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Get Ready For Our 
UPCOMING EVENTS

Join us for 
Dental Day  

at Raley Field!

JUNE 16, 2016

HR Webinar
1 CEU, 20% • $40

Empowering Communication Skills with  
Patients, Your Practice & Your Co-Workers
Presented by Mari Bradford

One hour online and audio seminar you can listen to with 
co-workers while you have your lunch or while you are 
on the road. You will only need a telephone, cell phone 
and/or computer (computer not required). All you need to 
do is dial, listen and ask questions if you desire. 

General Meeting
3 CEU, CORE • $64

Spouse Night • Dentistry’s Response to 
Bioterrorism or a Public Health Emergency
Presented by James D. Wood, DDS

This course will discuss how dentists, hygienists, and 
assistants could assist authorities in a Public Health 
Emergency, Natural Mass Disaster, or Bioterrorism 
Incident. We will also consider how to be prepared if 
disaster strikes the dental office.

Business Forum
NO CEU, CORE • $69

Possibilities, Perils and Practicalities of Dental 
Practice Ownership from Start to Finish
Presented by Kerry Straine, Straine Consulting

At this seminar Kerry Straine will address the external 
economic climate, and also the internal economic 
challenges practice owners face, and how to develop 
strategy to accomplish owning the practice of your 
dreams.
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TUESDAY
5:45PM-9PM

THURSDAY
6:00PM-9PM

TUESDAY
12PM-1PM

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, vendors, friends and their guests are invited! Hope to see you there!

FRIDAY, MAY 6, 2016 • annual golf tournament
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Continuing Education • Friday, 8am-3pm

Manual Day: Build & Complete Your OSHA, Employee 
& HIPAA Manuals in One Day! (5 CEU, CORE)

Business Forum • Thursday, 6pm-9pm

Things That Keep You Up at Night: HR Nightmares  
(2.5 CEU, 20%)

General Meeting • Tuesday, 5:45pm-9pm

Alma Mater Night • Peer Review Process:  
Your Best Member Benefit (3 CEU, CORE)

Lunch & Learn • Thursday, 11:30am-1:30pm

Office Emergencies: You Need to Know More Than CPR 
(2 CEU, CORE)

Continuing Education • Friday, 8am-3pm

Pearls in the Backyard (7 CEU, CORE)
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The Ethics of Social Media in 
Dental Practice: Ethical Tools  
and Professional Responses 
Bruce Peltier, PhD, MBA & Arthur Curley, JD 

I Have Had Enough!  
Gordon J. Christensen, DDS, MSD, PhD

Ethical Dilemma 
Nikki Chauhan, DDS

To Refer or Not to Refer,  
That Is the Question 
Ronald V. Surdi, DDS 

Taking the Ethical Path in 
Challenging Times  
Robert D. Stevenson, DDS
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Ethics

LEADERSHIP

President’s Message

By Wallace Bellamy, DMD
2016 SDDS President

As members of our Dental Society and as individuals, we 
hold ourselves to a high ethical standard. But what is that? 
What does it mean to us, our patients, and to the public 
at large? There are basic tenants we all abide by:

First and foremost, Do No Harm by keeping our patients 
healthy. This also means keeping skill levels up by taking 
continuing education and other classes and referring to 
our specialty partners when necessary.

Respect our patients needs and wants and have them 
involved in their oral care

Do good quality work speaks for itself. 

Be fair in treatment to all, giving consideration to their 
economic needs.

Be truthful in dealing with your knowledge of situations 
or in unforeseen outcomes.

This issue hopefully will make us query our notion of 
ethics. Part of being a member of SDDS is our Ethics 
Committee which deals with member concerns as well 
as Peer Review. And SDDS offers some of the finest 
Continuing Education to keep your skill level above 
optimum. 

SDDS is your trusted source of information. We are here 
to help and support you, our colleagues!  

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

4  |  The Nugget • Sacramento District Dental Society



Cathy’s Corner

By Cathy B. Levering
SDDS Executive Director

You Should Know… 
the Results!
The Member Survey results are in and 25% of our SDDS members responded 
(thank you to the 382 people who did!)!

This survey gives SDDS leadership a checkpoint to compare the benefits and 
services offered to our members and to take the pulse as to their involvement, 
their concerns, their expectations of our Dental Society.

From this survey, our strategic plan and direction will be assessed and targeted.

We are most appreciative that so many members took the time to answer the 
survey. And we have read EVERY, SINGLE comment offered. In the YOU 
SHOULD KNOW section of this Nugget you will see more results of the survey 
(by the way, the Nugget was valued as THE MOST USED Member benefit, 
tied with Continuing Education). And our members feel fully informed and are 
getting the information they need in a timely manner (94%!).

The main reason for being a member? Many of the comments explained the 
value of peer networking and a “community of dentists.” Whether you are 
looking for a job, an associate, a new partner or looking to sell your practice, the 
relationships you build within organized dentistry become the starting point. 
Referrals are important, but the survey shows not that important. 

As you can see by the graphics on the following pages, our new dentists/new 
members are strong. Probably thanks to the dental schools’ emphasis of the value 
of organized dentistry, new dentists are definitely joining. They are looking for 
jobs… and also relationships for future jobs.

One main concern expressed in the comments was that of “declining 
membership.” Actually, SDDS membership is INCREASING! Our market 
share is very close to 80% and we have maintained that number the past few 
years (in 2001, when I began as the Executive Director of SDDS, our market 
share was 63% - that wasn’t good, I admit, and it was our first priority to 
correct). Survey results indicate that the perception is that corporate dentistry 
will decrease our membership. While this is a very important concern and one 
that we will continue to monitor (and recruit!), members continue to join and 
support organized dentistry. Nationally, ADA’s market share (currently 66%) is 
declining a bit and they continue to address this.

Our work continues with corporate dentistry dentists (and employees of corporate 
dentistry) and member recruitment. If peer review and peer networking aren’t 
the “carrots” that will prove a valuable, we’ll continue to try to figure out what 
else we can offer.

That said, MOST important to us is YOU, our current members. We work for 
you! You support organized dentistry and your peers. YOU are the ones we will 
continue to focus on, to serve, to provide member benefits and services for and 
to whom we will listen. 

Thank you for your input – it matters.    

LEADERSHIP
President: Wallace Bellamy, DMD

Immediate Past President: Viren Patel, DDS 
President Elect/Treasurer: Nancy Archibald, DDS

Secretary: Margaret Delmore, MD, DDS
Editor: Carl Hillendahl, DDS

Executive Director: Cathy Levering

Dean Ahmad, DDS, MS
Volki Felahy, DDS
Greg Heise, DDS
Bryan Judd, DDS

Beverly Kodama, DDS
Matt Korn, DDS

 Lisa Laptalo, DMD
Peter Worth, DDS

Adrian Carrington, DDS 
Terry Jones, DDS

CPR: Craig Alpha, DDS
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Nominating/Leadership Dev.: Viren Patel, DDS
Peer Review: Brett Peterson, DDS

CE Task Force: George Chen, DDS
Forensics Advisory: Mark Porco, DDS

Fluoridation Advisory:  
Kim Wallace, DDS / Rick Kennedy, DDS 

Strategic Planning Advisory: 
Nancy Archibald, DDS / Margaret Delmore, MD, DDS
Budget & Finance Advisory: Nancy Archibald, DDS

Bylaws Advisory: Viren Patel, DDS 
Legislative Advisory: Jenny Apekian, DDS

Large Group Practice Task Force: 
Rob Berrin, DDS / Viren Patel, DDS 

1T1B Task Force: Guy Acheson, DDS
   Pre Dental Clubs: Tania Nelson Chrystal, DDS 

Dental Benefits: Matt Korn, DDS
Member Benefits / Services: Kristen Adams, DDS 

Member Events: Jennifer Drew, DDS, MSD
GMC Denti-Cal Task Force: Warren McWilliams, DDS 
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The Nugget is an opinion and discussion magazine for SDDS membership. 
Opinions expressed by authors are their own, and not necessarily those of 
SDDS or The Nugget Editorial Board. SDDS reserves the right to edit all 
contributions for clarity and length, as well as reject any material submitted.
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by the SDDS, 2035 Hurley Way, Ste 200, Sacramento, CA 95825 (916) 446-1211. 
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or endorsement by Sacramento District Dental Society of products or 
services advertised. SDDS reserves the right to reject any advertisement.

Postmaster: Send address changes to SDDS, 2035 Hurley Way, Ste 200, 
Sacramento, CA 95825. www.sdds.org • March 2016  |  5



YOU SHOULD  KNOW
TDIC Insurance  .  .  .  .  .  .  .  .  .  .  . 33%
CE Courses (including MW)  .  .  .  .  . 23%
Networking  .  .  .  .  .  .  .  .  .  .  .  .  . 18%
Informational Resources  .  .  .  .  .  . 17%
Other (not speci�ed)  .  .  .  .  .  .  .  .  . 8%
Referrals  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 1%

91%
OF DENTISTS FEEL 
FULLY INFORMED 
OF EVERYTHING 
THAT’S GOING ON 

YOU SHOULD  KNOW

2015 Membership Profile

Market Share
Year

Demographic Data

Sacramento District Dental Society

WHAT ARE YOUR TOP 3 MEMBER BENEFITS?

HOW OFTEN DO YOU
READ THE NUGGET?

