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“When we have a clear sense of where we’re 
going, we are flexible in how we get there.” 
        -Simon Sinek

Motivation



Get Ready For Our 
UPCOMING EVENTS

Join us for 
Dental Day at Raley Field!

JUNE 20

2017

General Meeting
3 CEU, CORE • $69

Spouse Night • Aging Well
Presented by Denise Bogard, MD

Aging is natural and progressive. It can take a toll on your 
body and mind. That is true, but with proper guidance you 
slow down that aging process and reverse many diseases. 
With proper medical guidance, you can enjoy a healthy 
and fulfilling life well into your golden years. One of the 
most effective methods for accomplishing this is known as 
age management. Age management is a system designed 
to prevent the onset of illness and age-related diseases. 
It can also improve a number of conditions that some 
believe are unavoidable.

MAR

14

TUESDAY
5:45PM-9PM

MAR

15
WEDNESDAY
12PM-1PM

HR Webinar
1 CEU, 20% • $40

Building Strong and Engaged Teams
Presented by California Employers’ Association

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

Business Forum
2 CEU, 20% • $75

Your Employees: Are They in It or The “Long Term”?
Presented by Kim Parker, California Employers’ Association

Does it matter? Join this evening’s discussion about 
employees, their commitment to the employer, and 
other fascinating topics.   What works? What do you 
need to do to ensure commitment to your practice? 
Are “millennials” in it to win it? What can you do as an 
employer to keep your employees? And, finally, is it just 
about the compensation or do other aspects prove to be 
just as important?  

MAR

22

WEDNESDAY
6PM-9PM

Lunch & Learn
2 CEU, CORE • $75

FIY: Fix it Yourself! 
Presented by Tony Vigil, Desco Dental Equipment

Handpieces, Syringes and Sterilizers – Maintenance you 
can perform to save you down time & money. Impress 
your staff and colleagues that your skills extend beyond 
the oral cavity! Learn to about how to prolong the life of 
your equipment, routine maintenance that’s easy to do, 
and how to save time and money.

MAR

23
THURSDAY

11AM-1:30PM

Continuing Education
5 CEU, CORE • $199

Don’t Sleep On It: The Dentist’s Role in 
Diagnosing and Treating Obstructive Sleep Apnea
Presented by Ariana Ebrahimian, DDS

This course will focus on the etiology, diagnosis, and 
treatment of Obstructive Sleep Apnea. Special attention 
will be paid to how dentistry can either exacerbate or 
alleviate sleep disordered breathing. 

Continuing Education
7 CEU, CORE • $450

Adult Oral Conscious Sedation: DOCS
Presented by Anthony S. Feck, DDS

Dentistry, medicine, science and pharmacology are 
continually evolving—it’s essential to keep your skills 
and knowledge fresh. Adult Oral Conscious Sedation 
Recertification can help you stay abreast to ensure that 
you are providing your patients with the most up-to-date, 
comprehensive care available. That’s why we recommend 
that all dentists participate in our recertification course at 
least once every two years. In addition to fulfilling continuing 
education requirements, this one-day course will cover the 
newest studies and research available, as well as updates 
on adult oral conscious sedation protocols. You will review 
the critical psychology of the sedation patient, expand on 
your knowledge of sedation pharmacology, and practice 
airway management and monitoring.

MAR

24

MAR

31

FRIDAY
8AM-1:30PM

FRIDAY
8AM-4PM
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And at The Dentists Insurance Company, TDIC, we won’t treat you like one. We were started by,  
and only protect, dentists. This singular focus has led to an unparalleled knowledge of dentistry and 
the best ways to protect you. This respect for your profession supports exceptional service, including 
an in-house claims team, razor-sharp legal team and industry-leading risk management resources. 

Because with us, business is about doing what’s best for you.

You are not a policy number.

Protecting dentists. It’s all we do.®
   

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

Endorsed by the 
Sacramento District 
Dental Society
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What motivates me? For me, it is being happy.

I like to be happy and I enjoy those around 
me being happy as well.

When you see me you’ll usually find me 
smiling, and if I’ve met you at least once, 
then it is likely that you will get a hug from 
me. I like that connection with people.

In my life I am surrounded by many happy 
people and that includes my patients. 
Taking good care of them makes me 
happy. Working with my patients to help 
them receive the best care, I often will refer 
my patients to specialists.

I learned early on that I can not be all 
things to all people. Again, I am fortunate 
that, in my area, there are many terrific 
specialists and we can work together to 
help ensure that my patients receive the 
care they need to help them obtain their 
best dental health.

In my many years in practice I’ve found 
that “grumpy” patients do not stay in 
my practice very long. I choose not to 
be grumpy and, in time, the patient 
will ultimately choose to seek their care 
elsewhere.

As I look to my future I look at my mom. 
She is 93 years old now and is developing 
memory loss. But, she lives in the moment 
and continues to be happy and engaging. 
I hope as the years march on I will be like 
my mom, happy and living in the moment.

It works for me.

So now there is one question to ask 
yourself. What motivates you?

Enjoy,

President's Message

By Nancy Archibald, DDS
2017 SDDS PresidentWhat Motivates You?

P.S. Ask me about other solutions 
for your small business.

19
71
96

Sarah Greenway
916-899-6800
6508 Lonetree Blvd., Suite 104
Rocklin, CA 95765
sgreenway@allstate.com

CA Insurance Agent #:  0I43385

Help protect the health
of your business with
customized coverage.

ALLSTATE BUSINESS SHIELDSM for

I take your business personally.
Dental offices often face challenges beyond just their patients’ 
needs. I’m proud to offer Allstate Business Shield for Dental Offices. 
It’s customized protection designed specifically for your needs, such 
as electronic data compromise and equipment theft. Then you can 
focus on what matters most . . . your patients. My business can help 
protect yours. Call me today.

Subject to terms, conditions and availability. Allstate Insurance Company. ©2016 Allstate 
Insurance Company

And at The Dentists Insurance Company, TDIC, we won’t treat you like one. We were started by,  
and only protect, dentists. This singular focus has led to an unparalleled knowledge of dentistry and 
the best ways to protect you. This respect for your profession supports exceptional service, including 
an in-house claims team, razor-sharp legal team and industry-leading risk management resources. 

Because with us, business is about doing what’s best for you.

You are not a policy number.

Protecting dentists. It’s all we do.®
   

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

Endorsed by the 
Sacramento District 
Dental Society
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What do you want in our CE Programming?

Let us know by March 10th !

Wow – February was quite a month! Smiles for Kids, Midwinter Convention 
and Leadership Development and Nominating (for 2018 and beyond) all 
happened in the first 10 days of February! As I am writing this Cathy’s Corner, 
it is early in the morning the date after Midwinter closed.  What a great event – 
history making in our numbers! Thank you to everyone who attended: doctors, 
staff members, exhibitors, sponsors and speakers! 

Do we rest? Nope! Now is the short calm time before the rest of the year’s 
events and programs. And we start planning for our next program year – 
September through May, 2018. We contract for our Midwinter speakers for 
2018 now. We plan our CE events, our Business Forums and everything is 
completed by May 1st. We go to print and begin all over again.

My message: If you want to see a specific speaker, topic or program next year, 
let us know. Soon, please. You can email us, call us or respond to the survey 
that will be out in early March.

And I want to take a moment to thank all our members who continue to 
support our Society. Whether you attend our General Meetings, Midwinter, 
CE courses, Business Forums, CPR classes or webinars, we appreciate your 
support. We try to keep our pricing down. Your attendance at these events 
is what keeps your dues costs down – our program is nearly one third of our 
budget. So… thank you!

And, PS… have some fun with us too! Meet on the Mountain on April 1st for 
some skiing (see page 30), meet us at the River Cats or go to a Broadway show. 
We love having fun times too!   

Cathy's Corner

Give your Input
On Upcoming CE By Cathy B. Levering

SDDS Executive Director

LEADERSHIP

President: Nancy Archibald, DDS
Immediate Past President: Wallace Bellamy, DMD 
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 Lisa Laptalo, DMD
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Adrian Carrington, DDS 
Terry Jones, DDS
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Ethics: Hana Rashid, DDS

Nominating/Leadership Dev.: Wallace Bellamy, DMD
Peer Review: Morton Rosenberg, DDS

CE Task Force: George Chen, DDS
Forensics Advisory: Mark Porco, DDS

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

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

Bryan Judd, DDS/ Margaret Delmore, MD, DDS
Budget & Finance Advisory: Margaret Delmore, MD, DDS

Bylaws Advisory: Wallace Bellamy, DMD 
Legislative Advisory: Jenny Apekian, DDS

Community Clinic Task Force: Bryan Judd, DDS 
   General Anesthesia: Warren McWilliams, DDS

Member Events/Services: Jennifer Drew, DDS, MSD
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EXECUTIVE  
COMMITTEE

BOARD OF  
DIRECTORS

TRUSTEES

COMMITTEES
STANDING

TASK FORCES
ADVISORY
COMMITTEES

SPECIAL EVENTS 
OTHER

SDDS STAFF

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

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

Join us for 
Dental Day at 
Raley Field!

TUESDAY JUNE 20, 2017

Use the Insert to Sign Up!

Bring your staff, family, and friends 
to enjoy a fun night out of baseball 
at our own Raley Field. 
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Merriam-Webster gives the following 
definitions for motivation: the act or process 
of giving someone a reason for doing 
something, the condition of being eager to 
act or work and, a force or influence that 
causes someone to do something. 

What is behind our motivation to do 
something? It is the reward that comes with 
it. We set goals with the mindset that they 
are attainable and once complete, we are 
rewarded. We set goals when we need to get 
things done. But what prevents goals from 
getting done? 

Every New Year, people resolve to lose weight, 
but because of how broad that goal is, they 
end up giving up 2 weeks into the New Year! 
They didn’t have a specific goal and they gave 
themselves such a steep gradient that they 
made it impossible to do. Breaking goals 
down into smaller segments so each part gets 
done allows one to remain focused and still 
able to attain the goal. We operate on instant 
gratification; things must be received now and 
waiting is no longer an option. 

I had the pleasure of watching a video of 
Simon Sinek that was circulated on Facebook 

by many of our colleagues about how 
millennials are having a difficult time finding 
purpose in life and in work. Because of how 
they were raised, they learned that hard work 
was too much because they were trained to be 
entitled to receiving things on demand. We 
are now able to order takeout and groceries 
online and get deliveries from Amazon within 
2 hours. Because of these advancements in 
technology, we trained ourselves to expect 
things to happen quicker and with less 
effort. Our weight loss goals need to take 
time as we need our bodies to adjust to the 
new conditions that they are being exposed 
to. Likewise, our business goals need to take 
time to grow even if we have all the staff in 
place and the office is busy; there is training 
involved and the entire team needs to be on 
board to get the ball rolling. 

Success will not happen overnight and we 
need to give ourselves a gradient to grow. 
Each step, whether positive or negative, gives 
us the challenge to do better and more, but if 
we give ourselves one big bite to eat out of that 
goal, we end up processing it partially and not 
feeling the fulfillment of attaining the goal. 

Last year, I made a list of things to do but, 
as the year wore on, I looked at that list and 
saw that I still had not crossed off any of these 
tasks! What had happened was that I was 
giving myself a steep gradient that prevented 
me from seeing each task to completion! I 
would start, encounter difficulty, give up 
rather than adjust and complete the task at a 
slower pace and then move on to another task, 
only to repeat my failed cycle of action again. 
I was wasting my time and got nothing done. 
I wanted perfection rather than a somewhat 
decent finished product and never delegated 
to my staff to help get things done. 

It wasn’t until I had started reading the 
magazine from Costco, called The Costco 
Connection, and saw the Fresh Views section 
in the September 2016 issue, which focused 
on Time Management. We were able to get 
it reprinted as the first article on page 10, so 
read it, then tear it off and place it somewhere 
in your view to remind you daily of what you 
need to do to conquer your checklist and still 
have time to do things that you have wanted 
to do but did not think you had the time to!  

 

From the Editor’s Desk

Motivation:
Where Do We Get It? By Hana Rashid, DDS

Guest Editor 

Annual Golf Tournament to benefit Sacramento District Dental Society's Foundation

May 19, 2017
Empire Ranch Golf Club (Folsom, CA) • 8:00am Shotgun

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

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

FRIDAY, MAY 19, 2017 • annual golf tournament

www.sdds.org • March 2017  |  7



YOU SHOULD  KNOW

9TH ANNUAL KEN SANFORD MEMORIAL  
MOTORCYCLE/BICYCLE RIDE
Non Riders Encouraged To Attend!  
All Net Proceeds are Contributed to  
The CDA Foundation

April 27 – 30, 2017 • San Clemente, CA

The event will include world class CE, a great venue, and wonderful friends while supporting 
the CDA Foundation.

