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have waited all year and now would 
like to devote this time to tell all SDDS 
members and associates out there just how 

fortunate  we  are to have Cathy Levering as 
our Executive Director and give you some 
idea of what she does with and for us.  

Cathy is the “Mother Hen” for all new dentists 
to our Society. She is probably the first person 
you meet and rely on for anything related to 
dentistry such as: how to join SDDS, where 
to look for associateships, existing practices 
looking to transition, partnerships, where to 
find peers in the same “boat,”  how to take 
advantage of SDDS activities and how to 
get involved. Cathy soon becomes your best 
friend because it isn’t long after you meet 
her that you learn that she really cares and 
makes YOU feel important and helps you get 
to where you want to go. 

Cathy makes everyone around her feel 
important! She also motivates us all to 
be better at what we do and get  involved.  
Cathy has truly made a positive difference 
in our Sacramento District Dental Society. 
Her Curriculum Vitae would not fit on  
the space provided here and her awards list  
is even larger, but I do want to talk about  
her most recent accomplishments. 

Ms. Levering has been our SDDS Executive 
Director since 2001. During her tenure, 
she has guided our Society in leadership 
development, strategic planning, community 
outreach and services to our members. She 

has changed our lives as dentists and changed 
the lives of citizens in our local communities 
as well as the underserved in the entire state 
of California and has had a giant impact on 
dentistry in America.

Cathy has been a member of Sacramento 
County First 5 Commission’s Children’s 
Dental Task Fore since 2007. She also 
serves on the Sacramento County Board 
of Supervisor’s Geographic Managed Care 
Evaluation Task Force. Dental Geographic 
Managed Care is a pilot program mandatory 
for Sacramento Medicaid patients. This 
“pilot” program has lasted for 18 years 
and, even with complaints from the dental 
profession, no one in the State Legislature 
or County would acknowledge the 
monumental problems encountered by 
patients trying desperately to get dental 
care. It is due to Cathy’s persistence and 
attention to detail that brought the issues of 
inadequate care and barriers to care to the 
patients under Geographic Managed Care 
that the California Health Care Foundation 
was able to EXPOSE the GMC problems in 
a front page report in The Sacramento Bee! 
With that report, the County BOS decided 
to take ownership of the issue and both the 

California State Senate and State Assembly 
held hearings and placed a Trailer Bill to 
hold the plans and the State Department of 
Health Care Services accountable. Cathy’s 
passion in HELPING the underserved, her 
CARE for our Dental Community, her 
PERSISTENCE in doing what is right, 
her CONNECTION with the community 
and her abililty to WORK with our State 
Legislature has made it possible for Cathy to 
accomplish something that for 18 years NO 
ONE WOULD OR COULD FIX!

When Cathy was selected to be our Executive 
Director by our SDDS Board of Directors in 
2001, our annual budget was just over $600k 
and our membership was 1150 members. 
Now, in 2012, our budget is well over $1M 
and our membership is 80% of the potential 
market share with 1600 members.

Cathy works and thinks dentistry 24-7! 
Even on vacation she answers e-mails, gives 
suggestions and writes narratives so it’s very 
hard to tell that she is on vacation. All of us in 
leadership have received e-mails at all hours 
of the night! CATHY is the IMPETUS that 
keeps the wheels smoothly turning in every 
area of our Society at all times and all at the 
same time. I am truly amazed at her abilities 
and talents! Cathy is a remarkable person!  
SDDS is so very fortunate to have Cathy 
Levering as our Executive Director. Please 
join me by thanking her for all she does for 
us the next time you see her! 

PRESIDENT’S
MESSAGE
All About Mom!
“A Perfect Example of Effective Leadership” By Victor Hawkins, DDS

CATHY MAKES EVERYONE 
AROUND HER  

FEEL IMPORTANT!

NOVEMBER 1, 2012 JANUARY 23, 2013 MARCH 13, 2013 APRIL 10, 2013 JUNE 6, 2013
sdds.org/SDDF_Broadway.htm
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ob Dylan once famously sang “There’s 
something goin’ on here, but you don’t 
know what it is/ Do you, Mr. Jones?” 

That is a very apt description of your editor’s 
perception of “corporate dentistry” or, as Dr. 
Foulk refers to them in his article, “Dental 
Service Organizations” or DSOs. In an effort 
to get your editor and a large portion of the 
general membership up to speed on the concept, 
this issue of the Nugget was undertaken.

Your editor’s experiences with “corporate 
dentistry,” while not unlike those of many 
of his contemporaries, started dental practice 
with one of the largest corporate organizations 

in the world, the United States Navy, worked 
for awhile in a “union clinic” on a perdiem 
basis, and finally went into private practice 
and is currently contracting with some of 
the DSOs to provide specialty care to their 
members, do not necessarily reflect those of a 
recent graduate from dental school.

Others at that same time worked at Sears 
Family Dental Centers, and we are fortunate 
to have an article from the ADA with the 
views of Dr. Edward Meckler, the founder of 
the centers, along with articles from the entire 
spectrum of experience with DSOs. The 
aforementioned Dr. Don Foulk, and Dr. Reza 

Abbaszadeh, give us their views of the pros 
and cons of the current situation in corporate 
dentistry, while another author who shall 
remain anonymous at his own request gives 
a much more “con” view of his experiences in 
that world.

As with all the issues of the Nugget, your 
editor hopes to stimulate conversation on 
this topic and looks forward to receiving and 
publishing letters from the readership about 
their experiences in this growing method of 
dental care delivery. They will all be helpful 
in getting your editor’s perceptions into the 
appropriate decade if not century. 

FROM THE
EDITOR’S DESK
Points for 
Discussion By James R. Musser, DDS

Associate Editor

Let Burkhart show you how our unique Supply Savings Guarantee 
can help you keep your supply overhead low!

Do you need to control Supplyoverhead?

916.784.8200 | 800.606.9836
www.burkhartdental.com

SUPPLIES • EQUIPMENT & TECHNOLOGY • REPAIR AND MAINTENANCE • OFFICE DESIGN • CONSULTING

TM

TM

TM

R 08/12  WA

"The initial sadness 
and shock we felt while 

watching our office burn 
down was tremendous. 

But beyond what 
seemed like complete 

devastation, we 
found how wonderful 

and supportive the 
Sacramento dental 
community truly is. 
Thank you Burkhart 

Dental and DH 
Construction for being 
part of an outstanding 
team that brought us 

back out of the ashes! 
 

−Dr. Tim Wong  
and Dr. J.C. Fat

Burkhart is the only dealer to offer all of the 
following equipment and more!

YOUR PRACTICE,Your Choice

B
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So… I’m working on a Saturday…
And it’s my birthday (but there’s some construction going on in my house, 
on MY birthday, and dust is flying everywhere so I came down to the office 
for some quiet and to get some long awaiting projects done and, of course, 
my Cathy’s Corner for the Nugget!)…
Music is blaring… Candles burning… Ah… calm!
Reports are getting written, ideas are flowing; then…. “WHAP-WHAP- 
WHAP” on the back door (I’m scared; there are a lot of seedy characters 
across the street in the park).
I peek out of the little window above the door. It’s the Fire Department –  
6 of them and a young woman who is crying in the parking lot!
“Ma’am, is this your car?” Shoot; what’s happened?
“We have an emergency. She is travelling on the freeway, stopped to let her cat 
out for a potty stop and the cat got spooked and ran down the freeway ramp.”
“Ma’am, the cat climbed up in your engine. Could you please pop the hood 
and we’ll get her out.”  Okay, I popped the engine and, of course, the engine 
is all neat and covered up – they can’t get to the car engine. There are now 
7 firemen and the crying girl and where is the cat? They all have gloves on 
because they have been chasing this cat for an hour. They have created a 
blockade in the parking lot so, if the cat comes out and turns right, they can 
trap her. (But what if she comes out to the left?)
“What if I start the car?” OMG – that was a dumb question. The girl, who is 
now uncontrollably sobbing, says I’ll cut off the cat’s legs – at best. (Bad idea.)
So I honk the horn, turn on the alarm. Nothing. (We have reservations for 
dinner in 4 hours – how long is this going to go on?)
Then, amazingly, the cat climbs out of the engine (HOW did she get up in 
there from below????) and sits on the top of the left tire. Crying girl reaches 
up and the cat ABSOLUTELY SCREECHES and hisses and goes back up 
the engine. (Should I delay our reservation for dinner? Obviously these cat 
lovers will not let me start the car – I am thinking differently, tears and all.)
Long story shorter, the cat finally peeks her head out, the fireman (with gloves) 
grabs her, she hisses and claws and bites and hates being grabbed, but he holds 
her by the neck and says to crying girl… “Do you have a box or travel hutch 
for the cat?” 
OMG – how could she have that? “Ma’am, this cat isn’t going to ‘like’ anyone 
for a while.” (Good thing our new Foundation brochures (see insert!) just 
arrived and I still have the big box they were packed in.)
End of the story: she’s travelling back up to school in Oregon. Guess where 
she goes? Only two choices here… yep, she’s, of course, a Duck!  OSU Beavers 
have animals and pets that play nice. 
Point of the story – well… I was going to write something about member 
benefits or something SDDS-ish but, honestly, I am so traumatized that I 
just had to vent.

Happy October! 
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By Nima Aflatooni, DDS

From a New Dentist’s 
Perspective

raduating dental school can be a 
daunting and anxiety-provoking 
time in a young dentist’s life.  

Looking for a job, trying to plan your future, 
and managing those daunting student loans 
are no easy task.  For many of my classmates 
as well as me, some of the best opportunities 
being offered to us were by large group 
practices.  Upon graduating from UOP, 
I decided to take a job with Pacific Dental 
Services in Sacramento.  I had heard mixed 
opinions regarding corporate dental practices, 
yet I was happy for any opportunity to gain 
some experience, make some money, and pay 
down my loans.  The advantages of working 
for a large group practice like PDS include 
the exposure to new technologies, continuing 
education, ownership potential and 
collaboration with other clinicians.  What I 
especially found attractive about PDS was the 
ability to construct your own treatment plans 
based on your education.

In the two years since graduation, I have 
worked at a couple PDS offices as well as 
private practices.  These experiences have 
given me some perspective regarding both 
types of practice.  In short, generalizations 
are hard to make.  Private offices vary widely 

in practice style and size, as do offices in a 
large group practice.  Some of the things that 
initially bothered me about the group practice 
setting were the lack of quality controls, 
inadequate emphasis on long term patient 
relationships, and a limited ability for the 
associate to provide input in terms of clinical 
direction.   Over the past two years there has 
been a significant change that addresses these 
issues at PDS.  The main change is the focus 
on patient care, emphasis on building patient 
relationships, and raising the level of clinical 
excellence.  Due to changes at the regional 
level, a new culture seems to be emerging 
within PDS that was not there before.  It is a 
culture that focuses on clinical leadership by 
clinicians and not management.  The focus 
is on providing the optimum clinical care 
with a focus on the specific financial needs 
of the patient.  For me personally, the thing 
I value most in the dental profession are the 
relationships I have with my patients.  The 
realization that fostering those relationships, 
and putting long term care before quick 
profits makes business sense is the biggest 
change within the organization.  The role of 
PDS management is more of support than 
of direct management, and the advantage 

of clinical decisions supported by business 
expertise is very powerful.  

Overall, my experience with PDS has 
become increasingly positive and one I am 
very grateful for.  Many of the changes that 
have resulted in a culture of patient care have 
come from the change at the regional level 
that gave voice to the clinicians.  The results 
have been happier patients, happier dentists, 
and a better bottom line.  

Large group practices will become a larger 
part of the dental market.  It is imperative 
that these organizations strike the right 
balance between managerial and clinical 
decisions, and understand that focusing on 
the long-term treatment needs of patients and 
building a relationship based on trust not only 
makes ethical sense but also makes financial 
sense.  In these organizations, collaboration 
between doctors and executives is necessary 
but the primary focus needs to be on patient 
relationships with clinicians leading the way.  
PDS has started to find this balance, but it is 
still a work in progress.  There is still room for 
engagement in the larger dental community.  I 
hope that other group- practice and corporate 
organizations will follow this example.

CORPORATE DENTISTRY

WESTERN PRACTICE SALES 

John M. Cahill Associates 
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years later, after retiring from his 
anesthesia practice in the mid-
1980s, I saw his prediction come 

true. Physicians had become in large part at 
the mercy of hospitals, governing boards, 
the local, state, and federal government, 
and insurance companies. The solo, fee-for-
service practices like my father’s started in 
the 50’s declined, and the great physicians 
of the past were reduced to an employee, 
simply compensated for their time, or in the 
very least at greatly reduced fees. The income 
levels had been severely pushed downward, in 
part by pressure from the public who wanted 
cheap or free medical care. 

While the physician went through these 
changes, the dentist was left alone for a 

time. A dentist didn’t need much to start 
a private practice. He could rent a small 
office, hire some staff (or not) and provide a 
decent income for himself while seeing very 
few patients. 

With rapidly changing dynamics in the 
industry, the need for business support 
services for dentists has risen. This resulted 
in the emergence of Dental Services 
Organizations (DSOs). DSOs partnered with 
dentists and then worked with the insurance 
companies on behalf of the supported dentists 
and negotiated a more favorable circumstance 
for the practitioner.  They also started helping 
doctors in other areas such as marketing, 
payroll, and billing.

A Dentist’s Perspective on Dental Service 
Organizations and Individual Private Practice

By Donald Foulk, DDS

CORPORATE DENTISTRY

My father was like many other fathers I knew, and perhaps a lot like yours.   
He was intelligent and seemed to have a knack for knowing what tomorrow held.  He 
attended medical school at USC and, after graduating in 1951, he counseled my four 
brothers and me to go into dentistry instead of medicine.  He predicted that dentists 
would maintain their independence and be free to govern themselves. 

