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have been better. However, long work days 
and volumes of reading to consume limited 
the paradise experience. Although the issues 
were pertinent to us as individual dentists, the 
debate from a geographical point of view was 
educational. The keenly contested races for 

the various open positions were inspirational. 
The Mega-Topic Discussion challenged the 
attendees to peer into the future of our dental 
profession and offer suggestions that would 
ensure the relevance of our Association and 
Profession as the ‘technological era’ continues 

As the year draws to a close, we often take 
pause and have our personal “year in review.” 
November highlights a period of thanks for 
all that we have achieved and the difficulties 
from which we have learned. When we gaze 
outside of our bunkers amid the turmoil of the 
battlefield, we are thankful for those (family) 
who shared and survived our bunkers and 
wave appreciatively to those (peers) in adjacent 
bunkers knowing that they had parallel 
experiences. This has indeed been a difficult 
year for our profession. Our services are often 
considered surplus items when budgetary 
constraints are applied. This November is truly 
a moment for giving thanks.

I have been blessed to have been given 
the opportunity to serve as an alternate 
delegate to the American Dental Association 
(ADA) House of Delegates (HOD) as 
well as a delegate to the California Dental 
Association (CDA) HOD.  The ADA HOD 
meeting, October 1st through 6th, was held 
in Honolulu, HI essentially after the 150th 
ADA Annual Session.  The setting could not 

PresIDeNt’s
message

a PerIoD oF thankS
to unfold.  The activities of the week afforded 
us the opportunity to meet, work with and 
develop relationships with delegates in other 
regions of the Union.

Not to be over shadowed will be our CDA 
HOD meeting this month, November 13th 
through 15th. As always, I am amazed by the 
number of brilliant minds sequestered in one 
locale and working for a common purpose. At 
the end of the day we will all go to our separate 
bunkers knowing that we unselfishly did what 
was best for our profession and the members 
we represent. Our CDA staff deserves great 
accolades for the seamless choreography of the 
events each year, from curtain call to finale. 
Over the years I’ve realized that I anticipate 
no less than perfection from them. Thank 
you from the SDDS delegation.

As I look forward to my final month in 
office, I thank you all for the TRUST you 
have placed in me and I pray I have left our 
component in the same or better condition 
than it had been when I arrived. 

by Adrian J. Carrington, DDS

As always, I am amazed 
by the number of brilliant 

minds sequestered in 
one locale and working 
for a common purpose.
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Get into the

Dear Colleagues,

Our Foundation needs you! SDDF is the charitable arm of your dental society. This non-profit branch of your society was created to 

enable us to do some wonderful things for our community.

This year we continue our "Spirit of Giving" campaign. Some of you will recognize the name from the past, as the giving opportunity 

that replaced the annual Holiday Giving program. The Spirit of Giving campaign's goals are three-fold:

1. To enable and encourage all dentists (general practitioners as well as specialists) to give;

2. To create a year-round opportunity for giving (not just around holiday time);

3. To create a giving program whereby members can make contributions to say   

"thank you" to a patient, a fellow doctor, an employee, a vendor, or a friend at any 

time during the year.

There are two ways you can give. PLEASE consider a monetary donation to the Spirit of 

Giving program. SDDS members have been our greatest resource from the beginning. 

Together we have created a fund that has made some of our visions a reality. Equally 

important, you can also give by volunteering your time and talent in the treatment of some 

of these patients .

SDDS receives phone calls regularly from school nurses about children in pain. It is our 

vision to be able to meet the needs of all the patients who come to the Foundation in true 

need. However, we can't do that without your help.

We can tell you from experience that your reward will be much greater than the grant you 

could receive from the Foundation. Your reward is the pride in knowing that you really can 

make a difference with either your monetary contribution, your professional skills, or both!

Please join us in our cause in any way you can — as a donor of either your services or 

tax-deductible contribution to the fund. Together we can make a difference.

THE SDDF BOARD OF DIRECTORS

PS: Remember...what you give is what we can do!

Sample Dedication Card

O:/FOUNDATION/HOLIDAY GIVING/SPIRIT OF GIVING 2007/SOG_flier_color.ai

Spirit of Giving
Please join our cause in 

any way  you can — 
as either a donor of your 

services or a tax-deductible 
contribution to the fund.

Together we can make a difference.
(See insert for more info)

liNk
of the

moNTH
The SDDS website 

has a new look!

Check it out at:

www.sdds.org

WhaT yOu give is WhaT We can DO!
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for routine cleaning and was told nothing 
would be done unless she first was willing 
to undergo $800 worth of dental hygienist 
treatment. She came back here for a visit 
and we provided dental hygiene treatment. 
She did have supragingival buildup, but no 
pocket depths greater than 4mm and no bone 
loss according to the x-rays. All she needed 
was a routine dental hygiene appointment, 
which we provided.

A 30-ish guy who has multiple class five caries. 
The only treatment offered was extractions. 
This guy doesn’t want to go that route and 
really doesn’t need to. This is probably an 
example of an office that doesn’t have the 
funding to provide services as necessary and 
appropriate. Might make you a little nervous 
about a national health care system.

Finally, a 20-ish young man who went to an 
office his employer’s insurance required. The 
insurance company would only pay $500. 
The cost proposed for treatment was over 
$3,200. This included Arestin/Atridox, ten 
times at $110 per application, perio probing 
two times, with a fee each time (I actually 
didn’t know there was a fee for this), and 
several expensive perio/scalings. There was no 
way he could afford any of this. My evaluation 
demonstrated that he had no pocket depths 
at all over 3mm and the only real treatment 
he needed was the surgical extraction of two 
horizontally impacted wisdom teeth (which 
weren’t mentioned in the first proposal), and 
a routine hygiene appointment with our 
dental hygienist.

So what’s going on here? There is the art 
versus the science of dentistry. There is 
style versus the substance of dentistry. And, 
there is honest versus maybe not so honest 
dentistry. And, I confess, there seems to be 

As a student in dental school almost 40 years 
ago, I clearly recall a lecturer in a business 
related class stating, “We will give you a 
license to steal. Please don’t use it that way.”

In the last week, I have had five occasions to 
confront what I consider to be questionable 
business practices occurring in other offices. 
Let me describe these cases.

A 70-ish patient who has been with me for over 
30 years decided to try out a cheap dental plan, 
requiring that he go to a specific office. After 
a one-hour sales presentation, he agreed to a 

Valplast partial denture to replace a traditional 
partial denture, which was to be lost due to 
a perio related extraction of an abutement 
tooth. He was charged $1,500 for this “state 
of the art” appliance. I believe the lab fee for 
Valplast is about $90. The new appliance was 
uncomfortable, not secure for this application 
and not very functional. He came back to my 
office, where I added a tooth and clasp to his 
original partial, making it fully functional 
and comfortable again. Ask yourself, was he 
overtreated and over charged?

Another patient, 30-ish, who has been with 
me for about ten years, went to another office 
for a reduced fee examination. After about an 
hour he was advised of the idea that he needed 
two crowns immediately and several amalgam 
restorations replaced as soon as possible. 
Back in my office, he didn’t need anything. 
Radiographs show no caries, no cracked teeth, 
all restorations perfectly functional.

Another patient, 40-ish, who had moved to 
Arizona four years ago. She went to a dentist 

a license to steal.

My concern is for the patient. Does the 
patient have a right to know all treatment 
options that are possible? Does that include 
the right to know the cost options? Given all 
of the options, the patient should be the one 
deciding what treatment will be provided 
based on cost, convenience, cosmetics and 
risks. (Remember RBA?) If the dentist is 
making all of the decisions based upon what 
is best for the dentist, then the patient’s rights 
are being compromised.

I believe that whoever is reading this is likely 
not involved in the types of practices I have 
presented above. My suggestion for all of us 
is, when these patients come in for a second 
opinion, make sure that they are presented 
with all of the options. Without being too 
critical of the first treatment plan/estimate, 
we might suggest all of the options available 
and further suggest that if the first option 
they heard is irrational in your mind, simply 
suggest that they not return to that office. In 
addition to art versus science, there is also 
honesty and veracity versus duplicity. 

Editorial Note regarding supporting articles: 
Recently, David Weiss, JD offered some 
observations about current legal and malpractice 
issues from the perspective of an attorney with 
28 years of experience in defending CDA 
members. His presentation was to a gathering 
of dentists at the Western Los Angeles Dental 
Society. As a result, he was asked to summarize 
the points of his discussion with an article that 
could serve as food for professional and practical 
thought as to some of the issues raised in recently 
litigated dental malpractice cases in California 
and other states. The following three articles will 
provide food for thought on the interesting issues 
he discussed. 

from the
eDItor’s Desk

a LICenSe to SteaL by Bevan Richardson, DDS

In addition to art versus 
science, there is also 
honesty and veracity 

versus duplicity.

SDDS presents the 30th Annual

MidWinter
COnvEnTIOn & ExPO

February 4 & 5, 2010
at the Sacramento Convention Center
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Cathy’s
CorNer
ContInUaLLy 
StrIVIng…
…to bring our SDDS members more benefits: that’s my mantra every day.

What more can we do for you? What do you need? Ideally, I’d love to continue 
to help you get more patients in your office because, after all, it’s what keeps 
you going. We do referrals, lots of them, daily. We cycle around by zip code, 
by area, by street. The only thing we don’t track and refer is what insurance 
programs you take. The providers have lists for their clients; they call us to 
make sure those people on the list are members. That’s a good thing.

We are finding that our website is being used more and more often. Since 
2007, we have doubled our visitors. Our FIND A DENTIST section has been 
in the TOP THREE every month for the past three years. The MEMBER 
ONLINE LINK is growing and looking to be one of the most popular links. 
(Are you linked up? It’s the best bang for your buck!) 

Do you use our vendors and our advertisers? Our Membership Committee 
brainstormed at their last meeting to figure out what services we didn’t have 
represented: postage machines, copy systems, credit card processing, payroll 
processing. So, we have one new vendor member already that offers that. 
This issue of the Nugget includes an overview (and a tribute!) to our vendor 
members. Please read through them and see what they have to offer… and 
what they give back! Our Vendor Member program was the first of all dental 
societies, and now several are doing the same thing. Remember, the vendors 
and advertisers’ revenue helps to keep your dues low — please thank them 
and tell them that you called them because they advertise with us!

Finally, programming and CE: Do you know that we are the only component 
dental society that is recognized as a Regional Training Center? Our own 
members serve as the CPR instructors, we track, monitor and distribute CPR 
cards; what a compliment to our CPR volunteers! Dr. Delmore, thank you! 
And thanks to you all for taking our classes. Do you know that, as I write this 
article, we are holding the first component sponsored Adult Oral Sedation: 
Introduction and Permit Renewal course? Partnering with DOCS, we held 
the course right here in Sacramento. Our Done in a Day Licensure Renewal 
Course is SOLD OUT next week. So, it looks like we are bringing valuable 
CE home to SDDS. Thank you to a very forward-thinking CE Committee 
and congratulations to Dr. Szymanowski and his group! We hope that you are 
planning to attend our Midwinter Convention on February 4th and 5th. We 
heard you and one-day registration fees are being offered — sign up early!

All the above, coupled with job bank activities, committee events, education, 
community outreach and our Foundation activities — just to name a few — 
make us shine! We’re proud to have you as our members… and we’re thankful 
that we continue to be able to offer all of these member benefits!

Happy Thanksgiving! 
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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, 915 28th Street, Sacramento, CA  95816 (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, 915 28th Street, Sacramento, CA 95816.
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and nerve damage which can occur despite the 
best of care. While written informed consent 
does not insulate the practitioner from a 
lawsuit, the existence of a consent form will 
generally provide a sound basis for a defense 
against malpractice claims in many cases. Juries 
typically believe that if a patient was informed 
and acknowledged the risks of a procedure in 
writing, the duty imposed by law to provide 
informed consent was met.

The consent form offers the best and clearest 
evidence that the patient was aware of the 
risks, complications and benefits of implants 
as a restorative alternative. 

Another major area of concern is the issue 
of imaging studies done before implants 
are placed and the issue of dealing with 
complications when they occur. In the event of 
an infection or nerve involvement, attention 
must be focused immediately on the patient’s 
course and alternatives. Patient complaints 
should be documented and responded to 
as soon as possible. In one recent case that 
resulted in a jury verdict of over one million 
dollars against two dentists, a jury concluded 
that the dentists did not respond quickly 
enough to the patient’s complains of post-
operative numbness and they failed to refer 
the patient to an oral surgeon who could have 
delineated the areas involved and possibly 
removed the implant which was placed in a 
manner that it injured the inferior alveolar 
nerve. The jury was convinced by testimony 
of an expert on behalf of the patient that 
referral to an oral surgeon and imaging studies 
before and after the implants were placed 
should have been performed. The expert 
offered that precise imaging studies before 
implants are placed help guide the dentist 
in the initial placement and also are valuable 
in evaluating the potential for intervention 
to correct a presumed nerve injury. Without 
referring the patient to another dentist with 
perhaps more experience in diagnosing and 
managing potential nerve injuries, the jury 
was left with the impression that the dentist 
who placed the implants either did not know 

No other area of dentistry today affords 
the practitioner and patient with as much 
promise as a restorative treatment alternative 
or as many problems in the event of a 
compromised or failed result. Typically, 
the financial cost is high for the placement 
and restoration of implants compared to 
conventional restorative techniques. Most 
types of dental insurance coverage still do 
not cover the cost of implants or limit the 

benefits available to a very modest amount. 
In that respect, patient expectations can be 
quite high and tolerance for problems or 
complications, if they occur, can be quite low. 
The time, logistics and commitment required 
on behalf of the patient and dentist demand 
thorough and well documented informed 
consent for protection of both parties to the 
treatment effort.

