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35th Annual MidWinter Convention & Expo
February 19 & 20, 2015
Sacramento Convention Center



general meeting
3 CEU, core • 5:45pm–9:00pm • Hilton, Arden West • $60   

Hygiene Night
Prognosis for the Periodontally 
Compromised Tooth                                                                                    
Presented by: Thomas Kepic, DDS, MSD           
                                                    
Tuesday, January 13, 2015

• Identify the clinical factors used in assigning prognosis
• Understand the historical research that leads to the modern day 

concept of prognosis
• Define the new concept of periodontal diseases and host 

susceptibility as factors used in determining prognosis

hr webinars
Noon–1:00pm • 1 CEU, 20% • Call from home or office • $35                                                      

2015 Labor Laws / Update Your Handbook
Presented by:  Mari Bradford, California Employers Association           
                                                    
Wednesday, January 28, 2015

cpr renewal
6:00pm–9:30pm • SDDS Classroom • 4 CEU, core                                                  

    
Wednesday, January 21, 2015

DON’T MISS THESE 
UPCOMING EVENTS!

•	15	units	of	vitamin	CE!	

•	fun	Exhibits	&	prizes!

•	cultivate	connections!

•	farm	fresh	food	included!

save	the	date!
February	19	&	20,	2015
sacramento	 convention	 center

Site locations
Doctor volunteers
Staff volunteers

Smiles For Kids Day                                                 
is February 7, 2015!

continuing education
8:30am–1:30pm • SDDS Classroom • 5 CEU, core • $175

Practice Team Motivation  
Presented by:  Amy Morgan (Pride Institute)          
                                                    
Friday, March 13, 2015

• Create a compelling statement of goals for your practice
• Learn the key essentials to creating a culture that values team energy
• Identify methods of improving performance shortfalls that affect morale
• Reward and recognize your team based on performance

business forum
6:30pm–9:00pm • SDDS Classroom • 2.5 CEU, core • $69                                                      

The Business of Dentistry
Presented by:  Amy Morgan (Pride Institute)           
                                                    
Thursday, March 12, 2015

• Building your culture based on your values and vision
• Matching your goals to your vision
• Gaining buy-in from your team by promoting an environment of care 

and interdependence

general meeting
3 CEU, core • 5:45pm–9:00pm • Hilton, Arden West • $60   

Guest Night
Oral Health Does the Heart Good                                                                                     
Presented by: Kimberly S. Newlin, RN, CNS, NP & Toni Adams, RDH, MA          
                                                    
Tuesday, March 10, 2015

• Summarize the links between oral and general health
• Acquire strategies to decrease risk of cardiovascular disease

Dental Day at                                   
Raley Field!
June 18, 2015

special events

Swing for Smiles                                
Golf Tourney
May 8, 2015
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President’s Message

L ast September, during the choking days of the Rim Fire, a 
group consisting of committee chairs, the board of directors, 
a sprinkling of past presidents and a dusting of new members 

from the SDDS gathered in Squaw Valley and set to work on 
developing our Strategic Plan for 2015-2017. The event was the most 
recent in a series spanning the last decade. It was my privilege as 
incoming president to lead the meeting and I was constantly amazed 
at how well the process worked, in no small part due to the presence 
of Deanna Hanson, our strategic planning coordinator. The group 
worked initially to identify the successes of SDDS over the years, of 
which there are many. A small taste of what we have achieved:

• Smiles for Kids is a program that has made a difference in countless 
lives over the years

• We continue to raise funds to allow us to carry out the important 
work of the Foundation

• We promote ethical behavior in our profession through education
• We have moved into a new building that allows us to serve our 

members better
• The SDDS MidWinter Convention is a world-class event with 

speakers from all over the country
• The Nugget is an award-winning local publication that rivals 

many state association magazines 

• The breadth of our services and strength is acknowledged statewide
• We are unique in how we engage and include our members
• We have developed political acumen and garner respect in the 

halls of the Capitol
• We have an amazing 80 percent market share

I need to acknowledge our wonderful SDDS staff that does so 
much of the hard work involved in our society achieving the above 
successes. Thank you ladies.

After a healthy bout of patting ourselves on the back, we then moved 
on to the goals for the future and methods by which to achieve them. 
We left with a list of important challenges and ideas that we all felt 
were the basis of the future direction for our dental society. Following 
this, the strategic planning committee met to take the information 
gathered at Squaw Valley and develop the 2015-17 Strategic Plan 
that is now presented to you. I feel that we have identified the issues 
that are important in dentistry, and developed goals to keep our 
dental society current and help our members in their practices. I look 
forward to my tenure as your president this year and to continuing 
the great work that the dental society does for all our members and 
the community at large. Thank you for the opportunity to serve and 
Happy New Year!   

By Viren Patel, DDS
2015 SDDS President
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Leadership is a Labor of Love

• Sacramento District Dental Society Goals 2015-2017 •

Retain and engage 
members by providing 
benefits important to the 
members
• Acknowledge and appreciate members 

who support SDDS through their 
continued membership.

• Continue to develop ways to engage 
members from all levels of practice, 
stages and ages.

• Develop and implement various surveys 
to test the benefits provided and consider 
other benefits and needs of the members. 
(Goal: 25% response)

• Work to achieve higher renewal rate, as 
defined by less drops at the end of the 
membership dues drop date.

Increase the awareness 
about the value of a SDDS 
membership
• Provide current and constant information 

to members that will help them make 
decisions in their practices. 

• Provide information on the emerging trends 
in the practice of dentistry including, but not 
limited to, insurance trends, large group 
practices, social media practices, social 
changes, scope of practice issues.

• Provide professional development 
opportunities for both dentists and their 
staffs.

• Advocate on behalf of SDDS member 
dentists, the work that they do and the 
community they serve.        

    

Promote and 
educate the public 
on the benefits of 
oral health in the 
community
• Partner with community 

organizations to continue, 
advocacy and education. 

• Cont inue loca l  and 
legislative involvement and 
advocacy for dental health 
issues and benefits.

• Support and enhance the 
work of the SDDS Foundation 
and its programs.       

    

Ensure the 
Sustainability of SDDS
• Continue to monitor the market 

trends in dentistry. 

• Continue to understand, address 
and meet the needs of all stages 
of members.

• Recruit, train and mentor 
leaders for both SDDS and the 
Foundation.

• Ensure systems are in place for 
accountability and fiscal success.

• Promote and support appropriate 
financial resources to grow and 
sustain the organization moving 
forward.  

Goal 1: Goal 2: Goal 3: Goal 4:
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The Nugget is an opinion and discussion magazine for SDDS membership. 
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Cathy’s Corner

By Cathy B. Levering
SDDS Executive Director

Fresh Start!

ILOVE the beginning of the year. It’s time to reboot and refresh at SDDS. 
With new chairs, new committee members, new goals and plans and new 
leadership, new calendar —it’s an organizational feat, but when it’s ready 

to go, it’s such fun! That said, we have many new people who have signed 
on to be a part of SDDS, its committees, its organization and its structure. 
That’s how we roll—bring in new people, share the work, teach leadership 
skills, learn from others, and ensure that leadership continues into the future. 
It’s a leadership model that works for SDDS.

Don’t worry, if you are a worker bee and team player, we need you! If you 
want to “dip your toes in,” we need you too. If you want to strive to be the 
“big cheese” at SDDS or in your Little League organization, we’d love to 
have your talents for a while. Whether you are a new member, a “middle 
member” or an older member, we welcome you. We will train you, work 
with you, and appreciate you—and we are a warm and appreciative family 
of volunteers.

The Nomination Form is included in this issue of The Nugget. The 
Nominating Committee, chaired by Past President Dr. Kelly Giannetti, will 
begin meeting in February for the 2016 year positions in leadership. Please 
consider nominating yourself or your friends and colleagues for:

• The SDDS Board of Directors
• The Foundation
• Delegate to the CDA House of Delegates (in October this year)
• Secretary—a position on the Executive Committee to move forward 

to President, 2018

And, thanks to almost 300 of you who have signed up to serve on 2015 
committees, task forces and advisory committees. By now, you have received 
the committee meeting schedules (see page 29). 

We’re ready to go. It’s a fresh start for sure—one that I cherish every January. 
Now… back to the gym for the “other” fresh start… AGAIN!

Happy New Year!   

P.S. Please see the Nominating Form inserted 
in this issue of The Nugget! 

P.P.S. As a gift (and member benefit!) to all 
active members, SDDS has included in this 
issue of The Nugget, the brand new 2015 
Labor Law Poster! 

Goal 4:

www.sdds.org • January 2015  |  5



T   he California Dental Association Foundation is hosting a 
CDA Cares volunteer dental event March 27-28, 2015, at 
Cal Expo Fairgrounds, Building D, in Sacramento. To help 

provide oral health care services at no charge to the large number of 
expected patients, the CDA Foundation needs volunteer dentists, 
including oral surgeons, as well as dental hygienists, assistants, 
dental lab technicians, physicians, nurses and pharmacists.

Additionally, community volunteers are needed to help escort 
patients, translate/interpret, dispense medication, set up and tear 
down the clinic, register patients and volunteers, conduct exit 
interviews, enter data and provide oral health education.

CDA Cares is a program that allows volunteer dentists, with the 
assistance of other dental professionals and community volunteers, 
to provide dental services at no charge to patients who experience 
barriers to care.

The main goal of the clinic is to relieve pain and eliminate infection 
by providing cleanings, fillings, extractions and oral health 
education to more than 2,000 people during the two-day event.

To date, the CDA Foundation and CDA have hosted six clinics 
that provided $9.16 million in dental care to 11,901 patients 
thanks to the generosity of volunteers and support from the 
community.

Volunteers are needed in shifts during the following times: 
• Thursday, March 26, 2015: Clinic setup from 9 a.m. to 6  

p.m. (no patients)
• Friday, March 27, 2015: Dental clinic from 5 a.m. to 7 p.m.
• Saturday, March 28, 2015: Dental clinic from 5 a.m. to 10 p.m.
• Sunday, March 29, 2015: Clinic teardown from 8 a.m. to 12 

p.m. (no patients)

Help make CDA Cares Sacramento a success! To learn how you 
can get involved and to register, go to cdafoundation.org/cda-
cares/sacramento.         

Volunteers Needed!                                   
Help make CDA Cares 
Sacramento a success!

VOLUNTEER
Opportunities

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

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

                                                                              

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

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

SMILES FOR KIDS
VOLUNTEERS NEEDED: Doctors to volunteer on Smiles                  
for Kids Day (February 7, 2015); doctors to “adopt” patients                                  
seen on 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.

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

GLOBAL BRIGADES
VOLUNTEERS DENTISTS AND AUTOCLAVES NEEDED.

TO VOLUNTEER ABROAD VISIT: www.globalbrigades.org

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

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  

Kids Day  

FEB 7, 2015
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Knowyou should

By Ann Milar, CDA Dental Benefits Analyst                                                        
MidWinter Market Speaker                                                                                                       
Reprinted with permission from CDA.

Dentists need to ensure that their practices are prepared for dental procedure 
code changes that go into effect Jan. 1. There are 73 code changes, including 
16 new procedure codes.

The ADA released the latest version of the Current Dental Terminology (CDT) 
Codes earlier this year.

The 16 new procedure codes include the following:
• Re-evaluation at a postoperative office visit;

• 3-D photographic image;

• Sealant repair, per tooth;

• Cleaning and inspection of removable appliances;

• Retainers for resin bonded fixed prosthesis;

• Missed and cancelled appointments;

• Administrative issues; and

• Evaluation for deep sedation or general anesthesia.

There are 52 code revisions, including these revised procedure codes:
• Topical application of fluoride;

• Coping;

• Inlay/onlay restorations;

• Clinical crown lengthening,

• Hard tissue;

• Osseous surgery;

• Implant/abutment supported removable dentures;

• Peri-implant defects;

• Placement of temporary anchorage devices;

• Incisional biopsies; and

• Sedation.

Five codes have been deleted from CDT:

• D6053 Implant-/abutment-supported removable denture for completely 
edentulous arch;

• D6054 Implant-/abutment-supported removable denture for partially edentulous 
arch;

• D6078 Implant-/abutment-supported fixed denture for completely edentulous 
arch;

• D6079 Implant-/abutment-supported fixed denture for partially edentulous arch; 
and

• D6975 Coping.

Please remember that while dental plans are required to recognize current 
CDT codes, they are not required to pay or provide benefits for new codes 
as they become effective. Dental offices are encouraged to review dental 
plans’ payment and processing guidelines to determine whether benefits are 
payable and any documentation requirements.

Copies of the CDT 2015 (both hard copy and e-book) are available for 
purchase through the American Dental Association’s website, ADAcatalog.org.

In 2015, CDA will offer members many dental benefit educational 
opportunities. Below is a chronological listing of deadlines and dates.

Dental Benefits Workshop - Sacramento (April 16-17, 2015)

This two-day CDA Dental Benefits Workshop in Sacramento will provide 
dentists with the skills to improve practice profitability and the confidence to 
work with dental plans on their terms. Registration and workshop details can 
be found at cda.org/dbw.

Medicare Enroll/Opt-Out Deadline (June 1, 2015)

June 1 is the deadline for dentists to enroll or opt out as Medicare providers. 
Regardless of which direction a dentist elects to go, this process can take 
several months, so dentists are encouraged to evaluate practice operations 
and determine which option is best for their patients and their practice well 
in advance of the June 1 deadline. More information regarding Medicare 
enrollment/opt-out can be found via the following websites: cda.org, ada.org 
and cms.gov.

ICD-10 Code Implementation (Oct. 1, 2015)

Effective Oct. 1, the ninth edition of the International Classification of Diseases 
(ICD) code sets will be replaced by ICD-10. The ICD-10 includes greater 
specificity than ICD-9 and more than 70,000 detailed diagnostic codes.

While dentists are not required to submit diagnostic coding for dental claims, 
dentists who perform oral surgery, treat temporomandibular disorders, facial 
pain and sleep apnea, treat patients in a hospital or outpatient surgery center 
and submit claims to medical plans may need to utilize the new ICD-10 
diagnostic codes to ensure timely payment for treatment.

More information regarding ICD-10 can be found at cms.gov/Medicare/
Coding/ICD10/index.html?redirect=/icd10. 

Prepare for Dental Code Changes in 2015

Thursday

FRONT OFFICE BOOT CAMP—
Dentistry and the ICD-10

1:30pm–2:30pm • (1 CEU, core)
•	

MidWinter Convention Course
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Do you “like” us?
www.facebook.com/sddsandf

*To obtain the 
Professional Liability 
premium fi ve (5) percent, 
two-year discount, 
California dentists must 
complete the current 
TDIC Risk Management 
seminar. Visit 
thedentists.com/seminars 
for current deadlines 
and seminar details.

Endorsed by the 
Sacramento District 
Dental Society

Protecting dentists. It’s all we do.®
   

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

Learn more at thedentists.com/seminars

And at The Dentists Insurance Company, we won’t treat you like one 
because we are not like other insurance companies. We were started by, 
and only protect, dentists. A singular focus that leads to an unparalleled 
knowledge of your profession and how to best protect you. It also means 
that TDIC is in your corner, because with us, you’re never a policy number. 
You are a dentist.

Learn more about TDIC
Visit booth #6 at the Sacramento District Dental Society’s MidWinter Market 
Convention to learn how to protect your practice and enter to win an Amazon 
gift card.

Attend the TDIC Risk Management seminar, Beyond the Science: 
Patient emotions in dentistry on Thursday, Feb.19 from 1:30-4:30 p.m.