30
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There are some in the public and even 
some in the dental community that have 
questions regarding DSOs, which they 
incorrectly call “corporate dentistry.” Most 
of the concern appears to revolve around 
quotas, procedural counts, volume, and lack 
of quality or oversight, and demands made 
by non-dentist investors in these operations. 
Only 8% of practicing dentists are even 
within a DSO environment. 

Is a DSO good or bad?  I guess it can be both, 
depending on the dentist and the DSO. Some 
DSOs tend to recruit young dentists fresh 
out of school. These new dentists have a great 
deal of debt and have an immediate need for 
a predictable, guaranteed source of revenue. 
Starting a successful solo practice is neither 
predictable nor guaranteed. It is also costly.  
Income or earning potential can be a primary 
motivator to join a DSO. However, I would 
argue that DSOs are attractive for a variety of 
different reasons and for more than just new 
grads. There are key aspects of any practice 
model that can be analyzed to determine fit. I 
would like to compare three such factors with 
the two largest segments to dental practices: 
independent private practices and DSOs.

ADMINISTRATION

Private Practice: The administration of a  
private practice is shouldered by the  
owner-dentist of the solo-practice. In the case 
of a partnership or association, this burden 
can be shared with the advantages of “more 
hands make lighter work” and the multiple 
perspectives and training/experience that 
would be available in the multiple dentist 
office. The advantages would be greater 
freedom to make choices and to implement 
change. The disadvantages can be the same as 
the advantages if the choices and changes are 
not conducive to a profitable, efficient business. 
The limited training and business experience 
of dentists, increases likelihood of failure as  
the quality of management decreases. I have 
found that many dentists are very good at 
restoring teeth, but not so good in managing 
a business. The private practitioner usually 
does his managing part time after his main 
job treating patients has concluded.

DSO Model:  The DSO has the advantage 
of increased resources. These resources may 
allow them to offer the dentist management 
talent, a training team, a marketing 
department, HR services, payroll software, 
billing expertise, etc.  

A DSO can help dentists hire full time, trained, 
and many times licensed professionals. These 
professionals are monitored by other dentist 
mentors in the organization who audit their 
work and hold them accountable for achieving 
levels of performance that will ensure the 
success and profitability of the business. 

ENVIRONMENT (TECHNOLOGY)

Private Practice: The technology available 
to private dentists is directly proportional 
to his available financial resources. And 
unfortunately, his success is related somewhat 
to how much of a technological edge he has 
over his competition. It becomes a catch 22. 
CEREC (CAD/CAM), digital radiographs, 
intraoral photography, lasers, panorex x-ray 
machines, fiber- optic handpieces, rotary endo 
machines, implant armamentaria, etc. are very 
expensive. And many private practitioners are 
limited financially with what they can afford, 
especially after incurring such large school 
debt that is so common now.  

DSO Model:  The larger DSO supported 
practice that can often times operate more 
profitably, and therefore can afford the latest 
and best technology. With this technological 
edge, the profitability can increase 
exponentially as resources are consolidated 
and overhead is controlled. A larger business 
can demand larger price advantages on 
their purchases from suppliers due to higher 
volume as well.

OVERSIGHT

Private Practice:  Oversight in an independent 
model tends to be just that, mostly 
independently driven. A provider is left to 
their own to define their standard of care 
and seek counsel as they desire. This can 
be an advantage of course but it also serves 
as a disadvantage if a provider doesn’t 
seek a responsible approach to elevating 

their standard of care through counsel and 
continuing education.

DSO Model: In some DSO models, audits 
are conducted routinely to ensure that the 
office is in compliance and that they are 
providing high-quality dentistry. There can be 
a misconception at times that these audits are 
performed by non-dentists. I cannot speak for 
all DSOs, but I know that is not true for the 
DSO I am working with. As an owner dentist, 
I define the clinical culture and have access 
to insight, training and review processes from 
other dentists in the organization as well some 
key opinion leaders in the industry.

There are several successful DSOs operating 
today DSOs have all the benefits of private 
practice while eliminating the daily stresses of 
running a business.  This partnership would 
provide the dentist with the opportunity 
to earn as much as he wanted, paying the 
DSO a fee for the services they provide and 
benefitting when the practice is profitable. 
And when the dentist is ready to retire he still 
reaps the rewards of his years of developing 
the practice. In my opinion, this would be the 
ideal answer for many dentists out there who 
are struggling with private practice. 

With the DSO providing business support 
services for a practice, I am able to do what I 
love and what I do best; provide dental care 
to my patients. 

Donald M. Foulk, DDS, graduated from Loyola 
Dental School in 1971. He is a member of the 
ADA, CDA, and he has just transferred to SDDS 
as a member! He values his membership and 
appreciates organized dentistry working so hard 
to protect our profession.  He has owned three 
practices in California and has been an associate 
in several other practices. He has worked in a 
government clinic, and has worked for and with 
three different DSOs. After 41 years of dentistry, 
he believes he is in the best situation he has ever 
had. He is currently the owner of Sierra Smiles 
Dental Practice, in Auburn, California which is 
supported by Pacific Dental Services. He loves to 
go to work each day, and has no plans to retire. 
His goal is 50 years of practice. 

YOUknow?
did You can now sign up and charge online for all SDDS courses!

Get started at:  
www.sdds.org/membersmeetingsforums.com

SIGN UP
& CHARGE ONLINE

look for this button!
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THE PROS: 
If the corporate facilities are structured 
properly (monitored for quality of care and 

managed based on articulating that message to 
all employees), they do provide a viable means 
of dental care delivery.

These facilities typically can cater to a 
broader demographic of customers and 

patients as they need to be set up so that 
most typical dental cases are handled at the 
facilities (not highly complicated cases). 

There are opportunities for corporate 
facilities to expand as these facilities 

provide the level and capacity of services 
required by many discount / PPO / DHMO 
carriers. These facilities offer carriers even 
more stability than private practices that 
could change their positioning in the 
marketplace frequently. 

THE CONS:
To operate corporate facilities one needs to 
also develop a corporate infrastructure. This 

is an area that is overlooked by many people 
who attempt to start these types of facilities. 
Such corporate structure means you need to 
have adequate staffing for human resources 
issues, IT and data management, quality 
assurance and training staff, accounting and 
analysis and legal review and marketing. 
Without a comprehensive set of skills at the 
corporate management level, these facilities 
can operationally lose directions with negative 
consequences on customer service levels, 
quality of care and financial viability.

Corporate dentistry facilities are not the 
best means of providing “ultra skilled” 

services, such as full mouth reconstruction 
treatment, TMJ or extensive surgical and 
implant procedures. These types of cases 
require not only highly skilled clinicians, but 
require a high degree of care and control of 
the process. Corporate dental offices’ have 
turn-over of staffing and dentists and are not 
suitable to service these types of cases. 

Pros and Cons  
of Corporate Dental Facilities By Reza Abbaszadeh, DDS

President, Access Dental/Premiere Access

1 1

2

2
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CORPORATE DENTISTRY

  $$$ ON YOUR TDIC LIABILITY INSURANCE!

Shortcuts have their place, but not in dentistry. Incomplete documentation, 
the omission of necessary procedures and failure to fully inform patients 
are why even the best dentist will likely experience a lawsuit at least once 
throughout a career. With real TDIC cases, this course will illustrate why  
effective patient communication and continuity of care are imperative in  
delivering excellent dentistry. After completion, you will understand how to:

• Create a proactive approach when multiple dentists treat one patient
• Establish office procedures when patients complain of pain
• Develop strategies to educate patients on treatment recommendations
• Deploy effective protocols for medical emergencies

TDIC policyholders who complete this course 

will receive a 5% Professional Liability discount.
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We have represented more dentists in buying and selling
their practices than any other law firm in the country.

Practice Acquisitions/Sales • Partnerships • Business Transactions
Lease Negotiations • Estate Planning

LOOK ONLINE FOR UPCOMING SEMINARS IN YOUR NEIGHBORHOOD!

This could be the most   

  important  
        decision
               of your career. 

Are you sure
you hired the best legal
counsel to protect you?

800.499.1474
800.511.2138 Fax
www.DentalAttorneys.com
Represented over 4,000 dentists

Patrick J. Wood
Jason P. Wood

Attorneys at Law

AT T O R N E Y S  AT  L AW

The Authority in Dental Law

www.sdds.org • October 2012  |  11



CORPORATE DENTISTRY

his sector of the dental workforce 
has experienced significant growth 
in a relatively short period of time. 

According to the ADA Health Policy Resources 
Center, in just two years the number of large 
dental group practices has risen 25 percent.

For now, it’s still a small piece of the overall 
dental delivery system pie. In a 2008 sampling 
frame, the Health Policy Resources Center 
concluded that solo dentist practices account 
for 92 percent of all dental practices, and very 
large group practices with 20 or more dentists 
make up only 3 percent.

However, in analyzing its data on individual 
dentists, the HPRC has concluded that the 
rate of solo practitioners is falling. In 2010, 
69 percent of dentists were solo practitioners 
compared to 76 percent in 2006.

There are many factors fueling the growth 
of large group practices supported by dental 
service organizations, and this practice type 
has many implications for the profession and 
organized dentistry. A key aspect of large group 
practice that sets it apart from traditional dental 
practice is ownership. Dentists in these settings 
may have an ownership stake, or part of an 
ownership stake, but many are employees of the 
practice. The group practice model offers many 
benefits to employee dentists that are similar 
to ADA membership benefits, too. With this 
segment of the dental profession growing, how 
can the ADA remain relevant to dentists in 
large group practice settings?

In January, members of the Dental Group 
Practice Association led by Executive Director 
Edward Meckler met with ADA President 
William Calnon, ADA President-elect 
Robert Faiella, Executive Director Kathleen 
O’Loughlin and ADA staff to examine areas 
of mutual interest and potential opportunities 
for future collaboration.

“This meeting was a first step toward exploring 
possible collaboration with large group 
practices and finding out how the ADA can 
best represent dentists in this environment,” 
said Dr. Calnon. “We’re a big tent organization. 
This sector of membership is growing, and we 
need to find ways to be relevant to dentists who 
are seeking this type of practice.”

The ADA New Dentist Committee turned its 
focus on group practices in a January 20 mega  
issue discussion. The program included 
Dr. Meckler, who is also chairman of 
DentalOne Partners, a large group practice, 
and representatives from Coast Dental and 
Affordable Dental Care, who provided an 
overview of their organizations and answered 
committee members’ questions. New dentists 
with employment experience with these groups 
shared their experiences.

Constituent societies have stepped up efforts 
to reach out to dentists in group practices. The 
Minnesota Dental Association’s Membership 
Committee has looked at ways to expand its 
value for newer dentists who work in large 
group practice settings. More than 12 percent 
of dentists in the state are employed in large 
practices but only 55 percent are members. The 
committee’s goal is to increase the large group 
dental practice membership market share to 70 
percent by the end of this year.

Some ADA-recognized specialty organizations 
are also closely monitoring the impact of 
large group practices on their membership. 
The American Association of Orthodontists 
surveyed new graduates in 2009-11 and found 
that 16 percent of respondents are practicing 
in a nontraditional setting, defined as either an 
interdisciplinary practice or a practice where 
they are employees or independent contractors.

“Overall, our membership is still at 69 percent 
in solo practice, 16 percent in partnerships, 
6 percent in associateships, 4 percent in 

interdisciplinary practice and 5 percent in large 
corporate practice,” said Chris Vranas, AAO 
executive director.

“The traditional orthodontic practice includes 
a single practitioner, or a single practitioner 
with an associate or two, and is community-
based. We are following trends whereby recent 
graduates are moving into larger group-type 
practices and multidisciplinary practices due 
to economic factors, such as the need to start 
practicing right away to finance educational debt 
and the fact that fewer orthodontists are retiring 
because of the economy,” said Mr. Vranas. “We 
are doing our homework now to make sure we 
continue to provide benefits and services to assist 
members in all types of practice.”

At the NDC meeting, the ADA Health Policy 
Resources Center described models of large 
group practice, which include:

• Group practice organizations—Typically, the 
group practice organization is a de novo or 
“starting from scratch” practice. There may 
be several offices or branch locations, each 
typically has one dentist. In this model, the 
dentist is an employee. GPOs grow through 
acquisitions of solo, small and large groups, 
and by starting new locations.

• Dental service organizations (sometimes 
called dental management service 
organizations)—The DSO works with an 
existing practice rather than developing 
a new practice. In most cases the dentist 
retains ownership while contracting with 
the DSO to provide materials, human 
resources, marketing and information 
technology for a fee. DSOs grow by 
adding solo, small and large groups to the 
administrative arrangement.

• Geographic or multispecialty model—This 
is the traditional multiple location practice. 
Some dentists may split time among 
locations. In most cases, the number of 

ADA Explores Growth  
of Large Group Practices

By Karen Fox
ADA News Staff

The ADA is taking steps to increase dialogue with large group practices 
and gather information regarding this rapidly expanding career option.

T

12  |  The Nugget • Sacramento District Dental Society



practices is limited by geographic reach. 
These practices grow by acquisitions of solo, 
small and large groups, and sometimes they 
are acquired, too.

States regulate who can own and operate a 
dental practice, what entities may employ a 
dentist and what level of control nondentist 
owners and managers may have over a dental 
practice. Some dental management companies 
operate either as group practices or dental 
service organizations depending on state 
law. Group dental practices also vary their 
operations in terms of branding, scope of 
treatment and insurance options. Some are 
publicly traded and others are privately held.

The Dental Group Practice Association 
represents dental group practices and dental 
service organizations. DSOs do not practice 
dentistry, Dr. Meckler emphasized. “A DSO 
contracts with dental practices to provide 
critical business and management support,” he 
said. “The creation of DSOs with a professional 
manager who handles the nonclinical 
operations frees up dentists to practice dentistry, 
spend more time on other pursuits or any 
combination that allows them to maximize 
their personal interests and potential.”