For more information please contact: 
Ron Mead: DentistRides@gmail.com 
Karen Palmiter: Karen.Palmiter@cda.org

Please register directly through the CDA Foundation. at cdafoundation.org

8  |  The Nugget • Sacramento District Dental Society

HEPATITIS B VACCINATION: CAL/OSHA REQUIREMENT
Reprinted with permission from CDA

Cal/OSHA requires the Hepatitis B (HBV) vaccination be made available to employees who 
are occupationally exposed to bloodborne pathogens within ten working days of initial 
assignment. In addition, Cal/OSHA requires the employer to provide the employee with 
information on its efficacy, safety, method of administration, benefits and that it is provided 
at no cost to the employee.

MEMBERSHIP DUES:  
Final payment date before being dropped 
and being charged a $100 fee is March 31st
Head to cda.org/about-cda/membership to renew now!

FDA BANS USE OF POWDERED GLOVES IN HEALTH CARE
Reprinted with permission from CDA

Dentists, physicians and other health care professionals will no longer be allowed to use 
powdered gloves when treating patients, per a rule finalized Dec. 16 by the U.S. Food and Drug 
Administration.

First proposed in March 2016, the rule, which takes effect Jan. 18, prohibits the manufacturing, 
sale, distribution and use of (1) powdered surgeon’s gloves, (2) powdered patient examination 
gloves and (3) absorbable powder used to lubricate surgeon’s gloves because “they pose an 
unreasonable and substantial risk of illness or injury to health care providers, patients and other 
individuals who are exposed to them.”

Powder is added to gloves to make it easier to put them on and remove them, but this powder 
is associated with an extensive list of potentially serious events, including airway inflammation, 
wound inflammation and post-surgical adhesions, according to the FDA. The agency reasserted 
that nonpowdered alternatives to powdered gloves provide similar protection, dexterity and 
performance, but “without any of the risks associated with powdered gloves.”

FDA BANS USE OF POWDERED 
GLOVES IN HEALTH CARE
Reprinted with permission from CDA

The Environmental Protection Agency’s 
anticipated rule requiring that dental practices 
install amalgam separators and implement 
best practices to control the discharge of 
mercury and other metals entering the waste 
stream has been delayed following the Trump 
administration’s freeze on all proposed or 
pending federal regulations. The freeze is 
intended to allow the administration time for 
executive review of the regulations. Once the 
freeze is lifted, requirements of the new rule 
will take effect 30 days after publication in 
the Federal Register, which was previously 
scheduled for Jan. 24.

Under the proposed EPA rule, as reported 
on cda.org and in the CDA Update, most 
dental practices must install amalgam 
separators that are compliant with either the 
American National Standards Institute (ANSI) 
American National Standard/American Dental 
Association Specification 108 for Amalgam 
Separators (2009) with Technical Addendum 
(2011) or the International Organization for 
Standardization (ISO) 11143 Standard (2008) 
or subsequent versions as long as that version 
requires amalgam separators to achieve at 
least a 95 percent removal efficiency.

CDA recognizes that dental amalgam is a 
safe and cost-effective restorative material. 
As environmental stewards, dentists are 
encouraged to adhere to best practices for 
the recycling and disposal of amalgam to 
reduce dental office waste. The use of dental 
amalgam separators is recommended to 
assist in this effort.

Additionally, in anticipation of this ruling, CDA 
has been working on behalf of its members 
to identify resources that make complying 
with the future mandate easier and more 
affordable.

CDA Practice Support is developing a new 
Q&A resource to help dentists understand 
their obligations under the ruling and will 
make the resource available to dentists if and 
when the rule is published. CDA will keep 
members informed about developments on 
cda.org and in the CDA Update.

IT’S TIME 
TO RENEW



WESTERN PRACTICE SALES 
John M. Cahill Associates 

800.641.4179 

Tim Giroux, DDS Jon Noble, MBA 

What separates us from other 
brokerage firms? 

 
 
 

Our extensive buyer database allows us to offer you 
    

A Better Candidate 
A Better Fit      

A Better Price 
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DENTIST NAMED  
BEST JOB FOR 2017
Reprinted with permission from CDA

Once again, U.S. News & World Report 
has ranked dentist the best job in the U.S. 
for offering a “comfortable salary, low 
unemployment rate and agreeable work-life 
balance.” The profession also held the top 
spot in the publication’s best job rankings 
for 2015 and the second spot in its 2016 
rankings, behind orthodontist.

Health care professions dominate the top 
10, with nurse practitioner and physician 
assistant securing the second and third best 
jobs, while orthodontist ranks fifth and oral 
and maxillofacial surgeon ranks ninth. 

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

THERE IS NO NEED TO 
WORRY ABOUT THE NITROUS 
SHORTAGE
Our Vendor Member,  
Analgesic Services, Inc. has plenty! 
Contact them at (888) 928-1068 or check 
their website at asimedical.com

JOB OPENINGS AT CARRINGTON COLLEGE
There are 2 job openings for attending dentists for the Carrington College Dental Hygiene 
program. One is for Wednesdays and the other is for on-call Tuesday-Friday. 

For more information head to carringtoncollege-devry.icims.com/jobs, scroll down to the 
“Search Job Postings” section and choose “Sacramento” as the location. The two jobs will then 
be listed in your search results as “Part Time Dentist for Sacramento Campus.”

CURES 1.0 WILL BE DISCONTINUED ON SUNDAY, MARCH 5, 2017
CURES 1.0 will be discontinued on Sunday, March 5, 2017. The departments of Consumer 
Affairs and Justice have announced that beginning March 6 prescribing health care 
practitioners will only be able to access CURES 2.0.

California’s Controlled Substance Utilization Review and Evaluation System, or CURES, is the 
state’s prescription drug monitoring program. It aids prescribers and dispensers in identifying 
the fraudulent or drug-seeking activity of patients. Dentists are strongly encouraged to consult 
CURES when considering prescribing a controlled substance for a new patient or a patient 
suspected of drug dependency. Also, under a new law, prescribers will soon be required to 
check a patient’s prescription history prior to prescribing a Schedule II-IV substance in certain 
situations, with some exemptions.

CURES 2.0 has been active since January 2016 and, according to the Department of Consumer 
Affairs, the upgraded system accounts for more than 90 percent of patient activity report 
requests, which leaves a small number of users who will be affected by the discontinuation 
of CURES 1.0. All California prescribers with U.S. Drug and Enforcement Administration 
registrations were required to register for CURES 2.0 by July 1, 2016.

Updated browser required to access CURES 2.0

CURES 1.0 allowed user access from all web browsers, regardless of a browser’s security 
features. However, protection of confidential and sensitive patient data is of the highest priority 
and “Decommissioning CURES 1.0 is a necessary step toward protecting this information,” the 
DCA said in a statement.

Visit oag.ca.gov/cures for the full text and additional information.
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Do one thing at a time. 

Most entrepreneurs are great 
multitaskers, but doing too many 
things at once is actually less 
productive. That means your to-do list 
keeps getting longer. Set aside time to 
focus on just one task and finish it.

Just say no. 

The easiest way to keep something off 
your to-do list is to not put it on there 
in the first place. Before you take on a 
clearly difficult client or a new project, 
stop and ask yourself, “What’s this 
going to do for my workweek and my 
bottom line?”

Delegate. 

Sure, you can do everything yourself, 
and probably better than an employee 
or contractor. But isn’t your time better 
used on income-producing activities 
rather than ordering office supplies or 
standing in line at the post office? Get 
help, and then delegate.

Automate. 

Look at tasks and processes you do 
repeatedly. Are you still doing them 
by hand or with an old software 
program? You can probably do them 
faster and better with a cloud-based 
application. Tasks such as paying 
recurring bills, scheduling social 
media posts or preparing payroll can 
be done automatically or made easier if 
you choose the right online program, 
such as QuickBooks Payroll, which is 
what I use.

Block websites for an  
hour, or two. 

If you’re working on the web, it’s easy 
to surf over to Facebook, Instagram, 
LinkedIn or the news. There goes 30 
minutes. Use an app that lets you block 
websites you choose for times you set, 
such as Self Control (selfcontrolapp.
com) for Macs, Freedom (freedom.to) 
for PCs and Macs, and the extension 
StayFocusd, for users of the Chrome 
browser (chrome.google. com/
webstore).

Make a list at the end  
of the day. 

Organize tomorrow’s tasks at the end 
of the day so you can dive right in the 
next morning.

Just do it. 

Most things you do in your small 
business don’t have to be perfect. Sure, 
if you manufacture heart valves, you’d 
better sweat the small stuff. But your 
email newsletter? Just get it out there 
already.   

Gain  
 an Hour a Day

MOTIVATION

If you run a small business, you always need more time. There’s never 
enough time to deal with customers, employees, vendors, developing new 
products and so on, not to mention all that red tape. Imagine if you had an 
extra hour every day. Well, I’m here to share seven secrets of productive 
entrepreneurs who squeeze more time out of their overly demanding days.

By Rhonda Abrams 
President at PlanningShop

Author, entrepreneur, and 
USA Today columnist, Rhon-
da Abrams is widely recognized 
as one of the nation’s foremost 
experts on small business, 
entrepreneurship, and busi-
ness planning. Through her 
books, writing, and speaking, 
Rhonda has helped millions of 
entrepreneurs launch and grow 
their own businesses. Rhonda 
writes the weekly small busi-
ness and entrepreneurship 
column in USA Today. Her 
book, Successful Business Plan: 
Secrets & Strategies is America’s 
bestselling business plan guide 
and has sold more than a mil-
lion copies.
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Looking for a Job?
Easy to use, free mobile app

Receive and apply to jobs using 
your phone

Contract directly with the employers

View practice profiles 

Download the Swiss Monkey app today!

Meet Swiss Monkey
The Dental Industry's Coolest Matchmaker.

Post permanent or temp positions 

No buy-out, transaction or finder's fee

Applicants are matched and ranked
to your job

View applicant photos and videos 

Post today!

Employers

Have a job opening? 

SDDS members post free until August 31, 2017

Use code: sddsrocks2017

www.swissmonkey.co  |  info@swissmonkey.co
call or text us at (916) 500-4125

Immediate openings for Dentists and Orthodontists!

We are looking to hire extraordinary dentists and 
orthodontists at our 14 growing practices in Northern 
California, including Sacramento, Stockton and East 
Bay areas.

Join experienced teams that are changing the face of 
pediatric dental care through dedication to oral health 
and compassionate care for pediatric patients and 
their guardians. 

Apply at kidscaredental.com/careers

Why join  
Kids Care  
Dental?

·  Satisfying career
·  Competitive salary
·  Fun, engaging atmosphere

KCD_SDDS_ad_020117.indd   1 2/2/17   10:06 PM
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“All behavior is shaped by the reward 
we believe and expect the behavior will 
produce.” — Thorndike

There are distinctly different types of 
motivation that work in distinctly different 
directions with different results. Individuals 
and organizations are either moving toward 
what they want or away from what they 
don’t want. We have all developed a toward 
motivation and an away from motivation: 
toward fun, comfort, satisfaction, and peace 
of mind, and away from pain, problems, 
distress, and complications.

Both motivations are useful in different 
situations, and we all use both motivations. 
But for most people, one predominates.

It’s vital to understand the predominate 
motivational direction of each team 
member and patient with whom we work. 
We’ve all met people who get up early and 
are excited about life and need little or no 
guidance or prodding. We have also worked 
with people who need the threat of job loss 
to motivate them.

Both types of motivation work. However, 
when anyone primarily uses away from 
motivation, once they are away from danger, 
they have no more desire to move onward 
and upward. Generally those who use away 
from motivation do so because they are 
experiencing discomfort. In my experience, 
away from individuals lose money when they 
invest and are rarely very healthy individuals. 
Let me explain.

In away from motivated people, the pain 
must be really severe before they take action. 
They feel the “threat” and see the value of 
their investments going down, but they 
usually don’t act until they’ve lost a great 
deal of money.

Another example is health and disease. I 
talked with a dentist who was procrastinating 
about how to improve his practice. He was 
in the hospital, more than 100 pounds 

overweight, diagnosed with diabetes, with 
a blood clot in his leg so severe he might 
lose his leg. He actually told me, “I never 
thought this would happen to me. I thought 
I was invincible.”

This is an amazing true story of away from 
motivation. How bad does it have to get 
before he becomes serious about his life 
and practice? Individuals with away from 
motivation often lose their desire to improve 
the further away from threat they are.

The Problem with Procrastination

Since away from individuals are moving 
away from the truth, they generally end up 
in a place they don’t like. When your mind 
is preoccupied with what you don’t want 
rather than what you do want, you continue 
to repeat your past and make no long–
term progress. Rather than focusing on the 
desired future, people are so busy running 
away from what they don’t want that they 
run right into it.