You are not a 
policy number.



Historically, SDDS had a standing Continuing 
Education Committee that met five times a year to 
answer the questions: What content? What format? 

What time? In October 2013, the SDDS Board of Directors 
made a decision to discontinue the CE Committee and 
replace it with a CE Task Force that meets only twice 
during the year.

The task force met in January 2014 as a new approach to 
brainstorming the interests and desires of the component 
members for future CE programs. Invitations to populate 
the task force were sent out to component members based 
on their past history of attendance at SDDS CE courses and 
Midwinter programs. Present for the meeting were SDDS 
staff, specialists, general dentists, and some DHP members, 
representing the demographics of SDDS membership.

At the meeting, introductions were made by the attendees 
and background information was presented about the 
current state of the CE environment within the profession. 
SDDS staff brought to light a compiled list of topics of 
interest from past CE course evaluations and previous 
surveys before discussion ensued.

The January 2014 meeting was very productive, providing a 
list of topics and speakers targeting the interests of doctors 
and staff. That list will satisfy SDDS CE program content 
need well into 2016. The group agreed that all the program 

formats previously used are still viable 
options and agreed to try the specialist 
“throwdown” format, which was 
successful at the September General 
Membership meeting (look for another 
“throwdown” in September 2015)!

After the task force meeting, the heavy 
lifting began. Over the next four 
months, SDDS staff took the topics 
and presenters the membership had 
asked for, and organized them into 
the 2014-2015 program we have today.  Presenters were 
contacted and contracts negotiated to fill appropriate time 
slots for business forums, HR webinars, lunch and learns, 
continuing education and licensure renewal courses, general 
membership meetings, and the 2015 Midwinter program.

By April 2014, the second CE task force meeting convened 
to discuss the progress SDDS staff had made with the 
information collected form the first meeting.

Topics and presenters were organized by formats and time 
periods and deadlines set by SDDS staff. By spring, all the 
program dates were set, speakers contacted and contracts 
prepared. By the summer, all contracts, bios, and course 
descriptions were returned to SDDS, so that the “Program at 
a Glance” and the  Midwinter Prospectus could go to print.

The focus of this year’s programs, as requested by the 
membership, is on practice management. There are many 
programs geared to education of front office and back office 
staff. We also have great clinical programs. Check out the 
courses, attend and bring your staff with you to Midwinter. 

I wish to thank the hard working SDDS staff for making 
this year’s CE program happen, and to all the members who 
participated in this year’s CE Task Force. 

Carl Hillendahl, DDS graduated in 1979 with a DDS and  
has a general practice in El Dorado County. He served as 
chair of the CE Task Force in 2014, and now serves as Editor 
of The Nugget!

From the Editor’s Desk

The focus of this 
year’s program,  
as requested by the 

membership, is on 

practice management.  

By Carl Hillendahl, DDS
2014 Chair, CE Task Force

Editor-in-Chief

                                            

   Fresh CE! 
A Glimpse At The Growing Process
If we present this, will you come? That is the CE question at SDDS we are always trying to 
answer in the affirmative. Generally speaking, if we get the presentation time and the course 
content correct, the answer is yes. 

Do you “like” us?
www.facebook.com/sddsandf
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MIDWINTER 
MARKET

My Latest ‘Wow!’ Moment                

As I travel around the country 
addressing national and state 
dental conferences as a continuing 

education speaker, I continue to learn 
from the dentists who attend my sessions 
through their feedback. I review my 
ratings with great interest, but it is usually 
the anonymous comments that catch 
my attention. The fact that these dental 
professionals took the time to do more 
than check a number, and were motivated 
to express opinions on my presentation 
compels me to read each comment carefully 
and often consider them for weeks. 

Sometimes, if a comment is not 
anonymous, I will contact the writer to 
discuss the comment with him or her, 
whether it is positive, negative, or simply 
inquisitive. One critical comment came 
to me recently from a seminar I presented 
earlier this summer. It was astounding. I 
couldn’t get my mind around how a dentist 
could hold the belief he had communicated 
in his statement. Rather than respond in 
my mind to this person, I have chosen to 
address his comment in print. 

He wrote, “I have no interest in talking 
patients into putting their 401K into 
restorations.” To paraphrase Denzel 
Washington in the movie “Philadelphia,” 
“Can someone explain this to me… like a 
six-year-old child?” First, what part of my 
presentation provoked such a statement? 
In retrospect, I don’t think it was one 
particular item, but the general message 
shared in each of my presentations. It can be 
simply stated as, “your patients deserve the 
best dental care you can give them. It is your 
responsibility to educate them—without 
making any prejudgments based upon their 
age, background, or financial status – about 
how they can enjoy optimal dental health 
and have the brightest smile possible.” 

This dentist’s comment leads me to believe 
that he thinks we’re doing a disservice to 
our patients by giving them the facts they 
need to make an informed decision.  The 
statement claims that whatever amount of 
money a patient “saves” by not investing 
in oral health is better used elsewhere, and 
apparently for older patients, to fund their 
retirement.

Feedback welcome

I’ve been on the speaking circuit since 1989, 
and have had the privilege of comparing 
notes with so many colleagues through 
the years. We all welcome feedback, 
and always hope to influence, challenge, 
provoke, motivate, liberate, and inspire 
our audiences. I can humbly admit, the 
feedback and thoughtful letters, phone 
calls, and e-mails that I receive after every 
seminar convince me that I am delivering 
on that promise.  And yet, the above 
critique sent me reeling.  

I wish that I had the opportunity to sit down 
with this doctor and ask, “What happened 
during your training, in your practice, or 
in your career that caused you to have low 
self-esteem, or the limited beliefs that this 
statement reflects? Do you not recognize 
and value the magnificent care dentists can 
provide for our patients? Who planted the 
seeds of doubt so that you deny patients 
your very best?” This dentist is letting 
himself and his team down, and providing 
his patients with less than optimal care. He 
is probably not giving them the option to 
decide for themselves what value they place 
on their oral health. 

The irony of this situation is that while these 
patients may not be offered the option for a 
porcelain crown or teeth whitening proce-
dure by this dentist, they would likely be 
the first ones to accept treatment offered 

Until you release your 

preconceived notions about 

what patients want, and take 

the time to listen and make 

the wonders of our exciting 

technology accessible to every 

single one, you are limiting the 

success of your practice . 

By Mark Hyman, DDS, MAGD
MidWinter Market Speaker
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by another dentist who takes the tie to find 
out what they want for their oral health. 
By explaining the positive changes possible 
through today’s advanced technology—pro-
cedures that the patients may be completely 
unaware of due to the limitations of their 
former dentist—their new dentist will earn 
their trust, and they will have confidence 
that the treatment plans recommended are 
crucial to their oral health.

Communicate with patients

The key to achieving this successful outcome 
is a consistently high level of patient 
communication. To support this objective 
I spend at least 3 minutes with every new 
patient to find out their dental history, 
medical condition, expectations for the 
practice, and aspirations for their oral health 
I also find out why they left their old dentist. 

Often, the fact that they were not given 
enough information to make an informed 
choice about their dental care is cited as a 
reason for their dissatisfaction.  They are 
usually quite surprised that I take this 
time so early in our relationship, but I find 
that this consultation provides valuable 
information that helps build loyalty that 
last for a lifetime. 

Paraphrasing the late Dr. Harold Wirth, 
“People will buy what they value, they will 
buy what they want, but not necessarily 
what they need.” The doctor who doesn’t 
think his patients should invest in oral 
health isn’t giving them the opportunity 
to understand what they need, value what 
they need, or create what they want. Why 
does this doctor use a retirement account as 
the example of an investment better than 
oral health? Is it because he believes older 
patients don’t need it?

Bill Novelli said people turning 50 today 
have more than half of their adult life 
ahead of them. Don’t they have the right to 
enjoy this time of their lives with a healthy, 
beautiful smile? To imply otherwise seems 

like ageism. It is prejudice similar to that of 
not offering someone dental care because 
they are from another country, appear to be 
of lower income, or don’t meet some other 
arbitrary criteria.

Why would we limit the options we 
offer our patients, especially when the 
technological advances from the one-office 
visit restorations available through the 
CEREC, to the incontrovertible evidence of 
the intraoral camera, to the 10 shades whiter 
in an hour ZOOM treatment—can impact 
their oral health and smiles so completely 
and conveniently? Why would we limit the 
potential of our practice in this way? 

Dentists have rights, but...

In summary, my response to the anonymous 
doctor who challenged my presentation, 
and apparently took issue with my photos 
of happy patients (admittedly, several were 
seniors), is simply this—all dentists have 
the opportunity and right to manage their 
practice the way they choose. However, 
attendance at a continuing education 
session implies that you understand the 
value of enhancing your skills. Are you 
not enhancing those skills to benefit all 
your patients, and ultimately, increase the 
profitability of your practice?

Until you release your preconceived notions 
about what patients want, and take the 
time to listen and make the wonders of 
our exciting technology accessible to every 
single one, you are limiting the success of 
your practice. On the other hand, you are 
giving the dentists who promote optimal 
oral health to each and every patient a 
wonderful opportunity to satisfy these 
patients. While we all hope that our older 
patients benefit from robust retirement 
accounts, most of us also believe they have 
the right to make their own decisions about 
how to invest their financial resources. 
Optimal oral health and brighter smiles 
might just be their preference when actually 
given the choice! 

Before After

Convention Courses

Friday

Dentistry’s Top 
Game Changers—                                                              

20 Innovations

10:00am–Noon • (2 CEU, core)
•	

continued from page 11
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It doesn’t seem as if it should be that 
difficult, but dealing with fellow co-
workers, patients or even a boss with a bad 

attitude can cause a great deal of frustration 
and anger in the workplace. But how do 
you deal with all of the negativity and bad 
attitudes that can surround you and not snap 
back at them or worse, become one of them?

Communication, adaptability and self-
development are the keys to ensuring your 
success in dealing with difficult people.  One 
of the best skills you can develop to help deal 
with difficult situations is to ensure that you 
are an effective communicator. Individuals 
with effective interpersonal relationship 
skills are those who understand themselves 
and how their behavior affects others. They 
also know how to maximize what they do 
well and they realize that they must develop 
a positive attitude about themselves, which 

causes others to have confidence in them.  
Adaptability can be defined in a number of 
ways.  It can be the degree to which a person 
is open to change, the ability to view other 
peoples’ needs as being at least as important 
as your own and doing something that 
doesn’t come naturally or easily, which is 
also appropriate to the situation at hand. 

And finally, self-development can be achieved 
by having an awareness of habit/behavior 
that needs to change, having a desire to 
change, and identify and practicing the new 
behavior. Join the CEA for a two part series 
at the 2015 MidWinter Convention & Expo 
(Front Office Boot Camp), which will break 
down the good, bad and truly ugly reality 
of workplace conflict and give you the tools 
you need to learn how to cope, change, and 
recover from any negative situation so that 
you can grow and succeed. 

By Mari Bradford
Hotline Manager, California Employers Association
MidWinter Market Speaker

A ttitude Makes                                          
A Difference

                   
Convention Courses

Thursday

FRONT OFFICE BOOT CAMP—                                    
Attitude Makes a Difference

10:00am–11:30am • (1.5 CEU, 20%)

FRONT OFFICE BOOT CAMP—                                    
Self Leadership

3:00pm–4:30pm • (No CEU)
•	

LINK OF THE MONTH:  www.sdds.org/continuing-education/midwinter

By Tracy Anderson Butler, CRDH
MidWinter Market Speaker
(Sponsored by Straumann USA, LLC)

Getting to the ‘Core’                                      
Of Patient Care  

How often have you delivered an Oscar 
winning treatment presentation 
only to have the patient reject your 

treatment plan?  What about the patient 
who says “yes,” and then never shows for the 
appointment?  We have all been there before 
and the most important lesson is to listen.   

Dental patients are consumers and buy what 
they want most often times, not what they 
need.  Furthermore most dental procedures 
are elective, leaving patients with the ultimate 
choice to treat their condition in your practice 
or another. This puts the onus on the entire 
dental team to be concise, educational and 
consistent in case presentation.

People don’t care how much you know, until 
they know how much you care. This course 
will address the key elements to building 

rapport and a level ground to enhance 
effective communication between dental 
team and dental consumer. A discussion 
about the current trends in social media 
management including how to establish 
your brand will be a key element of this 
presentation. Understand the fundamental 
words you can use in any case presentation 
to enhance case acceptance.  

Patient centric care can often be 
misinterpreted to be about that particular 
patient.  Learn how to speak to your patients 
listening and create raving fans. A true 
interdisciplinary approach to patient centric 
care takes practice and intent. Join us in a 
fun interactive program elevating the entire 
dental team and ultimately your dentistry to 
the patients you serve.  

Convention Courses

Thursday

Implementing Proper Care 
Procedures for Implants

10:00am–11:30am • (1.5 CEU, core)

Friday

The Power of KNOW When You 
Need Patients to Say YES!

1:30pm–3:00pm • (1.5 CEU, core)

continued from page 11
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It all started with what sounded like a routine toothache on #4. 
She has a long history of grinding and clenching, a failing MOD 
amalgam and a little gingivitis. Nothing obvious on the X-ray so 

you did a composite restoration.  She is significantly overweight, 
taking a handful of medications, couldn’t be reclined too far back and 
tends to gag a lot so you broke all the ergonomic protocols and twisted 
yourself into a pretzel to get the restoration done.  Since that time, 
you have adjusted her bite, replaced the restoration, made her a splint, 
started a crown and temporized, referred her to both a periodontist 
and endodontist, and even after the root canal, she still hurts. Finally, 
with nothing left to do, you had the tooth extracted and even after 
careful inspection of the extracted tooth, the surgeon couldn’t find any 
signs of a crack. Things quieted down for a month and you thought 
you solved whatever was happening, or so you thought.   

By Kenneth Moore, DDS
MidWinter Market Speaker

    ‘Knowledge is Power’—
A Fresh Look At Diagnosing Patients            
You are in the middle of taking care of the last patient of the day when your assistant lets you know that 
Mrs. Pita called. The area still hurts and she wants to be seen today.  Your shoulders and jaw tense a little 
as you tell your assistant to go ahead and schedule her.   
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As you go back to work, you start wondering 
what else can you do for Mrs. Pita?  What else 
can it be?  Is it another tooth?  Is she crazy?  
Am I that bad?  What have I missed?

This is a common story that patients’ relate 
when they come to the UCLA Orofacial 
Pain clinic. Luckily, in this case, only one 
tooth was extracted.  It is not uncommon 
that the patient has had multiple procedures, 
including additional restorations, periodontal 
surgeries, extractions, sinus surgeries, and a 
long list of medications and narcotics have 
been prescribed.  In one case, a patient had 
a microvascular decompression procedure 
(brain surgery) for what turned out to be a 
cracked tooth.  How could all of these well-
trained, caring healthcare providers miss the 
diagnosis?   

In most cases, the doctors and dentists are 
working in an acute, nociceptive pain model 
where the central dictum is that the site of 
pain is the source of pain.  Additionally, in 
the current fragmented healthcare system, 
rarely is the patient viewed in their entirety, 
but as regions, systems, or body parts.  As 
such, the patient is forced to go from one 
specialist to another with little coordination 
of care even with a centralized electronic 
medical record system.  