The informed consent process must be 
carried out by the dentist responsible for the 
treatment and must include issues provided 
by colleagues who participate in some aspect 
of the procedure of placement or preparation 
for placement of the implants. The informed 
consent process cannot be delegated entirely 
to office staff. Coordination between offices of 
colleagues who are on the implant team must 
be precise and clear. The dentist and staff in 
each office should be thoroughly familiar with 
the specific role and responsibility each will 
undertake at every step of the process. It is 
good practice for each office to maintain a 
copy of the other’s written informed consent 
document signed by the patient and to 
make the patient aware of that fact. Written 
informed consent is paramount in the use of 
dental implants in light of the risks of infection 

or did not care enough to act promptly and 
definitively rule our a potential permanent 
injury. While the dentist advised the patient 
that most nerve involvements are transitory 
and that the “wait and watch approach’ was 
warranted, subsequent imaging studies prove 
that the implant in the patients case did injure 
or transect the nerve. The jury concluded that 
the dentists were negligent in their approach 
to placement as well as in their response to 
the complaints offered by the patient. The 
jury had ample evidence to conclude that 
modalities to help position the implant were 
not employed and that the option of post-
operative imaging studies were not considered 
in an effort to afford the patient the best 
possible solution for the complication.

Arguably, injury to the inferior alveolar nerve 
was something that was discussed with the 
patient (though not adequately documented 
as it turns out in the case), but the fact that 
neither dentist “sprung into action” in light 
of complaints that were consistent with nerve 
involvement left the jury with the impression 
that the dentists either did not fully appreciate 
the significance of the complication or 
“brushed aside” the patient’s complaints in a 
fashion that could be characterized as cavalier. 
One of the lessons in such an outcome from a 
jury is the extent to which informed consent 
must be documented and the importance 
of dealing quickly and definitively with the 
complication so as to insure that if there exists 
an opportunity in the form of a procedure or 
colleague who can help diagnose or correct 
a condition, efforts should be directed to 
exhaust all alternatives to help the patient. If 
recognition of a potential complication from 
placement of an implant is documented and 
all reasonable efforts to prevent, diagnose, 
and correct the problem are employed, then 
an argument could better be made that the 
complication is one which simply could not 
have been avoided. 

Reprinted with permission from Western LA 
Dental Society.

CUrrent LegaL ISSUeS For 
PraCtICIng DentIStS:
Dental Implants by David J. Weiss, esq.

The informed consent 
process cannot be 
delegated entirely 

to office staff.
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the treatment proposed was in the patient’s best 
interest. All professionals learn new techniques 
and advancements after they complete their 
training and patients will understand that fact. 
Providing time and opportunity to explore the 
options and consult others serves to demonstrate 

to patients that the dentist is progressing and 
interested in keeping up with new techniques 
to better serve their patients.

There remains the potential for some 
professional tension between orthodontic 
specialists and general practitioners who offer 
Invisalign. Some orthodontic specialists may 
feel that their “territory” is being invaded 
or eroded. This fact can be addressed by a 
thoroughly documented informed consent 

Lawsuits against restorative or general dentists 
who offer Invisalign have occurred recently. 
The issues that arise include: 1) Adequate 
informed consent as to the alternative of 
conventional orthodontics or other treatment 
to correct the position of the patient’s teeth 
or occlusion; 2) The existence of other dental 
or soft tissue conditions that may exist 
which should be addressed before Invisalign 
techniques are started; 3) The adjustment of 
the techniques as the treatment progresses;  
and 4) The experience of the dentist involved 
in recommending or carrying out the 
technique which, is relatively new.

As with every new development in the field 
of dentistry, a learning curve exists and every 
practitioner must start his or her first case on a 
patient. The experience level of a dentist should 
be included in the informed consent aspect of 
the relationship with the patient whether he or 
she inquires. One of the most practical aspects 
of the informed consent process in an Invisalign 
case involves making sure that the patient 
understands that consultation for a second 
opinion with another dentist or orthodontic 
specialists is available and encouraged. By 
openly discussing the newer techniques and the 
training undertaken by the dentist to learn the 
new treatment alternative, a patient’s confidence 
can be gained with the assurance that the 
treatment is but one of several alternatives and 
would not be recommended unless he or she felt 

process which includes the availability of a 
referral for a second opinion to an orthodontic 
specialist for further information. Discussion 
with the patient as to the difference in the 
conventional approach and Invisalign affords 
the dentist the opportunity to educate 
the patient and share the information in 
a manner that can be “cross-checked” by 
discussion with other professionals should the 
patient choose to investigate further. While 
the Invisalign Company offers a website and 
written information about the indications 
and benefits of the technique, documentation 
of the discussion that is provided to the 
patient is very important. Reassurance to the 
patient who is the first to have the treatment 
in your office and a commitment to monitor 
every step of the process is an honest and 
open way to approach the issue of a newly 
developed dental technique. Documentation 
of a complete dental assessment including the 
health of supporting tissues and a treatment 
plan to address other restorative needs before, 
during and after Invisalign will demonstrate 
the totality of the patient’s dental needs were 
considered. In the event of any problems or 
complications including a deviation from 
the initially planned course should also be 
included in the chart. 

Reprinted with permission from Western LA 
Dental Society.

CUrrent LegaL ISSUeS For 
PraCtICIng DentIStS:
Invisalign by David J. Weiss, esq.

wps@succeed.net 
westernpracticesales.com 

dentalsales.com 

800.641.4179 

WESTERN PRACTICE SALES 
John M. Cahill Associates 

Working Together to Serve You Better 

Tim Giroux, DDS Jon Noble, MBA Mona Chang, DDS John Cahill, MBA Ed Cahill, JD 

Dentists Serving Dentists 

Providing time and 
opportunity to explore the 
options and consult others 
serves to demonstrate to 

patients that the dentist is 
progressing and interested 

in keeping up with new 
techniques to better 
serve their patients.
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office must be prepared to assist the patient in 
contacting the finance company and should 
act as an advocate on his or her behalf when 
questions arise.

Problems may arise from a patient who is a 
member of a dental HMO or who seeks to 
have treatment not covered by an applicable 
dental insurance policy. Documentation of the 
limits of coverage and the fact that the patient 
is aware of the non-covered procedures or 
materials is essential. It is also a good idea to 
provide a written confirmation so the patient 
is aware and has independently confirmed the 
limits of coverage before choosing to finance 
the treatment recommended and accepted. 
In this way, disclosure of the terms and the 
operation of the financing option are clear and 
straight forward. While most dentists rely on 
the fact that the financing source is responsible 
for notifying the consumer of the terms and 
details of the options in seeking financing for 
dental care, a confused or angry patient can 
quickly become suspicious of the dentist and 
attempt to transfer responsibility by saying he 
or she was “sold a bill of goods.”

As with the informed consent process for 
actual dental procedures, a similar level of 
care and attention to detail in providing 
information to patients who seek to finance 
dental treatment will help to protect the dentist 
from allegations of misleading consumers of 
dental care. A class action lawsuit on behalf 
of all patients who opted to utilize patient 
financing could be devastating financially for 
the dental practitioner and result in untoward 
publicity that may affect his or her professional 
reputation in the community.

In the event that any patient questions 
treatment rendered under an insurance policy 
or dental plan, prompt attention should be 
given to the inquiry. If the patient seems not to 
understand the terms of the patient financing 
agreement with a third party company, 
a dental practitioner or an educated staff 
member should assist to the extent possible in 
obtaining clarification and an explanation for 

The availability of new patient financing 
options has created new legal issues for 
dentists. The financing sources range from 
Care Credit to other alternatives and they 
typically involve approval of a certain amount 
of credit for dental procedures. The Board of 
Dental Examiners has investigated a number 
of consumer complaints that involve claims 
of non-disclosure of terms (Consumer Fraud 
Issues), to an incentive for “over treatment’ due 
to the availability of “free credit.” Monitoring 
the accounting for the cost of the proposed 
dentistry also becomes problematic in the 
event that during the course of treatment the 
original plan changes. Certainly, the patient 
financing options can result in a win-win 
situation in which the patient can spread 
out the cost of professional services and the 
dentist secures a guarantee of payment of a 
substantial portion of the cost of dentistry. The 
arrangement demands scrupulous attention to 
detail and should involve disclosure of all of 
the terms and a road map for how to handle 
refunds or changes in treatment plan, should 
any be required.

Provision to the patient of a clearly written 
and itemized treatment plan with the costs 
of each element of the treatment outlined 
and a signature, to acknowledge acceptance 
of the plan should be included. In the event 
modifications are required, a new treatment 
plan should be generated and signed by both 
the patient and the dentist.

A recent case arose from a misunderstanding 
on the part of a patient as to the statements 
she was receiving from the financing 
company. This was compounded by an office 
staff member who did not understand fully 
how a refund should be handled. The dental 
office found itself in the midst of a class action 
lawsuit based upon allegations of consumer 
fraud. If a dental office chooses to offer 
patients financing options to it’s patients, any 
staff member dealing with the application 
process or responsible for answering questions 
from the patient about the process, should be 
armed with accurate information. Your dental 

any questions raised regarding the dental care 
or its cost. In this particular case, the patient 
became irate when she tried to seek a refund 
and was convinced that the discounted amount 
paid to the dentist at the start of treatment 
represented a form of illegal “kickback.” The 
patient filed a Consumer complaint with the 
Board of Dental Examiners and initiated a 
Class Action claiming that other patients 
similarly situated were misled as to the 
financing arrangement. While the complaint 
was eventually dismissed, the potential 
exposure, cost and aggravation involved for 
the dental professionals were worrisome to 
say the least.

Conclusion

The practice of dentistry and professional help 
provided to patients can be rewarding. The 
potential problems in practicing and 
managing the day to day business of an office 
can become real problems that can “bite” 
the dental professional in a frustrating and 
unwelcome way. Awareness of some of the 
recent issues that confronted your dental 
colleagues can as an incentive to take some 
precaution when involved in these areas. To 
be forewarned is to be forearmed. 

Reprinted with permission from Western LA 
Dental Society.

CUrrent LegaL ISSUeS For 
PraCtICIng DentIStS:
Patient Financing Issues by David J. Weiss, esq.

SDDS HR Hotline:
1-800-399-5331

Call The hR hoTliNe wiTh all youR 
buRNiNg humaN ReSouRCeS queSTioNS!
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Having a frank discussion about the pros 
and cons of amalgam in addition to other 
treatment modalities that we may provide 
should be part of our case presentation. Not 
discussing reasonable treatment alternatives 
could be seen as self-serving and, in some 
cases, outright deceptive.

Another example of treatment options 
involves prescribing an all-porcelain crown 
using a CAD-CAM system versus a traditional 
porcelain fused to a gold crown. There are 
advantages and disadvantages to both types 
of restorations. A single visit restoration 
is certainly an advantage of using a CAD-
CAM system. Improved aesthetics may be 
another benefit. Reduced cost for the patient 
is generally an advantage when going with a 
PFG. Just because we as the clinician prefer 
one option over another does not preclude us 
from our responsibility to discuss the other 
viable alternatives.

The previous cases are examples of material 
choices but there is another difference in 
practice styles that deserves our attention. I was 
recently made aware of a case where a patient 
was seeking a second opinion. The first dentist 
had recommended four quadrants of scaling 
and root planning along with multiple sites of 
a timed release antimicrobial agent. The doctor 
providing the second opinion recommended a 
prophy with a follow up appointment. Even 
though this appears to be an extreme example, 

A recent conversation with a colleague 
reaffirmed a fact that all us in the practice 
know that there are as many different styles 
of dentistry as there are dentists. Some 
differences are very subtle while others are 
quite obvious. While we as dentists know 
this, many patients are not aware of it at all. 
Therefore, it is important that we adequately 
convey to our patients the particular style of 
dentistry we perform, as well as the philosophy 
that lies behind this style.  

Often times when seeing a new patient for 
the first time, I get the impression the patient 
thinks that dentistry is all the same no matter 
where they go. I am still surprised to learn that 
many patients select a dentist due to location 
or simply for insurance reasons. The bottom 
line, however, is that the care we provide 
for a patient falls within certain parameters 
that we have set up for ourselves and may be 
unique to our practice. It benefits both doctor 
and patient to discuss those parameters 
initially and to continue that discussion after 
treatment has been proposed.

Informing patients of all their treatment 
options, whether or not we routinely provide 
those options, is not only part of discussing 
RBA’s (risks, benefits and alternatives), but is 
also a great way of initiating the discussion 
about our individual style of practice. An 
amalgam-free or metal-free practice is 
certainly a choice many dentists have made. 

it does raise the issue of whether or not we 
are conservative or aggressive in our practice. 
Conveying to the patient where you are in the 

spectrum of conservative to aggressive treatment 
philosophy will undoubtedly help him or her 
understand the proposed treatment.

Discussing all options can be time consuming 
and may seem pointless, especially if we don’t 
offer or are not willing to provide some of 
those options. However, the ultimate decision 
about whether or not to undergo dental 
treatment is that of the patient’s. Providing all 
the information about our practice philosophy 
or style results in an educated patient. An 
educated patient understands not only what 
treatment options are available to him or 
her, but also understands and appreciates the 
type of care a particular dentist provides. I 
feel this approach results in more patients 
understanding and feeling comfortable with 
the proposed treatment. 

Ethics:
StyLeS oF PraCtICe by Joseph P. Henneberry, iii, DDS

sdds ethics Committee Chair

Contact me today to draw on over three decades of experience specialized in
financing dental practice sales and acquisitions.  I'll help you find the finance
solution that best meets your needs!

Phone: 919.457.2411 Email: David.Judy@usbank.com

You want and need a financial partner you can bank on,
especially during a cycle of economic uncertainty.  U.S. Bank
Practice Finance has the strength, stability, and expertise you
need to help you obtain the practice of your dreams.  You can
bank on     to meet your financial needs.