Within a week of when it comes

During the month

When I get to “the magazine pile”

Never

Nugget

Continuing Education classes

Employment posters / handbook

Staff compensation & bene�ts survey

Website (www.sdds.org)

SDDS Annual MidWinter Convention

Business information

“Community” of dentists
Continuing Edu. classes
Source of current 
information for dentists
Staff
Political Involvement

SDDS Human Resource Hotline

SDDS Design Department

Dental Materials Fact Sheets & stamps

Job Bank

Vendors & product information

HIPAA stamps

Peer Review

Patient referrals

Meeting place availability (with AV equipment)
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WHAT IS THE MOST VALUABLE REASON 
FOR BEING AN SDDS MEMBER?

THE 5 BEST THINGS ABOUT SDDS

72%

43%

36%
72%

63%
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THE CALIFORNIA HEALTHCARE, 
RESEARCH AND PREVENTION 
TOBACCO TAX ACT OF 2016
The California Healthcare, Research and 
Prevention Tobacco Tax Act of 2016 will 
increase California’s cigarette tax by $2 per 
pack, and place equivalent taxes on products 
containing nicotine derived from tobacco, 
including e-cigarettes. The American Cancer 
Society Cancer Action Network, American 
Heart Association and American Lung 
Association in California are standing up to big 
tobacco to save lives and help smokers quit.

Visit SaveLivesCA.com for more info.

DENTAL BOARD URGES 
IMMEDIATE ACTION ON 
LICENSE RENEWAL 
Reprinted with permission from CDA.

The Dental Board of California and the 
Department of Consumer Affairs have 
launched a campaign to reach dentists and 
registered dental assistants whose licenses 
expire in January 2016, and urge them to 
renew their professional licenses as soon as 
possible. This comes as a result of the 
transition to a new online licensure renewal 
system known as BreEZe.

CDA recommends dentists and dental 
assistants read the CDA Update and visit 
cda.org for the latest information on BreEZe 
implementation and more details on using the 
new online renewal system when those 
become available. 

For more information on CDA’s advocacy on 
licensure and fees, visit cda.org. For more 
information on BreEZe, visit dca.ca.gov. 

DENTISTS SHOULD CHOOSE 
THEIR MEDICARE STATUS NOW
Reprinted with permission from CDA.
By Greg Alterton, CDA Dental Bene�t 
Plan Specialist

Now is the time for dentists to �le their 
intentions with Medicare.

Medicare has given dentists and other health 
care providers until June 1, 2016, to declare 
whether they will opt in or opt out of the 
program. However, the Centers for Medicare 
and Medicaid Services (CMS) is encouraging 
providers to get their forms into the state 
Medicare administrators by the �rst of the year 
to assure that a provider’s status is recorded by 
the June 1 date, as it will take the administrators 
four to six months to process forms.

A sample of the opt-out form, and the 
private contract that must be entered into 
with cash-pay Medicare patients, are both 
available at ada.org. 

HANDLE PATIENT RECORD REQUESTS THE RIGHT WAY
Reprinted with permission from CDA.

When it comes to charging patients for copies of their records, a practice may charge no more 
than 25 cents per page or 50 cents per page for micro�lm. The dental of�ce may also charge all 
reasonable costs, not exceeding actual costs, to provide patients with copies of their records, 
which includes the cost of copying X-rays and postage. Additionally, practices are not allowed to 
withhold access to records until an outstanding account is cleared.

For more information on these resources, visit cda.org/practicesupport

CREDIT CARD MACHINE THEFTS 
In February, many of our SDDS members reported that their of�ces were burglarized and their credit card machines were stolen. What we are 
hearing is that the machines that are “older” are the most at risk to our members’ accounts. Did you know you can password protect your credits 
issued? Some members are taking their machines home at night! Some are locking them up in their closets!

According to reports, nearly 40 dental locations have been broken into over the last few weeks.  The thieves are after credit card terminals and a 
variety of other computer related devices. The reason may surprise you. Kraig Speckert from The Payment Exchange (our Vendor Member) 
explains it as a two-step fraudulent process: "Thieves are taking credit card terminals and running refunds, thus stealing money from the dental 
practice and loading those stolen funds onto a prepaid credit card." These prepaid cards often carry the Visa, MasterCard or American Express 
Logo and are ready to use anywhere credit cards are accepted.  

Dental practices that use terminals are urged to contact your vendor, or our vendor member, The Payment Exchange;  they have a program 
designed to keep thieves away from perpetrating fraud using your bank account and its available funds.  According to Mr. Speckert, "We have a 
program that allows practices to secure their terminal from fraudulent refunds by creating a terminal related password locking down the process 
to transact refunds.”

The Payment Exchange also will provide a special member bene�t to those merchants who have been victims of such a theft. They will provide a 
solution at no charge, as long as they are an SDDS member."  

The Payment Exchange can be reached by calling 916-635-8800, ask for Kraig Speckert.

CURES 2.0 ENROLLMENT 
NOW OPEN TO DENTISTS
Reprinted with permission from CDA.

The CURES 2.0 enrollment process is open to 
all providers, including dentists, and must be 
completed by the new deadline of July 1.

All dentists who are authorized to prescribe, 
order, administer, furnish or dispense 
controlled substances must register in the 
Controlled which allows prescribers to look up 
a patient’s controlled substance current usage 
and past history.

To register, visit oag.ca.gov/cures. For 
more information on the current science 
and practice of pain management in 
dentistry, see the November 2015 CDA 
Journal at cda.org/journal.

www.sdds.org • March 2016  |  7



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
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We always strive to do good for our 
patients, but sometimes that “good” gets 
pushed aside without us noticing. We all 
have tried to help that one patient and 
things have gone awry to the point where 
if a similar case arises again, we know to 
trust our gut and seek the better judgment 
of a specialist. While patients have 
autonomy over their dental treatment, 
we must guide them to make a properly 
educated decision, based on their needs 
and the scope of our license. Google is not 
a source for a properly educated decision 
and if a patient wants what they “googled,” 
you are not the dentist for them! Patients 
look to online testimonials and social 
media for guidance on dental care, and we 
must be prepared to answer their questions 
and concerns about treatment. You are the 
licensed professional intent on doing good 
and while you may not please the stubborn 
few, you will rest at night knowing that 
you created healthy, long-lasting smiles 
and secured the trust from your patients. 

While some dentists or practices may be 
advertising a certain procedure, unless 
you are comfortable and well educated 
on it, you should not feel pressured to 

follow suit. We are facing testing times 
now as insurance plans are cutting 
reimbursements, while our overhead costs 
remain high. In such desperate times, we 
should remember our vision and mission 

statement for our dental practice when we 
lose sight of why we joined the profession 
in the first place: to do good, help others 
and create healthy smiles. Always revisit 
the ADA Principles of Ethics and Code 
of Professional Conduct or give the 
TDIC Advice Line a ring if anything is 
questionable; it’s never worth treating 
patients on a whim. 

Lastly, one aspect of dentistry we don’t 
discuss much is how dentists treat other 
dentists. We are quick to judge the work 
of others but are not quick to investigate 
what lead to the questionable work. It 
could be fraudulent work but it’s always 
a best measure to try to reach out to the 
previous treating dentist to see what lead 
to such outcome. Maybe we should have 
electronic health records in dentistry so 
that we don’t have to search far for each 
treating doctor. This may be light years 
away from happening but it could keep 
dentists at higher ethical standards when 
other professionals can view the records.   

From the Editor’s Desk

By Hana Rashid, DMD
Associate Editor

While patients have 
autonomy over their 
dental treatment, we 

must guide them to make 
a properly educated 

decision, based on their 
needs and the scope of 

our license.

Doing Good

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

...do good, help others and create healthy smiles.

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, vendors, friends and their guests are invited! Hope to see you there!

FRIDAY, MAY 6, 2016 • annual golf tournament

www.sdds.org • March 2016  |  9
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Standard Bioethical Tools

Normative principles. The most common 
tool for ethical decision-making in dentistry 
is a set of principles and a deontological 
method.1 The relevant principles include 
veracity, beneficence, nonmaleficence and 
often justice. Confidentiality is certainly 
at stake. The method requires that these 
principles be honored and never violated. 
The principle of veracity mandates that any 
messages communicated to the public be 
true, containing no falsehoods, deception, 
or misrepresentation.

Utilitarian, value-maximizing approach. 
This decision method weighs interests 
— patient interests, dentist interests, the 
interests of dental plans or third party payers 
and perhaps the profession as a whole. This 
ethical vehicle is essential to the present 
discussion, as the Internet offers potential for 
great good as well as significant harm. The 
trick is to do more good than harm and to 
limit damage to patients and the profession. 
It’s a balancing act, to be sure.

Professional identity and the fiduciary 
nature of dental practice. Perhaps the most 
compelling concept is that of professionalism. 
Professionals, by definition, perform an 
important service for people who are in a 
vulnerable position and unable to evaluate 
that service for themselves. Patients must 
be able to trust dentists, what they say and 
what they do. Because the public cannot 
effectively evaluate dental treatments, it is 
best if dentists manage their own collective 
behavior — as a profession. That way, patients 
can trust what dentists say and do for them, 
and government agencies need not intervene. 
The CDA Code of Ethics is clear: “Service 
to the public is the primary obligation 
of the dentist as a professional person.”2 
Dentists, therefore, have an obligation to 
be trustworthy. It is this exchange, and the 
autonomous obligation to trustworthiness, 

that defines a profession. It is unrealistic to 
expect the state board to monitor all of the 
advertisements in dentistry. Therefore, it 
is incumbent upon dentists to manage the 
behavior of colleagues in their community.

