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dentists in business 
forum 
OCtObEr 9, 2013

are you ready to start / 
restart your practice?
Presented by: Katie Fornelli, 
Practice Analyst, CDA

the presentation will focus on the 
particulars involved in the “big jump”:

•	 Creating	YOUR	practice	vision
•	 Getting	your	business	advisors	in	place
•	 Setting	up	systems	(employment	and	
practice	management)	

•	 Guidelines	to	grow	as	a	practice	owner	

5:30pm–9:00pm • 3 ceu, 20%
SDDS CLASSrOOm

dOn’T mIss These upcOmIng evenTs!

hR webinar
OCtObEr 30, 2013

Workplace investigations 
Presented by: CA Employers Association

NooN–1:00pm • 1 ceu, 20%

general meeting
OCtObEr 8, 2013

licensure renewal
OCtObEr 11, 2013

hoW to manage 
endodontic failures                          
Presented by: M. Sadegh Namazikhah, 
DMD, MSEd, FICD, FACD

this course meets your requirements for 
both cal-osha & the dental board of ca

8:30am–1:30pm • 5 ceu, core

OCtObEr 25, 2013

adult oral sedation - 
INtroductIoN, update 
and permit reneWal
Presented by: Anthony Feck, DMD

this course meets your requirements for 
both cal-osha & the dental board of ca

8:30am–4:30pm • 7 ceu, core

cad-cam dentures: computer-
aIded desIgN, computer-
aided manufacture

Presented by: Mark A. Dellinges, DDS, FACP
5:45pm	–	9:00pm • 3 ceu, core

SACrAmEntO hiLtOn — ArDEn wESt

mORe  On back!

superhero
Sacramento District Dental Society 

presents the 34th Annual 
MidWinter Convention & Expo

be A CE

FEbruAry 20 & 21, 2014 
Sacramento Convention Center (1400 J St)

Powerful

two days!

up to

14
units
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18-20 What is an RdaeF2?   
William H. Swearingen, DDS, MBA, Clinical Director of RDAEF2 
program for J Productions Dental Seminars, Inc.
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president’s message

Greet Life with a Smile
It Makes My Day!

the leaves are starting to turn, fall colors and 
the grape crush is on, harvest of the crops 
is here for those of us who grew up in the 

valley on farms. This is a time for reflection and a 
time to look at what the year has brought us.  The 

accomplishments of the year 
are starting to come in to 
focus as we round out the 
year.  Soon the holiday season 
will be here, and to many of 
us it seems like it just left.  

We are truly blessed to be in a 
profession that is held in high 
regard and is an honorable 
profession.  I would like you 

to take the time to be a part of organized dentistry.  
SDDS/CDA is always looking for new leaders to step 
forward and be a part of this great profession that we 
have chosen for our life work and legacy. 

SDDS has many opportunities for you to become and 
be a part of dentistry and give back to your profession. 
If you have never been involved, all you have to do 

is ask and you can serve on a committee, which will 
then lead to serving on the board of SDDS. We also 
have positions available should you like to serve on 
the SDDS Foundation, which is the charity side of 
our organization. The Foundation is involved with 
Smiles for Kids, grants and fundraising so that we 
can give back to people who are underserved in our 
community.

While it is important to give back to our profession, it 
is more important to give forward to dentistry. Giving 
forward means to stay involved in the profession that 
is our life, which will help preserve the business and 
practice of dentistry, as well as maintain our patients’ 
oral health. By becoming involved in organized 
dentistry, you will be molding the future of dentistry 
and giving forward to a wonderful profession.  Try to 
use the past as your guide to help you move forward.

I’ve learned that everyone deserves to be greeted with 
a smile. It makes their day and mine too. Those are 
words to live by.  Thanks for the opportunity to serve 
you as your President. 

by	Gary Ackerman, DDS	
2013	SDDS	President

As	fall	begins,	SDDS	has	many	ways	you	can	get	involved	

By becoming involved	in	
organized	dentistry,	you	will	be	molding	

the	future	of	dentistry	and	giving	

forward	to	a	wonderful	profession.

committee corner
Take	Dr.	Ackerman	up	on	his	invitation	to	participate	on	next	year’s	various	committees.	
There	are	many	opportunities	and	“many	hands	make	light	work”	as	they	say.	Sign up to join:

Standing Committees

•	membership	Committee

•	 Continuing	education	Committee

•	 Peer	Review	Committee

•	 ethics	Committee

Ad hoc / Advisory / workgroups    

•	 Nugget	editorial	Advisory

•	mass	Disaster	/	Forensics											
Advisory

•	 Dental	Careers	Workgroup
•	 Dental	Screeners	for	Smiles										
for	Kids	Committee

Special Event Committees     

•	Golf	Tournament	Committee	(SDDF)
•	 Smiles	for	Kids	(Adopt-a-Kid	doctor)		
•	 Smiles	for	Kids	(host	site,	Feb	1)		
•	 Smiles	for	big	Kids	
•	 Smiles	for	Kids	Day	volunteer,	Feb	1
•	 Other	events	as	needed

To sign up, see enclosed insert and fax it back to us or visit www.sdds.org. There’s room for everyone! 
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Advertising rates and information are sent upon request. Acceptance of advertising in the 
Nugget in no way constitutes approval or endorsement by Sacramento District Dental Society 
of products or services advertised. SDDS reserves the right to reject any advertisement.

The Nugget is an opinion and discussion magazine for SDDS membership. 
Opinions expressed by authors are their own, and not necessarily those 
of SDDS or the Nugget Editorial Board. SDDS reserves the right to edit all 
contributions for clarity and length, as well as reject any material submitted.

The Nugget is published monthly (except bimonthly in June/July and Aug/Sept) by the 
SDDS, 2035 Hurley Way, Ste 200, Sacramento, CA  95825 (916) 446-1211. Subscriptions 
are free to SDDS members, $50 per year for CDA/ADA members and $125 per year for 
non-members for postage and handling. Third class postage paid at Sacramento, CA. 

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

By Cathy B. Levering
SDDS Executive Director

Program Added
value added

We listened. We read your suggestions. We are delivering. Our 
program this year is based on what our members have asked for! 
While October is full of CE courses, HR hotline webinars, and 

more, I particularly want to point out something that we “just added” to our 
program. In an effort to give our members another “value added” member 
benefit, we added (of course, after our June print date of the Program at a 
Glance) a program that we think will be beneficial for both newer members 
as well as long term members.

The program on October 9 will address what to do when you start or purchase 
a practice, decisions to make, systems to initiate. We invite ALL dentists 
who are considering starting or purchasing a practice to attend this. It’s a 
MEMBER BENEFIT for sure!

BUT… this isn’t JUST for a dentist starting a new practice. 

The dentist who has an existing practice and may need a new jumpstart 
is welcome. Or a dentist who is considering a future sale is also one of the 
considerations for this forum. In my conversations with dentists who are 
thinking about selling their practices, and speaking with our vendor member 
brokers, the story is the same as are the questions. Is it best to build up a 
practice to sell it? Is it best to leave it alone, sell it and let the buyer “restart” 
it?  Or… should the existing dentist RESTART the practice?

And who knows… maybe this meeting will introduce “the perfect match!” 
You never know who will show up!

Please take advantage of this program. It’s at our new building. We’ll have 
snacks. Parking is free. See you there! 

P.S. Thank you for the birthday cake (made by Lisa Murphy)!
60 really is the new 40!

Is	it	time	to	START	a	practice	or	ReSTART	your	practice?

www.sdds.org	•	October 2013  |  5



TDIC Optimum Bundle
Professional Liability
Office Property
Workers’ Compensation

You’ve built a practice as 
exceptional as you are. 
Now choose the optimum 
insurance to protect it.

TDIC Optimum
Anything but ordinary, Optimum is a 

professional bundle of products that 

combines TDIC’s singular focus in 

dentistry, thirty years of experience and 

competitive multipolicy discounts. 

Creating the ultimate coverage to protect 

your practice, perfectly. And you 

wouldn’t have it any other way.

Endorsed by
Sacramento District 
Dental Society

Protecting dentists.
It’s all we do.®

800.733.0633
tdicsolutions.com
CA Insurance Lic. #0652783

12-TDIC_CA-0376_sacramento_aspire.pdf   1   10/19/12   11:22 AM
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From the Editor’s Desk

Transitions:
preparing for Retirement and Life
After a Career in Dentistry

in his best-selling book, “The Seven Steps 
of Highly Successful People,” Stephen 
Covey talks about beginning with “the 

end in mind.”  Most of us who start our 
practices, whether we do so from “scratch” 
or buy an existing practice or take a position 
as a salaried dentist, generally are too focused 
on building the practice and paying the bills.  
Retirement seems like a far off goal and 
something that you can worry about later.

Now entering my 28th year of practice, I can 
tell you that it seems like it was just yesterday 
that I was opening my very first office in 
Philadelphia. In other words, the time goes 
by quickly in our professional careers and it 
is never too late to make the changes needed 
in your practice and even in your personal 
life to set the stage for your retirement.

In this edition of The Nugget, you will find 
great information regarding what is most 

important to a potential buyer looking to 
purchase a practice and the top areas you 
need to focus your efforts.  

There is also great advice from a financial 

planner on how to set up a retirement account 
and where some of the less risky investments 
might be for your particular goals.

Finally, two of our esteemed members have 
written articles on life after a career in den-
tistry. Many of us will leave dentistry after 
an amazing practice and career and pursue 
other dreams and goals that we have for our 
lives. You will be inspired by their stories.   

My hope is that reading this edition will give 
you the information you need to set goals for 
your eventual retirement. For those of you 
who are recent grads, it is never too early to 
plan for retirement, and for those who are 
more “seasoned” in their dental careers, it is 
still not too late to plan and strategize your 
exit from practice and entry into a new and 
different purpose and passion for your life.

by	Donna Galante, DmD
Associate	editor

Depending	on	what	stage	you	are	 in	your	practice	and	career,	 thinking	about	and	planning	 for	
retirement	is	an	important	part	of	your	overall	professional	and	personal	goal	setting
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The time goes by	quickly	
in	our	professional	careers,	and	

it	is	never	too	late	to	make	the	

changes	needed	in	your	practice	

and	even	in	your	personal	life	to	

set	the	stage	for	retirement.	
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TRANSITIONS

Life After a Career in Dentistry
how To Find a new purpose 
and passion

ReTIRemeNT!	I	assume	for	many	this	is	something	thought	of	often,	
dreamed	of	and	planned	for.	For	some,	that	word	might	cause	dread.		by	Craig Johnson, DDS	

What am I going to do after I retire?  When Sherri and I 
became engaged, she asked me how much I loved dentistry; 
if I wanted to die with a drill in my hand or have a life after 

my dental career.  Having never really thought about that, it took me 
a moment but my answer was that I wanted a life after dentistry.  So 
we planned for our retirement, but how we had to retire no one could 
have prepared for.  My unexpected, early retirement on disability, due 
to multiple medical issues, was not planned. We had prepared from 
the start for my retirement and we planned our finances well.  We had 
purchased disability insurance very early in my career and we continued 
upgrading my coverage throughout my time in practice. Financially, we 
are fine.  Sherri’s concern was my mental status - would I be losing my 
identity from all those years of hard work as a dentist; it simply was all I 
had ever known. During the process of selling my practice I had several 
visits with a psychologist to discuss this very thing.
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Many people have asked me if I miss dentistry.  My answer 
is:  The business of dentistry? No! The clinical aspect of 
dentistry? No, because I achieved so much in our practice; 
more than I thought I ever would. What I do miss are the 
people – our patients, our team and our colleagues. The 
personal interactions that I think really drive most dentists 
every day.  We moved to Wyoming a very short time after 
the sale of my practice. We live in a town of 490 people, 
the nearest ‘big town’ of 18,000 is 15 
miles away. At first, waking up when 
I wanted, doing whatever I wanted 
during the day was great!  But I 
quickly realized that the personal 
interaction with people was what I 
was missing.  