What started out as a “TMJ” clinic at UCLA 
in the early 1980s has developed into the 
first orofacial pain and sleep dysfunction 
program to be accredited by CODA and 
has become the model for all the other 
programs throughout the world. Currently, 
there are 13 university and hospital based 
2-year postgraduate programs that have been 

accredited by CODA in the U.S. and Canada.  

The specialty of orofacial pain is concerned 
with the prevention, evaluation, diagnosis, 
treatment, and rehabilitation of orofacial 
pain disorders. Such disorders may have 
pain and associated symptoms arising from a 
discrete cause, such as postoperative pain or 
pain associated with a malignancy, or may 
be syndromes in which pain constitutes the 
primary problem, such as TMJ disorder pain, 
neuropathic pains or headaches.

The diagnosis of painful syndromes relies 
on interpretation of historical data; review 
of laboratory studies, imaging, behavioral, 
social, and occupational assessment; 
interview and examination by the orofacial 
pain specialist. The orofacial pain specialist 
serves as a consultant to other dentists and 
physicians, but is often the principal treating 
healthcare provider and may provide care 
at various levels, such as direct treatment, 
prescribing medication, prescribing 
rehabilitative services, performing pain 
relieving procedures, counseling of patients 
and families, direction of a multidisciplinary 
team, coordination of care with other 
healthcare providers and consultative services 
to public and private agencies pursuant to 
optimal healthcare delivery to the patient 
suffering from a painful disorder.

Orofacial pain is evolving; the scope of the 
field is enlarging. At the present time the 
orofacial pain encompasses: 
• Temporomandibular Joint disorders
• Masticatory musculoskeletal pain
• Cervical musculoskeletal pain 
• Neurovascular pain 

• Neuropathic pain 
• Sleep disorders related to orofacial pain  
• Orofacial Dystonias
• Headaches 
• Intraoral, intracranial, extracranial, and 

systemic disorders that cause orofacial 
pain  

Albert Einstein is often attributed to the 
saying, “insanity is doing the same thing 
over and over again and expecting different 
results,” and paired with Sr. Francis Bacon’s 
quote, “knowledge is power,” what should 
you do about Mrs. Pita?

This is the time to take a fresh comprehensive/
systematic look and reconsider the original 
diagnosis.  Gain the knowledge of what 
conditions can appear to be a toothache 
and how to diagnose them.  Learn the 
signs and symptoms of systemic or central 
conditions requiring immediate referrals to a 
neurologist.  Bring the compassion, courage, 
and curiosity that Mrs. Pita deserves and 
seek the answer. 

Convention Courses

Thursday

The Missing Link 
of Orofacial Pain                                                                                       

in General Dentistry

1:30pm–4:00pm • (2.5 CEU, core)
•	

This is the time to 

take a fresh, comprehensive/

systematic look and reconsider 

the original diagnosis. 
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These are completely normal 
questions to ask, and unfortunately, 
the answer isn’t necessarily as black 

and white as many of us would like. 

Measuring return on investment (ROI) 
of social media is not cut and paste. 
Social media is not a hard sales tool, 
and if you’re using it as one, you’ll likely 
push people away. Social media is about 
building relationships and showing your 
brand personality. Business is competitive 
for most of us, including the business of 
dentistry, so you need to set yourself apart 
from your competition to thrive. Social 
media is an easy place to do exactly that.

What makes you special? 

What is your brand personality? 

What is your team like?

These are the things you can share on social 
media to show your audience who you are 
and how you are different than others. If I’m 
picking a dentist, and I see that one office 
has fun, cares about their team and clients 
and clearly enjoys their work, I may feel 
more drawn to them than the office that has 
no social media presence. Sure, they might 

be just as fun, but I can’t see it for myself 
without actually going to the office.

Remember to mix up what you share and 
not just broadcast. Relationships don’t 
last long when it’s all “me, me, me!” We 
recommend sharing in thirds:

• 1/3 about your organization and what 
you’re doing.

• 1/3 about your industry and what’s 
going on.

• 1/3 just because you find it interesting 
and think your audience would too. 
These can be community related or 
human-interest stories. This is where 
your brand personality can really 
shine through!

Social media allows us to give our audience a 
behind-the-scenes look at our organizations. 
We can share our brand personality, our 
team, our daily lives at the office and more. 
We can build a relationship with them so 
that they feel like they know and like us 
before they ever even walk in the door.

So can social media help your dental 
practice? We certainly believe so! 

By Leidhra Johnson
Uptown Studios, Social Media Director
MidWinter Market Speaker

Social Media:  
Can It Help Your Dental Practice?                   

By now, most of us have realized social media is more than just a 
trend. This marketing tool has become vital to the way many of us 
communicate, both personally and as a business. But how do we 
know it’s really worth the time and energy? How do we measure if it’s 
actually helping our business? Will we end up wasting time without 
seeing increased business?”  

We can build a 
relationship with them 

so that they feel like they 

know and like us before they 

ever even walk in the door.

Convention Courses

Thursday

Sinking Your Teeth 
Into Social Media

8:00am–9:30am • (No CEU)

Friday

FRONT OFFICE BOOT CAMP—                                    
Website X-ray:                               

Time for a Checkup

8:00am–9:30am • (No CEU)
•	
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Access Dental Services
ACTEON North America
American River Bank

Analgesic Services, Inc.
Andrews Construction

Bank of America
Bank of the West

Benco Dental
Blue Northern Builders, Inc.

Brasseler USA
Burkhart Dental

California Employers Association
Colgate Oral Pharmaceuticals

Comcast
Consolidated Pension Consultants, Inc. 

Delta Dental
Dentegra Insurance Company

DENTSPLY North America
Desco Dental Equipment
Designs for Vision, Inc.

DEXIS Digital X-Ray
Digital Doc, LLC
Dream Systems

Fechter & Company, CPA’s
Financial Management Associates

First Citizens Bank
First US Community Credit Union

Garfield Refining Company
GC America Inc.
GlaxoSmithKline

Healthcare Cabinet Company
Henry Schein Dental

iHeartMedia
iSmile Dental Products

Infusion Dental Arts
Innovative Solutions CPAs & Advisor, LLP

Integrity Practice Sales
Ivoclar Vivadent, Inc.

Lilani Wealth Management
Mann, Urrutia, Nelson, CPAs

MIS Implants Technologies Inc.
MME Consulting, Inc.

Olson Construction, Inc.
Omni Practice Group
Pact-One Solutions

Patterson Dental Supply, Inc.
Philips Sonicare and Zoom Whitening

Procter and Gamble
Resource Staffing Group

Sacramento Magazine Corp
ScentAir

SD Reliance Management Inc.
Star Group
Straumann
Supply Doc

TDIC
Tepe Oral Healthcare, Inc.

Ultradent Products Inc.
Union Bank

US Army Healthcare Recruiting
Wells Construction
Wells Fargo Bank

Western Contract Interior Design Studio
Western Practice Sales

xTerraLink, Inc

Featuring 62 Fresh Exhibitors!Thank you to our Supreme Sponsors!

PATTERSON
DENTAL

Drs. Giannetti and Booms,                         
Orthodontic Specialists 

check out our 
market fresh 
show specials 
on page 20!

Show Specials Coming Soon!

Innova Periodontics & Implant Dentistry                     
Dr. Dean Ahmad

SAVE UP YOUR ORDERS!

Sponsors & exhibitors
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meet the speakers
Mari Bradford, PHR, Hotline Director; CEA (SDDS Vendor Member) 

Mari Bradford is the Human Resource Hotline Manager located in the 
Sacramento California Employers Association (CEA) office. Mari has a B.A. 
in Organization Communications from CSU Sacramento and her PHR from 

the Society for Human Resource Management. Before joining CEA, Mari spent 10 
years working as an HR Manager for a major contract manufacturing company and a 
Fortune 500 software development company. An outgoing and energetic trainer, Mari 
also supports CEA by conducting onsite training and assists the regional directors in 
supporting their members. 

Tracy Butler, CRDH, MFT
Tracy Butler has 24 years of experience in the dental industry from chair-
side and beyond. She is an RDH, motivational speaker, and sales leader/
coach. She attended the Dawson Academy and is a graduate of the Aesthetic 

Advantage Institute mastery level study. Tracy spent 11 years on faculty at Palm Beach 
State College in the dental hygiene program and research clinic. Her commitment to 
patient care propelled her career in implant/regenerative dentistry with Straumann, USA. 
She believes the key to every successful treatment outcome begins with an accurate 
assessment leading to a co-diagnosis between the patient and dental team. 

Tina Calloway, CDA
Tina Calloway is a Texas native, who served in the U.S. Navy in 1992 and 
received her dental assisting training in Marietta, GA. Now a North Carolina 
resident, she has worked in dentistry for 18 years as a full-time dental 

assistant. Tina is an award-winning graduate of the Dale Carnegie Organization, 
an advisory board member of Dental Assisting Digest and “Inside Dental Assisting” 
magazines with published articles.

Nancy Dewhirst, RDH, BS
Nancy Dewhirst graduated from, and was a clinical instructor in dental 
hygiene, at USC and teaches oral pathology, preventive dentistry and 
infection control at West Coast University Department of Dental Hygiene. 

She is a nationally recognized speaker, author and consultant focusing on infectious 
diseases, clinical safety, instrument sharpening, ergonomics and preventive dentistry. 
Nancy is a “Top 100 U.S. Speaker” and is on the CDA, ADA and OSAP speakers/
consultants bureaus. She is an experienced author of journal articles, has contributed 
to textbook chapters and guidelines such as the 2009 ADA Infection Control Wall Poster.  

LaDonna Drury-Klein, RDA, BS
LaDonna Drury-Klein is a nationally recognized lecturer whose area of 
expertise in OSHA Compliance, Infection Control, HIPAA and California Dental 
Practice Act is well-known. She has 18 years of clinical experience and 

over 20 years as a dental educator. She served as a two-time appointee to the Dental 
Board of California under Governor Gary Davis and has served on numerous state and 
national councils related to dental education and professional development. She is 
currently the Executive Director of the California Dental Assisting Teachers Association 
and CEO of its Foundation, the Foundation for Allied Dental Education.  

James R. Dunn, DDS
Dr. James Dunn received his DDS from Loma Linda University School 
of Dentistry in Loma Linda, CA.  He retired from full-time teaching and 
researching at Loma Linda and practices part-time in Auburn.  

Howard Farran, DDS, MBA, MAGD
Dr. Howard Farran is a practicing dentist with more than 25 years of clinical 
experience, as well as a noted international speaker on faster, easier, more 
efficient dentistry.  In 1987, Dr. Farran graduated from the University of 

Missouri – Kansas City School of Dentistry and opened up a successful practice in 
Phoenix, Arizona. In 1999, he went on to earn his MBA from Arizona State University 
and also earned his MAGD and DICOI. He has captivated audiences around the world 
with his innovative, information, off-the-cuff and entertaining lectures for more than 
two decades. His area of expertise covers many aspects of dentistry, including the 
business of dentistry and clinical topics. Dr. Farran is currently on the faculty of the 
Arizona School of Dentistry and Oral Health.  

Nasim Fazel, MD, DDS
Dr. Nasim Fazel, Associate Professor of Dermatology, is a board-certified 
dermatologist and dentist. Dr. Fazel has a special interest in the medical 
management of oral mucous membrane disease and soft tissue pathology. 

Her background in dentistry provides for insight into the pathophysiology and 
treatment of aphthous ulcers, burning mouth syndrome, oral lichen planus, and oral 
vesiculobullous disease (e.g., pemphigus and pemphigoid). She is regarded as a 
leading expert in the field of oral mucosal disease by many colleagues who refer these 
difficult and challenging conditions to her wellness. Dr. Fazel is an SDDS member.

Paul Grin, DDS, MPH, APC
Dr. Paul Grin has accumulated extensive knowledge and experience 
throughout over 30 years of his practice in managing complicated cases. 
He is a Diplomate American Board of Orofacial Pain, a Fellow of American 

Academy of Orofacial Pain, Fellow of American Headache Society. He holds a Master’s 
degree in Public Health and Master’s degree in Global Public Health. In addition, Dr. 
Grin is a clinical director and lecturer in the UCLA Department of Oral Medicine, 
Department of Orofacial Pain and Dental Sleep Disorders.   

Jagdev Heir, MD, DMD
Dr. Jagdev Heir received his MD and DMD from the University of Medicine 
and Dentistry of New Jersey (UMDNJ). He continued his training with an 
internship in general surgery, general anesthesia and as a chief resident in 

maxillofacial surgery at UMDNJ-University Hospital, followed by body cosmetic surgery 
training in Oklahoma. After practicing in New York, Dr. Heir moved to California and 
established Sacramento Surgical Arts. Dr. Heir is a member of SDDS.

Rick Hodkin, Dental Territory Representative;                                                                                   
Patterson Dental Supply  (SDDS Vendor Member)

Rick Hodkin graduated from Embry-Riddle Aeronautical University with his 
degree in Aeronautics in 2006. Wanting to spend more time near home 

than flying would allow, he decided to enter the dental field and discovered a passion 
for helping doctors streamline their businesses. Rick has spent the last five years as 
a Patterson Dental Territory Representative helping area doctors remove obstacles 
and create opportunities in their practices. 

Deborah Horlak, RDH, MA
Deborah Horlak received her BA from Ohio State University and her MA 
from California State University and has worked at both San Joaquin Valley 
College and Farris State University as a member of the faculty. Prior to a 

career in education, she worked for 23 years in general and pediatric clinical practice 
in Ohio. Deborah is currently Associate Professor and the Director of the UOP’s Dental 
Hygiene Program, as well as teaching faculty for Community Oral Health, Ethics & 
Jurisprudence and Medical & Dental Emergency courses. Deborah is working on a 
doctoral degree in Professional Education and Leadership at UOP.  

Mark E. Hyman, DDS, MAGD 
Dr. Mark E. Hyman is a renowned dentist and speaker whose work is 
characterized by his warmth, enthusiasm, sense of humor, and passion 
for dentistry. His commitment to his patients is evident in his high-quality 

approach to dental health, emphasizing long-lasting relationships with patients and using 
the most state-of-the-art equipment available. Dr. Hyman graduated from the University 
of North Carolina School of Dentistry with a DDS.  He then underwent a four-month 
internship as a volunteer dentist in Israel. As a Greensboro native, Dr. Hyman is especially 
happy to utilize his cosmetic and family dentistry training to benefit his community. 
He frequently participates in Mission of Mercy as well as other charitable activities.  

Beverly Kodama, DDS
Dr. Beverly Kodama received her DDS from UCSF School of Dentistry and 
was inducted into Omicron Kappa Upsilon Dental Honor Society. She is a 
fellow of the American College of Dentists as well as the International College 

of Dentists. She previously taught at the Scottsdale Center for the Spear Institute and is 
on the Board of Advisors for the Pankey Institute. Dr. Kodama lectures regularly for TDIC 
on professional liability risk management. She is also an SDDS member. 
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John Sillis, Esq., TDIC (SDDS Vendor Member)

Mr. Sillis is a member of the Sacramento-based firm Zaro & Sillis LLP.  He 
attended the University of Pennsylvania Wharton School of Business where 
he earned a Master’s in Nursing with a Minor in Nursing Administration in 

1978.  He came to California in 1980 in the U. S. Air Force, stationed at Travis Air Force 
Base until 1986.  He graduated from the UOP McGeorge School of Law in 1988.  He has 
practiced exclusively in the area of medical/dental malpractice defense.    

 

Ann Milar, Dental Benefits Analyst; CDA

With over 17 years of experience in the healthcare and nonprofit sectors, 
including her nine years with CDA, Ann utilizes her health plan, educational 
development and program management expertise monitoring and evaluating 

dental benefit plan developments on behalf of CDA members.

