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Dental Supplies: 
Options and Thoughts



Get Ready For Our 
UPCOMING EVENTS

Class registration times are 30 minutes prior to the listed 
time, excluding General Meetings and HR Webinars

Continuing Education
5 CEU, CORE • $199

Evidence Based Restorative Materials Update: 
Separating Fact from Fiction
Presented by Parag R. Kachalia, DDS

This program will look at a broad spectrum of 
restorative materials available today. The course will 
allow the practitioner to sift through the confusing 
maze of materials and decide which materials are most 
appropriate for a multitude or restorative situations 
Specific materials that will be covered include, self-etch 
adhesives, low shrinkage bulk fill resins, advancements 
in flowable composites, and understanding the various 
ceramic options we have today.
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FRIDAY
8:30AM- 
1:30PM

Harassment Webinar
2 CEU, CORE • $59ea

Harassment Prevention Training for Supervisors/
Employers 
Presented by California Employers Association

All supervisors/employers must have two hours of 
harassment prevention training before the end of 
December 2019. Sign up for this webinar to get  
yourself covered!
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THURSDAY

12-2PM

CPR BLS Renewal  
4 CEU, CORE • $75

For the Healthcare Provider
The BLS Healthcare Provider Course includes mandatory 
practice and testing with a one-way valve mask.
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SATURDAY
8-11:30AM

Community Theater
Disaster!
Presented by the Sacramento Theatre Company

Casualty-causing earthquakes, tidal waves, and infernos, 
disco-inducing bell-bottoms, platform shoes, and velour, 
and the unforgettable songs of the ’70s take center stage 
in this side-splitting homage to classic disaster films. 
With larger-than-life characters, snappy dialogue, and 
recognizable songs like “Knock on Wood,” “Hooked on 
a Feeling,” “I Am Woman,” and “Hot Stuff,” Disaster! will 
have you dancing in your seats and rolling in the aisles.
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THURSDAY

7PM
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HR Webinar • Wednesday, 12–1pm

Drugs and Alcohol in the Workplace  
(1 CEU, 20%)

Harassment Webinar • Thursday, 12–1pm

Harassment Prevention Training – For Employees 
(Webinar) (1 CEU, Core)

Licensure Renewal • Friday, 8:30am–3pm

California Dental Practice Act, Infection Control & OSHA 
Refresher (6 CEU, Core)

Continuing Education • Friday, 8:30am–1:30pm

Case Acceptance: Trust vs. Sticker Shock? (5 CEU, 20%)

Lunch & Learn • Wednesday, 11:30am–1:30pm

Temporaries – Tricky, Taxing, Terrible or Terrific? (2 CEU, Core)

Swing for Smiles • Friday, 8:00am

Support the Foundation through our annual Swing for 
Smiles Golf Tournament at Empire Ranch!

Business Forum • Thursday, 6:30–8:30pm

Advertising – What’s In, What’s Out, What You Cannot 
Promise (No CEU)

General Meeting • Tuesday, 5:45pm–9pm

Drugs and Dental…A New Concoction (3 CEU, Core)

General Meeting
3 CEU, 20% • $75

A Journey into the Future with Dr. Art Dugoni…
and Reflections on a Life Dedicated to 
EXCELLENCE in Dentistry
Presented by Arthur A. Dugoni, DDS

We are in a time of “transition.” As we know the future 
continues to be challenging, daunting, perplexing but in my 
view it will be awesome. The only constant will continue to 
be change. Good news: We can be partners in that change. 
This presentation will explore some of those changes and 
our resources as we share the exciting years ahead.
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TUESDAY
5:45-9PM
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Amazon Business:  
The New Supply Chain
Grace Lee, DMD, MD
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of Dental Supplies 
Brian Ralli, DDS

The Value of Working With 
Smaller Companies
Tony Vigil, DESCO

Tracking Dental Supply Orders
Denise Jabusch, DDS
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For More Than Just a Tax 
Return!  

Specializing in Year-long Tax Planning-no surprises come  April 15th! 

LET US ASSIST YOU WITH: 

•Tax planning 
•Proper business structure 
(Incorporation) 
•QuickBooks setup and training 
•Review and maintenance of  
accounting 
•Retirement & estate planning 
•Business valuations 
•Human resources 

(916) 724-3962  John Urrutia or Debra Griffin     
www.muncpas.com 

CALL NOW 
FREE one-hour tax & 
financial review of your 
business 
*Offer only for new clients* 
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It’s an exciting time at SDDS. This year 
we are celebrating our 125th Anniversary 
of being a Dental Society (and we are 
also celebrating our 50th Anniversary of 
our Foundation too!). We were founded 
in 1894 and our minutes currently are 
on display at the SDDS office in the 
lobby book case. (Dentists certainly had 
beautiful handwriting back then!) In fact, 
many of our old records are on display at 
the SDDS Office. All the past Nuggets 
all the way back to the 1950s are bound 
in beautiful books and on display and the 
minutes and treasurers’ logs show dues were 
a mere $41 back in 1940. The issues back 
in 1894, according to our book of minutes, 
were things like children's dental health, 
education of the public, working with 

dental clinics, and much more. Not too 
different from us now!

We’ve got some exciting news about a 
spectacular event happening on Saturday, 
October 5th, 2019! 

We are hosting a Gala at the Hyatt Regency in 
Sacramento celebrating both organizations’ 
anniversaries! Our Smiles for Sacramento 
Gala will surely be an event you won't want to 
miss! More information will be forthcoming 
but please save the date. We’ll dine, we’ll 
dance, we'll bid on wonderful auction items 
and have a great time… what better way to 
celebrate two incredible milestones for our 
organizations? The evening’s proceeds will be 
donated to the Foundation and its projects. 
The Foundation is the heart of our Society, 

bringing much needed education, outreach 
and care to the community.  This is where we 
all give back…and where we all give forward.

Get your table of 10 together – we invite you 
all to come; and please extend an invitation 
to your associates and teams, your friends 
and family.  All are warmly welcome to join 
us. We’ll dine, we’ll dance, we’ll bid and 
have a great time celebrating our milestones!

Bryan Judd, DDS

President's Message

By Bryan Judd, DDS
2019 SDDS President

Exciting Times!

www.sdds.org • April 2019  |  5



The SDDS Committees and staff are busy planning our program that begins 
in September 2019. This is the time we assess our existing programs and 
determine what we present next year. Together with the evaluations of what 
our members have attended, their suggestions, and with the input of the CE 
Advisory Committee, our CE programs, our fun events (like the River Cats 
and River Boat Cruise among others) and all of our speakers are being set 
right now.

All this said…programs in the SDDS world are so very important to us. We 
want to bring the most current, interesting and valuable programs to you, 
either through our General Meetings, our Business Forums, our Friday CE 
Courses or our MidWinter Convention.

If you have a speaker or a topic you’d like us to present, please send an email 
– sdds@sdds.org. If YOU would like to be a presenter for a program, we 
have a Pearls in the Backyard program where we feature our local members. 
Submissions for speakers are currently being accepted for the 2020 program 
year. 

So… let us know by sending us an email. Deadline is April 30th!  

Cathy's Corner

By Cathy B. Levering
SDDS Executive Director

LEADERSHIP

President: Bryan Judd, DDS
Immediate Past President: Margaret Delmore, MD, DDS 

President Elect/Treasurer: Carl Hillendahl, DDS
Secretary: Volki Felahy, DDS

Editor-in-Chief: Ash Vasanthan, DDS, MS
Executive Director: Cathy Levering

Jagdev Heir, MD, DMD, FACS
Greg Heise, DDS

Brock Hinton, DDS
Kevin Keating, DDS, MS

Matt Korn, DDS
Hana Rashid, DDS

Wesley Yee, DDS 
Amardeep Bains, DMD, BDS (Guest)

Adrian Carrington, DDS 
Terry Jones, DDS

CPR: Craig Alpha, DDS
Ethics: Lisa Dobak, DDS

Nominating/Leadership Development: 
Margaret Delmore, MD, DDS

Peer Review: Morton Rosenberg, DDS

CE Task Force: Eric Grove, DDS
Forensics Advisory: Mark Porco, DDS

Strategic Planning Advisory: 
Volki Felahy, DDS / Carl Hillendahl, DDS

Budget & Finance Advisory: Carl Hillendahl, DDS
Bylaws Advisory: Margaret Delmore, MD, DDS

Legislative Advisory: Amardeep Bains, DMD, BDS
Member Recruitment /Engagement: 
Jennifer Drew Mathisen, DDS, MSD /  

Ramesh Thondapu, DMD
New Dental School Advisory: Kevin Keating, DDS, MS

Oral Health Initiatives: Kim Wallace, DDS

Foundation: Viren Patel, DDS
Golf Tournament: Charles Stamos, DDS

SacPAC: Matt Campbell, DDS

Cathy Levering | Executive Director
Anne Rogerson | Office Manager 

Beth Heneger | Programs / Recruitment
Jen Jackson | Community Projects / Recruitment

Jessica Luther | Graphic Designer 
Megan Gormley | Special Events / Engagement 

Rachel Sheets | Graphic Designer
Sofia Gutierrez | Foundation Projects / CPR

EXECUTIVE  
COMMITTEE

BOARD OF  
DIRECTORS

TRUSTEES

COMMITTEES
STANDING

TASK FORCES
ADVISORY
COMMITTEES

SPECIAL EVENTS 
OTHER

SDDS STAFF

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

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

Are YOU Part of the Program? 

Do You Want to Be?

Join us for 
Dental Day at 
Raley Field!

THURSDAY JUNE 13, 2019

Use the Insert to Sign Up!

Bring your staff, family, and 
friends to enjoy a fun night 
out of baseball at our own 
Raley Field. 
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From the Editor’s Desk

By Herlin Dyal, DDS, MS
Associate Editor 

Recently I have assumed full control of 
running my practice after becoming an 
independent practitioner owner—and this 
has been eye opening! Managing inventory, 
improving purchase habits, renegotiating 
prices and adding suppliers to control 
supply costs has been an education in itself 
besides the numerous other things. 

For years, three major dental suppliers held 
a substantial market share in the dental 
supply market across the United States. 
Together, they have roughly 75 percent of 
the market, the remaining 25 percent is 
divvied up among regional players around 
the country, however, that is changing now.

Several new companies have become 
disrupters and are jumping into the 
marketplace challenging the status quo 
with discounted pricing using e-commerce 
as a fulcrum for savings. Even e-commerce 
giant Amazon is entering the healthcare 
space. The TDSC Marketplace came about 
because California Dental Association 
recognized that members needed support 
with the business side of their practices, 
especially solo-owned practices that weren’t 
getting supply discounts like their corporate 
practice counterparts. 

Amazon® indicates that a majority of 
the dental products on its business-to-
business portal are sourced directly from 
manufacturers, with the other 50 percent 
sourced by third parties, allowing a 
distributor of a major dental company to 
resell its products via Amazon. Amazon 
also offers Business Prime shipping (two-
day delivery service), and easy price 
comparisons on its platform. They also 
offer Amazon Business Analytics to help 
dentists make more proactive decisions in 
purchasing, which can drive improvements 
in overall cash flow. Dentists can monitor or 
approve the purchases of their teams using 
group and user management with workflow 
approvals, which adds a layer of control to 
support cost-saving initiatives.

As Amazon and other online platforms 
like eBay® continue to expand their dental 
supply catalogs, patient safety concerns 
arise as products are diverted to the “gray 
market.” What makes a dental product 
a gray market product? Legitimate 
companies manufacture these products. The 
manufacturer intends the product to be sold 
outside the U.S., most often to developing 
countries. Legitimate products are sold to 

foreign distributors at a lower price than to 
the U.S. distributors. Gray market dealers 
buy discounted products from the foreign 
dealers at a significantly lower cost and sell 
them back in the U.S.

There are differences between the traditional 
and e-commerce models. Traditional 
distributors employ representatives to take 
the hassle of ordering out of our hands; 
while the e-commerce model requires 
time and effort from the consumer, which 
may not appeal to everyone. And because 
e-commerce catalogs aren’t as robust as 
those of their traditional counterparts, we 
will need to utilize both models for the 
time being (which is what I have currently 
adopted). Regardless of how we choose to 
proceed, it is worth evaluating the benefits 
from utilizing e-commerce. Read on, enjoy 
the authors’ perspectives and insights 
regarding the cost savings brought on by 
quickly evolving market disruptors.  

It’s About the Numbers!

Please email your stories and experiences to Nugget@sdds.org

We need your help! If you have experienced work related mental health struggles or burnout, we want to 
share your story. It’s important that others in a similar situation feel that they’re not alone in their experiences. 

We’d like to compile an issue that addresses this topic and provides helpful resources for others in need.

Health & Well Being Nugget Issue Coming Soon 

We Need Your Input...
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We made a difference in the year 2018! The 
year was a fabulous year for the Sacramento 
District Dental Society (SDDS) and the 
Sacramento District Dental Foundation 
(SDDF). As your immediate past-president, 
here is the year in review.

Our year started with the introduction of 
our new 2018-2020 Strategic Plan. Keeping 
in perspective that the mission of SDDS is 
to be the recognized source for serving its 
members and for enhancing the oral health 
of the community, we crystalized our core 
values to emphasize: Innovation, Integrity and 
Service. Guided by our mission statement and 
core values our strategic plan drives our work 
and activities through Committees, Task 
Forces, the Board of Directors, SDDS staff 
and Executive Director. So how did we do?

Goal 1 Membership – Strive for success 
with recruitment, member satisfaction and 
involvement. 

As of the end of 2018, we have 79% 
engagement rate. What that means is that 
79% of our members have attended an event 
or engaged in the organization at least once in 
a meaningful way. 

Just look at the top ten SDDS member 
benefits:

1.  Publications for Members
2.  Continuing Education Classes
3.  SDDS HR Hotline (1-888-784-4031)
4.  Peer Review
5.  “Community” of Dentists
6.  Community Involvement
7.  Referrals for Patients – Navigators for 

patients in need looking for a dental 
home or emergency treatment

8.  SDDS staff – SDDS is the “go to” for 
information

9.  Special Events – Golf Tournament, 
Shred-A-Thon, Broadway Series, a night 
at The Kitchen, River Cats and more

10.  Overall Camaraderie & Peer 
Networking.

With all these benefits SDDS has one of the 
highest market shares in the CDA, 82.3%. 
Our total membership as of December 2018 
was 1765 dentists. Not only do we have a high 
market share but our retention rate is 95.9%. 
SDDS rocks! 