Procrastination is the sneak thief of life. 
Procrastinators (generally people with an 
away from orientation) live in a great deal 
of anxiety and pain and have built up a 
resistance to it. So it takes a great deal of 
pain, anxiety, and discomfort for them to 
overcome their fear and move forward. For 
many, the first attention they pay to diet, 
exercise, proper eating habits, and stress 
reduction is after a near fatal heart attack.

I am not sure what percentage of the 
population is away from versus toward 

By Michael Schuster, DDS
Founder of the Schuster Center

A practicing dentist, Dr. 
Michael Schuster founded 
the Schuster Center in 
1978. Guiding more than 
3,500 graduates to achieve 
wealth and freedom, the 
Schuster Center is the first 
business school created ex-
clusively for dentists. It cel-
ebrated 30 years in 2008. 
Dr. Schuster is a cadre and 
former director at the Pan-
key Institute, adjunct fac-
ulty at the Dawson Center, 
OBI, and LSU Cosmetic 
Continuum. Dr. Schuster 
can be reached at www.
schustercenter.com

Motivation:  
How It Shapes Your Future

MOTIVATION

Individuals and organizations 
are either moving toward 

what they want or away from 
what they don’t want.
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motivated, but my guess is that 80% to 90% 
are away from motivated rather than toward 
motivated. To show how predominate the 
away from motivation is in our culture, let 
me share my experience of many years in 
working with dentists regarding money and 
investments.

Every week I talk with one or more dentists 
who have lost 50% of the investment value of 
their retirement, 401K, or college planning 
accounts. Several times a month I lecture to 
small groups of dentists, and when I ask why 
they are there, invariably someone responds, 
“My 401K is now a 201K or 101K.” This 
absolutely mystifies me, but it helps prove 
that away from motivation predominates.

The top of the S&P was around 1565, and 
the bottom was 677. That’s a decline of more 
than half. Every time we have a recession, 
which is about every eight to nine years, 
the majority looks for new investment 
managers. Why?

They look because they have lost so much 
money. Away from investment advisors and 
investors ACT when they experience great 
pain or discomfort. After every major drop 
in the value of securities is a rise. It always 
comes back, but what you own may not come 
back. The companies in which you invested 
may have experienced “creative destruction” 
and may never return to their former value.

Since away from motivators have to 
experience extreme pain before they act, it’s 
easy to see how they can let their investments 
slip to great depths before they do anything. 
These same people could wake up and 
understand themselves and then realize that 
they must protect themselves, rather than 
wait to act under severe and serious distress.

Make a Plan and Have a Strategy

A toward motivator is always looking forward 
to specific goals and objectives. Both should 
have a specific strategy rather than simply 

relying on emotions. Since the value of any 
investment is determined by the emotions 
of the masses, it is critical to have a plan to 
protect health and wealth. Toward motivated 
people are creators; away from motivated 
people are reactors. To be effective, both 
types must understand their motivational 
direction, because it impacts every aspect of 
their lives and businesses.

All success requires a plan and a strategy. I 
tell my investment advisor that no matter 
what, I never want to lose more than 10% 
in any year, ever. So I personally invest 33% 
in cash–like instruments, 33% in municipal 
bonds, and 33% in stocks, mutual funds, 
and real estate.

I realize that I won’t make as much money 
when the market goes up, but I also won’t 
lose nearly as much when the market goes 
down. Every three months I have the entire 
portfolio rebalanced to minimize my risk 
and optimize my gains.

Here is an interesting piece of data that 
proves my point. An S&P of 1565 to 677 
is a 56.74% drop. At 677, I would have 
to gain 131% to get back to where I was. 
This explains the vital strategy of stop 
losses or conservative management of your 
investments. How many years does it take to 
get 131% back?

I would say the same toward motivation 
works with your health, relationships, and 
practice. Planning is the key. On the other 
hand, the majority of people I meet don’t 
have a clue as to what they really want. How 
can this be?

It’s because they are away from motivated. 
They have learned this style of motivation 
and are so busy running away from what 
they don’t want that they don’t have time to 
focus on what they really, really want.

It’s critical to realize that we always make 
the best choices available to us. Whereas I 
do believe this is true, I also believe that my 
responsibility is to help people find better 
options, and that if they’re doing what they 
have always done, they are going to get what 
they have always gotten. So what’s the key 
to all of this?

Values are the single most important factor. 
Values enable you to break through the fog 
and center your decisions and actions on 
what matters most to you. Individuals with 
strong values are less likely to waste time and 
are more strongly motivated. Individuals 
in an away from motivation nearly always 
lose their desire and find it difficult to stay 
focused, on track, and inspired.

Individuals with low value awareness easily 
go off track, procrastinate, and wait until the 
pain gets so bad they can’t stand it and react. 
They end up in the hospital with a heart 
attack, diabetes, or stroke. Or they end up 
losing 50% of their investments. Or they 
spend their lives reacting to other people’s 
problems, or they wait so long they lose their 
business or practice.

Human behavior is fascinating, if 
not humbling. Watch your patients’ 
procrastination, watch your investments go 
down the tubes, even watch your practice 
go downhill. Or you can rise up and take 
control of your health, money, time, and 
practice. You can either react or create. You 
can spend your life moving away from pain, 
discomfort, and distress, or you can move 
toward what you really want to create in 
your life.   

A toward motivator is always 
looking forward to specific 

goals and objectives.

Types of Motivation
Toward Motivation Away From Motivation

Fun
Comfort

Satisfaction
Goals

Objectives

Pain
Problems

Distress

Complications

Toward Away From
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Every CEO has a story about a brilliant 
strategy that got away. Everyone supported 
the strategy, but somehow it was never 
implemented. Or maybe the strategy was 
implemented – but only haphazardly. Why 
is it, many CEOs wonder, that such a large 
percentage of the most reasonable, analysis-
driven, implementable strategies never make 
it from concept to reality?

The answer lies with CEOs themselves – or, 
more specifically, with how CEOs connect 
with their ideal selves, connect their strategies 
to behavior, and, most importantly, connect 
with the hearts and minds of the people 
around them.

The top dentists know how to hit the “CEO 
Trifecta” by perfecting their clinical skills, 
mastering the business of dentistry, and 
becoming emotionally intelligent in the 
business of people. These are the connections 
of success found in more than 90% of highly 
successful dentists.

We know that every dentist has the basic 
skills or threshold abilities that enable them 
to perform as clinicians; dental schools 
provide three-to-four years of concentrated 
education and training in this department. 
But it’s the emotional competencies that 
set the top dentists apart from and above 
the pack and is sorely missing from most 
programs.

Top dentists exhibit abilities that average 
performers don’t. The strengths that emerge 
time and time again in the most effective 
leaders are: 

• The drive to achieve results. 

• The ability to take initiative. 

• The skills to foster collaboration  
and teamwork. 

• The ability to lead teams.

In other words, highly successful dentists: 

• Find out what needs to be done. 

• Focus on opportunities rather than 
problems. 

• Develop action plans and take 
responsibility for their decisions. 

• Take ownership for communicating the 
mission, vision and strategy to their teams.

“CEO Disease” appears as an information 
vacuum that exists around a leader when 
people withhold important and often 
unpleasant information. Most dentists are so 
absorbed in the technical demands of their 
work that they accept filtered or camouflaged 
information as complete, even when they 
unconsciously know they’re not getting the 
full story.

Sometimes the people who should provide 
the facts fear the dentist’s wrath or offer only 
positive information in order to be seen as a 
good citizens and team players. Or they want 
to be seen as upbeat, and so they suppress the 
negative facts.

Whatever the motives, the result is a leader 
who has only partial information about 
what’s going on around him. When it 
comes to leaders receiving helpful feedback 
about their own performance, the problem 
worsens. It may take a small act of courage 
to confront the boss with bad news about the 
practice, but you have to be even braver to 
let the boss know he’s out of touch with how 
people are feeling or that his ability to inspire 
is non-existent.

Additionally, the higher up the ladder a 
leader climbs, the less accurate his or her self-
assessment is likely to be. Again, the problem 
is an acute lack of self-awareness. Without a 

By Olivia and Kerry Straine 
Straine Consulting

SDDS Vendor Member

Kerry K. Straine, President 
and CEO of Straine Con-
sulting, holds a Bachelor of 
Science in Business Adminis-
tration with a concentration 
in Accounting and has been 
in business and financial 
management for more than 
thirty years. It was Kerry’s 
education and experience 
in accounting that led to the 
development of The Straine 
Management System™, the 
premier platform that pro-
vides strategic planning, 
leadership and team devel-
opment, policy and manage-
ment system design, training, 
monitoring and coaching for 
dental professionals through-
out the United States and 
Canada. 
 
Olivia McLeod Straine, Vice 
President of Straine Con-
sulting, earned a Bachelor of 
Arts in Psychology from the 
University of Hawaii and a 
Bachelor of Arts in Commu-
nication from Sacramento 
State University. Olivia 
develops the concepts and 
writes the workbooks for the 
widely-attended seminars 
and workshops that Straine 
offers. She is also known for 
writing the popular monthly 
Practice Tips™ and Ask The 
Coach column in the Privi-
leges eNewsletter.

A Journey of 
Hope

MOTIVATION

“CEO Disease” appears 
as an information vacuum 
that exists around a leader 

when people withhold 
important and often 

unpleasant information.
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doubt, a leader’s self-awareness and ability to accurately perceive 
their performance is as important as the feedback they receive 
from others. It’s also an unfortunate fact that it’s the very poorest 
performers who exaggerate their abilities the most – often have 
the least accurate view of how they act with others, a cognitive 
bias called the Dunning-Kruger effect, in which low ability 
individuals suffer from illusory superiority, mistakenly assessing 
their ability as much higher than it really is.

It is abundantly clear that in order to be effective, a leader needs 
honest feedback and all the facts. It often takes a shocking 
moment of awakening for the unaware leader to realize that they 
are not acting like the person they wanted to be, but it is this 
recognition of the glaring gap between their ideal self and less-
than-ideal reality that can lead to powerful change. The good 
news is that leadership skills can be learned.

Before we introduce a process of self-directed learning to you, 
we’re going to give you an assignment to perform right now. 
We want you to rate yourself in each of the following emotional 
intelligence domains on a scale of 1 to 10, with 10 being the 
highest rating: 

• Self-Awareness. This is the ability to accurately perceive your 
own emotions and stay aware of them as they occur, as well as 
understand the impact of your emotions on specific situations 
and people. 

• Self-Management. This is the ability to use awareness of your 
emotions to stay flexible and positively direct your behavior, 
managing your emotional reactions to specific situations and 
people. 

• Social Awareness. This is the ability to accurately pick up on 
emotions in other people and get what is really going on. This 
means understanding what other people are thinking and 
feeling even when it conflicts with your own feelings. 

• Relationship Management. This is the ability to use 
awareness of your own emotions and the emotions of 
others to manage interactions with others successfully. This 
includes the abilities to communicate clearly and to resolve 
conflict effectively.

How did you rate yourself? Is your total score less than 32? 
If you’re not rating yourself as an “8” or above in each of the 
categories, then you’ve got serious work to do.

About this time, you might be asking yourself if the people in 
your practice have been telling you what they thought you wanted 
to hear rather than what you need to hear. Are you wondering if 
there is an information vacuum in your practice? Are you ready 
to learn how to open the doorway of authentic communication 
and live the life you’ve always dreamed of living? 

Continued on the following page...

Volunteer
opportunities

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)

 
April 21-24, 2017 • San Mateo Event Center 
October 5-8, 2017 • Bakersfield/Kern County Fairgrounds 
April 26-29, 2018 • Anaheim 
October 25-28, 2018 • Modesto

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

SMILES FOR KIDS
VOLUNTEERS NEEDED: to Adopt a Kid  
after SFK Day. Call SDDS ASAP to volunteer!

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

THE GATHERING INN

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

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

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)

GLOBAL BRIGADES

VOLUNTEERS DENTISTS AND AUTOCLAVES NEEDED.

TO VOLUNTEER ABROAD VISIT: www.globalbrigades.org

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

CCMP

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

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

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

(COALITION FOR CONCERNED MEDICAL PROFESSIONALS)

...in order to be effective, a leader needs 
honest feedback and all the facts.
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Although learning to be emotionally 
intelligent is challenging, it is also 
achievable, essential criteria for a well-
formed goal. The curriculum will be unique 
to you and the tuition is a payment of your 
time and your commitment to grow. The 
process of self-directed learning is really a 
journey of hope toward the highest, most 
authentic, version of yourself and we assure 
you it will enable you to open the doorway 
toward more meaningful communication 
with your team and all the other important 
people in your life.