Also, I think it is important to have 
a purpose. Luckily, in the town of 
Sheridan, there is a VA Hospital.  As an Air Force veteran 
myself, this seemed like a perfect place to volunteer.  I go 
to the nursing home about one to two days a week and visit 
with the vets.  Sometimes I escort them in their wheelchairs 
to a physical therapy or medical appointment within the 
hospital.  It is low impact for me, but a great way to have 
a small purpose. I love hearing the great stories from vets, 
some all the way back to WWII. 

I just recently was persuaded by the manager of a local feed 
and ranch store to come and work part-time in the sporting 

goods section. My manager has been very understanding 
and accommodating regarding my medical issues and, 
so far, helping people with firearms, fishing supplies and 
the like is right up my alley. But the interactions with the 
customers (I sometimes call them patients by accident) is 
the best part and I never realized how many different types 
of ammunition is available for purchase.   We have stools 
by the firearms counter and some customers will sit there 

just to talk. As a bonus Sherri also 
works there. So here we are working 
together again.  She is at the front 
of the store and I am in the back – 
something is familiar here.  

In closing, there can and should be 
great life after dentistry! I know some 
of you will continue doing dentistry 

in a charitable way—that is great! Some will find second 
careers in a non-dental field. All of us should enjoy the fruits 
of our labor with our family and friends. Think of it as the 
next chapter in your life!

If any of you have question regarding my experience with 
disability from dentistry and/or retirement—please feel free 
to contact me.

Dr. Craig Johnson practiced dentistry in Sacramento from 1991 to 
2012. He can be reached via email at dinsdale6262@gmail.com.

all of us	should	enjoy	the	
fruits	of	our	labor	with	our	family	

and	friends.	Think	of	it	as	the	

next	chapter	in	your	life!	
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WESTERN PRACTICE SALES 
John M. Cahill Associates 

800.641.4179 

Tim Giroux, DDS Jon Noble, MBA 

What separates us from other brokerage firms? 
 
 
 

As dentists & business professionals, we understand the unique aspects of dental practice 
sales & bring a critical inside perspective to the table by understanding the  different  
complexities, personalities, strengths & weaknesses of one practice over another. 
 
Our extensive buyer database and unsurpassed exposure allows us to offer you… 
     

A Better Candidate     A Better Fit     and A Better Price! 

 

Local Testimonials 
 
 
 

“The fact that you’re a dentist adds a whole new dimension to your abilities as a broker, one which most other brokers 
can’t come close to” 
 
“It’s great to have you right here in the Sacramento area. You were always available and always full of advice. Thank you” 
 
“Your experience & knowledge coupled with your kind personal touch I believe makes you the best in the industry!” 
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What are Buyers Looking for
When purchasing a dental practice?
As	part	of	your	overall	retirement	plan,	selling	your	practice	is	certainly	
one	of	the	larger	decisions	you	will	make.		Here	I	will	outline	what	are	
the	most	important	areas	you	will	need	to	focus	on	in	order	to	get	the	
most	for	your	practice.		Follow	these	guidelines	and	you	will	have	the	
opportunity	to	receive	more	from	your	practice	sale.

The Total Number of Patients

The Total Patient Count is the number of 
different patients that have been seen in the 
practice in the past two years and represents 
the size of the practice. The New Patient 
Count is the lifeblood of the practice. A 
vibrant practice will have a continuous flow 
of new patients on a monthly basis. 

Gross Receipts 

The Gross Receipts (GR) tells a buyer what 
they can expect to produce if their treatment 
philosophy is similar to that of the seller, 
and the practice does not shed a significant 
number of patients after the sale. Buyers 
want to see GR that are continuing to 
increase over the past three years. Declining 
GR is a red flag that the practice may be 
in decline. How is a buyer to know if the 
decline in GR is due to the seller working 
less, or the seller worked less because there 
were fewer patients? I recommend that all 
sellers continue to work their practice the 
same number of hours and days a year until 
they are ready to sell.

Overhead Percentage 

The Overhead Percentage tells how effi-
ciently the seller is operating the practice. I 

see practice overheads for a general practice 
range from as low as 48 percent to as high as 
almost 80 percent.  There are many factors 
that make up the overhead and a buyer of 
a high overhead practice may not be able to 
reduce a high overhead for months to years. 
If your planned retirement is a few years out, 
you can start to look at ways to reduce your 
overhead now. It is also advisable to make 
sure your bookkeeping is accurate regarding 
expenses that are related to the office versus 
those that are more related to owner benefits.

Adjusted Net Receipts  

The Adjusted Net Receipts is the amount the 
selling dentist actually earns or receives after 
paying all expenses. Practice Value should be 
based on Adjusted Net Receipts, since this is 
the amount available to service the debt on the 
practice and pay the buyer’s personal expenses.

Employee Longevity 

Employee longevity is very indicative of 
a stable practice and that the employees 
probably have good relationships with the 
patients. Employees that continue to work 
in the practice after the sale are a key factor 
in keeping the patients with the practice. 
Patients like to see familiar faces and feel 
much more confident in the new doctor 

knowing that their “hygienist” will still be 
cleaning their teeth and the receptionist still 
makes their appointments.

Practice Demographics

Practice Demographics, including the age 
of the patients, are important factors in 
evaluating a practice. Patients living in close 
proximity to the practice are more likely to 
stay in the practice after the sale. The average 
age of the patient base tells the buyer the type 
of procedures they are likely to perform.

Technology is  Less Vital

Buyers are looking for up-to-date technology, 
but that is not as important as the above 
factors.  If a buyer purchases a strong 
practice, they will be able to update the 
technology out of the cash flow. If a selling 
dentist is going to practice for less than four 
years, I usually recommend that they do not 
update the technology unless it is required 
to adequately operate the software in the 
practice.

The above factors should be consid-
ered when evaluating a practice to pur-
chase, and are important for the retir-
ing dentist who wants the most financial 
rewards from his or her practice sale.  

TRANSITIONS

by	tom wagner, DDS
Practice	Transition	Consultant	

Henry	Schein	
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SDDS & SDDF AnnuAl Meeting 
election ReSultS

Elections held at General meeting 
September 10, 2013

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

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

Existing Board Members continuing 2014 term:
Dean Ahmad, DDS • Margaret Delmore, MD, DDS 
Jennifer Goss, DDS • Peter Worth, DDS
Plus one open position to be appointed by President 
(to complete Dr. Wallace Bellamy’s term)

Trustees
Terrence Jones, DDS (2014-16)

Existing Trustee continuing 2014 term:
Robert Gillis, DMD, MSD (2012-14)

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

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

Existing Delegates continuing 2013 term:
Guy Acheson, DDS
Gary Ackerman, DDS
Wallace Bellamy, DMD
Steve Leighty, DDS
Kelly Giannetti, DMD, MS
Victor Hawkins, DDS
Viren Patel, DDS
Kim Wallace, DDS

OWN YOUR 
OFFICE!

1200 sq. ft. of�ce for lease 
with option to buy & 

also option to expand!

Dr. Glen Tueller
916.488.7900

3311 Watt Avenue

Dr. Bobby Boozer
916.973.0525

gardentooth@yahoo.com

Location: Near Del Paso Country Club

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

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

So	you’re	 ready	 to	 sell	 your	dental	 practice	 and	 retire,	 and	move	
into	the	next	phase	of	your	 life.	How	do	you	make	sure	that	you’re	
financially	ready?	How	are	you	going	to	create	a	stream	of	 income	
for	the	rest	of	your	life?

by	Violetta Sit terpeluk, CfP, mbA, CrPC	
Ameriprise	Financial,	Roseville,	CA

according to a white paper on 
retirement income, you need to 
consider four principles that match 

retirement income sources to fund the 
various liabilities or expenses encountered 
during retirement.

Principle #1 - Covering 
Essentials

The foundation of any retirement strategy 
is to cover all essential expenses that are 
considered predictable and recurring. These 
are the ongoing necessities in life such as 
housing, food, utilities, taxes and medical 
expenses. Consider covering essential 
expenses by solutions that offer guaranteed 
or stable income, such as social security 
benefits, certificates of deposit, annuities and 
government securities. These instruments 
provide a stream of income that does not 
change over time, so you can count on regular 
payments. If you can reduce or eliminate debt 
payments such as mortgage, your essential 
expenses will be significantly lower.

Principle #2 - Ensuring Lifestyle

Now that you don’t have to show up in 
your dental practice, you probably want 
to spend your time on travelling, pursuing 
hobbies, visiting friends and family, which 
may have associated expenses. These are 
considered “optional” expenses. You can 
tap into your investment portfolios outside 
of guaranteed or stable income sources. 
Consider dividing your investments into 
three “buckets” – short-term, intermediate-
term and long-term. Consider investing in 
very safe and conservative vehicles such as 
CD’s and money market in your short-term 
“bucket”, in income-generating securities 

in intermediate-term “bucket”, and in 
growth-oriented securities in your long-term 
“bucket”. How big each “bucket” is depends 
on how big your lifestyle income gap is. A 
rule-of-thumb on sustainable withdrawal 
rate is 3-4 percent. Please consider taxes 
when you withdraw from different types 
of accounts such as IRA’s, Roth IRA’s and 
taxable accounts.

Principle #3 - Preparing for the 
Unexpected

Unexpected events can have a devastating 
impact on your retirement. Consider 
implementing strategies to prepare for 
long-term care, medical expenses, personal 
liabilities and survivor income, and can use 
insurance, assets and family resources to help 
address these issues.

Principle #4 - Leaving a Legacy

After accounting for essential, lifestyle and 
unexpected expenses, the next step is to 
create a legacy plan for any remaining assets. 
Consider implementing a well thought-out 
estate plan, how you would like to protect 
and transfer your wealth.

To conclude, retirement is a big decision. 
Once you sell your practice, you’ll lose a 
main stream of income. You need to have a 
clear vision what retirement would look like, 
and how to cover your essential and lifestyle 
expenses, how to address unexpected events, 
and how to leave a legacy. Start planning 
now and assemble a professional team who 
will help you make wise decisions at this 
important juncture of your life. These are 
general principles. You need to customize the 
solutions to suit your specific situation. 

