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It ’s Tax Time,
Get up to Date on the Changes!



Get Ready For Our 
upCominG events

Join Us at MidWinter 2016

MIDWINTER CONVENTION & EXPO | FEBRUARY 18 & 19, 2016

The MidWinter Convention & Expo is SDDS’ biggest event of the 
year! It’s a two-day convention and expo held at the Sacramento 
Convention Center.

The MidWinter Convention & Expo brings dentists & dental 
professionals together to:

• Cover all your CE bases with SDDS! (15 CE units available)

• Enjoy world-renowned speakers on current dental topics 
and trends

• Attend the Expo to meet vendor representatives on the latest 
products and services

• Build a bond with of�ce team members
MAKE SURE YOU’RE SIGNED UP! 

SDDS.ORG/EVENTS/MIDWINTER A
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Classes Scheduled

tHURSDAy, February 18
7:30am-5:30pm

Friday, February 19
7:30am-4:00pm

Annual Golf Tournament to benefit Sacramento District Dental Society's Foundation

May 6, 2016
Empire Ranch Golf Club (Folsom, CA) • 8:00am Shotgun

ContEStS! • DRinkS on thE CouRSE! • RAFFlE pRizES! • GolF SouvEniRS!
All SDDS members and their guests are invited! hope to see you there!

Friday, May 6, 2016 • annual golf tournament

Join us for 
Dental Day at Raley Field!

JUNE 16

2016
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What is in Your Financial Statement? 
John Urrutia, CPA 

tax Law updates  
Patrick J. Wood, J. D. & Art Wiederman, CPA

Effective Tax Planning for Dentists 
Ben Anders, CPA

A primer on After tax profits  
Related to Practice Sales 
Keith B. Dunnagan, Esq. & Matthew J. Kirkpatrick, Esq. 

Dentistry And Manufacturing   
– Am i Missing a Potential Deduction?  
Craig R. Fechter, CPA, M.S. Taxation

Tax Planning; a 3 Tiered Approach 
Thomas Chandler, CFP

Why “C” Corp? 
Robert C. Duncan, J.D., CPA 
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Outstanding use of graphics
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Are You Ready 
for the Tax Season?

Leadership

president’s message

by Wallace Bellamy, DMD
2016 SDDS president

Amalgam Separator Specials for SDDS Members:

(Up To $500 In Savings)

$825 Installed

Call Desco to schedule
your appointment!

916-259-2838
4141 Citrus Ave #3
Rocklin, CA 95677
www.descodentalequipment.com

As President of SDDS, I am proud that our 
Nugget gives you the latest and the greatest 
information in a timely manner. We help 
keep you up on laws, new rules and other 
important business to help you run your 
business and be the best dentist you can be.

This issue on taxes brings forth information 
(thanks to our vendor members who were 
contributors). And speaking of vendor 
members, SDDS has almost 40 of them! 
They help support our members in their 
various areas of expertise. They help keep 
YOUR dues lower by providing non dues 
revenue to the SDDS!

With April 15th just ahead of us, it is time 
to put in to motion what we should think 
about throughout the year: Our personal, 
and, in some cases, business, taxes. What 
is new for 2016? If you practiced as a C 
corporation, Form 1120 (Corporate Income 
Tax Return) is due by this date. This date 
was previously March 15 for calendar year 
taxpayers and is one month later than in 
previous years. Also, tax extender legislation 
introduced by Congress in late 2015 would 
extend or make permanent many personal 
and business taxes. As always, consult your 
tax professional regarding your filing status 
criteria and whatnot.

Have a vision of what your taxes should 
be like. For those of us who own and/or 
operate practices in this current climate, 
it is important to not only be business 
owner/operators, but also business leaders. 
Building and developing your team 
contributes to this vision. Helping patients 
personally, often, and efficiently will make 
you and your business profitable. And 
setting attainable goals through a vision 
and with the help of your tax professional 
will hopefully make tax season manageable 
and somewhat predictable.    
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Cathy’s Corner

By Cathy B. Levering
SDDS Executive DirectorJoin the Fun… 

Fun times for SDDS members are coming! Last year the Membership 
Committee came up with the idea of doing an event at the Painted Cork 
(wine tasting and painting… always a good combination!).

It’s happening this year on March 31st. Hope you will attend and join in the 
fun (see the insert in this issue of the Nugget).

This year the Member Events Task Force, under the direction of chair Dr. 
Jennifer Drew, will offer ideas for other fun events. In addition to the listed 
events below, they would welcome some suggestions for fun things you’d 
like to do; and you can bring your friends and family!)

•	 March 31 – Painted Cork event

•	 May 6 – Golf Tournament (benefitting the Foundation)

•	 June 16 – River Cats game

Other ideas coming…

•	 Fall Harvest Wine Bus Trip

•	 And maybe even a few more fun events (Have an idea? Let us know.)

MEMBER SURVEY RESULTS

Thank you to the 381 members who answered the survey – that’s an amazing 
24% response rate! WOW!!!!! (The norm in associations is 7-10%.) In the 
coming months we will report back to our membership the results of the 
survey. But, just as a teaser, it looks like the #1 MEMBER BENEFIT is… 
The Nugget. Thank you!

See you at the Midwinter Convention on Feb 18-19 – it’s gonna be “outta 
the park!”    
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Endorsed by the 
Sacramento District 
Dental Society

You are not a 
market segment.

Professional Liability
Commercial Property
Workers’ Compensation

TDIC Optimum Bundle

You are also not a sales goal or a policy number. You are a dentist. One who deserves superior 
protection, exceptional service and a fair price. That’s something we understand at TDIC.  
Case in point, the Optimum Bundle. 

  Bonus 

  Additional 5% discount on Professional Liability when   
  you take the current TDIC Risk Management seminar.

Good

  10% discount on Professional Liability when 
combined with Workers’ Compensation

discount on both Professional Liability + 
Commercial Property when combined

Better

  10% 

Optimum

discount on Professional Liability20%

10% discount on Commercial Property

discount on Workers’ Compensation5%

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

Discounts apply to individual policies and are  
not cumulative. To obtain the Professional Liability  
premium five (5) percent, two-year discount,  
California dentists must complete the current  
TDIC Risk Management seminar. Call 800.733.0634  
for current deadlines and seminar details.

13-TDICIS_CA-0563_Sacrament_Q1_Optimum.indd   1 11/26/13   11:51 AM



Reprinted with permission from  
California Dental Association.

Dentists need to ensure that their practices are prepared for 
dental procedure code changes that go into effect January 1. 
There are 39 code changes, which include an addition of 19 
new procedure codes.

CDT 2016 is the newest version of the American Dental 
Associations code on dental procedures and nomenclature.

19 NEw CDT procedure codes:

D0251 extraoral posterior dental radiographic image

D0422 collection and preparation of genetic sample 
material for laboratory analysis and report

D0423 genetic test for susceptibility to disease — 
specimen analysis

D1354 interim caries arresting medicament application

D4283 autogenous connective tissue graft procedure 
(including donor and recipient surgical sites)

D4285 non-autogenous connective tissue graft procedure 
(including recipient surgical site and donor material)

D5221 immediate maxillary partial denture — resin base

D5222 immediate mandibular partial denture — resin base

D5223 immediate maxillary partial denture — cast metal 
framework with resin bases

D5224 immediate mandibular partial denture —cast metal 
framework with resin bases

D7881 occlusal orthotic device adjustment

D8681 removable orthodontic retainer adjustment

D9223 deep sedation/general anesthesia — each 15 
minute increment

D9243 intravenous moderate (conscious) sedation/analgesia 
— each 15 minute increment

D9932 cleaning and inspection of removable complete 
denture, maxillary

D9933 cleaning and inspection of removable complete 
denture, mandibular

D9934 cleaning and inspection of removable partial denture, 
maxillary

D9935 cleaning and inspection of removable partial denture, 
mandibular

D9943 occlusal guard adjustment

Visit www.cda.org/news-events/prepare-for-2016-dental-
procedure-code-changes to get the full list of codes.

The BreEZe system (breeze.ca.gov) allows dental professionals to apply for or renew their 
licenses online, pay with a credit card, track the status of an application or licensing request, 
submit address changes and obtain proof of license status. BreEZe also enables consumers to 
verify a professional license and file consumer complaints.

BreEZe replaces the existing online licensure renewal system for dentists, which became 
inoperative on January 5 to allow for transfer to the new system. 

One of the advantages of the new system is that it automates the licensure process, making 
an uncomplicated renewal an almost automatic process. Once the online renewal process has 
been completed, the licensee can go directly to the dental board’s licensure verification website 
(dbc.ca.gov/verification/index.shtml) to check his/her license expiration date for verification.

Below is additional information that will help dentists understand and use BreEZe:

Users must create a profile at breeze.ca.gov. Use this link, dca.ca.gov/webapps/breeze/
tutorials.php, to view tutorials, including an overview of BreEZe, how to register, how to 
subscribe to notifications and more.

The paper mail option for license renewal will remain.

BreEZe has many convenient features, including faster licensure processing times, and allows 
licensees to pay for their renewal online with an American Express, Discover, Visa or Mastercard 
through a secure third-party vendor.

Completion of the BreEZe online process does not mean automatic and immediate renewal has 
occurred (though it may appear that it has). Dentists must check the status of their license on 
the dental board’s website to confirm renewal has occurred.

Dentists are encouraged to consult the CDA Update and visit cda.org for the latest information 
on BreEZe implementation.

For more information on BreEZe, visit dca.ca.gov.

2016 Dental Procedure  
Code Changes

2016 Standard Mileage Rates

You shouLD  Know
New online licensure renewal system went live January 19
Reprinted with permission from California Dental Association.

Reprinted with permission from California Dental Association.

Effective January 1, 2016, the standard mileage rates for the use of a car  
(also vans, pickups or panel trucks) is: 

•	 54 cents per mile for business miles driven, down from 57.5 cents for 2015

•	 19 cents per mile driven for medical or moving purposes, down from 23 cents for 2015

•	 14 cents per mile driven in service of charitable organizations

Midwinter ConventionMidwinter Convention

Are you signed up?Are you signed up?

Bring Your Staff!
Sign up 5 staff, get the 6th free!

www.sdds.org • February 2016  |  7



Construction Management
Remodels and Renovatoins
Tenant Improvements
New Construction

Reaching the Peak
in Building for the
Dental Industry

BlueNorthernBuilders.com  916.772.4192 CA Lic #820947

SD Reliance Management is your Sacramento-based 
resource for processional, reliable billing and IT services. 

We offer a full service, off-site billing department with a dynamic, 
effective collections process, expert insurance billing and aging 
account maintenance, and a dedicated billing department line 
just for your patients. Account questions, missed payments, 
past due balances – let us take care of those! We are also proud 
to offer comprehensive, dental-specific IT support, including 
proactive regular network security monitoring, HIPAA compliancy, 
and protection against an IT catastrophe. We want to make sure 
that your practice and your cash flow run smoothly and safely. 
You provide excellent dental care, why shouldn’t you also have 
superior billing and IT support. 

