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Get Ready For Our 
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excluding General Meetings and HR Webinars
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Harassment Webinar • Thursday, 12–1pm • $49

Harassment Prevention Training – For Employees  
(Webinar) (1 CEU, Core)
Presented by California Employers Association 

All employees must have one hour of harassment prevention 
training before the end of December 2019. Sign up today!
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Continuing Education • Friday, 9am–12pm • $199

Denti-Cal, GMC Billing Symposium – For Dentist Providers 
and Front Office Staff (3 CEU, Core)
Presented by Panel of Experts

Are you interested in learning more about Denti-Cal FFS (Fee 
for Service) OR Geographic Managed Care (in Sacramento 
County)? Whether you are in Sacramento County and GMC, or 
a Fee for Service provider, or would like to know more about 
the Denti-Cal changes, this course will clarify your questions.

Continuing Education • Friday, 8:30am–1:30pm • $199

Digital Pearls in the Backyard (5 CEU, Core)
Presented by Christian Favero, DDS, MS; David Hatcher, DDS;  
Brock Hinton, DDS and Richard Jackson, DDS

Topics will include Digitl Orthodontics, Selected Indications for  
the Use of CBCT, Digital Prosthodontics and Virtual Surgery.
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25
Lunch & Learn • Wednesday, 11:30am–1:30pm • $80

The Strength of Your TEAM is the Strength of Your Practice  
(2 CEU, 20%)
Presented by Helen Yee, Gallup Certified Strengths Coach

The workplace is changing. Are you ready? A strengths-based 
approach is essential for creating an exceptional workplace culture 
which in turn will best serve your patients. We encourage practices 
to bring their teams to this highly engaging seminar.
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18

SEP

30Business Forum • Wednesday, 6:30–8:30pm • $75

Working with Dental Benefit Contracts in Your Practice  
(2 CEU, 20%)
Presented by Cindy Hartwell; CDA

Evaluate the options that currently exist in the dental benefits 
marketplace, what the particulars mean, and how to decide 
which dental benefit plans, if any, make sense for your practice.

Business Forum • Monday, 6:30–8:30pm • $75

Study Clubs, Mutual Aid Groups –  
Why Are They Important? (2 CEU, Core)
Presented by Panel of Experts

If YOU are in a study club or mutual aid group - and would like 
to attend, we’d love your input. And if you have mutual aid club 
expertise and need to expand,please attend.

SEP
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General Meeting • Tuesday, 5:45pm–9pm • $75

Human Trafficking: How to Identify and Respond to Victims 
in the Clinical Setting (3 CEU, Core)
Presented by Ronald Chambers, MD, & Jennifer Cox

This course will discuss the prevalence of human trafficking in 
our community and identify where it occurs. It will explain the 
warning signs and symptoms to identify a human trafficking 
victim and how to responds appropriately in collaboration with 
law enforcement, community agencies, and other healthcare 
professionals. While also describing trauma informed care 
techniques to avoid retraumatization when providing care.

This Gala is going to be a special one! This year we celebrate 125 
years for SDDS and 50 years for the SDDS’ Foundation! The Gala 
includes a live auction, cocktails, dinner, and dancing, and is all 

in support of a great cause, the Foundation! 

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

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

This Gala is going to be a special one! This year we celebrate 125 
years for SDDS and 50 years for the SDDS’ Foundation! The Gala 
includes a live auction, cocktails, dinner, and dancing, and is all 

in support of a great cause, the Foundation! 

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

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

SOLD OUT
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need treatment  
now, they also 
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The CareCredit credit card is a payment option that lets your patients choose 
the care that’s best for them and helps them get started now — without delay.*
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Already accept CareCredit?  
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Ready to add CareCredit?  
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Has it been a glorious summer for you? 
Welcome back to the fall/winter season at 
our Dental Society. As always, the schedule 
is chock full of events, CE, fun, and giving 
back. The speakers are ready and the programs 
are set. MidWinter Convention at McClellan 
Conference Center with a vintage Americana 
aviation theme is going to be great and a perfect 
celebration of our 40th Annual MidWinter 
Convention!

I would like to give a shout out to the many 
Vendor Members and other companies who 
advertise through the Society publications. 
Their generous giving helps to keep our dues 
low. They are dental suppliers, educators, 
financial institutions, CPAs, contractors, 
practice sales, staffing services, and even HR 

and legal aid. They are familiar with our 
specific needs and are ready to assist you.

The Saturday, October 5th Foundation Gala 
will be a major event for our dental community.  
It will be a grand celebration to honor 125 years 
and 50 years for the Foundation. It is truly 
miraculous what our Foundation is able to do. 
We encourage you to bring your staff, family 
members, even friends to enjoy an incredible 
evening. Thank you to all who work so hard to 
make our Dental Society and Foundation the 
great institutions they are. 

Bryan Judd, DDS

President's Message

By Bryan Judd, DDS
2019 SDDS President

Are You Ready  
For a Great Program Year?

PRACTICE SALES     VALUATIONS/APPRAISALS      TRANSITION PLANNING      PARTNERSHIPS      MERGERS      ASSOCIATESHIPS

dental Practice Brokerage

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

• • • • •

TEAM SACRAMENTO

GREATER EL DORADO HILLS: Multi-doctor practice in approx. 3,000 
sf. office, possible 8 Ops, 7 equipped, I/O Cam, Digital X-rays, and Digital 
Pano. Sellers will consider working back P/T. #CA578
GREATER SACRAMENTO: 4 Ops, approx. 1,500 sf. in professional 
building on major thoroughfare, equipped w/ Digital X-rays, Digital Pan, I/O 
Cam, Laser, and CAD/CAM. Relocating. #CA516
GREATER SACRAMENTO: North Area: Modern 4 Op w/ 5th Open, PPO 
practice, 1,664 sf. Higher-end TI's and neighborhood, Gendex sensor, I/O 
Cam, 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. 1,399 sf. High-end TI’s and neighborhood, SoftDent, 
Carestream sensors, and I/O Cam. 2017 GR $506K on 4.25 day/wk. #CA543
GREATER SACRAMENTO/ROCKLIN: NEW LISTING! Long estab. GP 
practice in beautiful, well designed office, with 6 fully equipped Ops, Digital 
X-rays, Pano, Lasers, and Dentrix software. 2018 GR $1.3M+ with 7-8 days 
hyg/wk. Great team, great location. Dental suite is being sold with practice. 
Owner is retiring. #CA584
SACRAMENTO: 3 Ops, Great shopping center location, Digital X-rays, 
Ready to move in to. 2018 GR $579K, open 30 hrs/wk., 29 yrs. Goodwill. 
#CA527
SACRAMENTO: Downtown / Midtown Sacramento: High-traffic GP, 4 Op 
location with under 5% Delta Premier patients. 2018 GR $607K on 30 Dr. 
hrs/wk. #CA590

www.sdds.org • August / September 2019  |  5
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Did you know that the Dental 
Society had a basketball team 
in the 70s? They were called 

The Molar Maulers! 

Do you see any colleagues  
you recognize?

December 1973

With the summer nearly over, our SDDS Team has worked feverishly to 
get our 2019-2020 program, events and benefits ready for our nearly 1800 
members! We hope you will be as excited as we are about… EVERYTHING!

September is full of …
• CE (20 CEU available) 
• Fun (Riverboat Cruise)
• Business Forums and team building
• Giving back (CDA Cares in San Bernardino)
• Harassment Prevention Webinars
• More member benefits
• ADA in SF

Program Highlights
Our General Meeting on September 10 presents a tough topic, but one 
all dentists and staff should be familiar with. And the other CE presented 
throughout the month will be good for dentists as well as their team members. 
The Business Forums and Lunch and Learns include the following topics:

• mutual aid groups and study clubs
• team building and leadership
• and the most requested topic - dental benefits, contracts and more

MidWinter Convention
The MW Expo is SOLD OUT with 70 exhibitors!  Registration for attendees 
is open on September 1st and parking is FREE in the new location this year!

October 5th Anniversary GALA
Please plan to attend – the auction will be great, Dr. Judd’s rock and roll band 
is amazing, and it all benefits our Foundation!

Member Benefits and Fun times
• Job Bank: With all of our new members, the job bank is full of 

opportunities. See the included flyer and get in the job bank, whether  
you are hiring or looking for job! And please send us your resumés!

• Shred Day: Coming in October

• Riverboat Cruise: September 21st – this will be so fun, please join us!

So enjoy the end of the summer – we’ll “see you in September” (great song)!

Cathy's Corner

By Cathy B. Levering
SDDS Executive Director

September  
     Snippets

LEADERSHIP

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.
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From the Editor’s Desk

By Ash Vasanthan, DDS, MS
Editor-in-Chief 

One of my very first classes in treatment 
planning dental implants during residency 
taught by my mentor Dr. Michael Reddy 
had the slide title “begin with the end in 
mind” and the title of every slide stayed the 
same throughout the presentation. Since 
then, I’ve learned it is important to not 
only begin with the end in mind, but keep 
the end in mind all through the process to 
achieve the desired “end.” The focus of this 
issue of the Nugget is on Dental Implant 
Prosthetics and who better to write about 
dental implants than the specialists who have 
helped advance the field of dental implants. 
This issue has the clinical articles written by 
Prosthodontists, who are full time clinicians 
in private practice with the aim of sharing 
knowledge to help everyday clinical practice 
with dental implants. The American Dental 
Association defines Prosthodontics as a 
specialty of dentistry, which treats missing 
or deficient teeth and oral and maxillofacial 
soft tissues with “biocompatible” substitutes. 
Dental implants are the best substitute to 
restore form and function to a missing tooth 
or an edentulous mouth. With growth in 
technology and other scientific advancements 
we are able to achieve what was once thought 

to be impossible, immediate loading of 
the surgically placed implants. However, 
as advances are made there comes the 
critical need to have a good understanding 
of the basics and more importantly the 
biomechanics of a dental implant as a 
single unit or when being used as a group. 
One of the most exciting advancements in 
dental implants is the rehabilitation of the 
edentulous jaw with dental implants with the 
popular concept “All on 4®.”

The word “biomechanics” is profound to 
me, especially when it comes to full arch 
cases. This comes from personal experience 
when I worked with a dentist who was eager 
to restore his edentulous patient with four 
implants with hybrid prosthesis. At the time, 
one of the implant companies was promoting 
the concept to be completely lab driven with 
the dentist not requiring to equip oneself 
with the knowledge. We ended up placing 
four implants on an edentulous mandible 
with the distal two implants placed at an 
angle to increase the antero-posterior spread 
for the prosthesis. The converted denture 
phase was not smooth and the patient was 
seen multiple times at the dentist's office with 
denture loosening. Eventually, one day the 

patient showed up at my office and she had 
broken one of the implants in half. Yes, that’s 
right, she fractured the entire implant in half 
and what was more daunting was the fact 
that she is a 105 lb female who is a Vegan. 
As many articles in literature list implant 
complications and issues, I had seen only an 
occasional case report of an implant fracture 
and not with splinted implants and here I 
had one in my own office. This just reminded 
me how each case is different when it comes 
to the “biomechanics of dental implants,” 
especially with multiple implants. This 
issue of the Nugget is focused on prosthetic 
complications of dental implants and how 
to avoid them or manage them. Each article 
offers a lot of tips and tricks to follow in order 
to avoid situations like what I encountered.  

Dental Implants:  
Begin and Work Through with 
the End in Mind at All Times

www.sdds.org • August / September 2019  |  7
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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.
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Protecting dentists. It’s all we do.®
   

800.733.0633 | tdicinsurance.com | Insurance Lic. #0652783

https://www.tdicinsurance.com/


YOU SHOULD  KNOW
ASK AN EXPERT 
CDA PRACTICE SUPPORT
Reprinted with permission from CDA

Question: 

I am an owner dentist. It is my understanding 
that all claims can be billed to the insurance 
company with myself listed as the treating 
dentist. Is this correct?

Answer: 

As the dental benefits marketplace continues 
to change, the protocol for hiring and billing for 
associate dentists is a common question. It is 
important to note that according to thirdparty 
payer contracts, the treating dentist listed on 
the claim must be the dentist who performed 
the actual work. In addition, a claim is a legal 
binding document and, as such, all elements 
noted on it must be true. CDA Practice Support 
has a resource that explains how to correctly bill 
when an associate dentist provides treatment in 
the practice.

SACRAMENTO DENTAL  
SUB FACEBOOK GROUPS
Groups on Facebook to find a sub, or job,  
or let others know of open positions

Sacramento Dental Assistant Subs 
https://www.facebook.com/
groups/1779267142321244/

Sacramento Dental Hygiene Subs 
https://www.facebook.com/
groups/283358691844827/

If you are logged into a business page on 
facebook, the link may redirect. If this happens 
use the link in an incognito window.

DENTISTS MUST SCREEN PATIENTS FOR MEASLES,  
OTHER ATDS PRIOR TO PROVIDING TREATMENT 
Reprinted with permission from CDA

As the number of measles cases in California and at least 25 other states continue to rise, becoming 
the highest number of reported cases in the U.S. since 1994, dental practices should ensure that 
they are screening patients for the highly contagious virus and other aerosol transmissible diseases 
prior to providing treatment. At the time of this writing, 47 adult and pediatric measles cases had 
been confirmed year-to-date in California. One to two cases had occurred in at least seven counties 
while higher numbers of cases were reported in Butte, Los Angeles, Orange, Placer, Sacramento, 
San Francisco, San Mateo, Santa Clara and Santa Cruz counties. Outbreaks in Butte County and the 
Los Angeles, Sacramento and San Francisco regions are linked to low vaccination rates or to patients 
who recently traveled internationally or were in contact with someone who traveled internationally. 
Asking patients about their vaccination status or any international travel completed recently is a 
reasonable measles screening procedure for dentists to follow. 

Read the full article in the July 2019 CDA Update.

The CDC in May published the Measles Outbreak Digital Toolkit for providers that includes printable 
fact sheets that can be displayed in the office and shared with patients. It’s available at www.cdc.
gov/measles/ toolkit/healthcare-providers.html. 