Have something 
to say?

LeT’s 
heaR IT!

Join	the	editorial	
Committee	to	help	
decide	the	topics	

covered	in	future	issues	
of	The Nugget.

Contact SDDS (916.446.1227) for 
more information.

TRANSITIONS

Have you changed 
your address?

By phone or in writing:
sacramento district dental society
2035	Hurley	Way,	Ste	200	
Sacramento,	CA	95825

In writing only:
california dental board
evergreen	Street,	Suite	1550	
Sacramento,	CA	95815

please notify
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You are a dentist.  You are also 

an employer. Employee evaluations, hiring 

and firing, labor laws and personnel files 

are an important part of that. This monthly 

column, will offer current employment 

law information pertinent to you —  

the dentist, the employer.

yOu
the dentist, the emploYer

To Be Or Not To Be
Is Your Hygienist an 
Independent contractor 
or an Employee?
by	mari bradford (CEA regional Director and “hr hotline Lady”)

INDEPENDENT CONTRACTORS: 

The Employment Development Department 
(EDD) has developed a tool that you can 
use to help determine if an individual will 
meet the IC classification.  It is a 13 question 
document, but the first few questions are 
key indicators and if you answer yes to any 
of them, the individual should most likely be 
classified as an employee.  The top questions 
are excerpted below.

Do you instruct or supervise the 
person while he or she is working?

When a worker is required to follow company 
procedure manuals and/or is given specific 
instructions on how to perform the work, the 
worker is normally an employee.

Can the worker quit or be discharged 
(fired) at any time?

If you have the right to fire the worker without 
notice, it indicates that you have the right to 
control the worker.  Independent contractors 
are engaged to do specific jobs and cannot be 
fired before the job is complete unless they 
violate the terms of the contract. 

Is the work being performed part of 
your regular business?

Work that is a necessary part of the regular 
trade or business is normally done by 
employees. For example, a sales clerk is 
selling shoes in a shoe store. A shoe store 
owner could not operate without sales 
clerks to sell shoes. On the other hand, a 
plumber who fixes the pipes on a one-time or 
occasional basis that is not an essential part 
of the business. 

Do you furnish the tools, equipment, 
or supplies used to perform the work?

Independent business people furnish the 
tools, equipment, and supplies needed to 
perform the work. Independent contractors 
normally have an investment in the items 
needed to complete their tasks. 

As you can see from the questions above, it 
can be very difficult to classify a hygienist 
as an independent contractor.  If you as the 
dentist direct how the work must be done, can 
terminate the employee at any time, the status 
of an IC will be questioned.  Furthermore, 
for dental offices, question number three and 

four clarifies that if hygiene is part of your 
normal business practice and the individual 
is using your tools and equipment to do the 
hygiene work, then it is in your best interest 
to classify the hygienist as an employee. 

The questionnaire can be found at www.edd.
ca.gov/pdf_pub_ctr/de38.pdf if you would 
like to see the document in its entirety. 

If the questionnaire does not convince you, 
the Department of Labor as well as the EDD 
have hired many auditors recently so that they 
can focus specifically on the misclassifications 
of independent contractors. To avoid being 
targeted and fined for misclassifying, be 
sure to review your employee’s classifications 
carefully. How much can it cost you for 
misclassifying? Civil penalties from $5,000 
to $25,000 per violation!

ExEMPT VS. NON-ExPEMPT

So that brings us to the next question - 
should the hygienist be paid as an exempt 
(salaried) or non-exempt (hourly) employee?    
In California, an employer is always safer 
classifying an employee as nonexempt and 
ensuring that they receive their rest and meal 

sdds hr hotline
FREE To SDDS MEMBERS!

1.800.399.5331

MeMbeR

beneFit!

Some	of	the	most	frequent	questions	we	receive	on	the	SDDS	HR	Hotline	are,	“can	I	classify	my	hygienist	
as	an	independent	contractor”	and	“can	my	hygienist	be	exempt?”	employers	have	found	out	the	hard	way	
that	it	can	be	a	very	expensive	mistake	when	you	misclassify	an	employee.	There	are	several	factors	you	
must	consider	before	you	classify	an	individual	as	an	independent	contractor	(IC)	or	exempt.
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periods as well as overtime in accordance 
with the industrial wage order.

There are several factors that must be 
considered in determining if an employee 
should be an exempt employee and these 
requirements are determined by the FLSA 
(Fair Labor Standards Act). There are 
four separate classifications for exempt 
employees; sales, managerial, administrative 
and professional. Dentists automatically fall 
into the professional exemption but for a 
hygienist, it is not quite that simple. 

Dentists will often call a hygienist an exempt 
employee and pay them a salary because 
it’s easier to deal with schedule changes, 
adjustments, etc. The problem is, if you 
misclassify an employee as exempt and they 
should be non-exempt, you may be liable for 
repaying the employee for missed breaks, 
meal periods, overtime, etc.  

According to the The Department of Labor, 
hygienists can only be classified as exempt 
if they “…have successfully completed four 
academic years of pre-professional and 
professional study in an accredited college 
or university approved by the Commission 
on Accreditation of Dental and Dental 
Auxiliary Educational Programs of the 

American Dental Association generally 
meet the duties requirements for the learned 
professional exemption.”

What does this all mean? As tempting as it is 
to call a hygienist an independent contractor 
or an exempt employee, your best practice is 
to carefully review the criteria.  

We have worked with countless dentists who 
have learned the hard way that misclassifying an 
employee can be a costly mistake. We know that this 
can be a confusing and frustrating issue, but that 
is how the SDDS HR Hotline can help!  Call us at 
1.800.399.5331.

If it doesn’t pass the test 
you can:
•	 Classify	a	hygienist	as	a	non-
exempt	employee	

•	 Pay	them	an	hourly	wage	(ensure	
they	receive	the	required	rest	and	
meal	periods)

•	 Pay	them	overtime	if	they	work	
more	than	8	hours	in	a	workday	or	
40	hours	in	a	workweek.

hR Webinars 
(2013–2014 Season)

Workplace investigations

October 30, 2013

terminations
November 20, 2013

employee Handbook 
do’s & don’ts

December 11, 2013

2014 labor laWs Update

January 15, 2014

pregnancy & otHer leaves
for tHe dental office

April 17, 2014

HR WEBINAR MEMBER PRICE$35
      sign up at www.sdds.org/ hraudio.htm
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Knowyou should

   cda files legal action against delta dental of california

FaQs
Why is CDA taking legal action against Delta Dental? 
CDA and several individual dentists are pursuing binding arbitration to require 
Delta Dental to honor its contractual obligations outlined in the Participat-
ing Dentist Agreement between Delta and its participating providers. CDA 
believes that Delta Dental of California has violated its good faith agreement 
with member dentists by unilaterally implementing changes to the Delta Den-
tal Participating Dentist Rules, Bylaws and Membership Action Policies and 
Procedures (MAPP), specifically two key elements: 

•	 The revised definition of “Contracted Fees” eliminates language stating 
that Delta will only lower its maximum amount payable if “participating 
dentists’ filed or submitted fees decrease to such an extent that Delta is 
warranted in reducing the maximum amount allowed.” This could allow 
Delta to implement fee reductions without justification. 

•	 Revisions to the arbitration process will limit providers’ ability to use 
arbitration only for disputes arising from claims payment, overpayments 
and requests for refunds. Currently, providers can use arbitration to resolve 
broader range of disputes, such as those related to claims payment, fee 
fillings, quality assurance and contracting issues.

How does CDA’s legal action impact me?
If you are a Delta Dental provider, the litigation may result in maintaining your cur-
rent contract terms. If successful, CDA’s legal action will result in Delta Dental’s 
rescission of the proposed revisions to the Participating Dentist Rules and MAPP. 

If you are not a Delta Dental provider, you may still benefit from CDA’s actions 
since other dental benefit plans will take note of CDA’s action on behalf of its 
members and the plan(s) may reconsider potential actions in the future which 
could be detrimental to CDA member dentists.

What action do I need to take as a CDA member?
If you are a Delta provider and are interested in joining the arbitration 
as a potential claimant or witness, or believe you may have pertinent 
evidence related to this issue, please contact Jan Katerkamp at CDA at 
916.554.4913 or jan.katerkamp@cda.org. Otherwise, no other action is 
required at this time.

How long will the legal process take? 
While the process is unpredictable, it is likely to take a year or more. There 
are many factors that could impact the duration of the process, including 
Delta’s response to the demand for arbitration.

Will CDA’s action delay Delta Dental of California’s 
proposed fee reduction to Premier providers?
It is CDA’s belief that the proposed contract amendments are the first step 
Delta is taking to implement a fee reduction. While no one can predict the 
outcome of a legal proceeding, one purpose of the demand for arbitration 
that CDA has filed is to challenge any improper reduction in fees that Delta 
seeks to impose on participating dentists. 

Reprinted with permission from the September issue of the CDA Update. 

On behalf of its members, the California Dental Association — along with 
several individual dentist providers — has taken legal action against Delta 
Dental of California by filing a demand for binding arbitration in response to 
Delta’s notice dated Aug. 1, informing providers of changes to key provisions 
in their agreements.

Delta is unilaterally attempting to change two significant provisions of providers’ 
agreements: the first restricts dentists’ ability to use arbitration to challenge 
Delta’s actions, and the second eliminates the current requirement that 
Delta provide justification for changing its reimbursement fees. Both are key 
provisions that have been in participating dentist agreements for many years. 
Delta has provided no explanation for its attempt to delete them now, although 
it appears to precede the anticipated action by Delta to reduce fees without 
justification by the end of this year.

“CDA is committed to supporting our members in their practices and the 
patients they serve,” said CDA President Lindsey Robinson, DDS. “Delta’s 
unilateral attempt to change key provisions of its contracts would allow Delta 
to abandon its responsibility for justifying its payments to contracted providers. 
This move toward non-transparency appears to be motivated by Delta’s desire 
for financial gain, not to improve patient coverage or care. It leaves us with no 
choice but to seek a legal remedy.”

CDA is taking this legal action to ensure that Delta will honor its current contracts 
with dentists and continue to be required to justify reducing fees in the future.

“Delta’s move to modify the contracts it has with providers appears to fly in 
the face of good faith and fair dealing,” said CDA Vice President Walt Weber, 
DDS, chair of the CDA Dental Benefits Research Task Force. “CDA absolutely 
questions whether, once Delta provides the information required by the 
contracts, fee reductions would be justified.”

Delta Dental issued a statement concerning CDA’s legal action, stating that 
its “intent is to provide the best and most affordable dental benefit programs 
possible” for its business and government customers. It also said, “… the 
changes we proposed are necessary to ensure that we can continue to deliver 
quality dental programs at an affordable price.”

Due to the 2012 CDA-sponsored law requiring dental plans to provide 45 
business days’ notice of any provider agreement changes, Delta’s recently 
proposed changes cannot take effect until Oct. 4 at the earliest, allowing time 
for dentists to review how these changes will affect their practices.

