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Get Ready For Our 
UPCOMING EVENTS

Class registration times are 30 minutes prior to the listed 
time, excluding General Meetings and HR Webinars

General Meeting
    3 CEU, CORE • $75

Forensic Case Files –  
Not Exactly What You See On CSI
Presented by Jim Wood, DDS

Bite mark analysis (human and animal), dental 
identification, documentation of injuries, and age 
determinations are just some of the cases a forensic 
dentist performs. This fast-paced course illustrates the 
scientific principles behind the work, and uses actual 
cases to illustrate them. Cases range from the typical 
to the bizarre.
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TUESDAY
5:45-9PM

Lunch & Learn
2 CEU, CORE • $80

411 on the 911 in Your Office  
(Medical Emergencies in Your Office)
Presented by Craig Alpha, DDS 

Experiencing a medical emergency in your office can 
be one of the most stressful experiences in one’s 
career. The goal of this course is to introduce the 
most common medical emergencies that occur in the 
dental office and how to properly manage them. We 
will discuss common scenarios that can be utilized for 
team training back in your office. We will also discuss 
the recommended and required emergency equipment 
to have in the dental office.
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WEDNESDAY
11:30AM-
1:30PM

Business Forum
NO CEU • $75

What’s Your “Number”?
Presented by Kerry Straine, Straine Consulting; Dave 
Sholer, Integrated Accounting Solutions; Doug VanOrder, 
Mass Mutual Financial Services

Take the stress and pain out of understanding how to grow 
and manage your practice and your future.  Join in on 
the discussion about “the numbers” that are so essential 
to your practice and, more importantly, your future! We’ll 
begin with the end in mind, when you want to retire and 
how much you’ll need to live today and tomorrow.  Did 
you know that fewer than 5% of Dentists are economically 
prepared for retirement?  During this presentation, 
understand the numbers and strategies to have full control 
of your practice today, leading to your tomorrows.
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THURSDAY
6:30-8:30PM

Continuing Education
5 CEU, CORE • $199

The Keys to Successful, Predictable, and Efficient 
Direct Composite Restorations 
Presented by Troy Schmedding, DDS (Sponsored by 
Dentsply)

Direct composite restorations are among the most 
frequently performed restorative procedures, yet dentists 
often struggle with placement techniques, options for 
consistently generating ideal inter-proximal contact 
and post operative sensitivity. This program will review 
esthetic principles, modern preparation design, when 
and where to use “total-etch” and “selfetch” adhesive 
systems, and other additional topics.
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FRIDAY
8:30AM- 
1:30PM

HR Webinar
1 CEU, 20% • $59

Accountability and Delegation at Work 
Presented by California Employers Association

The skills of building a culture of trust are vital to 
promote clear accountability, powerful engagement 
and natural delegation. In this session participants will 
learn the core components of an effective accountability 
strategy and explore trust-building approaches to 
employee engagement. The step-by-step approach to 
accountability will be outlined so that all participants 
understand the path to clear agreements.

Harassment Webinar
1 CEU, CORE • $49ea | $29ea with 3 or more

Harassment Prevention Training for Employees 
Presented by California Employers Association

Effective January 1, 2019. California businesses with 
5 or more employees MUST provide harassment 
prevention training every 2 years (SB1343). Employees 
are required to have 1 hour of training.

The DFEH states that both managerial and non-
managerial employees need to be trained in 2019 and 
employees who were trained in 2018 or before must be 
retrained.
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WEDNESDAY
12-1PM

WEDNESDAY
12-1PM
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Ash Vasanthan, DDS, MS • Editor-in-Chief 

Nima Aflatooni, DDS • Herlin Dyal, DDS, MS 
James Hastings, DDS • Denise Jabusch, DDS 

Grace Lee, DMD, MD • Brian Ralli, DDS 
Shikha Rathi, BDS, MS • Gaetan Tchamba, DDS
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William Parker, DMD, MS, PhD
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2018 • Humanitarian Service Award
2017 • Special Citation Award, unusual concept

2016 • Golden Pen, honorable mention
Article / series of articles of interest to the profession 
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2014 • Outstanding Cover, honorable mention

2014 • Golden Pen, honorable mention
2013 • Outstanding Cover
2012 • Overall Newsletter

2010 • Platinum Pencil
Outstanding use of graphics
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Is The Time Right to  
Buy an Intraoral Scanner
Larry Borman

3D Printing; the Catalyst  
for Digital Dentistry 
Shiva Toghyani, DDS

Reinventing the Jedi: Laser 
Dentistry for the 21st Century
Joelle Speed, DDS

Practical Considerations 
for Investing in CAD/CAM 
Technology 
Masha Polan, DDS



dinner. auction. dancing. 
October 5, 2019 | 6:30pm | Hyatt Regency Hotel

Our Foundation, 
the heart of the 

Sacramento District 
Dental Society!

Auction Items (silent and live)

The silent online auction goes live on June 1 and silent and live auction 
items are still needed. Please consider donating one of the following ideas:

• Vacation Homes • Golf Outings

• Dinners • Contracting services / home improvement 

• Wine • Anything people love to bid on 

For more information about the Smiles for Sacramento Gala, 
please visit www.sdds.org/foundation/

A Gala to Benefit the
SDDS Foundation and Celebrating...

• 125 years for SDDS (1894-2019)

• 50 years for the SDDS Foundation (1969-2019)

4  |  The Nugget • Sacramento District Dental Society



Technology is an integral part of dentistry. 
It has been and always will be. Will you be 
an early or a late adopter? When my father, 
Keith Judd, graduated from The College of 
Physicians and Surgeons in 1959, the big 
advancement was the “air rotor” hand piece 
that took RPM’s from 6,000 to 100,000. 
This changed dentistry by allowing quadrant 
dentistry and a feather-light touch. He was 
an early adopter and never looked back.

In 1982 I remember getting a group of fellow 
dental students together and buying fiber 
optic hand pieces. We could finally see what 
we were doing… even though we had no 
idea what we were doing! I now have loupes 
with their own battery-powered light source 

that changes magnification. A 4K video 
camera sits on top of my loupes, showing my 
assistant exactly what I am seeing and records 
procedures for future training. Technology 
keeps moving and I cannot even imagine 
practicing without my loupes.

The Cone Beam in changing how implants 
are placed, endodontics being done, and has 
augmented orthodontics. The technology of 
bonding tooth structure and the materials that 
followed has replaced the silver/mercury mix 
and the “Wiggle Bug.” Dental materials have 
gone from Gold to Porcelain-fused-to Metal to 
Emax and Zirconia. The beauty of the products 
is truly mimicking natural dentition.

Intra oral scanners are quickly taking record 
keeping and impression taking to places 
we never thought of. The future of dental 
technology is benefiting all of us, but most 
of all our patients. What an exciting time to 
be a dentist. Can we even imagine what the 
next generation of dental advancements will 
look like?

Where’s the cuspidor and Copalite?

Bryan Judd, DDS

President's Message

By Bryan Judd, DDS
2019 SDDS President

Technology
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When the new laws “appeared” to bring big surprises for everyone on 
January 1st, we heard from many of our members… what is SDDS going to 
do about it? How can SDDS help?

Just so you know, we jumped all over it… especially the new Harassment 
Prevention training. We have scheduled webinars, in person meetings 
and even changed the MidWinter schedule to include a class during the 
Convention! Of course there are other resources out there, but we wanted to 
be responsive, organized and re-assuring to our members that the sky wasn’t 
falling and we have your backs. So please sign up (insert in this Nugget).

And requests for restorative CE were listened to as well. March 22nd – Dr. 
Todd Schmedding will be in the SDDS Classroom for a 5 hour CE (thank 
you for sponsoring, Dentsply!).

By the time you read this, our MidWinter Convention will be over and 
another big success! (At least, as I am writing this it is looking to be one of 
the best ever – our speakers are amazing and have come to us from as far 
away as Canada and North Carolina!)

And our CE Advisory Committee has met and we are preparing for all of 
our CE and Business Forums for next year, September 2019 through June 
2020. Do you know how we put our programs together? From our members’ 
suggestions! And from the suggestions from those who attend. (Just ask Dr. 
Charles Smurthwaite… he’s living proof of this process!) But be careful, if 
you suggest someone, we hope you will be in attendance – and don’t let that 
scare you!

So the point is – let us hear from you. What do you need? What do you 
want? Who do you want to see us bring to MidWinter or our classroom? 
What do you want us to do for our members? 

(“Lower my dues” has been suggested! Your SDDS dues are only $400 and 
you get a huge bang for that buck for sure. The HR Hotline is part of this 
value – it’s included in your dues. So is the Shred event. And the salary 
survey if you participate. And the job bank. And… and… and…)

Happy March - hope to see you at something this month!  

Cathy's Corner

By Cathy B. Levering
SDDS Executive Director

LEADERSHIP

President: Bryan Judd, DDS
Immediate Past President: Margaret Delmore, MD, DDS 

President Elect/Treasurer: Carl Hillendahl, DDS
Secretary: Volki Felahy, DDS

Editor-in-Chief: Ash Vasanthan, DDS, MS
Executive Director: Cathy Levering

Jagdev Heir, MD, DMD, FACS
Greg Heise, DDS

Brock Hinton, DDS
Kevin Keating, DDS, MS

Matt Korn, DDS
Hana Rashid, DDS

Wesley Yee, DDS

Adrian Carrington, DDS 
Terry Jones, DDS

CPR: Craig Alpha, DDS
Ethics: Lisa Dobak, DDS

Nominating/Leadership Development: 
Margaret Delmore, MD, DDS

Peer Review: Morton Rosenberg, DDS

CE Task Force: Eric Grove, DDS
Forensics Advisory: Mark Porco, DDS

Strategic Planning Advisory: 
Volki Felahy, DDS / Carl Hillendahl, DDS

Budget & Finance Advisory: Carl Hillendahl, DDS
Bylaws Advisory: Margaret Delmore, MD, DDS

Legislative Advisory: Amardeep Bains, DMD, BDS
Member Recruitment /Engagement: 
Jennifer Drew Mathisen, DDS, MSD /  

Ramesh Thondapu, DMD
New Dental School Advisory: Kevin Keating, DDS, MS

Oral Health Initiatives: Kim Wallace, DDS

Foundation: Viren Patel, DDS
Golf Tournament: Charles Stamos, DDS

SacPAC: Matt Campbell, DDS

Cathy Levering | Executive Director
Anne Rogerson | Office Manager 

Beth Heneger | Programs / Recruitment
Jen Jackson | Community Projects / Recruitment

Jessica Luther | Graphic Designer 
Megan Gormley | Special Events / Engagement 

Rachel Sheets | Graphic Designer
Sofia Gutierrez | Foundation Projects / CPR

EXECUTIVE  
COMMITTEE

BOARD OF  
DIRECTORS

TRUSTEES

COMMITTEES
STANDING

TASK FORCES
ADVISORY
COMMITTEES

SPECIAL EVENTS 
OTHER

SDDS STAFF

The Nugget is an opinion and discussion magazine for SDDS membership. 
Opinions expressed by authors are their own, and not necessarily those 
of SDDS or The Nugget Editorial Board. SDDS reserves the right to edit all 
contributions for clarity and length, as well as reject any material submitted.
The Nugget is published monthly (except bimonthly in June/July and Aug/Sept) 
by the SDDS, 2035 Hurley Way, Ste 200, Sacramento, CA 95825 (916) 446-1211. 
Acceptance of advertising in The Nugget in no way constitutes approval 
or endorsement by Sacramento District Dental Society of products or 
services advertised. SDDS reserves the right to reject any advertisement.

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

We’re here…   
…We’re listening!
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From the Editor’s Desk

By Shikha Rathi BDS, MS
Associate Editor 

As in all areas of healthcare, technology 
has become an integral part of dentistry. 
Patients not only understand and appreciate 
advances in modern technology, they have 
come to expect them wherever they go—
including the dentist’s office. There has been 
an influx of new and improved technological 
advancements that can enable dentists to 
be more proficient and effective in their 
practice and meet today’s higher patient 
expectations. However, in the ever-evolving 
world of dental technology, it can be easy to 
find ourselves on an endless march to stay on 
the cutting-edge. From digital impressions 
and milling machines to lasers and 3D cone 
beam radiographic imaging, practitioners 
are faced with daunting choices and staying 
current with technological advancements 
can be overwhelming and, not to mention 
expensive. Investing in these emerging 
technologies will certainly present a 
relatively high start-up cost, but will result 
in performing dental procedures with 
greater precision, comfort and efficiency 
than ever before.

Once a future need is recognized and 
finances have been assessed to adopt a certain 
technology, it is time to navigate the selection 
of the different systems on the market that 
can ultimately help you find the one best 
suited to comprehensively expand your 
practice. There are three main categories 

to research to successfully implement new 
equipment into the dental office:

1. The Unit Itself 

Factors to consider would include unit 
size, features and capabilities, patient 
comfort and ease of use. For a cone beam 
CT, for example, the machine footprint 
(including the physical installation space, 
the minimal operational space, and the 
patient accessibility and positioning space), 
fields of view, image resolution, scan and 
reconstruction times, radiation dose, patient 
stabilization, features of the native software, 
additional pan/ceph capabilities would all 
be important deciding factors.

2. Workflow

Ease of integrating the new technology 
into an established workf low. Seamless 
integration can shorten the learning curve 
and can make a system more intuitive.

3.  Company that Stands  
Behind the Unit

Both the manufacturer and the distributor 
should be researched. It is worthwhile to 
inquire about the warranty (parts, labor, 
both), ongoing training, service contracts 
and support, future upgrades (for the 
unit and its software), future vision of the 

company: do they keep current? will your 
machine be state of the art over time?

