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Bob Penrod, CDT 
Owner & Founder of  

Creative Arts Dental Lab 
 
 

Family:  Bob has been married 
to Valerie for 38 years. He is a 
proud father and grandfather. He 
has 2 daughters - 1 living with 
her husband & 6 month old son 
in Orangevale, and 1 living with 
her husband and 1 month old 
daughter in Eureka.   

Favorite . . .  
Author: Louis L'Amour  
Movie: Folks with Tom Selleck  
Hobbies:  Golf & Fly Fishing  
Hero:  Ronald Reagan  
Vacation Spot:  Maui & Donner 
Lake  
Restaurants: Rutherford Grill, 
just outside of Napa & Bandera 
Restaurant (corner of Fair Oaks 
Blvd. & Howe Ave)  
Recent C.E. Class/Speaker:   
Bill Robbins, DDS, MA &   
Greggory Kinzer, DDS, MSD  
 

Like Most about Dentistry: 
There is always a challenge.  

Like Most about Creative 
Arts:   Working with our great 
staff, our terrific doctors & their 
team members. 

New Prescriptions with More Options  by Dave Wisner 

      We recently updated our prescriptions in an 
effort to provide better communication.   In the past 
we had two prescriptions, a regular Rx and a 
cosmetic Rx, after receiving helpful feedback from 
some of our doctors we decided to combine the two.   
We have enclosed the new Rx for your review; 
please look it over to familiarize yourself with the 
various selections and ways to communicate a 
patient’s situation and desired result.  For a single 
posterior, much of the prescription is unnecessary. 
However, for anterior cases we recommend 
utilizing the various options on the Rx.  The more 
information you provide the better we can meet the 
expectations you & your patients. 

     A highlighted addition to the Rx is the diagnostic 
wax-up section … for multiple-unit anterior cases, 
we recommend the use of diagnostic wax-ups 
before prepping the case.  This is a useful tool in 
getting the shape and length modified before the 
final restoration is processed.  Sending the case for 
wax-up will also make your prep appointments 
more efficient, as we can provide you with a prep 
guide as well as a temporary matrix that you can fill 
with temporary material to create fast, accurate 
temporaries.  Creating the temporaries based on the 
wax-up will allow the patient to verify the shape 
and feel of the restorations in his/her mouth, thus 

significantly reducing the need for adjustments 
or remakes later on.  (If any adjustments were 
made to the temporaries, please take an 
impression of them to send with the case.) 

     Another addition to the prescription is 
the utilization of our anterior 
characterization guide.  It allows for quick 
communication of translucency, texture and 
incisal shape. Along with a detailed Rx, we 
recommend sending several photos and a 
stick-bite (to verify the location of the midline 
and occlusal plane).  To download the 
prescription, characterization guide, and a list 
of what we need for cosmetic cases, please 
visit our website, www.cadl.net/ onlinerx.html. 

     We hope you will find our prescriptions to 
be helpful and ultimately provide you with 
better restorations. Feel free to contact us if 
you have any suggestions. 
We welcome your 
feedback. 
 
Have a 
fantastic Spring!   

Some Reasons to try All-Ceramic ... 

• In terms of aesthetics & biocompatibility, ceramics are the 
materials of choice.  They enable invisible transition of the 
restoration margin into the dental tissues. 

• Zirconia restorations allow you to have the aesthetics of all-
ceramic and the strength of metal. Vident is so confident in the 
material that they ensure a 10 year warranty. Today’s gold 
prices have made zirconia-based restorations very appealing.  

• The low fracture resistance of Empress can be clinically 
compensated for by adhesive bonding to tooth structure, 
especially when bonding to enamel. 



100 Practical Ideas for Excellence & Efficiency by Valerie Penrod, Vice President & Co-Owner  

“Be faithful in small things because it is in them that 
your strength lies.”      ~Mother Theresa  
 
 

    We have just completed the first quarter and clients are 
raving about their results. 
 

    What are the defining characteristics of those teams that are 
doing well in a troublesome economic market; consistently 
executing the basics, staying connected with the patient, and 
moving forward as a team.  Polished teams measure results on 
these very elements so that adjustments can be made quickly to 
ensure growth. 
 