One of the goals that Dr. Meckler had going 
into the meeting with the ADA was to correct 
what he sees as misconceptions that exist 
between DGPA members and their affiliated 
dentists and ADA members. For example, ADA 
membership encompasses much more than 
many group practice dentists think it does, and 
dentists in large group practices “do dentistry 
just like everyone else.”

“Our affiliated dentists graduated from the 
same dental schools and passed the same boards  
as dentists in private practice. There is nothing 
different in the way they practice dentistry,” said 
Dr. Meckler. “But instead of the dentist hiring 
an accountant, we’ll do it. Instead of the dentist 
contracting with an ad agency, we’ll do it. Large 

group practices are not something to worry 
about; it’s just a different model that removes 
the daily business and red-tape concerns from 
dentists so that they can do what they went to 
dental school to do: practice dentistry.”

Dr. Meckler said the meeting “was a very 
positive meeting; an early step in understanding 
the growth of the DSO industry and how 
DSOs and the ADA should be interacting in 
the world in which we live.” There is much 
common ground for the two groups. For 
example, DGPA reiterated its support for 
the dentist as the leader of the dental team, 
and identified political advocacy, information 
sharing and ADA participation as valued by 
dentists who practice in large groups. Working 
together to resolve mutual concerns, including 
those regarding third-party payers,  were 
identified as potential areas of collaboration for 
the ADA and large group practices.

It’s not known how many dentists in large 
practice settings maintain ADA membership. 
Dr. Meckler, an ADA member since 1974 
who is now on the board of directors for ADA 
Business Enterprises Inc., says DGPA “fully 
supports ADA membership. I would love for 
all of our affiliated dentists to be members of 
the ADA. A number are but not all.”

He believes the reason that more dentists in 
large group practices don’t join the ADA is that 
group practices offer so many benefits such as 
insurance and business support services. As a 
result, the perceived value of membership may 
not be as strong.

“Many dentists say, ‘I don’t need ADA 
membership.’ But what they don’t recognize 
is that there are other advantages that we can 
attain from ADA membership. So No. 1, we 
need to create awareness of the importance of 
ADA membership for our doctors,” he said.

Dr. Meckler launched his career in 1974 as 
a busy practitioner in Cleveland looking for 

ways to grow his business while centralizing 
functions “that might make my life a little 
easier.” In 1980, he founded the Sears Family 
Dental Centers.

“The first office saw 22,000 patients in one year 
and I couldn’t hire dentists fast enough,” Dr. 
Meckler said. The company is now known as 
DentalOne Partners Inc., servicing more than 
150 practices in 14 states.

While large group practices have something 
to offer dentists of all ages, Dr. Meckler said 
this career option is particularly attractive to 
new dentists. In fact, he attributes some of the 
growth of large group practices to new dentists 
and the challenges they face in a changing 
marketplace, which include record high levels 
of educational debt. According to the American 
Dental Education Association, in 2011 the 
average amount of dental school debt per 
student was $180,557.

“Dental students graduate with debt, and they 
have to start their careers and begin to practice. 
Now they have to pay off loans and get a loan 
to start a practice. They ask themselves, ‘How 
will I ever get out of this?’ ” said Dr. Meckler. 
“The dental services organization has grown out 
of that. I’ve been in this business for 31 years. 
Our model is not new. The needs of young 
dentists have changed.”

Many young dentists may indeed be seeking 
practice opportunities that do not involve 
practice ownership. Although recent ADA 
research among young practitioners indicates 
that a small group practice with shared 
ownership is very attractive, most of the 
dental students and recent graduates surveyed 
indicated an expectation that they would be 
practice owners within 10 years. 

Reprinted with permission from the American 
Dental Association.

Destroy all 
records to 
meet HIPAA 

requirements!

We deliver the 
most secure mobile 

confidential document 
destruction service, at 

affordable prices.

Please call: 916.631.0800 or 916.722.2737
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he number of Americans with dental 
insurance coverage declined notably 
in the period following the economic 

woes of 2007.  According to the National 
Association of Dental Plans, dental benefits 
enrollment had declined 5.7% by 2009 due 
to economic contraction.  With 56% of 
the U.S. population reporting some type of 
benefit plan in 2012, coverage levels appear 
to have rebounded to pre-crisis levels.  If so, 
then why are dental practices still feeling the 
pinch?  A commonly cited reason is declining 
reimbursement rates.

GETTING OUT OF THE RUT

Dentists in many markets are experiencing 
declining reimbursement rates from dental 
carriers across the board.  This trend can be 
prohibitive to the delivery of needed services 
to patients, especially those procedures of 
medical necessity which may involve higher 
dollar claims.  In this climate practice 
owners are seeking new and innovative ways 
to enhance practice performance.  Staying 
abreast of the dizzying number of changes 
in the industry can be exhausting.  With 
demanding clinical schedules and limited time 
available for practice management, the most 
efficient strategies often are those which can 
be implemented with the existing procedure 
mix.  One of these strategies is cross-billing 
to medical insurance.  Many dentists leave 
money on the table by failing to maximize 
reimbursement for the procedures they are 
already providing. Properly coding and 
billing to medical insurance for appropriate 
procedures can increase practice cashflow 
while adding value to your patient base. 

WHAT IS DENTAL CROSS-BILLING?

Historically, dentistry was viewed distinctly 
from the field of medicine.  Today there is 
a large body of research documenting the 
connection between oral health and body 
systems and a greater acceptance of the holistic 
approach to dentistry. As insurance payors 
embrace the medical nature of dentistry, it 
is prudent for dentists to re-tool their billing 

practices in order to be fully reimbursed for 
their work.  Dental cross-billing involves 
coding and billing dental procedures to 
medical insurance payors.  Many doctors 
are put off by this idea because they are not 
sure what can be billed to medical insurance 
and how to follow through with a sustainable 
course of action.  The level to which medical 
necessity and documentation is required varies 
widely by the specific procedure.  Naturally, 
specialists will encounter more such cases but 
general practitioners are commonly treating 
an array of conditions which can be billed 
medically.  There are a growing number of 
dentists who provide diagnostics, therapy, 
surgery, and oral appliances to treat conditions 
which may have been referred out in the past.

BENEFITS OF BILLING MEDICAL 
INSURANCE

One major benefit of medical insurance 
billing is increased revenue. Reimbursement 
rates from medical carriers commonly are 
higher than those of dental carriers. For 
the same procedure dentists can receive 
significantly greater payment and may also 
get paid for procedures which are not covered 
under dental plans.  Patients can also reap the 
benefits by avoiding out-of-pocket payment 
for procedures which are billed medically.  
Moreover, they will be able to preserve their 
annual dental plan maximums to use with 
other services which may previously have 
been unaffordable.  With this comes greater 
patient compliance with treatment plans and 
improved oral health outcomes.  Patients 
may be more inclined to refer friends and 
family when they are able to fully leverage 
their existing coverage and receive additional 
needed services.  They will also appreciate your 
medically-oriented approach to dentistry.  

HOW TO IMPLEMENT CROSS-BILLING

Assess your practice and take an inventory of 
the services and procedures which can benefit.

Generate reports based on procedure code. 
It is important to analyze actual data. You 
cannot improve what you cannot measure.

Evaluate the effectiveness of cross-billing with 
the existing procedure mix before adding new 
procedures.  This will give you some room to 
work out potential difficulties.

Invest in staff training or engage a billing 
company that specializes in dental cross-
billing.  Some billing companies will offer a 
complimentary assessment.

If your efforts have been fruitful, consider a 
marketing program designed specifically for 
those services.  Use the competitive advantage 
to grow your market share.

THE IMPACT ON YOUR PRACTICE

The role of insurance plans in the dental 
industry continues to grow and change.  
On a national level the market is divided as 
follows: Private Insurance (48.6%), Patient 
Pay (39.9%), Medicaid (8.5%) and Medicare 
(0.3%) (US Census).  This is expected to 
progress even further in light of looming 
changes on the horizon as the result of health 
reform.  While insurance reimbursement can 
be one of the most financially frustrating 
aspects of practicing dentistry, dental cross-
billing is one of many strategies which can 
help.  If implemented properly, practices 
can generate greater revenue with minimal 
hassle or added cost.  This can yield dividends 
for your practice today and tomorrow: 1) A 
noticeable rise in revenue and earnings in the 
interim, and 2) Increased practice value when 
it comes time to sell.  Practice value is largely 
determined by the financial characteristics of 
your business and boosting short term and 
long term financial strength can allow you to 
reap the benefits twice. 

Christopher Majdi, MSHCA, CHBC, is a 
dental practice valuation analyst with Medical 
Practice Appraisers.  He provides valuation 
and advisory services to private practices and 
specialty groups nationwide.  Mr. Majdi is a 
Certified Healthcare Business Consultant and 
a Member of the Institute of Business.  He can 
be reached at 800-416-2055 (x223) or http://
www.MedAppraisal.com

Boosting Practice Revenue  
with Dental Cross-Billing By Chris Majdi

Reprinted with permission from the author 
 and Tri-County Dental Society Bulletin

T
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YOU
THE DENTIST, THE BUSINESS OWNER

By Risk Management Staff (TDIC)

For rent: Two operatories in an established dental office.  
Call for information.

It sounds like a good idea. You are not using all of the space in 
your office and would like another source of income. 
This appears to be a growing trend based upon ads in dental 
publications and an increasing number of calls to TDIC’s Risk 
Management Advice Line about renting dental operatories.
Such arrangements can work. However, to be successful, a 
number of essential items need to be addressed before reaching 
an agreement with another dentist. According to Arthur 
Curley, a senior trial attorney in San Francisco, important 
considerations include: a sublease or shared-office agreement 
in writing, definition of terms, description and measurements 
of space leased, specification of shared equipment and services, 
insurance, indemnity, joint use of employees, need for signage 
and forms to avoid “ostensible agency,” ownership of patient 
records and handling of emergencies. Additional details include 
notice provisions and events for termination, selection of joint 
employees and hiring and firing of joint employees, said Curley, 
who has provided legal services to doctors for more than 35 years.
Renting operatory space in your office can be handled in different 
ways. A shared-office agreement is one possibility, according to 
Curley.  “If services are provided such as reception, telephone, 
email, office software, shared-office staff, shared supplies, shared 
equipment, use of radiographic equipment and use of leasehold 
improvements, then additional items are being leased and a 
shared-office agreement is a more appropriate description of the 
agreement,” he said. 
A sublease is another option, but a sublease can present unexpected 
issues. “If you are simply leasing an operatory without provision of 
any ancillary services, you can treat it as a sublease,” Curley said.  
“A problem with subleasing is that it will likely require consent of 
the landlord. Also, leases often contain a clause stating that the 
landlord is entitled to all or a portion of excess rent received in a 
sublease. Thus, if a total lease is $5,000 per month and 10 percent 
of the office is subleased to another dentist, any lease amount over 
$500 would be excess rent and the landlord would be entitled to 
receive all or a portion of that amount.”
Prior to subleasing, TDIC advises dentists to contact the landlord 
to determine lease violations. Also, call your insurance carrier to 
ensure you are adequately insured and if this type of arrangement 
presents coverage limitations.
Call TDIC Risk Management Advice Line at 800.733.0634 with 
any questions about renting operatory space in your office. 

Renting Out Operatory Space

A Check List For Smart 
Dental Office Sharing

A sublease or shared-office agreement should always 
be in writing. Additional key points:

Identify the other doctor’s practice as a separate practice on 
signs, business cards, billings, letterhead and when answering 
the telephone. Have patients sign an acknowledgement that the 
two doctors’ practices are separate practices and each dentist is 
independently responsible for his or her own treatment.  This may 
reduce chance of liability for actions of the other doctor under 
“ostensible agency.”

Make sure contracts contain indemnity language establishing each 
dentist’s responsibility for his or her own actions.

Ensure the contract contains specific language concerning 
termination of sublease at will or on defined notice.

Ensure each dentist maintains his or her own insurance for 
professional and property liability by requiring proof of such 
insurance as part of the contract. Also require that such insurance 
be maintained for at least 3 to 5 years following termination of 
contract. If the dentist who rents space does not maintain insurance, 
the “landlord” dentist may be the only one sued by the patient for 
injury incurred during treatment by the tenant at the landlord’s office.

If employees are shared, consider Employment Practices Liability 
Insurance for both doctors.

If your office is not incorporated, consider incorporation to limit 
liability for the actions of the other dentist.

Consider engaging the services of an attorney knowledgeable in 
drafting and interpreting business leases.