Doing justice to your research ensures that 
the technology you choose to invest in adapts 
to your unique needs—not the other way 
around. As within anything new, it requires 
time and effort to become familiar with the 
ins and outs of the equipment and incorporate 
changes into the everyday workflow. This 
learning curve can be intimidating for the 
practitioner and the staff. It is prudent to 
invest in education to establish a working 
knowledge of the equipment for the entire 
team and to develop a clearly defined 
practice protocol for when the equipment 
use is indicated. Having an under utilized 
piece of equipment taking up space is like 
an exercise bike with clothes hanging on it. 

In this issue of the Nugget, the articles 
discuss four major technologies impacting 
the dental market today: Intraoral Scanners, 
3D Printers, CAD/CAM and Lasers in 
which the authors share their knowledge, 
experience and pearls of wisdom about the 
dental technology they are passionate about. 
Hopefully with this information in mind, 
you will seek out additional resources and 
decide if now is the time to incorporate some 
powerful technologies into your practice.    

Technology: 
A MUST in Today’s Dental Care!

Please email your stories and experiences to Nugget@sdds.org

We need your help! If you have experienced work related mental health struggles or burnout, we want to 
share your story. It’s important that others in a similar situation feel that they’re not alone in their experiences. 

We’d like to compile an issue that addresses this topic and provides helpful resources for others in need.

Health & Well Being Nugget Issue Coming Soon 
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The Dentists Insurance Company continues to innovate and grow.  
With a heritage of 38 years and counting, TDIC now delivers dentist-focused protection to 
more than 19,000 dentists in 10 states – and we’re growing to protect even more. Our success 
is due in no small part to the collective strength of our company, the trust of our policyholders 
and focus of our dentist-led volunteer board of directors.

It’s our privilege to serve a community of dentists who are engaged in the future of their 
profession. Together, we’re stronger than ever.

empowered  

Protecting dentists. It’s all we do.®
   

800.733.0633 | tdicinsurance.com | Insurance Lic. #0652783
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YOU SHOULD  KNOW

2018 SURVEY OF DENTAL FEES
The American Dental Association’s (ADA) survey 
of fees charged by general practitioners and 
specialists is gathered from a nationwide random 
sample of dentists who were asked to record the 
fee most often charged for each of 269 different 
dental procedures. You can find the survey 
results at www.success.ada.org/en/practice-
management/finances/survey-of-dental-fees
?source=PromoSpots&medium=ADAList 

BILL AIMS TO FIX FLAWED 
PRESCRIPTION-FORM LAW 
CDA is actively engaged in the Legislature’s effort 
to address the state’s flawed new prescription-
form requirements. Under AB 149 (Cooper, D-Elk 
Grove), introduced in January, implementation of 
the requirement that prescription forms include 
a unique serialized number would be delayed to 
a date no later than Jan. 1, 2020, as determined 
by the Department of Justice. It also imposes 
new requirements for the forms and allows 
prescriptions written on noncompliant forms — 
those approved as of or prior to Jan. 1, 2019 — to 
be considered valid and eligible to be filled until 
Jan. 1, 2021. AB 149 is currently pending in the 
Senate after Assembly approval last week. CDA 
anticipates the governor will sign the measure by 
the end of the month. Due to its urgency status, 
the bill would be effective immediately.  
For more information, go to cda.org/rx

DR. ARTHUR A. DUGONI WILL BE SPEAKING AT THE APRIL GENERAL MEETING!

Course Overview:

We are in a Time of “Transition.” As we know 
the future continues to be challenging, daunting, 
perplexing but in my view it will be awesome. The 
only constant will continue to be change.

Good news: We can be partners in that change. 
Our world has rapidly changed over the past few 
decades raising our doubts and fears; but in spite 
of the tragedies and crisis we read about in our 
daily papers or watch on TV, I believe today and 
the future is still a good time to be alive.

This presentation will explore some of those 
changes and our resources as we share the 
exciting years ahead.

Presented by Arthur A. Dugoni, DDS, MSD

Dr. Arthur A. Dugoni, Dean Emeritus at the Arthur 
A. Dugoni School of Dentistry at the University 
of the Pacific (Pacific), was Dean from 1978 to 
2006, and is a former President of the American 
Dental Association, the American Association of 
Dental Schools, the American Dental Association 
Foundation and the American Board of 
Orthodontics.

A Journey into the Future with Dr. Art Dugoni 
…and Reflections on a Life Dedicated to EXCELLENCE in Dentistry

5:45pm: Social & Table Clinics
Reception with UOP grads

6:45pm: Dinner & Program

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

Tuesday, April 9, 2019

To get registered for this class, fill 
out the insert in this issue or head 
to sdds.org/events/aprilgm2019/  
to sign up today!

CDA Cares Solano is almost here. We are in special need of volunteer prosthodontists, lab 
techs, pediatric dentists, oral surgeons and dental assistants. Come share your life-changing 
skills and talent for one or two days. 

CDA Cares allows volunteer dentists, with the assistance of other health professionals and 
community volunteers, to provide dental services at no charge to an average of 1,950 people 
at each two-day event. Put your compassion into action at CDA Cares Solano. The CDA 
Foundation is hosting a CDA Cares clinic March 8–9 at the Solano County Fairgrounds in 
Vallejo. 

For more information on CDA Cares Solano, visit cdafoundation.org/solano

CDA CARES SOLANO MARCH 8-9, 2019
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Today’s restorative and specialty practitioners 
have been inf luenced by salespeople, 
advertising, seminars, laboratories, and 
patients about the need to have a chairside 
intraoral scanner and milling system. I have 
been following the development of these 
devices with great anticipation for more than 
a decade.

Many clinicians who purchased and 
integrated early complete systems—including 
intraoral scanners, design software, and 
chairside mills—were displeased with the 
results from a quality and cost standpoint. 
Promises made about the cost savings and 
the amount of effort necessary to achieve the 
desirable fit, form, and esthetics did not seem 
to hold true for every early adopter.

Today, the business model has finally evolved 
to a point that buying an intraoral scanner is 
really starting to make sense.

The Marketing Opportunity

The marketing opportunity has always been 
there. Patients prefer it when traditional 
impression materials are seldom used or not 
used at all, but to pay $30,000–$50,000 
for an intraoral scanner just to market this 
would not be a winning business strategy. 
Originally, the wands were too large to get a 
good scan on molars for many patients; now, 
lower-cost intraoral scanners with smaller 
wand sizes are being introduced.

Closed Systems Versus Selectively 
and Completely Open Systems

This is key to how you will use the intraoral 
scanner and how often you will use it.

Originally most systems were closed. With 
a closed system, any scans taken would have 
a pathway predetermined by the system 
being used. For example, CEREC scans 
went directly to the CEREC milling system, 
leaving clinicians with no choice about where 
to send the scans.

Selectively open systems evolved because 
the expense and the limitations of closed 
systems frustrated many early adopters, 
and competitors saw an opportunity to 
license partners into their new systems. An 
example is the Brontes Technologies digital 
impression system, which was brought to 
market by 3M as the Lava Chairside Oral 
Scanner. This was described as “open” 
because it was a scanner and not a complete 
milling system, so it required partners. 3M 
partnered with Straumann (Etkon) and 
Authorized Lava Milling Centers. One of 
these facilities would receive the file from 
the clinician, design and mill the restoration, 
and deliver the completed restoration in a 
few days. This allowed for different material 
options and restorative possibilities, while 
limiting competition. In other words, the 
system was open but selective.

Larry Borman is the lab 
manager for Tetra Dynamics 
Dental Laboratory, which 
was founded in 1990. Mr. 
Borman holds a bachelor’s 
degree in business and eco-
nomics from New York Uni-
versity (NYU), and he is a 
member of the American 
Prosthodontic Society and 
the National Association of 
Dental Laboratories. He has 
served on the faculty of the 
full-mouth restorative de-
partment at NYU’s School of 
Continuing Dental Educa-
tion. Mr. Borman has been 
involved with instruction, 
chairside assistance, hands-
on lecture presentations, and 
management of treatment 
plans for local practices, resi-
dents, and students at many 
institutions, including NYU 
College of Dentistry, Stony 
Brook University, North 
Shore University, New York 
Queens Hospital, Mt. Sinai 
Hospital, Nassau County 
Medical University, and the 
New York– and New Jersey–
area VA hospitals.

Is The Time Right 
to Buy an Intraoral Scanner

By Larry Borman
Tetra Dynamics Dental Laboratory

Should I buy an intraoral scanner, and if so, which one? Intraoral 
scanners for digital impressions aren’t what they used to be. In fact, 
they’re becoming the standard of care. If you’re thinking of purchasing 
one, here are the factors you’ll need to consider.

… the business model has 
finally evolved to a point 
that buying an intraoral 

scanner is really starting  
to make sense.

TECHNOLOGY
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Next are the mostly or completely open 
systems of today. With open systems, you 
can send files to almost any service that 
can receive them. These systems make you 
the captain of the restorative options and 
planning process. But even today, not all 
systems are totally open, so it’s important 
to research all of the systems you consider. 
Blogs, professional publications, current 
users of these systems, and manufacturers’ 
product development engineers are all great 
sources of information. An example of a 
totally open system is Trios 3 (3Shape).

Ease of Use

For me, the biggest question is, “Can it be 
used?” As I mentioned already, the size of the 
wand is key. If you can’t use your intraoral 
scanner, say, 25% of the time because it is 
too difficult to capture an image due to the 
size of the wand or how wide a patient can 
open for the image, you will tend not to use 
the intraoral scanner. Currently the smallest 
wand is made by Dental Wings.

Otherwise, the systems are user-friendly. 
Some systems require you to view the screen 
while you are scanning. Other systems 
require you to watch the wand while you 
are scanning, and then view the screen 
prior to confirming and sending the file. 
Many scanners have bells and whistles that 
can be very helpful. But if you don’t expect 
to use them, the extra cost might not be 
worthwhile. While many intraoral scanners 
do not require the teeth to be covered with 
titanium dioxide, most do work much better 
with a spray or brush-on powder. Soon there 
will also be a rinse to make application 
quicker and more consistent.

Caution: I have witnessed users of this 
equipment after several months taking scans 
getting lazy and sending inferior scans to 
be designed which is the same as taking a 
regular impression which has imperfections 

to the point of guessing margins and other 
particulars thereby negating the whole 
purpose of a big easy to read scan. So the 
idea is to follow protocol and not send scans 
that do not meet the basics like being able to 
read the margin. This is user error and the 
old adage “garbage in, garbage out” is still 
the message that holds true here.

Accuracy

Virtually every system is accurate—more so 
than traditional impression materials. Every 
manufacturer has a written analysis of its 
intraoral scanner’s accuracy. When reading 
about accuracy, make sure the accuracy of 
the length of the scan is described. In other 
words, you should find out how accurate a 
full-arch scan is compared to a scan of 20 
mm, for example.

Warranties, Service and  
Technical Support

Warranties and service are extremely 
important. It’s worth paying a bit more just to 
have a reliable service company. A warranty is 
often included for one year with the option to 
extend it for an additional year or two. Most 
systems will have warranties for up to three 
years, and updates are usually included (but 
not always). Knowing who or which dealer 
has the best and most responsive equipment 
service and backups is a very important part 
of your buying decision. Do not overlook this 
and make sure you compare your options. 
Note that intraoral scanner wands are very 
sensitive and require disinfection constantly. 
Following the protocol properly is essential!

Technical support: this is so key to which 
system is chosen. Support is so very 
important because the life of these systems is 
3 to 5 years and then obsolescence is typical. 
You and your staff will need support from 
the technical team quite often; so making 
sure you get good references from users of 

the particular system you are interested 
is paramount. Poor support will build 
frustration and utilizing the technology 
when the system is down or not cooperating 
properly will vanish quickly.

Demonstrations

I highly recommend that you do a couple of 
live demonstrations. This can be a challenge 
to coordinate due to HIPAA, the need for 
disinfection, a possible lack of trial systems 
in the area, and/or setting up a convenient 
time (intraoral scanner unit, salesperson, 
technical person, dentist, staff, and patients), 
but insist on it or at least watch a dentist you 
know working with one.

Costs

Costs have come down considerably. 
Although $40,000 can get you almost any 
unit you want, you can get a great system 
that does almost everything a $40,000 unit 
does for half of the price. Do not get caught 
up in the sales messaging from the slickest 
representative. Do consider the monthly 
or yearly fees. Some intraoral scanners have 
almost no fees, while others may cost $3,000 
to $5,000 per year. Although you might use 
much less impression material, you will still 
need some occasionally. Other costs not to be 
overlooked include scan bodies for implant 
scans, CAD model costs, and a possibility of 
more integrated IT.

After many years of this technology evolving—
with lower costs, more competition, and 
open architecture—it’s time to consider an 
intraoral scanner for digital impressions. By 
2020, I believe most practices will use them 
as a standard of care. 

www.sdds.org • March 2019  |  11



Dr. Toghyani earned her 
DDS degree in 2010. 
She completed a one year 
preceptorship followed by 
a certificate in Oral and 
Maxillofacial Radiology 
and a Masters in Dental 
Diagnostics at the University 
of Texas Health Science 
Center San Antonio in 2016. 

Dr. Toghyani is a Diplomate 
of the American Board of 
Oral and Maxillofacial 
Radiology (ABOMR). She 
has several publications 
and book chapters, and 
is a reviewer for Oral 
Surgery, Oral Pathology, 
Oral Medicine and Oral 
Radiology (OOOO).

She has delivered lectures, 
hands-on instructions, and 
continuing education courses 
on various aspects of dental 
radiology and 3D imaging. 

Why Digital Dentistry?

The future of dentistry is inevitably digital. 
Digital dentistry is described as any dental 
technology that comprises computer-
controlled components. The cutting-
edge technology of cone beam computed 
tomography (CBCT), intraoral/extraoral 
and impression scanning, digital treatment 
planning and digital manufacturing are 
rapidly transforming thousands of dental 
labs and practices worldwide. 