We are excited and honored to be an SDDS Vendor 
Member! Please call us for a free practice evaluation and 
discover what SD Reliance can do for you. 

www.sdreliance.com        (916) 367-4252 
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The time is rapidly approaching when 
we have to reconcile our obligations 
to the IRS and Franchise Tax Board. 
The deadline for S corporation and 
partnership returns is March 15th, while 
C Corporation, personal, and estate/trust 
returns is April 18th. We asked some local 
tax experts for advice or commentary on 
tax topics that may be of interest to our 
readers and this Nugget issue is dedicated 
to their responses.

The foundation for adequate tax planning 
and making good business decisions 
is having a good set of books. The first 
article in the series speaks to the timely 
and accurate accumulation of income and 
expense data and the common ways that 
dental practices are accomplishing this 
task. 

The dysfunctional U.S. Congress usually 
f inalizes tax policy for the year in 
December, effectively setting the rules for 
the tax game at the end of the game. Thank 
you, Congress. The second article goes 

over the 2015 Tax Law updates signed into 
law in December and addresses strategies 
for year-end income and expenses.

With an accurate set of books and 
knowledge of the current tax laws, you 
can set about to plan for minimizing your 

tax obligations. The third article addresses 
business tax planning by utilizing 
deductions more effectively. And the sixth 
article discusses asset allocation within 

your retirement portfolio and the tax 
implications of the various asset classes. 

And the fourth article provides guidance 
to tax planning in the event you sell your 
practice. The way that a practice sale is 
structured has a significant effect on your 
tax obligations tax for your current year. 

For those of you that manufacture 
cadcam crowns, mouthguards, and 
various other appliances in house, you 
will want to read the article on Dentistry 
and Manufacturing. Congress has made 
provisions for additional tax savings for 
the manufacture of various products 
within the dental practice. 

Whether you are an S Corp, C Corp, 
Partnership or sole proprietor definitely 
affects your tax planning strategies. 
The last article looks at the many tax 
advantages the C Corporation has to offer.

Enjoy the read, good luck with your 2015 
returns, and start tax planning early  
for 2016.   

From the Editor’s Desk

By Carl Hillendahl, DDs
Editor-in-Chief‘ Tis the Season Again( Taxes)

the foundation 
for adequate tax 

planning and making 
good business 

decisions is having a 
good set of books.

WESTERN PRACTICE SALES 
John M. Cahill Associates 

800.641.4179 

Tim Giroux, DDS Jon Noble, MBA 

What separates us from other 
brokerage firms? 

 
 
 

Our extensive buyer database allows us to offer you 
    

A Better Candidate 
A Better Fit      

A Better Price 

Good Luck with Your 2015 Returns!

www.sdds.org • February 2016  |  9



As tax season is upon us, the question we are 
asked most often in seminars is, “What is the 
most important item the owner of a dental 
practice should be concerned with?” Our 
response is always “Other than generating 
revenue, the financial statements should be 
the next area of focus,” the reason being that 
without a good set of books, how are you able 
to make good business decisions?

A CPA firm is only as good as the information 
that is provided by the client. If the financial 
records are in good shape, the calculations 

and planning will be accurate when it comes 
to determining how much money to send in 
for quarterly estimates. Also, having good 
financial data helps to make the proper 
strategic decisions with the client during the 
year, which can help grow the business and/
or save money on taxes.

We sit down and meet with our clients on 
a quarterly basis to go over the year-to-date 
financial statements together. Having up-
to-date accounting records allows us to spot 
trends as we go through the year so that if 

something is going in the wrong direction 
we can catch it on the spot.

There is also the concern with theft. Having 
your accounting up to date and reconciled, 
along with making sure you are reviewing 
your bank statement on a monthly basis and 
going through deposits, checks written, and 
charges for the given month will go a long 
way in preventing this.

There are various ways to make sure your 
books are in order. The majority of our 
clients use Quickbooks to organize their 
data. The advantage of Quickbooks is that 
it is an accounting program made to be used 
by non-accountants, allowing for a variety 
of options for who is going to be doing the 
books for the company. Here are the most 
common ways we see it being accomplished:

•	 The Dentist will do it themselves

•	 A family member will be trained to do 
the accounting and reconciliations

•	 Someone in the office will be trained to 
do both

•	 Have someone in the office enter the 
data and have your CPA reconcile the 
books

•	 Have your CPA enter the data and 
reconcile the books

As you can see there are a lot of options to 
get this important task completed. We find 
our most successful clients give this process 
the attention it deserves and make sure it is 
completed in a timely and accurate manner.

(We are available for Quickbooks 
consultation and training — please feel free 
to contact Debra direct at 916 724-3962).  

What is in Your 
Financial Statement?

it’S tax timE!

by John urrutia, CPa 
mann, urrutia, nelson CpAs 

SDDS vendor member

John is a principal in the 
firm with over 26 years of 
public accounting experi-
ence.  John has extensive 
experience in assisting clients 
in their move from sole pro-
prietor to corporate status. 
John also provides in-depth 
consulting in tax planning to 
maximize benefits for clients.

 without a good set 
of books, how are 
you able to make 

good business 
decisions?
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HIPAA Privacy and Security: A Tooth Ache 
 
 
 

 “The HIPAA Privacy & Security Compliance Program” 
Services offered at competitive rates 

• HIPAA Privacy & Security & Operations Risk Assessment  
• HIPAA Privacy & Security Policies, Procedures and Forms (California Standards) 
• Risk Assessment, Incident Response and Business Continuity Planning Framework 
• HIPAA Privacy & Security Training  
• Automated & Full (local and remote) on-line Risk Assessment and GAP Analysis with 

Results and Reports ***Launching February, at the SDDS Midwinter Convention 2016*** 
• Individualized HIPAA Privacy & Security Compliance Program Website/Portal for your 

Practice ***Launching February, at the SDDS Midwinter Convention 2016*** 

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

Tel (916) 608 - 9902 – www.xTerralink.com 
 

H I P A A  C O M P L I A N C E  I S  C O M P L I C A T E D .  
W E ’ R E  M A K I N G  I T  E A S I E R ,  F A S T E R ,  A N D  S M A R T E R !  

 
 

 
 
 

 
 
 
 
 

Your “HIPAA 
Compliance Portal” 

***Launching February 2016*** 
Your individualized HIPAA Compliance website includes a dashboard and a 

one stop shop for starting and/or maintaining your on-going HIPAA 
Compliance.  The HIPAA IT/Computer Security Compliance Module is a 

non-invasive automated tool comes with a full Risk Assessment and Gap 
Analysis. Our online analysis tools are designed to give you detailed and 

accurate risk reports with findings and full recommendations in a 
graphical, printable reports. 

Your “HIPAA IT 
Security Compliance 

Module” 

Your Logo here 

www.sdds.org • February 2016  |  11
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Many dentists are meeting with their CPA’s 
to plan on how to reduce taxes for 2015. Here 
are some things you can do to keep more of 
your hard earned money in your pocket and 
away from Uncle Sam.

SECTION 179 AND BONUS DEPRECIATION: 
The Tax Prevention and Real Estate 
Investment Act of 2015 was signed into law 
by the President in late December. This bill 
has increased the Section 179 deduction for 
2015 and 2016 from the current maximum 
of $25,000 to $500,000. The Section 179 
deduction allows dentists who place dental 
equipment, furniture and fixtures, computer 
equipment and other qualified property 
in service before the end of the year to 
completely write off the purchases (even if 
the items purchased are not paid for before 
the end of the year). The key is that the 
assets must be placed in service on or before 
December 31st.

In addition, dentists can use (for new 
property only) the 50% bonus depreciation 
deduction either instead of or in addition to 
the Section 179 deduction. For example if a 
large dental practice builds out a new facility 

and purchases $750,000 of qualifying 
property, the owner can use $500,000 of 
Section 179 deduction and then can take 
50% bonus depreciation on the remaining 
$250,000 of purchase plus 20% if it is five 
year property of the balance. So a dentist who 
purchased $750,000 of qualifying property 
can deduct in 2015 a total of $650,000 of the 
total of $750,000 purchased. 

THERE ARE A FEw CAVEATS THAT yOU MUST 
wATCH OUT FOR…

•	 First, for California income tax 
purposes, the section 179 deduction is 
limited to $25,000 and California tax 
law does not allow bonus depreciation.

•	 Second, and most importantly for 
dentists who practice as S Corporations, 
you must have S Corporation basis in 
order to be able to take the deduction. 
Under a rule that has existed for years, 
if you go to the bank and borrow say 
$250,000 to purchase new dental 
equipment, and your S Corporation 
borrows the money, this does not create 
basis and you will not be able to take 
the deduction. This can be rectified 
by either taking the loan personally 
and then loaning the money to the 
S Corporation or personally loaning 
or contributing the money to the 
corporation. Be sure to check with your 
CPA before you purchase equipment if 
you operate your dental practice as an S 
Corporation.

yEAR-END INCOME AND EXPENSES:  
In lectures we have given, we will get the 
question “can we just not deposit dental 
practice receipts and then that income 
will not be taxable until next year?” 
Unfortunately, the answer is no. Under the 

by Patrick J. Wood, J.D. 
Wood and Delgado

SDDS vendor member

by art Wiederman, CPa 
Wiederman & Chamberlain

Patrick J. Wood is a founder of the law firm 
Wood & Delgado and has been representing den-
tists for 35 years. Mr. Wood received his B.A. de-
gree from UCLA and his JD degree from South-
western University. He was admitted to practice 
law in California in 1978, and is also admitted 
in Texas and Colorado. 

The firm’s primary emphasis is on dental prac-
tice sales, lease reviews, associateships, DSO’s, 
MSO’s, corporations, partnerships and related 
transactions. The firm also specializes in dental 
board defense, estate planning for dentists and 
employment law issues. 

Art is a partner of Wiederman & Chamber-
lain, CPA in Tustin, CA, an accounting firm 
dealing exclusively with dentists. He specializes 
in the area of tax and financial planning, and 
dental financial practice management, helping 
dentists to meet their business and personal fi-
nancial goals. He has lectured to numerous lo-
cal, state, and national dental groups and dental 
schools. He is a founding member of the Acad-
emy of Dental CPAs and has written a highly 
respected book entitled “The Art of Finance.”Art 
is also a principal in Wiederman & Potter Pre-
mium Practice Sales, which he started in 2005. 
www.w-acpa.com

2

TAX LAW 
UPDATES

...keep more of 
your hard earned 

money in your 
pocket and away 
from Uncle Sam.

it’S tax timE!
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IRS’ rule called constructive receipt, if you 
could have deposited the money and chose 
not to, it is still income. If your practice 
is audited, one of the first things the IRS 
auditors are trained to do is to look for a 
gap in income in the month of December 
and then a large deposit or deposits in early 
January. You can put off billing your patients 
or insurance companies which will put off 
receipt of income, but you cannot just hold 
deposits.

