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Annual Holiday Party, 
Installation of Officers   
Dec 9, 2014

Swing for Smiles                              
Golf Tournament
May 8, 2015

special events

lunch & learn
11:30am–1:30pm • SDDS Classroom • 2 CEU, core • $50

Crown Prep, Common Pitfalls &                                                                       
Prep Design  
Presented by:  Dennis Amatulli, CDT (Infusion Dental Arts)           
                                                    
Wednesday, October 1, 2014

• Learn simple and effective ways of communication and teamwork
• Detect and prevent fails on impressions and prep designs
• Understand prep design indications
• What a technician likes to see in order to create                                                     

beautiful restorations

general meeting
3 CEU, core • 5:45pm–9:00pm • Hilton, Arden West • $60   

Recruitment Night
Practice Support from the CDA                                                                                    
Presented by:  Robyn Thomason, CDA Practice Support Center            
                                                    
Tuesday, October 14, 2014

• Find answers to common questions 
• Directly contact an analyst to ask a question
• Evidence—is it clear? 
• Download and customize manuals and policies
• Find new patient forms and informed consent information

continuing education
8:30am–1:30pm • SDDS Classroom • 5 CEU, core • $175

New Dimensions In Endodontics                                                                                   
Presented by:  Alex Fleury, DDS, MS         
                                                    
Friday, November 7, 2014

• Comprehend some of the underlying scientific concepts for success 
by taking a few simple steps during clinical care

• Learn how to achieve proper straight-line access 
• Realize the many applications of fibre-optic ultrasonics in endodontics
• Properly use the ESX® NiTi rotary file and instrumentation system
• Know the correct way to use an ultrasonic
• Understand the term, “Hydraulic Condensation” and its application
• Gain insight into the use of the new bioceramic materials
• Become familiar with a novel and efficient post preparation technique
• Understand that endodontics and restorative dentistry are part of an 

Endo-Restorative Continuumhr webinars
Noon–1:00pm • 1 CEU, 20% • Call from home or office • $35                                                      

Documentation, Remediation                                 
& Termination
Presented by:  Mari Bradford, California Employers Associatino           
                                                    
Wednesday, October 29, 2014

licensure renewal
8:30am–3:30pm • SDDS Classroom • 6 CEU, core • $160

California Dental Practice Act,
Infection Control & OSHA Refresher                                                                                   
Presented by:  Leslie Canham, CDA, RDA         
                                                    
Friday, October 24, 2014

• 2-hours of California Dental Practice Act for California licensees
• 2-hours of Infection Control for California licensees
• 2-hours of OSHA refresher to include bloodborne pathogens, hazard 

communication, materials safety, general office

cpr renewal
8:30am–12:30pm • SDDS Classroom • 4 CEU, core                                                  

    
Friday, November 14, 2014
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DON’T MISS THESE 
UPCOMING EVENTS!
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President’s Message

I   cannot believe it is fall and 2015 is just around the corner! I hope 
everyone had a wonderful summer and spent some quality time 
with their loved ones. This month I wanted to update you on our 

summer activities and bring to your attention some great activities 
happening this fall.

First, we had a wonderful Membership Appreciation Week filled with 
shredding, root beer floats and “warm calls” to thank our members. 
For those of you who don’t get the pun, “warm calls” are the opposite 
of “cold calls.” “Cold calls” are when you receive an unsolicited call 
trying to sell you something or entice you to donate money to a cause.  
A “warm call” (I think I just coined the term!) is when you receive an 
unsolicited call just to thank you for your membership. That is what 
our volunteers did during Membership Appreciation Week.  

October, November and December will be filled with wonderful 
opportunities to get involved and share in the excitement of organized 
dentistry.  The Foundation Gala:  Smiles for Sacramento is October 
18 at the Hyatt Regency Hotel and promises to be a fulfilled party. 

November 4 is the day we need you to vote NO on Proposition 46. 
Lawn signs, bumper stickers, etc., are available at the SDDS office. 
(Read more on page 19.) Organized dentistry shines in November 
with the CDA House of Delegate planning for the upcoming 
business year. 

Finally, December is the SDDS Holiday Party to install new officers 
and say “thank you” to our volunteers. There are so many events 
during the next three months, you must “get off the list” and come 
to at least one. I hope to see you there!    

By Kelly Giannetti, DMD, MS
2014 SDDS President

Making a“Warm Call” 
to invite you to our fun fall events! 
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SD Reliance Management is your Sacramento-based 
resource for processional, reliable billing and IT services. 

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

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

www.sdreliance.com        (916) 367-4252 
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Cathy’s Corner

By Cathy B. Levering
SDDS Executive Director

All Things “Social”
A fter proofing this issue of this Nugget, I pause to think about all 

the calls I get from our members regarding social media and social 
networking. Just last week a member dentist called in tears because 

her review on Yelp was horrible. Even though she had lots of great reviews, 
the one negative (mostly about how she was treated by the staff at the front 
desk) always was “at the top.” Her good reviews were only visible in the 
“not recommended” section. She asked me to help her. And, by the way, the 
negative review was, indeed, scathing.

Well, I talked to her about different options—although I am certainly NO 
EXPERT on this. My first recommendation was to call an expert (and I 
referred her to Uptown Studios, who is working with us on our website 
remodel). Uptown did a social media class for us last May. It was offered as 
a free class (thanks to a grant to us from ADA!). Only 15 people attended; 
we even served dinner! Second, I told her what I have learned in these types 
of classes—that is to respond to the negative review with a positive solution. 
Reach out to the reviewer and offer a conversation, a positive spin, etc. It 
should come from the doctor (at least seemingly, not the staff). Finally, a 
doctor may not know of the problem or the issue that may have happened 
“out front.” Third, contact your practice management consultant. There are 
many opinions on this subject; listen to them all and make the decision that 
is right for your practice.

In all of our surveys and outreach to our members, social media and review 
issues are always a request to have education and speakers. The requests have 
grown exponentially the past two years. 

So, what is SDDS doing about these requests? Midwinter Convention is one 
thing. We have a program for you on social media during the Midwinter 
Convention. The CDA Practice Support Center is another resource (they are 
the featured speaker at the October General Meeting). And you can always 
call us and we can connect you to an expert, an SDDS Vendor Member. 
Finally, read this issue of the Nugget. It will definitely make you think! This 
is a topic that you cannot ignore. Be proactive.    

P.S. And… I am still researching the Yelp issue about the non-recommended 
section of “good reviews.” I called Yelp directly; I have left four messages. Now I 
am connecting with two friends who work for Yelp. I’ ll keep you posted. I hope 
the answer is NOT that you have to pay, register or sign up in order to get the 
good reviews. That in itself would be another topic for a Nugget!
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save the date!
February 19 & 20, 2015
sacramento convention center

• Also Featuring Front Office Boot Camp! •

Stop Faxing & Start Emailing 

Securely! • Dentistry & the 

ICD-10     Attitude Makes a 

Difference    • Time for a Website 

Checkup? • Technology in the 

Front Office • Create a “Magic 

Moment” for Your Patients • Is 

Your Office Party Ready?

sign up 5 staff, get the 6th free!
early bird discount ends November 1 

Classes for RDAs!
•	 Including:

• Insurance: Protecting You &      
Your Practice!

• Restorative Updates in Esthetic 
Dental Treatments

• Bone Grafting

• Orofacial Pain 

• Patient Emotions in Dentistry

+ All Team Classes

New this year
•	 Including:

• It Starts with the Chart

• Implementing Proper Care 
Procedures for Implants

• Managing Dentinal 
Hypersensitivity—A Continuous 
Care Strategy

+ All Team Classes

Expo Market Classes for Dentists! Classes for RDHs!
•	 Including:

• Be the Hero of your Office 
Ordering Process

• No Flying in the Operatory! 

• High-Tech Hero:  A Dental 
Assistant of the 21st Century

• Food as your “Farm-acy”

+ All Team Classes
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Knowyou should

By Leslie Canham, CDA, RDA

Regulations pertaining to healthcare and dentistry are constantly 
changing. There are new OSHA, HIPAA, and Dental Practice Act 
regulations that require dentists to take action. Here are a few of the 
tasks you need to complete to be in compliance.  

OSHA

The New Hazard Communication Standard 

The OSHA Hazard Communication Standard became effective in 
2013. Dentists must train their workers in the new label and safety 
data sheet (formerly called MSDS) requirements by Dec. 1, 2013. 

Aerosol Transmissible Diseases 

In 2009, OSHA issued a requirement for dental practices to train em-
ployees in Aerosol Transmissible Diseases (ATDs). The dental practice 
must have written injury and illness preventions plans addressing ATDs 
and adhere to the CDC Guidelines for screening patients who may be 
infected with an ATD.  ATDs include all types of influenza, varicella dis-
eases, measles, smallpox, SARS, TB and other diseases and pathogens. 

Bloodborne Pathogen Training 

OSHA requires that employers ensure that all clinical employees 
participate in a training program. Training shall be provided at the time 
of initial assignment and at least annually thereafter. Documentation of 
the training must be maintained by the employer for at least three years. 

New HIPAA regulations require covered entities to complete 
required tasks 

In January 2013, the new HIPAA Omnibus Final Rules were published 
implementing changes to HIPAA Privacy, Security, Breach Notification 
and Enforcement Rules. All covered entities must revise their written 
policies and procedures to comply with the new rules. Training must be 
provided to workforce, both clinical and administrative. 

Here are some of the things you need to do:
1. Conduct and document a “Risk Assessment”

2. Re-write and post your HIPAA Notice of Privacy Practices

3. Update your Business Associates Agreements and have each 
business associate sign the new agreement

4. Create new written plans to demonstrate how the dental practice 
will adhere to HIPAA regulations

5. Train your workforce on the new regulations

6. Understand how to prevent breaches and know when you must 
provide breach notification to patients

7. Create various Logs:
• Amendment Request Log
• Disclosures of Patient Information Log
• Complaint Log 
• Breach Log
• Security Incident Log
• Emergency Access Log
• Maintenance Repair Log

• Electronic Media and Hardware Movement Log

I highly recommend that your practice purchase the American Dental 
Association (ADA)  “Complete HIPAA Compliance Kit ” where you can 
find the written forms and logs.

Dentists and hygienists to provide “notices to consumers”  

Two separate “Notice to Consumers” posters are required for both 
dentists and dental hygienists informing patients that Dentists/Dental 
Hygienists are licensed and regulated by the Dental Board of California/
Dental Hygiene Committee of California.  The phone number and website 
of  the Dental Board of California/Dental Hygiene Committee of California 
must also be on the poster.  All letters must be in 48 point font. 

Unlicensed dental assistants  

If hired after 1-1-2010, unlicensed dental assistants must possess the 8 
Hour Infection Control certificate, take a Dental Practice Act course and 
hold a current CPR certificate. The supervising is responsible for assuring 
dental assistants obtain these certificates within one year of employment. 

If you would like a complimentary copy of a HIPAA Compliance 
Checklist, send an email to Leslie@LeslieCanham.com. 

Hydrocodone Drugs Reclassified

Reprinted with permission from CDA.

The Drug Enforcement Agency (DEA) has finalized a rule to classify hydrocodone combination products such as Vicodin and Norco as Schedule 
II drugs instead of Schedule III. Effective Oct. 6, dentists with a Schedule III DEA registration will have to reregister with the DEA for Schedule II 
authority to continue prescribing/refilling certain pain-relieving medications for their patients. The DEA is permitting hydrocodone combination 
products prescriptions issued before Oct. 6 to be refilled until April 8, 2015, if the prescription authorizes refills. For more information, please visit                   
www.cda.org/news-events/hydrocodone-drugs-reclassified or contact Practice Analyst Teresa Pichay at teresa.pichay@cda.org.  