NEW AND IMPROVED CDA JOB BANK: WWW.CDA.ORG/MEMBER-RESOURCES/CLASSIFIEDS

REGISTRATION FOR OUR 
BIGGEST EVENT OF THE YEAR 
IS NOW OPEN - MIDWINTER 2020
The two most important things you need to 
know right now:

1.  Early Bird registration ends 
November 1st

2. Sign up 5 staff, get the 6th FREE!

Hope we see you there!

THE NUGGET IS  
AVAILABLE ONLINE
Would you rather read through the Nugget 
while on the go, without the hassle of carrying 
anything with you? Well, you can! The current 
issue, plus several years of issues are on 
our website. www.sdds.org/publications-
media/the-nugget/

It's mobile friendly too!

WELCOME TWO NEW VENDOR MEMBERS -  
BENCO & THOMAS DOLL
See Pages 48-49 for a listing of all Vendor Members and what services they have to offer.

THERE'S STILL SPACE ON  
THE RIVERBOAT CRUISE
There will be dancing, a no host bar and a scenic 
cruise. It's going to be a goo time that you might 
not want to miss.

Saturday, September 21, 2019
5pm Boarding | 6-7:30pm Sail

$30 per person
Both SDDS members and guests are welcome. 
Use the insert in this Nugget to register.

BENEFITS OF THE DIGITAL SDDS MEMBER DIRECTORY
Since this is a member benefit, the document is on a password protected page on our website. 
You should have received an email with a link to the page and the password. Besides the Directory 
being available online, it is interactive. When you’re viewing the document on a computer, the 
cursor will turn into a hand when it is hovering over a link. The entire Table of Contents links to 
the appropriate pages, the intro page of each section links within the section and every Vendor 
Member page links to their website. You can also search particular names/words by pressing  
Ctrl F on your keyboard to bring up the search tool. Another benefit to having the Directory 
available online is that you can access it from anywhere, your computer, your phone, your tablet; 
you can even download the pdf to your device, to access when the wifi goes down. If you need the 
password again, please email sdds@sdds.org.

www.sdds.org • August / September 2019  |  9
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Dental implant therapies to replace missing 
teeth have become common place in private 
practices. As a profession we have grown and 
improved with implantology, yet this treatment 
is still particularly challenging for many reasons. 
The treatment success requires a collaborative 
effort between surgical, restorative, and 
laboratory team members as well as the 
patient’s compliance and maintenance. While 
complications can occur at any phase of 
implant treatments, restorative complications 
tend to be visible and challenging for patients 
and practitioners alike. 

In this article, a focused look will be on 
two common restorative complications 
for fixed implant units: fracturing of the 
veneering restorative porcelain and loss 
of interproximal contacts. Recommended 
strategies and solutions to address these 
difficulties are discussed.

Complication #1: Fracturing  
of the Restorative Materials
Fracture of the veneering restorative 
porcelain is a complication commonly seen 
by experienced practitioners. Fractures 
generally stem from the absence of a ligament 
between implant and bone. Both the shock 
absorption and proprioceptive qualities that 
protect natural teeth from overload are lost 
in an implant restoration. 

Strategies to mitigate potential complications 
of porcelain fracture involve attention to 
the positioning of the implant as well as 
controlling the thickness of the material. An 
adequate thickness of material is required to 
provide resistance against functional forces. 
Conversely, too much space or extensive 
cantilevered material will increase the risk of 
fracture (Figures 1 and 2). Proper placement 
of the implant allows for idealized design 

and support of the restoration. Restoratively 
driven treatment plans and guided surgery 
offer ways to reduce these errors. Effective 
communication and execution between 
surgical, restorative, and lab support teams 
are critical in reducing fractures. 

Another strategy to address complications 
of porcelain fracture involves knowing 
the fundamentals and properties of dental 
materials. The modern ceramics such 
as zirconia and lithium disilicates have 
improved esthetics, but still require more 
thicknesses for strength when compared 
to metal restorations. If one is looking 
for absolute minimal thickness, solid or 
partially-veneered metal restorations are 
the best options (Figures 3 and 4). Dentists 
should tailor their choice of material to 
different situations and patient demands, 
rather than selecting one material exclusively 
across all cases. 

Ultimately, overloading force on the 
restoration is responsible for the fracturing 
of their porcelain veneer. Different occlusal 
schemes have been debated as strategies 
to address the effects of force. The current 
thought is to protect the implant restorations 
by spreading out the forces to natural teeth 
with group function or using a only natural 
tooth such as canine guided, mutually 
protected patterns. Having functioning 
contacts solely on the implant restorations 
have been shown to increase complications. 
The compliant use of occlusal guards may 
reduce the chipping from happening if the 
problem can be identified to occur at night. 

The screw-retained versus cement-retained 
debate also plays a part in fractures as 
well. There is evidence to report that non-
retrievable, cement-retained restorations 
have less fracture rates due to an 

Dr. Moore completed his 
dental degree at the Ar-
thur A. Dugoni School of 
Dentistry in San Francisco 
and completed his Gradu-
ate Prosthodontic Training 
at University of California, 
San Francisco. He currently 
maintains private practice 
in San Mateo, California.

Common Prosthetic 
Complications 

with Implants in Everyday Practice
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uninterrupted layer of porcelain (Zarone et 
al. 2005). When minor fractures do occur 
the retrievable screw-retained restoration 
allow for thorough polish and reglazing to 
occur. The practitioner should weigh the risk 
factors presented and determine the design 
best for the individual case. 

Recently solid zirconia has been used as a 
refuge from fractures due to the significant 
strength of the material. This should be done 
cautiously as the force is no longer absorbed 
in the restorative material and is instead 
passed through to the implant-restoration 
interface or the implant-osseous connection. 
Both areas are much more catastrophic and 
costly to repair should they fail. This has 
been highlighted with the relatively new 
“screw-mentable” restoration. The design 
utilizes either a stock or custom abutment 
and a high strength ceramic restoration 
cemented extra-orally with a hole to allow a 
screw-retained prosthesis. The weakest link 
in the system is the cement bond between the 
abutment and the crown. This junction can 
fail if the abutment is not properly treated 
or designed in the laboratory or the forces 
on the implant crown are not controlled 
(Figures 5 and 6). Given the relatively recent 
use of this design, there is little, if any data 
on this type of prosthetic complication. If 

the restoration cannot be rebonded, more 
involved solutions, such as reducing the 
occlusal table or changing the prosthesis 
design to a single solid material such as a cast 
gold restoration can be done.

Complication #2:  
Loss of Interproximal Contacts 
Another relatively new challenge for fixed 
implant units is the loss of interproximal 
contacts between natural teeth and implant 
restorations. In the last ten years, a few 
groups have documented this issue when 
following implant restorations. Implants 
maintain a static position while natural 
teeth can change position. Incidence of this 
contact loss was reported as high as 66% in 
a 2016 article by Greenstein and colleagues 
but has been dialed back to 27% in the most 
recent 2019 retrospective analysis by French 
and colleagues.

The causes of interproximal contact loss 
are currently unknown, but potential 
hypotheses include contact contours, higher 
load forces on natural teeth as a result of 
practitioners leaving the implant occlusion 
“light,” continual growth potentials, and 
interproximal attrition. There is not enough 
research on the topic to make any definitive 
statements on the subject; however, it does 

appear the mandibular posterior is the most 
affected area. Also the loss of contact is more 
likely on the mesial than the distal by a factor 
of 7:1 (French 2019).

Some patients can maintain the area and 
all that is needed is close monitoring. Other 
experiences the negative implications of open 
contacts such as food impaction, increased 
caries, and periodontal breakdown. A patient 
in our office had open contact developed 
between a tooth and an implant restoration 
that had been in function for over 14 years. 
By the time the crown was temporized to 
retreat the case, significant bone-loss was 
seen radiographically (Figures 7 through 9 
on next page).

Many strategies have been proposed to 
treat or prevent interproximal contact 
loss, including flat, broad contacts on the 
restorations, screw-retained designs to allow 
addition of low fusing porcelain to the 
restoration should the gap open, direct resin 
applied to the natural tooth, and the use of 
retainers. While the study of this problem 
is relatively new, more information and 
recommendations will continue to evolve 
as more of these cases are encountered in 
practice. 

Figure 2 – Showing the buccal cantilever that was place 
into function. 

Figure 1 – The patient presents with fracture in the 
veneering porcelain.

Figure 4 – The minimal space on the anterior implant 
abutment did not allow for the screw retained  feature on 
both abutments.

Figure 5 – The separated “screwmentable” restoration 
after 1 year of use. Notice the short axial height of the 
abutment and the mesial cantilever . 

Figure 6 – The repaired, re-cemented prosthesis. 

Figure 3 – The use of a metal restoration was the only 
solution for this minimal space case.

Continued on page 12...
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Conclusion 
This article discussed two common fixed 
implant restoration complications and 
associated solutions or strategies: porcelain 
fracturing and interproximal contact 
loss. There are also several additional 
complications that can occur that are outside 
the scope of this article. In preparation for 
encountering these restorative complications, 
dental professionals must educate themselves 
to reduce their incidence, and gain experience 
and knowledge of the fundamentals to allow 
them to address the complications once 

they occur. Finally, documentation and 
open communication between practitioners 
will be critical to grow and develop new 
treatments for the future.  
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Figure 7 – The loss of mesial contact between #14 
implant and #13 tooth after 14 years of function. 

Figure 8 – Crestal bone height when loss of mesial 
contact was identified. 

Figure 9 – Significant bone loss occurred by the time the 
provisional was placed.
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When a dentition is in the failing mode there 
are a number of treatment considerations 
available. Classic is a complete denture. If 
some teeth can be restored and retained, an 
overdenture can be considered. However, if 
the person desires a fixed prosthesis, and an 
insufficient number of teeth or just hopeless 
teeth remain, then an implant retained 
hybrid prosthesis can be considered. The all 
on 4, 5 or 6 full arch restoration has become 
a very popular treatment option in recent 
years. The most often used protocol is the 
“all on 4” immediate hybrid fixed bridge. 

When executed in the appropriate manner, 
the “all on 4” is an excellent treatment 
modality. Unfortunately without adequate 
training and poor execution, it can result in 
many treatment difficulties some of which 
are irreversible and catastrophic. The major 
problems that I have encountered with theses 
restorations are as follows: 

1) Inadequate Bone Reduction

To have a strong viable restoration adequate 
thickness of restorative material is necessary. 
Irrespective of material, adequate bulk is 
necessary to withstand occlusal loading. 
Amount of bone reduction varies dependent 
on restorative material selected.

2) Improper Implant Location

The implants have to be ideally distributed in 
the 3, 6, 11 and 14 locations in the maxilla 
and 19, 21, 22, 30 in the mandible so that 
an adequate A/P spread is maintained to 
disperse occlusal loads. The concept of having 
the apical end of the posterior implants at 
an angle towards the midline is purposely 
done to dissipate loading to the largest area 
of bone. There is some degree of latitude as 

to implant location that sometimes require 
an additional implant to have a more ideal 
A/P spread. 

3)  Correct Rotation of  
the Angled Abutments

The abutment has to be in harmony with the 
implant location. This is especially true if 
there is an off axis location to the buccal or 
lingual resulting in a screw access hole that 
penetrates the facial aspect of a clinical crown. 

4)  Inadequate Hygiene Space 
Between the Tissue and the 
Prosthesis

In order to maintain optimal tissue health 
under the prosthesis and around the 
implant abutments, a few millimeters of 
space is necessary to irrigate and flush with 
a WaterPik®. Having a scalloped lingual 
border also allows the patient to find nozzle 
access points to flush better.  Compression 
of the soft tissue with the prosthesis results 
in irritation, inflammation bad taste and 
mouth odor. Following the prescribed 
hygiene protocol results in a healthy mouth. 

5)  Excessive Space Between the 
Tissue and the Prosthesis

If there is too large a space between the 
prosthesis and the tissues, especially in the 
maxillary arch, it becomes a catch all for 
food, it effects phonetics, and allows air and 
saliva leakage. A slightly larger space is less 
critical in the mandibular arch. 

6)  Prosthesis Transition  
Line Location

In patients with a high lip rise, the exact 
junction where prosthesis and ridge contact 

Dr. Binon has a private 
prosthodontic practice in 
Roseville. He has restored 
and placed dental implants 
since 1983. He has published 
extensively on implant in-
terface stability and biome-
chanics and has lectured all 
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he was a research scientist 
at UCSF and Adjunct Pro-
fessor in Prosthodontics at  
Indiana University.

Pitfalls and Pratfalls  
with The All on 4 Prosthesis

By Paul Binon, DDS, MSD
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The prosthesis foot print on the tissue was too broad  and it compressed the 
tissue. It all started with inadequate treatment planning.

Inadequate bone reduction and incorrect implant placement. Even with 
angulation correction abutments the screw access holes exited through the 
facial of the teeth.

is of great importance and should be established before the 
natural teeth are removed. The transition should fall under the 
lip without creating unnecessary bulk. The ideal lip rise should 
terminate at the cervical level of the anterior teeth. If it falls 
above and the junction is visible at the full smile lip rise, the 
anterior teeth need to be reset and the facial flange needs to be 
raised.

7)  Implants Located Too Far Lingual  
in Relation to the Anterior Teeth

Particularly the anterior implants in mandibular hybrid 
prosthesis. When that happens the connecting bar or skirt can 
extend to the floor of the mouth and can interfere with tongue 
movements. Typically when it extends near the floor of the 
mouth, there is insufficient or non-existent attached tissue and 
the area around the implants is chronically irritated. 

8)  Failure to Have the Correct  
Vertical Dimension of Occlusion

Frequently encountered when the prosthesis is converted to 
its fixed form. The clinician loses orientation and the denture 
winds up in an incorrect horizontal axis. 

Continued on page 16...
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With inadequate reduction of the ridge and an 
inadequate prosthesis design, breakage is extremely 
common. The fractured incisors indicate that the 
occlusion was most likely not ideal as well. 

These two photos illustrate two transition junctions, to the left, a higher denture flange that lightly cover part of 
the gum. On the right is a near butt joint transition with easy hygiene access. The higher denture flange on the left 
required lingual scalping of the prosthesis border for hygiene access. The lower all on 4’s both had light tissue 
contact and spacing for Waterpik access.

