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NeoScan 1000
Designed for � exibility, this 
open-architecture intraoral 
scanner is lightweight for 
comfortable use and easily 
moves between operatories.

ORASCOPTIC

Dragonfl y
Customizable with different 
magni� cations, lens 
shapes, and frame colors, 
these loupes stand out 
with an integrated, wireless  
headlight.

MIDMARK

Extraoral Imaging 
System (EOIS) 3D
This new CBCT system is 
designed to make capturing 
3D images intuitive for general 
dentistry practitioners.

DENTAL SPECIALTIES Going Back 
in Time: Implant Origin Stories

DENTAL TECHNOLOGY Linking In: The 
Internet of Things in the Dental Practice

EQUIPMENT & SUPPLIES
Sterilizer Testing 101

DENTAL SPECIALTIES

NEW DENTAL PRODUCTS

With so many options 
available, fi nding 
your fi t in this bustling 
area of dentistry 
is easier said than 
done these days.

DENTAL SPECIALTIES

With so many options 
available, fi nding 
your fi t in this bustling 

STRAIGHTENING OUT 
THE CROWDED WORLD OF
CLEAR ALIGNERS 

Schedule a demo today and learn more at iTero.com

Stronger capabilities. 
Greater productivity.
•   Reimagined visualization

•   Powerful new capabilities 

•   3D models, intraoral images, and aids in caries detection—
all in one scan to maximize the productivity of your digital workflow*

your vision powerfully, seamlessly, immediately

 *Caries detection and iTeroTM Near Infra-Red Imaging (NIRI) is only available on the iTero ElementTM 5D imaging system and the iTero ElementTM 5D Plus Series.
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The iTero Element
TM

 family of scanners 

iTero ElementTM 5D Plus Series 

The latest innovation
A powerhouse of capabilities—designed to improve the practice and 
patient experience with state-of-the-art computing power, elegant 
design and ergonomics. The iTero Element 5D Plus Series takes your 
practice to the next level by enhancing digital adoption, productivity 
and the patient experience.

iTero Element platform

Proven performance
The iTero Element platform sets the bar for accurate, fast and convenient 
scanning and offers the treatment planning tools of the AlignTM Digital 
Platform. Enhanced chairside communication with patients, vibrant visual 
imagery and powerful digital tools are available with iTero Element scanners.

iTero ElementTM 2 
intraoral scanner

iTero Element 5D
imaging system

iTero Element 5D Plus 
imaging system in
mobile configuration

iTero Element 5D Plus
imaging system in
cart configuration

Start your digital journey. 
Put your practice’s digital goals within reach with 
the iTero ElementTM Foundation and iTero ElementTM

Flex Foundation Certified Pre-Owned intraoral scanners.*

Digitizing your restorative workflow has never been easier 
and more affordable! Leverage digital workflows that can 
add practice efficiency and case predictability, with open 
scan files and chairside milling capabilities. 

Flex Foundation Certified Pre-Owned intraoral scanners.*

Digitizing your restorative workflow has never been easier 

iTero Element platform

iTero Element 5D

Scan to learn more. 

© 2022 Align Technology, Inc. All Rights Reserved. Invisalign®, iTeroTM , iTero ElementTM , the iTero logo, among others, are trademarks and/or service marks of 
Align Technology, Inc. or one of its subsidiaries or affiliated companies and may be registered in the U.S. and/or other countries.  |  MKT-0005623 Rev B

certified
pre-owned

*Certified Pre-Owned (CPO) scanners are original equipment manufacturer certified refurbished units and are not 
available for sale in Canada or U.S. territories. They may not be offered in all regions and are subject to availability. 
CPO units have Restorative Foundation software and do not include Invisalign® workflow connectivity.

Following initial three-year service plan, additional charges will apply for remote support connection and repairs 
for customers not on a service plan. Additional charges may apply for software upgrades and cloud storage for 
customers, not on a service plan. There is no commitment to move to a service plan after 3 years, but customers 
have an option to purchase a service plan after initial term. 
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RELY ON US FOR BUSINESS, CLINICAL, TECHNOLOGY, AND SUPPLY CHAIN SOLUTIONS

September 25–

December 31

2022

22DS1800

SAVE AN 
ADDITIONAL 15%
on Select Handpieces + 

Special Offers

SEE BACK COVER FOR MORE OFFERS ON HENRY SCHEIN BRAND HANDPIECES!

USE PROMO CODE

KRF

See page 77

SAVE SAVE $$200200200SAVE $200

See page 10

BUY 2BUY 2BUY 2
of the Same,
of the Same,of the Same, GET 1GET 1GET 1GET 1

ACCLEAN™ 
Ultrasonic Scaler

ACCLEAN™ 
Hygiene Handpiece 2

NEW!

NEW!

22DS1800p01_Covers with NEW.indd   1

22DS1800p01_Covers with NEW.indd   1

8/29/22   11:57 AM
8/29/22   11:57 AM

*To qualify for a trade-in o!er, send in any handpiece, along 
with your Henry Schein invoice dated 9/25/22–12/31/22, to 
Henry Schein,

Attn.: Handpiece Trade-In O!er, 
137 Commerical Street, Suite 300, 
Plainview, NY 11803.
Limit 1 handpiece trade-in per 
qualifying handpiece purchase. 
Handpiece and invoices must 
be recieved by 1/16/23. Credit 
will be applied to your account 
for each qualifying trade-in.

EXCLUSIVE HANDPIECE 
TRADE-IN OFFER!

Henry Schein offers the largest selection of 
handpieces and small equipment available

in the industry. We carry all of the styles and shapes
you need, from leading manufacturers as well as

our very own “Satisfaction Guaranteed”
line of Henry Schein Brand products. 

Trade in your old handpieces, 
get a $100 Credit on your 
new handpiece purchase.*

Simply send in your old handpiece
(any brand) with a copy of your

Henry Schein invoice
showing your qualifying 

NEW handpiece purchase.

PARTICIPATING BRANDS

Scan to view our 
Handpiece & Small 
Equipment Flyer

A-dec 

Bien Air

 Dentsply
Sirona

KaVo

Morita

NSK

Premier
Dental

StarDental

Vista Apex

W&H

Young

Supplies  |  Equipment  |  Practice Management Systems  |  Digital Technology  |  Technical Service  |  Practice Services

For more information and to order, contact your
Henry Schein Sales Consultant or visit:
www.henryscheindental.com/handpieceflyer

22DM5200 DPR ad_OCT.indd   122DM5200 DPR ad_OCT.indd   1 9/20/22   11:02 AM9/20/22   11:02 AM

Interested?  Circle Product Card No. 1



Limit 1 sample per doctor. While supplies last. Offer valid unnl 11/30/22 in US and Canada only. Must not have sampled OMNICHROMA Flow before. 
For evaluanon purposes only. Parncipanng doctors or dennsts are obligated to properly report and reflect any bonus product, rewards, rebates, 
discounts or other benefit they receive on their submissions to Medicare, Medicaid, state or federally funded healthcare program and/or private 
insurance. Please allow 4-6 weeks for delivery of sample.

Use Promo Code: OFDPR5

offers.tokuyama-us.com/ofdpr5

Unprecedented shade matching 
High polishability
High stain resistance
Flexural and compressive strength 
suitable for a wide range of indications
Low wear and abrasion
Low polymerizLow polymerization shrinkage

All cases of direct anterior and posterior restorations
Cavity base or liner
Repair of porcelain/composite

One-Shade Flowable Composite

Interested?  Circle Product Card No. 2
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Cover Products and other EDITOR’S CHOICE products throughout 
this issue are chosen based on innovation or their perceived 

impact on improving patient care and practice ef!ciency.

ON THE 

COVERPRODUCTS33

NeoScan 1000
This easy-to-use, accurate, compact, and 
lightweight intraoral scanner provides a 
!exible work!ow with open "les, making the 
output easy to share among the dental team. 
With an easy USB cable connection and full 
touch-screen support, the NeoScan 1000 is 
easily shared between operatories. There is 
no need for another power supply. 

What makes this scanner different
Weighing just 198 g, this scanner will not 
cause discomfort even when held for a long 
period of time. The scanner achieves a 16 by 
14-mm high-de!nition !eld of view. Its true-
color images make it easier for clinicians to 
distinguish tooth structure and soft tissues so 
that margin lines and undercut areas can be 
easily identi!ed. With a motion capture fea-
ture and buttons on the handpiece, clinicians 
can complete the entire process of scanning, 
optimizing, and exporting without touching 
the computer.

Neoss Group
866-626-3677  
neoss.com/neoscan1000
CIRCLE RS #04

Midmark Extraoral 
Imaging System
Midmark has announced the release of its 
latest product line, the Midmark Extraoral 
Imaging System (EOIS). This system includes 
2D panoramic and 3D CBCT imaging x-ray 
devices with cephalometric add-on options. 
EOIS is designed to make things simpler for 
clinicians in their capturing of panoramic and 
CBCT imaging with its controls and software.

What sets this imaging system apart
The system is intuitive, allowing for easy 
adoption in dental practices. EOIS is easily 
updatable from the 2D panoramic unit to the 
3D CBCT technology, according to the man-
ufacturer. The Cephalometric Extension is 
available for both the 2D and 3D units. Other 
features of EOIS include its relatively small 
unit size, making it suitable for any size dental 
practice, as well as its high image quality. 
Midmark will also offer professional training 
and support to ensure installation and use are 
optimized to suit the practice’s needs. 

Midmark
844-856-1235  
midmark.com
CIRCLE RS #03

Dragonfly™ 
Dragon!y is a powered loupe with a wireless 
headlight fully integrated into the eyewear 
frame. It is designed to seamlessly combine 
Orascoptic’s industry-leading optics and 
award-winning headlight into a single, light-
weight product. All electronics and batteries 
are completely contained within the custom-
built frame itself, so there are no visible wires 
or cables. 

What makes these loupes a clear choice
Clinicians can customize their Dragon"y with 
multiple magni!cation powers, different 
carrier lens shapes, and a variety of stunning 
colors. Every Dragon"y employs Orascoptic’s 
TruColor™ headlight technology, which 
ranks among the highest LED color-rendering 
accuracy in the industry. An innovative coun-
ter-balance design affords all-day comfort by 
minimizing pressure on the user’s nose bridge, 
reducing weight on the nose by up to 30%.

Orascoptic
800-369-3698  
orascoptic.com
CIRCLE RS #05

Vol. 56  No. 10 Dental Products Report ® (Print ISSN# 0011-8737, Digital ISSN# 2150-640X), is published monthly by MultiMedia Healthcare LLC  2 Clarke Drive, Suite 100 Cranbury, NJ 08512. One-year subscription rates:  $170 in the United States & Possessions; $193 in Canada and Mexico; all other countries $312. 
Single copies (prepaid only) $24 in the United States; $35 in Canada and Mexico; all other countries $35. Include $6 per copy for U.S. postage and handling. Periodicals postage paid at Trenton, NJ 08650 and additional mailing of"ces. Postmaster, please send address changes to: Dental Products Report ®,  
PO Box 457, Cranbury NJ 08512-0457. Canadian GST number R-124213133RT001, PUBLICATIONS MAIL AGREEMENT NO. 40612608, Return Undeliverable Canadian Addresses to: IMEX Global Solutions, P. O. Box 25542, London, ON N6C 6B2, CANADA. Printed in the U.S.A. Subscription inquiries/address 
changes: toll-free 888-527-7008, or dial direct 218-740-6477.
© 2022 MultiMedia Dental LLC. All rights reserved. No part of this publication may be reproduced or transmitted in any form or by any means, electronic or mechanical including by photocopy, recording, or information storage and retrieval without permission in writing from the publisher. Authorization to photocopy items 
for internal/educational or personal use, or the internal/educational or personal use of speci"c clients is granted by MJH Life Sciences® for libraries and other users registered with the Copyright Clearance Center, 222 Rosewood Dr. Danvers, MA 01923, 978-750-8400 fax 978-646-8700 or visit http://www.copyright.
com online. For uses beyond those listed above, please direct your written request to Permission Dept. email: etemple-morris@mmhgroup.com.
MJH Life Sciences® provides certain customer contact data (such as customers’ names, addresses, phone numbers, and e-mail addresses) to third parties who wish to promote relevant products, services, and other opportunities that may be of interest to you. If you do not want MJH Life Sciences® to make your contact 
information available to third parties for marketing purposes, simply call toll-free 866-529-2922 between the hours of 7:30 a.m. and 5 p.m. CST and a customer service representative will assist you in removing your name from MJH Life Sciences® lists. Outside the U.S., please phone 218-740-6477. 
Dental Products Report ® does not verify any claims or other information appearing in any of the advertisements contained in the publication, and cannot take responsibility for any losses or other damages incurred by readers in reliance of such content.
Dental Products Report ® cannot be held responsible for the safekeeping or return of unsolicited articles, manuscripts, photographs, illustrations or other materials.
To subscribe, call toll-free 888-527-7008. Outside the U.S. call 218-740-6477.



75% OFF
Option 1: Join the club for less than $500
Option 2: Traditional purchase under $5,000

Lifetime warranty and support INCLUDED

 
New customer offer for f irst sensor

JAZZ
CLUB

Sale ends 11/30/2022

Latest CMOS technology,
made in the U.S.A
www.jazzimaging.com

The perfect replacement sensor

(408) 539-0639

Interested?  Circle Product Card No. 6
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DENTAL TECHNOLOGY

TECHNOLOGY EVANGELIST

24 The Cloud, IoT, and Me…Who’s 
Watching the Store?
Cloud-based software is the way of the future 
for dental practices, but what implications 
does that have on the evolution of technology 
in the industry? by John Flucke, DDS

CONNECTED TECHNOLOGY

26 Linking In: The Internet of Things in the 
Dental Practice
Communication is key when it comes to 
best practices in the dental of! ce. From the 
maintenance room to the operatory, the Internet of 
Things enables communication which will improve 
the dental practice by leveraging cloud technology.

DEEP DIVE

32 An Emotionally Intelligent Robot 
Recognizes Emotions, Comforts Kids
This robot uses of AI tools to respond to 
emotional cues and facial expressions. by 
Mineh Badmagharian, OTD, OTR/L

5WS*

34 K2 Mobile Wireless Soft Tissue Diode 
Laser
This diode laser for soft tissue procedures 
features an adjustable ! ber length system 
with the longest ! ber optics available.

36 Zeeno Robot
Zeeno is a practice robot that can interact 
with patients and staff, saving you time and 
creating a unique experience for patients.

38 Videa Assist  
With a caries detection algorithm powered by 
arti! cial intelligence, featuring a unique and 
diverse coalition of data, VideaHealth’s new 
solution can help both patients and clinicians.

DENTISTRY TOMORROW

40 Dental Technology Advances Bring 
Music to Our Ears
Roland DGA extends its manufacturing excellence 
to the practitioner’s of! ce with DGSHAPE 
open architecture clinical CAD/CAM milling 
solutions. by Lou Shuman, DMD, CAGS

DENTAL SPECIALTIES
5WS*

52 Quicr Quantum Implant Cementer
Enhance implant outcomes with this tool 
for cementing implant parts together with 
precision, quality, and predictability.

IMPLANTS

54 Going Back in Time: Implant Origin 
Stories
Clinicians share stories of their early days working 
with implant cases and what’s changed since, and 
where they think the future of implants may be going.  

40

DENTAL EQUIPMENT & SUPPLIES

INFECTION CONTROL

58 Sterilizer Testing 101
Why (and how) your dental practice 
needs to be conducting regular tests to 
ensure the ef! cacy of your sterilizer.

5WS*

62 Restorative Abrasive and Polishing Kits
Shofu offers clinicians a stress-free selection of 
polishers and abrasives for any restorative material. 

64 Teeth Whitening Trays
BURST’s newest whitening product is 
designed for sensitive teeth and molds to 
teeth to brighten hard-to-reach areas.

NEW DENTAL PRODUCTS

14 The newest launches from the industry

RESTORATIVE DENTISTRY

DEEP DIVE

20 Blood, Time and Money – 
Stop the Hemorrhaging
VOCO Retraction Paste controls restorative 
procedures with no added hassle for the 
clinician. by Gary M. Radz, DDS

CLOSER LOOK

22 Prepare Yourself for Better Bonds, 
Outcomes 
Why one clinician uses Hemaseal & Cide 
Desensitizer every day and believes 
other clinicians should follow suit.

 10 Publisher’s Note

 12 Editorial Advisory Board

 13 Medical World News®

20

32



“This is the best financing 
tool we’ve seen come to the 
market. None have compared 
to Sunbit’s simplicity, speed, 
and overall experience for the 
patient and staff.”

Dr. David Ting
Founder 

BDG Dental

Smile Now,
Pay-over-time.

Visit sunbit.com/dental for more information.

See why over 600 dental offices are 
signing up with Sunbit each month.

Stress-free financing that  
approves more of your patients.

Loans are made by TAB Bank.

85%
get approved

Over

Interested?  Circle Product Card No. 7



BEST PRACTICES

ROUNDUP

66 Head in the Cloud
Rounding up some of the cloud-based software 
solutions making waves in the dental industry today.

DEEP DIVE

70 Financing That’s Good for the Patient 
and Practice
Sunbit can offer more patients ! nancing 
for their dental treatment by using arti! cial 
intelligence and machine learning technology.

72 Master the Secret Weapon of SEO to 
Attract New Patients
A good search engine optimization strategy 
can bring in new patients, new business, and 
new pro! tability for the dental practice.

CLOSER LOOK

74 A Game-changing Patient Financing 
Solution 
How CareCredit helped one practice 
expand its community reach while 
improving its accounts receivable.

5WS*

76 vTail App
This new mobile app gives clinicians immediate access 
to product information, education, and support.

NEXT MONTH: Immediate Impact: How your dental practice can ! nd success and change patients’ 
lives with immediate load implant procedures. Plus a look at how today’s open-architecture 
solutions allow practices to build CAD/CAM systems customized to meet their speci! c needs.

DATA MANAGEMENT

78 Secure Your Dental Practice With 
Data Backup Knowledge
Keep your data safe by knowing exactly 
what type of backup your systems need and 
how often to do it. by Lorne Lavine, DMD

THE LIST

82 5 Common HIPAA Violations and 
How to Avoid Them

For more content online...
Don’t miss online features covering the latest 
digital technologies for the hygiene operatory, 
making automation a strength in your practice, 
and a look at how a breakthrough innovation goes 
from one dentist solving a problem to a mass-
produced item helping other dental professionals 
solve the same issue. 

Using your smartphone camera, 
hover over the QR code to scan.

Subscribe to our 
newsletters for practical 

tips and valuable resources.

70

TM

Apical Negative Pressure Irrigation
and Activation System  

Introducing

Pac-Dent iVac™ irrigation system provides the synergistic 
e!ect of negative pressure, continuous irrigation, and 
ultrasonic activation in one easy-to-use device.

Scan QR Code 
to Learn More

www.pac-dent.comPac-Dent

iVac tips are available
in two sizes: .35 and .50 iVac Intro Kit

Irrigation Port
Piezo Handpiece
Aspiration Tube1

2

3

1

2

3

Interested?  Circle Product Card No. 8



Restore your love for
Class II procedures with

Dentsply Sirona.

Now you can simplify any Class ll
restoration and make them easy to love.

The Dentsply Sirona Class II approach features
products and techniques that work seamlessly to
address your most common challenges like contact 
creation and postoperative sensitivity—so you can 
complete your restorations with ease.

Visit www.dentsplysirona.com/class-II-solution. 

©2022 Dentsply Sirona Inc. All rights reserved. ML452060A (8-9-22)

Enhance®Palodent® TPH
 Spectra® ST

SDR® 
flow+

Prime&Bond
 elect®

SmartLite®
Pro

Interested?  Circle Product Card No. 9



PUBLISHER’S NOTE

FINDING OUR OWN PATHS 
THROUGH THE CROWDS
DENTISTRY CALLS FOR CON-
STANT BALANCING of micro and 
macro concerns. Each patient 
may require a unique clinical 
solution focusing on minute 
details speci!c to that case. 
Of course, running a practice 
requires emphasis on the big 
picture, with an almost limitless 
variety of products and services 
from which to choose.

These micro and macro areas 
of focus are key, and often are 
related. Managing top priorities, 
watching trends, and !nding 
common threads are important, 
especially in a rapidly evolving 
industry like dentistry. New tech-
nologies and deeper understand-
ing of oral biology are changing 
how dental care can be provided. 
To give patients the best possible 
care, it is important to be aware 
of new industry developments.

This focus on the big picture 
often can help solve problems 
only discovered at the micro 
level. For clinicians seeing a 
unique situation in each patient, 
there is always the possibility of 
encountering a new challenge to 
be solved. Although something 
!tting that patient’s speci!c need 
may already exist, you might not 
notice it until the need arises.

This is likely because at the 
macro level, dentistry must feel 
quite crowded. Dental Products 
Report® (DPR) is one of numer-
ous magazines your practice 
receives each month. Beyond 
print, there are even more online 
media outlets providing news and 
education to dental professionals. 
There are dental podcasts, online 
forums and social media groups, 
education centers and study clubs, 

and myriad other ways in which 
dental industry professionals 
share information and connect. 

Dental professionals must 
focus on the micro messages 
within the industry. Whether 
by selecting a few trusted voices 
and tuning out others, or keeping 
an ear open to everything and 
diving in when something strikes 
a chord, everyone must !nd a 
way to sort through the crowd 

noise. There is no 1 right path 
for everyone to follow, but each 
professional has a path that is 
correct for them.

Here at DPR we strive to 
provide a voice that can help cli-
nicians !nd their own path. Our 
wide-ranging approach to cover-
ing products that can be used in 
a dental practice or a patient’s 
home care routine aims to distill 
these macro concepts and indus-
try trends down to an individual 
level, where a path forward is 
clear whenever a concept rings 
true for a reader.

No space in the industry seems 
as crowded with possibilities as 
clear aligners. Although Invis-
align pioneered this popular 
orthodontic approach, today 
there is a seemingly endless list 
of companies providing general 
dentists and orthodontists with 
ways to bring clear aligner 
treatments to patients. A clini-
cian now must choose not only 
whether to offer this service, 
but how deeply involved to be in 
treatment design and even the 
fabrication of aligners.

With so many decisions, it can be 
dif!cult to know where to begin. 
We hope this month’s cover story 
“Straightening Out the Crowded 
World of Clear Aligners” (page 
44) can help you to sort things 
out, as we unpack the numerous 
approaches to clear aligners and 
how each can !t into different clini-
cal strategies. Check out this pic-
ture of what today’s opportunities 
look like and where clear aligner 
therapy may go in the future.

Helping dental professionals 
bring macro ideas to their micro-
level clinical care is crucial. We 
greatly appreciate your spending 
time with our publication, and 
always look forward to feedback 
on how we can improve.

Thank you for letting us be part 
of your world. Let us know what 
more we can do, and how what we 
are doing now could be better. 

[ Mike Hennessy Jr ]
Mike Hennessy Jr is president and CEO of 
Dental Product Report®’s parent company, 
MJH Life Sciences®.

DPR’s Reader Service Card 
As the go-to product resource for the dental industry, 
the team at Dental Products Report® wants to make it 
as easy as possible for you to get the information you 
need about new products. In each issue you’ll !nd the 
free reader service card with numbers that correspond 
to advertisements. Throughout the issue, you’ll also 
!nd numbers with each of the products that appear as 
editorial in every issue of DPR.

We want to make it easy for you to get what you’re 
looking for — on your terms. You can !ll out the product 
card to receive information on speci!c dental products, 
and you can also visit dentalproductsreport.com or the 
manufacturers’ websites for additional information. 

25115 Country Club Blvd.  
North Olmsted, Ohio 44070 
312-259-1200 | nlevine@mjhlifesciences.com
d e n ta l p r o d u c t s r e p o r t .c o m

[ Our Mission Statement ]
Dental Products Report ®—known for its trusted new product information—delivers a complete picture and in-depth 
coverage of the innovations transforming dentistry for patients and enhancing clinical and dental practice success. Dental 
Products Report ® helps dental professionals understand the available dental products and how to select the best options 
for their practices and patients. We are committed to asking the right questions and delivering unbiased, quality content.  
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Circulation Director Jonathan Severn

Questions or comments?       NLevine@mjhlifesciences.com       

U.S. and Canadian subscribers: 888-527-7008 
All others, please call: 218-740-9477
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Noah Levine  nlevine@mjhlifesciences.com
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     For clinicians 
seeing a unique 
situation in each 
patient, there 
is always the 
possibility of 
encountering a 
new challenge 
to be solved.”



Effortlessly mill the crowns you want when you want:

•  Mill fully sintered BruxZir® crowns and bridges with no oven time 
required — just polish and cement, and you’re done.

•  Let MarginAI™ and CrownAI™ do the design work for you so you 
can spend your time with your patients.

•  You’re connected directly to Glidewell for training and support at 
any time.

•  Love your scanner? Great — glidewell.io is an open system and 
works with your preferred scanning system.

We’ll show you how easy same-visit 
crowns should be! Scan the code to 
learn more about glidewell.io.

Contact us for current promotional trade-in offers 
and payment plans. Packages that include an 

intraoral scanner are also available.

www.glidewell.io  |  888-683-2063

MKT-013223_1 GD-3028006-100122

Pair your intraoral scanner 
with glidewell.io for only 

$49,995

! Drs. Andy and Natalie Droel  |  St. Paul, MN 
Graduates of the University of Minnesota School of Dentistry 
Drs. Droel have been glidewell.io users since 2021.

We delayed acquiring glidewell.io™ because we thought 
that learning and implementing the system would be a 
long, difficult process. Turns out we were very wrong. 
After our first five units we realized how easy it is, and 
we had the confidence to make virtually every crown a 
same-day delivery. It is a remarkably quick process.

GLIDEWELL.IO™: THE USER-FRIENDLY 
PATH TO SAME-VISIT CROWNS

Interested?  Circle Product Card No. 10



Questions or comments? NLevine@mjhlifesciences.com

What internet-connected technology has changed your professional life the most, 
and what is that change?

TODD SNYDER, DDS:  “Weave connects to the internet so we can interact with patients via phone, 
email, text. We can collect balances via the internet using payment features on Weave. We can 
schedule appointments via the internet automatically for patients. We have bots that can answer 
simple questions on webpages. We have advertising and tracking abilities with our website, and it is 
probably one of the biggest game changers for targeting clients and retargeting potential clients. We 
have lots of data analytics we can monitor to track ! nancials as well as patients on the internet.…Many 
modern practice management softwares are now on the internet; we don’t use them, but I am sure 
those are nice for some of! ces.” 

JOHN FLUCKE, DDS  “My answer to the question is ‘communication.’ I’ve been doing dentistry for 
quite a while now.  When I started, the profession was isolated. You joined local organizations or study 
clubs because you had no way of keeping current or even being able to share with your peers. In the 
late 1990s, we saw the birth of the “listserv,” where you could register your email address to receive 
emails from discussion groups that were talking shop. I happened to come across one called ‘The 
Internet Dental Forum.’ They were just getting started, and I was about the 40th person to join. Sud-
denly I had colleagues to communicate with! It eventually grew to well over 1000 dentists from around 
the globe. Being able to discuss cases or problems or successes became intrinsic to how I practiced.” 

JOHN FLUCKE, DDS
John Flucke, DDS, is in private practice in 
Lee’s Summit, Missouri. He also serves as 
chief clinical editor and technology editor for 
Dental Products Report® and keeps an active 
blog ! lled with thoughts and tidbits on the 

world of technology at blog.denticle.com.

BROOKE BLICHER, DMD
Brooke Blicher, DMD, an endodontist in private 
practice in Vermont, also teaches at Harvard 
School of Dental Medicine and Tufts University 
School of Dental Medicine in Boston, 
Massachusetts. She provides continuing 

education for her dental colleagues via Pulp Non! ction 
Endodontics with her collaborator Rebekah Lucier Pryles, DMD. 