Regulations for Dentistry Update

www.sdds.org • October 2014  |  7



And at The Dentists Insurance Company, TDIC, we won’t treat you like one, 
because we are not like other insurance companies. Here, business is about doing 
what’s best for our policyholders and treating people with the respect and care 
deserving of a member of the profession. That’s why we have an expert, in-house 
claims team at the ready 24/7 as well as a razor-sharp legal team to help protect 
your reputation. What’s more, with TDIC, you will never experience an automated 
decline. Every case is reviewed by a council of your peers. Why go to such lengths? 
Because with TDIC, you’re not a market segment. You are a dentist. 

You are not a market segment.

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

Endorsed by 
the Sacramento District 
Dental Society

14-TDIC_CA-0451–SacramentoQ4.indd   1 8/27/14   12:45 PM

Do you “like” us?
www.facebook.com/sddsandf



There is absolutely no doubt that social media has 
exploded and become an important part of our 
everyday lives. If you are like me in the “baby boomer” 

generation, you may not completely understand what all 
this fuss is about Facebook, Twitter, blogging, Pinterest, 
YouTube, Instagram and other social media applications.  
For the longest time, I believed they were a fad and only my 
teenage children were using these platforms to communicate 
with each other.

However, the statistics surrounding the use and engage-
ment of people on these platforms is compelling and as 
dental professionals, we need to take notice and see how 
we can help our patients and grow our practices by having 
a specific social media marketing plan in place.

First, let’s take a closer look at our target market and who 
ultimately makes the healthcare decisions in the family.

According to the Kaiser Family Foundation, 8 in 10 mothers 
are responsible for deciding on the healthcare providers and 
services for their families.  Furthermore, the Department of 
Labor states that 80 cents of every dollar is spent by women 
on healthcare in the U.S.

As dentists, we know that the majority of the patients, who 
come in with a parent for their appointments, usually do 
so with their mothers versus their fathers.  I know in our 
practice that even the adult males that seek orthodontic 
treatment, often will tell us, “My wife sent me here!”

So if women are making the decisions on healthcare, we 
need to know where they are going for their information 
regarding a potential dentist for their families.

The Social Moms Report in 2013 found that 91 percent 
of moms are using social media on a regular basis.  
Furthermore, 44 percent of those polled said they often 
made a purchase after a recommendation from a friend on 
their social media network.

Edison Research (this group 
does all the presidential exit 
polls) found that 47 percent of 
the people polled say Facebook 
has the greatest impact on 
their purchase behavior and 
23 percent of all Facebook 
users check their account five 
or more times a day.

While we may not make 
decisions based on what our 
Facebook or Twitter friends recommend, it is clear that a 
large part of the population we serve does.

My initial foray into the world of social media started with 
a blog that I added to our website. This was five years ago. 
Today, we are on Facebook, Twitter, Pinterest, Instagram 
and YouTube. I have several team members who manage 
these social sites and several vendors I work with who help 
me with both written and video content.

Colleagues ask me if all this really works to bring in new 
patients to our practice. A year ago, I would have questioned 
its benefits, but in the past six to nine months, we have had 
increasing numbers of patients tell us they saw a video, 
read our blog or just asked their Facebook friends who they 
should see for orthodontic treatment.

Whether we like it or not, these social media applications 
are here to stay and we need to get onboard.

In this issue, we have several guest authors and articles 
that will go into greater detail about the pros and cons 
of different social media platforms and educate you about 
what is the best way to engage with potential and even 
current patients in your practice. 

From the Editor’s Desk

 

We have increasing 
numbers  of patients tell us 

they saw a video, read our blog 

or just asked their Facebook 

friends who they should see 

for orthodontic treatment.  

By Donna Galante, DMD
Associate Editor

                                            

Social Media:
Can it really help your practice grow?

Do you “like” us?
www.facebook.com/sddsandf
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TRANSITIONSSOCIAL MEDIA

We’ve all heard the statistics. 74 
percent of online adults are 
using social media. The average 

Facebook user spends 40 minutes a day on 
the platform. 100 million people use Twitter 
each day. You know your patients are on 
social media, but can it really help your 
practice? Social media is overwhelming. It’s 
complicated. It’s time consuming. It’s ever-
changing. At the same time, it offers amazing 
opportunities. Those practices that find a 
way to step up to the challenge will have a 
distinct advantage.

Drive Traffic To Your Website 
Your website is your hub. All your marketing 
efforts should lead here, the one property 
where you have 100 percent control, and the 
ability to convert visitors to new patients. 
Social media can help drive direct traffic 
with clicks to your site, and can also improve 
your search engine rankings.

To drive traffic, publish useful, interesting 
or entertaining content to your own website, 
share links to that content on social media, 
and get people to share your links. With the 
right social supporters sharing your content, 
the results can be exponential.

Search engines use social media engagement 
levels to assess the authority and quality of 
your website - key factors in determining 
search ranking. According to a 2014 study 
by Adobe, Pinterest, Google+, Facebook and 
Twitter all have a significant impact on search.

Social media posts themselves can appear in 
the search results too. Google+ is particularly 
good for this. And not just when you post 
them, either. Google+ posts can resurface in 
search results over and over.

Establish Your Expert Status

People make buying decisions based on trust. 

Social media can help you establish yourself 
as a doctor people trust.

Profiles: Are your social media profiles 
complete and up-to-date? Do your graphics 
look professional? The quality of your social 
media profiles reflects the quality of your 
practice.

Education: Before people choose a new 
dentist or commit to a new procedure, they 
research online. In fact, 38 percent of people 
surveyed had used the internet to find a 
doctor or dentist within the previous 12 
months. If your content is geared towards 
answering their questions, they will find you 
as a resource – and as their new dentist.

Reviews: Google reviews show up on your 
Google+ page, and impact your placement 
in local search results. Your patients can 
‘recommend’ you on Facebook. Consumers 
read online reviews, so make sure you’re 
managing yours.

Expert Activities: Have you written a book? 
Published an article? Been invited to speak? 
These all demonstrate that you are looked to 
as an expert. It’s OK to brag about yourself a 
little, or let your staff do it for you.

Connections: Social media is just that—
social. Whether it’s a local mommy blogger, 
a conference speaker, or a member of the 
media, you can ‘get to know’ people with 
the potential to exponentially increase your 
exposure.

Foster Relationships With Patients

They say the easiest person to sell to is someone 
who’s done business with you before.

Increased Treatment Plan Follow Through: 
Stay front and center on your patients’ 
radar. Maybe they haven’t gotten around to 
scheduling that crown. Maybe they had to 
cancel an appointment and never rescheduled. 
When they see your posts on social media, 

or read your article about the health risks of 
gingivitis, they are more likely to take action 
and get that appointment scheduled.

Referrals: While word-of-mouth is still 
the most common way of referring a friend, 
that number dropped by almost 10% last 
year. And the number of people following 
recommendations online is growing.

Customer Service & Reputation 
Management

For many, social media has become the go-
to place for customer service. If they post a 
question or complaint on your Facebook page, 
they expect a response. On Twitter, 27 percent 
of users follow brands to provide feedback, but 
56 percent of customer tweets are ignored. 
Don’t be the practice that leaves questions or 
feedback unanswered.

Social media is an integral part of people’s 
daily activity and online experience. By 
maintaining an active social media presence, 
you can drive traffic to your website, establish 
yourself as an expert, foster relationships with 
patients, manage your reputation, and provide 
customer service. 

You don’t have to do it all yourself. You can 
outsource general content like dental tips and 
quotes. Your staff can interact with patients 
and post photos. You can network with 
influencers and post while you’re traveling. 
With training and teamwork, you can make 
social media manageable - and use it to grow 
your practice. 

Kristin Singhasemanon is an online marketing 
consultant with almost 15 years of experience 
building websites and growing businesses 
through digital marketing. She owns Satin 
Web Solutions, where she offers web design, 
content marketing, social media management 
and training.

By Kristin Singhasemanon
Satin Web SolutionsCan Social Media

really help your practice?
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Is your practice losing patients because of a lack of online reviews, or 
even worse bad reviews? It’s becoming a national epidemic! Reviews 
are the driving force of online marketing, especially when it comes 

to dentistry. If your patients are unhappy they will let the world know, 
in fact many times it can get plain ugly. Don’t let the lack of reviews 
or worse yet bad reviews sabotage your practice. Rather than being 
reactive and waiting for a bad review to pop up, become proactive and 
take charge of your reputation. 

Did you know the average person now reads 11.6 reviews 
before making a buying decision? 

What will they read about your practice?

When a person is referred to a practice, a whopping 87 percent of those 
individuals go straight to the reviews not your website. If you have bad 
reviews or only a few reviews, they will never get to your website.

If you think your practice can afford to not have reviews, think 
again.  Yelp conducted a yearlong study that indicated just a one star 
drop in your overall star rating could cost you 14 percent of your 
total annual revenue. Still think reviews don’t matter?  

In fact, Cisco has estimated that 72 percent of all content on the net 
will be absorbed via video by the year 2015. The written review is the 
old way and video reviews are new and cutting edge. Video reviews are 
the only way for your practice to gain a massive competitive advantage.

YouTube is currently the second largest search engine, 
behind Google.

People now go to YouTube to search for information about products 
and services such as dentistry and healthcare. Having a strong 

presence online with video, especially video reviews, will help your 
practice gain significant results when it comes to the web and people 
searching for providers.

As part of your Social Media strategy, having a very strong presence 
on YouTube is critical to your practice reputation and success

Positive reviews and lots of them will insure that you don’t get lost 
but rather standout as the innovator and leader in your local dental 
niche and more importantly in the search results.

Just in case you are not sold on the importance of video, 
look at the following facts:

• Your chances of getting a page 1 Google ranking are about 53 
times higher when you use online video

• 75 percent of users will visit your website after they watch an 
online video review

• 85 percent of visitors are more likely to buy after watching a video

So with these kinds of statistics, you can see that video is more 
important than ever as part of your entire social media marketing. 

In fact, the beauty of video is that once the videos are optimized, your 
videos will continue to rank and get watched for years.  

Ron Tyler has focused on strategic on and off line marketing with his 
company Ron Tyler Marketing for 30 years. A graduate of the International 
School of Business at San Francisco State University, Ron has worked 
with hundreds of companies, providing them with innovative, non-linear 
marketing solutions. Visit his website at rontylermarketing.com or contact 
him at rtyler51@comcast.net or 916.837.4472 

Is your practice losing patients because of a lack of online reviews, or even worse 
bad reviews? It’s becoming a national epidemic! Reviews are the driving force 
of online marketing, especially when it comes to dentistry.  If your patients are 
unhappy they will let the world know, in fact many times it can get plain ugly.

Online Reputation Management & 
the power of YouTube

By Ron Tyler
Ron Tyler Marketing
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SOCIAL MEDIA

41,500 Reasons to Blog
By Brodie Tyler

Inbound Systems, Inc.

I remember her spending hours researching 
TMD and its relationship to orthodontics. 
Her choices were either impersonal sites 

like WebMD or local doctor websites with 
very little helpful information.