Digital dentistry reduces the risks and 
uncertainties introduced by human 
factors and provides higher accuracy and 
consistency at various levels. There are 
a number of different digital dentistry 
technologies available. All of these 
technologies provide faster and better 
detailed information compared to the 
traditional methods. Moreover, these new 
digital dentistry technologies allow more 
efficient collaboration between dental 
professionals such as dentists and dental 
technicians and eliminate the need for 
physical presence of the patient in the 
office. As the result, they provide more 
precise diagnosis, treatment plans and 
restorations, improved patient comfort and 
higher quality treatment outcomes. 

3D Printing in Digital Workflow

3D printing, also known as Additive 
Manufacturing and Rapid Prototyping, was 
first developed in late 1980s. this technology 
was introduced to the craniomaxillofacial 
region in 1983. 

The term Additive Manufacturing is used 
as opposed to Subtractive Manufacturing; 
a technique dentistry has a long association 
with. Subtractive manufacturing is the 
removal of material to form an object, more 
usually described as ‘milling’. The CAD/

CAM techniques for the milling of crown 
copings and bridge frameworks was the 
initial use of this technology in dentistry. 
Contrarily, 3D printing is one of the range 
of additive manufacturing processes, in 
which material is applied in layers to create 
an object. 

Prior to 2005, only a few large-scale 
commercial 3D Printers were available. 
In 2008, the first desktop printers were 
introduced to the market. Various desktop 
3D printers are available nowadays in the 
retail stores, and it is anticipated that dental 
3D printing will evolve to provide on-site 
clinical manufacturing of surgical guides 
and anatomic models in near future. 

The 3D printing process in dentistry varies 
by the specialty and application of this 
technology; however, they all follow the 
same basis protocol: 1- Data acquisition 
(CBCT, MRI and/or Intraoral scans), 2- 
Design (development of a virtual model, 
referred to as computer-aided design 
(CAD), and 3- Manufacture of the physical 
model, also known as computer-aided 
manufacturing (CAM). 

There are numerous advantages to 
the implementation of 3D modeling, 
specifically in craniomaxillofacial surgeries. 

Most Interesting Clinical Indications 
Of 3D Printing in Dentistry and Oral 
and Maxillofacial Surgery

 Medical Modeling

One of the earliest applications of 3D 
printing is the production of anatomical 
study models. For the corrective surgeries 
of the maxillofacial skeleton, fabrication 
of biomodels facilitates preoperative 
diagnosis, precise measurement of the 
defects, measurement of segmental jaw 

1

3D Printing
By Shiva Toghyani, DDS

the Catalyst for Digital Dentistry

TECHNOLOGY
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movements, surgical simulation of complex 
deformities, reconstruction of defects by 
using the unaffected contralateral side, pre-
bending the surgical plates and preoperative 
construction of templates and prosthesis. 

3D printed model can also act as a template 
for adapting the titanium mesh to a specific 
cranial defect. The mesh then serves as a 
space holder for bone grafts until integration 
with the host bone takes place. 

These advantages may be utilized in cases 
of maxillofacial pathologies (tumors, cysts, 
etc.), congenital malformations, and cranial 
defects caused by trauma, tumor removal or 
decompressive craniotomies. 

 Maxillofacial Implants

3D printing can be utilized to produce the 
maxillofacial prosthesis directly, or as a 
tool for indirect manufacturing using one 
of the conventional methods. Recently, 
more articles describe direct design and 
fabrication of molds for implantable 
polymer prosthesis. 

 Digital Orthodontics

The most practical use of 3D printed 
models for an orthodontic practice is their 
availability. Patient data can be archived 
digitally and printed only when needed. 
This method is a great saving in physical 
storage requirement. Stone models often 
get destroyed specially during the retainer 
fabrication process. 3D printed models 
can be used as many times as necessary for 
retainer fabrication purposes without the 
need for presence of the patient in the office. 

A fascinating advantage of this technology 
in orthodontics is aligner design. Creating 
a series of 3D printed aligners can be 
implemented by repositioning the patient’s 
teeth digitally and manufacturing the 

aligners that can progressively reposition 
the teeth over a certain period of time. 

Precise bracket placement is another benefit 
of 3D printing in orthodontics. Indirect 
bracket bonding splints can be printed in 
rigid and flexible materials and be used for 
accurately placing the brackets over the teeth. 

 Dental Implants/Surgical Guides

The virtual surgical planning software uses 
medical imaging files for the purpose of 
designing the implant placement. Digital 
manufacturing of surgical guides has 
accomplished transferring these virtual 
plans to the physical models. The purpose 
of these surgical templates is to assist the 
surgeon with proper surgical placement 
and angulation of dental implants, in 
accordance with the treatment plan. 

Most CBCT software viewers, provide 
the feature of virtual implant placement; 
however, this designed plan in many cases 
cannot be exported as a printable file 
format. Therefore, the CBCT viewers may 
be helpful in determining the place of an 
implant but this plan cannot be transferred 
to the patient’s mouth. For the fabrication 
of guides and restorations, there are other 
commercial software available in the 
market. 

 Instrument Manufacture

3D printing certainly provides an indefinite 
potential for surgeons and dentists ingenuity 
and creativity! Perhaps a reason why the 
term “Rapid Prototyping” seemed extremely 
exciting to the inventive individuals, is 
that this technology allows the designer to 
move rapidly from the concept to prototype 
innovative instruments or devices for 
everyday use. 

Conclusion

3D printing creates the potential to 
accurately generate complex geometrical 
forms from the digital data in a variety of 
materials. This technology is being widely 
used in orthodontics, restorative dentistry 
and maxillofacial and implant surgeries. 
It is greatly acknowledged that surgical 
procedures may be less invasive and more 
predictable with the implementation of 
printed surgical guides. 

Although 3D printers are becoming more 
affordable, the cost of training skilled 
operators, running a digital lab, materials, 
maintenance, and the need for strict safety 
protocols for post-processing the material 
should also be carefully considered. 

The congruence of new advancements in 
visualization such as intraoral and extraoral 
scanners and CBCT machines and 3D 
printing technologies, along with the 
intuitive creativity of dental professionals, 
makes this an exceptionally exciting time 
to be in dentistry.  
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Dr. Speed is an expert in 
innovative methods in 
pediatric dentistry. She has 
personally cared for tens of 
thousands of families in her 
20+ years of private practice. 
With advanced education in 
both psychology and human 
biology, her D.D.S. and 
pediatric specialty certificate, 
Joelle is a pioneer in her 
field and is part of an elite 
1% of dentists nationwide 
using cutting-edge pain 
reduction laser technology in 
her pediatric practice Smile 
Gallery, in Roseville, CA.

Being a laser dentist for the past 12 years 
has helped me to achieve this goal. I 
recently just purchased a CO2 laser in 
November 2018 and I am blown away by 
the technology. The 
CO2 laser continues 
to help me meet 
my goal of offering 
high level care 
combined with an 
exceptional dental 
experience. I truly 
feel that someday 
laser dentistry will 
be the standard of 
care, especially in 
pediatric dentistry. If there is technology 
that exists that allows me to avoid giving 
an injection for a simple dental procedure, 
why wouldn’t I want this in my practice?

I think we can all feel a little reluctant to 
try something new, especially if it sounds 
too good to be true. The scary part can be 
just stepping outside of our comfort zone. 
We might have to be comfortable being 
uncomfortable, at least in the beginning. 
Change isn’t always easy, but I do think it 
is necessary for the future of our profession. 
As with anything new, there will be a 
learning curve. What is most important is 
to not get discouraged. It’s important to 
trust in yourself and not sell yourself short. 
Reach out to other doctors that have this 
technology for pointers and take courses 
that will support you. Anyone can learn 
this technology and integrate it in some 
way within their practice. I think one of 
the biggest deterrents to incorporating 
laser dentistry into a dental practice is 

the cost. However, I truly feel that when 
we don’t choose to invest in cutting-edge 
technology like lasers, there is a bigger cost 
to pay. Today, the laser offers an improved 

means of delivering 
high end care for 
your patients. Some 
factors to consider 
when buying a laser 
is what procedures 
you want to use it 
for. Some lasers do 
both hard and soft 
tissue while others 
only sof t t issue 
procedures. This 

will help you narrow down your choices 
that exist in the market. The unit that I 
purchased is pretty large so you need to 
verify that you will have the space to use it 
in your operatory and where you will store 
it when it’s not in use. The technology 
today goes well beyond what lasers were 
doing 5 or even 10 years ago. If you are 
looking for the best experience for your 
patients, laser dentistry can be the key to 
unlock success beyond what you have yet 
experienced.

For me, this is how the game has changed. 
I can be so much more efficient and 
productive with each visit. Now, I can do 
more of what I was already doing. I am 
able to offer multi-quadrant dentistry 
which is incredible for kids. For nearly all 
of my restorative patients, I am no longer 
giving injections to place restorations 
so we can do more at each visit. My 
patients get to experience anesthesia-free 
restorative dentistry and this is HUGE! 

Reinventing the Jedi:  
Laser Dentistry 

for the 21st Century

By Joelle Speed, DDS 
SDDS Member

The CO2 laser continues 
to help me meet my goal 

of offering high level 
care combined with 

an exceptional dental 
experience. 

As a pediatric dentist, I committed very early on to being a game-
changer. It was always my passion to create the type of practice that 
delivered an experience that was unlike any other. My goal is to help 
others around me realize and believe success comes from doing 
things differently. 

TECHNOLOGY
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This means less time missing school, or 
the parent missing work – it’s a win-win! 
Parents really do appreciate fewer and 
shorter appointments. Keeping restorative 
appointments short for pediatric patients 
is essential for my success too. It still feels 
somewhat magical to me how quickly I 
can get through a restorative procedure 
on my patients. I can also do soft tissue 
procedures that previously I was referring 
out. This leads to increased revenue within 
my practice.

For my team, it means less needles used. 
This means less sharps related injuries! My 
staff is very proud of the fact that we offer 
this high end technology for our patients 
and they see first-hand what an impact it 
has had to the overall dental experience. 
They have also embraced learning about 
something new. It has been so much more 
rewarding to keep things exciting so that 
our profession doesn’t just settle into 
“status quo” or average.

For my parents, it has reduced the things 
that they worry about that are traditionally 
associated with a dental visit. They don’t 

have to stress about their child being upset or 
complaining about being numb following 
a restorative procedure. Watching their 
children experience pain-free, anesthesia-
free dentistry is so comforting to them. 
When parents are more relaxed, their child 
is more relaxed. As soon as the dental visit 
is over, parents can leave the office and 
go about their day and whatever they had 
planned. They can take their child right 
back to school, they can head to their 
sporting event or activity, or go and grab a 
bite to eat. Parents actually leave my office 
wanting to find a laser dentist too. They are 
so impressed by the technology that they 
want the same experience for themselves.

For my patients, my laser allows me to 
treat teeth much more conservatively–it’s 
so precise! I can leave more healthy tooth 
structure behind. The soft tissue procedures 
heal so quickly and there is minimal post-
op discomfort so less need for analgesics. 
The BEST part is that kids leave happy, 
like nothing happened. We always ask 
our patients after their visits how their 
experience was with the laser. Our most 

common responses are, “It was good,” 
“I would do it again,” or “I didn’t feel 
anything.” It’s nothing short of magical to 
witness the great experience your patients 
received to make the investment of time 
and resources worthwhile.

I urge anyone interested in incorporating 
lasers into their practice to do their 
research. Talk with other dentists who 
use lasers and find out first-hand what 
their experience has been. I think you’ll 
be astonished at what you hear. Personally, 
I feel if you are looking to advance your 
practice of dentistry to the next level, 
you need to explore laser dentistry. The 
customer service I have received through 
my newest laser has been second to none. 
The company provides a unique culture 
that drives learning and support. You’ll be 
inspired to learn more, do more, and be 
more so that you can provide the very best 
experience for your patients. 

Located in the beautiful  foothil ls of California,  

Costa Aesthetics is a modern, clean, sophisticated 

dental   laborator y.   As  a   production  laborator y 

with a  boutique f lare,  we emphasize on natureʼs  

approach to an esthetic smile and work hard to 

ensure no detail  is overlooked. 

TTeam up with  Costa  Aesthetics  for  unpara l le led 

qual i t y  & wor ld  c lass  customer  ser v ice!  Custom 

shades are  of fered on-si te  and our  cad/cam 

depar tment  proudly  accepts  f i les  from:  i tero  & 

tr ios  dig i ta l  f i les.

LOBBY CUSTOM SHADE ROOM CAD/CAM TECHNICIAN STATION

PROUD MEMBERS OF

• • • • • • • • • • • • • • •

COSTA-AESTHE T I C S .COM

916.407.2500
INFO@COSTA-ESTHETICS.COMSDDS

MEMBER PROMOTION

20% 
OFF YOUR
FIRST CASE

www.sdds.org • March 2019  |  15



Marya “Masha” Polan is a 
2013 graduate of University 
of the Pacific Dental School 
and currently practices in 
the Bay Area. She played 
division 1 volleyball for the 
UOP Tigers in Stockton, 
Ca.  She currently resides in 
Alameda with her husband 
Kellen, and toddler KJ.

There are two questions I am frequently 
asked: “How TALL are you?” and “Should 
I invest in CAD/CAM technology for my 
office?” The first questions is quite easy to 
answer, a simple “six foot three” usually 
is the end of the conversation. The second 
question starts a broader discussion. 

