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Day/Date  Event/Speaker Fee

CDS Events E

Oct 16 Shred Day: Ventura

Oct 20 CPR Renewal: SBVCDS Office

Nov 7 Evening CE: Dr. Richard Nagy at Zyrus in Santa Barbara
Nov 7 General Membership Meetiung: Preceeded by Dr. Nagy CE

Nov 17 CPR Renewal: SBVCDS Office

We also offer monthly Radiology Safety
Certification courses — Call for details



SBVCDS
PRESIDENT’S
MESSAGE

Dear Members of the Santa Barbara Ventura County Dental
Society,

When [ wrote my first message to you in January,

2026 was still a blank page. I had plenty of ideas for the
year ahead, along with a great deal of respect for the
responsibility of serving as your president. Now, writing
my final message, I find myself looking back with a lot of
gratitude for the year we created together.

2026 turned out to be everything I had hoped for,

and a few things I never saw coming. Full CE rooms.
Dental Hikers trading operatory lights for trailhead
mornings. Happy Hour Pop-Ups where some of the best
conversations had nothing to do with dentistry. And a
great golf tournament at the Ojai Valley Inn that reminded
us that friendly competition and a delicious lunch can bring
people together just as well as a lecture hall

Thank you for showing up the way you did. Your
participation, enthusiasm and support are what made this
year work and what continue to inspire us to create more
opportunities for our members to learn, connect and enjoy
being part of this Society.

None of it happens without the people behind the scenes.
My heartfelt thanks to our 2026 Board of Directors for a
year of thoughtful leadership, and especially to Dr. Tajima,
our Immediate Past President, for his continued support,
guidance and service to the Society. I am also grateful

to our Continuing Education Committee for their work in

keeping our programs strong and to our Executive Director,

Linda Lacunza, whose dedication to this

Society for more than two decades is woven into just
about everything we do, along with our wonderful Society
staff. And thank you to all of you for the trust you placed
in me.

We still have a few opportunities to get together before
my term winds down. Our final Hike with Colleagues in
Newbury Park is planned for October 17, and Member
Shred Day is Friday, October 16 at the SBVCDS parking
lot. Then, on November 7, we will gather at Zyris World
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Dr. Klara Efner
President 2026, SBVCDS

Headquarters in Santa Barbara for our General Membership
Meeting and final CE program of the year. Former CDA
president and longtime Santa Barbara periodontist Dr.
Richard Nagy will present "On Creating Life Balance and
Working with Anxious Patients.” We will also vote on
important Society matters and welcome our incoming
leadership, so I hope you will make every effort to join us.

And while my term may be coming to an end, there is
already plenty to look forward to. We have exciting CE
programs in the works for 2027, and I hope you will
continue to fill those rooms, bring your teams, join us
outside the classroom and tell us what you would like to
see next.

Finally, I am very happy to introduce the colleague who
will take the gavel in 2027, Dr. Rohan Toor. Rohan and I go
back to our days at the University of the Pacific's Dugoni
School of Dentistry, and it has been wonderful to reconnect
here in Ventura and watch him become an active part

of our dental community. He joined our Society during

the pandemic years and quickly became involved in its
leadership. I am excited to see the energy and perspective
he will bring as president, and [ know our Society will be in
good hands.

This Society belongs to its members, and this year has
reminded me just how much can happen when those
members participate, contribute and connect with one
another.

Thank you for your trust, your support and for making
2026 a year I will remember for a very long time. Serving
as your president has truly been one of the great honors
of my professional life.

With warm regards,

Klara Egner

Dr. Klara Nazaryan Efner
President 2026, SBVCDS
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BOARD OF COMPONENT

RELATIONS REPORT

October 2026

Dear Colleagues,

[ find it very hard to believe that my time on the
Board of Component Representatives is coming to
an end. It has been a 5 year journey, and [ am very
proud to have represented our great Dental Society
to the CDA Board. Part of this job has been serving
on the Dental Society Executive Board, and I will
greatly miss my fellow Board members, and our
fabulous Executive Director, Linda Lacunza.

When [ started this job, the BCR was brand new,
and us representatives did not know exactly what
we would be doing. Like all committees, the tasks
evolve over time, but we have pretty clear footing
now, and we are helping the CDA Board know what
is happening in our offices, and what our struggles
are. We are also vetting the proposed Resolutions
before they are brought up at the California House
of Delegates meeting, making that meeting more
streamlined.

Although a lot of our meetings have been virtual,
I have made quite a few trips to Sacramento,
where we meet directly across the street from the

Lisa E. Beck-Uhl DDS

state Capitol Building. Part of our meeting is a joint
meeting with the CDA Board, and I have discovered
we have a deep bench of talent in that Board, all
hard working dentists who want to make dentistry
better for all of us. I have really enjoyed getting to
know these dedicated people, and will miss seeing
them on a regular basis.

[ will continue as a California Delegate to the

annual ADA meeting, where I am also honored to
represent California dentists’ concerns to the rest of
the nation.

Dr. Jon Wong will be filling my position on BCR
next year, and he will do a great job continuing to
represent our component at CDA.

As always, I am available to discuss any dental
concern you have.

/
Licv
Lisa E. Beck-Uhl| DDS

Ibeckuhldds@gmail.com
(805) 794-4445 cell
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Colleagues,

[ recently attended the Western States Presidents” Conference in Arizona. This

is an annual gathering of dentist leaders, typically presidents and presidents- //f
o . i

elect, and executive directors from the 13 Western-most states along with the

ADA trustees who represent the three ADA districts these states are in.

It's a time we get together to exchange ideas, discuss our challenges and
explore opportunities to strengthen our efforts to advance the profession.

Coming from the largest state association in the ADA, the relative difference of our size has always given

us a unique perspective. I had the realization this year that if you combined the membership of all 12 other
associations in the Western states, it is cumulatively less than the membership we have in California. And when
[ think about my biggest takeaway from the conference, it was that our size and scale matter to our ability to
make an impact for our members. We are fortunate to be part of an association with significant capabilities,
experience and influence.

The challenges facing dentistry are continually on my mind, and I know I am not alone in that. Every
association in attendance is grappling with many of the same challenges—a broken insurance system,
skyrocketing education and operating costs, staffing shortages and more. While our issues are the same, how
we approach and respond to them is inherently different. For me, that reinforces the importance of meaningful
conversations about value and structure at the national, state and local levels to ensure that CDA is maximizing
value to California members in the most effective and dues-sensitive ways possible.

Right now, important conversations about value are happening within each organization in the tripartite. At
CDA, our boards, councils, committees and staff partners are constantly working to make sure we maximize
what we deliver at the state level and communicate about it in effective ways. We're also seeing the
beginnings of similar work within the ADA, with its recent formation of an ad-hoc workgroup connected to
the Council on Membership intended to provide a coordinated path forward for membership, engagement and
value—ensuring that local societies, state associations and the ADA are each playing the right role for their
members in each state. Local societies in California are also making structural and dues decisions for better
effectiveness, too. The question for me is: "Can we do this thinking and planning in a more coordinated way or
is it inherent in our structure to do it separately because each society and association is a separate entity with
separate inputs about dues, structure and value?”