But before we start, we need to give you our 
standard warning: self-directed learning 
requires intentional effort, motivation and 
emotional commitment from you. While 
learning technical or analytical skills may 
be simple to grasp in a single sitting, it’s an 
entirely different matter when we talk about 
the challenge of reshaping deeply ingrained 
emotional beliefs and habits. Self-directed 
learning requires you to focus on emotional 
intelligence, not thinking intelligence.

If “knowledge is power” – and the antidote 
to CEO Disease – then learning how to 
become intelligent about your emotions 
is the single most important skill you 
can develop to overcome the information 
vacuum you might be experiencing in your 
practice.

People aren’t withholding information from 
you because you aren’t intelligent enough 
to understand it; they’re withholding 
information because they don’t believe you 
are emotionally agile and resilient enough 
to handle it.

If you scored poorly in any of the self-
awareness, self-management, socia l 
awareness or relationship management 
categories, then this lack of emotional 
intelligence is the simple reason you’re not 
getting the straight story from your team.

The ability to use emotional intelligence 
to gain knowledge is the most important 
skill you can develop as it will enable you 
to overcome the information vacuum you 
might be experiencing in your practice. It’s 
important to think of intelligence as more 
than just facts or knowledge you’ve acquired 
through study, investigation, observation or 
experience, more significantly emotional 
intelligence enables you to enthusiastically 
embrace change and growth and generate a 
feeling of gratitude, which fosters resilience, 
happiness and satisfaction with your life.

Remember, motivation is key to self-
directed learning so regardless of how much 

we try to convince you of the benefits, you’re 
only going to go as far as you feel about it; 
you must look at acquiring knowledge as 
an “inside job” in more ways than one, 
specifically in terms of: 

• Knowing your own emotions. 

• Understanding the impact of your 
emotions on specific situations and 
people. 

• Using the awareness of your emotions 
to stay flexible and positively direct 
behavior. 

• Managing your emotional reactions to 
specific situations and people. 

• Sensing the emotions in other people 
and getting what is really going on. 

• Understanding what people are 
thinking and feeling, even when it 
conflicts with what you are thinking 
and feeling. 

• Managing interactions with others 
through clear communication and 
effective conflict resolution as a result 
of your awareness of your emotions and 
the emotions of others. 

So, let’s introduce the five steps in the self-
directed learning process that could enable 
you to successfully change your emotional 
habits in sustainable ways.

First, you must commit to finding your 
ideal self:  who do you want to be? It is 
only through connecting with your dreams 
that you release your passion, energy and 
excitement about life and it is this passion 
that arouses enthusiasm in yourself and in 
those around you. Your assignment is to 
discover and define your ideal self.

Second, you must be willing to look at your 
strengths and limitations. It is essential that 
you are painstakingly honest with yourself 
and insist on the same from others. Some of 
us become so dependent on the twin traps 
of self-delusion and self-deception that over 
time we find we prefer the mis-truths rather 

than the more disturbing realities beneath 
the surface. Confronting oneself honestly 
is essential to this process. Your assignment 
is to accurately identify your strengths and 
limitations. 

Third, it’s essential that you align your goals 
with your strengths and with your dreams. 
We tell our clients that borrowed values (the 
“why” of what we do in life) have no power. 
This is about you, remember? We hope you 
realize that working toward other people’s 
models of what’s ideal is just like trying to 
picture yourself in someone else’s dream. 
Trying to follow a performance goal that 
someone else crafted will undermine the 
learning process at this stage by evoking 
anxiety and doubts in you until you begin 
to question your ability to change at all, 
when in fact it is your inner self warning 
you that this is someone else’s dream – not 
your own! Your assignment is to remember 
why you got into dentistry in the first place, 
and embrace the dream that motivated you 
all those years ago!

The fourth stage in the learning process 
includes steps that are bundled together in 
what we call the ESP Stage – experimenting, 
searching and practicing. Your assignment 
is to practice these new behaviors, over 
and over, until they become a part of you. 
Think about the 10,000-hour rule, where 
top athletes spend hours practicing their 
craft versus actually performing. The axiom 
“practice makes perfect” must be your 
mantra; as we get extremely good at what 
we do a lot of.

Finally, the fifth stage is to find a coach 
who can offer not just the hope of change, 
but the confidence to embrace that hope. 
There’s a reason that the most successful 
people in life work with personal trainers, 
coaches and consultants. They know that 
these relationships provide the safety, the 
strength and the support that are so critical 
to self-development and growth.

It may seem paradoxical that in the self-
directed learning process, we draw on others 
every step of the way, however, as 16th 
century philosopher John Donne said, “No 
man is an island, entire of itself.” Your final 
assignment is to find a person or persons that 
you trust and to begin the transformational 
journey of hope and self-discovery together.  

Straine Consulting is a vendor member of the 
SDDS and offers a free practice analysis to 
its membership. Call Stephanie Gonzalez at 
916.568.7200 to schedule a one-hour consultation 
with Kerry Straine. 

The process of self-
directed learning is really 
a journey of hope toward 

the highest, most authentic, 
version of yourself...
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Construction Management
Remodels and Renovatoins
Tenant Improvements
New Construction

Reaching the Peak
in Building for the
Dental Industry

BlueNorthernBuilders.com  916.772.4192 CA Lic #820947
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WHAT DOES IT MEAN TO BE BUILT FOR BUSINESS?
Internet. TV. WiFi. Voice. Ethernet. Our portfolio of business-grade  
products is built to move your company forward.

Lisa Geraghty  |  916-817-9284
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Successful dental practices regularly 
scan for innovative ways to improve the 
performance and workplace environment 
for the dental team. The dental practice’s 
organizational design drives the ability 
to eff iciently respond to emerging 
opportunities to appropriately recognize 
and motivate those around them. One 
organizational design tool dentistry 
professionals can engage in proactively 
responding to these recognition and ways 
to reward those on the dental practice team 
can be found in the five aspects of the 
research-grounded business management 
resource called the Star Model. 

The five aspects of the Star Model are 
strategy, structure, processes, rewards, 
and people, however, this brief article will 
focus more on the last two aspects which 
are rewards and people. The multiplicity of 
a firm’s innovation ideas can be explored 
through this organization design tool 
created by Amy Kates and Jay Galbraith 
from Designing Your Organization 
(2007). Both Kates & Galbraith believe 

that “organizational capabilities link the 
strategy and organizational requirements 
(e.g. strategy, structure, processes, rewards, 
people) to what the organizational strategy 
demands.” In other words, the dental 
practice should strategically create an 
organizational structure that supports the 
dental practice’s vision and purpose. 

Rewards and Recognition

Rewards are core component of the 
Star Model which Kates & Galbraith 
believe “align individual behaviors and 
performance with the organization’s goals 
… for employees, a company’s scorecard 
and reward system communicate what 
the company values more clearly than any 
written statement can.” A dental practice 
may adopt a comprehensive system for 
evaluating employee performance with 
some type of internal measure or metric. 
As an incentive, the dental practice 
may publish or promote the reward or 
incentive system that will be used when 
certain measures or strategic goals are 
achieved individually or by a group. These 
incentives could be time off, pay increase, 
flex time, or professional development. The 
challenge most dental practices face is how 
to be equitable to everyone when different 
responsibilities or tenure may have varying 
measurements based on their function or 
purpose for the dental practice. 

For example, some employees value 
professional development so they might 
want a continuing education reimbursement 
instead of an hourly raise or the single-
parent with two kids might preferring 
adding their children to their health 
insurance plan instead of a promotion. It’s 
all situational based on the needs of your 
employees and successful dental practices 
with high employee retention understand 
the need to explore what is most important 
to each of those on the dental practice team.

A dental practice’s reward and recognition 
system could be considered among the 
most essential patient support processes 
for encouraging relationships throughout 
the entire firm as well as collaborating 
organizations by motivating the desired 
behavior. This leads us to the next 
component of the Star Model which focuses 
on the people in the organization.

Encouraging     Rewarding
Your Practice’s Most Valuable Asset

By Steven Swafford, IOM
Leadership Outfitters, LLC

Dr. Steve Swafford, IOM, 
Balance Warrior + CEO, 
has worked more than 30
years for and with non-
profit and education-
focused organizations in 
areas of strategy, leader-
ship development, human 
resources, and executive 
management. Steve is also 
a 15-year faculty member 
for the U.S. Chamber of 
Commerce’s Institute of 
Management and serves 
on the Curriculum Com-
mittee for the U.S. Cham-
ber of Commerce. A native 
of Kansas, Steve has a B.S. 
in journalism from Kansas 
State University; a M.Div. 
from Wesley Theological 
Seminary in Washington, 
DC; and a Doctorate 
from Pepperdine Univer-
sity’s School of Education 
& Psychology focusing on 
Strategic Organizational 
Change. Steve has received 
the IOM (Institute for Or-
ganization Management) 
designation from the U.S. 
Chamber of Commerce 
and is Adjunct Faculty 
for Pepperdine Univer-
sity’s Full-Time and Fully-
Employed MBA Programs. 
Steve is a co-founder of 
Leadership Outfitters, 
LLC.

MOTIVATION

&

...the dental practice should 
strategically create an 

organizational structure that 
supports the dental practice’s 

vision and purpose.
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People

People is another one of the five components of the Star Model. 
Kates & Galbraith define this component as “the human resources 
policies for selection, staffing, training, and development that 
are established to help form the capabilities and mind-sets 
necessary to carry out the organization’s strategy.” The key dental 
practice challenge is identifying the range of co-worker skills 
(e.g. hygienist; dental assistant; office manager; receptionist) 
and talents to further the dental practice’s vision and purpose. 
Finding and retaining the right people is featured in Jim Collins’ 
Good to Great about the need to “get the right people on the 
bus, the right people in the right seats, and the wrong people off 
the bus, then we’ll figure out how to take it someplace great.” So 
it is not only about finding the right dental practice talent and 
making sure they are equipped to carry out the strategic mission 
of the dental practice, they also need to be in the right strategic 
place within the dental practice.   

5 Aspects of the Star Model

1

2

3

4

5 People: talented workers with skills to further 
the dental practice’s vision and purpose

Rewards: incentives triggered when certain 
measures or strategic goals are achieved

Processes: movement of information 
throughout the dental practice

Structure: how the dental practice 
is organized

Strategy: the dental practices direction 
or purpose

Job Bank
The SDDS Job Bank is a service offered only to SDDS Members. It is published on the 
SDDS website and provides a forum for job seekers to reach other Society members who 
are looking for dentists to round out their practice, and vice versa. If you are a job seeker, 
associate seeker, selling or buying a practice, contact SDDS at (916) 446-1227. For contact 
information of any of the job bankers please visit www.sdds.org.

ASSOCIATE POSITIONS AVAILABLE

Mark Redford, DMD • Roseville • part (Tues/Wed) • GP
Raul Contreras, DMD • Auburn • part • GP
Stan Arrellano, DDS • Elk Grove • part/full • GP
Kids Care Dental • Sacramento • part/full • Ortho
Kids Care Dental • Lodi • part/full • Ortho
Kids Care Dental • Rancho Cordova • part/full • GP
Pamela DiTomasso, DMD • Sacramento • part • GP 
Thomas Ludlow, DDS • Folsom/Modesto • part/full • GP
Charles McKelvey, DDS • Twain Harte • full • GP
David Park, DDS • part/full • GP
Ashkan Alizadeh, DDS • Sacramento • full • GP/Pedo
Michael Hinh, DDS • Sacramento • part • GP
Kids Care Dental • Stockton • full • Pedo
Eloisa Espiritu, DDS • Lincoln • part/full • GP
Laguna Children's Dental Care • Elk Grove • part/full • GP
Upen Patel, DDS • Sacramento • part • GP
Ricky Tin, DDS • Elk Grove • part • GP
Image Orthodontics • Roseville/Sacramento • part • Ortho
Gary Clusserath, DMD • Roseville/Citrus Heights • 2 days/week• GP/Endo/OMS
Kayla Nguyen, DDS • Roseville/Lincoln • part/full • GP
Timothy Herman, DDS • Lincoln • part/full • GP
Hung Le, DDS • South Sacramento, Stockton • part/full • GP
Darryl Azouz, DDS • Rocklin/Woodland • full (2 associates, 2 days) • GP  
Alex Moradzadeh, DDS • Sacramento • part/full • GP/Endo/Pedo/OS 

DOCS SEEKING EMPLOYMENT

DHPS SEEKING EMPLOYMENT

Gary Krupa, DDS • full/locum tenens • GP
Pabina Dhawan, DMD • Monday/Tuesday only • GP
Shahryar Khodai, DDS • Monday/Tuesday only • GP
Behdad Javdan, DDS • part/full • Perio
Ronald Rott, DDS • part • GP
John Nerwinski • part • GP
Russell Anders, DDS • part (fill in only) • GP
Steve Saffold, DDS • (Emergency fill in only) • Sacramento • GP
Steve Murphy, DMD • part/full • Endo
Brandon Webb, DDS • part • Endo

DOCS LOOKING TO BUY A PRACTICE

Darryl Azouz, DDS • GP 
Navneet Sahota, DDS • Fair Oaks • Perio
Behdad Javdan, DDS • Fair Oaks • Perio
Scott Snyder, DDS • GP 
Brandon Webb, DDS, MSD • Roseville • Endo
Shahryar Khodai, DDS • Sacramento • GP

Janis Dufort, RDH • fulltime

www.sdds.org • March 2017  |  19



By Ariana Ebrahimian, DDS 
SDDS Member

Dr. Ebrahimian, graduated 
from the University of the 
Pacific Arthur A. Dugoni 
School of Dentistry in 
2007.  Upon graduation, she 
continued her education with 
extensive study in dental sleep 
medicine, specifically focusing 
on the relationship between 
facial balance, TMD, and 
sleep disordered breathing 
and how to prevent those 
problems in children using 
Orthotropic® therapy.  Dr. 
Ebrahimian was formerly 
faculty at Pacific Dugoni 
in the orofacial pain clinic, 
lecturing on neuromuscular 
dentistry.  She has a full-
time general dental practice 
in Scotts Valley, CA, 
with her father, Dr. Max 
Ebrahimian, with a focus on 
sleep disordered breathing, 
TMD, and orthodontics.  
She maintains a part-time 
practice in San Francisco, 
CA where she limits her 
practice to Orthotropics® and 
orthodontics.  