I have used CAD/CAM technology for over 
five years since starting as an associate. My 
expectations of digital dentistry and the 
reality were very different. I saw my owner 
dentist easily completing restorations and 
making patients so happy. What I didn’t 
realize is that as a new dentist I did not 
understand proper preparation design for 
milled porcelain restorations. I ended up 
having to do many rounds of re-prepping, 
which slowed me down and caused the 
patients to become upset. I had to schedule 
patients for longer appointments to 
accommodate this learning curve and lost 
productivity from seeing other patients. 
Due to the increased cost of an in-office 
restoration, patients were not seeing 
the value. There were many times that I 
wanted to give up and make a temporary 
restoration. It certainly would have been 
easier in many situations, but to become 
eff icient as a CAD/CAM clinician I 
needed hands-on learning to understand 
materials, prep design, and managing 
patient expectations. 

I would now consider myself a very 
confident CAD/CAM dentist and have 
trained a handful of clinicians who have 
never used the technology before. I have 

found that every doctor who I train gets 
discouraged in the beginning and wants 
to give up, just like I did. When a dentist 
invests in new technology, there is a period 
where learning needs to occur. CE classes 
will need to be taken to learn how to use the 
new technology. This will take time away 
from the office and patient care. Delivering 
same-day indirect restorations requires 
more doctor time until the support team 
is properly trained to take over certain 
tasks. The best thing to do is learn as 
much as possible prior to purchasing the 
technology. This way, one can reduce the 
learning curve and be better prepared to 
train the team.

Fast forward to the good days. A patient 
walks in with a broken front tooth and I 
have no way to make a decent temporary. 
I can restore their tooth beautifully and 
permanently the same day. This patient 
refers others to me. It may be people who 
fear the dentist and want their dental work 
done same day. Or, it may be business 
owners with very little free time who want 
to come in during their lunch break and 
have a crown made. CAD/CAM dentistry 
relies so much on referrals, and it doesn’t 
come easy. If one wants to invest in 
CAD/CAM technology, they need to be 
prepared for the hardships that come in the 
beginning, but know that it does get better 
down the road.

It is important to remember that CAD/
CAM technology is not indicated for every 
tooth and every patient. It would be a bit 

By Masha Polan, DDS

for Investing in CAD/CAM Technology

When a dentist invests in new technology, there is a 
period where learning needs to occur. CE classes will 

need to be taken to learn how to use the new technology.

Practical 
Considerations

TECHNOLOGY
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of wishful thinking to believe that just because one has the 
machine, they will be using it for every indirect restoration. 
A dentist must have knowledge on material and prep design 
so that proper case selection can be applied. Keep in mind 
that it takes an experienced CAD/CAM user approximately 
two hours to complete an indirect restoration from start to 
finish; whereas a new user can easily take double that time. 
Patients with high anxiety and difficulty gaining profound 
anesthesia may not be ideal candidates. Due to CAD/CAM 
creating milled restorations, adequate clearance is key to 
ensuring the restoration has the proper thickness to withstand 
occlusal forces. Although a very reliable technology, CAD/
CAM is technology nonetheless. As such, there may be times 
when a dentist cannot complete a same-day restoration due 
to maintenance of equipment and software. Many new users 
will struggle navigating the technology and troubleshooting 
errors as they arise. 

Deciding whether to invest in new technology for the office 
can be a very difficult dilemma. Cost is usually the biggest 
hurdle to investing in new technology, but it certainly 
doesn’t have to be. Representatives from the manufacturer 
or distributor can work with each practice owner to find 
units that fit within their budget and help support the type 
of dentistry one wants to practice. For example, if a dentist 
wants to get into digital impressions but isn’t quite ready for 
same-day deliveries, perhaps buying a used digital scanner 
could be a solution. To calculate if the technology will bring a 
return on investment, a dentist must have a firm grasp on the 
average office supply costs, lab costs, and number of indirect 
restorations completed each month. 

It is also important to note that some insurance companies 
will consider CAD/CAM restorations an upgraded material 
and patients may have less coverage than they are used to 
on indirect restorations. This can cause a barrier to case 
acceptance. Great communication and connection with 
patients is key, as many people may be upset when fees 
change from previous visits. A dentist must have a very clear 
knowledge of their patient base and make sure that patients 
will see the value in spending more to have a same-day 
restoration. Many insurance plans will require a dentist to 
give lab-made options in addition to the in-office restoration, 
and if a patient does not see the value they may not want 
to invest extra dollars. Do some research on case acceptance 
for CAD/CAM treatment plans, and see if the client base at 
the office would be accepting. No one wants their fancy new 
technology collecting dust! 

Although new technology can be exciting and fun, it can also 
be a TALL order that is stressful and costly. By thinking about 
things practically, a dentist can start to decide whether CAD/
CAM technology will be a good addition to their practice. 

Volunteer
opportunities

 
March 8-9, 2019 • Solano 
September 27-28, 2019 • San Bernardino

TO VOLUNTEER: www.cdafoundation.org/cda-cares

THE GATHERING INN

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

TO VOLUNTEER, CONTACT:  
Kathi Webb (916.743.5351 • kwebbft@aol.com) 

EVERYONE FOR VETERANS

SDDS is partnering with the national program, Everyone for Veterans, to 
provide care for COMBAT veterans and their families who cannot afford, 
nor have military coverage, dental care. Can you adopt a vet? Hope so! 
Call SDDS (916.446.1227), or email us (sdds@sdds.org), to help us 
with this wonderful program.

For More Information: everyoneforveterans.org/for-dentists.html

AUBURN RENEWAL CENTER CLINIC

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

TO VOLUNTEER, CONTACT:  
Dr. Steve Holm (916.425.6766 • sholm@goldrush.com)

CCMP

VOLUNTEERS NEEDED: General Dentists, Specialists, Dental Assistants 
and Hygienists.

TO VOLUNTEER, CONTACT:  
CALL! (916.925.9379 • CCMP.PA@JUNO.COM)

(COALITION FOR CONCERNED MEDICAL PROFESSIONALS)

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 for Smiles for Kids for follow-up care.

TO VOLUNTEER, CONTACT:  
SDDS office (916.446.1227 • smilesforkids@sdds.org)
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GREATER PLACERVILLE: Price Reduced! Selling for less than 50% of 2017 
collections of $699K. 25 min. from El Dorado Hills. Owner wants to retire, priced for 
quick sale. 1500+ sf 4 Ops. Dentrix, 2 Schick sensors, new server & CPUs. #CA407
GREATER SACRAMENTO: Established practice in well-designed 1846 sf dental 
office condo. 5 Ops, Dentrix G5.2 software, Global microscope, I/O camera. Quality 
dental building location with plenty of windows, in a high traffic-count location. 2017 
GR of $1M+ on 4 day/wk. Condo must be purchased with practice. #CA545
GREATER SACRAMENTO: NEW LISTING! PPO Practice/Condo in a stable 
community for 33 yrs. in well-known dental and medical area. 1390+ sf office. 4 Ops, 
digital X-rays, imaging system, I/O camera. 2017 GR $652K. #CA561
GREATER SACRAMENTO: 4 Ops, approx. 1500 sf in professional building on 
major thoroughfare, equipped w/ digital X-rays, digital Pan, I/O camera, laser, and 
CAD/CAM. Relocating. #CA516
GREATER SACRAMENTO: North Area: Modern 4 Op w/ 5th Open, PPO practice, 
1664 sf. Higher-end TI's and neighborhood, Gendex sensor, I/O camera, Nomad, Pano 
and Laser. 2017 GR $755K on 33 avg. hrs./wk. #CA550
GREATER SACRAMENTO: El Dorado Hills/Folsom Area: 3 Op, PPO practice in 
approx. 1399 sf. High-end TI’s and neighborhood, SoftDent, Carestream sensors, I/O 
camera. 2017 GR $506K on 4.25 day/wk. #CA543
SACRAMENTO: 3 Ops, great shopping center location, digital X-rays, ready to move 
in to. 2017 GR of $572K, open 30 hrs./wk., 29 yrs. goodwill. #CA527
SACRAMENTO AREA: NEW LISTING! GP & Specialty HMO/some PPO Practice. 
Approx. 5000 sf building avail. with Practice. 9 Ops, digital sensors, imaging system,   
I/O camera, digital pano. 2017 GR $1.1M. 2018 Quickbooks (to be verified) GR $680K. 
#CA567
SACRAMENTO: Efficiently run practice, 4 fully equipped Ops, Practice Web 
software, I/O Camera, digital X-ray. 2017 GR $1M. Low overhead. #CA510

PRACTICE SALES     VALUATIONS/APPRAISALS      TRANSITION PLANNING      PARTNERSHIPS      MERGERS      ASSOCIATESHIPS

dental Practice Brokerage
TEAM SACRAMENTO

www.henryscheinPPT.com 1.800.519.3458NORTHERN CALIFORNIA OFFICE

Henry Schein Corporate Broker #01233804  

Jay Harter 
LIC #01008086

36 Years in Business
(916) 812-0500

Jay.Harter@henryschein.com

This is a sample 
of our listings.

2/12/2019   

Dr. Thomas Wagner
LIC #01418359

40 Years in Business
(916) 812-3255

DrThomas.Wagner@henryschein.com

For more information, visit: 
www.henryscheinPPT.com

• • • • •

Post your jobs FREE!

Join Swiss Monkey and let us match you up!
(916) 500-4125 contact@swissmonkey.io www.swissmonkey.io

THERE’S MORE.. .  
SEARCH & CONNECT WITH CANDIDATES.  

CONCIERGE SERVICES.  
PRACTICE MANAGEMENT SERVICES.

 DYNAMIC TEMP MODULE.
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[             ] 
On November 9th and 10th, Auburn dentists provided care to 155 
veterans—providing 410 procedures, including fillings, dentures, 
denture repair, 155 extractions and cleanings. 85 volunteers provided 
nearly $150,000 in treatment in the two days. 

Thank you to everyone who  
participated in this wonderful effort!

Drs. Sean Avera and staff
Drs. Kevin O’Neill and Kevin O’ Dea 
 and staff
Dr. Steve Holm and staff
Dr. Erik Matson and staff
Dr. Don Liberty and entire staff
Dr. Paul Bianchi and staff
Dr. Brian Harris and staff
Dr. Diane Liberty
Drs. Eric & Bruce Muff and assistant
 and hygienist

Dr. Brandon Dever and assistant
Dr. Evan Kania and assistant
Dr. Craig Wada and assistant
Dr. Brock Hinton and assistant
Dr. Carl Fleischmann and assistant
Dr. Peter Vanderwalker 
Dr. Jacob Hashagen
Dr. Toni Accettura
Dr. Reynold Donovan 
Dr. Jim Smith and wife, a retired 
 Periodontist

Auburn Dentists, 
Team Members & Volunteers 

Serve Our Veterans!
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Since 2004, SDDS Staff has donated the Bump Dinner to benefit the 
Foundation. The first Bump Dinner raised $1,800 for the Foundation. This 
year, it raised $13,700! To date, it has raised $98,000.

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

Thank you!

Thank You
FOR SUPPORTING THE FOUNDATION!

PASSED APPETIZERS

Megan’s Bacon Magic

Ahi Poke on Sesame Won Tons

Onion Gruyere Canapes

Served with: Rombauer Chardonnay

Mastroserio Barbera

SOUP & SALAD 

Cream of 3 Mushroom 

Butter Lettuce Citrus Salad

Served with: Domaine Chatelain – Petit Chablis

PASTA

Pumpkin Ravioli with Brown Butter and Sage 

Served with: Christian Salmon Sancerre Pinot Noir 

SORBET

Blood Orange Sorbet 

Served with: Levering Lemoncello

ENTREE

Mixed Grill: “Rosemaried” Filet,  

Pork Medallions, Sausages

Haricot Verte with Prosciutto and Porcini Butter

Garlic Yukon Gold Potatoes

Served with: Mastroserio Cabernet Sauvignon 2012 - Fairplay

DESSERT

Peanut Butter and Chocolate Terrine

Served with: Cannonballs

2019  

BUMP DINNER

FEBRUARY 8, 2019

Hosted and donated by the
Sacramento District Dental Society Staff 
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Construction Management
Remodels and Renovations
Tenant Improvements
New Construction

Reaching the Peak
in Building for the
Dental Industry

BlueNorthernBuilders.com  916.772.4192 CA Lic #820947

It’s all about you.
As it should be. 

When you partner with us, you can count on experts who listen, learn and get to know 
your business, so we can provide solutions specifically tailored to your needs.

Respect, responsiveness and commitment. That’s been our approach for more than 125 
years, and it’s what you and your business deserve.

Let’s create tomorrow, together. 

2018 Best Bank in the U.S. Pacific Region – Money Magazine

Shannon Mitchell, Vice President, Relationship Manager
916-648-3470 or shannon.mitchell@bannerbank.com Member FDIC
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YOU
THE DENTIST, THE EMPLOYER

YOU ARE A DENTIST. You are also an 

employer. Employee evaluations, hiring 

and firing, labor laws and personnel files 

are an important part of that. This monthly 

column, will offer current employment 

law information pertinent to you —  

the dentist, the employer.

SDDS HR Hotline
NEW EXCLUSIVE NUMBER  
FREE TO SDDS MEMBERS!

888.784.4031

MEMBER

BENEFIT!

Implemented in July 2015, California’s 
mandatory paid sick leave policy requires 
nearly all employers to provide employees 
with protected paid sick leave (PSL). 

But if you’re still confused about how to 
comply with the requirements, rest assured, 
you’re not alone. CDA Practice Support 
continues to receive daily calls about 
compliance and employee management 
issues related to the state law.

Here are the basics for employers. 

As a best practice, employers should create a 
written policy showing compliance with the 
PSL law. A written policy can help to clearly 
communicate the practice’s approach to 
providing the mandatory benefit and should 
also be used if the employer places any limits 
on PSL that are allowed within the law, such 
as a cap on accrual.