Separately and together, these conversations won't solve every issue overnight, but they are important.
have been asked to serve as a consultant to the ADA workgroup on value and structure, and I'm grateful for
that opportunity. Remaining responsive and relevant for our members and the profession is going to require
all of us to approach our leadership roles with curiosity, creativity and a healthy mix of respect for the past
and excitement about change. I've said many times I appreciate simplicity, so more succinctly said—member -
centric and future focused.

Sincerely,

i) s

Dr. Robert Hanlon
CDA President
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CDA OPPOSES PROPOSITIONS 44 AND 40

November ballot measures jeopardize health care access CDA has BaLLOT

taken an oppose position on two of the 14 ballot measures California ! | o

voters will see on their November general election ballots. Y

-..-‘_""‘_‘_\_‘_-_—\—u..‘_‘-‘_'_‘_\_
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PROPOSITION 44 D

This measure creates penalties on Federally Qualified Health Centers E ,_h___:_:-—”-.“_:hh_“*h

(FQHCs) that spend less than 90% of revenue on “program services” that i_

advance their charitable purpose. FQHCs are community clinics providing D —

primary care to medically underserved areas and populations. There are —

more than 1,000 active FQHCs in the state with 70-80% offering some level
of onsite dental services.

These clinics are non-profits subject to existing federal and state regulations that include mandatory
spending requirements, public audits and reporting of clinic spending. Prop. 44 would enact
unrealistic, narrow and vague new rules limiting spending on essential staff, services and equipment
that are critical to delivering patient care, such as X-ray or CT machines, information technology and
expanding or upgrading clinic facilities.

This measure would significantly affect FQHC's ability to continue operating
or maintain the same level of dental and other health services.

The opposition to Prop. 44 also includes the California Primary Care Association (which represents
more than 2,000 health clinics), California Medical Association and California Hospital Association.

PROPOSITION 40

This measure creates a one-time tax on the assets of billionaires. In addition to being a one-time tax,
rather than sustainable, long-term help for the state’s budget issues, the measure has little specifics
on how funds would be spent, with no assurances of any funding for Medi-Cal reimbursement rates.

Additionally, the measure could worsen state budget volatility by further increasing reliance on the
volatile wealth of the highest earners, who could relocate or move their money in other ways to avoid
the tax. Consequently, Prop. 40 could be detrimental to the Medi-Cal Dental budget, which is already
suffering from severe uncertainty and needs more long-term stability.

The measure is opposed by Democratic and Republican leaders along with many groups affected by
the state budget, including healthcare providers, business, labor, firefighters, law enforcement and
education groups.

More information on these two measures is available at No on Prop 44 and No on Prop 40.

A full list of measures on the November ballot is available on the California Secretary of State’s
Website.
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https://www.sos.ca.gov/elections/ballot-measures/qualified-ballot-measures
https://www.sos.ca.gov/elections/ballot-measures/qualified-ballot-measures

CALIFDANLA DEPARTMENT OF |

DEMTAL BOARD OF CALIFORNIA
Bn H 5 u M E H 2005 Evergrean 5t., Suite 1550, Sacramento, CA G515
AFFAIRS {916) 263-2300 | I (916) 263-2140 | www.dbc.ca.gov

SCAM ALERT — Fraudulent Emails Targeting Licensees

The Dental Board of California (Board) has received new reports of email scams targeting licensed
professionals. These fraudulent emails impersonate Board Enforcement staff, the Department of
Consumer Affairs (DCA), or even the California State Court system.

scammers are sending official-looking messages claiming that you are involved in a disciplinary action,
investigation, or court proceeding. These emails often include case numbers, deadlines, threats of
license suspension, and links to fake “official documents.”

A. Please note that these communications are NOT from the Board, the DCA, or any California court.

The Board only sends emails from official .gov email addresses. Any email that does not come from
a .gov domain should be considered suspicious and possibly fraudulent.

&, What these scam emails may contain:

[1/1]4

Fake case numbers, docket numbers, or complaint forms.

Claims that your license is suspended or under investigation. fﬁfvgﬂﬂftgfsﬂ
Threats of arrest or immediate license suspension via email. T ‘ HEETE”
Attachments or links that appear to be official documents.

Pressure to respond immediately or provide personal information.

@) The Board will NEVER:

# Demand immediate payment or sensitive information via email.
# Threaten arrest or immediate license suspension.
send official court orders or disciplinary documents from non-.gov email addresses.

§ How to Protect Yourself:

¢ Do not click on links or open attachments from suspicious emails.
* Do not provide personal, financial, or licensing information.
s Verify any communication by contacting the Board directly using official channels.

ISLAND VIEW OCTOBER I} -
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DENTISTS MAY HAVE
MISSED THIS NOTICE

OF PRIVACY PRACTICES
UPDATE

Thankfully, it is never too late to update your notice of privacy practices (NPP). If you missed the
compliance deadline earlier this year, you're not alone, but you are also not fully compliant. The
deadline | refer to came and went quietly in February and changed what many dental offices are

required to tell patients about their privacy rights.

Here's what happened, why it applies to practices that assume it doesn't apply to them, and what
U.S. Office of Civil Rights (OCR) auditors are actually checking when they show up.

What changed in February

New federal rules aligned HIPAA's privacy protections more closely with 42 CFR Part 2, the separate
federal law governing substance use disorder (SUD) treatment records. As part of that alignment, the
U.S. Department of Health and Human Services (HHS) required HIPAA-covered entities that create,
receive, maintain, or transmit Part 2-protected SUD records to update their NPPs to reflect new
patient rights and disclosure restrictions tied to those records - even if the practice is not itself an
SUD treatment program.

The deadline was February 16, 2026. Any dental practice that touches Part 2-protected SUD
information in the ordinary course of care -- even occasionally, even indirectly - was required to have
an updated NPP in place by that date.

Why dental practices assume this rule doesn't apply to them

The instinct is understandable. (I am raising my hand as someone who originally figured this didn't
apply to my dental clients.) We do not think of dental offices as treating substance use disorders, so
a rule framed around SUD confidentiality feels like someone else's compliance problem. But the
update requirement isn't limited to formal treatment of SUD patients - it reaches any practice that
creates, receives, maintains, or transmits Part 2 protected records at all.

If your office forms ask about (1) substance use or recovery history; (2) if you prescribe controlled
substances and coordinate care with a patient's other providers, or (3) if a patient discloses SUD
treatment history that ends up in their chart -- all plausible in dentistry -- your practice may be
handling exactly the kind of information these rules are designed to protect.

