which case employers should 
determine if the holiday will be observed on an 
alternative day.

The law: California law does not require 
employers to pay their employees holiday pay 
if the employees do not work on those holidays. 

Best practice: For employers who choose to 
compensate employees for holidays that fall on 
a day the practice is typically closed, language 
that addresses this employment policy should 
be added to the employee manual. For example, 
an employer may choose to offer a paid Friday 
or Monday for a designated holiday that falls 
on a Saturday or Sunday, respectively. 

The law: California law does not require 
employers to pay employees a special premium 
for work performed on a holiday, Saturday 
or Sunday, other than overtime pay if the 
employee works more than eight hours in a 
workday or 40 hours in a workweek. However, 
if some employees receive a paid holiday, the 
employer must in some manner make up 
the lost benefit to any employee who did not 
receive a paid holiday.

Best practice: The employee manual should 
contain a policy on holidays and should include 
protocol for when an employee must work on 
a day that was previously designated a holiday.

The law: California law designates paid sick 
leave for an employee or an employee’s family 
member for preventive care or diagnosis, care 
or treatment of an existing health condition or 
for specified purposes if the employee is a victim 
of domestic violence, sexual assault or stalking.

Best practice: Employers should establish a 
policy that limits the use of paid sick leave to 
those reasons stated above. Employees should 
not be encouraged to use unused paid sick leave 
for vacation or personal time, unless it is part 
of a paid time off policy that combines sick 
leave, vacation leave and personal time. When 
an employer allows employees to use paid sick 
leave for personal or vacation time, he or she 
establishes a precedent for future requests 
and will owe any accrued but unused leave at 
termination. 

While employers are not required to pay out 
accrued but unused leave, they are required to 
pay for unused and accrued paid time off at 
termination, because it is combined sick leave, 
vacation pay and personal time off.  

Holiday Pay:  
Laws and Best Practices
Reprinted with permission from California Dental Association

JAN

30
2019 Employment  
Law Changes  
1 CEU, 20% • $59

HR Webinar 
Presented by California Employers Association

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. 

Sign up online at sdds.org

California Labor Laws protect the rights of 
California employees. CEA is here as the 
employers’ advocate. The best way to protect 
your rights is to be informed of CA’s ever 
changing employment laws. Join us to learn 
more about the new laws employers must 
follow in 2019.

NOV

14
 7 Safe Steps for Legal 
Terminations  
1 CEU, 20% • $59

There can be many reasons for ending an 
employment relationship. It may be due to an 
employee quitting, a department downsizing, 
or the more challenging reason, due to an 
employee’s poor performance. Before you decide 
to show the employee the door, you need to be 
sure you have followed several important steps to 
ensure a safe and legal termination.
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The separator has to meet ISO 11143 
Standard. EPA Amalgam Separator Rule has 
been in place since July 14, 2017. 

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

The SDDS Amalgam Advisory Committee 
has been working with the Sacramento 
County Regional Sanitation District to 
help our local dental offices to comply with 
the rule and at the same time to minimize 
administrative burdens. 

We have to file a one-time compliance 
form. See the enclosed information from 
the Sanitation District to download the 
compliance form. 

If you are outside the Sacramento Regional 
County Sanitation District, you have to check 
with your local waste water management 
authority.

Those of us who still have questions can 
visit the ADA website success.ada.org/
en/regulatory-legal/amalgam/amalgam-
recycling-rule-webinar to listen to recording 
of a recent ADA webinar.