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.
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DON’T MISS THESE UPCOMING EVENTS!

continuing education
OCTOBER 5, 2012

LICENSURE IN A DAY 
CA DENTAL PRACTICE ACT, 
INFECTION CONTROL, 
OSHA REFRESHER
Presented by:
Marcella Oster, RDA

8:30AM-3:30PM • 6 CEU, Core
HILTON SACRAMENTO ARDEN WEST

WOW, THAT IS A TEMPORARY 
CROWN! TEMPORIZATIONS 
MADE EASY
Presented by:
Wai Chan, DDS and Jim Hillier 
(Dentsply North America)

6:30PM-9:00PM • 2.5 CEU, Core
HILTON SACRAMENTO ARDEN WEST

3RD ANNUAL RIGHT IN YOUR 
OWN BACKYARD CE COURSE: 
PROSTHO, PERIO, ORAL SURGERY 
AND ORTHO —ALL FOR THE GP
Presented by:
Paul Binon, DDS, MSD  
Richard Jackson, DDS  
Cas Szymanowski, DDS 
Peter Worth, DDS

9:00AM-1:30PM • 4 CEU, Core
CROCKER MUSEUM- 
Includes Museum Admission

6
CE, Core

4
CE, Core

2.5
CE, Core

LR

NOVEMBER 1, 2012

NOVEMBER 16, 2012
HR audio conferences

1
CE, 20%

NOVEMBER 15, 2012  
(Noon-1:00PM)

WAGE AND HR TRAPS 

California Employers Association (CEA)

cpr course
NOVEMBER 3, 2012 — RENEWAL

LR
8:30AM–12:30PM • 4 CEU, Core

SUTTER GENERAL HOSPITAL — 
CANCER CENTER (BUHLER BUILDING)

dentists in  
business forum
NOVEMBER 7, 2012 

PAY ME OR PAY UNCLE SAM:  
MAXIMIZE PROFITS, MINIMIZE TAXES
Presented by:
John Urrutia, CPA 
(Mann, Urrutia, Nelson, CPAs)

6:30PM-9:00PM • NO CEU
HILTON SACRAMENTO ARDEN WEST

Sacramento District Dental Society

Holiday Party
December 4, 2012

at Del Paso Country Club

www.sdds.org • October 2012  |  17



 

 
 
 
 

D E N T A L  O F F I C E
C O N S T R U C T I O N  S P E C I A L I S T S

S P E C I A L I S T S

andrewsconstructioninc.com
SDDS

Vendor Member

Since 2001

916 743-5151

Experience
Quality
Service
Satisfaction

DESIGN/BUILD

NEW CONSTRUCTION

TENANT IMPROVEMENTS

REMODELING

 A THUMBS UP EXPERIENCE
Because we specialize in construction for the dental professionals, 
Andrews Construction, Inc understands the unique needs specific to dentists. 
Our 30+ years of experience assures you that we deliver QUALITY, SERVICE 
and SATISFACTION on every meticulously run project. Thumbs Up to that!

Todd Andrews &  Cas SzymanowskiCampus Commons Periodontics
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COMMITTEE 
CORNER

ETHICS 
CORNER

SO, CAN I ADVERTISE AN OFFER FOR FREE SECOND OPINIONS 
ON DENTAL CARE?

At the request of a patient, a dentist may ethically conduct an exam 
to review a treatment plan proposed by a colleague and render a 
second opinion.  In the interest of preserving continuity of care, the 
dentist should then refer the patient back to the treating dentist 
without completing any dentistry.

However, advertising “free second opinions” suggests a blatant 
attempt to recruit patients with whom another dentist is attempting 
to build a therapeutic relationship, without  intending to refer the 
patient back to the treating dentist for care.  Such advertising 
suggests that the dental profession endorses the concept of 
“shopping around,” which undermines the trust that needs to be 
part of a working dentist-patient relationship.  Multiple sections 
of the CDA Code of Ethics provide guidance that discourage 
advertising free second opinions.

First, Section 1A. Professional Esteem, states, “While serving the 
public, a dentist has the obligation to act in a manner that maintains 
or elevates the esteem of the profession.”  Acting in a professional 
manner and maintaining high ethical standards builds public trust 
and benefits both patients and the profession. 

Second, Section 6.A.1. False Advertising, states,”A dentist shall not 
disseminate, permit or cause to be disseminated, or participate in the 
benefits from any form of advertising containing a statement or claim 
which is false or misleading in any material respect, for the purpose 
of, directly or indirectly, soliciting patients or inducing the rendering 
of dental services.”  We have an obligation to tell the truth clearly 
to our patients.  Advertising reflects our office and our profession.  

As a member of SDDS and CDA, we have many resources available 
to guide you in your advertising, so make use of them.  Try the CDA 
Compass, or contact the SDDS office or CDA by phone or email.  
We’re here to help; all you have to do is ask. 

The SDDS Geriatric Oral Health 
Work Group is seeking volunteers 
to participate in a one-year pilot  
program to work with a select 
group of long-term care facilities 
on improving oral health care for 
their residents. This “train the 
trainer” program (as developed by 
the University of the Pacific) will 
incorporate instructional tools and 
ongoing follow-up with senior staff 
at long-term care facilities, and will 
allow them to train their staff and 
implement a resident-specific Daily 
Mouth Care Plan. 

Please contact the SDDS office by 
October 31st if you are interested in 
participating in this new program! 

Geriatric Oral
Health Committee

Amalgam Task Force (7:30am)
TBA

Board of Directors (6:00pm)
Nov 6

Continuing Education (6:00pm)
Oct 30

CPR (6:00pm)
2012 Meetings Completed

Dental Careers Workgroup
Meetings scheduled as needed

Ethics (6:15pm) 
Oct 11 

Executive Committee (7:00am) 
Oct 12, Dec 1

Foundation (SDDF) (6:15pm)
Oct 1, Nov 29
Geriatric Task Force (6:15pm)
Nov 19
GMC Task Force (2:30pm)
Oct 24 @ First 5
Golf (6:00pm)
2012 Meetings Completed
Mass Disaster / Forensics (6:00pm)
Oct 3
Membership (6:00pm)
Nov 28

Nugget Editorial 
Nov 5
Peer Review (6:15pm)
Nov 27

SDDS COMMITTEE MEETINGS (2012):

Committee meetings and more are available 24/7 on the SDDS website.
Visit www.sdds.org and click the “Calendar” button.

By Dr. Viren Patel
Chair of Geriatric Workgroup
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SACRAMENTO DISTRICT 
DENTAL SOCIETY 
FOUNDATION

A CHARITABLE 501-C3 
ORGANIZATION

Guy Acheson, DDS (April)
Gary Ackerman, DDS (December 2011)
Gary Ackerman, DDS (April)
Mark Arena, DDS (January)
Damon Boyd, DDS (March)
Capitol Periodontal Group (March)
Capitol Periodontal Group (May)
Steve Casagrande, DDS (December 2011)
Richard Chang, DDS (December 2011)
Richard Chang, DDS (April)
Garth Collins, DDS (December 2011)
Garth Collins, DDS (June)
James Cope, DDS (April)
Margaret Delmore, MD, DDS (April)
Shaina DiMariano, DDS (December 2011)
Pam DiTomasso, DMD (January)
Pam DiTomasso, DMD (June)
Lisa Dobak, DDS (December 2011)
Lisa Dobak, DDS (April)
Debra Finney, MS, DDS (February)

Kasi Franck, DDS (January)
Kasi Franck, DDS (July)
Robert Gillis, DMD, MSD (May)
Mitchell Goodis, DDS (March)
Edi Guidi, DDS (April)
Laurie Hanschu, DDS (December 2011)
Laurie Hanschu, DDS (May)
Victor Hawkins, DDS (March)
Jagdev Heir, DMD, MD (June)
Greg Heise, DDS (July)
Gregory Heise, DDS (January)
Ryan Higgins, DDS (March)
Dick Huang, DDS (February)
Richard Kennedy, DDS (February)
Matt Korn, DDS (December 2011)
Laurie LaDow, DDS (February)
Matthew Lau, DDS (April)
Grace Lee, DMD, MD (January)
Grace Lee, DMD, MD (July)
Steve Leighty, DDS (February)

Steve Longoria, DDS (May)
Nancy Luu, DDS (March)
Lauren Marr, DDS (January)
Lauren Marr, DDS (April)
Lauren Marr, DDS (July)
Luis Mendez, DDS (January)
Luis Mendez, DDS (July)
Kenneth Moore, DDS (January)
Kenneth Moore, DDS (June)
Charles Newens, DDS (December 2011)
Charles Newens, DDS (May)
Peter Ngai, DMD (July)
Michael O’Brien, DDS (May)
Viren Patel, DDS (December 2011)
Viren Patel, DDS (May)
Stacey Peters-Nelson, DDS (April)
Jean Rabadam, DMD (March)
Moji Radi, DDS (June)
Christy Rollofson, DDS (February)
Sacramento Oral Surgery (March)

Sacramento Oral Surgery (July)
Howard Shempp, DDS (January)
Howard Shempp, DDS (June)
Richard Shipp, DDS (May)
Melvin & Audrey Shore (January)
Stefanie Shore, DDS (December 2011)
Stefanie Shore, DDS (May)
Jonathan Szymanowski, DMD, MMSc 
(February)
Amy Tran, DDS (January)
Amy Tran, DDS (July)
Carl Trubschenck, DDS (June)
Hoang Truong, DDS (April)
Steven Tsuchida, DDS (December 2011)
Steven Tsuchida, DDS (April)
Glen Tueller, DDS (April)
Kim Wallace, DDS (January)
Kim Wallace, DDS (July)
Russ Webb, DDS (April)
Ian Wong, DDS (January)

2012 donors as of 9/5/12

$18,000 IN 2012 • $135,000 TO DATE! 
THANK YOU, 2012 DONORS!

We have just crossed over the $135K mark in CFK 
collections. Thank you to the doctors listed below who 
have generously donated their crowns for our Smiles for 
Kids project...JUST THIS YEAR!

The reason we are publishing this is that, first of 
all, we want to recognize you and THANK you for 
your generosity!

But secondly, we have heard from several doctors that 
they have given their crowns jars to another company 
that DOES NOT participate with Crowns for Kids and, 
obviously, our Foundation never got that donation.

We ALWAYS send a thank you letter to you for your 
donation, usually by the end of the month. If you haven’t 
received and we’ll double check.

And … just to be sure…

When donating your crowns, the Star Group 
representative – Jim Ryan – will pick up your crowns 
at your office (his picture is on the new jars!); 

Please call us if you need a pick up and we will send 
Jim Ryan to your office;

If you need a jar, let us know and we’ll get one to 
you; and

Again, thank you for your participation.

ONLY 120 doctors have participated in Crowns for 
Kids thus far. And they are repeat donors – thank you! 
Our goal is to increase the participation to 200 doctors –  
will you help?

Please call SDDS if you have any questions – otherwise, 
start collecting!  

Crowns for Kids Project – 
Are you donating your crowns to an imposter?

THIS IS OUR GUY! 

NOT THIS GUY! 

1

2

3

4
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CDA Cares 
Missions of Mercy  
(MOM) Event

Sacramento District Dental Society Members and Friends:

As Chair of our steering committee, I want to express my thanks for your very 
large part in making CDA Cares a HUGE success this past weekend.

Drs. Gary Ackerman, Don Rollofson, Kevin Keating, Deb Finney as well as 
Cathy Levering were part of our steering committee and an integral part in 
obtaining both the professional and the community participation.  Without 
their involvement, including the entire staff at SDDS, we most certainly would 
have been short many things that contributed to the success of our event.

Over the two days we were able to offer dental care for 2026 patients very 
much in need of our services.  The total value of care exceeded $1.5 million.

Many SDDS members responded to the call to help and included their dental 
assistants and hygienists and other staff members.  Many members were also 
there to help us set up on Thursday and tear down on Sunday.  From volunteer 
and patient registration to hygiene, prosthetics, restorative and oral surgery, 
not to mention feeding the troops, SDDS was involved. 

The weekend was long and tiring but very rewarding.  Thanks to all for your 
participation. 

The success of events like CDA Cares depends very heavily on the participa-
tion of the local component and SDDS is a shining example of making it work.

It was truly a pleasure working with you, thanks again SDDS.

Russell Webb, DDS 
Chair, CDA Cares Sacramento

THANK YOU EVERYONE!

Russell Webb, DDS
CDA Cares Chair

Tetric EvoCeram®Bulk Fill IPS emax®Multilink® Automix

I'm Lyn Alioto, Clinical Sales Manager for Ivoclar Vivadent. As a resident of Sacramento, I want you to know
that I share your same passion for better dentistry. I also want your patients to experience the best possible care
imaginable. So, I invite you to give me a call to see how innovation at Ivoclar Vivadent is making a difference.

©2012 Ivoclar Vivadent, Inc. All products mentioned are trademarks of Ivoclar Vivadent, Inc.

INNOVATION CREATES OPPORTUNITY

bluephase® style

Lyn Alioto
530-409-9495

Juanita.Alioto@ivoclarvivadent.com
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By Kevin M. Keating, CDA Trustee
Robert Gillis, CDA Trustee

TRUSTEE
REPORT
August, 2012
CDA Board of Trustees

NOMINATING COMMITTEE

The Nominating Committee met to hear 
presentations by those actively seeking 
nomination to the position of Secretary.  The 
Nominating Committee voted and will be 
forwarding the Nomination of Ken Wallis, 
DDS to this coming House of Delegates for 
election.  The slate of candidates holding 
positions on the Executive Committee of 
CDA eligible for ascension to higher office 
was approved.  

SB694: PADILLA – STATE DENTAL 
DIRECTOR/WORKFORCE STUDY

The Directors were informed that the 
Assembly Appropriations Committee 
earlier that week had decided to hold SB 
694 in committee rather than advance it. 
The committee’s decision was based on the 
committee and administration concerns 
about creating a new office of oral health/

dental director without a clearly identified 
funding source.  This has effectively ended 
the advancement of this bill.  At this point 
it is still anticipated that other legislators 
who wish to try work force changes to 
reduce barriers to care may sponsor different 
legislation.  CDA Legislative Staff and the 
CDA Councils will continue to monitor 
for any additional legislation relative to 
workforce and access.  

NEW PARLIAMENTARY AUTHORITY

The Board of Directors approved that 
following adjournment of the 2012 House, 
the parliamentary authority for CDA will be 
The American Institute of Parliamentarians 
Standard Code of Parliamentary Procedure. 
This newest edition has several changes 
in parliamentary procedure that will be 
implemented beginning in January 2013.  

POLICY REVIEW SUBCOMMITTEE REPORT

The Board of Trustees met in Closed Session 
to receive the Subcommittee’s report and the 
report of the Independent Counsel hired by 
the Subcommittee to conduct the review.  
The Subcommittee had 13 recommendations 
for the Board to consider for improving 
how decisions with policy implications are 
developed.  The Board forwarded the 13 
items to the appropriate committees for 
development.  The Sub Committee’s various 
recommendations for implementation of the 
13 items are to be brought back to the next 
Board meeting for action.  