10 [SLAND VIEW 0CTOBER FIFA3


https://www.hhs.gov/hipaa/for-professionals/privacy/guidance/model-notices-privacy-practices/index.html

The ADA updated its own sample NPP to reflect the new requirement, with specific language
dental practices can adopt for SUD-related disclosures. With the ADA telling its membership
to update NPPs, we have a reliable signal this applies to general dental practices, and not just
specialty providers.

What OCR auditors are actually looking for

The OCR, which enforces HIPAA, doesn't need a complaint about SUD to flag a missing NPP
update. An outdated notice is, on its own, a visible compliance gap - the kind of thing that
shows up in a routine audit or a complaint about something else entirely and then widens into
a broader review.

In practice, auditors are checking a few specific things:

1. Whether the NPP posted in your office and on your website reflects the February 2026
changes, not an older version.

2. Whether patients received the updated notice or a summary of material changes,
depending on how your practice handles NPP distribution.

3. Whether your staff can explain, at a basic level, what changed and why - auditors
sometimes ask front-desk staff directly, not just review paperwork.

4. Whether your broader HIPAA policies (not just the NPP) were updated to stay consistent
with the new notice language.

What to do this week

This is a fast fix if you haven't done it yet and a fast way to confirm you're covered if you think
you have:
1. Pull your current NPP - the one posted in your office and on your website - and check the
effective date.
2. If it predates February 16, 2026, update it. Your compliance consultant, healthcare attorney,
or a reputable HIPAA compliance service can supply current model language.
3. Confirm the updated version is posted physically in the office, on your website, and
available to new patients at intake.
4. Brief your front-desk staff on what changed, even at a high level. "We updated our privacy
notice earlier this year to reflect new federal rules," is enough for most patient-facing
conversations.

The bigger picture

NPP updates are the kind of compliance task that's easy to deprioritize, because nothing
seems to happen when you miss one -- until an audit, a complaint, or a data incident puts a
red flag on your practice. By then, an outdated notice becomes possible evidence of a broader
pattern rather than a one-off oversight.

Check those NPPs (online and offline copies), and make sure you get your updates in place.

ISLAND VIEW OCTOBER EIF]
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SANTA BARBARANVENTURA COUNTY
DEMTAL SOCIETY

NO NEED
- TO

. |SEPARATE
X-RAYS!
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$10/BOX

FRIDAY
OCTOBER 16
10AM - 1PM

REGISTER BY
OCT 14
805.648.7282

DROP OFF AT SBVCDS PARKING LOT
1607 E THOMPSON BLVD, VENTURA, CA

Banker's boxes and copy paper boxes only. Legal-size boxes count as 2 boxes.
RSVPs of 204 boxes will require a $100 non-refundable deposit.
BONUS: For every 10 boxes you drop off, you get the 11th for FREE!

(805) 648-7282 « sbvcds.org
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u SANTA BARBARA CE!

Held at Zyris Headquarters {makers of lsolite products)
G868 Cortona Dr, Santa Barbara, CA

DEALING WITH THE ANXIOUS PATIENT &
FINDING YOUR WORK-LIFE BALANCE

WHAT YOU'LL LEARN

®@ ® 6

Evidence-based Practical tools to Interactive technigues
strategies for improve work-life You can use
managing balance and prevent immediately in
anxious patients, burnout, proctice.

RICHARD J. NAGY, DDS

Cr. Magy is President of the American Academy of
Pericdontology and a former Santa Barbara periodontist.
A past president of baoth the Santa Barbara-\entura
Zounty Dental Sockety and the Californda Dental
Association, he has also served on the LHCLA, faculty and
directed the graduate pericdontology program at the
West Les Angeles WA,

He is dedicated to excellence in dentistry and
facilitating the well-being of dentrsts.

o SATURDAY . == Held at Zyris

s 3 CE-UNITS Hesdguarters (makers
[ﬁf} NOVEMRER 7 [:__CEI} $30 @ of Isclite products)
o o GEea Coa

9:00 AM -12:00 PM vone: L

All members encouraged to attend!
Topics proposed include:

G’EHERAL MEMEEHEH IP MEI:—I"EHG - F-3El;|i|;|||il;'ﬁl n ||:aa|;'.i|;1r_'-'.!"|ip

1:00 =2:00 FM = Members speaking 1o society

Mo costfar mesting

CE COURSE FOLLOWED BY:

— . -.-"'\-\.

———
. *:_ REGISTER TODAY! (’" SAEITR ""”‘n'ﬁ?m'“ﬂg.“#?? pem
(% 805-648-7282 T )
sbveds.org
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PPE Requirements for Dental Practices

Dental Proctice Surgical MNICSH Foce Shield | Eye Proteclion | Gloves Clinical owm
Secanarios Mk cerbified & Side Shield Altire =%
respirator
Sdminisirative 3 x $ x $ $ $
Lab nstrument f I | :
Processing + N z Y Choose one Y ¥ \
Mea Fluid f |
¥ ¥ ¥ Chooss one N ¥ ]
Levw Fluid f i f |
A i Y Choose one Y ¥ L
Moderale-
HEﬂw EPrﬂ}If 1". ¥ "w'l Choaws ana 1'- *‘ Y
Aerosol Generating whan nob using | whan il s
Procedures # & A— suspacted
W Requred  § Oplicnal X Mot Requined

Rehar o Flpi:.-".-"hﬂﬂ-'.n:h.mﬁmlﬁhwﬁlmmﬂrfwﬁmmtdﬁwml'mfw&nwmli fer saplonchion of the cod honal spacial chaiociers

A specific level of mask is not required either by Cal/OSHA, dental board or CDC infection control regulations. Manufacturers do make different
levels of masks, but regulations only differentiate between respirators and masks.

PPE Requirements for Dental Practices is found at https://www.cda.org/resource-library/resources/infection-control

dental-practices/
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DENTAL CONTINUING EDUCATION

Hidden Office Lease

Risks that Devalue
a Dental Practice

AP

ractical course for dentists and practice owners

TWO IN-PERSON EVENINGS | SPRING 2027
Santa Barbara + Oxnard/Camarillo

i regist inced by S0V

WHY THIS MATTERS

A dental practice |5 a costly physical plant, and Its lease can directly affect practice value, securnity

an
g
ns

rar

d saleability. In this practical seminar. dentists learn how hidden provisions conceming renewal
hts, relocation, demolition, assignment and landlord termination create financial and operational
k. Attendeas gain strategies to identify risks early and strengthen their negotiating position whan
newing. relocating or antering a new lease

WHAT YOU WILL LEARN

L=

Proesonted in partnership with Santa Barbara-Ventura County Dental Soclety
OCTOBER FIFY] s

ISLAND VIEW

Identify lease terms that can affect practice value and saleability
Understand renewal options, deadiines and rent-setting language
Spot assignment, relccation, demolition and flandlord termination risks