Here is the information we received from 
Regional San:

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

Who is affected?
Dentists that place or remove amalgam are 
subject to this rule. This includes institutions, 
permanent or temporary offices, clinics, home 
offices, and government owned and operated 
facilities. Dentists who never place amalgam 
and do not remove amalgam except in limited 
unplanned, unanticipated circumstances 
must certify as such but do not have to install 
amalgam separators or implement the BMPs. 
Some dentists are not subject to the rule and 
do not have to do anything. They include the 
following: 

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

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

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

What is required?
To comply with this rule, subject dentists 
must install an amalgam separator with 
a minimum 95% removal efficiency that 
is compliant with either the ANSI/ADA 
Standard 108 for Amalgam Separators or ISO 
11143 Standard (2008). An equivalent device 
may be installed if it meets the requirements 
listed in 40 CFR 441.30(2). They must also 
implement the following BMPs:

•  Waste amalgam must not be discharged 
to the sewer

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

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

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

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

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

Committee Corner

By Wai Chan, DDS
Co-Chair, Amalgam Advisory

Do You Know 
That Dental Offices Are Required to  
Have Amalgam Separators Installed  
by October 12, 2020?

To Be Updated
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Have a job 
opening or 

need a temp?

Join Swiss Monkey today and let us match you up!
(916) 500-4125 contact@swissmonkey.io www.swissmonkey.io

C O N TAC T  U S  TO DAY  A N D  G E T  
C O N N E C T E D  TO  T H E  B E S T  TA L E N T !
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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 Practice Support  .  . (866) CDA-MEMBER

  (866-232-6362)

TDIC Insurance Solutions  . (800) 733-0633

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

Central Valley 
Well Being Committee  .  .  . (559) 359-5631

LEON ASSAEL, DMD
Transferred from San Francisco Dental Society
Oral and Maxillofacial Surgery
California Northstate University & UCSF School 
of Dentistry

Dr. Assael earned his dental degree at Harvard School 
of Dental Medicine in 1975; and graduate degree 
from Vanderbilt University Medical Center in 1978 
with a specialty in Oral and Maxillofacial Surgery. 
Dr. Assael is the Dean at the School of Dental 
Medicine, California Northstate University.

AVALPREET DANG, DDS
General Practice
Delta Shores Dentistry

Dr. Dang earned his dental degree at Rutgers, The 
State University of New Jersey in 2018; and practices 
in Sacramento.

NATALIE LA ROCHELLE, DDS
Orthodontics
Folsom Hills Dentistry and Orthodontics

Dr. La Rochelle earned her dental degree at UCSF 
School of Dentistry in 201, and graduate degree from 
Virginia Commonwealth University in 2017 with a 
specialty in Orthodontics. Fun Fact: Dr. La Rochelle 
swam for UC Berkeley in college; and loves baking!

ELIZA LINDQUIST, DDS
Orthodontics
Kid’s Care Dental & Orthodontics

Dr. Lindquist earned her dental degree at University 
of Kansas City in 2010; and graduate degree from 
Jacksonville University in 2012 with a specialty in 
Orthodontics. Dr. Lindquist practices in Sacramento 
& Elk Grove.

AMMERA KAING MARTIN, DDS
Transferred from Tulare-Kings Dental Society
General Practice

Dr. Kaing earned her dental degree at UCSF School 
of Dentistry in 2018, and is completing her residency 
at the VA Northern California.

PUJA MISTRY, DMD 
Transferred from Berkeley Dental Society
General Practice

Dr. Mistry earned her dental degree at Tufts 
University School of Dentistry in 2011, and 
completed her residency at UCLA School of 
Dentistry in 2013. Fun Fact: Dr. Mistry enjoys 
hiking and loves finding natural swimming holes.

QUOC NGUYEN, DDS
General Practice
Innovation Dental Group

Dr. Nguyen earned his dental degree at UOP Arthur 
A. Dugoni School of Dentistry in 2018, and practices 
in Elk Grove.

PRABJOT PADDA, BDS
General Practice
Kid’s Care Dental & Orthodontics

Dr. Padda earned her dental degree at Damesh 
Institute of Research & Dental Science In India in 
2000, and practices in Sacramento.

NIKHAL SIBAL, DDS
General Practice
Woodland Family Dental

Dr. Sibal earned his dental degree at Boston 
University in 2018; and practices in Woodland.