“We have done significant analysis of this issue, and we take very seriously the 
concerns of our members regarding dental benefit plan issues,” Weber added.

For any additional information, please contact CDA Legislative Affairs Manager 
Nicette Short at nicette.short@cda.org.
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linK oF the 
Month

SDDS November Gm Staff NiGht!
Sign up at:

www.sdds.org/Gm_2013nov.htm

Back in time…
        CAN yOU IDENTIFy THIS SDDS MEMBER?

The first SDDS member 
to call the SDDS office 

(916.446.1227) with the 
correct answer wins  

$10 OFF their next General 
Meeting registration.

Only the winner will be notified.  
The member cannot identify himself.

wAtCh fOr thE AnSwEr in thE OCtObEr 2013 nUGGEt!

Answer from August / September 2013 issue:  

dr. paul barkin

Do you “like” us?
Search for “sacramento district dental society 

and foundation” on Facebook to get connected!

Knowyou should

ACA requires employee 
notification by October 1

Reprinted with permission from the CDA website:  www.cda.org

The Affordable Care Act (ACA) amended the federal Fair 
Labor Standards Act, indicating that employers should provide 
a notice to all employees of the existence of the newly formed 
insurance marketplace available to them along with information on 
how to contact the insurance marketplace to request assistance in 
purchasing coverage if the employee chooses to do so.

Specifically, by Oct. 1, all employers covered by the Fair Labor 
Standards Act, which includes all dental offices, should provide each 
of their employees a notice that informs the employees that there are 
new health insurance coverage options for purchase through Covered 
California. The form is designed to provide information intended to 
assist employees in evaluating their health and pediatric dental benefit 
options for 2014. 

Employees can access information about the options 
available to them through Covered California at www.
coveredca.com or by calling toll-free 888.975.1142.

The federal Department of Labor has designed standardized notices 
for employers to use: one notice is for employers who offer employer-
sponsored health plans to some or all employees (www.dol.gov/
ebsa/pdf/FLSAwithplans.pdf), and the other is for employers who 
do not offer employees health coverage (www.dol.gov/ebsa/pdf/
FLSAwithoutplans.pdf).

Employers should keep a copy of the form they provide to each 
employee. There is no fine or penalty under the law for failing to 
provide the notice. 

It is important to note that there are no requirements for employers 
with fewer than 50 employees to provide health care coverage to 
their employees; however, businesses with fewer than 25 employees 
that do provide health care coverage may be eligible for tax credits. 
More information on the small business tax credits can be found 
here:  www.irs.gov/uac/Small-Business-Health-Care-Tax-Credit-for-
Small-Employers. 

For any additional information, please contact CDA Legislative Affairs 
Manager Nicette Short at nicette.short@cda.org.

For more important information,  
watch your fax machine and email, or visit 

www.sdds.org/importantinformation.htm
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What is an
RdaeF2? 

in 2009 the Dental Assisting Alliance and the California Dental 
Association negotiated to create additional duties for the scope of practice 
of dental assistants in California.  One of those major changes was the 

addition of significant new functions to the Registered Dental Assistant 
in Extended Functions category. This new level of dental professional is 
now commonly known as an RDAEF2.  Most dentists aren’t fully aware 
of this new law, much less the tremendous opportunity this provides to 
improve the quality and efficiency of their offices. The following illustrates 
the exciting potential that exists by the utilization of this new, highly-
trained dental auxiliary.

so what’s the big deal?
Simply put, the big deal is that dentists are able to provide much more 
dentistry in a given amount of time than they could without an RDAEF2. 
The increased production is similar to what you can achieve with hiring 
an associate but with some additional benefits. Since the dental assistant 
is usually the backbone of any dental practice, the RDAEF2 retains all of 
their normal functions and knowledge of helping a practice run smoothly, 
while adding these new extended functions.   But a major contribution of 
an RDAEF2 is that they can allow a busy dentist to move on to another 
patient while they do the reversible procedures that only the dentist could 
perform before, and the procedures are completely under the dentist’s direct 
supervision. 

Most dentists can prepare teeth very rapidly.  The time consuming part of 
restoring teeth can be left to the RDAEF2, allowing the dentist to greatly 
increase his/her production by seeing more patients, and having more time 
during each day for treatment planning, longer patient consultations, jour-
nal review and all the other responsibilities of a dental practice.     

In addition to the RDAEF2’s ability to take final impressions and bite 
registrations, adjust and cement all permanent indirect restorations, place, 
contour, finish, and adjust all direct restorations and take final impressions 
for tooth-borne removable prosthesis, the RDAEF2 can also provide some 
primary evaluation procedures.  Specifically they can now legally spend 
time evaluating the patient’s oral health which includes charting, intra-
oral and extra-oral examination of the soft tissue, as well as occlusal and 
myofunctional evaluation.  This important function is not to be overlooked, 
because most dentists would agree that two sets of eyes are better than one.

New	highly-trained	dental	auxiliary	has	potential	
to	transform	your	practice	by	increasing	efficiency	
and	production	in	the	office.		

by	william h. Swearingen, DDS, mbA
Clinical	Director	of	RDAeF2	program	for

J	Productions	Dental	Seminars,	Inc.

What procedures 
can an RdaeF2 do?

•	Conduct	preliminary	evaluation	
of	the	patient’s	oral	health

•	Perform	oral	health	assessments	
in	school-based	community	
health	project	settings	

•	Cord	retraction	of	gingiva	for	
impression	procedures	

•	Size	and	fit,	as	well	as	
cement	endodontic	master	
and	accessory	points

•	Take	final	impressions	
for	permanent	indirect	
restorations	and	tooth-borne	
removable	prosthesis	

•	Polish	and	contour	existing	
amalgam	restorations

•	Place,	contour,	finish	and	
adjust	all	direct	restorations

•	 Adjust	and	cement	permanent	
indirect	restorations

•	 Other	procedures	authorized	by	
regulations	adopted	by	the	board	
of	dental	examiners	in	the	future

The above procedures are required to be 
performed under direct supervision and 
shall be checked and approved by the 
supervising licensed dentist prior to the 
patient’s dismissal from the office.
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Which dentists will benefit by the RdaeF2?
Having an RDAEF2 is a huge plus for almost any practice. 
The obvious exceptions are specialty practices like periodontics, 
endodontics and orthodontics.  In the last two and a half years, 
we have graduated more than 200 RDAEF2 students from the 
program with which I am involved. Ninety-five percent of the 
graduates work in private practices. The practices range from 
smaller start-up practices, to well-established group practices 
and everything in between.

While it is obvious that the RDAEF2  is especially beneficial to 
very busy practices that are scheduled out many weeks and are 
finding it difficult to see patients on a timely basis,  employing 
an RDAEF2 also benefits smaller practices which want to design 
a “team approach” to their practice. The RDAEF2 will also 
benefit dentists who are burning out and would like a breather 
during the day so they can relax, catch up on paperwork, or 
read a journal while their RDAEF2 completes the procedure. 
For most of us, the most tedious part of the restoration is not 
the preparation but the part remaining after the preparation is 
completed – i.e., fillings, cord packing, impressions, temporaries, 
etc.   We’ve had older dentists tell us that this has taken enough 
daily stress from them and 
their personal production 
requirements, that they 
feel it’s added years to their 
productive life.  In my own 
practice I also found that I 
appreciated knowing that 
I did not have to finish 
every single procedure.  I 
could place completion of 
treatment in the competent 
hands of my RDAEF2. 
This allowed me to step away and focus on other patients or a 
myriad of things involved in running a dental practice.

South Sacramento Dentist Robert Muckey, DDS, currently 
employs two RDAEF2s. 

“Integrating the new skill set options which the RDAEF2s 
bring to my total dental team has energized my entire practice,” 
he said. “Patients love our enhanced team approach - both their 
increased access and my availability. Being able to have more 
time for patient interaction and communication as well as time 
for diagnosis, treatment planning, specialist coordination, etc. 
has been very rewarding and elevated my overall satisfaction 
with my practice.”                     

What are the critics saying about the 
RdaeF2?

There has been little to no criticism that we’ve heard from dentists 
who have invested in obtaining an RDAEF2. They quickly 
display their positive influence on both the “bottom line” of 
the office and the other positive aspects. The few criticisms that 
we’ve heard seem to come from dentists who have not utilized 

Change your life, change your practice... 

Come join the best RDAEF2 Program in the State.

• Consistent 95-98 % pass rates on the RDAEF2 

Boards. We are 25-50% higher than any other 

program.

• Clinical Director is an Accredited Dentist of the 

American Academy of Cosmetic Dentistry with 33 

years of clinical practice and teaching experience.

• Program Director has 40 years experience teaching 

DA, RDA, RDAEF and RDH duties as a professor at 

Sacramento City College.

• Best teacher to student ratio by far.

• Small class size allows for lots of one-on-one 

instruction that does not occur in other programs.

• Our students complete more than double the number 

of Board required restorations.

• Faculty have a 110% commitment to student success!

• State-of-the-art quality and quantity of materials 

provided.

• Attendance in our program does not require your 

DDS participation.

• Multiple mock boards to prepare for state exams.

• Our educational and clinical goals are set to the 

highest standards of excellence.

NEW CLASS STARTING NOVEMBER 16, 2013

CALL NOW FOR INFORMATION AND 

REGISTRATION

(916) 801-7170

WWW.RDAKITS.COM
LIKE US ON FACEBOOK  (RDAEF2)

J PRODUCTIONS DENTAL SEMINARS, INC.

SACRAMENTO RDAEF2 PROGRAM 

WINS STATEWIDE ACCOLADES

Integrating	the	new	skill	

set	options	which	the	RDAeF2s	

bring	to	my	total	dental	team	has	

energized	my	entire	practice.

																												-	Robert	muckey,	DDS

continued on page 20
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all auxiliaries, including front office staff, is 
very important every time. An RDAEF2 is a 
must in a dental practice. Your patients need 
you elsewhere doing the tasks that only you 
are licensed to do.”

What are the RdaeF2 
educational requirements?

There are currently four approved RDAEF2 
programs in California. The curriculum is 
mandated by the Dental Board of California 
and is quite rigorous. The Dental Board of 
California actually uses the same examiners 
and criteria for the RDAEF2 examination 
that they utilize for the Dental Boards. 

The courses are an intense 8 to 12 months 
of study, depending on the provider and 
structure of the program.  In order to enter 
the program, you must be a currently licensed 
RDA.  The RDAEF2 program is offered on 
weekends to allow the RDA to continue 
employment during the week. The program 
has both didactic and hands on components.  
The hands on components are done both on 
typodont mannequins and on patients.  

When I discovered the RDAEF2 auxiliary, I 
jumped at the chance to send my staff to the 
program.  It was the best move I ever made.  
I now have three RDAEF2s in my practice.