Professionals also have a perceptual obligation 
to seem trustworthy. The CDA’s Code of 
Ethics codifies this obligation by saying, 
“While serving the public, a dentist has the 
obligation to act in a manner that maintains 
or elevates the esteem of the profession.” A 
group of dental students from Columbia 
University3 recently made the point that 
“... aside from the conventional complaints 
that advertisements can be misleading or 
even deceptive, the very act of marketing in 
dentistry does influence the public’s attitude 
toward dentists.” Professional considerations 
must be differentiated from etiquette (good 

manners), and a gray area clearly exists. 
Dentists must discriminate between the 
two when evaluating the use of digital 
technology in promoting their practices. 
It might seem questionable to post photos 
of a dental team wearing green leprechaun 
outfits on St. Patrick’s Day. Such a posting 
will seem unprofessional to some, but is 
more likely a matter of sensibility and style. 

By Bruce Peltier, PhD, MBA 

By Arthur Curley, JD 

Dr. Peltier is Professor of Psychology and Ethics 
and course director of the Ethics Program at the 
Dugoni School of Dentistry in San Francisco.   
He has received the Distinguished Teaching 
Award at the Dugoni School and is the author 
of one text and many articles and chapters in 
the professional literature. He currently serves as 
Editor of the journal, Issues In Dental Ethics.

Dr. Curley is a senior trial counsel for dental 
malpractice defense firm of Bradley, Curley, 
Asiano, Barrabee, Abel & Kowalski and 
assistant professor of Dental Jurisprudence at 
the University of the Pacific, Arthur A. Dugoni 
School of Dentistry in San Francisco.

2

The Ethics of Social Media in Dental Practice:  

Ethical Tools and  
Professional Responses

ETHICS

Because the public 
cannot effectively 

evaluate dental 
treatments, it is best if 
dentists manage their 

own collective behavior 
— as a profession.

Copyright © 2013 California Dental Association. Reproduced with permission from the 
California Dental Association. Article edited from the original with permission.
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Publicizing that image may not be such 
a great idea, but that doesn’t necessarily 
make it unprofessional. If, however, green 
outfits do actually undermine patient trust, 
then professionalism is at risk, and that’s a 
different story.

Business Versus Commerce

David Ozar, a key figure in the evolution of 
dental ethics, argues that “the single most 
important challenge” facing the profession 
is the task of providing proper patient care 
while “trying to maintain a successful 
business operation.” 4

Dentistry is a business, but it is not an 
ordinary business, and it is not only a 
business. There are clear and irreconcilable 
conflicts between the competitive dynamics 
of the commercial marketplace and the 
cooperative ethics of the health care practice. 
Patients do not understand what dentists do 
in their mouths and they cannot compete as 
a buyer does in the commercial marketplace. 
Customers understand caveat emptor and the 
competitive relationship with sellers when 
they buy clothes or cars. They are capable 
of researching and evaluating the product 
or service in question. Such a competitive 
relationship is incompatible with the uneven 
playing field of the doctor-patient relationship 
where patients must rely on the explanations 
and advice of their doctor. Dentists could 
easily exploit patients. The entire health 
care enterprise depends upon those who can 
be trusted, for if patients decide that they 
cannot trust their doctor they will be forced 
to compete in the marketplace for care, and 
must employ the self-protective behaviors of 
a consumer.

Commercial sellers routinely strive to create 
“needs” in the minds of consumers. When 
dentists seem commercial, patients make 
marketplace judgments and the things that 
dentists recommend are perceived as attempts 
to make a sale rather than expert clinical advice. 
The recommendations of the dentist are then 
viewed as more of the same commercial noise 
that inundates American life on a daily basis. 
When patients are treated like customers, 
they act like customers, shopping around and 
making decisions based on price, distrusting 
what they are told, perhaps even behaving 
dishonestly toward sellers. The American 
College of Dentists’ White Paper5 points out 
that dental care cannot be converted into a 
commodity without compromise and loss of 

trust. The challenge, of course, is to provide 
patient-centric care within the framework 
and constraints of a business. Patients must 
be treated with care and integrity while the 
practice takes in more money than it pays out 
in overhead. A more complete discussion of 
the conflict between commercial and health 
care ethics can be found in Peltier and Giusti.6

Advertising in the professions

It is illegal to assert professional superiority 
in public announcements, and to offer 
guarantees or painless dentistry.7 Law 
and ethics codes converge on the phrase 
“false or misleading.” Dentists should not 
communicate anything to the public that is 
false or misleading in any material respect. 

California law also requires advertisements 
about fees to be accurate and complete, 
including mention of fees for all necessary 
procedures and services included in the 
treatment.8 If discounts are advertised, 
special groups who qualify for the discount 
must be described. As an example, when do 
you inform people that they might not be a 
good candidate for whitening or an implant? 
Before or after they arrive for treatment?

Basis for referral to another  
dentist or specialist

The fundamental reason to refer a patient to 
a particular dentist is the best interest of the 
patient. It is unethical to refer to a specific 
doctor or health care entity for reasons 
other than the best interest of that patient. 
Appropriate reasons include variables such as 
patient and doctor personality, gender, ethnic 
group, language capacity, physical location 
of the practice, finances, dental plans and, 
of course, the skills and experience of the 
doctor or specialist in question. The fact that 
the referring dentist or a third party receives 
a benefit is not an acceptable reason.

Conclusions

Digital and social media offer huge 
opportunities for dentists and patients. They 
can be used to educate patients, to develop and 
enhance certain kinds of relationships and 
serve as a vehicle for inexpensive, streamlined 
communication and transactions. While 
their use in health care is fraught with 
challenges — even dangers — their increased 
influence seems inevitable. It is important 
for dental professionals to ensure that their 
presence does more good than harm. Core 

values of health care still apply, but may 
require sophisticated understandings and 
approaches. All members of the profession 
have an interest in the outcome. Some are 
willing and able to see the dangers while 
others are not. This is no small matter. 
Doctors cannot simply jump at the latest 
innovations in marketing and advertising. 
Ethical considerations and public trust must 
be factored into any “business” decision. The 
future of the profession may be at stake.  
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Important sea-change developments in technology 
and social media have begun to make serious 
inroads into the practice of dentistry. As health care 
professions evolve, ethics codes, decision methods 
and key ideas are available to help in an examination 
of the inevitable issues that arise. This essay is a 
brief ethical and legal examination of the use of 
social media by dentists. The authors conclude that 
participation in social media, while not prohibited, 
must be done thoughtfully to avoid legal and ethical 
pitfalls. The full version of this essay can be found 
here: Peltier, B. & Curley, A. (2013). The Ethics of 
Social Media in Dental Practice: Challenges. CDA 
Journal. Vol 41 (7): 499-506. 
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Until recently, I have had the opinion that 
dental professionals and those companies 
involved with them were working for the 
good of the public; that service was a major 
purpose for a profession–not money; that 
advertising in professional publications 
was observed carefully by editors to weed 
out any hint of dishonesty; that the “peer 
reviewed” dental literature contained only 

scientifically acceptable, non-commercially 
oriented information; that the public trusted 
the dental profession; and that dentists 
treat their patients like they would like to 
be treated themselves. WOW, have I been 
misinformed! 

On the positive side, as I start this written 
tirade, dentistry has made unbelievable 

progress during my career so far. As I look 
back at the profession when I became a 
dentist, the ability of dentists to serve 
patients was only partially developed when 
compared to today. The introduction of high-
speed tooth cutting, implants, tooth-colored 
restorative materials, porcelain-fused-to-
metal restorations, staff involvement in 
clinical procedures, advanced surgical 
procedures, and great strides in preventive 
dentistry have made dentistry fulfill my three 
favorite words for patient care—dentistry 
is now faster, easier, and better than it was 
when I became a dentist. However, in my 
opinion, the ethics of the dental profession 
have taken a real “dive” during the same 
time. At the beginning of my career, dentists 
and dentistry used to be ranked by pollsters 
at the top of the list of professions the public 
trusted. Now, in numerous surveys of public 
respect, we are reported to be far down on 
the trust scale.

This editorial discusses the relatively recent 
and obvious degeneration of ethics in the 
dental profession and calls for a change 
of direction by all parties involved. The 
following actual documented examples do 
not name specific individuals or companies to 
avoid confrontations. I present the following 
information as examples of the problems 
I see in the ethics of our profession. If the 
shoe fits—wear it! Let’s examine some of the 
negative situations that are contributing to 
this degeneration. 

Republished with permission from the September 2003 issue of Dentaltown Magazine

ETHICS

By Gordon J. Christensen,  
DDS, MSD, PhD 

Dr. Gordon Christensen, 
a prosthodontist in Provo, 
UT, is Co-founder and  
Senior Research Consultant 
of Clinical Research As-
sociates (CRA). Dr. Chris-
tensen is also the Director of 
Practical Clinical Courses, 
a continuing education ca-
reer development program 
for the dental profession at 
Brigham Young University 
and the University of Utah. 
You can contact Dr. Chris-
tensen at: Practical Clini-
cal Courses, 3707 North 
Canyon Rd., Suite 3D, 
Provo, UT, 84604-4587. 
FAX (801) 266-8637. Visit 
his website at gordonchris-
tensen-pcc.com

World-renowned dental educator speaks  
out about the dental “profession”

I HAVE HAD ENOUGH!

Where has the professionalism of my “profession” gone? I have seen a 
major degeneration in the ethics of the dental profession over the past 
several years.