All employees who work 30 or more days 
for a single employer within a 12-month 
period are eligible for PSL benefits and must 
satisfy a 90-day employment period before 
taking any sick leave. The 12-month period 
can be based on the employee’s anniversary 
date, the date the law became effective or the 
calendar year.

Employers have the choice of how to  
provide leave:

A front-load policy makes the full amount of 
sick leave for the year available immediately 
at the beginning of a yearlong period, except 
for initial hires for whom it must be available 
for use by the 90th day of employment. The 
employer must provide at least 24 hours or 
three days of paid sick leave per year and the 
full amount of this leave must be available 

for the employee’s use from the beginning of 
each 12-month period. With this method, 
any unused time that remains at the end of 
the benefit year is forfeited.

An accrual policy is one where employees 
earn sick leave over time, with the 
accrued time carrying over in each year of 
employment. In general terms (and subject 
to some exceptions), employees under an 
accrual plan must earn at least one hour 
of PSL for each 30 hours of work up to 24 
hours. With this method, any unused time 
that remains at the end of the benefit year 
is carried over to the next year and may be 
subject to an allowable cap of 48 hours if the 
employer establishes a cap policy. Part-time 
employees who earn at the statutory rate 
(1/30) can earn less than 24 hours of PSL in 
a year if their schedules are intermittent, i.e., 
a registered dental hygienist who works one 
day a week for eight hours x 52 weeks = 13.86 
hours of PSL annually.

With each of these methods, the use of PSL 
may be limited to three days or 24 hours per 
year, even if the employee’s accrual bank 
reflects a greater amount. 

An employee can use PSL for the diagnosis, 
care or treatment of an existing health 
condition or for preventive care for themselves 
or a family member. For example, an 
employee could take PSL for a cold or other 
sickness, for a sick parent or child or for an 
annual physical or other preventive care, like 
a flu shot. Additionally, the time can be taken 
for specified purposes if you are a victim of 
domestic violence, sexual assault or stalking.

An employee can use the full amount of 
the paid sick days for a qualifying family 

member. Under California law, family 
members include the employee’s parent, 
child, spouse, registered domestic partner, 
grandparent, grandchild and sibling. 
Employers should check local ordinances as 
some include expanded allowances.

Employers who have an established alternative 
workweek schedule should provide the benefit 
equal to the equivalent number of hours of 
a “regular workday.” For example, a four-day 
workweek of 10-hour days would provide 
employees with 30 hours (three days) of PSL 
per benefit year. The nature of the law is such 
that when an employee needs to take a PSL 
day off, they do not suffer a loss of wages. 

Steps to compliance

Employers must do several things to comply 
with the Healthy Workplaces, Healthy 
Families Act of 2014.

• Develop a written policy and obtain 
signed acknowledgement from 
employees.

• Display the poster on paid sick leave 
where employees can read it easily.

• Provide written notice (Notice to 
Employee, Labor Code section 
2810.5) to employees with sick-
leave rights at the time of hire or 
establishment of new PSL policy. 

• Show how many days of sick leave an 
employee has available on a pay stub 
or a document issued the same day as 
a paycheck.

• Keep records showing how many 
hours employees earned and used for 
three years. 

PAID SICK LEAVE COMPLIANCE  
and Management Explained
Reprinted with permission from California Dental Association
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ASSOCIATE POSITIONS AVAILABLE
Paul Raskin, DDS • Sacramento • FT/PT • Prosth
Weideman Pediatric & Orthodontics • Citrus Heights • FT (4-5 days) • Ortho
Kids Care Dental • Bay Area • Ortho
Sean Avera, DDS • Auburn • Perio
Robert Catron, DDS • Cameron Park • FT/PT • GP
Ana Maria  Antoniu, DMD • Sacramento • FT/PT • GP
Surfside Kids Dental • Sacramento • FT/PT •  Pediatrics
James Childress, DDS • Davis • PT • Perio
Brian Crawford, DDS • PT • Ortho
Mark Redford, DDS • Sacramento • PT • GP
Camelia Cifor, DDS • Carmichael • FT • Perio
Camelia Cifor, DDS • Sacramento • FT/PT • GP
Han Do, DDS • Sacramento • FT • Ortho
Dan Gustavson, DDS • Roseville • PT • GP
Hossein Kazemi, DDS • Roseville • PT • GP
Amy Woo, DDS • Sacramento • PT • GP
Uriel Carranza, DDS • Sacramento • FT/PT • GP
Hamid Shirazi, DDS • Davis • P/T (w/option for buy-in) • Perio
R. Bruce Thomas, DDS • Davis • FT/PT • GP
Charles Tran, DDS • Sacramento • FT/PT • GP
Virender Grewal, DDS • Elk Grove • FT (w/option for buy-in) • GP
Matt Comfort, DDS • Roseville • FT/PT • GP
Clifton Nakatani, DDS, MSD • Sacramento • FT/PT • Perio
Christopher Schiappa, DDS • Volcano • PT • GP
Binh Dao, DDS • Roseville • PT • Endo/Oral Surgeon
Ike Rahimi, DMD • Placerville • PT • GP
Anthony Dang, DDS • Rancho Cordova • PT • GP
Lynn Judd, DDS • Folsom • FT (w/option for buy-out) • GP
Patrick Penney, DDS • Sacramento • PT • ENDO
Quynh-Trang Pham, DDS • Sacramento • PT • GP
Hoang Truong, DDS • Sacramento • PT • GP
Eloisa Espiritu, DDS • Lincoln • FT/PT • GP
David Park, DDS • FT/PT • GP
Gilbert Limhengco, DDS • Natomas/Citrus Heights • PT • Endo
Hung Le, DDS • S. Sacramento • PT • GP
Timothy Herman, DDS • Roseville/Lincoln • FT/PT • GP
Kids Care Dental & Ortho • Calvine/Elk Grove • FT • GP, Ortho
Elizabeth Johnson, DDS • various Wellspace locations • FT/PT/Fill-In • GP

DOCS SEEKING EMPLOYMENT
Go Eun Kim, DMD, MS • FT/PT • GP/Prosth
Shweta Haldipur, DDS • GP
Robert Nisson, DDS, MSD • P/T • Ortho
Ramona Rivera, DDS • Sacramento • GP
Kavneet Bindra, DDS • PT • GP
Omid Niavarani, DDS • FT/PT • Oral Surgeon 
Bruce Taber, DDS • Fill-In • GP  
Steve Murphy, DMD • FT/PT • Endo

Job Bank
The SDDS Job Bank is a service offered only to SDDS Members. It is published on the 
SDDS website and provides a forum for job seekers to reach other Society members 
who are looking for dentists to round out their practice, and vice versa. If you are a 
job seeker, associate seeker, selling or buying a practice, contact SDDS at (916) 446-
1227. For contact information of any of the job bankers please visit www.sdds.org.

Also, seven California cities to date have passed local ordinances 
that provide greater allowances and eligibility rules that vary 
from city to city. For example, employers in the city of Santa 
Monica cannot provide paid sick leave as part of a PTO policy. 
Paid sick leave must be a distinct amount of time separate from 
vacation time offered by the employer. Employers should check 
with city and county governments for local ordinances that 
apply to their practice. (Check to see if your city is affected at 
cda.org/practicesupport.)

Paid sick leave FAQ

CDA Practice Support compiled the top three frequently asked 
questions it receives from members about PSL. Answers are 
provided here.

1.  What do I do if my employee does not specifically 
request to use paid sick leave?

When an employee calls in sick, you should always ask them, 
“Will you be using your sick time for this day?” If they say “no,” 
let them know it will be an unexcused absence. Then you can 
write them up if they seem to be repeat offenders. Applying PSL 
without their consent is a violation of the law. 

2.  Can I require my employees to provide a  
doctor’s note?

The law suggests that an employer’s request for a doctor’s note 
or proof of illness may be construed as an attempt to deprive 
an employee of their mandatory sick leave. You may ask for 
certification for unscheduled absences in the case of victims of 
sexual assault, domestic violence or stalking. You are, however, 
free to request a doctor’s note for sick days beyond the three-
day minimum or if employees are out for a while on disability.

3.  Can I establish a set wage to pay my employees 
when they’re out sick?

No. Nonexempt (hourly) employees should be paid their 
regular or normal nonovertime hourly rate for time that was 
taken as PSL. For an employee paid on a “commission basis,” 
you would divide the total compensation for the previous 90 
days (excluding overtime premium pay) by the total number of 
nonovertime hours worked in the full pay periods of the prior 
90 days of employment. 

More answers about sick leave can be found on cda.org/
practicesupport or in the Department of Industrial Relations’ FAQ 
at www.dir.ca.gov.

Copyright © 2019 California Dental Association
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David Olson, General Contractor
License #822960
(209) 366-2486

www.olsonconstructioninc.com

Specializing in Complete Dental Offices
and Tenant Improvements

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

Kids Care Dental & Orthodontics 
Elk Grove Location @ Laguna Crossroads
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YOU YOU ARE A DENTIST.  You’ve been 
to school, taken your Boards and settled 
into practice. End of story?

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

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

THE DENTIST,                                         
THE BUSINESS OWNER

I was talking with Dr. Darrell Chun the other 
day about the advances in technology with 
dental equipment. He spoke about how dentists 
are able to be more accurate and efficient than 
in the past. 

So the question is when should one purchase 
new equipment. There are additional questions 
that should be asked with this question:

1. Do you need it?

2. Is the technology you are purchasing 
superior to what you are using now? 

3. Do you need a tax deduction? 

To me the last item in this list is not the reason 
to purchase new equipment. Why pay a dollar to 
save 40-50 cents. Instead make sure to plan out 
the year with your accountant and make sure 
you are sending in monies every quarter. 

Now if you answer yes to the either of the first 
two questions then it makes sense to look into 
a purchase. 

With the Bonus and Section 179 deductions 
available make sure to consult your tax preparer 
on the proper deduction to take the first year. 

If you are paying cash for the equipment I believe 
you can be more aggressive with the deduction 

If you are financing the acquisition then you 
want to be careful with how big on an initial 
expense you take. The reason being is if you 
deduct it all in the first year then in following 
years you will be paying down the debt (cash 
flowing out) with no corresponding deduction 
(because you took the full deduction in year one)

There are other tax issues involved as well with 
tax brackets and basis issues so make sure you 
are spending time with your CPA to make 
sure you are maximizing the benefits of your 
equipment purchase. 

By John Urrutia, CPA
Partner at MUN CPAs (SDDS Vendor Member)

Purchasing New Equipment  
From Two Perspectives

Having the best equipment, in any business, 
can be one of the keys to success. In dentistry 
this fact is probably more prevalent due to 
the highly technical aspect of the industry. 
And, while having the right equipment is one 
thing, affording it and purchasing it is quite 
another. Do you purchase your equipment 
with cash or do you obtain financing 
and pay it off over time? Your CPA and 
business manager can probably assist you in 
determining what the best path is for you 
and your business.  

If you do choose to finance the equipment 
here are some things to really pay attention 
to as you move forward with your purchase: 

1. Interest Rate Are you getting a competitive 
interest rate? Having a good interest rate will 
assist in keeping your payment down and 
minimize the amount of interest that you 
have to pay over the life of the loan.

2. Term Does the length of time to pay off 
the loan work for your business? Having a 
term that fits your needs will allow you to 
get the monthly payment that is the best fit 
for you and your business. Keep in mind that 
the longer term can equate to more interest 
paid over the life of the loan so finding the 
right balance between payment and term is 
crucial.

3. Prepayment Penalty If you pay off your 
loan early, will you pay a penalty for that? 
Paying off your loan early should be a benefit 
not a penalty. Find a loan option that will 
not charge you a certain percentage if you 
pay off your loan prior to the end of the term.

4. Front Loaded Interest Is the loan 
structured so that no matter when you pay 
it off, you will be paying the entire amount 
of interest? Front loaded interest essentially 
means that the calculated interest for the 

term of the loan will be paid no matter 
what. Again, why should you be penalized 
for paying a loan off early? 

The next step is understanding the lending 
process. Most lenders are going to need your 
business financials and other documents 
to see if your business can sustain the debt 
and comfortably make the payment without 
being a burden. There is some paperwork 
involved, however don’t let that deter you 
from moving forward with the right option. 
Remember, “The easiest option isn’t always 
the best.” 

Working with the right financial institution 
and having a lending partner on your side 
can make all the difference in the world. As a 
vendor member since 2005, we have worked 
with several dentists to purchase their 
equipment, and we are familiar with what it 
takes to put this type of financing together.

By Bob Miller
First US Community Credit Union (SDDS Vendor Member)
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SDDS Foundation
SMILES FOR KIDS
2018-19 BY THE NUMBERS 250

SCHOOLS SENT K IDS

Volunteers 
125 TWENTY FOUR

NINE SITES OPEN

$200,000
PROBONO WORK DONE

30 Dentists Volunteered  
on Smiles For Kids Day

Thank you to the following for 
their gracious donations:

Thank you to our Smiles for Kids Sites

CSUS Pre-Dental Club —                                                
Project Backpack

Nancy Solomon, Henry Schein Dental
Juanita Tullis, Patterson Dental Supply
Kevin McKittrick, Procter & Gamble
Schelley Fraser, Burkhart Dental

Thank you! to our Smiles For Kids 2019 
Grantors and Sponsors!

Ascot Family Dental  
Jackson Creek Dental 
Dr. Janice Work’s Office   
Pediatric Dentistry 
 of West Sacramento 
Roseville Dental Group 

Sheldon Grove  
 Family Dental  
Smile Kingdom 
Surfside Kids Dental 
Truckee Dentistry 

K IDS  SCHEDULED
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Venus® Pearl and Venus Diamond®

One proven chemistry — three unique viscosities.

The Venus Family of Composites sets a new standard of care with an unprecedented combination of 
superior handling, low shrinkage stress, and high flexural strength.  

