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By Cathy B. Levering
SDDS Executive Director

Working for 
Balance

President’s Message

As I write this, I am flying back from one of my favorite places (NYC) having 
spent a long weekend with my daughter for her 33rd birthday.

What a weekend we had! Five shows, a concert at 54 Below, lots of birthday 
“toasts” and great food, lots of walking, subways, shopping and just talking.

I’ve written about her before — she is an amazing young woman and she has 
taught me so much... especially lately! We pick each others’ brains a lot, we 
strategize about work and life and balance, leadership and service; she knows 
so much about so many things. She knows associations and member service 
and works with college students, as well as peers and colleagues and nonprofits. 
So... needless to say... we are a lot alike.

In June we are joining our worlds to present to women dentists about balance, 
leadership and “doing it all;” it’s going to be so exciting!

But, I’m still her Mom. And her biggest fan. 

She is doing what she loves. Yep, I miss her terribly because she lives in Ohio 
(thank goodness we can meet in NY on occasion!). I’m proud that she has had 
career experiences that have taken her all over the U.S. I am most proud that 
she has played a huge and positive part in so many lives of young people just 
beginning their careers. That’s where our lives also intersect.

As dental school graduation happens this month, I have been so fortunate to 
have been contacted by many new dentists beginning their careers in our area. 
We have reached out to the dental schools to share our dental society resources 
to help them connect. Hopefully we can help them connect, get jobs, relieve a 
bit of their stress, and begin the quest for balance* in their lives. 

Watch our job bank — if you need a connection or need to connect... 
contact me! 

*That balance is a daily quest for me, I’ ll admit!

Have you changed your address?
please notify

By phone or in writing:
Sacramento District Dental Society
2035 Hurley Way, Ste 200 • Sacramento, CA 95825
In writing only:
California Dental Board
Evergreen Street, Suite 1550 • Sacramento, CA 95815

4  |  The Nugget • Sacramento District Dental Society



President’s Message
New Office Progress; 
CDA Cares

O n May 6, the moving trucks showed 
up and the move was on! We are 
now located at  2035  Hurley Way,  

near the corner of Howe and Hurley. Stop by 
and see the improvements,  the extra space, 
classroom and all the free parking! We held 
our first SDDS Board meeting at our new 
site and have already used our fabulous new 
classroom for a CPR class and Continuing 
Education programs. We are looking forward 
to our Grand Opening House party at the 
end of the summer.

Your SDDS office team has been amazing 
in their efforts to help with the move. A big 
“Thank You” goes out to all the ladies for the 
extra efforts they made and are continuing 
to make to keep us organized and to keep 
SDDS up and running. We hardly missed 
a beat during the move and that is in part 
to a wonderful and dedicated team. Thank 
you so much! 

I just finished working at the 3rd CDA 
Cares event in San Jose, CA on May 17–
18. If you have never had the opportunity to 
attend or to contribute to an event like this, 

I would highly recommend that you put 
this on your list of things to do for others.

There were more than 2300 people who 
were given the chance to have much 
needed dental work done. As a volunteer, 
this event leaves such a warm feeling in 
your heart. To witness and feel all the 
thankfulness of the people you have helped 
is amazing. We have the ability to provide 

care to all ages and all types of people, 
who would not be able to receive care any 
other way. You don’t have to be a dentist. 
We need volunteers as patient escorts, lab 
technicians, health screeners and routers. 
This is an event that will leave a positive 
mark on your life!

As we reach the mid-point of this year, I 
wanted to take a quick moment to say thank 
you for all of your support as President 
this year. It has certainly been my pleasure 
representing SDDS.

As many of us go on summer vacations 
and start our activities, remember to spend 
some time with your loved ones. Remember 
to take the time to stop and look around, 
smell the roses, and enjoy the little things 
in life that we take for granted. Have a great 
summer and be safe.  

See you in September! 

By Gary Ackerman, DDS 
2013 SDDS President

It’s official — SDDS has relocated!  We have moved into our new headquarters.

New Office Address:

2035 Hurley Way, Ste 200
Sacramento, CA 95825
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Knowyou should

CDA Member Announces 
Candidacy for State Assembly

Legislative Bill to Help 
Our Retired Dentists

Maximum Number 
of Auxiliaries

Fluoride Update

Jim Wood, DDS has announced plans to run for State Assembly 
District 2 in 2014. A practicing family dentist for more than 26 years, 
Wood said, “I know firsthand how tough it is for our profession right 
now. I want to promote change that supports dentistry as a profession 
and ensures excellent care for patients.” 

Wood has been a strong voice in CDA for more than 15 years, using 
the legislative process to promote issues and bills important to dentistry. 
He has served on the CDA Government Affairs Council and Board of 
Trustees. He served as chair of CalDPAC from 2005–06 and 2008–12, 
ensuring that CDA could forge strong relationships with key members 
of the Legislature. 

“It will be invaluable to our profession to have Dr. Wood serving in 
the Assembly,” said CDA President Lindsey Robinson, DDS. “With 
the increasing challenges we face from a changing dental insurance 
industry, slow economic recovery and national health care reform, the 
timing could not be more critical to have an experienced advocate for 
dentistry in the Legislature.” 

If elected, Wood could spend the next 12 years serving in the Legislature.

A graduate of the University of California, Riverside, and the Loma 
Linda University School of Dentistry, Wood is politically active in his 
hometown of Healdsburg. He has served for 11 years in a variety 
of roles, from the planning commission to city councilmember and 
mayor, and he is currently finishing his second term on the City Council. 
A nationally recognized expert in forensic dentistry, Wood is co-founder 
of the California Dental Identification Team. He is a forensic dental 
consultant to the California Department of Justice Missing/Unidentified 
Persons Unit and six Northern California counties. As a member of the 
federal Disaster Mortuary Operational Response Team, Wood helped 
identify victims of 9/11 and Hurricane Katrina.

“We’re excited about the dentists’ perspective that Dr. Wood would bring 
to the Assembly because we’ve seen firsthand the benefit of having 
two CDA-member dentists, Sam Aanestad and Bill Emmerson, in the 
Legislature for almost two decades,” said Robinson. “I encourage you 
to get involved to help make Dr. Wood’s campaign a success.”

For more information about Wood’s campaign and to get involved, visit 
jimwoodforassembly.com.

CDA sponsored legislation intended to provide an extra incentive for 
retired dentists to continue providing services in volunteer settings such 
as health fairs and CDA Cares events has passed the state Assembly 
with unanimous votes and moved to the Senate. AB 836 (Skinner) 
would reduce by 40% the biennial continuing education requirement 
for a dentist whose licensure status is “retired” and who provides 
only uncompensated care. Under current requirements, this would 
reduce the CE requirement from 50 hours to 30 hours per two-year 
renewal cycle. Dentists with “retired” licensure status already benefit 
from a 50% reduction in biennial licensure fees. If passed by the full 
Legislature and signed by the governor this year, AB 836 would take 
effect January 1, 2014.

A dentist may simultaneously utilize in a practice no more than three registered dental assistants in extended 
functions or registered dental hygienists in extended functions. (Law changed allowance from two to three as 
of January 1, 2010). (B&P 1753.7— http://www.leginfo.ca.gov/cgi-bin/displaycode?section=bpc&gro
up=01001-02000&file=1740-1777)

SDDS members, with help from CDAF, ADA and Dr. Pollick of UCSF, are 
advocating with the fluoridation subcommittee of Yolo County Health 
Council to finally fluoridate municipal water in Davis and Woodland.  
Pro-fluoridation advocates presented their point of view at an April 
25th meeting of the Davis Water Advisory Committee, which will hear 
from those against adding fluoride during a May 23rd meeting.  After 
committee debate in June, a recommendation will be forwarded to the 
Davis City Council for a July decision.

The question of municipal water fluoridation will soon go before the 
Rate Advisory Committee of the City of Woodland.  It is hoped that the 
Woodland City Council, which counts SDDS member Bill Marble as a 
member, will then vote to fluoridate.

The latest impetus to fluoridate the two largest cities in Yolo County 
stems from the coming new source of Sacramento River water the 
cities will share, starting in 2016.  For more information on how you 
can help bring about community water fluoridation in the five counties 
of SDDS please contact the SDDS Fluoride Advisory Committee 
chaired by Dr. Vic Hawkins.
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Recruitment, Hiring, 
Job Placement

2 YEARS or the duration of any claim or 
litigation involving hiring process

•	 Job	applications,	resumés
•	 Help	wanted	ads,	job	opening	notices
•	 Training,	promotion,	overtime	opportunities
•	 Employment	testing	results
•	 Hiring	info	for	Vietnam	Era	Veterans

Payroll Records

4 YEARS

•	 Individual wage records
•	 Hours	worked,	hourly	rate,	meal	times
•	 Deductions,	payment	dates,	bonuses

Employee Wage Records

3 YEARS

•	 Records	explaining	wage	
differentials between sexes

•	 Wages,	fringe	benefits,	incentive	plans
•	 List	of	employees	who	worked	

for any previous contractor

Unemployment Documents

4 YEARS

•	 SSN,	total compensation paid
•	 Amount	paid	into	each	State	Unemployment	

Insurance Fund; extent to which 
employer was responsible for the tax

Child Labor Documents

3 YEARS

•	 Certificates	and	notices
•	 Work	permits

Tax Records

4 YEARS

•	 Records	to	establish	gross	income,	deductions,	
credits in employee’s personal income tax

•	 Travel	and	entertainment	expenses
•	 Pension,	profit	sharing,	annuity	plans

Union Contracts

3 YEARS

•	 Union	agreements
•	 Job	orders	given	to	Union

Apprenticeship Recruitment, 
Hiring, Job Placement

2 YEARS

•	 Job	applications;	or
•	 Chronological	list	showing	test	

scores and interview

Apprenticeship Personnel

2 YEARS

•	 Agreements,	certificates
•	 Employee	names,	work	records
•	 Any	record	made	exclusively	for	

completing EEO-2 or similar report

Employment Eligibility 
Verification (I-9 Forms)

3 YEARS from hire date, OR 
1 YEAR after termination

•	 INS	I-9	for	all	employees	hired	on	or	after	
November 7, 1986 (employees hired after 
that date and terminated before June 1, 1987 
are accepted as independent contractors)

Employee Benefits

6 YEARS, but not less than 1 year following 
plan termination

•	 Plan	descriptions,	vouchers,	worksheets
•	 Employer	payments	to	retiree	medical	

funds, payments to sick pay plans

Affirmative Action Programs

5 YEARS, discretionary but recommended

•	 Written	Affirmative	Action	Programs,	tests

Unlawful Practice Claims, 
Investigations, Legal

Until disposition of case

•	 Payroll,	personal	records	for	plaintiff	
and others in similar positions

•	 Action	taken	related	to	disabled	person
•	 Any	complaints	/	action	involving	

persons covered by the Vietnam Era 
Veterans	Readjustment	Act	of	1974

Health & Safety

5 YEARS (chemical safety, toxic exposure for 
duration of employment, plus 30 years)

•	 First	aid,	injury	records
•	 Drug,	alcohol	test	records
•	 Cal/OSHA	Forms	200,	5020,	101
•	 Inspections,	safety	training

IIPP Inspections

1 YEAR minimum

OSHA Inspections

7 YEARS

Records Retention Requirements
Created by California Employers Association (CEA) • More info: www.sdds.org/ImportantInformation.htm



Before

After

SACRAMENTO
study club

911 Reserve Dr., Ste. 150, 
Roseville, CA 95678
www.sacramentostudyclub.com

  Alexander V. Antipov, D.D.S.
 Richard F. Jackson, D.D.S.
Hessam Siavash, D.D.S., M.D., Ph.D.

Oral & Maxillofacial Surgery Group:

Tel.: (916) 783-2110
Fax: (916) 783-2111

E-Mail: sacstudyclub@gmail.com

If you are interested in participating, please contact us:

Call for a reservation: 916.783.2110
Space is limited.