I present the following 
information as examples 

of the problems I see 
in the ethics of our 

profession. If the shoe 
fits—wear it!
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OVERTREATMENT 

I was one of the original instigators of the 
recognition of esthetic dentistry, over 25 
years ago. However, my pet subject has 
turned into a monster with unbelievable 
overtreatment of unsuspecting patients. This 
problem of overtreatment is not limited to 
esthetic dentistry. It is spread throughout the 
profession. I will list a few current examples. 

Convincing patients that removal of 
amalgam restorations is mandatory for 
systemic health reasons is not a legitimate or 
logical practice in most situations. Yet, many 
patients go through that elective procedure 
with the hope that some miraculous cure of 
a systemic condition will be accomplished. 
Of course, there are a few situations in which 
amalgam removal may actually be indicated 
for reasons other than esthetics. 

Recently, a patient was examined by me and 
my staff for a second opinion on an “esthetic 
upgrade.” She had traveled several hundred 
miles to have the exam, and she did not 
inform me of her reasons for requiring a 
“second opinion” until later. We suggested 
a treatment plan that included scaling, 
polishing, at-home bleaching, minor 
esthetic tooth recontouring, a few anterior 
and posterior tooth-colored resin-based 
composite restorations, and two elective 
veneers. When the plan was presented, she 
sighed in disgust. Just a few hundred miles 
from Utah, she had received a treatment plan 
for twenty-eight veneers and a total occlusal 
rehabilitation, equal to the cost of a very 
good new automobile. If this were a singular 
occurrence from one less-than-reputable 
dentist, I could understand it, but this has 
happened to me several times in the recent 

past from various practitioners. Dentists are 
actually being taught by popular speakers on 
how to do the same overtreatment to their 
own patients. I have had the unfortunate 
challenge to redo several of these over-treated 

cases after the fracture failure of the ceramic 
restorations, debonding of veneers placed 
over grossly overprepared dentin surfaces, or 
degeneration of the occlusion that appeared 
to have little occlusal adjustment after 
seating the restorations. If treatment plans 
containing all of the treatment alternatives 
are presented to patients, including the 
advantages, disadvantages, risks, and costs of 
each alternative, and if the consenting patient 
accepts and demands a radical plan, the 
treatment becomes more understandable. It is 
well known that patients elect to have radical 
esthetic plastic surgery on various parts of 
their bodies, knowing that the procedures 
are elective. But, oral overtreatment in the 
name of esthetic dentistry without total 
informed consent of patients, primarily for 

dentist financial gain, is nothing less than 
overt dishonesty in its worst form. You 
cannot put tooth structure back after it has 
been removed. 

Solution: Dentists should evaluate their 
diagnosis and treatment planning procedures 
to ensure that all of the various treatment 
options are presented to patients. If patients 
choose a radical, elective treatment plan, 
primarily for appearance purposes, they 
should be told all of the negatives before 
they choose to initiate the treatment plan, 
including potential premature failure, 
occlusal problems, and need for re-treatment 
in just a few years. Informed consent should 
be thorough and complete. Treatment 
plans should be separated into mandatory 
treatment and elective treatment, and patients 
should have a complete understanding of 
the difference. Financial income to the 
practitioner should be related to the needs 
and decisions of the informed patient, not 
the needs of the practice. 

ADVERTISMENTS IN DENTAL 
JOURNALS AND MAGAZINES

As I thumbed through a current “cosmetic” 
magazine, I noted the presence of ads for 
several light enhanced in-office bleaching 
devices, touting their superiority to other 
bleaching techniques. It must not matter to 
some manufacturers that it has been proven 
and published that the tested bleaching 
lights do not effect a greater tooth color 
change than the bleach solution alone. I find 
it amusing that one manufacturer actually 
advertised that his product could be used 
with or without the light. Dentists are not 
without guilt in this situation. Recently, 
I talked to a practitioner in a course who 

Treatment plans should 
be separated into 

mandatory treatment and 
elective treatment, and 
patients should have a 

complete understanding 
of the difference.

continued on page 14
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ETHICS

blatantly told me that he knew the lights did 
not improve the bleaching, but he thought 
that patients accepted bleaching fees better 
if bleaching lights were used. At some time 
in the future, bleach-light combinations may 
be found that will allow faster and better 
tooth lightening than the bleach alone. We 
are still waiting. Overtreatment in the name 
of esthetic dentistry without total informed 
consent of patients, primarily for dentist 
financial gain, is nothing less than overt 
dishonesty in its worst form.”

Solution: I suggest that editors of journals 
and magazines recruit thoroughly informed, 
honest consultants, who have had actual 
clinical experience with the concept being 
studied, to screen the advertisements, 
weeding out the misleading or overtly 
dishonest ads. Additionally, dentists need 
to be wary of advertising from companies 
known to exaggerate product characteristics 
or to misrepresent the advantages of their 
products in ads. Companies should realize 
that honest advertising is clearly evident to 
informed readers, and similarly dishonest 
ads are soon disproved by clinical results. 
When clinical research and experience do 
not confirm the claims in the ads, dentists 
lose confidence in believing any future ads 
from the company involved.

ARTICLES IN JOURNALS

A recent research paper published on the 
most commonly used esthetic dentistry 
procedure in a prestigious “peer reviewed” 
journal, and showing positive characteristics 
for the product evaluated, was funded by 
the company selling the system. In some 
situations, this may be legitimate, but in this 
case, studies from other researchers published 
in the same issue with the commercially 
supported paper would certainly have made 
the results more credible. Most companies 
are doing their best to be honest and sincere, 
but the few who flagrantly try to promote 
their products by “bought research” soon 
become identified by practitioners. 

A popular, well accepted technique was 
denounced in another research paper in 
a “peer reviewed” journal. Immediately, 
dentist participants in continuing education 
courses asked why the clinically successful 

technique, which most of them were using, 
didn’t do better in the research. After 
reviewing the paper, it was found that a 
third-party payment company, with obvious 
vested interests to reduce the use of the 
popular concept, had funded the research. 

You have read many scientific projects 
that test a group of commercially available 
products, and find one product to be the 
best. It should not be a surprise to find that 
the product from the company funding the 
study had the most positive results. 

Unfortunately, dental education and dental 
educators have always been underfunded. 
Dental manufacturers provide much of the 
funding for university-based dental research. 
Although not impossible, it is difficult for 
a dental faculty member to remain totally 
unbiased, when accomplishing a research 
project, if all or a major portion of his/her salary 
comes from the research grant. Additionally, 
when a company-funded project does not 
come out to favor a given product, it is well 
known that publication of the ill fated project 
can be delayed or stopped by the funding 
company. The recent tobacco research fiasco 
is manifestation of this problem on a larger 
scale. Such information is lost to the public 
of practitioners until someone else happens to 
study the same question. 

Peer review of research in dentistry, with 
a few exceptions, is not a guarantee that a 
published paper has legitimate conclusions. 
In my opinion, peer review in dentistry is in 
need of major revision, bringing in many more 
practicing clinicians along with their academic 
counterparts, and using more than a few 
persons as reviewers on controversial topics. 

Solution: Dentists – wake up! How many 
companies can produce an unbiased research 
project? I know a few, but there are many 
that are questionable. Editors – publish more 
than one paper on the same subject when a 
company-funded project is published in 
your journals, recruit peer reviewers who 
have expertise in the specific subjects of the 
papers, and expand your review teams to 
include more “real world” practitioners who 
know clinical dentistry. Companies – just 
be honest. We practitioners soon discover 
dishonest research by simply observing our 
clinical results, and you and the patients will 
be the losers. 

EVALUATION OF PRODUCTS 

Most dental journals and magazines 
have product endorsements in them from 
companies or individuals that have been paid 
to evaluate the products they are endorsing. 
If independent companies want to evaluate 
dental products and report on them, honesty 
in the results would be increased if these 
evaluations were accomplished without 
fees paid to the evaluating company by the 
manufacturer that produced the product. 
The evaluating companies should obtain their 
income from publication of their data, or other 
means. The lay group, Consumer Reports, 
is a prototype for such evaluations. This 
company does not allow publication of their 
data for commercial purposes, but it is readily 
available from the company. Some dental 
companies use information from published 
papers in their product advertisements. With 
the permission of the author/researcher, and 
if the information is used in fairness to other 
similar products in the study, such inclusions 
in ads appear to be appropriate. Reference to 
the published paper should be included. 

Improvements in 
professional ethics are 
necessary to regain our 

self-respect and the 
respect of the people  

we serve.

continued from page 13
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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:  
CALL! (916.925.9379 • CCMP.PA@JUNO.COM)

(COALITION FOR CONCERNED MEDICAL PROFESSIONALS)

Solution: Again, dentists beware! Analyze the source of 
endorsements carefully. When the endorsement in an 
advertisement looks questionable, money has probably changed 
hands. Companies, be honest! Your good products sell by word 
of mouth about clinical success. Honest, conservative ads are 
appreciated, and you are respected when practitioners read them. 

SPEAKERS ON THE  
LECTURE CIRCUIT 

After spending roughly 40,000 hours on the circuit, I can 
probably comment on this one with some experience. Can 
you smell a paid-off speaker? If you can’t, you are pretty naive. 
Although for most of the larger meetings, speakers have to sign a 
statement that they are not being paid by companies producing 
products contained in their lectures, there are many devious 
ways to get around that challenge. How about paying spouses or 
other relatives, funding children in college, donating to favorite 
charities in the speaker’s name (this is okay if the money is 
donated in the company name and the speaker does not get a 
tax deduction), using company condos, cabins, or planes, paid 
vacations, and many other manufacturer perks? It is relatively 
easy to observe when a speaker favors one company or another in 
lectures. It is obvious when the speaker is selling his or her own 
dental product to the exclusion of other products in the course. 