Plan eardler for a renewal, expansion, relocation or practice sale

MEET THE SPEAKER
Aaron Gelmon | Acuity Negotiations

Selected previous presentations
® Harbor Demal Society e
Orange County Dental Society
® Academy of Genera! Dantistry (Novada)
Grenter Now York Demtal Meeting
® Sonta Clara Dental Society Fnancial Symposium
& Flonda Dental Corwwention
Amencan Association of Women Dentists
Naossau County Dental Society
San Diego Denta) Socely

British Columbia Dental Association

DENTAL SOCIETY PARTNERS
Qrangs County Dental Sociaty » Marbor Dantal Society = Sants Clara Countly Dental Sociaty » Paciic Coast Saciety

of Orthodontists «= Aipha Omega Dental Society



Volunteer Opportunities

BUILDING REALTRY SM][ES
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United Way's Building
Healthy Smiles is looking for
volunteers to help provide
free oral health screenings
in low-income schools in
Ventura County

Building Healthy Smiles, a collaboration
between United Way of Ventura County,
Ventura County Public Health, and other local
organizations, visits low-income schools

to provide free oral health education, oral
screenings, and fluoride varnishing to
kindergarteners and third graders. We then
follow up to make sure every child receives
any needed treatment.

We are looking for more dental professionals
to help us grow our program in Ventura
County. Last school year we served 1400
children, and we want to help even more
moving forward.

The time commitment is minor. Our events
are from 9am to noon and you can volunteer
on days that fit your schedule. Setting aside
a morning or two every year goes a long
way towards helping kids avoid painful oral
diseases.

If you are interested in helping with a school
screening or becoming a dental partner,
contact me for more information. We have
multiple schools scheduled for March and
April and would love for you to be involved.
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Volunteer Opportunities
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w Ventura County

BUILDING HEALTHY SMILES @ :vevic i

i s

Your Skills Can Change a Life:
Join the Conejo Free Clinic

Every week, patients walk into the Conejo Free Clinic facing
dental challenges that impact their health, dignity, and daily
lives.

Jennifer, a 69-year-old woman, came to the clinic after a
crown had come off her tooth. After an exam and X-rays, the
dental team found that the tooth couldn't be saved. To fix
the problem and ease her discomfort, they scheduled a visit
to have the tooth removed. Today, Jennifer keeps coming
back for regular follow-up care, keeping her smile healthy
with routine exams, X-rays, and cleanings.

For Steve, years without access to dental care had resulted
in far greater needs. A 67-year-old veteran living in Oxnard
who works as a driver, Steve was losing most of his teeth
and could not chew. His mouth was in a state of terminal
dentition. A volunteer dentist stepped up to remove the
nonfunctioning teeth and make him a full upper denture.

ISLAND VIEW

A few months later, another volunteer dentist filled all the
cavities on his lower teeth and made a lower partial denture.
This completely changed his life. Now, Steve can chew again
and smile with confidence.

Access to dental care remains an urgent challenge in our
community. In response, the Conejo Free Clinic provides a
state-of-the-art facility where vulnerable patients receive
high-quality care they would otherwise go without. Your
expertise is desperately needed to change the odds for
patients like Jennifer and Steve.

Volunteering provides immediate, tangible community
impact. Even a single shift can relieve suffering and restore
health. Whether you can give one day a week, one day a
month, or just a few hours, the clinic offers total flexibility to
fit your schedule.

To learn more about volunteer opportunities, please
contact Eileen Harris, Programs Manager, at EileenHarris@
conejofreeclinic.org or call 805-807-3614. Additional
information is available at www.conejofreeclinic.org.
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You're invited to the

Conejo Free Clinic’s
50th Anniversary

gm Qﬁ/&

Supporting Free Medical, Dental & Legal Care for Our Community

g D
=\

\
/ ,77%7(—/

Please join Conejo Free Clinic for a special evening filled with dinner,
clinic highlights, a live DJ, a photo booth, an outdoor
museum experience, and more!

Date: Sunday, October 18, 2026
Time: 4:00 - 8:00 PM

Location:
The Gardens at Los Robles Greens
299 South Moorpark Road
Thousand Oaks, CA

Scan the code to purchase your tickets!
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We are sad to announce the passing of beloved
member and friend, Dr. David Nipper who practiced
in Santa Barbara for nearly 50 years after graduating
from Lorraine University School of Dentistry in
1970. Memorial service details will be at the Cabrillo
Pavillion in Santa Barbara on October 15 at 3:30pm.
Dr. Nipper will be missed by so many!

FOLLOW US FOR UPDATES
@sbvcds

What’s the easiest, most fun way to stay on the cutting edge of what’s going
on in dentistry and stay current with what your colleagues are doing?

ISLAND VIEW 0CTOBER FIF3



PRACTICE MANAGEMENT / ARTIFICIAL INTELLIGENCE

Before you buy Al

Essential questions to ask before buying Al for your practice

Dr. Sonia Szamocki

Ask any dental leadership team what is at the top of
their technology shopping list and you likely get the
same answer: artificial intelligence. Vendors are lining
up to present their proposals, peers are announcing
new contracts at conferences, and boards are asking
about Al as though Al were a strategy, not a tool.

Plenty of the Al promise is real -- we’re living in one
of the most exciting times in dentistry. But the gap
between a good Al decision and an expensive one is
usually the discipline of asking the right questions
before choosing your tools.

I’ve worked as an emergency room doctor, a
management consultant to Fortune 500 companies at
the Boston Consulting Group, built a digital medical
device company, and I now run 01Health, building Al
for dentistry. Having sat on all sides of the table, these
are the four questions I would ask.

What problem are you actually solving?

First, start with the problem you are trying to solve,
then work back to the tools that will achieve that goal
-- in other words, work right to left. With the hype and
excitement surrounding Al, not to mention the external
pressures, it's all too common to work left to right,
where you see an impressive product and go hunting
for a use case to justify it.

You hear it in your meetings: “This looks amazing, |
can imagine this being useful here,” “Well, everyone
else is buying it,” “Al is the future, so we can’t miss
out.” The question is, if this vendor never called you,
would this problem be on your list at all? If the answer
is no, FOMO, or the fear of missing out, is driving
your procurement.

Then comes the step almost everybody skips: Appraise
every possible solution, not just the Al ones. Missed
calls after hours might be fixed by an online booking
link for a fraction of the cost. Make Al compete on
merit against the “boring” options.

20 |SLAND VIEW

Al will be wrong sometimes. Then what?

Al is not deterministic, it's probabilistic. Ask the same
question twice and you can get two different answers.
It’s what separates this technology from every piece of
software you have bought before.