First lecture by Dr. Antipov
“Teeth in a day” Solving the mystery.
www.sacramentostudyclub.com 

     Implant Cases
     Corrective Jaw Surgery
     Sleep Apnea
 Other...
     

Topics include:   Lectures, Surgical Observation, Hands On
First Thursday every month at 6:30 p.m.

Before After

NOTICE OF SDDS 
ANNUAL MEETING & ELECTIONS

Elections to be held at General Meeting 
September 10, 2013

NOTICE OF FOUNDATION 
ANNUAL MEETING & ELECTIONS

Elections to be held at General Meeting 
September 10, 2013

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

Board of Directors
Nancy Archibald, DDS (2014–2015: 2nd term)
Bev Kodama, DDS (2014–2015: 2nd term)
Bryan Judd, DDS (2014–2015: 1st term)

Existing Board Members continuing 2014 term:

Dean Ahmad, DDS • Margaret Delmore, MD, DDS 
Jennifer Goss, DDS • Peter Worth, DDS
Plus one open position to be appointed by President 
(to complete Dr. Wallace Bellamy’s term)

Trustees
Terrence Jones, DDS (2014-16)

Existing Trustee continuing 2014 term:

Robert Gillis, DMD, MSD (2012-14)

Delegates
to CDA House of Delegates (2 year term, 2013–14):  

Nancy Archibald, DDS
Bev Kodama, DDS
Carl Hillendahl, DDS
Jonathan Szymanowski, DMD, MMSc

Existing Delegates continuing 2013 term:
Guy Acheson, DDS
Gary Ackerman, DDS
Wallace Bellamy, DMD
Steve Leighty, DDS
Kelly Giannetti, DMD, MS
Victor Hawkins, DDS
Viren Patel, DDS
Kim Wallace, DDS
Plus one open position to be appointed by President

Board of Directors
Wallace Bellamy, DMD (2014)
Robert Gillis, DMD, MSD (2014–2015: 3rd term)
Debra Finney, MS, DDS (2014–2015: 2nd term)
Victor Hawkins, DDS (2014–2015: 3rd term)

Existing Board Members continuing 2014 term:
Adrian Carrington, DDS • Matthew Campbell, Jr, DDS 
Steven Cavagnolo, DDS • Kevin Keating, DDS, MS 
Bevan Richardson, DDS • Kathi Webb, Associate Member

SAMPLE BALLOT

SAMPLE BALLOT
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Board Report

Held at the NEW SDDS Office! 
2035 Hurley Way

Call to Order
Dr. Ackerman called the meeting to order 
at 6:30pm. No Additions/changes to the 
agenda announced. No conflict of interest 
declarations

Consent Agenda
It was M/C to approve the Consent Agenda.

•	 Minutes	of	March	12	Board	Meeting	

•	 March	financial	summary

•	 Membership report:	April	to	date;	current	
drop	list

President’s Report
Dr. Ackerman welcomed us to our new 
building. He also congratulated the staff and 
Cathy in particular at the dedication and time 
they have all put into the move to our new 
location. Additional thanks to Bruce Levering 
who has put in a large amount of time and 
effort helping with construction oversight!

Secretary’s Report
Dr. Patel reported that the drop list is 
currently at 48 — down from 340 — well 
done, team.

Treasurer’s Report
Dr. Giannetti reported on the following:

•	 Current Balance sheet:	 28th	 Street	
Building	 sale	 revenues	 will	 be	 placed	 in	

Building	Reserves.	We	were	reminded	that	
our	organization	does	not	pay	capital	gains.	
(That’s good!)

• TI / remodel expenses:	On	budget

Old Business
•	 915 Building sale report:	Dr.	Ackerman	

and	Cathy	reported	that	the	building	sold	for	
$675,000	(our	asking	price),	less	$7000	for	
roof	repair	credit.	Thank	you	to	the	Building	
Task	Force	for	enabling	the	quick	sale.

•	 Strategic plan update / responses:	Current	
Strategic		Plan	may	be	extended	for	another	
year	as	it	is	still	current	and	relevant

•	 May Nugget issue/ response to CDA 
concerns:	Dr.	Musser	reiterated	that	editorial	
control	would	stay	with	the	Editorial	Board.

Committee Reports (Liaisons) 
and Task Force Reports
•	 It	was	M/C	to	approve	the	Geriatric	Oral	

Heath	workgroup	Press	Release	and	plan.

•	 Potential	Resolution	to	November	HOD	
(Geriatric	Task	Force):	Dr.	Patel	reported	
that	 collaboration	with	oral	 surgeons	was	
suggested.	Dr.	Steve	Leighty	and	Dr.	Loche	
Johnson	are	to	be	contacted,	as	they	are	part	
of	our	delegation.

•	 MidWinter	 Final	 Report:	 Increased	
attendance	 this	 year	over	 last	 year;	 better	
net	profit.

•	 Leadership	 Development:	 Dr.	 Hawkins	
reported	back;	candidates	have	all	accepted.

•	 GA	Taskforce:	Met	once	—	Next	meeting	
is	May	29,	2013.

Executive Director’s Report
Cathy Levering reported on the following:

•	 Building usage plan:	It	was	recommended	
that	 there	 be	 a	 charge	 for	 the	use	 of	 our	
education	 facility.	 Fees	 for	 rental	 of	 the	
education	facility	to	be	determined.

•	 Component	 Boundary	 Review	 report:	
There	may	be	some	discussion	at	the	CDA	
House	of	Delegates	regarding	this	response.			

•	 Denti-Cal:	Dr.	Brian	Kennedy	confirmed	
that	Denti-Cal	does	provide	full	benefits	for	
elderly	at	Skilled	Nursing	Facilities.	

•	 Recruitment/retention	women’s	project:	
Funded	by	an	ADA	grant.	June	5th	kick	off.

•	 Logo / rebranding options: New	logo	colors	
and	fonts	were	chosen	—	We	are	rebranding!

Trustee Report
Dr. Keating will put his name forward for 
Treasurer at CDA — BOD fully supports.

Adjournment
The meeting was adjourned at 9.00pm.

Next Board Meeting: 
September 3, 2013 at 6:00pm

May 6, 2013
Highlights of the Board Meeting

Respectfully Submitted by Viren Patel, DDS
Secretary

OUR MISSION

It is the mission of the Sacramento District Dental Society to be the recognized source 
for serving its members and for enhancing the oral health of the community.

Did you know?
Board Reports are available online!
www.sdds.org/BoardReports.htm
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Being Social
If you’re new to a social network that uses hashtags, such as Twitter or 
Instagram, you might be scratching your head in confusion whenever you 
see that curious “#” symbol.

What exactly is a hashtag? 
A phrase without spaces, preceded by the pound sign (#) is called a hashtag 
and has been adopted by various social networks to attach keywords or 
topics to the social media post.  Social media websites use these hashtags 
to categorize images and posts, so when a user wants to search for a specific 
topic, they can easily find related posts or images.

For example, if you were to post a photo on Instagram of your new dental 
practice, you could write the description as: “Our new practice is open! 
#nameofyourpractice #dentist #new.” Now, any user looking at images or 
posts relating to dentists (#dentist), new things (#new), or your practice 
(#nameofyourpractice) can see your image or post along with anyone else 
mentioning those same hashtags.

How do you create a hashtag? 
There’s no creation process involved with hashtags. Simply adding the pound 
sign (#) with your text immediately following will automatically generate that 
new hashtag or add it among the other posts that have already implemented 
that same tag.

Why hashtags? 
Hashtags allow social media users all over the world to connect similar 
ideas, events, and thoughts. Clicking a hashtag within a post on most social 
networks will lead a user to a list of every post that has ever implemented 
that hashtag, which can help your practice gain exposure among users who 
may not find you otherwise. 

There’s no need to be intimidated by hashtags. They’re simple, easy to 
implement, and give your social media profile increased exposure among 
the entire social network. 

ProSites is a website design and Internet marketing company specializing in dental-
practice marketing. Endorsed by the CDA, ProSites offers easy and affordable website 
solutions to help dentists successfully market their practice online. For more information, 
please call (888) 327-5212 or visit www.prosites.com/cda.

Hashtags:  
What Are They? How Do They Work?

By Lance McCollough 
Founder & CEO, ProSites — CDA Endorsed Program

Major social media networks that implement hashtag use:

Twitter YouTube Instagram PinterestGoogle +

Do you “like” us?
Visit Facebook and search for: “Sacramento District Dental Society and Foundation” 

Show your support and get connected!
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LINK OF THE 
MONTH

Did you know…
SDDS MEMBERS  

ARE ONLINE!

Access SDDS member lists at:

www.sdds.org/ 
membership.htm

Trustee Report

The following items were discussed and 
approved by the Trustees: 

•	 2012	evaluation	and	2013	management	by	
objectives	for	the	CDA	Executive	Director	
(closed session) 

•	 Volunteer	removal	consideration	proceedings		
(closed session)

•	 Ratification	of	the	associate	member	of	the	
CDA	Presents	Board	of	Managers	(through	
November	2013)

•	 The	CDA	staff	will	negotiate	a	contract	for	
the	2017	House	of	Delegates	in	Sacramento;	
November	17–19

•	 The	CDA	2015	House	of	Delegates	dates	
will	 be	 moved	 from	 November	 13-15	 to	
October	16–18	to	accommodate	the	ADA	
House

•	 The	Peer	Review	Manual	will	be	revised	to	
reflect	the	amended	case	transfer	policy

•	 CDA	Cares	Fall	2013	event	in	San	Diego	
December	6–9

Expenditures
The following expenditures were discussed 
and approved:

•	 Institute	 of	 Medicine	 Health	 Literary	
Roundtable:	CDA	will	join	as	a	member,	as	
a	sponsor	for	$50,000	per	year	for	two	years.

•	 Enhancement	 and	 development	 of	 the	
Practice	Support	Center:	$187,000

•	 CDA Cares clinic in San Jose:	May	17–20,	
2013	—	not	to	exceed	$175,000

•	 Issues	 fund,	 Children’s	 Dental	 Health	
Project:	$10,000

•	 Oral	Health	Literary	Campaign:	Including	
Chinese,	Korean	and	Vietnamese	speaking	
communities	$30,000

Process Review
Recommendations of the Process Review 
Subcommittee will be provided at every 
meeting as a standing discussion item.

Trustee Fiduciary 
Responsibilities
The Board reviewed the Trustee fiduciary 
responsibilities. Updates of the following:

•	 Dental	Board	of	California	

•	 Delta	Dental	of	California

•	 ADA	Board	of	Trustees

•	 Periodic	Boundary	review	task	force

•	 Virtual	dental	home

•	 Work	force	study	update

•	 Dental	Care	Capacity	Study

Other Business
The conference on the Dental Therapy 
Model in Minnesota was present by Dr.’s 
Ariane Terlet and Richard Gregory. 

Everyone should read the article “CDA 
Considers Realities of Starting it Own Dental 
Plan Company” in the May CDA update 
Vol25, Issue 5, page 2. 

March  23 -24, 2013
Highlights of the Board of Trustees Meeting

Robert Gillis, DMD, MSD & Kevin Keating, DDS, MS
CDA Trustees

Back in time…
CAN YOU IDENTIFY THIS SDDS MEMBER?

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. The member cannot identify himself.

WATCH FOR THE ANSWER IN THE AUG/SEPT 2013 NUGGET!

Answer from March 2012 issue:  

Dr. John Orsi

Congratulations, Drs. Kim Wallace and Ed Guidi, for guessing correctly!

www.sdds.org • June/July 2013  |  11



PROBATE

ESTATE
PLANNING

CONSERVATORSHIPS

BUSINESS PLANNING

ESTATE
ADMINISTRATION

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 same areas of the law since 1980. DROBNY

LAW OFFICES, INC.’s main office is in Sacramento, California and has satellite offices in San Diego,

San Ramon and Stockton. With five Attorneys, five Paralegals and

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.