Monica Monsantofils, RDH, PG Dip, 
West Clinical Educator; Dentsply

Monica Monsantofils received a dental hygiene degree from Portland 
Community College, BS in dental hygiene from Eastern Washington University 

and PG Diploma of Dental Sciences from King’s College London, UK.  She brings over 
30 years of clinical experience in periodontal and general practices and 13 years of 
academic experience to the division. Her focus is to provide dental professionals with 
current concepts and evidence based research to assist them in implementing effective 
and efficient evidence based treatment protocols in their clinical practice.      

Kenneth E. Moore, DDS
Dr. Kenneth Moore is the Assistant Director of the UCLA Orofacial Pain and 
Dental Sleep Disorders postgraduate program. He is also the co-director 
of the UCLA Orofacial Pain Mini-Residency program, which provides 

practicing dentists the opportunity to broaden and enhance their knowledge on how 
to diagnose, manage, and integrate complex TMD/orofacial pain into a dental practice. 
Dr. Moore is an SDDS Member.         

John Orsi, DDS
Dr. John Orsi graduated from the UOP Dental School in 1983. For 15 years 
he was on staff at Sutter General Hospital treating dental emergencies in 
the ER. Dr. Orsi attended UCLA as an undergraduate student and returned 

there for advanced training mini-residencies in both sleep medicine and orofacial 
pain. In 2012-13, he completed a full-time preceptor in the orofacial pain program 
at UCLA Dental School. Dr. Orsi is an SDDS member.  

Kim Parker, President/CEO; CEA (SDDS Vendor Member) 

An experienced HR generalist, a dynamic speaker and a successful leader, 
Kim is proud to be leading the way for CEA. She has been thoroughly 
immersed in HR and operational management for over 20 years. She exhibits 

her comprehensive bank of knowledge and crystal clear strategic guidance with CEA 
members and staff. Kim earned her BA in Business Administration with a minor in 
Human Resources at the University of Puget Sound. She is a founding member of the 
Employers Association of America, a national network of local workforce solutions.

John Petrini Jr, DDS 
Dr. Petrini attended UOP School of Dentisty. Upon graduation, he was 
commissioned as a Lieutenant in the U.S. Navy and was one of the first 
residents ever accepted to the Naval Postgraduate Dental School in 

Bethesda, Maryland straight from a DDS program. He graduated with a certificate in 
Prosthodontics from the Bureau of Medicine and Surgery and with a Masters in Oral 
Biology from George Washington University.   

Shaun Pryor, Practice Support Center, CDA
With over 17 years of experience as a manager of multiple solo and 
corporate dental practices, Shaun has done it all. She has managed the 
front and back office and has worked with general dentists as well as 

specialists in comprehensive group practices. With extensive knowledge in practice 
management and excellent patient service, she brings a wealth of knowledge as she 
assists CDA members with all of their practice needs.  

Mary Ellen Psaltis, BPh
Mary Ellen Psaltis, BPh, an AFPA certified nutrition and wellness consultant, 
encourages and educates people toward optimal health. A long-time food 
writer and lecturer, Mary Ellen believes people have the ability to make 

powerful choices every day that support a life of well-being–both at home and at work. 
Married to Dr. Greg Psaltis, her close association to the dental world provides a clear 
understanding of the dynamics in a dental office. 

Adele Reische, Director of Provider Affiliations;                                             
The Allana Smiles Foundation, Synergy Practice Management

Adele Reische brings a unique blend of training, support and insight to her 
clients, coaching them through the shift from surviving to thriving. She is a 

graduate of The Consulting U, a masters training and continuing education program for 
management consultants.   With over 25 years of experience in dentistry, management 
and speaking, Adele rallies the troops to action, engaging everyone on the dental team 
as they work together to effect positive change and growth for the entire practice. 

Jonathan Szymanowski, DMD, MMSc
Dr. Jonathan Szymanowski is a native Sacramentan. He received his dental 
and specialty (Periodontology) degrees from Harvard School of Dental 
Medicine. He has been in private practice with his father since 2001. Dr. 

Szymanowski started basic programming at the age of 8 and built his first robot at the 
age of 12. He was a Computer Assistant at Harvard Medical School, installed multiple 
computer networks and has built his own computers. He is an SDDS member. 

Blair Tomlinson, Sales Manager; TDIC (SDDS Vendor Member)  
Blair Tomlinson earned his bachelor’s degree in strategic management, 
and graduated at the top of his class from California State University 
Sacramento in 2005. Blair began his career in the insurance industry in 

2008, and joined TDIC in 2013. He greatly enjoys working with the dental community, 
and guiding people through the complex and ever-changing insurance environment.

Marcela Truxal, Practice Support Center, CDA

Marcela Truxal comes to the CDA with over 12 years of consulting and 
management experience in the healthcare industry. She has managed 
large successful corporate dental practices where she worked with multiple 

general dentists and specialists. With a master’s degree in career development, 
Marcela has a strong skill-set in employee training, development and team building.

Uptown Studios: Tina Reynolds, Leidhra Johnson, Brent Stromberg 
Tina Reynolds has always led by example with her fiery enthusiasm and 
eagerness to take challenges head-on. Started by Reynolds in 1992, 
the Uptown Studios crew is known for being creative, dedicated and 
enthusiastic and is now at the top of its game with a full team of creative 
professionals ready to help you change your world. Together with Leidhra 
Johnson, Social Media Director and Brent Stromberg, Web Manager, the 
Uptown Team promotes a happy, healthy work environment where each 
team member is valued and encouraged to be involved in community 
activities and causes about which they are passionate. 

John Urrutia, CPA, Principal; Mann, Urrutia, Nelson, 
CPAs & Associates, LLP (SDDS Vendor Member)

With over 100 years combined experience, Mann, Urrutia, Nelson, CPAs and 
Associates, LLP offers a unique combination of technical expertise. Their 

philosophy of total commitment to their clients assures the highest quality of services 
and products; as well as offers a full range of audit, accounting and taxation services, 
business valuation, fraud investigation, strategic planning, tax planning, research and 
development and business advisory services. A growing firm with five offices serving 
California, Nevada and Hawaii; Mann, Urrutia, Nelson CPAs & Associates utilizes a 
hands on approach to assist clients in reaching their goals.

Tony Vigil, Desco Dental Equipment (SDDS Vendor Member) 
Tony Vigil has over 25 years of experience in the dental industry, servicing 
and selling dental equipment. He attended California State University 
Fullerton. He currently resides in Rocklin.
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expo hall Show Specials

If a dentist signs up for a free consultation at 
the MidWinter Convention, he or she will qualify 
for a $1,000 discount off an annual customized 
comprehensive package of tax, accounting, 
business advisory, and retirement planning 
services. 

Innovative Solutions CPAs & Advisors, LLP

• Purchase five VITA CAD-Temp Abutments and 
receive one at no charge

• Purchase two gold abutments and receive two 
impression posts at no charge

• Purchase four Locator abutments and receive 
one set of female analogs and one set of 
impression copings at no charge.

Straumann, USA, LLC

15% off VALO and all consumables

Ultradent

DEXIS CariVu + DEXcam 3 for $7,995

Dexis

• Buy 4 EXA Products, Get 1 Free
• Buy 3 Tray Products, Get 1 Free                                

(valid on trays only)

• Buy 3 Gradia Direct or Gradia Direct X Refills,        
Get 1 Free

• Buy 3 same type Kalore Refills, Get 1 Free
• Buy 3 G-aenial Flo or Universal Flo,                             

Get 1 Free

GC America

Save 15%  on all Crest Oral B Gingivitis Power 

Brush Solutions.

Proctor & Gamble

Fechter & Company will be raffling off an                                 

i-Pad mini!

Fechter & Company CPA

Earn a $50 reimbursement toward your 
registration fees when you drop off your 
precious metal scrap, old crowns and bridges, 
and PFMs to Brian at booth #65 for refining.

Garfield Refining
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LR = Licensure Renewal course

= for front office & admin staffFO

thursday
7:30am – 9:30am • (2 CEU, core)
Emerging Diseases & Infection Control 
Nancy Dewhirst, RDH, BS

Explore personal health issues such as new and altered diseases of importance to 
dental professionals such as biofilm disease, and very infectious respiratory skin, 
droplet or airborne diseases, as well as co-morbidities such as chronic conditions and 
allergies. These issues are discussed relative to occupational risk, illness prevention, 
and post exposure responses. Standard and transmission-based precautions along 
with work restrictions for dental workers are presented.

• Review well known infectious diseases and current trends
• Identify emerging disease risks of importance to dentistry
• Key decision criteria needed to prepare for unexpected risks 

8:00am – 9:00am • (1 CEU, 20%)
Be the Hero of your Office Ordering Process
Rick Hodkin, Patterson Dental Supply, Inc                                                                       
Sponsored by Patterson Dental Supply, Inc (SDDS Vendor Member)

You can be the “hero” in your office with just a few tricks of the trade. Optimize 
your online order!

• Increase leverage with your supply partner
• Easily locate those hard to find items
• Learn how to track your business online

8:00am – 9:30am • (1.5 CEU, core)
It Starts with the Chart
Deborah Horlak, RDH, MA

This course will provide updates and insights into accurate chart notations 
to provide clear documentation for subsequent care providers and to reduce legal 
risk. A discussion of the optimal dental hygiene appointment including standards 
of care and current topics in dental hygiene education will also be presented.  The 
course will review dental hygiene appointment procedures and will touch on factors 
relating to the successful Dental Hygiene Department.

• Chart documentation
• The “perfect” dental hygiene appointment
• Hygiene success as part of the whole picture

8:00am – 9:30am • (No CEU)
Sinking Your Teeth into Social Media 
Tina Reynolds & Leidhra Johnson, Uptown Studios 

"I work in the dental industry. Why do I need social media?" Social media 
is no longer just a trend. This marketing tool is here to stay and has proven 
to be a successful way of building your audience and communicating your 
messages.  Whether you’re using social media or not, the conversation is 

happening - it's up to you whether you want to be a part of it! Demystify social media 
and use it to make your practice "Easy, Fun and Popular!"

• Build awareness of your practice using social media  
• Establish yourself / your practice as a leader in your field  
• Deal with negative feedback on social media 

8:30am – 9:30am • (1 CEU, core)
FRONT OFFICE BOOT CAMP—                                                   
Stop Faxing & Start Emailing Securely!
Jonathan Szymanowski, DMD, MMSc

One of the most challenging problems running the front office in a modern day 
“paperless” office is how to manage all the correspondence coming from faxes, email 
and, of course, snail mail. This information is vital to the treatment of your patients. 
Most dental offices have found that a paperless office still seems to have quite a 
lot of paper. The goal of the presentation is to demonstrate simple and effective 
methods to stop faxing and start emailing securely. This will drastically improve the 
communication between dental offices and patients.

• Send HIPAA compliant email using Microsoft Outlook
• Print to PDF and fax from your computer
• Attach radiographs or clinical photos to email and verification
• Plus – Windows 8 tricks and Malware Prevention

8:30am – 9:30am • (1 CEU, 20%)
Insurance—Protecting You & Your Practice 
Blair Tomlinson, TDIC Insurance Solutions                                 

               Sponsored by TDIC Insurance Solutions (SDDS Vendor Member)

The professional suite you need to protect your dental practice and yourself as a 
dentist will be discussed.  What are the common insurance questions from other 
dentists, what limits you should have on your policies and at what point in your 
career should you consider adding coverage?

• Various personal health and disability protections   
• Business overhead expense insurance
• Office/property insurance options;  workers compensation
• Professional liability

9:45am – 11:45am • (2 CEU, core)
No Flying in the Operatory! Why Walk When 
You Can Fly? Why Fly When You Can Soar!
Tina Calloway, CDA

What does it take to become a super extraordinary dental assistant? This program 
will provide the dental assistant with eight actionable tips to utilize in the operatory. 
Do not allow the mind-set of “I’m just the dental assistant” hold you back and walking 
in circles in your career or, if you are an assistant who already knows how to fly, then 
have your wings readily available to lift you up and soar the next working day, so that 
you can bring your best performance chair side!

• Set and achieve breakthrough goals in customer service and engagement 
• Lead with the right solutions in communication skills and time honored values 
• Your role: self-discovery, knowledge, improvement and career success

FEBRUARY 19, 2015

Academy of General Dentistry
Approved PACE Program Provider
FAGD / MAGD Credit
04-01-12 to 03-31-16

r
d

a
, 
r

d
h

Note:  Everyone is invited to any course. Designations are 
the suggested audience.

SDDS MidWinter Convention 
will offer AGD credit!
SDDS is designated as an approved PACE Program Provider by the 
California Academy of General Dentistry. The formal continuing education 
programs of this program provider are accepted by AGD for Fellowship, 
Mastership and membership maintenance credit. Approval does not imply 
acceptance by a state provincial board of dentistry or AGD endorsement.

LR
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FEBRUARY 19, 2015 COURSE DESCRIPTIONS & OBJECTIVES

9:45am – 12:15pm • (2.5 CEU, 20%)
Dr. Farran’s Dental MBA—                                                               
The Only Three Things You Manage
Howard Farran, DDS, MBA, MAGD

This course will provide the tools needed to help build a rewarding, meaningful and 
successful dental office.  Learning about the only three things you actually manage 
will provide the ultimate staffing formula to create high energy for performance under 
stress, while still achieving daily production goals. Mastering the management of 
these three components is vital to the success of any dental practice. 

• Learn the only three things you manage in business
• Learn how to build a winning team without any hype, fluff or wishful thinking
• Discover a staffing formula for a highly motivated team   
• Learn about incorporating basic business fundamentals
• Achieve dental practice success with diminished stress   

10:00am – 11:30am • (1.5 CEU, core)
Implementing Proper Care Procedures for Implants
Tracy Butler, CRDH, MFT                                                                
Sponsored by Straumann USA, LLC

Dental implants are now the standard of care for patients with missing teeth. As 
the number of cases increases, it is essential to communicate ideal dental care 
following implant placement. Both staff members and patients can take steps pre, 
intra, and post-treatment to minimize infection and potential complications. This 
presentation will review proper care and maintenance of surgical instruments, 
sterilization protocols, and cleaning agents. Participants will learn the standard 
recall course for patients receiving implant treatment, and will become comfortable 
guiding the patient on a regular hygiene schedule to help ensure treatment success.

• Understand the importance of patient recall as related to implant treatment 
• Recognize sterilization protocols and reinforce importance with office staff 
• Communicate the importance of regular post-operative care 
• Identify potential complications and risks in pre- and post-operative care that 

may compromise treatment success

10:00am – Noon • (2 CEU, core)
Bone Grafting—The Good, the Bad & the Ugly  
Jagdev S. Heir, MD, DMD

Bone grafting has become a mainstay in dentistry.  With all the different types of 
bone material and regenerative options, a dentist has a large choice of materials and 
techniques from which to pick.  This course will be discussing not only the materials 
and techniques of bone grafting, but also the complications associated with each 
technique and what to do in the face of a catastrophic complication.

• Socket preservation, sinus lifts, ridge augmentation
• Mandibular or maxillary reconstruction
• Common complications and horrific complications

10:00am – 11:30am • (1.5 CEU, 20%)
FRONT OFFICE BOOT CAMP—Attitude Makes a Difference
Mari Bradford, PHR,                                                                         
California Employers Association (SDDS Vendor Member)

Conflict is a part of life at work and at home. Whether you are dealing with a difficult 
patient, a challenging co-worker or a frustrating personal relationship, there is only 
one thing you can control—your attitude! In this workshop you will learn how to 
improve your communication skills. 

