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Are You Getting Ready?



2014-2015

3 CEU, core • 5:45pm – 9:00pm • Hilton, Arden West   

New Member Night
TMD Throwdown
Clifford Chow, DDS; Timothy Mickiewicz, DDS;                                  
& David Miller, DDS
September 9, 2014  tue  

Recruitment Night
Practice Support from the CDA                                                      
Robyn Thomason, Practice Support Center                                                                
(California Dental Association)
October 14, 2014  tue    

Staff Night
Practice & Team Fundamentals 
Howard Farran, DDS, MBA, MAGD
November 11, 2014  tue     

Hygiene Night
Prognosis for the Periodontally                          
Compromised Tooth 
Thomas Kepic, DDS, MSD
January 13, 2015  tue   

Guest Night
Oral Health Does the Heart Good                                                                              
Kimberly Newlin, RN, CNS, 
NP & Toni Adams, RDH, MA                                                                   
March 10, 2015  tue                                                         

Alma Mater Night
X-Rated Imaging Pearls                                                     
David Hatcher, DDS
April 14, 2015  tue   

Foundation Night
The State of Dentistry —                                                                 
The Dentists, the Patients & 
the Community                                                             
Craig Yarborough, DDS, MBA
May 12, 2015  tue   

general meetings

Embezzlement — How to Tell, Protect,                     
& Avoid  (For doctors only, No CEU)
Susan Gunn (Susan Gunn Solutions) 
September 11, 2014  thu

To Encrypt or Not to Encrypt — What to                                                                         
Protect When Sending Records &                                      
Referring Patients  (2.5 CEU, core)
Teresa Pichay (California Dental Association)                                                                      
& Rami J. Zreikat (xTerraLink)                                                                            
November 20, 2014  thu

The Business of Dentistry — How to Work                  
“ON” the Business While Working “IN”                                                                                  
Your Business  (2.5 CEU, 20%)
Amy Morgan (Pride Institute)                                                                       
March 12, 2015  thu

Debt and Taxes — Minimizing Tax 
Liabilities (No CEU)                                                                
SDDS Vendor Member CPAs                                                                   
May 7, 2015  thu

business forums
6:30pm–9:00pm • SDDS Classroom

continuing education
SDDS Classroom

QuickBooks for the Dental Practice (No CEU)
Susan Gunn (Susan Gunn Solutions) 
September 12, 2014  fri                                                                   

Indirect Dentistry Update (4.5 CEU, core)
Marc Geissberger, DDS, MA, BS, CPT 
September 24, 2014  wed 

California Dental Practice Act,                                                                             
OSHA Refresher &                                                   
Infection Control (6 CEU, core)                                                                 
Leslie Canham, CDA, RDA
October 24, 2014  fri  

New Dimensions in Endodontics (5 CEU, core)
Alex Fleury, DDS, MS 
(Sponsored by Brasseler USA,                                                             
Carestream Dental, Real World Endo)           
November 7, 2014  fri  

Practice Team Motivation —                                                                       
Building a Passionate Team That                                                              
Creates Enthusiastically Appreciative                                           
& Compliant Patients (5 CEU, 20%)                                                                 
Amy Morgan (Pride Institute)                                                                        
March 13, 2015  fri  

Pearls in the Backyard  (7 CEU, core)
SDDS Members                                                                         
April 24, 2015  fri  

California Dental Practice Act,                                                                             
OSHA Refresher &                                                   
Infection Control (6 CEU, core)                                                               
Leslie Canham, CDA, RDA
May 22, 2015  fri  

LR

LR

4 CEU, core • SDDS Classroom

cpr renewal

November 14, 2014  fri                                                            
8:30am-12:00pm 
                                                                                                                
January 21, 2015  wed                                                                                     
6:00pm-9:30pm 

April 18, 2015  sat                                                                                        
8:30am-12:00pm 

LR

lunch & learn
2 CEU, core • 11:30am–1:30pm • SDDS Classroom                                                         

Crown Prep, Common Pitfalls &                  
Prep Design
Dennis Amatulli, CDT
October 1, 2014  wed                                                                  

The ABCs of Curing Composites
Jim Hillier, Dentsply Caulk
November 19, 2014  wed                                                          

OSHA Labelling Laws &                                         
Hazard Communications                                                                                             
Marcella Oster, RDA                                                                                                                   
May 6, 2015  wed                                                                                      

hr webinars
1 CEU, 20% • Noon–1:00pm • Call from home or office                                                         

Presented by the California Employers 
Association (CEA) 

Please see page 24 for HR Webinar topics  
and dates. 

Please see sdds.org or registration forms 
for more information about all programs. 

Annual Holiday Party, 
Installation of Officers   
Dec 9, 2014

Swing for Smiles                              
Golf Tournament
May 8, 2015

special events
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President’s Message

I  hope everyone had a wonderful summer! Yes, 
we are more than halfway through 2014!  In 
preparation for this issue, I have been giving 

the R word a lot of thought. Retirement?  Yikes.     

Well, I’m a planner.  But I worry, as many of 
you do, that I am not saving enough.  Will I be 
prepared?  Will I be able to enjoy my retirement?  

My thoughts are as follows:
• Get great advisors

• Work at your hobbies

• Stay fit

• Play

I was at an event recently at the Crocker Art 
Museum taking a docent tour and I remember 
what the docent repeatedly said, “life is 

temporary and these paintings focus on the 
fleeting aspect of life.”  Hmmmm.  Yes.  Maybe 
we should all focus on the temporary aspect of 
our lives.  Prepare for the future, but live in the 
present.  So, I am saving for retirement every 
month AND living my life without regrets.  
Build your nest egg, but have some fun!  

My philosophy: 
• I can’t take it with me

• Retirement is no fun when I have nothing 
to do and no one to do it with

• Work keeps me young

Don’t wait to go on an adventure.  Remember the 
Disney story “UP”?  When retirement arrives, I 
hope my bucket will be half full instead of half 
empty.  WHY wait to enjoy life?   

By Kelly Giannetti, DMD, MS
2014 SDDS President

Why Wait to Enjoy Life?
build your nest egg, but have fun!
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bring your whole  
staff and save!

early bird 
discount through                         
november 1, 2014!

watch for 
registration in                     

the mail!

Registration 
front office bootcamp!

• Stop Faxing & Start Emailing 
Securely!

• Dentistry & the ICD-10

• Attitude Makes a Difference

• Time for a Website Checkup!

• Technology in the Front Office

• Create a “Magic Moment” for 
Your Patients

• Is Your Office Party Ready?

New this year
30 Exhibitors                      

already signed up!

15 total CEU! 

31 speakers getting 
their best material 

together!

Expo Market Front Office Bootcamp The Bounty

Prepare for 
the future,  but 

live in the present.  

save the date!
February 19 & 20, 2015
sacramento convention center
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Cathy’s Corner

By Cathy B. Levering
SDDS Executive DirectorBack to...

School. Work. Schedules.                          
Meetings. Structure.

A  h, September! Same ol’ thing? Not on your life!  I am so excited 
about the upcoming year! We’re trying many new things (and all 
that you asked for!):

• Wednesday night CE programs, as well as Fridays (and, of course, 
our General Meetings with 3 CEUs)

• Friday, Saturday and Wednesday night CPR Renewal Courses

• Front Office Bootcamp at Midwinter Convention & Expo

• Lots of practice management courses

• Exciting Business Forums (September is what you asked for: 
Embezzlement!)

• Lunch & Learns for docs and staff

• QuickBooks for the dental office

• Our NEW website, launching in September!

• And the fun stuff too: golf, baseball, Broadway

I am so thankful that we are an organization that continues to listen to what 
our members want. We are always making changes - it keeps us interesting, 
interested, involved and engaged. And it keeps us at SDDS excited to try new 
things. Thanks to the Executive Committee and Board, the CE Task Force 
and Focus Group (chaired by Dr. Carl Hillendahl), and all our our leadership!

And welcome to new staff members Justine, Heather, Shelly, Lacey, Hilary 
and long-time staff member, Julia (she is about to celebrate her one year 
anniversary at SDDS!    

business forum
6:30pm–9:00pm • SDDS Classroom • No CEU

Embezzlement —                                                                                     
How to Tell, Protect, & Avoid (For doctors only)
Presented by:  Susan Gunn (Susan Gunn Solutions) 

Thursday, September 11, 2014
$69 Member Price

You asked for it!
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A s we head toward a jam-packed program year, I 
am pleased to introduce you to our new SDDS 
staff members. We’ve spent all summer training, 

reorganizing, “changing it up,” planning, reinventing, and 
evaluating; we are all so excited to present many wonderful 
events, programs and projects. I can honestly tell you that 
these ladies are looking forward to meeting you all and enjoy 
all that SDDS and our Foundation offers for our members 
and our community!    - Cathy

Shelly Farrand 
Office Manager                   

I was born and raised in Woodland and have 
two wonderful children, Kayla, 22, Mason, 13, 
and a Golden Retriever, Belle. Over the years, I 
have been the volunteer queen:  PTA President, 
FFA Booster’s chaperon and  have served on the 
Yolo County 4-H Board for over 7 years. I love 
the outdoors and in my free time I hike. At SDDS, 
I  manage the everyday office duties, including 
mail, invoices, phone calls, and supplies. I am the 
contact person for the SDDS classroom rental. 
I oversee copying forms for mailings and The 
Nugget. I do database updates, registration for 
meetings and classes and take care of any items 
for sale. I send out Committee meeting invites 
and DMD registration email reminders. One of 
my main jobs is to refer our SDDS dentists!  For 
The Foundation, I manage Crowns for Kids and 
also prepare In Memoriam, Spirit of Giving, Gifts 
of Love and grant cards and thank you letters. I 
love to see the difference the Foundation makes 
in people’s lives. 

Heather Hoskins
Programs & Vendor 
Coordinator                 

I received a B.A. in Journalism in 2005 
from CSU Monterey Bay, followed by a 
Search Engine Master Certification from 
Search Engine Academy Northwest in 
Portland, OR.  I’ve spent my post collegiate 
career, minus a few months of maternity 
leave, supervising marketing teams in 
China and managing all SEO aspects on 
hundreds of websites worldwide.  Now as 
the new Program and Vendor Coordinator, 
at I’m excited to have my hands on all the 
wonderful programs that are offered here 
at SDDS.  I’ve been introducing myself to 
our current vendors and plan to bring in 
some new vendor members as well. I’ve 
only been here a few short weeks, but 
it feels like a lot longer (in a good way).
It’s been great getting to know the staff, 
the members and the vendors.  I look 
forwarded to meeting everyone in person 
over the next few months. 

Julia Marino
Publications & Website 
Manager/ Graphic Designer                                         

I am excited to celebrate my one-year 
anniversary at SDDS this September (and 
not just because I get the preferred parking 
spot!) I love my job as Publications Manager 
because I get to gather, package and share 
your inspiring stories with the community. 
In collaboration with the talented Editorial 
Advisory Board, I enjoy carrying on the 
long tradition of producing the magazine 
that you hold in your hands right now! 
I am also excited to be managing the 
design and development of the brand new 
SDDS website (which launches this month) 
and editing a Foundation video.  Before 
moving to California almost five years ago, 
I received an M.A. in Multimedia from Ohio 
University, where I also studied journalism 
and Spanish. I come from a Midwest family 
of apple farmers and doctors, so I feel right 
in my element planting seeds for our next 
convention: “MidWinter Market: Fresh from 
the SDDS Farm!” 

Lacey Leeper
Membership Manager / 
Executive Assistant                  

I am happy to be a recent transplant to the 
Sacramento area.  I used to commute to Napa 
for my previous job where I was an Escrow 
Assistant. I fortunately was able to join this 
fabulous team and am now the Membership 
Manager at SDDS. I welcome and help new 
doctors sign up for the tripartite membership 
with ADA/CDA and SDDS and make sure they 
get signed up for all the CE courses! CPR and 
Peer Review are additional programs that I 
oversee and have really enjoyed getting to know 
the members. For the Foundation, I assist with 
the placement of adults that need treatment 
through the Smile for BIG Kids program. It is 
truly amazing and inspiring how generous all 
you doctors are when lending your specialty 
and treatments to people in need. It is an honor 
to participate in this program and provide the 
community with such a great service.  With just 
six months under my belt here at SDDS, I have 
learned more about dentistry then I ever thought 
I would.  I look forward to many more years of 
learning and getting to know you! 

Justine Parker
Programs & Member Recruitment                    

I am a graduate from Azusa Pacific University with 
a B.A. in Communication with an interpersonal/
organizational emphasis.  I recently moved back 
to my hometown of Elk Grove and love living in the 
Sacramento region.  I am also a new mother to a 
wonderful Siberian husky who is only 5 months 
old. I love being outside and staying active with 
family and friends. I am thankful to be a new 
member of the SDDS team, working as one of 
the program coordinators and in new member 
recruitment. Planning events is a big passion of 
mine, so being able to do that every day in my 
job is truly a blessing. I am communicating with 
all of the speakers for each program to make 
sure it runs smoothly each time.  We are starting 
a brand new member recruitment process so 
new graduates look out, we are comin’ for ya!  
Finding new members to join our wonderful 
society is top priority and will be part of my day 
to-day mission. 

Hilary Johnson
Smiles for Kids Coordinator / 
Member Liaison

Working for the California Army National 
Guard for over four years as the GI Bill 
Manager, I enjoyed assisting soldiers with 
their education and applying my extensive 
program knowledge to each situation. As 
the new Member Liaison and Smiles for Kids 
Coordinator, I am excited about working with 
such incredible members and being able to be 
a part of the generosity and kindness that is 
the Smiles for Kids program. I also manage the 
Job Bank, as well as registrations and member 
inquiries. I am thrilled to have joined such an 
amazing team and that I get to work for the 
best members one could ask for! 