4180 Truxel Road Suite 100

Sacramento, CA 95834

Tel. 916-419-2100

Email: dlo@drobnylaw.com

SPECIAL OFFER TO ALL SDDS MEMBERS ONLY

SDDS members are entitled to a 10% discount on any estate

plan and always entitled to a FREE one hour initial consultation

Crowns for Kids® has provided 
more than a million dollars to 
fund many critical, oral health 
initiatives.

Star Group is the Dental
Refiner of Choice for the
Sacramento District Dental 
Society (SDDS) Foundation.

Star Group, the premier dental refiner in the  
United States and across Europe, was the  
company behind the Crowns for Kids® (CFK® )  
program, founded by the Sacramento District 
Dental Foundation, and now, one of the premier 
programs of the CDA Foundation. Since 2006, this 
program has generated more than $100,000 for 
Smiles for Kids® and dental-health education for kids.

Crowns for Kids® offers dentists the chance to 
improve the oral health of the children in the 
Sacramento community. Money raised from their 
donations of gold fillings and crowns helps support 
oral health projects for underserved children, which focus on preventive 
care, consumer education, restorative care and fluoridation.

PROGRAM BASICS:
•  When Star Group receives the donated gold fillings and crowns from participating 

dentists, the company processes the donation and sends the cash value directly to 
the SDDS Foundation.

•  The SDDS Foundation uses CFK® funds specifically for the Smiles for Kids® program, 
which has benefitted the children of the Sacramento community through much 
needed, free dental care.

Star Group has partnered with the Sacramento District Dental Society (SDDS) Foundation and 
the CDA Foundation to bring 

smiles to kids across California 
through Crowns for Kids®.

For more information, contact:
SDDS Foundation: 916.446.1227
Star: www.stargroupUS.com  •  800.333.9990
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From the Editor’s Desk
The Process of 
Peer Review

Receiving the notification of a peer 
review case typically elicits a flood of 
emotions, ranging from frustration 

to anger and fear. If you fail to understand 
the process, it could be intimidating. The 
alternatives, however (as there are many 
eager attorneys looking for work) are even 
less attractive.

Let’s face it, we are all human beings 
performing very detailed work, and can have 
an off day. It’s also a given that some patients 
may have expectations that exceed reality 
and may never be pleased. Therefore, it is 
comforting to have an impartial evaluation 
to sort out the pieces of the puzzle. As a 
secondary benefit, this avenue of complaint 
resolution elevates the profession as ethical 
and honest in the eyes of the public. It also 

educates the participants to re-evaluate the 
techniques that were called into question.

The recent revision that has taken place 
in PR process has removed a significant 
burden from the local component and 
allowed the complaints to be triaged by 
CDA. According to Cathy, our Executive 
Director, “it probably saves us one third of 
staff time — at least. While the number of 
calls may not be that great, the LENGTH 
of the calls is tremendous!” 

The consistency of handling complaints 
locally and statewide has improved 
significantly. There has also been a noticeable 
reduction in the time it takes to reach a 
decision. The system has been streamlined 
and made more efficient.  

Considering all the alternatives, PR is 
definitely a win-win for all parties concerned. 
Spend a few moments reading the interview 
with Dr. Henrik Hansen, Chair of the 
Council on Peer Review at CDA. Also check 
out the PR data accumulated over the last 10 
years for SDDS (below). It gave me  a deeper  
appreciation for the tremendous amount 
of effort put forth both at a local and state 
wide level. KUDOS to the many volunteers 
responsible for this major service. 

By Paul Binon, DDS, MSD 
Associate Editor

Being a member of California Dental Association has numerous benefits. One that I 
consider near the top of the list is the peer review process. Where else can you get an 
unbiased evaluation when a complaint is brought against your treatment of a patient?  

• Peer Review is a top benefit 
of being a CDA member.

• Recent revisions streamline the 
process at the state level.

Sacramento District Dental Society 
Peer Review Data

2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012

Calls 308 263 224 217 197 211 211 222 156 75 102

Processed 88 61 69 69 74 79 65 103 74 45 66

Resolved 42 48 44 50 46 45 35 68 52 41 44

Closed 51 30 23 26 9 30 40 38 27 7 19

Open 11 5 7 0 19 23 13 10 5 2 5

Data collected by Sacramento District Dental Society
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CDA’s Peer Review: 
Member Benefit Helps Resolve 
Patient Disputes 

In an ideal world, every dental procedure would go according to plan 
and the patient would be pleased with the outcome; but in the real 
world, that is not always the case. 

W hether it is a crown that eventually 
leads to a root canal or a patient 
having trouble speaking and 

eating with new dentures, disputes can be 
resolved with the help of a valuable member 
benefit called peer review.

CDA encourages open lines of communication 
between dentists and patients to try to 
resolve disputes regarding the quality and/or 
appropriateness of treatment. If that does not 
work, a patient may decide to file a complaint 
through CDA’s peer review process, which 
was created to help resolve disputes regarding 
dental treatment, at no cost to either party.

As a benefit of CDA membership, peer review 
is in place to help avoid litigation that may 
be initiated by patients. The process generally 
takes four to six months and offers a quicker 
resolution to an issue than a civil case or a 
complaint filed with the California Dental 
Board. The peer review process is evaluative 
rather than adversarial or punitive, and peer 
review decisions are not made public.

The process involves a committee of at least 
three dentists to provide a professional 
evaluation of the treatment rendered. The 
committee then makes a determination based 
on objective, clinical evidence. During the 
review, the committee interviews both the 
patient and dentist, looks at patient records 
and examines the inside of the patient’s 
mouth to evaluate the treatment.

Even if the decision is not in the dentist’s 
favor, the program isn’t making judgments 
about the dentist. Sometimes bad outcomes 
happen to good dentists, and the dentist is 
simply asked to refund the patient so that the 
treatment can be redone elsewhere. There are 
no awards for pain and suffering, punitive 

damages or other compensations that can 
and do occur in civil suits. The program 
protects the dentist by requiring the patient 
to sign a release of all claims before the 
patient receives the refund check.

CDA oversees the peer review process, and 
the evaluation is done by the local peer 
review committees in dental societies across 
the state. Dentists who volunteer to be on 
the peer review committee are trained in the 
evaluation process. They consider the evidence 
in the case and whether the treatment meets 
CDA guidelines for the assessment of clinical 
quality and professional performance.

The guidelines serve as an aid for quality 
evaluation by the CDA peer review system. 
They set the criteria by which examiners 
will evaluate the clinical quality and 
professional performance of a procedure. 

Although the guidelines have been very 
carefully developed and maintained, the 
determination of whether treatment is 
acceptable and/or appropriate depends 
upon the clinical judgment of trained peer 
review examiners, who are highly skilled, 
experienced practicing dentists.

After the examiners reach a decision, each 
case is sent to the Council on Peer Review 
for a final review by at least one council 
member. Next, a resolution letter, detailing 
whether the complaint is valid, is sent to PH
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PEER REVIEW

By Henrik Hansen, DDS 
Chair, CDA Council on Peer Review

Peer review is in place 

to avoid litigation that may 

be initiated by patients.
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the patient and copied to the dentist. If the 
treatment is found to be acceptable and 
meets the guidelines, there will be no refund 
to the patient and the panel will provide an 
explanation of its decision. If the treatment 
does not meet the acceptable guidelines 
and the patient’s complaint is found to be 
valid, the dentist will be notified to refund 
the money spent on the treatment. A 
dentist is obligated, by virtue of their CDA 
membership, to provide the patient a refund.

In 2011, there were 222 peer review cases, 
and about half of those were resolved in favor 
of the patient and the other half in favor of 
the dentist. Regardless of the outcome, the 

process can be beneficial to dentists who 
learn from the experience and make changes 
to improve their practices, such as keeping 
more detailed treatment records.

The vast majority of members who have gone 
through the process recognize the benefit 
and are grateful that this service is available. 
Peer review is designed to be an alternative 
to litigation, to resolve disputes in a fair and 
efficient manner without the time, expense 
and stress associated with preparing for and 
defending a lawsuit.

Patients are also appreciative of the process 
that offers a fair evaluation by professional 
volunteers at no cost.

The goodwill this generates is priceless. I can 
confidently tell you that CDA has one of the 
best peer review programs in the nation; and 
we are always trying to improve the level of 
this remarkable member benefit. 

Reprinted with permission from California 
Dental Association
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• A committee of dentists provides 
a professional evaluation.

• Upon final review, a resolution 
letter is sent to the dentist.

 
 
 
 

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!

Relationships That Call Us To RiseRelationships That Call Us To Rise

Remember…
The Nugget is available online!

www.sdds.org/NUGGET.html
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Dr. Paul Binon (PB): First off, on behalf 
of the Sacramento District Dental Society, I 
would like to thank you for taking the time 
out of your busy schedule to answer some 
questions regarding the peer review process.   

I believe it would be beneficial to explain 
why the changes occurred: It was my 
understanding that there was a class action 
suit against CDA — can you please provide 
some details regarding that action?

Dr. Henrik Hansen (HH): The purpose 
of partial centralization of the peer review 
administrative processes was to ensure 
statewide consistency in handling peer 
review cases and to create a more efficient 
method of handling cases. The Council on 
Peer Review observed that some components 

were conducting peer review differently, 
resulting in a different review experience 
for patients and members, depending on 
where the case was reviewed (from the 
amount of time for the review to take place 
to interpretation of various policies). As a 
result, the administrative activities of taking 
inquiry calls, requesting and reviewing 
records, processing refunds and monitoring 
cases for compliance with policies and 
procedures is now done by CDA staff, with 
Council on Peer Review oversight. The 
component committee responsibilities of 
conducting the patient interview and clinical 
evaluation, and dentist interview, and 
writing the resolution letter and addendum 
have remained with the committees. The 
concept of partial centralization came as a 

Interview with Dr. Henrik Hansen, 
Chair of the CDA Council on Peer Review

By Paul Binon, DDS, MSD
 Associate Editor

Several years ago I gathered information and was responsible for a Nugget issue on the peer review 
process. During that time there was considerable upheaval and definitive changes were not yet 
decided upon, so everyone associated with peer review was extremely vague. Those changes have 
now been implemented.

PEER REVIEW
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result of a 2007 comprehensive review of 
the structure and processes of the program 
by outside legal counsel, to ensure cases 
are handled uniformly and processed more 
expeditiously. The goals were to preserve 
the integrity of the program and provide 
consistency, while streamlining the process. 
Partial centralization began in 2008.

Some members may know that a civil 
lawsuit was filed against CDA and certain 
component dental societies in 2002. It was 
settled confidentially between the parties. 
CDA is unable to provide information about 
the lawsuit, the resolution, or whether changes 
were made as a result of the settlement.

PB: Can you provide me with a basic 
protocol on how a complaint is handled 
at the present time? Exactly who at CDA 
does what in the process, and what is the 
anticipated time line?

HH: The following parties are involved in the 
administrative or review process:

•	 CDA	Peer	Review	Coordinator: Handles 
inquiry calls and requests records from 
treating and subsequent treating dentists.

•	 CDA	 Peer	 Review	 Case	 Manager: 
Evaluates complaint and records to 
determine if it meets the criteria for 
reviewability and sends reviewable cases 
to committee chair. If it appears that the 
case may not be reviewable, a council 
member will evaluate it and make a 
decision regarding reviewability. Works 
with a council member on each case to 
include consistent verbiage and follow 
required processes.  

•	 Component	 Chair:	 Performs initial 
screening of the case to confirm 
reviewability. Assigns and coordinates 
case review with reviewing committee 
members and reviews committee finding 

before sending to CDA (with component 
staff assistance). Organizes committee, 
recruits committee members and is 
knowledgeable about peer review policies 
and procedures.