For all of information she consumed, my 
wife felt like there wasn’t enough that was 
applicable. She simply desired insight about 
her situation from a local expert. 

Now you’re a blogger 

So, I’ve convinced you to utilize a small 
portion of your ample spare time to write 
an original blog post for your practice’s 
website. Piece of cake, right?

You sit down at your computer, open a 
blank blog page, and then proceed to type 
out the most engaging dental blog post 
known to man. A few clicks of the mouse 
and your work of art is published—all in 
just 5 minutes flat.

That was so simple you decide to do this 
weekly from here on out.

If only it were that easy.

First of all, statistics show that your practice 
probably doesn’t have a blog, let alone a 
website. (Over 50 percent of small businesses 
don’t have a website according to Google.)

If you do have a blog, congrats! You’re a step 
ahead of other doctors. Even so, chances are 
it’s been months (or dare I say, years) since 
your last blog post.

Finally, let’s say you do have a blog that’s 
updated weekly. With the dental blogs I see, 
90 percent of them are full of the same, dull 
content that is regurgitated on hundreds of 
other dental blogs.

Be proud of what you publish
If you’re publishing the same exact articles 
as the practice down the street, how does 
that add value to potential patients?

You should be proud of any content that 
appears with your name on it. That means 
your blog articles need to be interesting, 
engaging, original, informative, and even 
controversial.

In full disclosure, the company I own 
publishes blog and other content for 
professionals all across the country. As 
a result, I get to see firsthand the success 
blogging has on small businesses.

One client in particular brought in nearly 
$41,500 of new revenue over a 3 month 
period thanks to the promotion of his blog 
posts in his eNewsletter.

I’m sure you’ll agree… those are 41,500 
wonderful reasons to blog!  

Brodie Tyler founded Inbound Systems, Inc. 
in answer to an increasing number of requests 
for his marketing ideas and expertise. He is a 
published author, the editor of the Marketing 
Insider monthly newsletter, and the proprietor 
of the Small Business Marketing Ideas blog. 

My wife has TMD. When she was looking for information and an 
orthodontist who would work well with the bioesthetic dentist handling 
her case, where do you think she turned? You guessed it, the internet.

What makes effective blogging so 
difficult?

It doesn’t have to be! Depending on how 
you value your time, you have two choices:

1. Whether by you or someone in 
your office, you can do it inhouse. 
The key is to establish a system of 
blogging on a weekly basis. How you 
install this process depends on your 
available time and staff.

2. Your other option is to delegate it 
to an outside publisher. You’ll want to 
make sure they’ll write personalized 
content that is unique to only you and 
your practice. Surprisingly, this may 
be the more affordable route to go.

Did you know that a blog is the 
ideal way to publish this type of 
content? Here are 5 reasons why: 

1. More Authority:  As the doctor 
providing solutions for your local 
community, you automatically 
establish yourself as the authority on 
the subjects you blog about.

2. More Visibility: With each blog 
post you publish, a new page is 
added to your website. The more 
pages you have, the more Google 
files you in their index of web pages, 
and the more visibility you’ll likely 
receive.

3. More Traffic: Naturally, more 
visibility in the search engines 
translates into more traffic to your 
website.

4. More Trust: Blogs are the perfect 
platform for addressing your patients’ 
questions As a result, you gain trust 
in their eyes.

5. More Leverage: Your office is 
only open so many hours a week. 
On the other hand, you can leverage 
your knowledge with a website full of 
useful blog posts 24 hours a day, 7 
days a week, 365 days a year. 
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Consolidated Pension Consultants, Inc. 
Service Beyond Expectations

916.646.4900       cpc@cpctpa.com

CPC will make sure that your                        
retirement savings lasts forever.

• We will gather data to provide you with a 
complimentary customized Retirement 
Income Analysis  

• We will discuss and decide on conservative 
estimates specific to your personal situation

• We will be your guide whenever questions 
or concerns arise now or into the future

SDDS Member Benefit:  FREE Plan 
Installation to first 5 member dentists!
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TRANSITIONSSOCIAL MEDIA

Over the past year there has been 
a new emphasis on social media 
advertising in the dental office.  

With the economy on an upswing, 
dentists are looking to capitalize on the 
momentum.  Marketing and advertising 
has always been an important part of any 
successful dental practice and finding 
ways to be more effective has been a 
goal. Understanding the importance of 
marketing for dentists, there has been a 

rise in companies focused on healthcare 
advertising; several have jointly marketed 
their services  with dental suppliers and 
even dental consultants.  There is no doubt 
that having an advertising ‘coach’ can be 
a good thing.  It is important that the 
dentist realize that, no matter who gives 
you the advice, the dentist is ultimately 
100 percent responsible.  California and 
a few other states have laws that restrict 
healthcare advertisements involving a 
sharing of fees or pay for referral.  When 
it comes to social media advertising there 
has been a big rise in companies offering 
a ‘refer a friend campaign’ or for ‘liking’ 
a Facebook page.  They offer incentives 
such as a entry into a raffle for a 50” 
TV or a gift of some kind.  Sometimes 
these campaigns are promoted heavily by 
trusted dental business consultants. No 
matter where or how these campaigns are 
promoted, they are a clear and concise 
violation of California law - specifically 
the Business and Professional Code 650 
which all healthcare providers, including 
dentists, are required to follow.  The exact 

wording is as follows:

650.  (a) Except as provided in Chapter 
2.3 (commencing with Section 1400) of 
Division 2 of the Health and Safety Code, 
the offer, delivery, receipt, or acceptance 
by any person licensed under this division 
or the Chiropractic Initiative Act of any 
rebate, refund, commission, preference, 
patronage dividend, discount, or other 
consideration, whether in the form of 
money or otherwise, as compensation or 
inducement for referring patients, clients, 
or customers to any person, irrespective 
of any membership, proprietary interest, 
or coownership in or with any person to 
whom these patients, clients, or customers 
are referred is unlawful.

The exact punishment for a violation is 
explained in B&P code 650 subsection g.  
It reads as follows:

650(g) A violation of this section is a 
public offense and is punishable upon 
a first conviction by imprisonment in a 
county jail for not more than one year, or 
by imprisonment pursuant to subdivision 
(h) of Section 1170 of the Penal Code, 
or by a fine not exceeding fifty thousand 
dollars ($50,000), or by both that 
imprisonment and fine. A second or 
subsequent conviction is punishable by 
imprisonment pursuant to subdivision 
(h) of Section 1170 of the Penal Code, or 
by that imprisonment and a fine of fifty 
thousand dollars ($50,000)

As a dental association, the CDA and  
SDDS are here to serve its members.  
The last thing we would like to see is any 
dentist make the evening news and change 
their scrubs in for orange jail wear and ill-
fitting shoes. Please be careful and dutiful 
when making advertising decisions.  As a 
membership benefit, the CDA welcomes 
you to call, email or fax any advertising 
campaign you are considering for review.  
Effective legal advertising is the goal. It’s 
not worth the risk of jail time or fines to 
bend the law for a potential “like” on a 
Facebook page.  

By Volki Felahy, DDS
Ethics Committee Chair

The Ethics of Social Media

Effective legal 
advertising  is the 

goal. It’s not worth the risk 

of jail time or fines to bend 

the law for a potential “like” 

on a Facebook page.   
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AN ETHICAL  
DILEMMA

What Would You Do?
Thank you to all members who answered “What Would You 
Do?” for Ethical Dilemma #4!

Please see the answer at the bottom of the page in orange. 
But first, here again is Ethical Dilemma #4, which was 
featured in the June/July Nugget:

By Brandon Martin, DDS, MS (Ethics Committee Member)

It is a peaceful Friday afternoon, around 4:00 p.m.  In room 
2, you have a patient of record that is being seen for an 
emergency visit due to extreme pain. The patient states that 
10mg of Norco is the only thing that works for them. After 
a thorough exam, you cannot find anything clinically wrong 
with the patient.  The three possible answers that were 
presented for this dilemma were:

1) Prescribe 10mg of Norco.  As the patients dentist, you must 
be available to ease pain and suffering.  It is wrong to withhold 
medication from one of your patients with uncontrolled pain, 
or to assume you know what will work best.

2) Prescribe 600mg Ibuprofen and 500mg Acetaminophen 
(deny the patient Norco).  Explain that a combination of 
600mg ibuprofen and 500mg acetaminophen works better 
than opioids.  As dentists, we must recognize drug-seeking 
behavior and manage pain appropriately. 

3) Give the patient a referral to a pain specialist with no 
prescription. Explain that you are not comfortable prescribing 
medication when you cannot identify a cause.  Tell the patient 
to go to the emergency room if the pain is unbearable.

Here is the answer chosen by the SDDS Ethics Committee: 

Ethical dilemmas regarding over use of pain killers can 
happen in the dental office setting. As Dentists we need 
to be aware of patients’ legitimate need for prescription 
drugs and balance the ethical principles of Beneficence, 
“the obligation to benefit others or to seek their good” 
and compassion,”caring and the ability to identify with 
the patients overall well being”.  If a patients’ desires for 
prescription pain killers are not motivated or warranted 
from the clinical signs or the dentist’s professional opinion 
the treating dentist has the responsibility and obligation to 
refer the patient for evaluation.  

The best answer to be chosen for this dilemma is:  

3) Give the patient a referral to a pain specialist with no 
narcotic prescription.  

TRANSITIONSSOCIAL MEDIA

Gordon Stevenson, Senior VP
Real Estate Healthcare Specialist

Dental/Medical Office Building Sales/Leasing

“The Gordon Group”
Helping Those Who Help Others

Dental / Medical Office Buildings Available:

TRI Commercial - Roseville
gstevenson@tricommercial.com
916.677.8150   |   BRE # 01092461

AVAILABLE FOR LEASE  
6403 COYLE AVE., CARMICHAEL 

Gordon Stevenson, Senior VP 
Real Estate Healthcare Specialist 

Dental/Medical Office Building Sales/Leasing 

The Gordon Group 
Helping Those Who Help Others 

 
♦ 50 Years Combined Real Estate Experience ♦ 

(UNITED STATES DISABLED VETERAN OWNED BUSINESS) 
 

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

AVAILABLE FOR LEASE 
1600 CREEKSIDE DR., FOLSOM 

• ±1,198 - ±8,191 Sq. Ft. 
• Located On Dignity/Mercy 

Campus 
• Private Balconies 
• Tenant Improvement Funds 

Available 

• ±1,449 & ±1,464 Sq. Ft. 
• Located On Dignity/Mercy 

Folsom Campus 
• Fully Built-Out Medical Office 
• Private Balconies 

 

Visit our website www.gordongrouphcp.com to view more properties. 

• 32 Years Real Estate Experience •
(UNITED STATES DISABLED VETERAN OWNED BUSINESS)

2233 Park Towne Circle, Sacramento

• ±2,250 Sq. Ft.
• High end Tenant Improvements
• Class A Medical Building

911 Reserve Dr., Roseville

• ±4,371 SF (divisible)
• Negotiable Tenant Improvement Allowance
• Located right behind “The Fountains”

5400 Park Dr., Rocklin

• ±4,592 Sq. Ft. - For Sale
• Building signage
• Walking distance to Rocklin High School
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By Ben Anders, CPA
Anders Accounting, Inc. (SDDS Vendor Member)

Last December, I attended the SDDS 
Holiday Party.  I got a little tipsy and 
spent a little bit too much at the silent 

auction.  I wasn’t too tipsy, however, to really 
sit up and take notice when they announced 
that the family of Dr. Jim Oates had donated 
$215,000 to the Sacramento District Dental 
Foundation.  A donation that size really says 
a lot about Dr. Oates and his family.  It shows 
how much they care about dentistry and 
about the community.  It also shows the high 
value they place on charitable giving.  