• Recognizing and describing the characteristics of a bad attitude
• Understanding how negativity impacts relationships and performance
• Assessing a challenging situation and determining an appropriate strategy
• Utilizing a 5-step process for dealing with difficult people
• Regaining your own positive attitude after handling a difficult situation

10:00am – Noon • (2 CEU, core)
Lesions & Lifestyles—Oral Pathology 
Nancy Dewhirst, RDH, BS

This is a review and update on infectious and neoplastic oral pathology; lesions and 
lumps tell stories!  This dynamic process of evaluating case studies and oral conditions 
involves discussion of differential diagnosis and treatment recommendations.  Use 
of oral pathology diagnostic technology is evaluated. 

• Review and practice precise terms and methods of recording clinical lesions
• Identify and assess potentially cancerous lesions
• Identify, evaluate and compare oral soft tissue ulcerations and papillary lesions
• Evaluate and compare oral pathology detection technology

1:30pm – 2:30pm • (1 CEU, core)
FRONT OFFICE BOOT CAMP—Dentistry and the ICD-10
Ann Milar, California Dental Association

From 14,000 to 69,000 codes, how will dental practices navigate the ICD-10 
implementation in 2015? What does this monumental diagnostic coding change 
mean for dental practices? How will the new codes be used and when will they go 
into effect? This course will address some of the common questions regarding the 
implementation of ICD-10 and how dental offices need to prepare for the changes 
in diagnostic coding.

• ICD-10 basics, including code structure, indexes and code reporting
• The major differences between the ICD-9 and ICD-10
• Prepare and maximize the benefits of implementing the ICD-10 codes 
• Ability to navigate the revised diagnostic coding system

1:30pm – 3:00pm • (1.5 CEU, core)
The Power of KNOW When You Need Patients to Say 
YES—Foundation of Effective Case Presentation
Tracy Butler, CRDH, MFT                                                                            

               Sponsored by Straumann USA, LLC

Your patients are consumers and dentistry, for the most part, remains an elective 
service, leaving dental professionals vying for the expendable dollars of patients. We 
have all heard, "people buy what they want, not what they need."  Dentistry is not 
excluded from this value statement. How do we compete against the major expendable 
income choices of our patients, such as smartphones, vacations and entertainment? 
This program focuses on the foundational approach to establish clearly defined value 
building exercises with patients, yielding an increase in value for your dentistry and 
motivated patient. Understand the 7 keys to effective case presentation and how to 
implement simple best practices Monday morning.   

• Understand what patients expect, need and want from their dental experience 
• Implement simple and effective communication to enhance treatment acceptance 
• Develop verbiage for handling the most common objections 
• Identify key opportunities to communicate your value to patients 
• Establish monitors to record and track your success

thursday
LR

15+ 
ce units 
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1:30pm – 4:00pm • (2.5 CEU, core)
The Missing Link of Orofacial Pain in General Dentistry
Paul Grin, DDS, MPH, APC; Kenneth Moore, DDS; John Orsi, DDS

Drs. Grin, Moore and Orsi's discussion on orofacial pain is broken up 
into three mini presentations: Orofacial Pain: It’s Not Just Snap, Crackle, 
Pop presented by Dr. Moore; Should Dentists Be Treating Headaches and 
Sleep Disorder Breathing? by Dr. Orsi and The Puzzle of Non-Odontogenic 
Toothache by Dr. Grin.  
•   Overview of orofacial pain
•   Acute and chronic head and neck related pain conditions
•   Identify at-risk patients for headaches and sleep disorder breathing
• Non-odontogenic toothaches and difficulty identifying pain source

1:30pm – 4:30pm • (2.5 CEU, core)                                            
High-Tech Hero: A Dental Assistant of the 21st Century
Tina Calloway, CDA

In this fun and interactive course, learn how to become today’s High-Tech Hero. This 
course will allow the clinical assistant to dust off and apply the existing technologies 
already within the practice for the benefit of your team. Acquire methods to enhance 
your communication skills, leverage dental technology, and strengthen your trusted 
relationships with your valued patients to your personal and professional benefit.

• Become the most valuable player on the team 
• "Pre-heat" the patient for your dentist 
• Use state-of-the-art technology and verbal skills to benefit patient and practice 
• Learn, share, and network with fellow assistants

1:30pm – 4:30pm • (3 CEU, core)
Dr. Farran’s Dental MBA—Three Functions of Business
Howard Farran, DDS, MBA, MAGD

This course will provide the tools needed to help build a rewarding, meaningful 
and successful dental office, teaching how to control your account receivables by 
going digital and understanding the three primary functions of business. Learn how 
to increase case acceptance, which will ultimately turn patients into raving fans.    

• Learn about the three functions of business – to make something, sell something, 
and watch the numbers

• Learn the real reasons patients put off dental treatment
• See how going digital can dramatically increase your case acceptance 
• Increase treatment plan acceptance by understanding market segmentation and 

price elasticity
• Understand how to learn and commit to operations and logistics, instead of 

chaos and guesswork

1:30pm – 4:30pm • (3 CEU, core)
Beyond the Science—Patient Emotions in Dentistry*
Beverly Kodama, DDS & John Sillis, Esq.; TDIC                                          
Sponsored by TDIC Insurance Solutions (Vendor Member)
*Qualifies as policy discount :  2-year, 5% professional liability premium discount

As many as 75% of U.S. adults experience some degree of dental fear, 
be it mild to severe. Fear, as well as anxiety and worry, may not be easily 

identified by the dental practitioner. Misunderstandings can lead to a chain of events 
that can have serious consequences for a dental practice. Learning the skills to 
correctly handle patients who exhibit these emotions can go far in having a practice 
that not only avoids legal troubles, but one in which patients feel at ease.

• Develop your patient-selection criteria 
• Recognize when, and how, to dismiss patients without placing them at risk 
• Establish trust in the doctor-patient relationship to encourage treatment compliance

3:00pm – 4:30pm • (1.5 CEU, 20%)
FRONT OFFICE BOOT CAMP—Self Leadership 
Kim Parker, 
California Employers Association (SDDS Vendor Member)

Power doesn’t have to come with a title. You may not be a supervisor, but you always 
have Self Leadership!  Personal power is drawn from influence over others, the source 
of which resides in the person instead of being vested by the position held. Are you 
being your best self at work and with your patients?  Learn how to identify and take 
control over your own growth and success, personally and professionally!  This dynamic 
session includes great exercises and group engagement.      

• What is Self Leadership? 
• Strategies to personal leadership success
• Understanding your own power
• Creating a Personal Action Plan

3:00pm – 5:00pm • (2 CEU, core)
California Dental Practice Act
Nancy Dewhirst, RDH

The governing agencies and functions of the dental profession can be quite complex. 
It's important to understand the legal responsibilities of the dentist and allied dental 
healthcare providers. This presentation will help you gain a better understanding of 
dentistry and the law. 

• Highlights and updates of the Dental Practice Act
•   Scope of practice for dentists and allied dental health personnel
•   License renewal requirements, laws governing citations and fines
•   Laws pertaining to prescriptions
•   Dental record keeping
•   Acts in violation of the Dental Practice Act including unprofessional conduct

thursday FEBRUARY 19, 2015

What does “core” & “20%” mean?
To facilitate California licensed dental professionals in complying with the Dental Board of California regulations, SDDS will identify each 
course’s content as either a “Core” or a “20%” course. The two categories are defined as follows: Core courses must make up a minimum 
of 80% of the credits in a renewal cycle. These include courses that directly enhance the licensee’s knowledge, skill and competence in 
the provision of service to patients or the community. 20% courses can make up only 20% of the credits in a renewal cycle. These include 
courses considered to be primarily of benefit to the licensee.

LR
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COURSE DESCRIPTIONS & OBJECTIVESFEBRUARY 20, 2015

8:00am – 9:30am • (NO CEU)
Treasures within Your Financial Statement
John Urrutia, CPA; Mann, Urrutia, Nelson, CPAs & Associates, LLP 

               (SDDS Vendor Member)

Your balance sheet has hidden treasures! Do you know how to delve into your P&L? 
Take the mystery out of your financial statement and use it to your advantage.

• How often should you review
• Using budgets to take the wonder away
• Getting peace of mind with proper planning

9:45am – 10:45am • (1 CEU, core)
Knock, Knock: OSHA's at the Door
LaDonna Drury-Klein, RDA, BS

Many OSHA standards explicitly require the employer to train employees in the 
safety and health aspects of their jobs. This quick-course provides an overview of the 
particular training requirements for OSHA standards and related topics.

• OSHA training requirements for employees 
• Understand OSHA standards
 

9:45am – 10:45am • (1 CEU, core)
FRONT OFFICE BOOT CAMP—
Technology in the Front Office!
Adele Reische, Synergy Practice Management                                                              

               Sponsored by Pact-One (SDDS Vendor Member)

Today's dentistry is continually growing with the advancements of technology. 
However, most practices implement technology in the clinical environment and 
are hesitant to implement it in the front office because "it takes away from 
personalization." Now is the time to help change that perception and learn what 
technology's advantages can do for your practice and patients. 

• Types of technology available for the admin team
• Are you underutilizing what you currently have?

10:00am – 11:00am • (1 CEU, core)
Managing Dentinal Hypersensitivity— 
A Continuous Care Strategy 
Monica Monsantofils, RDH                                                               

               Sponsored by DENTSPLY

Dentinal hypersensitivity is an episodic condition that is increasing in prevalence, a 
consequence of the 21st-century lifestyle. Surprisingly, a majority of patients do not 
actively seek treatment to desensitize their teeth, instead adopting coping behaviors, 
such as avoidance of cold foods and drinking through straws. Effective prevention 
and management of hypersensitivity requires a continuum of care. Learn strategies to 
identify and meet the treatment needs of patients suffering from hypersensitive dentin.

• Effective assessment process to identify areas of hypersensitive dentin 
• Patient-specific behavioral modifications to prevent hypersensitivity 
• Patient-applied and if-office therapies to manage discomfort 

10:00am – Noon • (2 CEU, core)
Restorative Updates in Esthetic Dental Treatments
James R. Dunn, DDS                   

Restorative procedures still dominate dental practice. This class will review 
techniques and materials which promote quality and dentist/patient satisfaction. 

• Treatment keys in direct and indirect, single and multiple restorations. 
• How to choose materials that properly affect treatment outcomes. 
• Finish, "cement", and communicate with you, your patient, and others: choosing 

effective finishing, and/or "cementation" May finish the restorations, but 
showing the patient the changes to their smile with beautiful photographs can 
enhance their satisfaction.  How to take "pretty" dental photographs.

7:30am – 9:30am • (2 CEU, core)
Infection Control is More than Spray, Wipe, Walk!
LaDonna Drury-Klein, RDA, BS

Do you as a dental healthcare provider know what the state regulations for infection 
control say?  Have you dissected them to determine how you are applying them into 
your day-to-day procedures?  See how much the regulations have played or need to 
play a more significant role in your protocols and procedures.

• Understand state regulations for infection control 
• Determine if you are implementing regulations correctly in your practice 
 

8:00am – 9:45am • (1.5 CEU, 20%)
Ergonomics: The Art of Protective Balancing 
Nancy Dewhirst, RDH, BS

Cumulative trauma disorders are explored and linked with preventive strategies, 
including active participation in stretching and strengthening exercises that can be 
performed at work. Equipment and positioning are discussed, as well as health issues 
that impact susceptibility to ergonomic stresses.

• Evaluate physical signs and symptoms of cumulative trauma disorders 
• Understand the physiology of representative cumulative trauma disorders
• Practice and evaluate strategies to reduce work-related injury risk

8:00am – 9:30am • (1.5 CEU, core)
Food as your "Farm-acy" 
Mary Ellen Psaltis, BPh

The food choices you make are the foundation for your optimal health.  The results 
even touch your patients.  You can take powerful actions every day - which add up to a 
lifetime of optimal well-being.  Take home tips for your health, your work environment, 
and your patient’s health as well.

• Make healthier food choices and identify dangerous culprits
• Integrate nutrition information into your practice 
• Laugh and learn and realize there is more to food than meets the eye

8:00am – 9:30am • (No CEU)
FRONT OFFICE BOOT CAMP— Website X-ray:                                                                    
Time for a Checkup 
Tina Reynolds & Brent Stromberg, Uptown Studios

What makes a great website. Making sure your office has an effective and 
functional website is critical to keeping your visitors and patients engaged 
and happy.  Learn tips to test your website and how well it is working.

•    Is your website designed well? Is it a good user experience and is it mobile friendly? 
• Are you taking advantage of Google Analytics to track page performance? 
• Are you implementing Search Engine Optimization best practices? 

8:00am – 9:30am • (1.5 CEU, core)
If It Ain't Broke Don't Fix It, But Now It's Broke!
Tony Vigil, DESCO Dental Equipment (SDDS Vendor Member)

We all have treatment equipment.  It's all going to break. Why does it seem that 
something always breaks down at the most inopportune time?  How can you make 
your equipment last longer? How can you minimize the impact of equipment failures 
on your schedule, patients and pocketbook?  See some of the basics and find out 
it's not that scary after all.

• Develop a "crash cart" and protocol for equipment emergencies 
• Show common problems and solutions 
• Develop a preventative maintenance schedule and plan 
• Repair or replace, how do you decide?

friday
LR
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FEBRUARY 20, 2015

10:00am – Noon • (2 CEU, core)
Dentistry's Top Game Changers—20 Innovations 
Mark E. Hyman, DDS, MAGD                                                          
Sponsored in part by Patterson Dental Supply, Inc (Vendor Member)

When living life in the fast lane of private practice, how do you improve your patient's 
experience and treatment options as we deliver optimal care? Highly successful 
teams constantly reimagine, reinvent and implement change to assure success during 
turbulent times. Prepare to laugh and learn about the Top 20 Game Changers of 2015. 

• Evaluate and implement advances in dentistry 
• Capitalize on individual skills of your dental team members 
• Apply new techniques for keeping your team focus and enthused

11:00am – 12:30pm • (1.5 CEU, 20%)
FRONT OFFICE BOOT CAMP—Are You Creating 
a “Magic Moment” For Your Patients?                                                                                           
Marcela Truxal, Practice Support Center, CDA

Creating a “magic moment” for each patient is essential to differentiate your 
practice and create patients for life.  Being creative and customizing the patient’s 
experience will make each patient feel special and welcome. 

• Learn strategies for maintaining patient loyalty
• Learn how to move an angry patient to a referral source

11:00am – 12:30pm • (1.5 CEU, core)
Nutrition Ignition—Ignite Yourself & Then Your Patients
Mary Ellen Psaltis, BPh  

With ads, fads and crazy science, it’s hard to discern what is actually “good” 
nutrition. Increase your food awareness with the best of science and sense in order 
to make sound, appropriate choices. Actions to take on a daily basis truly make a 
difference in the overall health of you, your practice and your patients. 

• Understand nutritional reductionism and how it guide food choices
• Get real about your own state of heath, then teach your patients
• Utilize nutrition education in your dental practice
• Realize there is much more to food than meets the eye

1:30pm – 3:30pm • (2 CEU, 20%)
FRONT OFFICE BOOT CAMP—Is Your Office Party Ready?
Shaun Pryor, Practice Support Center, CDA

This course provides insight into what you and your team need to make sure your 
office provides the very best patient experience from the first moment they enter 
the practice. What steps should you take if you were having guests over for a party 
at your home? Take and compare those steps to what your patients see and feel 
when they are in your office. 