•	 Committee	 Members:	 Review all 
evidence of a case and conduct interview 
and examination of patient, and interviews 
dentist under review. Complete clinical 
worksheets, draft resolution letter and 
addendum with decision.  

•	 CDA	Council	on	Peer	Review: At least 
one council member reviews every case 
to ensure policies and procedures were 
followed with each case. The Council 
consists of 12 members, and is divided 
into four panels of three members each. 
One panel reviews appealed cases. The 
three other panels discuss cases involving 
specialists, corrective treatment (further 
harm), partial refunds or any unusually 
complex cases on conference call. The 
Council also provides training, feedback, 
and revision recommendations for 
resolution verbiage or outcome, based on 
clinical worksheets and peer review policy.

When a patient calls to file a complaint about 
a member dentist, they typically speak with 
a Peer Review Coordinator (CDA staff). 
The Coordinator encourages the patient to 
contact the dentist to resolve the situation, 
if appropriate. The Coordinator also 
determines if the complaint involves the 
quality and/or appropriateness of treatment, 
whether the situation appears to be within 
the time limitations, if the treatment has 
been altered, and if litigation has been 
initiated, resulting in the complaint being 
inappropriate for review. The Coordinator 
explains the peer review process and mails 
information and forms for the patient to 
complete, if appropriate.

When the patient’s paperwork is returned, a 
peer review case manager (CDA staff) makes 
a courtesy call to the member dentist under 
review, to alert him or her that a complaint 
has been received and explain the process. 
The dentist has the option of contacting 
the patient to settle the dispute without 
proceeding through the peer review system.

Records are requested from the dentist 
under review and any consulting dentists 
or subsequent treating dentists. The case 
manager reviews the records to re-confirm 
whether the case is reviewable, checking 
for time limitations, altered treatment and 
the availability of sufficient evidence to 
conduct a review. A member of the Council 
on Peer Review is consulted in the event 
there is a concern about whether the case is 
reviewable prior to the case being forwarded 
to committee. If a case is determined to be 
non-reviewable or inappropriate for review, a 
closing letter is mailed to both parties.  

Reviewable cases are sent electronically 
(secure format) to the component Peer Review 
Committee chair and component staff. The 
chair also screens the case for reviewability 
and completeness, and designates a case 
captain and committee members (at least
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The Peer Review Team:

• CDA Peer Review Coordinator

• CDA Peer Review 
Case Manager

• Component Chair

• Committee Members

• CDA Council on Peer Review

continued on following page 
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PEER REVIEW

three) who will conduct the actual review. 
During the patient examination, each 
examiner completes clinical worksheets 
with observations and conclusions about the 
treatment. The clinical worksheets become 
evidence in the case file, and are used by the 
case captain to draft the resolution letter 
and addendum. The component peer review 
chair reviews the committee’s evaluation and 
then forwards the documents to CDA.

The case manager may make administrative  
or editorial corrections (grammatical, 
consistency, etc), to help clarify the decision. 
The case is also reviewed by a council member 
to confirm that the decision is supported by 
the clinical worksheets and that peer review 
policies and procedures have been followed 
properly. The council member may contact the 
peer review component committee chair to 
discuss any questions or particularly complex 
aspects of the case. Any suggested revisions 
by the Council or CDA staff are returned to 
the component committee chair for review, 
approval, and comment before the final draft 
is mailed by CDA to the parties of the case.

The CDA Peer Review Coordinator monitors 
and processes refund checks and release of all 
claim documents.  

Each party of the case has the opportunity to 
appeal the decision, which is reviewed by the 
Council on Peer Review appeals panel (three 
members). If necessary, the appeals panel 
will consult with the component committee 
chair for information about the case.  

The average case is closed in about 146 days.

PB: If the complaint originates in a small 
component, is it handled differently? 

HH: Complaints in small components are 
handled the same way as in large components. 
Each case must be reviewed by a minimum 
of three examiners, so if an extremely small 
component does not have three committee 
members, they may ask a committee member 
from a neighboring component to join them 
in the review.  

PB: How are specialty complaints handled? 
Does each specialty have a formal peer 
review methodology? On a local level or is 
it state level? 

HH: Each Component Committee is 
comprised of general dentists and specialists; 
and all cases are handled under the jurisdiction 
of the component where the treatment 
was rendered, overseen by the component 
committee chair.   

Ideally, cases involving specialists are 
reviewed by committees comprised of 
examiners of the same specialty. If a 
component does not have enough specialty 
committee members to conduct a review, 
they may ask a specialty committee member 
from a neighboring component to join 
them in the review. If there are not enough 
specialty committee members in the region 
to conduct the review, the last resort would 
be for the case to be reviewed by a committee 
of general dentists with one or two peer 
review qualified specialists.    

Also, each specialty type has a peer review 
specialty chair overseeing specialty cases for 

the state. The role of the state specialty chair 
is to help components to recruit specialists, to 
assist the Council and Committees with review 
of specialty cases, and to facilitate cases to be 
reviewed by specialists, whenever possible.   

PB: What type of training do the clinical 
assessment evaluators receive and how is 
it accomplished? How often are they re-
assessed or re-calibrated?

HH: Each committee member is required to 
attend a peer review training workshop every 
two years. The Council provides several 
training workshops statewide each year. 
Volunteers must also have been in practice 
a minimum of five years, with specialists 
practicing at least five years in their specialty.

PB: I assume that the guidelines for clinical 
assessment have been reworked and updated 
with respect to implant dentistry and 
“cosmetic” dentistry etc. Can you give some 
insight into that?

HH: The guidelines are available to member 
dentists on the CDA website (www.cda.org). 
There are guidelines for implants. There are 
not specific guidelines for cosmetic dentistry, 
as the criteria for restorative treatment 
encompasses aspects such as cosmetics. The 
guidelines are periodically reviewed and 
updated by the Council on Peer Review, with 
any revisions being forwarded for approval to 
the House of Delegates.  

PB: Who is responsible for reviewing the 
results of the clinical assessment? 

HH: After the Committee examines the 
patient, interviews the dentist and reviews 
all of the evidence in the case, they complete 
clinical worksheets and write the resolution 
letter and addendum. These documents 
are reviewed by the committee chair first. 
Then, they are forwarded to the Council 
on Peer Review to ensure that the decision 
is supported by the evidence and that the 
procedures and policies were followed. 
Each case is read by committee member 
examiners, the committee chair and at 
least one council member. This ensures that 
the evidence supports the decision, every 
complaint is addressed, explanations are 
clear, the process is fair and that it follows 
the policies and procedures accurately.

PB: How many cases are contested after the 
decision is sent to the patient and / or doctor?

HH: In 2012, nearly 25% of cases were 
appealed, consistent with previous years.

Over the past ten years…
230 cases are initiated by patients each year.*

50% of these are deemed appropriate for review.*

Of these, 40% are resolved in favor of the dentist;*

and 37% are resolved in favor of the patient.*

23% of outcomes are split between the patient and dentist.*

* Figures are approximate
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PB: How many cases are typically handled 
in a year? Can you give me some numbers 
over the past 10 years? How many are in 
favor of the dentist vs. patient? Have they 
increased in severity?

HH: Approximately 230 cases are initiated 
by patients each year. After screening and/
or reviewing the records, about half of 
them are considered appropriate for review, 
with sufficient evidence for committees to 
perform the review. Of those reviewable 
cases, approximately 40% are resolved in 
favor of the dentist, and 37% are resolved in 
favor of the patient. 23% percent of outcomes 
are split between the patient and dentist 
(usually cases involve multiple treatments 
with some treatment acceptable and some 
unacceptable).

CDA does not currently have statistical 
information about the increase in severity 
of cases, but most committee members and 
the Council can attest to the increase in 
complexity and costs of treatment. 

PB: What is the statewide breakdown as 
to category (area of dentistry) Endo, Pros, 
OMS, Perio, Restorative dentistry, Implant 
for the GP complaints? Also, does CDA track 
the percent of complaints against foreign 
trained dentists who receive a license in CA?

HH: CDA does not currently have statistical 
data about the type of treatment categorized 
by general dentists or specialists, or about 
foreign trained dentists.

PB: What are the numbers as to complaints 
for specialists in each specialty statewide?

HH: In 2012, 45 cases involved treatment by 
specialists (20% of the 230 total cases):

•	 Orthodontists:	13
•	 Prosthodontists:	12
•	 Periodontists:	8
•	 Oral	Surgeons:		7
•	 Endodontists:	4
•	 Pediatric	Dentists:	1		

PB: Are the criteria for GPs different than 
those for specialists?

HH: One common misconception is that 
treatment is evaluated differently depending 
on whether it was completed by a general 
dentist or a specialist. In fact, the guidelines 
are applied the same regardless of who 
conducted the treatment (i.e., orthodontic 
treatment is evaluated using the same criteria 
regardless of whether it was done by a general 
dentist or an orthodontist.) 

PB: Has the new protocol made a positive 
impact on the process?

HH: Partial centralization of the administrative 
processes of peer review has created a more 
consistent service to members and the public. 
Committees operate more efficiently because 
cases have been screened for reviewability 
first, vastly reducing committee time spent 
on non-reviewable cases.

PB: On the CDA level, how many 
staff members are involved in handling 
complaints? What percentage of the CDA 
budget is appropriated to that function?

HH: There are eight full-time staff members 
at CDA dedicated to peer review (four 
case managers, two coordinators, one 
administrative assistant/appeals coordinator 
and one manager). 

PB: From a fun standpoint, in your 
recollection, what was the weirdest complaint 
that was handled by CDA?

HH: Each case seems to have a challenging 
aspect that makes it unique. There have 
been memorable cases, including treatment 
fees over $170,000, patients who super-
glue their teeth back in, etc. Committees 
have seen some very impressive dentistry, 
as well as instances where the dentist was 
clearly having a bad day. Cases are certainly 
becoming larger and more complex, with 
single crown cases becoming very rare. Most 
cases involve multiple treatments with a lot 
at stake for both parties.

PB: In conclusion, are there any final thought 
or comments that you would like to make?

HH: Peer review is an extremely valuable 
member benefit. As an alternative to 
litigation, the program is able to resolve 
disputes fairly, while reducing the emotional 
anguish, time and financial costs that 
coincide with situations where a patient 
is unhappy with the treatment that was 
rendered. In the event that an outcome is 
in the patient’s favor, it is still considered 
a benefit because the member will receive 
a release of all claims in exchange for the 
refund of the treatment, and the case is 
resolved with finality and confidentially.

After reading several cases, a clear pattern 
emerges: the primary reason a dispute 
reaches peer review is that a breakdown 
in communication has occurred. Patients 
feel they are not heard and their problems 
are being dismissed. Dentists feel patients 
are being unreasonable and the situation 
has taken too much time and effort to 
manage. Communication breakdowns also 
occur when a patient’s new dentist doesn’t 
communicate with the original dentist about 
observations with previously completed 
treatment. Assumptions may be made, and 
the patient is caught in the middle.

In peer review, steps have been taken in 
attempt to open the lines of communication 
by encouraging patients to contact the 
dentist to provide opportunity for resolution. 
Also, CDA staff calls the dentist to alert him 
or her that a complaint has been received and 
to provide information about peer review, 
including options of resolving the case 
without the use of the peer review system. 
Peer review is an excellent option when 
disputes cannot be resolved between the 
parties themselves. 

PB: Again, Dr. Hansen, thank you so much 
for you candor in answering all my questions. 
I have learned a great deal and I am confident 
that my colleagues have as well. 

Dr. Hansen is currently the chair of the CDA 
Council on Peer Review.  He is past CDA 
Trustee and ADA Council on Dental Benefits 
member, and is currently the Chairman of 
the American College of Dentists, Northern 
California Section, Vice Regent CA for the 
International College of Dentists, and CA 
Delegate to the ADA House of Delegates. He 
received his dental degree from the UCSF 
School of Dentistry and maintains a private 
practice in Fairfield, CA.