We continue to look for ways to ensure SDDS 
is providing its members purposeful ways 
to engage. There are standing committees, 
advisory committees and tasks forces. Our 
Legal Task Force was able to successfully 
bring a Botox Resolution to the CDA House 
of Delegates this year and it soundly passed, 
thanks to the membership survey and the 
hard work of our Trustees and Delegates. 
Furthermore, with a new dental school on the 
horizon at California Northstate University, 
the SDDS New Dental School Advisory 
Committee has been influential in the 
curriculum and staff development.

Corporate dentistry involvement in SDDS 
is increasing. For example 100% of Kids 
Care Dentists are SDDS members. SDDS 
staff constantly reaches out to the corporate 
dental entities in Sacramento, monitors their 
engagement and lets them know what SDDS 
can do for them. 

The new member “Welcome Wagon” was 
initiated to ensure that a new member was 
personally contacted and welcomed the minute 
they joined. The continuing and seasoned 
member is not forgotten. There is assistance 
in practice ownership succession through CE 
programs and SDDS Vendor Member brokers. 

Goal 2 Advocacy – Monitor and advocate 
on behalf of topics that affect oral health, 
dentistry and the dental practice. The 
objectives of our advocacy goal are threefold. 

1. Monitor and advocate for legislative and legal 
issues affecting dentistry. Our Legislative Task 
Force along with the CDA kept their fingers on 

the pulse of what was going on at the Capitol 
and the insurance industry.

2. Increase communication with members 
regarding issues affecting their practices. 
Communication with membership has been 
accomplished through the award-winning 
Nugget publication, emails (group and 
personal), Facebook, texts, personal phone 
calls, and more. The SDDS website is constantly 
being updated for content and ease of use. 
“This Week at SDDS” (weekly reminders) sent 
on Sundays was instituted.

3. Collaborate with community partners 
(including SDDS Foundation) to promote oral 
health education and issues. SDDS was one of 
only 14 groups that received money from the 
Dental Transformation Initiative (DTI). SDDS 
(DTI partnership) is the navigating resource 
for DentiCal patients in the community. 
School nurse training for the DTI partnership 
is provided for at SDDS. 

An Oral Health Initiatives Task Force was 
started this year to engage all five counties 
(Yolo, Placer, El Dorado, Sacramento and 
Amador) to provide guidance to the local 
counties in developing oral health plans using 
Prop 56 funds. 

When the Camp Fire hit our Butte County 
neighbors, SDDS membership rose to the 
occasion and donated $17,000. At just one 
general membership meeting, $10,000 was 
collected by simply ‘passing the hat’ around. 

The SDDS Foundation (affectionately known 
as SDDF) is truly the heart of our Dental 
Society and does so much good for our 
community. Smiles for Kids and Smiles for 
Big Kids, two of SDDF’s most noteworthy 
programs, continue to make a difference in the 
lives of hundreds of individuals each year. If 
you are not yet a member of the Foundation, 
I strongly encourage you to become one. The 
$75 membership fee goes a long way to help 
those in our community whose oral health is 
at risk.

SDDS Annual Report
From Your 
2018 SDDS President
A Year in Review of the Sacramento District Dental Society By Margaret Delmore, MD, DDS

2018 SDDS President
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CURRENT ASSETS
Cash $155,228

Building Reserves $782,926 

Operating Reserves $532,439

Accounts Receivable $13,884 

Prepaid Expenses $83,395

TOTAL CURRENT ASSETS: $1,567,871

TOTAL FIXED ASSETS: $72,468

TOTAL ASSETS: $1,640,339 

LIABILITIES & EQUITY
Current Liabilities

Accounts Payable $29,380

Deferred Revenue $240,938

TOTAL CURRENT LIABILITIES: $270,318

Equity

Retained Earnings $1,425,371

Net Income -$55,350

TOTAL EQUITY: $1,370,021

TOTAL LIABILITIES & EQUITY: $1,640,339

DENTIST MEMBERS
ACTIVE: 1,417

RETIRED: 285

TOTAL DENTIST MEMBERS: 1,702

AUXILIARY MEMBERS
DHP (Dental Health Professionals): 53

STUDENTS: 10

TOTAL ALL MEMBERS: 1,765

2018 FINAL MEMBERSHIP (as of 12.31.2018)

2018 FISCAL YEAR END

Goal 3 Leadership, Sustainability, 
Succession – Ensure systems are in place 
for continuity, stability and success in all 
aspects of the organization: management, 
operation and volunteer leadership. 

The Leadership Development Committee 
is active and continues to seek out new and 
talented member dentists for leadership in 
SDDS. 

Financially, SDDS is sound and in the black. 
Our Hawaiian themed MidWinter 2018 
was our best year ever, netting $63,000 after 
expenses. The attendance at that meeting was 
also over the top. The two day program featured 
world class speakers and wonderful sponsorship 
by our Vendor Members. Our non-dues revenue 
is bolstered by our awesome Vendor Members. 
Please support them. The finances of SDDS are 
transparent and available to the membership. 
Our conservative philosophy in our investment 
and financial policies continues to be successful. 
We were nearly perfect in our budgeting.  

Our outreach program for dental students 
and pre-dental students to ensure their success 
and future involvement was expanded this 

year. Pre-dental students from the pre-dental 
clubs of the campuses of UC Davis and Sac 
State were placed into practicing SDDS dental 
offices. Arrangements with FADE Institute and 
SDDF allowed the students to take reduced 
fee classes in Infection Control, California 
Law, BLS and radiology. These prerequisites 
allowed the students to participate more fully 
in the practices they visit. The response of 
the students to this program has been very 
favorable. These students are our future dentists 
and SDDS members!

Last but not least, all these great 2018 
achievements would not have been possible if 
it were not for the great team we have at SDDS. 
Thank you Cathy Levering, our Executive 
Director, extraordinaire and her fabulous 
ladies, Anne, Beth, Jen, Jessica, Rachel, Megan 
and Sofia for all their hard work. Cathy, our 
“Mama Bear” who is practically perfect in 
every way continues to be the guiding force 
behind SDDS success. Thank you!

A difference was made in 2018 and now the 
reins have been given to Dr. Bryan Judd. You 
are in good hands with Dr. Judd and your Board 
of Directors. I’m sure they’ll stay the course.

Thank you one and all for allowing me this 
opportunity to serve as your 2018 SDDS 
President! We all know how hard dentists 
work to help care for their patients. So while 
you take care of your patients let, SDDS take 
care of you!

Your servant leader,

Margaret Delmore, MD, DDS 
Immediate Past President  
Sacramento District Dental Society

PS (last one) Not everyone can be famous. 
But everyone can be great because greatness 
is determined by service.  Martin Luther 
King, Jr.
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Located in the beautiful  foothil ls of California,  

Costa Aesthetics is a modern, clean, sophisticated 

dental   laborator y.   As  a   production  laborator y 

with a  boutique f lare,  we emphasize on natureʼs  

approach to an esthetic smile and work hard to 

ensure no detail  is overlooked. 

TTeam up with  Costa  Aesthetics  for  unpara l le led 

qual i t y  & wor ld  c lass  customer  ser v ice!  Custom 

shades are  of fered on-si te  and our  cad/cam 

depar tment  proudly  accepts  f i les  from:  i tero  & 

tr ios  dig i ta l  f i les.

LOBBY CUSTOM SHADE ROOM CAD/CAM TECHNICIAN STATION

PROUD MEMBERS OF

• • • • • • • • • • • • • • •

COSTA-AESTHE T I C S .COM

916.407.2500
INFO@COSTA-ESTHETICS.COMSDDS

MEMBER PROMOTION

20% 
OFF YOUR
FIRST CASE

116
DMD MEMBERS

2018 MEMBERSHIP
BY THE NUMBERS

79%
ENGAGEMENT RATE

130
NEW MEMBERS

325
RECRUITABLE 
NON-MEMBERS

20001125
20051368

20101530
20151567

MEMBERSHIP
GROWTH

82.3%
MARKET SHARE

RETENTION RATE

95.9%

194AVERAGE GENERAL 
MEETING ATTENDEES

380 COMMITTEE
VOLUNTEERS

20181765

Thanks for being 
an SDDS member!
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82.3%
MARKET SHARE

YOU SHOULD  KNOW
PRESCRIBERS CAN USE EXISTING CONTROLLED-SUBSTANCE  
RX FORMS UNTIL JANUARY 2021
Reprinted with permission from California Dental Association

A bill to address problems implementing new requirements for controlled-substance 
prescription forms sailed through the California Legislature and is expected to receive Gov. 
Gavin Newsom’s signature this week.

Assembly Bill 149 delays the requirement that prescribers use a new form approved by 
the Department of Justice as part of an earlier bill that passed last year. Because the new 
legislation is being pushed through as an urgency statute, it will take effect immediately, but it 
gives prescribers time to comply.

Starting January 1, 2021, when prescribing controlled substances, prescribers will be required 
to use forms with unique serialized numbers compliant with National Council for Prescription 
Drug Program standards and that are linked to corresponding records in California’s 
prescription-drug monitoring program known as CURES. These forms have not yet been 
developed and will be different from the forms the DOJ incorrectly approved in January 2019, 
as it was learned the serial number on those forms did not conform to national standards.

Until January 1, 2021, pharmacists are authorized to fill, compound or dispense any 
prescriptions for controlled substances written on a form that was valid prior to January 1, 
2019, that doesn’t include the unique serial number, or a form approved by the DOJ in January 
2019 with an incorrectly formatted serial number. Neither of these forms, however, will be 
accepted beginning January 1, 2021.

CDA actively supported AB 149 by Assemblymember Jim Cooper (D-Elk Grove) to resolve 
issues that began in early January when the previous bill, AB 1753, took effect and immediately 
required the availability and use of the new controlled-substance prescription forms. The 
absence of an expected transition period left prescribers and pharmacists scrambling to 
interpret and follow the law, and CDA Practice Support received numerous calls from dentists 
who reported having their prescriptions for controlled substances denied by pharmacists. CDA, 
other provider groups and the DOJ worked together to achieve a short-term resolution but 
issues with prescription fulfillment persisted.

Prescribers may want to consider switching to e-prescribing for controlled substances. 
E-prescribing for all medicines will be mandated except in limited circumstances by January 1, 
2022. CDA published an article on its website and in the September Update that explains how 
to get started.

CDA will remind dentists about the new law’s requirements as the compliance deadline 
nears and will report any new developments in the Update and on cda.org.

HARASSMENT PREVENTION 
TRAINING OFFERED BY SDDS
You and your employees need to complete this 
training, and hold a certificate of completion, 
BEFORE December 31, 2019. SDDS will be 
offering several webinars and other training 
opportunities for both employees and 
supervisors. 

NEW LAWS AND REGULATIONS 
TOOK EFFECT JANUARY 1
Reprinted with permission from California 
Dental Association

Eight new or updated laws and regulations 
affecting dentistry and dental practice 
management took effect January 1. To help 
ensure members are currently in compliance 
— and stay in compliance — CDA Practice 
Support offers summaries of the laws, 
including what they require and where to go 
for resources and support. 

New standard mileage  
reimbursement rate for 2019

What’s required: California employers are 
required to reimburse common business 
expenses such as work-related travel, dining 
expenses and mileage when an employee 
uses a personal car for work-related business. 
The mileage reimbursement rate for 2019 is 
58 cents per mile — up 35 cents from last 
year. Employees who can prove they spent 
more than 58 cents per mile to operate their 
personal vehicles for business use may 
be entitled to reimbursement of the actual 
expense.  

Updated requirement for lactation 
accommodation in labor code

What’s required: Employers must make 
reasonable efforts to provide the employee 
the use of a room other than a bathroom and 
in close proximity to the employee’s work area 
to express milk in private. Employers should 
update their employee policy to reflect the 
new lactation-accommodation requirement. 

Law: AB 1976 was signed into law in September 
2018 and took effect January 1, 2019.

As new laws and regulations affecting dental 
practices become known, they are added to 
the “Are You in Compliance?” page at cda.
org/practicesupport. The section provides 
a summary of each requirement and the 
deadline date for compliance and includes 
links to Practice Support resources or 
additional information where relevant.

To keep track of compliance deadlines, visit 
the “Are You in Compliance” page at cda.org/
practicesupport.

THE NUGGET IS  
AVAILABLE ONLINE
Would you rather read through the Nugget 
while on the go, without the hassle of carrying 
anything with you? Well, you can! The current 
issue, plus several years of issues are on 
our website. www.sdds.org/publications-
media/the-nugget/

CDA PRESENTS ANAHEIM, 
MAY 16–18, 2018

NEW AND IMPROVED CDA JOB BANK: WWW.CDA.ORG/MEMBER-RESOURCES/CLASSIFIEDS

For Employee
May 2 ∙ Sept 5 

Nov 7

For Supervisor
Apr 4 ∙ Jun 6 
Oct 3 ∙ Dec 5

www.sdds.org • April 2019  |  11



Most of us were not surprised by the news 
of a class action lawsuit against the three 
major dental companies for violating 
federal antitrust laws for price fixing. 
In August of 2018 the few large dental 
supply companies reached an $80 million 
settlement. As a privately functioning 
oral surgeon, it’s hard enough balancing 
patient care and running the business 
aspect of our profession; however, as 
a consumer, the worst feeling is being 
“ripped off” by a supplier. As a business 
owner, we expect our suppliers to have 
transparency and credibility, offering 
us the best price possible for the items 
we need to run our business. The simple 
concept of transparency and price selection 
is the foundation for Amazon. They start 
with the customer and work backwards. 
The company started in 1994 and is now 
the largest e-commerce site in the world. I 
remember my first experience with Amazon 
as another source for simply buying books 
at a discounted rate, but did not realize 
that they are now the fastest growing sector 
for business customers, with the launch of 
Amazon Business in 2015. 