“I can spend more time with hygiene checks 
and increase patient acceptance of treatment 
needed. I am never in a rush. New patient 
consults are a joy. I now have the time to 
talk and increase treatment acceptance and 
patient commitment to the office. Treatment 
acceptance went up and cancellations became 
nonexistent. The RDAEF2s in my office 
restore teeth with composite and take C&B 
final impressions from single units up to 10 
units. They take bites and impressions for 
partial dentures and everything they are 
legally able to do. I had to learn to stay out 
of the way. I am very busy. I have to welcome 
and comfort the patient, review the case to 
see if the treatment to be rendered is correct, 
give the anesthesia and prepare the teeth. 
My job is quality control. This is a must.  

“Patient acceptance of these skilled 
auxiliaries is great. I believe this is because 
I have accepted my RDAEF2s and pass 
on this confidence to the patient. The 
introduction and hand-off of the patient to 

an RDAEF2, but feel these assistants will not 
be trained as well as a dentist and therefore 
can’t perform to the same skill level. After 
two and a half years of positive feedback, 
we’ve found this not to be the case.  These 
assistants are performing at a skill level equal 
to or greater than most dentists. 

Remember, an RDAEF2 is not meant to be 
a dentist substitute. They were created as a 
“restorative specialist” within the framework 
of dentistry.  This is much like the niche 
created for hygiene.  In most cases, I don’t 
think there are many dentists who now 
would claim that they could do a better job 
than their hygienists.  Yet when the specialty 
of hygiene was created there was similar 
resistance to a new type of dental professional 
until dentists actually hired a hygienist and 
realized the benefit to their practices.  

Victor Savage, DDS has had a lot of 
experience with the RDAEF concept .

“I have had RDAEFs in my practice for years,” 
he said. “They changed the way I practiced 
dramatically.  Life became easier, patient 
care improved, patient treatment acceptance 
increased and the bottom line was amazing. 

See the NEW CEREC Omnicam in Action
For your in-offi  ce CEREC demonstration,
contact Patterson Dental at 

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

4.2 Software
P140343 (7/13)
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Your Trusted Source For:
	 •	Commercial	RE	purchase
	 •	Construction	
	 •	Business	acquisition	or	expansion	
	 •	Equipment/Inventory	purchase	
	 •	Refinance	
	 •	Working	Capital

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

Keep	The	SBA	Loan...
Drop	The	Bank.

A Proud Vendor Member of SDDS since 2004

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

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

WANT TO HEAR NATIONAL & INTERNATIONAL 
EXPERTS HERE IN SACRAMENTO?

Dr. Ken Harris 
European lecturer 
and top aesthetic 
UK dentist

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

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

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

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

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

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

17.5
CE Credits
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D E N T A L  O F F I C E
C O N S T R U C T I O N  S P E C I A L I S T S

andrewsconstructioninc.com
SDDS

Vendor Member

Since 2001

916 743-5151

DESIGN/BUILD

NEW CONSTRUCTION

TENANT IMPROVEMENTS

REMODELING

 A THUMBS UP EXPERIENCE
Because we specialize in construction for dental professionals, 
Andrews Construction, Inc understands the unique needs specific to dentists. 
Our 30+ years of experience assures you that we deliver QUALITY, SERVICE 
and SATISFACTION on every meticulously run project. Thumbs Up to that!

Damon Szymanowski Orthodontics
 PE

Todd Andrews &  Damon Szymanowski

    Smiles for Kids Day is February 1, 2014

VOlUNTEErS 
NEEDED!

Site locations
Doctor volunteers
Staff volunteers

Dentists Do Broadway
FlAShDAnce February 2014

blue MAn gRouP march 2014

SiSteR Act april 2014

WicKeD June 2014

To sign up visit: www.sdds.org/sddf_broadway.htm

Sacramento District 
Dental Society

6:00pm - Silent Auction, Dinner 
8:45pm - Installation of Incoming Officers 

at Del Paso Country Club

hOLIDAY pARTY
December 10, 2013

Please Consider making a donation to the 
Silent Auction Benefiting the SDDS Foundation! 

www.sdds.org/HolidayParty.htm
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Foundation
of the Sacramento District Dental Society

A chAritAble 501-c3 
orgAnizAtion

Crowns for Kids
2013 update

To make a donation, visit: 
www.sdds.org/crownsforkids.htm

Gary	Ackerman,	DDS
American	River	Dental	Group	–	Drs.	
Acheson,	Holm	&	Riach	
Carlos	bonilla,	DmD
Damon	boyd,	DDS
Capitol	Periodontal	Group		-	
					Drs.	berrin,	Chen,	lane,						
					Pretel,	Towfighi,	Wu	&	Jain
Steve	Casagrande,	DDS
Garth	Collins,	DDS
James	Cope,	DDS
Robert	Daby,	DDS
margaret	Delmore,	mD,	DDS
Di	Tomasso	Dental	–	Drs.	DiTomasso,	
					Dariotis	&	Chauhan	
Julianne	Digiorno,	DDS
Anthony	Digiorno,	DDS
lisa	Dobak,	DDS
Family	Dentistry	–	Drs.	Tran	&	Goldman	
Debra	Finney,	mS,	DDS
Fountains	Dental	excellence	–	
Drs.	Gustavson	&	Ramirez	
Kasi	Franck,	DDS
Robert	Gillis,	DmD,	mSD	(x2)
mitchell	Goodis,	DDS
lauren	Hanschu,	DDS	(x2)
Victor	Hawkins,	DDS	(x2)
Gregory	Heise,	DDS	(x2)
Ryan	Higgins,	DDS
Dick	Huang,	DmD	(x2)
Richard	Kennedy,	DDS	(x2)
matthew	Korn,	DDS
laurie	laDow,	DDS	(x2)
Judith	lane,	DDS	(x2)
Steve	leighty,	DDS
Steve	longoria,	DDS

Thanks to the following doctors who have donated 
to Crowns for Kids so far this year:

crowns for Kids has been such a wonderful 
program for our Foundation. Started by our 
Foundation at the suggestion of Dr. Richard 

Chang in 2006, it has greatly exceeded our expectations. 

To date, 395 doctors have contributed gold crowns 
and other metal in Crowns for Kids jars. The money 
collected goes to our Smiles for Kids program and has 
been so appreciated over the last few years. Since 2006, 
we have raised a total of $167,287.

Since last year was such a successful year with 
this project, it’s time to gear up and “CALL ALL 
COLLECTIONS” in this last quarter of 2013. If you 
have any amount of donation in your crowns jar, please 
call us and we’ll have our guy Jim Ryan from the Star 
Group come and pick it up. (He donates a portion on 
his own as well – thanks Jim!) 

Please call the SDDS office and let us know that you 
have a jar to pick up. Our goal for this year is to surpass 
last year’s total – we have a way to go for sure. 

luis	mendez,	DDS
Kenneth	moore,	DDS
Charles	Newens,	DDS	(x2)
John	Noe,	DDS
michael	O’brien,	DDS
Siamak	Okhovat,	DDS,	PhD
Viren	Patel,	DDS
Stacey	Peters-Nelson,	DDS
Jean	Rabadam,	DmD	(x2)
mojtaba	Radi,	DDS	(x2)
mai-ly	Ramirez,	DDS
Sean	Rockwell,	DDS
Christy	Rollofson,	DDS
Sacramento	Oral	Surgery		-	
					Drs.	Castaldo,	Currimbhoy,						
					Olsen,	Preskar	&	Telles
Serenity	Dental		-	Drs.	Khodai,	
					marr	&	Vilderman
Purvi	Shah,	DDS
Stefanie	Shore,	DDS	(x2)
Cynthia	Stuart,	DDS	(x2)
Sun	Oaks	Dental		-	
					Drs.	Richard	and	Kirsten	Chang	
Jonathan	Szymanowski,	DmD,	mmSc
Sang	Tran,	DDS
Carl	Trubschenck,	DDS
Hoang	Truong,	DDS
Steven	Tsuchida,	DDS
Glen	Tueller,	DDS
Kim	Wallace,	DDS
Ian	Wong,	DDS

Here’s the breakdown per year:

2006	total:		$9,351
2007	total:		$15,126
2008	total:		$9,054
2009	total:		$30,645
2010	total:		$26,031
2011	total:		$26,981
2012	total:		$34,028

2013 total to date:  $16,070

grand Total: $167,287
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Your horn!

Dr. Shaina M. DiMariano who gave birth to  her 
daughter Camille Helene L’Heureux on May 20, 
2013.   (photo #1)

Mike Korn and Lana Shinoo (RDH & RDA) 
who wed on July 6, 2013.   (photos #2)

Dr. Victor Hawkins, who is celebrating his 50th 
year in dentistry, sold his practice to Dr. Elisabeth 
Huynh, but he will continue to practice with her for 
the next few years before retirement.   (photos #3)

Sutter Terrace Dental Group, Dr. Ronald 
Blanchette and The Sacramento District Dental 
Society  who were recognized by the Sacramento 
County Board of Supervisors with a resolution 
commending their work to reduce mercury waste 
in the water. The recipients were selected by the 
Business Environmental Resource Center (BERC) 
to receive the Sustainable Business of the Year 
Award for 2013. (photos #4)

The Nugget was selected to receive the International 
College of Dentists Outstanding Cover, Division 2 
Award for the March 2012 issue. This award will be 
presented at the Annual Meeting of the American 
Association of Dental Editors on Oct. 30, 2013 in 
New Orleans, LA.   (photos #5)  

Congratulations to...

We’re Blowing

1 2

3

5

nInI OaTIs 
Nini Oatis, wife of Dr. George Oatis, DDS, passed away on 
May 10, 2013, after a long illness. Donations can be made 
to the Marine Corps “Semper Fi” fund.

In Memoriam

1

4

dR. LesLIe RenneR
Dr. Leslie Renner passed away this past year; he was a 
member of SDDS since 1973, after graduating from UCSF 
School of Dentistry in 1958.
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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

New Members OCTObeR
2013

Matthew hall, DDS
General Practitioner
2465 Iron Point Rd., Ste. 120
Folsom, CA  95630
(916) 984-9600

Dr. Matthew Hall graduated from Virginia Common-
wealth University in 2013 with his DDS. He currently 
practices in Folsom and lives in Cameron Park with 
his wife, Kelly.

hoSSein KazeMi, DDS
General Practitioner
1160 Cirby Way, Ste. 100 
Roseville, CA  95661
(916) 789-8530

Dr. Hossein Kazemi graduated from UCSF School of 
Dentistry in 1999 with his DDS. He currently practices 
in Roseville and lives in Folsom with his wife, Atefeh 
Saffari. FUN FACT: He enjoys yoga and has a passion 
for soccer for almost 40 years. 

Unyong KiM, DDS
General Practitioner
Pending Office Address

Dr. Unyong Kim graduated from Loma Linda Uni-
versity in 2011 with her DDS and later completed a 
residency there in 2013. She currently is seeking em-
ployment in the Greater Sacramento area and lives in 
Gold River. 