David F. Judy
Practice Finance

Consultant

You can bank on

Not discussing reasonable 
treatment alternatives 
could be seen as self-

serving and, in some cases, 
downright deceptive.
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foundation. A dentist who openly criticizes a 
colleague’s efforts and then offers to ‘correct’ 
the treatment may be construed as unethical 
and opportunistic: the only motive to increase 
his or her income. The ADA Principles of 
Ethics and Code of Professional Conduct, 
notes “where comments are made which are 
not supportable and therefore unjustified, such 
comments can be the basis for the institution 
of a disciplinary proceeding against the dentist 
making such statements.” Some state’s codes of 
ethics have similar provisions.

If you notice what appears to be questionable 
dentistry during the exam, do not say, “I would 
not have done that.” The patient may have 
altered facts or withheld information critical 
to your assessment. Instead, you could say 

Everyone knows the golden rule: Do unto 
others as you would have them do unto you. 
According to a recent survey by the American 
Dental Association Council on Member 
Insurance and Retirement Programs, of fifteen 
companies who underwrite dental professional 
liability insurance, many dentists do not adhere 
to this principle with regard to their colleagues. 
When asked about communication problems, 
the insurance companies scored intraprofessional 
criticism 7.7 out of 10, or “very common.”

Regardless of the reason a patient has presented 
to your practice, be thoughtful before 
making observations related to any previous 
treatment. Clarity, compassion, integrity and 
accountability are the cornerstones of clinical 
communication, with documentation a firm 

“Before giving my opinion, I’ll need to discuss 
treatment history with your current (or former) 
dentist.” Extend colleagues professional 
courtesy and contact the previous clinician to 
ask questions and discuss any concerns.

Once you reach the prior dentist, ask open-
ended questions to initiate the discussion, 
such as “I recently had Jane Doe in my 
chair and she indicated that she is a previous 
patient of yours. What can you tell me 
about the bridge spanning teeth Nos. 4-7?” 
Record the discussion in the patient’s chart. 
This demonstrates acting “in such a manner 
as to maintain or elevate the esteem of the 
profession,” (ADA Principles) as well as due 
diligence in making an informed decision on 
how to treat the patient. 

Ethics:
ProFeSSIonaL CoUrteSy by Carla Christensen

Risk Management Analyst, TDIC

David Olson, General Contractor
License #822960
(209) 366-2486

www.olsonconstructioninc.com

Specializing in Complete Dental Offices
and Tenant Improvements

Olson Construction, Inc. is a design/build construction 
firm who can take your office from design to finish. They 
have proven themselves to be the go-to company when you 
want your dental office done on time and within budget.

Grace Lee, DMD, MD
Nanlin Chiang, DMD, MD

Kingsley Wang, DDS
Sacramento, CA
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All your insurance needs from two great companies

Pamela Trehub
 CA Lic. #0C87473

Jason Caluza
CA Lic. #0D97803

Your dedicated SDDS agents

Professional Liability | O�ce Property | Home | Auto
Life | Health | Disability | Workers’ Compensation
tdicsolutions.com | 800.733.0633

Sacramento District Dental Society 
now endorses TDIC Insurance Solutions

CA Lic. #0652783 | TDIC and TDIC Insurance Solutions are California Dental Association companies
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some sort of Sleep Breathing Disorder (SBD). 
Also about 90% of these people are unaware 
of their condition.

You and I are in a unique position to help 
these people. We see our patients on a much 
more regular basis than they are seen by their 
MD’s, who usually only see them when there 
is an acute symptom to treat. Many of the 
symptoms of OSA are already listed on our 
health history sheets. They include:

•	 heart	attacks	or	irregular	heart	beats	
•	 impotence	
•	 high	blood	pressure	
•	 stroke	
•	 heartburn	
•	 morning	headaches	
•	 dry	mouth	
•	 gastroesophageal	reflux	disease	(GERD)	
•	 impaired	concentration	
•	 depression	and	decreased	quality	of	life
•	 decreased	libido	
•	 irritability	
•	 poor	job	performance
•	 family	discord

Add to this list obesity and bruxing and we 
should be able make an educated guess about 
our patients SBD condition by the time we 
have looked at their chart and asked them 
to open their mouth. Continue to question 
them about their daytime sleepiness and you 
could have enough information to refer them 
to a sleep center for a sleep study. Besides for 
the benefit of knowing you may have saved a 
life or at least helped increase their life, you 
might even be able to treat them.

The American Academy of Sleep Medicine, 
whose membership is almost exclusively 
made up of physicians, recognized our 
ability to treat these patients in February 

There is a certain treatment we can provide 
for our patients that any dentist can provide, 
and many do. Normally that’s a great thing; 
after all we live to serve, right? The potential 
problem is that we should not be providing 
this treatment without follow-up from a non-
dental professional. Unfortunately, most of us 
forget that part. Any guesses?  

The documented side-effects of this certain 
treatment are Temporomandibular Joint 
Disorder, loose teeth, and bite changes. The 
one side-effect that hasn’t been documented 
yet, but will happen eventually if we don’t 
change, is death. If you haven’t guessed 
already, I’m referring to an anti-snoring 
appliance. I truly feel that one of the most 
unethical things we can do to a patient is 
provide them with an anti-snoring device 
without also referring them for a sleep study. 
Ideally, you should have a study done before 
and after you make them the appliance.

Snoring is one of the best indicators of 
Obstructive Sleep Apnea (OSA). If we silence 
a sign of the disease without getting rid of 
the symptoms we could create a patient that 
is unwilling to seek treatment because they 
think they are cured. They are called Silent 
Apneics and still suffer from the effects of 
OSA even though the snoring is gone.

The week I began writing this article there 
was a story on MSNBC entitled: “Severe sleep 
apnea sufferers more likely to die.” There were 
18-year studies that showed patients with 
untreated severe OSA died at a rate five times 
greater than those with no OSA or mild OSA. 
According to the National Sleep Foundation, 
over 40 million people in the U.S. suffer from 
sleep disorders. This means that about 30% 
of the patients in your practice suffer from 

of 2006 through a change to their Practice 
Parameters. The new wording  reads: 
“Although not as efficacious as CPAP, oral 
appliances are indicated for use in patients 
with mild to moderate OSA who prefer OA’s 
to CPAP, or who do not respond to CPAP, 
are not appropriate candidates for CPAP, or 
who fail treatment attempts with CPAP or 
treatment with behavioral measures such as 
weight loss or positional change.”

CPAP therapy is the gold standard of 
treatment for severe OSA and should be 
the first choice of patients who have been 
diagnosed with severe OSA. The biggest 
problem occurs when the majority of CPAP 
wearers become intolerant and stop using 
it. At that time a Mandibular Advancing 
Device (MAD) would be appropriate to try. 
A tritratable device like the Somnomed or 
TAP is adjustable to find the very position of 
the mandible to decrease the OSA.

Of course, if the patient returns from the 
original sleep study and has no SBD then there 
is no need for a follow-up sleep study and an 
anti-snoring appliance would be completely 
appropriate. It might even save a marriage.

Soon OSA will be the number one sleep 
disorder in the U.S.; insomnia is currently 
number one. The most powerful information 
in this article might be the signs and symptoms. 
With 30% of the population affected by OSA 
it means that either you or the person on either 
side of you right now has an SBD and most 
likely doesn’t know it. So if you would find out 
more about treating OSA patients the life you 
save might be your own. 

Reprinted with permission from Tri-County 
Dental Society.

Take Two Deep Breaths
anD CaLL Me In the MornIng by David may, DDS

Tri-County Dental Society

SDDS presents the 30th Annual

MidWinter
COnvEnTIOn & ExPO

February 4 & 5, 2010
at the Sacramento Convention Center
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Since 1959
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See inSeRT To 
DonATe To THe SPiRiT 
of giving CAmPAign!

Don’t Forget to CheCk oFF 
yoUr VoLUntary DonatIon 

to SDDF on yoUr DUeS 
StateMent thIS year!

DUEs Bill

$75 
volunTARy 
DonATion To 
SDDf

Gift Contribution Order Form
  $1000 Total Donation* 50-100 Dedication Cards and Envelopes
  $750 Total Donation 26-50 Dedication Cards and Envelopes *the cost of one General Dentistry Grant

  $500 Total Donation 11-25 Dedication Cards and Envelopes
  $250 Total Donation 1-10 Dedication Cards and Envelopes
  Other Donation Any generosity is appreciated!   Amount: ____________
  I’ll donate my time too!  Please call me!

Contributor’s Name: ______________________________________________________   Please send me _______ individual dedication cards

Send the packet of dedication cards with matching envelopes to me at the following:

Address: ________________________________________________   City/Zip: ______________________  Telephone: ____________________ 

Enclosed is my TOTAL DONATION in the amount of: $ ________      Please circle your payment method:     Check enclosed      Bill Me

Please make checks payable to: SACRAMENTO DISTRICT DENTAL FOUNDATION

Get into the

Dear Colleagues,

Our Foundation needs you! SDDF is the charitable arm of your dental society. This non-profit branch of your society was created to 

enable us to do some wonderful things for our community.

This year we continue our "Spirit of Giving" campaign. Some of you will recognize the name from the past, as the giving opportunity 

that replaced the annual Holiday Giving program. The Spirit of Giving campaign's goals are three-fold:

1. To enable and encourage all dentists (general practitioners as well as specialists) to give;

2. To create a year-round opportunity for giving (not just around holiday time);

3. To create a giving program whereby members can make contributions to say   

"thank you" to a patient, a fellow doctor, an employee, a vendor, or a friend at any 

time during the year.

There are two ways you can give. PLEASE consider a monetary donation to the Spirit of 

Giving program. SDDS members have been our greatest resource from the beginning. 

Together we have created a fund that has made some of our visions a reality. Equally 

important, you can also give by volunteering your time and talent in the treatment of some 

of these patients .

SDDS receives phone calls regularly from school nurses about children in pain. It is our 

vision to be able to meet the needs of all the patients who come to the Foundation in true 

need. However, we can't do that without your help.

We can tell you from experience that your reward will be much greater than the grant you 

could receive from the Foundation. Your reward is the pride in knowing that you really can 

make a difference with either your monetary contribution, your professional skills, or both!

Please join us in our cause in any way you can — as a donor of either your services or 

tax-deductible contribution to the fund. Together we can make a difference.

THE SDDF BOARD OF DIRECTORS

PS: Remember...what you give is what we can do!

Sample Dedication Card

O:/FOUNDATION/HOLIDAY GIVING/SPIRIT OF GIVING 2007/SOG_flier_color.ai

saCrameNto DIstrICt 
DeNtal soCIety 
fouNDatIoN a charitablE 501-c3 organization

BeCoMe a MeMBer oF the FoUnDatIon! 

SUPPort yoUr FoUnDatIon!
At the SDDF Fall Board meeting, the Board voted to create a new membership called 
Associate Membership. The Associate Members are members who are not dentists, 
but still want to be members of our Foundation. Thanks to the Gayle Peterson 
and the Alliance members, the Alliance members will transition into Foundation 
Associate Members — a great win-win for all of us! So, while the current Alliance is 
disbanding, the good news is that they are welcomed, encouraged and transitioned 
and needed as Foundation Associate Members!

You will notice on the 2010 Dues Form that the contribution and membership 
check offs will say:

•	 $75		FOUND.	MEMBERSHIP	(SDDF	MEMBERSHIP)	—	for	all	dentists	to	
be members of our Foundation

•	 $75	 	FOUND.	ASSOC	MEMBER	 (Formerly	Alliance)	—	 for	 all	 spouses	of	
dentists, and all other “non dentists” to be members of our Foundation!

•	 $30		SACPAC	—	for	all	of	our	members	to	consider	donations	to	our	Political	
Action Committee for LOCAL elections and races.

We hope that you will consider all “check offs” on this dues form. We do so many 
great things and we need your monetary contributions to help us do it!

Kent Daft, SDDF President

PS: While the Crab Feed is taking a break in 2010, our Foundation will more than 
likely bring it back in 2011 as a Foundation event. 

News!
Make a contribution to one (or more) 
of the following:
•	 Spirit of Giving Campaign (see insert) 

Make a donation to the Foundation 
through this program; acknowledge your 
patients, your referring doctors, your staff, 
your friends 

•	 Dues Campaign — $75
Either check it off with your 2010 CDA 
Dues statement or you can send it directly 
to SDDS, beginning November 1st.

•	 Associate Membership — $75
For non DDS members (spouses, former 
Alliance members, friends, clients, 
partners, staff members, your mom!)

•	 Contributions
Any monetary contribution $75 or more will 
“sign you up” to be an SDDF member!