Traditional software is like a coffee machine. Press the
button, get the drink. Same input, same output, forever,
and if it jams, there is a repair to make. In comparison,
Al is a barista. It interprets based on your inputs.
Better than the machine on a good day and worse on a
bad one, it improves as it learns the preferences of its
regular customers, but occasionally, it serves the
wrong thing with total confidence.

You do not repair a barista. You taste the coffee.
Quality control -- usually called evaluation in Al --is a
new discipline for everyone building and buying.

A serious vendor should have a harness built around
the model: monitoring, guardrails, a defined path for
when the output looks wrong, and an honest answer
when you ask what their error rate is and how they
measure it. Ask for that. A vendor who cannot tell you
how they catch their own mistakes has not built a way
of catching them.

As a buyer, you cannot completely outsource
evaluation to the vendor. Ask yourself how easily you
could tell if something went wrong. Two things decide
that: one, whether a mistake is visible; and, two, what
is the cost of that mistake to your patients, your
business, and your reputation?

At the easy end, take voice transcription and
summarization. If the Al misinterprets something, a
human reads the note and fixes it in seconds. The error
is on the surface, the cost is trivial, and the loop
corrects itself. You can buy that fairly comfortably.

At the hard end, take anything touching claims, coding,
or billing. A wrong number sits in a field nobody
reads, looks entirely plausible, and compounds quietly
for a quarter until the figures will not reconcile and you
cannot work out where it started. Nobody is tasting
that coffee.
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PRACTICE MANAGEMENT / ARTIFICIAL INTELLIGENCE

Before you buy Al

So before you sign, make sure you know what "wrong"
looks like with the tool you're considering, who would
spot it and how quickly, and what it costs. The harder
it is for you to check, the more the vendor has to prove
they are checking and the stronger the case for keeping
a human in the loop along the way.

Should you buy this solution at all or build
it?

My rule for dentists and dental service organizations is
to build the dashboard and buy the chatbot.

Anything internal and read only is now genuinely
buildable in house, in weeks, by one curious operator
in your business. Dashboards can pull practice
management, accounting, and marketing into one
view. Three years ago, these required an engineering
team, but Al has changed that.

Anything patient-facing, clinical, or regulated is a
different animal. It needs an evaluation pipeline,
clinical governance, and a team that owns it
permanently. That is a company, not a feature, and you
should buy it from someone who has built exactly that.

The awkward part is that the tools you could most
easily build yourself are the ones being pitched hardest
because they are the easiest things to build and sell. A
license fee for something your ops lead could have
shipped in two weeks is a very common way to spend
money.

Even if you buy, build one small thing yourself first. It
teaches you what is actually hard, and it changes every
vendor conversation afterward.

Who owns making it work?

This isn’t about who bought the tool. It’s about who
owns making it work once the contract is signed.

Software doesn’t usually fail to drive impact because it
breaks. On the contrary, it fails because people quietly
go back to the manual process they already trust, or
they decide not to make full use of the capability for
which the software was purchased.

That is true of every new tool you buy, and Al adds
three complications that make dedicated ownership
essential.

Trust in the tool is hard to win, easy to lose. A
clinician who has seen the tool be confidently wrong
once will discount it, and that trust is hard to win back.
That has to be actively managed: Be clear about where

ISLAND VIEW

it is reliable, honest about where it is not, and find an
easy way to flag it when the output looks wrong.

There is no best practice to copy. With a new
practice management system, you can ring three peers
and ask how they set it up. With Al, the case studies
don’t yet exist because the technology is new and often
these tools adapt to your context, so somebody else's
rollout does not necessarily transfer cleanly.

The product will change underneath you.
Conventional software moves on a release schedule
you can plan around. Al tools shift capability day by
day, month on month. Things that were impossible
when you started using the product may be routine six
months in, and things will change and break.
Somebody on your team has to be paying attention.

Put those together and you are not really implementing
a tool. You are closer to managing a new hire:
onboarding, supervision, feedback, correction, and
trust extended as it gets earned.

So name the person who is responsible for this before
you sign, and give them the time to do this. Then get
the vendor's half in writing: Who is accountable on
their side, what the training plan is for the people who
will actually use it, and what happens when clinicians
push back, because they will. A vendor who cannot
name a person has a sales team and no implementation
function.

Where this leaves you

Write down the problem and the measure before your
next vendor call, then compare the Al option against
the "boring" alternatives, or build it yourself. Name the
person who owns making it work in your organization,
because that is as much your job as the vendor’s.

Everything on the market today will be superseded
faster than any of us expect. What compounds is being
good at buying things that have impact, not the shiniest
things.

The organizations that win the next few years will not
be the ones that bought the most Al they will be the
ones that had the discipline to buy the right tools, at the
right time for them.
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General Membership
Meeting!
Vote on the Society!

Come to have your voice heard & your vote count

Matters of Interest: SAMNTA BARBARANENTURA COUMNTY
DEMNTAL SCRCIETY B05-548-7282

"4 FLEXIBILITY IN LEADERSHIP
Chﬂ"lg-'l} In Franirmurm numiber of board members and r'l"lli!ﬂtir"rQE- o
allow best workability in today’'s sociaty

¥4 MEMBER LECTURERS

Following the lead of succeassiul sociatias and mindful of costs,
SEVCDS would allow its own members to speak at CEs if they
have the appropriate qualifications. All invited to apply!

Just 530
Meeting Preceded by 3-unit CE!

Richard Nagy, DDS
Past CDA president and former
icing Santa Barbara Periodontist

saturday, November Fth o s SN Craating Life Balance &

9:00-Moon CE Eyr:g. w..;:r'l(:l Hﬁ‘-,dquarterﬁ Wtwkhu with Anxious Patients
(roak at Lunch) (manufacturer of Isolite products) !

' SBVCDS MEMBERS ONLY! _.cnui
FREE ONLINE -

CE COURSES

’ Live webinars! -
’ On-Demand Courses!

. Expert Series also

available! FOR EXCEPTIONAL DENTAL
EDUCATION THAT EMPOWERS YOU

_ TO REACH YOUR FULL POTENTIAL &
MAKE A LASTING IMPACT IN THE
E ; LIVES OF YOUR PATIENTS!
g
https://www.catapulteducation.com/shvcds ulteducatlon com/shveds Fﬂ-"fﬂﬂf ing w:!'h Catapult Ed”ﬂ“ﬂ”’
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Conejo

FREE CLIMIC
Conejo Free Clinic's Dental Clinie is looking for
volunleer denlists o give just one g-hour clinie shil

GIVE 4 HOURS.
CHANGE LIVES.

wchministrative SLiprproal 50 you can (ocis on wilial

maliers miosl: caring [or palicnls

T just one morning or aflernecon, you can relicve
pain, restore soihes, and make a meaninefal
dilference (oF sommeone who may othersise have
limmited aceess W dental care. 1 vou can @ive one
=i Lnis WA, e winbo love Loy Bisve WKL 1T oar

vilunbeer team!