SHANNON PACE BRINKER, CDA
Shannon Pace Brinker, CDA, is a national and 
international speaker and a practicing dental 
assistant for over 30 years. She has published 
more than 200 articles on clinical topics and 
taught thousands of dental assistants. She has 

her own publication for dental assistants From Our Side Of The 
Chair®. She also started the Academy of Chairside Assisting®, 
one of the ! rst online platforms designated for dental assistants.

JASON H. GOODCHILD, DMD
Jason H. Goodchild, DMD, received his dental 
training at the University of Pennsylvania 
School of Dental Medicine in Philadelphia and 
is currently vice president of clinical affairs 
at Premier Dental Products Company. He is 

involved in developing innovative new products and educating 
clinicians to improve clinical practice. He is also an associate 
clinical professor in the Department of Oral and Maxillofacial 
Surgery at Creighton University School of Dentistry.

SARAH JEBREIL, DDS, AAACD
Sarah Jebreil, DDS, AAACD, is a highly 
awarded esthetic dentist practicing in Newport 
Beach, California, and a beauty expert who 
offers a wide range of cosmetic and restorative 
dental procedures to her patients. Her mission 

is to help individuals achieve their true radiance and she is an 
advocate of minimally invasive, natural-looking dentistry.

NATE LAWSON, DMD, PHD
Nate Lawson, DMD, PhD, is director of the 
Division of Biomaterials at the University 
of Alabama (UAB) School of Dentistry in 
Birmingham. His research interests include 
the physical, mechanical, and biologic 

properties of the materials used for restorative dentistry. He 
is also a general dentist at the UAB Faculty Practice.

JEFFREY LINEBERRY, 
DDS, AAACD
Jeffrey Lineberry, DDS, AAACD, is owner 
of the Carolina Center for Comprehensive 
Dentistry in Mooresville, North Carolina. His 
focus is on complex cosmetic and restorative 

dentistry, and temporomandibular joint/disorder (TMJ/TMD) 
care. He spends his time and energy learning, teaching, and 
sharing ideas in the dental ! eld and is an enthusiastic teacher for 
continuing education courses in dentistry. 

REBEKAH LUCIER PRYLES, DMD
Rebekah Lucier Pryles, DMD, shares a clinical 
practice limited to endodontics, Upper Valley 
Endodontics, with Brooke Blicher, DMD, in 
White River Junction, Vermont. She serves 
on the postgraduate endodontics faculty at 

Tufts University School of Dental Medicine and Harvard School 
of Dental Medicine, both in Boston, Massachusetts, and is 
president of the Vermont State Dental Society. She cofounded 
Pulp Non! ction Endodontics with Dr Blicher.

JEFF ROHDE, DDS
Jeff Rohde, DDS, maintains an innovative 
restorative and surgical practice in 
Santa Barbara, California. He graduated 
from UCLA with a bachelor’s degree in 
microbiology and molecular genetics and a 

master’s degree in biochemistry. He continued his studies at 
UCLA School of Dentistry, graduating with numerous awards 
including the Robert D. Wolcott Operative Dentistry Award. In 
2006, Dr Rohde was one of the founders of Dentalcompare.

JENNIFER SANDERS, DMD
Jennifer Sanders, DMD, owns a growing 
dental practice in Frenchtown, Montana. 
She is passionate about learning about 
leadership and creating an outstanding 
team culture .

OCTOBER QUESTION OF THE MONTH

ANKUR GUPTA, DDS
Ankur Gupta, DDS, found his footing in 
dentistry when he made a guinea pig out of his 
of! ce, family, and self, attempting any and all 
personal and professional “experiments” in 
self-improvement. More than a decade later, 

he enjoys excellent new patient numbers and case acceptance. 
Dr Gupta is a 2004 graduate of the University of Michigan School 
of Dentistry. After completing a 1-year general practice residency 
in Cleveland, he started a practice from scratch in 2005.

TODD SNYDER, DDS, FAACD, 
FIADFE, ASDA, ABAD
As a cosmetic dentist, author, international 
lecturer, researcher, and instructor at various 
teaching facilities, Todd Snyder, DDS, has 
been lecturing for over 25 years in the dental 

industry. He provides lectures and hands-on symposiums 
both nationally and abroad numerous times during the year 
to educate his colleagues on proper technique, diagnosis, 
materials, and technology in the dental ! eld. 

RICHARD LIPSCOMB JR, DDS
Richard Lipscomb Jr, DDS, has been 
performing restorative procedures for over 20 
years, and placing mini dental implants since 
2006. He has written articles, conducted 
seminars, and given hands-on training. His 

unique dental experience includes private practice and public 
health services in community health centers. 

EDITORIAL ADVISORYBOARD
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MEDICAL WORLD NEWS BEHIND THE SCIENCE ™

Behind Onsite Surveys
At the recent Association for Professionals in Infection Control and 
Epidemiology (APIC) 2022 Annual Conference, held June 13 to 15, 
2022, in Indianapolis, Indiana, we asked the top experts in infection 
prevention and control for their take on this question: The Joint 
Commission has just arrived for an onsite survey. What are your ! rst steps, 
and what do you wish you had already done or prepared?

TO WATCH, VISIT bit.ly/OSSurv  

MEDICAL WORLD NEWS DEEP DIVE ™

Deep Dive Into Monkeypox
Ambassador Deborah Birx, MD, is a world-renowned medical expert and 
leader whose long career has focused on clinical and basic immunology, 
infectious disease, pandemic preparedness, vaccine research, and global 
health. Birx served the United States as an Army colonel and later, 
running some of the most high-pro! le and in" uential programs at the US 
Centers for Disease Control and Prevention and US Department of State.

TO WATCH, VISIT bit.ly/MonPo 

WELLBEING CHECKUP ™

Burnout vs Happiness
Burnout has been a topic discussed at length over the past couple of 
years. However, what some might feel is burnout might actually be 
unhappiness within the medical ! eld.  Rebekah Bernard, MD, talks about 
the differences between professional burnout and the lack of satisfaction 
by physicians in their practice. She also discusses self-care strategies 
to help physicians avoid the former and help them maintain the latter to 
want to stay within their ! eld.

TO WATCH, VISIT bit.ly/BurnHap 

Medical World News® is a ! rst-of-its-kind 24-hour online program for health care 
professionals, by health care professionals. The site provides video editorial content on 
a variety of cutting-edge topics delivered on demand for all health care stakeholders, 
offering the latest news and information in an easily digestible, one-stop-shop format.
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[ ULTRASONIC SCALER ]

TurboSensor®+ 
Built around a new IntelliSense™ processor, the TurboSensor+  Ultrasonic Scaler 
ensures top-level, consistent performance with all market-leading 30K inserts. It 
features a detachable, autoclavable 30K handpiece for enhanced reprocessing, 
cleanliness, and disinfection. The TurboSensor+ also includes a new tap-on purge 
mode for waterline cleansing, a new priming mode for preparing the handpiece to 
begin scaling with the ! rst compression of the foot pedal, a streamlined setup with 
easy-to-assemble and easy-to-position components, and a superior water " ow system 
for improved aerosol management. The TurboSensor+ is available in a variety of colors 
including, pearl, midnight blue, tangerine, lilac, and electric blue.

Parkell
800-243-7446   |  parkell.com
CIRCLE RS #11

[ DRY MOUTH RELIEF ]

Allday® Dry Mouth Gel
Allday Dry Mouth Gel is designed to combat dry mouth with a patented formula that 
includes a mucoadhesive hydrogel, which works with xylitol to relieve dry mouth. 
The gel is manufactured to a neutral pH level of approximately 7 and is saturated 
with 44% xylitol. Its unique hydrogel holds xylitol in the mouth for an extended 
period, prolonging its bacteriostatic bene! ts. It’s estimated that 25% of patients 
suffer from dry mouth. A dry mouth solution may help keep these patients from 
experiencing pain and discomfort while also providing protection from caries.

Elevate Oral Care
877-620-1487  |  elevateoralcare.com
CIRCLE RS #13

[ CLEAR ALIGNER SYSTEM] ]

SimplyClear™

SimplyClear is the newest addition to orthobrain®’s total solution for orthodontic growth, 
combining high-quality clear aligners with a support model that drives successful 
orthodontic programs and long-term revenue growth. Using advanced, " exible material, 
SimplyClear offers a comfortable patient experience while maintaining the strength 
needed for optimal clinical results. The system increases pro! tability by managing 
orthodontic cases in-house and reduces time spent chairside, resulting in increased 
production through its case management service. Additionally, SimplyClear costs 30% 
less than competing clear aligner systems.

orthobrain
888-330-0790   |  orthobrain.com
CIRCLE RS #12

[ SPECIALTY SOFTWARE ]

Stream Dental
Complete Specialty Solutions has announced the commercial launch of its software 
platform Stream Dental. This software is designed to manage and maintain in-house 
specialty services. Stream Dental has a variety of features to assist with in-house spe-
cialty planning. These include an enhanced referral capture with customer relationship 
management capabilities, specialty-speci! c patient engagement, specialist apps, enter-
prise analytics, risk management and compliance support, and in-house and external 
specialty referral work" ows. These features will all combine to help practices and dental 
service organizations organize their specialty work" ows. 

Complete Specialty Solutions
877-459-3220  |  completespecialty.com
CIRCLE RS #14

The on-demand foot-
controlled Turbo Power 
Boost helps clear heavy 
calculus.

NEW DENTAL PRODUCTS
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ivoclar.com
Making People Smile

VivaScan™

– Compact and intuitive solution[1] for 
your entry into intraoral scanning

– Effortlessly easy integration into 
your practice[1]

– Lightweight and ergonomic design for 
a comfortable scanning experience[1]

An easy way 
to make a great 
impression

In-o!ice demo!
Scan to schedule 
your demo today.
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[ IMPLANT SYSTEM  ]

LOCATOR FIXED™ Full Arch Solution
This addition to the LOCATOR implant system requires no abutment, less bone 
reduction, and less chair time than traditional, screw-retained restorations. 
Clinicians can now provide a !xed full-arch solution that is driven by "exibility with 
the goal of making affordable, permanent teeth accessible. Clinicians can offer 
staged treatment planning—removable overdentures today followed by !xed 
full-arch solutions tomorrow, simply by switching out the LOCATOR inserts and 
housings in the existing prosthesis and fabricating a new prosthesis later. The 
LOCATOR FIXED is designed to address the challenge of tooth loss and make full-
arch !xed dentistry more attainable for patients. 

Zest Dental Solutions
888-914-1437  |  zestdent.com
CIRCLE RS #15

[ WHITENING RINSE ]

TheraBreath Whitening Fresh Breath Oral Rinse 
TheraBreath Whitening Fresh Breath Oral Rinse is designed to !ght stains in 
3 ways: It attacks discoloration with solubilizers that loosen stains, has natural 
enzymes that work with your saliva to dissolve stains, and contains an oxidizer to 
whiten your teeth. Powerful yet gentle, TheraBreath Whitening Fresh Breath Oral 
Rinse is designed to remove stains that other whitening products miss while also 
forming a protective barrier to prevent future discoloration. It is formulated without 
harsh chemicals such as peroxide, which is commonly found in other whitening 
products and can cause tooth sensitivity and discomfort. 

TheraBreath
800-447-6666  |  therabreath.com
CIRCLE RS #17

[ SURGICAL MANIKIN ]

Surgio
Columbia Dentoform by DENTALEZ®’s new surgical manikin, Surgio, is designed 
to offer dental students the kind of realism that bolsters their accuracy, particularly 
with simulated bone densities. Surgio’s oral cavity has lifelike soft tissue and accu-
rate bone density. Surgio allows dental students and continuing education learners 
to get hands-on experience with placing, tightening, and loosening implants as well 
as restorative work.

DENTALEZ
866-383-4636  |  dentalez.com
CIRCLE RS #16

[ DENTAL INSTRUMENT CLEANER ]

PG 8581 Washer-Disinfector
The PG 8581 Washer-Disinfector is designed for cleaning and disinfecting by using a 
variety of features and programs for infection control. Its variable-speed heater pump 
adjusts the pump speed and wash pressure to facilitate the removal of soiling. Low pres-
sure can also be used to soak all wash items. The unit also utilizes its Vario TD program, 
wherein soiling agents are removed in a low-temperature prewash phase that is nonde-
naturing. Disinfection is then carried out in a cleaning phase at 199 °F for 5 minutes. The 
PG8581 has a spray-arm monitor to optimize cleaning while protecting from harsh water 
and a wash capacity of up to 24 regular-sized cassettes per cycle. 

Miele
888-996-4353  |  mieleusa.com
CIRCLE RS #18

This implant solution is 
designed to be less invasive, 
require less bone reduction, 
and be less costly than 
traditional approaches.

NEW DENTAL PRODUCTS
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[ CLEANING SOLUTION ]

PowerSonic™ Ultrasonic Cleaning Solution
PowerSonic Ultrasonic is a plant- and mineral-based 100% enzyme-free, catalytic 
cleaner that supercharges the action of your ultrasonic bath and instrument washer using 
nano-oxygen bubbles. The power comes from a naturally occurring technology platform 
that provides enhanced gas transfers, instantaneous odor elimination, and the break-
down of organic waste to essentially “eat up” any remaining contaminants. It is designed 
to effectively remove debris and reduce ultrasonic bath sludge and odors. 

Solmetex
800-216-5505  |  solmetex.com
CIRCLE RS #19

[ CLEAR ALIGNER THERAPY ]

SmileDirectClub’s Comfort Sense™

SmileDirectClub, Inc, has completely transitioned its second-generation retainer 
manufacturing technology in the company’s FDA-registered Smile Labs. The company’s 
upgraded retainer manufacturing lines feature the patented laser technology and 
automations that are leveraged to produce SmileDirectClub’s Comfort Sense aligners. 
The laser technology results in precision-cut retainers said to ! t more comfortably while 
helping to maintain proper tooth alignment and healthy positioning, and the manufactur-
ing automations continue to increase the company’s productivity. 

SmileDirectClub, Inc
800-848-7566  |  SmileDirectClub.com
CIRCLE RS #20

NEW DENTAL PRODUCTS

IS THE BEST SOLUTION
FOR YOUR PRACTICE

VISION
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[ ENDODONTIC IRRIGATOR] ]

SmartLite Pro EndoActivator™

The SmartLite Pro EndoActivator is an equipment solution designed for intracanal 
activation of irrigating !uids used for cleaning and disinfecting root canals. Designed 
for multi-directional movement, the SmartLite Pro uses elliptical motion and increased 
energy to achieve effective irrigation. With the SmartLite Pro EndoActivator, Dentsply 
Sirona gives clinicians an equipment solution that is easy to use and incorporate into 
their current root canal procedure work!ow. SmartLite Pro EndoActivator tips are avail-
able in 3 sizes, including a new medium-long tip. These tips are designed to be !exible 
and are fabricated from noncutting medical-grade plastic, which provides no ledging, 
transportation, enlargement, or shaping of the canal.

Dentsply Sirona
844-848-0137  |  dentsplysirona.com
CIRCLE RS #21

[ PREBIOTIC ]

BasicBites SynergyPlus™ Soft Chew
BasicBites SynergyPlus soft chew combines microbiome oral care technology with 
nutrients to help support tooth enamel, maintain healthy bones, and bolster immune and 
cardiovascular systems. The patent-pending formula includes arginine bicarbonate and 
calcium carbonate, which work together to create a healthy, balanced oral pH environ-
ment that protects teeth from harm caused by dry mouth and sugary foods and drinks. 
BasicBites SynergyPlus soft chews are also formulated with K2VITAL®, a K2 MK-7 
formula designed to transport calcium into bones and teeth, and vitamin D3, which helps 
absorb calcium into the bloodstream and maintain strong teeth.

Ortek Therapeutics, Inc
ortekinc.com 
CIRCLE RS #23

[ PATIENT RESCHEDULING APP ]

Kancld 
Kancld, a software app that automatically re"lls canceled appointments by asking your 
patients whether they’d like to claim a newly open spot, hopes to solve a longtime issue 
for clinicians. Cancellations are one of the biggest areas of "nancial loss for a dental 
practice. With Kancld, a consistently full schedule is attainable and doesn’t have to come 
at the cost of burning out your staff. The Kancld platform messages your patients one by 
one, giving each patient a few minutes to respond. Using this method, Kancld has been 
generating a 73% rebooking rate for canceled appointments, including last-minute ones. 
It only takes a few seconds to create an account and Kancld comes with a 100% money-
back guarantee. That means if it can’t add great value to your bottom line within your "rst 
30 days of service, they’ll refund your subscription fee, no questions asked. 

Kancld
330-860-4504  |  kancld.com
CIRCLE RS #22

[ BILLING SOFTWARE ]

Dentrix® QuickBill Premium 
Dentrix QuickBill Premium is a new offering for Dentrix® practice management systems 
that allows dental professionals to notify patients of their outstanding balance via mail, 
email, or text message. Patients can choose to pay their balance using a computer or 
mobile device, which will automatically post to the Dentrix ledger. QuickBill Premium 
eliminates the need for manual billing procedures, reducing time and cost for dental 
of"ces. This new offering is designed to provide a comprehensive, all-in-one solution to 
billing. The platform enables users to send batches of billing statements and later see 
whether each message has been sent, opened, viewed, paid, and posted in the ledger.

Henry Schein One
800-336-8749 |  henryscheinone.com
CIRCLE RS #24

The SmartLite Pro 
EndoActivator is offering 
clinicians an equipment 
solution that is easy to 
use and incorporate into 
their current root canal 
procedure work!ow.

NEW DENTAL PRODUCTS
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Try the

for free

- Clinicians Report®*
“Proven Product: DentiMax Dream Sensor.”

Best Product Tested for 2022

The Dream Sensor connects seamlessly into your existing 
so!ware. Its open platform allows for direct integration 
into almost any system you have in your o"ce.

Call for details: (888) 891-8066  |  www.dentimax.com

*An independent, non-profit, dental education and product testing organization. Go to dentimax.com to view full report.

O!er ends November 30, 2022 at 4:00 PM EST

Interested?  Circle Product Card No. 27
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RESTORATIVE DENTISTRY   DEEP DIVE     CLOSER LOOK

Excellent dentistry requires 
great attention to detail. One 
of our many clinical challenges 

is working in an environment that 
includes not only moisture but 
blood. As challenging as this is, it 
is complicated by the fact that most 
dental materials are negatively 
affected by blood and moisture. As 
dentists, we !ght this battle of blood 
and moisture control several times a 
day to maximize the effectiveness of 
our most common materials.

We are further challenged when 
restoring parts of the tooth that fall 
at or below the gum line. During this 
procedure, we try to gain visual access 
of the gum line for many clinical 
reasons and maintain control of any 
bleeding. This access almost always 
results in more bleeding and the need 
for more effective moisture control.

Today we have a variety of 
options for controlling moisture and 
bleeding. We need to pick the option 
that will produce the desired result 
in each situation.

Retraction cord has been used for 
many years to displace gingival tis-
sue and help control hemorrhaging. 
Although effective, it is technique-
sensitive, time-consuming, and 
often uncomfortable for the patient 
during and after the procedure. 
Another common option is electro-
surgery (laser surgery) to remove 
excess soft tissue or control bleed-
ing. In addition, selective in!ltration 
using 2% lidocaine with 1:100,000 
or 1:50,000 epinephrine is an effec-
tive method of hemorrhage control.

Retraction pastes have recently 
become an excellent option for 
many clinical situations. Retraction 
pastes have existed in the dental 
market for 20 years, but in the past 5 
years, companies have perfected the 
material to make it more clinically 
effective and affordable. Retrac-

tion paste performs 2 signi!cant 
clinical functions. First, it serves as 
an atraumatic option to displace 
sulcular tissue. Second, it is an effec-
tive hemostatic agent to help control 
bleeding. In addition, retraction 
paste is faster and easier to apply 
than retraction cord.

VOCO America recently intro-
duced their retraction paste to the 
market, touting the product’s excel-
lent hemostasis due to the incorpo-
ration of aluminum chloride within 
the paste. Aluminum chloride will 
not only stop hemorrhaging at the 
operative site but dry the area to 
provide a clean !eld of view. The 
paste has a unique "uidity; it "ows 
easily from the cap with little force 
but within a minute of placement 
becomes !rmer and effectively dis-
places the sulcular tissue. Its capsule 
enhances clinical performance and 
features a soft, long, and "exible tip 
that guides the exact placement of 
the material. Its highly visible tur-
quoise color makes it easy to identify 
in the mouth. Finally, the material 
rinses off easily and completely with 
minimal effort, leaving no postop-
erative stain.

Clinical Applications
The most common use of retraction 
paste is in the impression-taking 
work"ow. Two important criteria 
for capturing good impressions are 
visualization of all margins and 
complete control of sulcular "uids. 
Retraction pastes are highly effec-
tive in achieving this goal.

First, retraction paste is placed in 
preparation to take the !nal impres-
sion (Figure 1). The paste stays in 
place for 1 to 2 minutes before being 
rinsed off with an aggressive air/
water spray. The retraction paste pro-
vides a clean and optimized operative 
!eld to take the !nal impression and 

composes part of an optional, though 
useful technique: a combination 
of retraction paste and traditional 
retraction cord (Figure 2). This tech-
nique modi!es the 2-cord impression 
technique that was the gold standard 
for many years. In the modi!ed 
technique, the dentist places a retrac-
tion cord (Ultradent UltraPak #00), 
!nalizes the margins of the prepara-

tion, then places the retraction paste 
on top of the retraction cord prior 
to taking the !nal impression. This 
technique is much faster and less 
traumatic to the soft tissue than using 
the cord without paste.

With digital impression scan-
ners becoming more common in 
dental practices, retraction paste is 
a great clinical accessory for digital 
scanning. Ease of use, speed, effec-
tive retraction, and sulcular "uid 
control make it a natural !t for the 
fast and comfortable experience of 
digital scanning.

When cementing a bonded res-
toration, any contamination of the 
preparation during the bonding pro-
cess can negatively affect the longev-
ity of the bond. Using a retraction 
paste prior to bonding can optimize 

Blood, Time, and Money – 
Stop the Hemorrhaging
VOCO Retraction Paste controls restorative procedures 
with no added hassle for the clinician. [ by Gary M. Radz, DDS ]

VOCO Retraction Paste
VOCO Retraction Paste is an astringent paste with aluminum chloride. It is 
designed to widen and dry the gingival sulcus, creating the ideal conditions 
for accurate, successful digital or conventional impressions. The material 
is a bright turquoise color, providing high contrast to tooth structure and 
gingiva and ensuring that the paste is visible and can be easily rinsed off after 
only 1 to 2 minutes. It is said to save clinicians up to 50% of procedural time 
compared with other methods and can be used as a replacement for or in 
conjunction with a retraction cord. It features a custom-engineered capsule 
with a long, !ne, "exible plastic tip with a rounded edge rather than metal 
that is said to avoid damage to the gingiva and allows for precise application. 
Its 2-stage viscosity makes for simple application.

VOCO America Inc
888-658-2584  |  vocoamerica.com
CIRCLE RS #28



the area so there are no contami-
nation concerns. A tooth is then 
prepared for a veneer, ready to be 
bonded in place using a resin cement 
(Figure 3). During the temporiza-
tion process, the tissue may become 
in!amed and irritated due to poor 
home care. The retraction paste can 
stop the tissue hemorrhage prior to 
bonding. Retraction paste helps cre-
ate a more ideal environment for the 
bonding process (Figure 4).

Another restorative situation that 
bene"ts from retraction paste is the 
direct composite restoration, com-
monly used in Class II situations 
when replacing an old restoration. 
Once the old restoration is removed, 
the interproximal area may bleed 
and be irritated from a poor "tting 
and/or iatrogenic soft tissue trauma 
caused by the preparation process. 
The dentist should use retraction 
paste before applying the matrix 
system to stop localized bleeding 
and create a better working "eld 
for the bonding process of the com-
posite resin. Similarly, the addition 
of retraction paste to the work!ow 
makes Class V restorations at or 
near the soft tissue margin easier 
during preparation and procedure.

Retraction paste is a bene"cial 
tool in the restorative dentist’s 
toolbox. In the appropriate clinical 
situation, it provides an optimal 
result with a quick and atraumatic 
procedure. VOCO’s recent addition 
to retraction pastes raises the bar 
for restorations with a dentist- and 
patient-friendly product.  
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at the American Academy of Cosmetic 
Dentistry. He has published over 150 
articles related to esthetic dentistry, and 
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  Figure 1. Retraction paste applied before taking the !nal impression.   Figure 2. After the retraction paste is rinsed off, there is a clean, dry !eld optimized for 
the impression process.

  Figure 3. Retraction paste is used to control the gingival irritation caused by temporary 
restoration.

  Figure 4. The irritated tissue is now controlled and ready for the bonding procedure.
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For Richard Lipscomb, Jr, DDS, 
there’s 1 particular product he has 
reached for every day for approxi-

mately 5 years now; yet it’s something 
he thinks more clinicians should be 
aware of in their day-to-day routine 
of delivering restorative care. It’s not a 
product he switched to while replacing 
another product, it’s just something he 
added to his armamentarium and is 
very happy he did so.

For Dr Lipscomb, who has been 
in private practice in Maryland for 
close to 3 decades, using Hemaseal 
& Cide Desensitizer is now a given, 
as he’s found it to deliver strong 
disinfection of preparations and 
a reduction of microleakage. The 
tissue-friendly desensitizer also 
provides enhanced and prolonged 
bond strength. “Before I was using 

this product, I wasn’t using anything. 
I was mainly looking for something 
to do with the prep before seating the 
temporary restoration on, then when 
the permanent restoration came in, I 
wanted to put something on that prep 
that would disinfect and clean the 
prep to get ready for the permanent 
cementation on the restoration,” Dr 
Lipscomb says.

Product Bene! ts
“The thing I like about it is it does a 
lot, and you don’t have to do a lot,” 
he says. “That’s the key.” Hemaseal 
& Cide with 4% chlorhexidine is 
formulated to eliminate postoperative 
sensitivity—precluding the need to do 
remakes. The material does not have 
to be cured and can easily be applied 
with a Microbrush, so it’s easy for 
clinicians to use.

For Dr Lipscomb, using Hemaseal 
& Cide is “just a better way” for 
preparing his prep for cementation 
every time he takes on a crown and 
bridge case and every time he deliv-

ers a ! lling. “I use it every day. The 
biggest thing is it’s so easy to use,” 
he says. “I have to be honest; I know 
there are other products out there I 
haven’t used, [but] I just know that 
some of [the] products [are] not so 
kind to the soft tissue. With some of 
those things, you have to use 2 differ-
ent products to do the job…. So that’s 
another reason why I like it. You’ve 
got so many things going for it, and 
to use it is just so easy.”

Although his patients may not 
understand all the science behind a 
product like the Hemaseal & Cide 
Desensitizer, they appreciate a reduc-
tion in sensitivity and want their 
restorations to stay put, whether it’s a 
! lling, a temporary, or crown.

As a member of the Catapult Edu-
cation team, Dr Lipscomb strives to 
inform more dentists of the bene! ts 
of using the Hemaseal & Cide 
Desensitizer. “One of my courses is 
on prepping and soft tissue manage-
ment, and I talk about this product 
because I think it’s important,” he 

Hemaseal & Cide 
Desensitizer
Hemaseal & Cide with 4% chlorhexi-
dine is formulated to eliminate post-
operative sensitivity—precluding the 
need to do remakes. This desensitizer 
is said to deliver superior disinfection 
of preparations and a reduction of 
microleakage. Chlorhexidine has been 
shown to prolong bonds to dentin, so 
using Hemaseal & Cide enhances 
and prolongs the bond strength. This 
product was the only one shown to 
improve bond strength with self-etch 
and total-etch products in a published 
study of 9 desensitizers (study avail-
able upon request). Unlike some 
desensitizers, Hemaseal & Cide is 
soft-tissue friendly, and the bulk bottle 
is designed for ease of use.