Thank yOu!
2009 Crowns for Kids Donors
Drs. Craig Alpha, Richard Chang, Garth Collins, 
Jaime Curtis, Robert Daby, Margaret Delmore, 
Lisa Dobak, Robert Gillis, Jennifer Goldman, 

Mitchell Goodis, Dan Haberman, Nicky Hakimi, 
Lauren Hanschu, Victor Hawkins, Jagdev Heir, 
Nancy Huber, Nancy Keltner, Richard Kennedy, 

Lauren Marr, Kenneth Moore, Khari Nelson, 
Charles Newens, Novan Nguyen, Michael 

O’Brien, Viren Patel, Michael Preskar, Mojtaba 
Radi, Gabrielle Rasi, Christy Rollofson, Howard 

Shempp, Stefanie Shore, Amy Tran, Glen 
Tueller, Alex Vilderman, Yuly Vilderman, Kim 
Wallace, Barbara & Keith Weichert, Siri Ziese



iN mEmoriam
DeRRiC DenniS DeSmARTeAu, DDS
Dr. Derric Dennis DesMarteau passed away on August 20, 2009, from complications of prostate cancer. A native Californian, he played 
basketball at UCLA where he graduated and went on to attend UOP School of Dentistry in San Francisco. He proceeded to build a successful 
dental practice in Piedmont/Oakland for 28 years. He enjoyed the honor of being the Team Dentist for the Golden State Warriors since 1986 
and the Oakland Raiders upon their return to Oakland, as well as having an affiliation with Cal sport teams. He is survived by his wife Susie; 
sons	Chad	&	Sean;	his	mother	Patty;	brothers	Rick,	Scott	(wife	Michele),	and	Jim;	and	sister	Brynne.	In	lieu	of	flowers,	the	family	and	friends	
request that gifts in Derric’s memory may be made to the Derric DesMarteau Memorial Fund at the University of the Pacific, Dugoni School 
of Dentistry, 2155 Webster Street, San Francisco, CA 94115.
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Oral Surgery Emergency Services

Louis Gallia MD, DMD, FACS
American Board of Oral & Maxillofacial Surgery

87 Scripps Drive, Suite 112
Sacramento, CA 95825

916-570-3088

Having trouble getting your oral surgery emergency patients 
seen and treated promptly? Your patient can usually be seen 
today and have same day treatment rendered.

Same Day Evaluation & Treatment sDDs aNNUal 
HoliDay parTy
Tuesday, December 8, 2009

6:00pm–9:30pm 

Del Paso Country Club
(3333 Marconi ave, Sacramento)

Join us for a festive evening 
of cocktails, fabulous food, 

silent auction, fun and games, 
installation of officers, 

fellowship and celebration! 

“I have the knowledge, skill 
and experience you need.”

DR. TOM WAGNER
Practice Transition Consultant
Real Estate Broker

916.812.3255
DrThomas.Wagner@henryschein.com

DENTAL

Practice Valuations
Practice Sales

Associateships
Mergers & Acquisitions

Partnerships
Purchase Financing C
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Miller, Jr., DDS, President of the American 
Academy of Periodontology.

“Woman who are pregnant or considering 
becoming pregnant should speak with their 
dental and health care professionals about 
their oral health during pregnancy.”

To find out if you are at risk for periodontal 
diseases take the Academy’s risk assessment 
test. A referral to a periodontist, additional 
information, and brochure samples are 
available online at www.perio.org, or by 
calling tollfree (800) FLOSS-EM (800) 
356- 7736.

Be sure to also keep in mind your “pocket 
size” guide to periodontal health; periodontal 
pockets of one to two millimeters with no 
bleeding are not a concern but pockets of three 
and four millimeters may need a more in depth 
cleaning called scaling and root planning.

The American Academy of Periodontology 
is an 8,000-member association of dental 
professionals specializing in the prevention, 
diagnosis and treatment of diseases affecting 
the gums and supporting structures of the 

Study evaluates women at risk for 
premature labor and finds periodontal 
bacteria in amniotic fluid

CHICAGO – A study appearing in the July 
2008 issue of the Journal of Periodontology 
found bacteria commonly found in the mouth 
and associated with periodontal diseases in the 
amniotic	fluid	of	some	pregnant	women.

The study, which evaluated 26 pregnant 
women with a diagnosis of threatened 
premature labor, found the presence of 
periodontal bacteria, P. Gingivalis, in 
both	 the	 oral	 cavity	 and	 amniotic	 fluid	
in	 30%	 of	 the	 women.	 Amniotic	 fluid	 is	
a liquid that surrounds an unborn baby 
during pregnancy. Any disruptions in the 
amniotic	fluid,	such	as	a	bacterial	infection,	
could potentially be dangerous to both the 
mother and baby.

“We evaluated women who were at risk of 
premature labor,” said study author Gorge 
Gamonal, Faculty of Dentistry, University of 
Chile. “We know that there are many reasons 
a woman can be diagnosed with threatened 
premature labor, including bacterial infection. 
Past research has shown a relationship between 
adverse pregnancy outcomes and periodontal 
disease, a chronic bacterial infection.”

“While this study’s findings do not show 
a direct causal relationship between 
periodontal diseases and adverse pregnancy 
outcomes, it is still important for women 
to pay special attention to their oral health 
during pregnancy,” explained Preston D. 

teeth, and in the placement and maintenance 
of dental implants. Periodontics is one of nine 
dental specialties recognized by the American 
Dental Association. 

CONTACT INFORMATION:
Kerry Gutshall
The American Academy of Periodontology
Phone: (312) 573-3243
Fax: (312) 573-3234
http://www.perio.org

eDITOR’S NOTe: A copy of the JOP article 
“Detection of Porphyromonas gingivalis in 
the amniotic fluid in pregnant women with 
a diagnosis of threatened premature labor” is 
available to the media by contacting the AAP 
Public Affairs Department at (312) 573- 3243. 
The public and/or non-AAP members can view 
a study abstract online, and the full-text of the 
study may be accessed online for $20 at http://
www.joponline.org/.

Reprinted with permission from Los Angeles 
Dental Society

Periodontal Bacteria
FoUnD In aMnIotIC FLUID by Kerry gutshall

American Academy of Periodontology

Any disruptions in the amniotic fluid, such 
as a bacterial infection, could potentially be 

dangerous to both the mother and baby.

SDDS presents the 30th Annual

MidWinter
COnvEnTIOn & ExPO

February 4 & 5, 2010
at the Sacramento Convention Center

Tons	of	CE	AvAilAblE!	•	MEAls	inCludEd!	•	PrizEs	on	ThE	ExPo	floor!	•	GrEAT	sPEAkErs!
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20/20 financial Advisers  
of Sacramento, LLC
> FiNaNciaL ServiceS

Ph: (916) 989-3295 • Fx: (877) 246-3295
www.2020fa.com

Leonard Simpson, RFC®, AIF®  
managing partner
lsimpson@2020fa.com

Steve Raymond, MBA
sraymond@2020fa.com

Services provided:
• Insurance
• Investments
• Financial planning

Special SDDS Member Benefits:
• 15% discount on Business Overhead 

Disability Insurance
• 15% discount on comprehensive fee-

based financial plan

Analgesic Services, inc.
> MeDicaL GaS SaLeS & ServiceS

Ph: (916) 928-1068 • Fx: (916) 928-6124
www.asimedical.com

Ron Andres, President
asimedical@asimedical.com

Services provided:
• Medical gas deliveries and equipment
• System repairs and certifications
• System installations and renovations

Special SDDS Member Benefits:
• SDDS members using Analgesic 

Services, Inc. as their medical gas 
provider receive highest priority 
service response, loaner equipment (if 
repairs are needed), product and labor 
discounts, all from a team of dedicated 
medical gas professionals.

Andrews Construction
> DeNTaL OFFice cONSTrucTiON

Ph: (916) 483-5150 • Fx: (916) 483-6500
www.andrewsconstructioninc.com

Todd Andrews
(916) 483-5150 ext. 214
tandrews@andrewsconstructioninc.com

Rob Griggs
 (916) 483-5150 ext. 213
rgriggs@andrewsconstructioninc.com

Special SDDS Member Benefits:
• SDDS members receive a 2% discount
• Up to 1% of the cost of the work will 

be donated to the SDDF Smiles for 
Kids program.

Ameriprise financial
> FiNaNciaL ServiceS

Ph: (916) 787-9988 • Fx: (916) 787-9980
www.ameripriseadvisors.com/

violetta.s.terpeluk

Violetta Terpeluk
(916) 787-9988 ext. 2
violetta.s.terpeluk@ampf.com

Kristen McClintock
(916) 787-9988 ext. 3
kristen.d.mcclintock@ampf.com

Services provided:
• Comprehensive financial planning
• Business succession planning
• Investment and tax strategies

Special SDDS Member Benefits:
• Complimentary initial consultation
• Donation to SDDS and SDDF for initial 

consultation kept
• Discounts / gift certificates to other 

business services

Blue Northern Builders
> DeNTaL OFFice cONSTrucTiON

Ph: (916) 772-4192• Fx: (916) 772-4193
www.BlueNorthernBuilders.com

Marc Davis — CEO

Morgan Davis
morgan@bluenorthernbuilders.com

Lynda Doyle
lynda@bluenorthernbuilders.com

Services provided:
• Projects delivered on time
• Projects completed within budget
• Quality projects of all sizes

Special SDDS Member Benefits:
• Hole sponsorship at SDDF Golf Tourney
• Annual donations to Smiles for Kids
• Active Vendor at MidWinter Convention

venDOr B  
since aug ‘09

venDOr a  
since Oct ‘04

venDOr a  
since Feb ‘02

venDOr a since Feb ‘09

venDOr a since May ‘07

sdds	vEndor	MEMbErs	=
• Discounts
• Special pricing
• Promotions 
• SDDS support through advertising, 

table clinics and sponsorships
• SDDS Member support

Our vEnDOR MEMBERS are 
spotlighted in the next four pages; 
please give them a call if you need 
something. And, if there is a service 
that you don’t see represented, 
please let us know so we can 
work on that for you as well!

we love
our SDDS
vendor Members!
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California Employers Association
> HuMaN reSOurceS

Ph: (916) 921-1312 • (800) 399-5331 
Fx: (916) 921-6010
www.employers.org

Kim Parker, Executive VP
kparker@employers.org

Mari Bradford, HR Hotline Manager
mbradford@employers.org

Services provided:
• Expertise in compliance, recruitment, 

retention, surveys safety, training and 
organizational development.

• Trainings — On-site and webinar 
training covering HR Compliance, 
Leadership and Professional Development

• Unemployment, Labor commissioner 
and Discrimination Claim support

• Workplace investigations

Special SDDS Member Benefits:
• HR Hotline (FREE to SDDS Members!): 

Ask HR professionals about 
employment law, employee issues and 
other employment related matters.  
1-800-399-5331

DBC Consulting
> FiNaNciaL ServiceS

Ph: (916) 835-2411 • Fx: (916) 583-7570

Dave Judy
Regional Director
Practice Transition Consulting
davidjudy@dbcconsulting.org

Services provided:
• Practice Transition Consulting
• Dental Practice Acquisitions
• Loans and financing

Dental Management 
Solutions, inc.
> PracTice DeveLOPMeNT, MGMT

Ph: (916) 784.6982 • Fx: (916) 784.0969
www.dmsolutionsinc.com

Gayle Suarez, President
gayles@dmsolutionsinc.com

Services provided:
• General and comprehensive evaluations
• Customized enhancement planning
• Implementation and monitoring support

Special SDDS Member Benefits:
With established practices:
• DMS Practice Check-Up™
• One-Hour Teleconference
• DMS Reference Booklet (Value $595). 

Starting a practice; considering purchase:
• DMS One-Hour Teleconference
• DMS Reference Booklet.(Value $395)

SDDS Members who enroll in a 2009 DMS 
Presentation-Workshop receive 15% off the 
Enrollment Fee. (Promo Code: 2009 SDDS Nugget)

first u.S. Community  
Credit union
> FiNaNciaL ServiceS

Ph: (916) 576-5650 • Fx: (916) 561-0823
www.firstus.org

Gordon Gerwig, Business Services 
Manager
gordon@firstus.org

Services provided:
• Conventional and SBA loans for 

equipment, inventory and real estate
• Business lines of credit
• Payroll and payroll tax service

Special SDDS Member Benefits:
• FREE Membership in First U.S. 

Community Credit Union
• FREE Business Checking, or choose 

Business Interest Checking — earn 
interest and enjoy no monthly service 
charge for a year, regardless of balance.

Heartland Payment Systems
> FiNaNciaL ServiceS

www.HeartlandPaymentSystems.com

Ted Widing,  
Relationship Manager, B2B Specialist
(408) 661-6435 cell
(866) 976-7101 service 24/7
(916) 644-6112 fax
ted.widing@e-hps.com

Robert Payne,  
Division Manager, B2B Specialist
(408) 293-7001 direct
(800) 398-2809 x88557 toll free
(800) 878-9257
robert.payne@e-hps.com

venDOr B  
since Oct ‘04

venDOr B  
since Jan ‘08

venDOr B since Dec ‘08 venDOr a since Jan ‘05

venDOr a since Oct ‘09

fechter & Company
> FiNaNciaL ServiceS

Ph: (916) 979-7671 • Fx: (916) 244-0116
www.fechtercpa.com

Craig Fechter
cfechter@fechtercpa.com

Services provided:
• Income tax preparation and planning
• Financial and business consulting
• Succession planning
• IRS audit representation

Special SDDS Member Benefits:
• 1-hour free consult, analysis of your overall 

tax situation, basic recommendations

venDOr B since July ‘09
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Professional village Pharmacy 
& Medical Supplies
> PHarMacY ServiceS

Ph: (916) 483-3455 • Fx: (916) 483-6745
www.professionalvillageRX.com
John Richards
JCRPHARMD@gmail.com

Special SDDS Member Benefits:
• At no cost to you, one of our 

pharmacists will review your required 
Emergency Kit on your site and offer 
you reduced pricing for any expired or 
lacking items. Call us today.

Henry Schein Dental
> DeNTaL SuPPLieS

Ph: (800) 372-4346 • Fx: (916) 783-3507
(916) 783-1997 phone, local Roseville center
www.sullivanschein.com

Dr. Thomas Wagner
(916) 812-3255
DrThomasWagner@henryschein.com

Special SDDS Member Benefits:
• Ask about our unique “Privileges” 

purchasing programs.