Vicente Knight, DDS
General Practitioner
10357 Fairway Dr, Ste. 100
Roseville, CA  95678 
(916) 782-4500

Dr. Vicente Knight graduated from UNLV School of 
Dentistry in 2012 with his DDS. He currently practices 
and lives in Roseville. FUN FACT: He enjoys CrossFit, 
playing guitar, watching movies, reading, wine tasting, 
cooking and organic juicing.

chriStine naM lee, DMD
General Practitioner
Pending Office Address

Dr. Christine Nam Lee graduated from Tufts 
University School of Dental Medicine in 2000 with 
her DMD. She is currently seeking employment in the 
Greater Sacramento area and lives in Elk Grove with 
her husband, Henry.

aiMan abo elala, DDS
General Practitioner
5247 Elkhorn Blvd, Ste. C 
Sacramento, CA  95842
(916) 344-1500

Dr. Aiman Abo Elala graduated from University of 
Cairo in 1995 with his DDS. He now practices in Sac-
ramento and Antelope and lives in Citrus Heights with 
his wife, Grace.

Dale alto, DDS
Oral and Maxillofacial Surgeon
4350 Marconi Ave, Ste. 200 
Sacramento, CA  95821
(916) 483-4379

Dr. Dale Alto graduated from University of Michigan 
in 2005 with his DDS and later completed his specialty 
in Oral and Maxillofacial Surgery at University of 
Cincinnati Medical Center in 2009. He currently 
practices at Capital Oral and Maxillofacial Surgery in 
Sacramento and Elk Grove and lives in Folsom.

JoSe banDala, DDS
General Practitioner
1620 Lead Hill Rd, Ste. 300
Roseville, CA  95661
(916) 782-0440

Dr. Jose Bandala graduated from Universidad 
Autonoma de Coahuila in 1983 with his DDS. He 
currently practices and lives in Roseville with his wife, 
Dr. Rosy Bandala.

nicole bUell, DDS
General Practitioner
3461 Lake Tahoe Blvd, Ste. 1 
South Lake Tahoe, CA  96150
(530) 541-3772

Dr. Nicole Buell graduated from New York University 
in 2005 with her DDS. She currently practices in South 
Lake Tahoe with and lives in Zephyr Cove with her 
husband. FUN FACT: She and her family love the 
outdoors, specifically skiing and rock climbing.

Marcela Diaz, DMD
General Practitioner
9165 Elk Grove Florin Rd, Ste. 160
Elk Grove, CA  95624
(916) 667-8783

Dr. Marcela Diaz graduated from Boston University 
in 1993 with her DMD. She currently practices in 
Elk Grove where she lives with her husband, SDDS 
Member Dr. Carlos Bonilla.

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

MORE  
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New Members OCTObeR
2013

new Transfer members
colleen bUehler, DDS
Transferred from San Francisco Dental Society
General Practitioner
905 Secret River Dr, Ste. C
Sacramento, CA  95831
(916) 391-4848

Dr. Colleen Buehler graduated from UOP Arthur A. 
Dugoni School of Dentistry with her DDS in 2013. She 
currently practices in Sacramento with SDDS member, 
Dr. Karl “Duke” Zander, and lives in Fair Oaks.

Michael ciccarelli, DMD
Transferred from San Francisco Dental Society
General Practitioner
Pending Office Address

Dr. Michael Ciccarelli graduated from Western Univer-
sity of Health Sciences College of Dental Medicine with 
his DMD in 2013. He is currently seeking employment 
in the Greater Sacramento area and lives in Elk Grove.

Jonathan collinS, DDS
Transferred from San Francisco Dental Society
General Practitioner
6500 Lonetree Blvd., Ste. 100
Rocklin, CA  95765
(916) 797-8511

Dr. Jonathan Collins graduated from UCSF School 
of Dentistry with his DDS in 2013. He currently 
practices in Rocklin with SDDS members, Drs. Charles 
Smurthwaite and Jason Couch. FUN FACT: He enjoys 
cycling. Most days he can be seen in the early morning 
riding his bike to work along the streets of Rocklin.

gaganDeep KanDola, DMD
Transferred from Tri-County Dental Society
General Practitioner
Pending Office Address

Dr. Gagandeep Kandola graduated from Western 
University of Health Sciences College of Dental 
Medicine with her DDS in 2013. She is currently 
seeking employment in the Greater Sacramento area 
and lives in Sacramento.

Deana phan, DDS
General Practitioner
9290 Sierra College Blvd, Ste. 300, 
Roseville, CA  95661
(916) 788-8450

Dr. Deana Phan graduated from UOP Arthur A. 
Dugoni School of Dentistry in 1997 with her DDS. 
She currently practices in and lives in Roseville with her 
husband, SDDS Member, Dr. Long Nguyen.

MahMoUD SalaMa, DDS
General Practitioner
5247 Elk Horn Blvd.
Sacramento, CA  95842
(916) 344-1470

Dr. Mahmoud Salama graduated from University of 
Cairo in 1995 with his DDS. He currently practices in 
Sacramento and Antelope and lives in Elk Grove with 
his wife, Noha.

trieU ton, DDS
General Practitioner
825 Twelve Bridges Dr. 
Lincoln, CA  95648
(916) 543-4400

Dr. Trieu Ton graduated from UCSF School of Den-
tistry in 2010 with his DDS. He currently practices 
in Lincoln and Sacramento and lives in Elk Grove. 
FUN FACT: He is a part-time magician, where he can 
change dollar bills to hundreds! Known as Tru-dini by 
colleagues and friends, he has performed on the streets 
of Waikiki and at random events.

KeVin Vo, DDS
General Practitioner
Pending Office Address

Dr. Kevin Vo graduated from New York University in 
2013 with his DDS. He currently is seeking employment 
in the Greater Sacramento Area and lives in Sacramento.

branDon webb, DDS 
Endodontist
1420 E Roseville Pkwy, Ste 140-370 
Roseville, CA  95661
(916) 432-3607

Dr. Brandon Webb graduated from Meharry Medical 
College in 2010 with his DDS and completed his 
specialty in Endodontics at Case Western Reserve 
University in 2012. He currently practices in Roseville 
and Sacramento and lives in Roseville.

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

totAl 
MeMbeRShiP
(as of 9/12/13):

1,604

TOTAl	ACTIVe	membeRS:	
1,320

TOTAl	ReTIReD	
membeRS:	212

TOTAl	DUAl	
membeRS:	2

TOTAl	AFFIlIATe	
membeRS:	6	

TOTAl	STUDeNT/	
PROVISIONAl
membeRS:	6

TOTAl	CURReNT	
APPlICANTS:	11

TOTAl	DHP	
membeRS:	47
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WelcoMe
to SDDS’s 
new members, 
transfers and 
applicants.

New Members OCTObeR
2013

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

rUpinDerJit KaUr, DDS
Transferred from San Francisco Dental Society
General Practitioner
Pending Office Address

Dr. Rupinderjit Kaur graduated from UOP Arthur A. 
Dugoni School of Dentistry with her DDS in 2013. 
She currently is seeking employment in the Greater 
Sacramento area and lives in Roseville. FUN FACT: 
She likes to cook for her family whenever she has free 
time. Also, she is 8 months pregnant with her first child.

winSton lin, DDS
Transferred from Los Angeles Dental Society
Pediatric Dentist
9640 Bruceville Rd, Ste. 101 
Elk Grove, CA  95757
(916) 525-7723

Dr. Winston Lin graduated from UCLA School of 
Dentistry with his DDS in 2010 and later completed 
a residency at Harbor-UCLA Medical Center in 2011 
and then completed his specialty in Pediatric Dentistry 
at UCLA School of Dentistry in 2012. He currently 
practices in Elk Grove and lives in Sacramento.

Daniel pariSh, DDS
Transferred from San Francisco Dental Society
General Practitioner
2465 Iron Point Rd., Ste. 120 
Folsom, CA  95630
(916) 984-9600

Dr. Daniel Parish graduated from UCSF School of 
Dentistry with his DDS in 2013. He currently practices 
in Folsom and lives in Granite Bay. FUN FACT: Before 
dental school he used to own and run three paintball 
stores and two paintball fields in the Sacramento 
Region...Splat!

Denton Sato, DDS
Transferred from San Francisco Dental Society
General Practitioner
Pending Office Address

Dr. Denton Sato graduated from UOP Arthur A. 
Dugoni School of Dentistry with his DDS in 2013. 
He currently is seeking employment in the Greater 
Sacramento area and lives in Sacramento.

Shilpi Seth, DDS
Transferred from San Francisco Dental Society
General Practitioner
Pending Office Address

Dr. Shilpi Seth graduated from UCSF School of 
Dentistry with her DDS in 2013. She currently is 
seeking employment in the Greater Sacramento area 
and lives in Roseville.

new applicants
JareD antrobUS, DDS
Uriel carranza, DDS
benJaMin cope, DDS
brian DanSie, DDS
ngUyen hanh, DDS
chriStina hU, DDS
JaSon liM, DDS
DereK Moore, DDS
DeniSSe MontalVo, DDS
Jaclyn paK, DDS
MarK reDforD, DDS

Recently Retired in 2013
DaViD bUll, DDS, fagD
r. Kent farnSworth, DDS

T O T a L 
neW membeRs 
FOR 2013:  67

Dropped	for	non-
payment	of	dues:	44

maRkeT 
shaRe:
78.9%
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Did you know?
You	can	now	sign up and charge online	for	all	SDDS	courses!
sdds.org/membersmeetingsforums

To comply with the deadline, schedule today.

www.bankofsacramento.com

Call today for more information  
about our specialized services  

for the dental industry.

916.648.2100
Member FDIC

We know the dental industry and offer services 
that will make your office manager smile. 

We don’t apply a generic plan as a solution. Instead, we assign 

someone from our specialized staff to create a unique business 
services program for you. No matter the size of your office, 

Bank of Sacramento offers the right business solutions including:

•   Merchant Services

•   Remote Deposit

•   Commercial Real Estate Loans

•  Lines of Credit

•   Easy to use Online Banking 

Extraordinary businesses

require an extraordinary 

Business Bank.
A PUBLICATION OF THE SACRAMENTO DISTRICT DENTAL SOCIETY

the

Inside:
Digital Imaging: History, Impact, Protocols

PLUS: 2013–2014 SDDS Program Announced!

Dentistry in the 
Digital Age
HOW CAN IT AFFECT YOUR PRACTICE?

August / September 2013

www.sdds.org/nUGGEt.html

Remember…
The Nugget	is	

available	online!
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OuR mIssIOn

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

board Report

Call to Order
Dr. Ackerman called the meeting to order at 6:30 
p.m. Point of personal privilege to wish Cathy Le-
vering a happy 60th birthday! We also welcomed 
Julia Marino, the new Publications Manager.

Consent Agenda
It was M/C to approve the Consent Agenda.
•	 Minutes	of	May	6	Board	Meeting	
•	 August	interim	financial	summary
•	 Dates	and	details

President’s Report
Dr. Ackerman reported on the following: 

•	The Nugget won an award – International College 
of Dentistry Outstanding Cover Award for the 
March	2012	issue	on	“Associate	and	Partners.”	

•	 	Dr.	Keating	has	been	the	nominee	chosen	 to 
be the CDA Treasurer by CDA Board of Trustees. 
Congratulations!