As to expenses, since most all dentists are 
on a cash basis, you can pay a ton of bills 
before the end of the year and they will be 
deductible, such as lab, supplies, rent for next 
month, etc. You can also charge expenses for 
the practice on your business credit card and 
even though you do not pay off the card 
or make a payment on the card before the 
end of the year, because you have created 

a legal obligation by charging an expense on 
a credit card, you get the deduction. Be sure 
that, if you use QuickBooks and send your 
CPA your books only once a year to prepare 
your tax returns, you input charges through 

December 31st. If you only input credit card 
charges when you pay the card, if for example 
you have a card that cuts off on the 15th of the 
month, you will put the January 15th charges 
in January when in fact the charges from 
December 15-31 are on that bill and would 
be deductible for the current year.

Charitable donations are a great place to 
cut your tax bill. Charitable donations may 
be made by cash, check or credit card. As 
with business expenses for your practice, if 
you charge a donation on your credit card 
in December but do not pay it off until next 
year, you still get the deduction this year. 
Also if you have old clothes or furniture, 
donating them to Goodwill, Salvation Army, 
or any other qualified charity will net you a 
deduction for the fair market value of those 
items. For clothes, appliances, furniture, etc., 
the general rule is 20-25% of the original 
cost of the item. Say for example you bought 
a suit for $500, you could take a deduction of 
$100-125 for the donation of the suit.

Hopefully these tips have given you some 
good ideas how to keep more of your dental 
practice profits.  

“Charitable donations 
are a great place to 

cut your tax bill.”

 COME SEE US SPEAK AT 
 THE MIDWINTER CONVENTION

Call today for a free phone consultation

              800-499-1474

              www.DentalAttorneys.com

“Preparing and planning for a flawless practice sale”   

“California Dental Practice Act”  

“Associateships, Partnerships, Acquisitions, Oh My…”

See our article in this issue:  “Tax Law Updates”
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If tax deductions are your destination, 
then the tax code is your road map.  As 
you follow this map, tax strategy dictates 
the kind of car you will drive, the road you 
will take, your departure and arrival times, 
and how fast you will drive.  To arrive as 
quickly as possible at your destination, you 
must choose the correct route, select the 
right kind of car, leave on time, and avoid 
getting caught speeding.  In tax language, 
this means knowing the tax law, adhering 
to IRS rules, keeping good records, meeting 
required deadlines, and engaging in ongoing 
pro-active planning.  Effective tax planning 
combines knowledge of the tax code with tax 
strategy to help you achieve your goals.  And 
if you’ve ever taken a trip, you know that 
planning is half the fun.

With effective tax planning you can:

•	 Use the tax law to your advantage

•	 Convert temporary deductions to 
permanent deductions

•	 Convert non-deductible personal 
expenses into deductible business 
expenses

•	 Lower your audit risk

•	 Move more quickly towards your 
wealth goals

Using The Tax Law To Your Advantage

The government specifically incentivizes 
those who help it achieve its primary 
objectives of increasing jobs, housing and the 
economy.  These people are generally business 
owners and investors.  Proper tax planning 
moves you into one of these categories and 
allows you to take advantage of the intended 
benefits of the tax code.

As business owners, self-employed dentists 
are helping the government achieve its 
objectives.  In addition to the typical 
deductions for business expenses, dentists 
who manufacture items in-house such as 
crowns and dentures can take advantage 
of the Domestic Production Activities 
Deduction and save several thousand dollars 
in taxes each year.  Tax strategy dictates 
good record keeping to separate income 
and expenses related to the manufacturing 
activity from other income and expenses 
generated in the business.

Temporary vs. Permanent Deductions

Many of the most popular deductions, 
such as contributing to a 401(k) plan are 
temporary; they just defer the taxes until 
later. The best deductions are permanent, 
meaning they reduce your taxes forever.  
Employing a solid tax strategy helps you take 
advantage of the permanent deductions and 
helps you turn some temporary deductions 
into permanent deductions.  Permanent 
deductions generally move you more rapidly 
towards your wealth goals.

Depreciation is a temporary deduction that 
can be made permanent.  Let’s use rental 
real estate as an example.  The depreciation 
deduction is temporary because when you 
eventually sell the property, gain on the sale 
will be increased by any depreciation taken 
over the life of the asset and “recaptured” as 
income.  A tax strategy of keeping a piece 
of real estate for the long-term and passing 
it to your heirs when you die makes the 
depreciation deduction permanent because 
it removes all the depreciation recapture and 
allows your heirs to sell it essentially tax free, 
or to keep it and depreciate it all over again.

Effective Tax Planning 

for Dentists
by Ben anders, CPa 
innovative Solutions CpAs

SDDS vendor member

Ben Anders, CPA is a partner 
at Innovative Solutions CPAs 
& Advisors, LLP, a Sacramen-
to accounting firm specializ-
ing in comprehensive, holistic 
accounting, tax and financial 
planning solutions for dentists 
and their practices.

it’S tax timE!
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Lowering Audit Risk

Converting your business entity from a sole-proprietorship to an 
S-corporation is a good example of a permanent tax deduction that 
also lowers audit risk.  For a dentist, the typical annual tax savings 
from this strategy can be about $5,000 per year.  That’s $5,000 per 
year, every year, for as long as you operate the business.  To make 
this deduction work there are rules that must be followed.  You must 
follow corporate formalities, pay yourself “reasonable compensation” 
for the service you provide to the business, report your shareholder 
medical insurance on your W-2, and so on.

Making Non-Deductible Expenses Deductible

Employing your minor children is another effective way to 
permanently reduce your taxes that requires very good record 
keeping and documentation to protect from audit risk.  If properly 
done, it can allow you to shift up to $6,400 per child per year to a 
zero percent tax bracket.  You can also use it to convert previously 
non-deductible personal expenses into deductible business expenses.  
One way to do this is to require your children to use a portion of the 
money they have earned to pay for personal expenses such as soccer 
league registration, clothing, or private school tuition.  Also, your 
business may provide cell phones and other benefits to its employees.  
Within reason, meals with employees during which you discuss 
business are generally deductible, as is business related travel.  If 
your children are integral parts of your business, it is easy to think 
of business expenses that benefit them, and you.

Owning rental real estate in locations you like to visit is another 
great way to make formerly non-deductible personal expenses 
into deductible business expenses.  I encourage you to buy rental 
properties where your kids go to college, where you like to travel, 
near where your relatives live, and so on.  With appropriate record 
keeping and strategy, business travel can be entirely deductible. 

Reaching Your Wealth Goals More Quickly

Taxes are the single largest annual expense for many people and 
businesses.  Permanently reducing your taxes as much as possible, 
and reinvesting the savings is the quickest way to reach your wealth 
goals.  Effective tax planning combines knowledge of the tax law 
with tax strategy and speeds you down the road towards achieving 
your dreams.  

Volunteer
opportunities

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)

 
April 16-17, 2016 • Ventura County Fairgrounds 
October 15-16, 2016 • Stockton (Location TBD) 
April 21-24, 2017 • San Mateo Event Center 
October 5-8, 2017 • Bakersfield/Kern County Fairgrounds

TO VOLUNTEER: www.cdafoundation.org/cda-cares 
Robyn	Alongi	(916.554.5305	•	robyn.alongi@cda.org)

SmileS for KidS
VOLUNTEERS NEEDED: Doctors to “adopt” patients                 
seen on Smiles for Kids Day 2016 for follow-up care.

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

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) 

gloBal BrigadeS

VOLUNTEERS DENTiSTS AND AUTOCLAVES NEEDED.

TO VOLUNTEER ABROAD ViSiT: www.globalbrigades.org

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

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.

ALSO NEEDED: DENTAL LABS AND SUppLY COMpANiES TO pARTNER 
wiTh; hOME hYGiENE SUppLiES

TO VOLUNTEER, CONTACT:  
ED	GilbERt	(916.925.9379	•	ccmp.pA@Juno.com)

(CoAlition FoR ConCERnED mEDiCAl pRoFESSionAlS)
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by Keith B. Dunnagan, esq. &
Matthew J. Kirkpatrick, esq.

bpE law Group 
SDDS vendor member

it’S tax timE!

Buying and selling a dental practice is not an 
uncommon occurrence for most practitioners. 
At some point in your career you will likely 
want to buy a practice after moving to a new 
city or to expand in your local market. Maybe 
you are at the end of your career and looking 
for an exit strategy?  

Whichever side of the deal you are on, the 
Internal Revenue Code will loom large over 
the transaction. Although both parties will 
instinctively want to respectively buy low and 
sell high the purchase price is not the bottom 
line. The important aspect to consider is the 
after tax profits received by the seller and the 
basis in property received by the buyer.  

It is critical to make sure that you have the 
right team of professionals assembled to ensure 
that your purchase or sale goes smoothly. 
Each side will need an accountant, a broker, 
and an attorney. The brokers locate or list the 
practice and act as the points of contact with 
the other side. The attorneys draft and review 
the various contracts that will encompass 
the sale. Lastly, the accountant puts dollar 
figures on the different configurations of the 
arrangements. 

After the sale the sellers will have to pay 
some combination of ordinary income tax, 
capital gains tax, and depreciation recapture 
taxes. A seller’s goal is to push as much of 
the profits into capital gains income as it is 
taxed at lower a rate. Unfortunately unless 
the shares or membership interest in the 
practice are being sold each asset is treated 
as a separate sale with its own tax. Payments 
from non-compete clauses and gains that arise 
solely because an asset has been depreciated 
are taxed as ordinary income. Income from 
the sale of goodwill and assets are taxed at 
capital gain rates. As it is unlikely that your 
company’s assets will be sold at much of a gain 
beyond the depreciation deductions that have 
been taken, the best way to ensure your profits 
are taxed at capital gains rates is to allocate 
the purchase price towards goodwill and away 
from assets and non-compete clauses.  

Buyers want to allocate the purchase price 
towards assets to increase basis in depreciable 
assets; ideally towards assets with short 

amortization schedules. This allows you to 
deduct more of the purchase price sooner 
and have a smaller amount realized upon 
the asset’s eventual sale. Therefore, a buyer is 
incentivized to negotiate the purchase price 
allocation towards the company’s assets.

Neither the buyer nor the seller have an interest 
in allocating any more of the purchase price 
to a non-compete covenant than is necessary 
to ensure it is enforceable. Sellers lose because 
the payments are treated as ordinary income. 
Buyers lose because they have to amortize 
the payments over a 15 year period regardless 
of the duration of the agreement. Instead 
it would likely be better for both parties to 
allocate more of the purchase price to the 
capital assets.

The theory behind this article is to ensure 
that practitioners see a way to resolve the 
inherent tension in a purchase and sale 
transaction which arises from a focus on the 
contract price. Both sides of the transaction 
have a tendency to dwell on whether they 
sold too low or purchased too high. This 
focus completely misses the point of after tax 
profits. A buyer may be willing to pay more 
for a practice if the buyer is allowed to allocate 
more towards the assets whereas a seller may 
accept a lesser purchase price if allowed to 
push the allocation onto a lower taxed item 
such as goodwill.    