9)  Not Paying Attention to the 
Opposing Dentition

If the opposing dentitions occlusal plane is 
off due to missing teeth, over erupted teeth 
and teeth in buccal or lingual locations , 
occlusal overload can easily occur. If there 
is heavy contact on only one segment of 
the newly inserted prosthesis, then there is 
the risk of bone loss and non-integration. 
That will also result in repeated temporary 
prosthesis breakage. 

To avoid any or all of the above difficulties I 
suggest the following:

1. Learn how to make a well fitting, 
esthetic and functional denture.

2. Immediate dentures can be tricky, 

work with an experienced and capable 
removable dental technician. One that 
has the expertise and the vision to get 
the optimal functional and esthetic 
arrangement.

3. Carefully select a surgeon that is 
sensitive and aware of prosthetic needs. 
I can recall Dr. Branemark telling the 
surgeons, “learn how to make a good 
denture first” so you can tell where to 
place the implant. Remember, “big 
egos lead to big failures.” 

4. Last but not least, get the proper 
training, especially if you are doing the 
surgery yourself. It’s demanding and 
needs to be executed correctly.   
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The Alzheimer’s Association reports that 5.8 million Americans are 
living with the disease and, by 2050, the number jumps to 14 million. 
So, all our patients with extensive implant restorations are at greater 
risk when they are in full cognitive care facilities. The reason is that 
their staffing is not trained to recognize issues related to implants 
such as developing peri implantitis and restorations coming loose due 
to screws backing out. I had a wake-up call yesterday when one of 
my first zygoma patients presented, after an absence of 5 years from 
my practice, with a failing upper all on 4 supported by two zygoma 
implants and two conventional anterior implants. The two anterior 
implants (Nobel 8.5mm) were devoid of bone and came out when the 
prosthesis was removed. Bone loss does not happen overnight so the 
failure mode had been in progress for some time. On a positive side, 
the zygoma implants were still well integrated with no evidence of 
bone loss. It’s a devastating loss after ten years of prosthesis stability 
and function. The take away from this is that implant patients in 
memory care especially need more vigilant follow up with periodic 
x-rays and their hygiene care at closer intervals. 

A Word of Caution By Paul Binon, DDS, MSD, FAO 
SDDS Member
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Implant dentistry is now, more than ever, 
prosthetically driven. The technology 
available today allows the restorative dentist 
to visualize the end result prior to starting, 
then work backwards from there, much like 
the “crown-down” approach. The intended 
final prosthesis drives the workflow from start 
to finish. By taking this approach, unwanted 
surprises at the end of the restorative process 
are minimized or eliminated. The key to 
successful implant restorations is to develop a 
systematic workflow that will provide a level 
of comfort in the process. 

Initial Exam Should Look  
into the Following Factors
Lip Dynamics/Smile line: high 
smile line may require bone and soft 
tissue augmentation to achieve a more 
exacting gingival margin making it more 
challenging

Tissue Biotype: thin, highly scalloped 
gingivae are prone to gingival recession

Interproximal bone height and papillae 
levels: ideal distance between crest of bone 
and contact should be 3–5mm

Adjacent Teeth Shape: square form 
has a wider cervical area and is more desired; 
triangular form has more divergence 
creating a narrower cervical area and more 
challenging

Shade: determines metal vs porcelain 
abutment and components; high value 
shades will many times require a zirconia 
abutment

Diagnostic Wax-up
Harmonious occlusal relationship is key. Use 
esthetic guidelines such as establishing the 
incisal edge position in reference to the face, 
incisal inclination, occlusal plane. Develop 
an occlusal scheme that reduces stress on 
the implant(s) to minimize screw loosening, 
porcelain fracture, etc. Communication with 

the lab is important to accurately transfer 
intraoral data to the laboratory by using 
occlusal records, facebow records and facial 
photographs; give the laboratory technician 
everything they request. This can be achieved 
digitally or by traditional analog techniques 
Have the lab fabricate a surgical guide with 
radiopaque markers which can then be used 
for the CBCT scan as a radiographic guide.

CBCT with a Radiographic Guide
A radiographic guide, which is generated 
from the diagnostic wax up, provides an 
ideal position of final prosthesis which can 
the guide the implant position. Based on 
the findings one can assess the ideal path for 
surgical access in order to have the desired 
emergence profile. This will also allow for 
identifying any anatomical factors that 
may need to be considered or bone and 
soft tissue augmentation procedures that 
may be required for an ideal result. This 
will eventually facilitate and implant being 
placed ideally in all 3 dimensions: mesio-
distal, apico-coronal and bucco-lingual. 

Surgical Guide
The surgical guide is A MUST when placing 
maxillary anterior implants for ideal results. 
If a radiographic guide was not used then a 
surgical guide based on the wax up is critical to 
ensure proper implant positioning. The guide 
is not a guarantee of a successful outcome, but 
rather a safety measure and facilitator for the 
surgeon in navigating the implant drill based 
on the prosthetic end result.

Anterior Implants   
A Restorativley Driven Workflow

PROSTHETIC COMPLICATIONS

Diagnostic Wax-up to prepare surgical guide
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Provisionalization and  
Soft Tissue Alteration
A Tooth or Implant-supported provisional 
is more desirable than removable. The 
provisional could be the blueprint to the 
final prosthesis. In many cases the patient’s 
perception of the final outcome is closely 
connected to the provisionalization phase. It 
is Important to consider the patient’s comfort 
during osseointegration, restoring function, 
achieving an esthetic result similar to the final 
desired outcome, protection of any graft site, 
and maintain durability/longevity. Gingival 
levels and papilla contours can be created 
with proper modification of the provisional 
during this phase. The restorative dentist has 
to be comfortable in altering the soft tissue to 
create a smooth emergence profile, other wise 
the lab technician will feel “hand cuffed.” 

One of the most important factors is not 
to be fearful about putting a much needed 
pressure on tissue because when you have too 
much tissue that’s how you’re going to mold 
it to the correct shape. During this phase 
consider working with a soft tissue cast to 
adjust vertical levels first, then bevel with a 
blade or course football diamond bur, leaving 
at least 1.5mm thickness of remaining facial 
tissue; when transferring to mouth, mold 
tissue w/pressure.

Abutment Selection/ 
Emergence Profile 
When it comes to abutment selection for 
the anterior implants a custom abutment is  
able to mimic the ideal tooth preparation 
giving complete control of transition 
from a 4mm implant diameter to a 7mm 
cervical crown diameter, and control of 
implant long axis angulation discrepancies 
if they exist. Another important factor to 
consider is the material and titanium gold 
hue, zirconia hybrid (titanium base w/ 
zirconia abutment); zirconia abutments 
may be preferable to titanium or gold-hue 
abutments for the anterior region and when 
all-ceramic restorations will be the final 
prosthesis; smaller diameter implants should 
preferably use a zirconia hybrid as opposed to 
an all ceramic internal connection/abutment 
because the latter lacks the strength; metal 
abutments offer strength when needed.

Margin Placement
This is ideally determined at the time of 
diagnostic wax-up stage which establishes 
the gingival architecture. An ideal implant 
should mimic tooth preparation and it is 
best to keep the margin 1.0–1.5mm below 
the facial gingival margin. 

Pink Porcelain
Surgical placement of an implant in a less 
than ideal position creates a dilemma for the 
clinician. Although surgical intervention 
may be warranted, the patient may not 
approve the treatment and request an 
alternative solution. Pink materials — used 
as composite with a provisional prosthesis 
and as porcelain with an abutment and final 
restoration — have the ability to mask a 
defect and create a symmetric and esthetic 
result, offering resolution for both the patient 
and clinician. The facial positioning of an 
implant may predispose the situation to 
facial bone resorption and subsequently lead 
to lack of bone facially which may result in 
lack of attached gingiva.

Pink porcelain is a simple option that 
optimizes esthetics and masks compromised 
surgical outcomes. Pink porcelain materials 
give the advantage of blending with soft 
tissue and also maintain esthetics over time.

In conclusion, when the above mentioned 
factors are taken into consideration, a smooth 
and desirable outcome for the patient can 
be achieved. The secret of getting ahead is 
getting started. The secret of getting started 
is breaking your complex, overwhelming 
tasks into small, manageable ones, then 
starting on the first one. 

Facially inclined implant - occlusal view Facially Inclined Implant Ideally Restored Implant 9
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Dental implants have forever changed 
dentistry for the good. They frequently 
enhance traditional and modern dental 
concepts. Successful implementation 
depends on following surgical and restorative 
principles. When some of these principles are 
overlooked it can lead to unnecessary failure 
of the implant fixture leading to unwanted 
stress and loss of productivity. In this article 
I would like to highlight what I believe are 
10 key factors to consider when restoring 
posterior implants.  

FACTOR 1
Determine the size and shape 
of your crown before implant 
placement

This can be a digital mock-up or a conventional 
wax up. This allows for good assessment of the 
area to be restored. One can then visualize the 
mesial distal, bucco-lingual and apico-coronal 
aspects of the proposed crown for the best 
restorative outcome and uncover potential 
problems. It will also direct the implant size 
and location to achieve the desired goal. The 
picture below shows this important factor 
being ignored.

FACTOR 2
Avoid the one size fits all mentality 
– Implant Diameter 

Choose the appropriate implant for the site 
you are restoring. Implants are designed for 
various types of bone and situations. Select 
the ideal implant diameter. For posterior 
teeth this is typically the largest implant 
the bone can support. This will help with 
emergence profile while limiting implant 
flexure and fracture. My recommendation 
would be to avoid implant designs with 
narrow interfaces or press fit connections.

FACTOR 3
Use a surgical guide 

Even the most experienced surgeons can 
improve outcomes and consistency by 
using a guide. A surgical guide helps reduce 
iatrogenic damage, guesswork, and chair 
time. Surgical guides may be partially 
(pilot) or fully guided. Surgical judgment 
is still required when drilling and placing 
the implant. For this, all you need is an 
impression of the arch and a Cone beam 
computed tomography (CBCT) scan. 
The impression can be a simple alginate 
impression or a digital one. Patients can be 
referred out to an imaging center for the scan. 
Most labs can help you design and fabricate 
the surgical guide. Communication between 
the surgeon and the restoring dentist is key. 

FACTOR 4
Good impression technique -  
When possible consider open  
tray impressions 

Open tray impression in the posterior can be 
challenging, however, this will help ensure 
your impression is the most accurate when 
using conventional impression material. Lute 
two or more adjacent implants together for 
greater stability when doing an open tray 
impression technique. This will result in a 
more passive final restoration. If closed tray 
copings are used, attach the analogs and place 
them in the impression yourself to make sure 
they are seated properly. If you use digital 
analogs or coded healing abutments, make 
sure they are seated properly so your scan 
accurately represents the implant location.

Restoring Posterior Dental Implants:
10 Factors of Success

Dr. Clark received his DDS 
degree with honors and com-
pleted a Certificate in Ad-
vanced Graduate Studies in 
Prosthodontics and a Mas-
ter’s degree in Prosthodontics 
from Loma Linda Universi-
ty School of Dentistry. He is 
a Diplomate of the American 
Board of Prosthodontics and 
currently operates a private 
practice dedicated to prosth-
odontics and implant den-
tistry in Roseville, CA. 

By Jefferson Clark, DDS, MS 
SDDS Member

PROSTHETIC COMPLICATIONS
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FACTOR 5
Take radiographs along the way

Although tactile sense with direct sight can 
be successful most times it is wise to take 
radiographs of any abutments, copings and/
or final restorations. X-rays will allow for good 
visualization of the interface and will take 
the guesswork out. This ensures the implant 
location is registered and restored properly. 
In addition, it protects the internal implant 
threads before applying the final torque.

FACTOR 6
Avoid prefabricated and  
zirconia abutments

Prefabricated abutments may be adequate 
for some premolar restorations, but the 
larger molar restorations are best handled 
with custom abutments. Prefab abutments 
frequently debond or cause crown fracture 
over time due to excessive occlusal forces 
transmitted to its weak interface. A custom 
abutment can be designed to strengthen the 
interface and support the crown material 
while allowing for an appropriate emergence 
profile. When possible avoid zirconia 
abutments in the posterior as there is an 
increased chance of fracture, especially when 
the implant may not be ideally positioned. 

FACTOR 7
Select screw retained  
restorations when possible 

The pros outweigh the cons. You can avoid the 
issue of peri-implantitis caused by cement, is 
easily retrievable and allows for screw access 
in case of screw loosening. For higher esthetic 
demands the access hole can be hidden with 
opaque resins or ceramics. If cement retained 
is required, make sure a radiopaque (zinc 
containing) cement is used to help ensure the 
excess is completely removed. 

FACTOR 8
Establish proper contacts with 
the adjacent teeth and a good 
Emergence profile 

The more it looks like a tooth, the more 
likely hood it will function like a tooth. 
This includes establishing proper contacts 
and emergence profile which in turn will 
reduce food impaction and recurrent caries 
to adjacent teeth. The implant crown should 
function with proper occlusion while in 
harmony with the surrounding teeth. 
However, since implants lack periodontal 
ligaments the occluding contacts should be 
lighter and narrower than natural teeth. 

FACTOR 9
Select the ideal material  
for the crown

Today we have more material selection than 
ever before. We have full contour materials; 
zirconia, lithium disilicate, metals (gold 
or titanium), and even composite crowns. 
In addition, we can cut the materials back 
and add the appropriate ceramics for more 
customization. All of these are reliable 
options for implant restorations. The 
important thing to consider is that they 
are fabricated properly. They must have the 
proper abutment support, material thickness, 
and processing protocols followed. Consider 
that like materials perform well against each 
other since they will have similar properties. 
Heavy occlusal forces may require a full 
contour material and choose polished over 
glazed surfaces. Once the glaze wears off the 
underlying surface could be abrasive and 
cause excessive wear.

FACTOR 10
Make it maintainable  
for the long term

This starts with using the manufacturers’ 
specifications for screw torque. Annual 
recare appointments should check occlusion 
since teeth move, monitor crestal bone loss, 
screw loosening and porcelain fracture. If 
the implant is ever removed, inspect the 
screw threads and replace it as needed. 
Recent studies have shown a high caries rate 
adjacent to implant restorations. Educating 
our patients on good hygiene techniques is 
key to reducing this trend and maintaining 
successful implant restorations. 