•	Congratulations	to	Dr.	Hawkins	who	has	sold his 
practice but will continue to work with the new 
partner for the next five years!

Secretary’s Report
Dr. Patel reported on the following:

•	Membership	reports	– June-August month end; 
market share continues to climb:

•		June	77.8%	1528

•		July		78.1	%	1542

•		Aug	78.9%	1553

Treasurer’s Report
Cathy Levering reported on the financials in 
the absence of Dr. Giannetti:

•	 Current	balance	sheet	and	P&L	look	great.

• Building expenses –the final expenses as predicted 
– we improved the space for $40 per square feet. 

Committee Reports (Liaisons) 
and Task Force Reports
•	 Strategic Plan Update: Dr. Patel reported on the 

current status of our strategic plan and identified 
nine areas that we need still to address or report 
back. He recommended extending the strategic 
plan	to	2014	(November	Board	action	item).

•	 Continuing	Education: Dr. Bellamy reported 
that	our	MW	speakers	are	set;	the	CE	program	
is	set	through	next	May.	

•	 Membership	Committee: Cathy reported for 
Dr.	Archibald	–	Friday,	 Sept.	 13	 is	 the	Shred	
Event	and	Member	Benefits	Day.	

	•	Ethics	Committee:	Dr.	Worth	reported	that the 
committee’s articles published in The Nugget are 
the way to impart knowledge and information 
to our members.

•	 CPR,	Peer	Review: Cathy reported that CPR 
is going great; having our classroom is fantastic. 
Peer Review Chair is on site and the next clinical 
meeting will be at SDDS.

•	 Geriatric	Workgroup: Dr. Patel reported that the 
Nov.	19	course	to	include	the	medical	and dental 
community is in the works.

•	 Denti-Cal/	 Hospital	 GA	 Task	 Force: Dr. 
Delmore reported on how the task force has 
addressed Denti-Cal denials for hospital cases, 
the possibility of surgery center (to be run 
by someone other than SDDS), the DHCS 
participation and the frustrations of our doctors 
for denials, lack of support, etc.

New Business
•	 House	of	Delegates	 in	 Sacramento	 in	Nov-

ember: Our delegation is preparing for the intro-
duction of a resolution regarding Geriatric Care.

•	 Appointments	/	substitutes	for	Delegates: It 
was	M/C	to	approve	Dr.	Wai	Chan	as	replacement	
for Dr. Bellamy who moves to Secretary.

•	 HOD	issues	from	the	Trustees:	MICRA	–	Trial	
lawyers want to take the cap off lawsuits, which is 
currently	a	$250,000	cap	on	pain	and	suffering;	
no limit on damages. CDA is working hard on 
this for our members. 

•	 Building	usage	price	list	and	contracts: It was 
M/C	to	approve	building	usage	/	rental	document	
and pricing schedule as presented. Cathy and staff 
will start to market our space! 

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

•	 Board	 responsibilities,	 Board	 information	
for	binders	–	Cathy	 shared	 the	990	&	D&O	
insurance policy with the Board (in accordance 
with fiduciary responsibilities).

•	 Component	Boundary	Review	report	–	SDDS 
will not be presenting any boundary changes at 
the HOD.

•	 Program	year,	highlights	–	we’re	busy!

Trustee Report
Drs. Keating and Gillis reported on all aspects 
of the upcoming House of Delegates.

Adjournment
The meeting was adjourned at 9:10 pm

Next	board	meeting:	
october 29, 2013 at 6:00 pm							
(Note	change	in	calendar	format)

September 3, 2013
Highlights	of	the	board	meeting

Respectfully	Submitted	by Viren Patel, DDS
Secretary

Did you know?
board reports are available online!
www.sdds.org/BoardReports.htm
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advertiser INDEx
Dental Supplies, Equipment, Repair

Vendor member 	benco	Dental. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .32
Vendor member 	burkhart	Dental	Supply	. . . . . . . . . . . . . . . . . . . . . . . .32
Vendor member 	DeSCO	. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 32
Vendor member 	Henry	Schein. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .32
Vendor member 	Patterson	Dental	 . . . . . . . . . . . . . . . . . . . . . 20,	31,	32
Vendor member 	Procter	&	Gamble	Distributing	Co	(Crest	/	Oral	b). . . 32
Vendor member 	RelyAid	 . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 32

dental services
Vendor member 	Pacific	Dental	Services	 . . . . . . . . . . . . . . . . . . . . . . . .33

education
	 San	Joaquin	Valley	College	(SJVC). . . . . . . . . . . . . . 30
	 J	Productions	Dental	Seminars,	Inc.. . . . . . . . . . . . . 19
	 Frontier	Institute.	 . . . . . . . . . . . . . . . . . . . . . . . . . . . 21

Financial & Insurance services
Vendor member 	bank	of	Sacramento	. . . . . . . . . . . . . . . . . . . . . . . 28,	32
Vendor member 	bank	of	the	West. . . . . . . . . . . . . . . . . . . . . . . . . . . . .32
Vendor member 	Dennis	Nelson,	CPA. . . . . . . . . . . . . . . . . . . . . . . . . 32
Vendor member 	Fechter	&	Company,	CPAs		. . . . . . . . . . . . . . . . . . . 32
Vendor member 	Financial	management	Associates,	Inc.	. . . . . . . 	15,	32
Vendor member 	First	U.S.	Community	Credit	Union. . . . . . . . . . . 	21,	32
Vendor member 	mann,	Urrutia	&	Nelson,	CPAs		 . . . . . . . . . . . . . . . . 	32
Vendor member 	TDIC	&	TDIC	Insurance	Services	 . . . . . . . . . . . . . 6,	32
Vendor member 	Union	bank	. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 	32
Vendor member 	Wells	Fargo	bank		. . . . . . . . . . . . . . . . . . . . . . . . . . 	33

For Lease
	 Dr.	bobby	boozer	&	Dr.	Glen	Tueller . . . . . . . . . . . . . 12

human Resources
Vendor member 	California	employers	Association	(CeA)	. . . . . . . . . . 33

Legal services
Vendor member 	Wood	&	Delgado . . . . . . . . . . . . . . . . . . . . . . . . . . . . .33

	 The	Goldman	law	Firm.. . . . . . . . . . . . . . . . . . . . . . 28

medical gas services
Vendor member 	Analgesic	Services,	Inc.. . . . . . . . . . . . . . . . . . . . . . . .32

Office design & construction
Vendor member 	Andrews	Construction. . . . . . . . . . . . . . . . . . . . . . 22,	33
Vendor member 	blue	Northern	builders,	Inc. . . . . . . . . . . . . . . . . 10,	33
Vendor member 	Henry	Schein. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 12,	32
Vendor member 	Olson	Construction,	Inc.	 . . . . . . . . . . . . . . . . . . . . . 33

Practice Sales, Lease,  
management &/or consulting

Vendor member 	Henry	Schein. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 12,	32
Vendor member 	Western	Practice	Sales	 . . . . . . . . . . . . . . . . . . . 10,	33

Marketing
Vendor member 	UPROAR	—	mobile	Phone	Apps. . . . . . . . . . . . . . . . .33

publications & media
Vendor member 	Sacramento	magazine . . . . . . . . . . . . . . . . . . . . . . . 33

staffing services
Vendor member 	Resource	Staffing	Group . . . . . . . . . . . . . . . . . . . . 31,	33

	 Dentassist.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 28

Technology
Vendor member 	Pact-One. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .33

Waste management services
Vendor member 	Star	Group	Dental	Refining	 . . . . . . . . . . . . . . . . . . . . .33

Gordon Stevenson, Senior VP 
Real Estate Healthcare Specialist 

Dental/Medical Office Building Sales/Leasing 

The Gordon Group 
Helping Those Who Help Others 

 

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

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

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

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

5400 Park Dr., Rocklin – For Sale 
• ±4,592 SF 
• Walking Distance To Rocklin High School 
• Building Signage Available 
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At last, a professional staffing service that does it all! With more 
than 20 years of specialization and innovative approaches to human 
resource staffing issues, Resource Staffing Group becomes your 
“partner in business.” We allow your staff to focus on the productive, 
revenue-producing side of your dental practice by turning over all 
those mundane human resource tasks including payroll, benefit 
administration, and tax preparation. Delegate those undesirable 
duties such as terminations, down-sizing, and hiring. Never fill 
out another form or attend another EDD or Labor Board hearing 
while you protect your practice from wrongful termination or sexual 
harassment lawsuits. Control skyrocketing and unexpected costs in 
areas like advertising, workers compensation, recruiting, benefits, 
and employment law.

products and services
•	Dental	Staffing:	Direct	hire,	temporary	or	temporary	to	hire	

positions

•	Serving	the	Greater	Sacramento	Area

•	 In-house	Continuing	Education	Classes	including	OSHA	/	CA	
Practice / Infection Control and CPR Recertification

Benefits, Services, Special Pricing 
and/or discounts extended to sdds 
members
•	10	%	discount	for	SDDS	members	with	a	Direct	Hire	Order

Resource Staffing Group
(916) 993-4182
www.resourcestaff.com

venDoR MeMbeR SPotlightS:

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

products and services
•	Dental	supplies

•	Equipment

•	Full	service	technical	department

•	Practice	management

•	Office	design

•	Financing

•	Cerec	Tooth	Restoration	System

•	Schick	Digital	X-ray

•	Eaglesoft	Dental	Software

•	Casey	Education	Systems

• Patterson Office Supplies

Benefits, Services, Special Pricing 
and/or discounts extended to sdds 
members
•	Screening	supplies	&	free	merchandise	for	Smiles	for	Kids	

participants

Patterson Dental Supply 
(800) 736-4688
www.pattersondental.com

PATTERSON
DENTAL

we love
our SDDS
Vendor Members!
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Dental

DENNIS 
NELSON
CPA, APC

PLANNING & CONSULTING ASSOCIATES

916-624-2800
800-649-6999

The Dental Equipment Specialists

4095 Del Mar Ave. #13
Rocklin, CA 95677

www.descodentalequipment.com

burkhart Dental Supply
Kyra Gauldin, Operations
916.784.8200
www.burkhartdental.com

analgesic Services, inc.
Geary Guy, VP / Steve Shupe, VP
888.928.1068
www.asimedical.com

benco Dental
Brian Evans — Director of Sales West
800.462.3626
www.benco.com

Crest / oral b
Lauren Herman • 209.969.6468
Kevin McKittrick • 916.765.9101
www.dentalcare.com

Patterson Dental
James Ryan
800.736.4688
www.pattersondental.com

bank of the West
Mary Alajou, VP
Sacramento / Butte Area Manager
916.949.2687
www.bankofthewest.com

Dennis Nelson, CPa, aPC
Dennis Nelson, CPA
916.988.8583
www.cpa4dentists.net

bank of Sacramento
Shelley Laurel, SVP
916.648.2100
www.bankofsacramento.com

fechter & Company
Craig Fechter, CPA
916.333.5360
www.fechtercpa.com

mann, Urrutia, Nelson, CPas
John Urrutia, CPA, Partner
Chris Mann, CPA, CFP, Partner
916.774.4208
www.muncpas.com

financial management 
associates, inc.
Ted Darrow, Client Relations/Marketing
916.985.9559
www.fmacentral.com

the Dentists  
insurance Company
Darnise Edwards
800.733.0633
www.cda.org

first US Community 
Credit Union
Gordon Gerwig, Business Services Mgr
916.576.5650
www.firstus.org

Union bank
Lydia Ramirez
916.321.3145
www.unionbank.com

relyaid
Ursula Klein, COO, CFO
916.616.6845 • (800) 775-6412
www.relyaid.com

henry Schein Dental
916.626.3002
www.henryschein.com

DeSCo Dental equipment
Tony Vigil, President
916.259.2838
www.descodentalequipment.com
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thiS coulD 
be You!