[ et E Raady to help? Scan the QR code to
4 B *?'l.* complete our brief application.

EE
#‘ ‘hﬂ-ﬂ{ Or contact us at:

e
h&%:ﬁ:i‘.%;'% EilleenHarris@ConejoFreaClinic.org

E.-LE’:!‘ BO5-497-3575 x 204

conejofresclinic.org

Do you have a patient that needs IV Sedation?
— I come to your office! -

Make your practice more profitable. Call today to schedule a patient for IV Sedation.

be able to do more dentistry and be more YOUR OFFICE
,.'- /| profitable. Patients that are anxious about WITH MY IV SEDATION SERVICES.

| 4 treatment, who would nomally not move
forward with treatment, can now be treated ... . in your office! P ST Video describes the treatment  [Hlgh 2]

! With my mobile IV Sedation services you will THESE ARE CASES YOU COULD DO IN

My fee is $700 in Ventura County and $800 in Santa Barbara o ofaseverelybraininjured 3

County. This a flat fee for 2.5 hours. o patisn patientusing IV Sedation.  [a] %

Call for more info (805) 485-8057 | _.
The placement of a dental

See my 2 minute video _. - implant with IV Sedation is

Vetiard . e 225 ~ regardingmyMobile IV cociedug: : U
@ 7{ éf% Sedation practice and how &1 3 shown in this video.
Mobile Intravenous Sedation for Dentistry  jt will expand the services Y5 .

you can provide.

)

1000 Town Center Dr « Suite 300 - Oxnard, CA 93036 - www.MobilelVSedation.com
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END OF YEAR

LIVE EVENTS

OCT SHRED DAY
16 Society office... no need to pull X-rays!

HIKING! OCT
Trail with friends! 1,

CONEJOFREECLINICCALA
Celebrating 50 years!

DH.HICHAIID NACYCEINSANTABARBARA m

¢
Held at Zyris Headquarters. 3 CE units and a great time! 7

NOV<. CENERALMEMBERSHIP MEETING

This is your opportunity to meet your

leadership, talk with CDA, and have a

voice in potential changes to Society
ByLaws and procedures! And network!

A

GREAT EVENTS COMING IN 2027
FOLLOW US ON SOCIAL MEDIA & CALL US ANYTIME!

— — SBVCDS.COM

SAMTA BARBARAYENTURA COUNTY
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United §4

Way £

United Way of
Ventura County

ABOUT US WHY CHOOSE US

The Building Healthy Smiles Initiative is a  Tooth decay is the most common chronic disease
collaborative  effort by public agencies,  gnd unmet need of children in California. Nearly 25
community based organizations, and the dental  percent of California’s children have never been to
community to address gaps in services and a dentist. The Building Healthy Smiles Initiative

access to care barriers. We provide free oral  works to eliminate dental disease in Ventura
health assessments to elementary schools with County.

the highest needs throughout the county.

CARE COORDINATION

We work to connect
children identified with
urgent dental needs at
school assessment
events to establish a
dental home and
treatment.

TO LEARN MORE ABOUT VOLUNTEERING AT SCHOOL ORAL HEALTH ASSESSMENT EVENTS, CONTACT
AISSA FERNANDEZ

MANAGER, COMMUNITY IMPACT PROGRAMS
P dissa.fernandez@vcunitedway.org R, 805-485-6288 EXT. 270
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¥ CPR RENEWAL ¢

AHYBRID OPTION FOR SAFETY

SBVCDS is collaborating with Rescue Training Institute of Southern California to provide our
members with a CPR Renewal option in compliance with Dental Board requirements.

Online Component
Upon registering, you will be provided with a link to an online course which will need to be
completed prior to your scheduled in-person skills test.

In-person Skills Test
We will schedule the date and time for you or your group upon registration and payment.
The skills test will be scheduled in 30 minute time slots from 6:30pm - 8:30pm on the dates

below.
~—dadary-20- —dthre-+H— Sponsored by:
~—Piarel-7— —Septemberio- p :
Calendar  ~#eit2+— . October20 Cdﬁ
e November 17

Call to register your spot (805) 648-7282

office@sbvcds.org | www.sbveds.org | (805) 648 7282
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DENTAL SOCIETY

e

ALL members SAMPLE POSITIONS AVAILABLE:

- S v Sr— (
encouraged to join: & Board ®Executive

Director Committee

* Short-term commitment options.
* Serve to become President.

* Make your community and your & Community @ Emergency
profession better, Volunteer Referrels

@) Editorial @ CE Committee

* Make lifetime connections with \

other dedicated colleages.

MORE INFORMATION : _ EMAIL LINDA AT:
805-648-7282 | LEULUIMELE execdirector@sbveds.org

OCTOBEREIF] ~
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DENTAL SOCIETY

DOS VIENTOS TRAIL

NEWBURY PARK

17 OCTOBER 2026

just a group of molar-mountaineers and friends
going for a little hike together!
This lovely trail is a 5-mile loop, but you can do only as much as feels
good ~ one mile? 2.5? You decide what is best for you.

Please arrive on time, ::urrfwut.rﬁnd iupplln you need, pack
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SANTA BARBARANVENTURA COUNTIES
BENTAL CARE FOLNIATION

TOGETHER WE CAN MAKE A DIFFERENCE IN OUR NEIGHBORS' LIVES!
MEMBERSHIP OPPORTUNITIES

PRESIDENT'S CIRCLE CIRCLE OF FRIENDS
: Er.nld $1,000 or more (] Life - $10,000 may be payable inup to § [ Member- 51535
— Platinum - $2 500 or more annual installments of $2,000 each ™ Member - $100 - $249
" Sustaining Life- $10,000 may be [ | President's Life- $25,000 may be | Contributing - $250 - 5459
payabde in up o 10 annual payable Inup to 5 annual —
Sustainin 500 - S5040
installments of 51,000 each. installmants of $5000 aach. o 98
Nama:
thd ~a =z, e o wiah (o b In sl
Addrass:
Cradit Cand & Billing Fip Exp. ! S, Coch
o oot ideunsa denal il |
Amount Enclosad; § Fhone numbar:

Mail toc SBVC Dantad Fowndalion - 1607 East Thomgson Blwd, Venturas, CA 830010 Fax to: (B0E) B48-5154
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PROFESSIONAL LIABILITY
Dentistry isn’t like
anything else.

Better protection is built just for dentists.
The Dentists Insurance Company was founded by dentists, to protect
only dentists, and is led by your peers.

In fact, TDIC's Professional Liability coverage follows the scope of
practice, which means you're protected for the administration of the
COVID-19 vaccine*

See more ways you benefit from exceptional protection at every
stage of practice:

® One-on-one guidance by Risk Management analysts
® In-house claims team and razor-sharp legal team
¢ Higher limits for specialties with higher exposures

Plus, get premium discounts for bundling your policies or completing
our current risk management seminar.

