
In the very late 1990s my offi ce was bur-

glarized. Fortunately, one of my patients 

owned a small security/alarm company 

and he had convinced me to install 

an alarm system in the offi ce. He had 

somehow gotten access to some crime 

statistics for my area and showed me 

that the incidence of break-ins for small 

businesses was on a statistical upswing.

We had never kept drugs in the offi ce 

and our petty cash was less than $50, 

but I fi gured an alarm couldn’t hurt and 

besides, back then alarm systems were 

pretty cool gadgets, which of course 

made it impossible for me to resist.

About 60 days or so after having the 

alarm system installed, my offi ce was bro-

ken into. The crooks made off with about 

$30 in petty cash and did about $1,200 

worth of damage to my offi ce. The good 

news was that when the alarm went off 

it scared them away so at least the offi ce 

wasn’t ransacked. We had minimal cleanup 

and, really, it was just more of an inconve-

nience than anything else. It was irritating, 

but it didn’t affect my business at all.

When I built my new offi ce a few years 

ago, it was broken into while still under 

construction. The price of copper was 

very high and the police told me there was 

a ring of copper thieves in the area. They 

would break into buildings under con-

struction to steal copper wire and copper 

pipe. Since we were running copper lines 

for our nitrous oxide delivery, that made 

us a very attractive target. Fortunately, 

the copper pipes were already covered by 

concrete and the wiring was mostly done 

so, once again, the biggest hassle was 

the damage they did breaking in … even 

though the building wasn’t ready.

The new break-in threat
Ah, how we should all long for the good 

ol’ days. Sweeping up some broken glass 

and paying someone to perform some 

quick repairs seems like a tropical vaca-

tion compared to dealing with some of 

today’s security threats.

As we have moved our world, our 

lives and our ... See protecting, page 82               

THE IMPORTANCE OF DATA SECURITY
Why those in charge of patient info need to be extremely cautious 

[ ORASCOPTIC ]

2-step variable 
magnifi cation

EyeZoom™ Mini is a loupe that employs 

two-step variable magnifi cation 

technology between 2.5x and 3.5x power.

EDITORS’ CHOICE          

How to help 
patients with 
sleep apnea 

As dentists, we have the 

incredible opportunity 

to provide life-changing 

treatment for our patients. 

It is no secret that obstruc-

tive sleep apnea (OSA) is a chronic, 

serious and potentially life-threatening 

disease. With an estimated 17-20 percent 

of the population suffering from some 

form of sleep apnea (according to the 

American Academy of Sleep Medicine), 

that means upwards of nearly 60 million 

Americans suffer nightly from oxygen 

deprivation and apnea, which sets in 

play a host of risk factors connected to 

many troubling major medical disorders. 

We know there is a very real need for an 

alternative to CPAP because there are 

so many patients who either refuse to 

use it or have tried and cannot tolerate it 

for various reasons. These patients con-

tinue to go untreated, still experiencing 

symptoms, and still at risk for major, life-

threatening health complications—not to 

mention drowsy driving which make them 

a danger to others. 

What is astonishing is how many people 

suffer from headaches, face, neck or ear 

pain, or dizziness without ever really know-

ing the cause of their pain. Patients try 

seeking ...See sleep dentistry, page 11

[ GC AMERICA, INC. ]

Nano-fi lled universal 
composite 

G-ænial™ Sculpt universal composite 

features high density, uniform 

dispersion nano-fi ller technology.

For more online content...
The cutting-edge product news, 

vital techniques and industry insight 

doesn’t stop here. Check out 

dentalproductsreport.com.
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Intraoral hydrophilicity, 
intraoral tear strength

Aquasil Ultra+ Smart Wetting is a 

redesigned VPS offering. 