PRIME ADVISORS REVIEWED CDA 
RESERVE ACCOUNT INVESTMENTS

Prime Advisors reviewed the bond portfolio 
performance and anticipated future for the 
near term on their bond strategy. 

The CDA Board of Trustees met August 17-18, 2012.  The Agenda was 
relatively short. The following summarizes the more significant items of 
interest before the Trustees for consideration. 

IN MEMORIAM
JOSEPH SCANGARELLA, DDS
Passed away August 15, 2012 at the age of 82. Preceded in 
death by beloved wife Jackie. Survived by four children. Joe 
was a hardworking, compassionate oral surgeon. He was an 
adventurer: a world traveler, skier, mountain climber, hiker, 
runner, weightlifter. He was an avid reader and enjoyed world 
history and politics. Joe was admired, respected and loved. He 

was kind, generous and patient; a good listener and always a gentleman. To know 
him was an honor. 

SDDS HR hotline:
1-800-399-5331
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SO YOU THINK IT’S “FREE”?
In recent surveys, some SDDS members have said they don’t usually attend 
because there is a charge and CDA Presents is “free”…

4 February 7–8, 2013 is our 33rd Annual Midwinter Convention.

4 It’s two days (Thursday and Friday).

4 It’s full of some great CE courses and speakers (people come from all 
over the country to speak for us).

Please consider this:
• Lunch, coffee and mini breakfast are included in the price
• Parking is cheaper than other cities (except Lodi)
• We give away $100 bills in the Expo
• Our charge is all inclusive, no add-on course costs
• You can get 14–16 units of CE
• It’s a great way to network with your peers
• Our Expo has all the local vendors ready to talk to you 
• There is plenty of room for everyone

So, if you haven’t attended our MW Convention, please consider it. (Even if 
you plan to attend ADA and CDA Conventions, we have room for you too!)

Please consider bringing your staff members as well.

Look for the prospectus in the mail later this summer.

There is plenty of time to plan ahead — February 7th and 8th.

It’s all … “goOD!”

THURSDAY & FRIDAY: FEBRUARY 7 & 8, 2013 • Sacramento Convention Center

Sacramento District Dental Society presents the 33rd Annual MidWinter Convention & Expo

SDDS MidWinter vs. CDA Presents
SDDS Doctor CDA Doctor SDDS Staff CDA Staff

Reg $320 $0 $159 $20

Parking $16 $90 $16 $90

Meals included $75 included $75

Gas $5 $60 $5 $60

Hotel $0 $200 $0 $200

Toll $0 $10 $0 $10

Total $341 $435 $180 $455
All SDDS classes are included in registration price based on two days

Peggy Blackburn, RDH • Leslie Canham, CDA, RDA  
Heidi Christopher, RDH • Charles Cobb, DDS, MS, PhD  

Darren Cox, DDS, MBA • Art Curley, Esq. 
Gary Dougan, DDS, MPH • Debra Englehardt-Nash 

Lisa Fitzpatrick, OTR/CHT, CAE, CEAS 
Katie Fornelli, Practice Analyst, Practice Support Center, (CDA) 

Harald Heymann, DDS, MEd • Jin Y. Kim, DDS, MPH, MS  
Beverly Kodama, DDS • Tim Mickiewicz, DDS 

Robert Tavelli VP, Business Dev./Client Relations, USCB, Inc. 
Patrick Wood, Esq.

More MidWinter info always available at:
www.sdds.org/MW2013.htm

EARLY DEADLINE ISOCT. 29TH!
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But…

Speed dating for jobs, partners, buying a 
practice, selling a practice.

The rules were simple: 

Gather together

Meet one another

Give a brief introduction for all and what 
each person was looking for

No promises, just the beginning of a possible 
relationship, partnership or “deal”

Then the magic happened.

Those looking to hire went to different 
areas of the backyard: the diving board, the 
picnic table, the garden seats, the chaises. 
The bell rang and everyone scattered to an 
area, sat down for 10 minutes, chatted and 

the bell rang again – time to rotate! By the 
end of the evening, everyone met who they 
needed to meet, had a lot to ponder on the 
drive home and some, I have heard, found 
an associate, a job or a potential buyer for 
their practice. At least it was a beginning – 
the introduction.

Some of my dentist friends have called me the 
“Denta Yenta” – I am proud of that. I hope we 
have offered another great member benefit.

Our JOB BANK is something special. If you 
are looking for an associate or you would like 
an associate position, contact us and we’ll 
share your name. If you are thinking about 
selling your practice, we have MANY who 
are looking to buy a practice, or are thinking 
about it.

Go ahead… test the waters! 

Job Bank
SPEED DATING!

Late in July…
… on a balmy early evening summer night in my backyard

 … 40 doctors attended

  …all were looking for something

       … or just “dipping their toes in to test the water”

We called it…

SPECIAL
EVENT

-Cathy Levering, Executive Director
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n the past three years, I have worked for 
several dental corporations. While my 
initial expectation was to work hard, do 

good dentistry, treat patients ethically and 
professionally as I have been taught, my 
experience was disappointing, to say the least. 
I found that I had no control nor any input. 
The stories “I had heard” were quite true: 
Beware young Dentist!

Here are some thoughts…

PROTECT YOURSELF

Corporations have an elite team of lawyers 
to protect themselves. In your contract, you 
will find yourself responsible for every tooth 
that you inspect or treat.  If you make a  
grave mistake, it will be your license that is 
held accountable and not the company. Make 
sure the company will stand behind you and 
your work.

PRODUCTION EXPECTATIONS

I would receive weekly, if not daily phone 
calls regarding my production numbers. 
Generally, these were filled with verbal and 
psychological abuse intended to urge me 
into making the daily quota. Make sure the 
expectations are set forth before you sign 
your contract; then make sure the “what ifs” 
are discussed. 

FIND OUTSIDE MENTORS

With a high volume of work, eventually you 
may find yourself lowering your standards 
because of production expectations and 
aggressive scheduling. Corporations are great 
at creating an “internal culture” with values 
and truths set by businessmen, not dentists.  
These values are often at odds with the values 
you have as a practitioner. I highly encourage 
you to find a mentor who you can have open 
discussions with regarding your quality of 
work, your intuition, your experience; this 

mentor can be open and honest, teach you, 
reinforce your values, and encourage you (to 
search for work elsewhere if necessary!).

SEEK QUALITY CONTINUED 
EDUCATION OUTSIDE OF THE 
EMPLOYER CORPORATION

At the corporation, I was forced to sit through 
mandatory meetings focusing on products 
and procedures that were mandatory 
within the practice: products, Arrestin, the 
Invisalight 2000, imitation Sonicares, and 
“improved” periodontal guidelines were the 
norm. These lectures were presented by non-
dentists to set the policy for the offices to 
increase productivity. Consider all products 
and options, and encourage the corporate 
employer to present many options.

In contrast, classes from great teachers and 
clinicians (many offered by SDDS!) directly 
improve your skills, marketability, and 
competence as a dentist. These skills will 
give you more employment options.

PACK A POWERBAR

As an exempt worker, I was not entitled to 
lunch, bathroom breaks, or maximum hours. 
Generally, the closing time was set when 
treatment ended—and patients would always 
wait until the last minute to start treatment.  
I've had days where I left the house at 6 am 
and returned at 8:30 pm. Know employment 
law and what your rights as an employee are 
– are you a supervisor? Are you “just” an 
employee? (Use the SDDS HR HOTLINE 
– it’s a member benefit!).

YOUR SURVIVAL IS BASED ON 
PRODUCTION

At the corporation, I was assigned a number. 
This number was my identity to the executive 
overseers.  My production was tracked.  My 
hours were tracked (when my time clock  

was not remotely altered!). Do you trust  
your employer?

When working for some corporations, watch 
out for the “production/incentive” rate 
model. In my case, I was paid based on a 
percentage of production. However, it is at 
HMO rates.  You will be faced with $200 
crowns, $50 root canals, $5 fillings, and free 
exams. Check to see if this is in your contract 
and is it negotiable?

BE RESOURCEFUL

Equipment: At my corporate office, 8 of 
the 10 hand-pieces sputtered black oil; the 
remainder of them were completely not 
operational. 2 of 16 of the operatories did 
not have a working overhead light. 1 of the 
2 ultrasonic scalers did not work.  Half of 
the syringes were rusted beyond use. Report 
and document equipment inefficiencies – 
document, document, document! If you 
cannot work in this environment, and they 
can’t make changes quickly, leave the job, 
document why you are leaving, and report 
them to the authorities quickly!

HAVE OPTIONS

Corporations largely prey on the naïve, new 
dentists or the desperate.  Seek out other job 
options, even if you don’t need them right 
away – always have a PLAN B.  

Largely, I found myself harassed by intrusive 
phone calls from executives to meet preset 
production requirements. Be brave and stand 
up for yourself and your ethics.

HAVE A SENSE OF HUMOR

On the first day of work, a car was set on fire 
in the parking lot.  A parent was escorted by 
police for assaulting me with an explorer. And 
I received a threatening call from the executives 
demanding why I had low production. Go 
figure… ya’ gotta laugh at this one! 

From the Other Side…

I
By An Anonymous, DDS

DO YOU ”LIKE” US?
Search for Sacramento District Dental Society  
on www.facebook.com
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Protecting dentists.
It’s all we do.SM

800.733.0633
tdicsolutions.com

TDIC Optimum Bundle
Professional Liability
Building and Business
Personal Property
Workers’ Compensation
Employment Practices 
Liability

You’ve built a practice as 
exceptional as you are. 
Now choose the optimum 
insurance to protect it.

TDIC Optimum
Anything but ordinary, Optimum is a 

professional bundle of products that 

combines TDIC’s singular focus in 

dentistry, thirty years of experience and 

generous multipolicy discounts. Creating 

the ultimate coverage to protect your 

practice, perfectly. And you wouldn’t 

have it any other way.

Eligible multipolicy discounts apply 
to Professional Liability, Building 
and Business Personal Property 
and Workers’ Compensation.

Endorsed by
Sacramento District 
Dental Society
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When we reflect on the term cycle, we think 
of rotation, phasing and changing. The 
business of maintaining a paperless practice 
can be extremely complex and most practices 
extremely depend on and are heavily invested 
in their computer networks. Never more does a 
network need to be secured than a completely 
paperless office with room to grow and adapt. 

TEST INTERNET VULNERABILITY – 
IMPLEMENT A SECURITY POLICY! 

• Your employees are your biggest risk and 
asset! – Safe Internet & Browsing…If you 
have employees that send emails or browse 
the internet (and what employees don’t?), 
you’re just asking for trouble if you don’t 
have a comprehensive security solution.  
Many of the solutions listed below are 
invisible to employees allowing the security 
without the hassle of security management, 
keeping employees productive and 
minimizing risk of someone visiting 
objectionable websites.  It’s reported that 
80% of all security breach incidents occur 
from within an organization. 

 With the help of your IT professional, 
enlist the support of your employees 
and create a security policy. Have them 
educated where potential risks originate 
and how to respond in the event of a 
potential threat.  Implement a company 
culture of accountability and vigilance!  

•	 Wi-Fi  (Wireless access points and routers)– 
Providing Wi-Fi access to patients in 
a  reception room is a great service for 
patients. Without proper setup of this 
equipment, your neighbors may have 
access to patient data or your network.  

• Antivirus – The internet is a “wolf in sheep’s 
clothing.” Business Network Antivirus 
helps protect from dangers lurking on 
the internet, and minimizes viruses and 
spyware.   Antivirus is one of the most vital 

steps in maintaining a reliable network.  If 
using a license based antivirus, be aware of 
expiration dates and renew proactively. 

• Computer names and passwords – These 
should be organized and protected in a 
manner that allows for quick and easy 
access by approved personnel. Your IT 
Company should have a regulated system 
that coincides with your dental software 
guidelines for easy support.

• Firewall – There is a reason why a firewall is 
created between your private network and 
the one billion plus users on the internet 
and often it is over looked.  A hacker 
considers any open port an irresistible 
invitation for access. A firewall locks down 
ports that don’t need to be open and is a 
critical device in maintaining compliance 
with HIPAA/HITECH regulations.  

COMPUTER HARDWARE-  WAKE UP! 
WE NEED NEW COMPUTERS AND A 
WHOLE NEW IT DEPARTMENT!

Here is a post recently seen on an internet 
blog…

“I very rarely go on here but I just had to this 
morning. I’ve spent so much time waiting for my 
computer to start loading stuff that I decided to 
visit here and say, Hey!” 

Obviously this employee is spending 
what should be productive time waiting 
on computer programs to load instead of 
working.  You can pretty much guarantee if a 
computer is slow loading in the morning, it is 
slow processing during the day.  Remember a 
patient also considers their time valuable and 

having one stand at the counter tapping their 
fingers while staff is waiting on a computer 
gives them the opportunity to leave without 
scheduling their next appointment or paying 
their fees. 

BACKUP, DISASTER & RECOVERY -   
BACK IT UP AND BACK IT UP AGAIN!

Along with implementing a Security Policy, a 
paperless practice should also have a Backup 
AND Restore Emergency Plan. What 
actions and what methods will be deployed 
in the event of an emergency. How will you 
restore and how quickly can you be back and 
running in the event of a disaster. Every type 
of possible disaster should be spelled out in 
this plan from theft to natural disaster.   Not 
all “Cloud” solutions are the same, investigate 
how quickly a large amount of data can be 
restored with the product you choose.

THE COMPLEXITY OF COMPUTER 
NETWORKS FOR A PAPERLESS 
OFFICE, DEMANDS FOCUSED 
EXPERTISE!