With the Foundation Gala just around the 
corner on October 18, this seems like a great 
time to address this topic in more detail.  Yes, 
I’m a CPA, and yes, there are tax and estate 
planning benefits for giving to charity, but 
really, those should be considered as secondary 
benefits to the primary benefits of giving, 
which I believe are emotional and spiritual.

Many people believe in the philosophy you 
have probably heard referred to as “karma”, 
or “what comes around goes around.”  If you 
have ever given someone a birthday present, 
or served a meal to the poor, or provided a 
dental exam or cleaning to someone who 
couldn’t afford it, I’m sure you have felt 
in your heart the power of giving.  In her 
diary, Anne Frank wrote, “No one has ever 
become poor by giving.”  I think this was 
an understatement because not only do we 

not become poor by giving, we become rich 
—rich in spirit, rich in emotion, and rich in 
connection to those outside of ourselves.

If charitable giving is in your heart, it’s 
important to build it in to your entire 
financial plan.  I know this is what the Oates 
family did because they gave the donation 
to the Dental Foundation via a charitable 
trust.  This is a tool used for estate planning 
designed to give either a steady stream of 
income or a large chunk of money to a charity 
while avoiding or minimizing estate taxes.

There are also income tax benefits for giving 
to qualified charities.  Though there are some 
exceptions, generally you can give up to 50 
percent of your adjusted gross income every 
year to charity.  And if you give too much, 
you can carry forward the non-deductible 
contributions for use in future years.  You 
can donate, money, goods, vehicles, land, 

and appreciated property such as corporate 
stock and receive a tax deduction for your 
donation.  If you receive a windfall and want 
to make a large donation, you may want to 
consider using a “donor advised fund.”  This 
tool allows you to take the tax deduction for 
the large donation in the current year, but 
direct the giving over a number of years or to 
a number of charities.  You can also donate 
your time, but the reward you receive for that 
will not show up on your tax return, it will 
show up in your heart.

As I mentioned above, the Foundation 
Gala is coming up on October 18.  Another 
Anne Frank quote seems to apply perfectly 
here too: “How wonderful it is that nobody 
need wait a single minute before starting to 
improve the world.”  I should also mention 
that nobody need wait a single minute before 
consulting his or her CPA, as the rules around 
charitable giving, and all the other tax rules 
for that matter, can be complex.  Seriously 
though, follow your heart, build charitable 
giving into your financial plan, and make the 
world a better place.  

Ben Anders, CPA is the owner of Anders 
Accounting Inc, a Sacramento accounting firm 
that specializes in working with dentists. He 
can be reached at 916.346.4005 or by email at 
ben@andersaccounting.com.

Charitable Giving:                       
It’s not just about the tax savings

How wonderful it 
is that nobody need wait a 

single minute before starting 

to improve the world.

- Anne Frank

For more information on how to give to the SDDS Foundation, visit: www.sdds.org

Ways to support the Foundation
• Attend the Smiles for                     

Sacramento Gala!
• Make a pledge to the perpetual 

endowment campaign
• Make a memorial contribution

• Consider the Foundation when doing 
your estate planning

• Become a Foundation Member ($75/yr)
• Play in the Annual Golf Tournament
• Attend a Broadway show!

A CHARITABLE 501-C3 
ORGANIZATION

16  |  The Nugget • Sacramento District Dental Society



Social Media Strategy
Your Company's Name

OCTOBER 18, 2014
6:30pm • Hyatt Regency

$150 / person 
$1500 per table 

To attend, see insert or 
visit sdds.org!

a gala and auction t o benef it                                  
the SDDS Foundation

Check out our Live Auction Items!
1. 1-week stay at Whaler’s Cove in Kauai, Hawaii

2. 1-week stay at Dollar Point lake side home in Tahoe

3.  Exclusive golf for 4 at a mystery location

4.  Art by world-renowned local artist Gregory Kondos

5. Party for 20 at Matteo’s

6. Development by Uptown Studios ($5,000 value)

7. A handmade quilt by Dr. Nancy Archibald! 

1 2 3

4 5

6 7
We       our Sponsors!

$10,000

$5,000

$2,500

PATTERSON
DENTAL

Morgan Stanley

Delta Dental Foundation

Analgesic Services
First US Community Bank
Heise & Alpha OMS
Merchants Bank
Sutter Community Foundation
Dr. Bev Kodama and Will Galloway
Star Group
TDIC
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YOU ARE A DENTIST.  You are also 

an employer. Employee evaluations, hiring 

and firing, labor laws and personnel files 

are an important part of that. This monthly 

column, will offer current employment 

law information pertinent to you —  

the dentist, the employer.

YOU
THE DENTIST, THE EMPLOYER

The 4 Human Personality Types                                       
 in the dental practice 
By CDA Practice Support 

The ability to understand and 
recognize different personalities can 
be something that helps with patient 

treatment acceptance and relationship issues 
with co-workers said Michael Perry, DDS, 
CDA director of practice management. Perry 
has identified the main personality types that 
can be present in the dental practice based 
on the Myers-Briggs Type Indicator, which 
was created from science developed by Swiss 
psychiatrist Carl Jung. 

Specifically, Perry says there are four types 
of personalities in the dental practice: 
Driver, Intuitive, Stabilizer and Calculator 
(DiSC). Below is a breakdown of what each 
personality type includes.

Driver: Blends a high level of emotional self-
control with a high degree of assertiveness. 
Task-oriented people who know where they 
are going and what they want. They get to 
the point quickly and express themselves 
succinctly. They are typically pragmatic, 
decisive, results-oriented, objective and 
competitive. They are usually independent, 
willing to take sound risks and valued for 
their ability to get things done.

Intuitive: Tends to integrate a high level 
of assertiveness with much emotional 
expression. Looks at the big picture, and 
often takes fresh, novel approaches to 

problems. Generally willing to take risks 
in order to seize opportunities and realize 
dreams. Their ability to charm, persuade, 
excite and inspire people with a vision of the 
future can be a strong motivating force. They 
tend to decide and act quickly.

Stabilizer: Combines higher-than-average 
responsiveness with a comparatively low level 
of assertiveness. Tends to be sympathetic to 
the needs of others and are quite sensitive 
to what lies below the surface behavior of 
another person. Of all the styles, they are most 
likely to use empathy and understanding in 
interpersonal problem solving. Their trust 
in others often brings out the best in their 
customers, friends and coworkers.

Calculator: Combines a high level of 
emotional self-control with a low level 
of assertiveness. Tends to take a precise, 
deliberate and systematic approach to 
work. Usually gathers and evaluates much 
data before acting. Generally industrious, 
objective and well organized.

Perry said most dentists are a mix of the 
calculator and stabilizer personality types. 
This, according to Perry, can sometimes 
become a problem if describing treatment 
to patients too technically. The same goes 
for other members of the dental staff such as 
dental assistants and hygienists who are also 

often oriented toward technical detail. 

“Most dentists are great at microsurgery, but 
communication can be a challenge,” Perry said. 
“No personality type is better than another 
personality type, but if you own a practice 
and fall under the calculator personality type 
and you have a dental assistant or hygienist 
that has a calculator or stabilizer personality 
type, you will have to understand and adapt to 
their characteristics for the betterment of the 
practice — I like to say dentistry is 80 percent 
treatment and 20 percent psychology.”

 Perry encourages entire dental teams, not just 
dentists, to study and understand the various 
personality types. When a patient calls 
for an appointment, for example, the staff 
member who received the call can attempt to 
understand what category that patient falls 
under. By the time the patient comes in for 
his or her appointment, the staff member will 
be able to inform the rest of the team what to 
expect out of that patient’s personality.

Perry warns not to rely on the system too 
much, however, because it isn’t a be-all and 
end-all.

“Some people are easier to judge than others, 
some will fall into a specific category and 
some will be in the middle. It’s just a tool. 
Personalities are not always a measurable 
thing,” Perry said. 

SDDS HR Hotline
FREE TO SDDS MEMBERS!

1.800.399.5331

MEMBER

BENEFIT!

The degree to which others see a person’s behaviors as being forceful or directive. The degree to which 
a person’s behaviors are seen by others as being emotionally responsive or expressive, or emotionally 
controlled. These are things that may not be considered on a day-to-day basis in the dental practice, but it 
could be beneficial to dentists and the rest of the staff to begin to analyze such personality traits. 
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Committee Corner

A Grassroots Guide To                                    
Proposition 46

By Todd Roberson
CDA External Affairs Administrator
Legislative Grassroots Committee 

In the last issue of The Nugget, Dr. Michael 
Payne, Chair of the Legislative Grassroots 
Committee, provided a summary and 

informative breakdown of the six measures that 
qualified on the November ballot. One measure 
that the California Dental Association and 
physicians statewide are advocating against is 
Proposition 46, the MICRA ballet measure. 

Here is a Grassroots Guide to Prop. 46 and 

reasons to vote NO:

• Prop. 46 is on the November ballot in California 
and was drafted by trial lawyers out to profit 
from lawsuits against health care providers. 
If passed, Prop. 46 will increase health care 
costs, jeopardize patients’ ability to see their 
trusted physicians and dentists, and threaten 
the privacy of personal prescription drug 
information.

• A broad and bipartisan coalition that includes 
dentists, doctors, community health centers, 
hospitals, local governments, business groups, 
labor groups, and many more all oppose 
Proposition 46.

• Prop. 46’s main provision will quadruple the 
non-economic damages cap under California’s 
successful Medical Injury Compensation 
Reform Act (MICRA), the law that governs 
legal proceedings if someone is injured in a 
medical procedure, raising it from $250,000 
to $1.1 million. (Californians already have the 
right to unlimited economic damages, such as 
medical costs and lost wages. In addition, they 
have the right to pursue unlimited punitive 
damages).

• This single change will triple trial lawyers’ legal 
fees in the non-economic damages portion of 
these lawsuits.

• Higher payouts and more lawsuits will increase 
healthcare costs significantly for patients and 
taxpayers. According to a study by California’s 
former Legislative Analyst, the end result will 
be more than $1,000 a year in higher health 
costs for the average California family. 

• Prop. 46 will jeopardize patients’ ability to see 

their trusted doctors. Many health care providers 
could be forced to leave California to practice 
in states where medical liability insurance is 
more affordable. Respected community clinics 
warn that if Prop. 46 passes they will have no 
choice but to reduce or eliminate vital services, 
especially in underserved areas.

• Prop. 46 contains two other unrelated provisions 
dealing with drug testing and the state’s 
prescription drug database, which were 
intentionally included by the backers in an 
attempt to mislead voters and take the focus 
off the lawsuit provision.

• By the proponents’ own admission, the doctor 
drug testing provision was added as “the 
ultimate sweetener” for voters just because it 
tested well in focus groups.

• The third provision would require doctors and 
pharmacists to consult a statewide database of 
Californians’ personal prescription information 
before prescribing certain medications. Doing 
so would swamp an already slow and unreliable 
state database that isn’t scheduled for upgrades 
for at least six months after Proposition 46 
would take effect, putting providers in the 
untenable position of having to break the law 
to treat their patients, or break their oath by 
refusing needed medications. 

• Proposition 46 also fails to put in place any 

new protections to safeguard patients’ private 

prescription information.   