Amazon Business generated more than 
a billion dollars in sales in just the first 
year and now is divided into three sectors: 
Education, Government, and Healthcare. 
Amazon Business can accommodate 
GPO-negotiated pricing and payment by 
invoice. The business analytics can help 
you view the history and patterns from 
your purchases to create financial reports.

The healthcare section was the brain-
child of Chris Holt, a leader in the global 
healthcare industry. He had served as 
senior vice president, overseeing business 
ventures for Vizient, as well as a member 
of Tiger Medical Group, Cardinal Health, 
and the Healthcare sector for UPS Inc. Holt 
believes that “Amazon can help those in the 
healthcare supply chain modernize some 

of their processes while accommodating 
its complexity.” There are hundreds of 
thousands of medical and dental products 
that are available on Amazon. For dental, 
there are companies like 3M, Hu-Friedy, 
Premier Dental, Densply, DenMat, and 
many more familiar names on the market. 
Specialized products are available on 
Amazon Professional Healthcare, which 
is a separate sector of Amazon Business. 
It is based on licensing capabilities, so a 
doctor’s office must identify themselves as 
a healthcare practitioner and submit their 
license to be able to access the “business-

only selection." Unfortunately, Amazon 
Professional Healthcare is currently not 
available in California, South Carolina, 
and Maryland. However, there are still 
plenty of products on the Amazon Business 
site that we can take advantage of.

So, what about the quality and safety of 
these items? Are they truly the same as what 
we are familiar with and have used forever? 
Like the general Amazon products, there 
are customer reviews and also multiple 
companies that offer the same or similar 
items. We focused on consumables like 
patient bibs, gloves, masks, and other 
items that would not have a huge impact 
on safety or quality of care. Granted you 
may be able to find the cheapest price for 
any items if you looked elsewhere on the 
internet, but again it’s the convenience 
of a few clicks and the items of interest 
showing up to your doorstep the next day. 

Dr. Lee grew up in the Elk 
Grove area and gradu-
ated from the University of 
California at Berkeley with 
a BA in molecular biology.  
She attended the Harvard 
School of Dental Medicine 
and received her DMD de-
gree in 1995.  Concurrently, 
Dr. Lee performed research 
at the Brigham and Wom-
en’s Hospital (BWH) in fetal 
surgery and wound healing 
with application for cleft-lip 
and palate.  She completed 
her oral and maxillofacial 
surgery training at Long Is-
land Jewish Medical Center 
in 2001.  Dr. Lee earned her 
MD degree at State Univer-
sity of New York at Stony-
brook in 1997, while serv-
ing as a clinical instructor 
in the Department of Oral 
and Maxillofacial Surgery 
at the School of Dentistry.  
Dr. Lee is a diplomate of 
the American Board of Oral 
and Maxillofacial Surgery 
and practices in Sacramento.

Amazon Business:  
The New Supply Chain

By Grace Lee, DMD, MD
SDDS Member

The simple concept of 
transparency and price 

selection is the foundation 
for Amazon.
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Take for example the digital x-ray ring 
(above) which we use on a daily basis. To 
purchase it from our usual vendor it costs 
$297. However, on Amazon, we found it 
for $26! Yes, there are differences in the 
thickness of the rings but in terms of 
the radiograph, there was no appreciable 
difference.

Other examples include: 500 patient bibs 
for $32-35 through our regular vendor 
vs. $8.75 through Amazon, 50 masks for 
$15 vs. $8.75 via Amazon, an impression 

dispenser gun normally priced at $100-160 
vs. $19.75 for one on Amazon. So far, we 
have not noticed any significant difference 
in the quality of the products ordered and 
have been happy with the cost savings.

Mil lennia ls a re probably a lready 
comfortable with utilizing Amazon 
Business services, but for us medical 
professionals who were taught to order 
materials through familiar sources, it will 
take some time to ease into comfortability 
with Amazon. Being extra careful about 

the credibility of sources through Amazon 
will also take some extra getting used 
to. We are very much so in a time of 
innovation, as the more we use sites like 
Amazon, the more we engage dental and 
medical suppliers to be competitive and 
adapt to our needs. Amazon continues 
to progress, as it has even invested in its 
own fleet of airplanes and drone delivery 
technology. Be prepared to convert your 
office mailbox into a drone landing zone. 

Side by side comparison of blue metal hardware. Left is ordered from the source, right is ordered through Amazon.  

Being extra careful about 
the credibility of sources 
through Amazon will also 
take some extra getting 

used to.

(916) 966-2260 | info@bpelaw.com
bpelaw.com

CONTACT US TODAY!

Working with a professional law �rm is the best way to ensure that your 
legal needs are handled with integrity. At BPE Law, we provide ef�cient, 
professional and cost-effective representation designed to best serve 
our clients and ensure that all of their legal needs are met.

- Corporate Law 
- Contract Law 
- Employment Law 

- Practice Transactions
- Finance 

- Real Estate 
- Estate Planning

Services Include: 

A FULL SERVICE LAW FIRM 
FOR TODAY'S DENTAL PRACTITIONER 
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Dr. Ralli graduated from 
the University of the Pacific 
Dental School in 2000. He 
currently practices with his 
wife, Ling, in Roseville, 
CA. He serves on the SDDS 
Nugget Editorial Board. 
Besides managing a dental 
practice, he is also a proud 
father of five. 

By Brian Ralli, DDS 
SDDS Member

My beloved intraoral camera decided one 
morning that it didn’t like the updated software 
on my system. After a call to tech support I 
was informed I needed to buy another camera 
for $3,000 because my three year old camera 
was “no longer supported.” A friend tipped me 
off to the strange and scary world of... eBay. A 
week later, I had a new camera that I purchased 
for a little over a hundred bucks. A week after 
that every operatory in my office had its own 
camera. I went back to this wonderful website, 
and behold there were all sorts of crazy deals. I 
bought a FORTY pack of rubber dam clamps 
for twenty bucks. I bought instruments, 
patient education materials, curing lights, and 
even handpieces for a fraction of what I would 
normally pay. Is this legal? Am I am suddenly 
a shady dentist? Where does it stop? I decided 
to do a deeper dive into the “lawless” side of the 
dental supply industry. 

eBay is fairly unregulated. Most of the rules 
regarding what can or can not be sold on 
eBay are usually policed by the website itself. 
You can’t buy prescription medical devices on 
the site, however many sellers circumvent this 
by classifying their product as an “industrial 
device.” While there are many legitimate 
name-brand dental products available on 
eBay, especially used items, much of the dental 
products you will see are imported products 
that are not FDA approved or deceptively 
labeled as such. This could include counterfeit 
items, the repackaging of defective or expired 
goods or even the selling of outright stolen 
goods. The Food and Drug Administration is 
responsible for policing the safety and efficacy 
of medical supplies. Many drugs and materials 
are required to undergo rigorous testing by 
a 3rd party that has no financial interest in 
that product. Surprisingly, most the materials 
and equipment we use in dentistry falls under 
the “exempt” list, meaning that there isn’t 
anything particularly illegal on our side about 
using a non-FDA approved dental instrument, 
material, or piece of equipment. That list can be 
found on their website. 

That being said, we all operate under the 
standard of care which has multiple definitions 
but is generally defined as the level of care a 
prudent provider in your field would similarly 
practice. So if you decided that obturating 
root canals with bubble gum was a good idea, 
you could still be sued or lose your license. 
You still need to practice to the standard of 
what your peers consider ethical under the 
terms of your license. 

One advantage of purchasing from a reputable 
supplier is that their products do have to 
conform to the GMP or Good Manufacturing 
Practices with IS monitored by the FDA and 
requires a very thorough vetting process. 
Dental suppliers and manufacturers also 
carry liability insurance for their products so 
if you have a handpiece explode and injure a 
patient, the company would stand behind you 
financially. Products purchased outside those 
channels leave you as the solely liable person 
when something goes wrong. 

There is much feedback and opinions from 
the dental community regarding many of the 
products sold on eBay. Most of these products 
are made in China under almost zero regulation 
other than customer feedback. Obviously 
most of the products we use in life are made in 
China, so that isn’t necessarily a condemnation 
of the source as a whole. Opinions vary based 
on my own research via message boards and 
social media. The pervasive opinion seems 
to be that any item that stays in the patient’s 
mouth such as an implant, filling material, 
grafting materials or even a temporary crown 
is just flat out unethical to use unless it has 
been properly tested and licensed. Most agree 
that solid metal instruments (forceps, elevators, 
operative instruments, etc...) are reasonably 
safe to use but any instrument can break and 
create liability that would solely fall on your 
shoulders. There is much debate on handpieces 
and other mechanical equipment. While the 
value of said purchases might be questioned 
(many products arrive dead on arrival or are just 
flat our worthless), most feel there isn’t an issue 

The Lawless Frontier  
of Dental Supplies

DENTAL SUPPLIES
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with patient safety or substandard care. There 
are legitimate concerns of sterility or cleanliness 
regarding items that enter the patient’s mouth 
like mixing tips, cotton rolls, toothbrushes or 
saliva ejectors. While most of the eBay sellers 
seem reasonable about replacing dead items, 
clearly if problems pop up down the road, you 
are on your own. 

“Nobody ever said we all have to use Cadillac 
products...but we shouldn’t be using something 
different for patients than we would use for 
family and friends...I feel differently about 
equipment and instruments and disposables 
and things like that. We aren’t “selling” those 
in the service...they don’t go home inside the 
patient.” - Dentaltown.com message board

For my own experience, while I clearly found 
some outstanding values I did find most of my 
purchases were junk. The curing lights had 
poor output on the test meter compared to my 
name brand light. The burs I tried out chattered 
significantly and likely led to some handpiece 
turbines getting replaced. The twenty dollar 
shade guide wasn’t even close. In the end, I 
would think long and hard and try to envision 
the worst case scenario for any of these products 
and decide if that risk is worth the value to you. 
I think it’s perfectly commendable for dentists 
to find values, especially if those savings can be 
passed on to our patients in the end. eBay can 
be a great resource to buy legitimate products 
that can add to the value of your practice, 
however it can also be a minefield that one 
needs to be careful navigating. That all being 
said, I do love my cheap intraoral cameras. 

Examples of eBay Listings:
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Tony left a career in the ice 
cream industry to join Desco 
in 1989. Over the years 
he has worked in all areas 
of the company which has 
rounded out his skill set to 
better help him run Desco. 
Today his primary functions 
are business development and 
customer satisfaction. “Being 
a family-owned business 
allows us the opportunity to 
personalize our services to 
each and every customer’s 
specific needs.” When Tony 
is not working he enjoys 
spending time with his family 
and motorcycle riding, taking 
recent trips to Costa Rica and 
down the Baja Peninsula. 

At some point in your life you made the 
decision to become a dentist. That is likely 
the last time your decision was the same as 
your colleague’s. From there your decisions 
differed from which school to attend to 
which specialty you would choose. You 
made decisions on where to locate your 
practice, stand alone or common building, 
how many operatories, type of equipment? 
And the list goes on. Each of you and your 
practice is unique. There are over 1400 
members in the five counties that make 
up the SDDS. I have been working with 
dentists since 1989 and have never seen 
two doctors or practices exactly alike. 

So, when it comes to choosing where you 
purchase your equipment or supplies or 
what company you select for service and 
repairs, you need to choose what works for 
your unique practice. Besides the obvious 
criteria of price, performance, longevity, 
and availability, the one thing you should 
really be considering is the “value.” 

True value means your purchase will 
work for your unique situation, for you, 
your staff and your patients, today and 
into the future. Value makes the purchase 
more efficient, taking into consideration 
everything involved with the purchase. 
Value can also be found in quick and 
easily accessible contact with technicians 
for service and follow up maintenance. 

Working with a smaller company can help 
you find true value. Taking the time to 
learn how your office operates, learning 
the preferences of the dentists, hygienists, 

and assistants, listening to your plans for 
future growth, these are qualities that have 
all but disappeared in today’s world. The 
value here is getting what you want because 
somebody took the time to find out how 
you work and what you need. I remember 
working on a new office build-out about 
20 years ago. The cabinet company came 
in with sterilization cabinets and there 
was a slide-out for a Statim. The doctor 
questioned the salesman about why that 
was there. The salesman responded, “We 
always build them with a slide-out for 
Statims.” The doctor said, “I don’t have a 
Statim.” The salesman replied, “You should 
get one” and left it in the cabinets. The 
dentist ended up paying for something he 
didn’t want, need or use. The point here 
is that the salesman did not put forth the 
effort to learn what the customer truly 
wanted or needed, he sold the customer 
what he thought the customer should have. 
The value is not in making the purchase, 
but making the right purchase.

A smaller company can also provide value 
by simplifying the purchase process. We 
have been taught the purchase process is 
pulling up a website, looking at a perfectly 
staged picture, pulling out a credit card 
and ordering. In 4 to 6 weeks we get 
a big box and hope that it fits. Then we 
are required to find somebody that can 
do the wiring, somebody else to patch 
the wall, somebody to haul the old one 
away and then somebody to teach us 
how to use it. A smaller “mom and pop” 
company is usually your best resource 
for a streamlined purchase process. They 
can take the time to pull alongside of you 
during the entire process from selection, 
infrastructure modif ications, delivery, 
installation, disposal and training. It is 
not cost effective for the larger companies 
to operate in the same business model. 
The price might be lower, but the value 
is lacking. 

The Value of Working 
With Smaller Companies

By Tony Vigil 
Desco 

SDDS Vendor Member

Working with a smaller 
company can help you find 

true value.

DENTAL SUPPLIES

16  |  The Nugget • Sacramento District Dental Society



With a smaller company, value is added through a personalized 
experience. Quick response to your service needs, after hours 
service and a local number to reach a technician instead of a 
call center are all value added benefits. Being able to contact 
the technicians directly leads to better communication and 
quicker resolution of equipment issues, keeping your practice 
up and running. Establishing a long-term relationship with the 
customer facilitates the opportunity to learn the ins and outs 
of a practice. Customer specific maintenance programs coupled 
with detailed records of service gives valuable insight and 

knowledge of each customer’s situation. This knowledge allows 
for minimizing downtime and being pro-active. The value in 
working with a smaller company is a personalized experience 
with attention to detail and the comfort of knowing they are 
working for you, and have your best interests at heart.