DR. TARA GRIFFIN
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   EXCLUSIVE DPR READER OFFER: 1+1 SPECIAL

Call 1-888-658-2584

   LIGHT-CURING GLASS IONOMER RESTORATIVE WITH COMPOSITE-LIKE ESTHETICS

Advantages

•  Composite like-esthetics

•  .KIJV�EWTKPI�HQT�HCUV�ƂPKUJ

•   Immediately packable  

after application 

•   Does not stick to the  

instrument, easy to shape

•   Excellent translucency 

for better esthetic results

•   *KIJ�ƃWQTKFG�TGNGCUG� 

minimizes secondary carries

•  Highly radiopaque

•  No dental conditioner  

 adhesive needed 

ONLY AVAILABLE WITH  

INSERTED BRC CARD 

Ionolux

+QPQNWZ�KU�C�NKIJV�EWTGF�TGUKP�OQFKƂGF�INCUU�KQPQOGT�VJCV�

allows practitioners to begin condensing and shaping the 

material immediately after the material has been dis-

pensed or placed in the restoration. Additionally Ionolux 

is non-sticky which allows shaping and sculpting of the 

material headache free. These two unique features allow 

practitioners to decrease their procedure time and incre-

ase the procedure‘s ROI. Combined with Ionolux’s abili-

ty to be light-cured these features provide more control 

HQT�VJG�RTCEVKVKQPGT�YJKNG�UVKNN�FGNKXGTKPI�VJG�DGPGƂVU�QH�C� 

ƃWQTKFG�TGNGCUKPI�INCUU�KQPQOGT�TGUVQTCVKQP�

Non-sticky Handling for Better Ease-of-use 

Ionolux has a proprietary formula that creates ideal handling 

to eliminate the headache from “pull-back” often experienced 

with other glass ionomer brands. As you can see in Figure 1 

Ionolux’s consistency and viscosity allow the practitioner to 

condense, sculpt and shape the material immediately after ap-

plication without the concern of it sticking to the instrument. 

This also reduces procedural time and adds to an overall incre-

ase in quality care for the patient.

Fluoride Release with Composite-Like Esthetics

Ionolux has enhanced esthetics that allow practitioners to offer 

C�ITGCV�ƃWQTKFG�TGNGCUKPI�UQNWVKQP�VQ�VJGKT�RCVKGPVU�YKVJQWV�UC-

ETKƂEKPI�VJG�GUVJGVKEU�QH�VJG�TGUVQTCVKQP��6JKU�CNNQYU�VJG�RTCEVK-

tioner to provide an overall higher quality of care to both his/her 

IGPGTCN�RCVKGPV�RQRWNCVKQP�CU�YGNN�CU�VJG�URGEKƂE�FGOQITCRJKEU�

within that patient population that needs it most (pediatric & 

geriatric). In Figure 2 there are two cases that offer great exa-

mples of the type of esthetic and clinical results Ionolux can 

provide both the practitioner and patient. Case 1 presents a cer-

vical defect while Case 2 presents a large Class II. Esthetically 

the results speak for themselves.

Clinical cases

Source: Dr. Isma Goltz, Bremen / Germany

Tooth 20 immediately after treatment

Tooth 20 with cervical defect

Case 1

Pain case: teeth 3, 4 after excavation

Subsequent treatment with Ionolux

Case 2

Source: Dr. Isma Goltz, Bremen / Germany

Figure 2:   

Case 1 is a presentation of a cervical defect with an Ionolux restoration

Case 2 is a presentation of a large Class II with a smaller Class II opposing it  

also restored with Ionolux 

Figure 1: Ionolux (on the right) compared to an alternative brand of RMGI (on the left).  

Demonstrating the non-sticky handling of Ionolux for better ease-of-use. Source: VOCO GmbH
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LOOK For our 

Practice Pink Flyer online at:  

www.henryscheindental.com/practicepink
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Together, We’re Helping Health Happen!

September 5–December 23, 2016

TM

16DS4145

TM

Together, We Help Health Happen

Now in its 12th year, Henry Schein’s “Practice Pink” 

program has raised over $1.2 million in the fight against 

breast cancer and ALL cancers–thanks to your support! 

Let’s keep the momentum going in 2016! From 

September through December, proceeds from the sale 

of products included in our Practice Pink flyer will be 

donated to the Henry Schein Cares Foundation (HSCF)  

to support the battle against cancer. The HSCF works 

to expand access to care for at-risk and underserved 

populations globally. HSCF carries out its mission 

by supporting nonprofit organizations, institutions, 

and communities dedicated to increasing wellness, 

prevention, treatment, and education. An important 

part of this work is providing support for cancer 

patients and their families. Please team up again 

with Henry Schein in “Helping Health Happen®.”