Solution: Do not attend lectures of speakers who appear to 
be on the “take.” These speakers soon expose their financial 
commitments by their overt favor of products, companies, or 
commercial techniques. I have seen hundreds of speakers come 
on the circuit and burn out within a couple of years. Suggest 
reliable speakers to your colleagues, especially younger dentists.

SUMMARY

I apologize for making some of you nervous, and perhaps even 
resentful, but I HAVE HAD ENOUGH! I do not like the new 
unethical face of my profession, where incessant seeking of more 
money has replaced service to the public, honesty, and self-
respect. Numerous areas of major ethical concern in dentistry 
are identified in this article. The ongoing, if not accelerating, 
degeneration of professional ethics in dentistry is clearly evident 
to even casual observers. Improvements in professional ethics are 
necessary to regain our self-respect and the respect of the people 
we serve. All of us need to improve, including practitioners, 
speakers, dental schools accomplishing research, manufacturers, 
editors, and evaluating groups. It is time to return to honesty 
and to dealing with our fellow men and women in the way we 
would want to be treated ourselves. I do not think it is too late.  
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The Dilemma

You are a new associate Oral Surgeon in a 
practice. You are scheduled for an extraction 
of tooth #20 for a young patient referred by 
a local dentist who has been a good referral 
source to the practice. Upon examination, 
the tooth has a failing root canal with a post 
placed, that appeared to have perforated 
the root. The tooth has a radiographic 
radiolucency at the site of perforation and 
is asymptomatic. The patient questions you 
about why she needs to have this tooth taken 
out. She states that she recently had the root 
canal done and the crown placed and doesn’t 
understand why it has to be extracted now. 
She is worried about losing a tooth and the 
cost of replacement.

You are afraid of stepping on any toes, but 
call the referring dentist to get clarity on the 
details and to see what his plan is to take care 
of the patient from here on. The referring 
doctor says “Yes it was a perforation”(he said 
those things happen), asked me not to say 
anything about it to the patient and stated 
that he was going to replace it with a bridge 
(at an additional cost to the patient).

How would you handle it?

A. Do as the referring dentist says and extract 
the tooth without any clear explanation 
to the patient.

B. Explain to the patient that it looked like 
the root canal and poorly placed post 
were the reason the tooth needed to be 
extracted and ask her to not mention that 
to her dentist.

C. Call the referring dentist and ask him to 
cover the expense involved in taking care 
of the failing tooth and any replacement 
restorations.

D. Call the referring dentist, discuss your 
concerns and reach an agreement on the 
reparations to be done for the patient 
while being honest in your charting 
and communication regarding risks and 
benefits with the patient.

The above dilemma touches on numerous 
ethical principles such as Veracity, Honesty, 
Integrity, Non-maleficence, Professionalism 
and Justice. It is understandable that 
mistakes/errors can occur during the course 
of dentistry in spite of the best efforts and 

intentions of the provider. It is our ethical 
responsibility to act in the best interest of 
the patient while handling any situation that 
might arise.

Option D would be the correct answer under 
these circumstances as it would involve all 
treating providers collaborating to ensure 
that the appropriate reparations are made 
for the patient while upholding all the above 
mentioned principles. 

An Ethical Dilemma

By Nikki Chauhan, DDS
Ethics Committee MemberWhat would you do?

HAVE A RESPONSE?

Do you have an Ethical Dilemma? Or 
a response to this article? Email us at 
nugget@sdds.org to be heard!

Make sure you stay up to date on all of SDDS’ events!  
Follow us on Facebook at facebook.com/sddsandf

UPCOMING EVENTS

MAR

8
TUESDAY

5:45PM-9PM

General Meeting 
3 CEU, CORE • $64

Dentistry’s Response to 
Bioterrorism or a Public 
Health Emergency
Presented by James D. 
Wood, D.D.S

MAR

17
TUESDAY

6:00PM-9PM

Business Forum 
NO CEU, CORE • $69

Possibilities, Perils and 
Practicalities of Dental 
Practice Ownership from 
Start to Finish
Presented by Kerry Straine 
(Straine Consulting)

MAR

23
TUESDAY

12PM-1PM

HR Webinar 
1 CEU, 20% • $40

Empowering Communication 
Skills with Patients, Your 
Practice & Your Co-Workers
Presented by Mari Bradford
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By Ronald V. Surdi, DDS
Member, CDA Judicial Council

Dr. Surdi is a 39-year 
member of Harbor Dental 
Society and a graduate of 
NYUCD and Stony Brook 
University.  He volunteers 
as an adjunct professor at 
USC and currently serves 
on CDA Judicial Council.

TO REFER OR NOT TO REFER
That Is The Question

In our profession as dentists, we often make 
difficult decisions regarding the treatment of 
our patients. One of those decisions is when 
to refer a patient to a specialist or another 
provider due to our own clinical limitations. 
There are many parameters that come into 
play when making this decision. Situations 
are as varied as the people we serve. The 
bottom line is that there are some ethical 
principles that need to be considered.

Section 9 of the CDA Code of Ethics 
states, “Whenever the delivery of care to a 
patient requires diagnostic and therapeutic 
modalities that are beyond a dentist’s scope 
of services, the dentist has the obligation 
to inform the patient of all available 
treatment options and refer the patient 
to a provider who is qualified to provide 
consultation or necessary care.” Wow, 
that is a mouthful to digest. The ethical 
principles of nonmaleficence (do no harm) 
and beneficence (action that is done for the 
benefit of others) are part of the decision 
making process. Yet, competence (the ability 
to diagnose and treat a patient’s needs) and 
veracity (honesty in dealing with patients 
and oneself) are equally important.  

The Judicial Council recommends that you 
make a decision with sincerity to all of the 
ethical principles mentioned above. For 
instance, a general dentist in the middle of 
a metropolitan area like Los Angeles may 
be expected to perform the procedure at the 
same level and expertise as a specialist, since 
specialists are readily available in his or her 
area. However, a general dentist from a rural 
section of our state might not have those same 
expectations and must weigh the benefits of 
referring to a specialist several hours away 
versus providing more expeditious treatment 
with less clinical expertise than a specialist. 
Often this dilemma can be handled by 
asking the patient what they prefer, as the 
patient has the right for self-determination. 
In the end, the treatment of the patient needs 
to benefit that patient in that particular 
situation.

Additional resources about consultation and 
referral of treatment are available at cda.org 
by clicking the Practice Support tab. For 
further guidance, consult with a member of 
your local Ethics Committee.   

ETHICS

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 

Reproduced with permission from the California Dental Association.
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ETHICS

It can be particularly disconcerting to receive 
a certified letter from CDA’s Council on Peer 
Review or Judicial Council. You may have 
an uneasy feeling as you sit down to open 
the letter. Thoughts of, “What did I do?” 
turn quickly to, “What do I do now?” You 
sit down, take a deep breath, and open the 
letter, then scan it to determine what they 
want. You may even wonder what would 
happen if you don’t do anything.

As you consider your options, you know 
that you cannot ignore an unpleasant 
situation and hope it goes away. Perhaps your 
competence is being questioned by someone 
who is seeking justice. You may feel your 
integrity is at stake as you determine whether 
or not to respond. You want to act ethically, 
so you turn to the CDA Code of Ethics for 
guidance.

Section 3 of the CDA Code of Ethics states, 
“A dentist has the obligation to comply with 
the reasonable requests of a duly constituted 
committee, council or other body of the 
component society or of this association 
necessary or convenient to enable such a 
body to perform its functions and to abide 
by the decisions of such body.”

When you signed your membership 
application, and each year when you pay your 
dues, you agree to abide by the CDA and ADA 
codes of ethics, including complying with 
the requests of duly constituted committees 
and councils. What does that mean? A 
duly constituted committee or council 
is a committee or council that has been 
legitimately established by the governing 
body (CDA or your local component), with 
members elected or appointed in accordance 

with the organization’s bylaws. Occasionally 
these committees and councils will request 
information to help them in their mandated 
roles.

The CDA Judicial Council is the only body 
that has the right to discipline our members 
for violations of our Code of Ethics. When 
a member does not comply with the request 
of any of CDA’s councils or committees, 
the matter may be referred to the Judicial 
Council, where our Investigative Panel 
reviews the case and, if warranted, makes 
recommendations for discipline, and 
establishes the conditions for once again 
becoming a member in good standing. The 
Judicial Council may seek the penalties of 
expulsion, suspension, or censure, or may 
offer the option of settling the matter, often 
through probationary membership.

Focus on your professionalism if you receive 
that letter. In the Ethical Principles section of 
the CDA Code of Ethics, we read that “self-
governance is a hallmark of a profession and 
dentistry will thrive as long as its members are 
committed to actively support and promote 
the profession and its service to the public.” 
Through peer review and ethics reviews, 
CDA members demonstrate the ability to 
be self-governing; and through compliance 
with duly constituted committees and 
councils, we demonstrate our commitment 
to the profession.

As a member of CDA, you have committed 
to take these requests seriously. Ignoring 
them may have serious consequences. For 
further information, contact your local 
Ethics Committee.  