For more information on the Vendor 
Membership program, visit: 

www.sdds.org/vendor_member.htm
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Star Group Global refining
Jim Ryan, Sales Consultant
800.333.9990
www.stargrouprefining.com

Wood & Delgado
Patrick J. Wood, Esq. / Jason Wood, Esq.
1.800.499.1474 • 949.553.1474
www.dentalattorneys.com

Ca employers association
Kim Parker, Executive VP 
Mari Bradford, HR Hotline Manager
800.399.5331
www.employers.org
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Sacramento magazine
Becki Bell, Marketing Director
916.452.6200
www.sacmag.com

UProar —  
mobile Phone apps
Howard Harris
916.995.0022
www.uproar.pro
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blue Northern builders, inc.
Marc Davis / Morgan Davis / Lynda Doyle
916.772.4192
www.bluenorthernbuilders.com

olson Construction, inc.
David Olson
209.366.2486
www.olsonconstructioninc.com

andrews Construction, inc.
Todd Andrews
916.743.5151
www.andrewsconstructioninc.com
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Pacific Dental Services
Koert Takkunen / Melanie Duval
714.552.5517
www.PacificDentalServices.com

resource Staffing Group
Debbie Kemper
916.993.4182
www.resourcestaff.com

Western Practice Sales
Tim Giroux, DDS, President 
John Noble, MBA
800.641.4179
www.westernpracticesales.com
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PaCt-oNe Solutions
Dan Edwards, President
866.722.8663
www.pact-one.com
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Wells fargo bank
Philip Kong
916.533.6882 - cell
philip.kong@wellsfargo.com
www.wellsfargo.com
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venDoR MeMbeRS
Sacramento District Dental Society

venDoR MeMbeR 
SuPPoRt KeePS YouR 
DueS loW!

Vendor Members support Sacramento District 

Dental Society through advertising, special 

discounts to members, table clinics and exhibitor 

space at SDDS events. SDDS members are 

encouraged to support our Vendor Members 

as OFTEN AS POSSIBLE when looking for 

products and services. For more information 

on the Vendor Membership Program, visit 

www.sdds.org/vendor_member.htm
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classified ads

CEREC AC CONNECT. Purchased January 2012 and in excellent 

condition. Used for 15 cases, but I have upgraded to a milling 

unit. Good for anyone looking to do digital scanning, but not quite 

ready to commit to a milling unit. $10,000 OBO. Please contact 

Hana at (916) 780-1955 or rashid.dds@gmail.com. 08/09-13

SECOND GENERATION ZOOM WHITENING LIGHT. Five pairs of 

protecting glasses included $500 OBO. Please contact office 

for inquiries please call (916) 638-5050.                     08/29-13

HOLGA SLIDING fILE SySTEM; 12 cabinets, 7 shelf high, 36 

inches wide. They are on a track so they slide one in front of the 

other/side to side. In great condition; Best offer. Please contact  

Cheryl McClain at (916) 261-8539.                                10-13

ExCELLENT OPPORTUNITy TO jOIN great multi-location, multi-

specialty practice in Greater Sacramento. Currently looking to 

fill Pediatric Dentist  and Endodontist associate position. Please 

fax CV to (916) 817-4376. 10-13

SUCCESSfUL (PRIVATE PRACTICE) DENTAL OffICE IN 

Sacramento is seeking a full-time associate. Our state-of-the-

art facility provides all dental procedures under one roof. As 

an associate, you’ll examine, diagnose and provide treatment 

to patients. Must have great communication skills. 08/09-13

ORTHODONTIST WANTED. Busy Sacramento Pedo Group 

(Kids Care) seeks local ortho to join our team. Established 

patient base with TONS of consults! Great opportunity for the 

right person to hit a real home run. Must be comfortable with 

early treatment options.  Great office, great staff and great 

pay!   Email dboyes@kidscaredentalgroup.com.                     09-13

EmPLOymEnt OPPOrtUnitiES

EqUiPmEnt fOr SALE

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

POSitiOnS wAntED

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

sdds member dentists  
can place classified ads 

FoR FRee!

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

LEARN HOW TO PLACE IMPLANTS IN yOUR OffICE OR 

MINE. Mentoring you at your own pace and skill level. 

Incredible practice growth. Text name and address to  

(916) 952-1459.                                                      04-12

PrOfESSiOnAL SErViCES

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

16 yEARS OLD, WELL-ESTABLISHED COMPLETE DENTAL 
OffICE with 5 fully-equipped ops, the 6th op plumbed with 
digital x-ray. 1471 sf in folsom. DDS is moving to a new 
location in Folsom. Charts are not for sale. Great lease and 
location. Please call (916) 715-0966. 08/09-13

DENTAL OffICE fOR SALE IN CARMICHAEL. Visible location. 
Take over the remaining lease and option to extend lease. 3 fully 
functional operatories. All equipment is available for purchase. 
Asking 29.5K, negotiable. Please call (916) 233-8932.

PrACtiCES fOr SALE

OPEN SHELL: We have a stunning, newly-constructed 
freestanding office building for lease. It is an offer of office 
or retail type space located in North Natomas Del Paso Road. 
The building is currently in a shell condition ready for a tenant 
to design the space to their exact perfection. The leasing 
area is 3,400 SQfT, close to I-5, Highway 80 and Downtown 
Sacramento. Please call (916) 392-5076.                      10-13

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

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

LOCATION, LOCATION, 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

LOCATION / OPPORTUNITy ORAL SURGERy OffICE @ 1315 
Alhambra Blvd. 1,980 sf with 4 operatories, fully plumbed, 
including oxygen and nitrous oxide. Fully serviced lease with 
ample parking. Contact Kelly Gorman (916) 929-8100. 03-13

DENTAL OffICE ROCKLIN. Partially equipped and furnished. 
Turnkey. Minimal investment. Includes stools, chairs, cabinets. 
Call Russ Meadows at (916) 966-1635. 08/09-13

PLACERVILLE DENTAL OffICE — Excellent location, 
available Sept 1. 1667 sf, 5 operatories, stand alone bld. 
1045 Marshall Way, $2.20/sf. Dr. Gil Larsen (530) 677-4256;  
(530) 903-0401. 08/09-13

GENERAL PRACTITIONER would like to share office in folsom 
one day per week. Please call (209) 223-2183. 08/09-13

fOr LEASE
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	 	 	 	 	 Next	General	membership	meeting:	OCTOBER 8, 2013
	 	 	 	 	 www.sdds.org/genmeetingCe.htm

1. Diana Prater; Vicky Greene, RDA; Gelina Ivanov and Lisa Geraghty from RelyAid

2. Drs. Greg Heise and Jeff Light

3. Drs. Jennifer Drew and Forrest Boozer

4. Dream Systems Laberatory demonstrates their goods.

5. New members Drs. Brian Dansie, Jennifer Cromeyer and Marcela Diaz

6. Drs. Gary Ackerman (left) and Bevan Richardson present the SDDS Student 

     RDH Award to Samantha Curtin from Carrington College (right).  

7. Drs. Thais Booms, Kelly Giannetti and Marleen Masuoka

8. Drs. Jamson Wu, Nima Aflatooni and Hessam Siavash

9.  Sierra Shields, RDA and Sheri Merrick with Info Star

10. Dr. Mark Abramson presented on Dental Sleep Medicine.

2 3

7

Event Highlights
general membership meeting | SEPTEMBER 10, 2013

1

4 65

8 9

10
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ADDReSS	SeRVICe	ReqUeSTeD

sdds calendar of events
28 Delegates Meeting / SDDS Caucus #2                                                   
 SDDS Office
 6:00pm–9:00pm

29 Forensics Meeting                                                    
 6:00pm / SDDS Office

 Board of Directors Meeting                                                   
 6:00pm / SDDS Office

30 HR Webinar
 Workplace investigations
 Noon–1:00pm 

nOvembeR
2 CPR / BLS Renewal 
 SDDS Classroom 

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

PRSRT	STD

US	POSTAGe

PAID

PeRmIT	NO.	557

SACRAmeNTO,	CA

11 Continuing Education
 how to manage endodontic failures
 M. Sedegh Namazikhah, DMD, MSEd, FICD, FACD
 SDDS Classroom 

2035 Hurley Way, Suite 200, Sacramento
 8:30am–1:30pm

14 Delegates Meeting / SDDS Caucus #1                                                   
 SDDS Office
 6:00pm–9:00pm

25 Continuing Education
 adult oral Sedation —
 introduction, Update & Permit renewal
 Anthony Feck, DMD
 SDDS Classroom 

2035 Hurley Way, Suite 200, Sacramento
 8:30am–4:30pm

OcTObeR
8 General Membership Meeting
 CaD-Cam Dentures 
 Recruitment Night
 Mark Dellinges, DDS, FACP
 Hilton Sacramento Arden West
 6:00pm Social / 7:00pm Dinner & Program

9 Dentists in Business Forum
 are You ready to Start / 
 restart Your Practice?       
 Katie Fornelli, Practice Analyst 
 SDDS Classroom 

2035 hurley Way, Suite 200, 
 Sacramento
 6:00pm–9:00pm

october 8, 2013:
CAD-CAM Dentures — Computer-Aided 

Design, Computer-Aided Manufacture

EARn

3
CE UnITS!

OCTOBER GENERAL MEMBERSHiP MEETiNG: RECRUITMEnT nIGhT
BRIng OnE nOnMEMBER, YOu BOTH gET In FREE!

Presented by:
mark Dellinges, 
DDS, faCP

• List the advantages of CAD/CAM dentures compared to traditional approaches.

• Summarize CAD/CAM denture procedures.

• Explain the use of the AMD (anatomical measuring device) in CAD/CAM denture fabrication.

• Outline CAD/CAM applications for over-dentures and immediate dentures.
5:45pm: Social & Table Clinics
6:45pm: Dinner & Program

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

LeaRnIng ObJecTIves: 
RecRuIT- 

menT
NIGHT

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

For more calendar info and to sign up for courses ONLINE, visit: www.sdds.org
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SaVE ThE DaTE FOr ThE 34TH aNNUal MiDWiNTEr CONVENTiON
TONS OF CE & a grEaT TiME! YOU WON’T WaNT TO MiSS iT!  FEbrUarY 20–21, 2014 
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