The Henry Schein Cares Foundation is a tax-exempt organization under Section 501(c)(3) of the 
Internal Revenue Code of 1986, as amended.  Contributions are tax-deductible as provided by law.

© 2016 Henry Schein, Inc. No copying without permission. Not responsible for typographical errors. 3392
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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 effi ciency.

ON THE 

COVERPRODUCTS3

Two-step variable 

magnifi cation allows loupe 

to improve effi ciency
Orascoptic™ introduces EyeZoom™ Mini, a 

loupe that employs two-step variable magnifi ca-

tion technology between 2.5x and 3.5x power. 

The second loupe launched under the EyeZoom 

moniker, EyeZoom Mini invites the user to zoom in 

to view fi ner details and zoom out for a wider fi eld 

of view. By bringing the operating site closer and 

into focus, the loupe is designed to help improve 

one’s speed and effi ciency in the operatory, 

while reducing interruptions in the fl ow of patient 

care. With a consistent working distance at each 

magnifi cation level, the loupe helps reduce the 

need to reposition when switching between mag-

nifi cation levels. This innovative, patent-pending 

design was co-engineered by optical pioneers, 

Orascoptic and Konica Minolta®. The EyeZoom 

Mini is available on Orascoptic’s Legend™, 

Rave™, Rydon™ and Victory™ frames. The 

loupe is available in a through-the-lens (TTL) 

confi guration. 

Orascoptic

800-369-3698 
orascoptic.com 

CIRCLE RS #4

Universal composite features 

nano-fi lled technology, 

optimal esthetics
G-ænial™ Sculpt is a compactable, universal 

composite that features the same high density, 

uniform dispersion nano-fi ller technology found 

in G-ænial™ Universal Flo. This is said to create a 

resin that is easy to shape, sculpt and polish. The 

material is formulated to provide a strong, wear 

resistant and radiopaque fi nished restoration with 

beautiful esthetics. A self-shining effect enables 

simple rough fi nishing with a bur to bring the 

restoration to a beautiful luster and will continue to 

increase in polish over time with excellent “chame-

leon” shade match to enamel. This feature helps 

provide an exceptional clinical outcome for a wide 

variety of clinical procedures. It is available in 17 

shades in either syringe or unitip delivery. 

GC America, Inc.

800-323-7063 
gcamerica.com 

CIRCLE RS #3

Impression material 

merges state-of-the-art 

intraoral hydrophilicity and 

intraoral tear strength
Dentsply Sirona’s Aquasil® Ultra+ Smart Wetting® 

Impression Material is described as a completely 

redesigned VPS offering. The impression material 

is formulated to merge state-of-the-art intraoral 

hydrophilicity and intraoral tear strength to deliver 

improved results—optimizing performance in 

all areas, not just one. The plus means clinicians 

do not have to choose between wettability, tear 

strength, speed and delivery options. The material 

is a fi nal VPS impression material indicated for 

use in all impression techniques and is available 

for purchase through approved Dentsply Sirona 

distributors. It provides clinicians a no-compromise 

solution to their fi nal impression needs with market 

leading intraoral hydrophilicity and intraoral tear 

strength. The impression material’s market-leading 

intraoral hydrophilicity is designed to help clinicians 

avoid trapping fl uid from the moment the material 

is syringed into the moist, humid environment, 

helping clinicians alleviate voids and bubbles at 

or near the margin. Market-leading intraoral tear 

strength delivers a material designed to help clini-

cians reduce risks of tears at the margin while the 

material is in thin cross-sections and when being 

removed from the patient’s mouth, including in 

cases where retraction paste is used. The material 

is said to deliver clinically relevant work/set times, 

viscosity choices, and Dentsply Sirona’s patented 

digit® Targeted Delivery System to provide a no-

compromise product solution for single-unit crown 

cases and more. 

Dentsply Sirona

800-532-2855 
AquasilUltraPlus.com 

CIRCLE RS #5

[ Our Mission Statement ]

Dental Products Report—known for its trusted new product information—delivers a sharp focus on high-tech 

innovations and their implementation as well as how cutting-edge technologies are transforming practices. 

DPR helps dentists future-proof their practices and position themselves to deliver the best dentistry possible 

to benefi t both their patients and their practices. We are committed to delivering unbiased, quality content.  