Wake Up! 
The Deadly Epidemic in Your Practice 

 You Need to Know About  

But as I sat in my first lecture about 
sleep-disordered breathing (SDB) shortly 
after graduation I realized that treating 
this deadly disease would allow me to 
do just that. Sleep-disordered breathing 
is a condition characterized by reduced 
or obstructed airflow throughout sleep. 
Obstructive sleep apnea (OSA) is the 
most common form of SDB, affecting 
an estimated 26% of adults between the 
ages of 30 and 70 in the U.S. alone. It 
is also one of the most under-diagnosed 

chronic diseases. With it comes a host 
of co-morbidities: heart attack, stroke, 
depression, and ADHD are just a few of 
the conditions linked to OSA. Researchers 

are now correlating OSA with increased 
cancer mortality, as well. If left untreated, 
it is estimated that OSA will result in a 
20% decrease in life expectancy. 

So why should we as dentists care about 
SDB? First, because our patients are 
suffering and no one is connecting the 
dots. In a 2005 National Sleep Foundation 
poll, a mere 29% of respondents said 
their physicians ask them about sleep. In 
my own practice, many of the patients I 
refer to the sleep center with two or more 
of the known OSA co-morbidities have 
never once had a discussion with any of 
their physicians about the common thread 
linking their diseases. Dentists review our 
patients’ health histories every six months 
– we are in the prime position to ask about 
sleep. Knowing how to effectively screen for 
SDB is the first step in saving a patient’s life.

We should also care because dentists 
treat the signs and symptoms of OSA 
every day. Bruxism, narrow arches and 
retrognathia, a crowded oropharynx, and 

SLEEP APNEA

ATTEND DR. EBRAHIMIAN’S UPCOMING CE CLASS!

Course Description:
This course will focus on the etiology, 
diagnosis, and treatment of Obstructive 
Sleep Apnea. Special attention will be paid 
to how dentistry can either exacerbate or 
alleviate sleep disordered breathing. 

Don’t Sleep On It: The Dentist’s Role 
in Diagnosing & Treating Obstructive 
Sleep Apnea

8:00am • Registration  
8:30am – 1:30pm • Class

SDDS Classroom  
2035 Hurley Way, Suite 200 
Sacramento, CA 95825

Friday, March 24, 2017

Never once did I think I 
would actually have the 
ability to save their lives.

I knew when I graduated from dental school that over the course of 
my career I would be able to improve my patients’ lives. Maybe even 
change their lives. Never once did I think I would actually have the ability 
to save their lives.
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temporomandibular joint disorder are just some of the things 
within our scope of practice that correlate to SDB. Similarly, 
untreated OSA can and does affect our dentistry. For example, 
snorers are six times more likely to brux than non-snorers, but 
did you know night guards can actually make someone’s SDB 
worse? We must take responsibility for considering our patients’ 
total body health before we start treating symptoms as stand-
alone problems.

Lastly, and maybe most importantly, we have the ability to treat 
sleep-disordered breathing! For decades, those with obstructive 
sleep apnea only had continuous positive airway pressure 
(CPAP) to manage their disease. The cumbersome machines 
are effective, but compliance is often abysmal. Claustrophobia, 
lack of portability, ill-fitting masks, and disturbance of bed 
partners are some of the reasons CPAPs often end up stashed 
in the closet rather than on the nightstand where they should 
be. With the advent of oral appliance therapy, those who can’t 
tolerate CPAP now have a viable alternative. The 2015 American 
Academy of Sleep Medicine and American Academy of Dental 
Sleep Medicine joint statement now recommends as a standard 
that “sleep physicians consider prescription of oral appliances, 
rather than no treatment, for adult patients with obstructive sleep 
apnea who are intolerant of CPAP therapy or prefer alternate 
therapy.” (Journal of Clinical Sleep Medicine, Vol. 11, No. 
7, 2015). And guess who is licensed to provide oral appliance 
therapy? The dentist. In the field of dental sleep medicine, our 
profession has entered an arena that truly requires collaboration 
between medicine and dentistry to effectively screen, diagnose, 
and treat the SDB patient.

If you’re thinking about incorporating sleep dentistry into your 
practice, or you’re already treating snoring, I encourage you to 
seriously commit to learning more and practicing the medical 
model. This is a deadly disease that has deadly consequences if 
it is missed or mis-managed. Educate yourself about the basics, 
seek out quality clinical instruction, and then go out into your 
community and meet your local sleep physicians. You cannot 
diagnose SDB without them, and they cannot help their CPAP-
intolerant patients without you. Build a team of specialists that 
can collaborate to help your patients live longer, healthier lives. 
You, too, may find that dentistry can be so much more than 
changing someone’s life – it can actually save it.  

 This is a deadly disease that 
has deadly consequences if it is 

missed or mis-managed.
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It was an excellent meeting. Good 
classes. Good speakers. Good 

opportunities. Very organized. Very 
good food choices. Great Job. Thank 

you again for all and to all!!
- Anonymous

1 Dr. Johnson’s team had a great time with all the western props.

2 Drs. Moyneur and Perisho with their team from Moyneur & 
Perisho Family Dentistry. 

3 Theresa, from Jackson Creek Dental, made out like a bandit; she 
won $150 in our “hand over the dough” game, a Morton’s gift 
card and a wine tasting package gifted by California Employers 
Association. 

4 Sacramento Bank of Commerce (one of our vendor members), 
pulled out all the stops to bring the old west to their booth.

5 Dr. Laptalo and her team from Dentistry for Children.

6 Dr. Bellamy hanging out with some of his team and Theresa, one 
of our volunteers and a future dentist.

7 Dr. Everhart and his doppelganger.

8 Marcella Oster poses with her buddy, Sheriff Callie, during lunch 
at the registration counter.

9 Dr. Digiorno and her team from Digiorno Dental Fitness.

MidWinter Convention
FEBRUARY 9 & 10, 2017

1

3

2
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Your Dental Society is 
amazing! You always 

produce the most 
educational, enjoyable, 

well-coordinated, and fun 
meeting. How do you do it? 
I come in from Stanislaus 
County yearly to be your 

lucky guest. 
-  Anonymous

198 Dentists

439 Staff/Other

46 Classes 

145 Exhibitor Reps

70 Booths

4

6

5

7

98
THE ROUNDUP TURNOUT



Foundation
of the Sacramento 
District Dental Society

Wow… The first ten days of February were 
huge here at SDDS – starting with Smiles 
for Kids Day on February 4th  and ending 
with Midwinter Convention on February 
9-10th! We did it – and were so successful for 
both events. Without the participation of our 
wonderful members, neither would have been 
the roaring successes they both were!

On to Smiles for Kids …

This year we made many changes; all proved to 
be very beneficial to our program

• We targeted the neediest of schools 
and areas

• In Sacramento County, we partnered 
with the GMC plans (Access and 
Liberty) to connect those kids with 
Denti-Cal to their assigned dental 
homes (in the past, the parents just 
wanted to go to SFK Day and avoid 
going to their GMC “home”) 

• We helped to enroll kids and parents in 
Denti-Cal right after screening – and 
they got to a provider

• We worked with the Center for Oral 
Health to target schools, provide 

sealants and fluoride treatments at the 
school to those kids – this program will 
continue through the spring as well

So… successes?

• We TREATED half the kids we did 
last year – this is a great improvement 
because it shows that more kids 
AREN’T falling through the cracks 
any more. We scheduled and treated 
300 kids.

• We did more complete treatment on 
SFK Day and hope to have less kids 
to adopt for follow up needs

• Our no show rate was the lowest ever!

• Our wonderful doctors who 
volunteered their offices were 
amazing – thank you!

• The volunteer staff members were 
rock stars – thank you too!

• The Adopt-a-Kid process is next – 
we’re hoping for more success stories 
to report soon!

Thanks to the Doctors and Group Practices 
who volunteered their offices!

It ’s Time for Adopt-a-Kid

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

SFK HOST SITES AND 
SCREENING STATISTICS

Smile Kingdom 
Dr. Jose Juarez

Crown Dentistry 
Dr. Christopher Chan

Sheldon Grove Family Dental 
Dr. Andrea Cervantes 

Pleasant Valley &  
Diamond Springs Dental 

Dr. Mitch Goodis
Surfside Dental 

Dr. Jennifer McCarthy
Roseville Dental Group 

Drs. Anderson, Cernik, Lomen, Lake
Jackson Creek Dental 

Drs. R. Ask, J. Ask, Rota, Simpson, 
Kinzer

Now Dental
Drs. Elizabeth Huynh and  
Vic Hawkins

Pediatric Dentistry of  
West Sacramento 

Dr. Paul A. Johnson  
Ascot Family Dental 

Dr. Purvak Parikh
Marconi Dental Group 

Drs. Ashkan Alizadeh  
and Maryam Saleh

Little Fish Dental 
Dr. Alison Trout

Truckee Pediatric Dentistry 
Dr. Matthew Gustafsson

Kids Care Dental - Natomas 
Dr. Garrett Lee Pediatric Dentistry
Dr. Jan Work
Dr. Kyle Adams 
Dr. Gabrielle Rasi

Thanks to you all!

Smiles for Kids®
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2017 Smiles for Kids Day

This is truly a great program 
and we are so happy that we 

could participate and help 
children in need.  

- Maryam Saleh, DDS, FAGD

Saturday was, again, an amazing 
experience.  SFK is always my 
favorite ‘work’ day of the year.  
We had 29 terrific kids in our 
office, along with an incredible 
number of volunteers, who 
pitched in to get almost all of 
these kids’ dental needs taken 
care of.  There were lots of 
smiles all around.  
- Kreston Anderson, DDS 

Roseville Dental Group
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YOU YOU ARE A DENTIST.  You’ve been 
to school, taken your Boards and settled 
into practice. End of story?

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

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

THE DENTIST,                                         
THE BUSINESS OWNER

On the surface, the idea of bringing in job 
candidates for a few hours, days or weeks, 
without actually having to hire them until 
they prove themselves sounds logical and 
fantastic, doesn’t it? However, using a 
working interview to exempt yourself from 
obligations as an employer does not work 
and can actually get you into a lot of trouble.

First, let’s take a look at where the idea of 
a working interview came from. A working 
interview is a marketing invention created 
by temporary employment agencies as a “try 
before you buy” option. Try out as many 
employees as you need from their stable, 
until you find one you like, and then hire 
him permanently. A trial run is easier and 
less hassle than interviewing and hiring 
several candidates yourself. And, it might 
be worth it to pay a small fee for pre-vetted 
candidates. Sound good?

Hold your horses! In this situation, the 
candidates are actually employed by the 
temp agency. More accurately, the temp 
agency fulfills all of the new hire paperwork 
and employer obligations for you. Many 
employers forget this important fact. 
Then they cut out the temp agency in 
order to eliminate the middle man, and 
end up vulnerable to a host of problems. 
These include not having coverage if the 
worker is injured while in your office, not 
having the protections of your handbook, 
misclassification penalties from the DOL or 
IRS, potential FLSA (minimum wage and 
overtime) violations, and more. Moreover, if 
you do not hire the worker and he becomes 

disgruntled, he now has leverage over you 
to file a complaint because you have not 
complied with the law.