2012 Cases  
Involving Specialists:

• Orthodontists: 13

• Prosthodontists: 12

• Periodontists: 8

• Oral Surgeons: 7

• Endodontists: 4

• Pediatric Dentists: 1

TOTAL: 45
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To make a memorial contribution, visit: 
www.sdds.org/GiveSDDF.htm

Dr. Gordon Harris
Donations from:
Ilsa Achermann & family
Braafladt Family
Michael & Shelly Brassil
Carolyn Brian
Dr. Steven Cavagnolo
CGA Property 
Management
Richard & Nancy Codiga
William & Cloy Codiga
Elizabeth Dreher
Bob & Norma Fox
Naomi Hauge 
Carrie James

Craig & Mary Ann James
Lochowski Family
Willard & Sharon Mason
Donald & Dixie Meixner
Dr. Daniel Miyasaki
Augustus & Mary-Alice Morr
Alfred Nobili
Dr. Paul & Margaret Raskin
Keith Sippola
Mary Thompson
Dr. Glen & Mercedes Tueller
Dr. Wesley Yee

Don Moore
FATHER OF DR. KEN MOORE

Donations from:
Dr. Beverly Kodama

Dr. Marty Rosa
Donations from:
Dr. Steven Cavagnolo

Gift of Love
Since publication of the last Nugget (4/15/16), 
donations have been made in memory of…

Thank you
Burkhart Dental Supply

Henry Schein Cares
Patterson Dental Supply

FOR DONATING SUPPLIES!

Smiles for Kids® 2013
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Foundation
of the Sacramento District Dental Society

A CHARITABLE 501-C3 
ORGANIZATION

An A ttitude of Gratitude
Thank you card from a Smiles for Kids patient

For more information on how to give to the SDDS Foundation, visit: www.sdds.org/GiveSDDF.htm

Ways to support the Foundation
• Make a memorial contribution
• Donate to one of our charitable funds
• Donate to our endowment
• Planned giving to the Foundation

• Become a Foundation Member ($75/yr)
• Play in the Annual Golf Tournament
• Attend a Broadway show!
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Donations Ray Ramsey, DDS
Sacramento District Dental Society
Zocalo Reseaurant (Midtown/Roseville)

3M Unitek
Blue Northern Builders, Inc.
Empire Ranch Golf Club
Procter & Gamble Oral Health

HOLE 1
SureWest Communications

HOLE 1
Ronald T. Blanchette, DDS

HOLE 2 — Closest to the Pin
Supply Doc, Inc.

HOLE 3 — Longest Drive
RelyAid

HOLE 4
Blue Northern Builders, Inc.

HOLE 5
Drs. Greg Heise & Craig Alpha

HOLE 5
Patterson Dental Supply

HOLE 6
LIBERTY Dental Plan

HOLE 7
North Valley Bank

HOLE 8
Prosthodontic Dental Group
Drs. Jeffrey Nordlander, Brock Hinton, Herlin Dyal & Leo Angel

HOLE 8
Mann, Urrutia, Nelson, CPAs

HOLE 9 — Longest Drive
Kids Care Dental Group

HOLE 10
First Citizens Bank

HOLE 11
Mark H. Holt, DDS, MS, Inc.

HOLE 12 — Closest to the Pin
Wells Fargo Bank

HOLE 13
Drs. Cas, Jonathan & Damon Szymanowski

HOLE 14
Carestream Dental

HOLE 14
Dentsply North America

HOLE 15
Burkhart Dental Supply

HOLE 15
Drs. Kent Daft & Charles Stamos

HOLE 16
Laguna Dental Arts

HOLE 17
Olson Construction, Inc.

HOLE 17 
Sacramento Oral Surgery
Drs. Vince Castaldo, Michael Preskar,  
Shama Currimbhoy, Gregory Olsen & David Telles

PUTTING CONTEST
Levering Company Commercial Real Estate

BEER CART SPONSOR
Bank of the West

BEER CART SPONSOR
RelyAid

BREAKFAST SPONSOR
Endodontic Associates Dental Group
Drs. Kenneth Whitnack, Kevin Keating, Aneet Bal, 
Sheri Opp, David Keating & Gregory Kolber

raised by this year’s tourney 
for the SDDS Foundation!$16,000
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Contest winners
Closest to the Pin (Hole # 2)
Sponsor:  Supply Doc, Inc.
Winner: SHAMA CURRIMBHOY, DDS

Longest Drive (Hole # 3)
Sponsor:  RelyAid
Winner: ADAM MILLER

Longest Drive (Hole # 9)
Sponsor:  Kids Care Dental Group
Winner: BRIAN WOLOSEK

Closest to the Pin (Hole # 12)
Sponsor:  Wells Fargo Bank
Winner: DARRELL CHUN, DDS

Putting Contest
Sponsor: Levering Company
Winner: WAYNE SEGERS, Burkhart Dental Supply

1st Place Foursome
Each winner received a $110 gift certificate to  
Empire Ranch Golf Club and a bottle of champagne

Winners: MICHELE BAILEY 
JAMES BAILEY

 KEVIN EARL
 BILL BARLEY

2nd Place Foursome
Each winner received a $50 gift certificate to Empire Ranch Golf Club

Winners: RUSSELL JONES, DDS 
MARTY CATTANEO

 JEFF JONES, DDS
 TONY OLIVER

PHOTOS
(clockwise from top left)

• Dr. Gary Ackerman (2013 SDDS 
President) kicks of the tournament.

• Chris Macasaet, Dr. Dan 
Miyasaki and Jason Mata.

• Ian McFarlane, Chris Watkins, Dr. 
Daisuke Bannai and Dr. Cliff Wong.

• Jeff Holland, Dr. Bruce Holt, Dr. 
Shane Panter and Dr. Dave Pettey.

• Dr. Tim Wong sets up his putt.

• Dr. Kevin Chen tries his hand 
at one of the many games 
offered at sponsored holes.

• Dr. Shama Currimbhoy celebrates 
her “Closest to the Pin” win!

• Dr. Wallace Bellamy snuggles up with 
teddy bears from Bank of the West.

• Dr. Scott Szotko wins big at the 
Foundation raffle.

CONGRATULATIONS,

Mann, Urrutia, 
Nelson, CPAs

VOTED MOST CREATIVE 
HOLE SPONSOR

Golf Tournament 
Committee (2013)

Dr. Damon Szymanowski
Chair

Dr. Todd Andrews
Dr. Daisuke Bannai
Dr. Dennis Peterson
Dr. I. Ray Ramsey

Thank you for a 
great tournament! Fore!
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YOU ARE A DENTIST.  You are also 

an employer. Employee evaluations, hiring 

and firing, labor laws and personnel files 

are an important part of that. This monthly 

column, will offer current employment 

law information pertinent to you —  

the dentist, the employer.

YOU
THE DENTIST, THE EMPLOYER

How to Handle Existing Staff 
After Purchasing a Practice
By Robyn Thomason (CDA Practice Support Center)

Dear Hiding Under My Desk,

You were wise to keep the existing staff after 
the purchase. Patients need consistency and 
familiarity after their dentist leaves a practice. 
Staff can help bridge the gap between you 
as the new treating dentist and the previous 
dentist, until you have had the opportunity 
to gain the patient’s trust. With that said, 
previous staff can also make it difficult to 
build trust if they are not accepting you as 
the new “leader.” In this case, your hygienist 
obviously does not see you in that position 
and has taken it upon herself to assume the 
role of office leader. Starting now, you must 
regain control of your office. As the owner 
and dentist, you assume the liability in the 
office, so patient and employment decisions 
need to be made by you. 

I recommend sitting down with the hygienist 
and discussing her role in your practice. Let 
her know that since she is not a licensed 
dentist she will not be involved in patient 

treatment planning. If she perceives her role 
differently than you explained, let her know 
that maybe she is not the best fit for your 
practice. Yes, you may lose some patients 
if she leaves, but those patients were not 
loyal to you or the practice anyway. You are 
building respect, as well as trust, with your 
employees and patients. Leadership is gained 
by conducting yourself in a manner that says 
you are the leader of your own practice.  

If the hygienist has undermined your 
authority in the practice, you may be losing 
the respect of your other employees. After 
having the one-on-one with the hygienist, 
have an all staff meeting to discuss your vision 
of the practice and their roles in that vision. 
Then from that day forward, conduct yourself 
as the leader. You can create a great team if 
you empower them by being their leader. 

For answers to employment questions such as 
these, and more, visit cdacompass.com. 

SDDS HR Hotline
FREE TO SDDS MEMBERS!

1.800.399.5331

MEMBER

BENEFIT!

Keeping existing staff in place can help ease the transition for patients. However, it sometimes creates an 
issue for the new practice owner. What to do?

Dear Practice Support Center,

I bought a practice about eight 
months ago and chose to keep the 
existing staff until I decided which of 
them work best with me.

Now, one of the hygienists is acting as 
if she owns the practice. She actually 
commented about a treatment plan 
that I presented to a patient, in front 
of the patient. She has become 
hostile and I am so nervous around 
her that I am even afraid to call and 
ask for advice in fear that she might 
overhear me and get even more 
upset with me.

I would like to fire her, but she has 
been here for so long, I‘m afraid I 
would lose too many patients if she 
left. What can I do?

Signed, Hiding Under My Desk
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Cash into the SDDS Job Bank! 
Visit www.sdds.org/JobBank.htm for:
Doctors seeking employment • Doctors looking to buy a practice
Associate positions available • Practices available
CDA member dentists and DHP member auxiliaries only. Confidential and public lists available.

MEMBERBENEFIT!
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Tech Bytes
Dental Practice Management  
in the Cloud — Part III 
Advantages & Benefits 

C loud-based computing is a 
relatively new structural setup for 
a computerized dental practice 

environment that promises certain benefits 
over the standard in-house server-based 
computing setup. A cloud-based computing 
environment is one where software and data 
is stored off-site instead of a local server 
being present, and the local workstations in 
the practice utilize the internet to access and 
manipulate data that is remotely stored.  The 
prior articles discussed the main drawbacks 
associated with this type of setup, including 
performance and reliability issues, and data 
security risks. With apparent drawbacks 
clearly present, the recent popularity of 
cloud-based computing must offer some 
strong benefits that make it worth pursuing.  

Cloud computing in a dental practice 
setting offers one main advantage, which is 
off-site security in the event the computer 
workstations at the practice are compromised 
either physically or via a software virus. If 
the office gets burglarized of all computer 
hardware, having the software in its most 
recent updated form stored on off-site servers 
means no data loss would occur. In this 
situation, once new computers are purchased 
and set up to access the remote server, 
everything would be back and running. If 
a standard in-house server setup were used, 
configuration of the server and workstations 
would be necessary which is a more involved 
process compared to a cloud-based setup.

Another main benefit of cloud-based 
computing comes from having multiple 
devices, whether mobile phones or remote 
computers, which are able to access the 
needed data from different locations.  While 
this can be beneficial in a dental practice 
setting, most practice management software 
systems today already can be remotely 
accessed not only by off-site computers, 
but also by mobile devices. A cloud-based 
computing system also has the benefit of 

having a full-time Information Technology 
group of people managing and maintaining 
the software and your data. That means 
someone else is performing regular and 
redundant backups, as well as ensuring 
the server is working and recovered in the 
event of a failure. When you manage your 
own server, you have the sole responsibility 
of maintaining proper and functional 
backups and recovering your server if a 
problem occurs, as well as being responsible 
for having off-site backups. Passing off this 
responsibility to the cloud service provider is 
a welcome benefit.

Another selling point of a cloud-based 
computing system is that no software is 
actually installed at your office location.  
This means there is no downtime when new 
workstations are installed when hardware 
is updated, and no downtime occurs when 
software updates are performed. This benefit 
is certainly significant, although some practice 
management software applications that utilize 
the standard in-house server (non-cloud) 
setups provide this functionality already.