MOST PRODUCTS. BEST SEARCH. 
Find thousands of products at 
products.dentalproductsreport.com

http://gcamerica.com/
http://orascoptic.com/
http://AquasilUltraPlus.com/
https://www.dentalproductsreport.com/products
http://www.dentalproductsreport.com/
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TECHNOLOGY 

CLINICAL INSIGHTS 

 68 How to create an esthetic smile 
with smile design principles
by Dr. Ross W. Nash, DDS

TECHNIQUE

 70 How to replace a single 
molar with an implant
by Dr. Roy Leshem

SOLVE MY PROBLEM

 74 Improved options, patient 
comfort delivered
Bien-Air’ MX2 Motor system and 

EVO 15 1:5 Handpiece

I USE THAT

 76 “... I realized this implant was 
just what I needed”
Dentatus’ ANEW narrow-body implant system

 78 Mr. Thirsty One-Step from Zirc |How 

this isolation device makes periodontist 

Dr. Alan Young more efficient.

NEW PRODUCTS

 35 Some of the latest launches 
from the industry
New products including launches from Air 

Techniques, Planmeca USA and TAUB Products.

ROUNDUP

 45 Today’s handy handpieces 
have you covered

BENCHMARK

 60 GC America’s G-aenial
The Catapult Group awards GC America The 

Catapult Vote of Confidence for this new composite.

DOUBLE TAKE

 62 Dentsply Sirona’s Calibra Universal 

INSIDE LOOK 

 64 A breakthrough in all-tissue 
laser technology | AMD LASERS’ 

LiteTouch™ Er:YAG dental laser

  by Stan Goff

TECHNOLOGY EVANGELIST

 82 The importance of security | Why 

those in charge of patient data need to be 

extremely cautious. by John Flucke

TECH UPDATES

 84 How to synchronize technology 
to promote your practice | Using 

technologies that don’t sync together in your 

dental practice could be very detrimental to 

practice success. by Dr. Travis Evans 

DIGITAL MARKETING 

 86 The new Facebook business page | 

Facebook has implemented changes for business 

pages — but what does that mean for your practice? 

| by Ian McNickle, MBA and Dr. Lou Shuman

HIPAA 

 89 The importance of software patch 
management | Updated software 

patches can be critical in ensuring your 

systems are secure. by Dr. Lorne Lavine

35 67 81

Product launches and updates from 
throughout the industry

Practical clinical advice, research 
and techniques

Content to help your practice grow and prosper

DPR honors the top women in 2016

These 25 outstanding dental professionals were nominated 

by our readers. Read the introduction from past winner Debra 

Engelhardt-Nash along with the profiles of the honorees to 

find out why they made the annual list. by Anna Blake 

T0P 25 WOMEN IN DENTISTRY[12]
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© 2016 DENTSPLY International

Nupro® is a registered trademark of DENTSPLY International and/or its subsidiaries.  

Vanish™ is a trademark of 3M or 3M ESPE AG. Profluorid® is a registered trademark of VOCO GmbH. 

NUP06-0516-1 Rev. 1

Available in 2 packaging options for easy handling and clinician convenience 

To request free samples or for more information, call 1.800.989.8826, email nuprosamples@dentsply.com, or visit nuprovarnish.com. 

A sweet new take on  

rapid fluoride release.2
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Now available in caramel flavor  
and easy application packaging.

*In an enamel fluoride uptake study, varnish was applied to sound, polished enamel specimens. These specimens were each paired with a specimen that had an artificial incipient lesion formed, and the lesioned 
enamel was not treated with varnish. The paired specimens were immersed into artificial saliva for 5 minutes, after which they were placed in fresh artificial saliva; this procedure was repeated at 15 minutes, 30 
minutes, 1 hour, and 4 hours, and the specimens remained in artificial saliva for a total of 24 hours. After 24 hours, remaining surface varnish was removed. One layer of enamel was removed from each specimen 
and fluoride content was measured. Nupro® White Varnish had significantly more fluoride uptake into both sound and lesioned enamel than VOCO Profluorid® Varnish and 3M Vanish™ Varnish.