This illustrates the importance of negotiating 
over the value of the company’s individual 
assets and the allocation of the purchase 
price between the assets, goodwill, and any 
accompanying non-compete covenants. Be 
sure to include all of your professional team 
in each part of the negotiation to ensure 
that they are able to contribute the necessary 
pieces of information and provide for the most 
favorable tax outcome.  

BPE Law Group, PC attor-
neys, D. Keith B. Dunnagan, 
is a graduate of Willamette 
University School of Law 
and Matthew Kirkpatrick is 
a graduate of the McGeorge 
School of Law. They main-
tain a corporate and real es-
tate practice with a specialty 
in assisting today’s dental 
practitioners in business entity 
formation, real estate transac-
tions, and practice transitions. 
They maintain offices in Gold 
River and Sun City Lincoln 
and you can follow them on 
the web at www.bpelaw.com.

A primer on After tax profits  
Related to Practice Sales

“At some point in your 
career you will likely 

want to buy a practice...”
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by Craig r. Fechter, CPa, M.s.  
Fechter & Company, CpAs 

SDDS vendor member

Craig R. Fechter, CPA, 
is President of Fechter & 
Company, CPAs located in 
Sacramento, CA and has 
developed a number of firm 
specialties including audit/
review/compilation services; 
tax compliance and con-
sulting and other general 
accounting & taxation con-
sulting. Mr. Fechter gradu-
ated from California State 
University - Sacramento 
with a degree in accounting. 
He received his certification 
from the California Board 
of Accountancy in January 
of 2005 and has been an ad-
junct faculty of accounting at 
American River College and 
is presently teaching a busi-
ness tax course for UC Davis 
Extension. 

it’S tax timE!

– Am i Missing a potential Deduction?

DENTISTRY & 
MANUFACTURING

About a year ago, a dentist client called to 
ask me this question: “Do I qualify for the 
Section 199 manufacturing deduction?” 
My first thought was “How in the world 
could a dentist claim a manufacturing-
related deduction?” But after hearing 
the doctor’s explanation, I see that many 
dentists would qualify. 

Internal Revenue Code Section 199 allows 
that when a taxpayer produces property 
that is “manufactured, produced, grown, 
or extracted” in the United States, they can 
claim a deduction equal to nine percent of 
the net income from the activity. So what do 
dentists provide that falls into the category of 
“property manufactured or produced in the 
United States?” Many produce crowns on 
machines in their offices. Because the dentist 
converts raw material into a finished product, 
the activity can be considered manufacturing. 
I believe the same reasoning would apply to 
night guards and bleaching trays. 

If calling crown production “manufacturing” 
sounds like a stretch, consider a recent court 

case in which the decision was that the 
assembly of a gift basket qualifies for the 199 
deduction. Certainly the time, cost, and labor 
involved in the manufacture and installation 
of crowns qualify! Here is the bottom line: 

•	 Under the “simplified” method, if your 
gross receipts are less than $5 million per 
year, and you can produce a report from 
your practice management software that 
shows all cash collections from the sale 
of crowns produced in your office, then 
you have sufficient information to claim 
this deduction. 

•	 You will not need to pay your 
accountant more to calculate this 
deduction, nor will you need to 
spend more money to get it. All the 
information you need is inside of 
your practice management software. 
It is calculated simply as an overall 
percentage of your profitability on your 
production of crowns.

•	 While the impact of the deduction is not 
enormous—I estimate a net tax savings 
of $500 to $2,000 for small- to mid-sized 
practices—the calculation is simple and 
does not require additional time or effort.

Here are two concerns to consider prior to 
taking this deduction:

•	 IRS Code Section 199 is not widely 
known. Those who do not understand 
your business may find it difficult to 
understand why you would qualify.

•	 You might have to explain to an IRS 
agent if you’re under audit, and I have 
not yet found an IRS court case with an 
example specific to dentistry. Claiming 
this deduction in a business that is 
traditionally limited to service might 
raise a red flag in the IRS database.

I believe this is a deduction most practices 
that are producing their own crowns could 
easily claim. I encourage you to check with 
your tax professional to see if you qualify.  

Do i qualify for 
the Section 199 
manufacturing 

deduction?
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by thomas Chandler, CFP ® 
 Ameriprise Financial   
SDDS vendor member

Tom Chandler is a 
Financial Advisor and 
Managing Director of 
The Chandler Group a 
financial advisory practice 
of Ameriprise Financial 
Services, Inc. in Roseville, 
CA. He specializes in fee-
based financial planning 
and asset management 
strategies and has been 
in practice for 22 years. 
To contact him, Thomas.
Chandler@ampf.com.

tax planning; 
a 3 Tiered Approach

taxes can be one of the biggest expense investors face as they 
approach their peak earnings years. in the book “Cultivating the middle 
Class millionaire” Russ Alan prince and David A. Geracioti site 90% of 
affluent clients with a net worth of between $1 million and $3 million 
and 77% of those with a net worth between $3 million and $10 million 
were concerned with mitigating income taxes. So this begs the question, 
“What, if anything, can people do to reduce their current tax burden?”

Understanding Marginal and Effective Tax Rates

Significant confusion surrounds the difference 
between marginal and effective tax rates. What 
is a marginal tax rate? A marginal tax rate is 
the tax applied to the next dollar of income. 
Since our income tax in the United States is 
progressive, not all your income is taxed at the 
same rate. Let’s look at a simplified example 
(ignoring exemptions and deductions at this 
time). In 2015 if you’re married filing jointly 
and your income is between $74,900 and 
$151,200, you are in the 28% marginal tax 
bracket. Any dollar earned above $151,200 
will be taxed at the next highest rate. In this 
case 28%. 

Effective tax is the amount of tax due on all 
your income. You calculate this by dividing 
your total taxes paid by your adjusted gross 
income (AGI). This represents the portion of 
a person’s income consumed by taxes. It’s a 
relative value. 

When evaluating tax strategies, you should use 
marginal tax rates because it measures the tax 
impact of implementing that strategy. 

Asset Location

Now that we have a handle on marginal vs. 
effective tax rates, let’s look at 3 tax planning 
concepts. Tax-deferred, Taxable, and Tax-fee.

Most of us have been taught to save as much 
as possible into our 401(k) plans which allows 
us to defer income tax into the future. While 
this tax-deferred growth magnifies the growth 
potential of the investment, it also can magnify 
a future tax burden. When you retire and need 
to withdraw dollars, withdrawals are taxed as 
ordinary income. We recommend taxpayers 
contribute the maximum up through their 

employers matching funds, but contributions 
beyond this amount will be determined by 
each individual’s specific tax situation. 

In order to maintain maximum control and 
flexibility over taxes, individuals should also 
consider other options such as taxable and 
tax-free accounts. The money that goes into 
taxable accounts, such as a brokerage account, 
has already been taxed when it was earned but 
gains may be subject to more favorable long-
term capital gains rates which is currently 0%, 

15% or 20% depending on your marginal 
income tax bracket. Again, for dollars that go 
into tax-free accounts the income has already 
been taxed which means that any money 
withdrawn from these accounts, assuming 
certain restrictions have been met, will be 
completely tax free upon withdrawal. 

So why go through all this trouble? Every dollar 
not spent on taxes is a dollar you can spend to 
maintain your lifestyle. By dividing your assets 
into three distinct tax buckets you may have 
greater control of your tax liability. Taxable 
accounts do not have Required Minimum 
Distributions enforced when they reach the 
age of 70 1/2 as do qualified accounts such as 
401(k)s and IRAs. Tax fee accounts may allow 
one to withdraw supplemental funds when 
needed without pushing individuals into a 

it’S tax timE!

Every dollar not spent 
on taxes is a dollar you 
can spend to maintain 

your lifestyle.
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higher marginal tax bracket. And let’s face it, none of us for sure 
know what the future holds. It’s likely tax rates in the future could be 
higher than they are today. By utilizing this tax-diversified approach 
individuals can maintain greater flexibility as tax laws change. 

Which Investments Go Where?

The answer to this is: it depends. Time horizon, goals, risk tolerance, 
current tax rates, expected future tax rates and dividends all play a 
roll in understanding which investments to hold in which accounts. 
It might seem intuitive to hold bonds in an IRA since you would 
avoid paying tax at your marginal income rate and stocks in a taxable 
account, due to the more favorable long-term capital gains rates, but 
such assumptions may prove incorrect. When making these asset 
allocation decisions we believe that you should consider having your 
financial advisor coordinate these decisions’ with you and your tax 
advisor in order to increase the potential for higher returns from 
each account.

As always wishing you much health and success.   

The views expressed here reflect the views of Thomas L. Chandler as of 
December 10, 2015. These views may change as market or other conditions 
change. Actual investments or investment decisions made by Ameriprise 
Financial and its affiliates, whether for its own account or on behalf of clients, 
will not necessarily reflect the views expressed. This information is not intended 
to provide investment advice and does not account for individual investor 
circumstances. 

Investment decisions should always be made based on an investor’s specific 
financial needs, objectives, goals, time horizon and risk tolerance. Past 
performance does not guarantee future results and no forecast should be 
considered a guarantee either.

Ameriprise Financial and its affiliates do not offer tax or legal advice. Consumers 
should consult with their tax advisor or attorney regarding their specific 
situation.

Investment advisory services and products are made available through 
Ameriprise Financial Services, Inc., a registered investment adviser.

Ameriprise Financial Services, Inc. Member FINRA and SIPC.

© 2016 Ameriprise Financial, Inc., All rights reserved.
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Job Bank
The SDDS Job Bank is a service offered only to SDDS Members. it is published on the 
SDDS website 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.

assoCiate Positions avaiLaBLe

Serenity	Dental	•	Rocklin	•	full	•	Gp
matthew	comfort,	DDS	•	Roseville/Rocklin	•	part/full	•	Gp
Jamson	Wu,	DDS	•	Elk	Grove	•	part	•	ortho
communicare	•	West	Sac/Davis/Woodland	•	full	•	pedio
christopher	cooper,	DmD	•	Roseville/lincoln	•	part/full	•	Gp
Abdon	manaloto,	DDS	•	Roseville/lincoln	•	part/full	•	Gp
Karla	nguyen,	DDS	•	Roseville/lincoln	•	part/full	•	Gp
Flaviane	peterson,	DDS	•	Roseville/lincoln	•	part/full	•	Gp
Victoria	Sullivan,	DDS	•	El	Dorado	Hills	•	part/full	•	pedo
Annie	barnes,	DDS	•	Sacramento	•	full	•	Gp/Endo/perio
timothy	Herman,	DDS	•	lincoln	•	part/full	•	Gp
Hung	le,	DDS	•	South	Sacramento,	Stockton	•	part/full	•	Gp
Steven	tsuchida,	DDS	•	Elk	Grove	•	part/full	•	Gp
Darryl	Azouz,	DDS	•	Rocklin/Woodland	•	full	(2	associates,	2	days)	•	Gp	
paul	binon,	DDS,	mSD	•	Roseville	•	part/full	•	prosthodontist	
chapa-De	indian	Health	program	•	Auburn	•	on	call	•	Gp
chapa-De	indian	Health	program	•	Grass	Valley	•	on	call	•	Gp
Sukhjeet	Kaur,	DDS	•	Sacramento	•	part/full	•	Gp
Sonny	lim,	DmD	•	Woodland	•	part/full	•	Gp
Alex	moradzadeh,	DDS	•	Sacramento	•	part/full	•	Gp/Endo/pedo/oS	
christopher	Schiappa,	DDS	•	pioneer	•	part	•	Endo/ortho/oS	
Dennis	Wong,	DDS	•	Sacramento/pocket	•	part	(Sat./on	call)	•	Gp
Wellspace	Health	•	multiple	locations	•	fill-in/part/full	•	Gp