Overall, when weighing the positives versus 
the negatives, it seems that the decision 
to implement a cloud-based computing 
platform for dental practice management 

software comes down to whether you, 
the practice owner, are willing to take 
responsibility for in-house management of 
the data and related backup systems. At this 

point in time, standard local server-based 
setups have clear reliability, security, and 
performance advantages over a cloud-based 
setup. Until the shortcomings especially 
with regards to network reliability are 
addressed, it seems moving your practice’s 
software and patient data to the cloud may 
be a turbulent decision. 

Advantages & Benefits 
of Cloud Computing

• Off-site security, in the event of 
practice workstation compromise

• Multiple devices, able to access 
data from different locations

• No software to install

• Burden of server maintenance 
removed from the practice owner

By Garrett Guess, DDS
Technology Editor 

San Diego County Dental Society
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YOU
THE DENTIST, THE BUSINESS OWNER

The Benefit of
Associate Agreements in 
Dental Practice Sales

A s a child, there is nothing better 
then playing with friends on a warm 
summer day and running into the 

house for a cold soda. Ahhh! Refreshing, 
cold Coca-Cola! How do they make such 
a wonderful drink? The answer to that 
question is known by exactly two people who 
cannot be within 500 miles of each other at 
any given time. Why the secrecy? Part of the 
reason is marketing, which will not concern 
us here. The other reason is that Coca-Cola 
must protect its product or it may lose the 
“secret” part of the term “trade secret.” Why 
should you as a dentist care about the secret 

recipe of Coca-Cola? If you have an associate 
working in your dental practice, your patient 
lists must be protected, otherwise you run 
the risk of losing them to your associate if he/
she decides to leave.

Assume for a minute that you have built a 
successful dental practice that is collecting 
$1,000,000 per year. You‘ve had an associate 
with you for some time who is producing 
about $425,000 of that sum, while you 
and the hygiene department produce about 

$575,000 of your collections. You list the 
practice with a broker and, depending on 
how hot the dental practice market is in your 
part of the country, you expect to receive as 
much as $850,000 for your practice. Once 
you receive an acceptable offer, you start 
giving the buyer and the buyer’s advisors 
various due diligence information so they 
can evaluate the practice. Unfortunately, 
when they ask you for a signed associate 
agreement, you, like the majority of doctors 
employing associates, have no written 
agreement, relying rather on a handshake 
and a pat on the back. Unfortunately that 
decision could cost you as much as $300,000 
on the sale of your dental practice because 
there is nothing stopping your associate 
from moving next door and opening up a 
competing dental practice!

Like any good business, a dentist seeking to 
grow his or her practice by hiring associates 
needs a good plan. Part of that plan includes 
an employment agreement. It is the intent 
of this article to discuss ways to hire those 
associates in a manner that protects the 
owner’s interest and allows a successful sale 
based upon the volume of work generated by 
all of the practice employees. Depending in 
which state your dental practice is in, you 
should follow one of the following:

Covenants Not to Compete
In the vast majority of states, covenants not 
to compete in an employment agreement are 
enforceable against the associate. Although 

the radius and duration of the covenants 
may vary, most states recognize the right 
of the employer to restrict the associate 
from directly competing with them once 
they leave. However, the burden of proof is 
on the employer to show that there was an 
agreement not to compete, so special care 
must be taken when drafting the covenant 
so as to comply with the law in a particular 
state. These covenants must be clearly and 
precisely drafted and should be signed by 
the associate when they start working at 
the practice, as most associates will not 
sign a restrictive agreement just to help you 
complete your practice sale. This is why it is 
so important to work with an attorney who 
specializes in representing dentists, they 
have the unique subset of knowledge which 
should allow you to protect your patient base. 
Most dental practice brokers can direct you 
to competent counsel in the states in which 
they do business. In jurisdictions which 
allow restrictive covenants, it may be wise to 
also include a trade secrets provision in order 
to further protect your patient base.

Trade Secrets
Some jurisdictions state that as a matter of 
public policy, covenants not to compete in 
employment agreements are unenforceable 
unless there is an ownership interest 
involved. In those states (e.g., California 
and Colorado), including such covenants 
may even invalidate the entire employment 
agreement! How is the owner doctor 

Like any good business, a dentist seeking to grow his or her practice 
by hiring associates needs a good plan. Part of that plan includes an 
employment agreement.

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

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

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

By Patrick Wood, BA, JD
Jason Wood, BA, JD

Wood & Delgado (SDDS Vendor Member)

• Lack of a written agreement 
could cost you as much as 
$300,000 when it comes 
time to sell your practice.

• Patient lists qualify as trade 
secrets in a dental practice.
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supposed to protect this valuable asset? The 
answer lies in drafting a comprehensive trade 
secret agreement and then following a few 
simple rules to protect your patient list from 
unscrupulous associates.

Almost every state has adopted the Uniform 
Trade Secret Act. This law contains 
provisions under which an employer may 
bar the misappropriation and misuse of trade 
secrets by employees and former employees. 
Trade secrets are defined as information 
that derives economic value which is not 
generally known to the public and is subject 
to reasonable efforts to maintain its secrecy. 
In the dental practice setting, patient lists 
clearly have independent economic value, are 
not generally known to the public or other 
persons and if the lists are maintained in a 
reasonably confidential manner, constitute 
protectable trade secrets.  

Almost every dental office maintains a 
computer hard drive where patient lists are 
stored. All computers can restrict access 
through the use of passwords. Your associates 
have no business accessing patient lists on the 
computer, as this is generally a billing function 
carried out by clerical workers. The associate 
should never be given password access to the 

office computer. The associate must of course 
be given full access to a patient’s chart so 
that they can make notes on their diagnosis 
and treatment. However, an employment 
agreement should state that their access is 
limited solely to patient treatment, that they 

cannot make copies of patient charts and that 
they cannot take charts or other information 
home with them. By making associates subject 
to enforceable trade secret provisions, you’ll 
have a practice that can be sold for top dollar, 
rather than having to worry about an associate 
trying to compete with the prospective buyer. 
As mentioned above, the Uniform Trade 
Secret Act has been adopted in most states, 
and such trade secret provisions should be 
included in all employment agreements to 
prevent associates from copying patient lists 
and soliciting them. This is especially true in 
those few states that do not permit covenants 
not to compete in employment agreements.  

Having an associate work in your practice 
has many positive aspects. It allows you to 
have more vacation time, flexible hours, 
the ability to see your daughter score the 
winning basket in her first high school 
basketball game. In short, it allows you 
to have more “you” time without hurting 
your overall quality of life. If done properly, 
hiring associates to work in your practice 
will not only free up more of your time, it 
can also grow your practice and generate 
higher income for you. However, you must 
adequately protect yourself when bringing in 
an associate to work for your dental practice. 
Having enforceable employment agreements 
will allow you to enjoy your newfound 
freedom without having to worry about 
competition from your own employees. 
Ahhh! Now isn’t that refreshing! 

Patrick is the founder and senior partner of Wood 
& Delgado and Jason is an associate attorney in the 
law firm of Wood & Delgado, a law firm which 
specializes in representing dentists for their business 
transaction needs. Wood & Delgado (SDDS Vendor 
Member) provide practice management consulting 
in numerous states and can be reached at (800) 
499-1474 or by email at pat@dentalattorneys.com 
or jason@dentalattorneys.com .

David Olson, General Contractor
License #822960
(209) 366-2486

www.olsonconstructioninc.com

Specializing in Complete Dental Offices
and Tenant Improvements

Olson Construction, Inc. is a design/build construction 
firm who can take your office from design to finish. They 
have proven themselves to be the go-to company when you 
want your dental office done on time and within budget.

William Gilbert, DDS
Granite Bay, CA

The associate should 

never be given password 

access to the office computer.
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Join Frontier Institute Clinical Exchange and take your learning to a whole new level.
 Next study club meeting on Tuesday, March 19 on occlusion

For more details on the speakers and topics 
visit frontierdentalinstitute.com/exchange

WANT TO HEAR NATIONAL & INTERNATIONAL 
EXPERTS HERE IN SACRAMENTO?

Dr. Ken Harris 
European lecturer 
and top aesthetic 
UK dentist

Dr. Fredrick Li 
Canadian implant 
specialist. Placed 
over 2,000 implants

Dr. Brian Lesage 
AACD accredited 
fellow and one of top 
100 leaders in CE

Dr. Mike Malone
Past President of 
the AACD and 
International Speaker

Dr. Rhys Spoor 
AACD accredited 
member and voted 
into “Best Dentists 
in America”

Dr. Ross Nash 
Author, International 
speaker and co-founder 
of the Nash Institute

Dr. Warren Roberts 
#1 dental provider 
of Botox in Canada

17.5
CE Credits
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ETHICS 
CORNER

Splitting Fees?
I had heard the term, “fee splitting,” in the past. However, I never 
paid much attention to it or looked into its meaning. This practice is 
something many of us, as dentists, face while working in large groups or 
corporations, using social media and couponing strategies to generate 
new patients, or as general dentists working in our own private practices 
relying on specialists to provide additional care to our patients. We 
should know what it means and we should be careful to avoid falling 
into a trap, which could be considered unethical, or even worse, illegal. 

Section 11 of the California Dental Association (CDA) Code of Ethics states, 
“It is unethical for a dentist to accept or tender ‘rebates’ or ‘split fees.’ Other 
fee arrangements between dentists or other persons or entities of the 
healing arts which are not disclosed to the patient are unethical.

CDA’s interperetation of Section 11 indicates that dentists are 
“prohibited,” from tendering rebates or split fees with any other third 
party.  This means if a dentist shares fees for services with anyone other 
than the two parties involved in the treatment, an ethical principle is 
being violated. 

In my mind, ethically, this is pretty simple. Integrity, being a core value 
of the Code of Ethics, means that as professionals we are expected to 
safeguard the profession by promoting the highest level of standards.  If 
we think about what we would want as a patient, or who we would want 
treating us for a specific problem, we will likely avoid an ethical dilemma. 

As a young dentist or a dentist of any caliber, I think it is impossible to 
know where the boundaries of all of the State Laws and Code of Ethics 
are drawn sometimes. Fee Splitting is not only an ethical violation, but 
also a legal violation of the California Dental Practice Act. 

In light of the economic times we are all facing, many doctors have 
tried some different strategies to increase the number of new patients 
coming into their practices. As an example, a popular new strategy using 
social media to attract new patients is through Groupon. The idea is that 
potential patients will get a coupon, if bought in a large group, which 
gives them a 50%-90% discount for services. Seems great, but there is 
an ethical dilemma. If the dental practice pays Groupon a kickback, or a 
fee for each patient that shows up, there is a violation. 

Advisory Opinion 11.A.1. of the CDA Code of Ethics provides 
guidance on Split Fees in Advertising and Marketing Services as follows: 
The prohibition against a dentist’s accepting or tendering rebates or 
split fees applies to business dealings between dentists and any third 
party,	not	 just	other	dentists.	Thus,	a	dentist	who	pays	 for	advertising	
or marketing services by sharing a specified portion of the professional 
fees collected from prospective or actual patients with the vendor 
providing the advertising or marketing services is engaged in fee 
splitting. The prohibition against fee splitting is also applicable to the 
marketing of dental treatments or procedures via “social coupons” if the 
business arrangement between the dentist and the concern providing 
the marketing services for that treatment or those procedures allows the 

issuing company to collect the fee from the prospective patient, retain 
a defined percentage or portion of the revenue collected as payment 
for the coupon marketing service provided to the dentist and remit 
to the dentist the remainder of the amount collected. The prohibition 
against fee splitting is not applicable to marketing via group advertising 
or referral services that do not base their fees on the number of referrals 
or amount of professional fees paid by the patient to the dentist.