Patterson Dental Supply
> DeNTaL SuPPLieS

Ph: (800) 736-4688 • Fx: (916) 780-5101
www.pattersondental.com

James Ryan
james.g.ryan@pattersondental.com

Services provided:
• Dental & office supplies
• Equipment sales & installation
• Service department

Special SDDS Member Benefits:
• Screening supplies & free merchandise 

for participants of Smiles for Kids

Procter & Gamble  
Distributing Company
> DeNTaL SuPPLieS

Ph: (916) 941-1919 • Fx: (916) 939-7989
www.dentalcare.com

Kevin McKittrick
mckittrick.kt@pg.com
(916) 765-9101 cell
(916) 434-6586 fax
Sacramento to Reno, Carson City

Lauren Herman
herman.lp@pg.com
(209) 969-6468 cell
(209) 727-5776 fax
west Sac, Natomas — North to Red bluff
South Sac — South to manteca

Services provided:
• Crest Oral-B Pro Health Essentials 

Hygiene programs  
(brush/paste/floss savings plan)

• Oral-B Pro Care Series power regimen 
(get your pt’s virtually plaque free)

Special SDDS Member Benefits:
• Pamphlets; chairside visuals and posters
• Patient education materials
• Children’s Dental Health Month materials
• Lunch and Learn Educational Seminars

innovative resources  
for Dentistry, LLC
> PracTice cONSuLTiNG

Ph: (888) 717-4788 • Fx: (916) 934-0303

LaDonna Drury-Klein
Klein1@pacbell.net

Services provided:
• Compliance assessments
• Compliance training
• Risk management
• Policy and compliance manuals
• Human resources management services

Special SDDS Member Benefits:
• 15% SDDS Member discount for new 

client compliance assessment
• 25% SDDS member discount for all 

new client products and services 
purchased during SDDS 2010 
MidWinter Convention

venDOr B since Dec ‘08

venDOr B since Feb ‘05

venDOr B since Feb ‘03

venDOr B since June ‘02

venDOr a since Oct ‘08

PATTERSON
D E N T A L

Olson Construction, inc.
> DeNTaL OFFice cONSTrucTiON

Ph: (209) 366-2486 • Fx: (209) 366-2487
www.olsonconstructioninc.com

David Olson
info@olsonconstructioninc.com

Services provided:
• Mobile dental office modular trailers 

that facilitate your patient flow during 
remodels (site specific)

• Complete architectural and 
engineering services for obtaining 
large or small remodels and new 
tenant improvements

• Turn-key construction with continued 
support

venDOr a  
since aug ‘04

DEnTAL
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Western Practice Sales 
John M. Cahill Associates
> TraNSiTiON BrOker

Ph: (800) 641-4179 • Fx: (530) 674-9765
www.westernpracticesales.com

Tim Giroux, DDS, President
(530) 218-8968  cell
wps@succeed.net

Jon Noble, MBA
 (916) 531-9004  cell
wps@succeed.net

venDOr a  
since Dec ‘07

u.S. Army Healthcare Team
> u.S. MiLiTarY recruiTMeNT

Ph: (877) 719-7893 • Fx: (707) 429-0426
www.healthcare.goarmy.com

Major Trang Malone
(877) 719-7893 cell
Trang.malone@usarec.army.mil

Straine Consulting
> PracTice MaNaGeMeNT  
    & cONSuLTiNG

Ph: (916) 568-7200 • Fx: (916) 568-7100
www.straine.com

Olivia Straine
olivia@straine.com

Kerry Straine
kerry@straine.com

Special SDDS Member Benefits:
• FREE Straine Practice Analysis™, valued 

at $1,495, at onset of membership 
SDDS or upon annual renewal of 
membership. This analysis includes a 
written report, graphic representation 
of the practice, and one-hour 
teleconference with Kerry Straine.

To take advantage of this benefit call olivia 
Straine at (916) 568-7200 and mention 
SDDS membership. we are also offering 
a fRee onsite 2-hour team-building 
workshop to every member who receives a 
Straine Practice analysis in 2009.

venDOr B  
since Feb ‘09

venDOr B  
since Feb ‘03

Star refining
> PreciOuS MeTaL reFiNiNG

Ph: (800) 333-9990 • Fx: (818) 874-1310
www.starrefining.com

Jim Ryan
(209) 594-5200 cell
jryan@starrefining.com

Special SDDS Member Benefits:
• Star Refining is a partner of the  

SDDF Smiles for Kids and Crowns for 
Kids programs

Sacramento Magazine
> MaGaziNe

Ph: (916) 452-6200 • Fx: (916) 452-6061
www.sacmag.com

Megan Chiechi, Marketing Director
megan@sacmag.com
 (916) 452-6200 x3024
( 916) 452-6061 fax

Joe Chiodo, Co-Publisher
 (916) 452-6200, ext. 3039
jchiodo@sacmag.com

resource Staffing Group
> STaFFiNG ServiceS

Ph: (916) 960-2668 • Fx: (916) 960-2668
www.resourcestaff.com

Kathy Olson
kolson@resourcestaff.com

Services provided:
• Dental Staffing: Direct hire, temporary 

or temporary to hire positions
• Serving the Greater Sacramento Area

Special SDDS Member Benefits:
• 10% discount for SDDS members with 

a Direct Hire Order

venDOr a since Feb ‘09

venDOr B since July ‘02

venDOr B since aug ‘03

Support our vendor 
Members – their support 
keeps your dues low!

For more information on the 
Vendor Membership Program, 
visit the SDDS website, at www.
sdds.org/vendor_member.htm

we love
our SDDS
vendor Members!
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A Good Office Manager
IS gooD BUSIneSS
by marvin greene, DDS (Chicago Dental Society)

yOu are a DenTisT.  You’ve been 
to school, taken your Boards and 
settled into practice. End of story?

Not quite. Employee evaluations, 
hiring and firing, labor laws and 
personnel files are an important part 
of being an employer. Are you up on 
the changes that happen nearly EvErY 
January 1st?

in this monthly column, we will 
offer information pertinent to you, 
the dentist as the employer.

you
thE dEntist, thE EmployEr

obsess on minute savings. Questions such as 
what are the similarities of our best patients, 
what procedures net the most money, is 
everybody’s time spent wisely, and can we 
buy better will help define this process. A 
proactive office manager always seeks out new 
business while maintaining the status quo.

Team and individual efforts are both necessary. 
The practice manager recognizes every staff 
member. An organization or practice is only 
as good as its weakest link. Therefore a good 
manager can identify deficient performances 
by the staff. Staff members shouldn’t be 
blamed but, rather, the behaviors should be 
addressed. Let us challenge our systems, not 
our people. However, repetitive deficiencies 
that continue after clearly defining the 
problem should result in dismissal. Regular 
group and individual meetings are set. 
Assignments are made and a pre-meeting 
agenda is either supplied or discussed prior to 
each meeting. Tasks are continually evaluated 
and discussed. Economics are usually part 
of each meeting. A smooth, effectively run 
practice usually nets higher profits.

A skilled office manager knows the importance 
of happiness. A parent’s primary concern for 
their children is happiness. Why not pass this 
along to our patients and staff? Continually 
exceeding patients’ expectations, treating them 
like the most important person in the world 
and with sincere kindness and respect facilitate 
this process. Patients will spend more money 
and refer others when they are happy.

Conversely, one unhappy patient is disastrous. 
When unhappiness arises, the doctor, in 
conjunction with the office manager, gets 
into action. Staff issues and unhappy patients 
are addressed with expediency. Negative 

Most successful practices have exceptional 
office managers. Practice managers can make 
or break a practice. Their responsibilities 
range from managing patients and staff to 
coordinating business activities and helping 
the doctors.

An ideal practice manager is highly moral, has 
a winning attitude, always brings excellence, 
is passionate and is able to set and maintain 
high standards. This individual is both 
responsible and able to accept responsibility. 
Problem solving, motivation, leading by 
example, implementation and a strong focus 
are additional desirable attributes.

The office manager should be able to prioritize, 
make changes and delegate activities while 
assessing and implementing staff responsibilities. 
Following through and making expectations 
clear are important. Attaining realistic goals 
requires specific direction incorporated with 
detailed staff training. Accountability and job 
performances are continually monitored and 
shared with the staff.

Superb managers believe in the doctors, the 
practice and themselves. The job should be 
viewed as an opportunity rather than an 
obligation. This individual protects and 
represents the practice both internally and 
externally. The office manager is the liaison to 
the dentist. Brainstorming, practice changes 
and problems are dealt with collaboratively 
with the doctor. Circumstances that arise are 
dealt with forth-rightly, promptly and — 
hopefully — effectively.

The practice manager must be profit-oriented. 
A strong focus on selling and cost reduction 
is essential. Perspective is important for cost 
containment. More emphasis needs to be 
placed on higher cost items. Frequently we 

situations are resolved by listening and 
communicating, while carefully trying to 
maintain relationships. A win-win approach, 
if possible, is typically taken.

Unfortunately, many times the patient won’t 
let you know that they are upset. However, they 
will let others know. In business, consumers 
frequently don’t complain since they feel it 
would be a waste of time or a difficult thing to 
do. Consequently, they simply go elsewhere. 
We know that this occurs in our practices, as 
well. We often fall short and don’t even know 
it. We can give patients inconsistent and 
mixed messages, especially when we confuse 
talking with action. An astute office manager 
and the dentist can hopefully recognize, 
rectify and minimize the occurrence of these 
inevitable situations.

A practice manager wears many hats. This 
individual must also demonstrate many 
positive personality and social traits when 
wearing the hats. Ultimately the superb office 
manager has a huge impact on job satisfaction, 
patient care and the bottom line. 

Dr. Greene is a board-certified oral and 
maxillofacial surgeon. He may be reached at 
(773)327-2400 and www.lpinstitute.com

This article reprinted with permission from 
Chicago Dental Society.

1-800-399-5331

SDDS HR hotline
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abstraCts
The biocompatibility of resin-modified 
glass-ionomer cements for dentistry

J. Nicholson, et al
Dent Mater 24:1702 2008

The authors state that resin-modified glass-
ionomers cannot be considered to nearly 
the same extent as conventional glass-
ionomers. HEMA is known to be released 
from these materials and has a variety of 
harmful biological properties, ranging from 
pulpal	 inflammation	 to	 allergic	 contact	
dermatitis. However, clinical results with 
these materials that have been reported to 
date are generally positive.

Head posture and lower arch dental 
crowding

F. Pachi, et al
Angle Ortho 79:5 2009

Studies have shown that a forward head 
posture is associated with a very high 
probability of a skeletal class II, an increase 
of anterior facial height, a decrease in 
sagittal jaw dimensions, and a steeper 
inclination of the mandible. The authors 
concluded from this study a clear pattern 
of association between extended head 
posture and lower arch dental crowding.

Reliability and accuracy of four dental 
shade-matching devices

S. Kim-Pusateri, et al
J Pros Dent 101:3 2009

The purpose of the in vitro study was to 
evaluate the reliability and accuracy of 4 
dental shade-matching instruments in a 
standardized environment.

Results of the study showed that the 
accuracy of the devices was as follows: 
Vita Easyshade, 92.6%; ShadeVision, 
84.8%, Spectroshade, 80.2%; and Shade 
Scan 66.8%. Most devices had similar 
reliability (over 96%) except ShadeScan 
which had a value of 87%.

Colorimeters (ShadeVision and 
ShadeScan) are easier to use and are 
less expensive than spectrophotometers 
(Spectroshade and Vita Easyshade) 
however repeatability maybe poor due to 
aging of filters.

RTB
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DelegATeSHead to the House!

1 2 3 4

5 6 7 8

9 10 11 12

13 14 15 16

2009 House of Delegates: The SDDS delegation will head to the CDA House of Delegates 
November 13–14 to represent all 1,500 members of the Sacramento District Dental Society. At 
publication date, topics of discussion are still being determined. If there is an issue you feel should 
be addressed at the House, please contact one of your delegates via phone or email.

1. Adrian Carrington, DDS (ExComm, Chair)  amanbar@surewest.net  (916) 393-1363
2. Wai Chan, DDS (ExComm)  wmchandds@frontiernet.net  (916) 422-3991
3. Victor hawkins, DDS (ExComm)  jambovic@aol.com  (916) 966-2009
4. Terrence Jones, DDS (ExComm)  terrencewjones@sbcglobal.net  (916) 929-6631
5. Robert Shorey, DDS (ExComm)  robusc83@inreach.com  (916) 791-2907
6. gary Ackerman, DDS (Secretary Elect)  garydds@comcast.net  (916) 961-5464
7. Nancy Archibald, DDS  arch_n@pacbell.net  (916) 624-5905
8. Matthew Comfort, DDS  comfortdds@earthlink.net  (916) 315-8830
9. Kelly giannetti, DMD, MS  drkellyg@pacbell.net  (916) 452-3584
10. Kevin McCurry, DDS, FAgD  kmccurry@msn.com  (916) 784-2129
11. Kenneth Moore, DDS  drmoore@kennethmooredds.com  (916) 780-2022
12. Virenchandra Patel, DDS  virenpateldds@yahoo.com  (916) 988-3402
13. gabrielle Rasi, DDS  rasidds@aol.com  (916) 961-1111
14. henry Bennett, DDS (alternate)  hebennettdds@gmail.com  (530) 758-2350
15. Friz Diaz, DDS (alternate)  frizdiaz@msn.com  (916) 480-0522
16. Oladimeji Sorunke, BDS (alternate)  osorunke@sbcglobal.net  (916) 925-2264



24  |  The Nugget Sacramento District Dental Society

Destroy all 
records to 
meet HIPAA 

requirements!

We deliver the 
most secure mobile 

confidential document 
destruction service, at 

affordable prices.

Please call: 916.631.0800 or 916.722.2737

      

      

1.877.783.2771
info@pricedoc.com

Let                    .com help

  you maximize the full 
 

                     

with cash paying 

      
www.PriceDoc.com/SignUp

Start your FREE TRIAL today!
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This Board of Trustees meeting was the final 
Board meeting for this business year.  It was the 
last Board meeting for a number of Trustees 
and officers.  Brian Scott, the immediate Past 
President said good bye completing an eleven 
year run on the Board as either a Trustee or 
member of the Executive committee. Matt 
Campbell also said goodbye after having 
served as Secretary filling the vacant office 
created by the unexpected resignation of Phil 
Maldonado earlier in the year. He completes 
a distinguished nine years of service as a 
Trustee, Speaker of the House and Secretary.