You are a dentist, but you are also unique. Your needs differ from 
the dentist next door. Don’t settle for a “cookie cutter” approach 
from your equipment supplier but look for an experience that 
celebrates your individuality. At times, the upfront cost could 
be a little bit more, but the value will always be there into the 
future. And, isn’t that much more satisfying to get what you 
want, then being told what you need. 

Volunteer
opportunities

 
September 27-28, 2019 • San Bernardino

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

THE GATHERING INN

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

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

EVERYONE FOR VETERANS

SDDS is partnering with the national program, Everyone for Veterans, to 
provide care for COMBAT veterans and their families who cannot afford, 
nor have military coverage, dental care. Can you adopt a vet? Hope so! 
Call SDDS (916.446.1227), or email us (sdds@sdds.org), to help us 
with this wonderful program.

For More Information: everyoneforveterans.org/for-dentists.html

AUBURN RENEWAL CENTER CLINIC

VOLUNTEERS NEEDED: General dentists, specialists, dental assistants 
and hygienists.

TO VOLUNTEER, CONTACT:  
Dr. Steve Holm (916.425.6766 • sholm@goldrush.com)

CCMP

VOLUNTEERS NEEDED: General Dentists, Specialists, Dental Assistants 
and Hygienists.

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

(COALITION FOR CONCERNED MEDICAL PROFESSIONALS)

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

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

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

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

You are a dentist, but you are also 
unique. Your needs differ from the 
dentist next door. Don’t settle for a 

“cookie cutter” approach...
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Dr. Jabusch graduated from 
the University of California in 
1985. She practiced dentistry 
in Loomis, California until 
her retirement in 2015. She 
is enrolled in calculus and 
French language classes.

In an informal survey of how offices order 
supplies, I have found a variety of methods, 
ranging in the level of control and ease of use. 
One dentist allowed his sole RDA to order 
supplies with no supervision and had no set 
protocol. Unfortunately, the RDA has recently 
moved, and the dentist has had a disruption 
in his supply chain. Another sole proprietor 
did not delegate any of the responsibility and 
does the surveying of needed supplies and all 
the ordering. While this method allows the 
dentist complete control, her time for other 
important tasks is marginalized. Another 
office allowed the dental supply representative 
to enter the back office and order supplies as 
he deemed necessary. This method puts a lot 
of trust in the integrity of the dental supply 
representative. Another office used a tag 
system of supplies. Tags are placed on the 
container in the back of the supply sequence, 
triggering a response to order.

To keep dental supply cost at about 7% of 
collections, I had a self-made Excel worksheet. 
The headings were Supply Order Number, 

Month Purchased, Year Total, Description, 
and Cost. My RDA would check off items 
when she noted a low inventory of an item.  The 
worksheet allowed her to note the frequency 
of the ordering of the item and to check for 
cost comparison from other suppliers. The 
worksheet allowed for her to keep track of the 
expiration of materials, especially items in the 
emergency kit. For example, the expiration 
date of the auto injection Epinephrine pens 
could be systematically reviewed, and its 
replacement ordered prior to expiration. 
Also, the worksheet kept track of items that 
did not meet expectations and to prevent the 
reordering of these items. There are many 
brands of gloves and if not for a systematically 
approach to ordering, the brand of gloves that 
did not fit could be mistakenly reordered. 
Every three weeks, I would check the order 
list and the RDA would place the order. 

If you have an alternative way in ordering, 
please email me at djab2020@gmail.com 
and I will include it in future article.  Hope 
this helps. 

By Denise Jabusch, DDS

   Tracking  
Dental Supply Orders

Do you ever wonder why your production is high, but your take home 
wages are disappointing?  Try looking at your expenses, namely your 
dental supply expenses.  

Supply Number  Month Purchased Year Total Description Cost

12 11 10 9 8 7 6 5 4 3 2 1 0  2018  2017

3626 1 Stat Dri Plus Rinse $33.88

2232 3 4 3 2 1 1 1 1 2 2 3 4 4 2 3 Kavo Spray $29.10

4853 9 9 9 7 8 8 8 2 7 6 9 9 15 6 10 Self Seal Pouch 3.5"x9" $3.80

4854 5 8 5 6 6 6 6 4 6 0 5 4 8 3 8
Self Seal Pouch 

5.25"x10"
$11.59

5490 8 9 8 9 8 8 9 7 9 7 8 7 9 7 5 Syringe Sleeve $8.25

4275 4 4 4 5 3 3 5 6 5 3 4 3 4 4 3 Tray Barrier $11.50

Example of the worksheet used to track supply ordering throughout the year. This is a scaled down version of the worksheet which does not include all columns and the costs 
associated with the products may have changed since its last update. 
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DENTAL SUPPLIES

There is no denying that the business 
challenges for dentists across the nation 
continue to grow. Feeling the combined 
impacts of dental benefit pressures, growing 
market competition and the rapid expansion 
of large group practices, California Dental 
Association (CDA) members voiced a need 
for more support in the business side of 
practice. The association responded with a 
forward-thinking approach — the creation 
of The Dentists Supply Company (TDSC). 

TDSC leverages the collective strength of 
the association’s membership, to deliver 
significant savings on dental supplies. 
The organization does not have local 
representatives who go door to door, rather 
they make everything accessible through an 
online shopping experience and have a team 
of service representatives that can support 
members through the ordering process.   
Through the free price comparison service, 
TDSC team members  analyze shoppers’ 
invoices from other suppliers to find product-
by-product savings potential.  

The TDSC model is very unique. In 
addition to owning a distributor, they work 
with distributors and direct manufacturers, 
leveraging members’ combined purchasing 
power to secure pricing that would be difficult 

for individual dentists to realize on their 
own. Now, shoppers are realizing significant 
savings on everything from adhesives 
to X-ray materials — all from trusted, 
authorized vendors. This is a company 
directed by dentists, not shareholders. One 
of the greatest benefits as a CDA member 

is an ownership stake in the company and 
the decisions made. With the power of the 
association and organized dentistry, the 
company is able to leverage its strength to 
have more control over dental supplies.

According to James Stephens, past CDA 
president “There are few places where 
strength in numbers can mean more to 
dentistry than in the dental supply arena. 
CDA members have the kind of advantage 
that large-format corporate practices enjoy,” 

So it’s time to ask yourself, have you taken 
the time recently to scrutinize your practice’s 
dental supply purchasing processes? While 
it’s easy to get caught up in the whirlwind 
of appointments and office activity, it’s 
important to make time to evaluate your 
ordering choices and opportunities. For 
many general dentists, supplies now equate 
to 6 to 6.5% of collections or more. So, a 
practice with $800,000 in billings that is 
purchasing at the average rate could save 
more than $10,000 per year just by reducing 
supply costs by 20%.

The good news is that members don’t have to 
sacrifice the supplies they love or the brands 
they trust to control costs. As a free benefit of 
your membership with CDA , you have access 
to purchase at tdsc.com.  While every dental 
practice has unique supply needs, the drive 
to control overhead and improve efficiency is 
universal. Scrutinize your invoices, compare 
prices and encourage your office team to 
join you in seeking ways to make purchasing 
processes more cost-effective. 

By The Dentists Supply Company

A New Way to Shop  
and Save on Dental Supplies –  

The Dentists Supply Company

This is a company 
directed by dentists, not 

shareholders.

As a free benefit of your 
membership with CDA , you 
have access to purchase at 

tdsc.com.
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SOCIETY SLATE OF NOMINEES

DELEGATES TO THE CDA HOUSE
Executive Committee, continuing

Continuing 2018-2019 Term

NOTICE OF SPECIAL ELECTION OF DELEGATES
Elections will be held at the May 21, 2019 General Meeting

A special election will be held at the May 21st General Meeting to elect representatives to the 
November CDA House of Delegates; they are listed below.

The Leadership Development Committee is tasked with guiding the future of SDDS by evaluating 
and nominating leaders and representatives for our organization. They are pleased to put forth 
the below list of qualified candidates.

— Margaret Delmore, DDS, MD, LDC/Nominating Chair

Stephanie Sandretti, DDS
Morton Rosenberg, DDS

Viren Patel, DDS
Hana Rashid, DDS

Kart Raghuraman, DDS
Jagdev Heir, DMD, MD
Lisa Dobak, DDS

Kelly Giannetti, DMD, MS
Kevin Keating, DDS, MS

Bryan Judd , DDS
Carl Hillendahl, DDS
Volki Felahy, DDS

Margaret Delmore, MD, DDS
Secretary Elect (TBA)

It's Time For... 
SDDS ELECTIONS

Nominated and Slated for 2019-2020 Term

Course Overview:

This course will encompass an update on a 
multimodal approach to analgesia in Dentistry. 
There is more to life than Norco. Here is what you 
need to know about opioids, the potential risks 
for addiction and alternatives to opioids and drugs 
for that matter. What is the most effective way 
as a prescriber to provide the required informed 
consent to a minor before prescribing an opioid? 
Furthermore, we will delve into the California 
legalization of Cannabis, also known as marijuana 
used for medical and recreational purposes and 
how it affects your day to day practice. Even 
though federally marijuana is still a schedule I 
drug it’s here and we need to be in the know. 
Pain and pot what a way to spend an evening.

Presented by Hieu T. Tran, PharmD

Hieu T. Tran obtained his Doctorate of Pharmacy 
(Pharm.D.) degree from the Philadelphia College of 
Pharmacy and Science in 1993. He completed a 
Post-Doctoral Fellowship in Clinical Pharmacology 
with a sub-specialty in Cardiovascular Therapeutics 
and Antiarrhythmics at Hartford Hospital and the 
University of Connecticut. 

Dean Tran was the Founding Dean at Sullivan 
University College of Pharmacy (SUCOP) where 
he has led the Pharmacy program to a successful 
accreditation. In 2012, Dean Tran was promoted 
to be the Founding Vice-President of the College 
of Health Sciences at Sullivan University while 
retaining his title as Founding Dean and Professor 
of the Sullivan University College of Pharmacy. 

Drugs and Dental…A New Concoction

5:45pm: Social & Table Clinics

6:45pm: Dinner & Program

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

Tuesday, May 21, 2019

To get registered for this class, fill 
out the insert in this issue or head 
to sdds.org/events/maygm2019  
to sign up today!

GET SIGNED UP FOR THE MAY GENERAL MEETING TODAY!
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Let Us Show You How We’ve Remained  

Northern California’s Preferred  

Dental Practice Broker  

For Over 45 Years 
Timothy G. Giroux, DDS & Jon B. Noble, MBA 

ASK THE BROKER 
If you have been thinking of 
retiring, this year might be a 

good time to do it! 

WESTERN PRACTICE SALES 

LOCALLY OWNED 

BY DENTISTS, 

FOR DENTISTS 

Years ago, the JADA published an article with the 
prediction that an extremely large number of practices 
would hit the market when “baby boomers” start to 
retire. That “excess” of practices for sale was 
predicted to start happening around 2012. That 
prediction was delayed by the 2009 “crash” as the 
“boomers” had to hold onto their practices to make up 
for losses in their retirement portfolios. Well, we are 
now starting to see a significant interest in those 
boomers starting to retire and the supply of practices 
on the market is rising. Basic economics of supply and 
demand dictate that the greater the supply, or the 
lowering of demand, will result in a negative influence 
in market pricing. Unfortunately the Millennial mindset 
of not wanting to own a practice combined with the 
enormous debt of the recent dental school graduate is 
also lowering the demand for practices in the 
marketplace. Therefore we have a unique situation 
where market pricing is now being negatively 
influenced by both sides of the equation. 

I have always advised my clients that are thinking of 
retiring to usually do so when they simply do not want 
to pick up the drill anymore, as compared to retiring 
early before their practice numbers begin to wane. Of 
course, that decision needs to factor into other 
financial and personal needs, but if you are leaning 
towards the retirement side of that equation, sooner 
than later might be good advice in our current 
situation. We are always happy to give you a free 
consultation on your local dental practice sale market 
and look at your specific needs. 

I have written a book “Top 10 Issues for 
Dentists Contemplating Retirement in 10 
Years or Less” that we will send you at no 
charge if you simply call or email us for a 
copy. It details many issues such as the 
lease, capital expenditures for equipment, 
and when to remodel the office. Please 
contact our office via email at 
wps@succeed.net or call 800-641-4179 to 
receive your free copy. 

EN-664 SACRAMENTO Facility: 2300sf w/ 4 ops.  Now Only: $30k 

EG-910 MIDTOWN SACRAMENTO: 1107 sf w/ 2 ops + 1 add’l. $248k  

EG-965 SO AUBURN VICINITY:  Ideal opportunity. ~1100 sf w/ 4 Ops. $350k  

EG-968 SACRAMENTO:  Desirable, mid-town neighborhood w/ 5 Ops. $550k 

EG-972 ELK GROVE: Prime location!  ~3500 sf w/8 ops +add’l. $599k  

EN-836 CITRUS HEIGHTS: 1300sf w/3 ops + 2 add’l. $188k  

EN-885 ROSEVILLE Facility: 1000sf w/3 ops. $65k Real Estate Available 

EN-899 DIXON:  State of the Art. All the Bells & Whistles. 3 ops. $95k 

EN-935 SACRAMENTO: Won’t Last Long!  1800 sf w/ 4 ops. $400k  

EN-977 MIDTOWN SACRAMENTO:  $1.4M + in 2018!  5 ops. $950k   

GN-799 PARADISE:  1800sf w/ 4 ops. Practice $375k, Real Estate $325k 

GN-953 CHICO:  Established for 55 years! 1067 sf w/ 3ops $315k 

HG-815 SIERRA CO:  1000 sf w/ 3 ops $165k/ Real Estate $437k  

HG-827 SO. LAKE TAHOE:  1200sf w/4 ops. $310k 

HG-851 SO LAKE TAHOE:  2100 sf w/ 5 ops $425k    

HG-983 GRASS VALLEY: Newly remodeled. Desirable Area.  Call For Details! 

HN-618 SIERRA FOOTHILLS: Seller Retiring! 750 sf w/ 2 ops $65k 

HN-740 SHASTA CO:    5 ops + 1 add’l. $475k/ Real Estate $350k 

HN-773 SUTTER CREEK:  1536 sf w/4 ops + 1 add’l Only $95k! 