In some instances, a large group of doctors may utilize a particular specialist 
for specific procedures. There is no problem with that, unless there is a 
kickback. If the referring doctor receives a monetary incentive as a result 
of referring a patient, this is a problem. If an associate dentist works for a 
group and is told to refer to their in-house specialist, is this ok? Probably. 
What if they are given an incentive to do so? Absolutely not.  What if they 
don’t agree with the practices of the specialist or would prefer to have their 
own treatment done with a more qualified or better specialist outside of 
the group? Dilemma?  Although this last question does not involve fee-
splitting, I believe it is important to remember our responsibility to patients 
who	trust	us	to	direct	them	just	as	we	would	our	own	family	members.	

We cannot get caught in the trap of what is best for me, at any particular 
moment. We must consider the profession as a whole. Unscrupulous 
practices for the benefit of ourselves can have a very negative domino 
effect on the entire profession which has and will continue to encourage 
some	patients	to	think	it	is	possible	were	all	just	looking	to	make	a	buck!	

If we have a patient in our chair, they are taking the first step in trusting 
us to act in their best interest. As a professional we must pave the way 
for each patient to have access to what is right for their best interest. 
In order to take good care of patients and avoid the pitfalls of unethical 
dilemmas we may simply ask ourselves, what would I hope for myself? 
Would I want my primary care physician to send me to a Dermatologist 
in his group, because he was going to be paid a kickback? Would I want 
to be given a special deal, a special medication or special treatment only 
to discover the doctor or affiliate was accruing additional payment for my 
patronage? Would I want to be sold on trust and integrity, only to find a 
bait and switch? 

The world is changing in how we attract patients and what we have to 
offer them. As businesses we may have to be creative because there is 
a lot of competition. However, we also have to try to be clear about the 
boundaries because the lines can be difficult to recognize. Lets give our 
patients something special. If we can maintain an appropriate ethical certitude 
our patients will continue to have a high level of respect for our practices and 
us. If they know we do what is right, they will give us the referrals we want 
most, the word of mouth, given freely because they trust us. 

• Ethically, we are expected to safeguard the 
profession by promoting high standards.

• In order to take good care of patients, we may 
simply ask, “What would I hope for myself?”

By Tony Accettura, DDS 
SDDS Ethics Committee Member
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Your Horn!

Dr.	Lora	Foster	Rode, and her husband Jim, on 
the birth of their second child, Andrew James. 
Andrew joined big sister Elyse on February 15, at 
6 lbs, 15 oz and 20 inches long. (photo #1)

The first recipients of Sacramento Area Sustainable 
Business certification, through SDDS and 
Sacramento Regional County Sanitation District 
(SRCSD). The voluntary involvement of these 
practices prevents pollution by working to reduce 
mercury discharge to the Sacramento River.

•	 Drs.	David	Feder,	Chris	Cantrell,	Rae	Ann	
Whitten,	Sahil	Sethi	and	Elisabeth	De	Gaust

 Sutter Terrace Dental Group (photo #2)

•	 Dr.	Jeanette	Okazaki
 Dental and Holistic Health (photo #3)

•	 Drs.	Loan	Pham	and	Canh	Nguyen
 LP Dental Care (photo #4)

•	 Drs.	Paul	Philips	and	Barry	Dunn
 East Sac Dental (photo #5)

•	 Dr.	Luis	Mendez (photo #6)

•	 Dr.	Todd	Andrews (photo #7)

•	 Dr.	Robert	Katibah

 (See below for information on how to participate in 
the Sustainable Business program.) 

Congratulations to...

We’re Blowing

1
2

3 4

6

5

7

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!

Are you a $ustainable Denti$t?
Has your dental practice adopted environmentally friendly best management practices? If so, consider becoming a Sustainable 
Dental Practice, to receive recognition for your efforts.

It’s FREE; and as easy as 1, 2, 3!

1. IMPLEMENT the five certification requirements located at www.amalgamrecovery.com. 

2. APPLY by submitting the online application and proof amalgam separator installation.

3. GET CERTIFIED and receive a window decal and certificate to show patients and 
employees your commitment to environment stewardship. You’ll also get an office photo 
and could be highlighted in SDDS Nugget.

The SDDS, Sacramento Regional County Sanitation District and Business Environmental Resource Center (BERC) partnered to bring 
you this FREE sustainable business recognition to highlight dental office environmentally friendly practices.  

Benefits: 
•	 FREE	advertising	and	promotion	by	BERC
•	 Window	decal	and	certificate
•	 Cost-savings	from	sustainable	practices

www.sdds.org/
ImportantInformation.htm 

#Amalgam

TO APPLY:
www.amalgamrecovery.com

•	 FREE inclusion in searchable database by business type (dental  office)
•	 Attract	customers	looking	for	sustainable	dentists
•	 Eligible	for	2013	Sustainable	Business	Awards	

Thank you 
to the dental practices 

that already implement 
sustainable practices. This 

program highlights your 
environmental leadership.  
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Committee Corner
Peer Review Committee:
Update

Greetings Sacramento Dental Society 
members. It is a privilege to work 
with the fine men and women who 

are members of the Peer Review Committee.

Peer Review continues to serve our 
membership by providing an objective eye 
and opinion in helping our membership 
resolve conflicts that may arise with their 
patients. When normal avenues to resolve 
misunderstandings or disputes with patients 
fail, Peer Review is available to bring a 
(relatively) quick solution.

One other very real benefit Peer Review 
offers to our members is the opportunity 
to serve on the committee. Serving your 
colleagues in this manner is a great way to 
become involved in the Society. It is also a 
way to improve your communication skills, 
as well as treatment planning, charting and 
other documentation in your office.

If you have five years of experience as a 
general dentist or in your specialty field, and 
an interest in serving in this capacity, please 
contact SDDS. 

By Brett Peterson, DDS 
Chair, Peer Review Committee

When normal avenues to resolve misunderstandings or disputes with patients fail, 
Peer Review is available to bring a (relatively) quick solution.

1st Tooth or 1st Birthday (6:30pm)
TBA

Amalgam Advisory (7:00am)
TBA

Board of Directors (6:00pm)
Sept 3 • Oct 29

Continuing Education (6:15pm)
Sept 17 • Nov 13

CPR (6:00pm)
Work completed for 2013

Dental Careers Workgroup
Speakers on call as needed

Ethics (6:15pm)
Sept 17

Executive Committee (7:00am)
Aug 21 • Oct 11 • Dec 13

Foundation (6:15pm)
Sept 9 • Nov 21

Geriatric Task Force (6:15pm)
Sept 9 • Nov 19

Golf (6:00pm)
Work completed for 2013

Leadership Development (6:00pm)
Work completed for 2013

Mass Disaster / Forensics (6:00pm)
July 17 • Oct 16

Membership (6:00pm)
Sept 30 • Nov 6

Nugget Editorial
Sept 17

Peer Review (6:15pm)
Scheduled as needed

SacPAC (6:00pm)
Sept 30

Visit www.sdds.org and click the 
“Calendar” button for more info.

2013 SDDS COMMITTEE MEETINGS:

RANDALL ACEVEDO, DDS 
Dr. Randall Acevedo passed away on April 5, 2013, at the age of 63.

He graduated from dental school at the USC Herman Ostrow School of Dentistry in 1974 and practiced in South Lake Tahoe.

Dr. Acevedo was a member of SDDS for 37 years.

In memoriam
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SMILES FOR KIDS
VOLUNTEERS NEEDED: Doctors to “adopt” patients seen on 
2013 Smiles for Kids Day for follow-up care.

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

THE GATHERING INN
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

AUBURN DENTAL CLINIC
EQUIPMENT NEEDED: Anything and everything

CONTACT INFO:  
Marcella Oster, RDA (530.886.8225 • 530.906.6148)

WILLOW DENTAL CLINIC
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:  
Dagon Jones, DDS (530.756.5300 • dagonjones@gmail.com) 
Volunteering or donations

CCMP
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)

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

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

VOLUNTEER Opportunities

Additional Information
www.sdds.org/Volunteer.htm
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Your Trusted Source For:
	 •	Commercial	RE	purchase
	 •	Construction	
	 •	Business	acquisition	or	expansion	
	 •	Equipment/Inventory	purchase	
	 •	Refinance	
	 •	Working	Capital

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

Keep	The	SBA	Loan...
Drop	The	Bank.

A Proud Vendor Member of SDDS since 2004

Gordon Stevenson, Senior VP 
Real Estate Healthcare Specialist 

Dental/Medical Office Building Sales/Leasing 

The Gordon Group 
Helping Those Who Help Others 

 

♦ 50 Years Real Estate Experience ♦ 
(UNITED STATES DISABLED VETERAN OWNED BUSINESS) 

 
6633 Coyle Ave., Carmichael – For Sale 
• ±5,600 SF Dental/Medical Space  
• Great Visibility On Hard Corner. 
• Built-Out Surgery Suite In Building 

2233 Park Towne Circle, Sacramento – For Lease 
• ±2,250 SF 
• Covered Parking 
• Beautiful New High-End Construction 

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

5400 Park Dr., Rocklin – For Sale 
• ±4,592 SF 
• Walking Distance To Rocklin High School 
• Building Signage Available 
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Vendor Member  Andrews Construction . . . . . . . . . . . . . . . . . . . . . . 15, 36
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Vendor Member  Olson Construction, Inc. . . . . . . . . . . . . . . . . . . 27, 36

Practice Sales, Lease,  
Management &/or Consulting

Vendor Member  Henry Schein. . . . . . . . . . . . . . . . . . . . . . . . . .20, 34, 36
 TRI Commercial Real Estate. . . . . . . . . . . . . . . . . . . 33
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Marketing
Vendor Member  UPROAR — Mobile Phone Apps. . . . . . . . . . . . . .20, 37
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Vendor Member  Sacramento Magazine . . . . . . . . . . . . . . . . . . . . . . . 36

Staffing Services
Vendor Member  Resource Staffing Group . . . . . . . . . . . . . . . . . . . . . . . 36

Technology
Vendor Member  Pact-One. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .36, 37

Waste Management Services
Vendor Member  Star Group Dental Refining . . . . . . . . . . . . . . . . . . 12, 36

R

DENTAL SOLUTIONS
Dental Equipment + Technology Solutions customized to enhance efficiency and productivity.

From the Front Office to the Treatment Room and every touch-point in between,
Henry Schein has the solutions you need to connect your businesses.

Equipment Ad 3.625x4.875:Layout 1  5/7/12  4:33 PM  Page 1
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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: 1,348
TOTAL RETIRED MEMBERS: 208
TOTAL DUAL MEMBERS: 2
TOTAL AFFILIATE MEMBERS: 6

TOTAL STUDENT/ 
PROVISIONAL MEMBERS: 10

TOTAL CURRENT APPLICANTS: 2
TOTAL DHP MEMBERS: 46

TOTAL NEW MEMBERS FOR 2013: 19

TOTAL MEMBERSHIP (AS OF 5/22/13): 1,662

KEEP US 
UPDATED!

Moving? 

Opening a new office?

Offering new services?

Share your information 
with the Society!

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

Give us a call at  
(916) 446-1227

New Members JUNE / JULY
2013

LINDSEY NELSON, DMD
General	Practitioner
1116 Ski Run Blvd, Ste 1
S. Lake Tahoe, CA  96150
(530) 541-4170

Dr. Lindsey Nelson graduated from University of 
Nevada Las Vegas with her DMD in 2012. She 
currently practices in S. Lake Tahoe with SDDS 
member, Dr. Frederick Wenck and in Kings Beach and 
lives in Reno.

IMMANUEL SELASSIE, DDS
General	Practitioner
Pending Office Address

Dr. Immanuel Selassie graduated from UCSF School 
of Dentistry with his DDS in 2007. He is currently 
seeking employment in the Greater Sacramento area 
and lives in Sacramento.

FUN FACT: He loves sports, specifically basketball. 
He enjoys listening to all genres of music.