Introducing                                   
The New SDDS Staff!
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Knowyou should

CDA reminds dentists there’s no 
paperless mandate coming in 2015 

For more important information,  
watch your fax machine and email,                                                                                 

or visit www.sdds.org

CDA X-Ray Tip 

By Hilary Johnson, SDDS Member Liaison 

The CDC has declared that prescription drug abuse is an epidemic 
in the Unites States. As a prescriber, what can one doctor do to 
prevent the further spread of prescription drug abuse? The California 
Department of Justice has an answer! The Controlled Substance 
Utilization Review and Evaluation System (CURES)/ Prescription Drug 
Monitoring Program (PDMP) system allows prescribers, pharmacists, 
law enforcement, and regulatory boards to access timely patient 
controlled substance history information.  If you think your patient 
may be a drug seeker, you can look him up in the CURES/PDMP 
database and the data may help you determine whether or not you 
want to prescribe to that patient.

SDDS has been getting an influx of calls wondering how to identify 
drug seekers and disseminate that information. Due to HIPAA 
regulations, neither doctors nor SDDS can release any patient 
information without the patient’s consent, unless the organization 
is working under the direction of law enforcement. Thankfully, 
the CURES/PDMP system allows prescribers to make informed 
decisions regarding their patients’ needs and avoid prescribing 
unnecessary medicines.  We would like to encourage all of our 
members to register for access to the system. 

In order to access the CURES/PDMP database, you must register. 
There is no charge! Visit aaicures.com/register.for.access.php and 
follow the instructions to register! You must mail a notarized copy 
of your DEA Registration, CA License and state-issued ID after you 
complete the electronic registration. We believe our members are 
the best dentists in the region, and we want to provide you with the 
best tools for your arsenal. CURES registration will be mandatory by 
Jan. 1, 2016 for all prescribers registered with the DEA.

If you discover a drug seeker, you can report it online at www.deadi-
version.usdoj.gov/rxaor/ or you can call 1-877-RX-Abuse. Identify-
ing and denying just one drug seeker may be preventing a death! 

CURES Update

Reprinted with permission from CDA Practice Support..

The X-ray machine owner is responsible for reporting the purchase, 
transfer, sale, or disposal of radiographic equipment to the state 
Department of Public Health. A form plus evidence of the purchase, 
transfer, sale, or disposal must be provided to the department.  

Reprinted with permission from CDA.

SCDA Practice Support has received an increase in calls regarding 
the so-called “paperless mandate.” The calls are coming from 
dentists who were told by other dentists that the deadline to switch 
to dental electronic health records (EHR) is coming in 2015.

CDA reminds dentists that there is no requirement for dental practices 
to go paperless. There is an incentive program for Medicaid/Medicare 
providers to convert to electronic health records, however. Dentists 
who bill Medicare and who do not convert to EHRs will eventually 
see reduced payments for services.

Those Medicare payment reductions will begin in 2015. This will 
happen for most providers who are eligible but choose not to 
participate, according to the ADA. The ADA says, “The reductions 
will be enforced at the rate of 1 percent beginning in 2015 and will 
increase by 1 percent per year to a maximum of 5 percent.”

Dentists who do not participate in Medicare and are not eligible to 
participate in the incentive program.

EHRs are changing practices rapidly as related to benefits and 
clinical operations. There are many options in terms of vendors and 
software offerings in addition to the federal EHR incentives, new 
Health Insurance Portability and Accountability Act (HIPAA) rules and 
the push to move everything to the cloud.

For dentists who are making the transition to EHRs, CDA has the 
following resources available: The Dental Software Evaluation and 
Selection Checklist, Dental Software Contracts Checklist and Dental 
Software Implementation and Training Checklist. These resources 
prompt dentists to consider how they may address issues that 
arise during the software implementation phase. A veteran in the 
information technology profession and several electronic health 
experts developed the checklists.

Member dentists can find these resources by typing in the names 
of each resource in the Search Resources box on cda.org/
practicesupport. 
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You are not a market segment.

You are a dentist deserving of an insurance company relentless in its 
pursuit to keep you protected. At least that’s how we see it at The Dentists 
Insurance Company, TDIC. Take our Risk Management program. Be it 
seminars, self-study options or our Advice Line, we’re in your corner every 
day. With TDIC, you are not a sales goal or a statistic. You are a dentist.

Protecting dentists. It’s all we do.®   
800.733.0633 | tdicsolutions.com | CA Insurance Lic. #0652783

Endorsed by the  
Sacramento District 
Dental Society



In my answer to my economist friend, I first had to 
explain that my employees are very well paid. If they 
weren’t, they would not be my employees. In fact the 

reality in my office: I work for them. I would imagine 
that in Mexico dental staff are not very well paid.  They 
probably don’t need to be, at least at the level our staff 
needs to be paid. A few months ago I was in Cabo San 
Lucas. In discussion with a local, he was marveling that 
he had heard that in Modesto, someone could make eight 
dollars an hour. He related that here in Cabo, for the same 
work you were lucky to make eight dollars a day. Little 
did he know that you couldn’t really live on eight dollars 
an hour here. 

Here are a few big differences between our way of pro-
viding health care compared to foreign providers:   We 
spend a lot of time supporting our communities; We pay 
lots of taxes, and increasingly more creative taxes; We re-
treat when necessary and we learn from the experience; We 
support our professional associations with both time and 
money for the good of the communities we serve; And, 
unlike foreign dentists, we buy liability insurance.

At the end of the day I need to take home a paycheck. After 
paying my education loan, my office loan, all of my over-
head, my equipment and supplies, my dental labs, and my 
liability insurance, (foreign dentists don’t need to get liabil-
ity insurance), there needs to be something left to support 
the simple way of life I have invested so much of my time 
and resources to have. Since the government has chosen to 
take half of my paycheck, this puts even more pressure on 
my fee schedule. If there isn’t a profit in this way of doing 
business, it makes no sense to do this business.

 Finally, and of great importance to me, I need to retire 
some day. In order for me to retire, I need to put away 

something at the end of each and every year. How much? 
I don’t know. How long will I need it? I don’t know. What 
I do know, is that compared to a retired state or local 
retiree, no one is going to send me a check every month 
for the rest of my life, however long that will be. Those 
folks have as their only concern, how to spend this months 
check. There will be another one just like it next month.  

When I was just starting 
out, we were advised that 
we would need about $1.5 
million in savings to pay for 
the retirement years. This 
would require a substantial 
contribution to a pension 
plan, and some sound 
investment programs with 
compounding growth. 
Sound investment requires a little risk, and there will 
always be a down side. One tenth of one percent in a safe 
bank savings account will not cover you. My friend, the 
economist, could probably calculate out, (many have done 
this) how much needs to be saved and what kind of return 
is necessary for a retirement, 20, 30, or 40 years from now. 
I can guarantee that it will be a lot more than $1.5 million. 
A can also say that the annual contribution to a pension 
account or other savings method will need to be a lot more 
than I have been able to squeeze out in my 40 years of 
practice. And don’t forget: Whatever you save, multiple 
government schemes will take half of it when you access 
your pension savings. So you will probably need more. 
You might have noticed that the topic for this months 
Nugget is focused on figuring out how to prepare for the 
retirement in your future. 

From the Editor’s Desk

By Bevan Richardson, DDS
Associate Editor
Editor Emeritus

A few weeks ago I was at dinner with a few friends when one of the guests, an economist 
who teaches at a local community college, asked me, “Why is dentistry so expensive?”. I 
had quite a lengthy answer. And I started with a comparison with a place in which dentistry 
is not so expensive: Mexico. Our expenses differ very much from those of Tijuana or Juarez. 
As you may know, many Americans get Mexican dentistry. I have seen my share and I have 
often said, “I would never have done that and I can’t fix it.”     

On the Cost of Doing Business                                

When I was just 
starting out,  we were 

advised that we would need 

about $1.5 million in savings to 

pay for the retirement years.  

LINK OF THE MONTH!  www.biddingforgood.com/smilessacramento

www.sdds.org • August / September 2014  |  9



In 1789 Benjamin Franklin wrote to his friend, Jean-Baptiste LeRoy, that 
although the new U.S. Constitution looked as if it would be permanent, 
“in this world, nothing can be said to be certain, except death and taxes.” 

In today’s world, one more thing is certain or at least very likely—that despite 
our best efforts, each of us will live beyond the point where we can continue 
performing the work we do to support ourselves, and it will be time to retire. 
Depending on how well we plan and prepare, retirement can be a time of 
reasonable comfort and security.  

In choosing a retirement plan, you should ask yourself two questions: “What 
kind of lifestyle do I want to lead after I retire?” and “Based on my current 
lifestyle, how much money can I put away?” Your answers will tell you how 
much you need to save and what type of retirement plan is best for you.

By Craig Fechter, CPA 
President of Fechter & Company CPAs                   
(SDDS Vendor Member)

Living the Life
After retirement

TRANSITIONSPENSION PLANNING
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Individual Retirement Arrangements 
The most basic plan available to a person who has 
earned wages or business income is called an Individual 
Retirement Arrangement, or IRA. The most popular 
types are the traditional IRA and the Roth IRA, both of 
which are available to everyone, and easy and inexpensive 
to set up and use. However, there are some differences 
in the two accounts: Under the traditional IRA account, 
contributions may be tax deductible, and growth in 
the account is tax free. Under the Roth IRA account, 
contributions are not tax deductible, but distributions at 
retirement age are not taxable.

One disadvantage to the IRA is that the maximum you can 
contribute to your account annually is $5,500—or $6,500 
if you are older than 50. Another disadvantage is that an 
IRA does not enjoy some of the creditor protections that 
other types of pension plans enjoy. But the greatest point 
to consider is that with its low contribution limits, an IRA 
will probably not yield the income you need to maintain 
the retirement lifestyle you want. Other types of plans will 
provide you with greater contribution options.

Simplified Employee Pension
If you are self-employed and file a schedule C with your 
income taxes, you can choose a Simplified Employee 
Pension. Under this type of plan, you can contribute 
as much as 25 percent of your net earnings from self-
employment up to $52,000 for the 2014 year. You are 
not required to match for employees, and you are not 
restricted from changing your contribution from year to 
year. But you still may not choose this plan, because it 
does not enjoy some of the creditor protections offered by 
other types of plans. 

Employee Retirement Income Security Act

If you are a small business owner, you might opt for one 
of the plans available under the Employee Retirement 
Income Security Act, or ERISA. These plans allow for 
larger contributions and provide more stringent creditor 
protection. One of the most popular ERISA plans is the 
401(k), named for its IRS Code Section. 

If you are your own employer and you are incorporated, you 
are probably paying yourself a W-2 wage. Under a 401(k) 
plan, you may put up to $17,500 into your retirement 
account instead of reporting the money as taxable wages. 
The effect is a salary deferral,  or tax deduction, of the 
amount you contribute, which will likely mean a significant 
tax savings. You can also set up your 401(k) in a way that 
allows you to make matching contributions, which will 
mean additional assets to your plan and further tax savings.   

Finally, ERISA 401(k) plans are protected from all forms of 
creditor judgment, whether they result from a bankruptcy 
or a personal injury lawsuit. 

Craig R. Fechter, CPA, is President of Fechter & Company, 
CPAs located in Sacramento, CA and has developed a 
number of firm specialties including pension planning, 
audit/review/compilation services, and tax compliance and 
consulting. Craig has been an adjunct faculty of accounting 
at American River College and is presently teaching a 
business tax course for UC Davis Extension. He recently 
assisted UC Davis staff in developing the course material, 
learning objectives and course outline for this course. 

Depending on how 
well  we plan and prepare, 

retirement can be a time of 

reasonable comfort and security.  
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Many professional groups have designed 
and are funding their 401(k) profit 
sharing plans in a way that the owner-

professionals are “maxed out” at the defined 
contribution plan limits. Under such a plan, the 
Code limits the compensation that each participant 
may defer for a year (i.e., $17,500 for 2014) as well 
as the overall contributions (elective deferrals and 
employer contributions) and forfeitures that may 
be allocated to a participant’s account for a year 
(i.e., $52,000 for 2014). A plan can allow additional 
elective deferrals for a participant who is at least age 
50 that do not count against these limits (e.g., an 
additional $5,500 for 2014).

Under a defined benefit plan, however, the limits 
are described in terms of the benefits that may be 
paid by the plan at normal retirement age. Generally 
speaking, the maximum benefit that may be paid by 
the plan at normal retirement age (usually age 65) to 
a professional would be the value of a life annuity in 
the amount of $210,000 for 2014. 

This dollar amount is indexed for inflation and will 
increase in the future. The dollar limit is reduced 
if the normal retirement age under the plan is less 
than 62 or if the participant does not have at least 
10 years of participation in the plan.

Because the maximum benefit under a cash balance 
plan is described in terms of the maximum amounts 
of money that can be taken out of the plan at normal 
retirement age, rather than the amounts of money 
that must be contributed to fund that benefit, it is 
possible to design the cash balance plan so that the 
annual “cost” per participant of funding the plan 
far exceeds the $52,000 annual per participant 
contribution limit for a defined contribution plan. 
It is even possible for an employee to participate in 
a defined contribution plan up to the maximum 
$52,000 level and participate in a cash balance 

plan at the maximum benefit level. (Note, however, 
that the limits on an employer’s tax-deductible 
contributions where the employer maintains both 
types of plans may preclude such an arrangement.)

Depending on the demographics of the group 
(i.e., the ages, compensation levels, and number of 
owner-professionals, other highly-paid professionals 
and the non-professional support staff), it may 
be possible to design a cash balance plan that 
provides for very high levels of “contributions” 
to each participant’s cash balance account or for 
different levels of such “contributions” for different 
participants. For example, it may be possible to 
establish “contribution” levels such as $10,000, 
$25,000, $40,000, $60,000, and $75,000 or even 
more in some cases. 

What is a Cash Balance Plan and                                   
How Does it Work? 
A cash balance plan is a type of defined benefit 
plan that, to some extent, mimics the features of 
a defined contribution plan. Under a cash balance 
plan, a “hypothetical account” is established for 
each participant and the value of this hypothetical 
account determines the benefit that the participant 
will receive from the plan. In most cases, two types 
of credits are added to the hypothetical account 
balance:

1. Hypothetical pay credits – usually expressed as 
a percentage of annual compensation or as a 
fixed dollar amount (i.e., the “contributions” 
mentioned above); and 

2. Hypothetical interest credits – expressed as an 
annual percentage of the hypothetical account 
balance.

In order to understand how a cash balance plan 
works, it is helpful to compare it with the type 
of plan that most professional groups already 

By Jeffrey C. Chang and 
Kenneth W. Ruthenberg Jr. 