1. Data on file, Dentsply Professional. 
2. Compared to competitive varnishes, data on file
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Interested?  Circle Product Card No. 06
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DR. LEAH CAPOZZI

Dr. Capozzi graduated from the University 

at Buffalo School of Dental Medicine in 

2009. After completing an Advanced 

Education in General Dentistry at the 

University of Buffalo, Dr. Capozzi set 

up private practice in Colorado. Profi cient in CEREC 

dentistry and Invisalign, she teaches CEREC dentistry 

to dental students with igniteDDS. Dr. Capozzi is a 

member of the American Academy of Dental Sleep 

Medicine and currently practices in Buffalo, New York.

DR. JOHN FLUCKE

John Flucke, DDS, is Chief Dental Editor 

and Technology Editor for Dental Products 

Report and dentistry’s “Technology 

Evangelist.” He practices in Lee’s 

Summit, Missouri, and has followed his 

passions for both dentistry and technology to become 

a respected speaker and clinical tester of the latest in 

dental technology, with a focus on things that provide 

better care and better experiences for patients. He 

blogs about technology and life at blog.denticle.com.

DR. TARA GRIFFIN, DMD

Dr. Tara Griffi n is a 1994 graduate of 

Milliken University and received her 

Doctor of Dental Medicine degree from 

the University of Kentucky College of 

Dentistry. She completed her general 

practice residency at the Hampton Veterans Affairs 

Medical Center, and maintained a private group practice 

in Illinois for several years, with a focus on comprehensive 

restorative dentistry and treatment of TMJ disorders and 

sleep apnea. Dr. Griffi n currently practices in Florida.

DR. EMILY HOBART

Dr. Emily Hobart graduated from 

Midwestern University in Glendale, 

Arizona in 2015. During her time in dental 

school she was very involved with the 

American Student Dental Association 

(ASDA), serving as the chapter president for two years 

and District 10 trustee for one year. A native of Ontario, 

Canada, Dr. Hobart grew up in the Phoenix area. She 

currently practices in Columbia, South Carolina.

DR. ERINNE KENNEDY

Dr. Erinne  Kennedy completed her 

undergraduate studies at The Ohio State 

University before earning her degree 

from Nova Southeastern University 

College of Dental Medicine in 2015. 

She subsequently completed a one-year residency 

at the VA Hospital in Baltimore, Maryland. During 

dental school, she was involved with the American 

Student Dental Association (ASDA), serving as local 

vice president and national contributing editor.

DR. KRISTOPHER MENDOZA, DDS

Dr. Kristopher Mendoza attended 

undergrad at the University of the Pacifi c, 

before graduating from the UCLA School 

of Dentistry in 2015. He is currently 

completing a dental anesthesiology 

residency at UCLA. A member of the American 

Student Dental Association, Dr. Mendoza served as the 

national president of the organization in 2014/15, and 

was the offi cial spokesperson of the organization.

DR. DAVID RICE, DDS

Dr. David Rice is the founder of igniteDDS, 

the nation’s largest student and new 

dentist community. Dr. Rice travels the 

world speaking, writing and connecting 

today’s top young dentists with successful 

dental practices.He maintains a restorative and implant 

practice in East Amherst, New York. Dr. Rice received 

his DDS degree from the State University of New York 

at Buffalo in 1994, and completed his residency at the 

Allegheny General Hospital in Pittsburgh in 1995.

DR. JASON WATTS

Dr. Jason Watts is a graduate of Florida 

State University, and received his Doctor 

of Dental Medicine degree in May 2015 

from Nova Southeastern University 

College of Dental Medicine. Dr. Watts is 

a contributing editor to igniteDDS, and the lead author 

for the Wisdom Tooth Blog (MedproDentalBlog.com). He 

is a dental consultant for Medpro Dental Malpractice 

and has a private practice in Cape Coral, Florida.
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ORTHOPANTOMOGRAPH™ OP300

The OP300 platform is ideally suited for implant cases. 
With excellent image quality and award-winning 3D 
software by Anatomage®,  it offers a clear path toward 
accurate treatment planning with predictable results. 

Schedule an appointment today at 866-940-1417 

* For supporting data, visit: www.instrumentariumdental.com/en-US/sources  © 2016 Instrumentarium Dental. 
For OP300 Indications for Use, visit www.instrumentariumdental.com/en-US/ifu   IN0035/A 01.16

1

Implant Planning: 

What’s Missing in Your Practice? 