As you start your next posterior implant 
restoration think about these 10 factors of 
success to help you have a good long term 
successful implant restoration. 
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SDDS JOB BANK FOR DENTIST POSITIONS
Do you use the SDDS JOB BANK? Did you know that your future associate, boss  
or partner may be just a click away on our website? It’s also in this issue of the  
Nugget (see page 25) and in a spreadsheet upon request from our office.

If you are looking to hire a dentist, or be hired, or looking for a few extra  
days a week, our job bank is a great way to begin your search.

So, let us know by faxing us the form that is included in this issue.  
We will email additions to the Job Bank as we get them!

MIDWINTER 
CONVENTION

• Loads of CE!
• Expo Hall with vendors,  

services and products
• Wide range of dentist and  

staff specific courses
• Complimentary meals

“COMMUNITY” 
OF DENTISTS

SPECIAL EVENTS
Annual Golf Tournament to Benefit 
the Foundation Broadway Series 
Dental Day with the River Cats  
Shred-A-Thon  Other Fun Events

Referrals for Patients

Peer Review

DOZENS OF CONTINUING 
EDUCATION COURSES

Publications for Members (The Nugget 
magazine, Directory, SDDS Website)

SAVE THE DATE
FEB 6–7, 2020
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• Evening, Lunch & Learns,  
and daytime CE Courses

• CPR Recertification Courses
• Monthly General  

Membership Meetings
• Licensure Renewal Courses  

(California Dental Practice 
Act & Infection Control)

• Business Forums
• OSHA and Hazard  

Communication Refreshers

COMMUNITY 
INVOLVEMENT

• Sacramento District Dental 
Foundation (SDDF)

• Education Outreach and Screenings
• Smiles for Kids Program
• Smiles for Big Kids
• Advocacy for Dental Health
• Educational Puppet Shows

CONTINUING 
EDUCATION COURSES

LICENSURE RENEWAL COURSES OFFERED TWICE 
(FOUR TIMES IF YOU COUNT THE TWO AT MIDWINTER)

What People Are Saying  
About SDDS Courses...

41 OPPORTUNITIES 
TO EARN CE UNITS10

SPECIAL
EVENTS 87 CEU 

Available to Earn
ONE 2-DAY
CONVENTION

VALUABLE INSIGHT ON THE SUBJECT,  
NOT OTHERWISE TAUGHT IN DENTISTRY.

I LIKED THE CONTENT AND THE  
SPEED AT WHICH IT WAS DELIVERED

VERY CURRENT AND  
LEARNED A LOT

Loved this class, wish I 
would have brought my staff!

OUTSTANDING,  
AWESOME AND

LIFE CHANGING!! IT WAS DIFFERENT AND 
THAT WAS REFRESHING

ONE OF THE BEST 
MEETINGS EVER!

FA L L  2 019 – S P R I N G  2 0 2 0  P RO G R A M  L I N E- U P

SDDS HR HOTLINE 
1.888.784.4031
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Standing Committees
CPR Committee
Aug 9 • Nov 15

Ethics
Sept 25

Nominating/Leadership Development
Work Completed

Peer Review Committee
TBA

Foundation
Foundation Board
Nov 11

Golf Tournament                                  
Work Completed — great success!

Advisory Committees
Mass Disaster/Forensics Advisory
Oct 22

Nugget Editorial Advisory
Sep 25

Strategic Plan Advisory 
Schedule as needed

Budget and Finance Advisory 
Schedule as needed

Bylaws Advisory
Schedule as needed

Legislative Advisory 
TBA

New Dental School Advisory 
TBA

Leadership 
Board of Directors
Sep 3 • Nov 5

Executive Committee
Oct 4 • Dec 6

Task Forces
Member Engagement/Recruitment 
Sep 16

Oral Health/Prop 56 Initiatives
Dec 6

Other 
Sac Pac
Oct 1

CDA House of Delegates
Nov 15-17

2019 SDDS Committees Schedule

Committee Corner

Featured articles in the  
March 2018 Nugget

Commercial Condominiums
By Denise Jabusch, DDS interview 
with Allison Trout, DDS

From Lease to New Building
By Barry Parish, DDS

Converted House Dental Practice
By Ross Heyn, DDS

From the Ground Up!
By Denise Jabusch, DDS

Featured articles in the  
June/July 2018 Nugget

The Dentist and the Airway
By Nancy Appelblatt, MD

Pediatric Sleep and the Airway
By Dennis Bailey, DDS

Dental Screening for Sleep 
Disordered Breathing:  
Just Another Day at the Orofice!
By Jennifer Buchanan, DDS

Bruxism: Maybe It’s the Stress of
Suffocating to Death
By Jamison R. Spencer, DMD, MS

Dentists and OSA Management
By Carlos Flores-Mir, DDS & 
Nathalia Carolina Fernandes 
Fagundes, PhD

Oral Appliances For The 
Management of Obstructive  
Sleep Apnea
By Craig Pettengill, DDS, MAGD

Bit by Bit, Putting it Together
By Tim Mickiewicz, DDS

Thanks to Your Stories  
The Nugget has Received  
Two More Awards
We are so excited to announce that the Nugget has been selected to receive two more awards from the International College of Dentists. 
The first is the Special Citation Award for its unusual concept with the March 2018 issue. This issue was on Dental Real Estate, and the 
Associate Editor was Dr. Denise Jabusch. The second is the Golden Pen Award for its outstanding articles. This issue was on Sleep Dentistry 
and the Associate Editor was Dr. Shikha Rathi. We'd like to thank everyone who contributed their time and stories, without whom these 
issues would not be what they are.

Previous Awards from the International College of Dentists  
2018 • Humanitarian Service Award
2017 • Special Citation Award, unusual concept
2016 • Golden Pen, honorable mention 
Series of articles of interest to the profession 
2015 • Special Citation Award, unusual concept
2014 • Outstanding Cover, honorable mention
2014 • Golden Pen, honorable mention
Series of articles of interest to the profession 
2013 • Outstanding Cover
2012 • Overall Newsletter
2010 • Platinum Pencil Outstanding use of graphics
2007 • Overall Newsletter 
2007 • Outstanding Cover
2007 • Golden Pen, honorable mention
Series of articles of interest to the profession
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Job Bank
The SDDS Job Bank is a service offered only to SDDS Members. It is published on the 
SDDS website and provides a forum for job seekers to reach other Society members 
who are looking for dentists to round out their practice, and vice versa. If you are a 
job seeker, associate seeker, selling or buying a practice, contact SDDS at (916) 446-
1227. For contact information of any of the job bankers please visit www.sdds.org.

ASSOCIATE POSITIONS AVAILABLE
Kids Care Dental • Sac/Stockton • PT/FT • Oral Surgeon
Steven Tsuchida, DDS • Elk Grove • FT, Buy-Out • GP
Capitol Periodontal Group • Sacramento • FT • Perio
Brian Crawford, DDS • Antelope • PT/FT • Ortho
Childrens Choice Pediatrics • Sacramento • PT/FT • Pedo
Robert Catron, DDS • Cameron Park • PT/FT • GP
Mark Redford, DMD • Roseville/Granite Bay • PT • GP
Kevin Chang, DDS • Roseville • PT • GP
Michael Hinh, DDS • Sacramento • PT • GP
Anthony Dang, DDS • Rancho Cordova • PT • GP
Ricky Tin, DDS • Elk Grove • PT • GP
R. Bruce Thomas, DDS • Davis • PT/FT • GP
Amy Woo, DDS • Sacramento • 1 day/wk • Endo
Make A Smile • Sacramento • PT/FT • Pedo/Ortho/Endo/OS
SmileTime • Sacramento • PT/FT • GP
Jacqueline Delaney, DMD • Truckee • FT • GP
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
Ana Maria  Antoniu, DMD • Sacramento • FT/PT • GP
Amy Woo, DDS • Sacramento • PT • GP
Matt Comfort, DDS • Roseville • FT/PT • GP
Christopher Schiappa, DDS • Pioneer • PT • GP
Quynh-Trang Pham, 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
Kids Care Dental & Ortho • Calvine/Elk Grove • FT • GP, Ortho
Elizabeth Johnson, DDS • various Wellspace locations • FT/PT/Fill-In • GP

DOCS SEEKING EMPLOYMENT
Behdad Javdan, DDS • PT • Perio
Devon Lowry, DDS • FT • GP
Sarah Mathai, DDS • PT/FT • GP
Robert Nisson, DDS, MSD • PT • Ortho
Bruce Taber, DDS • Fill-In • GP  
Steve Murphy, DMD • FT/PT • Endo

One of Your
Most Valuable  

MEMBER BENEFITS

The SDDS Job Bank has every  
angle covered to meet your needs! 
And it’s FREE!

Whether you’re…

Looking for a new associate  
to add to your practice

Looking for a new practice  
to call home

Looking to sell your practice

Looking to buy a new practice

You will….

Be added to our SDDS spreadsheet  
that we share with all who request

Be included in our Nugget Magazine  
for exceptional exposure

Be posted on our website www.sdds.org 
for all visitors to see

We can help you with all of these needs!

Call (916) 446-1227 or email sdds@sdds.org 
and let us help you with your search. 

YOU DECIDE! WE DO THE WORK!
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FADE center spread

(916) 358-3825  •  office@thefade.org  •  thefade.org
The FADE Institute, 4995 Golden Foothill Parkway, Suite 100, El Dorado Hills, CA 95762  

Excellence in Education

FADE has set the gold standard – our results speak for themselves. Delivering 
exceptional educational programming as no other in the allied dental profession.

Here’s the proof . . . 

. . . and we are just getting started!

Over the past two years, our EF graduates scored the second highest state 
written examination pass rate in the State.94%

83% Over the past two years, our EF graduates are tied for first rank in the State on 
their restorative examination.

96% Over the past two years, our EF graduates are 25/1 with the highest pass rate 
on their clinical board examinations.

OUR DEAN & FACULT Y

https://www.thefade.org/
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Who is affected?

Generally, general and pediatric dentists, 
along with endodontists, are subject to this 
rule. Those that never place amalgam and 
do not remove amalgam except in limited, 
unplanned circumstances must certify as 
such, but are exempt from the requirements 
below. Some dentists are not subject to the 
rule and do not have to do anything. They 
include the following: 

• Dentists that exclusively practice 
a recognized dental specialty, not 
including pediatrics or endodontics

• Mobile units utilizing a self-contained 
van or trailer that provide services at 
different locations

• Dental facilities that do not discharge 
process wastewater to the sewer system, 
such as those that discharge to a septic 
system or who collect and ship their 
wastewater off-site for treatment

What is required?

To comply with this rule, subject dentists 
must install a compliant amalgam separator 
and implement the following BMPs:

• Waste amalgam must not be 
discharged to the sewer system

• Oxidizing or acidic cleaners, including 
but not limited to bleach, chlorine, 
iodine, or peroxide cleaners or cleaners 
with a pH lower than 6 or greater than 
8, must not be used to clean dental 
unit wastewater lines, chair-side traps, 
and vacuum lines

Once in compliance, the dentist must 
submit a One-Time Compliance Report 
form to their Control Authority and follow 
recordkeeping requirements. Individual 
Control Authorities have their own forms 
and may have stricter regulations than those 
in this rule. Upon transfer of ownership of a 
practice, the new owner must submit a new 
One-Time Compliance report.

When is compliance required?

New dental facilities that began discharging 
to the sewer system after July 14, 2017, must 
be in compliance immediately and submit 
a One-Time Compliance Report within 90 
days. Dental facilities (under any ownership) 
that were discharging to the sewer system 
prior to July 14, 2017, must be in compliance 
by July 14, 2020, and submit a One-Time 
Compliance Report by October 12, 2020. 
These timelines also apply to those that do 
not place or remove amalgam, but need to 
certify as such.

One-Time Compliance Report Tips

The following tips will help you successfully 
complete your One-Time Compliance 
Report form:

• Determine who your Control 
Authority is so that you fill out the 
correct form

• Read the instructions on the form 
carefully

• Fill out each applicable section 
completely  

• Have an owner, general partner or 
proprietor, or corporate officer sign  
the form

• If you have any questions about the 
form or regulations, ask your Control 
Authority for assistance 

To determine your Control Authority, search 
online for the pretreatment program or sewer 
agency in your area or visit EPA’s Dental 
Effluent Guidelines website. Sacramento 
Regional County Sanitation District 
(Regional San) is the Control Authority 
for dentists in unincorporated Sacramento 
County; the cities of Citrus Heights, Elk 
Grove, Folsom, Rancho Cordova, Sacramento, 
and West Sacramento; and the communities 
of Courtland and Walnut Grove. 

To locate links to this rule, EPA’s Effluent 
Guidelines website, and other resources 
or to download the Regional San One-
Time Compliance Report form, visit www.
amalgamrecovery.com. If you have questions, 
email Regional San at amalgamrecovery@
sacsewer.com or call (916) 875-6470.  

Countdown to Compliance:  
Dental Effluent Guidelines Rule

AMALGAM UPDATE/RESOURCES

On July 14, 2017, the United States Environmental Protection Agency (EPA) Dental Effluent Guidelines (40 
CFR 441) took effect. This rule requires many dentists to install an amalgam separator and follow two Best 
Management Practices (BMPs). New facilities that start discharging to the sewer system after the effective 
date will need to comply immediately, but existing dentists have until July 2020 to comply. 
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Treatment Plant Permit Entity / Facility City / Facility County Facility Contact Pretreatment Program Contact

Treatment Plant Permit Entity: Jackson City
Facility City: Jackson / Facility County: Amador

IPP Supervisor, Daveda Quinn;  
DQuinn@cityofjackson.org;  517-788-4075

Central Valley Regional Board Pretreatment Coordinator; 
Danielle Siebal; Danielle.Siebal@waterboards.ca.gov; 
(916) 464-4843

Treatment Plant Permit Entity: El Dorado Irrigation District
Facility City: Cameron Park / Facility County: El Dorado

"Nicole Graham, Environmental Compliance Analyst,  
El Dorado Irrigation DIstrict (email ngraham@eid.org)  
Greg Stanton, Director, EMD El Dorado County"

El Dorado Irrigation District; IPP@eid.org;  
530-295-6867

Treatment Plant Permit Entity: El Dorado Irrigation District
Facility City: El Dorado Hills / Facility County: El Dorado

"Nicole Graham, Environmental Compliance Analyst 
(email ngraham@eid.org)  
Greg Stanton, Director, EMD El Dorado County"

El Dorado Irrigation District; IPP@eid.org;  
530-295-6867

Treatment Plant Permit Entity: Roseville City
Facility City: Roseville / Facility County: Placer

South Placer Wastewater Authority; Rich Stephens; 
rstephens@roseville.ca.us

Treatment Plant Permit Entity: Placer County Department 
of Facility Services
Facility City: Auburn / Facility County: Placer

South Placer Wastewater Authority; Rich Stephens; 
rstephens@roseville.ca.us

Treatment Plant Permit Entity: Roseville City
Facility City: Roseville / Facility County: Placer

South Placer Wastewater Authority; Rich Stephens; 
rstephens@roseville.ca.us

Treatment Plant Permit Entity: Lincoln City
Facility City: Lincoln / Facility County: Placer

(916) 434-2450 Central Valley Regional Board Pretreatment Coordinator; 
Danielle Siebal; Danielle.Siebal@waterboards.ca.gov; 
(916) 464-4843

Treatment Plant Permit Entity: United Auburn Indian 
Community
Facility City: Lincoln / Facility County: Placer

Central Valley Regional Board Pretreatment Coordinator; 
Danielle Siebal; Danielle.Siebal@waterboards.ca.gov; 
(916) 464-4843

Treatment Plant Permit Entity: Colfax City
Facility City: Colfax / Facility County: Placer

Central Valley Regional Board Pretreatment Coordinator; 
Danielle Siebal; Danielle.Siebal@waterboards.ca.gov; 
(916) 464-4843

Treatment Plant Permit Entity: Auburn City
Facility City: Auburn / Facility County: Placer

Central Valley Regional Board Pretreatment Coordinator; 
Danielle Siebal; Danielle.Siebal@waterboards.ca.gov; 
(916) 464-4843

Treatment Plant Permit Entity: Galt City
Facility City: Galt / Facility County: Sacramento

Alex Fastro, WWTP Supv;  afastro@ci.galt.ca.us Central Valley Regional Board Pretreatment Coordinator; 
Danielle Siebal; Danielle.Siebal@waterboards.ca.gov; 
(916) 464-4843

Treatment Plant Permit Entity: Sacramento Regional County 
Sanitation District (Citrus Heights, Elk Grove, Folsom, Rancho 
Cordova, Sacramento, and West Sacramento; and the  
communities of Courtland and Walnut Grove)
Facility City: Elk Grove / Facility County: Sacramento

Regional San Wastewater Source Control Section; 
amalgamrecovery@sacsewer.com or call  
(916) 875-6470

Regional San Wastewater Source Control Section; 
amalgamrecovery@sacsewer.com or call  
(916) 875-6470

Treatment Plant Permit Entity: Davis City
Facility City: Davis / Facility County: Yolo

John Alexander, WW Division Manager  
JAlexander@cityofdavis.org; (530) 757-5686

John Alexander, WW Division Manager  
JAlexander@cityofdavis.org; (530) 757-5686

Treatment Plant Permit Entity: Woodland City
Facility City: Woodland / Facility County: Yolo

Jon Guse; Jon.Guse@cityofwoodland.org;  
Ph: 530-661-2058

Jon Guse’; Environmental Compliance Inspector;  
City of Woodland

Treatment Plant Permit Entity: Placerville City
Facility City: Placerville

Central Valley Regional Board Pretreatment Coordinator; 
Danielle Siebal; Danielle.Siebal@waterboards.ca.gov; 
(916) 464-4843

Treatment Plant Permit Entity: Most Unincorporated areas  
(Except Sac County see Regional San above)
Facility City: N/A

Central Valley Regional Board Pretreatment Coordinator; 
Danielle Siebal; Danielle.Siebal@waterboards.ca.gov; 
(916) 464-4843
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Q – Should I really pay my hygienist 
by the hour? 

A – Yes. If you are currently paying your 
hygienist as a salaried/exempt or daily 
rate employee and they are not receiving 
overtime, meals, rest breaks, etc. and they file 
a complaint with the Labor Commissioner’s 
office, you could pay tens of thousands 
of dollars. Sound outrageous? Well, it is! 
Employees can claim up to three years of 
lost wages when they file a grievance with the 
Labor Commissioner. What is considered a 
‘lost wage’? If you have your employees work 
an extra half hour without paying them, 
but “let them leave early another day,” as a 
tradeoff, your employees have lost wages. 

Q – Can my employees take lunch 
whenever the schedule opens up?

A – A minimum thirty-minute meal break 
generally must be provided for every work 
period of more than five hours. However, 
if six hours of work will complete the day’s 
work, the employee may voluntarily choose 
not to take the meal break with your consent. 
The meal break must begin before the 
employee has completed their fifth hour of 
work. If your employees start the work day at 
7:50 for the team huddle and you do not have 
them start their lunch break until 1:00 pm, 
you have violated the requirements regarding 
meal periods. You will owe your employee an 
extra hour of pay – for every meal break that 
has not commenced before the end of their 
fifth hour of work. 

Q – I have six employees and my 
newest hire just announced she 
is pregnant; do I have to give her 
time off? 

A – An employee disabled by pregnancy need 
not meet a length of service requirement 
before becoming entitled to PDL. A woman 
is eligible for PDL from her first day on 
the job. Pregnant employees who work for 
companies with five (5) or more employees 
are eligible for Pregnancy Disability Leave 
(PDL). The leave is unpaid, and can be taken 
whenever a woman’s doctor certifies that she 
is disabled during the pregnancy or after 
the delivery. The time off can be taken all at 
once or any time throughout and after the 
pregnancy for morning sickness, prenatal 
visits, recovery, etc. An employee disabled 
by pregnancy, childbirth, or related medical 
condition has up to 4 months, 88 working 
days, or 17 weeks and 3 days of protected 
leave. This time is prorated for employees 
who work more or less than full-time. The 
employee’s health care provider determines 
the actual amount of time the employee is 
disabled.

Q – My employee just quit, can I 
give them their final paycheck when 
we process payroll next week? 
What if I fire someone, do I have to 
give them their check right away? 

A – When the employer/employee 
relationship ends, you need to ensure that 
their final paycheck is in order or you may 
be subject to several penalties. When an 
employee gives at least 72 hours notice that 

they will be leaving your employ, you are 
required to have their final paycheck ready 
for them on their last day. If you receive less 
than 72 hours notice, you have 72 hours 
from the time of notice to produce their 
paycheck. If the Company is ending the 
relationship, then you must have their final 
paycheck ready for them on their last day.

Wage and hour laws have become increasingly 
complicated in California over the past few 
years and who knows what the future will 
hold. So how can you protect yourself? By 
contacting the SDDS Human Resource 
Hotline whenever you have questions about 
your office personnel practices. The Hotline 
can be reached Monday through Friday from 
8:00 am to 5:00 pm at 888-784-4031.

Are you in need of HR forms to manage 
your leave of absence, termination and 
other HR needs? Then consider signing up 
for an online membership with CEA. It’s 
a great complement to the hotline benefit 
you already receive for FREE from SDDS. 
Visit our website at https://www.employers.
org/membership/helping-you-be-a-better-
employer/ to learn more about the online 
membership. 

And be sure to join us for one of our upcoming 
HR Webinars. Webinars are scheduled 
throughout the year and in one short hour, 
you can receive a wealth of information to 
help you stay compliant with the confusing 
world of California Labor Law and stay out 
of the Labor Commissioners hearing room! 

Visit the SDDS website to learn more! 

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!

Hot Topics from the HR Hotline!  
By California Employers Association (SDDS Vendor Member)
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Upcoming Harassment  
Prevention Training Webinars

OCT

9
HR Webinar 
Leave Laws 
1 CEU, 20% • $59

California Leave Laws are confusing! With over 20 different leave 
laws, how do you know if your company has to provide the leave 
and/or which of your employees are eligible to take time off work? 
If someone is eligible, how do you document and apply the time 
off accurately? Learn these and more!

NOV

13
HR Webinar 
Alternative Workweeks 
1 CEU, 20% • $59

In California, employers may create Alternative Workweeks which 
allow their employees to work longer shifts and avoid overtime 
penalties. However, implementing an alternative workweek 
schedule requires strict adherence to state guidelines. Join 
us for our webinar to learn all of the steps for the successful 
implementation of an Alternative Workweek. 

Upcoming HR Webinars

Get Signed Up Today!

For Employees - all employees must have one hour 
of harassment prevention training before the end of 
December 2019.

For Supervisors/Employers - all supervisors/
employers must have two hours of harassment prevention 
training before the end of December 2019. 

12-1pm • 1 CEU, Core • $49 each 

12-2pm • 2 CEU, Core • $59 each

Sept. 5, 2019 (Sold Out) • Sept. 17, 2019 
Sept. 26, 2019 • Nov. 7, 2019 (Sold Out) • Oct. 30, 2019

Our upcoming October General Meeting will also satisfy the 
one hour requirement for employees, so sign up now!

October 3, 2019 • December 5, 2019

Thinking about 
Selling your Practice?

Concerned about this  
unique journey,  

your reputation, your staff,  
your patients, your legacy?

Realizing the desired outcome is possible. To achieve 
this result, you require the best advocate to guide 
you through this complicated maze while protecting 
your interests both pre and post-sale. You need 
Professional Practice Sales to shepherd you through 
this event. 

We are highly regarded and trusted. We employ a very 
strong “risk management” application. Our pre-sale 
prep work creates a complete tool box for phenomenal 
efficiencies and transparency. Our practice staging is 
simply the best. We give you the information you need 
to understand this journey and we minimize your tax hit.  

Scripting and managing the process from concept to 
desired outcome is a crafted art. It is something we  
have honed over 53 years of serving the California  
Dental Community.    

Do we understand  
Today’s SDDS’ Marketplace?  

Absolutely! 

of The Great West

Raymond & Edna Irving

415-899-8580 
Ray@PPSsellsDDS.com

www.PPSsellsDDS.com

CA DRE License #01422122
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Dr. Kent Daft, who is still very involved 
with our Society today, wrote about the 
potential of our Foundation back in 1998.

He spoke of how dentistry needed to take 
its place as a “major charitable player 
within our community.” Over the years 
since, our Foundation has done just 
that! With our Smiles for Kids, Smiles for 
Big Kids, Crowns for Kids, and Puppet 
Show Dental Education Programs we are 
continually making a difference in the 
dental health of our community!

SDDS Foundation

NOVEMBER 13, 2019 
A CHRISTMAS STORY
The songwriting team behind the smash hit Tony Award®-
winning musical Dear Evan Hansen brings the classic 1983 
movie to hilarious life on stage! The New York Times writes “I 
was dazzled. You’d have to have a Grinch-sized heart not to feel 
a smile spreading across your face.”

JANUARY 23, 2020 
DEAR EVAN HANSEN
A letter that was never meant to be seen, a lie that was never 
meant to be told, a life he never dreamed he could have. Evan 
Hansen is about to get the one thing he’s always wanted: a 
chance to finally fit in. Dear Evan Hansen is the deeply personal 
and contemporary musical about life and the way we live it. 

SACRAMENTO DISTRICT  
DENTAL FOUNDATION DOES…

broadway
MARCH 5, 2020 
A BRONX TALE
Broadway’s hit crowd-pleaser takes you to the stoops of the 
Bronx in the 1960s, where a young man is caught between 
the father he loves and the mob boss he’d love to be. Bursting 
with high-energy dance numbers and original doo-wop tunes 
A BRONX TALE is an unforgettable story of loyalty and family.

APRIL 9, 2020
BANDSTAND
From Tony® winner and Hamilton choreographer Andy 
Blankenbuehler, comes an inspiring new American musical that 
explodes with infectious music and high-octane, heart-stopping 
dancing. Six soldiers return from war in 1945 and, through the 
power of music, finally find a place to call home.

MAY 21, 2020 
COME FROM AWAY
Journey into the remarkable true story of 7,000 stranded 
passengers and the small town in Newfoundland that welcomed 
them. Cultures clashed and nerves ran high, but uneasiness 
turned into trust, and gratitude grew into enduring friendships. 
On 9/11, the world stopped. On 9/12, their stories moved us all. 

Even 25 years ago, back in 1994 our 
Foundation was doing great things! 

Juan received orthodontic treatment 
on behalf of the Sacramento District 
Dental Foundation! His mother 
had said that without the help of 
SDDF there was no way she could 
have afforded the braces! Our 
Foundation does great things to 
make a difference in the lives of 
people in our community!

March 1994

In 2019 we celebrate 125 years of our Dental Society and 50 years 
of our Foundation! We have accomplished so much together over the 
years, so thank you for being a part of it!

It ’s Time to Celebrate!
The start of the Happy Tooth Hotline, now 

referred to as the Tooth Fairy Hotline!

Our Tooth Fairy bookmarks  
updated in 2017!

October 1983

Sacramento District Dental Society & Foundation

Listen for FREE to 
our educational 

monthly messages!

(916) 446-1310

T�th Fairy 

A CALL TODAY!

Hotline
GIVE THE

January 1998
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dinner. auction. dancing. 
October 5, 2019 | 6:30pm | Hyatt Regency Hotel

Paddle Sponsor

The Foundation for Allied Dental Education (FADE)

Gala Sponsor

Heise and Alpha OMS
Drs. Greg Heise and Craig Alpha 

KidsCare Dental and Orthodontics

Don Rollofson, DMD

US Bank

California Northstate University

Health Net

Access Dental Plan

LIBERTY Dental

Giannetti & Booms
Drs. Kelly Giannetti and Thais Booms

Prosthodontic Dental Group
Jeffrey Nordlander, DDS
Brock Hinton, DDS
Anh Pham, DDS
Joohyun Cha, DDS, MS
Jeffrey Yang, DMD

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

A Special Thank You to Our Sponsors! Sponsor or 

table sales
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Ron Ask, DDS
Leon Assael, DDS
Lois Banta
Joyce Bassett, DDS, FAACD
Jeff Brucia, DDS
Michelle Callahan
Leslie Canham
Cy Carpenter, MD
Celena Donahue
Donna Drury Klein

Jaime Gerigk, MSW
Melinda Heryford
Jamison Spencer, DMD. MS
Jenny Michel
Marcella Oster
Alex Ray
Paul Raskin, DDS
Jessica Rector, MBA
Michael Scherer, DMD, MS
Theresa Sheppard, RDA
Stop the Bleed 
John Urrutia, CPA

• Great Clinical Speakers
• Hands-on Workshops
• Practice Management
• Auxiliary Programs
• Front Of�ce
• Team Building
• Restorative
• Implants
• 70+ Exhibitors−Already sold out!
• Raf�es & Games
• Meals & Lots of Coffee!
• CE Credits

use the insert included in 
this issue of the nugget or head 
to sdds.org to register online!

Speake�!Topics & Fun!

Sign Up Today!

registration available now! early price until nov 1!

February 6-7, 2020 | McClellan Conference Center, Sacramento




• 

o 
o 
o 

• 
• 
• 
• 
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Major Issues 
and Priorities
1.  Proposition 56 Medi-Cal Funding

More than half of California’s children and 
a third of its adults — more than 13 million 
Californians — now rely on the state’s Medi-
Cal program for their medical and dental 
coverage. The passage of Proposition 56 in 
2016 — a tobacco-tax increase co-sponsored 
by CDA — has led to significant Medi-Cal 
funding improvements. Medi-Cal patients 
have faced major barriers to care for many 
years, including long delays for appointments, 
trouble finding specialists and traveling long 
distances to receive care. A primary reason for 
this has been that California’s reimbursement 
rates to Medi-Cal providers have been among 
the lowest in the nation, resulting in a lack of 
providers who are able to participate in the 
program. Proposition 56 funds have helped 
address this in a significant way, allocating 
over $500 million per year on significant rate 
increases for hundreds of dental procedures, 
bringing total reimbursement for many 
common procedure codes to 75% to 80% 
of average commercial rates. The changes are 
producing results: The number of enrolled 
dentists has increased 10% since 2017 and, 
in combination with additional provider 
incentives and administrative reforms, the 
state is finally seeing increases in the number 
of children and adults receiving necessary oral 
health services. 

The 2019-20 budget continues the current 
supplemental Medi-Cal provider rates through 
the end of 2021 and includes an additional 
$20 million dedicated to dentists committed 
to serving Medi-Cal patients in a recently 
launched student loan repayment program, 
CalHealthCares. Because of the additional 
funds this year, CalHealthCares will be able 
to make additional awards available in 2019, 
leading to more increases in Medi-Cal’s 
provider workforce. While fixing the Medi-
Cal program will be a long-term process, CDA 
is optimistic about the progress made since the 
passage of Proposition 56 and will continue to 

advocate for a long-term commitment to the 
current reimbursement rates. This is essential 
in order to provide certainty for providers and 
maintain stability in the program. 

2. Universal Health Care 

CDA is committed to building upon the 
existing health care delivery system to extend 
health coverage to all Californians. We support 
the actions taken in the 2019-20 state budget 
to expand coverage, increase affordability and 
stabilize the individual insurance market. 
The budget includes new and larger subsidies 
for middle-class Californians to purchase 
insurance through Covered California, a 
state-level individual mandate to purchase 
health insurance and an expansion of Medi-
Cal benefits to all young adults through age 
25 regardless of their immigration status. 
We will continue working with lawmakers 
to achieve universal coverage that includes 
dental care and to protect the significant 
progress the state has made under the 
Affordable Care Act (ACA). Under the ACA, 
California has achieved a larger reduction 
in its uninsured rate than any other state by 
creating the country’s largest and most robust 
state health insurance exchange (Covered 
California), which includes stand-alone 
family dental plans. We are urging the state 
to pursue universal health care in a way that is 
sustainable, that does not upend the progress 
made under the ACA and that maximizes 
funding from the federal government, which 
currently provides more than half of the state’s 
health care dollars. 

3.  AB 954: Dental Plan Network 
Leasing – Sponsor 

CDA is sponsoring AB 954 (Wood) to 
require dental benefit plans to be more 
transparent about the common practice of 
“leasing” access to a network of contracted 
dentists from another dental benefit plan. The 
growing trend of network leasing is causing 

confusion and difficulties for California 
dentists and their patients. Some dentists 
want the benefits that can come with network 
leasing, like increased visibility and patient 
retention. However, the disadvantages are that 
oftentimes dentists who signed contracts with 
one dental plan aren’t aware that their contract 
is being sold or which plans they have been 
sold to, nor is the purchasing plan required to 
comply with the terms the provider and the 
original plan agreed to. Additionally, there 
is no requirement for the dental plan that is 
leasing its network to communicate with the 
purchasing plan to make sure that a dentist 
who opts out or cancels their contract is taken 
off the leased network. Lack of transparency 
in network leasing can cause confusion for 
patients and dentists, making it difficult for 
providers to educate patients about treatment 
options and the cost of care. Dentists need 
to know whether they are in network or out 
of network when working with a patient to 
determine their share of the costs, and dentists 
must be able to easily locate the terms of a 
new contract to know important limitations 
on services, waiting periods, how treatments 
are categorized and co-payment rates. 

AB 954 will make a number of changes to 
address this, including: 1) requiring dental 
plans to clearly identify a contract clause 
allowing network leasing; 2) maintaining an 
up-to-date website list of all third parties that 
have access to a provider network contract; and 
3) giving dentists the ability to opt out. The 
bill will provide clarity for both patients and 
providers, reduce confusion and help preserve 
trust in the dentist-patient relationship. 
AB 954 passed out of the Assembly with 
unanimous support and is now in the state 
Senate.

Reprinted with permission from 
California Dental Association

LEGISLATIVE

Continued on page 38...
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4. Dental Plan Transparency 

Californians deserve accountability and value 
from their dental benefit plans, and AB 954 
(Wood) builds on a series of recent successful 
legislative efforts sponsored by CDA that have 
greatly increased the transparency of these 
plans. AB 1962 (2014) required commercial 
dental plans to annually disclose to the state 
how much premium revenue they spend 
on patient care versus administrative costs, 
known as a dental loss ratio (DLR). The 
reported data show a wide range of premium 
revenue spent on patient care, with a quarter 
of all California dental plans spending less 
than 50% of premiums on care and some 
plans even falling below 10%. SB 1008 (2018) 
builds upon this by requiring all dental plans 
to use a uniform matrix to disclose their 
benefits directly to consumers, similar to the 
one used by medical plans. This will provide 
plan beneficiaries with a uniform summary 
of plan details, including covered services, 
reimbursement levels, estimated enrollee 
cost share, limitations and exceptions. 
These transparency measures help level the 
playing field for consumers and providers, 
are consistent with standards that apply to 
medical plans and help hold dental plans 
accountable for how they spend premium 
dollars.

5.  Sugar-Sweetened Beverages 
(SSBs)

CDA and the California Medical Association 
are leading efforts to reduce SSB consumption 
and have launched a campaign — Soda’s 
Sticky Business — highlighting the industry’s 
deceptive marketing tactics targeting children 
and low-income and minority communities. 
CDA and CMA introduced three bills this 
year that would reduce the consumption 
of sugary beverages including soda, energy 
drinks, sugar-added juices and sports drinks:

• AB 764 (Bonta) will limit promotional 
pricing incentives used by the beverage 
industry to heavily subsidize discounts 
on SSBs.

• AB 765 (Wicks), the Healthy Checkout 
Aisles for Healthy Families Act, will 
prohibit placement of SSBs near the 
check-out counter at supermarkets, large 
grocery stores and warehouse clubs.

• AB 766 (Chiu) will ban the sale of 
unsealed beverages larger than 16 
ounces at food service establishments. 

SSBs are the single largest source of added 
sugar in the American diet and a primary 
cause of various health conditions including 
tooth decay, which affects more than two-
thirds of California children (making it the 
most common chronic childhood disease). 
The frequency of consumption along with 
the combination of high levels of sugar and 
acid make these beverages uniquely damaging 
to teeth and overall health. Sport, energy and 
soft drinks are leading to unprecedented levels 
of decay and loss of tooth enamel for a new 
generation of youths and young adults. The 
overconsumption of sugary, acidic drinks 
is reversing more than 50 years of public 
health gains realized through preventive 
measures such as fluoridated water and dental 
sealants. CDA also supports AB 138 (Bloom) 
which creates a tax on the distribution of 
SSBs and SB 347 (Monning) which will 
require a warning label on sugary drinks to 
help educate consumers as they make their 
purchasing decisions.

All of these bills are now on hold until next 
year and we will continue to advocate for 
legislation that reduces the consumption of 
sugar-sweetened beverages.

Additionally, CDA and the CMA are co-
sponsoring a ballot measure for the November 
2020 election to establish a statewide tax of 
2 cents per ounce on the distribution of 
SSBs, which would raise at least $2 billion 
in revenue for critical health programs and 
reverse a recently passed moratorium on 
local SSB taxes, preserving the ability of local 
communities to make their own decisions on 
combating SSB consumption.   

6.  SB 154: Silver Diamine Fluoride – 
Sponsor  

CDA is sponsoring SB 154 (Pan) this year to 
add silver diamine fluoride (SDF) as a Medi-
Cal benefit for treatment of dental decay when 
applied as part of a comprehensive treatment 
plan. SDF is a topical medication used to 
slow down or stop cavities in both primary 
and permanent teeth. The use of SDF is a 
nonsurgical approach to treating dental decay, 
as it does not require local anesthetic and can 
be applied quickly and painlessly. SDF is a 
colorless liquid that contains both silver and 
fluoride; although it stains the decayed portion 
of a tooth, it is becoming more widely used, 
especially in posterior and primary teeth. In 
California, Medi-Cal is already using SDF as 
part of a broader pilot project in 29 counties 

to manage dental decay in children younger 
than 6 years old. 

Recent studies of Medicaid expenditures in 
six states show an average savings of $100 
to $350 per child treated with SDF. This 
could translate to $10 million to $30 million 
in annual savings for California’s Medi-
Cal program. SDF is a proven effective tool 
worldwide in managing cavities and the 
serious health problems associated with 
unmanaged dental decay and is now being 
shown to provide significant cost savings for 
public health insurance programs. While 
SDF may not fully eliminate the need for 
additional care, it gives Medi-Cal providers a 
new and effective tool to treat dental decay 
among the growing Medi-Cal population. 
SB 154 passed out of the state Senate with 
unanimous support and is now moving 
through the Assembly.

7.  State Office of Oral Health – 
Proposition 56 Funding

CDA’s Access Plan to reduce barriers to 
oral health care prioritizes the need for a 
comprehensive state oral health program led 
by a state dental director. The state began 
providing ongoing funding for a dental 
director and the Office of Oral Health (based 
in the Department of Public Health) in the 
2014-15 budget for the first time in decades, 
and Jay Kumar, DDS, MPH, was appointed 
to the position in 2015. Dr. Kumar came 
to California with more than 25 years of 
experience in the New York State Bureau of 
Dental Health, where he also held the position 
of state dental director and developed the 
first comprehensive state oral health plan 
for New York. Dr. Kumar and stakeholders 
including CDA have developed a state oral 
health plan that includes several objectives, 
such as building community-clinical linkages, 
expanding access to fluoride, dental sealants 
and screenings, dental coverage, tobacco-use 
counseling and interventions, and developing 
programs that promote oral health literacy and 
healthy habits. This effort received a strong 
boost from the passage of Proposition 56, 
which includes an annual $30 million for the 
state oral health program – a tenfold funding 
increase and the first time the program has 
ever had a dedicated revenue source. 

Updated July 15, 2019
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ASK THE BROKER 
How do you determine the 

listing price of my practice? 

WESTERN PRACTICE SALES 

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 single-most important factor in determining the 
practice sales price is the collection total of the previous 
calendar year. Lenders and Buyers like to see stability 
without large variances from year to year. It should be 
obvious that steady, slight increases in revenues are 
always better than even the slightest of decreases. Poor 
performance of one of three years should not affect 
pricing, unless it is the last calendar year that shows a 
significant drop. Therefore, try to maintain a stable 
practice, make sure you finish strong and make all your 
December deposits for that last year you will be filing! 
 
Practices are priced based heavily on gross receipts.  
Let’s work through some scenarios and options.  If you 
plan to practice 2-3 more years, it is not worth investing 
extra money in the practice. In this case, I would just 
advise finishing strong, especially to reflect your last tax 
return which will be filed. If you plan to practice 
approximately 5 years, spending large amounts of money 
for new technology may not necessarily return the 
investment unless it helps to increase your production. 
However, this being said, purchasing new equipment may 
increase your enjoyment of practicing dentistry and 
therefore be a worthwhile investment. 
 
With 8–10 years remaining to practice, modernizing the 
practice with the latest and greatest is generally a great 
idea. Leasehold improvements typically last 5-8 years, so 
making the investment at this time to spruce up the office 
will enhance the desirability of the sale. It may also give 
you greater satisfaction of working in a first-rate 
environment for the entire duration of the leasehold 
improvements.  Most importantly, since practice values 
are based on gross receipts, keep up the good work! 
 
With factors affecting the current practice market 
such as a large number of “Baby Boomers” choosing 
to retire coupled with a lower percentages of 
Millennials wanting to own dental practices, it is 
important to make decisions now that will help your 
practice stand out from the rest when you decide to 
sell!  Call or email us today for a free copy of Dr 
Giroux’s book “Top Ten Issues for Dentists 
Contemplating Retirement in Ten Years or Less”.  

 

Your Life’s Work Comes  
Down To This Decision 

 
What separates us  from other brokerage firms? 

 

 

Western Practice Sales is locally owned by dentists and has 
been proudly serving  dentists in the SDDS Marketplace for 
over 45 years. Our personal attention to our sellers and      
reputation of integrity and honesty has made us Northern 
California’s Preferred Dental Practice Broker.    
 