Professionals Can “Cash In”
With Cash Balance Plans
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maintain – a 401(k) profit sharing plan. A 
401(k) profit sharing plan is a type of defined 
contribution plan. Under such a plan, an 
individual account is actually established 
for each participant and that account is 
credited with a combination of employer 
contributions (and in the case of 401(k) 
plans, employee salary deferrals), forfeitures, 
and investment earnings and losses. Most, 
but not all, defined contribution plans provide for participant-
directed investments of these accounts. Because each participant’s 
benefit under this type of plan is equal to the vested portion of the 
participant’s account balance, the participant bears the risk of the 
plan’s investments. In other words, if the investments attributable 
to a participant’s account cause it to lose money, the participant’s 
benefit will become correspondingly smaller – the employer is not 
guaranteeing any portion of the participant’s benefit.

On the other hand, a defined benefit plan (including a cash balance 
plan) is designed to provide a “guaranteed benefit” to each participant. 
Generally speaking, a participant’s benefit under a defined benefit 
plan is expressed in terms of an annuity, or a stream of income, 
for the life of the participant. In the case of a cash balance plan, 
the participant’s hypothetical account balance must be convertible 
to an annuity. Assuming that the plan is properly funded and the 
participant continues to work until normal retirement age, the 
participant will be eligible to receive the promised annuity or, in 
most cases, a single sum payment that is equal to the participant’s 
hypothetical account balance.

The benefit payable from a defined benefit 
or cash balance plan is not dependent on 
whether the plan’s investments experience 
a particular rate of earnings. The benefit 
payable under the plan is “guaranteed” by 
the employer (by making sure that the plan 
is adequately funded) and the employer 
bears the risk of the plan’s investments. 
For this reason, the plan assets may not 

be invested on a participant-directed basis and are instead invested as 
a single, commingled pool. If the plan’s investment results are better 
than the actuarial assumptions, the plan will have an “investment gain” 
and, over time, the employer may contribute less to the plan in order to 
fund the promised benefits. However, if the plan experiences rates of 
return that are lower than the actuarial assumptions, the employer will, 
at some point, have to contribute additional amounts to the plan in 
order to fund the promised benefits.  It is very important for employers 
considering these plans to understand how they can control the risks 
associated with such “guaranties.”

If a potential participant in this type of plan has any questions or 
concerns, an attorney who is experienced with this mode of retirement 
planning should be consulted.  Your consultation team should consist of 
an actuary, a third party administrator, the consultants that you use for 
your existing profit sharing plan, and an employee benefits attorney.  

Jeffrey Chang and Kenneth Ruthenberg are employee benefit lawyers 
practicing at Chang, Ruthenberg & Long. Their practice includes 
401(k), profit sharing, pension, and deferred compensation plans for 
government agencies, for-profit companies, and tax-exempt entities. 

It is very important for 
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You are wise to be looking down the road toward your 
retirement, and you’ve probably already asked yourself how 
much money you’ll need to fund a reasonably comfortable 

lifestyle. While there are many variables to consider, experts do offer 
some guidelines for calculating the savings you should have by the 
time you’re ready to retire.

The general rule is that you should plan on being able to live on 4% 
annually of your retirement fund, plus your Social Security benefits, 
until the end of your life. To make that possible, you should be putting 
away money at the end of each year, preferably in a tax-deferred 
account. You’ll need to save the equivalent of your yearly salary by 35, 
three times your yearly salary by 45, and eight times your yearly salary 
by 67. Some experts recommend putting away as much as 12.5 times 
your annual salary. For the great majority of people, a fund this size 
is achievable only by a combination of saving and tax-free investing.

Some simple math will tell you how much you’ll have to live on. 
Start with the amount you have saved, and then multiply that 
number by .04. Then add your anticipated Social Security payment. 
Now, subtract your taxes and you’ll have an annual income of roughly 
$27,920, or about $2327 per month (see example on right.)

Some experts say that if your calculated retirement income doesn’t 
equal 75-85 percent of your pre-retirement income, you’ll need to 

alter your standard of living. However, that depends on how long you 
expect to live after retirement, and your current lifestyle. You should 
also keep in mind that the value of your savings can fluctuate with 
the economy or changes in the stock market.

Many seniors opt to postpone retirement, either because they need 
the income or because they enjoy their work. For example, when I 
reached age 70, I was advised to start withdrawing 4% of my pension 
savings. I also receive Social Security each month. Although I could 
live on the total after taxes, I wouldn’t be comfortable, so I continue 
my dental practice, drawing a paycheck and contributing to my 
pension account. Since I enjoy what I do, my strategy is to keep 
working until someone says I can’t. 

Dr. Bevan Richardson is Past President of SDDS. 

By Bevan Richardson, DDS
Associate Editor
Editor Emeritus

Your Retirement Fund-
How much will you need to save?

TRANSITIONSPENSION PLANNING

Amount saved by retirement $500,000

Times what you should withdraw from this each year x .04%

Per year, this equals a draw of = $20,000

Plus average Social Security payment  (If there is one) + $15,600

Equals annual total retirement income $35,600

Minus taxes of 30% - $7,680

Retirement Income $27,920

14  |  The Nugget • Sacramento District Dental Society



By Bevan Richardson, DDS
Associate Editor
Editor Emeritus

When Your 401(k) Plan                                 
Is not enough

The 401(k) plan is a great tool to save for your retirement. It 
offers flexibility in funding each year, it’s easy to understand, 
and the cost of administering them is relatively affordable. 

Each year, and individual can fund up to $52,000 ($57,500 if age 
50 or older) through a combination of 401(k) contributions and 
employer contributions. 

However, for those practitioners who need higher tax deductions 
or have delayed saving for retirement, the defined benefit plan may 
be the answer. This article will focus on a specific type of defined 
benefit known as the “Cash Balance Plan.”  This type of plan can 
be standalone or as a combination with your existing 401(k).

DC vs DB
Let’s first compare the Defined Contribution Plan (the 401(k)) 
with its counterpart, the Defined Benefit Plan (see chart below). 
In a Defined Contribution Plan, money is funded to the plan 
each year on a discretionary basis. Whatever these contributions 
and investment earnings grow to will ultimately determine how 
much is available to you at retirement age. In a Defined Benefit 
Plan, the amount available at retirement is stated, and then we 
work backwards to determine the funding each year. The current 
maximum benefit in a Defined Benefit Plan is an annual payout 
of $210,000. In order to payout the maximum benefit, the plan 
assets at age 65 would need to be approximately $2.5 million.

Because in a Defined Benefit plan, we are funding for a stated fu-
ture benefit, the plan sponsor is on the hook to add more money 
if investment performance is lower than expected. This is why 
we say that in a Defined Benefit Plan you, the plan sponsor, bear 
the investment risk.

Cash Balance Plan
Let’s first compare the Defined Contribution plan (the 401(k)). 
This is a type of Defined Benefit Plan where we can state the annual 
addition to each person as a fixed dollar amount. For example, 
shareholders will receive an annual contribution of $100,000 and all 
staff employees will receive an annual contribution of $1,200. This 
plan is easier to understand than the traditional Defined Benefit 
Plan as we are allowed to state the contributions as a fixed dollar 
amount. Each year, the participant accounts grow by the fixed 
rate interest credit stated in the plan, typically 5 percent. When 
an employee terminates, the value of the payout is the hypothetical 

account balance, which equals the sum of all contributions plus 
the interest credits. Again, this is much easier for employees to 
understand than in the traditional Defined Benefit Plan.

Who is a good candidate?
This is a fixed liability, so companies should have predictable cash 
flows and sufficient profits to cover the funding costs. A stable 
work force is ideal, as this leads to more predictable outcomes.

If the business owner is older relative to staff employees, the plan 
will be more cost-effective. 
Owners under the age of 45 are 
not good candidates for a Cash 
Balance Plan.

This is a potential buy-out 
tool. If you are older and 
transitioning your practice 
to a younger owner, a Cash 
Balance Plan could be set up to 
primarily benefit you, exclude 
the buyer, and set aside a pool 
of tax-deferred assets funded 
through the business profits.

If you have delayed saving but are now in a financial position to 
make higher contributions, this is also an excellent option.

How to get started
Decide how much you can afford to save. Talk to your accountant 
and make sure they agree that this would be a good idea. Then, 
talk to your 401(k) administrator and ask them for an illustration. 

Your team should consist of your CPA, your third party 
administrator/actuary, your financial advisor, and benefits attorney 
if applicable. All of these parties should be involved in the design 
and implementation of this plan. New plans need to be in place by 
the last day of your tax year, typically December 31. 

Richard Searle is an Enrolled Retirement Plan Agent at 
Atteberry/Searle, Incorporated in Sacramento. For more 
detailed analysis and information visit:   attsea.com/
downloadforms/CashBalance.pdf. 

By Richard Searle
Enrolled Retirement Plan Agent                                            

TRANSITIONSPENSION PLANNING

Defined Contribution Defined Benefit

Flexible funding Not Flexible

Contributions limited to 52,000 Contributions  can be much higher

Investment risk on employee Investment risk on plan sponsor

Simple to explain More complex

No actual work needed Requires certified actuary

Cheaper More costly

A Cash Benefit Plan  

could be set up to primarily 

benefit you, exclude the 

buyer, and set aside a pool of 

tax-deferred assets funded 

through the business profits.  
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Creating Your Own                                                
pension in retirement

Dentists wear many hats. Besides pro-
viding services that were the culmi-
nation of years of schooling and hard 

work, they are required to master the many 
facets of a successful, well-planned business. 
From employing and retaining high-quality 
skilled professionals, staying on the cutting 
edge of technology, to acquisition and financ-
ing of dental equipment or even commercial 
real estate. There is much to do. And equally 
important but somewhere down the list is the 
planning and implementation of a retirement 
strategy for a timely, comfortable retirement.     

One of the foremost objectives in planning 
for retirement is to create an income stream 
comparable to the one during peak working 
years in order to support an established or 
desired lifestyle. To accomplish this goal, 
there are the more commonly used retirement 
plans such as a Defined Contribution Plan 
(401(k)), or even a more basic plan such as a 
simple IRA. These plans are funded primarily 
by employee contributions with limited, if 
any, employer matching.  Generally speaking, 
these are relatively easy to set up and can be 
customized to cater to the employer’s needs. 
However, they offer lower contribution limits 
with retirement benefits that may be tied to 
market performance, making it difficult to 
provide consistent income in retirement. 

With the recent financial crisis and volatile 
market behavior over the past decade, a 
dental practitioner considering retirement 
in the next five to 15 years may be justified 
in seeking a more reliable and predictable 
source of retirement income. Sources of 
supplemental income such as social security 
benefits remain a conundrum and will most 
likely require a major overhaul. In addition, 
besides a pre-established, definite retirement 
income stream for herself and her employees, 
a dentist earning considerably higher income 

will most likely desire a plan that can offer 
substantial tax-deferral of current income. 

One likely solution is establishing a Defined 
Benefit Plan. A well-designed and well-funded 
Defined Benefit Plan may provide the security 
of a consistent retirement income stream, with 
income-deferral as high as in the six digits. 
Over the last few decades, corporate America 
has steadily moved away from offering defined 
benefit plans or even adequately funding the 
existing ones. It is not uncommon to hear of a 
corporate pension where the current liabilities 
were not funded adequately, resulting in work-
ers not receiving their promised benefits. Ac-
cording to Rob Kozlowski of Pensions & In-
vestments, for the first time since they started 
listing the largest U.S. retirement plans, not a 
single corporation made it to the list of the 10 
largest Defined Benefit Plans in the country.

In a world where pensions are becoming 
a thing of the past, a relatively smaller 
employer with a need for significant tax-
deferral of income, a Defined Benefit Plan 
can offer that customized approach to plan 
for a steady and comfortable retirement.

One of the most powerful features of such 
a plan is that it is designed with the end 
result in mind. A set benefit in retirement 
years determines the amount of current year 
contribution, which are adjusted annually as 
needed to stay on target with the end goal. 

The contribution limits can be significantly 
higher than defined contribution plans, de-

pending on actuarial calculations and the 
unfunded liabilities for the plan. These high 
contribution limits allow significant income 
tax-deferral, making it an appropriate option 
for a dentist in her peak earning years looking 
to defer taxes on current income. 

The potential for higher annual contributions 
also makes these plans an attractive choice 
for the dentist in her 50s who is perhaps get-
ting a late start and is looking to “catch up.”  

One of the downsides of such plans is their 
complexity and higher cost. Actuarial calcu-
lations must be performed to determine the 
funding levels, adding to the administrative 
costs. Besides the annual funding require-
ment, a Form 5500 with Schedule B must be 
filed with the IRS annually.  

The plan is funded by employer contribu-
tions which must be made annually and for 
all eligible employees. However, the amount 
is commensurate with the participant’s age, 
retirement age and compensation. 

In spite of the potent features, Defined Benefit 
Plans tend to be under-utilized in the industry. 
With proper monitoring and funding, they 
can serve as an effective vehicle to implement 
a plan for steady income stream in retirement 
years over a relatively short period of time. 
Please consult with a financial professional to 
learn more and to see if a defined benefit plan 
will be a good fit for your practice. 

Rashida Lilani is a Certified Financial Plan-
ner™ practitioner and Principal of Lilani 
Wealth Management. She has addressed au-
diences in both the public and private sectors, 
including the CDA, National Guards, Money 
Wise Women Conference and Chapman Uni-
versity. Rashida has over 14 years of experi-
ence assisting individuals and business owners 
accomplish their and retirement goals. 

A Defined Benefit Plan 
can offer that customized 

approach to plan for a steady 

and comfortable retirement.

TRANSITIONSPENSION PLANNING

By Rashida Lilani, CFP®, CMFC®
Principal, Lilani Wealth Management                                                   

(SDDS Vendor Member)
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Your Trusted Source For:
	 •	Commercial	RE	purchase
	 •	Construction	
	 •	Business	acquisition	or	expansion	
	 •	Equipment/Inventory	purchase	
	 •	Refinance	
	 •	Working	Capital

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

Keep	The	SBA	Loan...
Drop	The	Bank.

A Proud Vendor Member of SDDS since 2004
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You want to focus on 
dentistry. Not admin.

+ CLINICAL EXCELLENCE

Learn more about associate and ownership 
opportunities in our affiliated practices.

Visit: PacificDentalServices.com
Email:  joinpds@pacden.com
Call: 1-855-Join-PDS

“Ownership gives me the job security and autonomy that a private 

practice has, plus the support of a company that provides services from 

experts in the field. Ownership allows me to mold and build a practice 

the way I like it, with the staff that I choose, just like a private practice.”

-  Dr. Donald Foulk 
Owner Dentist

The more you
buy, the more 

you EARN!

member
rewards
SDDS
earn up to 5% 
IN CASH-EQUIVALENT REBATES

Start the year right with our exclusive 
rewards program for our SDDS members. 

Every purchase you make earns rewards!

Don’t wait - call now for more information 
and program details.
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Whether your dental practice is a sole-proprietorship, 
partnership, corporation or LLC, it is first and foremost a 
business. In building your business, one of the key elements 

is to establish a retirement benefits program that saves for retirement, 
reduces taxes, and entices and keeps good employees.

But who has time to seek out and assemble a “retirement team” that 
has your best interests in mind? Your retirement plan can be your 
greatest source of retirement income, along with your personal assets 
and eventual sale of your practice. It is the consideration of all income 
sources for retirement that makes retirement planning essential.

Therefore, it makes sense to consider your retirement plan consultant 
as the primary advisor in fitting the retirement puzzle together.  
In most cases, your retirement plan consultant is the Third Party 
Administrator. While not providing accounting, legal or investment 
advice, the retirement plan consultant can coordinate these specialists 
into to a team working for you.

With the recommendations of the assembled retirement team, and 
most importantly, your desired lifestyle at retirement, the retirement 

plan consultant can design and install the right type of plan or 
plans to accomplish your retirement goals. It may mean amending 
your current business sponsored plan to accept your IRA rollovers, 
Simplified Employee Pension Plan, and 401(k) Plan into one Plan, 
or establishing an additional Pension Plan such as a Defined Benefit 
Pension Plan or Cash Balance Plan.

As with any plan that extends over years, life brings its curves and 
surprises.  If you’re going to shoot at a target 35 years away, you need 
to realign the bullet from time to time. By working with your primary 
advisor, plans can be added, terminated, and amended as needed.  

And even after you’ve reached retirement age and are ready to retire, 
your primary advisor can continue to guide you through the maze of 
income streams that pay for your lifestyle and at the same time reduce 
taxes and the effects of inflation. 

Dennis Gacutan is the President of Consolidated Pension 
Consultants, Inc. (SDDS Vendor Member) and has over 34 years 
experience as a primary advisor, retirement plan consultant and 
Third Party Administrator. 

By Dennis Gacutan
President, Consolidated Pension Consultants, Inc.
(SDDS Vendor Member)

Solving the Retirement Puzzle   
with a Third Party Administrator

Consolidated Pension Consultants, Inc. 
Service Beyond Expectations

916.646.4900       cpc@cpctpa.com

CPC will make sure that your                        
retirement savings lasts forever.

• We will gather data to provide you with a 
complimentary customized Retirement 
Income Analysis  

• We will discuss and decide on conservative 
estimates specific to your personal situation

• We will be your guide whenever questions 
or concerns arise now or into the future

SDDS Member Benefit:  FREE Plan 
Installation to first 5 member dentists!

TRANSITIONSPENSION PLANNING

www.sdds.org • August / September 2014  |  19



VOLUNTEER
Opportunities

CDA CARES, POMONA                                                                            
November 21–22, 2014                                                                    
Pomona Fairplex 

CDA CARES, SACRAMENTO                                                                         
March 27–28, 2015                                                                                 
Cal Expo   

TO VOLUNTEER, CONTACT:  
Robyn Alongi (916.554.5305)                                                 
www.cdafoundation.org/cda-cares

                                                                              

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

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

SMILES FOR KIDS
VOLUNTEERS NEEDED: Doctors to “adopt” patients                                  
seen on 2014 Smiles for Kids Day  for follow-up care.

CONTACT INFO:  
SDDS office (916.446.1227 • smilesforkids@sdds.org)

Additional Information
   www.sdds.org

Gordon Stevenson, Senior VP
Real Estate Healthcare Specialist

Dental/Medical Office Building Sales/Leasing

“The Gordon Group”
Helping Those Who Help Others

Dental / Medical Office Buildings Available:

TRI Commercial - Roseville
gstevenson@tricommercial.com
916.677.8150   |   BRE # 01092461

AVAILABLE FOR LEASE  
6403 COYLE AVE., CARMICHAEL 

Gordon Stevenson, Senior VP 
Real Estate Healthcare Specialist 

Dental/Medical Office Building Sales/Leasing 

The Gordon Group 
Helping Those Who Help Others 

 
♦ 50 Years Combined Real Estate Experience ♦ 

(UNITED STATES DISABLED VETERAN OWNED BUSINESS) 
 

TRI Commercial 
2250 Douglas Blvd., Suite 200, 
Roseville, CA 95661 
916●677●8150 
gstevenson@tricommercial.com 
BRE Lic. #: 01092461 

AVAILABLE FOR LEASE 
1600 CREEKSIDE DR., FOLSOM 

• ±1,198 - ±8,191 Sq. Ft. 
• Located On Dignity/Mercy 

Campus 
• Private Balconies 
• Tenant Improvement Funds 

Available 

• ±1,449 & ±1,464 Sq. Ft. 
• Located On Dignity/Mercy 

Folsom Campus 
• Fully Built-Out Medical Office 
• Private Balconies 

 

Visit our website www.gordongrouphcp.com to view more properties. 

• 32 Years Real Estate Experience •
(UNITED STATES DISABLED VETERAN OWNED BUSINESS)

2233 Park Towne Circle, Sacramento

• ±2,250 Sq. Ft.
• High end Tenant Improvements
• Class A Medical Building

911 Reserve Dr., Roseville

• ±4,371 SF (divisible)
• Negotiable Tenant Improvement Allowance
• Located right behind “The Fountains”

5400 Park Dr., Rocklin

• ±4,592 Sq. Ft. - For Sale
• Building signage
• Walking distance to Rocklin High School

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

CONTACT INFO:  
Kathi Webb (916.743.5351 • kwebbft@aol.com) 

GOLD COUNTRY VETERANS 
STAND DOWN
September 16–17, 2014                                                    

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

CONTACT INFO:  
Ellie Ramsey (916.632.6000 • msellie@bigplanet.com) 
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$10,000

$5,000

$2,500

6:30pm • Hyatt Regency Sacramento

a gala to                                        
benefit the 

Sacramento 
District Dental 

Foundation

auction. dinner. 
dancing. 

$150 per person • $1500 per table

Online Auction

Runs through September 30!

Bid online now at:
www.biddingforgood.com/smilessacramento 

Live Auction Items include:
• 1-week stays at

• Whaler’s Cove in Kauai, Hawaii
• Seascape on Monterey Bay
• Dollar Point lake side home in Tahoe
• Incline Village condo in Tahoe

•  Exclusive golf for 4 at a mystery location

•  Art by world-renowned local artist Gregory Kondos

• Party for 20 at Matteo’s

• Web Development by Uptown Studios ($5,000 value)

Thank you, Sponsors!

Saturday, October 18, 2014

PATTERSON
DENTAL

Morgan Stanley

To attend, register online at www.sdds.org or call SDDS.

T here’s still time to attend the Gala! It will be a great 
evening with a short auction with awesome trips, 
condos, getaways, wines, and great other items, 

complimentary wine, gourmet dinner, and dancing to 
the J Rollerz Band!   
      – Dr. Kevin Keating, Foundation President  

Delta Dental Foundation

Analgesic Services
Heise & Alpha OMS
Merchants Bank
Sutter Community Foundation
Dr. Bev Kodama and Will Galloway
TDIC 
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Membership Appreciation Week 
August 4-8, 2014

It ’s just to say,“ Thank You!”

1. Dr. Marilou Tan (right) and her staff brought a carload.  
2. Dr. James Delehanty shreds; happy retirement!
3. Ginny Holifield, wife of Life Retired Member Dr. James Holifield, was part of the Auxiliary in the 

1960s. At the Retired Member Reception, she reminisces over old photos and minutes. 
4. Dr. Tania Nelson-Chrystal calls members to say, “Thank you for being a member!” at the SDDS 

Phonathon!
5. Drs. Leslie McIntyre (left) and Russell Perpall reunite at the Retired Member Reception.  
    

It was a first. What a great week we had reaching out and talking 
to our members! The purpose? Just to say “thank you.”

• We called nearly EVERY member; talked to 503 of you                                  
(33 percent) and left messages for 1180. 

• Forty retired members attended the Retired Reception; some 
haven’t been to anything SDDS in 30 years. Thanks for coming!

• 68 dentists shredded 629 boxes and 14 tons of paper

• Our SDDS members are the greatest!  Thank you again! 

1 2
3

4 5
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Do you “like” us?
www.facebook.com/sddsandf

AN ETHICAL  
DILEMMA

Ethical Dilemma #3 (Featured in May Nugget):

By Volki Felahy, DDS (Ethics Committee Chair)

Dr. Jones had quite a decision to make in how to treat the 
two emergency patients’ with similar treatment needs, one 
who had a HMO and one that was fee for service but the 
treatment plans presented to both patients were markedly 
different. The three possible answers that were presented 
for this dilemma were:

1) Go with the treatment plans as they are

2) Provide the same fixed treatment for both patients and 
absorb the costs, or 

3) Provide crowns for Sally (the patient with the HMO) but 
limit the amount of capitation patients you will see moving 
forward. 

What Would You Do?
Thank you to all members who answered “What Would You 
Do?” to  Ethical Dilemma #3. 

Here is the answer chosen by the SDDS Ethics Committee: 

The dilemma represents two major ethical issues, quality 
of care and fidelity. Quality of care in regards to treating 
patients differently due to their benefit plan reimbursement.  
If dentistry is to hold to the highest standard of quality of 
care this is an issue that needs to be kept in mind when 
contracting with an HMO or other dental benefit plans 
that may cause quality to decrease for financial gain and 
viability.  Fidelity, the second issue, as dentists it is our 
obligation to uphold our patients best interests.  

The best answer to be chosen for this dilemma is 2)  To do 
the same fixed treatments for both patients.

San Diego Dentist                                            
candidate for ADA 
President-Elect

Walk through any dental meeting with Dr. Carol Summerhays 
and you immediately know that she is someone special,” 
said Dr. Jean Creasey, incoming CDA Trustee from Butte 

Sierra. “To begin with, she knows absolutely everyone and she takes 
the time to talk with, and more importantly listen to,  all whom she 
encounters. It becomes obvious that Dr. Summerhays sincerely cares 
about our profession and the issues that it faces.”

Creasey’s sentiments are are widely shared, as Summerhays, a general 
dentist with a San Diego private practice, is a candidate for the office 
of ADA president-elect 2014. 

In addition to her role as the ADA Thirteenth District trustee, 
Summerhays has held numerous ADA leadership positions and 
has served on various committees, including strategic planning, 
compensation, governance, government affairs and new dentist. 
She also served as CDA President in 2009, and held many positions 
on CDA committees and councils, including the CDA Presents 
Board of Managers, and was chair of the CDA Foundation Board 
of Advisors and its initial comprehensive campaign that raised $24 
million in contributions and commitments. Her work also includes 
leadership positions with the San Diego Dental Society and the 
Academy of General Dentistry.

“As a private practice owner, I’m well aware of the challenges facing 
our profession today. This opportunity will allow me to focus on 
the future of our profession and advocate for our members and the 
patients we serve,” said Summerhays. “I am very grateful for the 
support I have received from many of my colleagues in California 
and across the nation, and I would be honored to serve as ADA 
president-elect.”

“Dr. Summerhays believes we can define our profession’s destiny so 
that generations of dentists to follow will look back and say we made 
the right choices,” Creasey said. “Additionally, she is committed to 
preserving the doctor-patient relationship, regardless of the dental 

delivery model. She believes in supporting the 
success of all dentists whether in private 
practice, group practice, federal services, 
academia, research, or public health.  She is 
convicted that with the power of three and 
building the value of membership, the ADA 

can remain relevant and the trusted 
source of reliable, evidence based oral 
health information and policy.”

Summerhays is a graduate of the 
USC Ostrow School of Dentistry. 
She and her husband, Soames, live 
in San Diego and have two sons, 
Giles and Bryce. Good luck Dr. 
Summerhays!  
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Noon–1:00pm • 1 CEU, 20%

Wage & Hour: Alternate Workweek
SEPTEMBER 3, 2014

Documentation, Remediation & Termination
OCTOBER 29, 2014

Managing Stress & Burn Out in the Workplace
NOVEMBER 4, 2014

2015 Labor Laws / Update Your Handbook
JANUARY 28 OR FEBRUARY 4, 2015 (TBA)

Delivering Effective Performance Reviews
MARCH 17, 2015

Hiring the Right People
APRIL 21, 2015

$35 EACH     $160 FOR ALL 6  

Sign up at www.sdds.org                                

HR Webinars
Presented by  
California 
Employers 
Association

YOU ARE A DENTIST.  You are also 

an employer. Employee evaluations, hiring 

and firing, labor laws and personnel files 

are an important part of that. This monthly 

column, will offer current employment 

law information pertinent to you —  

the dentist, the employer.

YOU
THE DENTIST, THE EMPLOYER

Considering Dating a Patient?
Refer first 
By Risk Management Staff, TDIC 

EPL In California, Business and 
Professions Code 726 which applies to 
all licensed dental professionals states 

in part, “The commission of any act of sexual 
abuse, misconduct or relations with a patient, 
client or customer constitutes unprofessional 
conduct and grounds for disciplinary action 
…” A dental professional who has a sexual 
relationship with a patient is in violation of 
the Dental Practice Act.

If an attraction develops, consider ahead of 
time how this could become an awkward 
situation in the future. The Dentists 
Insurance Company strongly advises you 
not to act on that unless you first refer the 
patient to another dentist for dental care 
before beginning a personal relationship. 

“Romantic chemistry happens,” said a TDIC 
analyst who fields calls for the Risk Manage-
ment Advice Line. “But there are consequenc-
es involved with dating a patient.” These 
range from violating the Dental Practice Act 
to damaging your professional reputation. 

For these and other reasons, TDIC 
recommends a written office policy against 
dating patients. “The policy should be 
applied universally,” said analyst Taiba 
Solaiman. “The doctor sets the example for 
the office.” If a doctor dates a patient, it sends 
a message to the rest of the staff that it is 
acceptable behavior.

A dentist who is serious about dating a 
patient should refer the patient to another 
dental provider. If a staff member wishes 
to date a patient, the best practice is the 
same: the patient must seek dental care 
from another office. This can prevent a 
number of potential problems. There could 
be concerns surrounding forgiving a balance 
or unauthorized credit placed on a patient’s 
account. If the relationship does not work 
out, the patient may voice concerns about 
unauthorized access to his or her private 
health information. 

The ethical considerations of personal 
relationships with patients are addressed in 
the ADA Principles of Ethics and Code of 
Professional Conduct, which states, “Dentists 
should avoid interpersonal relationships that 
could impair their professional judgment 
or risk the possibility of exploiting the 
confidence placed in them by a patient.” 
This section is under the Principle of 
Nonmaleficence (“do no harm”).

Patients ideally trust and respect their dentist 
and reveal confidential information with the 
expectation that it will be used only in their 
best interest. This dynamic creates a delicate 
balance between dentists and patients that 
must not be exploited. 

Combining professional and personal 
relationships is never without complications. 

Protect your role as a health care professional. 
TDIC advises a simple, “Thank you, no” to 
safeguard your practice and professional 
reputation. 

SDDS HR Hotline
FREE TO SDDS MEMBERS!

1.800.399.5331

MEMBER

BENEFIT!

There is considerable information about the ethical implications and risks of dentists dating a patient of 
record, but the fact remains that dentists encounter a variety of people in daily practice and may find 
themselves attracted to a patient. Conversely, a dentist discovers a patient is attracted to him or her.

The Dentists Insurance Company offers policyholders 
a free advice line at 800.733.0634 for assistance with 
questions or concerns about potential liability. TDIC 
risk management analysts will work with policyholders to 
develop a solution.
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SDDS HR Hotline
FREE TO SDDS MEMBERS!

1.800.399.5331

Excellence, Expertise & Extraordinary 
Services             

Analgesic Services, Inc.  

Analgesic Services, Inc. is a full service medical 
gas provider that has serviced Northern California 

for over 30 years. We specialize in system 
installation, renovations and repair, testing and 

certifications, full service medical gas deliveries, 
equipment and complete technical support.  

 

Prompt, Reliable & Complete Medical Gas Services 
Call Today! (916) 928-1068 

-Deliveries 

-Inspections 

-Repairs 

 

 

-Complete Technical 
Support  

-Equipment 

-Installation 
 

You provide the vision. We provide financial solutions.
Our bankers are here to help you grow your business by applying a personalized, hands-on approach to understanding your business
needs. For 150 years, Union Bank® has been a presence in the West, financing growth and working with companies to make the right
financial decisions. 

For more information, contact:
Business Banking Group — 700 L Street, Suite 300, Sacramento, CA 95814
Melonie Smith, VP & Business Client Advisor, 916-449-1346

Sacramento Downtown Branch — 700 L Street, Sacramento, CA 95814
Lydia Ramirez, VP & Branch Manager, 916-321-3145

©2014 Union Bank, N.A.   All rights reserved.  Visit us at unionbank.com

UB73470 Sacramento District Dental_Layout 1  3/27/14  12:34 PM  Page 1
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YOU

Employee Benefits Buffet Table
Have you tried the cafeteria 
plan dessert?

A Cafeteria Plan is a reimbursement plan 
(under IRS Section 125) that allows 
an employee to withhold a portion of 

their pre-tax wages to cover certain medical or 
dependent care expenses, which are free from 
federal and state taxability. The employees; 
taxable income is reduced and their take home 
income increases proportionally. There are three 
specific benefit options:

Pre-tax health insurance premium deductions, 
also known as a Premium Only Plan (POP)

POP plans allow employees to elect to withhold 
a portion of their pre-tax salary to pay for their 
premium contribution for most employer-
sponsored health and welfare benefit plans. The 
plan offers a simple way to obtain favorable tax 
treatment for benefits already offered. Most 
companies currently have this set up through their 
payroll provider. A POP plan is the simplest type 
of Section 125 plan and requires little maintenance 
once it’s been set up through your payroll.

Out-of-pocket unreimbursed medical expenses, 
a.k.a. flexible spending accounts (FSAs)

An FSA allows an employee to fund certain medical 
expenses on a pre-taxed basis through salary 
reduction to pay for out-of-pocket expenses that 
aren’t covered by insurance (for example, annual 

deductibles, office co-payments, prescriptions, 
over-the-counter drugs and orthodontia). 

Dependent care flexible spending accounts

The dependent care FSA is an attractive benefit 
for employees who pay for child-care or long-term 
care for their parents. Many employees don’t take 
advantage of this benefit and may be unaware of 
the significant tax savings. Employees may hold 
back as much as $5,000 annually of their pre-tax 
salary for dependent care expenses, which include 
expenses they pay while they work, look for work 
or attend school full time. Qualified dependent 
care expenses may include-but are not limited to-
the care of a child under the age of 13, long term 
care for parents, care for a disabled spouse or a 
dependent incapable of caring for themselves, and 
summer day camps.

The best part about the Section 125 plan is that 
most of your employees are already paying for these 
expenses out of their own pockets. Cafeteria plans 
offer them a remarkable way to save money they’re 
already spending. 

Here’s how it works:

• Prior to the beginning of each plan year, an 
employee estimates how much they’ll spend 
in out-of-pocket medical and/or dependent 
care expenses during the course of their plan 

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

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

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

By Arnie Beck
Financial Management Associates, LLC    

(SDDS vendor member)

THE DENTIST,                                         
THE BUSINESS OWNER

Most employers are familiar with and provide one or more benefit options 
such as health, vision, dental or term life insurance. But one of the best kept 
secrets is the Section 125 “Cafeteria plan.” So what is it?

The employees’ 
taxable income  

is reduced and their 

take-home income 

increases proportionally.  
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Arnold T. Beck, Jr., 
EA, JD, AIFA 

President 

Financial Manage‐
ment Associates, LLC 

916‐985‐9559 Office 

916‐985‐9539 FAX 

866‐985‐9556 Toll 

No one knows your business like you. Your ability to focus on your business has made you the success you are today.  
Let Financial Management Associates help you manage the health and welfare of your re�rement program over its  
life�me. Our Services include:  
 
● Act as a Plan Co‐Fiduciary      ● Provide ERISA Compliance Strategies 
● Plan & Investment Bench Marke�ng    ● Plan Design 
● Plan Sponsor & Par�cipant Educa�on    ● Vender Search 
● Investment Search & Monitoring  
 
Call us Today (866)985‐9566 
Securi�es offered through Securi�es America, Inc., Member FINRA/SIPC, Arnold T. Beck, Jr., Registered Representa�ve. Advisory services offered through Securi�es 
America Advisors, Inc., Arnold T. Beck, Jr., Financial Advisor. Financial Management Associates, LLC and the Securi�es America companies are not affiliated. Tax‐
related services offered through Financial Management Associates, LLC. The Investment Fiduciary standard of care applies to advisory services only. 

Arnold T. Beck, Jr., EA, 
JD, AIFA 
President 
916‐985‐9559 Office 
916‐985‐9539 Fax 
866‐985‐9556 Toll Free 
www.fmacentral.com 
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year. The plan year is defined in their summary plan description. 
Employees should be careful not to overestimate their annual 
election amounts because any FSA surplus funds at the end of 
the year can be retained by the employer to offset administrative 
expenses or future employee benefit costs. A recent law change 
allows an employee to rollover up to $500 into the next plan year.

• The amount is deducted over the course of the plan year from 
their paychecks prior to being taxed and is deposited into their 
flexible spending account. Once the plan year begins, an employee is 
restricted from changing or revoking the section 125 agreement with 
respect to the pre-tax premiums until the plan year has ended unless 
a “change in family status” occurs, such as marriage or childbirth. 

• Your employees would pay their out-of-pocket expenses up front and 
then submit a claim and documentation to the plan administrator. 
A reimbursement would then be made from the employee’s account 
with pre-taxed dollars and sent to them in the form of a check.

Under Section 125 an employer is required to meet several legal 
requirements, including, but not limited to:  

Prepare a plan document (PD) and summary plan description (SPD)

The SPD is provided to each plan participant and their beneficiaries 
within a specified time period. This document outlines the plan details, 
benefits offered, how to file for reimbursement, the plan year, how 
the plan is administered, how to participate, annual limits, eligibility, 
employer contributions, and how to elect your benefit. The PD is a 
more detailed document that is required under law and is submitted 
for compliance purposes under ERISA.

Plan compliance procedure

The plan may be subject to audit and cannot be discriminatory as to 
eligibility and benefits offered, including same-sex marriages. If the plan 
is found to be discriminatory, the tax-free benefit may be eliminated. 

So now is the time to act to see if a “Cafeteria Plan” works for you. 
The cost is nominal. For most employers, the plan costs are recoverable 
based on the tax-savings available.  

Arnie Beck is the President of Financial Management Associates, 
LLC., and is a sponsor of the Sacramento District Dental Society. 
His Company specializes in benefits planning, tax planning, 
retirement and income distribution strategies. As a Fiduciary 
Advisor under ERISA, Arnie helps businesses meet their fiduciary 
responsibilities to their employees and retirement plan.

Cafeteria Plan Advantages

• Reduces employer payroll taxes, 
workers compensation premiums

• Reduces Employee payroll taxes

• Softens the blow of premium increases

• Employers can use tax savings to invest 
in a 401k or other investment vehicle

• Employees get a larger deduction on dependent 
care expenses over using the tax credit option

• Employee satisfaction and 
increases employer loyalty

• Employers can use excess plan 
assets to cover plan costs

Cafeteria Plan Disadvantages

• Employee may not change their elections 
during plan year, unless there is a qualifying 
event (e.g. Marriage, child birth, etc.)

• Can only carry forward $500 to the next plan year 

• Employer has plan establishment 
maintenance and compliance costs.
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NOTICE OF SDDS 
ANNUAL MEETING & ELECTIONS

Elections to be held at General Meeting 
September 9, 2014

SDDS Executive Committee
President: Viren Patel, DDS
President Elect / Treasurer: Wallace Bellamy, DMD
Secretary: Nancy Archibald, DDS 
Immediate Past President: Kelly Giannetti, DMD, MS

Board of Directors
Dean Ahmad, DDS (2015–2016: 2nd term)
Margaret Delmore, MD, DDS (2015–2016: 2nd term)
Volki Felahy, DDS (2015–2016: 1st term)
Lisa Nielsen Laptalo, DMD (2015–2016: 1st term)
Peter Worth, DDS (2015–2016: 2nd term)

Existing Board Members continuing term:

Bryan Judd, DDS • Bev Kodama, DDS
(I-year vacancy to be appointed by Dr. Patel in January.) 

Trustees
Robert Gillis, DMD, MSD (2015-17: 2nd term)                                            

Existing Trustee continuing term:                                                                                       
Terrence Jones, DDS (2014-16)

Delegates
to CDA House of Delegates (2 year term, 2014–15):  

Nancy Archibald, DDS
Guy Acheson, DDS
Bryan Judd, DDS
Steve Leighty, DDS
Kim Wallace, DDS
Peter Worth, DDS

Existing Delegates continuing term:

Gary Ackerman, DDS
Nancy Archibald, DDS
Wallace Bellamy, DMD
Kelly Giannetti, DMD, MS
Victor Hawkins, DDS
Carl Hillendahl, DDS
Bev Kodama, DDS
Viren Patel, DDS
Jonathan Szymanowski, DMD, MMSc

SAMPLE BALLOT

NOTICE OF FOUNDATION 
ANNUAL MEETING & ELECTIONS

Elections to be held at General Meeting 
September 9, 2014

SAMPLE BALLOT

Board of Directors
Kevin Keating, DDS, MS (2015–2016: 3rd term)                                                          
Nancy Archibald, DDS (2015)                                                                                         
Robert Daby, DDS (2015-2016: 1st term)                                                    
Kent Daft, DDS (2015-2016: 1st term)
Steven Cavagnolo, DDS (2015–2016: 2nd term)
Adrian Carrington, DDS (2015–2016: 3rd term)
Kelly Giannetti, DMD, MS
Kathi Webb, Associate Member (2015)

Existing Board Members continuing term:

Robert Gillis, DMD, MSD
Victor Hawkins, DDS
Debra Finney, DDS, MS

The Sacramento Implant Continuum (SIC) is a seven-
module mini-residency course. It was developed to 
provide an opportunity for comprehensive instruction 
in placing and restoring basic implants. Emphasis is 
placed on diagnostics and treatment planning to assist 
in minimizing complications which may result from 
abbreviated training courses.  

This unique program offers multidisciplinary learning from 
a prosthodontist, a periodontist and an oral surgeon as 
well as other adjunct faculty.

For more information please visit 

www.sacimplantcont inuum.com

NEW COURSE 
STARTING 
JANUARY 2015

LEARNING TOGETHER  G  WORKING TOGETHER 
Debra S. Finney, MS, DDS

PERIODONTIST
Robert E. Gillis, DMD, MSD

PROSTHODONTIST
Michael S. Phelps, DDS

ORAL SURGEON

NOW ENROLLING OUR 10th CLASS!
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Committee Corner
Legislative Grassroots                   
guides state advocacy efforts By Michael H. Payne, DDS, MSD 

Chair, Legislative Grassroots Committee

SDDS Committee Meetings

Standing Committees
CPR:  Work completed

Ethics:  Sept 29 • Nov 19

Membership:  Sept 29 • Nov 19 

Leadership Development:
Work completed

Peer Review:
Sept 18 • Oct 15 • Nov 13

Other
Sac Pac:  TBA

Leadership
Board of Directors:
Sept 2 • Nov 4

Executive Committee:
Aug 22 • Oct 17 • Dec 12

Foundation
Foundation Board:                   
Sept 8 • Dec 3

Foundation Gala: Oct 18 (Gala) 

Golf Tournament:                                  
May 8, 2015

Task Forces 
Continuing Education                         
Work completed

Schedule as needed:             

1st Tooth 1st Birthday                          
Amalgam Advisory                                 
GMC Denti-Cal

Workgroups / 
Speakers Bureau
Schedule as needed:             

Dental Careers Geriatric Outreach

Advisory Committees
Mass Disaster / Forensics:  Sept 29 

Nugget Editorial:  Sept 22 

Legislative GRASSROOTS:  Sept 2

Strategic Planning: Sept 20-27 

Schedule as needed:              

Fluoridation                                    
Budget and Finance                             
Bylaws

Our Legislative Advisory Committee members serve as the 
primary contacts for our dental society on state legislative 
activity. Our task is to help guide grassroots advocacy efforts 

and establish relationships with our elected officials to strengthen 
the voice of the dental profession in the legislative process. We keep 
our members informed of issues and legislation that affects dentistry 
as well as the dental health of our citizens. We as members of this 
profession must remain informed and willing to advocated on issues 
that impact the practice of dentistry. Our goal is to have CDA remain 
the trusted source amongst the legislators on dental issues.  

The State has selected proposition numbers for the six measures 
that qualified on the November ballot. As a reminder, campaign 
posters, pamphlets, buttons, and other informational materials for 
Proposition 46, the MICRA ballot measure, can now be ordered 
and downloaded at no cost to you from the campaign website (www.
NoOn46.com) for distribution to patients and colleagues. The 
California Democratic Party voted to stay neutral on the measure, 
which is a victory for our campaign given how aggressively Prop. 46 
proponents worked to get the party’s endorsement. 

Here are the six measures on the November ballot and their ballot 
titles as it currently stands:

Prop. 43: Safe, Clean, and Reliable Drinking Water Supply Act of 2012

This $11 billion water bond was initially approved by the Legislature in 
2009, but it has been amended and delayed twice after legislators felt it 
was too contentious to win voter approval. Replacing this with another 
proposal requires support from two-thirds of legislators in each house.

Prop. 44: State Reserve Policy

Placed on the ballot by the Legislature; strengthens the state’s “Rainy 
Day Fund” to increase budget reserves that could be used to help 
backfill declining revenues during economic downturns.

Prop. 45: Approval of Healthcare Insurance Rate Changes. Initiative Statute. 

Requires health insurance rate changes to be approved by the State 
Insurance Commissioner before taking effect. Sponsored by Consumer 
Watchdog. 

Prop. 46: Drug and Alcohol Testing of Doctors. Initiative Statute. 

Increases $250,000 cap on non-economic damages in medical 
negligence lawsuits to account for inflation; requires drug and alcohol 
testing of doctors and reporting of positive tests to the California 
Medical Board; requires health care practitioners to consult CURES, 
the state’s prescription drug history database, before prescribing 
certain controlled substances. Sponsored by Consumer Watchdog. 

Prop. 47: Criminal Sentences. Misdemeanor Penalties. Initiative Statute.

Requires misdemeanor sentences instead of a felony for petty theft, 
receiving stolen property, and writing bad checks, when the value 
or amount involved is $950 or less, and for certain drug possession 
offenses. Sponsored by George Gascon, San Francisco District 
Attorney, and William Lansdowne, former San Diego Police Chief.

Prop. 48: Referendum to Overturn Indian Gaming Compacts 

Overturns gaming compacts that allow for new casino construction. 
Sponsored by Stand Up for California, a tribal interest group opposed 
to “reservation shopping.”  
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Your Horn!
We’re Blowing

Dr. Robert Daby who retired on August 31 
after 42 years in practice. Congratulations 
to brother Dr. Joe Daby who has merged his 
practice with Dr. Bob’s practice! (1) 

Dr. David Feder on retiring from Sutter 
Terrace.  

Dr. Herbert B. Gibbs on his retirement 
after 25 years in practice. 

Brent Hoskins, husband of Programs and 
Vendor Coordinator Heather Hoskins, on 
his recent promotion to Staff Sergeant. (2) 

Dr. Clark Nary who is “enjoying retirement 
to the max.” “Now every night is Friday or 
Saturday night. I recommend retirement to 
everyone!” he said. He also has some advice 
for aspiring retirees: “Sell your practice and 
work part-time for another dentist, leaving 
the business of dentistry to someone else, as 
I did for the past eight years. You’ll fall in love 
with teeth all over again!” (3)

Dr. Mark Porco who worked in Kenya this 
summer. The picture doesn’t show it, but he 
is proudly wearing his SDDS hat! (4)

Dr. Cas Szymanowski on his 45th 
anniversary in practice. (5)

Dr. Ash Vasanthan  on passing part two 
of the exam for the American Board of Oral 
Implantology (ABOI) and on becoming a 
Diplomate of the ABOI. (6)

Dr. Siri Ziese on the birth of her son Ethan 
Ziese. 

Congratulations to...

31 2 5

4

6

IMPORTANT NUMBERS:

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

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

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

CDA Contact Center . . . (866) CDA-MEMBER
  (866-232-6362)

CDA Practice Resource Ctr . . cdacompass.com

TDIC Insurance Solutions . (800) 733-0633

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

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

DR. ROBERT V. CLEMENTS 

Dr. Robert V. Clements, 90, passed away on June 27, 
2014. A member of SDDS since 1954, he became a Life 
Member of SDDS in 2000. He had a long accomplished 
career as a Brigadier General in the Air Force Reserve and 
family dentist practicing orthodontics for many years as 
well in the Sacramento Area. Dr. Clements was well 
known as a long time leader for the Boy Scouts of America 
and as an active member of the military community. His 
efforts to obtain comprehensive health care programs for 
military retirees and their families were well recognized 
to over 60,000 service members and retirees. 

In Memoriamlunch & learn
2 CEU, core   • 11:30am–1:30pm • SDDS Classroom 

Crown Prep, Common 
Pitfalls & Prep Design
Presented by: Dennis Amatulli, CDT                                               
(Infusion Dental Arts, SDDS Vendor Member) 

Wednesday, October 1, 2014
$50 Member Price                          
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JAMES KIM, DDS
Oral and Maxillofacial Surgery                                                                                           
4170 Truxel Road, Ste. C
Sacramento, CA 95834
916.419.4588

Dr. James Kim graduated from Columbia University 
in 2008 with his DDS and completed his specialty is 
Oral and Maxillofacial Surgery at the USF in 2014.  
He currently practices at Sacramento Surgical Arts 
and lives in Sacramento. Fun fact: Dr. Kim enjoys 
exploring exotic foods, hang gliding, playing tennis, 
and snowboarding.     

FEROZ NAWABI, DDS
General Practitioner
1035 Suncast Lane, Ste. 110
El Dorado Hills, CA 95762 
916.941.0323

Dr. Feroz Nawabi graduated from USC Herman 
Ostrow School of Dentistry in 2004. He currently 
lives in Rocklin and practices in El Dorado Hills. 
Fun fact: Dr. Nawabi played a camera man in the 
movie “Mad City” starring John Travolta and Dustin 
Hoffman.  

NAWAL OSMAN, DDS
General Practitioner
9655 Folsom Blvd
Sacramento, CA 95827 

Dr. Nawal Osman graduated from the University of 
Khartoum, Sudan in 1993 with her DDS.  She currently 
works in Sacramento and resides in El Dorado Hills.  

DAVID SANCHEZ, DDS
General Practitioner
Sacramento, CA
305.608.2827

Dr. David Sanchez is originally from Miami, FL. and 
graduated from UOP Arthur A. Dugoni School of 
Dentistry in 2014.  He currently practices at Woodland 
Smiles and resides in Sacramento. Fun fact: Dr. 
Sanchez roasts his own coffee, and enjoys reading books 
and watching movies. 

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

New Members AUG/SEPT                           
2014

CHRISTOPHER CHOO, DDS
Transferred from Stanislaus Dental Society                     
General Practitioner
7206 Hughson Avenue 
Hughson, CA 95326
209.883.4477

Dr. Christopher Choo graduated from Loma Linda 
University in 1986 with his DDS. He currently 
practices in Hughson and resides in Sacramento.                                         
Fun fact: In his freetime, Dr. Choo enjoys 
snowboarding and hiking.   

TAMARA BILL-FERNANDES, DDS
General Practitioner
1201 Emerald Bay Road
South Lake Tahoe, CA 96150
530.541.0623

Dr. Tamara Bill-Fernandes graduated from UOP 
Arthur A. Dugoni School of Dentistry in 2009. She 
purchased Dr. Catherine Jones’ practice in South Lake 
Tahoe. Fun fact: Dr. Bill-Fernandes sang soprano in 
a womens’ a cappella group in college!  

THOMAS FERNANDES, DDS
General Practitioner
2074 Lake Tahoe Blvd Ste. A 
South Lake Tahoe, CA 96150
530.541.4640

Dr. Thomas Fernandes graduated from UOP Arthur 
A. Dugoni School of Dentistry in 2011. He currently 
resides and practices in South Lake Tahoe. Fun fact: 
Dr. Fernandes met his wife while singing in choir 
during undergraduate school at UOP!    

JACOB KELLY, DDS
General Practitioner
825 E. Bidwell Street, Ste. 400
Folsom. CA 95630
916.984.4591

Dr. Jacob Kelly graduated from West Virginia 
University in 2014 with his DDS.  He lives in Loomis 
and currently work is Folsom at SmileCare Folsom. 
Fun fact:: Dr. Kelly enjoys playing disc golf.    

 

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

In Memoriam

Welcome Back!

Welcome Back!

KEEP US 
UPDATED!

Moving? 

Opening a new office?

Offering new services?

Share your information 
with the Society!

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

Give us a call at  
(916) 446-1227
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New Members AUG/SEPT
2014

JERAD WEST, DDS
Transferred from Butte-Sierra Dental Society
Orthodontist

Dr. Jared West graduated from UCSF School of 
Dentistry in 2005 with his DDS, and later completed 
his specialty in Orthodontics at Nova Southeastern 
University in 2007.  He currently practices and resides 
in Truckee. Dr. West participates in the Smiles for 
Kids program and was even participating before 
he transferred to become a member with SDDS!                                                                  
Fun fact: Dr. West enjoys golfing in his free time!

                                                   

Recently Retired
ROBERT DABY, DDS                                                             
JAMES DELEHANTY, DDS                                                                       
DAVID FEDER, DDS                                                                                                                                              
HERBERT GIBBS, DDS                                                                                                         
DAVIS LUM, DDS                                                                                  

New Applicants
VICTORIA CHOI, DDS                                                                                  
CHRISTOPHER LEE, DDS                                                         
JONAH RASKIN, DDS                                                                                         
ABHISHEK RAYTHATHA, DDS

SHOLI ROTBLATT, DDS
General Practitioner
11155 International Drive 
Rancho Cordova, CA 95670 
916.861.2524

Dr. Sholi Rotblatt graduated from Herman Ostrow 
School of Dentistry of USC in 1976 with his DDS. He 
currently resides in the greater Sacramento area and 
works in Rancho Cordova. Fun fact: Dr. Rotblatt 
had been stationed in Afghanistan for the past three 
years as part of the mobilized reserves. Thank you so 
much for your service Dr. Rotblatt!  

DAVID STEINBERG, DDS
Transferred from West Los Angeles Dental Society 
General Practitioner
9565 Laguna Street 
Sacramento, CA 95831
916.683.7645

Dr. David Steinberg graduated from UOP Arthur A. 
Dugoni School of Dentistry in 2013 with his DDS.  
He recently has moved from the Los Angeles area to 
Sacramento where he currently resides. He is working 
at Kids Care Dental in Elk Grove. Fun fact: Dr. 
Steinberg enjoys tennis and is always looking for new 
folks to play tennis with!  

AASHIMA VAID, DDS
Transferred from Santa Clara Dental  Society
General Practitioner
Pending Office Address

Dr. Aashima Sharma graduated from UOP Arthur A. 
Dugoni School of Dentistry in 2012 with her DDS.  She 
relocated from the Santa Clara area  and currently resides 
in Sacramento. She is currently seeking employment in 
the greater Sacramento area. Fun fact: Dr. Vaid loves 
to watch cooking shows and try out new recipes! Yum!  

HENRY VONG, DDS
General Practitioner
1771 Pleasant Grove Blvd., Suite 180
Roseville, CA 95747                                                                                       
916.742.6661

Dr. Henry Vong graduated from Herman Ostrow 
School of Dentistry of USC in 2010. Dr. Vong currently 
practices and resides in Roseville.        

TOTAL 
MEMBERSHIP
(as of 8/23/14):

1,601

TOTAL ACTIVE MEMBERS: 
1,299

TOTAL RETIRED 
MEMBERS: 222

TOTAL DUAL 
MEMBERS: 4

TOTAL AFFILIATE 
MEMBERS: 8 

TOTAL STUDENT/ 
PROVISIONAL
MEMBERS: 9

TOTAL CURRENT 
APPLICANTS: 4

TOTAL DHP 
MEMBERS: 55

T O T A L 
NEW MEMBERS 
FOR 2014:  39

Dropped for non-
payment of dues: 59

MARKET 
SHARE:
79.7%

Congratulations to Dr. Endo who 
guessed the answer from the June / July 

2014 issue: Dr. Lawrence Lee.

Back in time…

The first SDDS member to call the 
SDDS office (916.446.1227) with the 
correct answer wins $10 OFF their 

next General Meeting registration.

Only the winner will be notified. Member cannot identify himself. 

WATCH FOR THE ANSWER IN THE OCTOBER 2014 NUGGET!

Can you identify  
this SDDS Member?
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Do you know what form to fill out if your employee gets injured? Ever 
wonder if your staff is being paid properly? Scared of advertising rules? 
Do you know when to bill medical for dental procedures?

CDA has you covered under Practice Support.

• Ask an Expert

• Manuals & Guides

• Checklists

• Practice Assessment Questionnaire

But what about the times when you need expertise that’s more in-depth and 
personalized. We’ve thought of that to.

Introducing CDA’s Practice Advising in-office consulting to help 
your practice run smarter. Visit the CDA Practice Support online at:                                                                                  
www.cda.org/member-resources/practice-support.

Robyn Thomason is the Director of CDA’s Practice Support Center. She is also 
a content expert in the area of human resources. Ms. Thomason has been with 
the California Dental Association (CDA) for 19 years; eight of those years, she 
served as a Risk Management Analyst with TDIC.  Robyn assists dentists in 
various areas of practice management and patient relations. She is a recognized 
speaker on issues related to practice management, human resources, as well as 
the California Dental Practice Act.    

By Robyn Thomason 
Director of Practice Support
California Dental Association 

What are Members Asking?                               

general meeting
3 CEU, core • 5:45pm – 9:00pm • Hilton, Arden West   

Recruitment Night
Practice Support from the CDA                                                                                   
Presented by:  Robyn Thomason, Practice Support Center                                                                

Tuesday, October 14, 2014

continuing education
 No CEU • 8:30am–12:30pm • SDDS Classroom

QuickBooks                        
for the Dental Practice 
Presented by: Susan Gunn 
(Susan Gunn Solutions) 

Friday, September 12, 2014                   
$250 Member Price (includes $78 book)                                                 

business forum
 No CEU • 6:30pm–9:00pm • SDDS Classroom

Embezzlement —  
How to Tell, Protect, & Avoid                                                                            
Presented by:  Susan Gunn                                                               
(Susan Gunn Solutions) 

Thursday, September 11, 2014
$69 Member Price                                     

You asked for it!

continuing education
4.5 CEU, core • 5:00pm–9:30pm • SDDS Classroom

Indirect Dentistry                                  
Update                                                              
Presented by:  Marc Geissberger, DDS, MA, BS, CPT

Wednesday, September 24, 2014        
$175 Member Price                                                                                   
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www.bankofsacramento.com

Call today for more information  
about our specialized services  

for the dental industry.

916.648.2100

We know the dental industry and offer services 
that will make your office manager smile. 

We don’t apply a generic plan as a solution. Instead, we assign 

someone from our specialized staff to create a unique business 
services program for you. No matter the size of your office,  

Bank of Sacramento offers the right business solutions including:

•   Merchant Services

•   Remote Deposit

•   Commercial Real Estate Loans

•  Lines of Credit

•   Easy to use Online Banking 

Extraordinary businesses

require an extraordinary  

Business Bank.

Member FDIC

Advertiser INDEX
Dental Laboratories

Vendor Member  Infusion Dental Arts . . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Dental Supplies, Equipment, Repair
Vendor Member  Benco Dental. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 36 
Vendor Member  Burkhart Dental Supply . . . . . . . . . . . . . . . . . . . . . . . . 36
Vendor Member  DESCO . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 36
Vendor Member  Henry Schein. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 36
Vendor Member  Patterson Dental . . . . . . . . . . . . . . . . . . . . . . . . . . . 36
Vendor Member  Procter & Gamble Distributing Co (Crest / Oral B). . . . 36
Vendor Member  RelyAid . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 18, 36

Dental Services
Vendor Member  Pacific Dental Services . . . . . . . . . . . . . . . . . . . . . 18, 39

Education
 San Joaquin Valley College (SJVC). . . . . . . . . . . . . . 38
 Sacramento Implant Continuum. . . . . . . . . . . . . . . . 28

Financial & Insurance Services
Vendor Member  Anders Accounting Inc. . . . . . . . . . . . . . . . . . . . . . 35, 37
Vendor Member  Bank of Sacramento . . . . . . . . . . . . . . . . . . . . . . . 34, 38
Vendor Member  Bank of the West. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 36
Vendor Member  California Dentists’ Guild . . . . . . . . . . . . . . . . . . . . . . . 36
Vendor Member  Dennis Nelson, CPA. . . . . . . . . . . . . . . . . . . . . . . . . 36
Vendor Member  Fechter & Company, CPAs  . . . . . . . . . . . . . . . . . . . 36
Vendor Member  Financial Management Associates, LLC. . . . . . .  27, 36
Vendor Member  First U.S. Community Credit Union. . . . . . . . . . .  17, 36
Vendor Member  Mann, Urrutia & Nelson, CPAs  . . . . . . . . . . . . . 17, 36
Vendor Member  TDIC & TDIC Insurance Services . . . . . . . . . . . . . 8, 39
Vendor Member  Union Bank . . . . . . . . . . . . . . . . . . . . . . . . . . . .  25, 36
Vendor Member  Wells Fargo Bank  . . . . . . . . . . . . . . . . . . . . . . . . . .  37

Financial & Investment Services
Vendor Member  Consolidated Pension Consultants, Inc. . . . . . . . . 19, 35
Vendor Member  Lilani Wealth Management. . . . . . . . . . . . . . . . . . . . . . 16

Building Sales / For Lease
 TRI Commercial . . . . . . . . . . . . . . . . . . . . . . . . . . . . 20

Human Resources
Vendor Member  California Employers Association (CEA) . . . . . . . . . . 37

Legal Services
Vendor Member  Wood & Delgado . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 37

 The Goldman Law Firm.. . . . . . . . . . . . . . . . . . . . . . 27

Medical Gas Services
Vendor Member  Analgesic Services, Inc.. . . . . . . . . . . . . . . . . . . . . 25, 36

Office Design & Construction
Vendor Member  Andrews Construction. . . . . . . . . . . . . . . . . . . . . . . . . 37
Vendor Member  Blue Northern Builders, Inc. . . . . . . . . . . . . . . . . 13, 37
Vendor Member  Healthcare Cabinet Co. . . . . . . . . . . . . . . . . . . . . . . . . 37
Vendor Member  Henry Schein. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 37
Vendor Member  Olson Construction, Inc. . . . . . . . . . . . . . . . . . . . . .  37
Vendor Member  Wells Construction. . . . . . . . . . . . . . . . . . . . . . . . . . 37

Practice Sales, Lease, Management &/or Consulting
Vendor Member  Henry Schein Wagner . . . . . . . . . . . . . . . . . . . . . . . . . 38
Vendor Member  Western Practice Sales . . . . . . . . . . . . . . . . . . . . . .  37

Practice Support
Vendor Member  SD Reliance. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 37 

Publications & Media
Vendor Member  Sacramento Magazine . . . . . . . . . . . . . . . . . . . . . . . 37

Staffing Services
Vendor Member  Resource Staffing Group . . . . . . . . . . . . . . . . . . . . . . . 37

Technology / HIPAA Compliance
Vendor Member  Pact-One. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 20
Vendor Member  xTerraLink, Inc . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 35

Technology & Media
Vendor Member  Comcast Business . . . . . . . . . . . . . . . . . . . . . . . . 14, 35

Waste Management Services
 Vendor Member  Converge Medical Solutions, LLC . . . . . . . . . . . . . . . . 37

Vendor Member  Star Group Dental Refining . . . . . . . . . . . . . . . . . . . . . 37
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VENDOR MEMBER SPOTLIGHTS:

NEW VENDOR MEMBERS!

At Anders Accounting Inc, we provide superior value to our customers 
through professional service, clear proactive communication, and ongoing 
education.  You can rest assured that you will be listened to, you will 
always understand what your accountant says, and you will receive the 
highest quality service. We specialize in working with dental professionals. 

Service Packages Include:
• Proactive tax planning to help minimize your taxes

• Ongoing analysis of key performance indicators to help increase 
your profitability 

• Periodic meetings with your CPA to help you monitor the financial 
health of your business

• Consideration of dental industry averages to help you make sure 
your practice excels above the rest of the industry

• Unlimited access to your CPA by email or phone at no extra charge

We provide up-front pricing for every service we offer, and all our services 
are backed by our 100% satisfaction guarantee.

What does this all add up to?  Peace of Mind!  You can rest easy knowing 
that your accounting and tax worries are taken care of and that your 
business is the most profitable it can be.

Business Services:

Ben Anders, CPA
(916) 346-4005
admin@andersaccounting.com
www.andersaccounting.com

• Business advisory services

• Tax planning

• Tax preparation

• QuickBooks training & support

• Consultation

• Bookkeeping

• Payroll

xTerraLink provides information technology, security and privacy consulting 
services. The company boasts a team of seasoned IT professionals 
experienced in a multitude of IT disciplines, including HIPAA compliance. 
The xTerraLink team works at various levels within the organization to help 
you achieve a strategic transformation of your business and operations. 

Products and Services:
•  Information Technology and Security

•  End-to-End HIPAA Compliance Program

•  HIPAA and Security Risk Assessments

•  Incident Response Framework and Technology

•  HIPAA Training Awareness

•  Information Security Awareness Training

•  Business Continuity

•  Disaster Recovery Framework and Technology

•  Secure File Transfer (using email)

Benefits, Services, Special Pricing and/or 
Discounts Extended to SDDS Members:
Discounted rates: HIPAA Security & Privacy Risk Assessment readiness 
report starting at $1500 and a complete HIPAA compliance starting at 
$3000. IT Solutions for instant disaster recovery and back-up starting 
at $1500 per year. Secure File Transfer (email) starting at $500 a year. 
Security Incidents investigation and reporting consultation starting at 
$100 per hour.

Rami J. Zreikat
(916) 608-9902
rjzreika@hotmail.com

www.xterralink.com

Alnore Deen
(916) 206-1858
alnore.deen@xterralink.com

Lilani Wealth Management 
Rashida Lilani
916.782.7752 
www.lilaniwealthmanagement.com
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Comcast Business                   
Lisa Geraghty
916.817.9284
lisa_geraghty@comcast.com
business.comcast.com
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xTerraLink, Inc.
Rami J. Zreikat / Alnore Deen
916.608.9902 • 916.206.1858
www.xterralink.com
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Burkhart Dental Supply
Kyra Gauldin, Operations
916.784.8200
www.burkhartdental.com
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Analgesic Services, Inc.
Geary Guy, VP / Steve Shupe, VP
888.928.1068
www.asimedical.com
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Crest / Oral B
Lauren Herman • 209.969.6468
Kevin McKittrick • 916.765.9101
www.dentalcare.com
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DENNIS 
NELSON
CPA, APC

PLANNING & CONSULTING ASSOCIATES

Dennis Nelson, CPA, APC
Dennis Nelson, CPA
916.988.8583
www.cpa4dentists.net
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RelyAid
Ursula Klein, COO, CFO
916.616.6845 • 800.775.6412
www.relyaid.com
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DENTAL

Henry Schein Dental
Mark Lowery, Regional Sales Manager
916.626.3002
www.henryschein.com
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916-624-2800
800-649-6999

The Dental Equipment Specialists

4095 Del Mar Ave. #13
Rocklin, CA 95677

www.descodentalequipment.com

DESCO Dental Equipment
Tony Vigil, President
916.259.2838
www.descodentalequipment.com
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Patterson Dental
James Ryan
800.736.4688
www.pattersondental.com
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Fechter & Company
Craig Fechter, CPA
916.333.5360
www.fechtercpa.com
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Financial Management 
Associates, LLC
Ted Darrow, Client Relations/Marketing
916.985.9559
www.fmacentral.com
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First US Community 
Credit Union
Gordon Gerwig, Business Services Mgr
916.576.5650
www.firstus.org
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Mann, Urrutia, Nelson, CPAs
John Urrutia, CPA, Partner
Chris Mann, CPA, CFP, Partner
916.774.4208
www.muncpas.com
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Benco Dental
Robert Kiddoo — Regional Manager
800.462.3626
www.benco.com
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Anders Accounting Inc 
Ben Anders, CPA
916.346.4005
admin@andersaccounting.com
www.andersaccounting.com

VE
ND

OR
 B

 / 
SI

NC
E 

20
13

California Dentists’ Guild 
Layla Shirazi
510.465.9021
www.cadentistsguild.org
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Infusion Dental Arts
Dennis Amatulli, Owner
916.724-9096
www.infusiondental.com

VE
ND

OR
 B

 / 
SI

NC
E 

20
14

Bank of the West
Mary Alajou, VP
Sacramento / Butte Area Manager
916.949.2687
www.bankofthewest.com
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Consolidated Pension 
Consultants, Inc.                   
Dennis Gacutan, President
916.646.4900
cpc@cpctpa.com
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Union Bank
Lydia Ramirez, Vice President
916.321.3145
www.unionbank.com
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CA Employers Association
Kim Parker, Executive VP 
Mari Bradford, HR Hotline Manager
800.399.5331
www.employers.org

VE
ND

OR
 B

 / 
SI

NC
E 

20
04

Wood & Delgado
Patrick J. Wood, Esq.                     
Jason Wood, Esq.
800.499.1474
www.dentalattorneys.com
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Sacramento Magazine
Becki Bell, Marketing Director
916.452.6200
www.sacmag.com
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Olson Construction, Inc.
David Olson
209.366.2486
www.olsonconstructioninc.com
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Andrews Construction, Inc.
Todd Andrews
916.743.5151
www.andrewsconstructioninc.com
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Blue Northern Builders, Inc.
Marc Davis / Morgan Davis /              
Lynda Doyle
916.772.4192
www.bluenorthernbuilders.com
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Western Practice Sales
Tim Giroux, DDS, President 
John Noble, MBA
800.641.4179
www.westernpracticesales.com
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Pacific Dental Services
Koert Takkunen / Melanie Duval
916.203.4246 
www.PacificDentalServices.com
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Star Group Global Refining
Jim Ryan, Sales Consultant
800.333.9990
www.stargrouprefining.com
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PACT-ONE Solutions
Dan Edwards, President
866.722.8663
www.pact-one.com
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Wells Fargo Bank
Philip Kong
916.533.6882 - cell
philip.kong@wellsfargo.com
www.wellsfargo.com
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Resource Staffing Group
Debbie Kemper
916.993.4182
www.resourcestaff.com
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Healthcare Cabinet Co.
Gordon St. Cyr and Gary St. Cyr
916.853.9556
www.dentalcabinets.biz
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Converge Medical           
Solutions, LLC                   
Mark Movassate
408.436.2000
www.convergemedical.com
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The Dentists  
Insurance Company
Chris Stafford
800.733.0633
www.tdicsolutions.com
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SD Reliance Management 
Dennis Krohn Jr., President
916.367.4244
www.sdreliance.com
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Wells Construction, Inc.
Nicole Wells
916.788.4480
www.wellsconstruction.com
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Job Bank
The SDDS Job Bank is a service offered only to SDDS Members. It is 
published on the SDDS website (www.sdds.org) and provides a forum 
for job-seekers to reach other Society members who may be 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 or complete the SDDS Job Bank form insert in this 
issue of The Nugget and cash in to the SDDS Job Bank!

ASSOCIATE POSITIONS AVAILABLE

Rina Ambaram, DDS • Sacramento • part/Wed • GP 
Blue Oak Dental Group • Mark Arena, DDS • Rocklin • full (4 days) • GP                                                                                                                           
Forrest Boozer, DDS • Cameron Park • part • GP 
George Chen, DDS • Folsom • part • GP 
CommuniCare Health Centers • Yolo County • on call • GP 
Kids Care Dental • Sacramento • part • Pedo/GP
Barry Dugger, DDS, MPA • Sacramento • part/full • GP • nonclinical 
Katie DeMeyer, DDS • Folsom • part • GP 
Make A Smile • part/full • Pedo/Endo/Ortho 
Maidu Dental • Auburn/Newcastle • part • GP 
Alex Moradzadeh, DDS • Sacramento • part/full • GP/Endo 
River Oaks Dental c • part • Oral Surgeon  
David Roholt, DDS • Auburn • full • GP 
Naveen Samuel, DDS • Sacramento • part • GP 
Yusuke Suzuki, DMD • Lodi • part • GP 
Hoang Truong, DDS • Sacramento • part • GP 
Steven Tsuchida, DDS • Elk Grove • part • GP 
Kelly Wilson, DDS • Rocklin • part • GP 
Dennis Wong, DDS • Sacramento • part • GP 

DOCS SEEKING EMPLOYMENT

Nima Aflatooni, DDS • part / full • GP
Russell Anders, DDS • temp/ fill-in work; M-F • GP
Andrea Azevedo, DDS, MPH • part; 1-2days/wk. • GP & Pedo
Louis Cuccia, DMD • traveling periodontist
M. Franklin Godfrey, Jr., DDS • part; 1-2days/wk. • GP 
Gagandeep Kandola, DMD • part/full • GP
Shahryar Khodai, DDS • part/full (Mondays and Thursdays) • GP
Steve Murphy, DMD • part/full • Endodontics
James Mucci, DDS • part • GP
Aashima Sharma, DDS • full • GP
Brandon Webb, DDS • Mon/Tues/Thu • Endo
Harpreet Tiwana, DDS • part/full • GP

DOCS LOOKING TO BUY A PRACTICE

Shahryar Khodai, DDS • Sacramento • GP
Richard Nichols, DDS • David, Woodland, Winters • GP
Harpreet Tiwana, DDS • Sacramento • GP

NAME – LOCATION – TYPE - SPECIALTY

For contact information of any of the job bankers listed below please 
check our website at www.sdds.org.
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Classified Ads
SACRAMENTO DENTAL OFFICE is seeking a part-time RDA. We 
are a general office that handles all procedures. The position 
requires a current license and a minimum 2 years experience 
chairside. Must have exceptional communication skills. Email 
resume to Greenhavendental@yahoo.com 11-13

GENERAL/PEDIATRIC — Kids Care Dental seeks another Super 
Star DDS to join our amazing team. Specialists or generals who 
love working with kids welcome. Non-traumatic philosophy 
focuses on superior customer service and exceptional patient 
care.  A great place to practice, with great people, and great pay. 
Beautiful private offices (no govt or HMO) with amazing teams 
and a culture that can’t be beat! Patients love us. Come find 
out why! Email dboyes@kidscaredentalgroup.com.     08-09-14

MULTI-SPECIALTY PRACTICE SEEKS ASSOCIATE ENDODONTIST 
is part-time in Lincoln, CA. With help, building this specialty could 
be full-time. High-tech paperless office, digital x-ray and endo 
scope. Please email CV to resume@makeasmile.com  08-09-14

BUSY, MULTI-SPECIALTY OFFICE CURRENTLY SEEKING 
ASSOCIATE DENTIST to  provide quality dentistry for kids of all 
ages. Work experience and additional CE with pedo preferred, 
but not required to be board certified. Experience with hospital 
dentistry a plus. A competitive salary offered. Email CV to 
resume@makeasmile.com. 08-09-14

SMILE TIME DENTAL is seeking friendly, experienced GPs for full 
and part-time, associate positions at our practice. Modern office 
with paperless charting, digital X-rays, CAD CAM/CEREC. Email 
resume to stdental2260@gmail.com  08-09-14

ASSOCIATE OPPORTUNITY! — Seeking a highly motivated and 
outstanding clinician to join our rapidly growing private practice. If 
you are a General Practitioner who wants to maximize your growth 
and potential, then look no further. Please email your cover letter 
and resume to greatopportunitydental@gmail.com 06-07-14

PART-TIME ORAL AND MAXILLOFACIAL SURGEON NEEDED to 
work Mon/Tue/Fri in Grass Valley, CA. For a non-profit community 
health clinic providing care to Native Americans and the 
economically disadvantaged. Visit www.Chapa-de.org or Email 
resume to HR@chapa-de.org      06-07-14

DENTAL OFFICE SEEKING General, Endodontist, Pedodontist, and 
Oral Surgeon associates for a busy practice. FT/PT available. 
Email resume to dralex@crystaldentalcenters.com.     08-09-14

DENTAL CONSULTANTS/FULL OR PART-TIME: Delta Dental 
seeks California licensed dentists to evaluate claims for the 
Denti-Cal program based in Sacramento. Ten years of clinical 
experience is desired.Excellent benefits. Call Dr. Barry Dugger 
at (916) 861-2519. 08-09-14

EMPLOYMENT OPPORTUNITIES

LOCUM TENENS. UOP grad to work in your office while you 
are on vacation, sick or maternity leave or emergency. Great 
references. Please call (530) 644-3438. 04-13

POSITIONS WANTED

LEARN HOW TO PLACE IMPLANTS IN YOUR OFFICE OR 
MINE. Mentoring you at your own pace and skill level. 
Incredible practice growth. Text name and address to  
(916) 952-1459.                                                        04-12

PROFESSIONAL SERVICES

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

DENTAL OFFICE FOR LEASE IN CARMICHAEL—1160 ft. This 
is a three operatory office with some equipment. New paint, 
countertops and flooring. Lease price is $1650 per month. 
Includes water, sewer and garbage. Call Dr. Brian Fahey at  
(916) 483-2484. 04-14

LOCATION, LOCATION, LOCATION: DENTAL OFFICE AVAILABLE, 
3000 L Street 1,535 sf with 5 operatories, recently remodeled. 
Fully serviced lease with ample free parking. Contact Kelly 
Gorman (916) 929-8100. 03-13

WOODLAND DENTAL OFFICE. Exceptional building and 
location. 1160 sq ft. 3 operatories. Utilities are included in 
rent. Call Dr. Richard Portalupi at (530) 662-9191.   02-14

EL CAMINO DENTAL BUILDING has one beautiful suite for lease. 
5 ops - 1441 sq ft. Completely remodeled with new flooring 
and laminate cabinets. Please contact Dr. Gordon Douglas at 
(916) 483-4964. 04-14

SUNRISE DENTAL PLAZA, SUITE #106 FOR LEASE, 7916 
Pebble Beach Dr., Citrus Heights. Four operatories and a lab 
with 1304 square feet. Well established professional dental 
building. For more information, please call or email Marty  at   
(916) 966-5772 or mshep6944@aol.com. 08/09-14

FOR LEASE

DENTISTS SERVING DENTISTS — Western Practice Sales invites 
you to visit westernpracticesales.com to view our practices for 
sale and see why we are the broker of choice in Northern California.  
Please call (800) 641-4179. 03-09

ROSEVILLE GENERAL PRACTICE FOR SALE — Great opportunity 
to own your own practice or combine practices! Averaging 
$230K collections last 3 years on 2 day a week schedule. Great 
location and attractive lease terms a plus! Owner relocating out 
of area.  Contact P. Terry, representative, at (925) 999-8200 or 
email pt@dmcounsel.com for details.  06-07/14

LEASE HOLD IMPROVEMENT FOR SALE. Elk Grove, ca. Excellent 
visibility. Low rent. Call Dr. Luu at 916.753.4852. 06-07-14

PRACTICE FOR SALE IN RANCHO CORDOVA, CA—General 
Practice dental office with a 40-plus year  history of goodwill in the 
Sacramento, Rancho Cordova, CA area, is looking for a wonderful, 
kind practitioner to purchase the practice. The office is conveniently 
located in a highly visible, easily accessible professional building. 
Office occupies 1100 sq. feet and 3 ops. The FFS/PPO generates 
approximately 15 new patients per month. This is a great practice 
to build on. Last 3 year collections were approximately 250K. Please 
send your CV to: sacramentodmd@gmail.com.  06-07-14

PRACTICES FOR SALE

BUY LOCAL AND SAVE ON SHIPPING — Two dental chairs with 
delivery systems, lights, mobile cabinets, cavitrons, doctor’s and 
assistant’s chairs in blue. One of the chairs is an Adec with bottled 
water, and the second one is a DEN-TAL-EZ AS 3000. Everything 
is in great working condition. 08/09-14

IDEAL LOCATION—FULLY EQUIPPED—TURN KEY MIDTOWN 
OFFICE AVAILABLE—Perfect for young dentist or practice 
wanting to relocate. Sought-after neighborhood at 24th and L. 
Please call (916) 443-8908 or (916) 215-5834.         08/09-14

KERR DEMI ULTRA LED ULTRACAPACITOR CURING LIGHT—Never 
been used and still in original box. Lists for $1455.00 Will sell for 
$1095.00. Call Dr. Jeffrey Light at  (916) 451-9400.  08-09/14

TAB FILE FOLDERS—Style 1172/slash pocket. Boxes of 100 
with assorted color stripe. Free and can be picked up at 3001 P 
St. 916-736-6757 or smoe@sutterterracedental.com. 08/09-14

DENTAL EQUIPMENT FOR SALE:  (2) Planmeca X-ray units (5 years 
new) $1500 each or both for $2500. / (2)  XDR Sensors (pedo & 
regular) $2500 each or $4000 for both. / Polton & Crane chairman 
$1500./ Dental eze “J” type chair $1500./ (1) self-contained Adec 
cart reconditioned with water & fiber optics $750. / (2) Polton & 
Crane track lights (newly reconditioned) $750 each or both for 
$1200. Statim 2000 sterilizer $1500. Will deliver within 100 miles 
of Sacramento except for chairs (you pick up). Please call (530) 
642-1467 or email johnnerwinski@gmail.com.   08/09-14

EQUIPMENT FOR SALE

SDDS member dentists can 
place classified ads 

FOR FREE!
MEMBERBENEFIT!
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EARN

3
CE UNITS!

SEPTEMBER GENERAL 
MEMBERSHIP MEETING:                                                 

New Member Night

Presented by:
Timothy Mickiewicz, DDS;                                                           
Clifford Chow, DDS;  & 
David Miller, DDS

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

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

Get your dose of Vitamin CE at the 35th annual MidWinter Convention & Expo
FRESH FROM THE SDDS FARM! • FEBRUARY 19–20, 2015

24 Continuing Education:                                   
Indirect Dentistry Update                                
5:00–9:30pm / SDDS Classroom

29 Membership Committee Meeting
 6:00pm / SDDS Office

 Mass Disaster / Forensics                                      
Committee Meeting

 6:00pm / SDDS Office

 Ethics Committee Meeting
 6:15pm / SDDS Office

OCTOBER
1 Lunch & Learn:  Crown Prep,                                    

Common Pitfalls & Prep Design
 11:30am–1:30pm / SDDS Classroom
 

9 General Membership Meeting
 TMD Throwdown                                         

Timothy Mickiewicz, DDS;                                  
Clifford Chow, DDS; and David Miller, DDS

 New Member Night
 Hilton Sacramento Arden West
 6:00pm Social / 7:00pm Dinner & Program

11 Business Forum: Embezzlement —                                              
How to Tell, How to Protect, How to Avoid                  
6:30–9:00pm / SDDS Classroom

12 Continuing Education:                                   
QuickBooks for the Dental Practice                  
8:30am–12:30pm / SDDS Classroom

22 Nugget Editorial Board Meeting
 6:15pm / SDDS Office

SEPTEMBER
2 Board of Directors Meeting
 6:00pm / SDDS Office

 Legislative Advisory Committee
 6:30pm / SDDS Office

3 HR Webinar
 Wage & Hour: Alternate Workweek — 
 Are You Doing the Right Thing?
 Noon–1:00pm

8 Foundation Board Meeting
 6:15pm / SDDS Office

CE

CE

September 9, 2014
TMD Throwdown

Enroll in the
Dedicated 
Monthly Dentist 
(DMD) Program

$389 for all seven 
monthly General Meetings for 
2014–2015 with one payment                                      
(See Insert)

SAVE on late charges — because 
you’re pre-registered every month!

CE

CE

CE