Talk to an agent or apply today at tdicinsurance.com/PL.

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

I’i ﬂ u @TDICinsurance

Endorsed by

Santa Barbara-Ventura County Dental Society

. K

erage is subject to compliance with all requirements of a vaccine emergency waiver;
manufacturers requirements, and policy provisions.

7/ Z

tdic




HELP IS ONE CALL AWAY.

THE CDA WELL-BEING PROGRAM

Concerned that you or a dental professional
you know may have an alcohol or chemical
dependency problem? Support is available.

SOUTHERN CALIFORNIA WELL-BEING COMMITTEE

(714) 600-6173

Do CE Courses done online still count?
Yes, LIVE ones do!

- Live webinars have always and will continue to count as live CE. This also applies to

courses wherein the instructor is speaking live online.
- Recorded webinars, even if the speaker is active in a chatroom attached to the
recorded webinar, will no longer count as live CE as of January 1, 2022.

* The courses licensees took before 2022 that were under that waiver will be
allowed to be counted towards a licensee’s renewal.
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The updated SBVCDS website is LIVE and it includes sl
a great Find-A-Dentist feature for our members! Oral and Maxiliofacial Surgery
Oral Pathabogy
Orodacial Pain
PLEASE, CHECK YOUR INFORMATION! et
If there are any bugs in the system, Puriodoncls

Prosthodontics

let's get them right!

Click the link below to tell us of any needed changes
and to update your office information.

Don't forget to check our Job Board when you have
HR needs too!

SANTA BARBARA-VENTURA COUNTY
" . DENTAL SOCIETY

UNIQUE CLINICAL & LAB SERVICES
IN ORAL PATHOLOGY AND OROFACIAL PAIN

WE PROVIDE THE FOLLOWING SERVICES FOR YOUR PATIENTS:

e Clinical diagnosis and therapeutic e Diagnosis and therapeutic treatment of
management of oral mucosal lesions, such neuropathic Pain and TMJ disorders
as chronic ulcers; vesiculobulous disorders;

’ e Radiographic consultation of intrabony
burning or dry mouth, etc

lesions

e Diagnosis of ambiguous white/red lesions
(oral cancer/precancer) and clinical follow-up
programs

e Comprehensive care of prior/post
radiotherapy for head/neck cancers

e Microscopic diagnosis for the biopsies
submitted by dentists

31332 Via Colinas, Suite 109 | Lan Su, DMD, PhD
Westlake Village, CA 91362 | Diplomate, American Board of Oral & Maxillofacial Pathology
Telephone: 818 865 1039 | Diplomate, American Board of Orofacial Pain

www.oralpathmed.com
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NOW ENROLLING

RADIOLOGY
CERTIFICATION

Obtain your x-ray license in just a
couple of steps!

(805) 648-7282 | SBVCDS.ORG

Students working for, or interning at, the office of an SBYCDS member
dentist can train at that office and turn in the required x-rays to
SBVCDS for evaluation. Please contact us for a FULL course description.

Course Price: $400




M M e ————
H Ig hllg hts Of some Of SANTA BARBARA-VENTURA COUNTY

your member benefits! DENTAL SOCIETY |

Continuing Education

CE Courses Online Resources
Infection Control/DPA Renewal Employment Job Bank
CPR Renewal Classifieds Listings
Radiology Certification

& Compliance Documents & Templates
Study Clubs

Calendar of Events

] Local Ordinance Updates
Island View Newsletter

Localized updates of your dental community

Business Practice Resources Professional Services

Upcorning Event Notifications Practice Management Hotline

Shredding Events

Other Benefits Patient Referrals
"Community" of Dentists Business Referrals Emergency
Member Social Events Prep Planning

Annual Golf Social
PPE Distribution Assistance
Opportunities to ‘Give Back’

For even more services and information, please give us a call at (805-648-7282) or find us at sbveds.org

i’ ADA
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PLACE A CLASSIFIED AD!
CALL (805)648-7282 OR
EMAIL US AT ADMIN@SBVCDS.ORG

PARTNERSHIPS / ASSOCIATESHIPS /
STAFF POSITIONS

Seeking dentist to start practice or move patients into
prime location with equipment in good condition- 3
ops, CBCT. 1655 Thousand Oaks Blvd. Contact
mfrawleydds @beverlyhillsdentistry.com

Part time Front & Back office assistant for West-
lake TMJ & Sleep 1. 2+ years of dental experience.
(Preferably front & back office skills) 2. Must have
computer skills. 3. Taking impressions and pouring
models is a plus. If you are interested in the posi-
tion, contact Dr. Borquez on his cell: (805) 368-6784

Dental Assistant — New Graduates welcome to apply
Small private dental practice now interviewing for a
Licensed, Experienced, Patient-Centered Dental As-
sistant. We provide extremely individualized care and
believe that every dental experience should exceed
patient expectations. Our office focus is on high-qual-
ity restorative dentistry, no endo or ortho. Very reg-
imented schedule and no double booking. Are you
‘all about’ high performance and customer care? Do
you have, and maintain the capacity to learn every
day? Do you inspire those around you? If you are en-
ergized around people, can manage your time and
tasks efficiently and you go above and beyond to
help others, please apply. Email resume to wivdental-
health@gmail.com

Dental Assistant: Dental Assistant with or without
experience needed for part-time or full-time. Flexi-
ble hours. Health and retirement benefits available.
Doctors willing to train. Must be reliable, honest, and
friendly. Email: Torgersen.Dental@gmail.com

Dental Assistant: Beautiful, extremely friendly dental
office in Newbury Park needs dental assistant with at
least one to two years of experience for 3-4 days per
week, $18-$22 per hour based on experience. Enjoy
your career and work part-ime. Great work environ-
ment and opportunities to work with the latest in den-
tal technology. We are looking for a competent dental
assistant who will make the dentist’s office more ef-
ficient and pleasant for patients. You'll ensure excel-
lent customer service and lift administrative and basic
dental tasks off the dentist’s shoulders. Dental assis-
tants should be well-organized with great attention to
detail. You should be able to follow instructions and
respect dental office regulations. We want you to be
skilled in providing direct or indirect patient care and
able to make office procedures as smooth as possi-
ble. Email: hillcrestdental@gmail.com

Registered Dental Hygienist: We are looking for a
caring Registered Dental Hygienist with good com-
munication skills needed to provide Prophy, Scaling
and Root Planning, Oral Hygiene instructions, to take
digital radiographs, to apply antibacterial material and
topical fluoride. Hillcrest Dental Group is @ modern,
clean, professional, and warm environment with paid
time off, 401 K Plan and very generous Dental Plan
for the employees and their families. Email: hillcrest-
dental@gmail.com

General Dentist: Santa Barbara Neighborhood Clinics
(SBNC) is seeking an experienced General Dentist to
join our dynamic team in beautiful Santa Barbara,