One of the more notable discussions at this 
meeting revolved around the recent ADA 
House of Delegates and the ADA closing down 
its ADAidm marketing business.  ADAidm 
was a for-profit business venture the ADA 
entered into in 2007 to provide marketing 
solutions for its members. Unfortunately, in 
a very short period of time turned into a bad 
business venture which the ADA Board of 
Trustees chose to close down. Outside audit 
and legal fees currently exceed $850,000. Other 

expenses related to the wind down of ADAidm 
are approaching $650,000 for a total of $1.4 
million in related expenses. Approximately 
$3.2 million in customer/member refunds have 
been made. In addition vendor payments have 
amounted to slightly over $1 million. Once 
the Board of Trustees discovered the problems 
associated with ADAidm, they responded 
quickly.  As this business venture continues 
to wind down, there may be additional costs 
borne by ADA’s for profit section as a result of 
poor business management by those actually 
involved in this business.  

In spite of the economy, the California Dental 
Association continues to be financial strong.  
In spite of reduced income, CDA staff and 
the Board of Trustees have been able to make 
appropriate reduction in expenses offsetting the 
reduction in revenue. In spite of the difficult 
economic times, CDA membership has grown 
this year over last. Anticipating another year of 
belt tightening, CDA has made additional cuts 
in next year’s budget to ensure the association 
continues to be financially strong.

trustee
rePort

oCtoBer 10, 2009

Kevin m. Keating, DDS, mS
Don P. Rollofson, DmD

CDa trustees

Access to Care and Workforce models 
continue to be topics of discussion and 
strategic planning. Knowing that there are 
several groups who are actively trying to sneak 
or force alternative workforce models into 
existence, the Board of Trustees continue to 
explore models that ensure that the dentist 
stays at the head of the oral health care team.  
We understand that if a model is legislated 
that it should not be an alternative to the 
dental team but a part of our dental team.  
It is our goal to be prepared. You may ask 
why we need to have an alternative model. 
The American Dental Hygienist Association 
has had an alternative work force model as 
part of their strategic plan on their website 
since roughly 2001.  In Minnesota it was 
this model that the legislature adopted 
because the dental association had no model 
other that “we don’t want it.” The legislature 
moved the dental hygienist’s model forward. 
Consequently, we plan on being prepared 
since stonewalling is no longer working in 
keeping things at the status quo. 

When you are serious about selling your practice, contact PPS 
of The Great West.  We are a no nonsense firm having anchored 
this activity since 1966. Our skills in listing and closing sales are 
legendary with most sales completed within 75-to-90 days after 

our services have been engaged. Multiple Offers are typical, 
and everything is done from a “risk management” perspective 

to protect our client, the Seller. Our marketing and sales success 
is simply the best in the business.  See what your colleagues 
have to say at www.PPSsellsDDS.com under Testimonials.

Selling Dental Practices is what PPS of The Great West Does

1.800.422.2818        •          www.PPSsellsDDS.com      •     Ray@PPSsellsDDS.com

OVER THE LAST FOUR YEARS, 
THE FOLLOWING SACRAMENTO 
DISTRICT DENTAL SOCIETY 
AREA DENTISTS ARE PLEASED 
THEY ENGAGED THE SERVICES 
OF PPS OF THE GREAT WEST:

Warren McWilliams, DDS, Carmichael

Radek Peliks, DDS, El Dorado Hills

Antonella Rashidi, DMD, El Dorado Hills

Phuong-Lien Ngo, DDS, Folsom

James Aubrey, DDS, Elk Grove

Robert Starr, DDS, Midtown

Gllbert Larsen, DDS, Placerville

Michael Matus, DDS, Pollock Pines

Robert Church, DDS, Sacramento

Grant Staley, DDS, Sacramento

Gregory Tinloy, DDS, Sacramento

May Yue, DDS, Sacramento

Donald MacDonald, DMD, Uptown

Robert Hune, DDS, West Sacramento

IT DOES NOT COST MORE TO ENGAGE THE BEST!
In fact, it costs far less when you consider the value of your time, your desire to move on in 

your life and having the assurance that everything was done to protect your interests!



26  |  The Nugget Sacramento District Dental Society

veNDor member sPotlIghts

fRee ConSulTATion on hoW We Can 
SaVe yoUr BUSIneSS Money!

CARD PRoCeSSing
We watch out for your business by providing:

•	 Full	Disclosure	Fair	Pricing		
•	 24/7/365	Round-the-clock	Service	
•	 21st Century Processing Technology

CHeCK mAnAgemenT
Eliminate you or your staff taking checks to the Bank 

•	 Scan	and	deposit	checks	remotely		
•	 Improve	your	cash	flow	
•	 Recover	bad	check	funds	efficiently						
•	 demo	link:	 

www.heartlandcheckmanagement.net/demo       

PAyRoll 
You can count on Heartland Payment Systems to deliver:

•	 Payroll	automation	-Remote	access	
•	 Robust	reporting		
•	 Tax	specialists	on	staff	and	a	dedicated,	 

skilled account representative

meRCHAnT Bill of RigHTS
An initiative that promotes fair card processing 
practices. To learn more, please visit www.
merchantbillofrights.com   
www.heartlandpaymentsystems.com/tedwiding 

Contact Ted Widing at 408-661-6435,  
ted.widing@e-hps.com

a PortIon oF ProCeeDS DonateD to 
SDDS SmileS foR KiDS PrograM 

Welcome, new vendor member!

ComPAny DeSCRiPTion
First U.S. Community Credit Union is a full-
service, member-owned financial institution. 
Personal and business funds are insured up to at least 
$500,000 per member. We are the leading credit 
union SBA lender in the greater Sacramento area.

PRoDuCTS & SeRviCeS
First U.S. Community Credit Union offers 
personal and business financial services and business 
services to help launch your business or take it to 
the next level. For our dentist members, we can 
help you with:

•	Conventional	and	SBA	Loans	for	
equipment, inventory and real estate

•	Business	lines	of	credit
•	Payroll	and	payroll	tax	service
•	Merchant	accounts	/	credit	 

and debit card processing
•	Business	Checking	and	real	Business	

Interest Checking
•	Free	online	banking	and	bill	pay	service

BenefiTS foR SDDS memBeRS
FREE Membership in First U.S. Community 
Credit Union and FREE Business Checking. Or 
choose Business Interest Checking — earn interest 
and enjoy no monthly service charge for a year, 
regardless of balance.
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sDDs veNDor members
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.

Please welcome new vendor members, Desco & Heartland Payment Systems!

For more information on Vendor Members, see the Vendor Member section of your directory or www.sdds.org/vendor_member.htm

vM for

4
years!

580 University Avenue
(916) 576-5650
www.firstus.org

vM for

8
years!

vM for

6
years!

1451 River Park Dr, Ste 121 • Sacramento, CA 95815
916.921.1312/phone • 916.921.6010/fax
1.800.399.5331 • www.employers.org

Call to schedule a FREE and confidential HR Compliance Evaluation today!

vM for

2
years!

DBC Consulting
777 Campus Commons Road, Suite 200
Sacramento, CA 95825 • davejudy@dbcconsulting.org

David Judy:  Regional Director, Practice Transition Consulting

neW  
thIS  
year!

Violetta Sit Terpeluk, CFP®, 
MBA, CRPC®

www.ameripriseadvisors.com

vM for

2
years!

wps@succeed.net 
westernpracticesales.com 

dentalsales.com 

800.641.4179 WESTERN PRACTICE SALES 
John M. Cahill Associates 

Dentists Serving Dentists 

BaCk  
thIS  
year!

916.784.6982 • www.dmsolutionsinc.com

vM for

3
years!

vM for

6
years!

Prompt, Reliable & Complete Medical Gas Services
3263 Monier Circle, Suite A, Rancho Cordova, CA 95742
Phone 916-928-1068  Fax 916-928-6124  (asimedical.com)

neW  
thIS  
year!

Leonard Simpson, RFC®, AIF® managing partner
Steve Raymond investment advisor representative

916.989.3295   www.2020fa.com

vM for

8
years!

Bringing you the Best of 
Sacramento every month.

916.452.6200Subscribe 
Online!

vM for

6
years!

neW  
thIS  
year!

916.483.3455
www.professionalvillagerX.com

vM for

5
years! Visit us online at www.pptsales.com

(916)
812.3255

neW  
thIS  
year!

ph 916-979-7671
fax 916-244-0166

www.fechtercpa.com

vM for

8
years!

vM for

7
years! (FORMERLY PROFESSIONAL STAFFERS) 

STAFFING SERVICES FOR ASSISTANTS, HYGIENISTS, DENTISTS & FRONT OFFICE

(916) 960-2668

WWW.RESOURCESTAFF.COM

vM for

6
years!

neW  
thIS  
year!

800.333.9990
Jim ryan — Sales Consultant

U.S. Army HeAltHcAre teAm

www.healthcare.goarmy.com
neW  
thIS  
year!

vM for

7
years!Contact: James Ryan

vM for

2
years!916.717.4788

LaDonna Drury-Klein RDA, CDA, BS

Innovative Solutions for Compliance Management

neW  
thIS  
year!

(916) 624-2800
www.descodentalequipment.com

neW  
thIS  
year!

(408) 661-6435
heartlandpaymentsystems.com
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letters to the eDItor

Re: What else Do Dentists Do? 
October 2009 issue

dear Cathy,

I enjoyed your article in the most recent Nugget and feel 
kinship with your path. My mother was a musician — an 
accomplished violinist, amongst other music-related 
positions — choir director, general music teacher, violin 
teacher, etc. Music was her vocation and avocation, and 
she recommended music as an avocation because she 
felt she lacked a “hobby,” another outlet or should we 
say “balance.”

Based on her advice, music became my escape from 
science, dental hygiene and the world’s problems. 
With the exception of my graduate school years, I have 
always sung. I’m classically trained. Once upon a time I 
could even play Chopin, but in the last 30 years I have 
concentrated on voice, so my piano playing skills have 
plummeted. I do still like to accompany my children on 
their string instruments, so lately I’ve been thinking of 
re-developing that skill. But until then I shall continue 
with vocal solos for church, weddings, funerals, etc.

Thanks again for reminding me to have balance in my life.

Dorothy Rowe, RDH, mS, PhD
SDDS DHP Member

Re: Dr. Newgrad (Or… how I Learned to 
Stop Worrying and Love the Board) 
May 2009 issue

Sacramento came to my rescue! No, not the state 
government, but the Sacramento District Dental Society. 
I’d been having what seems like a terminal case of 
writers block — must be one of those “senior moment” 
things, when the latest edition of the Nugget arrived. 
It’s dedicated to the State Board Exam and had some 
very well-written articles. Not being at all shy about 
plagiarism, I shamelessly contacted them for permission 
to reprint. Bless their hearts, they are always willing to 
share. Their Editor [Dr. Jim Musser] came up with a very 
clever front cover, doing a take-off on Dr. StrangeLove, 
“Dr. NewGrad; Or… How I Learned to Stop Worrying and 
Love the Board.” Very cute!

Henrik Hansen, DDS
Editor — Napa Solano Dental Society

Have a letter for the Editor? 
Please either mail to SDDS at 915 28th Street,  

Sacramento, CA 95816 or email to cathy@sdds.org
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2010 NEW MEMBEr DiNNEr • January 13, 2010
6pm • Old Spaghetti Factory • New Members FREE! • Contact SDDS for more info (916.446.1227)
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WanT TO geT invOlveD?
visit www.sdds.org for committee 

descriptions and to sign up!

CommIttee 
CorNer
CDa’S LegISLatIVe 
agenDa aDVanCeS

by Bill lewis (Legislative/Regulatory Analyst, CDA)

ethics Committee Chair: Joseph Henneberry, iii, DDS  
Legislative Liaisons: Michael Payne, DDS, MSD • Gabrielle Rasi, DDS 

Board of Directors • 6:00pm
Nov 3

CE • 6:30pm
Nov 17

Dental Health • 6:30pm
dec 1

Foundation (SDDF) • 6:30pm
Nov 18

Mass Disaster/Forensics • 6:30pm
Future Meetings TBA (Dec 2009 — tent)

Membership • 6:30pm
Nov 17

SacPAC • 6:00pm
November Meeting TBA

SDDS CoMMIttee 
MeetIngS (2009):

YOu ASKED 
fOr THiS!

Nugget Survey 2009

Although CDA’s advocacy efforts this year, 
due to the state’s economic downturn, have 
had to focus heavily on the budget and its 
impact on programs such as Denti-Cal and 
Healthy Families, the association has also 
sponsored three bills, of which one was signed 
into law, one was vetoed by the governor and 
one is being held over until next year.  

AB 667 (Block)

This bill, signed into law in August, is intended 
to	help	encourage	expanding	fluoride	varnish	
treatments in schools and other public health 
settings. This bill will make clear that, under 
a prescription and protocol established by a 
licensed dentist, any person is authorized to 
apply	fluoride	varnish	and	other	topical	fluoride	
treatments as part of a public health program. 
Fluoride varnish has been shown to be more 
effective	than	fluoride	rinses	or	supplements	for	
high-risk populations, but many community 
and school-based programs were reluctant 
to use varnish because state law was not clear 
that it could be applied by non-healthcare 
providers. AB 667 received unanimous support 
throughout the legislative process. The new law 
will take effect January 1, 2010.