Most importantly you need an IT company 
that is adverse in all these fundamentals 
and understands your plan to adapt and 
grow.  Technology changes quickly and you 
should be positioned to also. Work with an 
IT company that is doing the research for 
you and is trained in the nuances of dental 
specific networks for the paperless practice.

Consider an IT company that is a member 
of the Dental Integrators Association (DIA). 
Unlike other firms, Dental Integrators 
members only do Dental IT, unlike other 
local companies. Just one IT mistake can 
be catastrophic and dwarf whatever money 
you were saving by not using an IT company 
certified in the products you use.  

PACT-ONE is a vendor member of SDDS. 
They can be reached at 866-722-8663. 

Network Improvement Cycle For The  
Paperless Practice …Room to Grow and Adapt!

By Kimberly Hansen & Greg Richards 
Edited by Dan Edwards and Mike Mascaro

PACT-ONE, SDDS Vendor Member

TECH BYTES

ENLIST THE SUPPORT OF 
YOUR EMPLOYEES AND 

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

Not quite. Employee evaluations, 
hiring and firing, labor laws and 
personnel files are an important 
part of being an employer. Are you 
up on the changes that happen 
nearly EVERY January 1st?

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

YOU
THE DENTIST, THE EMPLOYER

LINK OF THE 
MONTH

http://www.sdds.org/1stTooth-sponsors.htm

Stumbled upon a great link?
Email it to sdds@sdds.org, to submit it as a possible link of the month!

CLICK HERE
to view all the SEPTEMBER Clear Channel  

1st Tooth or 1st Birthday Sponsors!

Failing to Provide I-9’s - 
An Expensive Mistake
From California Employers Association (CEA)

In 1986, the enactment of the Immigration 
Reform and Control Act required employers to 
verify the identity and employment eligibility of 
their employees and created criminal and civil 
sanctions for employment related violations. 
The purpose of the reforms was to preserve the 
tradition of legal immigration while seeking to 
close the door to illegal entry. 

U.S. Immigration and Customs Enforcement 
(ICE) is the investigative arm of the U.S. 
Department of Homeland Security.  ICE has 
more than 20,000 employees in all 50 states 
and 47 foreign countries and they are inspecting 
employers for compliance!

•	 Penalties	for	knowingly	hire	and	continuing	
to employ violations currently range from 
$375 to $16,000 per violation, with 
repeat offenders receiving penalties, at the  
higher end.

•	 Penalties	 for	 substantive	 violations,	
including failing to produce a Form I-9, 
range from $110 to $1,100 per violation. 

In determining penalties, ICE considers five 
factors: the size of the business, good faith effort 
to comply, seriousness of violation, whether the 
violation involved unauthorized workers, and 
history of previous violations. 

Join us for an informative webinar regarding the 
latest information about I-9 forms, Homeland 
Security and the E-Verify system. 

Topics to be covered:

•	 Why	employers	must	verify	Employment	
Authorization and Identity

•	 Completing	Form	I-9

•	 Acceptable	Documentation

•	 Penalties	for	Prohibited	Practices

•	 E-Verify

•	 Frequently	Asked	Questions

HR audio
conferences
NOVEMBER 15, 2012

WAGE AND 
HR TRAPS
Presented by:
Mari Bradford

• Latest opinion  
letters from the  
Labor Commissioner

• Latest rulings  
from the CA 
Supreme Court

• Exempt v.  
Non-exempt, 
Independent 
Contractor v. 
Employee, Meal 
& Rest Periods

• Common and 
continuing mistakes 
employers make 

Noon–1pm • 1 CE, 20%
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On June 28th, the last day of the U.S. Supreme 
Court session for the year, the Court upheld the 
constitutionality of the federal Affordable Care 
Act (ACA).  While there was much political 
chatter assessing the ruling and its impact, the 
key take away message from the Court’s action, 
at least in California, is full steam ahead.   

There is a tremendous amount of work 
underway by the Administration, consumer 
and provider advocates, the legislature, the 
insurance community and the Health Benefits 
Exchange Board to implement the ACA.  
These efforts include the full rollout of the new 
California Health Benefit Exchange (the health 
insurance market place); finalizing the essential 
benefit package, which includes a pediatric 
oral health benefit currently the subject of 
legislation; and the Medi-Cal expansions of 
which the Healthy Families Program shift is 
one element. CDA has been actively engaged 
in representing our membership in all of these 
activities and will continue to do so as we head 
toward January 1, 2014 and beyond. 

DECISION DETAILS

By a vote of 5-4, with Chief Justice John 
Roberts voting with the majority, the Supreme 
Court upheld the constitutionality of the 
crucial – and most controversial – feature of 
the law, which is the “individual mandate” 
to purchase health insurance or pay a penalty 
through income tax returns. According to 
the ruling, “Those subject to the individual 
mandate may lawfully forgo health insurance 
and pay higher taxes, or buy health insurance 
and pay lower taxes. The only thing that they 
may not lawfully do is not buy health insurance 
and not pay the resulting tax.”

One other notable issue included in the 
opinion is the ruling regarding the expansion 
of Medicaid. The law required states to expand 
Medicaid coverage to childless adults who 
meet the other eligibility criteria (including 
income levels); to support that, the federal 
government would have provided for an 
increase in funding to states to provide those 
services.  The Court held that the expansion 
of Medicaid is constitutional, but that states 

opting out of the expansion will not receive 
new funds that accompany the expansion, but 
will also not lose existing Medicaid funding.  
According to Chief Justice Roberts, “Nothing 
in our opinion precludes Congress from 
offering funds under the ACA to expand the 
availability of health care, and requiring that 
states accepting such funds comply with the 
conditions on their use. What Congress is not 
free to do is to penalize States that choose not 
to participate in that new program by taking 
away their existing Medicaid funding.”  

Contrary to what has been widely reported, 
the Court did not hold that the Medicaid 
expansion was optional for states; it is still 
a requirement in the law, but the Court 
did remove the federal government’s ability 
to enforce it.  Why is this technical detail 
important?  It will allow many states to enter 
into negotiations with the US Health and 
Human Services Agency to change how they 
would like to implement the expansion – 
perhaps differently than what is outlined in the 
health care reform statute.  While California 
is expected to proceed with the expansion, it 
now has some opportunity to negotiate on 
implementation that it did not have before.  

IMPACT ON DENTAL CARE

It is important to note that the ACA does 
not change the clinical eligibility criteria 
for Denti-Cal – meaning that nothing 
included in the statute restores access to 
dental care for adults through California’s 
Medicaid program.  However, as the law is 
implemented and California ushers in what 
many describe as the “culture of coverage,” 
the intent is that many adults will take the 
opportunity to access affordable dental 
coverage through the individual Health 
Benefits Exchange (Exchange) and the Small 
Business Health Options Program, also 
known as the SHOP Exchange. 

As mentioned earlier, the ACA requires 
dental benefits for children to be included 
in the Essential Benefits Package offered by 
plans who want to contract with the Health 
Benefit Exchange.  The ACA allows pediatric 

dental coverage to be provided either 
integrated with a medical benefit package or 
offered as a stand-alone plan in the Exchange, 
which more closely mirrors the current dental 
insurance market.  This issue and the design 
of the benefit packages that will be provided 
as part of the Exchange is currently being 
considered by the Exchange Board, and CDA 
continues to be actively engaged with the 
Board members and staff on this issue.  

In addition, CDA has been leading the effort 
to design the pediatric dental benefit offered 
through the Exchange, working to ensure 
the implementation of the pediatric dental 
benefit mirrors that of the benefit package 
offered to families under the Healthy Families 
Program (HFP) Plan.   It is important to 
note that this is not meant to replicate the 
HFP dental plans themselves but rather 
identify a set of services that must be made 
available by plans offering dental benefits 
in the Exchange.  The HFP dental benefits 
package was the preferred benchmark since 
it was developed exclusively for children 
and contains all necessary pediatric oral 
health services as mandated by the Early 
Periodic Screening, Diagnosis and Treatment 
(EPSDT) requirements of Medicaid law, 
without expensive optional benefits such as 
non-medically necessary orthodontic care.  

CDA will continue to work with all parties to 
ensure that there will be greater opportunity 
to provide dental services to Californians 
currently without coverage when the ACA is 
fully implemented in January 2014. 

Nicette Short  recently joined the Public Policy 
division of the California Dental Association.  
Nicette has been a public policy advocate for 
more than 10 years, focusing on children’s 
health care policy, effective implementation 
of health care reform, and improving access 
to high-quality specialty care.  Nicette has a 
Bachelor’s degree in Political Science from the 
University of Louisiana at Lafayette and a 
Master’s Degree in Public Administration from 
Louisiana State University.

By Nicette Short
CDA Policy Analyst

Supreme Court Affirms  
Health Care Reform Law
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HUMAN RESOURCES
California Employers Association

Kim Parker, Executive VP
Mari Bradford, HR Hotline Manager

800.399.5331   
www.employers.org2004

since

DENTAL SUPPLIES
Patterson Dental

James Ryan
800.736.4688  

www.pattersondental.com

PATTERSON
D E N T A L

2003
since

DENTAL SUPPLIES
Crest / Oral B

Lauren Herman • 209.969.6468   
Kevin McKittrick • 916.765.9101 

www.dentalcare.com2002
since

CONSTRUCTION
Andrews Construction, Inc.

Todd Andrews

916.743.5151   
www.andrewsconstructioninc.com2002since

CONSTRUCTION
Blue Northern Builders

Marc Davis • Morgan Davis • Lynda Doyle

916.772.4192   
www.bluenorthernbuilders.com2007

since

MEDICAL GASES
Analgesic Services

Geary Guy, VP
Steve Shupe, VP

916.928.1068   
www.asimedical.com2004

since

FINANCIAL SERVICES
First US Community  

Credit Union

Gordon Gerwig, Business Services Manager
916.576.5650   

www.firstus.org2005
since

TECHNOLOGY
LIME Works

Garrett Gatewood, President
888.979.5463

www.limeworks.co
2011

since

CONSTRUCTION
Olson Construction, Inc.

David Olson

209.366.2486   
www.olsonconstructioninc.com2004

since

DENTAL SERVICES 
Pacific Dental  Services

Koert Takkunen 
Sarah Groft

714.552.5517   
www.PacificDentalServices.com2012

since

2003
since

STAFFING SERVICES
Resource Staffing Group

Debbie Kemper
916.993.4182   

www.resourcestaff.com

DENTAL

2005
since

DENTAL SUPPLIES
Henry Schein Dental

916.626.3002  
www.henryschein.com

FINANCIAL SERVICES
Mann, Urrutia, Nelson, CPAs

John Urrutia, CPA, Partner
Chris Mann, CPA, Partner

916.774.4208   
www.muncpas.com2010

since
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FINANCIAL SERVICES 
Dennis Nelson, CPA, APC

Dennis Nelson, CPA

916.988.8583
www.cpa4dentists.net2011since

DENNIS 
NELSON
CPA, APC

PLANNING & CONSULTING ASSOCIATES

2011
since

DENTAL SUPPLIES
Burkhart Dental

Tom Evans, Branch Manager

916.784.8200 
www.burkhartdental.com

INSURANCE
The Dentists Insurance Company

Darnise Edwards
800.733.0633 
www.cda.org

2011
since

FINANCIAL SERVICES
Bank of Sacramento

Shelley Laurel, SVP

916.648.2100   
www.bankofsacramento.com2011

since

TECHNOLOGY
Pact-One

Dan Edwards, President
866.722.8663  

www.pact-one.com
2011

since

FINANCIAL SERVICES 
Financial Management  

Associates, Inc.

Ted Darrow, Client Relations & Marketing
916.985.9559 

www.fmacentral.com2011since

PRECIOUS METAL 
REFINING

Star Group Global Refining

Jim Ryan, Sales Consultant
800.333.9990  www.starrefining.com2009

since

FINANCIAL SERVICES
Fechter & Company

Craig Fechter, CPA

916.333.5370 
www.fechtercpa.com2009

since

MAGAZINE
Sacramento Magazine

Becki Bell, Marketing Director
916.452.6200   

www.sacmag.com2002
since

DENTAL SUPPLIES
RelyAid

Ursula Klein
916.616.6845

www.relyaid.com
2008

since

MEDIA 
Clear Channel  

Media & Entertainment

Dave Milner, President • 916.576.2223   
Pamela Love, MBA • 916.335.7317 

www.clearchannel.com2012since

DENTAL SUPPLIES 
DESCO Dental Equipment

Tony Vigil, President

916.747.8232
www.descodentalequipment.net2012since

916-624-2800
800-649-6999

The Dental Equipment Specialists

4095 Del Mar Ave. #13
Rocklin, CA 95677

www.descodentalequipment.com

INSURANCE
Liberty Dental Plan

Melinda Bitney, Network Manager
888.273.2997 ext. 265

www.libertydentalplan.com
2012

since

LEGAL  SERVICES/ 
ESTATE PLANNING

Drobny Law Offices, Inc.

Mark Drobny, Esq. & Michelle Glenn
916.419.2100 

www.drobnylaw.comsince
2012
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DROBNY LAW OFFICES, INC. concentrates its practice 
exclusively in the areas of Estate Planning, Estate Administration, 
Business and Taxation. DROBNY LAW OFFICES, INC. was formed 
in 1989 by Mark S. Drobny, who had been practicing in these 
areas of the law since 1980. DROBNY LAW OFFICES, INC’s main 
office is in Sacramento, California and has satellite offices in San 
Ramon, Stockton, Modesto and San Diego. With five attorneys, five 
paralegals and a support staff. DROBNY LAW OFFICES, INC. can 
assist clients in handling the most basic to the most complicated 
matters in a timely, accurate and cost-efficient manner.