Giving a hand to oral health.

kulzerUS.com

© 2019 Kulzer, LLC.  All Rights Reserved. Venus® is a registered trademark of Kulzer, GmbH. Distributed by: Kulzer, LLC. 4315 S. Lafayette Blvd., South Bend, IN 
46614.   Phone: (800) 431-1785  Fax: (877) 271-5211   kulzerUS.com

Contact me for promotions!
Sahel Sayfie
408.649.8921 - Sahel.Sayfie@kulzer-dental.com

Sign Up Today!
Have a great night out of theater while  
supporting a good cause; all proceeds 

benefit the SDDS Foundation! 

Give us a call to order your tickets! 

THURSDAY APRIL 18, 2019    
DISASTER!
Casualty-causing earthquakes, tidal waves, and infernos, disco-inducing bell-bottoms, platform 
shoes, and velour, and the unforgettable songs of the ’70s take center stage in this side-
splitting homage to classic disaster films. With larger-than-life characters, snappy dialogue, and 
recognizable songs like “Knock on Wood,” “Hooked on a Feeling,” “I Am Woman,” and “Hot 
Stuff,” Disaster! will have you dancing in your seats and rolling in the aisles.

THURSDAY 
APRIL 4, 2019 
CATS

WEDNESDAY
MAY 22, 2019 
ALADDIN

Dentists Do The Sacramento Theatre Company

Dentists also Do Broadway
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airLUX
100% Wireless

TM

(actual size)

lumadent.com/
contact-jussnb

$75
NO CEU

Advertising – What’s In, What’s  
Out, What You Cannot Promise
Melanie Duval and Stephen Brown CDA

Thursday, May 30, 2019 
6:00pm • Registration | 6:30 – 8:30pm • Class
SDDS Classroom | 2035 Hurley Way, Suite 200 • Sacramento 

What is your strategy for advertising your practice? Are you in charge? Is one of your staff 
members or maybe an outside PR firm? Whatever the answer, you must make sure that the 
advertising you do is within the law! It is important to make sure that those involved in your 
advertising KNOW what is ethical, what is legal, and what might put you at risk. If your staff 
promotes you or your practice through social media are they putting you at risk in any way? 

This evening is sure to raise a lot of questions that you can take back to your offices to develop 
advertising strategies, rules and policies to advertise effectively, ethically and legally. 

Included in this program will be topics such as:

• Social media advertising, including online reviews and social couponing
• Recognized specialties and limited practices
• Referrals, incentives and kickbacks
• Advertising discounts—legal and ethical obligations

bu
si

ne
ss

 fo
ru

m
 

Ms. Duval is the director of 
CDA Practice Support and 
leads the development and 
management of programs, 
resources and services to help 
members with their business 
management needs.

Mr. Brown is a Senior 
Corporate Counsel at the 
California Dental Association 
(CDA). In addition to handling 
a broad range of corporate 
legal matters for CDA and its 
affiliated entities for the past 
16 years, Stephen directly 
supports the CDA Council 
on Peer Review and Judicial 
Council in all legal matters.
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“The privilege of being a dentist comes with 
a responsibility to society and to fellow 
members of the profession to conduct one’s 
professional activities in a highly ethical 
manner.” This is the opening sentence of 
the CDA Code of Ethics. To many in our 
profession this may sound like an obvious 
statement, but in these times when many 
dentists are experiencing increasing overhead 
and decreasing net profits how does this 
responsibility translate to the day-to-day 
promotion of our practices? Yes, I am talking 
ethical ADVERTISING.

Many dentists may not understand that 
guidelines for advertising and promotion 
of dental practices is codified into law by 
The California Dental Practice Act. This 
is California State law. By choosing to 
be involved with organized dentistry and 
a member of ADA, CDA and SDDS a 
dentist agrees to follow state regulations and 
comply with the Business and Professions 
Codes. Deciphering the California Dental 
Practice Act can be laborious and confusing. 
Fortunately, CDA organizes and condenses 
the pertinent information in the CDA Code 
of Ethics manual.

As a licensed professional, each dentist 
is responsible to be in charge of our own 
advertising. It is our responsibility to know 
what is ethical, what is legal, and what 
might put us at risk. Many of us delegate 
responsibilities for practice promotion to 
staff members or outside consultants. We 
also see advertising from other offices, some 
of which may not comply with state law. The 
bottom line is that the dentist is the one that 
faces potential citation from the California 
Dental Board, and as a member of organized 
dentistry needs to comply with CDA ethical 
standards and practices. You can delegate, 
but you are still responsible.

Advertising by a licensee may include the 
following:

1. A statement of the name of the 
practitioner.

2. A statement of addresses and telephone 
numbers of the offices maintained by 
the practitioner.

3. A statement of office hours regularly 
maintained by the practitioner. 

4. A statement of languages, other 
than English, fluently spoken by 
the practitioner or a person in the 
practitioner’s office.

5. A statement that the practitioner is 
certified by a private or public board 
or agency or a statement that the 
practitioner limits his or her practice to 
specific fields.

The good news is that SDDS can help! If you 
have any question if a form of promoting 
your practice fits within the guidelines 
please contact SDDS via email. The 
Ethics Committee can review a proposed 
advertisement or simply answer a quick 
question on the phone. We are here to be of 
service to our members. 

By Lisa Dobak, DDS
Ethics Committee Chair

Standing Committees
CPR Committee
Apr 6 • Aug 9 • Nov 15

Ethics
May 14 • Sept 25

Nominating/Leadership 
Development
Apr 2 

Peer Review Committee
TBA

Foundation
Foundation Board
Mar 11 • Jul 30 • Nov 11

Golf Tournament                                  
TBA

Advisory Committees
Mass Disaster/Forensics Advisory
TBA

Nugget Editorial Advisory
Apr 29 • Sep 25

Strategic Plan Advisory 
Schedule as needed

Budget and Finance Advisory 
Schedule as needed

Bylaws Advisory
Schedule as needed

Legislative Advisory 
Apr 29 • TBA

New Dental School Advisory 
TBA

Leadership 
Board of Directors
Mar 5 • May 7 • Sep 3 • Nov 5

Executive Committee
Feb 8 • Apr 12 • Aug 2 • Oct 4 • Dec 6

Task Forces
Member Engagement/Recruitment 
Apr 29 • Sep 16

Oral Health/Prop 56 Initiatives
Mar 1 • May 31 • Sep 13 • Dec 6

Other 
Sac Pac
TBA

CDA House of Delegates
Nov 14-17

2019 SDDS Committees Schedule

Committee Corner
Ethical Advertising 
 Is Not an Oxymoron
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SOLD OUT

Check Out Our
RECENT EVENTS
Kings Game 

Punch Bowl Meetup

Upcoming Events
SDDS Cheered on the Kings! In January SDDS sold out of 
tickets to attend the Kings game! SDDS Members, their staff 
and their families enjoyed a night at the Golden 1 center.

SDDS Members met up in January to have a good time with great 
company! Check out our upcoming member meetups on the right!

Experience a one-of-a kind “Farm-to-Fork” 
meal at this landmark Sacramento restaurant. 
Owned and operated by Randall Selland for 
over 20 years, The Kitchen has earned local, 
regional, and national accolades. Join SDDS for 
a private five-course meal that’s sure to impress. 

Wednesday • May 8 • $190 per person

Support the Foundation through our annual 
Swing for Smiles Golf Tournament. Join us 
for golf, contests, drinks, raffles and more! 
Gather a FOREsome for a fun day on the 
green with your fellow golfers!

Friday • May 10

What better way to kick off the start of 
summer than with baseball! Join us at 
Raley Field to watch the Sacramento 
RiverCats play the Omaha Storm Chasers. 
Great for family, friends, and staff! Tickets 
just $24. You won’t want to miss SDDS 
throwing out the first pitch! 

Wednesday • June 13 • $24 per person

Pedal your way to downtown Sacramento’ 
best establishments. This is the ultimate 
brew and bite experience! More information 
to come soon. 

July TBD

The Kitchen

Swing for Smiles  
Golf Tournament 

Dental Day  
at Raley Field

SDDS Does  
Sac Brew Bike
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Let Us Show You How We’ve Remained  

Northern California’s Preferred  

Dental Practice Broker  

For Over 45 Years 
Timothy G. Giroux, DDS & Jon B. Noble, MBA 

ASK THE BROKER 
The “Goldilocks”  

Phenomenon 

WESTERN PRACTICE SALES 

LOCALLY OWNED 

BY DENTISTS, 

FOR DENTISTS 

Timothy G. Giroux, DDS is currently the Owner & Broker 
at Western Practice Sales and a member of the nationally 
recognized dental organization, ADS Transitions.  
You may contact  Dr Giroux at:  wps@succeed.net or  
800.641.4179 

“The Goldilocks principle” is named by analogy to the 
children's story, The Three Bears, in which a little girl named 
Goldilocks tastes three different bowls of porridge, and she finds 
that she prefers porridge which is neither too hot nor too cold, but 
has just the right temperature.[1] Since the children's story is well 
known across cultures, the concept of "just the right amount" is 
easily understood and is easily applied to a wide range of 
disciplines, including developmental psychology, biology,[2] 
economics and engineering.” (from Wikipedia) 
 
So what does this have to do with dentistry? In my humble opinion, 
it is the most important principle in a practice sale! The prices of 
dental practices will fall within a 10% range of a multiple of their 
gross receipts. The value of the practice is in the patient base. There 
is the rub. I have NEVER met a dentist that did not believe that 
their treatment plans were “too hot or too cold”. We believe that 
when it comes to dentistry, we are “just right”! I can put a patient in 
the middle of ten dentists, including myself, and get 10 different 
treatment plans. THIS IS AN EARTH SHATTERING 
PHENOMENON!  
 
Some of the treatment plans will amount to a few hundred dollars 
and watching some areas, while others are a comprehensive 
treatment plan that might cost the patient $5000 or more. If an 
average practice does 1000 exams per year, just do the math on the 
difference of production in that circumstance. Of course once the 
work was completed on each patient, they would go into a recall 
system and would not need much additional work. However, even 
if the average practice saw 25 new patients a month, or 300 new 
patients a year and the differential between the doctors diagnosis 
was just $1,000, there would be a $300,000 differential in production 
just from the new patient diagnosis! 
 
It should be self-evident that the due diligence in a dental practice 
NEEDS TO BE DONE BY THE PURCHASING DENTIST 
THEMSELVES. I don’t believe an accountant, an attorney, a dental 
consultant or even another dentist can determine if the treatment 
plans in any practice are “too hot” or “too cold’, or are “just right” 
for you. An accountant should be able to tell you if the practice 
cash flows enough to meet your needs, but they are assuming that 
the buying dentist will produce EXACTLY what is shown on the 
historical tax returns. The fact is that you might double the 
production with the same patients in the practice, or you might 
only diagnose half of the treatment that the selling dentist did.  
 
Paying a bit over or under the asking price really makes no 
difference in a practice transition when the difference in $100,000 
on the price tag of the practice translates into about a $1,100 
difference in your loan payment. Only you can tell if the “porridge” 
is just right or can be heated up a bit! 

EN-664 SACRAMENTO Facility: 2300sf w/ 4 ops.  Now Only: $30k 

EG-849 AUBURN:  1400 sf w/ 4 ops $350k                          

EG-910 MIDTOWN SACRAMENTO: 1107 sf w/ 2 ops + 1 add’l. $248k  

EG-965 SO AUBURN VICINITY:  Ideal opportunity. ~1100 sf w/ 4 Ops. $350k  

EN-836 CITRUS HEIGHTS: 1300sf w/3 ops + 2 add’l. $188k  

EN-858 ORANGEVALE: 850 sf w/ 3 ops. $70k!        

EN-885 ROSEVILLE Facility: 1000sf w/3 ops. $65k Real Estate Available 

EN-899 DIXON:  State of the Art. All the Bells & Whistles. 3 ops. $95k 

EN-935 SACRAMENTO: Won’t Last Long!  1800 sf w/ 4 ops. $400k  

GN-799 PARADISE:  1800sf w/ 4 ops. Practice $375k, Real Estate $325k 

GN-904 CHICO AREA:  880sf w/ 3 ops. $310k 

GN-953 CHICO:  Established for 55 years! 1067 sf w/ 3ops $315k 

HG-815 SIERRA CO:  1000 sf w/ 3 ops $165k/ Real Estate $437k  

HG-827 SO. LAKE TAHOE:  1200sf w/4 ops. $310k 

HG-851 SO LAKE TAHOE:  2100 sf w/ 5 ops $425k    

HN-618 SIERRA FOOTHILLS: Seller Retiring! 750 sf w/ 2 ops $65k 

HN-740 SHASTA CO:  Well-established. 2400 sf w/5 ops + 1 add’l. $475k/ Real 
Estate $350k 

HN-773 SUTTER CREEK:  1536 sf w/4 ops + 1 add’l Only $95k! 

HN-879 SONORA:  2950 sf w/ 3 ops $275k  

HG-934 GRASS VALLEY:  ~1200 sf w/ 3 Ops $225k/Real Estate Also Available 

HN-941 GOLD COUNTRY/CALAVERAS CO:  2,300sf w/2 ops + 3 add’l. $175k 

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

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

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

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

CDA Practice Support  .  . (866) CDA-MEMBER

  (866-232-6362)

TDIC Insurance Solutions  . (800) 733-0633

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

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

TOTAL ACTIVE MEMBERS: 
1,391

TOTAL RETIRED 
MEMBERS: 290

TOTAL DUAL 
MEMBERS: 9

TOTAL AFFILIATE 
MEMBERS: 17

TOTAL STUDENT
MEMBERS: 10

TOTAL CURRENT 
APPLICANTS: 7

TOTAL DHP 
MEMBERS: 53

TOTAL NEW 
MEMBERS FOR 2019: 15

TOTAL 
MEMBERSHIP
(as of 2/15/19:)

1,777

MARKET 
SHARE:
82.3%

RETENTION RATE: 99.2%
ENGAGEMENT RATE: 75%

MELISSA DOLE, DDS
General Practice
Arden Modern Dentistry

Dr. Dole earned her dental degree at UOP Arthur 
Dugoni School of Dentistry in 2013 and did a 
General Practice residency at St. Barnabas Hospital in 
2014. Dr. Dole works in Sacramento.