As a reminder, campaign 
posters, pamphlets, buttons, and 
other informational materials for 
Proposition 46, the MICRA ballot 
measure, can now be ordered 
and downloaded at no cost from 
www.NoOn46.com.

LINK OF THE MONTH!  www.NoOn46.com
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YOU

Remodeling Before Retiring

I was recently published in a national dental journal 
addressing this issue. If you have eight or more years 
to practice, I believe it is always a good idea to invest 

in your practice. Of course, various equipment and 
leaseholds have different lifespans, but since we spend a 
huge portion of our lives at work, we deserve to work in 
an environment which we enjoy. A good environment 
with ergonomic equipment can help us enjoy working 
more years with greater satisfaction. Update your basic 

equipment and leaseholds on a routine 
basis.  Substantial investments such as 
a Cerec machine or a 3D cone beam 
unit should only be purchased if it 
increases your return on investment. 
*It should be utilized enough to offset 
the expense. Don’t assume that it will 
expand your practice.  Be sure you 
have the patient base to support your 
investment. This is not like the famous 
line in the movie that states “if you 
build it, they will come!”

Generally speaking, if you only have 
five to 10 years remaining in your practice, simple and 
inexpensive leasehold upgrades are definitely worth the 
investment. However, high-end equipment expenditures 
will generally not return the investment through an 
increased sales price of your practice. Practice value 
is typically based predominantly on your collections 

or net profit. Upgraded equipment and leasehold 
improvements may only increase the practice sales price 
nominally.  With three or more remaining years, the 
one item I would encourage any dentist to invest in is 
Digital X-rays. Most recent graduates have never even 
seen an X-ray processor!

However, my crystal ball for the future tells me that 
once the baby-boomers start to retire, you might need 
an updated office with newer equipment in order for 
it to be competitive with the other practices on the 
market. Having said that, practices which are collecting 
less than $400K to $500K might be better merger 
opportunities as the average debt loan of a recent 
graduate is approaching $400K. Those smaller practice 
owners may need to position themselves with shorter 
term leases to be able to move their patients into another 
office. Therefore, equipment and leasehold expenditures 
would definitely not be warranted. When you are five 
years out from your planned retirement, speak with your 
advisors to determine whether your best exit strategy is 
keeping your practice in its current location or leaving 
the opportunity open for a buyer to purchase your 
patient charts and merge them into another practice. 

In summary, capital expenditure decisions are dependent 
on: 1) the time remaining before you retire, 2) the 
possible return on investment for new technology, and 
3) the size of your practice and likely model for your 
specific transition requirements.  

YOU ARE A DENTIST.  You’ve been 
to school, taken your Boards and settled 
into practice. End of story?

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

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

By Tim Giroux, DDS
Western Practice Sales
(SDDS vendor member)

THE DENTIST,                                         
THE BUSINESS OWNER

I am 13 years into my career and need to do a remodel on my practice. What factors 
should I consider to get a maximum return on my investment as I am starting to also 
plan for retirement?

Once the baby-
boomers start to retire, you 

might need an updated office 

with new equipment in order 

for it to be competitive with the 

other prices on the market.”
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WESTERN PRACTICE SALES 
John M. Cahill Associates 

800.641.4179 

Tim Giroux, DDS Jon Noble, MBA 

What separates us from other brokerage firms? 
 
 
 

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

A Better Candidate     A Better Fit     and A Better Price! 

 

Local Testimonials 
 
 
 

“The fact that you’re a dentist adds a whole new dimension to your abilities as a broker, one which most other brokers 
can’t come close to” 
 
“It’s great to have you right here in the Sacramento area. You were always available and always full of advice. Thank you” 
 
“Your experience & knowledge coupled with your kind personal touch I believe makes you the best in the industry!” 
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SDDS ANNUAL MEETING 
ELECTIONS RESULTS

Elections were held at the Sept. 9, 2014 General Meeting

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

Board of Directors
Dean Ahmad, DDS (2015–2016: 2nd term)
Margaret Delmore, MD, DDS (2015–2016: 2nd term)
Volki Felahy, DDS (2015–2016: 1st term)
Lisa Nielsen Laptalo, DMD (2015–2016: 1st term)
Peter Worth, DDS (2015–2016: 2nd term)

Existing Board Members continuing term:
Bryan Judd, DDS • Bev Kodama, DDS
(I-year vacancy to be appointed by Dr. Patel in January.) 

Trustees
Robert Gillis, DMD, MSD (2015-17: 2nd term)                                            

Existing Trustee continuing term:                                                                                       
Terrence Jones, DDS (2014-16)

Delegates
to CDA House of Delegates (2 year term, 2014–15):  

Nancy Archibald, DDS
Guy Acheson, DDS
Bryan Judd, DDS
Steve Leighty, DDS
Kim Wallace, DDS
Peter Worth, DDS

Existing Delegates continuing term:
Gary Ackerman, DDS
Nancy Archibald, DDS
Wallace Bellamy, DMD
Kelly Giannetti, DMD, MS
Victor Hawkins, DDS
Carl Hillendahl, DDS
Bev Kodama, DDS
Viren Patel, DDS
Jonathan Szymanowski, DMD, MMSc

Foundation Board of Directors
Kevin Keating, DDS, MS (2015–2016: 3rd term)                                                                        
Nancy Archibald, DDS (2015)                                                                                         
Robert Daby, DDS (2015-2016: 1st term)                                                    
Kent Daft, DDS (2015-2016: 1st term)
Steven Cavagnolo, DDS (2015–2016: 2nd term)
Adrian Carrington, DDS (2015–2016: 3rd term)
Kelly Giannetti, DMD, MS (2015)
Kathi Webb, Associate Member (2015)

Existing Board Members continuing 2014 term:
Debra Finney, MS, DDS • Robert Gillis, DMD, MSD •                               
Victor Hawkins, DDS •                               

VOLUNTEER
Opportunities

CDA CARES, POMONA                                                                            
November 21–22, 2014                                                                    
Pomona Fairplex 

CDA CARES, SACRAMENTO                                                                         
March 27–28, 2015                                                                                 
Cal Expo   

TO VOLUNTEER, CONTACT:  
Robyn Alongi (916.554.5305)                                                 
www.cdafoundation.org/cda-cares

                                                                              

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

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

SMILES FOR KIDS
VOLUNTEERS NEEDED: Doctors to “adopt” patients                                  
seen on 2014 Smiles for Kids Day  for follow-up care.

CONTACT INFO:  
SDDS office (916.446.1227 • smilesforkids@sdds.org)

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

CONTACT INFO:  
Kathi Webb (916.743.5351 • kwebbft@aol.com) 

GLOBAL BRIGADES
VOLUNTEERS DENTISTS AND AUTOCLAVES NEEDED.

TO VOLUNTEER ABROAD VISIT: www.globalbrigades.org

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

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

ALSO NEEDED: Dental labs and supply companies to partner 
with; home hygiene supplies

VOLUNTEERS CONTACT INFO:  
Ed Gilbert (916.925.9379 • ccmp.pa@juno.com)

(COALITION FOR CONCERNED MEDICAL 
PROFESSIONALS)
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OUR MISSION

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

Board Report

Call to Order
President Dr. Kelly Giannetti called the first 
meeting after summer break and the fourth 
overall meeting of the year to order at 6:15 
p.m. No conflicts of interest were declared. 
There were no changes to the agenda.

Secretary’s Report
Dr. Wallace Bellamy reported on the 
following:

• SDDS has a 94 percent retention rate 
amongst its membership with a market share 
of close to 80 percent. Because of our increase 
in membership numbers, SDDS picked up 
an additional Delegate for the annual CDA 
House of Delegates , this year to be held in 
San Diego. Dr. Giannetti has appointed Dr. 
Bryan Judd as an additional Delegate.

Treasurer’s Report
Dr. Viren Patel reported on the following:

• Our numbers are within our newly 
approved Investment Policy 

• The current fiscal year is on track to be 
another successful year

New Business
• Board Retreat: Dr. Viren Patel reported 

on assignments for our Board retreat in 

assessing our strategic plan. Focus to be 
on Leadership Development as well as the 
Strategic Plan.

• Dues: A motion was made and passed to 
keep all dues consistent for 2015; no dues 
increase for 2015.

• Task Forces for 2015: Dr. Patel is open to 
suggestions and ideas but will be driven by 
the newly revamped Strategic Plan.

Old Business
• Legislative Grassroots Update: Dr. Mike 

Payne gave an informative update on the 
“No on Proposition 46” initiative. 

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

• 1st Tooth Or 1st Birthday Clear Channel 
campaign on radio and internet spots.

• September GM Meeting: A TMD 
Throwdown featuring Drs. Mickiewicz, 
Miller, and Chow is showing a lot of interest 
and sign ups.

• The MidWinter meeting theme—
MidWinter Market: Fresh from the SDDS 
Farm!

• Programs for 2015 were done and complete, 
and all were suggested by the CE Task Force, 
which had a plethora of great ideas!

• New website: a slight delay—will launch 
hopefully in October

• Introduction of new SDDS staff members!

• Membership Appreciation Week was a huge 
success! Thank you for being a member. 
We value your membership! 500 members 
spoken to that week; 1100 messages left.

• Update on the building room rentals to date.

• A recap of the ADA Management 
Conference.

• Nugget Awards:  Dr. Jim Musser and the 
Nugget Editorial Advisory Board received 
two ICP awards for 2014: Honorable 
Mention for Outstanding Cover (featuring 
Greg Kondos painting in October) and 
Golden Pen for Dr. Ash Vasanthan’s Aug/
Sept issue “Dentistry in the Digital Age.”

Trustee Report
No Report / Summer Break

Adjournment
The meeting was adjourned at 8:25 p.m.

Next Board Meeting: 
November 4, 2014 at 6 p.m.                                

September 2, 2014
Highlights of the Board Meeting

Respectfully Submitted by Wallace Bellamy, DMD
Secretary
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Converge Medical Solutions o�ers online as well as 
onsite infection control, workplace safety and 
“CAL-OSHA” compliance trainings, which includes 
continuing education units for our clients. 

30% DISCOUNT on full service waste & compliance 
program for SDDS members. 
Normally $270; now $189 per month (Includes complete OSHA Compliance Training, 
Bi-Monthly BioWaste pick-up & ONE 5-gallon Amalgam disposal service annually)
Or

20% OFF o� all services and products 

member 

benefit
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Trustee Report

Actions Taken
*Actions are presented to the Board for consideration, and if 
approved, forwarded to the House of Delegates.

• Governance Review / CDA Performance 
Requirements:  The Board amended 
and approved the recommended CDA 
performance requirements.

• Recommendations for Council, Committee, 
CDA Presents Board of Managers and ADA 
Thirteenth District Delegation Vacancies: 
The Board nominated candidates for positions 
on councils, committees, the CDA Presents 
Board of Managers and ADA delegation for 
election by the House of Delegates (HOD). 
The Board also approved that the 2015 term 
end date for ADA delegates and alternate 
delegates be extended through the November 
2015 ADA House of Delegates.

• Nominations to Subsidiary Operating 
Company Board of Directors: The Board 
nominated candidate members to the 
subsidiary companies Board of Directors to 
be selected by the HOD and elected by the 
CDA Holding Company, Inc. (CDAHCI) 
Board of Directors.