DROBNY LAW OFFICES, INC. assists in the administration of over 
300 estates per year. From simple estate administration to probate 
to trust administration after the first or second spouse’s death, to 
preparation and filing of Federal Estate Tax Returns, DROBNY LAW 
OFFICES, INC. is most experiences in estate administration matters.

DROBNY LAW OFFICES, INC. assists many business clients 
as well, from incorporating businesses, drafting partnership 
agreements, creating limited liability companies, family 
limited partnerships, buy/sell agreements, purchase or sale 
of businesses, real estate contracts and other transactional 
matters. Mr. Drobny has spoken at CDA’s Scientific Sessions in 
Anaheim and San Francisco for over 15 years on “Estate Planning 
for Dentists” and “What will happen to my Practice if I die?” and 
represents hundreds of Dentists across California.

SPECIAL OFFER TO ALL SDDS MEMBERS ONLY
SDDS members are entitled to a 10% discount  
on all legal services and always entitled to  
a FREE one hour initial consultation.

Mark S. Drobny, President        
msd@drobnylaw.com

4180 Truxel Road, Suite 100, Sacramento, CA 95834
Phone: (916) 419-2100 phone • Fax: (916) 419-1222

www.drobnylaw.com

TRANSITION BROKER
Western Practice Sales

Tim Giroux, DDS, President
John Noble, MBA

800.641.4179   
www.westernpracticesales.com2007

since

FINANCIAL SERVICES
Union Bank

Lydia Ramirez
916.533.6882   

www.unionbank.com
2010

since

LEGAL SERVICES
Wood & Delgado

Patrick J. Wood, Esq. 
Jason Wood, Esq.

1.800.499.1474 • 949.553.1474 
www.dentalattorneys.com2010

since

WESTERN PRACTICE SALES is the only brokerage firm that 
represents Sellers and locates Buyers throughout California, 
Nevada and Arizona, operating out of a main Corporate Office in 
Northern California.

PRODUCTS AND SERVICES

We are the largest dental practice broker in the Western United 
States, with a Buyer database over 6,000 strong. Bypassing older, 
more established firms through a steady stream of referrals and a 
commitment to excellence keeps us in Good Standing with Sellers 
throughout the region.

SPECIAL OFFER TO ALL SDDS MEMBERS ONLY

We bring a critical inside perspective to the table, when dealing 
with Buyers and Sellers by understanding the different practice 
complexities, personalities, strengths and weaknesses of one 
practice over another.

 
Tim Giroux, DDS, President        
(530) 218-8968  cell
wps@succeed.net

Jon Noble, MBA
(916) 531-9004  cell
wps@succeed.net

415 Century Park Drive, Suite B, Yuba City, CA  95991
Phone: (800) 641-4179 phone • Fax: (530) 674-9765

 
www.westernpracticesales.com

VENDOR MEMBER SPOTLIGHTS:

NEW
THIS

YEAR!
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WE’RE 
BLOWING 
YOUR HORN!

Have some news you’d 
like to share with the 
Society? Please send 
your information (via 
email, fax or mail) to 
SDDS for publication 
in the Nugget!

Dr. Mark Engel, and his wife Kori, on the birth of Thomas 

Mark Engel on June 19th. Dr. Engel has also opened his 

own practice in Folsom! (photo #1 at right)

Dr. Cindy Weideman Tse, on once again passing her 

pediatric dental board exam she takes every ten years. 

Dr. Wesley Yee, on his son Kevin Yee attending Loma Linda 

University Dental School, class of 2016. Kevin will be a 

third generation dentist following in the footsteps of his 

father and grandfather, Dr. Herbert Yee. Kevin is grateful 

for the guidance from Drs. Rich Jackson, Leland Lee, Cliff 

Nakatani, Bill Wagner and Brad Yee. (photo #2 at right)

Dr. Damon P. Szymanowski, on being featured in 

Sacramento Magazine’s September 2012 issue as one of the 

region’s best-dressed residents in Sacramento. Photographer 

Tim Engle : EnglePhoto.com. (photo #3 at right)

Coffee! Dr. Bev Kodama sponsored the coffee for all the 

volunteers at CDA Cares – thanks Dr. Kodama! Here, Dr. 

Laurie Hanschu shares a cup with her! (photo #4 at right)

Dr. Michael B. Guess, on being elected as the 2012-2013 

president of the College of Diplomates of the American 

Board of Orthodontics.  He was installed on July 22 during 

the College’s annual meeting held July 19-23, The Inn at 

Bay Harbor, Bay Harbor, Michigan. 

CONGRATULATIONS TO...

3

1

2

4

The Gordon Group 
Helping Those Who Help Others 
♦ 50 Years Real Estate Experience ♦

Gordon Stevenson, Senior VP 
Real Estate Healthcare Specialist 
Medical Office Building Sales/Leasing 
TRI Commercial 
2250 Douglas Blvd., Suite 200 
Roseville, CA 95661 
916.677.8150 Tel 
DRE Lic: 01092461 
www.gordongrouphcp.com 
gstevenson@tricommercial.com 

5400 Park Dr., Rocklin, CA 
• ±4,592 Sq. Ft. Cold Shell Building 
• For Sale - Motivated Owner 
• Beautiful Private Setting - Sides To 

Wetlands/Wildlife Greenbelt 
• Walking Distance From Rocklin HS 

911 Reserve Dr., Roseville, CA 
• ±4,000 Sq. Ft. For Lease 
• Negotiable Tenant Improvements 
• Beautiful Business Park Location 
• Five Minutes From Sutter Roseville 

Medical Center and Kaiser Permanente 

32  |  The Nugget • Sacramento District Dental Society



 

VOLUNTEERS NEEDED: Doctors to “adopt” patients  
seen on 2012 Smiles for Kids Day for follow-up care  
and 2013 Smiles for Kids Day volunteers.

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

VOLUNTEERS NEEDED: Dentists and hygienists

EQUIPMENT NEEDED: Mobile equipment to 
loan or donate — currently limited to using the  
mobile equipment and instruments brought  
in by Dr. Alex Tomaich and Dr. Dagon Jones 

TO VOLUNTEER, CONTACT:  
Michael Robbins (530.864.8843 • 
marobbins@ucdavis.edu) 

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

CONTACT INFO:  
Ann Peck (916.296.4057 • annpeck49@aol.com) 
Volunteer Coordinator

SMILES FOR KIDS

THE GATHERING INNWILLOW DENTAL CLINIC

CCMP

SMILES FOR  KIDS DAY  FEB 2, 2013

VOLUNTEERS NEEDED: General dentists,  
specialists, assistants and hygienists. 
ALSO NEEDED: Dental labs and supply  
companies to partner with; home  
hygiene supplies 
VOLUNTEERS CONTACT INFO:  
Ed Gilbert (916.925.9379 • ccmp.pa@juno.com)

(Coalition for Concerned 
Medical Professionals)

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 BIG KIDS

VOLUNTEEROpportunities

FOR ADDITIONAL 
INFORMATION: 

on these volunteer opportunities  
and much more is available  

on the SDDS website:  

www.sdds.org/Volunteer.htm
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ADVERTISER INDEX
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Burkhart Dental Supply . . . . . . . . . . . . . . . . . . . . . . . . 5, 30
DESCO . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 30
Henry Schein Dental. . . . . . . . . . . . . . . . . . . . . . . . . . 18, 30 
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Procter & Gamble Distributing Co. . . . . . . . . . . . . . . . . . 30
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Pacific Dental Services. . . . . . . . . . . . . . . . . . . . . . . . . . . . 30

EDUCATION
San Joaquin Valley College (SJVC). . . . . . . . . . . . . . . . . . . . 18

FINANCIAL & INSURANCE SERVICES
Bank of Sacramento . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 30
Dennis Nelson, CPA . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 30
Fechter & Company, CPAs  . . . . . . . . . . . . . . . . . . . . . . . 30
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Union Bank  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 30
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California Employers Association (CEA) . . . . . . . . . . . . 30, 34

LEGAL SERVICES
Wood & Delgado . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 11, 31 
Drobny Law Offices, Inc. . . . . . . . . . . . . . . . . . . . . . . . . . . . 30 

MEDICAL GAS SERVICES
Analgesic Services, Inc. . . . . . . . . . . . . . . . . . . . . . . . . . . . 30
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Andrews Construction . . . . . . . . . . . . . . . . . . . . . . . . 18, 30
Blue Northern Builders, Inc. . . . . . . . . . . . . . . . . . . . . 14, 30
Henry Schein Dental. . . . . . . . . . . . . . . . . . . . . . . . . . 18, 30
Olson Construction, Inc. . . . . . . . . . . . . . . . . . . . . . . . . . 30

PRACTICE SALES, LEASE,  
MANAGEMENT AND/OR CONSULTING
Henry Schein Dental. . . . . . . . . . . . . . . . . . . . . . . . . . 18, 30
TRI Commercial Real Estate. . . . . . . . . . . . . . . . . . . . . . . 32
Western Practice Sales . . . . . . . . . . . . . . . . . . . . . . . . . . 7, 31

PUBLICATIONS & MEDIA
Clear Channel Media & Entertainment . . . . . . . . . . . . . . 2, 30
Sacramento Magazine . . . . . . . . . . . . . . . . . . . . . . . . . . . 30, 34

STAFFING SERVICES
Resource Staffing Group. . . . . . . . . . . . . . . . . . . . . . . . . . . . 30

TECHNOLOGY
Absolute Securred Shredding . . . . . . . . . . . . . . . . . . . . . . . . 13
Pact-One. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 30
LIME Works. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 30, 37

WASTE MANAGEMENT SERVICES
Star Group Dental Refining . . . . . . . . . . . . . . . . . . . . . . . . . 30

If you like the

SDDS HR Hotline,

You’ll LOVE a

CEA Membership!

(800) 399-5331
www.employers.org

A full  CEA membership allows us to be a 
bigger part of your team and includes:

FREE HR Compliance Reviews
Representation at Hearings
On-site Trainings
“Members Only” Website Access
Performance Review Software
Weekly HR Updates
And More...

•
•
•
•
•
•
•

Call today for more information 
on our membership plans!

Sacramento ’S Digital eDition
iS now available!

Sacmag.com/Digital-eDition

now you can enjoy
all of Sacramento

on your tablet  
or computer.
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WELCOME
to SDDS’s new 
members, 
transfers and 
applicants.

IMPORTANT NUMBERS:

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

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

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

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

CDA Practice Resource Ctr . . cdacompass.com

TDIC Insurance Solutions . . (800) 733-0633

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

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

TOTAL ACTIVE MEMBERS: 1,310
TOTAL RETIRED MEMBERS: 204
TOTAL DUAL MEMBERS: 2
TOTAL AFFILIATE MEMBERS: 10

TOTAL STUDENT/ 
PROVISIONAL MEMBERS: 13

TOTAL CURRENT APPLICANTS: 12
TOTAL DHP MEMBERS: 50

TOTAL NEW MEMBERS FOR 2012: 66

TOTAL MEMBERSHIP (AS OF 9/5/12): 1,601

KEEP US
UPDATED!
Moving?  
Opening another 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. 

The more accurate 
information we have, the 
better we can serve you!

MORE  

NEW MEMBERS OCTOBER
2012

PHUONG CAT NGUYEN, DMD
General Practitioner
6191 Greenback Ln, Ste A
Citrus Heights, CA 95621
(916) 723-5330
Dr. Phuong Cat Nguyen graduated from the Temple 
University School of Dentistry earlier this year with her 
DMD. She is currently practicing in Citrus Heights and 
lives in Fair Oaks.
SAID SHAARI, DDS
General Practitioner
406 Sunrise Ave, Ste 270 
Roseville, CA 95661
(916) 789-4568
Dr. Said Shaari graduated from Tehran University in Iran 
in 1982 with his DDS. He is currently practicing in both 
Roseville and Sacramento and lives in Roseville with his 
wife, Maryam.

NEW TRANSFER MEMBERS:
JASON COUCH, DDS
Transferred from San Francisco Dental Society
General Practitioner
6500 Lonetree Blvd, Ste 100 
Rocklin, CA 95765
(916) 797-8511
Dr. Jason Couch graduated from the UCSF School of 
Dentistry earlier this year with his DDS. He is currently 
practicing in Rocklin with fellow SDDS members, Drs. 
Charles Smurthwaite and Emerson Lake, and lives in 
Rocklin as well.

JENNIFER ELMER, DDS
Transferred from Los Angeles Dental Society
General Practitioner
Pending Office Address 
Dr. Jennifer Elmer graduated from the Herman Ostrow 
School of Dentistry of USC earlier this year with her 
DDS. She is currently seeking employment in the greater 
Sacramento area and lives in Rescue.  

FUN FACT: Dr. Elmer loves to bake!

DONALD FOULK, DDS
Transferred from Butte-Sierra District Dental Society
General Practitioner
2503 Bell Rd
Auburn, CA 95603
(530) 823-3803
Dr. Donald Foulk graduated from Loyola University 
of Chicago in 1971 with his DDS. He is currently 
practicing in Auburn and lives in Grass Valley.

FUN FACT: Dr. Foulk was a guest vocalist and sang for 
Opera San Jose.

GUILLERMO ARELLANO, DMD
General Practitioner
9024 Franklin Blvd, Ste 100
Elk Grove, CA 95758
(916) 421-1400
Dr. Guillermo Arellano graduated from the University 
of Nevada - Las Vegas earlier this year with his DMD. 
He is currently practicing in Elk Grove with his father 
and fellow SDDS member, Dr. Stan Arellano, and lives 
in Sacramento with his wife, Emily.

FUN FACT: Dr. Arellano has been brewing his own craft 
beer for 5 years now, and it has become quite the hobby, 
almost like a second job.  He makes all types of styles and 
belongs to a few different brew clubs in the Sacramento area.
 