• Learn how to evaluate your office’s image through the patient’s point of view 
• Implement techniques that will result in the perfect patient experience

1:30pm – 3:30pm • (2 CEU, core)
Dental Practice Act—What You Should Know 
But Never Knew about Dentistry & the Law
LaDonna Drury-Klein, RDA

The governing agencies and functions of the dental profession can be quite complex.  
With laws varying greatly from state to state, it's important to understand the legal 
responsibilities of the dentist and allied dental healthcare providers. This presentation 
will help you gain a better understanding of dentistry and the law.

• Understand the governing agencies and functions of the dental profession 
• Describe the true legal role and responsibilities of the dentists and staff 
• Summarize the key aspects of the Dental Practice Act

1:30pm – 4:00pm • (2.5 CEU, 20%)
Desperate Dental Divas—Diabolical or Divine? 
Mary Ellen Psaltis, BPh

The majority of the dental work force is made up of women.  Working together can be 
challenging, frustrating, and difficult even though women are known to be nurturing 
and helpful.  Why is it so hard? This lively presentation will increase your understanding 
of underlying dynamics and offers ideas for transforming the office environment.

• Gain awareness of underlying issues in the office and why they exist 
• Learn how generational differences cause misunderstandings and conflict 
• Acquire tools for clearer communications

1:30pm – 4:00pm • (2.5 CEU, 20%)
Take This Job & Love It! Grand Slam of Greatest Hits 
Mark E. Hyman, DDS, MAGD                                                               
Sponsored in part by Patterson Dental Supply, Inc (Vendor Member)

If you find that many of your days are very busy with nothing to show for it, maybe 
it's time to reevaluate the patient experience. Learn how to get the most out of the 
individual skills of each dental team member and how these skills can improve your 
practice and the quality of the service your practice provides.

• Discover the critical issues involved in successful handing of new patients 
• Make certain the time you devote to the new patient is worthwhile and productive 
• Learn how to keep your team focused and enthused, even when things go wrong 

1:30pm – 4:00pm • (2.5 CEU, core)
Restorative Options for the Fully or Soon-to-Be Edentulous 
Patient: An Update on Fixed & Removable Options 
John Petrini Jr., DDS                                                                        

              Sponsored by Straumann USA, LLC

The treatment of full arch edentulism has become a priority for dental clinicians and 
patients. Patients are seeking cost-effective, minimally invasive solutions to treat 
edentulism. This program will review treatment options, the role implant componentry 
plays in removable and fixed restorations, and new surgical and restorative protocols. 
Understand how to meet the functional and esthetic needs of fully edentulous patients.

• Removable and fixed prosthetic options for the edentulous patient 
• Implant componentry for removable and screw retained hybrid dentures 
• The use of tilted and non-tilted implants in edentulous treatment 
• Immediate and delayed load protocols

1:30pm - 4:00pm • (2.5 CEU, core)
A Diagnostic Approach to Acute and 
Chronic Oral Ulcerations 
Nasim Fazel, MD, DDS

The diagnosis and work-up of patients presenting with oral ulcerative disease can 
pose a challenge to the dental clinician.  This presentation will provide a differential 
diagnosis for the more common causes of acute and chronic oral ulcerations.  
Distinguishing clinical features of the individual disease entities will be discussed 
using clinical case vignettes.  A systemic approach to the diagnosis, work-up and 
management of acute and chronic oral ulcerations will be given. Therapeutic options 
will be reviewed for oral ulcerative conditions including recurrent aphthous stomatitis, 
Behçet’s disease and oral lichen planus.  Characteristic cutaneous findings of these 
disease entities will also be discussed.

• Recognize the characteristic oral findings and causes 
• Apply a systematic approach to the diagnosis, laboratory testing and work-up
• Understand the topical and therapeutic options 

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

Ways to support the Foundation
• Make a pledge to the perpetual 

endowment campaign
• Make a memorial contribution
• Consider the Foundation when doing 

your estate planning

• Become a Foundation Member ($75/yr)
• Play in the Annual Golf Tournament
• Attend a Broadway show!

Foundation
of the Sacramento 
District Dental Society

Perpetual Endowment Fund                       
helps Foundation continue charitable projects

O ver the past few years, our Foundation has been able 
to fund our charitable projects using the funds we 
have been awarded through various grants. Since 

2004, we have received more than $700,000 in grants for 
our Foundation’s various projects, programs, education 
and outreach.  Unfortunately, grant funding is changing 
and large funding sources are shifting their focuses toward 
sponsorships and direct funding opportunities. This has had 
a negative impact on many charitable organizations in their 
efforts to fund their outreach programs. As we continue to 
collaborate with organizations to obtain any grant funds, our 
Foundation Board has begun a capital campaign to grow 
our Perpetual Endowment Fund. The strategy is to grow 
the Perpetual Endowment fund so that we can continue our 
charitable projects and programs for now and into the future. 
The goal is to achieve a large corpus where the income from 
the Perpetual Endowment Fund can be used to fund our 
future charitable efforts.

The campaign has already had huge success and we are 
definitely on our way to the initial target of raising one 
million dollars in the Endowment. I would like to take this 
opportunity to acknowledge those who have already given 
and thank them for their commitment to giving back to the 
needy of our community by contributing to the Foundation’s 
Endowment Campaign. 

The following members have made pledges to contribute 
or have given to the Perpetual Endowment Fund. If you 
have an interest in helping our community’s underserved 
receive some level of dental care, then we would welcome 
your pledge and/or gift to help us ensure that our Society 
and Foundation continue its charitable and most important 
work. Your generosity will help ensure the ongoing charitable 
efforts of our Smiles for Kids, Smiles for Big Kids, Helen 
Hamilton Orthodontic fund program, and our charitable 
fund activities. 

By Kevin Keating, DDS, MS 
President, Foundation Board

Dr. Steve Cavagnolo

Dr. and Mrs. Wai Chan

Dr. and Mrs. Vic Hawkins

Dr. and Mrs. Kevin Keating

Cathy and Bruce Levering

Dr. and Mrs. Don Rollofson

Dr. Dean Sands

Dr. and Mrs. Herbert Yee

Dr. and Mrs. Wesley Yee

In honor of Dr. 
Kevin Keating

Dr. Wallace Bellamy

Dr. Matt Campbell

Dr. Richard Chang

Dr. Glen Tueller

Dr. Dennis Wong

Perpetual Fund Donors:
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See the NEW CEREC Omnicam in Action
For your in-o�  ce CEREC demonstration,
contact Patterson Dental at 

800.736.4688.
• Designed for easy handling. 
• Color streaming for con� dence. 
• Powder free for convenience.

P150991 (12/14)

Introducing e.max Custom Abutments 
and e.max Bridges with the 
new 4.3 Software

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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Nancy Archibald, DDS

SECRETARY

General Practitioner                                      
SDDS Member since 1984

Viren Patel, DDS

PRESIDENT

General Practitioner                                      
SDDS Member since 1996

Kelly Giannetti, DMD, MS

IMMEDIATE PAST  
PRESIDENT

Orthodontist                                     
SDDS Member since 1999

Executive Committee (2012-15)

SDDS Board (2006-11)

Foundation Board (2000-05, 2003-04, 2011, 
2015)   

Delegate (2008-16) • Alternate (2007-08)

Smiles for Kids

Committee Involvement:
Budget & Finance* • Bylaws • Ethics 
Leadership Development* • Legislative Grassroots 
Policy / Guidelines • SacPAC • Strategic Planning

Executive Committee (2015-2018)

SDDS Board (1999-01, 2012-14)

Foundation Board (2015)  

Delegate (1999-00, 2009-17)                         
Alternate (2008)

Smiles for Kids

Committee Involvement:
Communications • Council on Administration                
Gala • Geriatric • Leadership Development 
Membership • Strategic Planning*

Robert Gillis, DMD, MSD

TRUSTEE (2012–17)

Prosthodontist
  SDDS Member since 1977

SDDS Board (2000-04)

Foundation Board (2003-08, 2010-15)

Delegate (1999-2004, 2010-11)                     
Alternate (2006-11)

Past President (2004)

Executive Committee (2000-04, 2012-15)

Smiles for Big Kids

Committee Involvement:
Budget & Finance* • Bylaws* • CE*                        
Community Health • Dental Health • Dental Careers 
Diversity Ad Hoc* • Fluoridation • Forensics • Golf 
Leadership Development* • Mentor/Mentee • Peer 
Review • Prophylaxis SacPAC • UCD Dental Clinic*

 Terrence Jones, DDS

TRUSTEE (2014–16)

General Practitioner
 SDDS Member since 1979

SDDS Board (2004-11)

Foundation Board (2007, 2011)

Delegate (2006-2011)                                   
Alternate (1983, 1992-93, 2013-14)

Past President (2010)

Executive Committee (2007-11, 2014-16)

Smiles for Kids & Smiles for Big Kids 
Committee Involvement:
Access to Care* • Awards • Budget & Finance*                                                               
Bylaws* • CE* • Communications • Dental Health                                                                   
Fluoridation* • Forensics • General Anesthesia                                                     
GMC Denti-Cal* • Leadership Development* 
Legislative Grassroots* • SacPAC                                 
Strategic Planning* 

Executive Committee (2013-16)

SDDS Board (2009-2012)

Foundation Board (2013)  

Delegate (2009-16)

Smiles for Kids

Committee Involvement:
Amalgam* • Budget & Finance* • Dental Health                                                                              
Ethics • Geriatric* • Leadership Development 
Mentor/Mentee • Membership • Nugget                         
Peer Review • SacPAC • Strategic Planning*

Executive Committee (2014-17)

SDDS Board (1999-03, 2011-13)

Foundation Board (2014)  

Delegate (2004, 2012-16)                                   
Alternate (2001, 2003, 2005)

Smiles for Kids Sites

Committee Involvement:
Amalgam • Budget & Finance* • CE                           
Leadership Development • Mentor/Mentee                         
SacPAC • Strategic Planning

Welcome,2015 SDDS  
Executive Committee!

SDDS LEADERS!
Thank you, INTERESTED IN BECOMING AN SDDS LEADER?

See the SDDS Nominating Form inserted in this issue of The Nugget!

Wallace Bellamy, DMD

PRESIDENT-ELECT/
TREASURER

General Practitioner                                      
SDDS Member since 1992

EX-OFFICIO:

Carl Hillendahl, DDS
EDITOR (2015)

Cathy Levering
EXECUTIVE DIRECTOR
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Committee Corner
Dr. Michael Payne                                   
recipient of the 

2014 Gordon Harris, DDS 
Distinguished Member Award 

SDDS Committees Kick Off 2015!

CPR 
Chair:  Greg Heise, DDS
Jan 21 • April 18 • May 18 • Aug 7 • Nov 6

Ethics
Chair:  Jagdev Heir, DMD, MD
Jan 20 • May 5 • Oct 27

Membership
Chair:  Kristen Adams, DDS
Jan 7 • March 16 • May 26 • Sept 14 • Nov 18 

Leadership Development
Chair:  Kelly Giannetti, DMD, MS
Feb 3 • March 9 • TBA

Peer Review
Chair:  Brett Peterson, DDS
Jan 7 • Jan 14 • March 18 • April 16                                                   
May 20 • July 15 • Aug 20 • Sept 16                                                                                                  
Oct 15 • Nov 18 • Dec 10

Standing Committees
Continuing Education                         
Chair:  Nancy Archibald, DDS
Feb 4 

Social Media                                                   
Chair:  Kristen Adams, DDS and 
Bryan Judd, DDS
Feb 9

Large Group Practice                         
Chair:  Peter Worth, DDS
Feb 3

1st Tooth 1st Birthday
Chair:  Guy Acheson, DDS
Feb 3

Amalgam Advisory
Chairs:  Viren Patel, DDS and 
Wai Chan, DDS
Schedule as needed

GMC Denti-Cal
Chairs:  Terry Jones, DDS and                   
Warren McWilliams, DDS
Schedule as needed

Task Forces Advisory Committees
Mass Disaster / Forensics
Chair:  Mark Porco, DDS
April 21 • Oct 27 

Fluoridation
Chair:  Kim Wallace, DDS and                                                                    
Rick Kennedy, DDS
Schedule as needed

Nugget Editorial
Chair:  Carl Hillendahl, DDS                           
Jan 7 • May 26 • Oct 27 

Strategic Planning
Chairs:  Wallace Bellamy, DMD and                       
Nancy Archibald, DDS
Schedule as needed

Budget and Finance
Chair:  Wallace Bellamy, DMD 
Schedule as needed

Bylaws
Chair:  Kelly Giannetti, DMD, MS
Schedule as needed

Legislative
Chair:  Steve Leighty, DDS
Meeting Dates and Times TBA

Speakers Bureau
Dental Careers                                       
Chair:  Robin Berrin, DDS
Schedule as needed

Geriatric Outreach
Schedule as needed

Foundation
Foundation Board                                   
Feb 9 • May 19 • Sept 14 • Dec 2

Smiles for Kids   
Chair:  Donald Rollofson, DMD
Feb 7

Golf Tournament                                  
Chair:  Damon Szymanowski, DMD
Jan 7 • March 9

Other
Sac Pac
Chair:  Matt Campbell, DDS
Schedule as needed

CDA Delegates
Sep 28 • Oct 7

Leadership
Board of Directors
Jan 6 • March 3 • May 5 • Sept 1 • Nov 3

Executive Committee
Feb 13 • April 17 • Aug 14 • Oct 9 
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YOU

Frustrated with Rental Losses 
You Can’t Deduct? Read On...

A s I meet more and more dentists in my work as a dental 
CPA, I find that many of them have two things in 
common:

1. They own rental properties.   

2. They are frustrated that they can’t deduct the passive losses 
created by their rental properties on their tax returns.   

It is a real shame not to be able to use one of the best tax 
reduction vehicles in existence to your benefit right now. This 
article will show you how to do that.

The tax law says that rental income is by nature, “passive.” 
It also says that passive losses can only be deducted against 
passive income, with two notable exceptions. Unfortunately, 
most dentists don’t qualify for either of these two exceptions:

1. Dentists don’t tend to qualify for the so-called “mom and pop” 
exception that allows up to a $25,000 per year deduction of 
passive losses from rental real estate against their ordinary 
income. 

2. They also don’t tend to qualify for the “real estate professional” 
exception that allows the deduction of all passive income from 
rental real estate against ordinary income.   

But there is hope!  With a well-designed tax strategy, there are 
three ways a dentist may be able to use his or her passive losses 
from rental real estate every year.

First, to qualify for the “mom and pop” exception mentioned 
above, a dentist can reduce his or her adjusted gross income to 
below $150,000.  This could be achieved most easily by a single 
associate dentist just starting out or a retiring dentist cutting 
down to just a couple days a week. Contributing to a 401K or 
similar retirement plan can also lower your AGI.

Second, it seems impossible for most dentists to meet the IRS’ 
definition of a “real estate professional” because it requires 
spending a significant number of hours, and more than 50 
percent of your working time on real estate.  It is not impossible 
however, for a non-working dental spouse who manages a 
handful of rental properties to qualify.  And the IRS code states 
that for a married couple, only one spouse must qualify.

The third and most exciting way to make these passive losses 
deductible in the current year is to generate passive income to 
deduct them against. One way to do this is to purchase some 
additional rental properties that produce positive passive income. 
This is easier said than done in California where the purchase 
price of properties is high, but it is possible, especially out of state.