HN-879 SONORA:  2950 sf w/ 3 ops $265k  

HG-934 GRASS VALLEY:  ~1200 sf w/ 3 Ops $225k/Real Estate Also Available 

HN-941 GOLD COUNTRY/CALAVERAS CO:  2,300sf w/2 ops + 3 add’l. $175k 

Paid advertisement
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Board Report

Volki Felahy, DDS 
Secretary

President Call to Order  
and Welcome  
Dr. Judd welcomed all Board members and 
introduced our newly appointed “Guest 
of the Board,” Dr. Amardeep Bains. The 
purpose of this position is to appoint a 
relatively new member to come to the 
Board meetings for the year, give input, 
and to make sure we recognize the opinions 
and thoughts of the newer members. This 
position is for one year and is a nonvoting 
(but very welcome!) position.

President’s Report
Big thank you for the MidWinter 
Convention. Great job!

Secretary’s Report
Dr. Felahy reported our market share at 
82.3% at year end 2018. A great year!

Treasurer’s Report
It was M/C to accept the 2018 fiscal year end 
report. Dr. Judd, Dr. Hillendahl and Cathy 
Levering reviewed the year end report. We 
are in good shape and had a good year, 
even though December investment income 
(correction!) was not good. It has recovered 
already in 2019. 

Executive Director’s Report
• MidWinter Wrap up - 650 people 

attended, 70 vendors and 150 reps 

attended, Net in the positive for the 
event. Bills are being paid still but the 
bottom line looks to be the best ever.

• SDDS Bylaws will be changed 
to reflect all CDA and ADA 
membership changes. May Board 
meeting discussion on this.

• Delegate election timeframe: It was 
M/C to change the bylaws to hold 
the election for delegates at the May 
General Meeting. This will better 
work with CDA deadlines for the 
HOD in the fall.

• The 2019 Directory will be printed 
in May, to make sure all dues payers 
have paid their dues for inclusion in 
the directory.

• A moment of silence in memory of 
Dr. Bev Kodama. She will be missed. 

Old Business
Committee Updates / Liaison Reports

• Legislative Advisory – Chair, Dr. 
Bains, would like to conduct a survey 
to the SDDS Active members. This 
will be done in March and results 
presented to the Board at the May 
Board meeting.

• Botox update - Discussed that there 
has been discussion on how CDA and 
the Board will proceed.

• Strategic plan – we are on track

New Business… New Ideas 
Dr. Delmore reported on the progress of 
the Nominating / Leadership Development 
Committee – they will have a final report 
for approval at the May Board meeting 
(Hint – GREAT volunteers are agreeing to 
serve – whoo hoo!)

Trustee Report
Drs. Jones/Carrington reported on their 
February 22nd-23rd meeting: Discussed 
benchmarks for the BOT and assessments. 
Established a Medicare taskforce. Reported 
on TDIC and TDSC success and expansion. 

Adjournment
The meeting was adjourned at 8:25pm

Next Board Meeting: 
May 7, 2019 at 6pm

March 5, 2019
Highlights of the Board Meeting
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Analgesic Services, Inc.
Prompt, Reliable, and Complete Medical Gas Services

California    |    Arizona    |    Colorado
Phone 916.928.1068    Fax 833.790.5293

www.asimedical.com

• Repairs & Maintenance
• Complimentary Route Services
• Same Day/Emergency Services

• Inspections & Certifications
• Installations & Renovations

We are a full services medical gas provider and have been servicing Dental 
professionals for over 40 years. We specialize in Nitrous Oxide deliveries, equipment 

sales and repairs, cylinder maintenance, annual inspections, and technical support. 

S D D S  S P E C I A L !

Medical Gas 
System

Inspection

MENTION THIS AD TO UNLOCK THIS OFFER! 
CALL US TODAY TO SCHEDULE AN 

APPOINTMENT! (916) 928-1068

$39.95
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February 21 & 22, 2019  • MidWinter Convention

2 Days of CE • 198 Dentists • 449 Staff & Other

A yearly tradition now; we travel from Napa 
County to attend this event. Fantastic 
speakers with great info for everyone 
on our team, re-licensing courses are 
always available! Such a well organized, 
informative, enjoyable event. The food is 
delicious. Great team bonding time!

- Julia Villa, DDS
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It was an amazing event! Every class I attended was excellent! From 
the speakers to their content to their presentations, I was really 
impressed! The problem this year was that I could not attend all the 
classes I wanted to because they overlapped and I could only attend 
one lecture at a time. There was a nice variety of vendors in the exhibit 
hall this year. Again, it was worth every penny spent for my staff and 
me to all attend.

- Ronald L Rasmussen, DDS

At the event this year, we had a board to mark 
where you have done dentistry throughout 
the world! Dentists and staff placed pins all 
over the globe! Dr. Romary placed a great 
number of pins due to his service in the US 
Navy. He even placed on in the middle of the 
Atlantic Ocean!

70 Exhibitors • 900 Cups of Coffee Consumed
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YOU
THE DENTIST, THE EMPLOYER

YOU ARE A DENTIST. You are also an 

employer. Employee evaluations, hiring 

and firing, labor laws and personnel files 

are an important part of that. This monthly 

column, will offer current employment 

law information pertinent to you —  

the dentist, the employer.

SDDS HR Hotline
NEW EXCLUSIVE NUMBER  
FREE TO SDDS MEMBERS!

888.784.4031

MEMBER

BENEFIT!

If the highlight of the team meeting is 
the doughnuts, or worse – venting with 
little hope of change - it’s time to shift the 
agenda! Managing a dental practice is no 
easy feat. The daily demands of providing 
top quality dental care are so much more 
than the actual treatment provided. 
Dentists must communicate effectively 
with patients and staff, ensure compliance 
is maintained with proper protocols, 
monitor scheduling, check on lab cases, 
communicate with specialists and oversee 
the business aspect of the practice. The list 
of responsibilities can feel daunting.

Team meetings should not be an added 
burden to an already diff icult job. 
When structured properly, they can 
provide motivation, additional learning 
opportunities, brainstorming sessions, 
facilitate communication and provide  

added enthusiasm that helps move 
practices forward. Start with setting and 
communicating clear objectives for your 
monthly meetings. This is a team building 
event – don’t save up all the little things to 
discuss. Small items, such as “don’t forget 
chart notes need to be completed by the 
end of each day”, can be addressed quickly 
at morning huddles. The monthly team 
meeting is reserved for growth topics. It 
is a chance for everyone to hear the same 
information at the same time. The “no one 
ever told me” excuse is gone forever. Try out 
the following agenda to create a meeting 
everyone looks forward to!

Kudos (10 minutes)

Celebrate your success as a team! Inspire 
each other. Allow time for everyone to 
throw out a “kudos” for a team member 
that went the extra mile last month. 
Perhaps someone worked through a 
difficult communication with a patient 
that ended in smiles, or someone stayed 
late to help with a case that ran longer 
than expected, or covered for a staff 
member that was out sick. Don’t miss an 
opportunity to pat someone on the back. 

Time for kudos will start the 
meeting on a positive note.

Follow Up (10 minutes)

Review the notes from the 
previous meeting and the 
assigned task list. If someone 
wasn’t able to complete 
their assigned task, f ind 
out why and offer support 

to make this happen. Time for follow up 
holds team members accountable.

New Business (20 minutes)

This time is reserved for staff members 
to bring up topics that need clarification, 
reminders to follow set protocols, and 
general questions. Hopefully, most of the 
quick questions and clarification have 
taken place at the morning huddle. This is 
a time for discussions that need more time 
than the morning huddle allows. Sadly, 
many practices don’t move past this section 
of their team meeting. When the team 
meeting gets stuck here, it is impossible to 
provide a meeting that is both productive 
and interesting. It is critical to move 
through topics in this section and allow 
enough time for the next agenda item…
growth topics.

Growth Topics (40 minutes)

The positivity doesn’t end with kudos- the 
bulk of the meeting is spent on growth 
topics. These topics are initiated by 
either the dentist, who has identified an 
area that he/she would like to coach and 
teach, or initiated by staff members that 
are requesting additional knowledge. Post 
an agenda in a central location so staff 
members can add to it as topics come to 
mind. Need ideas?

• Share the practice performance, are 
the numbers matching the growth 
goals? If not, brainstorm solutions.

• Share what the dentist looks for in a 
panoramic or cone beam image.

Team Meetings in the Dental Office  
Tips To Make Them Productive and Interesting
Reprinted with permission from Burkhart (SDDS Vendor Member)



• Share a case that was difficult or complicated and 
review best protocols.

• Review scripting and critical patient transitions from 
the clinic to the administration team and between the 
doctor and clinical staff. What needs to be handed off 
in front of the patient for enhanced case acceptance?

• Improve patient interview skills and review open-ended 
vs. close-ended questions.

Once a growth topic is selected, don’t stray from this 
objective. Meetings go awry quickly when the train is 
derailed from the track. As side-line topics are introduced, 
add them to the topic list for another meeting and get the 
train back on track.

Closing Comments (10 minutes)

The last 10 minutes should wrap up the meeting, create 
an action plan and assign needed tasks to individual team 
members. Task assignment creates accountability and 
further supports accountability. Rotate the role of note 
taking at meetings. Meeting notes should be posted in a 
central location.

Team meetings help the staff stay focused on what really 
matters to the doctor. They develop team synergy and create 
a sense of importance for the work they are contributing 
to. Dental teams change lives; be proud of what you do 
and let your team meetings continue to further hone skills 
and allow open communication to support patient care and 
practice goals!

To be clear….don’t forget the doughnuts! 
Burkhart’s Practice Support Team can help you create topic ideas and 
implement effective and interesting meetings, with the coaching needed to 
meet your goals. Burkhart has been a Vendor Member with the Sacramento 
District Dental Society since 2011!

ASSOCIATE POSITIONS AVAILABLE
Douglas Lott, DDS • Sacramento • PT/FT • GP
Jason Scorza, DDS • Sacramento •PT/FT • GP
Amy Woo, DDS • Sacramento • 1 day/wk • GP
Make A Smile • Sacramento • PT/FT • Pedo/Ortho/Endo/OS
SmileTime • Sacramento • PT/FT • GP
Jacqueline Delaney, DMD • Sacramento • FT • GP
Paul Raskin, DDS • Sacramento • FT/PT • Prosth
Weideman Pediatric & Orthodontics • Citrus Heights • FT (4-5 days) • Ortho
Kids Care Dental • Bay Area • Ortho
Sean Avera, DDS • Auburn • Perio
Robert Catron, DDS • Cameron Park • FT/PT • GP
Ana Maria  Antoniu, DMD • Sacramento • FT/PT • GP
Surfside Kids Dental • Sacramento • FT/PT •  Pediatrics
James Childress, DDS • Davis • PT • Perio
Han Do, DDS • Sacramento • FT • Ortho
Dan Gustavson, DDS • Roseville • PT • GP
Hossein Kazemi, DDS • Roseville • PT • GP
Amy Woo, DDS • Sacramento • PT • GP
Uriel Carranza, DDS • Sacramento • FT/PT • GP
Hamid Shirazi, DDS • Davis • P/T (w/option for buy-in) • Perio
R. Bruce Thomas, DDS • Davis • FT/PT • GP
Charles Tran, DDS • Sacramento • FT/PT • GP
Virender Grewal, DDS • Elk Grove • FT (w/option for buy-in) • GP
Matt Comfort, DDS • Roseville • FT/PT • GP
Clifton Nakatani, DDS, MSD • Sacramento • FT/PT • Perio
Christopher Schiappa, DDS • Volcano • PT • GP
Binh Dao, DDS • Roseville • PT • Endo/Oral Surgeon
Ike Rahimi, DMD • Placerville • PT • GP
Anthony Dang, DDS • Rancho Cordova • PT • GP
Lynn Judd, DDS • Folsom • FT (w/option for buy-out) • GP
Quynh-Trang Pham, DDS • Sacramento • PT • GP
Hoang Truong, DDS • Sacramento • PT • GP
Eloisa Espiritu, DDS • Lincoln • FT/PT • GP
David Park, DDS • FT/PT • GP
Gilbert Limhengco, DDS • Natomas/Citrus Heights • PT • Endo
Hung Le, DDS • S. Sacramento • PT • GP
Timothy Herman, DDS • Roseville/Lincoln • FT/PT • GP
Kids Care Dental & Ortho • Calvine/Elk Grove • FT • GP, Ortho
Elizabeth Johnson, DDS • various Wellspace locations • FT/PT/Fill-In • GP

DOCS SEEKING EMPLOYMENT
Diya Talwar Hill, DDS • PT • GP
Jordan Thomas, DMD • PT/FT • GP
Raveena Kanwar, DDS • PT/FT • GP
Shweta Haldipur, DDS • GP
Robert Nisson, DDS, MSD • PT • Ortho
Ramona Rivera, DDS • Sacramento • GP
Kavneet Bindra, DDS • PT • GP
Omid Niavarani, DDS • FT/PT • Oral Surgeon 
Bruce Taber, DDS • Fill-In • GP  
Steve Murphy, DMD • FT/PT • Endo

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

KEEP UP TO DATE...
on all of our upcoming SDDS 

events by liking us on Facebook!
facebook.com/sddsandf/
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SDDS Foundation
Get Ready to Golf for a Good Cause

Winning with Crowns for Kids!

The Sacramento District Dental Society’s 
Foundation Annual Golf Tournament is 
coming up soon! On May 10th join your 
fellow SDDS Members in a day of golfing, 
competition and camraderie all in support of 
the Foundation! 

There are multiple ways to get yourself 
involved in this awesome event! You can sign 
up yourself as a single golfer and get placed 
with a team, or grab three of your friends 
and sign your whole group up to complete 
as a foursome! There are also lots of great 
sponsorship opportunities that all help 

support the Foundation and this great event! 
You can sponsor anything from a tee or green 
all the way up to lunch for the day! 

You’ll run into lots of great Vendor Members 
and exhibitors at each hole of the course 
excited to see you and ready to provide you 
with refreshments and tasty snacks along your 
journey to the end of the course! 

Make sure to get yourself signed up for 
this awesome annual event! It’s sure to be a 
great time and, best of all, it’s supports our 
wonderful Foundation and all the great 
projects it does in our community!  