DoCs seeKinG eMPLoYMent

DHP’s seeKinG eMPLoYMent

John	nerwinski	•	part	•	Gp
Robert	nisson	•	part	•	ortho
Russell	Anders,	DDS	•	part	(fill	in	only)	•	Gp
Robert	nisson,	DDS	•	part	•	ortho
Shahryar	Khodai,	DDS	•	Sacramento	•	full	•	Gp
Steve	Saffold,	DDS	•	Sacramento	•	Gp
michael	Sunwoo,	DDS	•	full	•	ortho
Andrea	Azevedo,	DDS,	mpH	•	part;	1-2days/wk.	•	Gp	&	pedo
Amanda	chen,	DDS	•	full/part	•	ortho
Steve	murphy,	DmD	•	part/full	•	Endo
brandon	Webb,	DDS	•	part/full	•	Endo

caraline	chatigny	•	full	•	RDH
Sammie	Ghaysar-lak	•	full	•	RDH
Janice	Dufort	•	full	•	RDH

DoCs LooKinG to BuY a PraCtiCe

Sevan	Yergatian	•	Rocklin/Roseville	•	Gp
michael	Sunwoo,	DDS	•	Sacramento	•	ortho
brandon	Webb,	DDS,	mSD	•	Roseville	•	Endo
Darryl	Azouz,	DDS	•	Rocklin	•	Gp	
Ryan	Hecht,	DmD,	mS	•	Folsom,	Sacramento,	Roseville	•	ortho
Shahryar	Khodai,	DDS	•	Sacramento	•	Gp
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it’S tax timE!

Jason Jones, D.D.S. keeps wondering whether 
to incorporate his (sole proprietorship) dental 
practice. Most dentists Dr. Jones knows 
have incorporated their practices and yet 
Dr. Jones has not. Each time he raises the 
question Dr. Jones’s accountant reiterates: 
“There is no benefit in using the corporation 
for your practice.” 

Dr. Jones knows all the reasons against 
incorporating his practice, namely (a) 
potential professional service corporation 
“35% flat–tax,” (b) personal liability from 
failure of corporate formalities (annual board/
shareholder meetings), and (c) additional costs 
for California Corporations (annual $800 
minimum tax, $1,000 prep fees for Federal and 
California corporate returns). Not to mention 
the hassles from establishing a new employer 
Identification Number (EIN) for (d) banking 
(operating account and credit line) purposes, 
(e) “lower collections from dental insurance 
providers,” and (f) company payroll. 

This article samples a few significant benefits 
available to C Corporations. These perceived 
risks pale when compared to the many 
benefits available upon incorporating Dr. 
Jones’s dental practice. 

In Dr. Jones’s case, the biggest benefit of 
incorporation is tax deferral. Typically, Dr. 
Jones’s practice has net income of $75,000 each 
year which, at the lower combined corporate 
(federal/California) tax rates, would be taxed 
at only 25% tax rate ($18,720). This means 
almost $75 out of every $100 that remains 
in the business can be invested in Dr. Jones’s 
business or used to pay down practice related 
debt. Dr. Jones realizes that he would pay 
$34,500 in income taxes (higher combined 
46% personal tax rates) when taking $75,000 
income on his personal tax returns. 

Second, Dr. Jones would adopt a fiscal year 
for his dental corporation that straddles two 
calendar years. Then Dr. Jones has two year 

ends when considering shifting income and 
expense between his corporate and personal 
tax returns to optimize his overall tax situation. 

Third, Dr. Jones will garner a nice (domestic 
production activity) tax deduction from his 
dutiful annual production of mouth guards, 
whitening trays, and CAD/CAM crown 
millings (whitening gel, electric toothbrushes, 
and dental supplies) comprising twenty percent 
of his total revenues. These activities prevent 
the reclassification of Dr. Jones’ dental practice 
as a personal service corporation (“PSC”) 
subject to annual 35% flat tax treatment.

Fourth, the dental corporation can accelerate 
the repayment of Dr. Jones’s dental school 
debt. The corporation has a few choices 
when it comes to the repayment of the dental 
school debt. For now, the corporation will 
repay the creditors directly and gross up Dr. 
Jones’s W-2 for the principal portion of each 
monthly repayment. The corporation deducts 
the entire payment. Dr. Jones is better off than 
he would have been had he repaid the dental 
school debt himself using after–tax dollars.

Fifth, upon incorporation Dr. Jones should 
establish a compensation deferral arrangement 
combining an appropriate trust, annual bonus 
arrangement, phantom units and restricted 
stock to yield long–term capital gains on a 
recurring annual basis for Dr. Jones. Such a 
deferral arrangement helps Dr. Jones preserve 
working capital for his dental practice by 
mandatorily deferring fifty percent of Dr. 
Jones’ annual cash bonus into phantom units 
which are paid out over the following four 
years in restricted stock subject to a company 
repurchase right. Dr. Jones would discontinue 
this arrangement at least two years before 
selling his practice.

Sixth, when selling his dental practice stock 
Dr. Jones would reduce taxes on long–term 
capital gains from 36.3% ($363,000) to 
14.5% ($145,000). Structured properly Dr. 
Jones would sell his stock for $1.0 million, 
exclude the (stock basis) $100,000 he received 
in stock for contributing (tax–free) his sole 
proprietorship (assets) to the corporation. 

Dr. Jones should not delay incorporating.  

by robert C. Duncan, J.D., CPa

Mr. Duncan is a CPA, law-
yer, a Certified Global Man-
agement Accountant and li-
censed real estate broker. Mr. 
Duncan succeeds at solving 
client issues with solutions 
for professionals, dentists, 
doctors, executives, entrepre-
neurs, investors, developers, 
commercial owners, farmers, 
business owners, boards and 
shareholders. His passion for 
counseling clients draws from 
extensive experience manag-
ing the accounting, develop-
ment strategies, finance, hu-
man resource, legal, M&A, 
operations, real estate, risk 
management, sales, and tax 
functions of global companies. 

Why “C” Corp?

“...the biggest benefit 
of incorporation is  

tax deferral.”
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Merchant Services Made Simple
The Payment Exchange offers businesses the latest 
credit card processing solutions in the industry today.  

Call for SDDS Special Pricing!

Local, Licensed, 
Customized Service

“My practice creates beautiful and 
healthy smiles.  By switching to The 
Payment Exchange my practice 
saved $6000 in the first year alone! 
This makes me smile!”

  — Dr. Ryan Wilgus

Kraig Speckert, President
kraig@thepayx.com
916.635.8800 ext. 301
www.thepayx.com

We have designs for you.

UptownStudios.net | 916.446.1082
WEB DESIGN | GRAPHIC DESIGN | SOCIAL MEDIA

VIDEO | BRANDING & MARKETING | PRINT
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Foundation
of the Sacramento 
District Dental Society

Over the last ten years I have been involved as a 
Screener for the program instituted by SDDS, 
and later utilized state wide by ADA, known 
as “Give Kids a Smile.” I am a screener since 
I no longer have a license to practice. I retired 
from my practice April 15 2004. 41+ years was 
enough for me! I let my license drop knowing 
I would never go back to active practicing. 
However, that action did not deter my ability 
to diagnose.

As a result of my abilities to diagnose, I agreed 
to undertake the screening process with no 
purpose other than to diagnose. I would reap 
no benefit from the effort. However I could 
help those whom I screened know of the 
condition of their oral health and knew others 
would be able to assist rendering treatment.

I have lost count, but estimate I have had the 
privilege to screen over 7000 plus people over 
the past ten years. I have screened children from 
kindergarten age to seniors in high school, and 
one year I screened about 50 adults.

In the early days of this screening I would find 
by doing a class II exam (tongue blade and 
flashlight) somewhere between 20-30% of 
those screened were in desperate need of dental 
care with accessed teeth and major gingival 
disease. Some had never seen a dentist. As time 
has gone by, due to these efforts and ensuing 
dental care, I have observed a significant 
improvement in the overall oral health of those 
I have been privileged to screen. As an example, 
this past year while screening over 900 students 
in the Antelope area, I diagnosed only one 
person in desperate need of care.

The facilities I visited were, as a rule, both 
cooperative and grateful for the program. 
Generally they were well staffed and well 
organized with people assigned to bring those 
to be screened to a central area where we were 
located for screening. It should be noted that 
parents or guardians were given notification 
of this screening and could opt out. Each 
examinee was given a toothbrush, toothpaste 
and floss following the screening (Thanks to 
our grants we receive).

I am proud to have witnessed this transition, 
and compliment SDDS for caring for the oral 
health and wellbeing of the Sacramento area!   

Smiles for Kids:  
A Report On That Which Has Been Accomplished

by L. neil Loveridge, DDs 
Smiles for kids volunteer

Lots to be thankful for!
Grants, crowns, supplies, dedicated board members, and volunteers!

Thank you! Grants received to support the SDDS Foundation 
for Smiles for kids and Smiles for biG kids!

SMILES FOR KIDS 
SCREENING STATISTICS

TOTAL SCHOOLS REGISTERED

139
TOTAL SCHOOLS SCREENED

103
TOTAL KIDS SCREENED

22,000
TOTAL DOCTORS SCREENING

60
PERCENT OF RESULTS

71%  
22% 
7% 

Thanks to You All!

= Great Teeth!
= Need Some work
= Urgent Care
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Welcome,2016 sDDs  
Foundation Board of Directors!

president

Kevin Keating, DDS, MS 
Vice president

Kelly Giannetti, DMD, MS 

Treasurer

Kent Daft, DDS
Secretary

Margaret Delmore, MD, DDS

Adrian 
Carrington, DDS

Bev Kodama, 
DDS

Bryan Judd, 
DDS

Steven 
Cavagnolo, DDS

Viren Patel, DDS

Dennis 
Peterson, DDS

Robert Daby, 
DDS

Debra Finney, 
MS, DDS

Kathi Webb, 
Associate Member 

Thank You for Volunteering to Serve!
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You
ThE DENTIST, ThE EMpLoYER

by CDa Practice support
Reprinted with permission of the California Dental Association

YoU ARE A DENTIST. You are also an 

employer. Employee evaluations, hiring 

and firing, labor laws and personnel files 

are an important part of that. This monthly 

column, will offer current employment 

law information pertinent to you —  

the dentist, the employer.

SDDS HR Hotline
New exclusive Number  
Free to sDDs members!