By Robert D. Stevenson, DDS
Member, CDA Judicial Council

Dr. Stevenson is a Southern 
California native. He re-
ceived his Bachelor of Sciences 
in Zoology from Brigham 
Young University in 1983, 
and earned his dental degree 
from the University of Texas 
Dental School at San Antonio 
in 1988. He practiced gen-
eral dentistry in the Inland 
Empire area from 1988 un-
til 2009, when he joined the 
faculty at Western University 
College of Dental Medicine. 
He currently holds the posi-
tion of Assistant Professor in 
the college, where he teaches 
various topics in the preclini-
cal and clinical areas.  He is 
also responsible for ethics and 
jurisprudence education. Dr. 
Stevenson is a Past President 
of Tri-County Dental Soci-
ety, where he served on many 
councils and committees. He 
currently serves on the Cali-
fornia Dental Association’s 
Judicial Council, and on the 
CDA Foundation Board of 
Advisors. Dr. Stevenson is 
a Fellow of the Academy of 
General Dentistry, the Ameri-
can College of Dentists, the 
International College of Den-
tists, and the Pierre Fauchard 
Academy. 

Taking the Ethical Path
in Challenging Times
Reproduced with permission from the California Dental Association.
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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

Pacific Dental Services® currently supports more than 500 practices across 17 states.

Woodland Smiles 
Dentistry and Orthodontics 
Woodland, CA  

Armardeep Gill, DDS 
Owner Dentist

South River 
Dental Group and Orthodontics
West Sacremento, CA

Reymond Bautista, DMD 
Owner Dentist 

Dentist Opportunity Spotlight: Sacramento Area

To apply or for more information, please contact Mindy Giffin: 
Email: GiffinM@pacificdentalservices.com  | Phone: 714-718-6144

You want to focus on dentistry. Not admin.
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Smiles for Kids was a big 
success at our office and a 

great privilege.
- Office of Dr. Garth Collins

Foundation
of the Sacramento 
District Dental Society

2016 SMILES FOR KIDS SITES

Thank you to 
these doctors  
and their staff  
for opening up 
their offices on 
SFK Day!

TRUCKEE
Dr. Kyle Adams
Dr. Tyson Lechner
Dr. Matthew Gustafsson

ROSEVILLE
Dr. David Miller
Roseville Dental Group 
(Drs. Cernik, Anderson, 
Lomen, Lake)
Dr. Allison Trout 
Dr. Purvak Parikh 

SACRAMENTO/
CARMICHAEL
Dr. Jennifer McCarthy - 
Surfside Kids Dental
Dr. Joe Daby
Dr. Chris Chan 
Dr. Jose Juarez 
Dr. Elizabeth Huynh, Dr. 
Vic Hawkins 

PLACERVILLE / 
EL DORADO HILLS/
DIAMOND SPRINGS
Dr. Mitch Goodis 
Dr. Garth Collins
Dr. Ernest Watson
Jackson Creek Dental 
(Drs. J. Ask, R. Ask, Roda, 
Simpson, Kinzer)

WOODLAND/DAVIS/
WEST SACTO
Dr. Paul  Johnson 
Dr. Kim Wallace
Dr. Chris Claus /  
Dr. Michael Tuan – 
Woodland Smiles  
Dental Group

ELK GROVE / 
LAGUNA
Dr. Jan Work
Dr. Andrea Cervantes 

2016 Smiles for Kids Day
More Details to Come in a Future Nugget Issue

We had the most 
AMAZING Smiles for 
Kids day I’ve ever seen. 
We were able to see 18 
patients and also able 
to adopt 3 of them for 
future treatments. I’m 
so touched by the work 
your coordinators did. 
The women from Migrant 
Education stayed here 
with their people the 
whole time and even 
drove to pick them up  
and drop them off.  
-  Office of Dr. Michael Tuan,  

Dr. Chris Claus
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I wanted to commend you and congratulate 
you on such a wonderful job you are 

doing by organizing SFK day every year. 
It is my honor to be a member of such a 

compassionate and proactive organization.

- Dr. Purvak Parikh 

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

Steven Tsuchida, DDS • Elk Grove • part/full • Endo/OS
Reuben Clark, DDS • El Dorado Hills • part • GP
George Chen, DDS • Folsom • part • GP
Hoang Truong, DDS • Sac • part/full • GP
Mark Seman, DDS, MS • Auburn • part • Pedo
Maidu Dental • Newcastle/Auburn • part • GP
Gary Clusserath, DMD • Roseville/Citrus Heights • part • GP/Endo/OMS
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
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
Darryl Azouz, DDS • Rocklin/Woodland • full (2 associates, 2 days) • GP 
Paul Binon, DDS, MSD • Roseville • part/full • Prosthodontist 
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

Dean Sands, DDS • (fill in only) • Sacramento • GP
Ronney Tay, DDS • full (avail. summer 2016) • GP
Ronald Roh, DDS • part • GP
John Nerwinski • part • GP
Russell Anders, DDS • part (fill in only) • GP
Steve Saffold, DDS • (fill in only) • 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 • Endo

Caraline Chatigny • full • RDH
Sammie Ghaysar-Lak • full • RDH
Janice Dufort • full • RDH

DOCS LOOKING TO BUY A PRACTICE

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

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

Thank you!
Grants received to support 
the SDDS Foundation for 
Smiles for Kids and Smiles 
for BIG Kids!
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Since 2004, SDDS Staff has donated the Bump Dinner to benefit the 
Foundation. The first Bump Dinner raised $1,800 for the Foundation. This 
year, it raised $7,700! To date, it has raised $58,150.

We are so incredibly thankful to all who have participated over the years 
and those who continue to make this event a success. Thank you!

Thank you!

PASSED APPETIZERS

Ahi Tuna Crisps

Sausage Stuffed Mushrooms

House Smoked Salmon on Cucumbers

Served with: Prosecco Doc; Foss Marai, Italy

SOUP 

Butternut Squash and Pear Bisque

Served with: Chablis: Les Grandes Vignes;  

Domaine Chenevières, France

SALAD 

Belgian Endive and Apple Salad/Lavender Balsamic

Gruyère Gougères

PASTA
Cannelloni 

Served with: Figli d’Italia; Leone d’Oro, Italy

SORBET

Lemon Sorbet 

Served with: Limoncello; Levering Backyard

ENTREE

Pork Italiano

Haricot Vertes Bundles with Porcini Butter

Fettuccine with Tomatoes and Pesto

Served with: 2011 Estate Cabernet Franc;  

Mastroserio, El Dorado County

CHEESE

Marin County Camembert and Maui Honey

Served with: 2012 Monbazillac Réserve;  

Château Bélingard, France

DESSERT

Grand Marnier Soufflé

Served with: Aperítifs

PASSED APPETIZERS

Ahi Tuna Crisps

Sausage Stuffed Mushrooms

House Smoked Salmon on Cucumbers

Served with: Prosecco Doc; Foss Marai, Italy

SOUP 

Butternut Squash and Pear Bisque

Served with: Chablis: Les Grandes Vignes;  

Domaine Chenevières, France

SALAD 

Belgian Endive and Apple Salad/Lavender Balsamic

Gruyère Gougères

PASTA
Cannelloni 

Served with: Figli d’Italia; Leone d’Oro, Italy

SORBET

Lemon Sorbet 

Served with: Limoncello; Levering Backyard

ENTREE

Pork Italiano

Haricot Vertes Bundles with Porcini Butter

Fettuccine with Tomatoes and Pesto

Served with: 2011 Estate Cabernet Franc;  

Mastroserio, El Dorado County

CHEESE

Marin County Camembert and Maui Honey

Served with: 2012 Monbazillac Réserve;  

Château Bélingard, France

DESSERT

Grand Marnier Soufflé

Served with: Aperítifs

2016  

BUMP DINNER

JANUARY 22, 2016
2016  

BUMP DINNER

JANUARY 22, 2016

Hosted and donated by the
Sacramento District Dental Society Staff 
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YOU
THE DENTIST, THE EMPLOYER

By Mari Bradford, HR Director
California Employers Association (SDDS Vendor Member)

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!

The SDDS Human Resource Hotline  
Powered by CEA, The Human Resource Partner for Your Business

We had another amazing year on the SDDS 
HR Hotline! Did you consider picking up 
the phone but thought, “I’m sure no one else 
has this problem, I’ll just figure it out myself 
or it will just go away.” Then, did you spend 
hours and hours trying to figure it out or 
worrying about the issue? 

Well, at the HR Hotline we could have saved 
you a lot of stress and worry. We received 
415 calls on the SDDS HR Hotline from 
member dentists just like you! Trust us, 
you are not alone in your frustration and 
concerns over HR issues. 

Not familiar with the SDDS HR Hotline?  
As a member of the Sacramento District 
Dental Society (SDDS), you have FREE 
access to the HR Hotline, powered by the 
California Employer’s Association (CEA). 
Anytime you have an employee related 

problem, between Monday – Friday, from 
8:00am to 5:00pm, just pick up the phone 
and receive the support you need and a fast 
solution to your human resource problem at 
NO CHARGE! Not near a phone or have a 
question after hours? You can also email us 
at ceainfo@employers.org and submit your 
question via email. We will get back to you 
ASAP.

SDDS and CEA first partnered in 2007 
– that year we had a little over 150 calls. 
Last year we had over 400!! If you think 
it’s getting easier to manage employees in 
California, think again….

What are people calling about? SO many 
topics are causing employers sleepless nights 
– here’s a sample of just a few... 