ISLAND VIEW

ISLAND VIEW CLASSIFIEDS

California. As a Federally Qualified Health Center
(FQHC), SBNC is dedicated to providing high-quality,
comprehensive, and affordable healthcare to all indi-
viduals, irrespective of their ability to pay. Our mission
is to foster an environment of respect, compassion,
and dignity while delivery exceptional care to our pa-
tients. Email: info@sbclinics.org

RDH: We have an immediate opening for a part-
time Registered Dental Hygienist (Mondays). The
work starts at 8 :15am and finishes at 5:15 pm. Ideal
candidate is detail-oriented, has a warm and friendly
demeanor and loves educating their patients. We wel-
come all experienced hygienists and new graduates
to apply. We pride ourselves on a strong periodontal
program and building long lasting relationships with
our patients. Our office is located in Carpinteria and
fully paperless with digital x-rays, a panoramic and CT
machine on site. Email: carpinteriasmiles@gmail.com

Hygienist needed: Private office looking for a hygien-
ist to join the practice. We are located in Simi Valley.
Email: office@kellerdentistry.com

RDH: 5500 Telegraph Rd Ventura, CA 93003. Email:
smile@insightdent.com

Dental Assistant: Full or Part-Time Dental assistant
or RDA for friendly general dentist office. Must be
a loyal, reliable and supportive team player and be
very patient friendly with an aptitude and willingness
to work both front and back office when necessary.
Must be mature, honest, ethical and have a great atti-
tude towards work and fellow employees. New grads
welcome to apply. We offer very competitive pay and
vacation and a happy even-paced work environment.
This position is for long-term employment. Please
enclose a cover letter and resume to be considered
for this position. We look forward to hearing from you.
Dental assisting school or experience working as a
Dental Assistant, X-ray certification. Please all our
office directly at (805)499-3130 to arrange for an in-
terview.

Office Manager: Full Time Office Manager. Expe-
rience 3 to 5 years only apply. Knowledgeable in
case presentation, insurances both PPO and HMO.
Dentrix and Dexis software. Wanting a long term em-
ployee to be part of our dental team. Benefits offered.
Experience 3 to 5 years only apply. Knowledgeable in
case presentation, insurances both PPO and HMO.
Dentrix and Dexis software. Wanting a long term em-
ployee to be part of our dental team. Send Resume
to: Manager@venturasmiles.com

Registered Dental Hygienist: Looking for a talented
and dedicated RDH in a high quality, low volume
dental office. Our office prides itself in catering to the
patient’s care and not the bottom line. We have cre-
ated a great work environment and have a wonderful
patient base. If you feel like this would be a good fit
for you, please enquire. Our office offers a substan-
tial bonus system and 401k retirement plan. Must
have completed tralnlng ina cemfled RDH program.
Email: k 3il,

SPACE OFFERED

General Dentistry practice with a long history of
goodwill in Camarillo, CA. This small practice is ap-

OCTOBER 2026

proximately 650 square feet with 2 operatories and 1
plumbed for future use, including a lab, reception and
sterilization areas. The Practice would be a great start-
up practice in a great area or merge this practice with
yours. The yearly practice revenues are approximate-
ly $185K. Send CV to : venturacadds@gmail.com

Modern Equipment: Our office is equipped with the
latest dental technology, including digital X-ray ma-
chines, intraoral cameras, and electronic patient re-
cords system. Spacious Treatment Rooms: Enjoy
spacious treatment rooms designed for maximum
comfort and efficiency. Convenient Location: Situated
in a high-traffic area with ample parking, our office is
easily accessible for both patients and staff. Flexible
Terms: We offer flexible sublease terms to accommo-
date your practice needs.

Dental practice for sale in Santa Barbara: 3 operato-
ry new dental chairs with plush leatherette, 1 Digital
Cone beam with Lateral cephalometric x-ray, wave
endo system, dental implant system, centrifuge for
PRF, Digital files and x-rays, LED lights in Dental
chairs for better view. Price $150,000 contact: yan-
jan@gmail.com

If you are a young general dentist or prosthodontist
with 3 to 5 years experience that would like to live in
one of southern Californias finest communities, then
| have the practice for you.This is a well established
“fee for service ” office in the beautiful community
of Westlake Village.Serving Westlake Village, Lake
Sherwood, Thousand Oaks and Agoura Hills. Situated
minutes form hiking and biking trails and 20 minutes
from the Pacific Ocean and Marinas. The practice is
based on Spear Institiute philosophy in an “A” class
Medical building. The practice is producing $500,000/
year on an 18 hour work week. Its perfectly situated
in an upper class community to build million dollar
practice without insurance and with a loyal and willing
staff.All endo ,perio, pedo, surgery are referred out.If
you are interested in this once in a lifetime offer please
e-mail restorative2024 @gmail.com

LEASING OXNARD DDS OFFICE 3 OPS GROUND
FLOOR GREAT VISIBILITY, & LOCATION WITH
LARGE SIGN ON MAJOR STREET. MOVE IN
CONDITION REASONABLE RENT AND TERMS.
OWNER PAUL KEYS 805-512-1458

SERVICES
Locum Tenens Dentistry (Temporary Dental Services)
specializing in long-term, maternity and vacation
leaves. Dr. Cole 1978 USC graduate 805-953-5224
www.smilesforalifetime.com

Locum Tenens Dentist- for when you need someone
who is productive & dependable in your absence.
Dr. Tina Brenza Northwestern 1996 (815)621-1021
drbrenza@gmail.com. CV available upon request.

Locum Tenens Dentist- After practicing 40 years in
Mammoth Lakes and running a 6 op, 12 employ-
eee office, | have semi retired to our second home
in Carpinteria. | have too much free time, an active
license and and active insurance. | am looking for part
time or locum tenens. Dr. Craig Schrager, schrag-

erc@gmail.com
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1607 E. Thompson Blvd., Ventura, CA 93001

MISSION STATEMENT

The mission of the Santa Barbara-Ventura County Dental Society is to serve the members and the
communities they serve, and to advance the art and science of dentistry.

SOCIETY STAFF NEED TO REACH US? IMPORTANT NUMBERS
EXECUTIVE DIRECTOR PUBLIC NUMBER AMERICAN DENTAL ASSOCIATION
Linda Lacunza, M.A. (805) 648-7282 (800) 621-8099
execdirector@sbvcds.org
DENTISTS ONLY UNLISTED NUMBER CALIFORNIA DENTAL ASSOCIATION
OFFICE COORDINATOR (805) 643-3670 (800) 736-8702
Felipe Diaz FAX (805) 648-5154 SOUTHERN CALIFORNIA WELL-BEING
office@sbvcds.org E-MAIL: execdirector@sbvcds.org COMMITTEE’S CONFIDENTIAL
www.sbvcds.org HOTLINE

(213) 383-2691