Instead of making it an unpaid interview or 
trying to call him an independent contractor 
when he does not fit those requirements, 
make him a provisional employee. After a 
thorough interview process and background 
check, put him on your payroll. Put your 
new employee on notice that he is not eligible 
for benefits, must prove himself, and may be 
let go during a certain period of time after 
hire, usually 90 days. If you have this policy 
in your handbook, you can use it to get the 
same benefits you would get from a working 
interview (i.e., a valid trial period, with no 
obligation to continue employment), as 
long as you don’t forget one important rule. 
If you’re not using a temp agency, and the 
person is not a valid independent contractor, 
once a candidate starts working for you, he 
is your employee.

Myths:

• You don’t have to pay workers if you call 
it a “working interview,” and it’s only for 
a couple of hours.

• No paperwork means they were “never 
there” and you fly under the radar, 
especially if you pay them <$600.

• Your workers’ compensation will 
automatically cover their injuries.

• You can just call them an independent 
contractor or “casual labor” and 1099 
them.

Instead, to be legal and protected, once 
someone starts working for you, you should 
do all of the following:

• Pay him no less than minimum wage.

• Withhold payroll taxes.

• Get a background check and verify his 
eligibility to work in the U.S.

• Cover the employee for Workers’ 
Compensation, and notify your carrier 
to ensure coverage.

• Provide a copy of your Employee 
Handbook. The protections in it apply 
only to those who receive a copy.

You can’t make someone an independent 
contractor just by signing a contract. If he 
performs duties usually done in your office by 
employees, and does so under your control, 
using your equipment, in your office, and at 
the hours you request, he is an employee. If 
you call him a contractor to avoid payroll 
taxes or other employment benefits, you 
have misclassified him, and you are subject to 
penalties from both the IRS and Department 
of Labor (even if your accountant tells you 
otherwise!).

Again, when you bring someone new on 
board, go through the full hiring process, 
including background checks, U.S. 
employment eligibility verification and 
handbook distribution, etc. As appealing 
as it might seem, when you choose to fly 
under the radar, you have more liability – 
not less.  

Employee Working Interviews: Are They Legal? By Paul Edwards 
CEO and Co-Founder of  

CEDR HR SolutionsReprinted with permission of DentalTown Magazine, originally published  in their May 2013 issue.
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TRUSTED LEADER IN LEGAL REPRESENTATION FOR OVER 40 YEARS

• Practice Sale/Practice Purchase Agreements • Contract Analysis / Estate Planning

• Partnership & Associate Employment Agreements • Malpractice Claims

• Incorporation / Employment Law • Defense of Licensure Actions

Art Curley, Ext. 222

415.464.8888
www.professionals-law.com

Integrity, Dependability & Results Dentists Rely on

Flexitime®  Fast & Scan
The Perfect Scan. The Perfect Fit.

Giving a hand to oral health.

   
  J

O
IN

 O

UR C O M MUNITY! Visit 
MyDental360.com 

today!

PROVIDING A WAY TO DIGITIZE YOUR TRADITIONAL IMPRESSION MATERIAL
Flexitime Fast & Scan material supports CAD/CAM manufacturing of prosthetic restorations and offers optimal 
workflow integration for impressions and their digitalization. Impressions are scanned directly without the need 
for powder, providing greater accuracy, improved efficiency, and access to modern CAD/CAM restorations.

Contact me for promotions! Christina Vetter
408.649.8921
Christina.Vetter@kulzer-dental.com
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Contact us to discuss your 
dental project:

Jeane Vaissade
VP, Business Development Officer
Sacramento Bank of Commerce
1504 Eureka Road, Ste 100
Roseville, CA 95661
Office: 916.677.5852
Mobile: 916.204.3287
Fax: 916.772.0170
Email: JeaneV@sacramentobankofcommerce.com
sacramentobankofcommerce.com

sacramento bank of commerceA division of Redding Bank of Commerce

DENTAL PRACTICE FINANCING

Sacramento Bank of Commerce SBA Dental Practice Loans:
• Building Acquisitions, Refinances, Improvements
• Dental Equipment Purchases
• Dental Practice Acquisitions and Expansions

Benefits of a SBA loan:
• Low down payment, competitive rates, terms and fees tailored to your practice
• Terms up to 25 years for commercial real estate and 10 years for non-real estate

Why Sacramento Bank of Commerce for your SBA loan?
• Dedicated local SBA staff resulting in quick approvals
• Our rates, terms and fees are competitive with “large” banks 

All loans are subject to credit approval

 We will exceed your current services at a discounted rate 
 Free quote with cost analysis of your current provider 
 Free Federal mandated trainings (OSHA Trainings, BBP Training, HIPAA               
 Training, Pharmaceutical training and DOT training)    
 Guaranteed no price increase in the next 60 months 
 No hidden charges (i.e. Energy Charge, stop charge, penalties,  
 Environmental fee, fuel surcharges, etc. 
 Flexible contract 
 Electronic access to manifests and invoices 
 Flexible pricing 
 Customized pick up schedule  
 Medical Waste Management  
 Estrategy compliance management programs will keep you compliant with all local, 

state and federal regulations. Our service-oriented team of experts is fully dedicated to 
your medical waste needs.  

www.EstrategyMedWaste.com 

Estrategy Total Waste Solutions 

Due to monopolistic companies offering medical waste services, dental 
offices have constantly seen an increase in rates. Estrategy offers you a better quality 
service at a guaranteed reduced rate. Estrategy is the local alternative you have 
been looking for.  
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MAR

15
WEDNESDAY
12PM-1PM

Building Strong and 
Engaged Teams  
1 CEU, 20% • $40

Sign up online at sdds.org

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!

Drama in the workplace creates an energy-
draining work environment that no one enjoys. 
In the dental office, gossip can run at high 
levels if the owner dentist has not set standards 
and policies that prohibit this type of behavior, 
and if staff is focused on personal issues instead 
of the patients, serious problems can occur. 

Patients can feel it when there is drama 
between employees. This has a negative effect 
on the overall customer service experience. In 
a worst-case scenario, this will drive patients 
out of the practice even if they like the dentist. 
As the leader of the practice, the dentist must 
replace the negative energy with positive and 
good energy, according to CDA Practice 
Advisor Shaun Pryor. 

“The phrase ‘follow the leader’ applies in 
most cases of excessive dental office drama. If 
the dentist is showing signs of anxiety over a 
situation, the staff will usually follow, taking 
cues from the dentist,” Pryor said. “Most 
dramatic flare-ups between co-workers involve 
harsh language and are highly emotional. A 
reasonable culture of problem-solving needs 
to be established and implemented by the 
owner-dentist.”

Pryor recommends that dentists do not display 
any frustration or aggravation because as the 
leader, it is their job to handle these situations 
in a calm, professional manner.

“Don’t take things to an extreme, and watch 
your body language,” Pryor said. “You have the 
power to control your own emotions.”

It is important and recommended that dentists 
have an established office policy manual (view 
the CDA Practice Support Sample Employee 
Manual at cda.org/practicesupport). Staying 
consistent with all employees in establishing 
clear, reasonable policies makes the difference 
between a smooth-running practice and one 
that’s plagued with employee-related angst.

If it gets to a really bad point, employee discipline 
may be necessary. Employee discipline is one 
of the hardest, but necessary, components of 
practice ownership and employing staff. It is 
human nature to avoid confrontation. As a 
leader, it is important to set the ground rules 
from the first day of employment by including 
this in the employee manual. Creating an 
atmosphere of collaboration, mutual respect 
and trust early on can reap long-term rewards 
for the employee, the dentist and, ultimately, 
the practice. Employees who have a sense of 
ownership and investment will often perform 
in a manner that enables the practice to flourish 
and grow. 

Dentists should also conduct performance 
evaluations regularly. 

“Schedule the meeting well in advance, either 
annually or semiannually. You can choose to 

conduct the evaluation on your employee’s 
anniversary or you can set a month each year 
for all employee evaluations,” Pryor said. 

Some offices prefer to separate their 
performance evaluation from their salary 
review. For example, January is the formal 
performance review for all staff and July is the 
review of salary with any possible increases. 
Topics such as office drama can be brought 
up during these performance evaluations. 
Dentists should stay factual and fair during 
these discussions, by only commenting on 
information that they observed, not what they 
have heard. 

“Focus on performance, not personality. For 
instance, if the employee is confrontational, 
discuss how the employee’s behavior affects 
his/her performance and be sure to have 
specific examples,” Pryor said. “This is the 
time you would want to use any notes from 
the employee’s personnel file regarding 
documented incidents. Never compare one 
employee’s performance to that of another 
employee during the evaluation.”

For more information, view the Employee 
Discipline resource and the Performance 
Evaluations - A Necessary Component for 
Employee Management (zip file) resources on 
cda.org/practicesupport.  

APR

19
WEDNESDAY
12PM-1PM

Alternate Workweek  
1 CEU, 20% • $40

Sign up online at sdds.org

How to Handle Staff Drama 
Reprinted with permission from California Dental Association

HR Webinar  
Presented by Mari Bradford

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

The Annual Golf Tournament to 
Benefit the Foundation
Friday, May 19 • Empire Ranch Golf Club

Support the Foundation through our 
annual Swing for Smiles Golf Tournament. 
Join us for golf, contests, drinks, raffles, golf 
souvenirs, and more!

SDDS Does Broadway and the 
Summer Music Circus
Each year SDDS Does Broadway and 
all proceeds benefit Sacramento District 
Dental Foundation. This year we’ve 
also added the Summer Music Circus 
(additional information on the right page).

SDDS Day with the Sacramento 
River Cats
Tuesday, June 20 • Raley Field

Great all ages event! Bring your staff, 
family, and friends to enjoy a fun night out 
of baseball at our own Raley Field. 

Shred Day
Friday, September 8 • SDDS Office

Enjoy snacks and frosty beverages as you 
get that pesky shredding out of your office 
and off your to-do list!

And many new and fun events that we are 
currently scheduling… please read on… we 
are so excited!

The “other fun events” are what the events 
task force was conceived to create. At our 
first meeting this year some great ideas for 
some fun social events were shared and we 

By Jennifer Drew Mathisen, DDS, MSD
2017 Member Events & Benefits Chair

Amongst our list of Top Member Benefits is a little something we call Special Events.  And we are so excited 
to kick off this year’s committee  – and we have some fun events planned! These upcoming events include: 

Icons designed by Freepik from Flaticon

APRIL 1ST

SEPTEMBER TBA

JULY TBA

Calling all skiers and snowboarders to 
Northstar. We would love to see as many 
SDDS members, their families and 
friends as possible come out and enjoy this 
abundance of snow that mother nature has 
given us this year. Everyone is on their own 
for transportation, lift tickets, etc. We will 
record this event with a group picture. The 
group will gather for the photo around 1:00 
at Tavern 6330. It is right next to the express 
chairlift in the Village. (No need to sign up, 
no registration, no billings! But please let us 
know if we should be looking for you – hope 
to see you there. Severe weather will cancel 
the event… we’ll keep you posted.)

RSVP to sdds@sdds.org, if you plan to meet us!

In late September we are working on plans 
for a visit to a Brewery in El Dorado County. 

More information coming soon. Please 
watch the Nugget for the details.

Meet on the Mountain

SDDS Does a Brewery

SDDS Does TopGolf
TopGolf is a golf entertainment complex 
located in Roseville. It’s not just your 
typical driving range; you can challenge 
your friends and family to addictive point-
scoring golf games that any skill level can 
play. We are shooting for a Saturday night in 
July to take full advantage of our beautiful 
summer evenings.

Also in consideration… Truckee River Raft 
Day, wine and jazz night/bus trip, and much 
more!

Our Task Force’s goal was to get some of 
these events out of Sacramento and closer to 
our members from other counties. Hope you 
can attend one, two or all of these fun events!

We welcome any ideas from our membership 
for other events. Please send us your ideas 
and we’ll work on future events for this year 
and the future as well!

are going to try to plan three events for this 
year. Here’s our start:
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Standing Committees
CPR Committee
Completed

Ethics
May 23

Nominating/Leadership 
Development
TBA 

Peer Review Committee
Clinicals as needed

Foundation
Foundation Board
Mar 20 • May 23 • Sep 19 • Dec 5

Golf Tournament                                  
Mar 27

Other 
Sac Pac
May 3

CDA Delegates
Nov 6 • Nov 8

Advisory Committees
Continuing Education Advisory
Mar 21 • Apr 10

Mass Disaster/Forensics Advisory
TBA

Fluoridation Advisory
Yolo County
Schedule as needed

Nugget Editorial Advisory
May 23 • Sep 19

Strategic Plan Advisory 
Schedule as needed

Budget and Finance Advisory 
Schedule as needed

Bylaws Advisory
Schedule as needed

Legislative Advisory 
Apr 10

Leadership 
Board of Directors
Mar 7 • May 2 • Sep 5 • Nov 7

Executive Committee
Apr 7 • Aug 18 • Oct 6 • Dec 1

Task Forces
General Anesthesia
Jan 23 • Apr 4

Member Events & Benefits 
Jan 23 • Apr 4

Amalgam Separators
TBA

2017 SDDS Committees Schedule

SACRAMENTO DISTRICT DENTAL FOUNDATION DOES…

Broadway Music Circus
WEDNESDAY MARCH 8, 2017 
A GENTLEMAN’S GUIDE TO LOVE & MURDER
Monty Navarro discovers in adulthood that he belongs to 
the wealthy and eccentric D’Ysquith family, and that only 
8 heirs stand between him and the family coffers. To win 
his fortune, Monty must hatch 8 murderous plots without 
getting caught - all while navigating dual romances with a 
fiancée and a mistress!