AB 745 (Coto)

This bill, would have improved disclosure 
to dental patients of their dispute resolution 
rights when their dental plans are self-funded 
plan regulated by federal, rather than state, law. 
Patients often do not realize that their dental 
plan is a self-funded, so called “ERISA” plan 
not subject to state laws governing other dental 
insurers and plans. AB 745 would have required 
administrators of self-funded plans to provide 

information on their explanation of benefits 
(EOBs), informing patients about the plan and 
about the federal Department of Labor address 
where they can file any grievances. Despite 
unanimous votes in bothe the Assembly and 
Senate, the governor vetoed AB 745 on October 
11, along with other insurance “mandate” bills, 
which he argued would drive up the cost of 
health care in California.

AB 684 (ma)

This bill would increase the interest penalties 
for late payment of claims by dental plans. 
In addition to the current interest penalty of 
15% per annum for uncontested claims that 
are 30 or 45 days overdue for payment, AB 
684 would increase the penalty to 20% for 
claims more than 60 days overdue, and to 
25% for claims more than 90 days overdue. 
The bill would also require dental plans, 
when they request additional information 
from the provider, to acknowledge receipt of 
the information, and to again be subject to 
higher penalties for failure to pay the claim 
in a timely matter after the information 
has been received. AB 684 has been passed 
by the Assembly, and is being held in the 
Senate Health Committee until 2010, after 
the California Association of Dental Plans 
agreed to assemble a high-level work group 
with CDA to discuss this issue, along with 
other ongoing concerns dentists have had 
with third-party payers. 

Bill Lewis is a Legislative/Regulatory Analyst 
for the California Dental Association. He 
can be contacted at bill.lewis@cda.org, or at  
916-554-4988.

eTHiCS CommiTTee: Have you ever 
wondered just what the Ethics Committee 
actually does? Well, we are essentially 
responsible for educating SDDS members 
on ethics guidelines set forth by the CDA. 
We meet approximately three times per 
year to discuss specific issues brought to our 
attention by members of the public or other 
member dentists. Our meetings usually 
evolve into very interesting discussions on 
the sometimes “gray areas” ethics. If you 
think you would be interested in joining 
these discussions, please contact Cathy 
Levering at SDDS (916.446.1227) Join us!
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Have some news 
you’d like to share 
with the Society? New 
babies, achievements, 
retirements, new offices 
— we’ll report them 
all! Please send your 
information to SDDS 
via email (melissa@
sdds.org), mail (915 
28th St, Sacramento, 
CA 95816) or fax (916- 
447-3818). Call SDDS 
at (916) 446-1227 for 
more information.

We’re 
bloWINg 
your horN!

CongratULatIonS to...
Dr. Mike Casagrande and his 
wife, Michelle, on the birth of Luca 
Stephen. Luca was born on September 
20, 2010, weighing six pounds, ten 
ounces, and measuring 19 inches. 
(photo right)

Dr. Todd Andrews and his wife, 
Ashley, on the birth of Pierce Brandon. 
Pierce was born on September 12, 
2009, weighing seven pounds, six 
ounces. (photo right)

Dr. Jonathan Szymanowski, on his 
marriage to Teresa on September 25, 
2009. (photo right)

Dr. Sonney Chong, on his attendance 
at the FBI Citizen’s Academy in 
Washington, DC.

Dr. Jayson Chalmers, on his 
practice’s new Client Transport 
Vehicle. (photo right) 

1. Michelle Casagrande with new baby boy, Luca.
2. Dr. Todd, Ashley and new baby boy Pierce.
3. Dr. Jonathan Szymanowski with new wife, Teresa.
4. Dr. Jayson Chalmers’ new Client Transport Vehicle.

1 2

4

3

cOngraTulaTiOns, Dr. Dan Miyasaki!

This year’s CDa Presents in San Francisco was dedicated to Dr. Daniel T. Miyasaki, “a 
volunteer whose contributions have helped shape CDA’s two annual meetings into the 
finest in the nation and a major member benefit.”

Following is what was written about him in the program for CDA Presents:

Dr. miyasaki represents the model volunteer because of his tireless commitment, 
steadfast determination, creativity and mentorship abilities over several decades on 
behalf of CDa and his local component, Sacramento District Dental Society.

Dr. miyasaki served on the CDa Presents board of managers for 18 years, from 1990 to 
2008. using his professionalism, diplomacy and ingenuity, he was key in implementing 
several innovative ideas for CDa meetings. he was instrumental in recruiting some of the 
best speakers to meetings and in launching the careers of many national speakers. he 
scouted hundreds of conventions, often with his wife, bev, by his side.

… Thank you, Dr. miyasaki, for exemplifying the true spirit of a volunteer.
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NeW membersWeLCoMe
to SDDS’s new 
members, 
transfers and 
applicants.

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

November 
2009

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

totaL aCtive MeMBerS: 1,310
totaL retired MeMBerS: 181
totaL dual MeMBerS: 1
totaL affiliate MeMBerS: 8

totaL STUDENT/ 
ProvisioNal MeMBerS: 5

totaL CurreNt aPPLICantS: 4
totaL dHP MeMBerS: 34

totaL New MeMBerS for 2009: 67

totaL MEMBERSHIP (AS OF 10/7/09): 1,543

keeP us
UPDateD!
Moving?  
Opening another 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. 

The more accurate 
information we have, the 
better we can serve you!

More  

Michael Barks, DDS
General Practitioner
California Department of 
Corrections & Rehabilitation
(916) 445-0832
Dr. Michael Barks graduated from Northwestern 
University in 1998 with his DDS. He is currently 
working with the California Department of Corrections 
and Rehabilitation in Sacramento and lives in Rocklin 
with his wife, Laura. 

Mojtaba Golestan, DDS
General Practitioner
3645 Northgate Blvd, Ste A 
Sacramento, CA 95834
(916) 286-7750
Dr. Mojtaba Golestan graduated from the Shahid 
Beheishti University in Iran in 1980 with his DDS. He 
is currently working in Sacramento with fellow SDDS 
members, Drs. Mohamed El Sayed, Amanpreet Kaur and 
Taha Shoreibah. Dr. Golestan lives in Fair Oaks with his 
wife, Mahin.

Brian Harris, DDS
Oral & Maxillofacial Surgeon
2350 Professional Dr, Ste 400 
Roseville, CA 95661
(916) 786-3930
Dr. Brian Harris graduated from Indiana University in 
2000 with his DDS and later completed his specialty 
certification in oral and maxillofacial surgery at the 
University of Pennsylvania in 2009. He is currently 
working with fellow SDDS member, Dr. Michael Mullen 
in both Roseville and Folsom. Dr. Harris lives in Granite 
Bay with his wife and fellow SDDS new member, Dr. 
Sheila Harris.

Sheila Harris, DDS
General Practitioner
2121 Natomas Crossing Dr, Ste 100
Sacramento, CA 95834
(916) 928-9999
Dr. Sheila Harris graduated from Northwestern 
University in 2000 with her DDS and later completed 
a residency at the University of Pennsylvania in 2004. 
Her general practice is located in Natomas and she lives 
in Granite Bay with her husband and fellow SDDS new 
member, Dr. Brian Harris.

Arina Hung, DDS
General Practitioner
1931 Sycamore Ln, Ste B
Davis, CA 95616
(530) 753-2600
Dr. Arina Hung graduated from the UOP Arthur A. 
Dugoni School of Dentistry in 1998 with her DDS. She is 
currently living and practicing in Davis with her husband 
and fellow SDDS member, Dr. Vahid Farahyar.

Angeline Julian, DDS
General Practitioner
Pending Office Address
Dr. Angeline Julian graduated from the UCSF School 
of Dentistry in 2009 with her DDS. She is currently 
seeking employment in the greater Sacramento area and 
lives in Sacramento.

Ming-Fong Kung, DDS, MMSc
Oral & Maxillofacial Surgeon
6600 Madison Ave, Ste 1
Carmichael, CA 95608
(916) 961-3250
Dr. Ming-Fong Kung graduated from the UCSF School 
of Dentistry in 2002 with his DDS and later completed 
his specialty certification in oral and maxillofacial surgery 
at the Harvard School of Dental Medicine in 2005. He is 
currently practicing in Carmichael and San Jose and lives 
in Mountain View with his wife, Jill.

Alexander Lee, DMD
General Practitioner
Pending Office Address
Dr. Alexander Lee graduated from the University of Pittsburgh 
in 2009 with his DMD. Dr. Lee lives in Sacramento.

Ellen Ling, DDS
General Practitioner
Pending Office Address
Dr. Ellen Ling graduated from Loma Linda University in 
1978 with her DDS. Dr. Ling lives in Ione.

Madeline Majer, DDS
General Practitioner
785 Hana Way, Ste 203 
Folsom, CA 95630
(916) 983-1100
Dr. Madeline Majer graduated from the University of 
Michigan in 2008 with her DDS and later completed 
a residency at the UOP Arthur A. Dugoni School of 
Dentistry in 2009. She is currently practicing in Folsom 
and Placerville and lives in Carmichael.
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Need aN assoCiate? staff?
CHeCk out tHe JoB BAnK at www.sdds.orG!

Place this page 
in the “new 

Members” section 
of your 2009 

SDDS Directory

Mandeep Randhawa, DDS
General Practitioner
2205 Francisco Dr, Ste 150
El Dorado Hills, CA 95762
(916) 934-0207
Dr. Mandeep Randhawa graduated from New York 
University in 2009 with his DDS. He is currently 
practicing in El Dorado Hills with fellow SDDS 
members, Drs. Amar Pawar and Vincent Chiappone. 
Dr. Randhawa lives in Sacramento.

Justin Salisbury, DMD
Pediatric Dentist
6300 Garfield Ave
Sacramento, CA 95841
(916) 344-1000
Dr. Justin Salisbury graduated from the University of 
Pennsylvania in 2007 with his DMD and later completed 
his specialty certification in pediatric dentistry at the 
Children’s Hospital in Massachusetts in 2009. He is 
currently practicing in Sacramento with fellow SDDS 
members, Drs. Aaron Reeves, Jared Danielson, Ellen 
Mark, Samantha Lee and Erin Carson. 

Rohini Taneja, DDS
Pediatric Dentist
4944 Windplay Dr, Ste 300 
El Dorado Hills, CA 95762
(916) 941-2333
Dr. Rohini Taneja graduated from the Columbia 
University School of Dentistry in 2007 with her DDS 
and later completed her specialty certification in pediatric 
dentistry at Boston University in 2009. She is currently 
practicing in El Dorado Hills with fellow SDDS 
members, Drs. Gene Gowdey and Veronica Alvarado and 
lives in West Sacramento with her husband, Satnam. 

Chang Vong, DMD
General Practitioner
Pending Office Address
Dr. Chang Vong graduated from Case Western Reserve 
University in 2009 with his DDS. He is currently 
seeking employment in the greater Sacramento area 
and lives in Sacramento.

Kingsley Wang, DDS
Oral & Maxillofacial Surgeon
1100 Main St, Ste 100
Woodland, CA 95695
(530) 207-5288
Dr. Kingsley Wang graduated from the UCSF School of 
Dentistry in 2000 with his DDS, completed a residency 
at LSU – Shreveport in 2001 and later completed his 
specialty certification in oral and maxillofacial surgery at 
the Northwestern College of Dental Surgery in 2005. He 
is currently practicing in Woodland and Sacramento with 
fellow SDDS members, Drs. Nanlin Chiang and Grace 
Lee. Dr. Wang lives in Folsom with his wife, Michelle.

James Yang, DDS
General Practitioner
1204 Cottonwood St, Ste 4
Woodland, CA 95695
(530) 662-7128
Dr. James Yang graduated from SUNY Stony Brook 
School of Dental Medicine in 2008 with his DDS and 
later completed a residency at the VA Medical Center 
— Martinez, CA in 2009. He is currently practicing 
in Woodland with fellow SDDS member, Dr. Jeffrey 
Kohlhardt and lives in Sacramento with his wife, Quan.

neW traNsfer MeMBerS:
Dan Gustavson, DDS
Transferred from San Francisco Dental Society
General Practitioner
1186 Roseville Pkwy, Ste 120
Roseville, CA 95678
(916) 780-3000
Dr. Dan Gustavson graduated from the UCSF School 
of Dentistry in 1988 with his DDS and completed a 
residency at the VA Medical Center — Washington DC 
in 1989. He is currently practicing in Roseville with his 
wife and fellow new transfer, Dr. Mai-Ly Ramirez. Drs. 
Gustavson and Ramirez live in Meadow Vista.

Joseph Ingoglia, DDS
Transferred from San Francisco Dental Society
General Practitioner
1741 Professional Dr
Sacramento, CA 95825
(916) 485-5539
Dr. Ingoglia graduated from the UCSF School of 
Dentistry earlier this year with his DDS. He is currently 
practicing in Sacramento with fellow SDDS members 
Drs. Richard and Steven Fife and lives in Paradise.

Mai-Ly Ramirez, DDS
Transferred from San Francisco Dental Society
General Practitioner
1186 Roseville Pkwy, Ste 120
Roseville, CA 95678
(916) 780-3000
Dr. Mai-Ly Ramirez graduated from the UCSF School 
of Dentistry in 1999 with her DDS. She is currently 
practicing in Roseville with her husband and fellow 
new transfer, Dr. Dan Gustavson. Drs. Ramirez and 
Gustavson live in Meadow Vista.

neW aPPliCaNts:
Vivian Fernandez, DDS
Uzra Khursand, DDS
Valeria Kresevic, DDS
Paolo Poidmore, DDS, MSD

retIrIng ANY 
time Soon?

If you plan to retire 
between now and the 

end of December, please 
call the SDDS office so 

that you can officially 
change status before the 

next dues year.

it SaVeS  
YOU Money!