LISA ELENBERGER, DDS
General Practice
Kids Care Dental & Orthodontics

Dr. Elenberger earned her dental degree at 
Georgetown University in 1989, and works in Davis.

JASON HENDERSEN, DDS
Transferred from San Mateo County Dental Society
General Practice
Kings Beach Dental

Dr. Hendersen earned his dental degree at Tufts 
University School of Dentistry in 2002, and works in 
Kings Beach.

ERICA HSIAO, DDS
Periodontics
McClellan Dental Clinic

Dr. Hsiao earned her dental degree at UCLA School of 
Dentistry in 2011; and graduate degree from University 
of Illinois at Chicago in 2014 with a specialty in 
Periodontics. Dr. Hsiao works at the VA Clinic.

RAVEENA KANWAR, DDS
General Practice

Dr. Kanwar earned her dental degree at Case Western 
Reserve University in 2017 and did a General Practice 
residency at the VA Med-Cleveland in 2018. Fun 
Fact: Dr. Kanwar was raised in Sacramento and 
her interests include watching basketball, trying 
new restaurants, and hanging out with her mini 
Goldendoodle, Nemo!

SATKIR KAUR, DDS
General Practice
Sacramento Native American Health Center

Dr. Kaur earned her dental degree at New York 
University in 2005 and works in Sacramento. 

JACOB KELLY, DDS
General Practice
Rocklin Dental

Dr. Kelly earned his dental degree at West Virginia 
University in 2014, and works in Rocklin.

GO EUN KIM, DMD, MS
Prosthodontics

Dr. Kim earned her dental degree at Harvard Dental 
School in 2012; and graduate degree from University 
of Illinois at Chicago in 2015 with a specialty in 
Prosthodontics. Fun Fact: Dr. Kim likes hiking, 
biking and traveling.

JONATHAN SAVAGE, DDS
General Practice
Office of Dr. Laurie LaDow

Dr. Savage earned his dental degree at UCLA School 
of Dentistry in 2009, and works in Sacramento.

I-TIEN EMILY SHAW, DDS
Oral and Maxillofacial Surgery
Sacramento Surgical Arts

Dr. Shaw earned her dental degree at University of 
Michigan in 2009; and graduate degree from Beth 
Israel Medical Center in 2015 with a specialty in 
Oral and Maxillofacial Surgery. Dr. Shaw works in 
Sacramento with Dr. Jagdev Heir.

BRIGID TRENT, DDS
Pediatric Dentistry
Kids Care Dental & Orthodontics

Dr. Trent earned her dental degree at University of 
Illinois at Chicago College of Dentistry in 2006, 
and did a General Practice residency at the VA 
San Francisco in 2007, and a graduate degree from  
Northwestern University- Lurie Children’s Hospital 
of Chicago in 2011 with a specialty in Pediatric 
Dentistry. Dr. Trent works in Rancho Cordova.

Pending Applicants:
Jason Francis, DDS
LaVonne Hammelman, DMD, MPH
Brian Kennedy, DDS 
Hanh Nguyen, DDS 
Ryan O’Donnell, DDS

Congratulations                                             
to Our New Retired Members! 
Thomas Dwyer, DDS 
Kerry Hanson, DDS 
Julie O’Brien, DDS 
Stephen Saffold, DDS

Dual Member!

New Members March 
2019

Welcome Back!



In Memoriam

Dr. Oladimeji Sorunke  passed away 
on January 25, 2019. He began 
membership in September 2002 
and was on the Board of Directors 
2007-2008. Dr. Sorunke served on 
several committees while with SDDS; 
CPR, Forensics, Legislative, and 
Nugget Editorial Committee. He was 
very active with the Smiles for Kids 
program.

Dr. Frank Pinkner  passed away on 
December 15, 2018. He graduated in 
1965 from Baylor College of Dentistry. 
Dr. Pinkner joined SDDS in 1970 and 
was a Retired Life Member when he 
passed.

KEEP UP TO DATE...
on all of our upcoming events by liking us on 

Facebook! facebook.com/sddsandf/

$199
5 CEU, CORE

The Keys to Successful, Predictable and  
Efficient Direct Composite Restorations
Troy Schmedding, DDS Sponsored by Dentsply

Friday, March 22, 2019 
8:00am • Registration & Light Breakfast | 8:30am – 1:30pm • Class
SDDS Classroom | 2035 Hurley Way, Suite 200 • Sacramento 

Direct composite restorations are among the most frequently performed restorative procedures, yet 
dentists often struggle with placement techniques, options for consistently generating ideal inter-
proximal contact and post operative sensitivity. There are several key elements that will determine 
the success of direct esthetic restorations including tooth preparation, material choice, placement 
technique and curing method. This presentation will discuss how each element will play a critical 
role in the professional’s decision making process when determining which materials, systems and 
techniques are best to utilize when doing direct composite restorations. 

Course Objectives:
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Troy Schmedding, DDS has 
been a practicing cosmetic 
and restorative dentist for the 
last 25 years. He is a 1993 
honors graduate from The 
University of the Pacific, Arthur 
A. Dugoni School of Dentistry. 
He currently maintains a private 
practice in Walnut Creek, 
California. Dr. Schmedding 
is also approximately one of 
470 dentists world wide to 
achieve accreditation status 
in the American Academy of 
Cosmetic Dentistry. He also 
maintains a Diplomate status 
with the American Board of 
Cosmetic and Esthetic Dentistry. 
Dr. Schmedding also works 
with numerous manufacture’s 
on implementation and testing 
of various restorative products 
being brought to market. He 
speaks and teaches nationally 
as well as internationally on both 
esthetic and restorative dentistry.

• Review of esthetic principles
• Indications for anterior and posterior 

direct composites
• The latest on preparation design 
• Understanding of adhesion, current 

products and their function in modern 
day dentistry 

• Technique tips for handling and 
placement of modern composites 

• Technique tips for generating ideal 
anatomic interproximal contacts 

• Polishing and sealing techniques for 
long term durability

For a full calendar of all of the  
SDDS events head to sdds.org, to 
the Continuing Education tab and 

choose Calendar!
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 your horn!
We’re Blowing 

Congratulations to...Congratulations to...
Kevin Keating, DDS, MS, on being appointed Dean of 
Clinical Affairs for California Northstate University’s School of 
Dental Medicine! 

Liberty Dental Plan, on receiving First 5 Sacramento’s 
2019 High 5 Award! The award was given in recognition of 
the work LIBERTY is doing in Sacramento County, along 
with HealthNet and Access Dental, for improving the lives of 
children and families through sustainable funding for children’s 
dental services, including the “Early Smiles” Sacramento school-
based screening program. (1)

Rosemary Wu, DMD, MS, for being honored as the Asian 
Dentist of the Year, in appreciation for her outstanding and 
dedicated service! (2)

1

2

LET US KNOW YOUR NEWS!

Get married? Pass your boards? Got published? Let us know 
your good news and we will feature it in "Blowing Your Horn." 

Send us your news to sdds@sdds.org to let everyone know 
about the great things that are happening!

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

May 19, 2019
Empire Ranch Golf Club (Folsom, CA) • 8:00am Shotgun

CONTESTS! • DRINKS ON THE COURSE! • RAFFLE PRIZES! • GOLF SOUVENIRS!

FRIDAY, MAY 10, 2019 • annual golf tournament
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SPOTLIGHTS:

About Kulzer Dental US – Giving a Hand to Oral Health

Your hands transform patients’ lives. Through restorative and esthetic 
treatments, you provide patients with beautiful smiles, self-esteem and 
improved quality of life. 

The whole team, from dental laboratory to dental office, deserve 
materials that meet the highest quality standards.

It is our mission to support your daily work with innovative and reliable 
products that offer added value. Because oral health belongs in good 
hands. 

Kulzer also collaborates with health care providers, researchers and 
academic institutions to support community wellbeing and overall oral 
health. To that end, Kulzer is a corporate supporter of the National 
Children’s Oral Health Foundation, a nonprofit organization that 
provides access to care for thousands of underserved children, and 
the Breast Cancer Research Foundation.

Kulzer is also one of the leading dental alloy refiners in North America 
with over 50 years’ experience. 

Products and Services:  
• Venus Composites: Pearl/Diamond, Diamond Flow, Bulk Fill  

(BisGMA and BPA FREE)
• Gluma Desensitizers: Liquid and Gel
• ibond Bonding: Self Etch, Total Etch and ibond Universal
• Flexitime Impression Materials
• Venus Whitening: Max, Pro, Ultra, plus home maintenance care 

items
• Lunch and Learns 
• Educational Opportunities and Tutorials
• Business and Marketing Support
• Metal Refining

Sahel Sayfie 
sahel.sayfie@kulzer-dental.com
ph: (408) 649-8921 

KulzerUS.com

Access Dental Plan (ADP) is a specialized health care service plan 
under the Knox-Keene Health Care Act of 1975. Founded by a dentist 
and later acquired by Guardian Life Insurance Company of America. 
ADP continues to provide flexible and affordable products to wide 
range of members.

Products and Services:  
Access Dental Plan (ADP) offers dental services to Californian’s 
through the California Medi-Cal Dental program in Sacramento and 
Los Angeles as well as Covered California. They also offer group and 
individual plan products on and off the exchange marketplace. ADP 
features a network of contracted primary and specialist dentists.

Benefits or Special Pricing for SDDS Members:
Call our Provider Relations team to be a member of our network 
in California. For Sacramento County, please contact Carlos 
Sepulveda at (916) 388-3111. Thank you. 

Lisa Rufo
lisar@premierlife.com
ph: (916) 563-6030 
fax: (916) 646-9000

PremierLife.com 
ph: (916) 922-5000

Fechter & Company, CPAs is a full-service accounting firm located 
in Sacramento, California providing a broad range of services to a 
number of industries. 

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

Benefits or Special Pricing for SDDS Members:
1-hour free consult, analysis of your overall tax situation, basic 
recommendations.

Craig Fechter, CPA
cfechter@fechtercpa.com

FechterCPA.com 
ph: (916) 333-5360

we love
our SDDS
Vendor Members!
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Burkhart Dental Supply
Robert Kiddoo, Regional Manager
916.784.8200
burkhartdental.com
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Analgesic Services, Inc.
Steve Shupe, VP
888.928.1068
asimedical.com
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DESCO Dental Equipment
Tony Vigil, President
916.259.2838
descodentalequipment.com

Si
nc

e 
20

12

Kulzer, LLC
Sahel Sayfie  
408.649.8921
KulzerUS.com
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Western Practice Sales
Tim Giroux, DDS, President 
John Noble, MBA
800.641.4179
westernpracticesales.com
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CA Employers Association
Kim Gusman, Executive VP 
Mari Bradford, HR Hotline
800.399.5331
employers.org
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Integrity Practice Sales
Brian Flanagan
855.337.4337
integritypracticesales.com
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of The Great West

Professional Practice Sales
Ray Irving
415.899.8580
PPSsellsDDS.com
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BPE Law Group, PC
Keith B. Dunnagan, Senior Attorney
916.966.2260
bpelaw.com/dental-law
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Olson Construction, Inc.
David Olson
209.366.2486
olsonconstructioninc.com
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Blue Northern Builders, Inc.
Morgan Davis / Lynda Doyle
916.772.4192
bluenorthernbuilders.com
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GP Development Inc.
Gary Perkins
916.332.2300
gpdevelopmentcorp.com
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LumaDent, Inc
Jose Gallardo, Sales Manager
775.829.4488
lumadent.com

Patterson Dental
Roy Fruehauf, Branch Manager
800.736.4688
pattersondental.com
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Henry Schein Dental
Mark Lowery, Regional Manager
916.626.3002
henryschein.com

Si
nc

e 
20

05

Parc Studio-Interior Design                   
Claire Blocker / April Figgess
916.476.3982
parc-studio.com
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Comcast Business                   
Lisa Geraghty
916.817.9284
lisa_geraghty@cable.comcast.com
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The Foundation for Allied 
Dental Education
LaDonna Drury-Klein
916.358.3825
thefade.org

Infostar
Mike Johnstone / Greg Sconce
916.988.2323
infostarproductions.com
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Kids Care Dental
916.661.5754 
kidscaredental.com

Si
nc

e 
20

16

D
en

ta
l R

ef
in

in
g

Star Group Global  
Refining
Jim Ryan
800.333.9990
stargrouprefining.com
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Costa Aesthetics 
Laboratory
Nicole Costa / Jack Pherigo
916.407.2500
costa-aesthetics.com
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we love
our Vendor  
Members!

THIS  
COULD 
BE YOU!
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Group
Debbie Kemper
916.993.4182
resourcestaff.com
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Fechter & Company
Craig Fechter, CPA
916.333.5360
fechtercpa.com
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First US Community 
Credit Union
Gordon Gerwig,  
Business Services Mgr
916.576.5679
firstus.org
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MUN CPAs
John Urrutia, CPA, Partner
916.724.3980
muncpas.com
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American Pacific Mortgage
Jason Mata
800.455.0986
dentalmortgage.com
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Health Net of California
Felisha Fondren
818.543.9007
hndental.com

The Dentists  
Insurance Company
Kelli Young
800.733.0633
tdicsolutions.com
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Access Dental Plan
Lisa Rufo
916.563.6030
premierlife.com
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esLIBERTY Dental Plan
Danielle Cannarozzi
888.703.6999
libertydentalplan.com
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CareCredit
Angela Martinez
714.434.4508
carecredit.com
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MassMutual Northern 
California
Christopher Nunn 
Doug Van Order
916.878.3341
northerncalifornia.massmutual.com
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SDDS started the Vendor Member program in 2002 to provide resources for our members. No, Vendor Members are not exclusive, and we 
definitely have some competitive companies who are Vendor Members. But our goal is to give SDDS members resources that would best 
serve their needs. We suggest that members reach out to our Vendor Members and see what is a best “fit” for their practice and lifestyle.