Another way is to make a passive investment in someone else’s 
business. For example, income that a limited partner earns from 
an investment in a limited partnership is considered passive 
income. If you know someone else who owns a business and 
needs start-up capital, or capital for operations or expansion, why 
not ask them for an ownership share in their business in exchange 
for the capital they need. If you set it up right, invest in the right 
kind of business, and the business is profitable, you can deduct 
your passive rental losses against your share of its passive income.  

The tax code is written to benefit certain interests.  I want 
you to be one of those interests.  And with a well-planned 
tax strategy, you can be. Be careful though, the tax laws are 
complex, especially in this area, so please consult your tax 
advisor before making any big decisions. 

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 Ben Anders, CPA 
Innovative Solutions CPAs & Advisors, LLP                     
(SDDS Vendor Member)

THE DENTIST,                                         
THE BUSINESS OWNER
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Sacramento TMD Orofacial Pain Study Group 
New Comprehensive 12-month Course Starting January

916.570.3088  •  www.SacTMD-OrofacialPainStudyGroup.com

Louis Gallia MD, DMD, FACS presents a comprehensive 
study club focusing on the complex diagnosis and treatment of 

Temporomandibular and Orofacial Pain Disorders. This course is 
intended to help participants to become TMJ masters. The interactive 
study club will provide lecture and hands on exposure to this interesting 
group of disorders. Whether you are a novice or experienced TMD 
practitioner, this course will greatly enhance your ability to diagnose and 
treat the TMD orofacial pain patient. This course will be comprehensive, 
with the goal being to give dentists the tools to safely and predictably 
treat a difficult patient population. We will be bringing in outside 
speakers to enhance the learning experience, as well as lectures, literature 
review and case presentations. Live demonstrations of techniques 
including splint design, Botox injections, trigger point injections, 
intra-articular steroid injections diagnostic blocks will be included. A 
demonstration of your knowledge will be shared to the group through 
the presentation of case studies. Given the intense nature the course, 
participation will be strictly limited, so maximum learning can take place.                                                                                                                             

48 Hours CDE Provided
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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

By Kim Parker, CEO 
California Employers Association (CEA) 

SDDS HR Hotline
FREE TO SDDS MEMBERS!

1.800.399.5331

MEMBER

BENEFIT!New Paid Sick Leave Law                      
Effective January 1

The Healthy Workplace, Healthy Families Act of 2014                        
(AB 1522) was signed into law in 2014.

The basic intent of the law is to provide all employees with at least three 
days or 24 hours of paid sick leave each year. 

What does this mean for you as an employer?  

Effective January 1, 2015 ALL employers must post a Paid Sick Leave 
Notice in their place of business.  Effective July 1, 2015, all employers, 
both public and private, will be required to provide paid sick leave to 
all of their employees, with a few exceptions (unionized workers, home 
health care providers and airline flight crews).

What does AB 1522 mean for employees? 

Under AB 1522, all employees who work in California for 30 or more days 
in a calendar year, will earn paid sick leave at a rate of one hour for every 
30 hours worked!  This accrual method begins as of 7/1/15 and employees 
must be allowed to use any accrued time after 90 days of employment. 
(Former employees that are re-hired within one year are entitled to have 
previously accrued and unused paid sick days be reinstated.)

Employers will be allowed to limit an employee’s use of paid sick days 
to three days per year and can cap accrual of paid sick leave at six days. 

Another option to the accrual method described above is to give 
employees all of their paid sick leave up front.  This has been called 
“front loading” “the lump sum method” or “granted leave”.  In each case, 
employers are permitted to grant three or more days of paid sick leave 
at the start of the year to their employees to avoid the administrative 
burdens of tracking accrual and carry over.

When can employees use AB 1522? 

Employees can use AB 1522 to take paid leave for themselves or a family 
member for preventive care or care of an existing health condition or 
for specified purposes if they are a victim of domestic violence, sexual 
assault or stalking.  

Family members include the employee’s parent, child, spouse, registered 
domestic partner, grandparent, grandchild, and sibling.  Preventive care 
would include annual physicals or flu shots.  For partial days employers 
can require leave be taken in two hours increments, but otherwise the 
determination of how much time is needed is left to the employee. 

Existing law already requires employers that provide paid sick time to 

allow employees to use half of their yearly allotment for “kin care” (care 
of their sick child, parent, spouse, registered domestic partner).  The new 
law does not repeal “kin care” but expands it to include grandparents, 
grandchildren and siblings.  

Employers with more generous plans will have to allow employees to use 
half of the annual sick leave entitlement for Kin Care. 

Posting, Notice and Record Keeping Requirements 
In addition to accounting for and providing the accrued leave, employers 
are required to:

• Display a Paid Sick Leave Poster as of Jan. 1, 2015 

• Include the amount of paid sick leave accrued on employees’ itemized wage 
statements 

• Retain all paid sick leave records for three years 

• Use the revised Wage Theft Prevention Act Notice on or before July 1, 2015

What if I already provide paid sick leave for my employees? 

California employers who already provide at least three days of paid sick 
time, will now have additional administrative requirements, including:

• Recording an employee’s sick leave balance on itemized wage statements, 
or another writing, on each pay day.

•  Carry-over of accrued sick leave with the cap of six days.

•  Documentation showing hours worked as well as paid sick days accrued 
and used by an employee.  

Rate of Pay 
Employees should be paid their regular rate of pay for sick leave. However, 
if your employee is paid different hourly rates, is paid a commission, is 
paid by piece rate or flag rate, etc. then you must “Divide employee’s 
total wages, not including overtime premium pay, by the employee’s total 
hours worked in the full pay period of the prior 90 days of employment” 
to determine an hourly rate to be paid for sick leave. 

What’s the good news?  

Employers are not required to pay out accrued sick time at termination.  
CEA can assist you in developing a Paid Sick Leave Policy that fits 
your company’s needs. By July 1, 2015 you will be informed and ready 
to address this new law with your employees and in your employee 
handbook. 
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HIPAA Privacy and Security:

Call us for cost effective Triage; Risk Assessment to full Treatment

Tel 916 608 9902   www.xTerralink.com  email: HIPAA@xterralink.com

Services Offered at competitive rates:
HIPAA  Privacy & Security Compliance
Risk Assessment
Information Technology Security Assessment
HIPAA Privacy & Security Training Modules

Our CEO is a regular presenter on HIPAA Security Compliance with the California Dental 
Association (CDA) Conferences; next CDA conference in May 2015 as well as the Sacramento 
District Dental Society (SDDS) conferences; he is presenting on November 20th at the SDDS 
Business Forum.

A Toothache?
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1. The Past Presidents of SDDS!  

2. From left to right: Dr. Michael Payne (2014 Gordon Harris, DDS Distinguished 
Member Award recipient), Dr. Beverly Kodama and Dr. Peter Worth. 

3. 2015 SDDS President Dr. Viren Patel after being handed over the gavel.

4. Dr. Ken True fills the room with festive holiday music alongside Stephen 
Giannetti (not pictured).  

5. The 2015 SDDS Board of Directors! 

6. Dr. Bryan Judd and his wife Barbara.

7. Dr. Wallace Bellamy (left), Cathy Levering and chef Jeff Riggs.

8. Incoming President Dr. Viren Patel, his wife Sonya, and his team. 

9. Dr. Kelly Giannetti (right) presents Dr. Beverly Kodama with a Lifetime 
Membership pin!

10. Installing Officer Dr. Wai Chan gives an eloquent (and funny!) speech. 



Your Horn!
We’re Blowing

Dr. Gary Ackerman on his appointment as the 
CDA Board of Managers Chair. (1)

Dr. Christoper Chan  and his wife on the birth 
of their third daughter Vivian on Dec. 7, 2014. (2) 

Dr. Rodney Bughao on being named the 2014 
Asian Dentist of the Year by the Asian Dental Society 
(pictured (left) with Dr. Gregory Heise). (3)

Dr. James Musser on receiving the 2014 
President’s Award for his 10 years of dedicated 
service as Editor of The Nugget! (4) 

Congratulations to...
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

Thank You! 

Sacramento Dental Society 

 

It is both with excitement and regret that I write this to the Society.  I have been looking for someone with high professional standards 
to take over my practice.  I wanted someone who is highly personable and who adheres to professional tax and accounting standards 
and is familiar with the unique needs of a dentist. 

 

I am pleased to say that I have found that “someone” in Neil Beeman, a partner with the firm of Mann, Urrutia, Nelson CPAs (MUN 
CPAs).  Neil, will work with you on your tax and accounting needs, as well as my current staff, who are also part of this transition. 

 

I am confident your tax and accounting needs will be well taken care of as well as the high-quality service you deserve. 

 

Thank you for all the years! 

Dennis Nelson        M A N N  •  U R R U T I A  •  N E L S O N  C P A s  &  A S S O C I A T E S ,  L L P  

         R o s e v i l l e ,  G l e n d a l e  &  T a h o e  O f f i c e s  

         WWW.MUNDENTAL.COM     
         CPAS SPECIALIZING IN THE DENTAL INDUSTRY 

         916-774-4208 

Neil Beeman, CPA Dennis Nelson, CPA 

1 2

3 4
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Affiliate Member
TIMOTHY GIROUX, DDS
General Practitioner
415 Century Park Drive  
Yuba City, CA 95991
530.673.1302

Dr. Timothy Giroux graduated from Creighton 
University Boyne School of Dentistry in 1983. Our 
newest affiliate member with SDDS, Dr. Giroux is also 
owner of (SDDS Vendor Member) Western Practice 
Sales. Fun fact: Dr. Giroux ran a half marathon at 
Disneyworld with his spouse last month!       

Pending Applicants
JONAH RASKIN, DDS                                                                                                 
SHIKHA RATHI, BDS, MS                                                                        
KIMBERLY WHIPPY, DDS                                                                    
FRANK CHEN, DDS                                                                           
MONICA CROOKS, DDS                                                                      
BABAK PAHLAVAN, DDS                                                            
MITCHEL RUFFMAN, DDS                                                                  
MICHEAL KUCSERA, DDS

                                                                    

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

IMPORTANT NUMBERS:

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

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

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

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

CDA Practice Resource Ctr . . cdacompass.com

TDIC Insurance Solutions . (800) 733-0633

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

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

New Members JANUARY
2015

TIMOTHY CARPENTER, DMD
General Practitioner 
8008 Walerga Road, Ste. 100
Antelope, CA 95843
916.725.4530

Dr. Timothy Carpenter graduated from Oregon Health 
Science University in 2011 with his DMD and later 
completed his residency at Idaho State University in 
2012. Dr. Carpenter currently practices in Antelope and 
resides in Sacramento.   

ELEANOR TANGLAO, DDS
General Practitioner 
2138 Del Paso Blvd
Sacramento, CA 95815
916.642.1890

Dr. Eleanor Tanglao graduated from UOP Arthur A. 
Dugoni School of Dentistry in 2000 with her DDS.  Dr. 
Tanglao currently practices in Sacramento and resides 
in Citrus Heights. Fun fact: Dr. Tanglao enjoys 
traveling and boogie boarding!

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

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

TOTAL ACTIVE MEMBERS: 1,292

TOTAL RETIRED: 238

TOTAL DUAL MEMBERS: 4

TOTAL AFFILIATE MEMBERS: 9 

TOTAL STUDENT/PROVISIONAL
MEMBERS: 10

TOTAL APPLICANTS: 8

TOTAL DHP MEMBERS: 53

DROPPED FOR NON-PAYMENT 
OF DUES: 59

TOTAL 
MEMBERSHIP                        
(AS OF 12/15/14): 1,614

NEW MEMBERS   
FOR 2014: 58

MARKET SHARE:
79.8%

Answer from the December 2014 issue:                                       
Dr. Maureen Brandman

Back in time…

The first SDDS member to call the 
SDDS office (916.446.1227) with the 

correct answer wins $10 OFF their 
next General Meeting registration.

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

WATCH FOR THE ANSWER IN THE FEBRUARY 2015 NUGGET!

Can you identify  
this SDDS Member?

DR. JEROME E. DOBAK 
Dr. Jerome E. Dobak passed away on Nov. 24, 2014 in Davis, CA.  Born in Minnesota, Dr. Dobak was inducted into the 111th Naval 
Construction Battalion before attended UC Berkeley and UOP Dental School. He practiced in Citrus Heights and in Sacramento with Dr. 
Joseph Phelan. He considered his biggest accomplishment serving three generations of patients in the Sacramento area and having his 
daughter, Lisa, join his practice. Dr. Dobak served as SDDS President in 1987. He is survived by his wife of 64 years, Betty.

In Memoriam
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Advertiser INDEX
Dental Laboratories

Vendor Member  Infusion Dental Arts . . . . . . . . . . . . . . . . . . . . . . . . . . . 40

Dental Supplies, Equipment, Repair
Vendor Member  Benco Dental. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 40 
Vendor Member  Burkhart Dental Supply . . . . . . . . . . . . . . . . . . . . . . . . 40
Vendor Member  DESCO . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 31, 40
Vendor Member  Henry Schein. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 40
Vendor Member  Patterson Dental . . . . . . . . . . . . . . . . . . . . . . . . 27, 40
Vendor Member  Procter & Gamble Distributing Co (Crest / Oral B). . . . 40

Education
 Sacramento TMD Orofacial Pain Study Group . . . . . 32

Financial & Insurance Services
Vendor Member  Bank of the West. . . . . . . . . . . . . . . . . . . . . . . . . . 31, 40
Vendor Member  Dennis Nelson, CPA. . . . . . . . . . . . . . . . . . . . . . . 36,40
Vendor Member  Fechter & Company, CPAs  . . . . . . . . . . . . . . . . 40, 42
Vendor Member  Financial Management Associates, LLC. . . . . . .  31, 40
Vendor Member  First U.S. Community Credit Union. . . . . . . . . . .  15, 40
Vendor Member  Innovative Solutions CPAs & Advisors LLP . . . . . . . . . 40
Vendor Member  Mann, Urrutia & Nelson, CPAs  . . . . . . . . . . 34, 39, 40
Vendor Member  TDIC & TDIC Insurance Services . . . . . . . . . . . . . 8, 41
Vendor Member  Union Bank . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  40
Vendor Member  Wells Fargo Bank  . . . . . . . . . . . . . . . . . . . . . . . . . .  41

Financial & Investment Services
Vendor Member  Consolidated Pension Consultants, Inc. . . . . . . . . . . . 40
Vendor Member  Lilani Wealth Management. . . . . . . . . . . . . . . . . . . . . . 39

Human Resources
Vendor Member  California Employers Association (CEA) . . . . . . . . . . 41

Legal Services
Vendor Member  Wood & Delgado . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 41

 The Goldman Law Firm.. . . . . . . . . . . . . . . . . . . . . . 30

Medical Gas Services
Vendor Member  Analgesic Services, Inc.. . . . . . . . . . . . . . . . . . . . . . . . 40

Office Design & Construction
Vendor Member  Andrews Construction. . . . . . . . . . . . . . . . . . . . . . . . . 41
Vendor Member  Blue Northern Builders, Inc. . . . . . . . . . . . . . . . . 32, 41
Vendor Member  Healthcare Cabinet Co. . . . . . . . . . . . . . . . . . . . . . . . . 41
Vendor Member  Henry Schein. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 30
Vendor Member  Olson Construction, Inc. . . . . . . . . . . . . . . . . . . . . .  41
Vendor Member  Wells Construction. . . . . . . . . . . . . . . . . . . . . . . . . . 41

Practice Sales, Lease, Management &/or Consulting
Vendor Member  Henry Schein Wagner . . . . . . . . . . . . . . . . . . . . . . . . . 38
Vendor Member  Integrity Practice Sales . . . . . . . . . . . . . . . . . . . . . . . .39
Vendor Member  Western Practice Sales . . . . . . . . . . . . . . . . . . . . . . 41 

Practice Support
Vendor Member  SD Reliance. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 41 

Publications & Media
Vendor Member  Sacramento Magazine . . . . . . . . . . . . . . . . . . . . . . . 41

Staffing Services
Vendor Member  Resource Staffing Group . . . . . . . . . . . . . . . . . . . . 38, 41

Technology / HIPAA Compliance
Vendor Member  Pact-One. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 41
Vendor Member  xTerraLink, Inc . . . . . . . . . . . . . . . . . . . . . . . . . . . . 34, 41

Technology & Media
Vendor Member  Comcast Business . . . . . . . . . . . . . . . . . . . . . . . . . . . 41
Vendor Member  iHeartMEDIA . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 39

Waste Management Services
 Vendor Member  Converge Medical Solutions, LLC . . . . . . . . . . . . . . . . 41

Vendor Member  Star Group Dental Refining . . . . . . . . . . . . . . . . . . 27, 41

Becoming your “partner in business,” we take over tasks such as payroll, 
benefits,  tax administration and delegation of all HR duties. These tasks include 
hiring/firing of employees, processing EDD claims and attending Labor Board 
hearings while protecting your practice from legal grievances.