• Recommendations to the CDA Foundation 
Board of Directors At-Large Positions: The 
Board appointed at-large directors to the CDA 
Foundation Board of Directors, each to serve a 
three-year term beginning Jan. 1, 2015.

• Elections and Nominations to Fill Trustee 
Positions on Committees and Board 
of Directors: The Board elected trustee 
members to the specified committees 
and Board of Directors of  TDIC/TDIC 
Insurance Solutions, CDAHCI and the 
Foundation.

• House of Delegates 2018 and 2020 Dates 
and Locations: The Board approved dates 
and locations for the 2018 and 2020 House of 
Delegates, which include the Hilton Anaheim 
on Nov. 9-11, 2018 and the Los Angeles 
Airport Marriott on Nov. 13-15, 2020.

• Officers’ Compensation Review: The 
Board approved the annual review of officer 
compensation levels, with the amounts 
remaining at the 2014 level.

• Campaign for Dental Health Project 
Funding: The Board approved an expenditure 
to support the Campaign for Dental Health’s 
national community water fluoridation efforts.

Discussions
• Proposed Strategic Plan: The Board reviewed 

and discussed the proposed new CDA 
strategic plan, including a revised mission 
statement, goals, objectives and strategies.

• Pre-House Board of Trustees Meeting 
Proposal 2015: The Board reviewed the 
advantages and disadvantages of moving the 

November Board meeting to the day before 
the HOD beginning in 2015.

• Board of Trustees 2015 Meeting Dates: The 
Board received revised dates for their meetings 
in 2015. The August 28 meeting was changed 
to September 18 to accommodate the August 
20-22 CDA Presents in San Francisco.

Closed Session
• Direct Member Services Task Force 

Recommendations: The Board, in closed 
session, approved an expenditure to support 
the development of a business plan for a new 
endeavor that would provide specific services 
directly to CDA members.

Nominating Committee Meeting
The Nominating Committee met on Aug. 23, 
2014 where they selected the following slate for 
presentation to the 2014 HOD: 

President-Elect....... Kenneth G. Wallis, DDS

Vice President.................. Clelan G. Ehrler, DDS

Secretary.............................. Natasha A. Lee, DDS

Speaker............. Craig S. Yarborough, DDS, MBA

Next Board of Trustee Meeting: 
October 2-3, 2014                                

August 22-34, 2014
Highlights of the CDA Board of Trustees Meetings

Robert Gillis, DMD, MS & Terrence Jones, DDS
CDA Trustees

Congratulations to Dr. Patricia Fong 
who guessed the answer from the Aug / 

Sept 2014 issue: Dr. Julie Wong.

Back in time…

The first SDDS member to call the 
SDDS office (916.446.1227) with the 

correct answer wins $10 OFF their 

next General Meeting registration.

Only the winner will be notified. Member cannot identify himself. 

WATCH FOR THE ANSWER IN THE NOVEMBER 2014 NUGGET!

Can you identify  
this SDDS Member?
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     Next General Membership Meeting: OCTOBER 14, 2014
     See General Meeting insert or go to sdds.org to sign up!

Your Horn!
We’re Blowing

Dr. Rodney J. Bughao who will be honored at 
the Sacramento Asian Dental Society Dinner on 
Friday, Nov. 21, 2014. For reservations, please 
contact Dr. Kirsten Chang at 916.961.1901 or 
SacAsianDental@gmail.com.  

Drs. Wai Chan, Kelly Giannetti and Jeff 
Rosa on being installed as officers of the Pierre 
Fauchard Academy Northern Component:  Dr. 
Chan was Past President, Dr. Rosa as President 
and Dr. Giannetti as a new fellow. (1)

Dr. Lisa Laptalo on the birth of her third 
daughter Katarina Evelyn Laptalo (8 lb, 1 oz) 
on  August 14. (2)

Dr. Richard O’Day on living his passion for 
piano. You can tune into his music at Biba’s 
piano bar every Wednesday. (3) 

Dr. Hana Rashid on her engagement to                   
Joe Torri. (4)

Dr. Art Tanimoto on receiving First Place 
in the 2Pair Poker event in Placerville on 

August 22-24. He told The Nugget that his 
inspiration came from Dr. Kelly Giannetti, 
our President, by her making the final table 
earlier this Spring. (5) 

Congratulations to...

1

2

5

54

SDDS Committee Sign Up

There are many opportunities and “many hands make light work.” Sign up to join:

Standing Committees

• Membership Committee

• Peer Review Committee

• Ethics Committee

Ad Hoc / Advisory / Workgroups    
• Continuing Education Committee

• Nugget Editorial Advisory

• Mass Disaster / Forensics Advisory

• Dental Careers Workgroup
• Dental Screeners for Smiles                            

for Kids Committee

Special Event Committees     

• Golf Tournament Committee 
• Smiles for Kids (Adopt-a-Kid doctor)  
• Smiles for Kids (host site, Feb 7)  
• Smiles for Big Kids 
• Smiles for Kids Day volunteer, Feb 7
• Other events as needed

To sign up, see enclosed insert and fax it back to us or visit www.sdds.org. There’s room for everyone! 

3
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     Next General Membership Meeting: OCTOBER 14, 2014
     See General Meeting insert or go to sdds.org to sign up!

1  Drs. David Miller (left), Clifford Chow and Timothy Mickiewicz (right), fellow diplomates 
and educators with a combined 50+ years of TMD experience, debate the controversial 
topic of TMD. 

2 Dr. Eric Phillips (left) and Dr. Brock Hinton

3 Left to right: Drs. Philip Vassilopoulos, Hung Hsiang, Steven Frank and Charles 
Stamos—Because dentists are just cool like that. 

4 Left to right: Lauren Herman, Misty Romayo, and Dr. Priscilla Cagampan

5 Left to right: Drs. Thad Champlin, David Hatcher, and Shikha Rathi-Raythatha

6 Dr. Wallace Bellamy (left) welcomes SDDS’ newest members! 

7  Todd Roberson, External Affairs Coordinator at CDA, presents on Proposition 46.

General Meeting
September 9, 2014 | NEW MEMBER NIGHT | TMD  Throwdown!

7

6

2 3 4

5

1
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IMPORTANT NUMBERS:

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

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

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

CDA Contact Center . . . (866) CDA-MEMBER
  (866-232-6362)

CDA Practice Resource Ctr . . cdacompass.com

TDIC Insurance Solutions . (800) 733-0633

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

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

REWARDS PROGRAM
Every purchase you make 

earns rewards!

Your SDDS membership automatically
qualifies you to earn rewards

The more you order, 
the more you EARN!

ASK FOR DETAILS TODAY!
800-775-6412

earn up to 5% 
IN CASH-EQUIVALENT REBATES
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DR. JARED RUMINSON 

Dr. Jared Ruminson, 43, passed away on September 15, 2014.  A member of SDDS since 1998, he owned the 
practice El Dorado Hills Cosmetic and Implant Dentistry where he “treated patients like family.” He is survived by his 
wife and three daughters.

ABHISHEK RAYTHATHA, DDS
General Practitioner
1258 Coloma Way
Roseville, CA 95661
916.784.1144

Dr. Raythatha graduated from University of Texas - 
San Antonio in 2011.  He currently works and resides in 
Roseville. Fun fact: Dr. Raythatha grew up in India!      

Recently Retired
STEVEN FRANK, DDS           

New Applicants
JONAH RASKIN, DDS                                                            
ERICA HSIAO, DDS                                                                                            
SHIKHA RATHI-RAYTHATHA, BDS, MS

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

IMPORTANT NUMBERS:

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

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

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

CDA Contact Center . . . (866) CDA-MEMBER
  (866-232-6362)

CDA Practice Resource Ctr . . cdacompass.com

TDIC Insurance Solutions . (800) 733-0633

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

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

New Members OCTOBER
2014

JUNIE DAVIE BALDONADO, DDS
General Practitioner
Pending Office Address
914.844.8972

Dr. Junie Baldonado graduated from Loma Linda 
University in 2011 with his DDS. He is currently 
seeking employment opportunities. Dr. Baldonado 
currently resides in Fair Oaks. Fun fact: Dr. 
Baldonado is a therapy dos handler and won the 2012 
Volunteer Award by Sacramento County.   

VICTORIA CHOI, DDS
Transferred from San Francisco Dental  Society 
General Practitioner
Pending Office Address
415.937.2175

Dr. Victoria Choi graduated from UOP Arthur A. 
Dugoni School of Dentistry in 2014.  She currently 
resides in Sacramento.  

EVAN LOMEN, DDS
Transferred from San Joaquin Dental  Society 
General Practitioner
1441 Secret Ravine Parkway 
Roseville, CA 95661
916.782.7783

Dr. Evan Lomen graduated from Oregon Health 
Science University in 2010. He currently works in 
Roseville and resides in Lodi. Dr. Lomen practices at 
Roseville Dental Group in Roseville. Fun fact: Dr. 
Lomen is an expert fantasy football player!    

CHRISTOPHER LEE, DDS
General Practitioner
7916 Pebble Beach Drive, Suite 101
Citrus Heights, CA 95610
916.962.0577

Dr. Lee graduated from UCLA School of Dentistry 
in 2012 with his DDS, and graduated from Yale-
New Haven Hospital in 2014.  He currently resides 
in Granite Bay and works for Dr. Weideman’s office 
in Citrus Heights. Fun fact:: Dr. Lee had two 
paramolars, geographic tongue, and mandibular tori, 
and was studied in dental school!    

 

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

KEEP US 
UPDATED!

Moving? 

Opening a new office?

Offering new services?

Share your information 
with the Society!

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

Give us a call at  
(916) 446-1227

Welcome Back!

In Memoriam

TOTAL ACTIVE MEMBERS: 1,286

TOTAL RETIRED: 224

TOTAL DUAL MEMBERS: 4

TOTAL AFFILIATE MEMBERS: 8 

TOTAL STUDENT/PROVISIONAL
MEMBERS: 9

TOTAL APPLICANTS: 3

TOTAL DHP MEMBERS: 56

DROPPED FOR NON-PAYMENT 
OF DUES: 59

TOTAL 
MEMBERSHIP                        
(AS OF 9/15/14): 1,590

NEW MEMBERS   
FOR 2014: 31

MARKET SHARE:
79.8%
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Advertiser INDEX
Dental Laboratories

Vendor Member  Infusion Dental Arts . . . . . . . . . . . . . . . . . . . . . . . . . . . 32

Dental Supplies, Equipment, Repair
Vendor Member  Benco Dental. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 32 
Vendor Member  Burkhart Dental Supply . . . . . . . . . . . . . . . . . . . . . . . . 32
Vendor Member  DESCO . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 32
Vendor Member  Henry Schein. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 30, 32
Vendor Member  Patterson Dental . . . . . . . . . . . . . . . . . . . . . . . . . . . 32
Vendor Member  Procter & Gamble Distributing Co (Crest / Oral B). . . . 32
Vendor Member  RelyAid . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 28, 32

Education
 San Joaquin Valley College (SJVC). . . . . . . . . . . . . . 34
 Sacramento Implant Continuum. . . . . . . . . . . . . . . . 30