Advantage Dental Products, Inc
800-388-6319  |  advantagedentalinc.com 
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says. “A lot of people don’t know 
about it, so I get a chance to bring it 
to light [and] share what I like about 
the product.”

Why Recommend to a Colleague?
There are so many restorative mate-
rials and new products on the mar-
ket that clinicians should consider 
giving a try, but as previously stated, 
Dr Lipscomb thinks too many aren’t 
giving the proper attention to work-
ing with a product that enhances the 
whole cementation process.

“I don’t know [whether] a lot of 
doctors are doing anything to their 
preps, especially when it comes to 
cementation, if they haven’t heard 
about this product,” he says. “But 
it’s a good product. It’s very simple. 
Whenever I have a chance to talk, 
especially about crown and bridge, 
I say this product is worth a try. 
That’s the only thing you can hope 
for as a manufacturer—just get it in 
the doctor’s hands, then let the prod-
uct speak for itself.”

Because of the results he gets, Dr 
Lipscomb believes the product is 
worth a try. “I’m using it with every-
thing. Anything we’re bonding to and 
want to get a clean tooth surface, I 
use it. For me, it’s been steady, and it’s 
delivered every time I’ve used it.”  

Why one clinician uses Hemaseal & Cide Desensitizer every 
day and believes other clinicians should follow suit. [ by Stan Goff ]

Prepare Yourself for 
Better Bonds, Outcomes 

RICHARD LIPSCOMB, 
JR, DDS
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I’ve been doing this technology 
thing for quite a while now. I con-
sider myself lucky to have been 

practicing when computers got a 
toehold into the industry. I managed 
to catch the wave just as it started 
to swell, and I have been riding that 
wave ever since. One of the better 
things my history in technology 
has given me is perspective. When I 
started with tech, older colleagues 
teased me about how I’d survive 
“when the computer quits working.” 
I would just smile and say, “There 
are ways around that,” and leave it 
at that. 

In the Beginning
The early days of the tech in! ux 
saw new, amazing high-tech devices 
come to dentistry, even before the 
computer became commonplace. 
The original intraoral cameras were 
on carts that were wheeled in when 
needed and connected to big elec-
tronic boxes that converted the cam-
era signal into something readable, 
then that box was connected to a big 
monitor to display the image. 

There was no way to save the 
images. You just showed the picture 
to the patient, then went on about 
treatment. You could print them 
if you desired, but that required 
expensive photo paper, and you had 
to then put the photos into a paper 

chart. It wasn’t worth the hassle.
Early digital radiography was 

a tad more sophisticated. It still 
required a cart, but at least it used a 
laptop. You could store the images 
in a digital patient " le for later 
retrieval, but the process and the 
sensors were bulky. Plus, when you 
wanted to see the radiographs, you 
had to get the laptop and then open 
the " les.

Suddenly the computer became 
the hub of the tech wheel, whereas 
the intraoral camera and the digital 
x-ray sensor became the spokes. 
The operatory computer was where 
everything connected. Suddenly and 
ef" ciency surged when we didn’t 
have all these separate pieces that we 
brought in to use.

A History Lesson: Cloudy With a 
Chance of Electrons
In 1982, a young and bright 
28-year-old, Scott McNealy, helped 
found a company called Sun Micro-
systems. His statement in 1982 was: 
“The Network is the Computer.” 
We are now seeing this statement 
proven out time and time again. 

The reason I bring this up is 
because, when translated to today’s 
environment, what he really meant 
was: “The Cloud is the Computer.” 
As a profession, we are already turn-
ing a large amount of our practice 
data over to the cloud, and that is 
only going to increase. Thanks to 
a near ubiquitous penetration of 
broadband internet, we are moving 
data around the planet like Marilyn 
Monroe’s skirt over a subway grate.  

The computer in the operatory is 
not going away anytime soon, but 
it will function more and more as a 
gateway for the operatory to access 
information that all our connected 
devices will store.  

The next big jump we will see is 
cloud storage of imaging, including 
our cone beam computed tomography 
data. Companies are putting the " n-
ishing touches on a single access point 
for extraoral photos, intraoral photos, 
intraoral radiographs, and cone beam. 

The Good News: We’re All 
Connected
Now let’s think about the Internet 
of Things (IoT) for a bit. Think of 
things like Ring doorbells, Nest ther-
mostats, garage door openers, and, of 
course, the Amazon Echo that brings 
Alexa into your life. All the types of 
things that are connected and make 
your life easier without being con-
nected to your computer. In most 
instances, the " rst time you plug 
them in, they ask you for your Wi-Fi 
username and password, and that’s 
it. They will automatically connect to 
your network, then they sit there in 
the background.

The biggest reason we haven’t seen 
tons of IoT in our of" ces yet is that 
we don’t often have to change our 
equipment. Sure, you might have an 
IoT thermostat currently, but that is 
a low-dollar item. I am talking about 
chairs, dental units, autoclaves, and 
the expensive things we use every day. 
We don’t often replace them, but as we 
do, you’ll see many devices that want 
to connect.

JOHN FLUCKE, DDS

One of the " rst devices I saw with 
this ability is my SciCan STATIM 
2000 G4 cassette autoclave. I pur-
chased the device a couple years ago 
and was able to connect it to my 
network. It sends emails to me about 
every cycle it runs and warns me and 
my equipment support team at Goetze 
Dental if there is a problem.

Then there is Planmeca’s Romexis 
system. This software connects 
every piece of Planmeca equipment 
in the of" ce and does cloud image 
storage that I mentioned above—all 
in 1 system.

Imagine devices that notify service 
when they break down or, better yet, 
before they break down. It costs a lot 
of money to equip a service van from 
your equipment repair team. I’ve been 
told each van can cost a company well 
over $100,000 because they are full of 
the most needed parts, but they don’t 
carry every part. Often, a tech comes 
to the of" ce, diagnoses the problem, 
then needs to go pick up the neces-
sary part (or, heaven forbid, needs to 
order it). Until the repair is completed, 
an of" ce is not functioning at peak 
ef" ciency. IoT technology will allow 
a device to contact service and say, 
“I need part XYZ or I will not work 
in X number of hours” or “I need 
part XYZ, and I am broken and not 
functioning.” Either scenario allows 
your service team to bring the neces-
sary part on the " rst trip and minimize 
your downtime. Doesn’t that sound 
amazing? It is!

The Bad News: We’re All Connected
Being so dependent on things out-
side our control is scary for a lot of 
us. Dentists are almost all strictly 
type A personalities, and we love 
control. Some of the things we are 
going to deal with are going to be 
dif" cult for some of us, whereas 
some of these have things that need 
to be worked out.

Ransomware is a huge problem, 
and I don’t have the solution. The 
criminals that run those groups are 
well aware of what targets can be 
hit to maximize the chances that a 
target will pay. I often wonder what 
would happen if one of these groups 
knocked a digital impression system 
of! ine. Sure, we could all start 
using impression material, but that 
would create major problems for 
the industry. What if someone took 

Cloud-based software is the way of the future for dental 
practices, but what implications does that have on the 
evolution of technology in the industry? [ by John Flucke, DDS ]

The Cloud, IoT, 
and Me...Who’s 
Watching the Store?
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a cloud imaging platform down? 
What if there were no radiographs 
for a certain percentage of dental 
of! ces? That would be a disaster for 
the industry.

In the past year or two, we have 
seen a lot of health care systems get 
hit with this problem. The crooks 
know hospitals need to run, which 
puts a tremendous amount of pres-
sure on hospitals to pay to get access 
to their data. We’ve also seen a few 
dental systems get hit with this. One 
of the largest was when ransomware 
compromised a dental information 
technology company, then used that 
company’s access to their clients to 
freeze the clients.

Dental companies that are provid-
ing things like practice management 
and image storage need to put secu-
rity at a premium. Every company 
I’ve spoken with has assured me 
they are locking things as tightly as 
they can, but there is always room 
for improvement. There are HIPAA 

requirements, but it’s also just the 
right thing to do both ethically and 
for the good of our businesses. Ran-
somware had been around for a very 
long time, and it’s not going away 
anytime soon. 

There is also the problem of the 
connection itself. If your business 
is going to rely on offsite services, 
will you be able to go offsite? We 
recently lost our internet connection 
for 2 hours and our VoIP phones 
went down.

My of! ce is still running a server, 
so our data were accessible, and our 
VoIP provider was able to quickly 
route our phone lines over to our cell 
phones, so the problem was mini-
mized. I was lucky. If I was running 
cloud-based practice management or 
image management, we’d have been 
in a much deeper hole. Even with 
digital impressions, our scanners just 
queued up the scans, then sent them 
out when the connection came back, 
but it could have been a lot worse. 

Even though the internet in my of! ce 
is not mission critical to every opera-
tion, it soon will be, which means we 
must have connections and vendors 
we can rely on.

We are all becoming so dependent 
on our digital tools that in the very 
near future, losing 1 (or the connec-
tion to them all) will mean everything 
will come to a screeching halt. This 
also means these services and the 
internet connection that powers 
them must be as reliable as our other 
utilities like electricity. Things are 
incredibly more stable and reliable 
than in the past, but they need to be 
even more so.

Wrapping Up
As anyone who knows me will tell 
you, I’m bullish on technology. The 
problems I’ve discussed here aren’t 
problems we all deal with every day, 
but that doesn’t mean we can ignore 
them. In the past year or two, we 
have seen what can happen when a 

company like Colonial Pipeline gets 
hit. Still, that doesn’t mean standing 
still or going back to paper is a better 
answer either. We simply need to 
keep chipping away at the problems 
and developing solutions.

There is a moment in my training 
I will always remember. My greatest 
mentor was one of my oral surgery 
instructors, Dr Brett Ferguson, and 
I’m fortunate we have remained 
friends to this day. I still recall 
chatting with him once when I was 
a student. We were talking about 
our profession and how sometimes 
dentistry is like a chess game where 
the best players think several moves 
ahead. He told me, “Flucke, when 
you prepare for an emergency, it 
ceases to be one.” That’s not only 
great advice for dentistry, but that’s 
also great advice for life. That is 
what we all need to be thinking 
about right now. I am so excited for 
the next 5 years, I can hardly put my 
excitement into words. Let’s go!  
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In an increasingly connected 
world, the dental industry has 
made great strides in keeping up 

with the latest technology to remain 
connected. When considering what 
gives an edge in many industries, 
communication and connection are 
mainstays in the conversation.

When we hear the word commu-
nication, our !rst thought may go to 
face-to-face, interpersonal conversa-
tions that communicate ideas and 
concepts through in-person or vir-
tual talks. In a dental practice, com-
munication is key to just about every 
aspect of the of!ce. From the front 

of!ce to the operatory to the dental 
laboratory, effective communication 
keeps work"ows running smoothly.

In well-performing dental prac-
tices, data communication between 
devices can be a huge boon for both 
practices and labs, eliminating has-
sle and streamlining work"ows. For 

instance, having an intraoral scan-
ner send a scan !le to the practice 
management software, which then 
aggregates the data in the patient 
!le, can make work"ows smoother. 
This concept, the Internet of Things 
(IoT), has existed in other industries 
for a while but is relatively new to 

The Internet of Things in the Dental Practice

CHESKY / STOCK.ADOBE.COM

Communication 
is key when it 

comes to best 
practices in the 

dental office. From 
the maintenance 

room to the operatory, 
the Internet of 

Things enables 
communication 
that will improve  

the dental practice  
by leveraging 

cloud technology. 
[ by Kellie Nock ]
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dentistry. What it comes down to, 
basically, is the idea that devices can 
all connect together and communi-
cate without human involvement. 

IoT has existed in the consumer 
arena for some time now. Think 
of a toothbrush that can send your 
brushing data safely to the dentist or 
hygienist. They can observe these data 
and make informed decisions on how 
to best give guidance to the patient. 
Outside of the dental industry, think of 
devices like the Ring doorbell or even 
an Amazon Alexa. These devices con-
nect through IoT to create data or per-
sonalize consumer recommendations. 

Applying the concept of IoT to the 
dental industry in the operatory and 
beyond can offer some interesting 
insight on where this technology might 
lead us. Not only does it get rid of the 
physical restriction of being stuck at 
a desktop, but it also makes remote 
monitoring a lot easier, too. In times 
like the COVID-19 pandemic, when 
many folks did not want to leave 
home, the IoT could provide insights to 
their medical professionals that made 
telehealth and telemedicine easier to 
get people the care they needed. 

The IoT lets devices and dental 
practices reach their full potential and 
eliminates age-old hassles, according 
to DentalEZ COO Heather Trombley. 

“Humans communicate informa-
tion through words and pictures while 
machines, and now dental equip-
ment, communicates through data,” 
Trombley says. “With IoT, that data 
can be harnessed and aggregated to 
provide useful information. That is the 
basis for what we call ‘smart’ devices. 

And when devices are smart, they can 
tell us things and do things for us. In 
dentistry, that can mean more focus 
on the patient and less focus on all the 
equipment that surrounds them. And 
that’s in a nutshell, what the Internet of 
Things is and does.” 

Digital Dentistry
The IoT can make vital connections in 
what Michael Young, DDS, who prac-
tices at Forever Young Dentistry in 
Sterling Heights, Michigan, describes 
as the “digital dentistry puzzle.” Dr 
Young is a practicing clinician and 
educator on CAD/CAM and digital 

dentistry. He stresses the importance 
of choosing digital dentistry to make 
things more ef! cient for both practice 
and practitioner. “It’s really important 
you choose a technology that’s going 
to communicate easily with other tech-
nology and software you use in your 
of! ce,” he says. “Or you might send it 
to a lab. It needs to be [usable] in other 
software a lab might use.”

This communication is the crux of 
what IoT does. Being able to expand 
it beyond and into digital dentistry 
can put a dental practice ahead of the 
curve. This includes scanners, soft-
ware, CAD/CAM, milling, and 3D 
printing, and more. 

Dr Young uses Planmeca’s 
PlanCAD® CAD/CAM system as well 
as their PlanMill® 50 S milling unit. 
These robust systems, combined with 
Planmeca’s Romexis® imaging soft-
ware, create a powerful and effective 
digital dental arsenal, according to Dr 
Young. 

“[It] is a game-changer because I 
can do my work" ow essentially on 
1 workstation or laptop. It’s saved 
on a server, and then I let it go to 
another computer in the of! ce and 
continue the work" ow. They’re 
all in the same suite,” he says. “It’s 
very streamlined with that software 
[Romexis]. I can also take those ! les 
and send them to the lab, and they 
can use them in different software 

[such as] 3Shape, exocad, or some-
thing that they might use in a lab. 
[It’s] very important to be able to 
import and export ! les easily and 
seamlessly without having to jump 
through extra hoops.”

Prior to the IoT connectivity of these 
digital dental devices, implant case 
planning was a longer and more ardu-
ous process for Dr Young. 

“I would have to send the patient 
out to get a 3D image. As soon as you 
send them out the door, you’ve lost 
control of the case. We know people 
don’t take medications properly when 
prescribed. How long is it going to take 
them to make the appointment to go 
to an imaging center to get this image 
taken? Then they put it on a compact 
disc. And it gets sent to the to the lab, 
and the lab emails me and says, ‘Hey, 
we need to set up an online appoint-
ment to view this.’ We agree on a time, 
we get an online appointment, they 
design the stuff, and then they send it 
to me. That could take months in my 
of! ce,” Dr Young says.

This process, which used to take 
months, can now be done in as little as 
30 minutes. “Because everything just 
talks to each other,” Dr Young says. 
This same-day dentistry element has 
become a powerful marketing tool for 
dental practices, letting patients know 
the value of the clinicians’ investment 
in digital dentistry and IoT.

 MyMouthWorks aggregates 
important patient data that 
then gets sent to the clinician. 
Clinicians can then use these 
data to make informed treatment 
planning decisions for the patient 
in the future. This connectivity 
is key and why MyMouthWorks 
could be a valuable tool in any 
size dental practice. 

Overjet’s AI platform analyzes and annotates radiographs in real time, using the power 
of IoT. 

– NO SHRINKAGE!
NO POLYMERIZATION HEAT!
EXTREME DURABILITY - “Rock Hard!” 

– Dual Cure: Tack Light cure 8 sec;
Full Light cure 20 sec;
Full Self-cure 120 sec. 

– For Immediate Load Full Arch PMMA
Denture Pick-up and Conversions.

– Overdenture Attachment Pick-ups.
– Available Shades: Pink, Tooth White A2.
– Made in USA.

PICK-UP &
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3 Must Have Products for AoX and Single Tooth Restorations

PLUG ACCESS HOLES IMPLANT CEMENT

– Solving prevalent and current 
cementation issues related to
Peri-Implantitis.

– Hard Set Long Term cementation.
Can be retreivable. Dual Cure.

– Simple, Fast, clean up and removal 
of ALL excess cement.

– Highest radiopacity.
– Biocompatible  -  Antimicrobial.
– Made in USA.

– “Plug”  and seal implant abutment 
access holes.
No More STINKY cotton / te!on tape.

– 15 seconds Light Cure Set.
– Easily removed when needed.
– Opaque white shade.
– For screw retained and cement

retained systems.
– Block out undercuts.
– Made in USA.
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the devices will adjust and make deci-
sions accordingly,” Trombley says.

Arti! cial Intelligence
One technology that is contributing 
to the IoT is arti! cial intelligence (AI). 
Dental practices are using AI technol-
ogy like Overjet to connect to the 
digital imaging system, the practice 
management system, and Overjet’s 
cloud platform to provide clinical 
insights and operational ef! ciencies. 

“Overjet aggregates information 
from multiple sources,” Dr Robert 
Kolts, DDS, Clinical Director at 
Overjet says. “It automatically 
uploads radiographs in real-time 
to the Overjet cloud platform, then 
analyzes and annotates them. The 
AI detects decay and quanti! es bone 
level measurements to aid in diagno-
sis and patient education.”

Overjet also analyzes the patient 
database, cross-referencing 18 
months of radiographs with the 
treatment plans in the practice man-
agement system to identify potential 
restorative and periodontal oppor-
tunities. Clinicians can review past 
and current x-rays and compare the 
quanti! ed bone level measurements 
and level of decay over time. Then 
they can show the images to the 
patients in the operatory or consul-
tation room, thanks to the systems 
being connected through the IoT.

“It’s facilitating the communica-
tion between all of those entities,” 
Dr Kolts says.

All of the information is available 
through Overjet’s cloud-based plat-
form, enabling the software to send 
and receive data in real-time. The 
IoT, reinforced with strong, HIPAA-
compliant data security, makes it 
possible to securely connect to these 
systems outside of the traditional 
con! nes of the practice. That’s valu-
able not only for providers, but also 
for clinical directors who provide 
mentoring and collaboration. 

“A lot of practices do lunch and 
learns, and the clinical director can 
remotely access Overjet’s ! ndings and 
lead a discussion on what the arti! cial 
intelligence platform identi! ed. It helps 
the teams to calibrate themselves,” 
says Dr Kolts.

“They can discuss what are the 
protocols for diagnosing periodontal 
disease, for example. They can talk 
about caries and when is it appropri-
ate to watch versus treat, using the 
objective measurements provided by 
Overjet as a starting point for their 
conversation,” says Dr Kolts. 

IoT is driving the development of AI, 
too. AI processes vast amounts of data 
to train the algorithms. Those data are 
sent securely over the internet follow-
ing a basic formula of: communicate 
through networks, aggregate through 

integrations, analyze via AI, and dis-
play the results.

For example, when a dental practice 
submits a radiograph as part of a 
dental insurance claim submission, it’s 
connected by the IoT. 

Overjet’s AI supports both dental 
practices and dental payers, with 
most of the large insurance carriers 
using Overjet’s AI platform to analyze 
claim submissions. This speeds up 
the claim submission process, quickly 
identifying claims that may be miss-
ing information and automatically 
sending requests for more information 
back to the provider. Overjet also 
automatically reviews preauthoriza-
tion requests and claim submissions 
for medical necessity based on the 
payers’ guidelines, which also speeds 
up approvals. 

Gone are the days when informa-
tion had to be sent via mail or fax. 
With the IoT connecting different 
systems in the dental practice, it’s 
easier and more ef! cient than ever to 

collect, analyze, and share informa-
tion. And that helps ensure patients 
receive the treatment they need faster.

Data Security
With all this discussion surrounding 
data communication and sharing, 
it would be remiss not to consider 
the security implications of the IoT. 
Because they have vital PHI, dental 
practices are at a speci! c risk when it 
comes to data security and protection. 
To stay HIPAA safe and compliant, 
there are tools built into speci! c cloud 
platforms to protect data.

Cloud software often has very 
speci! c safeguards in place to keep 
patient data protected, even as it’s 
communicated from device to PMS. 

These safeguards include the 
encryption of data, 2-factor authen-
tication, restrictions on who has 
access to these data, and a variety of 
other software safety solutions. This 
begins with an internal encryption 
on a database, which, in turn, can 
then be stored in Google or other 
cloud-based platforms that have 
those additional layers of security 
built in. 

It is incumbent on dental prac-
tices and service organizations to 
protect this important electronic 
PHI as bad actors may ! nd their 
of! ces as easy targets for personal 
and private information. 

As with any software as a service 
(SaaS), IoT needs to go through 
speci! c measures to ensure the data 
encryption and security standards 
to protect patient information in 
the dental practice are met. This 
can be done by following industry 
standards, but there are ways to 
strengthen security even further. 

When considering how IoT can 
work in the maintenance room, 
DentalEZ does something that fur-
ther safeguards the dental practice 
and its data. Trombley calls it their 
“secret sauce.”

“We deliberately chose to enact 
IoT without going into the dental 
practice’s Wi-Fi and network, where 
we could inadvertently create a win-
dow into their data. All our infor-
mation is passed in data pockets, 
through cellular communication. So 
we never breach because we never 
enter that dental network,” Tromb-
ley says. “Furthermore, we protect 
the data in the cloud through our 
own cybersecurity measures; there is 
no way to hack into our data stream 
to create any sort of concern for the 
practice. You do have to think about 
security in your design and you do 
have to protect data.”

The Future of IoT
The landscape of dentistry is chang-
ing, bringing technology along with 
it. IoT encapsulates where the indus-
try is heading: fast, ef! cient, and 
powered by the need to innovate. 
What remains to be seen, however, 
is how it will evolve in the future. 
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 Dr Young uses Planmeca’s digital dental suite to optimize the work! ow in his 
dental practice. From scanning to milling to designing, Planmeca covers the full 
armamentarium for any dental practice wanting to go digital. The PlanMill 35, featured 
here, is a wet/dry mill and is a part of the Planmeca FIT® CAD/CAM system. 

     Money is not the 
most important 
thing; taking care 
of the patient is the 
most important…
digital dentistry and 
IoT technologies 
work to do both.”
– MICHAEL YOUNG, DDS, 
FOREVER YOUNG DENTISTRY

CONNECTED TECHNOLOGY
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Robin the Robot is said to be 
the !rst-of-its-kind emo-
tionally intelligent robot 

designed for pediatric patients by 
psychologists, scientists, and engi-
neers. Standing at 47 inches tall, 
Robin’s curved body shape with 
smooth transitions along the edges 
of the frame ensures safe use, and its 
animated facial features provide a 
high level of acceptance by children. 
Equipped with a joyful vocal style, 
Robin can quickly connect and 
foster a peer-based and trusting 
relationship with pediatric patients.

Behind the Technology
The arti!cial intelligence–based 
technology enables Robin to build 
associative memory, which allows 
the robot to recognize emotions by 

interpreting children’s facial expres-
sions and building responsive dia-
logue by replicating patterns formed 
over previous experiences.

This process allows Robin to 
engage through natural interactions, 
such as facial expressions, language, 
body language, etc. To form empa-
thetic connections with pediatric 
patients, the robot utilizes ultrasonic 
proximity sensors and cameras to 
effectively perceive, process, and 
respond to natural conversations, 
facial expressions, eye contact, and 
other behaviors.

This technology, coupled with 
evidence-based psychological tools 
such as distraction, behavioral, and 
play-based techniques, assists Robin 
in generating appropriate dialogues 
to initiate interactions and create 

meaningful relationships to help 
make dental visits more comfortable 
for children.

By identifying children’s mood, 
age, and preferences, Robin engages 
them in speci!cally crafted age-
appropriate activities and conversa-
tions to increase their joyfulness 
level while also reducing their stress 
and anxiety. In addition to exciting 
animations and interactive games, 
Robin provides explanations for 
common dental procedures, making 
them easy for the children to under-
stand and saving the staff valuable 
time in preparing the kids for various 
procedures.

Added Value
Robin’s journey in a new dental clinic 
starts with an onboarding process, 
including collaboration with the prac-
tice staff to customize Robin for that 
speci!c clinic. After goals for the clinic 
have been discussed, Robin’s content 
is updated to !t the clinic’s needs so 
that Robin becomes part of the team 
and learns how to best represent the 
clinic. In addition, staff can continu-
ously request new content, including 
but not limited to conversational 
dialogues, video, audio materials, 
games and entertainment, educational 
content, and promotional content for 
that location.

Robin’s amiable and innovative 
nature creates a positive, relaxing, 
and welcoming atmosphere in the 
dental clinic. Robin is culturally 
competent, equipped with multilin-
gual content, and can use sign lan-
guage, increasing the opportunities 
to interact with patients from differ-
ent communities and with different 
abilities. Robin engages children 
while they wait, helping them forget 
about their fear and anxiety related 
to their dental visits.

Robin helps ensure a successful 
patient visit and interacting with 
Robin increases the likelihood of 
the patient returning. With Robin 
the Robot, dental clinics experience 
improved customer satisfaction, 
enhanced social media presence, 
increased number of new customers, 
and higher retention rates. Robin 
brings new opportunities to provide 
exceptional customer service, patient 
care, and brand differentiation.  

An Emotionally Intelligent 
Robot Recognizes 
Emotions, Comforts Kids
This robot uses of AI tools to respond to emotional cues and facial 
expressions. [ by Mineh Badmagharian, OTD, OTR/L , Head of Strategy and Research, Expper Technologies]

     In addition 
to exciting 
animations and 
interactive games,  
Robin provides 
explanations for 
common dental 
procedures, 
making them easy 
for children to 
understand and 
saving the staff 
valuable time...”
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Information provided by  PolaroidHealth.

5Ws* K2 Mobile Wireless 
Soft Tissue Diode Laser

WHAT
K2 Mobile Wireless Soft 
Tissue Diode Laser

WHO
PolaroidHealth
polaroidhealth.com
CIRCLE RS #37

WHERE
Without foot pedals, cords, or wires, the 
K2 Mobile diode laser is lightweight and 
portable for use in any operatory.

WHEN
For soft tissue procedures resulting in 
minimal bleeding, less swelling, lower 
chance of infection, and less need for 
antibiotics or use of topical and injected 
anesthesia.

WHY
The K2 Mobile features the world’s !rst 
adjustable !ber length (AFL) system in a 
diode laser. The patented AFL provides 
the longest optic !ber available. The 
aluminum cap, optic !ber, and silicone 
sleeve are autoclavable, eliminating the 
need for disposable tips. The K2 Mobile 
also features an organic light-emitting 
diode display that automatically "ips for 
left- or right-handed use and includes 
22 preset popular procedures with 
recommended power settings as well as 
4 user-de!nable memory options to load 
in your favorite emission settings.

THE 5Ws*

THE HOW

This diode laser for soft tissue procedures features an adjustable fiber length 
system with the longest fiber optics available.  [ compiled by Kristin Hohman ]

The K2 Mobile uses a chip-stacking method developed by Hulaser known as HECoSA technology. This helps 
increase ef!ciency as well as longevity. Hulaser’s unique heat dissipation design improves user comfort and 
product longevity. The K2 Mobile’s patented front aluminum cap features a bendable tip, allowing the optic !ber to 
be aimed at the precise angle for comfortable use during your procedure. The tip can be bent to nearly 90°.