888.784.4031

memBer

BenefiT!

what to Ask when Seeking a Dental 
Employee From a Temp Agency

Dentists will sometimes contact a temp agency to hire a dental 
assistant, hygienist or front office staff. But dentists aren’t aware that, 
in some cases, the practice itself, not the temp agency, takes on the 
risk for that employee. 

CDA Practice Support has received numerous calls in recent months 
regarding a new type of temp agency that sends an employee to a 
dental practice who becomes a short-term employee of the practice. 
This model makes the dentist, not the agency, responsible for that 
employee’s payroll, tax deductions, possible unemployment as well 
as workers’ compensation.

“Many dentists who use temp agencies believe, albeit mistakenly, 
that they have no liability for any employment law violations, but 
under the law today, both the dentist and the temp agency can be 
held liable depending on the violation,” said Ali Oromchian, Esq., 
an attorney at a California law firm who specializes in contracts and 
employment law.

CDA Practice Support has compiled the following questions dentists 
should ask a temp agency before agreeing to accept an employee: 

•	 Is the dental staff prescreened for a valid license?

•	 Do you perform a background check on your dental staff?

•	 Is the dental staff an employee of the agency?

•	 Does the agency assume certain employment-related liabilities? 
i.e., workers’ compensation and Employment Development 
Department benefits?

•	 Does the agency process payroll for the dental staffer, including 
all payroll taxes and W-2 at the end of the year?

•	 How is the office invoiced for hiring the dental staffer from 
the agency?

•	 What is the rate the office pays for a temp hire?

•	 Do you have a website?

•	 Is the agency associated with or endorsed by the local 
dental society?

•	 Is there a contract between the agency and the office upon 
hiring a temp dental staffer?

“It’s crucial to not only ask the right questions but also to have your 
own documentation for each temp employee as if they were not 
temporary,” Oromchian said. 

Oromchian said dentists should use the following best practices if 
they are going to use a temp agency:

•	 The temporary employee should only be paid through the agency.

•	 Hiring/firing should be handled by the agency.

•	 The duration of employment should be set forth at the 
beginning of the relationship and should not be too long.

Oromchian strongly encourages dentists to send the temp agency a 
document for it to sign stating that it takes on all of the liability of 
any unpaid wage claims by the employee.

CDA reminds dentists that regardless of the arrangement made 
with the agency, any time they hire a temporary staff person they 
become what the law refers to as a “joint employer.” This means 
that they share the responsibility for some issues, such as preventing 
harassment and discrimination.

For more practice support tips, visit cda.org/practicesupport.    

Contact us today for your  

Complimentary Practice “Check-Up”

Just like patients...Everyone needs a check-up!

916.784.6982 • gayles@dmsolutionsinc.com

Contact us today for your
Onsite, “customized”  

Practice Enhancement Workshop
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ouR mission

it is the mission of the Sacramento 
District Dental Society to be the 
recognized source for serving its 
members and for enhancing the 

oral health of the community.

SDDS HR Hotline
New exclusive Number  
Free to sDDs members!

888.784.4031

Board Report

Margaret Delmore, MD, DDs 
Secretary

Call to Order
President, Dr. Wallace Bellamy called the 
meeting to order at 6:02pm.  It is the first 
meeting of many great meetings for our 
newly installed president, Dr. Bellamy.

First Order of Business
Dr. Bellamy introduced our special guest 
speaker, Dr. Craig Yarborough, the current 
Speaker of the House of Delegates – CDA.  
Dr. Yarborough updated everyone on the 
latest CDA activities.

•	 CDA donated $1 million dollars to the 
Tobacco Tax Initiative.  This will not 
affect our dues but may generate $35 
million dollars toward dental healthcare 
in California.

•	 There have been eight CDA Cares so 
far with the next one in Ventura, April 
2016.  Approximately, 2000 people are 
treated per event.

•	 TDSC (Dentist Service Company) 
should be 100% by 2017

•	 Special Session of the HOD will be 
March 4-5, 2016

President’s Report
Dr. Bellamy made Board Liaison assignments 
to the SDDS committees and Task Forces.  
He accepts 100% attendance at SDDS 
events.  The Board approved Dr. Kodama’s 
reappointment to the Board.

Secretary’s Report
Our market share of members is at 79% as 
we start this New Year. 

Treasurer’s Report
The SDDS Board approved a $10,000 
contribution to the SDDF.

Old Business
•	 The Anti-trust policy was read and 

signed by everyone present.

•	 Strategic Plan is being reviewed and 
implemented.

New Business
•	 Approved by the Board:

a. Nugget Editor Confirmation  
    – Dr. Hillendahl

b. Dr. Patel’s LDC Committee members

c. Check signers for 2016

Trustee’s Report
Reiterated and expanded on topics discussed 
by Dr.  Yarborough.

Executive Director’s Report
Cathy Levering passed out copies of our 
New Member Benefits Brochure designed 
by SDDS very own Design Department.   
She updated us on “our people” – including 
the SDDS attorney, CPA and bookkeeper 
in addition to the current office staff and 
their respective duties.  The Mid-Winter, 
February 18-19 is on track to knock CE out 
of the ballpark with a baseball theme this 
year.  Baseball hats were distributed.  Hosts 
for the speakers were recruited.

Adjournment
The meeting was adjourned at 8:02pm.

next board meeting: 
March 1, 2016 at 6 pm                             

January 5, 2016
highlights of the board meeting

SDDS Board of Directors holding their first Board 

Meeting and sporting the brand new SDDS hats!
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Committee Corner

2016 Task Forces  
Begin Their Work
2016 starts out with nearly 20 meetings 
(committees and task forces) in January! It is 
the beginning of a very busy and important 
year in the SDDS governance, member 
engagement and benefits/services realm 
of our organization. Thank you to the 280 
SDDS members who are serving this year on 
these committees—that’s 21% of our active 
membership! As you can see by the schedule 
on page 27, committees meet about 4 times 
a year (that’s not a huge commitment) and is 
easy to volunteer. 

ALL YOU HAVE TO DO IS:

a. First sign up

b. Respond to emails, please

c. Attend the committee meetings

d. Participate, engage and be part of our 
great organization

e. Watch your ideas become realities and 
a part of our organizational and strategic 
plan

f. Meet and network with our members

SDDS HAS ONLY 4 STANDING COMMITTEES:

Ethics, Peer Review, CPR, Leadership 
Development (nominating) 

BUT...

SDDS has 16 Advisory Committees 
and Task Forces. The purpose of the 
Advisory Committees is to be available if 
issues arise, to be consulted and “in the 
know” and to be called to action when 

needed. (See all committees on the SDDS 
masthead on page 5 of this Nugget issue). 
AND...

Task Forces are truly an important part of our 
organization. Task Forces are assigned each 
year by the Board of Directors to research a 
specific topic or issue and then report back to 
the Board within the year. The Task Forces 
are focused on issues brought forth by the 
membership, or issues arising within the 
constantly changing dental profession. Listed 
below are the 2016 Task Forces and their 
purpose and “raison d’etre” for the coming 
year. It is a way to “get started” in the SDDS 
volunteer world! (Note: there is still some 
room to serve on the Task Forces. If you are 
interested, please call me and we’ll get you 
started.)  

Large Group Practice Membership 
Chairs: Drs. Rob Berrin, Viren patel

Purpose is to monitor and report to 
membership on corporate dentistry; also to 
monitor membership of large group practice 
owners and employees. 

Member Benefits And Services
Chair: Dr. Kristen Adams

Purpose is to review and monitor SDDS 
member benefits and make sure members 
know about benefits; survey the needs of 
the members; (as per the strategic plan).

Member Events
Chair: Dr. Jennifer Drew

Purpose is to monitor member engagement 
and offer events and activities to further 
engage members (as per the strategic plan).

GMC/Denti-Cal
Chair: Dr. warren Mcwilliams

Purpose is to engage those “in the trenches” 
and discuss issues affecting our members’ 
practices; to work with First 5 MediCal/
DentiCal Advisory Committee (chaired 
by Dr. Jones) but focus on the doctors’ 
challenges and concerns; to address current 
topics of concern as they arise.

Pre-Dental Outreach
Chair: Dr. Tania Nelson Chrystal

Purpose is to engage with UCD and CSUS 
students; help them arrange for dentist 
speakers, monitor and offer suggestions for 
improvements to UCD intern program; 
connect students with dentists for 
advisory and mentoring purposes; support 
their efforts. Report back to Board and 
recommend changes, corrections.

1st  Tooth 1st Birthday Medical Outreach
Chair: Dr. Guy Acheson

Purpose is to reach out to medical 
community and organizations to education 
and enhance early dental education and 
screenings; work with First 5 on possible 
grant options and “inroads” to the medical 
community and publicity options. Sell our 
magnets to plans, offices, etc.!

Dental Benefits
Chair: Dr. Matt Korn

Purpose is to educate and monitor SDDS 
members on current dental benefits, issues 
and options. Work with CDA to be able to 
relay dental benefits issues, activities and 
concerns; report back to the Board and 
membership. First topic to research: dentists 
offering their “own” insurance programs – 
is it legal, how does it work?

INTRODUCING THE 2016 TASK FORCES

By Cathy B. Levering
SDDS Executive Director

26  |  The Nugget • Sacramento District Dental Society www.sdds.org • December 2015  |  26



2016 SDDS Committees Schedule

standing Committees
CPR Committee
Chair: Craig alpha
Jan 5 • Sept 19

Ethics
Chair: Jag Heir
Jan 26 • May 24 • Oct 4

Nominating/Leadership 
Development
Chair: viren Patel
TBA

Peer Review Committee
Chair: Brett Peterson
Jan 6

Foundation
Foundation Board
Mar 14 • May 23 • Sept 20 • Dec 5

Smiles for Kids   
Chair: Donald rollofson
Feb 6 - Smiles for Kids Day!

Golf Tournament                                  
Chair: vic Hawkins & Dennis Peterson
Jan 19

other 
Sac Pac
Chair: Matt Campbell
TBA

CDA Delegates
TBA

Advisory Committees
Continuing Education Advisory
Chair: George Chen
Mar 14

Mass Disaster/Forensics Advisory
Chair: Mark Porco
Sept 27

Fluoridation Advisory
Yolo County
Chairs: Kim Wallace, rick Kennedy
Schedule as needed

Nugget Editorial Advisory
Chair: Carl Hillendahl
Jan 19 • May 23 • Sept 27

Strategic Plan Advisory 
Chairs: nancy archibald; Margaret Delmore
Schedule as needed

Budget and Finance Advisory 
Chairs: nancy archibald & exComm
Schedule as needed

Bylaws Advisory
Chair: viren Patel
Schedule as needed

Legislative Advisory 
Chair: Jenny apekian
Mar 14

Task Forces/  
Advisory Committees
Large Group Practice Membership
Chairs: rob Berrin, viren Patel
March TBA

1T1B Medical Outreach 
Chair: Guy acheson
TBA

Pre Dental Outreach
Chair: tania nelson Chrystal
TBA

Dental Benefits
Chair: Matt Korn
Jan 26, TBA

Member Benefits & Services 
Chair: Kristen adams
Jan 5, TBA

Member Events
Chair: Jennifer Drew
TBA

GMC Denti-Cal
Chair: Warren McWilliams
Jan 26, TBA

Leadership 
Board of Directors
Jan 5 • Mar 1 • May 3 • Sept 6 • Nov 1 • Dec 2

Executive Committee
Feb 5 • Apr 15 • Aug 19 • Oct 7

DIAGNOSING PERIODONTAL PROBLEMS & CONTEMPORARY THERAPIES
THE EMERGING ROLE OF HPV INFECTION AND HEAD AND NECK CANCER  

CLINICIANS 
GORDON L. DOUGLASS, D.D.S., MS, RICHARD JORDAN, D.D.S., MS AND GERALD DRURY, D.D.S., MS

SACRAMENTO
BROUGHT TO YOU BY THE WESTERN SOCIETY OF PERIODONTOLOGY

H I LT O N  S A C R A M E N T O  A R D E N  W E S T  
2200 HARVARD STREET, SACRAMENTO CA. 95815

Phone:  916.604.3599     Fax:  916.649.1311
For information on this or other seminars contact

Deb Goldman  -  813.444.1016  Office  •  dgoldman@wsperio.org
813.444.1011  •  877.864.0263  •  www.wsperio.org

FEBRUARY27, 2016

Four and a half (4.5) hours of continuing education credit will be provided.
The WSP is a recognized ADA CERP Provider.

REGISTER AT
WWW.WSPER IO.ORG

As an SDDS member, your committees and task forces contribute valuable knowledge and expertise 
for the betterment of your practice, organized dentistry and the profession of dentistry. Committee 
work activities provide the pulse for responding to the ever-changing issues that we face today and 
a chance to anticipate needs and shape our future.
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next General membership meeting: MARCh 8, 2016
www.sdds.org/general-meetingsBring your spouse!

3

6

7

January 12, 2016 • Hygiene Night  
Preventing hospital Aquired Pneumonia... 
one Clean mouth at a time

4

1 Cathy introducing Dr. Emmerson, an affliate member and a past legislator.

2 Dr. Chan and Dr. Raskin enjoying each other’s company. 

3 Dr. LaDow and her hygienist Kim McGhee. 

4 Drs. Worth and Patel presented the 2015 Harry Wong Community Service Award to this year’s winner, Dr. Blom.

5 Dr. Johnson was one of our lucky raffle prize winners.

6 Dr. Daby, Lori Daby and Caroline Chatigny. 

7 Dr. Bellamy and Jerry, the President of Top Hand Media.

General Meeting

1

2

5
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6

CLiP OUt this handy NEW mEmBER UPDatE and insert it into your DiRECtORY under the “NEW mEmBERS” tab.

New Members February 
2016

Petr Kadera, ddS
General Practitioner
Transferred from Marin County Dental Society
(916) 569-8600
10423 Old Placerville Rd.
Sacramento, CA 95827

Dr. Petr Kadera graduated from UCSF School 
of Dentistry in 2009.

Jayanth Kumar, ddS
Public Health
(916) 324-1715
1616 Capitol Ave. Ste 74.456
Sacramento, CA 95814-7402

Dr. Jayanth Kumar graduated from Bangalore 
Institute of Dental School in 1975, and Johns 
Hopkins University in 1979. He serves as the 
State of California’s Dental Director.

narinderJit mahal, ddS
General Practitioner
 (916) 324-1715
6030 S. Land Park Dr.
Sacramento, CA 95822-3315

Dr. Narinderjit Mahal Graduated from 
Columbia University in 2012.  
Fun Fact: Dr. Narinderjit Mahal likes to 
travel and likes snowfalls!

ifeatu nnebe, ddS
General Practitioner
(916) 294-5219 
Pending Office Address

Dr. Ifeatu Nnebe graduated from University 
of Colorado in 2014. Fun Fact: Dr. Ifeatu 
Nnebe likes spending time with her family, 
traveling and exploring other cultures!

Sarah Po, dmd
General Practitioner
(916) 861-2409
11155 International Dr.
Rancho Cordova, CA 95870

Dr. Sarah Po graduated from University of 
British Columbia in 2000. She is currently a 
consultant with Delta Dental. 

Pending Applicants 
Trevor Miller, DDS 
Hyun Myung Ha, DDS 
Khalid Rasheed, DDS 
Jennie Lee, DDS 
Asma Sajid, DDS

ToTal 
memBerShiP
(as of 1/18/16:

1,644

totAl ACtivE mEmbERS: 
1,313

totAl REtiRED 
mEmbERS: 242

totAl DuAl 
mEmbERS: 5

totAl AFFiliAtE 
mEmbERS: 14

totAl StuDEnt/ 
pRoviSionAl
mEmbERS: 9

totAl CuRREnt 
AppliCAntS: 5

totAl Dhp 
mEmbERS: 51

totAl nEW 
mEmbERS FoR 2015: 100

mARKet 
shARe:

79%
RETENTiON RATE: 94%

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

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

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

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

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

  (866-232-6362)

CDA Practice Resource Ctr  .  . cdacompass.com
TDIC Insurance Solutions  . (800) 733-0633

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

Central Valley 
Well Being Committee  .  .  . (559) 359-5631
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SDDS SPECIAL!!!        
Contact Jeremy Lorenzo 
916-903-8666 
1111 Howe Ave. Suite #505 
Sacramento, Ca 95825                   
 

*Send this in with your first case to receive 50% 1-6 units* 

 

Come see us at booth 46 
to learn how to receive 
 Free 10,000 Loyalty 

Reward Points 
 Free Tablet 
 Free Labstar Account 

---------------------------------------------------------------------------------------------------------------------------------------------------------
- 

Crown and Bridge 
Implants 
Guided Surgery 
CAD/CAM 
Continuing Education 

50% OFF FIRST CASE 

• CROWNS AND BRIDGES

• IMPLANTS

• GUIDED SURGERY

• CAD / CAM

• CONTINUING EDUCATION

• FREE 10,000 LOYALTY 
REWARD POINTS
• FREE TABLET

• FREE LABSTAR ACCOUNT

SDDS SPECIAL!!
contact Jeremy Lorenzo

916.903.8666 • 916.274.4072
1111 Howe Ave. Suite #505 • Sacramento, CA

50% OFF FIRST CASE!

COME SEE US AT BOOTH 46 
TO LEARN HOW TO RECEIVE

*send this in with your first case to receive 50% 1-6 units

Do you have financial surprises in your life?  
Are they holding you back?

We eliminate financial surprises and guide you to 
complete business success! 

Dental specialists!

All up-front pricing!

Coordinated and holistic business                                          
and financial planning

Year-round collaboration with your                                                                                                                    
CPA to help you achieve you goals. 

Ben Anders, CPA
Partner 

$1,000 Off an 

Annual Package 

of Services with 

this ad!

“I’m a dentist in the midtown area 
and have had experience with 
quite a few accountants during 
my 21 years in practice. Ben 

Anders is exceptional. He stays in 
close communication with you so 
everything is clear regarding your 

taxes and finances. Taxes for me is 
like going to the dentist for some 

people and he makes it easy.”

 — Therese O’Brien, DDS

Call now to schedule a free initial consultation!   916.646.8180       www.innovativecpas.com
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vendor memBer SPoTlighTS:

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 .

Dental laboratory offering crown and bridge, implants, CAD/CAM, 
and guided surgery .

Products and Services
•	All Ceramic (Emax, Empress, Authentic, Feldspathic, etc .)

•	Porcelain Fused to Metal

•	Zirconia

•	CAD/CAM

•	Guided Surgery

•	We will be offering 3D printing, partials, and dentures in the 
future . 

Frank Sim
frank@kp28dentallab .com

(916) 274-4072 phone
(916) 274-4199 fax

www.kp28dentallab.com

Keith B. Dunnagan – Senior Attorney  
– Commercial Transactions 
kbdunnagan@bpelaw .com

(916) 966-2260 phone
(916) 346-4880 fax

www.bpelaw.com/dental-law

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 are nearing 40 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! (See pages 32-33 for our list of current 
Vendor Members). 

SddS vendor memBerShiP SuPPorT iS a win-win relaTionShiP!
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Burkhart Dental Supply
Dave Little, Branch Manager
916.784.8200

www.burkhartdental.com
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Analgesic Services, Inc.
Geary Guy, Vp / Steve Shupe, Vp
888.928.1068

www.asimedical.com
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Henry Schein Dental
Mark Lowery, Regional Sales Manager
916.626.3002

www.henryschein.com
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DESCO Dental Equipment
Tony Vigil, president
916.259.2838

www.descodentalequipment.com
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Patterson Dental
Roy Fruehauf, Branch Manager
800.736.4688

www.pattersondental.com
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wood & Delgado
patrick J. wood, Esq. 
Jason wood, Esq.
800.499.1474

www.dentalattorneys.com
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The Foundation for Allied  
Dental Education
LaDonna Drury-Klein
916.357.6680

www.thefade.org
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Pacific Dental Services
Rayelle Theeck
916.705.4515

www.pacificdentalservices.com
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Heraeus Kulzer
Christina Vetter
408.649.8921

www.heraeusdentalusa.com
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Sacramento Magazine
Becki Bell, Marketing Director
916.452.6200

www.sacmag.com
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western Practice Sales
Tim Giroux, DDS, president 
John Noble, MBA
800.641.4179

www.westernpracticesales.com
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Resource Staffing Group
Debbie Kemper
916.993.4182

www.resourcestaff.com
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SD Reliance Management 
Dennis Krohn Jr., president
916.367.4244

www.sdreliance.com
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CA Employers Association
Kim parker, Executive Vp 
Mari Bradford, hR hotline Manager
800.399.5331

www.employers.org
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Integrity Practice Sales
brian	Flanagan	&	Kirsi	Kilpelainen
855.337.4337

www.integritypracticesales.com
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Comcast Business                   
Lisa Geraghty
916.817.9284
lisa_geraghty@cable.comcast.com

business.comcast.com
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xTerraLink, Inc.
Rami J. Zreikat / Alnore Deen
916.608.9902	•	916.206.1858

www.xterralink.com
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BPE Law Group, PC
Keith B. Dunnagan - Senior Attorney 
Linda Lewis
916.966.2260

www.bpelaw.com/dental-law
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Olson Construction, Inc.
David Olson
209.366.2486

www.olsonconstructioninc.com
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Blue Northern Builders, Inc.
Marc Davis / Morgan Davis / Lynda Doyle
916.772.4192

www.bluenorthernbuilders.com
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Star Group Global Refining
Jim Ryan, Sales Consultant
800.333.9990

www.stargrouprefining.com
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wells Construction, Inc.
Nicole wells
916.788.4480

www.wellsconstruction.com
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Fechter & Company
Craig Fechter, CpA
916.333.5360

www.fechtercpa.com
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First US Community Credit 
Union
Gordon Gerwig, Business Services Mgr
916.576.5650

www.firstus.org
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Mann, Urrutia, Nelson, CPAs
John Urrutia, CpA, partner
Chris Mann, CpA, CFp, partner
916.774.4208

www.muncpas.com
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Innovative Solutions CPAs & 
Advisors, LLP 
Ben Anders, CpA
916.646.8180

www.innovativecpas.com
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Bank of the west
Mary Alajou, Vp
Sacramento / Butte Area Manager
916.949.2687

www.bankofthewest.com
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Kaneski Associates
916.774.6250
800.316.3129

www.kaneskiassociates.com
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Ameriprise Financial —
The Chandler Group
Thomas Chandler
916.789.9393, ext. 03197

www.ameripriseadvisors.com
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The Dentists  
Insurance Company
Chris Stafford
800.733.0633

www.tdicsolutions.com
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KP28 Dental Laboratory
Frank Sim
916.247.4072

www.kp28dentallab.com
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western Contract
Claire Blocker
916.202.0624

www.westerncontract.com/studio
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Could 
Be you!