We assist in controlling skyrocketing and unexpected costs in areas such as 
advertising, benefits, workers compensation, recruiting and employment law. 
Whether you work with Resource Staffing Group on a temporary or long 
term basis, we are always ready to assist you with all your staffing needs. Our 
services allow your practice to run smoothly during periods of transition or 
increased production.

Please visit our website at www.resourcestaff.com

701 University Ave, Ste 120
Sacramento, CA 95825

Phone:  916-993-4182
Fax: 916-993-4183

Email: work@resourcestaff.com

DENTAL STAFFING SPECIALISTS FOR:

Temporary • Temporary-To-Hire • DirecT Hire
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VENDOR MEMBER SPOTLIGHTS:

NEW VENDOR MEMBERS!

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

Products & Services:
• Practice Sales 

• Evaluations

• Purchases

• Opinions of Value

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

Lilani Wealth Management 
Rashida Lilani
916.782.7752 
www.lilaniwealthmanagement.com
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iHeartMEDIA
Lori Grbac, Account Manager
916.576.2131 
www.iHeartMedia.com
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www.integritypracticesales.com

Brian Flanagan 
855.337.4337
brian@integritypracticesales.com

Integrity Practice Sales
Brian Flanagan & Kirsi Kilpelanien
855.337.4337
www.integritypracticesales.com
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Mann, Urrutia, Nelson, CPAs ; specializes in the Dental 
Industry, we offer year round financial services to fit your dental 
practice needs.

Service Packages Include:
• Structure & Planning

• Making sure your practice is incorporated correctly for 
tax purposes

• Year round tax planning 

• Tax Preparation 

• Accounting Services

• Audit and Review Services

• Practice Valuation and Due Diligence

• Litigation Support & Investigative Services

• Recruiting Services

• Real Estate tax strategies 

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

John Urrutia, CPA
916.774.4208
jru@muncpas.com

www.muncpas.com

 F
in

an
ci

al
  S

er
vi

ce
s

Ra
di

o/
A

dv
er

tis
in

g

www.sdds.org • January 2015  |  39



Burkhart Dental Supply
Kyra Gauldin, Operations
916.784.8200
www.burkhartdental.com
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Analgesic Services, Inc.
Geary Guy, VP / Steve Shupe, VP
888.928.1068
www.asimedical.com
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Crest / Oral B
Lauren Herman • 209.969.6468
Kevin McKittrick • 916.765.9101
www.dentalcare.com
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Henry Schein Dental
Mark Lowery, Regional Sales Manager
916.626.3002
www.henryschein.com
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916-624-2800
800-649-6999

The Dental Equipment Specialists

4095 Del Mar Ave. #13
Rocklin, CA 95677

www.descodentalequipment.com

DESCO Dental Equipment
Tony Vigil, President
916.259.2838
www.descodentalequipment.com
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Patterson Dental
James Ryan
800.736.4688
www.pattersondental.com
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Fechter & Company
Craig Fechter, CPA
916.333.5360
www.fechtercpa.com
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Financial Management 
Associates, LLC
Ted Darrow, Client Relations/Marketing
916.985.9559
www.fmacentral.com
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First US Community 
Credit Union
Gordon Gerwig, Business Services Mgr
916.576.5650
www.firstus.org
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Mann, Urrutia, Nelson, CPAs
John Urrutia, CPA, Partner
Chris Mann, CPA, CFP, Partner
916.774.4208
www.muncpas.com
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Benco Dental
Robert Kiddoo — Regional Manager
800.462.3626
www.benco.com
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Innovative Solutions CPAs 
& Advisors, LLP 
Ben Anders, CPA
916.646.8180
www.innovativecpas.com
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Infusion Dental Arts
Dennis Amatulli, Owner
916.724-9096
www.infusiondental.com
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Bank of the West
Mary Alajou, VP
Sacramento / Butte Area Manager
916.949.2687
www.bankofthewest.com
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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

Consolidated Pension 
Consultants, Inc.                   
Dennis Gacutan, President
916.646.4900
cpc@cpctpa.com
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xTerraLink, Inc.
Rami J. Zreikat / Alnore Deen
916.608.9902 • 916.206.1858
www.xterralink.com
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Union Bank
Lydia Ramirez, Vice President
916.321.3145
www.unionbank.com
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CA Employers Association
Kim Parker, Executive VP 
Mari Bradford, HR Hotline Manager
800.399.5331
www.employers.org
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Wood & Delgado
Patrick J. Wood, Esq.                     
Jason Wood, Esq.
800.499.1474
www.dentalattorneys.com
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Sacramento Magazine
Becki Bell, Marketing Director
916.452.6200
www.sacmag.com
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Olson Construction, Inc.
David Olson
209.366.2486
www.olsonconstructioninc.com
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Andrews Construction, Inc.
Todd Andrews
916.743.5151
www.andrewsconstructioninc.com
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Blue Northern Builders, Inc.
Marc Davis / Morgan Davis /              
Lynda Doyle
916.772.4192
www.bluenorthernbuilders.com
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Western Practice Sales
Tim Giroux, DDS, President 
John Noble, MBA
800.641.4179
www.westernpracticesales.com
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Star Group Global Refining
Jim Ryan, Sales Consultant
800.333.9990
www.stargrouprefining.com
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PACT-ONE Solutions
Dan Edwards, President
866.722.8663
www.pact-one.com
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Wells Fargo Bank
Philip Kong
916.533.6882 - cell
philip.kong@wellsfargo.com
www.wellsfargo.com
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Resource Staffing Group
Debbie Kemper
916.993.4182
www.resourcestaff.com
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Healthcare Cabinet Co.
Gordon St. Cyr and Gary St. Cyr
916.853.9556
www.dentalcabinets.biz
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Converge Medical           
Solutions, LLC                   
Mark Movassate
408.436.2000
www.convergemedical.com
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The Dentists  
Insurance Company
Chris Stafford
800.733.0633
www.tdicsolutions.com
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SD Reliance Management 
Dennis Krohn Jr., President
916.367.4244
www.sdreliance.com
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Wells Construction, Inc.
Nicole Wells
916.788.4480
www.wellsconstruction.com
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Lisa Geraghty
916.817.9284
lisa_geraghty@cable.comcast.com
business.comcast.com
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Job Bank
The SDDS Job Bank is a service offered only to SDDS Members. It is 
published on the SDDS website (www.sdds.org) and provides a forum 
for job-seekers to reach other Society members who may be looking 
for dentists to round out their practice, and vice versa. If you are a job 
seeker, associate seeker, selling or buying a practice, contact SDDS 
at (916) 446-1227 or complete the SDDS Job Bank form insert in this 
issue of The Nugget and cash in to the SDDS Job Bank!

ASSOCIATE POSITIONS AVAILABLE

Rina Ambaram, DDS • Sacramento • part/Wed • GP 
Jeffrey Chantry, DDS • Elk Grove • full • GP 
George Chen, DDS • Folsom • part • GP 
CommuniCare Health Centers • Yolo County • on call • GP 
Sukhjeet Kaur, DDS • Sacramento • part/full • GP
Kids Care Dental • Sacramento • part • Pedo/GP
Make a Smile Dental • Multiple Locations • full • Pedo
Alex Moradzadeh, DDS • Sacramento • part/full • GP/Endo/Pedo/OS 
Brian Steele, DDS • Sacramento/Placerville • full • GP 
Yusuke Suzuki, DMD • Lodi • part • GP 
Hoang Truong, DDS • Sacramento • part • GP 
Steven Tsuchida, DDS • Elk Grove • part • OS/Ortho/Endo 
Wellspace • Multiple Locations • part/full • GP 
Clifford Wong, DMD, MSD • Rocklin • part • Endo 

DOCS SEEKING EMPLOYMENT

Russell Anders, DDS • temp/ fill-in work; M-F • GP
Andrea Azevedo, DDS, MPH • part; 1-2days/wk. • GP & Pedo
Shahryar Khodai, DDS • part/full (Mondays and Thursdays) • GP
Steve Murphy, DMD • part/full • Endo
Harpreet Tiwana, DDS • part/full • GP
Ronald Rott, DDS • part • Perio
Gary Vedenoff, DDS • part (Wed, Fri, Sat) • GP
Brandon Webb, DDS • part/full • Endo

DOCS LOOKING TO BUY A PRACTICE

Shahryar Khodai, DDS • Sacramento • GP
Richard Nichols, DDS • Davis, Woodland, Winters • GP
Oladimeji Sorunke, BDS • Sacramento • GP

For contact information of any of the job bankers listed below please 
check our website at www.sdds.org.
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WELLSPACE HEALTH ORGANIZATION (an FQHC) is taking 
applications for fill-in/part-time/full-time dentists. Send your 
resume/CV to kdubois@wellspacehealth.org. 01/15-C

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

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

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

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

SEEKING FULL-TIME ASSOCIATE ORTHODONTIST for multi-office 
practice. Digital, high-tech office with great support staff. Please 
fax CV to 916.817.4376 or email stdental2260@gmail.com 11-14

GENERAL DENTIST NEEDED, SACRAMENTO, CA. Excellent 
opportunity in an established, growing office that needs 
general dentists to join our team. F/T, P/T and days are flexible. 
Experienced preferred. denise@hdgdentalcare.com.  12/14

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

MONEY IS WALKING OUT THE DOOR. Have implants placed 
in your office and keep the profits. Text name and address  
916.769.1098.                                                        12-14

LEARN HOW TO PLACE IMPLANTS IN YOUR OFFICE OR 
MINE. Mentoring you at your own pace and skill level. 
Incredible practice growth. Text name and address to  
916.952.1459.                                                        04-12

DENTAL OFFICE SUBLEASE AVAILABLE IN EL DORADO HILLS. 
Incredible opportunity to start your own practice without 
incurring tremendous debt. Fully furnished with state-of-the-
art equipment. Perfect for general dentist or pediatric dental 
specialist. Call 916.622.9707 for more details. 01/15-C

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

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

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

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

ROCKLIN—3 FULLY EQUIPPED OPTS. Available for lease in a 
beautiful 7 opt. dental office. Digital X-ray, Pano. Dr. retiring. 
Call 916.663.5555. 11-14

5-STAR, AD A-COMPLIANT, COUNTRY CLUB DENTAL BUILDING 
premium location, 1901 Watt Ave. Rare opportunity for space. 
Design your success for 3 modern, open operatories, plus private, 
dental treatment room. Air and vacuum ready for hook up. Call 
916.225.8768. Email evangelinmiller@gmail.com. 01-15-C1

BRAND NEW CAVITRON PLUS ultrasonic scaling unit in 
unopened box. Tap-on wireless foot pedal and Steri-mate 
handpiece included. $2,000. Call 530.622.6370.          12-14

THREE DENTAL CHAIRS FOR SALE. One Pelton Crane 
Coachman with light. Two Pelton Crane Chairmen. $1,000 
each. Photos available. Contact fcbond007@yahoo.com. 01/15

                                                                  

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

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

SACRAMENTO DENTAL OFFICE/CONDO FOR SALE— 
Equipped. Great Start up or Satellite Space. 3 Ops with office 
could be plumbed for a 4th 1,200 Sq. ft. $235,000. Arden 
Mall. Contact Joe Hruban at 530.746.8839 or joe@omni-pg.
com, Omni Practice Group #01821307.  11-14

PRACTICES FOR SALE

EQUIPMENT FOR SALE

FOR LEASE

POSITIONS WANTED

PROFESSIONAL SERVICES

SDDS member dentists can 
place classified ads 

FOR FREE!

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

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

January 13, 2015:
Prognosis for the Periodontally Compromised Tooth

EARN

3
CE UNITS!

Presented by:
Thomas Kepic, DDS, MSD                

• Identify the clinical factors used in assigning prognosis

• Understand the historical research that leads to the modern day concept of prognosis

• Define the new concept of periodontal diseases and host susceptibility as factors used in 
determining prognosis

This course provides a historical perspective along with a short and long-term follow up of cases. Establishing 
an accurate periodontal prognosis is paramount to case success. Prognosis is often thought of as being “static,” 
established once, and never to change, but proper periodontal therapy can alter a tooth’s prognosis, if done in time.

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

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

LEARNING OBJECTIVES: 

JANUARY GENERAL MEMBERSHIP MEETING: HYGIENE NIGHT
BRING YOUR DENTAL HYGIENIST!

13 General Membership Meeting
 Prognosis for the Periodontally 

Compromised Tooth                                       
Thomas Kepic, DDS, MSD

 Hygiene Night
 5:45pm Social / 6:45pm 

Dinner & Program                                                           
Hilton Sacramento Arden West  

19 Committee Chair Training                                                       
6:30pm / SDDS Office

20 Ethics Committee Meeting                                                       
6:15pm / SDDS Office

21 CPR BLS Renewal Course                                                          
6:00pm–9:30pm                                                               
SDDS Classroom     

JANUARY
6 SDDS Board Meeting                                                       

6:15pm / SDDS Office

7 Golf Committee Meeting                                                       
6:00pm / SDDS Office

 Nugget Editorial Committee Meeting                                                       
6:15pm / SDDS Office

 Peer Review Calibration                                                        
6:15pm / SDDS Office

 Membership Committee Meeting                                                        
6:30pm / SDDS Office

LR

23-28 Smiles for Kids Shopping Days                     
8:00am-3:00pm / SDDS Classroom  

28 HR Webinar                                                 
2015 Labor Laws/Update 
Your Handbook                                                         
California Employers Association                                                  
Noon-1pm            

FEBRUARY
7 Smiles for Kids Day!    

19-20 35th Annual MidWinter Convention
  Fresh from the SDDS Farm!       

 Sacramento Convention Center 

CE

HYGIENE
NIGHT

CE

•	15	units	of	vitamin	CE!	

•	fun	Exhibits	&	prizes!

•	cultivate	connections!

•	farm	fresh	food	included!

save	the	date!
February	19	&	20,	2015
sacramento	 convention	 center

CE