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



Espresso-Chocolate Shortbread Cookies
Adapted from Baking: From My Home to Yours
Makes 32 cookies

Ingredients:
1 tablespoon instant espresso powder
1 tablespoon boiling water
2 sticks (8 oz) unsalted butter, room temp
2/3 cup confectioners’ sugar
1/2 teaspoon pure vanilla extract
2	cups	all-purpose	flour
4 ounces bittersweet chocolate (plain, or a toffee variety), finely 
chopped, or 3/4 cup store-bought mini chocolate chips
Confectioners’ sugar, for dusting (optional)

Directions:
1. Dissolve the espresso in the boiling water, and set aside to 

cool to tepid.

2. Working with a stand mixer, preferably fitted with a paddle 
attachment, or with a hand mixer in a large bowl, beat the 
butter and confectioners’ sugar together on medium speed for 
about 3 minutes, until the mixture is very smooth. Beat in the 
vanilla and espresso, then reduce the mixer speed to low and 
add	the	flour,	mixing	only	until	it	disappears	into	the	dough.	
Don’t	work	the	dough	much	once	the	flour	is	incorporated.	
Fold in the chopped chocolate with a sturdy rubber spatula.

3. Using the spatula, transfer the soft, sticky dough to a gallon-size 
zipper-lock	plastic	bag.	Put	the	bag	on	a	flat	surface,	leaving	the	
top open, and roll the dough into a 9 x 10 1/2 inch rectangle 
that’s 1/4 inch thick. As you roll, turn the bag occasionally and 
lift the plastic from the dough so it doesn’t cause creases. When 
you get the right size and thickness, seal the bag, pressing out 
as much air as possible, and refrigerate the dough for at least 2 
hours, or for up to 2 days.

4. Position the racks to divide the oven into thirds and preheat the 
oven to 325 degrees F. Line two baking sheets with parchment 
or silicone mats.

5. Put the plastic bag on a cutting board and slit it open. Turn the 
firm dough out onto the board (discard the bag) and, using a 
ruler as a guide and a sharp knife, cut the dough into 1 1/2-
inch squares. Transfer the squares to the baking sheets and 
carefully prick each one twice with a fork, gently pushing the 
tines through the cookies until they hit the sheet.

6. Bake for 18 to 20 minutes, rotating the sheets from top to 
bottom and front to back at the midway point. The shortbreads 
will be very pale–they shouldn’t take on much color. Transfer 
the cookies to a rack.

7. If you’d like, dust the cookies with confectioners’ sugar while 
still hot. Cool cookies to room temperature before serving.

reCIPeS FroM neW MeMBerS!
This recipe is from Dr. Kimberly Wong —  
she brought these yummy treats to the Job 
Bank “speed dating” event.
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As an Ameriprise financial advisor, I’m here to help make your 
dreams a reality. Using our unique Dream > Plan > Track >® 
approach to financial planning, I can help you seamlessly 
integrate both your business and personal goals into one easy-to-
manage plan. With tailored solutions, I’ll help you manage taxes, 
develop attractive retirement and employee benefit programs, 
protect your business, and develop a sound succession plan.  

To start a conversation, call (916) 787-9988 today.

Violetta Sit Terpeluk, CFP®, MBA, CRPC®
Senior Financial Advisor
CERTIFIED FINANCIAL PLANNER™ practitioner

2270 Douglas Boulevard, Suite 218
Roseville, CA 95661 
(916) 787-9988 
CA License #: 0D80218
violetta.s.terpeluk@ampf.com
www.ameripriseadvisors.com/violetta.s.terpeluk

Ameriprise Financial cannot guarantee future financial results. 
Consult your attorney or tax advisor regarding specific tax issues. 
Financial planning services and investments available through 
Ameriprise Financial Services, Inc., Member FINRA and SIPC.  
© 2009 Ameriprise Financial, Inc. All rights reserved.

neW
MeMBerBeneFIt!

They can cook!

MUSIC AND DANCING TO HIP SERVICE AND THE SPAZMATICS 
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eveNt hIghlIghts
generaL MeMBerShIP MeetIng
October 13, 2009 — CDA Night

1: With so many events to choose from, it’s hard not to get involved with SDDS! 2: Drs. Kimberly Wong, Candy McComb and Bianca Yee catch 
up before the meeting. 3: Drs. Lora Foster, Shellie Edwards and Linda Yu enjoy the social hour.  4: Kevin O’Callaghan (Mustang Dental Studio) 
makes good use of his table clinic. 5: Dr. Madeline Majer (introduced as a Student Member last month) is welcomed as a full Active Member! 6: 
Dean Challios (CDA) updates attendees on the business of California Dental Association — particularly that of the outstanding political advocacy 
afforded to those involved in organized dentistry. 7: David Wade (Duncan, Linn and Wade) chats with Dr. Bryan Judd. 8: Ronnie and Dr. Frostad 
represent Frostad Atelier (a bronze casting foundry in McClellan, CA) 9: Dr. Jonathan Szymanowski pumps MidWinter (February 4–5, 2010). 
10: Dr. Rick Cardoza begins his presentation on 21st Century Lasers. 11: Dr. Terry Jones gets a hands-on laser lesson following the program.
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rtmiSleADing SoliCiTATionS: It has recently come to our attention that some California 
businesses have been receiving misleading solicitations, disguised as Statement of 
Information reminders, from the “California Business Filings Division.” The mailings, which 
include an official-looking logo, ask for a company’s address, the names and addresses of 
its principal officers, and a $239 filing fee. This notice does not come from any California 
governmental agency and should be disregarded if received. The actual Statement of 
Information form comes from the California Secretary of State and the filing fees are only 
$20-25, depending on entity type. The California Secretary of State has already issued a 
customer alert regarding these solicitations, which can be found at sos.ca.gov/business/
be/alert-misleading-solicitations.htm



Selling your practice? Need an associate? Have office space to lease? Place a classified ad in the 
Nugget and see the results! SDDS member dentists get one complimentary, professionally related 
classified ad per year (30 word maximum; additional words are billed at $.50 per word). Rates for 
non-members are $45 for the first 30 words and $.60 per word after that. Add color to your ad for just 
$10! For more information on placing a classified ad, please call the SDDS office (916) 446-1227. 
Deadlines are the first of the month before the issue in which you’d like to run.

SDDS MeMBer DentIStS 
Can PLaCe CLaSSIFIeD 

aDS For Free!
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DENTAL SPACE $0.95 psf — In an established Carmichael dental 
building. 1,200 sf. 2–3 exam rooms, waiting room, reception and 
private office. Nicely appointed and ADA accessible. Call Owner/
Agent (916) 443-1500. Lic. #01413910. 02-09

Newly reNOvAteD miDtOwN suite fOr leAse — 24th 
& K Street Dental Building. 1,000 sf — 4 ops, waiting, reception, 
lab, office, vacuum compressed air allowance for tenant 
improvements if desired. reasonable rent, 5 yr lease. Contact 
owner cell (916) 284-6614, ernestsweet@aol.com. 08/09-09

Suite for leaSe — Midtown: 6 months free rent. 
2 operatory. sacramento Dental Complex. Possible to 
purchase existing equipment. Great for new practice. 
Please call (916) 448-5702. 04-09

OrAl surGeON & OrthODONtist needed part-time 
in el Dorado hills. Gorgeous, state-of-the-art, all digital, 
chartless, stunning facility. see www.myniceteeth.com 
and www.myseminarroom.com. respond to email of Dr. 
Gowdey, gene@myniceteeth.com. 10-09

DAvis DeNtAl OffiCe in professional complex — 1238 
sf. 2+ exam rooms, reception, waiting room, private office(s). 
multiple entrances ideal for subleasing part if desired. Broker, 
(530) 757-3637. melrina@yolo.com. 10-09

PlACerville DeNtAl OffiCe fOr leAse. 4 operatories 
— approximately 1200 sq ft — plumbed for nitrous. Good 
location with easy access. self contained with own parking. 
Option to purchase or lease existing equipment. Contact 
sandy: (530) 622-6164. 10-09

OffiCe sPACe shAriNG rOseville / GrANite BAy. 1250 
sf modern facility, digital/paperless, in a prof’l one-story office w/ 
street signage. Currently used 3 days/week. ideal for mature, 
low-volume, high-end practice. dmd@surewest.net. 10-09

1,450 sf OffiCe sPACe AvAilABle at extremely 
favorable terms for an orthodontist next door to a 
children’s dental office in a new and growing area of 
Sacramento. If interested, contact Dr. John Carter at 
sacchilddds@gmail.com or fax to (916) 313-3232. 11-09

fOr sAle — Panorex x-ray, film-based, excellent condition. 
1998 Cranex 3+ model. Purchased from Patterson. $4,000. 
Call (916) 786-6431. 03-09

DeNtists serviNG DeNtists — Western Practice Sales 
invites you to visit our website, westernpracticesales.
com to view all of our practices for sale and to see why 
we are the broker of choice throughout Northern California. 
(800) 641-4179. 03-09

mODestO AND sOlANO COuNty — Excellent dental 
practices available in modesto and solano County. visit 
www.practicetransitions.com or call Practice Transition 
Partners at (888) 789-1085 about dental practices 
throughout California ant the u.s. 10-09

ArDeN wAy DeNtAl OffiCe. 1400 sf. 6 chairs. Open 
bay. easy access. Great parking. sale or lease. Owner 
(916) 802-9842 or (209) 223-2850. 11-09

A GreAt OPPOrtuNity! if you are planning or considering 
opening a practice in el Dorado hills, give me a call!!! Dr. 
Linssen (916) 952-1459. 02-09

CertifieD OrAl surGeON NeeDeD to work with our 
friendly and professional, multi=specialty, multi-office group. 
Part-time. state-of-the-art equipment, digital office. Please 
fax your resume to (916) 817-4376. 10-09

Stop the ScreaMing! in-office sedation services by mD 
anesthesiologist • Pedo/Adults • medi-Cal Provider • 20 years 
experience • Call (800) 853-4819 or info@propofolmd.com. 05-07

lOCum teNeNs — i am an experienced dentist, uOP 
graduate and i will temporarily maintain and grow your 
practice if you are ill / maternity leave or on extended vacation. 
(530) 644-3438. 02-09

YOu ASKED 
fOr THiS!

Nugget Survey 2009
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Vacation Trade
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Sporting Event Trade

neW CLaSSIFIeD SeCtIonS!
Vacation homes • Misc items for sale 

Home rentals / sales • Tickets
Contact SDDS at (916) 446-1227 for more information.

new Content on the CDA Compass

choosing a dental practice model —  
an important part of strategic planning

medicare dental coverage overview

take your Hygiene department from loss 
leader to profitable partner 
• Part I: Developing a Periodontal Mgmt Program 
• Part II: Assessing Your Hygiene Staffing and 

Scheduling needs 
• Part III: Establishing Hygiene Production Monitors 
• Part IV: Determining Hygiene Production Goals 

Hygiene Education Q & a 
Sample notification Letter to Dental Board 
Regarding Dentist’s Death or Incapacity 
Sample notification Letter to Patient(s) Regarding 
Dentist’s Death or Incapacity

updatEd rEsourcEs: Required Postings in a Dental Office •  
Bloodborne Pathogens Post Exposure Management Protocol • 
HIPAA Q & A 



sDDs CaleNDar of eveNts
NovEmBEr
2 NorCal Caucus (HOD)
 6:00pm / Spataro

 Dental Health Committee
 6:00pm / SDDS Office

3 Board of Directors Meeting
 6:00pm / SDDS Office

4 Continuing Education
 NEW LAW! For All Doctors 

Who Employ DAs
 LaDonna Drury-Klein, RDA, CDA, BS
 Sacramento Hilton — Arden West
 2200 Harvard Street, Sacramento
 6:30pm–8:30pm

5 SDDF Broadway Series
 Spring Awakening
 8:00pm / Sac Community Center

5 Continuing Education
 HR Audio Conference
 Do’s and Don’ts of 

Unemployment Insurance
 California Employers Association
 Noon–1:00pm

7 CPR BLS Renewal
 Sutter General Hospital
 8:30am–1:30pm

10 General Membership Meeting
 The Passion-Centered Practice
 Gary Zelesky
 Staff Night
 Sacramento Hilton — Arden West
 2200 Harvard Street, Sacramento
 6:00pm Social
 7:00pm Dinner & Program

11 Veterans Day
 SDDS office closed

DON’T “SPACE OuT” ON THE 30Th annual MiDWinTer cOnvenTiOn
TONS Of CE & A GrEAT TiME! YOu WON’T WANT TO MiSS iT!  feBruary 4–5, 2010 

12 Member Forum
 Your Continuing Care System — Is it 

Your Bread and Butter… or the Jam?
 Kerry Straine 

(President, Straine Consulting)
 Sacramento Hilton — Arden West
 2200 Harvard Street, Sacramento
 6:30pm–8:30pm

 Peer Review Committee
 6:30pm / SDDS Office

15 CDA House of Delegates
 Sacramento

17 Membership Committee
 6:00pm / SDDS Office

 CE Committee
 6:30pm / SDDS Office

19 Foundation Board Meeting
 6:30pm

november 9, 2009:
The Passion-Centered Practice

earn

3
ce uniTs!

NOvEMBEr GENErAL MEMBErSHiP MEETiNG: sTaff nighT

6pm: Social & Table Clinics
7pm: Dinner & Program

Sacramento Hilton, Arden West  
(2200 Harvard Street, Sac)

Presented by:
gary Zelesky

PrE-rEGisTEr	by

Jan 22, 2010

COurSE OBJECTivES:
• Discover the true meaning of “passion” and how it affects attitude professionally and personally.

• Discover how passion can energize and motivate your team to enhance patient care.

• Learn the six communication techniques to save time and money, while ensuring exceptional care.

• Learn how passion can help you understand and reward those who make up the team.

YOu ASKED fOr THiS!
Nugget Survey 2009
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