Our partner, Star Refining offered a drawing 
for a $250 gift certificate for lunch at the 
restaurant of your choice for offices that 
brought in scrap metal. The winner of the 
contest was Dr. Karen Yee! Dr. Yee attended 
the convention all the way from the Bay Area!

Also, an additional $250 went to the office that 
brought in the MOST scrap metal. Our big 

winner was Dr. Jill Beams! Thanks so much for 
your contributions! 

Congratulations to you both!

Thank you to all who contributed to this great 
cause, and a special thanks to Jim Ryan of Star 
Refining for partnering with us for our Crowns 
for Kids program.  

Swing for Smiles!

Contests! • Drinks On The Course! • Raffle Prizes! • Golf Souvenirs!

Get signed up today for our Annual Golf Tournament to benefit the Sacramento 
District Dental Society's Foundation! Golf for a good cause!

May 19, 2019
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Here’s what you can expect as a
LIBERTY Dental Plan provider:
No Capitation  LIBERTY’s Medi-Cal Dental Program pays entirely 
on a Fee For Service Basis per procedure

Fast Payments  Enjoy easy online records processing with 95% of 
claims paid in as little as 10 days 

Less Red Tape  Zero to minimal pre-authorizations – Ultimately 
qualifying you for NO pre-authorizations

Quick, Easy Enrollment  Dentists joining our network are 
contracted, credentialed and seeing patients within just 10 days

Higher Satisfaction  9 out of 10 network dentists ranked LIBERTY 
as the Medi-Cal dental plan doing the best job.* * i/m marketing Study, Feb. 2016

“LIVE” Customer Service Representatives 

LIBERTY’s Medi-Cal Dental Program
frees you to grow your practice
and provide great care.

Why are more dentists (and kids) smiling?
The freedom of LIBERTY Dental Plan!

LIBERTY
DENTAL PLAN®

Making members shine, one smile at a time™

www.libertydentalplan.com

LIBERTY’s Medi-Cal Dental Program is currently in Sacramento and Los Angeles counties. 
To benefit from our support and be free to do more dental work
vs. paperwork, contact Melinda Anderson at LIBERTY today. 

mbitney@libertydentalplan.com
Office: 888.273.2997 x265
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The Dentists Insurance Company continues to innovate and grow.  
With a heritage of 38 years and counting, TDIC now delivers dentist-focused protection to 
more than 19,000 dentists in 10 states – and we’re growing to protect even more. Our success 
is due in no small part to the collective strength of our company, the trust of our policyholders 
and focus of our dentist-led volunteer board of directors.

It’s our privilege to serve a community of dentists who are engaged in the future of their 
profession. Together, we’re stronger than ever.

empowered  

Protecting dentists. It’s all we do.®
   

800.733.0633 | tdicinsurance.com | Insurance Lic. #0652783



This is new current legislation that is being 
introduced in Washington DC. This has 
been in the works for many years and now 
we have a bi-partisan support to regulate and 
enforce a full range of Federal Antitrust laws 
against health insurance companies engaged 
in anti-competitive conduct. 

This bill will make them accountable. The 
American Dental Association will be asking 
dentists to contact their Representative’s in 
Washington to ask them to support this 
bill. ADPAC is working on behalf of the 
Dental Profession with this bill and on many 
different fronts to support dentistry and the 
public that we serve.  The following is a letter 
from Dr. Brad Barnes:

Senate and House introduce McCarran - 
Ferguson Legislation

S. 350 / H.R. 1418

Advocates,

In February, Sen. Steve Daines of Montana, 
Sen. Patrick Leahy of Vermont, Rep. Peter 
DeFazio of Oregon, and Rep. Paul Gosar 
of Arizona introduced Senate and House 
versions of the “Competitive Health 

Insurance Reform Act,” a bill that would 
repeal the McCarran-Ferguson antitrust 
exemption for the “business of health 
insurance.” This bipartisan and bicameral 
introduction would not have been possible 
without the grassroots advocacy efforts of 
ADA members.

With your help, after years of working on 
this issue, the Senate and House both have 
bipartisan versions of a bill that will benefit 
our profession and our patients nationwide. 
Take action today to ask your Senator to help 
advance S. 350 and your Representative to 
help advance H.R. 1418.

As you know, repeal of the McCarran-
Ferguson antitrust exemption would 
empower federal agencies like the Federal 
Trade Commission and U.S. Department 
of Justice to enforce the full range of federal 
antitrust laws against health insurance 
companies engaged in anticompetitive 
conduct. When health insurance companies 
are permitted to disregard antitrust 
principles, prices for patients can go up, 
coverage can go down, and reimbursement 
rates don’t always keep up with costs.

Thank you again for your advocacy efforts to 
obtain bipartisan Senate and House versions 
of this important legislation introduced. 
With your help, we hope to get this important 
legislation passed.

Thank you,

Dr. Brad Barnes 
ADPAC Grassroots Chair 
Normal, Illinois 

From Gary Ackerman, DDS
CDA Representative to ADPAC

Standing Committees
CPR Committee
Apr 6 • Aug 9 • Nov 15

Ethics
May 14 • Sept 25

Nominating/Leadership 
Development
Apr 2 

Peer Review Committee
TBA

Foundation
Foundation Board
Jul 30 • Nov 11

Golf Tournament                                  
TBA

Advisory Committees
Mass Disaster/Forensics Advisory
TBA

Nugget Editorial Advisory
Apr 29 • Sep 25

Strategic Plan Advisory 
Schedule as needed

Budget and Finance Advisory 
Schedule as needed

Bylaws Advisory
Schedule as needed

Legislative Advisory 
Apr 29 • TBA

New Dental School Advisory 
TBA

Leadership 
Board of Directors
May 7 • Sep 3 • Nov 5

Executive Committee
Apr 12 • Aug 2 • Oct 4 • Dec 6

Task Forces
Member Engagement/Recruitment 
Apr 29 • Sep 16

Oral Health/Prop 56 Initiatives
May 31 • Sep 13 • Dec 6

Other 
Sac Pac
TBA

CDA House of Delegates
Nov 14-17

2019 SDDS Committees Schedule

Committee Corner

What’s New at ADPAC
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The Dentists Insurance Company continues to innovate and grow.  
With a heritage of 38 years and counting, TDIC now delivers dentist-focused protection to 
more than 19,000 dentists in 10 states – and we’re growing to protect even more. Our success 
is due in no small part to the collective strength of our company, the trust of our policyholders 
and focus of our dentist-led volunteer board of directors.

It’s our privilege to serve a community of dentists who are engaged in the future of their 
profession. Together, we’re stronger than ever.

empowered  

Protecting dentists. It’s all we do.®
   

800.733.0633 | tdicinsurance.com | Insurance Lic. #0652783
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Dr. Beverly Kodama passed away on February 23rd after a 
long and ferociously fought battle with cancer. Dr. Kodama 
graduated with honors at UCSF School of Dentistry in 1981. She 
enjoyed practicing dentistry in Sacramento for more than 30 years 
and was dearly loved by all her patients. She was a proud member of the 
Sacramento District Dental Society and the SDDS Foundation, recently 
serving on both Boards of Directors.  She served for many years on various 
SDDS Committees and was an instructor for TDIC as well. In 2017, Dr. 
Kodama was awarded the prestigious Dr. Bob Gillis Memorial Award for 
extraordinary dedication to leadership and volunteerism.

Dr. Kodama is survived by her husband, William Galloway, her sister, Candy 
Kodama as well as many aunts, uncles, cousins, extended family members, 
and a multitude of friends. 

A celebration of her life will be held April 13, 2019 at 10:30AM at Del Paso 
Country Club in Sacramento. PLEASE TAKE UBER OR LYFT – parking is 
limited. In lieu of flowers, she has asked contributions to be made in her 
memory to the SDDS Foundation or the Sacramento SPCA.

Remembering  
Dr. Beverly Kodama

We will all miss you! 

Thank you for the 
inspiration and memories 

you have given to all of us!



 

 









10604 Industrial Avenue, Suite 150, Roseville, CA 95678 
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916.784.8200       BurkhartDental.comSALES • EQUIPMENT • SERVICE

O�ering Choice
THROUGH OUR PARTNERS

Ask your Account Manager
HOW YOU CAN SAVE

What if we told you
there are additional savings
to be found in your supply 

percentage overhead?
In 2017, we saved our

Supply Savings Guarantee clients

$15,777,949
100% CONFIDENTIAL, 100% GUARANTEED

We provide a comprehensive analysis to identify at 
least a 5% savings. If we don’t find you the savings, 

we’ll credit you the difference.



The Board of Directors for the California 
Dental Association met on February 22 and 
23, 2018. The following is a summary of 
that meeting.

The California Dental Association partnered 
with BoardSource to conduct a Board of 
Trustee assessment. The Board’s performance 
was assessed in the following areas, which 
were identified by BoardSource as the primary 
roles and responsibilities of association boards: 
establish CDA direction with regard to our 
mission and strategy, ensure CDA resources 
with regard to funding and the public 
image and the Board composition, provide 
oversight with regard to programs, finance 
and the Chief Executive as well as the board 
structure and the operations of meetings. 
CDA’s responses were benchmarked against 
other nonprofit boards that completed this 
assessment. The comparison to peers allows 
CDA to identify areas of strength and areas 
in need of improvement.

The Board approved the establishment of a 
Medicare Task Force             

The purpose of the Task Force goal is to 
identify and prepare a report regarding 
the potential implications of the inclusion 
of a dental benefit within the Medicare 
program, considering the changing dental 
benefits marketplace both in California and 
nationally. The report will include a summary 
of relevant CDA and ADA policies, current 
national advocacy efforts, proposed benefit 
designs, and potential economic factors for 
patients and dentists. The report may also 
include policy or other recommendations.

The Board approved the revised 2019 
management objectives for the executive 
director.

The Board approved the 2020 Trustee 
allocation which resulted in no change to 
the current allocations.

The Board received an update on TDIC 

The Board was advised that TDIC completed the 
merger of Dental Benefits Insurance Company 
(DBIC), Dentists Benefits Corporation (DBC) 

and Northwest Dentists Insurance Company 
(NORDIC), uniting all companies as one, and 
extending coverage to over 5,000 additional 
policyholders in five states.

In closed session the Board reviewed and 
approved changes to the peer review manual 
regarding cases involving minors. The Board 
approved modifications to the peer review 
process for cases involving minors, requiring 
that a minor’s compromise process be 
completed if a refund is issued.

A TDSC update was provided in closed session 
but it was noted in open communication that 
TDSC out-of-state expansion has resulted in 
twenty-one affiliated states thus far.

A legal update and a legislative update were 
provided in closed session. 

In closed session, the Board conducted the 
annual evaluation of the CDA executive 
director, Peter DuBois, based on the prior 
year’s management objectives. Stewart Gill 
of Jackson Hole Group, an independent 
consultant, guided the evaluation process. 
Mr. DuBois prepared a self-assessment of 
his performance. The Jackson Hole Group 
conducted an electronic survey to solicit 
feedback from the Board, (including the 
Executive Committee), Council, Committee 
and Board Chairs, and Executive Team 
Members regarding the Executive Director’s 
performance. The subsidiary Boards of 
Directors (TDIC/IS and TDSC) also 
conducted reviews, providing feedback 
regarding the Boards’ respective objectives. 
Additionally, the CDA Foundation Board 
Chair was available to provide feedback 
regarding foundation activities. The Board 
approved the 2018 evaluation and bonus 
award for the CDA Executive Director.

The Board received an update on the portfolio 
dental licensure examination as well as a 
presentation by Dr. Steven Friedrichsen, 
Dean, College of Dental Medicine, Western 
University of Health Sciences; Dr. Steven 
Morrow, Vice President, Dental Board of 
California (DBC); and Dr. Sigmund Abelson, 
Associate Dean of Clinical Affairs, University 

of the Pacific, Arthur A. Dugoni School 
of Dentistry. CDA anticipates potential 
legislation may be introduced during the 
2019-2020 California legislative session to 
update California’s portfolio examination. 
CDA’s leadership will be necessary for any 
successful licensure examination effort.

The portfolio dental licensure examination was 
authorized in 2010 and it was implemented in 
California in 2014. In the California exam, 
known as the Hybrid Portfolio, the student 
candidate completes the required competency 
examinations throughout their dental 
school tenure, utilizing normal standards of 
patient care. Data presented at the meeting 
indicated that not all the dental schools were 
able to successfully implement the portfolio 
examination. In addition, those that did 
saw a rapid decline in interest in the exam 
among dental students as of 2016. Primary 
among the reasons, as reported by students 
and deans, was the lack of portability for a 
license via portfolio examination. However, 
support remains high in California for 
portfolio as an optimal clinical examination 
methodology that should result in a portable 
license. National and California-based exam 
activities and discussions will continue into 
2019, and CDA, the dental schools and DBC 
must be prepared to understand and support 
examination improvements.

The Board approved the ADA thirteenth 
district delegation recommendation.

The Board approved the 2019 management 
objectives.

The Board approved contributions to the 
Children’s Dental Health Project and to the 
Erin Aaber Givans memorial scholarship fund.

In open session, the Board also received an 
update on organizational highlights and a 
financial overview.

Next CDA Board of Trustees Meeting: 
June 7-8, 2019

Trustee Report

February 22-23, 2019
Highlights of the CDA Board of Trustees Meeting Adrian Carrington, DDS & Terry Jones, DDS

SDDS Trustees
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Post your jobs FREE!

Join Swiss Monkey and let us match you up!
(916) 500-4125 contact@swissmonkey.io www.swissmonkey.io

THERE’S MORE.. .  
SEARCH & CONNECT WITH CANDIDATES.  

CONCIERGE SERVICES.  
PRACTICE MANAGEMENT SERVICES.

 DYNAMIC TEMP MODULE.