DENTAL TECHNOLOGY TECHNOLOGY EVANGELIST    CONNECTED TECHNOLOGY    DEEP DIVE     5Ws*     DENTISTRY TOMORROW 



C

M

Y

CM

MY

CY

CMY

K

Interested?  Circle Product Card No. 38



36  |  DENTALPRODUCTSREPORT.COM  |  October 2022

Information provided by Zeeno.

5Ws* Zeeno Robot

WHAT
Zeeno Robot

WHO
Zeeno Robotics
866-236-4787  |  zeenorobotics.com
CIRCLE RS #39

WHERE
Any of! ce looking to add their very own 
practice ambassador. 

WHEN
On high-volume days or when looking 
to create ef! ciencies around patient 
education, customer service, stocking, 
and other small routine tasks. 

WHY
Zeeno Robot features a suite of behaviors 
designed to assist in the day-to-day 
operations of a practice. The unit can 
interact with patients by showing them the 
way to the operatory, playing educational 
videos, and even asking for a review. The 
robot can assist practice staff with tasks 
such as carrying instruments that need 
to be sterilized, retrieving retainers from 
in-house labs, and more. 

THE 5Ws*

THE HOW

Zeeno is a practice robot that can interact with patients and staff, saving you 
time and creating a unique experience for patients. [ compiled by Kristin Hohman ]

Standing just over 3 ft high, Zeeno Robot features a ROBOX™ navigation system with Temi’s human-robot 
interaction and autonomous navigation. Its operating system is designed to come, hear, speak, see, and 
understand you while learning to improve its interactions. The unit uses arti! cial intelligence to connect users to 
services and to understand and navigate its surroundings. The robot features a multitouch 10-in LCD display that 
tilts –15º to +55º. It’s designed to last up to 8 hours on a single charge and will autonomously charge its battery 
when low. 
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NYLON SPLINTS
NEW

for superior comfort, strength, and retention

The Nylon Anterior Biteplane appliance is 
aesthetically appealing and suitable for a broad 
spectrum of patient cases. It can be used 
therapeutically or diagnostically. 

These low-profile appliances precisely engage the undercuts to provide ideal retention and fit.

Ideal for facial pain, headache su)erers, bruxers and clenchers, 
these low-profi le appliances are lightweight, flexible, and strong. Nylon appliances precisely 
engage the undercuts to provide ideal retention and fit.

The Nylon Flat Plane Splint is a full coverage 
splint with an even, flat occlusal surface 
providing smooth contacts for the opposing 
arch. Also known as a hard nightguard.

The Nylon full-coverage splint with an anterior ramp 
provides lateral and protrusive guidance against 
the opposing arch during function. Indicated for 
patients who can accept joint loading without pain.

Nylon Flat Plane Splint Nylon Full Contact Splint with 
Anterior Guidance

Nylon Anterior Biteplane

Nylon_Appliances_Ad_DPR_10.5x13.75.indd   1 9/7/22   11:35 AM
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Information provided by VideaHealth.

5Ws* Videa Assist  

WHAT
Videa Assist 

WHO
VideaHealth
Videa.ai
CIRCLE RS #41

WHERE
Dental practices in the US and Canada 
can use Videa Assist when performing 
examinations, charting, diagnosing, and 
treatment planning.

WHEN
Videa Assist provides lightning-fast and 
accurate chairside arti!cial intelligence 
(AI) insights to dentists without changing or 
drawing out work"ows. Providing the most 
accurate and explainable insights possible, 
the AI solution is FDA-cleared for cavity 
detection and concurrent x-ray analysis. 
Videa Assist helps dentists detect disease 
faster and more con!dently. 

WHY
Clinicians can power their practice with 
AI-informed x-ray analysis for better 
diagnostics, more ef!cient operations, and 
a deeper understanding of the practice’s 
performance. Leverage Videa’s AI suite 
to deliver better care and improve patient 
outcomes. The detection performance 
improvements enable more accurate 
diagnoses, better preventive care, and 
substantial cost savings for patients by 
reducing unnecessary invasive treatments.

THE 5Ws*

THE HOW

With a caries detection algorithm powered by artificial intelligence, featuring a  
unique and diverse coalition of data, VideaHealth’s new solution can help both  
patients and clinicians. [ compiled by Stan Goff ]

Videa Caries Assist is a caries detection algorithm powered by AI, featuring a unique and diverse coalition of data. 
This AI algorithm catches caries early, and trials done by the FDA indicate that the number of missed caries was 43% 
lower for dentists using the AI. This algorithm is based on the Videa Factory, a data set with more than 100 million data 
points from a variety of dental sources such as practices, dental service organizations, and insurance companies.
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My favorite music manufacturer 
comes to the dental of!ce! 
When I hear that one of my 

favorite companies has grown and 
expanded in diverse directions, it is 
music to my ears. I’m talking about 
Roland, an incredible company 
renowned in the music world for 
keyboards, ampli!ers, synthesizers, 
and other digital equipment I have 
always trusted. What does that have 
to do with dentistry? Roland’s music 
technology is the basis for new digital 
dental technologies.

For 25 years, Roland’s sister 
company, Roland DGA, has been 
an established icon in the dental lab 
niche. Now it brings its manufactur-
ing excellence directly to the practi-
tioner’s of!ce with DGSHAPE open 
architecture clinical CAD/CAM mill-
ing solutions. DGSHAPE’s product 
is different from that of its musical 
sister company but in harmony with 

the same long-standing reputation 
for quality. I had the opportunity to 
speak to Lisa Aguirre, dental market-
ing manager for Roland DGA, who 
is driving the initiative behind this 
robust chairside milling solution.

Lou Shuman, DMD, CAGS: Why would a 
general practitioner want a mill?
Lisa Aguirre (LA): We’re living in a new 
world, with lots of changes in the way 
dentists treat patients. Dentists now 
want to keep more services in house 
and have more control over their treat-
ment. One of the ways we can help 
clinicians offer patients more [for] less 
cost is doing same-day restorative den-
tistry. An open architecture chairside 
milling solution is a must-have for a 
practice in that regard.

LS: What are the bene!ts of DGSHAPE 
milling in real-world dentistry?
LA: Dentists hate that big lab bill they 

get each month. The DGSHAPE 
chairside milling solution decreases lab 
bills and overall expenses—no more 
making messy, expensive temporaries. 
You prep, scan, mill, and seat all on the 
same day, eliminating extra time, and 
expense. This is a great way to maxi-
mize production dollars per hour and 
reduce expenses.

LS: What does open architecture mean? 
What are the other choices?
LA: Milling solutions are either an 
open- or closed-platform system. 
DGSHAPE’s systems are all open 
architecture. That means dentists can 
choose the scanner of their choice, the 
software of their choice, and materials 
of [their] choice and even add on new 
technologies. The old turnkey closed 
systems are usually more expensive 
and do not allow dentists to make 
those important choices, and that 
compromises quality and esthetics in 
same-day restorative treatment.

LS: Do patients even notice?
LA: A lot of patients are intrigued by 
innovation. They pay more atten-
tion than you think to technology, 
whether or not they understand 
what it does. Technology in your 
of!ce shows you offer the very best. 
If you think you are aggravated by 
temporaries popping out, so are 
your patients! And they will appre-
ciate the convenience of having their 
crown done in 1 visit.

LS: How do I get the staff on board?
LA: As with any new technology, 
get your team involved and excited. 

Take 1 piece of the pie at a time. 
Most clinicians are already using 
an intraoral scanner to scan their 
preps. Now instead of sending that 
scan to the lab, they just send it to 
their own design software. Design 
software makes the process easy: 
a few clicks and it automatically 
designs everything. Pretty seam-
less. Minimal clicks may be needed 
for modi!cation if the patient has 
unusual dentition, but for a typical 
posterior crown, automatic designs 
are typically spot-on.

Also, set realistic expectations. 
Don’t expect that the !rst week or 
the !rst month you will be seating 
same-day crowns. There’s always 
going to be a learning curve, but 
you will master it quickly. Also, [let] 
your team know they are an impor-
tant part of the process.
 
LS: What do you see in the future for 
in-house chairside milling?
LA: The technology will continue 
to get easier and even more precise. 
For example, most chairside milling 
solutions can mill single crowns, 
veneers, inlays, onlays, and things of 
that sort. Our DWX-42W chairside 
mill also has the capability to mill [a 
bridge] up to 3 units. Also, you can 
purchase an add-on accessory, the 
AK-1 Abutment Kit, so you can mill 
custom titanium abutments. In the 
future, I would expect to see more 
accessories introduced to expand the 
applications that can be milled [with] 
our chairside milling solutions.

One of the challenges of using 
zirconia is the sintering time, which 
is postdevelopment time. One of the 
new things we’re excited about with 
our chairside milling solution is the 
ability to mill Per!t FS™ presintered 
zirconia blocks that do not require 
!ring or [an] oven, which is a huge 
innovation and evolution for chair-
side wet milling.

Before we think of the future, we 
have to concentrate on today. For 
many clinicians, expenses are at an 
all-time high, and patients are more 
demanding of uncompromising 
quality of treatment. DGSHAPE 
solves all those issues and allows you 
to customize your chairside milling 
work"ow with a company that has a 
longstanding reputation for quality 
of craftsmanship.  

Roland DGA extends its manufacturing excellence to 
the practitioner’s office with DGSHAPE open architecture 
clinical CAD/CAM milling solutions. [ by Lou Shuman, DMD, CAGS ]
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Dental Technology 
Advances Bring 
Music to Our Ears
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STRAIGHTENING OUT 
THE CROWDED WORLD OF
CLEAR ALIGNERS CLEAR ALIGNERS 
THE CROWDED WORLD OF
CLEAR ALIGNERS CLEAR ALIGNERS 



Today there are several companies 
offering clear aligner therapies, 
and they’re offering them in a wide 

variety of formats. Some companies assist 
GPs in the manufacture of aligners, oth-
ers provide the aligners, some companies 
with orthodontists work directly with the 
clinicians, and others provide the services 
directly to the patient, with virtual input 
from dental professionals.

With increased awareness and 
demand, GPs need to have a basic 
understanding of orthodontics and be 
prepared when their patients ask them 
about clear aligners. The good news is 
there are plenty of options delivering 
solid results, and clear aligner companies 
have evolved dramatically in what they 
offer in terms of products, service, and 
support. These offerings are designed to 
bene! t both patient and clinician.

Align Technology, a pioneer in clear 
aligners that dominated the market 
for years, works closely with dental 
universities and orthodontic schools 
to increase awareness. Not only are 
more patients interested in straighten-
ing their teeth, but GPs who provide 
basic orthodontic care typically open 
the door for additional treatments that 
aren’t feasible without ! rst correcting 
crooked or crowded teeth.

To increase awareness in the orth-
odontic industry about the bene! ts of 
the Invisalign® system, Align Technol-
ogy works with universities and orth-
odontic schools to include clear aligner 
treatment and the Invisalign system as 
part of the education curriculum. Part-
nering with universities enables:

 consistency within the 
curriculum with Invisalign 
digital modules;

 next-generation doctors to 
be Invisalign-ready; and

 the transition of clear 
aligner education from a 

corporate environment to an 
educational environment.

Align Technology strives to be an 
indispensable partner for transforming 
smiles and practices and improving 
patient health, offering best-in-class 
continuing education for doctors. Invis-
align education topics include clinical 
education, practice development, of! ce 
ef! ciencies, and digital work" ows. 
With Align Faculty, Align Technology 
partners with the top Invisalign pro-
viders to build world-class education 
programs that help practices thrive with 
the Invisalign system.

Align Technology is celebrating 
25 years of innovation this year. The 
company’s experience treating patients 
through the work it does with doctors 
allows it to help Invisalign-trained 
doctors prescribe and develop indi-
vidualized treatment plans for their 

patients, right down to the movement 
of each tooth.

“We continue at the forefront of 
innovation in digital dentistry and 
orthodontics, helping doctors transform 
their practices using digital tools and 
technology to deliver great treatment 
experiences and outcomes to more than 
13.4 million [individuals] worldwide,” 
Mitra Derakhshan, DDS, says. Dr Dera-
khshan is senior vice president of global 
clinical at Align Technology. 

“The experience we have gained 
through years of research and develop-
ment includes a wealth of information 
about individual tooth movements and 
types of malocclusions, including what 
is required to effectively and predict-
ably move teeth. This unparalleled 
experience contributes to new insights, 
treatment planning ideas, feature sets, 
software protocols, and more. The 
breadth of our experience aids and 
accelerates our technology innovation 
every day with our doctor-led model, 
which requires direct interaction 
between patients and doctors.”

Trent Smallwood, DDS, a cosmetic 
dentist in Tempe, Arizona, was initially 
hesitant to become involved in ortho-
dontics because his dental school educa-
tion more than 25 years ago did not 
focus on straightening teeth. However, 
he has been offering clear aligner therapy 
for years and currently offers SmileDi-
rectClub to treat his patients through the 
company’s partner network. Much of 
his early clear aligner training came from 
Align Technology, but he loves the fact 
that SmileDirectClub’s Comfort Sense™

aligners solution includes support from 
state-licensed doctors who review the 
3D image, photos, and medical history 
to prescribe and manage the patient’s 
custom aligner treatment plan. He also 
knows that as more companies have 
entered the market, more affordable 
options have come along, allowing more 
patients to turn to clear aligner therapy.

“I think programs like this one offer 
more options to patients and allow 
doctors to aid in treating mild to moder-
ate clear aligner orthodontic cases,” 
explains Dr Smallwood.
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FOR YEARS, MANY GENERAL PRACTITIONERS (GPs) SHIED AWAY FROM 
ORTHODONTICS. UNTIL THE PAST FEW YEARS, THEY DIDN’T HAVE 
MANY OPTIONS TO GET STARTED IN CLEAR ALIGNER THERAPY. BUT 
THE TIMES THEY HAVE CHANGED.

STRAIGHTENING OUT 
THE CROWDED WORLD OF
CLEAR ALIGNERS 

With so many 
options available, 
fi nding your fi t in 
this bustling area 
of dentistry is 
easier said than 
done these days.
[ by Stan Goff ]

     A big part of 
what I’ve done is 
integrate restorative 
and orthodontic 
clear aligner ther-
apy so I can move 
teeth into a more 
ideal position and 
restore them with 
less invasiveness.
It’s a great way to 
help the patient in a 
conservative way.”
– TRENT SMALLWOOD, DDS
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“A lot of my initial education was 
through Align Technology, which 
was one of the front-runners,” Dr 
Smallwood says. “Initially it was a big 
jump going from no [orthodontic] back-
ground. We had a [orthodontic] rotation 
we did [in school], but it was whispered 
in our ears, ‘Just leave this to the big 
boys. Leave the movement of teeth to the 
orthodontist.’” Because his teachers told 
him to focus on teeth and on crowns 
and bridges, Dr Smallwood “didn’t 
touch orthodontics for 10 years.”

 Once he gave orthodontics a try 
about 18 years ago—starting with basic 
cases—he enjoyed it and never looked 
back. “I was able to make that transi-
tion from basic cases to more advanced 
cases with some training,” he says. “Ini-
tial information on clear aligners was 
signi! cant, with so much information 
provided because orthodontics is such 
a different animal than our traditional 
GP type of dentistry. They were over-
whelmed by it.”

Because of this, Dr Smallwood 
has seen several clinicians become 
overwhelmed and opt out of providing 
orthodontics at all. He believes this is 
where the SmileDirectClub Partner 
Network has made big strides, providing 
expert guidance to assist GPs new to 
clear aligner therapies. 

“SmileDirectClub has changed that 
because they’ve been the early innova-
tors and disruptors in the industry 
by providing steps 1, 2, and 3 to get 
you more comfortable with it,” he 
says. “The wonderful thing  about the 
Partner Network is that you know the 
patients you hand off are in good hands. 
Their af! liated dentists and orthodon-
tists have a lot of experience in clear 
aligner therapy, and they are the ones 
reviewing treatment plans and prescrib-
ing care. That expertise and support 
goes a long way when you’re just getting 
started with aligner cases. It can be a 
wonderful way for patients to receive 
treatment and doctors just delving into 
clear aligner therapy acclimate to clear 
aligner orthodontics.”

Some early adopters of clear aligners 
might have gotten a little training and 
a walk-through, but then the execution 
was on the clinician. Dr Smallwood says 
the SmileDirectClub Partner Network 
changes that by referring the case to the 
company’s network of teledentists and 
removing the liability for the Partner 
Network doctor. 

They’ve taken on a lot of the educa-
tion and clinical support services and 

are able to give these providers wanting 
to just step into the idea of aligners a far 
easier way to get started than what was 
previously available, he says.

SmileDirectClub recently announced 
the complete transition of its second-
generation retainer manufacturing 
technology in the company’s FDA-
registered Smile Labs in Antioch, 
Tennessee. The company’s upgraded 
retainer manufacturing lines feature the 
patented laser technology and automa-
tions leveraged to produce SmileDirect-
Club’s Comfort Sense™ aligners. The 
laser technology results in precision-cut 
retainers that ! t more comfortably 
while maintaining proper tooth align-
ment and healthy positioning, and the 
manufacturing automations continue 
to increase the company’s ef! ciency and 
productivity. Thanks to this advanced 
technology, Smile Labs can now pro-
duce twice as many aligners and retain-
ers with approximately one-third of the 
manpower, increasing productivity by 
225%, according to SmileDirectClub.

Exciting Times 
With the advances in orthodontics and 
the ability for GPs to add this service 
to their practice, more and more GPs 
are doing just that. More patients want 
straighter smiles, and more GPs can 
get started delivering the popular clear 
aligner therapies.

“It is a very exciting time in orth-

odontic treatment, especially with 
clear aligner therapy. The con" uence of 
digital advancements, patient aware-
ness, and the expiration of old patents 
has brought minor tooth movement to 
the forefront of our profession,” says 
Brian Gray, DDS, chief dental of! cer 
of Candid. “Twenty-four years ago, 
orthodontists were concerned that GPs 
would take a slice of the pie and were 
fearful it would hurt the specialty. That 
didn’t turn out to be the case. In fact, 
the orthodontic market is expected to 
grow 4-fold between 2020 and 2028, 
and all providers will bene! t.”

Clear aligners are a no-brainer for 
restorative dentists, especially the new 

generation of young dentists raised 
in the digital world. “Dentistry has 
also embraced a more comprehensive 
approach to treatment planning, with 
[orthodontics] being a cornerstone,” Dr 
Gray adds. And that, of course, leads 
to the ! nal piece of the puzzle: Patients 
demand excellent esthetics, but with-
out proper tooth position, beautiful 
ceramic restorations become exposed 
to forces that cause premature failure; 
form follows function. By putting teeth 
in the most ideal position, you can build 
smiles that last a lifetime.

Candid boasts case management 
assistance and after-hours patient 
support, along with precision aligner 
manufacturing designed to achieve 
precise tooth movements. The company 
arms customers with best-in-class orth-
odontic support and dental technology 
that seamlessly integrates into the 
practice work" ow at no up-front cost. 
They are dedicated to helping practices 
identify and manage more cases of 
malocclusion than ever before with pre-
dictable, con! dent movements through 
their treatment planning software and 
ongoing on-site training and virtual 
support. With clinical expertise and 
breakthrough digital technology, Can-
did offers a level of on-demand clinical 
support and advice equivalent to an 
orthodontist in your practice 5 days per 
week, the company says.

Case Management and After-Hours 
Patient Support
Candid Monitoring™ technology is 
designed to gives you unprecedented 
remote oversight by enabling patients 
to send you high-resolution images of 
their teeth, and it requires no setup on 
the practice side. These virtual check-ins 
bring you closer to your patients, drive 
patient adherence, reduce re! nement 
rates, and save chair time without com-
promising your level of care.

Additionally, Candid’s 24-7 support 
team is an extension of the practice, han-
dling all nonclinical patient issues with 
live chat and an arti! cial intelligence 
(AI) technology called CandidApp, a 
top-rated app in teledentistry. Candid 
frees up the dental team’s time to focus 
on growing the practice.

Precision Aligner Manufacturing
Candid achieves highly accurate tooth 
movement by manufacturing aligners 
in state-of-the-art production facilities 
using industry-leading Carbon 3D print-
ers and clear, comfortable, stain-resis-
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 Align Technology works with universities and orthodontic schools to increase educa-
tion and awareness of the bene! ts of the Invisalign system.

     Patients, espe-
cially baby boom-
ers, are wanting 
better smiles, espe-
cially with social 
media and all the 
close-up photogra-
phy these days.”
– BRIAN GRAY, DDS



tant Zendura FLX materials. Candid’s 
precision aligner manufacturing process, 
the patent-pending CandidRx™, and an 
80% patient adherence rate mean that 3 
of 4 Candid clear aligner patients don’t 
needed any posttreatment re! nements, 
according to the company.

Social media and increased patient 
awareness continue to play big roles in 
a larger population of patients desir-
ing a better-looking smile. “Patients, 
especially baby boomers, are wanting 
better smiles, especially with social 
media and all the close-up photography 
these days,” Dr Gray says. “Dentists 
have stepped up their game by offering 
great ways to improve a patient’s looks 
and function. I have had cases where 
we opted out of placing veneers because 
the aligner case turned out so well. I 
have also had cases where a patient 
completes treatment and says, ‘What 
can we do to ! x these chips or stains?’ 
Or maybe, ‘Things look so good, we 
should replace these 2 old crowns.’ We 
work up every case comprehensively, so 
I have those items built into the treat-

ment plan. That way it isn’t an after-
thought, and the patient knows we have 
been working from an ideal platform 
since the start. It’s a great con! dence 
builder, and to top it off, I didn’t have 
to sell the patient on elective treatment. 
Everyone wins.”

Dentsply Sirona, a pioneer in the 
dental materials, CAD/CAM, and 
equipment side of things, is another 
big player in clear aligners with its 
SureSmile® Clear aligners. These clear 
aligners are made by experts using the 
latest technology and proven materi-
als. Unique features allow for person-
alization in even the most challenging 
cases. Precise processing of data and 
thorough quality control are designed 
to ensure outstanding ! t and comfort, 
excellent durability, and aligners so 
transparent they’re hard to detect.

Matt Coggin, senior vice president 
of clear aligners for Dentsply Sirona, 
believes the combination of more 
patients wanting better esthetics 
coupled with a greater understanding 
of how untreated malocclusions may 

impact oral, physical and mental health 
are paving the way to a greater demand. 
“It’s very clear the market is driven by a 
wants-based esthetic approach, which 
has helped drive the aligner adoption to 
accelerate the ortho category over the 

past couple of years,” Coggin says. “As 
you get into digitization and democra-
tization of different types of software, 
it has allowed generalists to really talk 
to their patients—their adult patients in 
particular—about looking at potential 
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 Dentsply Sirona’s SureSmile® Aligners can help you address your patients’ requests 
for healthier smiles without them ever leaving your chair. 
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solutions around straightening their teeth. That has 
greatly accelerated growth in the market. It’s continu-
ing to create a strong environment when you look at 
the dentists who want to get involved in this. Patients, 
mainly adults, aren’t interested in putting brackets and 
wires in their mouth. So they’ve looked at the clear 
aligner option as a good option for them.”

Evolving patient expectations, improvements in 
oral health, and rapid developments in technology 
have driven dentistry into a new era. With Invisalign 
Go treatment, GPs have a solution that allows them 
to integrate clear aligner therapy into their compre-
hensive treatment plans, according to Dr Derakh-
shan. “It’s about giving patients holistic treatment 
options thanks to the help of digital technology, with 
Align Technology supporting doctors throughout a 
comprehensive onboarding program. General den-
tists can deliver predictable results with the Invisalign 
system’s unique combination of 3 patented technolo-
gies: SmartTrack material, SmartForce features, and 
SmartStage® technology.”

Align Technology stresses doctor-delivered treat-
ment. Patients can only start Invisalign treatment 
with an Invisalign-trained dentist or orthodontist. 
That ensures patients have an initial exam and ongo-

ing, personalized care and monitoring from the doc-
tor of their choice. With a doctor’s care, Invisalign 
treatment could be an option for a wide variety of 
patients at any age and with varying degrees of treat-
ment complexity, the company says.

“Align [Technology] has a broad Invisalign 
product portfolio that enables doctors to [manage] 
approximately 90% of malocclusion from adults 
to teens to kids as young as 6 years old. Our digital 
technology is expanding the orthodontic market 
globally with the Invisalign system, the most 
advanced clear aligner system in the world, and over 
13 million Invisalign patients treated globally,” says 
Dr Derakhshan. “Our market opportunity remains 
massive, with approximately 10% share of 21 mil-
lion annual orthodontics case starts and 500 million 

potential patients worldwide. Our goal is to help 
dentists participate in a new and larger market by 
investing in innovative products and building brands 
to drive millions more [patients] to their practices.”

It’s not a small number of companies joining Align 
Technology. Many companies, including 3Shape, 
Orthosnap, orthobrain, OraPharma, and On Demand 
Orthodontist (ODO), are making big pushes to have an 

impact in the marketplace. orthobrain’s SimplyClear 
clear aligner solution is featured on Page 14 in this issue. 
And it seems as if a new player pops up every month.

For example, ODO is working with established 
brands like Ormco’s Spark Clear Aligner System and 
Dental Monitoring to assist dentists in delivering 
successful clear aligner treatments. ODO provides 
end-to-end aligner treatment guidance materials so 
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     You have an orthodontist 
who helps with the 
treatment plan of the case 
to keep an eye on things. It 
saves so much chair time 
that way. I have happy 
customers, and I love it 
because the patients don’t 
have to come in as often.”
– SUSAN PRATER KUDLATS, DDS
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clinicians can pro! tably deliver smile transforma-
tions to malocclusion cases while saving chair time.

Susan Prater Kudlats, DDS, a cosmetic and digital 
dentist in Jacksonville, Florida, has tried a few clear 
aligner solutions but is sticking with ODO for now 
and has been using their system for about a year. 
High costs and lengthy chair time were her biggest 
complaints about past companies she tried. “In the 

past, it seemed like you were starting cases over with 
a patient,” Dr Prater says. “I found out about ODO, 
and it’s been great. You have an orthodontist who 
helps with the treatment plan of the case to keep an 
eye on things. It saves so much chair time that way. 
I have happy customers, and I love it because the 
patients don’t have to come in often.”

Like many other GPs, Dr Prater didn’t have a total 

grasp of orthodontics while in school. “We don’t 
learn much about orthodontics in dental school, so it 
was a little scary at ! rst,” she says. “I was a little hesi-
tant, but there are so many great courses out there. I 
took a couple of courses because it’s nice to be able to 
do the bread-and-butter basic cases. That’s how I got 
my feet wet; I was doing very basic cases at ! rst.”

When she heard that world-class orthodontists 
plan the ODO cases for you, Dr Prater “went to test 
it out, and it’s been really great.” She takes on more 
complex cases now, but wants clinicians to remem-
ber what’s most important: the patient’s long-term 
oral health. “It’s important when you’re doing any 
type of cosmetic case to remember it’s not just about 
the look of it. Form and function are most impor-
tant. You want to give the patient the best long-term 
functionality,” Dr Prater says.

This may mean turning away a patient’s request 
for veneers when the best option may be to straighten 
the teeth with aligners and consider a less invasive 
procedure. “It allows for dentists to practice more 
responsible esthetic dentistry,” Dr Prater explains. 
“A patient comes in and wants veneers, and their 
teeth are a little out of alignment. I can tell them, ‘If I 
can move your teeth a little and straighten them, you 
might be a candidate for prepless veneers.’”

With advances in materials and software as well as 
support from companies such as ODO, she says this is 
a great time for dentists to provide basic orthodontic 
treatments. “It is super exciting,” Dr Prater says. “There 
is so much you can do, and there’s so much to learn right 
now. It’s nice to have an orthodontist there to help. If you 
did all the planning yourself, that of course takes time.”

Dr Prater is taking courses on advanced digital 
work" ows and plans to study more advanced ortho-
dontics down the road. But for now, ODO having her 
back means she can be con! dent providing success-
ful clear aligner treatment to her patients. “I have a 
thirst to learn more, and we want to do it all at once,” 
she says of clinicians’ desire to better themselves. “So 
it’s nice to know that I have [orthodontics] in the bag 
for now. It’s like having a specialist in your of! ce.”

Another bene! t of ODO is Dental Monitoring, the 
company’s AI-powered platform and patented tech-
nology that detects and monitors over 130 oral obser-
vations. This remote monitoring solution is designed to 
let you know exactly when a patient needs an in-person 
appointment. It drives patient adherence, optimizes 
chair time, and boosts engagement with the patients. It 
also gives patients the convenience of connecting with 
your practice through the Dental Monitoring app. 
Practices can send instructions and friendly reminders 
as often as needed.

Alyssa Carter, DDS, an orthodontic adviser and team 
member of ODO, is a key opinion leader for Ormco 
and Dental Monitoring and educates on back-of! ce 
ef! ciency and digital treatment with aligners. She agrees 
with Dr Prater’s idea that ODO is like having an ortho-
dontist around all the time, ensuring GPs are designing 
their cases properly and monitoring them to deliver opti-
mal results. “I like to describe it as a virtual orthodontic 
associate,” Dr Carter says. “The technologies have 
become more advanced, and I think the foundation, 
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060  1.5mm   Round (80 sheets/box) $217.60 per box $212.60 per box
080  2.0mm  Round (60 sheets/box) $180 per box $175 per box
030  125mm  Round (50 sheets/box) $169 per box $165 per box
030  125mm  Round (125 sheets/box) $437.50 per box -------------------
040  125mm  Round (100 sheets/box) $375 per box -------------------

TAGLUS TUFF
NEW! TAGLUS PU FLEX
NEW! TAGLUS PU FLEX

THE WAIT IS OVER!  MARI’S LIST MEMBERS ARE THE FIRST TO MEET….

The New Super Clear,  Super Strong Affordable Aligner & 
Retainer Material!

                                                                        
Performs as well as Zendura, but:

*Half the price, Easier to use in fabrication of aligners & retainers, Better polish ability, 
NO moisture sensitivity and NO bubbling!!

Available Sizes:                                                      Retail Price:                    Mari’s List Price:                              
030 125mm Round (125 sheets/box)       $248.75 ($1.99/Sheet)       $230 ($1.84/Sheet)                                                                              
040 125mm Round (100 sheets/box)       $199.00 ($1.99/Sheet)       $184 ($1.84/Sheet)

INTRO OFFER:  SAVE AN ADDITIONAL $10 PER BOX ON 3 OR MORE BOXES!!

*For professional use only                                Allure Ortho   |    844-442-5587   |  sales@allureortho.com              

Super Clear,

Super Strong,

Super 
Affordable!

ALIGNER CHEWIES

ONLY 

$12.50 pack 

- Designed for proper seating of the aligner

- Green with mint flavor

- Maintains clear aesthetic

- 20 chewies per pack 
(10 individual packs of 2)

BUY 10,
GET 2 FREE
(only $10.41 pk.)

REMOVE-EEZ
aligner removers

- Pull ring style makes removing aligners quick & easy

- Individually wrapped

Remove Your Aligners with Ease!

ONLY $12.99   /pk of 10
BUY 10, GET 2 FREE  (only $10.83 pk.)



Depth of Cure

RADII-CAL CX

UNCOLLIMATED LED

Toll Free 1 800 228 5166
Fax: 630-361-9222 
usa.canada@sdi.com.au
www.sdi.com.au

SDI (North America) Inc. 
1279 Hamilton Parkway 
Itasca, IL 60143

Scan QR Code for  
more information

ERGONOMICALLY  
DESIGNED

COLLIMATED 
LIGHT

SMART BATTERY
TECHNOLOGY

COLLIMATED FOR A DEEPER,  
MORE RELIABLE CURE
The collimated beam of the Radii-Cal CX delivers 
curing uniformity across all curing depths. This 
ensures a fast and predicable cure for all restorations.

IRADI -CAL CX
NEW

INTRODUCING

COMPOSITES | GLASS IONOMERS | TOOTH WHITENING 
SDF RIVA STAR | CEMENTS | ADHESIVES | ETCHANTS
SEALANTS | AMALGAMS | ACCESSORIES | EQUIPMENT

OUR 
VISION.

YOUR 
SMILE.

Interested?  Circle Product Card No. 46

50  |  DENTALPRODUCTSREPORT.COM  |  October 2022

DENTAL SPECIALTIES COVER STORY

whether we’re talking about aligners or 
brackets, still requires a solid diagnosis 
and treatment plan. The rest of it is tools 
at our !ngertips.”

Whether clinicians are adding to 
orthodontic education and choosing a 
clear aligner solution they can control or 
taking advantage of ODO’s experienced 
orthodontists to handle the design 
phase, today’s material and software 
offerings make it easier for them to 
deliver strong results. “With the digital 
work"ow we have now, we’re able to 
deliver predictable outcomes and guide 
GPs so they can continue to develop 
positive relationships with patients,” 
Dr Carter says. “The technological 
advances have just made it better for us. 
It’s more convenient and more ef!cient, 
and it makes our lives better.”

She has completed many cases that 
have dramatically moved teeth and 
corrected patient’s misalignment with 
the Spark Clear Aligners System. The 
nearly invisible aligners are made with 
TruGEN clear aligner material. They 
are designed to be clearer, more com-
fortable, and stain less, according to 
the manufacturer. In addition, they’re 
designed for more ef!cient and effec-
tive tooth movement.

Dr Smallwood suggests every GP pro-
vide clear aligner options for basic cases. 
“A big part of what I’ve done is integrate 
restorative and orthodontic clear aligner 
therapy so I can move teeth into a more 
ideal position and restore them with less 

invasiveness,” Dr Smallwood says. “It’s a 
great way to help the patient in a conser-
vative way.”

Clear aligners have evolved in the 
past few years, with some direct-to-
consumer approaches. “Direct-to-
consumer marketing is building clear 
aligner awareness with patients and 
getting them excited on what can be 
done with their smile, either through 
telehealth or in-of!ce with their exist-
ing doctor,” Dr Smallwood adds. “So, 
there are so many things that we can 
do these days. There’s a lot of interest 
from patients and doctors alike in the 
area of clear aligner options. I feel 
like it’s really been trumped by a lot 
of these new innovations, primarily 
driven by clear aligner therapy. So yes, 
absolutely, I would be disappointed 
if I came across the doctor that hasn’t 
worked into some clear aligner therapy 
into their practices. I mean not every-
thing’s for everybody. I wouldn’t quite 
feel that way for doctors that don’t do 
implants, I feel that is far more of a dif-
!cult skill to attain over clear aligner 
orthodontic therapy.

“But with clear aligner therapy, there 
is ample opportunity in a growing cat-
egory. I feel as long as you’re not doing 
anything outside of the guidelines, I feel 
like you just can’t fail.”

More on Adherence and 
Monitoring
Dr Gray believes Candid’s monitor-

ing system and new manufacturing 
facilities make the CandidPro option 
an ideal choice for today’s dentists and 
patients looking into clear aligners.

“I see a number of unique advantages 
Candid offers over other aligner com-
panies. The biggest is their monitoring 
system,” he explains. “Designed to 
remotely assess a patient’s progress 
every 2 weeks, without the practitioner 
needing to perform live evaluation, 
[the monitoring system] has been a 
game changer. Licensed orthodontists 
monitor every step, providing guidance 
and regular communication with the 
patient. If things are off, I get a notice 
and can step in. If things are on track, 
I am able to focus on the practice and 
other patient’s needs.”

Dr Gray adds that he can pull up 
the patient’s monitoring journey at 
any time and see what’s going on. This 
allows him to be prepared when he sees 
a patient at a hygiene recare visit: “[I’ll 
say], ‘I’m glad I had you hold in aligner 
number 6 an extra week. It helped to 
keep things on track.’ Then I’ll get a 
reply: ‘I went away on vacation and 
wasn’t as [adherent] as I should have 
been. Glad you noticed.’” This helps 
build con!dence in the doctor-patient 
relationship, and everyone wins.

There are other bene!ts with Candid 
such as the new manufacturing facili-
ties, major technology advancements, 
and advanced digital platforms. “The 
one thing that stands out is the team 
culture. To a person, we are constantly 
focused on how we can make things 
better. By approaching every challenge 
with a proactive attitude focused on the 
doctor and the patient, Candid is play-
ing the long game.”

Align Technology strives to be an 
indispensable partner for transforming 
smiles and practices and improving 
patient health with high-quality continu-
ing education for doctors. Invisalign 
education topics include clinical edu-
cation, practice development, of!ce 
ef!ciencies, and digital work"ows. With 
Align Faculty, Align Technology part-
ners with the top Invisalign providers to 
build world-class education programs 
that help practices thrive with the Invis-
align system.

In addition, Invisalign-trained doc-
tors can access an abundant library 
of digital education content from 
the Invisalign Doctor Site, including 
videos, how-to-tutorials, information 
about new products, and clinical evi-
dence such as white papers.

How to Decide?
Dr Gray says clinicians, especially GPs 
new to orthodontic services, should do a 
little homework and !nd out what solu-
tion or solutions best !t their practice 
and patients. “They should evaluate the 
different systems out there and pick 1 or 
2 that will serve all their needs. Focus on 
predictability, reliability, and product 
quality,” Dr Gray says. “But most of 
all, look at integration in your practice. 
Clear aligner [orthodontics] needs to be 
well run, simple and ef!cient.”

The entire system should be intui-
tive, with routine standard operating 
procedures designed for full of!ce inte-
gration, he adds. Training and practice 
immersion are a must so every team 
member is on the same page. “Reduce 
the stress. Use a product that works well 
in your practice. One that minimizes 
chair time and actual tooth movement 
planning but delivers the expected 
result. This should be easy and fun for 
all parties involved.”

Coggin feels Dentsply Sirona’s 
comprehensive digital dentistry suite 
of solutions lends itself to delivering 
clear aligner therapy to more patients. 
Research indicates that when teeth 
are straightened and crowded teeth 
are corrected, patients’ airways are 
improved. As more clinicians add 
CBCT to their practices, the capabili-
ties of these advanced digital work-
"ows take off, Coggin says. “It’s very 
rare that a patient comes into a dental 

     Dentsply Sirona’s 
DS Core is a 
platform combining 
products, services, 
and technology 
to help clinicians 
shape the future 
of their practice…
SureSmile clear 
aligners are just 
another big piece 
to the company’s 
digital dentistry 
puzzle.”

  The SmileDirectClub’s ComfortSense aligners solution includes support from state-
licensed doctors who review the 3D image, photos, and medical history to prescribe and 
manage the patient’s custom aligner treatment plans.
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practice, and they only have 1 thing 
that they need,” Coggin explains. “A 
patient may need 5 things, or maybe 
a patient wants 2 things but they 
really need just 1. So how do we create 
tools that really help the community, 
the ecosystem of dentistry be able to 
decide how best to treat that patient’s 
immediate need as well as diagnose 
and treat the underlying cause and 
ultimately deliver the best customer 
experience for that patient and for the 
dentists who are providing that care?” 

Dentsply Sirona’s DS Core is a plat-
form combining products, services, 
and technology to help clinicians 
shape the future of their practice and 
focus more on what matters: treating 
patients. Users can bene! t from cloud 
storage and case ! le-sharing solutions 
and access high-quality service offer-
ings for their equipment and dental 
design needs. SureSmile clear aligners 
is just another big piece to the com-
pany’s digital dentistry puzzle.

“Dentsply Sirona’s ! rst intercon-
nected, digitally advanced platform is 

designed to fully support you through-
out the entire patient journey, from 
diagnosis to ! nal care or treatment,” 
Coggin says. “This enables you to uti-
lize seamless work" ows, foster collabo-

ration with partners, and keep abreast 
of the latest developments in digital 
dentistry. DS Core is easily expandable 
through purchases of equipment and 
subscription options for additional clin-

ical services and applications, ensuring 
the continuous evolution and growth of 
your practice.”

Manufacturers believe this becomes 
a real accelerator in helping dentists 
adopt different specialty procedures 
such as clear aligners or implants. 

“There are many great resources for 
GPs to learn about the latest develop-
ments in digital dentistry, including 
industry events. Every other year, 
Align [Technology] hosts its Invisalign 
Summit for GPs, the ultimate learning 
experience for Invisalign doctors and 
teams looking to transform their digital 
practices, with the most peer-to-peer 
presentations of any Invisalign educa-
tion event,” Dr Derakhshan says. 

SureSmile was prominent at 
Dentsply Sirona World, Sept. 15 to 17. 

No one says it will be easy for clini-
cians to investigate every clear aligner 
option. However, they should know 
there are many good choices out there 
and should not be afraid to add ortho-
dontics to their offerings if they have 
yet to do so.  

DENTAL SPECIALTIESCOVER STORY

 The SureSmile VPro high-frequency vibration device is described as a simple 5-minute 
at-home treatment that may improve aligner seating and accelerate tooth movement. 
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5Ws* Quicr Quantum Implant Cementer 

WHAT
Quicr Quantum Implant Cementer

WHO
Quantum Dental Arts
407-928-7122  |  quantumdentalarts.com 
CIRCLE RS #47

WHERE
All dental practices and laboratories 
that work with seating and cementing of 
crowns and abutments.

WHEN
For every procedure involving the seating 
of abutments and crowns by clinicians 
and/or lab technicians. Whether in 
the dental of!ce or lab, this implant 
cementer makes the process quicker 
and easier to perform.

WHY
The Quicr Quantum Implant Cementer is a 
must-have tool for your dental of!ce or lab 
because it guarantees correct seating and 
cementing of crowns and abutments. It 
works the !rst time on every use and saves 
time. The company’s guiding principle is 
the best care for the patient. The sooner the 
restoration can be returned, the less impact 
the temporary has on the situation and the 
better the patient’s overall experience. This 
product helps achieve these goals.

THE 5Ws*

THE HOW

Enhance implant outcomes with this tool for cementing implant parts 
together with precision, quality, and predictability. [ compiled by Stan Goff ]

The easy steps include taking 2 parts of the Quicr Quantum Implant Cementer and screwing them together until 
fully seated, followed by placing the titanium base abutment on the newly assembled part. The titanium base 
abutment and crown are then treated, and cement is mixed and placed on the titanium base abutment. Next, the 
crown is placed on the titanium base abutment and part C of the system is placed on the assembled part. Screw 
down onto the crown until crown is held snugly in place. The !nal step consists of cleaning off excess cement and 
visually inspecting the seal to verify its completion. You may then simply set it down.

  COVER STORY      5WS*     IMPLANTS



AS A TECHNOLOGY LOVER and former psychology major, 
I have always been fascinated by what technology can 
do for us but also why we accept or reject things with 
the potential to change our world. History is full of 
examples of individuals who rejected new ideas and 
discoveries. One of my favorites is a quote from Alfred 
Loomis, MD, an accomplished clinician and luminary 
in medical education who served as president of the 
New York Academy of Medicine and the Association 
of American Physicians in the late 1800s.

The story goes that in 1882, Dr Loomis was told 
about Robert Koch’s discovery of tubercle bacillus as 
the cause of tuberculosis. A few days later, Dr Loomis 
was giving a lecture when he stated, to the delight and 
laughter of the students present, “People say there are 
bacteria in the air, but I cannot see them.”

Dr Loomis’ belief system was too strong to allow 
him to see the truth. This happens often in business, 
too. In the early days of computing, Ken Olsen, the 
CEO of Digital Equipment Corporation (DEC), told 
colleagues, “There is no reason anyone would want a 
computer in their home.” DEC made mainframe com-
puters that were, at their smallest, the size of a refrigera-
tor. A couple decades later, his company was bought by 
home computer manufacturer Compaq. Olsen was so 
entrenched in his world of giant computers that he was 
blind to the concept of smaller ones.

My point is even experts make mistakes regarding 
the future. If that mistake is made by a business, it can 
be the end of the business. This is especially true for 
a company comfortably entrenched in an industry, 
which brings me to the point of this column.

Whip Mix Corporation began back in 1919. The 
name comes from a machine they licensed from a 
dentist that easily and consistently mixed water and 
gypsum investment powder into the perfect consistency 
to pour around a wax pattern. That means Whip Mix 
has been involved in making cutting-edge products 
to make the creation of ! xed dental prosthetics easier 
since 1919. That is an amazing and admirable mission!

Back when Whip Mix was founded, the lost-wax 
technique was the common fabrication method for gold 
prosthetics. The technique still works and is used today, 
but the profession has evolved. The use of nonesthetic 
materials such as gold has decreased signi! cantly, and 
the need to mix investment material decreased with it.

I mentioned resistance to change because it is a 
common occurrence. A company develops something 
amazing and new, and the once tiny company has 

amazing success. However, instead 
of scanning the horizon for new and 
better things, the now large company, 
spends huge amounts of energy and 
capital to maintain the status quo.

Whip Mix did not do that. They 
embraced the future and kept on the 
cutting edge. As Technology Evange-
list, I salute them! The company saw 
the market and profession changing 
and changed right along with it.

In the past 10 years, dentistry has 
made an evolutionary jump into the 
world of 3D. We are now seeing the 
incorporation of 3D impression/acquisition units 
(which some call scanners) and the pairing of those 
devices with 3D printers. This allows of! ces to print 
models, surgical guides, occlusal guards, dentures, 
orthodontic aligners, and even permanent crowns. 
This market is exploding with potential.

Doctors in today’s high-tech practices are working 
on ways to develop the best digital work" ows. The 
snag is they only have a deep understanding of half the 
process. They know dental impressions, and this famil-
iarity helps in choosing the 3D impression system that 
best ! ts an of! ce. However, 3D printing is unknown to 
many doctors. Left to ! nd their own answers, doctors 
must often work with new and unfamiliar companies 
because many 3D printer manufacturers are newer 
brands in the dental industry.

The other piece of expanding an of! ce’s hardware 
footprint is the concept of compatibility. As a diehard 
technology lover, I am passionate about the concept 
of open architecture software and the interoperability 
that comes with it. Basically, it means every scanner 
will output to a ! le type that can be used by every 3D 
printer. It’s a great concept for mixing and matching 
hardware, but it also means a doctor has to be abso-
lutely sure of their purchasing decisions.

There are many snags that can pop up that you don’t 
think about until you use a piece of hardware. As my 
grandfather used to say, “Son, experience is what you 
get 5 minutes after you needed it in the ! rst place.”

Enter Whip Mix with their VeriONE line of 
digital work" ow products. Combined they pres-
ent a turnkey 3D concept I truly love. The company 
offers the full range of 3Shape TRIOS intraoral 
scanners, VeriEKO 3D printer, VeriLUX 3D 
model-curing station, and the VeriWHIRL 3D 

model-washing/processing 
station, which can all be pur-
chased together.

3D in dentistry is moving past 
the early adopter phase. Doctors 
do not want to spend valuable 
time figuring out technology. 
They want to buy it and use it. 
That is what Whip Mix delivers.

The company allows the doc-
tor to purchase with con! dence. 
Whip Mix has looked at its 
product line from every angle. 

Not only does the doctor get state-of-the-art 
hardware but also state-of-the-art software as well. 
As an authorized dealer for 3Shape, Whip Mix gives 
the doctor access to this incredible design platform. 
But it goes 1 step further than that. If the of! ce sees the 
bene! ts of 3D printing but doesn’t want to do their own 
design?, 3Shape offers their own offsite design services 
that create necessary ! les and email them to be printed 
with of! ce hardware. Problem solved!

The mind trust at Whip Mix analyzed the industry, 
saw the changes coming, and looked at the solutions 
for how of! ces could integrate these amazing technolo-
gies. They then took it 1 step further and said, “Where 
are the potential problems?” They identified those 
problems and built solutions into their turnkey system.

An established company could have easily pointed 
out the risks of change and encouraged doctors to stay 
with the status quo. That is what many companies do. 
Instead, Whip Mix saw the future, saw the bene! ts, 
and embraced them. They went the extra step to make 
their customers’ experience less stressful.

I am impressed with Whip Mix and the system they 
designed for predictable digital dentistry. Doctors can 
now buy digital solutions from a company with more 
than 100 years of experience. Whip Mix began as a 
company of 4 brothers who worked together and saw 
the future. Today the company still maintains a culture 
of seeing and embracing the future.

If you want to reap the bene! ts of digital work" ows, 
bring Whip Mix into your practice. They have done the 
hard work for you, and this means you can enjoy digital 
work" ows while knowing you have a partner who has 
done everything to ensure your success. My time and 
experience working with their products has made me 
a strong believer in Whip Mix. I am con! dent you can 
bene! t from their efforts as much as I have.

Whip Mix  |  800-626-5651   |  whipmix.com

ADVERTORIAL

Embracing a Changing Industry, Whip Mix’s 
VeriONE Turnkey Digital Solution Makes 3D 
Printing Accessible to Any Dental Practice
by John Flucke, DDS

TEST DRIVE

model-washing/processing 
station, which can all be pur-
chased together.

the early adopter phase. Doctors 
do not want to spend valuable 
time figuring out technology. 
They want to buy it and use it. 
That is what Whip Mix delivers.

tor to purchase with con! dence. 
Whip Mix has looked at its 
product line from every angle. 

Printing Accessible to Any Dental Practice
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Advances in implant dentistry 
have made this treatment more 
predictable and the process more 

pleasant for patients, which means 
more of them are seeking it. For den-
tists, it is easier than ever to get started 
with implant dentistry. Adding the 
service allows you to provide patients 
with another treatment option and it is 
a great revenue booster. 

We recently spoke with dentists 
involved in placing and restoring 
implants about the bene! ts of offering 
this treatment and the advances they 
have seen. There have been many 
changes, all designed to make proce-
dures more streamlined, outcomes 
more familiar, and implant dentistry 
more accessible

John Flucke, DDS
About 10 years ago, John Flucke, 
DDS, decided it was time to start 
offering implants in his practice. 
Patients who needed implants often 

were disappointed upon realizing 
they would have to go to another 
of! ce for the procedure—some 
would even opt for Dr Flucke to place 
a bridge rather than put their trust in 
another team. Patients have a strong 
connection to his practice, and he 
saw an opportunity to offer another 
service they needed. 

Dr Flucke was just about to begin 
taking an implant placement course 
when he interviewed a young doctor 
to join his practice—a doctor who 
had placed about 200 implants during 
her residency. She was hired and took 
the lead on placing implants, with 
Dr Flucke involved with every other 
aspect, from planning to restoration. 

“People develop a trust with their 
primary dental caregivers and don’t 
want to go to other places for treat-
ment unless they really have to,” Dr 
Flucke says. “And most things we 
were sending out were kind of the 
bread-and-butter cases—they weren’t 

complicated. We’ve had a great 
response and have actually done more 
implant restorations since we started 
offering implants here, because more 
of our patients are going forward with 
the treatment.”

Over the years, Dr Flucke has seen 
implant dentistry evolve from a chal-
lenging procedure to one that digital 
technologies have made easier and 
more predictable. 

Today’s work" ow is software 
driven, he says. After taking a 3D 
scan, dentists can plan the entire 
procedure in the software, simply 
by dragging and dropping a digital 
version of the exact implant they 
will place into the 3D volume. The 
software also takes measurements to 
indicate how much bone is available, 
which is critical information before 
the procedure. Once ready, dentists 
can send the digital ! le to a lab to cre-
ate a surgical guide, or they can mill 
or 3D-print it themselves. 

“It used to be [that] the really 
nerve-racking part of the procedure 
was the placement,” Dr Flucke says. 
“Nowadays, the real skill is the 
software piece of it; the surgical part 
isn’t dif! cult at all because everything 
has already been worked out ahead 
of time in the software. When you’re 
done, you have a real-life copy of the 
digital image and treatment planning 
you completed on the screen.”

Jennifer Sanders, DMD
Even though Jennifer Sanders, DMD, 
learned how to place implants after 
dental school, she has chosen only 
to restore them in her practice. She 
would love to add implants to her list 
of services in the future, and may one 
day encourage her associates to get the 
required training and start taking on 
surgery cases.

Through her research and work 
restoring implants, Dr Sanders has 
learned a lot about the different 
systems—particularly what she likes 
and what she does not. “The more 
mature and established I become, 
the pickier I am about what system 
I want to work with,” she says. “I’m 
not afraid to tell my oral surgeon, ‘I 
don’t like that system, could you use 
this one instead?’” 

The number of implant systems 
available continues to grow, she says, 
with each brand offering various 
styles and parts along with cor-
responding drivers and wrenches. 
Smaller companies are starting to 
emerge, offering cost-effective solu-
tions that make it easier for dentists 
to offer implant dentistry.  

Digital technologies like intraoral 
scanners and CBCT units have 
streamlined the entire process, Dr 
Sanders says. With these advances, 
placement has become more straight-
forward and familiar. 

One of the biggest trends she has 
noticed in recent years is the move 
to a holistic approach, she says. For 
example, she is getting more requests 
from patients for ceramic implants 
because they do not like the idea of 
putting metal into their body or have 
discovered they are reactive to tita-
nium. The larger implant companies 
are starting to offer reliable ceramic 
options, a trend Dr Sanders expects 
will continue. 

“[Patients] are becoming more 
aware of the [biological] reactivity,” 

Clinicians share stories of their early days working with 
implant cases and what’s changed since, and where they 
think the future of implants may be going.  [by Renee Knight  ]
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SPECIAL ADVERTISING SECTION

DENTAL PRODUCTS REPORT®: To start off, can you tell 
us a little bit about you and your practice?

DEANGELO WEBSTER: My name is Dr DeAngelo 
Webster, and I own a practice in Belleville, Michi-
gan. It was a scratch start, and I did it pretty much 
right out of dental school.

I was unique; I applied for my start-up loan when 
I was still a student. Like most dental students or 
new graduates, I didn’t have extra money lying 
around. So I had to be ef! cient with the way I did 
things. And I was able to have a start-up practice 
that went well, and DentiMax was part of that.

DPR®: How did DentiMax help get your practice up 
and running, and what appealed to you about work-
ing with them at this early stage of your career?

DW: When I was shopping around to do my start-up, 
I had to be ef! cient with the way I did things. I was 
fresh out of school, and every dollar really counted. 
I looked at lots of different companies, lots of dif-
ferent vendors, and had a couple things in mind. 

One was " exibility. I didn’t want to get locked 
into 1 software. Because I was new; I wasn’t sure 
about things yet. I liked that DentiMax was " ex-
ible. No matter what software I had, I could still use 
those sensors; I wouldn’t have to switch.

The second thing I had in mind was price. I 
looked at the price of the sensors from DentiMax 
and compared them with other name brands out 
there, and it wasn’t even close. I think it was less 
than half [the price of] most competitors. I saw 
some samples of the quality, and it looked like any 
x-ray image to me. I didn’t see a difference. It was a 
no-brainer, and it helped me save money in an area 
that for many dentists is a huge expense.

DPR®: How do you and your staff like using the Den-
tiMax Dream Sensors in your practice?

DW: I’m 5 years into my practice now, and I’ve had 
the DentiMax sensors since day 1. I’ve never had 

to call customer service. I’ve never had a problem 
with them. In 5 years, I’ve never had one break; I’ve 
never had one get buggy and the image starts to go 
bad. On a day-to-day basis, I don’t have to think 
about that much, which is something we all want 
from technology. It’s not a distraction. It just works.

DPR®: What imaging software are you using with the 
sensors and how is that working for you?

DW: I’m using the DentiMax imaging software as a 
start-up. I didn’t have any other imaging software pre-
established so it was seamless to keep the same brand.

DPR®: What does DentiMax’s record of reliability 
mean to a start-up practice?

DW: The reliability [of] the DentiMax sensors has 
been huge. When I was coming out of school, I 
was talking to different dentists, and there was a 
debate [about] phosphor plates [vs] x-ray sensors. 
Some dentists were trying to scare me away from 
x-ray sensors.

One [dentist] opened up this drawer in her of! ce, 
and it was full of broken sensors. And I [thought], 
If I’m going to deal with broken sensors, I’d better 
get ones that are less expensive. So I got the cheaper 
ones expecting I might have problems, but I never 
did. The reliability has been great. I’ve never had 
any downtime because I couldn’t take an image. 
I’ve never had an issue with the sensors, and that’s 
been really great.

DPR®: What interactions have you had with DentiMax 
as a customer over the past 5 years?

DW: As far as customer service, I’ve got no com-
plaints. I’ve never had to contact DentiMax with a 
problem. My only contact with the DentiMax sup-
port team has been to refer other dentists to them.

DPR®: If a colleague is starting a new practice or 
looking to get new sensors, what do you advise?

DW: If you are thinking about buying x-ray sensors, 
I can’t recommend any x-ray sensors out there more 
than DentiMax. I haven’t found a better combina-
tion [of] price and quality. I don’t think anything 
else comes close.

DentiMax  |  800-733-6820   |  dentimax.com

“Like I Said, They Just Work”
DeAngelo Webster, DDS, discusses why he counts on DentiMax Dream Sensors for his practice.
by Noah Levine

DEANGELO WEBSTER, DDS
Owner,
White Pine Dental Health
– Belleville, Michigan

FEATURED BRAND

Dream Sensor
The DentiMax Dream Sensor is known for 
delivering superior diagnostic X-rays at the 
highest resolution possible. It has received very 
high marks in clinical reviews, including a 96% 
in its Dental Advisor clinical evaluation.  The 
sensor shows extraordinary anatomical details 
with reduced noise and improved tissue con-
trast for accurate diagnoses. It also provides a 
large active image area of 900 mm!, allowing 
you to capture more teeth in the X-ray.

The sensor has open compatibility and works 
with most imaging software and dental sensors 
on the market. It is simply plug-and-play, seam-
lessly connecting with no extra clicks or hassle.

The DentiMax Dream Sensor is the thinnest 
CMOS sensors on the market at 5.3 mm, 
making it easier to position and maximizing 
patient comfort. These sensors are built to last, 
designed with a Kevlar® reinforced, repairable 
cable connected through waterproof, tightly 
sealed housing. DentiMax stands by their sen-
sor, providing a free 3-year warranty and 5-year 
protection plan.

For more information or to schedule a free 
trial, call DentiMax at (800) 733-6820 or visit 
dentimax.com
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IMPLANTS ORIGIN STORIES

she says. “It’s not just the shape of the 
implant or the coating, but also dig-
ging more into how a person’s body 
reacts to it.”

Todd Snyder, DDS, FAACD
As a dentist who started restoring 
implants about 20 years ago, Todd 
Snyder, DDS, FAACD, has seen 
numerous improvements that have led 
to enhanced predictability and better 
outcomes for implant patients.  

The !rst is the healing aspect. Tra-
ditional stock healing caps cannot, 
for the most part, create anatomical 
tissue shapes, he says. Achieving tissue 
emergence that looks realistic requires 
the ability to create a custom healing 
abutment, which is now an option. 
“This allows the tissue to contour 
and heal so when it’s time to take an 
impression to fabricate the !nal res-
toration, the tissue has already healed 
and matured to the shape you want,” 
Dr Snyder says. “You also have an 
impression analog that’s custom and 
basically maintains the same shape 
of the tissue. You can pick that up in 
the impression and send it to the lab, 
so they don’t have to guess where to 
put it; it’s already been done. You get 
a better impression and a better !nal 
product.”

The impression parts come together 
easier now, Dr Snyder says, reducing 
the time it takes to get an accurate 
impression. For example, you now 
have scannable abutments that make 
the process faster. “The impression 
component has gotten quicker and 
easier,” he says, “whether you’re 
working with a custom, open, or 
closed tray.”

The restorative aspect is also more 
streamlined, he says. In the past, 
implants typically featured external 
connections. Now, most of them are 
internal, providing advantages includ-
ing better seating and durability. New 
drivers also make it possible to gain 
access to areas where angled screw 
channels could not go before, another 
advancement. 

“The restorative aspect has gotten 
signi!cantly better and easier,” Dr 
Snyder says. “We used to have to 
do a lot of cemented crowns onto 
implants. The ability for the lab to 
do more screw-retained implants 
makes the process easier and the 
implants more durable.”

Jeff Rohde, DDS 
When Jeff Rohde, DDS, began 
learning how to place implants 
about 13 years ago, it was during 
what he describes as the “era of just 
trying to get the implant in where 
there is bone.” He was restoring 
implants then, so this philosophy 
often made that task dif!cult. He 
found he was getting implants back 
with angulations that were so off, he 
knew they would eventually fail. He 
decided that if he was going to work 
with implants, he wanted the treat-
ment planning to be prosthetically 
driven, and that he wanted to do the 
placing and the restoring. 

“It was partially a need for that 
and partially a diversi!cation,” Dr 
Rohde says. “I felt like if I really knew 
the process and really understood 
osteointegration and how to evaluate 
[whether] someone has good tissue 
and good bone, then I would be better 
as a clinician. I knew it would give me 
a better big-picture understanding of 
what clinical possibilities could meet 
my patients’ needs.”

The implant systems have evolved, 
with different types of screws and 
surface treatments among the 
advances. The biggest change, 
however, is how easy the process 
has become. To put in a regular plat-
form on an average-sized implant, 
for example, only takes 3 drills. 
Guided surgery protocols also have 
improved, reducing surgery time to 
less than 10 minutes. 

“We 3D-print a surgical guide in 
our of!ce, so by the time I get to the 
implant I already know exactly where 
it’s going to go,” Dr Rohde says. 

“There’s no guesswork anymore.” 
Navigation systems are available 

now, allowing dentists to place 
implants freehand, guided by GPS 
rather than a surgical guide, he 
says. That work"ow, once labori-
ous and expensive, is becoming 
more accessible. 

Adding implant placement has 
brought many bene!ts to Dr Rohde’s 
practice, allowing him to keep more 
cases in-house to boost revenue 
and to alleviate anxiety by offering 
patients a service they need in an 
of!ce they know and trust. It also 
gives him peace of mind to know that 
when patients return to the of!ce 
for placement, their treatment has 
already been planned based on the 
!nal tooth. 

“The restorative side is a piece of 
cake now,” he says. “If I can do a 
digital scan for the !nal impressions, 
the crowns just fall right into place 
and they look great. So, the restor-
ative process is simpli!ed by the fact 
that we have control every step of the 
way.”

Joel Rosenlicht, DMD
In the 42 years since Joel Rosen-
licht, DMD, an oral and maxil-
lofacial surgeon, began placing 
implants, he has witnessed tremen-
dous advances in the technology 
and a huge growth in the treat-
ment’s popularity. With immedi-
ately loaded implants now back in 
favor, things have come full circle. 

The !rst implant he is familiar 
with, he says, was placed in 1937. 
The orthopedic bone screw was 
immediately loaded and lasted for 
years. Many of the immediately 
loaded implants placed afterward 
failed, however, because there was no 
true understanding of the biology or 
physiology needed to achieve good 
bone integration. That has changed. 
“Because of those failures and the 
recognition in the late ’70s and early 
’80s that titanium was an ideal mate-
rial because of its compatibility with 
bone and because you could assure a 
greater degree of success and integra-
tion, there became a strong trend to 
placing implants in a 2-stage proce-
dure,” says Dr Rosenlicht, a clinical 
adviser for implant company Ditron 
Dental. “Now that we really under-
stand the factors that contribute to the 
success of dental implants, we’re able 

to go back and place those implants 
immediately and restore them imme-
diately, as long as we don’t violate any 
principles [and] contribute to failure.”

New technologies, including 
surgical guides, virtual navigation, 
and robotic navigation, have made 
placement easier and success more 
achievable, Dr Rosenlicht says. The 
implants are manufactured with 
different surface treatments so they 
can achieve much higher stability in 
bone. Clinicians now can determine 
bone density in advance, so they 
know how to properly prepare the 
bone, meaning the implant achieves 
maximum stability. Predictable 
osteointegration is possible, and that 
is leading to better outcomes.  

Another important advancement 
in implant dentistry is the recogni-
tion that implants, like teeth, can 
develop periodontal issues. Minimiz-
ing peri-implantitis has become a 
paramount concern, Dr Rosenlicht 
says, with new implant designs 
addressing the issue. Platform 
switching and maximizing bone 
contact are among the adjustments 
companies like Ditron are making.

“Having an implant that has very 
high tolerances and minimal micro-
gaps to maintain an intimate stability 
with the implant are key factors in 
minimizing peri-implantitis,” he 
says. “Some of these newer designed 
implants with aggressive threads 
and surface textures that allow for 
better integration of bone into the 
implant surface [and] surface plat-
form switching, and these very well 
adapted components of the implants 
are all part of the new evolution of 
implant design.”

Dr Rosenlicht says room remains 
for growth. As the products continue 
to improve, so will the success rate. 
More dentists will be comfortable 
offering implant dentistry, broaden-
ing access to the treatment. Patients 
who opt for implants will have a bet-
ter overall experience. 

“[Patients] are starting to look at 
implant dentistry as a mainstream 
type of treatment,” he says, “and are 
more likely to choose it over tradi-
tional, costly, time-consuming, and 
sometimes unpredictable restorative 
dentistry.” 

      People are 
starting to look at 
implant dentistry 
as a mainstream 
type of treatment, 
and are more likely 
to choose it over 
traditional, costly, 
time-consuming…
dentistry. ”
– JOEL ROSENLICHT, DMD
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Too often the practice’s steril-
izer is seen as a household 
dishwasher or washing machine. 

Because its job is cleaning, it is 
taken for granted that it exists in 
a state of eternal cleanliness. But 
like household dishwashers and 
washing machines, sterilizers need 
to be cleaned—and their cleanliness 
needs to be tested.

The necessity for testing should 
go without saying. “Because you 
want to know whether the sterilizer 
works,” Lisa Kane, DMD, says. Dr 
Kane is the owner of Dental Of!ce 

Compliance of New England LLC 
and an infection control consultant.
“For instruments to be clean 

enough to be in someone’s mouth, 
they have to be sterilized. And 
the only way to tell whether your 
machine is working and doing what 
it’s supposed to be doing is if you 
test it. You have to test for biological 
indicators. You have to do a spore 
test, otherwise you don’t know 
whether it’s working.”

Linda M. Harvey, MS, RDH, 
LHRM, DFASHRM, likens the 
practice’s sterilization center to 

the heart of the practice. Harvey is 
the president and founder of The 
Linda Harvey Group, a health care 
compliance and risk management 
consulting company. “You have 
to keep that heart pumping well,” 
Harvey observes. “All the patient 
care systems are spokes of that hub, 
that heart—the sterilization center. 
Maintaining the ef!cacy of your 
sterilization units is done through 
weekly spore testing, which assures 
the instruments are indeed steril-
ized and able to be safely used on 
patients.”

Test Types
Different types of tests exist with 
the goal of making the sterilization 
process faster and more ef!cient. 

“There are different options,” Dr 
Kane observes. “There are in-of!ce 
and mail-out tests. Double-check 
with your state and make sure 
they’re OK with in-of!ce tests.”

Fortunately, the tests seem to 
be getting better and better. “The 
technology has changed in this 
arena,” Harvey says. “The tech-
nology is evolving everywhere in 
dentistry, not just with ‘dentistry 
in a day,’ arti!cial intelligence, or 
teledentistry. It’s also [affecting] our 
sterilization centers. And now there 
are rapid readout biological indica-
tor tests, and you can get the results 
in 24 minutes in the of!ce.”

In addition, practices must per-
form testing on a regular basis, at 
least weekly. “Someone or several 
team members should be assigned 
the task of weekly testing. If mul-

Why (and how) your dental practice needs to be conducting 
regular tests to ensure the efficacy of your sterilizer. [ by Robert Elsenpeter ]

Sterilizer Testing 101

DENTAL EQUIPMENT & SUPPLIES   STERILIZERS     5WS*   

ANDRIY BEZUGLOV / STOCK.ADOBE.COM



WHEN I WAS YOUNG, my grandfather’s of! ce had a sign 
with a quote from English philosopher John Ruskin: 
“It’s unwise to pay too much, but it’s worse to pay 
too little. When you pay too much, you lose a little 
money—that is all. When you pay too little, you some-
times lose everything, because the thing you bought 
was incapable of doing the thing it was bought to do.”

That quote has stuck with me for my entire life. My 
grandfather, like John Ruskin, was a bit of a philoso-
pher as well as a small business owner. He knew how to 
run a successful business. He taught me a lot, and I am 
frequently amazed at how much of his advice I apply to 
my own small business daily. Dentistry is a profession 
that requires precise and durable equipment, but as we 
all know, that equipment comes with a price tag. This 
even applies to your hygiene department.

When viewed from the perspective of the 
patient, the hygiene department is the practice’s 
gateway to clinical dentistry. For most patients, 
they spend more time with members of the 
hygiene team than they do with the doctor. You 
simply cannot understate the importance of the 
patient experience with the hygiene team. If a new 
patient with minimal restorative needs comes to 
a practice, their patient experience is principally 
linked to what they experience at their semiannual 
cleanings. They develop a relationship with their 
hygienist and that relationship leads to trust.

The trust factor is huge when it comes to clini-
cal restorative diagnoses. When a patient builds 
a relationship with the hygienist, they are much 
more likely to follow treatment recommendations. 
That’s why codiagnosis between the doctor, the 
hygienist, and the patient is so important. Trust 
is not only built from the time the patient and 
hygienist spend together, but also from what the 
patient experiences during that time. 

A patient approaches their hygiene visit with 
certain expectations, which may include getting 
questions answered, having concerns or fears 
allayed, and having a comfortable experience. 
However, for many patients, their No. 1 concern 
is leaving that visit with the wonderful feeling of 
their teeth and mouth being clean and fresh.

A large part of that hygiene experience comes 
from the ultrasonic scaler. As anyone who practices 
clinical dentistry can attest, the profession takes 
its toll on the human body. The art and science of 
performing quality prophylaxis is responsible for 
repetitive stress injuries to the hands, wrists, and 
! ngers, which is why a quality ultrasonic scaler is 

one of the best purchases a doctor can make for the 
hygiene department. The hygienist bene! ts 
because they put less stress on their 
upper extremities, and the patient ben-
e! ts because the ultrasonic scaler is more 
ef! cient, induces less sensitivity, and the energy helps 
lyse the cell wall of pathogens.

Ultrasonic scalers are valuable pieces of the hygiene 
armamentarium; however, they come with a price. 
That’s when John Ruskin comes to the rescue. It is 
unwise to pay too much, so how about paying less and 
getting all the quality you want and need? That is what 
my team has experienced as we have worked with the 
TurboSensor®+ Ultrasonic Scaler from Parkell.

I’ll gladly admit I have a penchant for top-of-the-line 
hardware, which transfers over to my purchases for 

the hygiene team. We’ve used the most expensive 
ultrasonic scalers on the market, and the team 
has been happy with them. However, they also 
understand me pretty well, and they know that if 
I get a chance to try something out, we are going 
to do that. So, we brought in the TurboSensor+ 
Ultrasonic Scaler and put it through its paces. 

I have 6 hygienists on staff, and they have tons 
of experience. Many of them have been practicing 
for over 20 years, whereas my least experienced 
team member graduated in 2016. My point is that 
these women have seen and done it all. They also 
understand that when I am testing products, I need 
honest and critical answers.

One of the nice things about the TurboSensor+ 
is its small size. This unit will not require you to 
sacri! ce a lot of your counter space. Its small size 
also means it is easy to move. For a doctor on 
a budget, that means transferring the unit from 
one room to another is simple, so you can buy 1, 
then purchase more as the need arises. For my 
team, it meant we could easily move it to give 
every hygienist ample time to use and experiment 
with it—and use it they did!

The unit is impressive. Designed for use with 
30 KHz tips, it is compatible with inserts from all 
major manufacturers. The device features a new 
IntelliSense™ processor that delivers consistent 
performance with any 30 KHz tip.

The detachable handpieces are autoclavable, 
which eliminates the need for sleeves and allows the 
entire handpiece to be sterilized. The handpieces 
have held up well throughout cycle upon cycle 
in our autoclaves, and the quick-lock connector 
makes it simple to attach and detach them from 
the unit. Their texture allows for a good grip and 

tactile feedback, which has also remained throughout 
our testing range.

The TurboSensor+ also makes purging of the unit 
simple and ef! cient with safeguards that help prioritize 
infection control best practices. The unit will not start 
purging unless the handpiece is disconnected in order 
to make sure a sterilized handpiece isn’t contaminated 
during the purge. The entire process can be started and 
controlled with the foot pedal as well.  

One of the handiest features is the quick, easy jump 
to turbo mode. It is not uncommon during treatment 
for the operator to come across an area with particu-
larly tenacious calculus. For those instances, rather 
than stopping and performing manual adjustment of 
the power settings, the device allows the operator to 
do a hard press of the rheostat, which ramps up the 
power to turbo mode. This not only makes treatment 
easier but also makes the operator more ef! cient. The 
hard press feature allows the hygienist to keep their eyes 
on the target, which is better for everyone. Looking 
away, making the necessary power adjustment, getting 
repositioned to the treatment site, removing the tena-
cious calculus, then repeating the process in reverse is 
inef! cient and time-consuming. No one wants a dental 
appointment to last longer than necessary.

During standard procedures, the unit allows for full 
customization of the power to the tip, as well as the 
water delivery. This allows the hygienist to get things 
dialed in to their favorite and desired parameters while 
providing the patient with a comfortable appointment.

The other highly desirable feature is, of course, the 
price. As a company, Parkell has existed since 1948—
and a business doesn’t survive that long unless it does 
things the right way. Dentistry is a close-knit com-
munity in both the clinical and business sides of the 
industry. The profession demands quality goods for the 
bene! t of our patients. Parkell has developed a reputa-
tion of not only quality goods but also of delivering that 
quality at a very reasonable price. The TurboSensor+ 
Ultrasonic Scaler is just another example of that. The 
company initially brought their line of ultrasonic scal-
ers to the market in 2003. This line of products has a 
long history of innovation and dependability. In my 
of! ce, we expect a lot from an ultrasonic scaler, and 
the TurboSensor+ unit has delivered. My team loves it, 
and I’m con! dent yours will, as well.

Parkell  |  800-243-7446   |  parkell.com

ADVERTORIAL

This Affordable Ultrasonic Unit Offers 
High-End Performance, Features 
by John Flucke, DDS

TEST DRIVE



tiple team members will be con-
ducting the spore testing, the tests 
must be standardized and ensure 
everyone is following the exact same 
process,” Harvey says. “That way, 
whether someone leaves the practice, 
[is] on vacation, or [is] out sick, it’s 
done. What’s exciting about this 
new technology is when you can 
have spore test results in 24 minutes, 
[it] enables you to immediately 
begin troubleshooting if you have 
a failed test [result]. Whereas with 
third-party testing, you may have to 
wait a week to get the results back. 
However, it’s important to know 
what the spore testing requirements 
are in your state or province. It’s 
wise to be familiar with your dental 
practice act.”

Worst-Case Scenario
What should you do in the event of a 
failed spore test result? The answer, 
although inconvenient, is designed 
to minimize infection risk. “You’re 
supposed to take back everything 
from the last negative test [result], 

because you’ve labeled everything,” 
Dr Kane says. “You have to take it 
back and reprocess it. Ideally you 
have another autoclave you can use, 
but you [should] take the failed auto-
clave out of commission and retest it. 
If you get another failed test [result], 
you should probably research a little 
more, maybe call someone to !x it. 
A lot of times it fails because of user 
error. You don’t have to throw out 
your autoclave if it failed, but you do 
not want to use it again until you get 
a negative spore test [result].”

Redundancy steps and having 
a second sterilizer can help in the 
event of a failed test result. “Some-
times of!ces have multiple units,” 
Harvey observes. “They’ll have a 
traditional, typical-sized autoclave, 
and then [they’ll] have what’s called 
a STATIM, which holds a smaller 
capacity. Having a backup plan is 
important, because they [may be] 
faced with, ‘How do we go back 
and identify the instruments that 
have already been used on patients?’ 
Unless pouches and cassettes are 

properly labeled and dated, it can 
create confusion when trying to 
identify which instruments need to 
be resterilized.”

Best Practices
Although staf!ng redundancy 
in the sterilization center is an 
old idea, too many people can be 
counterproductive. “I recall work-
ing with one practice that was 
struggling with standardization. 
They had 4 people conducting 
spore testing, and they were get-
ting failed test [results],” Harvey 
says. “In other words, they were 
[each] carrying out the spore test-
ing differently, testing at different 
times of the day, or placing the 
test strips in different parts of the 
unit. Ultimately, we decided to 
pare it back and just keep 2 people 
involved who learned a standard-
ized method. But typically, we need 
to have others who know how to 
properly test the autoclave.”

It is necessary to properly docu-
ment that testing has occurred and 
passing results were achieved. “I’m 
always a big fan of taking pictures,” 
Dr Kane advises. “If you’re doing 
in-of!ce tests, take pictures of the 
results as proof of the test [result]. 
It’s about the documentation. Most 
people, when they do spore tests, 
have a calendar; they literally put 
a check on that day or have a little 
notebook. But there’s a lot of infor-
mation that needs to go in the spore 
test record. You need to make sure 
you’re in house, documenting it 
the right way and keeping track of 
everything. The problem with the 
out-of-of!ce spore test is it takes a 
long time to get back. The in-of!ce 
[test] is faster, but do whatever 
works best in your of!ce.”

Do practices tend to properly 
document their sterilizer testing 
efforts? Regrettably, no. “Most 
people are not documenting cor-
rectly,” Dr Kane says. “We always 
go into of!ces and give everyone 
a new log. Most people are just 
documenting that they’re testing. 
Some people are taking pictures 
that they’re mailing off [to] test, 
and that’s their documentation. 
You need to have documentation 
of what’s in the load, what the 
parameters are, time, temperature, 
and pressure. What happens at the 

end of the load recording? What 
kind of load was run? And then 
you have to circle back and see 
whether the chemical indicator 
changed. Because if the chemical 
indicator didn’t change, your spore 
test [result] isn’t passing. There are 
probably 10 things that have to be 
recorded on the spore test log.”

As with so many products in the 
dental practice, following the manu-
facturer’s instructions for use is 
critical. “One of my top recommen-
dations is that every practice have 
the manufacturer’s instructions 
handy,” Harvey says. “Whether 
they’re kept digitally or in paper 
format, have them accessible for 
onboarding new team members and 
[as a] ready reference when calibrat-
ing the team and checking periodi-
cally to ensure you’re still properly 
following those recommendations.”

The job of the sterilizer is to make 
sure instruments are ready for use 
on patients. Their job may be to pro-
vide safety, but they still need to be 
checked on a regular basis. Ensuring 
regular, accurate testing will help 
prevent infection control breaches. 
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COMMON STERILIZER TESTING ISSUES

Nonstandardized testing protocols:  If sterilizer testing is not conducted the same 
way every time, the results can be less reliable. It is important to conduct testing at 
the same time each day with a consistent, repeatable work!ow.

Not following instructions: Whether it’s the sterilizer’s operating instructions or the 
spore test instructions, it is important for team members to complete each part of 
the process the way it was designed to be completed without taking any shortcuts 
or creating a new, custom work!ow.

Poor documentation practices: It’s important to document the full results of any 
testing done on your sterilizer. Noting that testing was completed on a log or calen-
dar is not suf"cient. Either use a system that keeps complete records, take photos 
of testing results, or create another system for managing this information.

Ignoring testing outcomes: Conducting spore testing of your practice sterilizer 
can be a meticulous process, but just completing and documenting the testing is 
not suf"cient unless you are not only documenting the results, but following up on 
them, especially if the sterilizer doesn’t pass the test, regardless of whether it’s due 
to testing error or actual system malfunction.

24
MINUTES

With the latest in-of!ce 
sterilizer testing systems,  
it is possible to have  
biological indicator results 
for your sterilizer in less 
than half an hour.

SIYAN ALFRED / STOCK.ADOBE.COM



HENRY SCHEIN’S NATURAL ELEGANCE® composites 
and bonding agents are designed to optimize restor-
ative outcomes while providing an excellent value 
for the dental practice. We look at the benefits of 
Henry Schein’s Natural Elegance line, the pain points 
it addresses in a busy dental practice, and why Henry 
Schein Brand Products help clinicians meet their 
practice goals.

The Benefi ts of the Natural Elegance Line
Natural Elegance line bears the tagline “The Ulti-
mate in Restoration Quality.” However, quality 
means different things to different people. We spoke 
to two Henry Schein product experts to determine 
what quality means to them.

Felicitas Rätzke, Product Category Manager with 
Henry Schein, says the bene! ts of different compos-
ites in the Natural Elegance line address different 
daily clinical situations. “In other words, a complete 
solution for everyday use,” Rätzke says.

The Natural Elegance Premium Flow Nano Com-
posite was designed for smaller, harder-to-reach preps, 
among other dental restorations. When used as a base, 
its " uoride-releasing formulation helps prevent sec-
ondary caries. In addition, it has nanoparticles, mak-
ing it strong, polishable, and resistant to wear. Plus, it 
has a high radiopacity to make it visible on x-ray scans.

Natural Elegance Premium Flow Nano Composite 
contains nanoparticles and a unique combination 
of photoinitiators to provide total shade predictabil-
ity and a long-lasting, smooth, high-gloss surface, 
Rätzke says. It is indicated for use in anterior and 
posterior restorations.

There are other features clinicians will appreciate as 
well. Enhanced polymerization means the Premium 
Flow Nano Composite provides improved mechani-
cal properties. Spheroidal zircon silicate fillers are 
designed to provide brightness and wear resistance. 
Also, it is easy to polish and has a high shine longev-
ity. Plus, the bisphenol A–free formula features non-
sticky handling. “It is considered an all-rounder for 
universal use, with great wear 
resistance,” Gerard Metselaar, 
Vice President, Corporate Brands 
for Henry Schein, says.

Rounding out the line are 
the Natural Elegance Bulk 
Fill Composites that come 
in flowable and packable 
versions. With a depth of cure of 4 mm, they are highly 
radiopaque and have universal light curing with an 
exposure of 10 seconds, with minimal shrinkage.

In addition to providing different viscous options for 
the composites, Henry Schein also upgraded bonding 
to the latest generation. The Natural Elegance Bonding 
Agents offer multiple options for customers’ adhesive 
systems, including Total Etch Bond, Self Etch Bond, or 
Universal Bond. Metselaar says Universal Bond is suit-
able for priming zirconia restorations prior to cemen-
tation, saving time compared with classical primer 
and bonding products. All bottles have drop control 
dispensing for ef! cient and economical use, he adds.

In addition, the bonding agents have more useful 
features for clinicians. They are compatible with all 
resin materials, universally light cured, and stable 
at room temperature.

Of course, none of these things matter if the bond 
doesn’t hold. The bond strength (in MPa) for each 
bonding agent is as follows:

Dentin Enamel

Total Etch Bond 22.7 MPa 20.9 MPa

Self Etch Bond 25.9 MPa 19.5 MPa

Universal Bond 27.5 MPa 22.2 MPa

Addressing Your Pain Points With 
a Brand Name You Can Trust
One signi! cant bene! t of Henry Schein’s Natural 
Elegance line is that they offer the latest material 
technology to provide top-quality restorations. 
There is a focus on ease of use but also highly 
esthetic results. “We are aiming to simplify restor-
ative procedures, save time, and ensure predictable 
and beautiful results for happy patients and long-
lasting restorations,” Rätzke says.

In" ation affects everyone. Henry Schein recognizes 
in" ation also affects dental practices’ bottom lines. 
“In the world of…high in" ation for many products, 
the Henry Schein Brand Products provide excellent, 
quality products for your clinical care at a great value 

for the practice,” Metselaar explains.

The Power of Brand Is Strong 
With Henry Schein
Every materials manufacturer has a story, although 
some tell it better than others. These stories, com-
bined with personal experience and consistent 
results, create the brand loyalty that dental restor-
ative materials companies dream about: habitual 
use that has clinicians reaching for the manufac-
turer’s brand unconsciously and repeatedly.

Moreover, brand loyalty opens doors when another 
product or service is available. In the behavioral sci-
ences, this phenomenon is called the halo effect. It 
describes how a brand and its reputation become 
part and parcel of a brand’s new offering before the 
consumer even tries it. In other words, brand-loyal 
customers assume the new product will have the same 
level of excellence as the brand’s prior offerings.1

Henry Schein has quite a halo in the dental industry. 
It is one of Fortune’s World’s Most Admired Compa-
nies in 2022 and a Fortune 500 company since 2004. 
The company’s 90th anniversary was September 13, 
2022, and with over $12 billion in annual sales and 
more than 1 million customers across 32 countries, 
Henry Schein is a brand dental practices know. With 
their recent acquisition of Midway Dental Supply, 
their impact on the dental market will become even 
more pronounced.

Both Metselaar and Rätzke say Henry Schein is 
proud to have served the dental community for close 
to a century. The Natural Elegance line is an exten-
sion of that pride and a brand built on consistent and 
predictable results. “We look forward to continuing to 
serve for many more years to come,” Metselaar says.

REFERENCE
1. Grant M. Halo effect. Investopedia. 2021. Accessed September 1, 
2022. https://www.investopedia.com/terms/h/halo-effect.asp

Henry Schein  |  800-472-4346   |  henryschein.com

ADVERTORIAL

Natural Elegance® by Henry Schein: 
A Natural Fit for Your Busy Practice

ADVERTORIAL
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Information provided by Shofu Dental Corp.

5Ws* Restorative Abrasive 
and Polishing Kits

WHAT
Restorative Abrasive and Polishing Kits

WHO
Shofu Dental Corp.
800-827-4638  |  shofu.com
CIRCLE RS #50

WHERE
Any dental practice

WHEN
Restorative Abrasive and Polishing 
Kits can be matched to any restorative 
material for any procedure.

WHY
Each of the 6 kits is designed to provide 
proven quality at a superior value. They 
contain the perfect assortment of abrasives 
and polishers to guarantee predictable, 
esthetic results. This allows for stress-free 
selection of a polishing kit no matter what 
the material is.

THE 5Ws*

THE HOW

Shofu offers clinicians a stress-free selection of polishers and 
abrasives for any restorative material.  [ compiled by Kristin Hohman ]

The Restorative Abrasive and Polishing Kits include Composite Polishing Kit CA, Porcelain & Enamel Polishing Kit CA, 
Amalgam & Metal Polishing Kit FG, Amalgam & Metal Polishing Kit CA, Acrylic Polishing Kit HP, and Zirconia Polishing Kit 
CA. Each kit contains an array of components for better polishing.

STERILIZERS     5Ws*    



THROUGHOUT MY TIME IN DENTISTRY, I have relied on 
the power of visual communication. I purchased an 
intraoral cameral system in the early 1990s when the 
price was $15,000. The reason for that was simple: My 
undergraduate degree in psychology taught me that 
over 80% of what humans perceive about their envi-
ronment comes from their eyes. Patients understand 
their conditions better when they can see them, and 
informed patients make better decisions regarding their 
overall health. All these years later, we still use intraoral 
cameras in my of!ce every day.

Let’s turn this issue around. Patients make better 
decisions when they see better, so do doctors make 
better decisions when they see better? Of course they 
do. I started using magni!cation around 1995, and I 
have continued to improve my clinical vision ever since. 
I remember an instructor once telling me, “Flucke, in 
order to do well, one must see well.” This person wasn’t 
wearing magnification, but back then, no one did. 
However, that advice rings truer when you consider 
how superior magni!cation affects your dentistry.

Of course, magni!cation goes hand in hand with 
lighting. As you increase your level of magni!cation, 
the amount of light entering the telescope decreases. 
This is simple physics. As you increase magni!cation, 
you must also increase light, or you will lose clarity 
and detail. That is one reason I am a huge fan of hav-
ing a bright light-emitting diode (LED) attached to 
my scopes. (By the way, I realize everyone calls them 
loupes, but I prefer to call them surgical telescopes. I 
think that term is more accurate.)

Having a bright light attached to your scopes pro-
vides amazing visualization. The operatories I desig-
nated as my preferred workspaces do not even have 
track lights. The amount of illumination I get from 
my scope-mounted LED is so good, I !nd track lights 
of no use. If you are still using track lights, pay atten-
tion to how often you move or adjust them during 
each appointment. You will be surprised when you 
pay attention to how frequently you stop to move the 
light. Having a light that is bright and readily available 
wherever you look becomes a necessity rather quickly.

That brings us to the reason for this discussion. I 
have recently been doing a test-drive of the new Drag-
onFly system from Orascoptic. I’ve always been a fan 
of Orascoptic as a company. Their products are well 
made, hold up to the rigors of daily use (and occasional 
abuse), and provide phenomenal visualization of the 

!eld. That visualization is especially amazing 
when combined with one of their Endeav-
our XL lights. I love the Endeavour XL, but 
the drawback for me is the battery. The system 
requires a hefty battery connected with a wire.

A few years ago, the company came out with a radi-
cal new design that turned the magni!cation space on 
its proverbial ear. The new design, called XV1, was a 
huge leap forward in the world of dental magni!cation. 
It combined a sporty frame with the clinician’s choice 
of magni!cation, but the radical aspect was its built-in 
light. The design was such that the batteries were in 
pods at the end of the arms of the frame. This meant 
no battery pack on your waist or in your pocket and 
no dangling wire getting caught on things. The XV1 
was the !rst all-in-one design of telescopes and light. I 
put an order in immediately.

Now we are seeing the next step forward in this con-
cept with DragonFly. The smart people at Orascoptic 
took time to analyze their previous system and improve 
upon it signi!cantly, considering different categories 
of end user and planning for them accordingly. Allow 
me to explain.

DragonFly is still a single-unit magni!cation and 
built-in light device. However, it comes in different 
sizes and models. The DragonFly Pro is designed for 
dentists and surgeons. It is completely customizable, 
meaning it can be ordered with any magnification 
setup that Orascoptic offers. The variable-level Eye-
Zoom telescopes are compatible with the unit. It also 
comes with extra batteries and multiple light intensity 
settings and has a durable ceramic paint !nish. There 
are 4 frame colors available: amethyst, charcoal, nep-
tune, and olive. These colors make use of a ceramic 
polymer coating that is not only esthetically pleasing 
but also resistant to corrosion from disinfectants.

Then there is the DragonFly RDH. This model is 
designed for hygienists, featuring the RDH line of 
scopes made for the dental hygiene profession. There 
are 3 colors available: champagne, lilac, and midnight.

The third model is the DragonFly Neo. This model 
is intended for users on a budget and students. It sup-
ports the 4 most popular magni!cation levels preferred 
by !rst-time purchasers ("2.5 micro, "2.5 macro, "3, 
and "3.5). I am impressed by this model. Magni!ca-
tion is no longer nice to have in our profession; it is a 
must-have feature. But for users on a budget, purchas-
ing clinical telescopes can be a serious !nancial drain. 

By offering this model, Orascoptic provides a great 
product at a great price point.

All 3 models are available in small, medium, and 
large sizes, which is a big improvement over the XV1’s 
one-size-fits-all concept. In addition, every model 
comes with Orascoptic’s TruColor LED headlights. 
This makes shade matching while working with 
the light much easier. The company offers square or 
round lens shapes. This allows the user to customize 
the shape of the scope to the user’s facial features. It’s 
a nice bene!t to have, and Orascoptic is currently the 
only company offering this.

I have been using a preproduction model for my 
test-drive, and I am impressed. One of the great things 
about being an established customer is the company 
has my measurements stored in my customer !le. In 
normal circumstances, a sales representative would 
come by the of!ce, take measurements, and custom-
build the system for the user. For my test-drive, they 
took the measurements in my record and created a Pro 
setup based on those numbers. They were spot-on right 
out of the case!

The unit I’ve been testing is the Pro model, with a 
charcoal !nish and adjustable ("3, "4, "5) EyeZoom 
telescopes. These scopes allow me to change levels by 
simply twisting the scope until it clicks into the cor-
rect setting. I have always been a fan of bright lighting, 
which is why I put up with the hassle of an external 
battery pack. My DragonFly Pro setup has the Tru-
Color LED with a high output of 78 lumens and low 
output of 49 lumens. I have found the 78-lumen set-
ting to be adequate for almost all my procedures. The 
DragonFly is extremely comfortable to wear. With the 
battery pods being at the end of the arms, the weight 
on your nose is reduced because of the counterbalance 
of the batteries. The batteries last longer than a single 
workday and are recharged at night.

This advance in telescope design and customization 
can be a true game changer for clinicians who are look-
ing to enhance their working magni!cation and ability 
to bring suf!cient light to the working area. The more 
you see, the better you can diagnose issues and treat 
your patients. The Orascoptic DragonFly can be set 
up to help any clinician do both.

Orascoptic  |  800-369-3698   |  orascoptic.com

ADVERTORIAL

Reach a New Standard in Clinical 
Visibility With these Telescopes With 
Integrated, Wireless Headlight 
by John Flucke, DDS

TEST DRIVE
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Information provided by BURST Oral Care.

5Ws* Teeth Whitening Trays

WHAT
Teeth Whitening Trays by BURST 

WHO
BURST Oral Care
burstoralcare.com
CIRCLE RS #51

WHERE
Designed for professional-grade 
at-home whitening.

WHEN
Results after just 15 minutes of wear time.

WHY
The system is designed to deliver 
advanced brightening results with a 
formula that is tough on stains, but gentle 
on enamel. According to clinical data 
from BURST, participants saw 3.5-plus 
shades whiter after 7 days and 85% of 
participants did not experience any tooth 
sensitivity. Each pre!lled, custom-!t 
feel tray seamlessly molds to teeth for 
an effective experience that tailors to all 
smiles, without any guesswork, molding, 
or impressions.  

THE 5Ws*

THE HOW

BURST’s newest whitening product features custom fit trays that mold to teeth 
for an effective experience that tailors to all smiles.  [ compiled by Kristin Hohman ]

The trays contain 12.5% hydrogen peroxide plus pH-balancing potassium hydroxide and soothing xylitol for 
comfortable whitening that delivers professional-grade results in 1 week. The consciously clean, vegan formula 
was crafted alongside BURST hygienists and dentists, and does not contain parabens, phthalates, sulfates, major 
allergens, arti!cial sweeteners, "avors, or colors.

DENTAL EQUIPMENT & SUPPLIES STERILIZERS     5Ws*    



ALL INCLUSIVE PRICING | COMPREHENSIVE WARRANTY | FAST TURNAROUND

Makes restoring 
implants simple

SIMPL™ SR

132

Built-in anti-rotational features: Created by the 
patented Atlantis VAD (Virtual Abutment Design) 
software and retentive abutment surface

Angulation correction: up to 30 degrees

Peace of mind: Atlantis Abutments are FDA-compliant 
and supported by a comprehensive warranty

Number of compatible implant 
connections for all!major implant 
systems.

SIMPL SR (screw retained)

with Atlantis® CustomBase

#1 Atlantis Lab in 
the North East

1%
40k

LESS than 
1% remakes

60 Years of 
exceptional service 
and experience

Call today! 800-925-8696 | Visit: www.tncdental.com

Customized emergence 
profile for enhanced 

soft-tissue management

Now available with 
Angled Screw 

Access Channel.

Abutments 
produced in last 
5 years

Interested?  Circle Product Card No. 52



is back!
Grab a front-row seat to access leading dental lab news 

and insights to continuously grow your business and 
improve patient care.

BE THE FIRST TO DISCOVER:
INDUSTRY NEWS LATEST PRODUCTS 

AND SERVICES
ARTICLES FROM 

LEADING EXPERTS

& MUCH MORE

Subscribe to DLP e-newsletter today!
subscribe.mjhlifesciences.com/dlp
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WHEN PEOPLE HEAR THE WORD CLOUD, their 
! rst thought would probably be of the white, 
" uffy phenomenon in the sky. But back down 
on earth, cloud can also be used to describe 
the ever-expanding data storage service.

It may seem like an abstract concept, but 
cloud software is becoming the new normal 
for dental practices. To ! rst understand what 
the cloud is, it may be pertinent to know 
what purpose it serves. The cloud acts as a 
big server, a place where data such as ! les 
or images can be stored. The cloud can be 
remotely managed, removing the restric-
tions of a physical server. Cloud vendors can 

handle upkeep and maintenance, eliminat-
ing the hassle of a clinician having to hire 
someone else to do it or do it themselves. 

The cloud is usually accessed through the 
internet. Think of your Google Drive or the aptly 
named iCloud on any of your Apple devices. 
These services exist to allow users to store 
data, and typically take care of the security and 
encryption necessary to protect these data, 
eliminating hassle for the layperson who does 
not know how to manage a physical server. 

Cloud services in dentistry serve that same 
purpose, allowing dental professionals to safely 
store data that can be accessed at any time 

through the internet. This means a multiof! ce 
dental service organization could feasibly have 
access to important data regardless of which 
physical of! ce they were in. As you can imag-
ine, this makes data sharing easier and more 
ef! cient, allowing for an easier time when it 
comes to referrals or patient communication. 

Here we will take a look at some 
top-of-the-line cloud solutions avail-
able in the dental industry today. •

HEAD IN THE CLOUD

BEST PRACTICES   CLOUD SOFTWARE     DEEP DIVE    CLOSER LOOK    5WS*    DATA MANAGEMENT
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Rounding up some of the cloud-based software solutions making 
waves in the dental industry today. [ compiled by Kellie Nock ]



TeleDent
TeleDent is the award-winning, cloud-based 
telehealth solution designed for conducting 
virtual dental consultations. Secure, scalable, 
and compliant with HIPAA, TeleDent enables 
dentists to conveniently communicate with 
their patients and also dental specialists and 
allied health care providers. This is achieved by 
sharing patient data, clinical information, intraoral 
images, and videos in either synchronous (real-
time) or asynchronous (any-time) mode. Thanks 
to TeleDent’s professional-grade technology, 

new patient consults, postoperative evaluations, 
home care instructions, specialist referrals, and 
emergency triage can all be performed with the 
highest degree of security, and easily integrated 
into the existing clinical work! ows of individual 
practices and dental service organizations alike 
for increased ef" ciency and pro" tability.

MouthWatch
877-544-4342  |  mouthwatch.com
CIRCLE RS #53

Denticon
Denticon Patient Engagement is a robust patient 
engagement and communication platform built 
right within Planet DDS’s Denticon Practice 
Management Software. The new functionality 
allows dental organizations to connect with 
patients anytime, anywhere while also saving den-
tal staff’s time, boosting patient satisfaction, and 
increasing retention. When dental practices fail to 
meet consumer expectations, patients search for 
other providers offering modern communication 
tools, and the practices lose out on patients and 
production. With Denticon Patient Engagement, 

dental organizations can more effectively support 
important patient outcomes via automated 
appointment reminders, recurring marketing cam-
paigns, customizable announcement messages, 
and more.

Planet DDS
800-861-5098  |  planetdds.com
CIRCLE RS #54

BEST PRACTICESCLOUD SOFTWARE

Attention Phosphor Plate Users:

NEW! Econo Safe’n’Sure PSP 
in a wall dispenser!

Comes with everything you need. 
Mount alongside or onto your PSP 
reader. 
Easy tear-off roll. Save time.
Makes loading plates quick and 
easy. Inexpensive too! 

For more information visit
FlowDental.com, calls us at 

1-800-359-9729

Attention Sensor Users:

Snuggies Adjustable 
Sensor Sleeves

Peel ‘n’ stick tab for a custom fit. 
Works with any size sensor!
Eliminate excess material in the 
mouth. Keeps sensors from sliding 
around inside sleeve.

Item 80222 for regular size sensors
Item 80223 for larger size sensorsItem 80223 for larger size sensors

Item 801200-DBXItem 801200-DBX
Size 2, 
300 pcs / box300 pcs / box

3.5 x13.75_Econo PSP Dispenser _ Snuggies.indd   1 7/7/2022   4:52:25 PM
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Flex
Flex utilizes automation and smart online tools, working in tandem with practice 
management software to improve the entire patient experience. Flex improves this 
experience through its automation of scheduling appointments online, follow-ups, 
and recall. Flex also offers features that patients will love such as online payments, 
treatment plan presentations with integrated payment options to improve case 
acceptance, and Voice over Internet Protocol phone integration, including pop-up 
caller ID and automated text responses for missed calls. Communication work! ows 
are made easy by Flex’s integration with the practice management software. It also 
includes 2-way texting and paperless forms to cut back on paper use.

Flex Dental Solutions
833-321-FLEX  |  www.! ex.dental
CIRCLE RS #55

Curve
Curve practice management solutions offers dental practices patient communica-
tion and streamlining features that make it a big boon for any size of" ce. Its Curve 
GRO patient engagement platform is built into the management system, allowing 
dental professionals to maintain a good communication cadence with their patients. 
The system is fully compliant with HIPAA and supports 2-way text messaging, 
allowing patients to schedule appointments and communicate with practice staff. 
The system also includes a payment portal for patients and the full Curve Dental 
library of patient education videos. All these combine to create a robust patient 
engagement system built into the practice management system.

Curve Dental
888-910-HERO  |  curvedental.com
CIRCLE RS #57

Fuse
Fuse from Patterson is a cloud practice management application that is suitable 
for both single-and multilocation dental practices. Fuse has a variety of features 
for dental practices including an insurance suite with real-time eligibility, online 
attachments, and electronic remittance advice, as well as a marketing suite that 
automates patient marketing, communication, and education. It features an 
easy-to-use interface and is browser based so any dental practice can use it. The 
Customer Success Manager guides customers through a personalized onboarding 
plan that includes data migration, training, and practice adoption. In addition, 
ongoing training and support is available in person or remotely or can be self-guided 
through the software.

Patterson
866-590-3384  |  pattersondental.com
CIRCLE RS #56

Denteractive
Used by hundreds of dentists across the country, Denteractive enables practices 
to deliver HIPAA–compliant and seamless virtual patient care on any browser or 
mobile device. To further promote the inevitable widespread adoption of teledentistry, 
Denteractive is the " rst enterprise-class software provider to offer dentists a free tier of 
service with unlimited live messaging and up to 10 live video sessions a month with no 
hidden costs. Active dentists can upgrade to an affordable unlimited video/messaging 
tier at any time, among other bene" ts. The company is also one of the largest direct-to-
consumer teledentistry service providers in the country, with a nationwide staff of 100-
plus teledentists who care for hundreds of patients per day with urgent and other dental 
issues on a real-time 24/7/365 basis.

Denteractive
888-574-7754  |  denteractive.com
CIRCLE RS #58

BEST PRACTICES CLOUD SOFTWARE
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Refera
Refera is an online platform that allows practices to refer patients to any other 
dental practice. It also allows practices to receive referrals from other practices via a 
HIPAA–compliant system that includes attachments and the ability to track referred 
patients. With Refera, patients who require the care of a specialist can ! nd that care 
in an easier, secure, and more ef! cient manner, boosting the patient experience 
without adding onto the workload for the clinician. Refera is the go-to stop for any and 
all patients who leave the practice, ensuring that clinicians can keep an eye out and 
make sure patients get the care they need.

Refera
855-473-3372  |  refera.com
CIRCLE RS #59

Jarvis Analytics Dental Dashboard 
& Analytics Platform
The Jarvis dashboard features a library of speci! c key performance indicators (KPIs) for 
of! ce, doctor, hygiene, and specialty, and the platform optimizes the dissection of data. It 
also allows clinicians and dental practice staff to understand the impact on performance. 
Jarvis features include: Front Of! ce, Morning Huddle, Appointments, End of Day, Online 
Scheduling, and KPIs. Jarvis provides real-time insights without having to wait for end-of-
day reports.

Jarvis Analytics
866-9-JARVIS  |  jarvisanalytics.com
CIRCLE RS #60

BEST PRACTICESCLOUD SOFTWARE
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Picture this: A patient comes 
into the practice for the ! rst 
time in years and presents 

with numerous dental issues. The 
treatment plan involves 5 different 
procedures, totaling $5000. The 
! rst few steps are the cheapest, 
and the patient (who doesn’t have 
insurance) only accepts the ! rst 
2 recommendations because they 
cannot afford the entire treatment 
plan, then you never hear from 
them again. 

This scenario happens in dental 
practices every day. The biggest 
barrier to treatment acceptance is 
cost, particularly for uninsured and 
fee-for-service patients. In 2021, 
approximately 74 million Americans 
did not have dental coverage.1

Not having dental coverage means 
paying out of pocket, which many 
people are unable to do. In 2015, a 
study by ORC International found 
that 39% of patients had delayed 
or limited dental care because of 
! nances.2 By 2018, that number 
had risen to 55%.3 These rates are 
expected to continue to climb, as an 
estimated 6 million Americans lost 
dental coverage in the past 2 years 
because of a lost job from the COVID-
19 pandemic.1

“Nearly 6 of 10 Americans do 
not have enough savings to cover an 
unplanned expense of $1000,” Jay 
Letwat, vice president of dental at 
Sunbit, says. “The average dental 
treatment is [approximately] $1200, 
so there’s obviously a disconnect.”

What patients unfortunately 
do, Letwat says, is deny treatment. 
“[Patients typically] approach it like 
a fancy French restaurant. They say, 
‘OK, I’ll get the ! rst couple things on 
the list, but the rest is out of reach. 
I’m going to hold off until it’s really 
painful, then I’ll somehow come up 

with the money.’ But then they don’t 
have the money, so they skip the last 
few items on the treatment plan and 
don’t get the full care they need.”

Financial Barriers to Care 
Treatment should be more accessible 
to all patients, regardless of insurance 
status or income. But historically, this 
hasn’t been the case. Options have 
been limited to insurance, out-of-
pocket, or ! nancing solutions that are 
often intimidating or even unobtain-
able. “We’ve found that there hasn’t 
been any innovation in the past 30 
years—literally the same solutions 
that were available then are the ones 
that are out there today,” Letwat says.

The programs today often exclude 
a large portion of the population, 
according to Letwat. In traditional 
dental ! nancing models, only 35% 
to 40% of patients are approved for 
! nancing, he says. “Many of the 
players in the ! nancing ! eld are only 
approving patients with prime credit,” 
Letwat says. “But only [approxi-
mately] 40% of people in the US fall 
into that category. The problem is 
that 60% of people are considered 
subprime, and they aren’t getting 
approved, so those 60% aren’t getting 
the treatment they need.”

Money can be a taboo topic, and 
these low approval ratings make offer-
ing ! nancing solutions to patients an 
uncomfortable process for the dental 
team, as they don’t know whether the 
patient will even be approved. “It’s an 
incredibly awkward conversation,” 
Letwat says. “Even outside the dental 
of! ce setting, it’s very uncomfortable 
to talk about ! nances to anyone. If 
there’s a $1200 procedure, the treat-
ment coordinator doesn’t want to ask 
you [whether] you need help because 
it’s uncomfortable. It’s uncomfortable 
to ask because you’re not sure what the 

answer is going to be or even [whether] 
! nancing can help.”

Letwat believes the key to suc-
cess with ! nancing is a transparent, 
respectful solution with competitive 
rates that makes both the patient and 
the of! ce team comfortable. “More 
and more practices are seeking out 
easy, transparent, pay-over-time solu-
tions,” Letwat says. “They know it’s 
critical to offer this type of solution 
to their patients so the patients [can] 
receive the care they need. The whole 
concept of buying something now 
and paying over time is catching ! re. 
[However], on the dental side, they’ve 
been slow to adopt technology…”

Simplifying Financing
Three years ago, Sunbit, a ! nancial 
technology company, entered the 
dental ! eld. Using arti! cial intelligence 
(AI) and machine learning (ML) tech-
nology, Sunbit can offer more patients 
! nancing for their dental treatment. 
Sunbit’s AI/ML approach streamlines 
the approval process so it’s quick, 
simple, and most importantly, acces-
sible to most patients. On average, 
Sunbit approves over 85% of patients 
for ! nancing, which is double the tra-
ditional average. “With the advanced 
machine learning and other technolo-
gies we’re using, Sunbit is reducing the 
barriers for everyday [patients] to get 
the ! nancing they need,” Letwat says. 
“That’s the mission of the company.”

Applying for other ! nancing options 
can be a cumbersome process, much 
like a credit card application that asks 
invasive questions and requires a hard 
credit check. “The same questions on 
that 1968 credit card application are 
the same ones on the dental applica-
tion today,” Letwat says. “[Patients] 
are very much unsatis! ed with the 
product, [which is] something we can 

Financing That’s Good for 
the Patient and Practice
Sunbit can offer more patients fi nancing for their 
dental treatment by using artifi cial intelligence and 
machine learning technology. [ by Laura Dorr ]

Sunbit
Sunbit’s Smile Now, Pay Over Time solution for the dental market offers 
patients the ! exibility to pay for dental services over periods of 6, 12, 18, 
24, and even up to 72 months. This program is able to approve 85% of 
patients who apply. It offers access to " nancing for procedures between 
$60 and $20,000, and all quali" ed patients get access to 0% interest for 
6- to 12-month payment plan options. Sunbit manages the application and 
collections processes, and the dental of" ce gets paid right away, increasing 
cash ! ow to the business without the risk of a patient defaulting on the loan.

Sunbit
855-678-6248  |  sunbit.com
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disrupt with our technology. The pro-
cess is incredibly quick and easy—it 
takes 30 seconds.”

Sunbit can expedite the application 
process because it doesn’t require a 
hard credit check to apply. Instead, 
they implement a soft inquiry, even if 
the patient decides to take the loan. 
This puts patients at ease because it 
prevents hard credit checks, even if 
they aren’t approved.

“We don’t want this to feel like an 
intimidating ! nancing transaction,” 
Letwat says.  “It doesn’t feel like an 
overwhelming commitment, like a 
typical ! nancing transaction, [which] 
is what we want for the patient.”

Participating practices are provided 
with an iPad, which they can hand 
directly to the patient to complete the 
process themselves. Patients scan the 
barcode on the back of their driver’s 
license, and the software automatically 
pulls the patient’s information from 
the patient’s state issued ID. Patients 
are then presented with 3 to 6 different 

payment plan options.
“Ultimately, we want the patient 

to select the option that’s best for 
them,” Letwat says. “With us, treat-
ment coordinators can say, ‘You 
don’t have to pay everything today. 
We have a payment plan so you can 
pay over time. Let’s get you quali! ed 
in 30 seconds and ! nd a monthly 
payment you’re comfortable with.’” 

For example, say a patient is 
presented with a $2100 treatment 
plan. The patient doesn’t need to 
panic; they’ll see multiple options for 
payment plans, even as low as $56 a 
month over 48 months to ! nish treat-
ment. Payment schedules are clearly 
spelled out and illustrate that the 
same amount will be auto-debited 
monthly, because Sunbit doesn’t 
apply deferred interest. 

In addition, Sunbit doesn’t charge 
any extraneous fees. The plan the 
patient sees is what they get. “Because 
there aren’t any other penalties or origi-
nation or maintenance fees, the patient 

feels like they understand what they’re 
signing on for and they end up opting 
for much more treatment than they 
typically would,” Letwat says. “So, 
we’re seeing much higher treatment 
acceptance and much higher-dollar 
treatments being accepted.”

Practice Bene! ts
While the main goal is always to 
provide accessible ! nancing options 
to patients, these bene! ts of success-
ful ! nancing for practices—higher 
treatment and higher-dollar treat-
ment acceptance—are added perks. 
The application process can be 
easily integrated into the practice. 
Sunbit can be added to the practice 
management software as a tender 
type—no extra software is needed. 
“It’s a form of payment that essen-
tially becomes a receivable,” Letwat 
says. “When a practice closes out 
their books at the end of the day, 
they know they can expect a pay-
ment from us within 2 business 

days. We provide real-time reports, 
so everything is at their ! ngertips in 
real time.”