WEDNESDAY APRIL 19, 2017 
THE BODYGUARD
Based on the smash hit film, the award-winning musical is 
about former Secret Service agent turned bodyguard, Frank 
Farmer, is hired to protect superstar Rachel Marron from an 
unknown stalker. Each expects to be in charge; what they 
don’t expect is to fall in love. A breathtakingly romantic thriller, 
The Bodyguard features a host of irresistible classic songs.

WEDNESDAY MAY 24, 2017 
PHANTOM OF THE OPERA
Cameron Mackintosh’s spectacular new production of 
Andrew Lloyd Webber’s The Phantom of the Opera will 
come to Sacramento as part of a brand new North American 
Tour. Critics are raving that this breathtaking production is 
“bigger and better than ever before” and features a brilliant 
new scenic design.     - Recommended for ages 10 and up

WEDNESDAY JUNE 28, 2017  
THE BEAUTY AND THE BEAST
This “tale as old as time” is a Tony Award-winning Disney 
family classic with an Academy Award-winning score by 
Alan Menken. Featuring “Gaston,” “Be Our Guest,” and the 
beloved title song. Great show to bring your family to for a 
fun night out that all can enjoy.

WEDNESDAY JULY 26, 2017    
9 TO 5
A hilarious story of friendship and revenge in the office place, 
based on the hit 1980 move, featuring the Tony Award-
nominated score by Dolly Parton including the Grammy 
Award-winning title song. 9 to 5: The Musical is about three 
unlikely friends who conspire to take control of their company 
and learn there’s nothing they can’t do - even in a man’s world!

TUESDAY AUGUST 22, 2017   
SISTER ACT
The hilarious story of Deloris Van Cartier, a wannabe diva 
whose life takes a surprising turn when she witnesses a 
crime and the cops hide her in the last place anyone would 
think to look—a convent! This uplifting musical comedy is a 
sparkling tribute to the universal power of sisterhood, with a 
score by Tony and Oscar-winning composer Alan Menken. 

SOLD OUT
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We’re Blowing 
 your horn!
Congratulations to...

LET US KNOW YOUR NEWS!

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

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

Nima Aflatooni, DDS, for serving on the ADA Council on 
Dental Practice. (1)

Gabrielle Rasi, DDS, on becoming the new Board President 
for the Carmichael Chamber of Commerce. Pictured among 
her fellow board members on the right (Dr. Rasi is the 5th 
from left). (2)

1

2

Registration Open for CDA Cares San Mateo
The CDA Foundation is seeking volunteers for the next CDA Cares event April 22-23 at the 
San Mateo Event Center. To help provide oral health care services at no charge to the large 
number of expected patients, we need volunteer dentists and staff, including oral surgeons, 
pediatric dentists, dental hygienists, assistants, dental lab technicians, physicians, nurses 
and pharmacists. Volunteers can register for one six-hour shift or multiple shifts per day 
during the following times:

• Friday, April 21: Clinic setup from 9 a.m. to 6 p.m. (no patients)
• Saturday, April 22: Dental clinic from 5 a.m. to 7 p.m.
• Sunday, April 23: Dental clinic from 5 a.m. to 10 p.m. (including clinic breakdown)

Select Practice Services

Bette Robin 
D.D.S. J.D.
BRE# 01255928

877-377-6246
Serving California

LOCAL AGENT AVAILABLE IN YOUR AREA

www.selectracticeservices.com 
drrobin@betterobin.com
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New Members March 
2017

TIMOTHY BENNETT, DDS 
General Practitioner
(916) 725-4530
8008 Walerga Rd Ste 100
Antelope, CA 95843

Dr. Timothy Bennett graduated from Loyola 
University of Chicago in 1979, and Highland 
General Hospital in 1980. Fun Fact: Dr. 
Bennett  and his wife, enjoy the outdoors; 
especially Alaska.

WARREN CHEUNG, DDS 
General Practitioner
(916) 683-1994
7119 Elk Grove Blvd Ste 137
Elk Grove, CA 95758-9568

Dr. Warren Cheung graduated from UOP 
Arthur A. Dugoni School of Dentistry in 2010.

DANIEL HWANG, DMD
Transferred from Tri County Dental Society
General Practitioner
(206) 579-2792
Pending Office Address

Dr. Daniel Hwang graduated from Western 
University of Health Science in 2016.

KYUNG JOO, DMD
Transferred from Tri County Dental Society
General Practitioner

Pending Office Address

Dr. Kyung Joo graduated from Western 
University of Health Sciences in 2015.

DANIEL JUN, DDS
Transferred from Kern County Dental Society
General Practitioner
Pending Office Address

Dr. Daniel Jun graduated from UCLA School 
of Dentistry in 2010.

SUSAN LIEM, DDS 
General Practitioner
(916) 725-4530
8008 Walerga Rd 
Sacramento, CA 95843

Dr. Susan Liem graduated from Tufts 
University in 2008, and NY Medical Center 
Queens in 2009.

DANIEL MARTIN, DDS 
Oral and Maxillofacial Surgery
(916) 933-3332
4420 Town Center Blvd
El Dorado Hills, CA 95762-7134

Dr. Daniel Martin graduated from University 
of Nevada, Las Vegas in 2011; and Emory 
University School of Medicine in 2016.

YASMIN MOHAR, DDS
Transferred from Tri-County Dental Society
General Practitioner
(415) 609-3537
Pending Office Address

Dr. Yasmin Mohar graduated from UCSF 
School of Dentistry in 2011.

AHMAD MOKBIL , DDS 
General Practitioner
(916) 605-0468
1016 Riley St
Folsom, CA 95630

Dr. Ahmad Mokbil graduated from 
Universidad De La Salle in 2016.

JAMES PASTOR, DDS
Transferred from San Diego Dental Society
Endodontist
(858) 337-9107
Pending Office Address

Dr. James Pastor graduated from University of 
Michigan in 1978, and Naval Dental Center 
Bethesda in 1997.

TOTAL 
MEMBERSHIP
(as of 2/7/17:)

1,701

TOTAL ACTIVE MEMBERS: 
1,349

TOTAL RETIRED 
MEMBERS: 251

TOTAL DUAL 
MEMBERS: 6

TOTAL AFFILIATE 
MEMBERS: 14

TOTAL STUDENT/ 
PROVISIONAL
MEMBERS: 8

TOTAL CURRENT 
APPLICANTS: 9

TOTAL DHP 
MEMBERS: 62

TOTAL NEW 
MEMBERS FOR 2017: 12

MARKET 
SHARE:

80%
RETENTION RATE: 99%

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

WELCOME
to SDDS’s 
new members, 
transfers and 
applicants.

IMPORTANT NUMBERS:
SDDS (doctor’s line)  .  .  .  .  . (916) 446-1227

ADA   .  .  .  .  .  .  .  .  .  .  .  .  .  .  . (800) 621-8099

CDA   .  .  .  .  .  .  .  .  .  .  .  .  .  .  . (800) 736-8702

CDA Contact Center  .  .  . (866) CDA-MEMBER

  (866-232-6362)

CDA Practice Resource Ctr  .  . cdacompass.com
TDIC Insurance Solutions  . (800) 733-0633

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

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

www.sdds.org • March 2017  |  33



New Members March 
2017

KEEP UP TO DATE...
on all of our upcoming events by 

liking us on Facebook!
facebook.com/sddsandf/

For a full calendar of all of the 
SDDS events head to sdds.org, to 
the Continuing Education tab and 

choose Calendar!

JONATHAN RUMINSON, DDS
Transferred from Butte- Sierra Dental Society
General Practitioner
(530) 296-4417
20601 West Paoli Ln
Weimar, CA 95736

Dr. Jonathan Ruminson graduated from Loma 
Linda University in 2015.

SAMITA SANDHU , DDS 
General Practitioner
(916) 574-9400
3290 Arena Blvd Ste 610
Sacramento, CA 95834

Dr. Samita Sandhu graduated from Boston 
University in 2015. Fun Fact: Dr. Sandhu is 
a huge Harry Potter fan, and has been to every 
Book/Movie premiere!

GAETAN TCHAMBA, DDS
Transferred from Tri-County Dental Society
General Practitioner
(916) 691-1650
9307 Laguna Springs Dr Ste 110
Elk Grove, CA 95758-7845

Dr. Gaetan Tchamba graduated from Loma 
Linda University in 2016. Fun Fact: Dr. 
Tchamba loves playing and watching sports, 
hiking and camping. He enjoys reading, playing 
Guitar and traveling.

Pending Applicants
Devan Dalla, DDS 
Ayman Ghobashy, DDS 
Stephen Hyslop, DDS 
Priyanka Kataria, DDS 
Jeffrey Kohlhardt, DDS – Returning 
Christopher Myers, DDS 
Kyle Nunley, DDS 
Andrew Phung, DDS  – Returning 
David Rule, DDS

      

DR. ADAM CORTESE 

Dr. Adam Cortese February 9th, 2017 at the age 
of 56. He graduated from UOP Arthur A. Dugoni 
School of Dentistry; he had been a member 
since 1991. 

In Memoriam
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SPOTLIGHTS:

Mann, Urrutia & Nelson, CPAs offers a wide variety of financial 
services to fit your needs .

Products and Services:  
• Structure & Planning

• Making sure your practice is incorporated correctly for tax 
purposes

• Year round tax planning 

• Tax Preparation 

• Accounting Services

• Audit and Review Services

• Practice Valuation and Due Diligence

• Litigation Support & Investigative Services

• Recruiting Services

• Real Estate tax strategies

Benefits, Special Pricing and/or 
Discounts Extended to SDDS Members:
• Complimentary three-year review of the business and 

personal returns .

Integrity Practice Sales is a full-service dental practice brokerage 
covering the entire state .

Products and Services:  
• Practice Sales

• Evaluations

• Purchases

• Opinions of Value

Benefits, Special Pricing and/or 
Discounts Extended to SDDS Members:
• Free opinion of value for your practice .

Sacramento Magazine is more than an expression of the community 
it serves . For more than 38 years, Sacramento magazine has been 
committed to chronicling the past, present and future development 
of this vibrant region with an experienced editorial team, signature 
events, media partnerships and innumerable charity sponsorships .