Financial & Insurance Services
Vendor Member  Anders Accounting Inc. . . . . . . . . . . . . . . . . . . . . . . . . 32
Vendor Member  Bank of the West. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 32
Vendor Member  California Dentists’ Guild . . . . . . . . . . . . . . . . . . . . . . . 32
Vendor Member  Dennis Nelson, CPA. . . . . . . . . . . . . . . . . . . . . . . . . 21
Vendor Member  Fechter & Company, CPAs  . . . . . . . . . . . . . . . . . . . 32
Vendor Member  Financial Management Associates, LLC. . . . . . . . . .  32
Vendor Member  First U.S. Community Credit Union. . . . . . . . . . . . . .  32
Vendor Member  Mann, Urrutia & Nelson, CPAs  . . . . . . . . . . . . . . . . 32
Vendor Member  TDIC & TDIC Insurance Services . . . . . . . . . . . . . 8, 39
Vendor Member  Union Bank . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  32
Vendor Member  Wells Fargo Bank  . . . . . . . . . . . . . . . . . . . . . . . . . .  33

Financial & Investment Services
Vendor Member  Consolidated Pension Consultants, Inc. . . . . . . . . 13, 32
Vendor Member  Lilani Wealth Management. . . . . . . . . . . . . . . . . . . . . . 31

Building Sales / For Lease
 TRI Commercial . . . . . . . . . . . . . . . . . . . . . . . . . . . . 15

Human Resources
Vendor Member  California Employers Association (CEA) . . . . . . . . . . 37

Legal Services
Vendor Member  Wood & Delgado . . . . . . . . . . . . . . . . . . . . . . . . . . 31, 33

 The Goldman Law Firm.. . . . . . . . . . . . . . . . . . . . . . 25

Medical Gas Services
Vendor Member  Analgesic Services, Inc.. . . . . . . . . . . . . . . . . . . . . . . . 32

Office Design & Construction
Vendor Member  Andrews Construction. . . . . . . . . . . . . . . . . . . . . . . . . 33
Vendor Member  Blue Northern Builders, Inc. . . . . . . . . . . . . . . . . 24, 33
Vendor Member  Healthcare Cabinet Co. . . . . . . . . . . . . . . . . . . . . . . . . 33
Vendor Member  Henry Schein. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 30
Vendor Member  Olson Construction, Inc. . . . . . . . . . . . . . . . . . . . . .  33
Vendor Member  Wells Construction. . . . . . . . . . . . . . . . . . . . . . . . . . 33

Practice Sales, Lease, Management &/or Consulting
Vendor Member  Henry Schein Wagner . . . . . . . . . . . . . . . . . . . . . . . . . 34
Vendor Member  Western Practice Sales . . . . . . . . . . . . . . . . . . .  21, 33

Practice Support
Vendor Member  SD Reliance. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 4, 33 

Publications & Media
Vendor Member  Sacramento Magazine . . . . . . . . . . . . . . . . . . . . . . . 33

Staffing Services
Vendor Member  Resource Staffing Group . . . . . . . . . . . . . . . . . . . . . . . 33

Technology / HIPAA Compliance
Vendor Member  Pact-One. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 15 ,33
Vendor Member  xTerraLink, Inc . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 33

Technology & Media
Vendor Member  Comcast Business . . . . . . . . . . . . . . . . . . . . . . . . 13, 31 
Vendor Member  iHeartMedia . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 31

Waste Management Services
 Vendor Member  Converge Medical Solutions, LLC . . . . . . . . . . . . . . . . 24

Vendor Member  Star Group Dental Refining . . . . . . . . . . . . . . . . . . . . . 33

The Sacramento Implant Continuum (SIC) is a seven-
module mini-residency course. It was developed to 
provide an opportunity for comprehensive instruction 
in placing and restoring basic implants. Emphasis is 
placed on diagnostics and treatment planning to assist 
in minimizing complications which may result from 
abbreviated training courses.  

This unique program offers multidisciplinary learning from 
a prosthodontist, a periodontist and an oral surgeon as 
well as other adjunct faculty.

For more information please visit 

www.sacimplantcont inuum.com

NEW COURSE 
STARTING 
JANUARY 2015

LEARNING TOGETHER  G  WORKING TOGETHER 
Debra S. Finney, MS, DDS

PERIODONTIST
Robert E. Gillis, DMD, MSD

PROSTHODONTIST
Michael S. Phelps, DDS

ORAL SURGEON

NOW ENROLLING OUR 10th CLASS!

DENTAL SOLUTIONS
Dental Equipment + Technology Solutions customized to enhance efficiency and productivity.

From the Front Office to the Treatment Room and every touch-point in between,
Henry Schein has the solutions you need to connect your businesses.

Equipment Ad 3.625x4.875:Layout 1  5/7/12  4:33 PM  Page 1
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VENDOR MEMBER SPOTLIGHTS:

NEW VENDOR MEMBERS!

Lilani Wealth Management is a full-service financial planning and 
Investment advisory firm with a focus on women and women-owned 
businesses. Our mission is to create and preserve wealth for our clients 
through effective implementation of sound financial strategies. 

Service Packages Include:
With so many demands on her time, a business-owner needs a trustworthy 
and reliable professional on her side to help navigate her business 
through complicated yet critical decisions concerning employee benefits, 
insurance and retirement. We provide these services while making sure 
we regularly communicate with our clients and stay current with the 
dynamic nature of the dental industry.

Benefits, Services, Special Pricing and/or 
Discounts Extended to SDDS Members:
Looking to start a retirement plan or just need to get your current plan 
reviewed? Call us today to get an objective evaluation and consultation.

 

Securities and advisory services offered through                                     
Foothill Securities, Inc., member FINRA/SIPC

Wood & Delgado is a full-service law firm of attorneys specializing in 
representing dentists for over 35 years in such diverse areas as transition 
consulting, dental practice purchase agreements, dental partnerships 
agreements, dental DSO’s, space sharing agreements, dental corporations 
and LLC’s, real estate, Dental Board defense, estate planning and other 
business transactions which a dentist will face during his or her career.  They 
strive to protect each client from the beginning to the end of their career.

Service Packages Include:
With over 4,700 dental clients nationally, their attorneys understand the 
complexities of the dental profession like no other law firm in the country.  
Their clients consist of small sole proprietor dental practices to the biggest 
names in the dental profession and are routinely asked to provide their 
expert advice at national and state dental conventions, dental societies 
and dental schools and have written numerous articles that have been 
published in dental publications such as Dental Economics, Journal of 
California Dental Association, Dentaltown Magazine, Journal of Colorado 
Dental Association,The New Dentist and of course, The Nugget!  

If you are looking for highly experienced and qualified attorneys that know 
the dental industry inside and out, Wood and Delgado is the firm for you.   

Benefits, Services, Special Pricing and/or 
Discounts Extended to SDDS Members:
$1,000 off any Buyer/Seller Transition related services. 

Lilani Wealth Management 
Rashida Lilani
916.782.7752 
www.lilaniwealthmanagement.com
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iHeartMedia
Lori Grbac, Account Manager
916.576.2131 
www.iHeartMedia.com
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Rashida Lilani CFP® CMFC
(916) 782-7752
rashida@lilaniwm.com

www.lilaniwealthmanagement.com

The Law Offices of  Wood and Delgado
1 (800) 499-1474
www.dentalattorneys.com
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Comcast Business                   
Lisa Geraghty
916.817.9284
lisa_geraghty@comcast.com
business.comcast.com
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Burkhart Dental Supply
Kyra Gauldin, Operations
916.784.8200
www.burkhartdental.com
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Analgesic Services, Inc.
Geary Guy, VP / Steve Shupe, VP
888.928.1068
www.asimedical.com
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Crest / Oral B
Lauren Herman • 209.969.6468
Kevin McKittrick • 916.765.9101
www.dentalcare.com
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DENNIS 
NELSON
CPA, APC

PLANNING & CONSULTING ASSOCIATES

Dennis Nelson, CPA, APC
Dennis Nelson, CPA
916.988.8583
www.cpa4dentists.net
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RelyAid
Ursula Klein, COO, CFO
916.616.6845 • 800.775.6412
www.relyaid.com
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DENTAL

Henry Schein Dental
Mark Lowery, Regional Sales Manager
916.626.3002
www.henryschein.com
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916-624-2800
800-649-6999

The Dental Equipment Specialists

4095 Del Mar Ave. #13
Rocklin, CA 95677

www.descodentalequipment.com

DESCO Dental Equipment
Tony Vigil, President
916.259.2838
www.descodentalequipment.com
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Patterson Dental
James Ryan
800.736.4688
www.pattersondental.com
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Fechter & Company
Craig Fechter, CPA
916.333.5360
www.fechtercpa.com

VE
ND

OR
 A

 / 
SI

NC
E 

20
09

Financial Management 
Associates, LLC
Ted Darrow, Client Relations/Marketing
916.985.9559
www.fmacentral.com
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First US Community 
Credit Union
Gordon Gerwig, Business Services Mgr
916.576.5650
www.firstus.org
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Mann, Urrutia, Nelson, CPAs
John Urrutia, CPA, Partner
Chris Mann, CPA, CFP, Partner
916.774.4208
www.muncpas.com
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Benco Dental
Robert Kiddoo — Regional Manager
800.462.3626
www.benco.com
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Anders Accounting Inc 
Ben Anders, CPA
916.346.4005
admin@andersaccounting.com
www.andersaccounting.com
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California Dentists’ Guild 
Layla Shirazi
510.465.9021
www.cadentistsguild.org
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Infusion Dental Arts
Dennis Amatulli, Owner
916.724-9096
www.infusiondental.com
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Bank of the West
Mary Alajou, VP
Sacramento / Butte Area Manager
916.949.2687
www.bankofthewest.com
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Consolidated Pension 
Consultants, Inc.                   
Dennis Gacutan, President
916.646.4900
cpc@cpctpa.com
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Union Bank
Lydia Ramirez, Vice President
916.321.3145
www.unionbank.com
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CA Employers Association
Kim Parker, Executive VP 
Mari Bradford, HR Hotline Manager
800.399.5331
www.employers.org
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Wood & Delgado
Patrick J. Wood, Esq.                     
Jason Wood, Esq.
800.499.1474
www.dentalattorneys.com
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Sacramento Magazine
Becki Bell, Marketing Director
916.452.6200
www.sacmag.com
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Olson Construction, Inc.
David Olson
209.366.2486
www.olsonconstructioninc.com
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Andrews Construction, Inc.
Todd Andrews
916.743.5151
www.andrewsconstructioninc.com
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Blue Northern Builders, Inc.
Marc Davis / Morgan Davis /              
Lynda Doyle
916.772.4192
www.bluenorthernbuilders.com
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Western Practice Sales
Tim Giroux, DDS, President 
John Noble, MBA
800.641.4179
www.westernpracticesales.com
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Star Group Global Refining
Jim Ryan, Sales Consultant
800.333.9990
www.stargrouprefining.com
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PACT-ONE Solutions
Dan Edwards, President
866.722.8663
www.pact-one.com
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Wells Fargo Bank
Philip Kong
916.533.6882 - cell
philip.kong@wellsfargo.com
www.wellsfargo.com
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Resource Staffing Group
Debbie Kemper
916.993.4182
www.resourcestaff.com
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Healthcare Cabinet Co.
Gordon St. Cyr and Gary St. Cyr
916.853.9556
www.dentalcabinets.biz
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Converge Medical           
Solutions, LLC                   
Mark Movassate
408.436.2000
www.convergemedical.com
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The Dentists  
Insurance Company
Chris Stafford
800.733.0633
www.tdicsolutions.com
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SD Reliance Management 
Dennis Krohn Jr., President
916.367.4244
www.sdreliance.com
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Wells Construction, Inc.
Nicole Wells
916.788.4480
www.wellsconstruction.com
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xTerraLink, Inc.
Rami J. Zreikat / Alnore Deen
916.608.9902 • 916.206.1858
www.xterralink.com
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Job Bank
The SDDS Job Bank is a service offered only to SDDS Members. It is 
published on the SDDS website (www.sdds.org) and provides a forum 
for job-seekers to reach other Society members who may be looking 
for dentists to round out their practice, and vice versa. If you are a job 
seeker, associate seeker, selling or buying a practice, contact SDDS 
at (916) 446-1227 or complete the SDDS Job Bank form insert in this 
issue of The Nugget and cash in to the SDDS Job Bank!