    About the basics- how does a team know if there is excellent 
execution?  This is quickly assessed by surveying each team 
member, did you have everything you needed today to take care 
of each patient exceptionally- was every instrument, material 
and/or supply present when you needed it, were all the charts 
and paperwork ready, was the morning huddle complete and 
valuable, did we have all of the necessary documentation 
available at each step, etc.  Each staff member should be able 

     Earlier this year Dr. James Cope & 
his wife Kimberly opened up their 
lovely El Dorado Hills office and 
shared  many exceptional tips on 
running a dental practice.   
     When Dr. Cope titled this course 
100 Practical Ideas, he really meant 
it!  Finding & keeping quality 
employees is the #1 problem in the 
dental industry.  Dr. Cope’s “practical 
ideas” on this subject are to ask your 
employees to refer new team members 
and post job openings on Craig’s List.  
Another idea- delegate to your staff 
tasks that they enjoy and do best. 
  

DR. COPE PREFERS ... 
�� Layered porcelain crowns to the 
fully scanned Cerec restorations. The 

to say, this was an excellent day, we did a great job 
for each patient, all of the details were complete, we 
took care of people on time, we connected with 
each patient and our patients rated our service as 
excellent. 
 

     Shifting into the second element- being responsible 
for producing outstanding results by staying connected 
with each patient.  Survey your patients daily.  There 
are many outstanding tools to use today to receive 
prompt feedback from your patients.  See Creative 
Arts’ web site for sources, www.cadl.net.  Amazing 
patient service is performed by a complete, functioning team. 
 

     The final element for success- an integrated, smooth team that moves 
together throughout the day.  A team where communication flows and each 
member can anticipate and deliver what is needed and wanted.  When a team 
measures all three fundamental elements, changes can be made quickly and 
skillfully.  It is truly satisfying to work with a team of people that count on 
each other and make life better for each other and the patients.  It is in doing 
the small things well that satisfaction, growth, and success are sustained. 

latter often require more tooth structure 
to be sacrificed and they don’t wear as 
well against the other teeth. 
�� Breath Right strips to sleep apnea 

devices.  If you make a sleep apnea 
device and it alters the patient’s 

occlusion, then the dentist is on the 
hook. 
�� Giving patients a small disposable 
chap stick to keep their lips from 
cracking. 
�� Placing a Breath Right strip on the 
nose of a “gagger”.  It’s very helpful. 
 

OFFICE MANAGEMENT TIPS 
from Kimberly Cope ... 
�� Make sure your “hold message” 
mentions all the things your office has 
to offer. 
�� Send Welcome packets and highlight 
your cancellation policy* 
�� Stagger lunch hours so someone is 
answering the phone during lunch since 
that is when a lot of patients call. 
�� Bill Delta your standard fees.  It is 

�� Relationships matter 
most in life. 

 

�� Try to do a little 
more. 

�� Only you can make 
you happy. 

 

�� When you are nice 
to people you get it 
all  back & then 
some. 

 

�� You have the 
opportunity to be a 
powerful influence 
on the lives of other 
people, no matter 
your position in life. 

 
 

~The Richest Man in 
Town, by V. J. Smith 

      Valerie attended Center High School’s career day & went as part of the dental team with 
Tracey Cook, DDS & her assistant Becca at Interkum High School’s career day.  By speaking in classrooms & attending 
career days the SDDS hopes to encourage students to consider careers in the dental field.   

(At least one word is purposely misspelled in the newsletter, let us know which one and we’ll send you a gift) 

Valerie , Dr. Cook, & Becca 
at Interkum High School 

good for patients to see the FULL fee and 
then see the discount.  (Dr. Cope’s office 
uses  SOFTDENT) 
�� Make things easy and convenient for 
your patients with referral sheets. Patients 
can choose between several good 
providers (eg. periodontists).  Include 
maps to their offices, phone numbers, etc. 
�� The ADA’s binder of Associates is full 
of helpful information. 
 

      Kimberly & Dr. Cope believe in 
helping others in the profession simplify 
their jobs.  Not only was their course 
great, they included lunch & dessert in 
their fee, along with giving at least 100 
samples of their favorite items! For 
move information about their office, 
visit www.eldoradohillsdental.com. 

 

* To request a copy of their excellent 
cancellation policy, referral forms, or any other 
information from the course  call 916.929.4464 
or email valeriep@cadl.net.  Dr. Cope & 
Kimberly have given us permission to share 
their information. 

James Cope, DDS  Kimberly Cope, RN,RDA 

Assure Growth— Master the Details  
          By Melinda Heryford, Practice Management Consultant 

Valerie at  
Center High School 