New Transfer Members
RAYMOND JONE, DDS
Transferred from San Francisco Dental Society
General	Practitioner
2530 Cameo Dr.
Cameron Park, CA  95682
(530) 676-9999

Dr. Raymond Jone graduated from Columbia 
University School of Dentistry with his DDS in 2010 
and later completed a residency at VA Medical Center 
in San Francisco. He is currently practicing in Cameron 
Park with Dr. Forrest Boozer and lives in Sacramento.

New Applicants
KEVIN PAIGE, DMD
RICHARD POWELL, DDS

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

MARKET 
SHARE:
82.2%

Dental Day at 
Raley Field

www.sdds.org/ 
RiverCats.htm

Sacramento RiverCats vs. 
Reno Aces

June 27, 2013
Raley Field

$20/person
Senate Box seats
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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.com

2002
since

CONSTRUCTION
Andrews Construction, Inc.

Todd Andrews 
916.743.5151  

www.andrewsconstructioninc.com2002
since

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

CONSTRUCTION
Olson Construction, Inc.

David Olson 
209.366.2486  

www.olsonconstructioninc.com2004
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.com2012
since

FINANCIAL SERVICES
Bank of the West

Mary Alajou, VP 
Sacramento/Butte Area Manager 

916.949.2687
www.bankofthewest.com

INSURANCE
The Dentists Insurance Company

Darnise Edwards 
800.733.0633
www.cda.org2011

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.com2011
since

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 
916.333.5360

www.fechtercpa.com2009
since

MAGAZINE
Sacramento Magazine

Becki Bell, Marketing Director 
916.452.6200  

www.sacmag.com
2002

since

DENTAL SUPPLIES
RelyAid

Ursula Klein 
916.616.6845

www.relyaid.com2008
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.net2012
since

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.com2012
since

DENTAL SERVICES
Pacific Dental Services

Koert Takkunen 
Sarah Groft 

714.552.5517  
www.PacificDentalServices.com2012

since

HUMAN RESOURCES
California Employers Association

Kim Parker, Executive VP 
Mari Bradford, HR Hotline Manager 

800.399.5331  
www.employers.org2004

since
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VENDOR MEMBER SUPPORT KEEPS YOUR DUES LOW!
Vendor Members support Sacramento District Dental Society through advertising, special discounts 

to members, table clinics and exhibitor space at SDDS events. SDDS members are encouraged to 

support our Vendor Members as OFTEN AS POSSIBLE when looking for products and services. For 

more information on the Vendor Membership Program, visit www.sdds.org/vendor_member.htm

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 
916.321.3145  

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

Fechter & Company, CPAs is a full-service accounting firm located in Sacramento, 
California providing a broad range of services to a number of industries. 

Products and Services
•	Income	tax	preparation	and	planning

•	Financial,	internal	control	and	business	consulting

•	Succession	planning

•	IRS	audit	representation

Benefits, Services, Special Pricing and/or 
Discounts Extended to SDDS Members
1-hour free consult, analysis of your overall tax situation, basic recommendations.

If you change your accounting/tax preparer relationship, five hours no charge of 
transition assistance

For practitioners purchasing a practice or starting new on their own, five hours 
free of set-up, question answer and other services to help you get situated in 
your new environment.

Craig Fechter, CPA — President
cfechter@fechtercpa.com

(916) 333-5360
www.fechtercpa.com

VENDOR MEMBER SPOTLIGHTS:

MARKETING/TECH
UPROAR — 

Mobile Phone Apps

Howard Harris 
916.995.0022 • howard@uproar.pro  

www.uproar.pro2012
since

PACT-ONE Solutions provides local IT services, support and computers to dental offices. 
We are your complete dental technology company, providing installation and support on 
everything involved with technology in your practice.

Products and Services — 
Advance, Protect and Monitor
•			IT	services	—	On	site	Support,	Help	Desk	Remote	Assistance

•			Data	backup	—	Latest	technologies	for	instant	recovery	and	protecting	the	privacy	
of your patients.

•			HIPAA	/	HITECH	consulting	and	solutions

•			Managed	services	—	Pro-active	Remote	Monitoring;	Alerts	of	impending	problems	
before they occur, preventing you costly down time.

•			Service	Agreements	—	Quality	maintenance	and	engineered	programs	to	keep	
your network running at its best.

•			Computers	and	peripherals	—	Technology	Refresh

Dan Edwards
dan.edwards@pact-one.com

Mike Mascaro
mike.mascaro@pact-one.com

(866) 722-8663
www.pact-one.com
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Classified Ads

P/T RDA NEEDED FOR ORAL SURGERY PRACTICE. 
Flexible hours, mostly mornings, Fr idays a must. 
Experienced, flexible, punctual and caring RDAs, email 
resume to mmdfrontoffice@aol.com or fax to Noel at  
(916) 929-6790. 06/07-C1

PACIFIC DENTAL SERVICES HAS AN IMMEDIATE OPENING for an 
endodontist to work in our offices throughout Sacramento. We 
offer excellent income, a comfortable environment and state-of-
the-art facilities. Please call Ed Loonam at (949) 842-7936 or 
email looname@pacden.com for more information. 06/07-13

EMPLOYMENT OPPORTUNITIES
FOR SALE: Napa doctor (4) & assistant stools (9). All in Forest 
Green, Mushroom or Purple. Dr’s are in excellent condition- 
$90 each. Assistant stools are in good condition/upholstery 
is worn- $110 each. Call Sharon at 916-736-6757 or email 
smoe@sutterterracedental.com. 05-13

CEREC AC CONNECT. Purchased January 2012 and in excellent 
condition. Used for 15 cases, but I have upgraded to a milling 
unit. Good for anyone looking to do digital scanning, but not quite 
ready to commit to a milling unit. $10,000 OBO. Please contact 
Hana (916) 780-1955 or rashid.dds@gmail.com. 06/07-C1

EQUIPMENT FOR SALE

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

POSITIONS WANTED

To place an ad in the Nugget Classifieds, 
visit www.sdds.org/NUGGET.html

SDDS member dentists  
can place classified ads 

FOR FREE!

Selling your practice? Need an associate? Have office space to lease? SDDS 
member dentists get one complimentary, professionally related classified ad 
per year (30 word maximum). For more information on placing a classified 
ad, please call the SDDS office (916) 446-1227. MEMBERBENEFIT!

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

PROFESSIONAL SERVICES

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

16 YEARS OLD, WELL-ESTABLISHED COMPLETE DENTAL 
OFFICE with 5 fully-equipped ops, the 6th op plumbed with 
digital x-ray. 1471 sf in Folsom. DDS is moving to a new 
location in Folsom. Charts are not for sale. Great lease and 
location. Please call (916) 715-0966. 06/07-C1

PRACTICES FOR SALE

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

DREAM OFFICE SHELL— Nicest in Sacramento. Near Watt/
El Camino, close to shopping/restaurants. Build/Design 
1,750 sf to suit. Brand new building/Full financing available.  
Call Dr. Favero (916) 487-9100. 11-12

OPPORTUNITY TO BUY OR LEASE. Dental office. 3311 Watt 
Ave, near Del Paso Golf Course. 1200 sf. 3–4 ops.  
Dr. Bobby Boozer (916) 973-0525. 06/07-13

DENTAL OFFICE IN CARMICHAEL: 1160 ft. This is a three 
operatory office with some equipment. New paint, countertops 
and flooring. Lease price is $1800 per month. Includes 
water, sewer and garbage. Call Brian Fahey, DDS at (916) 
483-2484. 06/07-13

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

LOCATION/OPPORTUNITY ORAL SURGERY OFFICE @ 1315 
Alhambra Blvd. 1,980 sf with 4 operatories, fully plumed, 
including oxygen and nitrosoxide. Fully serviced lease with 
ample parking. Contact Kelly Gorman (916)929-8100. 03-13

DENTAL OFFICE ROCKLIN. Partially equipped and furnished. 
Turnkey. Minimal investment. Includes stools, chairs, cabinets. 
Russ Meadows: (916) 966-1635. 06/07-C1

PLACERVILLE DENTAL OFFICE — Excellent location, 
available Sept 1. 1667 sf, 5 operatories, stand alone bld. 
1045 Marshall Way, $2.20/sf. Dr. Gil Larsen (530) 677-4256;  
(530) 903-0401. 06/07-C1

FOR LEASE

SDDS HR Hotline:
1.800.399.5331
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Next General Membership Meeting: SEPTEMBER 10, 2013
www.sdds.org/genmeetingCE.htm

1. Drs. Lisa Laptalo, Jamson Wu, Robin Berrin, Megan Moyneur and Stefanie Shore

2. Special treats for Smiles for Kids site hosts!

3. Drs. Camilia Cifor, Lisa Mayeda and Caroline Ishii 

4. Digger, mascot for the Sacramento RiverCats (center), with Drs. Timothy Scott, Frederick 

Schubert, David Marth, Dave Ralston and Richard Silva

5. Thank you, 2013 Smiles for Kids site hosts!

6. Speaker, Dr. Greg Psaltis

Event Highlights
General Membership Meeting (Foundation Night) | MAY 14, 2013

1

2

3 4

5

6
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May 14, 2013:
Baby Steps: Infant & Preschool Dental Care for the GP

EARN

3
CE UNITS!

MAY GENERAL MEMBERSHIP MEETING: FOUNDATION NIGHT

Presented by:
Greg Psaltis, DDS

•	 Understand	how	the	age	of	the	child	affects	expectations	 
at an appointment

•	 Know	what	preventive	regimens	to	recommend
•	 Learn	how	to	coach	the	child	and	parent	to	a	successful	visit

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

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

LEARNING OBJECTIVES: 

Sacramento District Dental Society
2035 Hurley Way, Suite 200 • Sacramento, CA 95825
916.446.1211 • www.sdds.org

ADDRESS SERVICE REQUESTED

SDDS CALENDAR OF EVENTS
10 General Membership Meeting
 Dental Sleep Medicine —  

The Dentist’s Role in Airway Management
 Mark Abramson, DDS
 New Member Night
 Hilton Sacramento Arden West
 6:00pm Social / 7:00pm Dinner & Program

13 2nd Annual Shred Event
 2:00pm / SDDS Office

17 Ethics Committee
 6:15pm / SDDS Office

 CE Committee
 6:15pm / SDDS Office

 Nugget Editorial Committee
 6:15pm / SDDS Office

30 Membership Committee
 6:00pm / SDDS Office

PRSRT STD
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SACRAMENTO, CA

AUGUST
3 CPR BLS Renewal
 SDDS Classroom 

2035 Hurley Way, Suite 200, Sacramento
 8:30am–12:30pm

21 Executive Committee Meeting
 6:00pm

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

9 Foundation Board Meeting
 6:15pm / SDDS Office

 Geriatric Oral Health Workgroup
 6:15pm / SDDS Office

JUNE
6 Foundation Broadway Series
 Les Miserables
 8:00pm / Sac Community Center

27 Dental Day at Raley Field
 Sacramento RiverCats vs. Reno Aces
 7:05pm / Raley Field

JULY
17 Forensics/Mass Disaster Committee
 6:00pm / SDDS Office

SMILES FOR KIDSRECOGNITION

SAVE THE DATE FOR THE 34TH ANNUAL MIDWINTER CONVENTION
TONS OF CE & A GREAT TIME! YOU WON’T WANT TO MISS IT!  FEBRUARY 20–21, 2014 

For more calendar info, visit

www.sdds.org

Enroll in the
Dedicated Monthly Dentist (DMD) Program
PREPAY for all seven monthly General Meetings for 2013–2014 with one payment

EASILY REGISTER for meetings with a simple fax-back sent to you each month.

HELP with SDDS recruitment! If you are unable to attend a 
particular meeting and can’t find a replacement, call SDDS and 
we’ll arrange for a new member to attend in your place.

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

$349
FOR THE WHOLE YEAR

3 CEU PER CLASS!

DMD REGISTRATION 
EARLY BIRD DEADLINE:

JUNE 28, 2013

$379 after June 28, 2013