ASSOCIATE POSITIONS AVAILABLE

Rina Ambaram, DDS • Sacramento • part/Wed • GP 
Blue Oak Dental Group • Mark Arena, DDS • Rocklin • full (4 days) • GP                                                                                                                           
Forrest Boozer, DDS • Cameron Park • part • GP 
CommuniCare Health Centers • Yolo County • on call • GP 
Kids Care Dental • Sacramento • part • Pedo/GP
Katie DeMeyer, DDS • Folsom • part • GP 
Barry Dugger, DDS, MPA • Sacramento • part/full • GP • nonclinical 
Make A Smile • Sacramento • part/full • Pedo/GP 
Make A Smile • Lincoln • part • Endo
Maidu Dental • Auburn/Newcastle • part • GP 
Alex Moradzadeh, DDS • Sacramento • part/full • GP/Endo/Pedo/OS 
Amar Pawar, DDS • Folsom • part • Endo/Perio/OS
River Oaks Dental • part • Oral Surgeon  
Naveen Samuel, DDS • Sacramento • part • GP 
Smile Time Dental • Sacramento • part/full • GP 
Yusuke Suzuki, DMD • Lodi • part • GP 
Hoang Truong, DDS • Sacramento • part • GP 
Steven Tsuchida, DDS • Elk Grove • part • OS/Ortho/Endo 
Dennis Wong, DDS • Sacramento • part/Saturdays • GP 

DOCS SEEKING EMPLOYMENT

Nima Aflatooni, DDS • part / full • GP
Russell Anders, DDS • temp/ fill-in work; M-F • GP
Andrea Azevedo, DDS, MPH • part; 1-2days/wk. • GP & Pedo
Gagandeep Kandola, DMD • part/full • GP
Shahryar Khodai, DDS • part/full (Mondays and Thursdays) • GP
Steve Murphy, DMD • part/full • Endodontics
Ronald Rott, DDS • part • Perio
Harpreet Tiwana, DDS • part/full • GP

DOCS LOOKING TO BUY A PRACTICE

Shahryar Khodai, DDS • Sacramento • GP
Richard Nichols, DDS • Davis, Woodland, Winters • GP

For contact information of any of the job bankers listed below please 
check our website at www.sdds.org.

34  |  The Nugget • Sacramento District Dental Society



Classified Ads
GENERAL/PEDIATRIC — Kids Care Dental seeks another Super 
Star DDS to join our amazing team. Specialists or generals who 
love working with kids welcome. Non-traumatic philosophy 
focuses on superior customer service and exceptional patient 
care.  A great place to practice, with great people, and great pay. 
Beautiful private offices (no govt or HMO) with amazing teams 
and a culture that can’t be beat! Patients love us. Come find 
out why! Email dboyes@kidscaredentalgroup.com.     08-09-14

MULTI-SPECIALTY PRACTICE SEEKS ASSOCIATE ENDODONTIST 
is part-time in Lincoln, CA. With help, building this specialty could 
be full-time. High-tech paperless office, digital x-ray and endo 
scope. Please email CV to resume@makeasmile.com  08-09-14

BUSY, MULTI-SPECIALTY OFFICE CURRENTLY SEEKING 
ASSOCIATE DENTIST to  provide quality dentistry for kids of all 
ages. Work experience and additional CE with pedo preferred, 
but not required to be board certified. Experience with hospital 
dentistry a plus. A competitive salary offered. Email CV to 
resume@makeasmile.com. 08-09-14

SMILE TIME DENTAL is seeking friendly, experienced GPs for full 
and part-time, associate positions at our practice. Modern office 
with paperless charting, digital X-rays, CAD CAM/CEREC. Email 
resume to stdental2260@gmail.com  08-09-14

ASSOCIATE OPPORTUNITY! — Seeking a highly motivated and 
outstanding clinician to join our rapidly growing private practice. If 
you are a General Practitioner who wants to maximize your growth 
and potential, then look no further. Please email your cover letter 
and resume to greatopportunitydental@gmail.com 06-07-14

FULL-TIME REGISTERED DENTAL ASSISTANT OPPORTUNITIES 
in Auburn and Grass Valley, CA. For a non-profit community 
health clinic providing care to Native Americans and the 
economically disadvantaged. Visit www.Chapa-de.org or Email 
resume to  HR@chapa-de.org  10/14

DENTAL CONSULTANTS/FULL OR PART-TIME: Delta Dental 
seeks California licensed dentists to evaluate claims for the 
Denti-Cal program based in Sacramento. Ten years of clinical 
experience is desired. Excellent benefits. Call Dr. Barry Dugger 
at (916) 861-2519. 08-09-14

PRIVATE OFFICE SEEKING ENDODONTIST, PERIODONTIST 
& ORAL SURGEON — PPO office, no HMOs. P/T 1-2 days 
per month. Email resume to amarpawardds@gmail.com. 
Requirement:  Valid CA license, current DEA and professional 
liability coverage. New graduates OK. 10-14-C1

ASSOCIATE OPPORTUNITY IN MARYSVILLE—Full-time GP. 
Experience with children preferred. Contact Ted Fong at 
Peach Tree Health. Email him at tfong@pickpeach.org  or call 
916.749.3242. ext. 1336. Visit us at pickpeach.org. 10-14

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

DR. RON ROTT, PERIODONTIST, Board-certified, Diplomate 
of the American Academy of Periodontology, practiced in 
Sacramento for 40 years, seeking part-time employment. 
Contact Dr. Rott at (916) 835-3504.                      10-14-C1 LEARN HOW TO PLACE IMPLANTS IN YOUR OFFICE OR 

MINE. Mentoring you at your own pace and skill level. 
Incredible practice growth. Text name and address to  
(916) 952-1459.                                                        04-12

SACRAMENTO DENTAL COMPLEX has one small suite which 
can be equipped for immediate occupancy. Two other suites 
total 1630 sq. ft which can be remodeled to your personal 
office design with generous tenant improvements. 2525 K 
Street. Please call for details: (916) 448-5702.   10-11

DENTAL OFFICE FOR LEASE IN CARMICHAEL—1160 ft. This 
is a three operatory office with some equipment. New paint, 
countertops and flooring. Lease price is $1650 per month. 
Includes water, sewer and garbage. Call Dr. Brian Fahey at  
(916) 483-2484. 04-14

LOCATION, LOCATION, LOCATION: DENTAL OFFICE AVAILABLE, 
3000 L Street 1,535 sf with 5 operatories, recently remodeled. 
Fully serviced lease with ample free parking. Contact Kelly 
Gorman (916) 929-8100. 03-13

EL CAMINO DENTAL BUILDING has one beautiful suite for lease. 
5 ops - 1441 sq ft. Completely remodeled with new flooring 
and laminate cabinets. Please contact Dr. Gordon Douglas at 
(916) 483-4964. 04-14

SUNRISE DENTAL PLAZA, SUITE #106 FOR LEASE, 7916 
Pebble Beach Dr., Citrus Heights. Four operatories and a lab 
with 1304 square feet. Well established professional dental 
building. For more information, please call or email Marty  at   
(916) 966-5772 or mshep6944@aol.com. 08/09-14

TAB FILE FOLDERS—Style 1172/slash pocket. Boxes of 100 
with assorted color stripe. Free and can be picked up at 3001 P 
St. 916-736-6757 or smoe@sutterterracedental.com. 08/09-14

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

LEASE HOLD IMPROVEMENT FOR SALE. Elk Grove, Ca. Excellent 
visibility. Low rent. Call Dr. Luu at 916.753.4852. 06-07-14

EMPLOYMENT OPPORTUNITIES PRACTICES FOR SALE

EQUIPMENT FOR SALE

FOR LEASE

POSITIONS WANTED

PROFESSIONAL SERVICES

SDDS member dentists can 
place classified ads 

FOR FREE!

MEMBERBENEFIT!

To place an ad in the 
Nugget Classifieds, visit                              

www.sdds.org

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



ADDRESS SERVICE REQUESTED

SDDS CALENDAR OF EVENTS

PRSRT STD

US POSTAGE

PAID

PERMIT NO. 557

SACRAMENTO, CA2035 Hurley Way, Suite 200 • Sacramento, CA 95825
916.446.1211 • www.sdds.org

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

Get your dose of Vitamin CE at the 35th annual MidWinter Convention & Expo
FRESH FROM THE SDDS FARM! • FEBRUARY 19–20, 2015

14 CPR BLS Renewal Course                   
8:30am–12:30pm / SDDS Classroom

14-15 CDA House of Delegates  

19 Membership Committee Meeting                     
6:00pm / SDDS Office 

 Ethics Committee Meeting                      
6:15pm / SDDS Office 

19 Lunch & Learn:  The ABCs of                                       
Curing Composites

 11:30am–1:30pm / SDDS Classroom

20 Business Forum:                                                              
To Encrypt or Not to Encrypt—                                       
What to protect when sending records and more 
6:30pm–9:00pm / SDDS Classroom                                                   

 

29 HR Webinar
 Documentation, Remediation & Termination
 Noon–1:00pm

27 SDDS HOD Caucus   

NOVEMBER
4 SDDS Board of Directors Meeting                     

6:00pm / SDDS Office 

5 NorCal Caucus                                                     

7 CE Course: New Dimensions in Endodontics                  
8:30am–1:30pm / SDDS Classroom

11 General Membership Meeting
 Practice & Team Fundamentals                                         

Howard Farran, DDS, MBA
 Staff Night
 Hilton Sacramento Arden West                       

5:45pm Social / 6:45pm Dinner & Program 

OCTOBER
1 Lunch & Learn:  Crown Prep,                                    

Common Pitfalls & Prep Design
 11:30am–1:30pm / SDDS Classroom

14 General Membership Meeting
 Practice Support from the CDA 
 Robyn Thomason, CDA Practice Support
 Recruitment Night
 Hilton Sacramento Arden West
 5:45pm Social / 6:45pm Dinner & Program

17 Executive Committee Meeting                     
7:00am / Del Paso Country Club 

18 Foundation Gala:  Smiles for Sacramento
 6:30pm / Hyatt Regency Sacramento

24 California Dental Practice Act,                
OSHA Refresher & Infection Control

 8:30am–3:30pm / SDDS Classroom

LR

CE

CE

CE

LR
CE

CE

October 14, 2014:
Practice Support from the 

California Dental Association

EARN

3
CE UNITS!

Presented by:
Robyn Thomason,                        
Practice Support Director

• Find answers to common questions

• Directly contact an analyst to ask a question

• Evidence—is it clear?

• Download and customize manuals and policies

• Find new patient forms and informed consent information

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

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

LEARNING OBJECTIVES: 

Recruitment 

Night!

OCTOBER GENERAL MEMBERSHIP MEETING: RECRUITMENT NIGHT
BRING ONE NONMEMBER, YOU BOTH GET IN FREE!

CE

CE