The Payment Exchange
Kraig Speckert, president
916.635.8800

www.thepayx.com
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Uptown Studios
Tina Reynolds
916.446.1082

www.uptownstudios.net
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our SDDS
Vendor Members!
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Advertiser iNDEx
Dental Supplies, Equipment, Repair

Analgesic Services inc. . . . . . . . . . . . . . . . . . . . . . . 32
burkhart Dental Supply. . . . . . . . . . . . . . . . . . . . . . . 32
Desco Dental Equipment. . . . . . . . . . . . . . . . . . . 4, 32 
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Dental Laboratory
kp28. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 30, 33

Dental Services
pacific Dental Services. . . . . . . . . . . . . . . . . . . . . . . 32

Education
The Foundation for Allied Dental Education.. . . . . . . 32
Western Society of periodontology . . . . . . . . . . . . . 27

Financial, Insurance & Investment Services
Ameriprise Financial – The Chandler Group . . . . . . . 33
bank of the West. . . . . . . . . . . . . . . . . . . . . . . . . . . 33
Fechter & Company. . . . . . . . . . . . . . . . . . . . . . 23, 33
First uS Community Credit union . . . . . . . . . . . . . . 33
innovative Solutions CpAs & Advisors, llp . . . . 30, 33
kaneski Associates . . . . . . . . . . . . . . . . . . . . . . . . . 33
mann, urrutia, nelson, CpAs . . . . . . . . . . . . . . . . . . 33
the payment Exchange. . . . . . . . . . . . . . . . . . . 21, 33
tDiC & tDiC insurance Services . . . . . . . . . . . . . 6, 33

human Resources
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Media & Advertising
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blue northern builders, inc. . . . . . . . . . . . . . . . . . 8, 33
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Wells Construction . . . . . . . . . . . . . . . . . . . . . . . . . 33
Western Contract . . . . . . . . . . . . . . . . . . . . . . . . . .  33

Practice Sales, Lease, Management &/or Consulting
Dental management Solutions, inc. . . . . . . . . . . . . . 24
henry Schein - Wagner . . . . . . . . . . . . . . . . . . . . . . 34
integrity practice Sales . . . . . . . . . . . . . . . . . . . . . . 32
Western practice Sales . . . . . . . . . . . . . . . . . . . . 9, 32

Waste Management Services
Star Group Global Refining . . . . . . . . . . . . . . . . . . .  33
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SACRAMENTO DiSTRiCT DENTAL FOUNDATiON DOES…

May 16, 2016
wednesday 

MoToWN ThE MUSICAL 
is the true American dream 
story of Motown founder 
Berry Gordy’s journey from 
featherweight boxer to the 
heavyweight music mogul 
who launched the careers 
of Diana Ross, Michael 
Jackson, Smokey Robinson 
and many more.

Tickets can be purchased online at  
www.sdds.org/events/dentists-do-broadway-motown/  

or by contacting SDDS.
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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.

To place an ad in The Nugget Classifieds, visit 
www.sdds.org/publications-media/advertise

LOOKiNG FOR AN EThiCAL AND TEChNiCALLY 
SOUND DENTiST to join an established general 
dentistry practice. The position would be full time 
(32-40 hours per week), but i would entertain part-
time as well. The practice just moved into a new 
office consisting of all state of the art equipment, 
including CAD/CAM dentistry. Call 858-699-1776 
or	email	drjasoncass@yahoo.com 11/15

wE CATER TO COwARDS. here at Dental Excellence, 
we strive to provide the ultimate calm and comforting 
patient experience. Looking for an associate with 3-5 
years of experience. Must have confidence in their skills, 
gentle touch to accommodate our fearful patients and 
have a flexible schedule. Must be available to work on 
Saturdays.	Email	greenhavendental@yahoo.com	or	call	
916.395.5700.  06/07-15

wELLSpACE hEALTh ORGANiZATiON (an FQhC) 
is taking applications for fill-in/part-time/full-
time	 dentists.	 Send	 your	 resume/cV	 to	 kdubois@
wellspacehealth.org. 01/15

BUSY pRiVATE pRACTiCE in El Dorado hills seeking 
exceptional, enthusiastic, detail-oriented, pediatric 
dentist to join our growing team! please sen CV to 
dpetersonmsd@gmail.com	or	fax	to	916.941.1443 12-15

DENTiST (SACRAMENTO/CENTRAL VALLEY) General 
Dentist- Assoc. position- Full or part time. Excellent 
opportunity in a premier well established practice in 
Sac-Fair Oaks area. we need an experienced Gp with 
outstanding people skills to focus on clinical excellence 
and patient care, supported by a team of highly skilled 
professionals. The growth potential is Excellent for 
the right Doctor-- potential ownership for the future. 
please	 email	 resume	 to	 hofferber@dental-mba.com.	
Compensation: Based on Skills and Experience. 12-15

DESiGN YOUR SUiTE iN A STATE-OF-ThE-ART 
SACRAMENTO BUiLDiNG near	Watt	 &	 El	 camino	
Avenue. FULL FiNANCiNG AVAiLABLE for 1750 
sf. Come see it! Contact Dr. Favero 916.487.9100. 
 11/12-15, 01/02/03-16C

SACRAMENTO DENTAL COMpLEX has one small suite 
which can be equipped for immediate occupancy. Two 
other suites total 1630 sq. ft which can be remodeled 
to your personal office design with generous tenant 
improvements. 2525 K Street. please call for details: 
916.448.5702.  10-11

LOCATiON, LOCATiON, LOCATiON: DENTAL OFFiCE 
AVAiLABLE, 3000 L Street 1,535 sf with 5 operatories, 
recently remodeled. Fully serviced lease with ample free 
parking. Contact Kelly Gorman 916.929.8100. 03-13

FOR LEASE: One operatory dental suite, corner 39th 
and J street in desirable East Sacramento. For the 
dentist easing into retirement. Contact R.J. Frink, M.D. 
916-801-5276  12-15

5-STAR LOCATiON, COUNTRY CLUB DENTAL BUiLDiNG, 
1901 watt Ave., ADA compliant, 4 state-of-the art 
operatories, air and vac supplied, and lab. Ready for your 
dental units, your choice in final décor. Great for new 
start-up or modernize your practice. Call 916.225.8768 
or	email	evangelinmiller@gmail.com.		 2-16

SACRAMENTO DENTAL OFFiCE BUiLDiNG FOR 
SALE— 8,000 sq. ft. As is, needs your vision, two 
stories, elevator, near Arden Mall. Contact Joe hruban 
at	530.746.8839	or	joe@omni-pg.com,	omni	practice	
Group #01821307 08/09-15

ADORABLE OFFiCE in Elk Grove. perfect for beginning 
or established Dentist. Fully loaded with all equipment 
and computers. Child friendly, Six chairs. 9340 west 
Stockton Blvd. Call holly at 916.684.5456  10-15

FOR SALE: Shingle Springs Dental- Foothills practice 
near Cameron park. Owner retiring but will stay 3-4 
months to preserve patient retention. Great opportunity 
for recent grad or part time practice. Call 530.672.1616 
or evenings 530.622.4029  2-16C

FOR LEASE

LOCUM TENENS. UOp grad to work in your office while 
you are on vacation, sick or maternity leave or emergency. 
Great references. please call 530.644.3438. 04-13

eMPLoYMent oPPortunities

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

Positions WanteD

For Lease

SDDS member dentists can 
place classified ads

for free!
memBerBenefiT!

ProFessionaL serviCes

PraCtiCes For saLe
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ADDRESS SERviCE REquEStED

SDDS CALENDAR oF EvENTS

pRSRt StD

uS poStAGE

pAiD

pERmit no. 557

SACRAmEnto, CA2035 hurley Way, Suite 200 • Sacramento, CA 95825
916.446.1211 • www.sdds.org

5:45pm:	Social	&	table	clinics

6:45pm:	Dinner	&	program

hilton Sacramento Arden west  
(2200 harvard Street, Sac)

17 Business Forum 
Possibilities, Perils, &  
Practicalities of Dental Practice 
Ownership from Start to Finish 
Kerry Straine (Straine Consulting) 
6:30pm–9:00pm / SDDS Classroom

23 hR webinar 
Empowering Communication Skills  
with Patients, your Practice &  
your Co-workers 
Mari Bradford (CEA) 
Noon–1:00pm / Home/Office

31 SDDS at The painted Cork 
Social evening with painting, wine and 
good company. 
6:30–8:30pm / 1624 J St., Sacramento

 

Ce

Ce

mARCh
7 Foundation Meeting 

6:15pm / SDDS Office 

8 General Membership Meeting 
Dentistry’s Response to Bioterrorism or a 
Public Health Emergency 
Jim Wood, DDS 
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm Dinner & Program

14 Legislative Advisory Meeting 
6:00pm / SDDS Office 

 CE Advisory Meeting 
6:15pm / SDDS Office

15 Leadership Development  
Committee Meeting 
6:15pm / SDDS Office

Ce

FeBRuARY
4 Dentists Do Broadway:  

The Little Mermaid 
6:30pm / Sacramento Community Theatre

6 Smiles for Kids Day!

18-19 
36th Annual Midwinter Convention 
SDDS Knocks it out of The CE Park! 
Sacramento Convention Center

8 Leadership Development  
Committee Meeting 
6:15pm / SDDS Office

ARE yOU REGISTERED FOR SPOUSE NIGHT?

    

front office bOOT CAMP
supreme sPEAKERS
licensure renewal courses

Lots of CE & 70 Vendors

front office bOOT CAMP
supreme sPEAKERS
licensure renewal courses

Lots of CE & 70 Vendors

Midwinter ConventionMidwinter Convention

General Meeting: Spouse Night
3 ceu, core • $64

Dentistry’s Response to Bioterrorism or  
a Public Health Emergency
presented by Jim wood, DDS

MAR

8

Bring your 
spouse!

TUESDAy
5:45PM-9PM

•	possible roles of dental professionals in times  
of a declared emergency

•	Existing response programs dental personnel can participate in

•	Legal considerations for response in a government  
declared emergency

Ce

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