Abraham Stein, DMD, MS

Download our Free eBook Today
“Implant Planning: What’s Missing in Your Practice?”
yes.op300.com/001459

Interested?  Circle Product Card No. 07
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DENTALPRODUCTSREPORT

.COM
MOST PRODUCTS. BEST SEARCH. 

Find thousands of products and all of the 
following web-exclusive content on our website.

Follow us on Facebook 
and Twitter

5 myths about the 
mouth  — debunked

Debunking these myths can greatly promote bet-

ter dental hygiene and awareness.

New Senate bill provides low-cost 
dental coverage to veterans

The recently passed bill extends low-cost private coverage 

options to eligible veterans and their dependents.  

5 things to know about cancer prehabilitation
How prehabilitation can make the scary road of cancer 

treatment more manageable for patients.

NEW 

CONTENT

EVERY 

DAY

Clicks & Picks 

What dentists were searching and savoring in August

@DENTALPRODUCTSREPORT.COM

3 MOST-VIEWED PRODUCTS 

01  CORE-FLO DC LITE
BISCO

02  Clinpro 5000 anti-
cavity toothpaste
3M ESPE

03  PreviDent
Colgate

3 MOST-READ ARTICLES ONLINE

01  Is the Associated Press right? Response 
to the AP regarding the benefi ts of 
fl ossing
by Kara Vavrosky, RDH

02  The best and worst states to work in a 
dental practice
by the DPR Editorial Team

03  Using digital dentistry for esthetic 
implant work
by Luke S. Kahng, CDT

Make your inbox happy! 
Register for DPR’s 

e-newsletter and never 
miss a web exclusive 
article or video. Go to 

dentalproductsreport.

com/subscribe.

E-NEWSLETTERS

TETRA IMAGES / GETTY IMAGES

Interested?  Circle Product Card No. 8
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T H E 

GOLD STANDARD 
I N  A N E S T H E T I C

Your trusted partner in dental anesthetics

Xylocaine. Dependable options for nearly every case.

2% Xylocaine Dental 1:50000 and 2% Xylocaine Dental 1:100,000 are indicated for production of local 

anesthesia in dental procedures by infiltration or nerve block in adults and pediatric patients. 

Xylocaine is the gold standard for local anesthetics in the dental field. For over 60 years, you’ve 

trusted Xylocaine as your everyday anesthetic of choice to keep your patients comfortable during 

routine procedures. Our extreme standards and scrutiny will ensure the highest quality  

of care for many years to come.

Xylocaine is contraindicated in patients who are hypersensitive to local anesthetics. Xylocaine, 

along with other anesthetics, is capable of producing methemoglobinemia. Common precautions 

include aspiration prior to injection to help avoid intravascular injection. Please refer to the brief 

summary of prescribing information on the adjacent page before using Xylocaine.

To learn more, call us at 1-800-225-2787 or visit dentsply.com.

2% Xylocaine® DENTAL with epinephrine 1:100,000 (lidocaine HCl and epinephrine Injection, USP) 

2% Xylocaine® DENTAL with epinephrine 1:50,000 (lidocaine HCl and epinephrine Injection, USP)

Interested?  Circle Product Card No. 09

page before using Xylocaine.93

http://dentsply.com/
http://dentsply.com/
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QUICK BITES 
for team development 
and practice success

THE LIST NEXT MONTH: Top 3 

things to know about 

year-end purchases

 It’s out there. We are all aware that dental anxiety is quite common. 

It’s the feeling of being nervous or afraid of going to the dentist. 

This anxiety can be experienced in varying degrees of severity, 

from patients feeling uneasy at having to visit the dentist, to a highly 

prohibitive phobia. Here Kara Vavrosky, RDH, shares some tips 

on managing patients with dental anxiety/needle anxiety:

Patient communication, expectations

I like to fi nd out what the patient is most fearful of; it gives me something to work 

with when it comes to easing the fear. When discussing their anxiety I show true 

concern and compassion to let them know that “I get it” and am not judging them. 

I even give examples of myself for needle-phobic patients about how I am when 

I get my blood drawn and things like that. Discounting their fear has the potential 

to only make it worse. Another thing that can cause anxiety is if you are acting 

rushed. Stay calm around fearful patients. