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Member Events Calendar

See Education / Events > Calendar of Events at WWW.SMcAS.COM for details and registration.

New / revised course info in bold text. Featured courses highlighted.

Type  TorIiC

SCCE Bay Area Aesthetic Masters Study Club
SMCDS General Membership Meeting

CE1  Topic: A Guide to Successful Endodontics

with Adl d1 ing Techniq

SCCE Palo Alto Oral & Maxillofacial Surgery Rental

G SMCDS Leadership Meeting

SMCDS Study Club
SCCE Topic: Treating Older Patients
RCE  BLS CPR Renewal Course

Responsibilities and Requirements

RCE  for Prescribing Controlled Substances

(Schedule 1l Opioid Drugs)

SPEAKER/CONTACT LOCATION
Ken Hovden, DDS / baaestheticmasters.com SMCDS
Kazim A. Mirza, DDS R
Comm Ctr
Alexander Hoghooghi, DDS, MD / paomfs.com SMCDS
President: Zachary E. Held, DDS SMCDS
Donald R. Hermansen, DDS SMCDS
Stephen R. John, DDS SMCDS
Reb Close, MD & Casey Grover, MD Webinar

TIME
6:30-8:30 P

6:00-9:00 P

6:00-9:00 P
6:30-8:00 P
6:30-8:30 P
6:00-7:30 P

6:00-8:00 P

11
11

19

20
24

Bay Area Well-Being Committee Meeting

Confidential assistance for drug & alcohol abuse

SCCE Bay Area Aesthetic Masters Study Club

Hands-On Workshop
HWS  Topic: 3D Printing
Nobel Biocare SprintRay

G SMCDS Executive Board Meeting

RCE  BLS CPR Renewal Course

New Dentists Pop-Up Network & Mingle
NDS @ Paul Martin’s American Grill

Event sponsored by Bank of America & ROAM
SCCE Palo Alto Oral & Maxillofacial Surgery Rental

RCE BLS CPR Renewal Course

SMCDS Study Club
SCCE Topic: TBD

BAWSB - Michael Alvarez SMCDS
Ken Hovden, DDS / baaestheticmasters.com SMCDS
Matthew Ochs & Kenney Moore, DDS SMCDS
President: Zachary E. Held, DDS N/A, Virtual
Richard A. Fagin, DDS SMCDS
Mike Aicardi 650.637.1121 San Mateo
Alexander Hoghooghi, DDS, MD / paomfs.com SMCDS
Richard A. Fagin, DDS SMCDS
SMCDS

7:00-9:00 P
6:30-8:30 P

6:30-8:30 P

6:30-8:00 P
6:00-7:30 P

7:00-9:00 P

6:00-9:00 P
6:00-7:30 P

6:30-8:30 P

Stephen R. John, DDS
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12
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28
28

RCE  BLS CPR Renewal Course

S/CE1 CDA Now + Next Event at Pinstripes

G SMCDS Leadership Meeting

SCCE Bay Area Aesthetic Masters Study Club
SCCE Palo Alto Oral & Maxillofacial Surgery Rental

CO College of San Mateo Spring Health Fair
SMCDS General Membership Meeting w/ MPDS
Topic: Maxillofacial Trauma for the General Dentist
RCE OSHA-Bloodborne Pathogens & Hazard Comms
RCE  Infection Control & CA Dental Practice Act

CE1

Allied Dental Relations
Core CE

20% CE

Community Outreach
Free Member Benefit
Governance

President: Zachary E. Held, DDS SMCDS 6:30-8:00 P
Ken Hovden, DDS / baaestheticmasters.com SMCDS 6:30-8:30 P
Alexander Hoghooghi, DDS, MD / paomfs.com SMCDS 6:00-9:00 P
Mike Aicardi 650.637.1121 CSM 10:00-2:00 P
Gary Roberts, DDS Hiller AM. 6.00-9:00 p
San Carlos
Leslie Canham, CDA, RDA Webinar  8:15-10:15 A
Leslie Canham, CDA, RDA Webinar  10:30-3:00 P
H Holiday PM1/4 Pract Mgmt 1=New Dent 4=Life Active
HWS  Hands-On Workshop PS Professional Success
L Leadership PS1/4 Prof Success 1=New Dent 4=Life Active
NDS  New Dentists Social RCE Required CE
PG Personal Growth S Social Event
PM Practice Management SCCE Study Club CE
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Amrita Patel, DDS
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President’s Message

By Oanh Le, DDS

Dear Members,
I hope this message finds you all in good health and high spirits as we welcome the arrival of winter.

I’'m please to share that the inaugural Bay Area Dental Expo was a success, with a great turnout and
enthusiastic participation. The symposium was well-received and appreciated by attendees, with
dynamic speakers presenting updated topics such as stem cell regeneration and other cutting-edge
advancements in dentistry. | learned a great deal and look forward to exploring future dental
innovations with all of you.

As we plan for the upcoming events, here’s what’s on the horizon:

1. Ongoing: CPR classes for members. Please register with SMCDS staff.

2. New Offering: DA 8-Hour Infection Control and Radiation Safety for member’s staff.

3. Mentorship Program: Nakia and the Leadership Council are working on creating a mentorship
program. Email Nakia Brandt at nakia@smcds.com if you’re interested or have ideas to contribute.

4. January 15: Our next GM meeting will be held at the brand-new Burlingame Community Center. Dr.
Kazim Mirza will speak on the topic of Successful Endodontics with Advanced Imaging Techniques.

5. Oral Access Learning Collaborative: SMCDS in collaboration with HPSM (Health Plan of San Mateo)
and Sequoia, is hosting this initiative We currently have 8 dentists signed up. The next 10 members

who register will have their 2025 SMCDS dues covered.
6. 2024 House of Delegate: SMCDS submitted a resolution to continue discussions on the ADA’s
membership model. The resolution passed.

It has been an honor and privilege to serve as your president this year. With mixed emotions, | share
that this will be my final President’s Message. | am deeply grateful for the opportunity to serve you all.

As your President, | encourage you to share your thoughts and ideas for our dental society. Whether it's
suggestions for speakers or topics, or considerations for joining the Board, your input is invaluable in
shaping the future of SMCDS. Let’s keep strengthening and enhancing our dental community — and have
some fun along the way!

Thank you for your ongoing support and contributions to SMCDS.
Warm regards,

Oanh Le, DDS
Cell number: 415.519.9852
Email: oanh.le.dds@gmail.com
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Retirements

Anthony R. Ferrer, DDS - Redwood City General
Dentist and SMCDS member of 37 years has retired and
sold his practice to SMCDS member dentist Toral Patel.

In Memoriam

Phillip E. Held, DDS - San Carlos General Dentist and SMCDS member since
1969, passed away peacefully in November. Dr. Held graduated from University
of Missouri- Kansas City, dental school in 1968. He moved back out to California
and began practicing in San Carlos in 1968. He practiced for 35 years and retired
in 2003 when he sold his practice to his son Zachary Held, DDS and daughter in
law, Jaime Lau DDS. He loved practicing dentistry, and especially loved
interacting with his patients. He always showed kindness and interest in their
lives, and though he has been retired for over 20 years, hardly a day goes by
where patients aren't inquiring on his well being, or regaling the office with a
funny story.

A Phil Held Scholarship fund has been set up at the University of Missouri Kansas
City dental school, per his request. If you would like to make a monetary
contribution, you can send an 'In Memorium' gift in the name of the 'Phil E. Held
Scholarship'.

Checks should be made payable to 'Rinehart Foundation” and mailed to:

Rinehart Foundation
UMKC School of Dentistry
650 E. 25th Street

Kansas City, MO 64108

Early Career Dentists

Navigate the early years in dentistry with CDA on

your side. Through membership, you have access to

time-saving resources, one-on-one expert guidance
and a community that supports your ongoing success.

. \
Opy-10)
Discover savings, support and solutions designed o S e e
to help you navigate your early years in practice. % ?"'.:
Visit cda.org/NewDentists B a[m]
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New Member Introductions %

Please join the SMCDS Leadership in welcoming our newest members. Take a moment to introduce
yourself when you see them at an upcoming General Membership meeting (they wear yellow daisy
name tags). Our personal new member interview gives you a sneak-peek into who they are...

Roberta R. Jurash, DDS, MSc
Oral Medicine, Orofacial Pain
1528 S. El Camino Real, Ste. 408
San Mateo, CA 94402-3067
UCSF - DDS - 2004

USC - MSc - 2023

What brought you to San Mateo County?

I've lived in San Mateo County since 2005, though | spent the last 17 years in a General Dentistry Private
Practice in Palo Alto. When | made the decision to focus exclusively on Orofacial Pain and Dental Sleep
Medicine, | knew | wanted to be more involved in the local dental community here in San Mateo, closer to
home, and connect with the dentists and specialists in this area.

What is your favorite part of working in dentistry?

My favorite part of working in dentistry is helping my patients achieve a healthy smile they can be proud
of. Taking care of ourselves includes taking good care of our teeth, and a healthy smile conveys a sense of
youthfulness and vitality, contributing to our overall well-being and quality of life.

What do you like to do in your spare time?

Up until early October, my spare time was mostly spent driving our twin daughters around when not
working. Now that they've both just gotten their driver’s licenses (wahooo), I've found more time for
myself. | enjoy reading fiction books, taking walks with friends, listening to podcasts, planning our next
travel adventures, and, my new favorite thing to do is play Mahjong.

Nadia Shaheen, DDS
General Practice
UCSF - DDS - 2018

What brought you to San Mateo County?

| recently moved to Burlingame upon getting married, as my husband and | felt this would be a wonderful
area to settle and grow in. We are loving the kind and welcoming community of San Mateo County! It is
also great to return to the Bay Area after many fond memories of my time at dental school and AEGD
residency at UCSF.

What is your favorite part of working in dentistry?

My favorite aspect of dentistry is the positive impact | can have in my community through my passion for
both patient care and academia. As a general dentist, it is a wonderful privilege to be my patients’ first
resource and advocate when it comes to their oral health. It is truly gratifying to deliver optimal care for
my patients’ multifaceted needs through prevention and oral health education, the creation of a
comprehensive treatment plan, and executing a wide range of dental treatment. | am also an assistant
professor at the California Northstate University College of Dental Medicine. It is so rewarding to witness
my students’ growth and to cultivate future dentists who uphold excellence and service in our community.

What do you like to do in your spare time?

| love spending time with my family and sharing delicious meals together. My husband and | are enjoying
traveling and having fun adventures together. We hope to explore as many diverse and beautiful parts of
the world as we can! In my spare time, | also enjoy baking and recently delved into pilates.
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, Join us in celebrating 8 new members from|
® September 2024 to December 2024, /
contributing to the voice that is SMCDS - 645 strong...

Isabel Kwon, DDS Melinda Lee, DDS Seokjoon Pang, DDS
UOP - 2019 - GP Touro College of Dental Medicine - 2020 - GP UOP - 2014 - GP

Nadia Shaheen, DDS Toral Patel, DDS Ji Won Yoon, DDS
UCSF-2018 - GP Univ. of Oklahoma - 2021 - GP UCSF - 2023 - GP

Esther Yun, DMD Xuejun Wang, DDS
Tufts - 2014 - GP, Interfaith Med. Ctr. - 2016 - Pedo NYU - 2023 - GP

Prosthodontists

SMCDS member prosthodontists are spread
throughout San Mateo County

Indira K. Gill, DMD, MS Kenneth E. Moore, Il, DDS Samir Nanjapa, DDS
150 Middlefield Road # 102 3155 Campus Dr 1528 S El Camino Real Ste 408
Menlo Park, CA 94025-3505 San Mateo, CA 94403-3118 San Mateo, CA 94402-3060
(650) 299-1480 (650) 577-0755 (650) 212-3500

Robert A. Savage, DDS Parisa Shahi, DDS, FACP Tze-Foun K. Tsiang, DDS, MSD
1130 Hopkins Ave 455 Hickey Blvd Ste 403 320 N San Mateo Dr # 1

Redwood City, CA 94062-1413 Daly City, CA 94015-2630 San Mateo, CA 94401-2514

(650) 367-8833 (415) 967-5527 (650) 348-3328




Member Events

Bay Area Dental Expo September 27 and 28

The First Bay Area Dental Expo was a great success.

The Expo was in Collaboration with Santa Clara County,
Mid-Peninsula, San Franciso, Monterey, Southern
Alameda, Contra Costa, Marin County and Monterey Bay
Dental Societies. The expo took place at the Santa Clara
Convention Center. We were pleased to see so many of
our members and staff participate in this two day event.
Attendees were able to earn up to 11 CE units.

There were over 600 attendees. The focus was
innovation and concepts that will impact the future of
the dental profession. There were 13 pioneering
speakers and over 10 hands-on demonstrations.
Speakers included Edward Zuckerberg, DDS, FAGD,
Gordon Christensen, DDS, MSD, PhD and Ankur Gupta,
DDS.

We look forward to building upon our first expo and
making it even better in 2025.

Please mark your calendars for the next Bay Area Dental Expo on August 22 and 23, 2025

View the Bay Area Dental Expo 2024 Recap Video

(Left) Carliza Marcos, DDS CDA President & SMCDS Member (Center) Fred Cho, DDS SMCDS Leadership
Council & Past President (Right) Derrick Chua, DMD with Gordon Christensen, DDS, MSD, PhD

8 | San Mateo County Dental Society | smcds.com
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We could not have done the expo without the generous support of our business members and
exhibitors. Thank you for your partnering with us to bring this benefit to our members and staff.

SMCDS Business Members: Dental and Medical Counsel, Yaeger Dental Supply, Bank of America
Practice Solutions, Hariri Financial Partners, C-Dental X-Ray Inc., Revolve Practice Solutions,
Supply Doc, Roam Commercial Realty, Long Term Care Resources Pacific, Nimbus Dental,

Nobel Biocare, Swiss Monkey, The Phillips Group

Revoive

Revoivetransitions.com




October 29 Tax Tips for Dentists Seminar

~-

Laura Phillips, EA. presented to our members. Members
learned tried-and-true techniques along with lesser-known
strategies to optimize their strategic business and personal
tax planning and to maximize tax savings.

View Video

We had an enjoyable lunch at the Iron Gate with some of
our longest and most faithful members and their spouses.
It was a great day of catching up and sharing memories.

November 8 and 9 House of Delegates Los Angeles

r | The house meets annually to set strategic direction on
\ cdl House of Delegales’  matters of dental policy and practice, elect officers of the
4 EE ,55,{ _ _a2_  BEEER association, establish membership dues and act on
m— t'f 78 31 ¥ Wl recommended bylaws changes. SMCDS was represented by
* g -~ Carliza Marcos (CDA President), Oanh Le (SMCDS President),
{ < 5 o A . Jennifer Chew, Purvi Zavery, Pinal Viraparia, Benson Wong,

( Jaime Lau and Nakia Brandt (Executive Director)

10 | San Mateo County Dental Society | smcds.com
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November 13 Associate to Entrepreneur Seminar Free Member Benefit

e Business Members and Industry Experts

‘ Ali Oromchian, JD., LLM, Michael Dinsio, MBA, CJ Williams
and Forrest Wiederman guided members through purchasing
a practice or starting their own.

View Video

Dr. Brian Novy spoke on caries. He gave members and staff an
entertaining and informative presentation. Thank you to our
sponsor Voco.

View Video

Looking for space to host your next seminar,
meeting, study club or clinical training?

Consider the NEW SMCDS Seminar Room
It's perfect for small or medium groups and provides an ideal teaching and learning environment,
for less than you’d pay at a hotel or commercial conference site.
The SMCDS Seminar Room is available for rentals 8am to 10pm daily and offers...

Over 1000 square feet comfortably seating 35 classroom
Access to 85” LED 4K UHD TV or projector screen
SMCDS Members get 20% off
Call 650.637.1121 or email info@smcds.com for rates and booking schedule

Located ea

Downtown San Carlos ® san Mateo County
| P.11] DENTAL SOCIETY

SERVING DENTAL PRACTITIONERS ACROSS OUR COUNTY
939 Laurel St., Suite C = San Carlos = CA = 94070
650.637.1121 « fax 650.649.2980 « info@smcds.com
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COMMENTARY AND CASE STUDY

By Brian B. Novy, DDS; Erinne N. Kennedy, DMD, MPH, MMSc;

linical caries manage-
ment has changed sig-
nificantly during the
past decade. With the start

Abstract

Janice Donahue; and Susan Fournier

to eliminate foci of infection,
there is little emphasis paid
to and for bidirectionally
linking oral health and sys-

of a new decade, the world
is facing a new challenge,
COVID-19. More than ever,
we are relying on a disease
management model of car-
ies, and a non-surgical ap-
proach to treatment of den-
tal caries disease.

The American Dental As-
sociation created a new Car-
ies Classification System,
and systematic reviews re-
garding sealants as well as
non-surgical interventions
have led to the creation of
new clinical guidelines!*
that are more appropriate
than ever before due to the

Clinical caries management has improved
significantly during the past decade by way of
detection, treatment, and prevention. Now,
COVID-19 has brought about even more impetus
to alter the practice of dentistry. Providers were
directed to deploy caries treatment modalities that
do not generate aerosols and yet still control
caries disease. Never before has there been more
reason to use remineralization agents and novel
treatment models including salivary diagnostics
and creating dentists who are prodependent
cariologists. By walking through a patient case,
including traditional radiographs, salivary data,
and patient photographs, we can see the benefit
of organizations that are “revolutionizing oral

temic health. Until dentists
are reimbursed to treat the
underlying disease of dental
caries, our clinical system
will remain stuck in the tra-
ditional dogma of “drill and
fill,” a dogma that is domi-
nated by aerosol generating
procedures (AGP).® Patients
deserve and demand better.
Every dentist has access to
chemistries and processes
that have the potential to
revolutionize the model of
care. Is the profession will-
ing to tap into these technol-
ogies in an effort to effec-
tively fight the most

inherent lack of aerosol gen-
eration. Patients of dentists
who are early adopters are
being introduced to the con-
cept of remineralization rather than restoration, and
“patient-centered care” has been transformed into “per-
son-centered care.”

All these changes may be viewed as “disruptive in-
novation” or merely the natural evolution of our profes-
sion based on improved science.’ Yet, without the co-
evolution of a business model that incentivizes disease
management, this progress toward creating improved
health for our patients will either adapt and affirm the
medical management of dental caries or encounter con-
tinued resistance through the reliance upon traditional
operative dentistry.

There is a dental caries disease management-shaped
void in the payment system. Aside from patients with
co-morbidities such as cancer, where a dentist is asked

health.”

prevalent disease on Earth?

If not, they risk remaining

entrenched in archaic mod-

els of prevention that seem
to foster the delayed arrival of better evidence and im-
proved outcomes. More importantly, is there a payment
system designed to encourage the adoption of better
science and therapies without creating an environment
of fearful “co-dependent cariologists”?

Despite fluoridation campaigns and public service
programs encouraging proper oral hygiene, our tradi-
tional therapeutics seem impotent and appear to be no
match for a population addicted to sugar, armed naively
with nylon bristles and string. Aciduric and acidogenic
bacteria continue to evolve and adapt to an oral envi-
ronment. Salivary secretions continually modify that
environment with the potential to buffer plaque acids
and confer a state of health.” We must accept that we

(Continued on Page XX)
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Cariogenic
bacteria

Acidity

Tooth health

Buffer
capacity

Blood

Average

31 Ave. :37
High

70 Ave. :43

Average

35 Ave. :36

Every mouth contains a few of the bacteria that causes cavities. We want to
help you keep this level from increasing, or decrease it.

Your saliva is too acidic and is encouraging the growth of bacteria. We will
help you find a way to change this, and lower your risk for cavities.

The chemistry of your saliva is considered normal, but you may be able to

improve it by eating more protein (especially the amino acid arginine).

Congratulations! There is very little blood in your saliva, which indicates
your gums are healthy.

Leukocyte

Your saliva contains a low level of white blood cells indicating very little
inflammation in your mouth.

Protein

Ammonia

Oral

Cleanliness

High
Ave. :53

100

Congratulations! You have very little gingival crevicular fluid in your saliva.
This is an indication your gums are healthy.

Your saliva contains an abundance of ammonia, which usually indicates the
growth of commensal (healthy) bacteria. Sometimes this is linked to halitosis.

Overall comment

The findings above reflect the physiology of your mouth based on saliva and bacterial. These results
help us develop a highly personalized plan to prevent cavities, gingivitis, and gum disease. Our goal is
to ensure your optimal oral health for years to come.

Cariogenic
£ bacteria
8
_-% Acidity
= Buffer
capacity

Blood

High
55 Ave. :37
Average
38 Ave. :43

High
60 Ave. :36

Your mouth appears to have elevated levels of the bacteria that causes
cavities. We will provide you with some strategies to decrease this level.

Your saliva appears to be healthy today, but with some changes to your diet
we can ensure it stays healthy in the future.

Congratulations! Your saliva contains all the chemistry necessary to help
your teeth and gums stay healthy.

Congratulations! There is very little blood in your saliva, which indicates
your gums are healthy.

Leukocyte

Your saliva contains a low level of white blood cells, indicating very little
inflammation in your mouth.

Protein

Ammonia

Cleanliness

Ordl

High
92 Ave. :53

Your protein levels are elevated, which usually indicates some type of
infection. However, this may also be caused by recently eating healthy protein.

Your saliva contains an abundance of ammonia, which usually indicates the
growth of commensal (healthy) bacteria. Sometimes this is linked to halitosis.
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cannot fluoridate our way out of oral disease, we must
overcome the stale dogma that dental caries is simply
the result of bacteria metabolizing sugar and secreting
acid. There are biochemical systems utilized by com-
mensal (“good”) bacteria that result in the release of
ammonia and generate a basic (capable of remineraliza-
tion) biofilm. We as a profession are equipped, but not
well-positioned, to fully embrace disease management
in practice and pave the way for an era of truly effica-
cious oral health care while also decreasing aerosol-
generating procedures.

The health and disease of the mouth is highly depen-
dent upon the physiology and chemistry provided by
saliva, yet few clinicians utilize salivary screening. It's
often noted that a clinical treatment plan of restorations
and calculus removal is largely unaffected by the find-
ings of a saliva analysis; however, the information ob-
tained from basic salivary testing offers objective mea-
surements upon which we can evaluate the success of
our therapeutic interventions. The data can act as a mo-

Average

Blood Ave. :22

Cariogenic Average Every mouth contains a few of the bacteria that causes cavities. We want to
. 44 ) . . . .
£ bacteria Ave. :37 help you keep this level from increasing, or decrease it.
©
2 Acidi 89 High Your saliva is too acidic and is encouraging the growth of bacteria. We will
-,§ ty Ave. :43 help you find a way to change this, and lower your risk for cavities.
= Buffer 16 Low Your saliva seems to be lacking some critical chemistry. You would benefit
capacity Ave. :36 from using baking soda toothpaste and/or using MI Paste at bedtime.

Your saliva contains a small amount of blood, which usually indicates
gingivitis, although it could also be due to recent brushing or flossing.

tivating conversation-starter for patient engagement,
and the objective findings help clinicians prescribe cus-
tomized interventions that address the individual needs
of patients rather than continuing the traditional mind-
set of applying stronger fluoride with increased frequen-
cy® (Figures 1 and 2, see Page XX).

Technology such as Sill-Ha and Boka Flow already of-
fer the potential to collect and analyze salivary data
that may ultimately improve the evidence base and
drive the future of oral health care.’ The Sill-Ha Oral
Wellness System offers the ability to measure seven
markers for oral wellness (cariogenic bacteria, acidity,
buffer capacity, blood, leukocytes, protein, and ammo-
nia). Boka Flow measures resting salivary flow with the
accuracy of three significant figures. Imagine a clinical
system wherein a patient’s intraoral physiology is un-
derstood on a chemical level so the prognosis for treat-
ment is improved with tailored therapeutic interven-
tions based on objective data, and dentists receive
financial compensation for improving and maintaining

Leukocyte Ave. 49

Low Your saliva contains a low level of white blood cells, which indicates there is
very little inflammation.

Protein Ave. 43

Low Congratulations! You have very little gingival crevicular fluid in your mouth.
This is an indication your gums are healthy.

47 Average

Ammonia Ave. :53

Oral

Cleanliness

Your saliva contains an abundance of ammonia. You may want to try and
increase this level by consuming more protein, especially when you snack.

Overall comment

The findings above reflect the physiology of your mouth based on saliva and bacteria. These results help
us develop a highly personalized plan to prevent cavities, gingivitis, and gum disease. Our goal is to
ensure your optimal oral health for years to come.
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health. That is the epitome of value-based care.

In 2019, the Massachusetts Public Employees Fund
created a clinical practice (the Alliance Dental Center
LLC) to serve as an incubator for improving oral health
care processes and systems while also providing tradi-
tional restorative dental treatment. Before COVID-19,
novel therapeutics were offered to patients along with
evidence-based treatments based on clinical salivary
data in an effort to decrease disease incidence. During
the global pandemic the ADC was able to keep employ-
ees working and treating patients using teledentistry.
For example, patients at high risk for tooth decay were
contacted by phone to review oral health goals and pro-
actively apply preventive strategies using motivational
interviewing. After the initial patient contact, patient-
specific kits were assembled containing resources, edu-
cational materials, and preventive agents or therapies
that could balance risk factors.

Current theories in behavior change indicate patient
engagement is paramount to successful use of preven-
tive agents, and consequently the clinical staff at the Al-
liance Dental Center received intensive training in moti-

vational interviewing prior to beginning to offer clinical
services.!” Rather than prescribing a preventive prod-
uct, patients are encouraged to select their preferred
caries management strategy and create their own oral
health goal. A matrix was created for the clinical team to
identify preventive products that would “fit” into the pa-
tient’s lifestyle and preferences. For example, some pa-
tients prefer to simply use a different toothpaste, while
others may choose to change their diet or begin chew-
ing gum in between meals (Figure 3).

The therapeutics and preventive products used at
the Alliance Dental Center reflect the tremendous
strides in the past decade within the field of clinical
cariology. Although fluoride will continue to be the most
evidence-based preventive and therapeutic agent for
the time being, the body of research in novel therapies
has been the subject of three separate International
Conferences on Novel Anticaries and Remineralization
Agents (ICNARA 1, 2 and 3)."-"® These conferences have
resulted in entire publications focused on the future of
improving the clinical success of treating dental caries

(Continued on Page XX)

Cariogenic 61 High Your mouth appears to have elevated levels of the bacteria that causes
£ bacteria Ave. :37 cavities. We will provide you some strategies to decrease this level.
©
2 Acidity ) Low Congratulations! The pH of your saliva is considered “Very Good.” While
-,g Ave. :43 this helps prevent cavities, you may notice more tartar forming on your teeth.
O
= Buffer 100 High Congratulations! Your saliva contains all the chemistry necessary to help
capacity Ave. :36 | your teeth and gums stay healthy.
Blood Low Congratulations! There is very little blood in your saliva, which indicates
Ave. :22 your gums are healthy.
Leukocyte Average The level of white blood cells in your saliva is elevated, probably due to
Y Ave. :49 gingivitis or other sores in your mouth.
Protein Low Congratulations! You have very little gingival crevicular fluid in your mouth.
Ave. :43 | This is an indication your gums are healthy.
© %’ Ammonia 1 Low Your saliva has decreased ammonia content, which indicates an elevated
O 3 Ave. :53 risk for tooth decay. Consuming more protein can help raise this level.
O

Overall comment

The findings above reflect the physiology of your mouth based on saliva and bacteria. These results help
us develop a highly personalized plan to prevent cavities, gingivitis, and gum disease. Our goal is to
ensure your optimal oral health for years to come.
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around the world, with many of the therapies being
non-aerosol-generating procedures. As we move for-
ward and treat patients in light of infectious diseases
like COVID-19, we all are called to look to innovative and
less invasive means of offensively preventing and treat-
ing oral disease.

The Alliance Dental Center strives to deliver innova-
tive care that is developed based on recognition of the
evidence and the application of synergistic therapies
that many would consider novel. Rather than continu-
ing what the clinical team felt was an ineffective strate-
gy of disinfecting the mouth with broad spectrum anti-
microbials and creating fluorapatite, chitosan

technology was identified as offering a new mechanism
for biofilm removal and control. Originally created for
military purposes of wound management on the battle-
field, chitosan rinses are now available over the counter
and specifically designed for oral use. This remarkable
technology appears to have all the characteristics of an
ideal mouthwash with a positive charge, basic pH, and
the ability to attract moisture, while also disrupting bac-
terial cell membranes. Peer-reviewed clinical studies
have already demonstrated utility in treating even the
most severe hyposalivation (for example, patients un-
dergoing chemotherapy, or those who suffer from medi-
cation induced xerostomia) with a minimal quantity.'

Desired treatment effect
al
i

Closys Baking soda Xylitol toothpaste 5000 ppm F w/TCP | Ml Paste One
5000 ppm F toothpaste Arginine toothpaste | MI Paste One
toothpaste
Livionex Carbamide peroxide | Xylitol gel Stannous fluoride MI Paste
Carbamide peroxide Carbamide peroxide | Ml Paste Plus MI Paste Plus

E Stannous fluoride gel Enamelon ReminPro

2 Curodont

-8 ReminPro

° Synedent/Moisyn Baking soda water | Xylitol water Synedent FLX Salivamax

> Closys Synedent/Moisyn | Xylitol rinse ACT mouthwash

e CTx4 rinse CTx3/4 treatment Fluoride mouthwash

g Listerine rinse

"ﬁé Chlorhexidine Xylitol

o Moisyn Moisyn spray Xylitol spray CTx2 spray

E Xylitol spray CTx2 spray CTx2 spray

;E Dentiva Dentiva Probiora Dentiva
Salese Salese Xylitol candies/mints Salese
Loloz Xylitol gum Loloz

Sugarfree gum
Pilocarpine lollipops
Cranberry extract Basic Bites Xylitol granules Spinach Increase protein in
Licorice root extract Erythritol granules | Tea the diet especially
Fluoridated tap water | with arginine-rich foods

The table is meant to identify caries management strategies that can be easily implemented by individual patients based on
their personal preferences. Only one product should be recommended to the patient at each appointment and subsequent
recare visits should be used to inquire into the successful use of the recommended product. All patients should be
encouraged to increase contact time of toothpaste with their teeth by “leaving the foam alone.”
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Probiotics, prebiotics, and protein scaffold reminer-
alization strategies like P11-4 (also known as Curodont)
take clinical interventions to new levels that haven't
been appreciated by randomized controlled trials, but
outcomes measurement can better inform their strate-
gic use. Progressive clinicians can provide probiotic
lozenges to a patient in an attempt to “seed” a healthy
biofilm, and dispense lozenges for patients to use daily
at bedtime."” The commensal biofilm can be nurtured
further by adding a prebiotic such as dietary protein
rich in arginine, which serves as metabolic substrate
creating the generation of basic plaque so that patho-
gen growth is suppressed.' And, if a lesion does happen
to form, the application of P11-4 can create a biomimetic
precipitation of peptide chains that penetrate into early
demineralized surfaces, unlike any remineralization
chemistry we've seen before.!” In our practice, we are
able to treat an initial carious lesion with a liquid-
soaked sponge rather than a drill, a mode of treatment
that can be safely delivered in the time of a pandemic.

All of these disruptive innovations require a value-

5/22/2019

—_
.

based reimbursement system to incentivize their clini-
cal utilization and widespread adoption. At the Alliance
Dental Center, caries susceptibility testing is reimbursed
in order to facilitate screening and intervention with ap-
propriate therapeutics. The clinical team is held ac-
countable for health outcomes measured via a decrease
in caries risk. The forward-thinking board of directors
of the Massachusetts Public Employees Fund and staff
at the Alliance Dental Center are on the leading edge of
pursuing improved health unhindered by a lack of evi-
dence for the clinical utility of improved diagnostics and
therapies. Yet often, the simplest modification of raising
the intraoral pH to a basic level using sodium bicarbon-
ate rinse achieves results in a short period of time.(Fig-
ures 4, see Page XX, and Figure 5).

The rest of the dental ecosystem is at least one step
behind. At the moment, most dental practices don’t as-
sess the caries risk of patients at all visits. Worse still is
the fact that some payers reject claims containing a car-
ies risk assessment, or refuse to reimburse for more

(Continued on Page XX)

' ~/‘
b ab

5/22/2019 5/22/2019

5/22/2019
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than one risk assessment every three years. However,
without the use of caries risk assessment codes, clini-
cal environments are unable to track the disease preva-
lence and incidence within their systems. Every prac-
tice should be able to calculate the health of the
population it treats using metrics within its practice
management software; however, our data systems
struggle to calculate outcomes. Instead, the majority of
electronic dental records are designed to calculate fi-
nancial gains and losses rather than the incidence of
oral disease. Practice level metrics belong in every den-
tal office, not just the meetings of the Dental Quality Al-
liance. The Dental Caries Management Virtual Practi-
cum (available online for free) offers a comprehensive
experience for all members of the dental team to create
health measurement in any practice setting using any
computer-based practice management system.'®

Dr. Bob Barkley wrote in 1972 in Successful Preventive
Dental Practices, “. . . disease management programs are
finally gaining respectability as bonafide tools of den-
tistry.” Yet, nearly 50 years later, our fee-for-service
reimbursement system continues to incentivize a surgi-

cal model that leads to more restorations rather than
less disease. It’s doubtful that G.V. Black thought it
would take more than a century for his famous state-
ment, “The day is surely coming, and perhaps within the
lifetime of you [clinicians] before me when we will be
engaged in practicing preventive rather than reparative
dentistry” to come true.?

Perhaps value-based oral health care and our re-
sponse to a global pandemic will usher in the practice of
true preventive dentistry as G.V. Black envisioned. As op-
timistic as some of us are, something is holding us back
from achieving the goal of an oral health care ecosystem.
The profession has never been better prepared to treat
oral disease and measure our success — the science,
therapies, clinicians, and patients are all ready and ea-
ger. It is up to the profession to guide the new era of oral
health care, wherein patients stop developing disease
and payment is linked to the creation of health. The clini-
cian who fears the pitfalls of co-dependent cariology may
find some solace in the realization that once value-based
reimbursement becomes a reality, every general dentist
is capable of becoming a prodependent cariologist.

Blood

Cariogenic 0 Low Studies have shown that higher cariogenic bacteria count makes the teeth

<= bacteria Ave. :37 more vulnerable to caries.

©

O . . . A .

< Acidity 85 High Studies have shO\.Nn that higher salivary acidity makes the teeth more

-§ Ave. :43 vulnerable to caries.

= Buffer 25 Low Studies have shown that lower buffer capacity (resistance to acid) makes the
capacity Ave. :36 teeth more vulnerable to caries.

Studies have shown that gingival inflammation, oral damage, and oral
mucosal ulcer increase blood in saliva.

Leukocyt
evkocyte saliva.

Studies have shown that gingival inflammation increases leukocytes in

Protein

Studies have shown that higher periodontal disease-causing bacteria count
and gingival inflammation increase protein in saliva.

7 Low

Ammonia Ave. -53

Oral

Cleanliness

Studies have shown that higher bacteria count in the oral cavity increases
ammonia in saliva, causing bad breath, etc.
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Clinical case

Patients with medication-induced
xerostomia (also known as MIX dis-
ease) present a unique clinical chal-
lenge that requires aggressive caries
disease stabilization and intensive
home prevention prior to providing
long term restorations.

A 52-year-old female presented
with a two-year history of periapical
pathology on multiple teeth identi-
fied by her primary care physician
via MRI, resulting in chronic sinusitis
and hospitalization. Due to personal
circumstances and a complicated
medical history consisting of lupus,
attention deficit hyperactivity disor-
der (ADHD), anxiety, depression, in-
somnia, fibromyalgia, anemia, gas-
troesophageal reflux disorder
(GERD), and gastric bypass, she de-

layed seeking dental care. Upon pre-
senting for care she was identified as
an extreme dental caries risk sec-
ondary to medication-induced xero-
stomia, resulting in what would be
traditionally referred to as “rampant
dental caries disease” with multiple
non-restorable teeth (Figure 6, see
Page XX).

The patient’s salivary assessment
via SillHa data verified her acidic
oral environment, lack of buffering
capacity, overgrowth of cariogenic
bacteria, and periodontal inflamma-
tory markers, which became a base-
line measurement to assess the pa-
tient’s progress toward health in the
future (Figure 7).

She was immediately treated with
a full mouth application of silver di-
amine fluoride, and she selected to

begin using a mouthwash (Moisyn)
that would alleviate her constant xe-
rostomia. A compounding pharmacy
was contacted to create pilocarpine
lollipops (5 mg pilocarpine in a 2g
sorbitol/xylitol base), which the pa-
tient was instructed to use as need-
ed throughout the day. At her second
visit, she remarked that the mouth-
wash seemed to be helping because
she had noticed a decrease in oral
discomfort. Nonsurgical periodontal
therapy was provided along with a
second application of silver diamine
fluoride to all surfaces. She was re-
ferred to an endodontist for evalua-
tion and treatment of her symptom-
atic teeth and she consented to an
initial treatment plan consisting of
the elimination of all active caries
disease and restoration of all surfac-
es with conventional and resin modi-
fied glass ionomer.

Over the course of her eight-
month treatment plans the patient
had three extractions, and five teeth
were treated with endodontics. All
existing restorations were removed
and replaced with glass ionomer
(and resin-modified glass ionomer)
restorations with the intention to
use the large restorations as build-
ups for full coverage restorations in
the future (Figures 8 and 9). She con-
tinues to use the Moisyn rinse every
night, pilocarpine lollipops as need-
ed, and tries to sip on xylitol water
throughout the day (4 grams of xyli-
tol in 16 ounces of water). She re-
ports an improved quality of life and
looks forward to her dental visits.

Although her salivary analysis
data does not show the creation of
an altogether stable and low caries
risk environment, the screening met-
rics allow for continued evaluation
of the patient’s progress. Further use
of her salivary data will hopefully
demonstrate continued stabilization
of her oral condition.
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New Developments on the Corporate Transparency Act: What You Need to
Know (as of 12/3)

***0On December 3, 2024, the U.S. District Court for the Eastern District of Texas issued a nationwide
preliminary injunction against the enforcement of the Corporate Transparency Act (CTA) in Texas Top
Cop Shop v. Garland et al. The court raised significant constitutional concerns about the CTA, particularly
its impact on small businesses and federal overreach into areas traditionally governed by the states.

Despite this injunction, all the information below about the CTA remains accurate and essential for
understanding its original requirements and the implications for businesses. For our clients who utilized
our services to handle Beneficial Ownership Information (BOI) filings, your proactive approach ensured
compliance during a rapidly changing regulatory landscape.

We're closely monitoring the situation and will keep you updated as more developments arise. Stay
tuned for updates and further guidance!***

Essential Corporate Transparency Act (CTA) Compliance: What Dental
Professionals Need to Know Now

The Corporate Transparency Act (CTA) marks a significant regulatory change, impacting businesses
across all sectors, including healthcare. Effective January 1, 2024, healthcare professionals are required
to file Beneficial Ownership Information (BOI) Reports with FInCEN before the January 1, 2025,
deadline. For healthcare professionals, compliance with the CTA is more than a legal requirement—it's a
step towards enhancing transparency and promoting ethical practices. Part of the Anti-Money
Laundering Act of 2020, the CTA mandates that businesses disclose information about their beneficial
owners, aiming to reduce illicit financial activities. Physicians and healthcare providers, already familiar
with complex regulations, should understand how this act affects their operations to ensure compliance
and build trust within their industry.

How the CTA Affects Healthcare Entities

The CTA's reach in healthcare extends beyond legal mandates, emphasizing transparency and ethical
accountability. Healthcare organizations, from large hospital networks to small private practices, now
need to disclose detailed ownership information. This initiative addresses concerns about fraud and
money laundering in healthcare—a sector often scrutinized for financial integrity. By understanding and
meeting the CTA’s requirements, healthcare professionals can align with these standards, ensuring their
practice remains compliant and trustworthy.

An Overview of the Corporate Transparency Act

The Corporate Transparency Act introduces a critical shift in U.S. business regulations, requiring certain
companies to report beneficial ownership information to the Financial Crimes Enforcement Network
(FinCEN). Designed to deter financial misconduct, this legislation affects optometrists and other
healthcare providers who now must meet transparency standards previously unenforced. For healthcare




entities, this means disclosing information about those who have substantial control over or hold
significant shares in the company, creating a clearer picture of business ownership within the sector.

Reporting Requirements Under the CTA: Essential Details for Healthcare Businesses

Healthcare businesses must report specific details about their beneficial owners under the CTA,
including names, addresses, dates of birth, and identification numbers. Businesses must file by January
1, 2025, or be subject to daily fines up to $500. This in-depth reporting is essential to revealing who
genuinely controls or benefits from the entity, aiding in the fight against financial crimes. For healthcare
providers, this translates to a rigorous compliance checklist, requiring accurate record-keeping and
regular updates to ownership data to meet deadlines and avoid penalties. These protocols introduce a
new layer of regulatory oversight, demanding strong internal processes.

Navigating Compliance Challenges with the CTA

For healthcare providers, CTA compliance brings a range of challenges. Understanding and applying the
act’s provisions often requires adapting organizational practices to meet new reporting standards.
Smaller practices, like independent dental offices, may face added strain due to limited administrative
support compared to larger organizations. While the CTA’s emphasis on transparency aligns with
healthcare’s broader ethical commitment, it also introduces additional complexity, making it essential
for businesses to stay informed and prepared.

Legal Responsibilities and Potential Risks for Healthcare Employers

The CTA carries serious legal implications for healthcare employers, including mandatory disclosure of
beneficial ownership and penalties for non-compliance. To avoid fines, healthcare entities must
prioritize accurate, timely reporting. Additionally, balancing CTA transparency with data privacy
obligations, such as HIPAA, is essential to maintain trust with patients and partners. Legal counsel is
invaluable here, helping healthcare providers manage these complex intersections of compliance,
privacy, and ethical responsibility. Dental and Medical Counsel can guide you through these intricacies,
ensuring you meet all legal requirements.

Avoiding Common Pitfalls with CTA Compliance

A primary risk under the CTA is underestimating the reporting requirements, especially around defining
a “beneficial owner.” Incorrect or incomplete information can lead to penalties. Failing to keep
ownership records up-to-date as changes occur also heightens legal risks. Another challenge lies in
securely managing sensitive data—though transparency is crucial, healthcare organizations must handle
and store this information in a way that respects privacy laws. Effective CTA compliance demands a
comprehensive approach that considers legal, operational, and ethical obligations, ultimately
safeguarding the trust of patients and stakeholders alike.

Due to high demand, Dental & Medical Counsel offers a streamlined service to ensure your BOI report is
completed accurately. However, you may file independently if you prefer. Penalties for non-compliance
include daily fines of up to $500. To stay compliant, consider filing before the deadline of January 1,
2025.

Addressing Key Questions About the Corporate Transparency Act (CTA) for Healthcare Professionals
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1. What is the Corporate Transparency Act, and Why is it Relevant to Healthcare Entities?

The CTA is a federal law aimed at preventing financial crimes, such as money laundering, by requiring
businesses to disclose beneficial ownership information. For healthcare entities, this means increased
scrutiny and responsibility in reporting ownership details, promoting transparency, and enhancing trust
and integrity within the healthcare sector.

2. Who is Considered a ‘Beneficial Owner’ in Healthcare Businesses?

A beneficial owner is anyone with direct or indirect control over the business or ownership of at least
25% of its interests. This helps prevent anonymous ownership structures and ensures visibility into who
ultimately benefits from the entity, which is essential for compliance and ethical business operations.
3. How Does the CTA Impact Small Healthcare Practices?

Small healthcare practices, like dental and medical offices, are not exempt from the CTA. They must
disclose information about beneficial owners, which can be challenging for practices with limited
administrative resources. Compliance, however, is critical to avoid legal risks and maintain transparent
operations.

4. What are the Consequences of Non-Compliance with the CTA?

Failing to comply with the CTA can result in substantial fines and, in severe cases, imprisonment. To
avoid these repercussions, healthcare entities must prioritize timely and accurate reporting of beneficial
ownership information.

5. Are There Exemptions Under the CTA That Apply to Healthcare Providers?

Certain exemptions may apply, such as for publicly traded companies or those under specific federal
regulation. However, private healthcare entities, including most small practices, will likely fall under the
CTA’s reporting requirements.

6. What Steps Should Healthcare Businesses Take to Prepare for CTA Compliance?

Healthcare businesses should identify beneficial owners, develop systems for gathering and updating
ownership data, and establish reporting procedures. Seeking legal guidance can help ensure that all CTA
obligations are met.

7. What Information Needs to be Reported Under the CTA?

Reporting companies must provide details like the names, addresses, birth dates, and identification
numbers of beneficial owners. This information must be current and updated when changes occur to

remain compliant.

8. How Does the CTA Impact Employee Privacy in Healthcare?

”
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While the CTA requires ownership transparency, healthcare businesses must balance this with privacy
obligations. Compliance with both CTA and HIPAA regulations is crucial to protect employees and
maintain confidentiality.

9. Are There Specific Reporting Deadlines for Healthcare Entities?

Yes, deadlines are strict. New entities must report beneficial ownership upon formation, while existing
entities generally have two years from the CTA’s effective date to comply. Staying within these timelines
is vital to avoid penalties.

10. How Can Healthcare Practices Verify Beneficial Ownership Information?

Establishing internal verification processes, maintaining updated records, and communicating with
owners regularly can help ensure accurate reporting of beneficial ownership information.

11. What Role Do Lawyers Play in CTA Compliance for Healthcare Entities?

Lawyers are invaluable for guiding healthcare entities through CTA compliance, from interpreting legal
requirements to accurately identifying beneficial owners and ensuring proper reporting.

12. How Will the CTA Affect Future Business Transactions in Healthcare?

The CTA will increase due diligence and transparency in business transactions, impacting mergers,
acquisitions, and partnerships. While this transparency fosters trust, it may also extend the time
required for transactions.

13. Can Healthcare Entities Face Audits Related to CTA Compliance?

Yes, healthcare businesses can be audited for CTA compliance. To prepare, entities should maintain
detailed records and undergo regular internal reviews to verify accuracy.

14. What Resources Are Available for Healthcare Businesses to Understand the CTA?

Guidance from FinCEN, legal advisories, and industry-specific resources are available for healthcare
businesses. Consulting legal experts and keeping up with regulatory changes are effective ways to stay
compliant.

15. How Does the CTA Intersect with HIPAA and Patient Confidentiality?

The CTA requires disclosure of ownership information while HIPAA mandates patient data protection.
Healthcare entities must ensure both compliance areas are met, requiring robust privacy and data-
handling practices.

16. How Will the CTA Impact Contractual Relationships and Vendor Agreements in Healthcare?

The CTA will likely affect contractual relationships, as healthcare entities may need to disclose beneficial
ownership information during contract negotiations and vendor due diligence. This increased
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transparency strengthens the healthcare sector’s integrity, helping providers engage with reputable,
legally compliant businesses.

About the Author

At Dental & Medical Counsel, we've been instrumental in realizing the practice goals of countless
doctors. Whether you're looking to purchase, launch, or sell a healthcare practice, our expertise is your
guide. Beyond the initial stages, we're committed to ensuring your healthcare practice remains legally

compliant.

We provide comprehensive support, including employment law protections, healthcare contract reviews,
and assistance with healthcare employment agreements. Additionally, we specialize in incorporating
healthcare practices and securing trademarks. And for long-term planning, our services extend to helping
doctors with succession and estate planning. Trust us to be your partner in every step of your healthcare

practice journey.

About Ali Oromchian, Esq.
Your Dental Lawyer

Ali Oromchian, ID, LL.M. is the founding attorney of the Dental & Medical Counsel, PC law firm and is
renowned for his expertise in legal matters

Ali Oromchian, JD, LL.M., is a leading legal authority in dental law and the founding attorney of Dental &
Medical Counsel, PC, with over two decades of experience. His deep connection to dentistry comes from
his wife's nearly two-decade-long career as a pediatric dentist.

This personal insight fuels his dedication to empowering dentists to navigate their legal challenges and

achieve their practice goals. In doing so, Ali has helped thousands of doctors open their practices while
maintaining legal compliance.
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It's Showtime!
Keeping Your Schedule Full

Schedule Schmedule... What does it really

come down to?

By Debra Llama, Practice Management Consultant

Pretty sure most of you have either said or heard the phrase:
“The schedule just fell apart.....
We have openings, and no one is available to come in.
I have called EVERYONE..... | just had a last-minute cancellation that was a 2-hour block.
Even when your team asserts and professes, “Our patients love us!”
The schedule can make or break you. True as that statement is...
Is the schedule really the issue? Or is it everything else that goes into creating a day where you
practice:

1. Starts on time
Stays on time
Gets out on time
AND - your patients value the care, treatment, and time spent there.
AND - it’s an environment where your team is happy, and you, the doctor, get to leave
the office with a relaxed sense of having had a productive day.
Selling a Smile
That can happen! Believe it or not! But, like it or not, to keep your schedule full we need to talk
about that dirty word Sales, and after the sale, we all need to be in Show Business!
Let’s start with that horrible word: Sales. In this vertical of healthcare, most will tell you, “I hate
sales,” that is why | went into dentistry. “ am horrible at sales,” or “I hate it when people try to
sell me.” Well, in every walk of life, someone is either selling you something or buying
something. So whether you realize it or not, you’re participating in sales every day. Think of it
this way... selling is looking for that vote of confidence. When you’re scrolling on social media,
you are being pitched, and when you pause to watch a clip, that’s a vote of confidence you give
value and attention to it. So, start getting accustomed to pitching and sales. Because everyone
else is.

O OIS
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Think about it: you are selling daily to your spouse and kids! You could be trying to convince
your husband you need another pair of black heels for an event, or maybe your husband is
trying to convince you that a $10,000 BBQ station will change your life, because they will do ALL
the cooking!

As a dentist, you are trained to find the things that are wrong and fix them. Pretty black and
white and logical. Or is it? To the professional, it is, but it’s not always black and white for the
patient. After a consult, the patient makes their way to the ever-popular Financial Coordinator,
who then informs them of the “cost” and expects them to be excited about scheduling a date.
On top of that, the Financial Coordinator is often in a position where their evaluation of closing
the deal is directly tied to their performance review and/or salary.

What if that patient does not schedule? Or maybe they schedule but then cancel later because
they felt pressure to make an appointment? It can feel like a scramble to fill the production
schedule, make goals, and collect...and the pressure is on. To add to the picture, in today’s
world of social media and exposure, you have to “hope” that the whole experience exceeds the
patient’s expectation because if it does not, they will talk about it. Much like the evening news,
bad news sells and spreads quickly. Very little gets mentioned about the feel-good experiences.
So, how do we change all of that?

Emotion vs. Logic Tennis Match

The first rule is to remember — People buy from people they like. Almost all decisions we make
are based on emotion, and dentistry is no different. If money is attached, it is even more
emotional. With this simple rule of thumb in mind:

1. Ask patients what they want.
2. Give them what they ask for.
3. And then Show them what they need.

The world looks different from everyone’s perspective. For example, doctors live in a world of
logic, but most people live in the world of emotion. Patients respond to logic with emotion, and
doctors respond to that emotion with logic. Do you see the disconnect? That said, all you have
is this tennis match. So try to go emotional along with them using words like “l understand how
you might feel.” The patient will feel better and more confident about the financial situation or
honor the appointment if you connected with them on an emotional level.

It All Starts WIith Hello

It all starts with the “Hello”. How was the phone answered? Thank them for choosing you right
at the gate. “Good morning! Thank you for choosing Exceptional Smiles; this is Mandy. How
can | help?” There are many different types of calls that come in throughout the day: new
patients, unhappy patients, established needing to schedule or cancel, and... much more. Have
you ever just taken a moment and asked, “How are all those patients being addressed?” That
qguestion alone can potentially make or break the relationship between you and your patients.

Dental consultants can provide doctors with tools and scripts for different scenarios, but let’s
focus on the New Patient calling in. This is a chance to really “Wow” them. Remember, 95% of
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the patients who call your office don’t even look to see if you have a license. They will check
your website. Websites are great for general information, but do they really connect the
patient with you and your team? New patients never have been to your office, so how do you
impress them and get them to come in? Think about it: It’s also very likely that they have called
other offices and are looking for the right appointment, service, or insurance acceptance.

Here is a brief example of how you can change your approach. When a new patient calls:
“Are you accepting new patients?”
“We are! Thank you for calling. May I ask how did you hear about us?”

Also, make sure you are notating the response to that question in the practice management
software. This will help you with marketing efforts in the future.

“Great, let me be the first to welcome you to our practice. You will find that we are different
from other offices in that we ask a lot of questions to make sure your experience with us
exceeds your expectations.”

And it goes on from there.

“Here is what you can expect when you arrive. We will review all your forms and answer any
questions. Someone from our clinical team will greet you and give you a tour of our office.
You will be seated in one of our treatment rooms, and one of our clinical team members will
take any necessary radiographs (try not to use X-ray) and photos as part of your permanent
record.”

Dental consultants can provide you and your team with a complete training on New Patient
Experience, which also includes The Clinical Experience. The Business Office system with
strategies and tools we know works. Also, The Financial Conversations. All the way to getting
the new patient scheduled and in the chair.

The Follow Up and Follow Through

After the appointment, acknowledge whoever referred them to your office. Word of mouth is
the cheapest and best marketing. Having social proof from a patient who had such an amazing
experience telling all their friends and family how easy and enjoyable that experience was at
the dentist's office is worth GOLD! You should also consider that most people buy in groups,
especially younger families — following the trends. They enjoy going where everyone else goes,
eating where everyone else eats, and using the same professional services — so why not have
your office on their list?
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Finally, how are you planning to follow through after they come to their appointment? Maybe
give your new patients a gift as they leave the office. Put something in a box with a big satin
ribbon around it. Presentation is always impressive, and not just a cheap plastic bag with a
giveaway toothbrush and floss. Think of something with your name and logo on it, a travel mug
in the winter, an insulated cold drink in the summer, or something special around Mother's Day
or Father's Day. Think outside your box!

In the words of a very famous and wise person:
It’s not what you say or what you did. It’s how you made them feel.

NEXT LEVEL

CONSULTANTS

’ Ijjjj UK f_Jj\J//QJ \ D
START ETTIN
RESULTS. ”‘

P NS
Illll HELP

NEW PATIENT FLOW e BILLING  CREDENTIALING » FEE NEGOTIATION ¢ ANNUAL PLANNING
HYGIENE DEPARTMENT GROWTH ¢ FRONT OFFICE TRAINING ¢ CLEAR ALIGNER SUCCESS « SCHEDULING EFFICIENCY

nxlevelconsultants.com
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COUNSEL |0 OF
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A PROFESSIONAL LAW CORPORATION go\) RECOM
%

We can help you
avoid legal pitfalls,

so you can focus
on dentistry. ALl OROMCHIAN, ESQ.

‘ Practice Purchases Practice Startups

= . - 3
Employment Law Defense Lease Reviews & Negotiations s a Call

Partnership Agreements Employment Contracts www.dmcounsel.com

925-999-8200

nimbusdel

The Nimbus® Microfine® toothbrush was created
by a periodontist to provide the most optimal
safety for your gums and tooth surfaces. This has
been achieved by Nimbus’s original two level
Microfine Extra Soft Bristle design. Our brushes
utilize longer tapered bristles, which gently and
effectively reach into critical areas between teeth

Microfine Anatomy

Long tapered bristles |

e -

i
and gums, clearing away plaque and debris. , ﬁ

Shorter supportive bristles help brush away RIS oristics

remaining particles.

Nimbus® has been professionally shown to gently
& effectively clean better than “All other manual
toothbrushes.”

e
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SMCDS Business Member Wall of Fame

RADIOGRAPHIC & C-Dental X-Ray Inco
PIIOTOGRAPIIIC
C/ emeriion cdental.com
D E N T A L JuliaPeck
S ww.cdentalcom  Operations Manager

650.207.0478
japeck@cdetnal.com

" A\EGER Yaeger Dental Supply
.YDENTAL yaegerdental.com

Tim Yaeger, Jr.

President

650.888.1402
yaegerdental@gmail.com

Dental & Medical

& I : I Counsel, PC
‘ dmcounsel.com

DENTAL & MEDICAL

BANK OF AMERICA %7

bankofamerica.com

b COUNSEL Ali Oromchian, Esq P
‘ y ‘ 925.999.8200 2020-2024 'ﬁ
& ao@dmcounsel.com :
2016-2024 CJ Williams Forrest Wiederman
Vice President Vice President

Hariri Financial Partners || Healthcare Financing Dental Financing
haririfinancialgroup.com 206.549.8369 925.278.3343
Bardia Hariri calvin.williams@bofa.com Forrest.wiederman@bofa.com
Principal

650.245.8662
principal@haririfinancialgroup.com

III NEXT LEVEL Next Level Consultants
CONSULTANTS  nylevelconsultants.com
Debra Llama
925.457.5594

debra@nxlevelconsultants.com

Roam
R O Commercial Realty

roamcommercialrealty.com 2023-2024

A M

Foad Ahmadi
650.483.0993 Supply Doc
foad@roamcommercialrealty.com supplydoc.com
@ Amin Amirkhizi
! SUPPLY DOC INC President & CEO
m Nobel ~ Nobel Biocare "‘ 877.311.7373
Biocare™  nobelbiocare.com amin.a@supplydoc.com
Matthew Ochs 2021, 2024 o
Territory Manager
650.418.4736

matthew.ochs@envistaco.com

2022-2024

SMCDS Business Members acknowledged on this Wall of Fame contribute in meaningful ways* through
out each year of their membership to our society’s fiscal health, industry intelligence, and community
presence.

*Event sponsorships, educational seminars / workshops, table clinics with timely dental industry / small
business information, special product offers /pricing discounts, products and services relevant to your
professional success, and the oral health of our community. Business Memberships are an important
source of non-dues revenue that has helped SMCDS to increase and improve member programs without
raising SMCDS dues.
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SMCDS Business Member Wall of Fame

Nimbus Dental
nimbusdental.com
Jonathan Klein
866.646.2871
orders@nimbusdental.com

2024

Swiss Monkey
swissmonkey.io

Christine Sison

CEO

916.500.4125
christine@swissmonkey.io

Revolve Practice
Transitions
revolvetransitions.com
Gavin Shea

925.487.5395
gavin@revolvetransitions.com

Revoive

The Phillips  The Phillips Group

Group phillipsgrouptax.com
Andrew Phillips
Co-Founder
714.667.2311

hello@phillipsgrouptax.com

Long Term Care
Resources Pacific
mikewonginsurance.com

650.468.2555
mwong®@ltcrpacific.com

2021-2024

Michael D. Wong, CLTC, DDS

Rectangle Health
Nectang|
GCM‘ Q rectanglehealth.com
The Shape of All Payments .
Madison Evers
Compliance Advisor

424.353.5303
mevers@rectanglehealth.com

2021-2024

Illl' BEST:® lﬁ

Beinga service leaderin the Bay Areasince 1977, we strive to provide you with excellent equipment selection and the best technicians you
canfind for support. Offering competitive prices and a task-oriented team is always a daily improvement goal for us here at Yeager Dental,
which always means that our customers’ well-being is constantly being watched over. We offer the personal care not always found in the
big corporations of ourfield, but here we believe in being “Not the biggest, justthe best.”

So, why choose Yaeger Dental?

+  Weofferafullone year parts and labor warranty (compare to competitors' 90-day warranty policy).
*  Woealso offer free installation in mostcases. On top of that, we can offer you free removal of your old equipment, with the purchase of

new equipment from us, at no extra charge.

* Our prices areamong some of the most competitive in the industry. Our knowledgeable and thoroughly trained technicians carry many
common, and uncommon, parts in the service vehicles, usually meaning we can get your equipment up and running in a single visit. In
theoff chancethat ourtechsdon't have the parts you need, they can order them for you in a timely manner.

* We carry a multitude of different designer friendly and stylish equipment lines, which means we can tailor a new unigue look for your

office renovation or remadel.

*  Our first and foremost goal is to make our customers happy! Even in the current digital age, we understand that word-of- mouth

recommendations are our most important and effectiveendorsements so we strive to make sure we don't let our clients down.

Yaeger Dental Supply
517 Marine View, Suite J * Belmont, CA 94002
Tel: 650.593.5100 + Fax: 650.593.1331
yaegerdental@gmail.com » www.yaegerdental.com

Just because you pay less, doesn't mean you have to sacrifice good service.
See what Yaeger Dental can do for you!

32 | San Mateo County Dental Society | smcds.com

ASSOCIATED
DENTAL DEALER



https://www.smcds.com
https://swissmonkey.io/
mailto:christine@swissmonkey.io
https://revolvetransitions.com/
https://www.phillipsgrouptax.com/
mailto:hello@phillipsgrouptax.com
https://www.mikewonginsurance.com/
mailto:mwong@ltcrpacific.com
https://www.rectanglehealth.com/
mailto:mevers@rectanglehealth.com
mailto:gavin@revolvetransitions.com
https://www.nimbusdental.com/
mailto:orders@nimbusdental.com
https://yaeger.dentist/
mailto:yaegerdental@gmail.com

5 ﬁank ‘yau to 26 Advertisers

Business Members
Exhibitors Sponsors Study Clubs

who have generously supported our
continuing education, professional success,
practice management, workshop/clinical
programs this past quarter.

RADIOGRAPHI

9 \FGER
DENTAL & MEDICAL D gN "I"‘A‘I_\‘ ‘YDAEENTAL III NEXT LEVEL

COUNSEIL CONSULTANTS

www.cdental.com

o Hariri Financial Partners
BANK OF AMERICA // @ Insurance and Financial Solutions

LTCR., .. ..
paciic @ A O
it A M Swiss Monkey

| Revoive .
ﬂ - ———— e it o [N Nobel Biocare:

AE NORTHERN CALIFORNIA The PhiIIips Eectangle
—=ulm PRACTICE SALES Grou _—J |
Dental Practice Sales and Appraisals p The Shape of All Payments

Sedation and Anesthesia for the Dental Office
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Board Certified Physician Anesthesiologist
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Oral Health Alternative Payment and
Access Acceleration (OHAPAA)
Learning Collaborative

Join the San Mateo County Dental Society (SMCDS), Sequoia Healthcare District
(SHD) and the Health Plan of San Mateo (HPSM) in increasing access and utilization
of dental care for patients living in the Sequoia Healthcare District.

What is the learning collaborative?

« HPSM is recruiting at least 10 new general dentists to practice in San Mateo County.
« Participating dentists will agree to see up to 10 members.
« Join in quarterly learning collaborative meetings to learn more about
the oral health needs of HPSM members.
+ Dentists will receive direct payments from HPSM and an additional incentive payment
from SHD for each member they accept.
+ Reduced commitment to participate in the learning collaborative and providers will

have support from HPSM staff.

Contact Nakia Brandt at nakia@smcds.com or dental@hpsm.org

ealthcare Y7 _ Dignity Health.
ll] DENTAL SOCIETY District D oo

FOR YOUR HEALTH
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SO MUCH TO BE THANKFUL FOR

By Michael Njo, DDS

As we enter the holiday season, did | just say that? Where did this year go? | love this time of year,
although | do miss the summer months. The reason | love this time of year is it always gives me an
opportunity to pause and reflect. It provides me an opportunity to be thankful for all the blessings |
have. | wanted to share that | lost a dear friend this year at the young age of 51 who battled cancer for
several years, leaving a wonderful wife and two loving children, a freshman and junior in college.
Unfortunately, my story is not too uncommon. If you speak to enough people, one would come across a
similarly tragic story, and some have come close to losing a loved one. In reflecting on this year, | came
across this inscription, that | sent a book to him - “The Boy, the mole, the fox and the horse”

Dear Kevin,

You have had a long-fought journey, and this journey is continuing, because your life will continue. |
thought this book would be helpful with this journey. My niece gave this book to me, she knows that |
enjoy things that make me view life in different ways and make me think. | hope this book provides
inspiration and strength as you soldier on. But does this journey need to be a fight, do you need to be a
soldier? One of our greatest freedoms is how we react to things - it is our choice. Sometimes just getting
up and carrying on is magnificent. When the big things feel out of control...focus on what you love right
under your nose, your amazing family and your friends who love you!!! Life is all about mindset. As you
read through this book, hopefully these thoughts will be uplifting. The ending of the book shares that this
book is about friendship and indeed Renee and our family will always be by your and your family’s side. It
is an honor to call you, my friend!

Our family will be forever thankful he was a part of our lives.

Recently | had the opportunity to be one of the speakers in an Annual Leadership Retreat held in Deer
Valley, Utah. It was an amazing group. The attendees were all Pride Institute Alumnus practicing and
retired. What a beautiful place! It was a perfect setting for the featured speaker, Kristen Ulmer, who is
the author of the “Art of Fear” and was the number one Big Mountain Skier for 12 years. She addressed
fear and how different people manage it. She shared the exercises of really understanding people and
how we can all interact better with our patients, team, friends and family. Kristen shares with the group
that treatment for anxiety disorders is more resistance. These are not mental health issues, she
expresses. Furthermore, these anxiety disorders can manifest itself into physical ailments. We should not
try to suppress or bury fear. If you are in flow with your fear than you can be in flow with yourself. The
awful feeling we associate with fear is not fear it is the feeling of the resistance. Our society loves to fear
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shame. We need to embrace fear and work with it. How does fear factor in your personal life, with your
patients and with your team? It is too large of a concept to address in this article, but it should give you
pause and a time of self-reflection. It was an amazing talk. If you are interested in attending the next
one, please reach out to me.

I also had the honor to speak to the dental students at the Dugoni School of Dentistry at the start of the
school year. The topic was advice on navigating dental school and career paths after dental school. | truly
enjoy interacting and presenting to these groups. It was wonderful to see the number of Freshman
students, as well as each class being well represented. The group was engaging, asked very thoughtful
questions and their curiosity and zest for knowledge was off the charts. They have their whole career
ahead of them. Their energy, excitement, and fear of what their future holds was palpable. | highlighted
my former Dean, Dr. Art Dugoni’s, message of be involved, be a leader, and give back to our profession.
As organized dentistry is facing a variety of challenges it is now more important than ever to be part of a
movement to be involved. As we reflect on our own blessings in life, we can show our gratitude now by
paying forward. There are so many opportunities to be involved. Many hands make light work! | know
the individuals reading this article echo my sentiment and charge. It is us that need to get the word out! |
am thankful to my profession, to the San Mateo County Dental Society and its awesome team and
constituents, and to all who have touched my life! Wishing you all a very joyous holiday season! Please
email me at dentalstrategies@gmail.com for any questions or suggestions for future article topics.

Start your practice
transition here.

our mission is to put your

and your buyer energized for what comes next.
We invite you to learn more. Let’s talk.

Email us at hello@revolvetransitions.com
or visit www.revolvetransitions.com

Revoive

Gavin Shea - Founder
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YOUR TIME IS PRECIOUS.
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MAX’M’ZE Yo UR We take pride in providing dentists a cost effective

outsourcing solution for high-quality diagnostic imaging.

SCHEDULE 2D Digital X-Rays

3D CBCT Imaging
Outsource Your Imaging 3D Intraoral Scans

to the E t 3D Viewer Softwares
° A Restorative Solutions

Radiology Reports

@@ We referred a patient to C-Dental for a Focused CBCT of #10. The Implant Case Planning Assistance

scan was very useful and showed multiple sacs involved in the Paper less Cloud Stora ge So lutions
dens. Please note the clarity of the scans. Utilizing an imaging
center produces a superiorimage versus in-house CBCT machines
and additional radiation is considered only when absolutely

necessary.” O
-The Endodontic Center of Pleasanton | Referring Since 2014 D E N T A L

WWW.CDENTAL.COM
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Beyond Supplies. Your Partner in Success.
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Discover premier equipment & operatory solutions from Supply Doc!
CALL NOW: (877) 813-7791 '
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About us

We help dentists, physicians, owners
of closely-held family businesses and
retirees determine what it is they are
trying to accomplish from both a
business and personal strategies
perspective, and then help ensure
our clients achieve it.

At Hariri Financial Partners, we
envision a future where financial
prosperity knows no bounds. Our
commitment is to empower families
and individuals alike to navigate the
complex financial landscape with
confidence, guided by a resolute
vision for a secure and flourishing
future.

We believe in the relentless pursuit
of financial security, where the
foundations of asset protection,
wealth accumulation, and strategic
distribution strategies are not
merely words, but the keystones of a
prosperous life.

Our services

Family Protection
Estate and Legacy Planning
Philanthropy

Wealth Management and
Retirement Planning

Disability and Extended Care
Needs

401(k) and IRA Rollovers

Business Succession and Exit
Planning

Executive and Employee Benefits
Key Person Insurance
Funding Buy-Sell Agreements

Funding Deferred Compensation

™

@ www.haririfinancialgroup.com

@ 650 245 8662

principal@haririfinancialgroup.com

SAMARITAN

HOUSE

Help your community smile!

Dental professionals like you can make a difference by
volunteering just four hours a month or one to two days
per week. Last year, our dental team provided 3,440
procedures and $905,931 worth of care to our neighbors

in need.

To learn more about how you can uplift low-income and uninsured
members of our community, contact Jenny Saba, Associate Director
of Volunteers & Engagement at jsaba@samaritanhousesanmateo.org

or call 650-523-0819.
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Swiss Monkey

Does your front desk need extra hands?

Connect with dental
professionals to help with:

We know chronic staff changes make it difficult to run a business. Phone Support
Connect with talent 2x faster than traditional recruitment! Recruitment

Virtual Front Desk Support

v Screen and select from network of professionals
v Choose schedule and contract length

v No payroll tax or benefits to worry about!

v’ Technology stack for full transparency including

remote monitoring software, HIPAA-compliant
real-time messaging and productivity reporting

Contact us to
learn more today!

¢, (916) 500-4125

R4 contact@swissmonkey.io

@ www.swissmonkey.io Scan to schedule
demo with our team!

Insurance Verification
Billing/Posting
Hygiene Recare
Special Projects
Credentialing

Build Your Own!

"We have become a practice of excellence because of
the work of our amazing partners at Swiss Monkey."
-Private Practice, Rocklin, CA

NORTHERN CALIFORNIA
PRACTICE SALES

Dental Practice Sales and Appraisals

Thinking about selling your practice in the next five years?

We can help you take the necessary steps to increase its value before
you put in on the market. For a free, no obligation, consultation and
evaluation, call us.

To receive information on practices currently for sale or comparables
of practices that have sold in your area, please visit our website at
www.northerncaliforniapracticesales.com or contact us via email
at molinelli@aol.com

330 Primrose Road, Suite 410 Burlingame, CA 94010 e Tel: 650-302-7467 ¢ Fax: 650-347-5326
www.northerncaliforniapracticesales.com/listings
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The Center

for Orofacial Pain c!nc':l {=a

Dental Sleep Medicine é@;
TREATMENT OF TMJ DISORDERS, :

SLEEP APNEA, HEADACHES,

ORAL AND FACIAL PAIN.

Roberta R. Jurash info@facialpainandsleep.com

www.facialpainandsleep.com
Doctor of Dental Surgery
Masters Degree in Physical Therapy
Master of Science in Orofacial Pain
Board Certified in Orofacial Pain
Board Certified in Dental Sleep Medicine
Assistant Clinical Professor- UCSF Department
of Oral and Maxillofacial Surgery

1528 South El Camino Real, #408,
San Mateo, CA 94402

The Phillips
Group

EXCLUSIVELY SERVING DENTISTS,
PHYSICIANS, & OTHER HEALTHCARE PROS

Monthly Accounting & Detailed KPI Tracking

Quarterly Tax Planning & Growth Advisory

Annual Income Tax Compliance - Personal & Business
Dedicated Staff Accountant & Priority Communications
Unlimited Consultations & Proactive Guidance

No Long-Term Contracts. No Extra Fees.
Just $899 per month.

c e LEARN MORE PhillipsGroupTax.com \ ; \
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Sedation and Anesthesia for the Dental Office

MICHAEL LAM, M.D.
Board Certified Physician Anesthesiologist

MAXIMIZE SAFETY FOR YOUR PATIENTS.

Anesthesia with a secure airway is safer for dental

procedures than any level of sedation delivered with
: 2 an “open” or “shared” airway. | always secure and

Your lease is one of your highest protect the patient’s airway.

expenses, start taking it seriously.

INCREASE PATIENT COMFORT AND CONVENIENCE

Before you speak with your landlord Your patients can expect to feel and know nothing of
contact us today for a the dental treatment while recovering within minutes.

FREE LEASE EVALUATION. Patients can “go to sleep” in seconds without needles.

OPTIMIZE OPERATING CONDITIONS.
? O A M Your patients will be completely still. You can operate
without interruption and focus entirely on dental

treatment. The only limitation is how
long you want to operate.

Foad Ahmadi

(650) 483-0993
foad@roamcommercialrealty.com
RoamCommercialRealty.com
CalBRE #01469176

Phone/fax 1.888.308.1138
drlam®@drmichaellam.com
www.drmichaellam.com

LTCR Pacific

LET US HELP YOU WITH DENTAL POWER
LONG TERM CARE PERSONNEL

INSURANCE PLANNING Currently providing Bay Area Dentists

with quality temporary and permanent
* Dental Assistants

WHO WE ARE? SOME OF OUR * Dental Hygienists
Long-Term Care Resources (LTCR) is a national ASSOCIATION MEMBERSHIPS

insurance agency dedicated to long-term care insurance A\ DL ke, T8 b Rou pth nlsm

for alumni and professional associations. We are one of - BYU ‘ )

the leading, independent long-term care insurance = ! [ ] mnthm

distributors in the country. Since our founding in 1997, PANA AILIFE RUTGERS

we have helped over half a million association members £ NYU ' Alumni

with their long-term care planning needs. s,

Dental Power
(415) 781-2909 450 sutier st sute 2010

www.sfdentalpower.com 500 Francisco, CA 24108

WHAT WE DO?

We get to know our client's situation and present the best long term
care insurance solutions respecting their time while maximizing their

dollars. Because we have many years of expertise and several EMAIL OR CALL US FOR MORE INFO
carriers to choose from, we specialize in those individuals:

« Who prefer to use 401k/retirement money to fund a long ° mwong@ltcrpacific.com

term care policy.
« With a history of health issues and concerns.
« Who are advanced age. . (650) 468-2555
. www.ltcrpacific.com
If you have questions about long term care insurance or need . .
www.mlkewonglnsurance.com

help understanding your own policy, we can help you!
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Practice Management Bridge:
Run your healthcare practice with confidence.

LPIE

. . . Patient
Payments Financing Compliance Engagement
Increase patient Offer flexible Navigate the Keep your
payments, improve options allowing complexities of schedule full,
office workflows, patients to pay HIPAA, OSHA, and patients notified,
and grow financial their balance PCI compliance and the practice
savings. over time. with ease. running smoothly.

Rectangle Health is pleased to partner with San Mateo County Dental Society.
L > San Mateo COUEnTty Contact us today to discover how our solutions can transform the day to day
] sSocCl |
it} at your dental practice.

Rech ng | e Madison Evers | Practice Solutions Consultant, Rectangle Health

HEALTH

424-353-5303 | mevers@rectanglehealth.com

DDS match.com

Successfully conncting the dentist's
present with their future

Practice Sales * Associate Placements Practice Valuations & Appraisals
Partnership Agreements * Practice Mergers Dental Real Estate * DSO Seller Negotiations

ARE YOU READY?

T2l With The p/’a/e“&ma&

Scan HERE to create your FREE profile!

Visit our website for more information
www.ddsmatch.com
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CLASSIFIEDS

Thinking of retiring or slowing down? Want to
practice but not manage? Local dentist seeking a
practice to buy in San Mateo, 2 mile radius from
downtown. Not corp dentistry. Please call
415.269.6254

Full time (4 days a week) or Part time (2-3 days a
week) general dentist position available for quality
and referral based peninsula group practice.
Applicants must have a minimum of five years of
dental experience. Please respond to this ad with a

Seeking a Retiring Dentist Practice to Buy in
Redwood City, 2 mile radius from Whipple and El
Camino. If you are thinking of retiring in the near
future, please call 650.454.0023

Never used dental equipment

Engle 300 Dental Chair Original price: $4,784.03
360 assistant’s vac. System Original price: $679
Engle 360 unit E300 Auto Control delivery system(3
HP,s 1 syringe) Original price: $2,900.14

360 Dental light , LED Original price: $1,535.80
Assistant’s stool

It has been sitting in my garage for 9 years still in the
original boxes.

| am asking $6,000

Contact 650.400.2565

detail resume including all previous employment and
compensation. Contact info@smcds.com

2025 Membership Renewal:
Keep SMCDS Strong — Renew Now! - Before the drop date of 1/30/25

IF you haven't paid yet, act NOW to avoid having your membership dropped on 1/31/25. You
can still do your part to keep your society’s business running efficiently by paying before the drop date.

Don't lose access to resources that make a difference
m Continuing Education, Social/Networking Events m Patient Referrals, Vendor Relationships
m Advocacy & Leadership Development m Community Outreach/Volunteering
m Job Resources (for dentists & staff) m Practice Management & Regulatory Compliance
m Updates on Requirements, Laws, Insurance, Benefits m Professional Headshots
' m Mandatory Courses: CPR, Infection Ctrl, CA Dental Practice Act, Sexual Harassment Prevention
' Prescribing Controlled Substances, Workplace Violence Prevention & Active Shooter Training
B Lﬁ'snvmu.' ‘ m Staff Courses: 8-Hour Infection Control, Radiation Safety Training, Front Office Training
° m A discount in the price of tickets to the Bay Area Dental Expo
m Document Shredding, eWaste/lead foil disposal and much more...

Desiree Liu, DDS - Member since 2012

Discounted/waived dues are available until 1/30/25 for:

m retirees m post-graduate students m dental school faculty members

m federal employees: active military duty/work full-time at a VA clinic

m serving full-time for a charitable organization m temporary/permanent disability
m financial hardship m medical iliness m leave of absence from dentistry

= If you’re not sure about why you should renew and need reassurance of member benefits and the power of organized dentistry,

please e-mail mike@smcds.com.
m IF you run into any problems in the process, call CDA Membership at 800.232.7645 or Mike on the SMCDS phone line at 650.637.1121.

CHOOSE AUTOPAY TODAY!

For your convenience, CDA offers the option to break dues into recurring monthly payments. When you enroll in autopay, equal dues monthly
payments will automatically be deducted from your chosen checking or savings account on or around the 15th of each month, and your
membership will automatically renew each year. See full details at cda.org/autopay.
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" San Mateo County  SAVE time! - Register & Pay Online
"""l DENTAL SOCIETY www.smcds.com on Education/Events

General Membership A Guide to Successful Endodontics

A Meeting with Advanced Imaging Techniques

6-9pm

P Event includes: social hour to meet and network with fellow dentists & exhibitors, appetizers, & dinner.
Burlingame o
Community Course Description
S A detailed guide to the guidelines on CBCT imaging from the joint position statement of the AAE and
'l;hree—course | AAOMR showing a series of cases and how endodontic treatment was managed using CBCT planning.

inner .

3 CE (Core) Course Objectives
Season Kazim A. Mirza, DDS Learning all the recommendations for taking CBCT scans for root canal treatment and apical surgery;
Ticket . .
Package Understanding root canal anatomy from a 3-D perspective.

Meeting 1 of 3

a2s0ngoing 2025 GM Meeting Season Ticket Offers

6-9pm

Description
1/15, 3/20, . . . . . . .
1112 General Membership meetings provide an opportunity to meet, socialize, and dine with member
Varying dentists, hear distinguished speakers on relevant topics, and in most cases earn up to 3 Core or 20%
Locations Continuing Education credits, per meeting* (*excluding 11/12 All-Member Social event). Payment must
6 CE (Core) 1L ) be received by January 13 for 3-meeting package. Usable by any non-dentist on your staff; one or
For staff too! more per meeting accepted. See registration for speakers and topics.

$125 for 3 mtgs @ $41
$175 value (save 29%)
6 CE Units at $20.83 each

20250ngoing - 2025 Study Club Member Season Ticket

6:30-8pm

Description

lﬁg* %7' Want to learn about all aspects of dentistry while developing new professional relationships? Want to
10/23, 12/4 learn how to implement the latest techniques into your practice efficiently? Want a place to collaborate
SMCDS with colleagues and specialists about your complex cases? Want to earn continuing education credits?

Seminar Room
939 Laurel Ste C
San Carlos

If that sounds good to you, give the SMCDS Study Club a try.
Dinner
Included

12 CE (Core)

Responsibilities and Requirements for Prescribing Controlled Substances

U 22 (Schedule Il Opioid Drugs)

6-8pm Objectives
LIVE Webinar « Explore pain management drug options for acute pain control
2 CE (Core)

« List how to register for, and utilize, CURES (Controlled Substance Utilization and Review

and Evaluation System)

Reb Close, MD
& Casey Grover, MD

« Discuss red flag indicators of prescriptions issued for reasons other than a legitimate medical purpose
» How to manage acute and chronic pain in the dental setting.

* The risks and identification of opioid use disorder.

* The practices and legal requirements for opioid prescribing and dispensing.

00000
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