Products and Services:  
City regional magazine — Published monthly

John Urrutia, CPA — Partner  
jru@muncpas .com

Debra Griffin 
dlg@muncpas .com

916 .724 .3980 phone
muncpas.com

Brian Flanagan
brian@integritypracticesales .com

855 .337 .4337 phone
integritypracticesales.com

Joe Chiodo, Co-Publisher
jchiodo@sacmag .com

916 .426 .1720 phone
sacmag.com
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Burkhart Dental Supply
Dawn Dietrich, Business  
Development Manager
916.784.8200
burkhartdental.com
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Analgesic Services, Inc.
Geary Guy, VP / Steve Shupe, VP
888.928.1068
asimedical.com

Si
nc

e 
20

04

DESCO Dental Equipment
Tony Vigil, President
916.259.2838
descodentalequipment.com

Supply Doc, Inc.
Amin Amirkhizi
916.858.1333
supplydoc.com

Si
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Swiss Monkey
Christine Sison
916.500.4125
swissmonkey.co

Innova Periodontics & 
Implant Dentistry
Dean Ahmad, DDS, FICOI, DABP
916.434.5151
innovaperio.com
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Wood & Delgado
Patrick J. Wood, Esq., Jason Wood, 
Esq., Marc Ettinger, Esq
800.499.1474
dentalattorneys.com

Si
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The Foundation for Allied 
Dental Education
LaDonna Drury-Klein
916.358.3825
thefade.org
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Pacific Dental Services
Mindy Giffin
916.705.4515
pacificdentalservices.com
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Heraeus Kulzer
Christina Vetter
408.649.8921
heraeusdentalusa.com
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Sacramento Magazine
Joe Chiodo 
916.452.6200
sacmag.com
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Western Practice Sales
Tim Giroux, DDS, President 
John Noble, MBA
800.641.4179
westernpracticesales.com
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Resource Staffing 
Group
Debbie Kemper
916.993.4182
resourcestaff.com

Si
nc

e 
20

03

P
ra

ct
ic

e 
Sa

le
s 

M
ed

ia
 &

 A
dv

er
tis

in
g

CA Employers Association
Kim Parker, Executive VP 
Mari Bradford, HR Hotline
800.399.5331
employers.org
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Integrity Practice Sales
Brian Flanagan & Kirsi Kilpelainen
855.337.4337
integritypracticesales.com
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Comcast Business                   
Lisa Geraghty
916.817.9284
lisa_geraghty@cable.comcast.
com
business.comcast.com
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BPE Law Group, PC
Keith B. Dunnagan - Senior Attorney 
Linda Lewis
916.966.2260
bpelaw.com/dental-law
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Olson Construction, Inc.
David Olson
209.366.2486
olsonconstructioninc.com
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Blue Northern Builders, Inc.
Marc Davis / Morgan Davis /  
Lynda Doyle
916.772.4192
bluenorthernbuilders.com
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Wells Construction, Inc.
Nicole Wells
916.788.4480
wellsconstruction.com
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GP Development Inc.
Gary Perkins
916.332.2300
gpdevelopmentcorp.com
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Patterson Dental
Roy Fruehauf, Branch Manager
800.736.4688

pattersondental.com

Kids Care Dental
Christy Schreiber
916.678.3565

kidscaredental.com

Si
nc

e 
20

03

Si
nc

e 
20

16

DENTAL

Henry Schein Dental
Mark Lowery, Regional Sales 
Manager
916.626.3002
henryschein.com
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Straine Consulting                   
Vera Powell
800.568.7200
vera@straine.com
straine.com
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we love
our SDDS
Vendor Members!
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Star Group Global  
Refining
Jim Ryan, Sales Consultant
800.333.9990
stargrouprefining.com

EStrategy
Mukul Kelkar
877.898.0868
estrategymedwaste.com
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Fechter & Company
Craig Fechter, CPA
916.333.5360
fechtercpa.com

CareCredit
Angela Martinez
714.434.4508
carecredit.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

Mann, Urrutia, Nelson, CPAs
John Urrutia, CPA, Partner
Chris Mann, CPA, CFP, Partner
916.774.4208
muncpas.com
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Innovative Solutions 
CPAs & Advisors, LLP 
Ben Anders, CPA
916.646.8180
innovativecpas.com
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Ameriprise Financial —
The Chandler Group
Thomas Chandler
916.789.9393, ext. 03197
ameripriseadvisors.com

American Pacific Mortgage
Jason Mata
800.455.0986
jasonmata.com
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The Dentists  
Insurance Company
Chris Stafford
800.733.0633
tdicsolutions.com

LIBERTY Dental Plan
Danielle Cannarozzi
800.703.6999
libertydentalplan.com
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Integrated Accounting  
Solutions
Dave Sholer, CPA, MBA
530.231.5286 
OnlyDentalCPA.com

Sacramento Bank  
of Commerce
Jeane Vaissade 
(916) 677-5852
sacramentobankofcommerce.com

Si
nc

e 
20

16

Si
nc

e 
20

16
The Payment Exchange
Kraig Speckert, President
916.635.8800
thepayx.com
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Uptown Studios
Tina Reynolds
916.446.1082
uptownstudios.net
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KP28 Dental  
Laboratory
Jeremy Lorenzo
916.274.4072
kp28dentallab.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.

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 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. 

SDDS VENDOR MEMBERSHIP SUPPORT IS A WIN-WIN RELATIONSHIP!

THIS  
COULD 
BE YOU!
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11231 Gold Express Drive, Suite 104
Gold River, CA 95670

Phone 916.859.0360
Cell 916.412.2864

designed especially for professionals, business owners and corporate executives

Disability Insurance

You may have already purchased a disability insurance policy, but are 
you receiving the best possible coverage at the most affordable cost?

My name is Jim Capper and over the last 30 years I have 
specialized in income protection. I provide an in-depth policy review 
and explanation of how your policy works as well as a premium 
comparison. Most of my work can be done over the phone or email, 
as not to interfere with your busy daily schedule. 

The policy I offer provides:
1. Own Occupation protection
2. Strong de�nitions to collect under 

Partial Disability and Recovery Bene�ts
3. Future Insurabililty Option
4. Cost of Living Rider
5. Find out how you can receive a 25% 

to 45% discount on a Disability 
Insurance Policy James Capper

james@miner�nancial.net
Note: All policies are subject to Underwriting Approval

www.miner�nancial.net
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Sacramento Bank of Commerce . . . . . . . . . . . . 28, 37
TDIC & TDIC Insurance Services . . . . . . . . . . . . . 4, 37

Human Resources
California Employers Association (CEA) . . . . . . . . . . 36
Resource Staffing Group. . . . . . . . . . . . . . . . . . . . . 36 
Swiss Monkey. . . . . . . . . . . . . . . . . . . . . . . . . . 11, 36

Legal Services
BPE Law Group . . . . . . . . . . . . . . . . . . . . . . . . . . . 36
Bradley, Curley, Barrabee, & Kowalski . . . . . . . . . . . 27
Wood & Delgado . . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Marketing
Uptown Studios. . . . . . . . . . . . . . . . . . . . . . . . . . . . 37

Media & Advertising
Comcast Business. . . . . . . . . . . . . . . . . . . . . . . 17, 36
Sacramento Magazine. . . . . . . . . . . . . . . . . . . . . . . 36

Office Design & Construction
Blue Northern Builders, Inc.. . . . . . . . . . . . . . . . 17, 37
GP Development Inc. . . . . . . . . . . . . . . . . . . . . . . .  37
Olson Construction . . . . . . . . . . . . . . . . . . . . . . . . . 37
Wells Construction . . . . . . . . . . . . . . . . . . . . . . . . . 37

Practice Sales, Lease, Management &/or Consulting
Henry Schein - Wagner . . . . . . . . . . . . . . . . . . . . . . 38
Integrity Practice Sales . . . . . . . . . . . . . . . . . . . . . . 36
Select Practice Sales. . . . . . . . . . . . . . . . . . . . . . . . 32
Straine Consulting . . . . . . . . . . . . . . . . . . . . . . . . . . 37
Western Practice Sales . . . . . . . . . . . . . . . . . . . . 9, 36

Waste Management Services
Star Group Global Refining . . . . . . . . . . . . . . . . . . .  37
Estrategy. . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  28, 37
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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.

GENERAL DENTISTRY OPENINGS at Chapa-De Indian 
Health. Full-Time, Part-Time (inclu after hours) & Fill-ins 
available at their health centers in Grass Valley and 
Auburn, CA. Outstanding Benefits. Visit us at www.
Chapa-De.org/join-our-team. 3-17 

WE ARE LOOKING FOR A BOARD CERTIFIED/ELIGIBLE  
ENDODONTIST to join our long standing general practice. 
Part time 2-4 days/month, 40% production/TBD. Please 
email CV to upenpateldds@gmail.com. 3-17C 

KIDS CARE DENTAL seeks Dentists to join our teams in 
in the greater Sacramento and greater Stockton areas. 
Our Beliefs are kids come first, we care for kids and their 
well- being as our first and highest priority. We believe 
in a non-traumatic philosophy that focuses on superior 
customer service and exceptional patient care. Patients 
love us...come find out why! Send your resume to dday@
kidscaredental.com.  12-16 

KIDS CARE DENTAL seeks  Orthodontist to join our teams 
in in the greater Sacramento and greater Stockton areas. 
Our Beliefs are kids come first, we care for kids and their 
well- being as our first and highest priority. We believe 
in a non-traumatic philosophy that focuses on superior 
customer service and exceptional patient care. Patients 
love us...come find out why! Send your resume to dday@
kidscaredental.com.  12-16 

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

DENTIST (SACRAMENTO/CENTRAL VALLEY) General 
Dentist- Assoc. position- Full or Part time. Excellent 
opportunity in a premier well established practice in 
Sac-Fair Oaks area. We need an experienced GP with 
outstanding people skills to focus on clinical excellence 
and patient care, supported by a team of highly skilled 
professionals. The growth potential is Excellent for 
the right Doctor-- Potential ownership for the future. 
Please email resume to hofferber@dental-mba.com. 
Compensation: Based on Skills and Experience. 12-15

Dental Office at 2628 El Camino, 1,740 attractive square 
feet, 5 treatment rooms, and 15-year history at this 
address.  Office rent $2500 on full-service basis - no pass 
through expenses.  Full dental equipment and furniture is 
optional for lease or purchase.  Craig Thurston, owner, 
916-539-0554.  11-16

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

SACRAMENTO DENTAL COMPLEX has one small suite 
which can be equipped for immediate occupancy. Two 
other suites total 1630 sq. ft which can be remodeled 
to your personal office design with generous tenant 
improvements. 2525 K Street. Please call for details: 
916-448-5702.  10-11

Modesto Practice, $1 MM in Collections. Low Overhead. 
6 years New. 4 Ops. Large Retail Center. Joseph Hruban, 
#01821307, Omni Practice Group 530-746-8839. 3-17 

ELK GROVE General dental practice in very busy 
retail area. Digital X-rays, paperless, 6 equipped 
operatories, fee-for-service and cash-paying patients. 
Eight days of hygiene in a 4-day practice. Email me at 
elkgrovedental96@gmail.com. 3-17C 

Fully furnished, turn-key dental office facility for sale in 
one of the busiest and most high-profile intersections 
in Midtown Sacramento. This office is located in a 
professional building and is approximately 2,000 square 
feet, with 4 fully equipped ADec Ops, Reception area, 
Doctor’s office, Staff Lounge, Pano Room, Sterilization, 
Lab, Storage and Restrooms. Great opportunity to 
immediately start a practice in one of the best markets 
in Sacramento. Call 916.320.2647 for more info. 2-17

MONEY IS WALKING OUT THE DOOR. Have implants 
placed in your office and keep the profits. Text name 
and address 916.769.1098. 012-14

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

PRACTICES FOR SALE

EMPLOYMENT OPPORTUNITIES EMPLOYMENT OPPORTUNITIES PROFESSIONAL SERVICES

FOR LEASE

SDDS member dentists can 
place classified ads

FOR FREE!
MEMBERBENEFIT!

Dental Consultants/Full and Part-Time: Delta Dental of 
California seeks California licensed dentists to evaluate 
claims for its Denti-Cal program based in Sacramento. Ten 
years of clinical experience is desired. Excellent benefits 
included. Call Dr. Barry Dugger at 916-861-2519.  10-16
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27  Peer Review Clinical Meeting 
6pm / SDDS Office 

31 Continuing Education 
Adult Oral Conscious Sedation: DOCS    
Anthony Feck, DMD   
8:30am / SDDS Office 

APRIL
11 General Membership Meeting 

The “Real” Enforcer – What the  
Dental Board Looks For 
Theresa Lane  
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm Dinner & Program

13 Lunch & Learn 
Navigating GHS: The Contemporary 
Approach to Hazard Communication   
Donna Drury Klein   
11:30am / SDDS Office 

21 CE Advisory Meeting 
6pm / SDDS Office 

22 Business Forum 
Your Employees: Are they  
in it for the long term?  
Kim Parker 
6:30pm / SDDS Office 

23 Lunch & Learn 
FIY: Fix It Yourself!   
Tony Vigil, Desco     
11:30am / SDDS Office 

24 Continuing Education 
Don’t Sleep On It: The Dentist’s Role in 
Diagnosing and Treating Obstructive 
Sleep Apnea   
Ariana Ebrahimian, DDS   
8:30am / SDDS Office 

MARCH
7 Board Meeting  

6pm / SDDS Office 

8 Dentists Do Broadway 
A Gentlemen’s Guide to Love & Murder  

14 General Membership Meeting 
Aging Well 
Denise Bogard, MD  
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm Dinner & Program

15  HR Webinar 
Building Strong and Engaged Teams  
California Employers Association 
Noon–1:00pm / Home/Office 

20 Foundation Board Meeting 
6:15pm / SDDS Office 

Swing for Smiles 2017
Come support the Foundation at the annual Golf Tournament 
on May 19th at Empire Ranch Golf Course!

ARE YOU REGISTERED FOR THE GENERAL MEETING?

MAR

14
TUESDAY

5:45PM-9PM

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

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

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

Aging Well
Presented by Denise Bogard, MD

With proper medical guidance, you can enjoy a healthy and fulfilling life well into 
your golden years. One of the most effective methods for accomplishing this is 
known as age management. Age management is a system designed to prevent 
the onset of illness and age-related diseases. It can also improve a number of 
conditions that some believe are unavoidable.

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

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

Bring your 
friends too!

CE

CE
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CE
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CE