GREATER PLACERVILLE: Price Reduced! Selling for less than 50% of 2017 
collections of $699K. 25 min. from El Dorado Hills. Owner wants to retire, priced for 
quick sale. 1500+ sf 4 Ops. Dentrix, 2 Schick sensors, new server & CPUs. #CA407
GREATER SACRAMENTO: Established practice in well-designed 1846 sf dental 
office condo. 5 Ops, Dentrix G5.2 software, Global microscope, I/O camera. Quality 
dental building location with plenty of windows, in a high traffic-count location. 2017 
GR of $1M+ on 4 day/wk. Condo must be purchased with practice. #CA545
GREATER SACRAMENTO: NEW LISTING! PPO Practice/Condo in a stable 
community for 33 yrs. in well-known dental and medical area. 1390+ sf office. 4 Ops, 
digital X-rays, imaging system, I/O camera. 2017 GR $652K. #CA561
GREATER SACRAMENTO: 4 Ops, approx. 1500 sf in professional building on 
major thoroughfare, equipped w/ digital X-rays, digital Pan, I/O camera, laser, and 
CAD/CAM. Relocating. #CA516
GREATER SACRAMENTO: North Area: Modern 4 Op w/ 5th Open, PPO practice, 
1664 sf. Higher-end TI's and neighborhood, Gendex sensor, I/O camera, Nomad, Pano 
and Laser. 2017 GR $755K on 33 avg. hrs./wk. #CA550
GREATER SACRAMENTO: El Dorado Hills/Folsom Area: 3 Op, PPO practice in 
approx. 1399 sf. High-end TI’s and neighborhood, SoftDent, Carestream sensors, I/O 
camera. 2017 GR $506K on 4.25 day/wk. #CA543
SACRAMENTO: 3 Ops, great shopping center location, digital X-rays, ready to move 
in to. 2017 GR of $572K, open 30 hrs./wk., 29 yrs. goodwill. #CA527
SACRAMENTO AREA: NEW LISTING! GP & Specialty HMO/some PPO Practice. 
Approx. 5000 sf building avail. with Practice. 9 Ops, digital sensors, imaging system,   
I/O camera, digital pano. 2017 GR $1.1M. 2018 Quickbooks (to be verified) GR $680K. 
#CA567
SACRAMENTO: Efficiently run practice, 4 fully equipped Ops, Practice Web 
software, I/O Camera, digital X-ray. 2017 GR $1M. Low overhead. #CA510

PRACTICE SALES     VALUATIONS/APPRAISALS      TRANSITION PLANNING      PARTNERSHIPS      MERGERS      ASSOCIATESHIPS

dental Practice Brokerage
Stop by booth #1568 at CDA!

www.henryscheinPPT.com 1.800.519.3458NORTHERN CALIFORNIA OFFICE

Henry Schein Corporate Broker #01233804  

Jay Harter 
LIC #01008086

36 Years in Business
(916) 812-0500

Jay.Harter@henryschein.com

This is a sample 
of our listings.

2/12/2019   

Dr. Thomas Wagner
LIC #01418359

40 Years in Business
(916) 812-3255

DrThomas.Wagner@henryschein.com

For more information, visit: 
www.henryscheinPPT.com

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

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

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

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

CDA Practice Support  .  . (866) CDA-MEMBER

  (866-232-6362)

TDIC Insurance Solutions  . (800) 733-0633

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

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

TOTAL ACTIVE MEMBERS: 
1,396

TOTAL RETIRED 
MEMBERS: 288

TOTAL DUAL 
MEMBERS: 9

TOTAL AFFILIATE 
MEMBERS: 17

TOTAL STUDENT
MEMBERS: 10

TOTAL CURRENT 
APPLICANTS: 3

TOTAL DHP 
MEMBERS: 52

TOTAL NEW 
MEMBERS FOR 2019: 25

TOTAL 
MEMBERSHIP
(as of 3/11/19:)

1,774

MARKET 
SHARE:
82.3%

RETENTION RATE: 99.0%
ENGAGEMENT RATE: 79%

FARKAD ALAZZAWAI, DDS
General Practice

Dr. Alazzawai earned his dental degree 
internationally in 2018. 

BRANDON DOLE, DDS
General Practice
Promenade Dental Group

Dr.  Dole earned his dental degree at UOP Arthur 
Dugoni School of Dentistry in 2014 and did a 
General Practice residency at University Medical 
Center in 2015. Dr. Dole works in Sacramento.

JASON FRANCIS, DMD
General Practice
Delta Dental

Dr. Francis earned his dental degree at Temple 
University School of Dentistry and works in 
Sacramento.

JEFFREY GAWLEY, DDS
Transferred from Butte-Sierra Dental Society
General Practice
Office of Kirk Hanson, DDS

Dr.  Gawley earned his dental degree at Loma Linda 
University in and works in Auburn.

LA VONNE HAMMELMAN, DMD, MPH
General Practice
Office of Dr. April Westfall & Diamond Springs 
Dental

Dr. Hammelman earned her dental degree and a 
graduate degree at Arizona School of Dentistry 
and Oral Health in 2010 with a specialty in Public 
Health. Dr. Hammelman works in South Lake Taho 
& Diamond Springs.

SAMAN MANESH, DDS
General Practice
Chapa-De Indian Health

Dr. Manesh earned his dental degree at Herman 
Ostrow School of Dentistry in 2012 and works in 
Woodland.

MONICA MARQUEZ, DDS
General Practice
Make a Smile Dental

Dr. Marquez earned her dental degree at Pontificia 
Universidad Javeriana in 1998 and works in Rocklin 
& Citrus Heights.

EURIDISE MUNOZ DE ANDA, DDS
General Practice
Santa Cruz Dental Group

Dr.  Munoz de Anda earned her dental degree at 
Universidad De La Salle in Mexico in 2014 and works 
in Sacramento.

HANH NGUYEN, DDS
General Practice
Delta Dental

Dr.  Nguyen earned her dental degree at 
Northwestern University in 1999 and works in 
Sacramento.

RYAN O’DONNELL, DDS
General Practice
Folsom Hills Dentistry

Dr. O’Donnell earned his dental degree at UOP 
Arthur Dugoni School of Dentistry in 2005 and 
works in Folsom

Pending Applicants:
Vera Dooley, DDS 
Brian Kennedy, DDS 
Samen Manesh, DDS

Congratulations                                             
to Our New Retired Members! 
Curtis Vanderwalker, DDS 
Hamid Shirazi, DDS

Welcome Back!

Welcome Back!

New Members April 
2019



Flexitime® Xtreme 2
Xtremely precise, tough and efficient.

Achieve efficiency with a 30- to 90-second 
working time, perfectly suited for your more 
common single unit impressions.

Giving a hand to oral health.

kulzerUS.com

© 2019 Kulzer, LLC.  All Rights Reserved.  Flexitime®
  is a registered trademark of Kulzer, GmbH.  Distributed by: Kulzer, LLC.   4315 S. Lafayette Blvd., South Bend, IN 46614.   Phone: (800) 431-1785  

Fax: (877) 271-5211   kulzerUS.com

Contact me for promotions!
Sahel Sayfie
408.649.8921 - Sahel.Sayfie@kulzer-dental.com

Wild Berry Scent!

Construction Management
Remodels and Renovations
Tenant Improvements
New Construction

Reaching the Peak
in Building for the
Dental Industry

BlueNorthernBuilders.com  916.772.4192 CA Lic #820947
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 your horn!
We’re Blowing 

Congratulations to...Congratulations to...
Andy Dinh, one of our 2018 Yee Family Scholarship Award 
winners and current dental student at UCLA, for being the class 
of 2022's Vice President! Congrats on your accomplishment, 
continue to do great things in the dental world! (1) 

Kasi Franck, DDS and Franck Family Dental, on their 
new office! They started seeing patients there on February 26th 
of this year. Their new expanded office has ample nearby parking 
and is close to their current office on Sunset Blvd. Franck Family 
Dental was started almost 15 years ago and their practice has 
grown greatly! Congrats on your recent expansion! (2)

Paul Johnson, DDS, on being featured on the cover of Shift 
magazine! Inside the publication is an article detailing his story 
as a championship winning motorcycle racer and pediatric 
dentist! The issue highlights many high achieving individuals 
who are top athletes as well as dentists! Amazing to see Dr. 
Johnson and his incredible, fast-paced hobby! (3)

David B. Miller, DDS, on his article “A New Protocol and 
Standard of Care for Managing Open Crown Margins” being 
published in the AGD Journal!

Kathi Webb and Ann Peck, for receiving the 2018 Helen 
Andrus Memorial Award for their work in setting up the Dental 
Clinic at The Gathering Inn in Roseville! The Helen Andrus 
Memorial Award is given to those who have unselfishly given 
their time and talents to promote the dental health in the 
community! (4)

LET US KNOW YOUR NEWS!

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

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

1

2

GLOBAL 
CITIZEN 
LEARNING TO 
BECOME A CITIZEN 
OF THE WORLD

ART 
ON  ICE 

HOW FIGURE 
SKATING PREPARED 
ME FOR PEDIATRIC 

DENTISTRY 

20
YEARS 
LATER 
RAVEN’S ONLY MR. 

IRRELEVANT IS NOW 
DR. RELEVANT

A NEED FOR 

SPEED
STAYING FOCUSED IN A 

FAST-PACED WORLD

PAUL JOHNSON, DDS

REACHING 
MY 
HOW FOCUS, 
DEDICATION, AND 
HARD WORK 
ALLOWED ME TO 
LIVE MY DREAM

GOALS

HOW ENDURANCE 
SPORTS TRAINING 
KEEPS MY LIFE 
INTEGRATED.

TRAINING FOR THE 
ULTIMATE 
RACE

MY BOYHOOD 
DREAM 
WINNING THE 

WORLD SERIES IN 
YANKEE STADIUM

PURSUING

I S S U E S  I N  
P E D I AT R I C  
D E N T I S T RY  

FALL 2018

SPORTS ISSUE

The Gathering Inn 
always needs more 

volunteers! Reach out 
to them to help the 

community!

3

4
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SPOTLIGHTS:

We strive to be your single source for all your dental office needs and 
to provide you with the best customer experience and personalized 
service available. Count on Patterson Dental Supply to be there when 
you need us.

Products and Services:  
• Dental supplies
• Equipment
• Full service technical department
• Practice management
• Office design
• Financing
• Cerec Tooth Restoration System
• Schick Digital X-ray
• Eaglesoft Dental Software
• Casey Education Systems
• Patterson Office Supplies

Benefits or Special Pricing for SDDS Members:
Screening supplies & free merchandise for participants of Smiles 
for Kids

Roy Fruehauf, Branch Manager 
(916) 780-5130

Cara Montoya, Operations Manager 
(916) 780-5129
cara.montoya@pattersondental.com

PattersonDental.com 
ph: (800) 736-4688 
office: (916) 780-5100

Comprehensive real estate, business and succession planning legal 
services for the dental professional.

Products and Services:  
Real estate and development transactions including leasing and 
purchase transactions, business and corporate transactions including 
formations of partnerships and professional corporations, employment 
law, financing and equipment and practice buy-sale agreements, and 
estate and succession planning.

D. Keith B. Dunnagan 
kbdunnagan@bpelaw.com

BPELaw.com/Dental-Law 
ph: (916) 966-2260 
fax: (916) 346-4880

At last, a professional staffing service that does it all! With over 
30 years of specialization and innovative approaches to human 
resource staffing issues, Resource Staffing Group becomes your 
“partner in business.” We allow your staff to focus on the productive, 
revenue-producing side of your dental practice by turning over all 
those mundane human resource tasks including payroll, benefit 
administration, and tax preparation. Delegate those undesirable duties 
such as terminations, down-sizing, and hiring. Never fill out another 
form or attend another EDD or Labor Board hearing while you protect 
your practice from wrongful termination or sexual harassment lawsuits. 
Control skyrocketing and unexpected costs in areas like advertising, 
workers compensation, recruiting, benefits, and employment law.

Products and Services:  
• Dental Staffing: Direct hire, temporary or temporary to hire 

positions
• Payroll, Background and Drug Testing Services
• Serving the Greater Sacramento Area

Benefits or Special Pricing for SDDS Members:
5% discount for SDDS members who place a Direct Hire order

Debbie Kemper, Sr. Recruiter
dkemper@resourcestaff.com

Wendie Richards, Regional Manager
wrichards@resourcestaff.com

ResourceStaff.com 
ph: (916) 993-4182

we love
our SDDS
Vendor Members!
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Burkhart Dental Supply
Robert Kiddoo, Regional Manager
916.784.8200
burkhartdental.com
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Analgesic Services, Inc.
Steve Shupe, VP
888.928.1068
asimedical.com
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DESCO Dental Equipment
Tony Vigil, President
916.259.2838
descodentalequipment.com
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Kulzer, LLC
Sahel Sayfie  
408.649.8921
KulzerUS.com
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Western Practice Sales
Tim Giroux, DDS, President 
John Noble, MBA
800.641.4179
westernpracticesales.com
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CA Employers Association
Kim Gusman, Executive VP 
Mari Bradford, HR Hotline
800.399.5331
employers.org
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Integrity Practice Sales
Brian Flanagan
855.337.4337
integritypracticesales.com

Si
nc

e 
20

14

of The Great West

Professional Practice Sales
Ray Irving
415.899.8580
PPSsellsDDS.com
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BPE Law Group, PC
Keith B. Dunnagan, Senior Attorney
916.966.2260
bpelaw.com/dental-law
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Olson Construction, Inc.
David Olson
209.366.2486
olsonconstructioninc.com
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Blue Northern Builders, Inc.
Morgan Davis / Lynda Doyle
916.772.4192
bluenorthernbuilders.com
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GP Development Inc.
Gary Perkins
916.332.2300
gpdevelopmentcorp.com
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LumaDent, Inc
Jose Gallardo, Sales Manager
775.829.4488
lumadent.com

Patterson Dental
Roy Fruehauf, Branch Manager
800.736.4688
pattersondental.com
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DENTAL

Henry Schein Dental
Farish Thompson, Regional 
Manager
916.626.3002
henryschein.com
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Parc Studio-Interior Design                   
Claire Blocker / April Figgess
916.476.3982
parc-studio.com
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Comcast Business                   
Lisa Geraghty
916.817.9284
lisa_geraghty@cable.comcast.com

Si
nc

e 
20

14

The Foundation for Allied 
Dental Education
LaDonna Drury-Klein
916.358.3825
thefade.org

Infostar
Mike Johnstone / Greg Sconce
916.988.2323
infostarproductions.com
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Kids Care Dental
Jeff Summers  
916.661.5754 
kidscaredental.com
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Star Group Global  
Refining
Jim Ryan
800.333.9990
stargrouprefining.com
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Costa Aesthetics 
Laboratory
Nicole Costa / Jack Pherigo
916.407.2500
costa-aesthetics.com
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we love
our Vendor  
Members!