CARLOS FEUILLET-LATORRE, DDS
General Practitioner
7227 29th St
Sacramento, CA 95822
(916) 391-2101
Dr. Carlos Feuillet-Latorre graduated from Pontificia 
Universidad Javeriana in Columbia in 1987 with his 
DDS. He is currently practicing with Kids Care Dental 
Group in their Sacramento and Stockton offices and lives 
in Rocklin with his wife and fellow SDDS member, Dr. 
Martha De Los Rios.

FUN FACT: Dr. Feuillet-Latorre moved to our area in 
2006 from Columbia with his wife and two sons. He 
enjoys working with children, outdoor activities and 
playing with Milo, his crazy Jack Russell terrier.

JOHN HANSEN, DDS
General Practitioner
2350 Professional Dr, Ste 200
Roseville, CA 95661
(916) 774-1605
Dr. John Hansen graduated from the UCSF School 
of Dentistry in 1994 with his DDS. He is currently 
practicing in Roseville and lives in Loomis with his wife, 
Brenda.

NILESH KESHAV, BDS
General Practitioner
2230 Sunset Blvd, Ste 370
Rocklin, CA 95765
(916) 791-8800
Dr. Nilesh Keshav graduated from the College of Dental 
Surgery – Manipal in India in 2000 with his BDS. He 
is currently practicing in Rocklin and lives in Elk Grove 
with his wife, Shaila. 

CLIP OUT this handy NEW MEMBER UPDATE and insert it into your DIRECTORY under the “NEW MEMBERS” tab.
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NEED AN ASSOCIATE? STAFF? BUYING OR SELLING A PRACTICE?
CHECK OUT THE JOB BANK AT WWW.SDDS.ORG!

Place this page 
in the “New 

Members” section 
of your 2012–13 

SDDS Directory

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

NEW TRANSFER MEMBERS:

MOHAMMAD JABBARI, DDS
Transferred from Tri-County Dental Society
General Practitioner
PO Box 1043 
Placerville, CA 95667
(530) 333-1114
Dr. Mohammad Jabbari graduated from Loma Linda 
University in 2011 with his DDS. He is currently 
working with the Tooth Travelers mobile dental van 
based out of Placerville and he lives in Folsom.

FUN FACT: Dr. Jabbari loves gardening and spending 
time in nature.

MELINA LOOYZADEH, DDS
Transferred from Western Los Angeles Dental Society
General Practitioner
Pending Office Address
Dr. Melina Looyzadeh graduated from the Herman 
Ostrow School of Dentistry of USC in 2010 with her 
DDS. She is currently seeking employment in the greater 
Sacramento area and lives in Sacramento.

FUN FACT: Dr. Looyzadeh loves outdoor adventures!

WILLIAM LOVE, DDS
Transferred from Contra Costa Dental Society
General Practitioner
1258 Coloma Way
Roseville, CA 95661
(916) 784-1144
Dr. William Love graduated from the University of 
Michigan in 2011 with his DDS and completed a 
residency with the Veteran Affairs Northern California 
Healthcare System earlier this year. He is currently 
practicing in Roseville with fellow SDDS members, 
Drs. Tim Herman, Abdon Manaloto, Kayla Nguyen, 
Flaviane Petersen, and Christopher Cooper. Dr. Love 
lives in Roseville with his wife, Elyse.

FUN FACT: Dr. Love is from Michigan and is the V 
(fifth) William Love and one of six dentists in the family! 
He is recently married and loves spending time with his 
wife and their two cats, Frisco and Costa. 

NAVEEN SAMUEL, DDS
Transferred from Tri-County Dental Society
General Practitioner
Pending Office Address
Dr. Naveen Samuel graduated from Loma Linda University 
in 2003 with his DDS. He is currently seeking employment 
in the greater Sacramento area and lives in Rocklin. 

NEW STUDENT MEMBERS:

Sarah Canosa
CSUS Pre-Dental Club Co-President

Svetlana Guevara
CSUS Pre-Dental Club Co-President

Derek Moore, DMD
Temple University, 2012
AEGD Residency, 2013

NEW APPLICANTS:
Adnan Anwar, DDS

Michael Atherly, DMD

Rajesh Chunduri, DMD

Pabina Dhawan, DMD

Patrice Espinosa, DDS

Matthew Harris, DDS

Gabriella Kruse, DDS

Donald Osburn, DDS

Bryant Vest, DMD

Jessica Wilson, DDS

Madhavi Yellamanchili, BDS

Michael Young, DDS

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 herself.

WATCH FOR THE ANSWER IN  
THE NOVEMBER 2012 NUGGET!

WINNER: Dr. Kim Wallace 

The answer was: Dr. Kevin Keating

CAN YOU 
IDENTIFY THIS 
SDDS MEMBER?
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Scan to 
Learn More

(888) 979-LIME/5463
CALL NOW TO  LEARN MORE!

“Affordable, Co㎱istent Internet Market㏌g for your Bus㏌ess”

TEXT “sdds” to 72727 for a complimentary brief 
on how to grow your practice us㏌g Internet Market㏌g

LimeWorks.co

Co㎱istent Onl㏌e Market㏌g = Bus㏌ess GROWTH

sdds
72727

Internet Market㏌g
Website Design / Redesign

Mobile Websites
Text Message Marketing
Social Media Campaigns

Pay Per Click Management
Search Engine Marketing

Online Reputation ManagementOnline Reputation Management
Email Marketing & More!

 I.T. Support
Computer Network Management

HIPAA Compliant Back Up Solutions
Anti-Virus / Anti Spam Provider

Computer Sales & Support

 

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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Next General Membership Meeting: OCTOBER 9, 2012
www.sdds.org/genmeetingCE.htm

1. Drs. Kim Wallace & Beverly Kodama  
2. Drs. Howard Chi & Alan Golshanara 
3. Sarah Canosa & Lana Guevara–CSUS Pre-Dental Club  
4. Dr. Gary Ackerman & Speaker Dr. Jeff Brucia 
5. Dr. Greg Heise & New Member Dr. Melina Looyzadeh 
6. New Member Night (from left) Drs. Michael Atherly, 
Jennifer Elmer, Melina Looyzadeh, Josh Perisho,  
William Harris & Matthew Harris 
7. Dr. Megan Moyneur (right) with New Members  
Drs. Josh Perisho & Kate Lomen  
8. Dr. Victor Hawkins & Dr. Sharon Golightly presenting 
scholarship to Erika Cesario from Carrington College  
9. Drs. Jennifer Goss, Lisa Laptalo & Sharon Golightly  
10. Drs. Robin Berrin (left) & Carl Hillendahl (right) with 
new member Dr. Jennifer Elmer 
11. Dr. Victor Hawkins & Helen Hamilton Memorial 
Award Winner, Dr. Terry Jones

EVENT HIGHLIGHTS
General Membership Meeting • September 11, 2012
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Selling your practice? Need an associate? Have office space to lease? Place a classified ad in the 
Nugget and see the results! SDDS member dentists get one complimentary, professionally related 
classified ad per year (30 word maximum; additional words are billed at $.50 per word). Rates for 
non-members are $45 for the first 30 words and $.60 per word after that. Add color to your ad for just 
$10! For more information on placing a classified ad, please call the SDDS office (916) 446-1227. 
Deadlines are the first of the month before the issue in which you’d like to run.

SDDS MEMBER DENTISTS 
CAN PLACE CLASSIFIED 

ADS FOR FREE!

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

EXPERIENCED BOARD ELIGIBLE ENDODONTIST seeks 
space-sharing arrangement and/or dental office space in 
Auburn and/or Grass Valley. Please contact Steve Murphy, 
DMD — (412) 855-9914 or murphy.steve@hotmail.com. 03-12

FILL-IN / LOCUM TENENS — DENTISTRY, HYGIENE OR 
COMBINATION. UCSF Graduate. Weekdays and Saturdays. 
Sacramento County resident. Able to travel. Over 10 years 
locum tenens experience. Elizabeth Johnson, RDH, DDS 
(408) 499-9924. 06/07-12

2 P&C 1800 CHAIRS, 2 P&C chair mount lights, 2 P&C chair 
mount monitor mounts, doctor’s stools, 3 P&C 2800 Duo wall 
mount units, 2 Forest Duo Carts, apollo air compressor, apollo 
vacuum, Kelcom 16 light 10 station comm. system. Contact 
Tim at (916) 217-2458 or timhermandds@gmail. 10-C1

GREATER SACRAMENTO AREA MULTI-SPECIALTY 
OFFICE looking to fill an associate pediatric dentist position 
and an oral surgeon position. Fax resume (916) 817-4376 or 
email to smiles4abetterlife@gmail.com. 04-12

RDA-SEEKING TEMPORARY EXPERIENCED, FULL 
TIME RDA FOR MATERNITY LEAVE — Immediate start to 
end of year. Campus Commons. General Dentist practice. 
Paperless, Dentrix and Dexis preferred. Fax resume  
(916) 929-0244. 08/09

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

SACRAMENTO DENTAL COMPLEX has two small suites 
available. One suite is equipped for immediate use. Second suite 
can be modified with generous tenant improvements. Located 
in Midtown area. Please call for details. (916) 448-5702. 10-11

DENTAL SPECIALIST IN EL DORADO HILLS, CA with 
1400 sq ft office is seeking other dental specialist to share 
space. Ideal for endo or perio. Contact Business Manager at  
(916) 757-4858. 02-12

DENTAL OFFICE. 1355 Florin medical-dental building. 850 sf, 
3 operatories, $1,200 monthly. Includes all utilities and janitor. 
Ample parking. (916) 730-4494. 06/07-12

DENTAL OFFICE-PENN VALLEY, ideal for pediatric practice, 
1850 sq. feet plus additional 600 sq. feet of lab and business 
office. 6 months free rent. Call (916) 622-9707. 10-C1

DENTAL OFFICE RIGHT ON EAST BIDWELL, FOLSOM,  High 
Visibility, near Mercy Hospital Folsom in Professional Medical-
Dental Complex. Perfect for Dental Office, 1,450 sq. ft., cold 
shell/generous TI. Contact Buzz (916) 715-0966.  08/09

YOUknow?
did You can now sign up and charge online for all SDDS courses!

Get started at:  
www.sdds.org/membersmeetingsforums.com

SIGN UP
& CHARGE ONLINE

look for this button!
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HAVE AN UPCOMING PRESENTATION?

THE SDDS LCD PROJECTOR 
IS AVAILABLE FOR RENT! 
3 days / $100 • Members only please 
Call SDDS at (916) 446-1227 for more information or to place a reservation.



915 28th Street
Sacramento, CA 95816
916.446.1211
www.sdds.org

ADDRESS	SERVICE	REQUESTED

SDDS CALENDAR OF EVENTS
13 General Membership Meeting
 Forensic Case Files
 Jim Wood, DDS
 Staff Night
 Hilton Sacramento Arden West
 6:00pm Social
 7:00pm Dinner & Program
15 HR Audio Conference
 Wage and HR Traps 

Noon-1:00pm
16 Continuing Education
 3rd Annual Right in Your Own 

Backyard CE Course: Prostho,  
Perio, Oral Surgery and Ortho— 
All for the GP 
Paul Binon, DDS, MSD  
Richard Jackson, DDS  
Cas Szymanowski, DDS 
Peter Worth, DDS

 Crocker Museum
 216 O Street, Sacramento  

(includes museum admission)
 9:00am-1:30pm

PRSRT STD

US POSTAGE

PAID

PERMIT NO. 557

SACRAMENTO, CA

NOVEMBER
1 SDDF Broadway Series 

Memphis  
8:00pm / Sacramento Community Center

1 Continuing Education
 Wow, That is a Temporary Crown! 

Temporizations Made Easy
 Wai Chan, DDS and Jim Hillier  

Sponsored by Dentsply North America
 Hilton Sacramento Arden West
 6:30pm-9:00pm

3 CPR BLS Renewals
 Sutter General Hospital 

8:30am-12:30pm

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

7 Dentists in Business Forum
 Pay Me or Pay Uncle Sam:  

Maximize Profits, Minimize Taxes
 John Urrutia, CPA
 Hilton Sacramento Arden West
 6:30pm-9:00pm

OCTOBER
1 SDDF Board of Directors Meeting

3 Forensics Committee Meeting 
6:00pm / SDDS Office

5 Licensure Renewal Course
 Licensure in a Day: CA Dental 

Practice Act, Infection Control, 
 OSHA Refresher
 Marcella Oster, RDA
 Hilton Sacramento Arden West
 8:30am-3:30pm
9 General Membership Meeting
 The Political Wrangling of Patient Care
 Dan Walters, Political Columnist
 Recruitment Night
 Hilton Sacramento Arden West
 6:00pm Social
 7:00pm Dinner & Program
12 Executive Committee Meeting 

7:00am / Del Paso Country Club
30 CE Committee Meeting 

6:00pm / SDDS Office

October 9, 2012:
The Political Wrangling of Patient Care

EARN

2
CE UNITS!

OCTOBER GENERAL MEMBERSHIP MEETING: RECRUITMENT NIGHT

6pm: Social & Table Clinics
7pm: Dinner & Program

HIlton Sacramento Arden West  
(2200 Harvard Street, Sac)

Presented by:
Dan Walters, 
Political Columnist

LEARNING OBJECTIVES: 

• Understand the socioeconomic trends that will affect dentists as professional practitioners, 
as residents of California and as businesspersons.

• Understand how those trends interact with politics to magnify the effects.
•  Understand how as individuals and collectively, dentists may participate in both affecting 

current policy and reforming politics.

Sign up for the DMD program & save! See insert for details.

SAVE THE DATE FOR THE 33RD ANNUAL MIDWINTER CONVENTION
TONS OF CE & A GREAT TIME! YOU WON’T WANT TO MISS IT!  FEBRUARY 7–8, 2013 