DAVID TRENT, DDS
Oral and Maxillofacial Surgery
Kid’s Care Dental & Orthodontics

Dr. Trent earned his dental degree at UCSF School 
of Dentistry, and a medical degree from UC Davis in 
2010; followed by a surgical fellowship at UCSF in 
2011 & 2012. Dr. Trent practices in Sacramento & 
San Francisco.

LOUIS TRICERRI, DDS
Transferred from Napa Solano Dental Society
General Practice

Dr. Tricerri earned his dental degree at UOP 
Arthur A. Dugoni School of Dentistry in 1984, and  
practices in Auburn.

Dual Member!

New Members November 
2018

TOTAL ACTIVE MEMBERS: 
1,384

TOTAL RETIRED 
MEMBERS: 277

TOTAL DUAL 
MEMBERS: 7

TOTAL AFFILIATE 
MEMBERS: 18

TOTAL STUDENT
MEMBERS: 10

TOTAL CURRENT 
APPLICANTS: 6

TOTAL DHP 
MEMBERS: 50

TOTAL NEW 
MEMBERS FOR 2018: 108

TOTAL 
MEMBERSHIP
(as of 10/10/18:)

1,752

MARKET 
SHARE:

82%
RETENTION RATE: 96.2%
ENGAGEMENT RATE: 69%



YEVGENIYA VALCHUK, DDS
General Practice
Terra Linda Dental Group

Dr. Valchuk earned her dental degree at UOP 
Arthur A. Dugoni School of Dentistry in 2013; 
and practices in San Rafael.

PEI WANG, DDS
General Practice
Capital Village Dental

Dr. Wang earned their dental degree at  
Virginia Commonwealth University in 2017, 
and practices in Rancho Cordova.

SIDNEY WISDOM, DDS
Orthodontics
Kid’s Care Dental & Orthodontics

Dr. Wisdom earned his dental degree at 
University of Washington in 1973, and a 
graduate degree from University of Texas 
– Houston in 1980 with a specialty in 
Orthodontics. Dr. Wisdom practices in Stockton.

Pending Applicants:
Paul Cater, DDS – (Returning) Dual
Gwendelyn Enriquez, DMD (Returning)
Kai Lei, DDS
Dino Lirio, DDS
Ngoc Pham, DMD
Andrew Tong, DMD
 

Affiliate  
Member!

Affiliate  
Member!

Peter Berbohm, DDS 
Jeffrey Chamberlain, DDS 
George D’Louhy, DDS, MS 
Rikard Forsberg, DDS 
Clifford Fowler, DDS 
Steven Frank, DDS, MS 
Michael Gade, DDS 
Michael Green, DDS 
Gary Griffin, DDS 
Kenneth Hashimoto, DMD 
Richard Jackson, DDS 
Paul E. Johnson, DDS 

Steven Kirkpatrick, DDS 
Jayanth Kumar, DDS 
Ronald Larsen, DDS 
Donald Lovett, DMD 
Glenn Misono, DDS 
Kathryn Moore, DDS 
Bruce Muff, DDS 
Richard Nakabayashi, DDS 
Jeffrey Nordlander, DDS 
Peter Nyland, DMD 
Gregory Owyang, DDS 
Benjamin Pelka, DDS 

Ronald Rasmussen, DDS 
Karl Ross, DDS 
Howard Shempp, DDS 
Gregory Smith, DDS 
Carl Trubschenck, DDS 
Andrew Wang, DDS 
Mark White, DDS 
Raymond Wong, DDS 
Bingson Wong, DDS 
Gerald Wong, DDS 

Congratulations                                             
to Our 2019 Life Members! 
Life Membership is given to a member who has been active for 30 
consecutive years or a total of 35 years; having attained the age of 
65 years. A member who is currently practicing when they receive 
Life Membership will become a Life Active Member, and a retired 
member will become a Life Retired Member; both types of Life 
members receive a discount is their dues.

employers.org     800.399.5331

• Employee Handbooks
• Phone Support
• Recruiting
• Staff Training 

HR Solutions
for dental offices
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We’re Blowing 
 your horn!
Congratulations to...

Andy Dinh is 
a Yee Family 

Scholarship winner!

Jenny Apekian, DDS, on the birth of her new baby girl! Ani 
Vergine Apekian was born on August 29th. Congrats on your new 
addition to your family! (1) 

Student Member, Andy Dinh, on starting dental school! He 
is picture here with Maya Giannetti, daugther of SDDS Member, 
Kelly Giannetti, DMD, MS! Congrats to both students on their 
journey through dental school! (2) 

The Foundation for Allied Dental Education (FADE) 
and the Sacramento District Dental Foundation (SDDF), 
for partnering to certify the first class from the CSUS Pre-Doc 
Dental Program in Infection Control, Bloodborne Pathogens and 
the DPA Scope of Practice. The students looked like they enjoyed 
themselves getting “dressed up for real” in PPE! FADE was honored 

to partner with SDDF to contribute a portion of the students 
tuition to go through this certification process and are thrilled 
to hear that they all wish to do the same for California Radiation 
Safety certification.  By doing so, they can perform entry-level tasks 
during their externship rotations in offices and can do so legally 
and with knowledge and education to back up their skills. FADE 
is very encouraged by this first-ever opportunity and hopes that 
they can continue to enhance this aspect of the curriculum and 
provide for the pre-doc students in the future. (3)

Matthew Sandretti, DDS and Stephanie Sandretti, DDS, 
on the birth of their baby boy, Luca August Sandretti,  born 
September 21st at 1:40am! He was 7 lbs. 13 oz. and 19 in.! Congrats 
to them both! (4) 

1

2

3

4
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SPOTLIGHTS:

Blue Northern Builders is a commercial general contractor, specializing 
in dental build outs. When you choose Blue Northern as your dental 
builder, you’ll find all the expertise you need under one roof. From 
securing the ideal location to constructing your envisioned space, we 
take the guesswork out of your dental build out project – no matter 
how large or small. Our experienced team will work closely with you 
to determine the scope of your project, define your objectives, and 
deliver an outcome that everyone will take pride in. Contact Blue 
Northern today to discuss your project with us.

We’ve just launched our new MediaCenter, check it out at www.
BlueNorthernBuilders.com

Products and Services:  
• Project management and scheduling to ensure project runs 

smoothly and is delivered on time
• Comprehensive project budgeting to ensure completed 

construction costs are within initial budgets
• Specialized teams put together to handle a quality project of 

any size or scope

Benefits or Special Pricing for SDDS Members:
• Sign a contract to work with BNB on your project – Receive a 

free 1-hour initial interior design consultation in our office with a 
local design firm

• Complete a project with Blue Northern Builders – Receive a 
$1,000 Visa gift card, or a $1,000 donation to the charity of 
your choice.

Morgan Davis 
morgan@bluenorthernbuilders.com

Lynda Doyle 
lynda@bluenorthernbuilders.com

BlueNorthernBuilders.com 
ph: (916) 772-4192 
fax: (916) 772-4193 

As one of the first credit unions in the Sacramento area to provide SBA 
financing, First U.S. has the experience and know-how to help move your 
practice to the next level.

This year we celebrate our 10th anniversary as an SDDS Vendor Member, 
having delivered for your colleagues the better rates, lower fees, and higher 
level of personalized service that you expect from your local credit union. 
And best of all, SDDS members are free to join! 

Products and Services:  
• Conventional and SBA loans for practice, equipment, inventory 

and real estate
• Business lines of credit
• Payroll and payroll tax service
• Equipment financing and practice acquisition
• Tenant improvement loans and business lines of credit
• Purchase your building with only 10% down
• Low, fixed-rate options for real estate purchases and refinances

Benefits or Special Pricing for SDDS Members:
• Visit firstus.org for more information, or contact one of our 

business specialists for a no-obligation, FREE review to see how 
we can help you with any business need:

• FREE Business Checking and a full line of financial services for 
your business

Gordon Gerwig  
gordon@firstus.org

Bob Miller   
bmiller@firstus.org  

Firstus.org 
ph: (916) 576-5679 
fax: (916) 576-5629 

Bank of the West is a regional financial services company, headquartered 
in San Francisco, California. It is a subsidiary of BNP Paribas. It has 
more than 600 branches and offices in the Midwest and Western 
United States.

Products and Services:  
Bank of the West offers a variety of financial services consumer and 
business needs; including checking and savings accounts, credit 
cards, auto, home and personal loans.

Brandon Dena
frank.dena@bankofthewest.com
ph: (916) 767-4462

Mark Lytle
Mark.lytle@bankofthewest.com
ph: (925) 788-5033

BankoftheWest.com

New Vendor  
Member!
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Burkhart Dental Supply
Robert Kiddoo, Regional Manager
916.784.8200
burkhartdental.com
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Analgesic Services, Inc.
Steve Shupe, VP
888.928.1068
asimedical.com
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DESCO Dental Equipment
Tony Vigil, President
916.259.2838
descodentalequipment.com
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Kulzer, LLC
408.649.8921
KulzerUS.com
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Western Practice Sales
Tim Giroux, DDS, President 
John Noble, MBA
800.641.4179
westernpracticesales.com
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CA Employers Association
Kim Gusman, Executive VP 
Mari Bradford, HR Hotline
800.399.5331
employers.org
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Integrity Practice Sales
Brian Flanagan
855.337.4337
integritypracticesales.com
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of The Great West

Professional Practice Sales
Ray Irving
415.899.8580
PPSsellsDDS.com
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BPE Law Group, PC
Keith B. Dunnagan, Senior Attorney
916.966.2260
bpelaw.com/dental-law
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Olson Construction, Inc.
David Olson
209.366.2486
olsonconstructioninc.com
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Blue Northern Builders, Inc.
Morgan Davis / Lynda Doyle
916.772.4192
bluenorthernbuilders.com
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GP Development Inc.
Gary Perkins
916.332.2300
gpdevelopmentcorp.com
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LumaDent, Inc
Jose Gallardo, Sales Manager
775.829.4488

lumadent.com

Patterson Dental
Roy Fruehauf, Branch Manager
800.736.4688

pattersondental.com
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Henry Schein Dental
Mark Lowery, Regional Manager
916.626.3002
henryschein.com
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Parc Studio-Interior Design                   
Claire Blocker / April Figgess
916.476.3982
parc-studio.com
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Comcast Business                   
Lisa Geraghty
916.817.9284
lisa_geraghty@cable.comcast.com
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The Foundation for Allied 
Dental Education
LaDonna Drury-Klein
916.358.3825
thefade.org

Infostar
Mike Johnstone / Greg Sconce
916.988.2323
infostarproductions.com
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Kids Care Dental
Debbie Day
916.661.5754 
kidscaredental.com
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Star Group Global  
Refining
Jim Ryan
800.333.9990
stargrouprefining.com
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Costa Aesthetics 
Laboratory
Nicole Costa / Jack Pherigo
916.407.2500
costa-aesthetics.com
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we love
our Vendor  
Members!

THIS  
COULD 
BE YOU!

36  |  The Nugget • Sacramento District Dental Society



St
af

fin
g Resource Staffing 

Group
Debbie Kemper
916.993.4182
resourcestaff.com
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Fechter & Company
Craig Fechter, CPA
916.333.5360
fechtercpa.com
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First US Community 
Credit Union
Gordon Gerwig,  
Business Services Mgr
916.576.5650
firstus.org

Si
nc

e 
20

05

MUN CPAs
John Urrutia, CPA, Partner
916.774.4208
muncpas.com
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American Pacific Mortgage
Jason Mata
800.455.0986
dentalmortgage.com
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Health Net of California
Felisha Fondren
818.543.9007
hndental.com

The Dentists  
Insurance Company
Julia Moore
800.733.0633
tdicsolutions.com
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Access Dental Plan
Martha Cisneros-Campos
916.679.7001
premierlife.com
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esLIBERTY Dental Plan
Danielle Cannarozzi
800.703.6999
libertydentalplan.com
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CareCredit
Angela Martinez
714.434.4508
carecredit.com
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MassMutual Northern 
California
Christopher Nunn 
Doug Van Order
916.878.3341
northerncalifornia.massmutual.com
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SDDS started the Vendor Member program in 2002 to provide resources for our members. No, Vendor Members are not exclusive, and we 
definitely have some competitive companies who are Vendor Members. But our goal is to give SDDS members resources that would best 
serve their needs. We suggest that members reach out to our Vendor Members and see what is a best “fit” for their practice and lifestyle.

We currently have 37 Vendor Members. They pay $3,900 per year; that includes a booth at Midwinter, three tables at General Meetings, 
advertising in The Nugget, and much more. Our goal is to provide Vendor Members with the opportunity to connect with and serve our 
members. We realize that you have a choice for vendors and services; we only hope that you give our Vendor Members first consideration. 
The Vendor Members program and the income SDDS receives from this program helps to keep your dues low. It is a wonderful source of 
non-dues revenue and allows us to provide yet another member benefit. Additionally, we reach out to our Vendor Members for articles for 
The Nugget (nonadvertising!). 

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

SDDS VENDOR MEMBERSHIP SUPPORT IS A WIN-WIN RELATIONSHIP!

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

Bank of the West
Brandon Dena
916.767.4462 
bankofthewest.com
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Wells Fargo
Kimba Lee, Business Acquisition
916.678.3654 
wellsfargo.com

US Bank
Tom Collopy
916.924.4546 
usbank.com
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Swiss Monkey
Christine Sison
916.500.4125
swissmonkey.co
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Advertiser INDEX

Dental Supplies, Equipment, Repair
Analgesic Services Inc.. . . . . . . . . . . . . . . . . . . . . . 36
Burkhart Dental Supply. . . . . . . . . . . . . . . . . . . . . . 36
Desco Dental Equipment. . . . . . . . . . . . . . . . . . 20, 36
Henry Schein Dental. . . . . . . . . . . . . . . . . . . . . . 4, 36
Kulzer, LLC.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 36
LumaDent . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 36
Patterson Dental. . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Dental Laboratory
Costa Aesthetics. . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Dental Practice
Kids Care Dental. . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Education
The Foundation for Allied Dental Education. . . . . . . 36
Dr. Pieter Linssen . . . . . . . . . . . . . . . . . . . . . . . . . . 38

Financial Services
American Pacific Mortgage. . . . . . . . . . . . . . . . 25, 37
Bank of the West . . . . . . . . . . . . . . . . . . . . . . . . . . 37
Banner Bank. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 37
Care Credit . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  37
Fechter & Company. . . . . . . . . . . . . . . . . . . . . . . . . 37
First US Community Credit Union. . . . . . . . . . . . 8, 37
MUN CPAs . . . . . . . . . . . . . . . . . . . . . . . . . . . . .17, 37
MassMutual. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 37
US Bank . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 37 
Wells Fargo. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 37

Human Resources & Legal
BPE Law Group . . . . . . . . . . . . . . . . . . . . . . . . 20, 36
California Employers Association (CEA) . . . . . . 33, 36
Wood & Delgado. . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Insurance Services
Access Dental Plan. . . . . . . . . . . . . . . . . . . . . . . . . 37
Health Net. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 37
LIBERTY Dental Plan . . . . . . . . . . . . . . . . . . . . . . . 37
TDIC & TDIC Insurance Services . . . . . . . . . . . 27, 37

Office Design & Construction
Blue Northern Builders, Inc. . . . . . . . . . . . . . . . 25, 37
GP Development Inc. . . . . . . . . . . . . . . . . . . . . 28, 37
Olson Construction. . . . . . . . . . . . . . . . . . . . . . . . . 37
Parc Studio. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Practice Growth
InfoStar. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 31, 36

Practice Sales
Henry Schein Financial . . . . . . . . . . . . . . . . . . . . . . 28
Integrity Practice Sales . . . . . . . . . . . . . . . . . . . . . . 36
Professional Practice Sales. . . . . . . . . . . . . . . . . . . 36
Western Practice Sales. . . . . . . . . . . . . . . . . . . 19, 36

Practice Services
Comcast Business.. . . . . . . . . . . . . . . . . . . . . . . . . 36

Staffing
Resource Staffing Group . . . . . . . . . . . . . . . . . . . . 37 
Swiss Monkey. . . . . . . . . . . . . . . . . . . . . . . . . . 31, 37

Waste Management Services
Star Group Global Refining . . . . . . . . . . . . . . . . . . . 37
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MEMBER

MEMBER
GET A

CONTEST

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

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

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

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

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

Good luck – start recruiting!

Recent Month’s Winners!
January 2018 - No Referrals

February 2018 - Dr. Ramesh Thondapu 

March 2018 - Dr. Pamela Caviness  

April 2018 - No Referrals

May 2018 - Dr. Wai Chan

June 2018 - Dr. Wallace Bellamy

July 2018 - Dr. Hana Rashid 

August 2018 - Dr. Kelvin Tse

September 2018 - Dr. Bryan Judd
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Classified Ads

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

Scheduling Coordinator duties include but not limited 
to: managing phones, greet patients, scheduling, 
recall, ordering front office supplies, keeping front 
office clean, insurance billing, insurance collection 
and posting payments. Send your resume/CV to 
sacramento@daftandstamos.com  11/18c

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

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

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

A long established practice for sale in the foothill town 
of Sutter Creek. This office is very spacious and fully 
equipped. Close to mountain recreation, shopping and 
cities, this practice has a strong and loyal patient base 
and potential for considerable growth. Private and limited 
PPO patient base. If you are interested or have any further 
questions, please call 209-223-2183.  8-9/18 

A completely furnished and equipped dental office 
for sale. Located in Orangevale, this dental office is 
surrounded by shopping, restaurants, and of course, 
people. The office is located at a busy intersection. It 
has been a satellite practice but has great potential 
for growth. If you are interested or have any further 
questions, please call 209-223-2183.  8-9/18

EMPLOYMENT OPPORTUNITIES

PRACTICES FOR SALE

FOR LEASE FOR LEASE CON’T.

Dental suites 1096 sf - 1,421 sf for lease & 6,079 sf 
Dental Bldg for sale with abundant parking: 125 Ascot 
Dr, Roseville, CA;  Ranga Pathak (916) 201-9247, 
Broker Associate, RE/MAX Gold, BRE01364897  11/18 

Professional healthcare office space available in South 
Lake Tahoe, California. Lower ground level space of 
-/+2400 square feet with two restrooms and ADA 
compliant. Upper floor of the building houses a long-
standing general dental practice. We would like a 
convenient referral source/location on the property. It is 
our intent to find someone to develop a Denti-Cal office/
clinic on the available space. Negotiable for the right 
doctor and will help with all that is necessary to assure 
your success. One block from hospital, 35+ parking 
spaces, forested grounds with beautiful setting.  10/18

Space available in existing dental/medical clinic currently 
occupied by multiple specialists and dentists. Beautifully 
remodeled inside. 8689 Folsom Blvd. Sacramento. Call 
(510) 468-9830  10/18

OROVILLE LEASE ~2500 sqft., 6 beautiful ops directly 
across new hospital expansion. Ideal specialty practice 
location. Lease with/without equipment options and 
improvement allowance as needed. Oroville needs 
specialists! 530-403-9770   8-9/18 

Dental Office for lease in Pocket area. Garden setting 
with outside windows. 1,000 square feet, 3 operatories 
plumbed. Modern professional building of 12,000 square 
feet. Total rent, $1,500 includes all utilities and janitorial. 
Call Dr. Maroni, 916-421-3815   8-9/18

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

EXCLUSIVE, PRIVATE DENTAL SUITE; 1200 sq. 
ft., completely remodeled w/upscale amenities: 
3 operatories, lab, reception, business office w/
breakroom, private Doctor's office w/bath. Suite is 
located in a custom dental building w/on-site parking 
and handicapped access near Country Club Center. If 
requested, owner will furnish finish equipment upfront: 
amortize over long term lease (5-10 years). For appt. 
or further info, call 916-346-0041  5/16

4 dental chairs and a stericycle unit/counter/top/sink/
cabinetry for sale to best offer. Great condition. Call for 
details 530-885-8422  11/18c 

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

Zeiss Pico Microscope for sale $15,000 (cost new would 
be $30,000). Upgraded Xenon light. Excellent optics and 
condition, wall mount included. Professional installation 
available. Call Dr. Koehn @ 916-941-9888 or email: 
eldoradoendo@yahoo.com.   1/18

EQUIPMENT FOR SALE

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/NUGGET.html

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

15 Business Forum 
Member Benefits that  
Benefit Your Practice! 
Lee Bentz & Cindy Hartwell; CDA 
6:30pm / SDDS Office 

16 Licensure Renewal 
California Dental Practice Act, 
Infection Control, and OSHA 
Refresher 
Leslie Canham, CDA, RDA, CSP  
8:30am–3:00pm / SDDS Classroom 

13 General Membership Meeting 
Help… Our Service Sucks!  
How Patients Judge the Quality  
of our Dentistry 
William Van Dyk, DDS 
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm 
Dinner & Program

14 HR Webinar 
7 Safe Steps for Legal Terminations  
California Employers Association 
12–1:00pm / 1:15–2:15pm / Telecom 

 Foundation Board Meeting 
6:15pm / SDDS Office 

NOVEMBER
1 Dentists Do Broadway 

On Your Feet 

5 CA Northstate Dental School 
6:15pm / SDDS Office 

 Member Recruitment & Engagement 
6:15pm / SDDS Office 

6 Board Meeting 
6pm / SDDS Office 

9 CPR BLS Renewal 
8:00am / SDDS Office 

12 Continuing Education 
Getting a New Dental Practice Up 
and Running: Advice for Dentists on 
Building a Successful Practice 
William Van Dyk, DDS 
6:30pm / SDDS Office  

ARE YOU REGISTERED FOR THE GENERAL MEETING?

NOV

13

TUESDAY
5:45PM-9PM

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

General Meeting
3 CEU, 20% • $75

Help... Our Service Sucks! How Patients 
Judge the Quality of our Dentistry 
Presented by William Van Dyk, DDS

Patients can’t see the quality of our dental care, but they can judge the quality 
of the service they receive. If every staff meeting began with the title “Our 
Service Sucks”, the service to patients would begin to improve tremendously. 
Instead, most teams pat themselves on the back for their “great” service 
without ever really looking at it. This course will give you some ways to increase 
the quality of your service as soon as tomorrow!

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

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

CE

CE

CE

CE

CE

CE

February 21-22, 2019
The 39th Annual MidWinter Convention & Expo

FEB 2019

Don’t Miss it!

Save the Date

CE Opportunity 
November 12

Dr. Van Dyk Will Also Be Talking 
About Getting a New Practice Up & 

Running at the SDDS Office the Night 
Before the GM - See Insert Inside