•  California’s new paid sick leave program 
and handbook policies (150+ calls)

• Leave of absence issues (60+ calls)

• Wage and hour/EDD issues (80+ calls)

• Hiring and Firing issues (60+ questions)

Your calls are confidential and we are here to 
help YOU, the employer. We will give you 
sound, customized HR advice so you can 
make the decisions that make the most sense 
to you and your business.

So don’t stress! Give us a call today or send 
us an email and we can help you with your 
HR questions and you can focus on doing 
what you are great at doing – being a dentist! 
Simply call the HR Hotline at 888.784.4031 
and identify yourself as a member of the 
SDDS. Give us a call so we can start making 
your life easier, today!   

Discipline Issue

EDD/UI/LC Issue

Handbooks/Policies/ID theft

Health Bene�ts

Hiring

Investigation

Leave Laws

Surveys/Outreach/Other

Termination

Training

Vacation/PTO

Wage & Hour

Work Comp/OSHA 

Calls received in 2015
from Our SDDS Members
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Committee Corner

Dental Benefits Task Force 
Most SDDS members are in solo or small 
group practices. In such a business model, 
the dentist must wear many “hats.” Not only 
do we perform clinical care, we also serve as 
CEO, CFO and COO of our small businesses. 
Larger organizations can hire individuals with 
specific talent and time that can be dedicated 
to marketplace challenges. The rate of change 
in the marketplace has never been greater 
than it is now, and the rate will most likely 
accelerate in the future. The CFO of your 
practice must keep pace or stay ahead of the 
challenges of working with dental plans. The 
cost of falling behind can be devastating to a 
small business.

Your talented, dedicated, Executive 
Committee and Board of Directors has seen 
this trend coming. In their collective wisdom, 
they have proactively created a Dental Benefits 
Task Force to determine the emerging needs 
of our membership, and to make specific 
recommendations to address current and 
future concerns of the membership. 

Have you experienced credentialing or re-
credentialing challenges with a dental plan? 
Have you been approached by a dental plan 
with a contract offer that is confusing? Are 
you fearful that your “approved fees” will be 
reduced without warning? Are you considering 
or would you consider offering “self-insurance” 

or joining an independent practice association 
(IPA)? Would you be interested in learning 
about business models that can reduce your 
dependence on dental plans?

The Dental Benefits Task Force needs your 
input. If you’ve experienced any of these issues 
or if there are any others that you are aware of, 
we need to hear from you. Have you reached out 
for help and felt “unheard” or misunderstood? 
We will listen. You are not alone. 

Call (916) 446-9100 or email me at drkorn@
camelliaperio.com if you have a concern. 
Become a part of the solution. It’s smart to 
be involved!  

2016 SDDS Committees Schedule
Standing Committees
CPR Committee
Sept 19

Ethics
Jan 26 • May 24 • Oct 4

Nominating/Leadership 
Development
Feb 8 • Mar 15

Peer Review Committee
Jan 6

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

Golf Tournament                                  
Chair: Vic Hawkins & Dennis Peterson
Jan 19 • Mar 1

Other 
Sac Pac
TBA

CDA Delegates
Feb 24 • Mar 4-5

Advisory Committees
Continuing Education Advisory
Mar 14

Mass Disaster/Forensics Advisory
Sept 27

Fluoridation Advisory
Yolo County
Schedule as needed

Nugget Editorial Advisory
Jan 19 • May 23 • Sept 27

Strategic Plan Advisory 
Schedule as needed

Budget and Finance Advisory 
Schedule as needed

Bylaws Advisory
Schedule as needed

Legislative Advisory 
Mar 14

Task Forces/  
Advisory Committees
Large Group Practice Membership
Mar 28

1T1B Medical Outreach 
March TBA

Pre Dental Outreach
Mar 1

Dental Benefits
Jan 26 • May 24

Member Benefits & Services 
Jan 5 • Mar 1 • May 3 • Sept 6 • Nov 1

Member Events
Mar 1

GMC Denti-Cal
Jan 26 • May 24

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 • Dec 2

By Matthew Korn, DDS
Chair, Dental Benefits Task Force
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YOU YOU ARE A DENTIST.  You’ve been 
to school, taken your Boards and settled 
into practice. End of story?

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

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

By Thomas Chandler 
Ameriprise Financial - The Chandler Group 

SDDS Vendor Member

THE DENTIST,                                         
THE BUSINESS OWNER

Help Your Team Members  
Save for Retirement
As a small business owner, one of the greatest 
benefits you can provide to your team 
members is a way for them to save for their 
financial future. Offering a retirement plan is 
an important part of the total compensation 
package that helps you compete for and 
retain talented people. Keep in mind that 
employer contributions to a retirement plan 
are a deductible business expense. 

As an employer, you have flexibility in 
choosing a plan or combination of plans 
that work for your business. Broad categories 
include:

Defined Benefit Plans

A defined benefit plan, such as a traditional 
pension plan, is something you could 
consider for your team members. The plan 
enables you to make annual contributions, 
which can be adjusted each year. Some plans 
feature the option to automatically increase 
annually, allowing you to reward employee 
loyalty. The plan pays out a specified benefit 
to retired team members. 

Defined Contribution Plans

A defined contribution plan allows the 
employee, the employer or both to contribute 
to an individual account for the employee. 
A 401(k), the most common defined 
contribution plan, allows the employee 
and employer to make consistent, tax-
deferred contributions. Participants choose 
investments which have the potential to 
grow tax-deferred. These plans allow annual 
contributions of up to $18,000 in 2015 and 

2016, the ability to borrow from the plan 
to cover emergency needs, and “catch-up” 
contributions of an additional $6,000 a 
year for those age 50 and older. Employers 
have flexibility to establish vesting schedules 
or options such as a Roth 401(k), funded 
by after-tax contributions but with the 
potential to provide for tax-free withdrawals 
in retirement. Although just as with pre-tax 
contributions, a Roth 401(K) comes with 
required minimum distributions. 

IRAs

There are two types of individual retirement 
accounts (IRAs), which allow you to make 
tax-deferred contributions. One option, a 
Simplified Employee Pension (SEP) IRA, is 
one of the easiest and least costly plans to 
create. 100 percent of the contributions are 
made by the employer and are immediately 
vested for the employee. In 2015 and 2016, 
the maximum contribution can be 25 
percent of an employee’s salary up to a total 
contribution of $53,000. It’s not possible 
to set up a Roth version or to offer loan 
provisions. 

A SIMPLE IRA is a second option you can 
use if your business has less than 100 team 
members. Like a SEP, it’s easy to establish and 
administer, and the plan requires employers 
to match the employee’s contributions. In 
2015 and 2016, the maximum contribution 
to a SIMPLE IRA for an individual is 
$12,500, with an additional $3,000 allowed 
for those age 50 and older.

Don’t Forget About Your Own Retirement 

As a small business owner, it’s important to 
understand all of your options when it comes 
to saving for your retirement and helping 
your team members save for their financial 
future. While you may be hoping that the 
proceeds from the future sale of your business 
will provide for your retirement, you could 
be putting your future at risk if you’re not 
saving in another vehicle. A lot could happen 
between now and then that could affect 
the value of your business or your ability 
to sell it. Establishing a retirement plan 
may provide a more secure source of future 
retirement income. Consider working with 
a financial advisor who specializes in small 
business retirement plans. A professional can 
help you make the best choice for you, your 
team members and your business.   

Thomas Chandler CFPR®, CIMA®, CPWA® is a 
Financial Advisor and Managing Director of The 
Chandler Group, a financial advisory practice of 
Ameriprise Financial Services, Inc. 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,  
1420 Rocky Ridge Dr., suite 200 Roseville, CA 95661 
916.380.3194. CA Insurance #0821683

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.

Ameriprise Financial Services, Inc. Member FINRA 
and SIPC.

© 2016 Ameriprise Financial, Inc. All rights reserved.
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We’re Blowing 
 your horn!

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

Do you need to control Supplyoverhead?

916.784.8200 | 800.606.9836
www.burkhartdental.com

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

B 01/16

YOUR PRACTICE,Your Choice

Ridge®

YOUR NEW SOURCE
FOR IDS/MEGAGEN

implants and more!

Congratulations to...
Sireesha Penumetcha, DDS, MAGD, on the birth of her 
new baby born on December 31st!

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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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

KEEP US 
UPDATED!

Moving? 

Opening a new office?

Offering new services?

Share your information 
with the Society!

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

Give us a call at  
(916) 446-1227

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

New Members March 
2016

HYUN HA, DDS
General Practitioner 
(530) 541-8229
2180 Lake Tahoe Blvd
South Lake Tahoe, CA 96150-6409

Dr. Hyun Ha graduated from Loma Linda 
University in 2011.

TREVOR MILLER, DMD
General Practitioner 
Pending Office Address

Dr.  Trevor Miller graduated from Oregon 
Health Science University in 2003.

ANEEL NATH, DDS
General Practitioner 
(916) 691-1065
9309 Office Park Cir. Ste 120
Elk Grove, CA 95758-8072

Dr. Aneel Nath graduated from UCSF School 
of Dentistry in 2009.

KHALID RASHEED, DDS
Periodontics
(916) 971-3461
1810 Professional Dr. Ste. B
Sacramento, CA 95825

Dr. Khalid Rasheed graduated from UCSF 
School of Dentistry in 2010, and Oregon 
Health Science University in 2015.  
Fun Fact: Dr. Rasheed loves practicing 
martial arts and practices Tae Kwon Do and 
Muay Thai kickboxing.

ASMA SAJID, DDS
General Practitioner 
(530)642-2876
3967 Missouri Flat Rd. Ste. 120
Placerville, CA 95667-5250

Dr. Asma Sajid graduated from University of 
Minnesota in 2004.

Pending Applicants 
Stacie Fenderson, DDS (returning member) 
Jennie Lee, DDS 
Kirandeep Pinky, DDS 
Daryl Proctor, DDS 
Sukhjinder Samra, DDS (returning member) 
Hardeep Sidhu, DDS

TOTAL MEMBERSHIP                        
(AS OF 2/11/16): 1,648

NEW MEMBERS   
FOR 2016: 6  

TOTAL ACTIVE MEMBERS: 1,319

TOTAL RETIRED: 242

TOTAL DUAL MEMBERS: 5

TOTAL AFFILIATE MEMBERS: 13 

TOTAL STUDENT/PROVISIONAL
MEMBERS: 9

TOTAL APPLICANTS: 6

TOTAL DHP MEMBERS: 50

TOTAL POST GRAD: 4

      

MARKET SHARE:
79%

DR. WAYNE CHENG 

Dr. Wayne Cheng passed away suddenly in January at the age of 
42. He graduated from UCSF in 2000, and he had been a member 
of the Sacramento District Dental Society since 2004. He practiced 
in Natomas alongside his wife Tiffanie Sun, DDS. He leaves behind 
his wife, Dr. Sun, and their two children. 

In Memoriam
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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 

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  
• Individualized HIPAA Privacy & Security Compliance Program Website/Portal for your 

Practice 

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

Tel (916) 608 - 9902 – www.xTerralink.com 
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VENDOR MEMBER SPOTLIGHTS:

DESCO began in the mid-eighties as a service only company. As 
we grew, more requests came for us to become an equipment 
resource. We became multi-line suppliers for all types of dental 
equipment.

While we still have our roots in the service and maintenance of all 
types of dental equipment, in the last 25 years we have expanded 
our scope of work to include: new equipment sales, office design 
and construction, relocations and remodels. The equipment we 
service ranges from handpieces to digital x-ray and everything 
in between.

Being a family owned business allows us the flexibility to 
personalize our sales and service to your needs. Our integrity and 
professionalism is what you remember of us and we never forget 
we are working for you.

We look forward to the opportunity to be the source for all of your 
equipment needs.

Products and Services:  
• New equipment sales

• Service, repair and maintenance of existing equipment

• New office design, construction and TI’s

• Office relocations

Benefits, Special Pricing and/or Discounts 
Extended to SDDS Members: 
• 5% discount available on equipment purchases (call for 

details)

• Amalgam Separator Special – Solmetex or DentalEZ 
Amalgam HoG amalgam separator, your choice,  $825.00 
with free installation.

• Free equipment evaluation (call to schedule)

Star Group is a refiner of precious scrap metal for the dental 
industry. We are proud to be associated with the SDDS program 
“Crowns for Kids”, a scrap recycling program, which gives back to 
the children’s community healthcare foundation program.

Products and Services
We recycle precious dental waste on behalf of the SDDS Foundation 
for their “CROWNS FOR KIDS” program. Please contact your local 
representative, Jim Ryan.

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

Benefits, Special Pricing and/or Discounts 
Extended to SDDS Members: 
Star Group is a partner of the SDDS Foundation Smiles for Kids 
and Crowns for Kids programs.

Jim Ryan
jryan@stargroupUS.com

(800) 333-9990 phone
(914) 764-4570 fax

www.stargroupUS.com

Tony Vigil – President 
tony.desco@gmail.com
(916) 747-8232 cell

(916) 259-2838 phone
(916) 259-2848 fax

www.descodentalequipment.com

we love
our SDDS
Vendor Members!
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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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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
Mindy Giffin
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

Ve
nd

or
 M

em
be

r s
in

ce
 2

01
4

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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THIS  
COULD 
BE YOU!
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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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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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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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we love
our SDDS
Vendor Members!

Fountainhead Wealth, Inc.
Steve Raymond
916.431.0425

www.fountainheadwealth.com

Ve
nd

or
 M

em
be

r s
in

ce
 2

01
6

www.sdds.org • March 2016  |  33



Advertiser INDEX
Dental Supplies, Equipment, Repair

Analgesic Services Inc. . . . . . . . . . . . . . . . . . . . . . . 32
Burkhart Dental Supply. . . . . . . . . . . . . . . . . . . . 28, 32
Desco Dental Equipment. . . . . . . . . . . . . . . . . . 17, 32
Fountainhead Wealth, Inc. . . . . . . . . . . . . . . . . . . . .  33
Heraeus Kulzer. . . . . . . . . . . . . . . . . . . . . . . . . . . . .  32
Patterson Dental.. . . . . . . . . . . . . . . . . . . . . . . . . . . 32

Dental Laboratory
KP28. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 33

Dental Services
Pacific Dental Services. . . . . . . . . . . . . . . . . . . . 21, 32

Education
The Foundation for Allied Dental Education.. . . . . . . 32

Event
CSUS Pre-Dental Association . . . . . . . . . . . . . . . . . 34

Financial, Insurance & Investment Services
Ameriprise Financial – The Chandler Group . . . . . . . 33
Fechter & Company. . . . . . . . . . . . . . . . . . . . . . . . . 33
First US Community Credit Union . . . . . . . . . . . . . . 33
Innovative Solutions CPAs & Advisors, LLP . . . . . 4, 33
Mann, Urrutia, Nelson, CPAs . . . . . . . . . . . . . . . . . . 33
The Payment Exchange. . . . . . . . . . . . . . . . . . . . . . 33
TDIC & TDIC Insurance Services . . . . . . . . . . . . . 8, 33

Human Resources
California Employers Association (CEA) . . . . . . . . . . 32
Resource Staffing Group. . . . . . . . . . . . . . . . . . . . . 32

IT, Billing & Security
SD Reliance. . . . . . . . . . . . . . . . . . . . . . . . . . . . 30, 32
xTerraLink, Inc.. . . . . . . . . . . . . . . . . . . . . . . . . . 30, 32

Legal Services
BPE Law Group . . . . . . . . . . . . . . . . . . . . . . . . . . . 32
Wood & Delgado . . . . . . . . . . . . . . . . . . . . . . . . . . . 32

Marketing
Uptown Studios. . . . . . . . . . . . . . . . . . . . . . . . . . . . 33

Media & Advertising
Comcast Business. . . . . . . . . . . . . . . . . . . . . . . 17, 32
Sacramento Magazine. . . . . . . . . . . . . . . . . . . . . . . 32

Office Design & Construction
Blue Northern Builders, Inc.. . . . . . . . . . . . . . . . 21, 33
Olson Construction . . . . . . . . . . . . . . . . . . . . . . . . . 33
Wells Construction . . . . . . . . . . . . . . . . . . . . . . 19, 33
Western Contract . . . . . . . . . . . . . . . . . . . . . . . . . .  33

Practice Sales, Lease, Management &/or Consulting
Dental Management Solutions, Inc. . . . . . . . . . . . . . 23
Henry Schein - Wagner . . . . . . . . . . . . . . . . . . . . . . 34
Integrity Practice Sales . . . . . . . . . . . . . . . . . . . . . . 32
Western Practice Sales . . . . . . . . . . . . . . . . . . . 18, 32

Waste Management Services
Star Group Global Refining . . . . . . . . . . . . . . . . . . .  33
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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

FOLSOM, CA Sophisticated general practice with 
excellent reputation and operating systems in a free 
standing, single story building. Outstanding visibility 
with high traffic exposure. Conebeam/panoramic, E4d, 
laser, Dexis sensor and Dentrix software. Long term staff 
retention. $1.2 M annual production with high profit 
margin. Partial financing an option. Contact owner at 
916.717.7035. 03-16C

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

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

FREE Dental Chairs, 2 Pelton Crane Chairman, 1 Pelton 
Crane Coachman with Light. Email FCBond007@
yahoo.com 04-16C

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

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

POSITIONS WANTED

FOR LEASE

SDDS member dentists 
can place classified ads

FOR FREE!
MEMBERBENEFIT!

PROFESSIONAL SERVICES

PRACTICES FOR SALE

FPO
EQUIPMENT FOR SALE
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5:45pm: Social & Table Clinics

6:45pm: Dinner & Program

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

8 Continuing Education 
Manual Day: Build & Complete  
Your OSHA, Employee & HIPAA  
Manuals in One Day! 
LaDonna Drury Klein, RDA; Mari Bradford, 
California Employers Association; Teresa 
Pichay, California Dental Association 
8:00am–3:00pm / SDDS Classroom

12 General Membership Meeting 
Peer Review Process:  
Your Best Member Benefit 
Henrik Hansen, DDS 
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm Dinner & Program

14 Lunch & Learn 
Office Emergencies: You Need  
to Know More Than CPR 
Craig Alpha, DDS 
11:30am–1:30pm / SDDS Classroom

22 Continuing Education 
Pearls in the Backyard 
Clifford Chow, DDS; David C. Hatcher, 
DDS, MSc, MRCD; Gregory J. Kolber, DDS; 
Michael A. Miyasaki, DDS 
8:00am–3:00pm / SDDS Classroom

CE

CE

CE

CE

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

APRIL
7 Business Forum 

Things That Keep You Up  
at Night: HR Nightmares 
Mari Bradford (CEA) 
6:30pm–9:00pm / SDDS Classroom

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

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

CE

CE

ARE YOU REGISTERED FOR SPOUSE NIGHT?

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