 

Our extensive buyer database  
allows us to offer you… 

     

Better Exposure 

 Better Fit 

Better Price! 

 

 

 

 

 

 

 

 

800.641.4179 
 

westernpracticesales.com 

Call or email today  
for a free copy of  
Dr Giroux’s book    

 
Top Ten Issues for  

Dentists  Contemplating 
Retirement in Ten  

Years or Less 

Paid advertisement
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NOTICE OF ANNUAL MEETING & ELECTIONS
Elections will be held at the September 10, 2019 General Meeting

The Leadership Development Committee is tasked with guiding the future of SDDS by evaluating 
and nominating leaders for our organization. The committee met in the first quarter of 2019 and 
considered a very strong slate of candidates. We are pleased to report that the outlook is good 
with the following members listed below being nominated for 2020. SDDS is only as good as its 
volunteers and we appreciate all who give back to our organization.

Margaret Delmore, MD, DDS (Chair of the Leadership Development Committee)

SOCIETY SLATE OF NOMINEES

FOUNDATION SLATE OF NOMINEES

SDDS EXECUTIVE COMMITTEE 
To be Elected:
President: Carl Hillendahl, DDS
President Elect/Treasurer: Volki Felahy, DDS
Secretary: Wesley Yee, DDS
Immediate Past President: Bryan Judd, DDS

TRUSTEE 
To be Elected:
Wallace Bellamy, DMD

BOARD OF DIRECTORS  
To be Elected:
Craig Alpha, DDS (1st term)
Lisa Dobak, DDS (1st term)
Hana Rashid, DDS (2nd term)

Continuing:
Trustee: Adrian Carrington, DDS 
Board Members: Kevin Keating, DDS, MS;  
Jagdev Heir, MD, DDS; Brock Hinton, DDS

It's Time For... 
SDDS ELECTIONS

DELEGATES TO THE CDA HOUSE
Elected in May 2019:
Bryan Judd, DDS (Ex Comm)  
Volki Felahy, DDS (ExComm)  
Margaret Delmore, MD, DDS (ExComm) 
Carl Hillendahl, DDS (ExComm) 
Wesley Yee, DDS (Secretary Elect) (ExComm) 
Kelly Giannetti, DMD (2018-2019) 
Karthic Raghuraman, DDS  2018-2019) 
Jagdev Heir, MD, DDS (2018-2019) 
Kevin Keating, MS, DDS (2018-2019) 
Lisa Dobak, DDS (2018-2019) 
Stephanie Sandretti, DDS (2019-2020)  
Viren Patel, DDS (2019-2020)  
Hana Rashid, DDS (2019-2020)  
Mort Rosenberg, DDS (2019-2020)

BOARD OF DIRECTORS
Slated for Election:
Paul Binon, DDS – first term, 2020-2021
Kelly Giannetti, DMD, MS – third term, 2020-2021
Bryan Judd, DDS – third term, 2020-2021
Wallace Bellamy, DMD – second term, 2020-2021
Wesley Yee, DDS – first term, 2020

Continuing:
Viren Patel, DDS 
Nancy Archibald, DDS
Robert Daby, DDS 
Dennis Peterson, DDS 
Wai Chan, DDS 
Kent Daft, DDS 
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Analgesic Services, Inc.
Prompt, Reliable, and Complete Medical Gas Services

California    |    Arizona    |    Colorado
Phone 916.928.1068    Fax 833.790.5293

www.asimedical.com

• Repairs & Maintenance
• Complimentary Route Services
• Same Day/Emergency Services

• Inspections & Certifications
• Installations & Renovations

We are a full services medical gas provider and have been servicing Dental 
professionals for over 40 years. We specialize in Nitrous Oxide deliveries, equipment 

sales and repairs, cylinder maintenance, annual inspections, and technical support. 

S D D S  S P E C I A L !

Medical Gas 
System

Inspection

MENTION THIS AD TO UNLOCK THIS OFFER! 
CALL US TODAY TO SCHEDULE AN 

APPOINTMENT! (916) 928-1068

$39.95

(916) 966-2260 | info@bpelaw.com
bpelaw.com

CONTACT US TODAY!

Working with a professional law �rm is the best way to ensure that your 
legal needs are handled with integrity. At BPE Law, we provide ef�cient, 
professional and cost-effective representation designed to best serve 
our clients and ensure that all of their legal needs are met.

- Corporate Law 
- Contract Law 
- Employment Law 

- Practice Transactions
- Finance 

- Real Estate 
- Estate Planning

Services Include: 

A FULL SERVICE LAW FIRM 
FOR TODAY'S DENTAL PRACTITIONER 
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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

Maintaining its focus on consumer safety, 
the Dental Board of California has issued an 
increasing number of citations in recent years. 
As noted in its 2018 Sunset Review Report to 
the California Legislature, citations increased by 
36 percent in each of the previous four fiscal 
years: 47 citations in FY 2015-16; 56 citations 
in FY 2016-17; and 64 citations in FY 2017-18.

The five most commonly cited violations 
according to the report are:

• Failure to produce patient records

• Failure to follow infection-control 
guidelines

• Failure to comply with bloodborne 
requirements 

• Grounds for action: Conduct of 
proceedings

• Unprofessional conduct

Patient Access to Records

Under state law, a patient or a patient’s 
representative is entitled to receive a copy 
of their information as well as to direct the 
copy to another individual or entity. A dental 
practice must provide a copy of the patient’s 
information within 15 days of receiving such 
a request. The dental practice — or HIPAA-
covered entity — must also provide the copy in 
the form and format requested by the patient, 
if this is readily achievable. A patient record 
includes X-rays, photographs and models 
and can include any written or recorded 
information, even if it isn’t clinical. 

CDA Practice Support offers downloadable 
resources to help members comply with 
records requests, including “Patient Records – 
Requirements and Best Practices” and “Patient 
Request to Access Records Form and Q&A’s.” 
The latter provides a template request form and 
Q&A that clarify the circumstances in which 
practices can release patient records, including 
for divorced or separated parents, and how to 
handle those requests. 

Infection Control

Nearly two dozen resources on infection 
control are available to members on the 
Practice Support website. These include the 
dental board’s infection-control regulations 
and numerous templates and documents 
needed to comply with those and Cal/
OSHA regulations, such as a “Checklist 
for Bloodborne Pathogens Post Exposure 
Management Protocol,” “Housekeeping 
Schedule/Protocol” and an “Exposure Control 
Plan.” Most of these forms and templates are 
included in the CDA Regulatory Compliance 
Manual, also available online. 

Consumer Protection

Required periodically by the Legislature, 
the Sunset Review Report allows the 
Legislature, dental board and stakeholders 
to discuss the board’s performance and make 
recommendations for improvements in the 
interest of protecting consumers and the public.

The board in the report discusses how it uses its 
cite and fine authority, noting “Citations may 
be used when patient harm is not found, but 
the quality of care provided to the consumer is 
substandard.” The board also explains that it has 
“expanded the scope” of cite and fine “to address 
a wider range of violations that can be more 
efficiently and effectively addressed through 
a cite and fine process with abatement and/or 
remedial education outcomes.”

• Find the CDA resources cited in this 
article at cda.org/practicesupport.

Reprinted with permission from  
California Dental Association

‘Failure To Produce Patient Records’  
Among Most Cited Violations, Says Dental Board

Code Section Violation Charged

BPC §1684.1 Failure to produce patient records

BPC §1680 (ad) Failure to follow Infection Control guidelines

BPC §1680 (dd) Failure to comply with Blood Borne requirements

BPC §1670 Grounds for action: Conduct of proceedings

CCR §1015.05 (b) Unprofessional Conduct
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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

Financial options tailored 
to your practice.

Whether you are establishing your career or have an 
existing practice, U.S. Bank Practice Finance is your 
provider for customized practice financing that may 
help your business grow.

Advantages of U.S. Bank Practice Finance 
• Competitive fixed rates 
• Term up to 10 years 
• Up to six-month interest-only programs  
• 12 month step-up program

A practice finance specialist is ready to meet with you. 
Contact us today.

Tom Collopy
U.S. Bank Business Banking
916.924.4546
tom.collopy@usbank.com

usbank.com/practicefinance

Financing maximums and terms are determined by borrower qualification and use of funds. Credit products offered by U.S. Bank National Association 
and are subject to normal credit approval and program guidelines. See a banker for details. Deposit products offered by U.S. Bank National Association. 
Member FDIC.  171576C 10/17
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TOTAL ACTIVE MEMBERS: 
1,391

TOTAL RETIRED 
MEMBERS: 292

TOTAL DUAL 
MEMBERS: 6

TOTAL AFFILIATE 
MEMBERS: 14

TOTAL STUDENT
MEMBERS: 9

TOTAL CURRENT 
APPLICANTS: 2

TOTAL DHP 
MEMBERS: 44

TOTAL NEW 
MEMBERS FOR 2019: 77

TOTAL 
MEMBERSHIP
(as of 8/5/19:)

1,758

MARKET 
SHARE:
81.7%

RETENTION RATE: 95.6%
ENGAGEMENT RATE: 84%

ROBERT ASH, DDS
Transferred from Orange County Dental Society
General Practice

Dr. Ash earned his dental degree from Herman 
Ostrow School of Dentistry, and just transferred to 
the Sacramento area from Orange County.

STEVEN BONZELL, DDS
General Practice

Dr. Bonzell just graduated in 2019 and earned his 
dental degree at UCSF School of Dentistry.

MATTHEW CATUNA, DDS
General Practice

Dr. Catuna just graduated in 2019 and earned his 
dental degree at Loma Linda University. 

KYLE CHAW, DDS
General Practice

Dr. Chaw just graduated and earned his dental degree 
at UOP Arthur A. Dugoni School of Dentistry.

TREVOR CHEN, DDS
General Practice

Dr. Chen earned his dental degree from Mexico-
Universidad De La Salle in 2018.

HAWA CHOPAN, DDS
General Practice

Dr. Chopan just graduated in 2019 and earned her 
dental degree at UCLA School of Dentistry.

DAVID CRODDY, DDS
General Practice

Dr. Croddy just graduated in 2019 and earned his 
dental degree at UOP Arthur A. Dugoni School  
of Dentistry.

ELENA DUPALO, DDS
General Practice

Dr. Dupalo just graduated in 2019 and earned her 
dental degree at UCSF School of Dentistry.

JULIE HERNANDEZ, DDS
General Practice

Dr. Hernandez earned her dental degree from 
Mexico-Universidad De La Salle in 2017. Fun Fact: 
Dr. Hernandez recently became a first time mom. 
She loves to spend time with her little one along with 
singing and traveling. 

JONATHAN HSU, DDS
General Practice

Dr. Hsu earned his dental degree from UCLA School 
of Dentistry in 2010 and Residency school at A 
EinsteinMonteFiore in 2011.

SHENG JI, DDS
Oral Surgery 

Dr. Ji earned his dental degree from UCSF school 
of Dentistry in 2013 and is currently completing his 
post graduate work at Parkland Memorial Hospital. 
Dr. Ji has just purchased Dr. Terry Robbins practice! 

ARDALAN KESHTKAR, DDS
General Practice

Dr. Keshtkar earned his dental degree at UOP Arthur 
Dugoni School of Dentistry in 2014.

CURTIS LE, DDS
General Practice

Dr. Le just graduated in 2019 and earned his dental 
degree at UCLA School of Dentistry.

ROBERT LE, DDS
Transferred from  
Berkeley Dental Society
General Practice

Dr. Le earned his dental degree from Herman 
Ostrow School of Dentistry in 2016 and is currently 
practicing in Folsom. 

JASKIRAN MANN, DDS
General Practice

Dr. Mann earned his dental degree from UOP Arthur 
A Dugoni School of Dentistry in 2016.

CLAUDIA MONCADA, DDS
Transferred from Napa Solano Dental Society
General Practice

Dr. Moncada earned her dental degree from Loma 
Linda University in 2017. 

STEPHEN O’DONNELL, DDS
Pediatric Dentistry

Dr. O’Donnell just graduated in 2019 and earned his 
dental degree at Herman Ostrow School of Dentistry 
and is doing his residency at Herman Ostrow School 
of Dentistry. 

Welcome Back!

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

New Members Aug/Sept 
2019



SDDS is partnering with the CDA and 
ADA for the 2019 MGAM Promotion! Each 
month, until November 2019, SDDS will have 
a drawing for members who recruit new 
members. Here’s how it works:

• When a potential member completes an 
application, they list who referred the for 
membership (hoping it will be YOU!)

• If your name is listed as the referring 
doctor, you will be entered into the SDDS 
drawing for a $20 Amazon gift card.

• The referring doctor will also receive 
$100 TDSC credit from CDA and $100 
American Express card from ADA.  
That’s $200 folks!

• All referring members will be placed into 
the GRAND PRIZE DRAWING at the end 
of November. The prize? SDDS will pay 
your SDDS dues for 2020!

Good luck – start recruiting!

Member Get A Member

Recent Month’s Winners!
January 2019 - Dr. Jagdev Heir

February 2019 - Dr. Karthic Raghuraman            

March 2019 - No Referrals  

April 2019 - No Referrals 

May 2019 - No Referrals 

June 2019 - Dr. Anh Pham

July 2019 - Dr. Julie Hernandez

In Memoriam

Dr. Jerard Wilson passed 
away in June 2019. He 
graduated in 1970 from 
UCLA. Dr. Wilson joined 
SDDS in 1970 and was 
a Retired Life Member 
when he passed.

Dr. Reed Snow passed 
away in January 2017. He 
graduated in 1962 from 
University of Maryland 
Baltimore College of 
Dental Surgery. Dr. Snow 
joined SDDS in 1973 
and was a Retired Life 
Member when he passed.

Member Get A Member

NICHOLAS POOVEY, DDS
General Practice

Dr. Poovey just graduated and earned his dental 
degree at Loma Linda University.

ADRIAN RADU, DDS
General Practice

Dr. Radu just graduated in 2019 and earned his 
dental degree at UCSF School of Dentistry.

POORNIMA TALLURI, DDS
Transferred from Santa Clara Dental Society
General Practice

Dr. Talluri earned her dental degree from UCSF 
School of Dentistry in 2006

CATHERINE TANG, DDS
General Practice

Dr. Tang just graduated in 2019 and earned her 
dental degree at UCSF School of Dentistry.

LYNN TAY, DDS
General Practice

Dr. Tay just graduated in 2019 and earned her 
dental degree at UCSF School of Dentistry.

JIMMY TRAN, DDS
General Practice

Dr. Tran just graduated in 2019 and earned his 
dental degree at UCSF School of Dentistry.

JAMES VAN SICKLIN, DDS
General Practice

Fun Fact: Dr. Van Sicklin works in Stockton 
but lives part time in Sacramento. He attends 
many SDDS events - thanks Dr. VS! 

LINDSEY WILLIAMS, DDS
General Practice

Dr. Williams just graduated in 2019 and earned 
her dental degree at Herman Ostrow School  
of Dentistry. 

KEVIN YEE, DDS
General Practice

Dr. Yee earned his dental degree from Loma 
Linda University in 2016 and is currently 
practicing in Sacramento. Fun Fact: Dr. 
Yee comes from a large family of dentists. His 
grandfather is Dr. Herb and Dad is Dr. Wes. 

Pending Applicants:
Sunny Badyal, DDS
Charles Benavidez, DDS 
Valentina Holina, DDS
Yun Hwan Oh, DDS
Ngoc Pham, DDS

Congratulations                       
to Our New Retired Members! 
Richard Mandelaris, DMD 
David Sorensen, DDS

Affiliate Member!

Welcome Back!
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We’re Blowing 
 your horn!
Congratulations to...Congratulations to...
Kian Azarnoush, DMD, on becoming a Diplomate of the 
American Board of Periodontology. Dr. Azarnoush is a graduate of 
the VCU Periodontics program and was certified by the American 
Board of Periodontology in June of 2019. He practices full time 
in Roseville! (1)

André John Barakat, DDS, on being elected to membership 
in Omicron Kappa Upsilon, the national dental honor society! 
Omicron Kappa Upsilon is a national dental honor society that 
admits only the top 12 percent of the graduating class. He and 
his father, John Barakat, DDS attended a special dinner held at 
The Olympic Club in San Francisco to honor the new members! 
Congrats on the accomplishment! (2)

Kylee Homecillo, our SDDF scholarship winner for 2019, 
on having her white coat ceremony! She is a CSUS Pre-Dental 
Association Past President too! Study hard, we can’t wait until you 
are a dentist! (3)

Jeffrey McComb, DDS and Candy McComb, DDS, on 
the opening of their brand new office, Adventure Kids Dental in 
Roseville! Their office started seeing patients on August 7th! Congrats 
to them both on their new venture! (4)

Firas Nassif, DMD, on being named Man of the Year 2019, for the 
Greater Sacramento Area Chapter of the Leukemia & Lymphoma 
Society! Nine years ago, Dr. Nassif was diagnosed with acute 
myeloid leukemia and through the power of faith, family, friends 
and advanced medicine was able to beat it! It is now his mission to 
help others through fundraising for the Leukemia & Lymphomia 
Society to help find a cure for current and future blood cancer 
patients! Huge congratulations on this amazing accomplishment! (5)

Byron Ruiz, DDS, on being one of the first dentists to be awarded 
a CalHealthCares student loan repayment grant from California 
Department of Health Care Services! Congratulations to Dr. Ruiz 
for his commitment to serving Medi-Cal patients! (6)

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!

4

6

35
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SPOTLIGHTS:

Prompt, Reliable and Complete Medical Gas Services.

Analgesic Services, Inc. offers comprehensive and prompt medical gas 
services, from installation and system upgrades to reliable deliveries 
and repairs. For over thirty years, we have been Sacramento’s only full 
service medical gas provider who guarantees unparalleled technical 
experience, unequalled product quality and unrivaled customer service. 

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

Benefits or Special Pricing for SDDS Members:
• SDDS members using Analgesic Services, Inc. as their medical 

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

Jeff Hardin, Vice President
jeff@asimedical.com

Steve Shupe, Vice President
steve@asimedical.com

ASIMedical.com 
(916) 928-1068

Swiss Monkey is a dental staffing network that is transforming the way 
dental practices connect with talent. Members can post unlimited jobs 
(both temp and perm positions), search and connect with talent and 
have access to full Concierge Services. Built from within the dental 
industry for our industry.

Profiles include dental-specific fields, photos and even videos to help 
create that perfect fit. Check us out today and let us help match you up! 

Products and Services:  
Dental-specific jobs network

Employers: Have an opening? Post your jobs free! No other 
transactions, service or other hidden fees! Stop paying to extend 
jobs or post more positions. Additional services available: search and 
connect with candidates, personalized recruiter services, and practice 
management workshops and services.

Job seekers: Download the free Swiss Monkey app! Search and apply 
to jobs directly from your mobile phone!

Benefits or Special Pricing for SDDS Members:
Swiss Monkey is committed to helping and supporting employers 
connect with qualified candidates and will work with you to help fill 
your position. Call or text us at (916) 500-4125 to learn more!

Christine Sison
christine@swissmonkey.io

SwissMonkey.io 
(916) 500-4125

Parc Studio is a full-service, boutique interior design firm operating 
in Northern California specializing in private practice medical, dental, 
and boutique hospitality. 

Products and Services:  
Design Services Include: 

• Programming
• Space Planning
• Design Development
• Construction Documents
• Construction/Project Management

Benefits or Special Pricing for SDDS Members:
We offer SDDS Members a 20% discount on our design service fees.

Claire Blocker
claire@parc-studio.com

April Figgess
april@parc-studio.com

Parc-Studio.com 
(916) 476-3982

Thomas Doll has been offering financial solutions for dentists in 
Northern California for over 50 years. Thomas Doll helps dentists 
minimize tax and maximize wealth over the course of their careers. 
Thomas Doll offers buyer representation, practice accounting/
bookkeeping, tax planning, practice creation and transition, payroll 
expertise, wealth management and retirement plan solutions for 
dentists. 

Products and Services:  
Practice accounting/bookkeeping, tax strategy, planning, and 
preparation, practice creation and transition, payroll expertise, practice 
benchmarking, cash projections and buyer representation, wealth 
management, and retirement plan solutions.

Benefits or Special Pricing for SDDS Members:
• Get first 3 months of full accounting services half off.
• Complimentary 1-hour strategy session.

Brett LeMmon 
brett@thomasdoll.com

ThomasDoll.com 
(925) 280-5766 

MIN IMIZE  TAXES  +  REAL IZE  WEALTH

New Vendor Member!
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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
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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

Si
nc

e 
20

17

D
en

ta
l S

up
pl

ie
s,

 E
qu

ip
m

en
t, 

Re
pa

ir
 

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

Si
nc

e 
20

04

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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DENTAL

Henry Schein Dental
Farish Thompson, Regional 
Manager
916.626.3002
henryschein.com
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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
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Kids Care Dental  
& Orthodontics
Jeff Summers  
916.661.5754 
kidscaredental.com
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Star Group Global  
Refining
Jim Ryan
800.333.9990
stargrouprefining.com
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THIS  
COULD 
BE YOU!

we love
our Vendor  
Members!

The Vendor Membership program offers so many great benefits! 
As a Vendor Member, you'll receive: four complimentary half page 
ads in The Nugget, a booth at our MidWinter Convention (including 
registrations for 4 booth representatives), the SDDS Membership 
Roster (send out quarterly via email), complimentary exhibitor tables 
at 3 meetings/events per year, and much more! 

WHY BECOME A VENDOR MEMBER?

Benco Dental
Mike McCarthy
775.750.9769
benco.com
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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, Branch Manager
800.455.0986
dentalmortgage.com

Si
nc

e 
20

16Fi
na

nc
ia

l S
er

vi
ce

s
Fi

na
nc

ia
l S

er
vi

ce
s

Fi
na

nc
ia

l S
er

vi
ce

s

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

Si
nc

e 
20

17

D
en

ta
l P

la
n

In
su

ra
nc

e 
Se

rv
ic

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
Doug Van Order
916.878.3341
northerncalifornia.massmutual.com
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nc

e 
20

17

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 36 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
Charles Cochran, VP,  
Business Banking
916.648.3470 
bannerbank.com

Bank of the West
Brandon Dena, Business 
Banking Officer
916.767.4462 
bankofthewest.com
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Thomas Doll
Brett LeMmon
925.280.5766 
thomasdoll.com

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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Volunteer
opportunities

 
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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Fechter & Company. . . . . . . . . . . . . . . . . . . . . . . . . 49
First US Community Credit Union. . . . . . . . . . . . . . 49
MUN CPAs . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 49
MassMutual. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 49
Thomas Doll.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 49
US Bank . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 43, 49 

Human Resources & Legal
BPE Law Group . . . . . . . . . . . . . . . . . . . . . . . . 41, 48
California Employers Association (CEA) . . . . . . . . . 48

Insurance Services
Access Dental Plan. . . . . . . . . . . . . . . . . . . . . . 35, 49
Health Net. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 49
LIBERTY Dental Plan . . . . . . . . . . . . . . . . . . . . . . . 49
TDIC & TDIC Insurance Services . . . . . . . . . . . . 8, 49

Office Design & Construction
Blue Northern Builders, Inc. . . . . . . . . . . . . . . . 43, 49
GP Development Inc. . . . . . . . . . . . . . . . . . . . . 37, 49
Olson Construction. . . . . . . . . . . . . . . . . . . . . . . . .  49
Parc Studio. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 48

Practice Sales
Henry Schein Financial . . . . . . . . . . . . . . . . . . . . . . . 5
Integrity Practice Sales . . . . . . . . . . . . . . . . . . . 13, 48
Professional Practice Sales. . . . . . . . . . . . . . . . 31, 48
Western Practice Sales. . . . . . . . . . . . . . . . . . . 39, 48

Practice Services
Comcast Business.. . . . . . . . . . . . . . . . . . . . . . .17, 48

Staffing
Resource Staffing Group . . . . . . . . . . . . . . . . . .17, 49 
Swiss Monkey. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 49

Waste Management Services
Star Group Global Refining . . . . . . . . . . . . . . . . . . . 49
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Classified Ads
EMPLOYMENT OPPORTUNITIES FOR LEASE FOR LEASE

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

Dental office for lease in El Dorado Hills. 2 
operatories fully equipped and 3rd plumbed. 
1300 sq feet, modern furnished private office 
with full bath, plus employee lounge. All utilities 
and janitorial included. Call (916) 230-5195 and 
leave a message for appointment.  6-7/19 

Rocklin dental office sublease 1,300 sf, 3 
operatories, perfect for a startup; Roseville 
dental office lease 1,386 sf, 5 operatories, Fully 
improved move-in ready suites; Ranga Pathak 
(916) 201-9247, Broker Associate, RE/MAX 
Gold, BRE01364897    6-7/19 

Rocklin office. 2,000+ sq. ft. 4 ops, x-rays, 
computers in back. Laundry on site. Plenty of 
parking. Management will work with new lease 
for entry deal. Call Nancy 916-778-7653  6-7/19 

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 

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

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

Looking for a full-time periodontist (3-4 days) to 
start immediately in a dynamic, well-established 
practice. Email Vickyv@capperio.com for further 
information.  8-9/19c

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

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 or visit http://www.sdds.
org/publications-media/advertise/

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

PROFESSIONAL SERVICES

SDDS member dentists can 
place one classified ad

FOR FREE!
MEMBERBENEFIT!

Volunteer
opportunities
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ARE YOU REGISTERED FOR THE GENERAL MEETING?

SEP

10

TUESDAY
5:45PM-9PM

ADDRESS SERVICE REQUESTED

SDDS CALENDAR OF EVENTS

PRSRT STD

US POSTAGE

PAID

PERMIT NO. 557

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

General Meeting
3 CEU, CORE • $75

Human Trafficking: How to Identify and 
Respond to Victims in the Clinical Setting 
Presented by Ron Chambers, MD, FAAFP & Jennifer Cox

Course Overview:

• Discuss the prevalence of human trafficking in our community and 
identify where it occurs.

• Explain the warning signs and symptoms to identify a human trafficking 
victim and how to responds appropriately in collaboration with law 
enforcement, community agencies, and other healthcare professionals.

• Describe trauma informed care techniques to avoid retraumatization 
when providing care.

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

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

26 Webinar 
Harassment Prevention for Employees  
California Employers Association 
12–1:00pm / Telecom 

27 Continuing Education Course 
Digital Pearls in the Backyard 
David Hatcher, DDS; Brock Hinton, DDS; 
Christian Favero, DDS, MSD &  
Richard Jackson, DDS 
8:30am / SDDS Office

30 Business Forum 
Study Clubs, Mutual Aid Groups –  
Why Are They Important? 
Panel of Experts 
6:30pm / SDDS Office

17 Webinar 
Harassment Prevention for Employees  
California Employers Association 
12–1:00pm / Telecom 

18 Business Forum 
Dental Benefit Contracts  
in Your Practice 
Cindy Hartwell; CDA 
6:30pm / SDDS Office 

20 Continuing Education Course 
Denti-Cal, GMC Billing Symposium – for 
Dentist Providers & Front Office Staff 
Panel of Experts 
9am / SDDS Office

21 River Boat Cruise

25 CE Lunch & Learn 
The Strength of Your Team is  
the Strength of Your Practice 
Helen Yee; Strengthfinders 
11:30am / SDDS Office

SEPTEMBER 

3 Board Meeting 
6pm / SDDS Office

5-7 ADA in SF

5 Webinar (Sold Out) 
Harassment Prevention for Employees  
California Employers Association 
12–1:00pm / Telecom 

10 General Membership Meeting 
Human Trafficking: Identify/Respond 
to Victims in the Clinical Setting 
Ron Chambers, MD, FAAFP & Jennifer Cox     
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm 
Dinner & Program

16 Member Engage/Recruit Meeting 
6:30pm / SDDS Office For more calendar info and to sign up for 

courses ONLINE, visit: www.sdds.org

There's still time to  
sign up as a DMD and 
get a discount on the 
General Meetings!