We currently have 37 Vendor Members. They pay $3,900 per year; that includes a booth at Midwinter, three tables at General Meetings, 
advertising in The Nugget, and much more. Our goal is to provide Vendor Members with the opportunity to connect with and serve our 
members. We realize that you have a choice for vendors and services; we only hope that you give our Vendor Members first consideration. 
The Vendor Members program and the income SDDS receives from this program helps to keep your dues low. It is a wonderful source of 
non-dues revenue and allows us to provide yet another member benefit. Additionally, we reach out to our Vendor Members for articles for 
The Nugget (nonadvertising!). 

Our Vendor Members are financial, investment and insurance companies, legal consultants, dental equipment and supply companies, media 
and marketing companies, hr consultants, construction companies, billing consultants, practice sales and brokers, practice resource and 
staffing consultants, technology, HIPAA and security consultants, and even our Crowns for Kids refining partner! 

SDDS VENDOR MEMBERSHIP SUPPORT IS A WIN-WIN RELATIONSHIP!

Banner Bank
Shannon Mitchell, VP, Business 
Banking Officer
916.648.3470 
bannerbank.com

Bank of the West
Brandon Dena
916.767.4462 
bankofthewest.com
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US Bank
Tom Collopy
916.924.4546 
usbank.com
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Swiss Monkey
Christine Sison
916.500.4125
swissmonkey.co
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THIS  
COULD 
BE YOU!
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Advertiser INDEX

Dental Supplies, Equipment, Repair
Analgesic Services Inc.. . . . . . . . . . . . . . . . . . . . . . 36
Burkhart Dental Supply. . . . . . . . . . . . . . . . . . . . . . 36
Desco Dental Equipment. . . . . . . . . . . . . . . . . . 24, 36
Henry Schein Dental. . . . . . . . . . . . . . . . . . . . . . . . 36
Kulzer, LLC.. . . . . . . . . . . . . . . . . . . . . . . . . . . . 27, 36
LumaDent . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 28, 36
Patterson Dental. . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Dental Laboratory
Costa Aesthetics. . . . . . . . . . . . . . . . . . . . . . . . 15, 36

Dental Practice
Kids Care Dental. . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Education
The Foundation for Allied Dental Education. . . . . . . 36
Dr. Pieter Linssen . . . . . . . . . . . . . . . . . . . . . . . . . . 33

Financial Services
American Pacific Mortgage. . . . . . . . . . . . . . . . . . . 37
Bank of the West . . . . . . . . . . . . . . . . . . . . . . . . . . 37
Banner Bank. . . . . . . . . . . . . . . . . . . . . . . . . . . 21, 37
Care Credit . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  37
Fechter & Company. . . . . . . . . . . . . . . . . . . . . . 38, 37
First US Community Credit Union. . . . . . . . . . . . . . 37
MUN CPAs . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 37
MassMutual. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 37
US Bank . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 37 

Human Resources & Legal
BPE Law Group . . . . . . . . . . . . . . . . . . . . . . . . . . . 36
California Employers Association (CEA) . . . . . . . . . 36
Wood & Delgado. . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Insurance Services
Access Dental Plan. . . . . . . . . . . . . . . . . . . . . . . . . 37
Health Net. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 37
LIBERTY Dental Plan . . . . . . . . . . . . . . . . . . . . . . . 37
TDIC & TDIC Insurance Services . . . . . . . . . . . . 8, 37

Office Design & Construction
Blue Northern Builders, Inc. . . . . . . . . . . . . . . . 21, 37
GP Development Inc. . . . . . . . . . . . . . . . . . . . . . 5, 37
Olson Construction. . . . . . . . . . . . . . . . . . . . . . 24, 37
Parc Studio. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Practice Growth
InfoStar. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 36

Practice Sales
Henry Schein Financial . . . . . . . . . . . . . . . . . . . . . . 18
Integrity Practice Sales . . . . . . . . . . . . . . . . . . . . . . 36
Professional Practice Sales. . . . . . . . . . . . . . . . . . . 36
Western Practice Sales. . . . . . . . . . . . . . . . . . . 31, 36

Practice Services
Comcast Business.. . . . . . . . . . . . . . . . . . . . . . . . . 36

Staffing
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Classified Ads

Selling your practice? Need an associate? Have office space to lease? SDDS member dentists get one complimentary, professionally related classified ad 
per year (30 word maximum). For more information on placing a classified ad, please call the SDDS office at 916.446.1227.

EMPLOYMENT OPPORTUNITIES

POSITIONS WANTED

FOR LEASE FOR LEASE

4 Memory Foam Boyd 2000 dental chairs, excellent 
condition for sale. $2000 each or best offer. Must pick 
up. Call for details (530) 885-8422 3/19c

NOBELBIOCARE TREFOILTM SYSTEM - Complete 
surgical kit (un-used) and all the components for 3 
cases. Original cost $19,600.  Special promotion cost 
was $16,000. For sale for $12,000. Surgical and 
restorative training available. If interested email Dr. Paul 
Binon at binondds@gmail.com 1/19

Planmeca Promax Panoramic and Ceph X-ray system. 
Exposure count total 14,913. Purchased new in 2005. 
Excellent condition, shipping and install not included. 
Comes with 2nd sensor. 20k OBO. contact: amber@
sacortho.com 1/19

Zeiss Pico Microscope for sale $15,000 (cost new would 
be $30,000). Upgraded Xenon light. Excellent optics and 
condition, wall mount included. Professional installation 
available. Call Dr. Koehn @ 916-941-9888 or email: 
eldoradoendo@yahoo.com.   1/18

MONEY IS WALKING OUT THE DOOR. Have implants 
placed in your office and keep the profits. Text name 
and address 916-769-1098. 12/14

LEARN HOW TO PLACE IMPLANTS IN YOUR OFFICE OR 
MINE. Mentoring you at your own pace and skill level. 
Incredible practice growth. Text name and address to  
916-952-1459. 04/12

Office Space Available for Lease from 1,500 sq ft  to 
10,000 sq ft. Located at 3732 Auburn Blvd cross street 
Watt Ave. Contact Benny at 916-716-8506  3/19 

Two contiguous Sacramento office condos for sale, 
$205,000 & $435,000, perfect for dental use, close to 
highway 50. 6,079 sf Roseville Dental Bldg for sale/lease 
with abundant parking;  Ranga Pathak (916) 201-9247, 
Broker Associate, RE/MAX Gold, BRE01364897  2/19 

OROVILLE LEASE ~2500 sqft., 6 beautiful ops directly 
across new hospital expansion. Ideal specialty practice 
location. Lease with/without equipment options and 
improvement allowance as needed. Oroville needs 
specialists! 530-403-9770   2/19

South Lake Tahoe Dental Office Space. Long history of 
dental practice available for immediate tenancy. Space 
is 1441sq.ft. containing no equipment, great workflow 
layout with carpeting, vacuum lines, and gas connections. 
There are four exam rooms, break room, office, sterile 
room, waiting and reception areas. Please contact Doug 
at Tahoe Valley Professional Building 530-541-0870 
or e-mail at TVPHARM@SBCGLOBAL.NET. Enjoy the 
beautiful Lake Tahoe living! 1/19

Beautiful new building just completed in Auburn 
with optimal visibilty, ideal location and ample ADA 
parking. We will help design, finance, build and market 
your relocation! Lease with future purchase option. 
2-11,000 sqft spaces available for your dream office! 
www.3130ProfessionalDrive.com 1/19

Dental Office for lease in Pocket area. Garden setting 
with outside windows. 1,000 square feet, 3 operatories 
plumbed. Modern professional building of 12,000 square 
feet. Total rent, $1,500 includes all utilities and janitorial. 
Call Dr. Maroni, 916-421-3815   8-9/18

Elegant, furnished dental suite (2000 sq. ft) Located in 
custom East Sacramento dental building w/on-site parking. 
All upscale amenities including 4 operatories, lab, business 
office, private Drs. Office w/full bath, plus bonus room w/
storage. Long-term lease available. For apt. or further info 
call 916-346-0041 and leave message. 1/18

EXCLUSIVE, PRIVATE DENTAL SUITE; 1200 sq. 
ft., completely remodeled w/upscale amenities: 
3 operatories, lab, reception, business office w/
breakroom, private Doctor's office w/bath. Suite is 
located in a custom dental building w/on-site parking 
and handicapped access near Country Club Center. If 
requested, owner will furnish finish equipment upfront: 
amortize over long term lease (5-10 years). For appt. 
or further info, call 916-346-0041  5/16

SACRAMENTO DENTAL COMPLEX has one 3 unit 
suite which is 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

Endodontist - Sacramento Valley Dental Specialists is 
looking to add a skilled and personable endodontist 
to our AMAZING team of doctors and support staff.  
Great earning potential with a strong daily minimum 
plus production based compensation program!  Check 
out our amazing reviews and visit our website at www.
sacvalleyspecialists.com to find out more about us! 
Interested applicants should send a copy of  their CV 
along with a  cover letter to Derek at the following email 
address (derekb@sacvalleyspecialists.com). 02/19 

Orthodontist for private office in Citrus Heights Full 
time 4-5 days per week. Our office is fast paced, 
exciting and rewarding! We have an established 
clientele and an amazing team! Apply: https://
loveteeth.apply tojob.com/apply/SWISqN5HVE /
Orthodontist-Private-Pediatric-Practice 1/19

WELLSPACE HEALTH ORGANIZATION (an FQHC) 
is taking applications for fill-in/part-time/full-time 
dentists. Send your resume/CV to eljohnson@
wellspacehealth.org. 01/15 

Kids Care Dental & Orthodontics seeks Dentists to 
join our teams in the greater Sacramento and greater 
Stockton areas. We believe when kids grow up enjoying 
the dentist, healthy teeth and gums will follow. As 
the key drivers of our mission—to give every kid a 
healthy smile—our dentists, orthodontists and oral 
surgeons exhibit a genuine love of children and teeth. 
A good fit for our culture means you are also honest, 
playful, lighthearted, approachable, hardworking, and 
compassionate. Patients love us...come find out why! 
Send your resume to talent@kidscaredental.com. 06-7/17

Kids Care Dental & Orthodontics seeks Orthodontists 
to join our teams in the greater Sacramento and 
greater Stockton areas. We believe when kids grow up 
enjoying the dentist, healthy teeth and gums will follow. 
As the key drivers of our mission—to give every kid 
a healthy smile—our dentists, orthodontists and oral 
surgeons exhibit a genuine love of children and teeth. 
A good fit for our culture means you are also honest, 
playful, lighthearted, approachable, hardworking, and 
compassionate. Patients love us...come find out why! 
Send your resume to talent@kidscaredental.com. 06-7/17

General Dentist with Invisalign Certification, 15 
years work experience and excellent communication 
skills looking for a full-time/part-time associate 
position. Please call (248) 892-4434 or email 
S_Maryse@yahoo.com. 2/19

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

EQUIPMENT FOR SALE
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ARE YOU REGISTERED FOR THE GENERAL MEETING?

MAR

12

TUESDAY
5:45PM-9PM

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

General Meeting
3 CEU, CORE • $75

Forensic Case Files –  
Not Exactly What You See on CSI 
Presented by Jim Wood, DDS

Bite mark analysis (human and animal), dental identification, documentation 
of injuries, age determinations are just some of the cases a forensic dentist 
performs. This fast-paced course illustrates the scientific principles behind 
the work and uses actual cases to illustrate them. Cases range from the 
typical to the bizarre.

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

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

Don’t forget 
to bring your 

friends!

APRIL
4 Dentists Do Broadway 

Cats 

5 Continuing Education 
Are We in a New Age  
of Restorative Dentistry? 
Parag Kachalia, DDS 
8:30am / SDDS Office 

6 CPR BLS Renewal 
8:00am / SDDS Office 

9 General Membership Meeting 
A Journey into the Future  
with Dr. Art Dugoni 
Arthur A. Dugoni, DDS  
(reception with UOP grads before) 
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm 
Dinner & Program

 

20 Lunch & Learn 
411 on the 911 in Your Office 
Craig Alpha, DDS 
11:30am / SDDS Office 

21 Business Forum 
What’s Your “Number”? 
CPA, Practice Consultant and  
Financial Planning experts 
6:30pm / SDDS Office 

22 Continuing Education 
The Keys to Successful, Predictable 
and Direct Composite Restorations 
Troy Schmedding, DDS 
8:30am / SDDS Office 

27 HR Webinar 
Accountability and Delegation at Work  
California Employers Association 
12–1:00pm / Telecom

MARCH
5 Board Meeting 

6pm / SDDS Office 

7 Harassment Prevention Webinar 
For Employees  
California Employers Association 
12–1:00pm / Telecom 

11 Foundation Board Meeting 
6:15pm / SDDS Office 

12 General Membership Meeting 
Forensic Case Files 
Jim Wood, DDS 
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm 
Dinner & Program

14 Member Meet-up 
5:30pm / Fats Bistro, Folsom 

CE

CE

CE

CE

CE

CE

CE

CE

OCTOBER 5, 2019
A Gala to Benefit the Sacramento

District Dental Foundation