THIS  
COULD 
BE YOU!
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Group
Debbie Kemper
916.993.4182
resourcestaff.com
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Fechter & Company
Craig Fechter, CPA
916.333.5360
fechtercpa.com
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First US Community 
Credit Union
Gordon Gerwig,  
Business Services Mgr
916.576.5679
firstus.org
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MUN CPAs
John Urrutia, CPA, Partner
916.724.3980
muncpas.com
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American Pacific Mortgage
Jason Mata
800.455.0986
dentalmortgage.com
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Health Net of California
Felisha Fondren
818.543.9007
hndental.com

The Dentists  
Insurance Company
Kelli Young
800.733.0633
tdicsolutions.com
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Access Dental Plan
Lisa Rufo
916.563.6030
premierlife.com
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esLIBERTY Dental Plan
Danielle Cannarozzi
888.703.6999
libertydentalplan.com
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CareCredit
Angela Martinez
714.434.4508
carecredit.com
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MassMutual Northern 
California
Doug Van Order
916.878.3341
northerncalifornia.massmutual.com
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SDDS started the Vendor Member program in 2002 to provide resources for our members. No, Vendor Members are not exclusive, and we 
definitely have some competitive companies who are Vendor Members. But our goal is to give SDDS members resources that would best 
serve their needs. We suggest that members reach out to our Vendor Members and see what is a best “fit” for their practice and lifestyle.

We currently have 37 Vendor Members. They pay $3,900 per year; that includes a booth at Midwinter, three tables at General Meetings, 
advertising in The Nugget, and much more. Our goal is to provide Vendor Members with the opportunity to connect with and serve our 
members. We realize that you have a choice for vendors and services; we only hope that you give our Vendor Members first consideration. 
The Vendor Members program and the income SDDS receives from this program helps to keep your dues low. It is a wonderful source of 
non-dues revenue and allows us to provide yet another member benefit. Additionally, we reach out to our Vendor Members for articles for 
The Nugget (nonadvertising!). 

Our Vendor Members are financial, investment and insurance companies, legal consultants, dental equipment and supply companies, media 
and marketing companies, hr consultants, construction companies, billing consultants, practice sales and brokers, practice resource and 
staffing consultants, technology, HIPAA and security consultants, and even our Crowns for Kids refining partner! 

SDDS VENDOR MEMBERSHIP SUPPORT IS A WIN-WIN RELATIONSHIP!

Banner Bank
Shannon Mitchell, VP, Business 
Banking Officer
916.648.3470 
bannerbank.com

Bank of the West
Brandon Dena
916.767.4462 
bankofthewest.com
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US Bank
Tom Collopy
916.924.4546 
usbank.com
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Swiss Monkey
Christine Sison
916.500.4125
swissmonkey.co
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THIS  
COULD 
BE YOU!
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Advertiser INDEX

Dental Supplies, Equipment, Repair
Analgesic Services Inc.. . . . . . . . . . . . . . . . . . . 23, 40
Burkhart Dental Supply. . . . . . . . . . . . . . . . . . . 33, 40
Desco Dental Equipment. . . . . . . . . . . . . . . . . . . . . 40
Henry Schein Dental. . . . . . . . . . . . . . . . . . . . . . . . 40
Kulzer, LLC.. . . . . . . . . . . . . . . . . . . . . . . . . . . . 41, 40
LumaDent . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 40
Patterson Dental. . . . . . . . . . . . . . . . . . . . . . . . . . . 40

Dental Laboratory
Costa Aesthetics. . . . . . . . . . . . . . . . . . . . . . . . 10, 40

Dental Practice
Kids Care Dental. . . . . . . . . . . . . . . . . . . . . . . . . . . 40

Education
The Foundation for Allied Dental Education. . . . . . . 40
Dr. Pieter Linssen . . . . . . . . . . . . . . . . . . . . . . . . . . 27

Financial Services
American Pacific Mortgage. . . . . . . . . . . . . . . . . . . 41
Bank of the West . . . . . . . . . . . . . . . . . . . . . . . . . . 41
Banner Bank. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 41
Care Credit . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  41
Fechter & Company. . . . . . . . . . . . . . . . . . . . . . 42, 41
First US Community Credit Union. . . . . . . . . . . . . . 41
MUN CPAs . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 4, 41
MassMutual. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 41
US Bank . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 41 

Human Resources & Legal
BPE Law Group . . . . . . . . . . . . . . . . . . . . . . . . 13, 40
California Employers Association (CEA) . . . . . . . . . 40
Wood & Delgado. . . . . . . . . . . . . . . . . . . . . . . . . . . 40

Insurance Services
Access Dental Plan. . . . . . . . . . . . . . . . . . . . . . . . . 41
Health Net. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 41
LIBERTY Dental Plan . . . . . . . . . . . . . . . . . . . . 29, 41
TDIC & TDIC Insurance Services . . . . . . . . . . . 30, 41

Office Design & Construction
Blue Northern Builders, Inc. . . . . . . . . . . . . . . . .37, 41
GP Development Inc. . . . . . . . . . . . . . . . . . . . . 33, 41
Olson Construction. . . . . . . . . . . . . . . . . . . . . . . . . 41
Parc Studio. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 40

Practice Growth
InfoStar. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 40

Practice Sales
Henry Schein Financial . . . . . . . . . . . . . . . . . . . . . . 35
Integrity Practice Sales . . . . . . . . . . . . . . . . . . . . . . 40
Professional Practice Sales. . . . . . . . . . . . . . . . . . . 40
Western Practice Sales. . . . . . . . . . . . . . . . . . . 21, 40

Practice Services
Comcast Business.. . . . . . . . . . . . . . . . . . . . . . 23, 40

Staffing
Resource Staffing Group . . . . . . . . . . . . . . . . . . . . 41 
Swiss Monkey. . . . . . . . . . . . . . . . . . . . . . . . . . 35, 41

Waste Management Services
Star Group Global Refining . . . . . . . . . . . . . . . . . . . 41
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Classified Ads

Selling your practice? Need an associate? Have office space to lease? SDDS member dentists get one complimentary, professionally related classified ad 
per year (30 word maximum). For more information on placing a classified ad, please call the SDDS office at 916.446.1227.

EMPLOYMENT OPPORTUNITIES FOR LEASE FOR LEASE

NOBELBIOCARE TREFOILTM SYSTEM - Complete 
surgical kit (un-used) and all the components for 3 
cases. Original cost $19,600.  Special promotion cost 
was $16,000. For sale for $12,000. Surgical and 
restorative training available. If interested email Dr. Paul 
Binon at binondds@gmail.com 1/19

Planmeca Promax Panoramic and Ceph X-ray system. 
Exposure count total 14,913. Purchased new in 2005. 
Excellent condition, shipping and install not included. 
Comes with 2nd sensor. 20k OBO. contact: amber@
sacortho.com 1/19

Zeiss Pico Microscope for sale $15,000 (cost new would 
be $30,000). Upgraded Xenon light. Excellent optics and 
condition, wall mount included. Professional installation 
available. Call Dr. Koehn @ 916-941-9888 or email: 
eldoradoendo@yahoo.com.   1/18

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 of f ice for lease in Sut ter Creek. Fully 
furnished and equipped, staff available. Contact us at 
dr.lrichards@hotmail.com or 209-304-4193.  4/19-C

Rocklin-Dental office for lease 1300sq ft. 3 ops. 
plumbed, vacuum/compressor and other equipment 
available. Located on Sunset Blvd with street 
frontage in medical complex. For further info call 
916-913-6415.  4/19-C 

Office Space Available for Lease from 1,500 sq ft  to 
10,000 sq ft. Located at 3732 Auburn Blvd cross street 
Watt Ave. Contact Benny at 916-716-8506  3/19 

Two contiguous Sacramento office condos for sale, 
$205,000 & $435,000, perfect for dental use, close to 
highway 50. 6,079 sf Roseville Dental Bldg for sale/lease 
with abundant parking;  Ranga Pathak (916) 201-9247, 
Broker Associate, RE/MAX Gold, BRE01364897  2/19 

OROVILLE LEASE ~2500 sqft., 6 beautiful ops directly 
across new hospital expansion. Ideal specialty practice 
location. Lease with/without equipment options and 
improvement allowance as needed. Oroville needs 
specialists! 530-403-9770   2/19

South Lake Tahoe Dental Office Space. Long history of 
dental practice available for immediate tenancy. Space 
is 1441sq.ft. containing no equipment, great workflow 
layout with carpeting, vacuum lines, and gas connections. 
There are four exam rooms, break room, office, sterile 
room, waiting and reception areas. Please contact Doug 
at Tahoe Valley Professional Building 530-541-0870 
or e-mail at TVPHARM@SBCGLOBAL.NET. Enjoy the 
beautiful Lake Tahoe living! 1/19

Beautiful new building just completed in Auburn 
with optimal visibilty, ideal location and ample ADA 
parking. We will help design, finance, build and market 
your relocation! Lease with future purchase option. 
2-11,000 sqft spaces available for your dream office! 
www.3130ProfessionalDrive.com 1/19

Dental Office for lease in Pocket area. Garden setting 
with outside windows. 1,000 square feet, 3 operatories 
plumbed. Modern professional building of 12,000 square 
feet. Total rent, $1,500 includes all utilities and janitorial. 
Call Dr. Maroni, 916-421-3815   8-9/18

Elegant, furnished dental suite (2000 sq. ft) Located in 
custom East Sacramento dental building w/on-site parking. 
All upscale amenities including 4 operatories, lab, business 
office, private Drs. Office w/full bath, plus bonus room w/
storage. Long-term lease available. For apt. or further info 
call 916-346-0041 and leave message. 1/18

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

SACRAMENTO DENTAL COMPLEX has one 3 unit 
suite which is 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

GP ASSOCIATE POSITION AVAILABLE. 1-2 days per 
week. High quality midtown office. Salary DOE.  04/19-C 

Endodontist - Sacramento Valley Dental Specialists is 
looking to add a skilled and personable endodontist 
to our AMAZING team of doctors and support staff.  
Great earning potential with a strong daily minimum 
plus production based compensation program!  Check 
out our amazing reviews and visit our website at www.
sacvalleyspecialists.com to find out more about us! 
Interested applicants should send a copy of  their CV 
along with a  cover letter to Derek at the following email 
address (derekb@sacvalleyspecialists.com). 02/19 

Orthodontist for private office in Citrus Heights Full 
time 4-5 days per week. Our office is fast paced, 
exciting and rewarding! We have an established 
clientele and an amazing team! Apply: https://
loveteeth.apply tojob.com/apply/SWISqN5HVE /
Orthodontist-Private-Pediatric-Practice 1/19

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

Kids Care Dental & Orthodontics seeks Dentists to 
join our teams in the greater Sacramento and greater 
Stockton areas. We believe when kids grow up enjoying 
the dentist, healthy teeth and gums will follow. As 
the key drivers of our mission—to give every kid a 
healthy smile—our dentists, orthodontists and oral 
surgeons exhibit a genuine love of children and teeth. 
A good fit for our culture means you are also honest, 
playful, lighthearted, approachable, hardworking, and 
compassionate. Patients love us...come find out why! 
Send your resume to talent@kidscaredental.com. 06-7/17

Kids Care Dental & Orthodontics seeks Orthodontists 
to join our teams in the greater Sacramento and 
greater Stockton areas. We believe when kids grow up 
enjoying the dentist, healthy teeth and gums will follow. 
As the key drivers of our mission—to give every kid 
a healthy smile—our dentists, orthodontists and oral 
surgeons exhibit a genuine love of children and teeth. 
A good fit for our culture means you are also honest, 
playful, lighthearted, approachable, hardworking, and 
compassionate. Patients love us...come find out why! 
Send your resume to talent@kidscaredental.com. 06-7/17

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

EQUIPMENT FOR SALE

PROFESSIONAL SERVICES
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ARE YOU REGISTERED FOR THE GENERAL MEETING?
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TUESDAY
5:45PM-9PM
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SACRAMENTO, CA2035 Hurley Way, Suite 200 • Sacramento, CA 95825
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General Meeting
CEU TBA • $75

A Journey into the Future  
with Dr. Art Dugoni 
Presented by Arthur A. Dugoni, DDS

We are in a time of “transition.” As we know the future continues to be 
challenging, daunting, perplexing but in my view it will be awesome. The only 
constant will continue to be change. This presentation will explore some of 
those changes and our resources as we share the exciting years ahead.

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

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

Join us from 5:45-
6:45pm for a reception 

with UOP grads

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

MAY
1 HR Webinar 

Drugs and Alcohol in the Workplace  
California Employers Association 
12–1:00pm / Telecom 

3 Licensure Renewal 
California Dental Practice Act, 
Infection Control, and OSHA 
Refresher 
Marcella Oster, RDA 
8:30am–3:30pm / SDDS Classroom 

8 Lunch & Learn 
Temporaries – Tricky, Taxing,  
Terrible or Terrific? 
Troy Schmedding, DDS 
11:30am / SDDS Office 

9 General Membership Meeting 
A Journey into the Future  
with Dr. Art Dugoni 
Arthur A. Dugoni, DDS  
(reception with UOP grads before) 
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm 
Dinner & Program

12 ExComm Meeting 
7am 

18 Sacramento Theatre Company 
“Disaster!” 

29 Member Engagement/Recruitment 
Meeting 
6:15pm / SDDS Office 

 Nugget Editorial Meeting 
6:15pm / SDDS Office 

APRIL
4 Harassment Prevention Webinar 

For Supervisors/Employers  
California Employers Association 
12–2:00pm / Telecom 

4 Dentists Do Broadway 
Cats 

5 Continuing Education 
Are We in a New Age  
of Restorative Dentistry? 
Parag Kachalia, DDS 
8:30am / SDDS Office 

6 CPR BLS Renewal 
8:00am / SDDS Office 

CE

CE

CE

CECE

CE

CE

OCTOBER 5, 2019
A Gala to Benefit the Sacramento

District Dental Foundation