To expedite the onboarding process 
for staff, Sunbit provides full training 
for every new practice offering the ser-
vice. “We have a full onboarding and 
logistics team, with [staff] all over the 
country,” Letwat says. 

In 2" years, Sunbit has staggeringly 
not had a single practice cancellation. 
They’re now in approximately 6500 
to 7000 dental locations nationwide 
(in DSOs, multilocation practices and 
single private practices).

“[Ultimately], we want to help 
everyday patients get the dentistry they 
need. That’s the bottom line,” Letwat 
says. “We always say, ‘Be good to the 
patient, be good to the practice.’ That 
is how we operate.”  
References are available online at 
dentalproductsreport.com.
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Search engine optimization (SEO) 
is the best method to help your 
practice rank high in search 

results when someone searches for the 
service you offer, such as dentist near 
me. SEO is a long-term strategy. When 
implemented correctly and given a 
strong foundation, it can have a tre-
mendous impact on your practice.

With returns on investment ranging 
from 906% to 3900%, it’s safe to say 
the time, money, and effort that go 
into search engine optimization are 
well worth it.1 Here’s what you need 
to know about SEO to attract new 
patients and begin optimizing your 
practice’s online presence today.

Why Do I Need SEO?
Although patient referrals may 
constitute one of the best conver-
sion marketing strategies for your 
practice, chances are word of mouth 
by itself won’t result in the volume 
of new patients needed to reach your 
business growth targets. So what are 
your other options?

Pay-per-click and online ads are 
great for some goals but are limited 
in effectiveness; half of patients do 
not respond to paid advertising.1

Ranking well in search engine results 
serves as a vote of con! dence that you 
do what users are looking for in their 
search. This organic traf! c is more 
budget friendly but can also help you 
reach users who pass over your ads. 
Although SEO takes time to bear 
fruit, you can easily lay the ground-
work for a great SEO strategy with a 
few simple changes.

Optimize for Local Search
The ! rst step in building an SEO 
strategy is to optimize for local search. 
Potential patients searching for den-
tists likely have a serious interest in 
! nding one. Google treats local search 
queries such as “best dentist near me” 
differently from broad searches such as 
“best smart phone.”

Here’s how to improve local SEO to 
connect with searchers in your area:

1. List your location(s).
Make sure your practice location(s) 
and the cities and zip codes you 
serve are included on your website. 
This will help you show up in “near 
me” searches.

2. Talk about your community.
Talk about your involvement as a local 
practice owner, the organizations you 
sponsor, your favorite hangouts, etc. 
Doing so will make your site more rel-
evant and build your reputation with 
patients.

3. Add your services.
Make sure to include the services you 
offer that are relevant to users’ search 
queries such as “dentist near me” and 
“pediatric dentist near me.”

On-Page Optimization
Now that you’ve optimized for local 
search, it’s time to evaluate your 
content for on-page optimization. 
On-page optimization means you 
create value by providing relevant, 
high-quality content for searchers and 
search engines by extension. What you 
say and how you say it in" uences how 
a search engine determines whether 
your content is relevant to a speci! c 
search query and categorizes your 
pages and website overall.

To optimize your website content:

1. Think like a patient.
Write for prospective patients ! rst and 
search engines second. Start by thinking 
about whom you want to reach. How 
would they search? What topics would 
they talk about? Integrate those topics 
into the content of your site while ensur-
ing the language sounds natural.

2. Stay on point.
The topic of the webpage should be clear 
and easy to understand. If you are writ-
ing about dental services, don’t go on a 
tangent about dentistry. If dentistry is 
relevant to a speci! c part of the page, you 
can always link to another page on your 
site that elaborates on the topic.

3. Listen to voice searches.
Forty-one percent of today’s searches 
are voice searches using services such 
as Siri or Alexa, with search queries 
spoken into a device rather than typed. 
Since voice search provides a better 
user experience, Google places more 
emphasis on sites optimized for voice 
searches in search engine results. This 
means your content should have a con-
versational tone.

4. Format for skimmers.
Most individuals skim webpages to ! nd 
topics of interest. A site visitor faced 
with lengthy pages of plain text usually 
won’t read them. Break up text with rel-
evant subheadlines, shorter paragraphs, 
bullets, and lists.

5. Avoid duplicate website content.
Google and Bing have policies against 
publishing duplicate content. Although 
unscrupulous individuals may try to 
arti! cially in" ate search engine rankings 
by posting duplicate content stuffed 
with keywords, search engines take 
great pains to detect and penalize these 
activities. Steer clear of these shady 
practices and focus on producing unique, 

Master the Secret Weapon of 
SEO to Attract New Patients
A good search engine optimization strategy can 
bring in new patients, new business, and new 
profi tability for the dental practice. [ by Kelli Bock ]

Dental Website Design Portfolio
ProSites offers dental professionals website design and marketing exper-
tise to boost their digital impact and draw in more patients. ProSites’s 
digital design portfolio is said to make your dental practice’s website run 
smoothly, capture attention, and improve patient satisfaction. There is a 
review feature that can be a boon for both practice reputation and SEO 
best practices, as well as photo galleries for before-and-after pictures, 
easily editable pages, HIPAA-complaint forms, and more features for the 
dental practice. ProSites empowers dental professionals to take charge of 
their image and digital presence.

ProSites
888-932-3644  |  prosites.com
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high-quality content. Your search engine 
rankings will thank you for it.

6. Add metadata.
Metadata are information about your 
website that search engines use to rank 
your site in search engine results. To add 
them, simply include a title and descrip-
tion at the beginning of your homepage. 
It’s a quick action that’s critical to improv-
ing your rank. However, as this can be a 
little technical if you are new to SEO, we 
recommend asking your website or SEO 
provider for guidance in this area.

Optimize Your Website’s 
Performance
Having a fast, secure, and responsive 
website is essential to your SEO success. 
Complete your on-page optimization by 
addressing these 3 key points.
• Responsiveness

If a site is built for desktop users 
only, it won’t display properly on a 
smartphone or tablet; content will 
be miniaturized and navigation dif-
!cult. Today, websites are most often 
viewed on a mobile device rather 
than a desktop computer, so be sure 
your site is mobile friendly.

• Security
For user security, Google requires all 
sites viewed on a Chrome browser 
provide an encrypted connection to 
visitors. If you fail to provide secure 
access, Chrome will warn users that 
your site is unsafe. To make matters 
worse, the search company may 
penalize you with a lowered position 
in search results. Ask your website or 
SEO provider how to provide secure 
access to your site visitors.

• Speed
One key factor Google uses to 
rank your site in search results is 
speed, especially in response to 
voice searches. To ensure a faster 
load time, avoid Flash web players, 
music, and autoloading slideshows. 
If you choose to include a video or 
slideshow on your homepage, let 
the visitor decide whether to press 
the play button. Have a professional 
website developer set up slideshows 
or videos on your site to ensure rapid 
load times.

Off-Page Optimization
After mastering on-page SEO, you 
should address off-page optimization. 
For local SEO, claiming and main-

taining your Google Business Pro!le 
(GBP) is one of the most effective SEO 
steps you can take. Done right, a GBP 
gives your listing prime real estate on 
!rst-page search results, shares your 
business information with Google 
Search and Google Maps, and allows 
you to upload photos. What’s more, 
it’s completely free.

Your GBP dashboard will provide 
helpful metrics including:

 } Where your listing is showing
 } How many users have 
requested directions to your 
listing and from where

 } How many calls were made to 
your practice based on the listing

 } How much traf!c the listing 
is driving to your website

If your business doesn’t have a 
pro!le or has an unclaimed pro!le, 
visit the GBP website and follow the 
prompts to set up your pro!le. Once 
set up, maximize your listing with the 
following information:
• Contact information

Your contact information—
name, address, phone number 
(NAP)—should be accurate and 
kept up-to-date. As a sidenote, 
NAP consistency can affect how 
you’re shown in local search results. 
Therefore, the NAP on your GBP 
should be replicated across all your 
business directory listings.

• Website address
Include your website URL and use 
the same URL as your other direc-
tory listings. Consistency is impor-
tant for Google to determine your 
practice is legitimate.

• Of!ce hours
Posting accurate of!ce hours is 
essential to let searchers know when 
they can speak to a real person or 
schedule an appointment. Be sure to 
post any schedule changes.

• Business description
Describe your practice in layman’s 
terms. Incorporate a few keywords 
where it makes sense but avoid 
keyword stuf!ng. The clearer your 
description, the better it helps pro-
spective patients and Google under-
stand the services you offer.

• Reviews
Google ratings and reviews are a very 
important ranking factor, so be sure 
to collect and monitor your reviews 
and respond quickly and profession-
ally to any negative ones.

• Photos and videos
Photos and videos are a great way 
to engage users. But remember, they 
visually represent what happens at 
your practice. It may be fun to post 
pictures of the staff in Halloween 
costumes, but what impression does 
it give to prospective patients? Use 
professional headshots and sharp, 
well-lit photos of the staff and front 
desk area.

• Google posts
Google posts are similar to Facebook 
and other social media posts. You 
can include images, text, and links. 
Use Google posts to offer a compli-
mentary consultation, announce 
the arrival of a new doctor, share 
scheduling availability, or link to a 
blog post on your site.

Beyond Your Google 
Business Pro!le
Once you’ve tackled your GBP, create 
or claim your pro!les on other leading 
directories such as Yelp, Facebook, 
Angi, and Yellow Pages and keep 
them up-to-date as well. You’ve prob-
ably noticed social media pages are 
included in Google search results just 
like other webpages. Google denies 
factoring social media pro!les into its 
criteria for ranking websites; however, 
there seems to be a strong correlation 
between them. Whether social media 
pages directly affect your search rank-
ing or not, creating and maintaining 
social media pro!les can only help 
your digital marketing efforts.

Backlinks are links from other 
websites that connect to your website, 
and they are essential to Google’s 
search rankings. Obtaining good 
backlinks is arguably one of the most 
dif!cult aspects of SEO. Building a 
good backlink pro!le takes time and 
effort, because not every backlink will 
improve your rankings.

In the past, it didn’t matter where 
backlinks came from, leading to a 

surge in spam-type websites that were 
scrambled and incomprehensible. As 
a result, irrelevant information was 
displayed in search results, frustrating 
users and deterring them from using 
the search engine. Google changed its 
policy to treat spam backlinks as an 
unethical SEO tactic.

Because of this, Google now places 
more emphasis on the quality of back-
links. To support your SEO strategy, 
focus on relevant backlinks such as 
those from a chamber of commerce 
directory, local media outlet, state 
association, or other professional 
society.

Implement Your SEO Strategy
Because SEO takes time to gain cred-
ibility, it’s not an instant !x like paid 
advertising—you need to start devel-
oping your strategy today. Your com-
petitors are doing everything they can 
to improve (or simply maintain) their 
position within local search results. 
If you aren’t implementing SEO for 
your practice, your competitors may 
be grabbing the attention of prospec-
tive patients. Try implementing these 
small steps over a few weeks to see big 
returns in your search listings in the 
coming months. 
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Endodontist Emmanuel Ngoh, 
DMD, has been practicing in 
Augusta, Georgia for more than 

20 years. The Augusta area is very 
dental savvy, Dr Ngoh says, mainly 
due to the Dental College of Georgia 
at Augusta University, which is located 
in the city.

“Because we’re [near] the dental 
school, people here have a strong 
knowledge of what it means to take 
care of their teeth more,” Dr Ngoh 
says.

As an endodontist, Dr Ngoh says 
patients are referred to him because 
they’re in need of immediate care. 

“Most of these patients don’t 
carry cash all the time,” he explains. 
“And when [a] patient...needs help, 
that is when CareCredit comes in 
very handy.”

CareCredit is a credit card 
designed for health care needs that 
offers patients a way to pay for the 
costs of many treatments and pro-
cedures by stretching payments out. 
This has been a game-changer for 
Dr Ngoh’s patients and his practice, 

he says.
“I would say about 80% of our 

patients are [those] who [need imme-
diate care],” Dr Ngoh says. “The 
challenge that we had initially is that 
you have a patient who comes in and 
they need [acute dental] care.”

Before adding CareCredit to his 
practice about 18 years ago, Dr 
Ngoh would treat these types of 
cases. The issue that arose was that, 
once the patient was no longer deal-
ing with a dental issue, they would 
see no need to come back to the 
practice for a follow-up. 

“Once that motivation...is gone, 
they don’t come back,” he explains. 
“It’s not a need anymore. And then 
the last thing is for them to pay me. 
So I constantly used to send patients 
to collections, and the collection 
agency was hoping that [would] pay 
me. That was not a good practice 
module.”

The next patient ! nancing solu-
tion Dr Ngoh tried was offered 
through a local bank. The problem 
with this option was that the appli-
cant approval rate was low, as was 
the approval amount, signi! cantly 
narrowing the pool of patients who 
were able to pay this way, he says.

“Those are the kinds of chal-
lenges that we’d have, and this 

patient has now been left with the 
only alternative—either to pull the 
tooth or ! nd some way to come up 
with the money to pay for this treat-
ment. And some of them…had to 
go back and take a second mortgage 
just to pay for treatment because 
they needed immediate care,” Dr 
Ngoh explains. “These are some of 
the challenges that we had in our 
practice.”

Whether they do not have cover-
age or have maxed out their bene! ts 
for the year, many patients can 
fall through the cracks of dental 
insurance coverage, pressing them 
to pay for treatment out of pocket. 
CareCredit, however, is an effective 
stopgap.

CareCredit can be used for the 
majority of dental treatments, 
including 6-month checkups; 
preventative dentistry, such as 
endodontics, periodontics, and 
ceramic ! llings; and restorative pro-
cedures, such as implants, crowns, 
and veneers. The company offers 
shorter-term ! nancing options of 
6, 12, 18, or 24 months with pro-
motional ! nancing on purchases of 
$200 or more when the minimum 
monthly payments are made and 
the amount is paid in full by the end 
of the promotional period. Patients 

CareCredit
CareCredit is a health care credit card 
designed for patients’ health and well-
ness needs. It’s a way to pay for the 
costs of many treatments and proce-
dures by allowing patients to make con-
venient monthly payments. CareCredit 
is accepted at more than 250,000 pro-
viders nationwide for dentistry, vision 
care, veterinary care, hearing care, and 
other specialties. CareCredit is now 
also accepted at select retail locations, 
including Walgreens, Walmart, and 
Sam’s Club. 

CareCredit 
800-300-3046 |  carecredit.com
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can also use CareCredit in conjunc-
tion with their dental insurance. 

“With those options now, they 
can reach out and [accept] the 
needed treatment. Then I don’t have 
a cancellation because now I have 
patients in my chair, and I can pro-
vide treatment,” Dr Ngoh says. “It’s 
a win-win.”

Within a few months of imple-
menting CareCredit, the practice’s 
accounts receivable have sig-
ni! cantly improved, something Dr 
Ngoh attributes to CareCredit. It’s 
also provided a morale boost for his 
staff, who can now offer patients 
other payment options when dis-
cussing treatments.

“When you’re looking at a 
patient…and say, “Your treatment 
is this number of thousands of dol-
lars,’ and the patient is like, ‘How 
am I going to afford this?’, now 
we can turn around, look at them, 
and say, “I have good news for you. 
Within 5 minutes, you can apply 
for this and if you get approved, 
[there’s promotional ! nancing] for 
12 months.’ And this patient moved 
from a person who was so dejected, 
to now one who is so excited. And 
then to see also how Ashley [Mor-
ris], my ! nancial coordinator, 
how she [is]so happy because she’s 
able to help this person, Dr Ngoh 
explains. “With CareCredit, every-
one wins.” 

How CareCredit helped one practice expand its community 
reach while improving its accounts receivable. [ by Kristin Hohman ]

A Game-changing Patient 
Financing Solution 
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Neither do we. Our content is 

designed with you in mind.

4 channels: the chair, the tools, 

the front office, the lab.

Products. Esthetics. Techniques. Business.

Your team asked. We answered.
www.DentalProductsReport.com

Only one network gives you 
the complete picture of dentistry.
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Information provided by  vTail.

5Ws* vTail app 

WHAT
vTail app 

WHO
vTail Healthcare Communications, Inc 
vtail.co 
CIRCLE RS #67

WHERE
When searching for quick answers 
on instructions for use (IFUs), clinical 
applications, and more.

WHEN
On your smartphone or tablet.

WHY
vTail is a mobile application that allows 
health care professionals to connect with 
their vendors for product information, 
education, and support. The mobile app 
is free and designed to give instant access 
to the product information you need when 
you need it. Clinicians can choose how and 
when to connect with companies, and all 
communication is done through the app, so 
there is no sharing of personal information. 

THE 5Ws*

THE HOW

This new mobile app gives clinicians immediate access to product 
information, education, and support.  [ compiled by Kristin Hohman ]

Clinicians can manage the companies they have contact with, eliminating the “sales pitch.” On vTail, they can 
see a digital Rolodex of their assigned reps from all participating companies. They can reach out for immediate 
information or advice using built-in HIPAA–enabled video calls, audio, chat, and !le sharing. 

The app is designed as a portal that offers information on thousands of products, including IFUs, product 
speci!cations, reimbursement information, educational information, and instructional videos. It also features a 
news feed, which keeps users up to date on industry news, journal articles, and association posts, all curated to 
match your interests or specialty. 
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It takes two steps to 
help patients get care

You proactively recommend the CareCredit credit card to patients.

Have patients scan your custom link QR code where they can privately see if 
they prequalify, apply and pay with CareCredit.

#1:
#2:  

It’s financing simplified.  
Get everything you need with the 
Contactless Financing Kit — Scan this QR code, 
or visit carecredit.com/contactless-kit.

DPR2SQ4DA

Data fees may apply.

®Not yet enrolled with CareCredit? 
Call 800.300.3046 (option 5).

It’s 
Get everything you need with the 
Contactless Financing Kit — Scan this QR code, 
or visit carecredit.com/contactless-kit.

20022_CCD_DPR Q4_10.5x13.75_091922.indd   1 9/19/22   11:16 AM

Interested?  Circle Product Card No. 68



BEST PRACTICES

Of all the topics my clients and 
potential clients ask about, the 
issue of data backup is far and 

away the most common one. I’ve men-
tioned data backup several times in 
the more than 5 years I’ve written this 
column. But because there have been 
some updates, I thought it would be 
good to review my recommendations.

Just like when it comes to choosing 
your impression materials or implant 
system, there’s no right, wrong, or 

necessarily best choice; it’s what 
works best for you. It all boils down 
to making sure you back up your data 
on a regular basis and that the backup 
is secure and meets HIPAA guide-
lines. The question is, how do you 
accomplish that? I always recommend 
a 2-pronged approach to backup: a 
local backup and an offsite backup.

There are many ways to do a local 
backup, and the method you use may 
be limited by your budget. If cost 
isn’t an issue, I highly recommend 
doing what’s called a server image 
and putting it on a Windows com-
puter. A server image is a copy of the 
entire server, not just the data but the 
program ! les and network settings; 

it’s basically an exact copy of the 
entire server. We put that image on 
another computer and virtualize it. If 
your server goes down, we ! re up the 
virtual copy, and within minutes, you 
are up and running again. As far as 
other computers on the network are 
concerned, the main server is back 
and running normally.

I recommend purchasing a souped-
up computer with at least 3 to 4 TB 
of storage for the local server image. 
Why? Well, if the image sits on a 
Windows computer, that computer 
can function as the replacement 
server temporarily; you can boot 
from it and have it act as a server. 
And I prefer 3 to 4 TB so we can put 

multiple days or weeks of backups on 
there. If your budget is limited, you 
can use an inexpensive external hard 
drive. But in many cases, we’d need 
to copy those ! les to the replacement 
server before it can function, which 
can signi! cantly slow down the 
restore process.

Of course, having the best local 
backup won’t protect you from " ood, 
! re, theft, etc, so you need to make 
sure the data leave the of! ce every 
day. In the past, individuals took 
external hard drives home, but this 
wasn’t the easiest option for many 
practices. What I suggest instead 
is a cloud backup. It can be done 
automatically, with no input required 
from you or your team. It’s quick and 
easy to track and document.

Finally, you need to make sure 
your backup meets HIPAA require-
ments. By having a cloud backup, 
you meet the requirement that back-
ups must be retrievable. You need 
to use software that will encrypt 
the local backup as well as encrypt 
the data are it travels to the cloud 
location. HIPAA rules require you 
to verify the backup and do test 
restores on a regular basis. We do 
them weekly for our clients; you 
should test monthly at the very least.

A properly designed and moni-
tored backup will give you peace 
of mind. You’ll sleep well at night 
knowing your data is safe and 
secure. In most cases, you should 
consider working with an informa-
tion technology provider who is 
exclusive to health care to ensure 
your backups meet all privacy and 
security rules.  

ABOUT THE AUTHOR
Lorne Lavine, DMD, founder and 
president of The Digital Dentist, has 
more than 30 years invested in the 
dental and dental technology ! elds. A 
graduate of USC, he earned his DMD 
from Boston University and completed 
his residency at the Eastman Dental 
Center in Rochester, New York. He 
received his specialty training at the 
University of Washington and went into 
private practice in Vermont until moving 
to California in 2002 to establish TDD, a 
company that focuses on the specialized 
technological and HIPAA needs of the 
dental community. He can be reached 
at drlavine@thedigitaldentist.com or 
866-204-3398.

Keep your data safe by knowing exactly what type of backup 
your systems need and how often to do it. [ by Lorne Lavine, DMD ]

Secure Your Dental 
Practice With Data 
Backup Knowledge

DEEMERWHA STUDIO / STOCK.ADOBE.COM
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MY SMILE
MATTERS

Throughout the month of October, we are promoting why

smiles matter for overall good health and success in life, and 

the value dental hygienists bring to the health of children.  

Join us at MySmileMatters.org.

JOIN US FOR OUR BIGGEST DENTAL HYGIENE CAMPAIGN EVER!
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Did Your Business Receive PPP? Either way, You Still Qualify for ERC!

Bottom Line Savings helps business owners receive money back from the Employee Retention Credit (ERC) federal grant.
This ERC program differs greatly from the Paycheck Protection Program (PPP) and is much easier to apply for. Bottom Line will 
submit and collect a few important documents making this program turnkey for our owners.

 ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★

You don’t ned a sales reduction to qualify for ERC. Operational impacts to your business will qualify you as well.
 ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★

Your business could be getting up to $8,000-$26,000 per employee in 
Employee Retention Credits (ERC) even if you received PPP loans.

Our experts at Bottom Line will help you maximize your refund!
As a valued partner, Bottom Line will:

• Identify how you qualify for the ERC Program   • Outline your speciic ERC calculations to maximize the credit
• Help you claim the credit   • Ensure proper payroll tracking and documention

What is ERC?

Apply today and an ERC Specialist 
will contact you directly.
Please visit www.tryerc.com

SUBHEADERF I N A N C I A L  S E R V I C E S
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Contact me today to place your ad.
Joanna Shippoli | (440) 570-4625

jshippoli@mjhlifesciences.com

Are you looking
talent?for

DPR_BILLS FOR DRILLS_0117_6033140.pgs  03.09.2017  18:57    ADVANSTAR_PDF/X-1a  blackyellowmagentacyan

C21806173000_6570250.pgs  10.18.2017  21:39    ADVANSTAR_PDF/X-1a  blackyellowmagentacyan

3348.pgs  09.13.2018  20:43    ADVANSTAR_PDF/X-1a  blackyellowmagentacyan

B R O K E R A G EH A N D P I E C E S



02

03

04

01

THELIST QUICK BITES
for team development 
and practice success

NEXT MONTH: The Pros and Cons of 5 Implant Attachment Options

PATIENT INFORMATION STOLEN VIA PHISHING OR RANSOMWARE 
ATTACK—Online criminals see small dental practices as soft targets. 
They may not have the biggest cache of records, but they tend to 
have less security. Although being the victim of hacking and data 
theft is not necessarily the practice’s fault, it is seen as a failure to 
secure patient information. Cybercriminals continue to grow more 
devious and deceptive, so it’s important for all team members to 
use unique, strong passwords and 2-factor authorization whenever 
possible. In addition, practices should provide regular training to 
make staff aware of the latest phishing and hacking threats.

IMPROPER COMMUNICATION OF PATIENT RECORDS—Do you use 
digital technologies to communicate with patients and colleagues? Email, 
texting, and online chat platforms can be amazing tools for connecting with 
patients and collaborating with colleagues, but it’s important to make sure 
you send and protect information via secure, encrypted channels. If you 
use personal email, texting, or chat client services to send this information, 
you could be violating HIPAA regulations. Instead, ! nd a medical-grade 
digital communications platform with a service designed to meet speci! c 
requirements in HIPAA for the digital transfer of patient information.

IMPROPER DISPOSAL OF PATIENT RECORDS—How often do you update 
your computer hardware, including that of tablets and phones? Do you 
properly wipe drives of equipment you no longer plan to use? Even if a hard 
drive or other device is headed for the electronics recycler, it needs to be 
properly scrubbed to remove all protected patient information. This is a 
service your information technology provider can likely provide. If not, be 
sure to ! nd someone with expertise in HIPAA-compliant data disposal. 

Running a dental practice involves compliance with numerous 
regulatory requirements. These processes and their documentation 
can seem tedious and sometimes unproductive, but they remain 
unavoidable, and in truth there is good reason for them.

Regulations cover infection control, training and licensure, 
records management, and patient information management. 
Whatever you think about these processes, they are all enacted 
with the overarching goal of protecting patients and providers.

This is especially true of HIPAA, which covers the requirements 
for maintaining patient records and keeping them private. HIPAA is 
designed to protect information that practices keep about their patients, 
and a violation of HIPAA rules can become an expensive headache 
for any dental practice. Staying on the right side of these rules can be 
a challenge, and with so many ways of communicating with patients 
and colleagues, accidentally violating HIPAA rules can happen to 
anyone. With that in mind, here are 5 HIPAA violations that could 
happen in any practice and some strategies to mitigate the risks.

INAPPROPRIATE STAFF ACCESS TO PATIENT RECORDS—A misbehaving 
team member who decides to check out an old high school rival’s oral 
health woes could be trouble. Although stopping bad actors is a challenge, 
instituting document access controls through your practice software can 
limit access to certain records for individual team members and even 
track who accessed which records and when they were accessed.

LOST OR STOLEN COMPUTER HARDWARE CONTAINING PATIENT 
INFORMATION—If you or someone on your team accesses patient 
records from a laptop, tablet, smartphone, or any other device, that 
device needs to be locked and protected from unauthorized access. 
Even better, all hardware should have an initial lock, and a second login 
should be required to access any information from the practice.

[ by Noah Levine ]

ZIMMYTWS / STOCK.ADOBE.COM

5 COMMON HIPAA VIOLATIONS 
AND HOW TO AVOID THEM
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DIAGNOSTIC 
CERTAINTY
WITH AWARD-WINNING
CBCT TECHNOLOGY

3 D  I M A G I N G

EXCELSIOR 3D CBCT
• 4 FOVs (5x5, 5x10, 8x10, 8x15cm) 15x13 cm available
• Smallest (.03mm) focal spot for outstanding image clarity
• Industry-leading 10 year all-parts, 1 year labor warranty
• Used in most procedures, including implant dentistry

EXPLORER 3D CBCT
• 4 FOVs (5x5, 10x10, 10x15 & 15x16cm)
• Smallest (.03mm) focal spot for outstanding
   image clarity
• Industry-leading 10 year all-parts,
   3 year labor warranty
• Great option for airway and TMD analysis
• EXPLORER PRO MODEL WITH
   WORLD’S 1ST INTEGRATED CEPH

Request
a demo

PREXION.COM
(855) 773-9466

181 Metro Drive, Suite 190
San Jose, CA 95110

Come see us at 2022 ADA SmileCon
in Houston, TX (Booth# 2734)!

Interested?  Circle Product Card No. 69
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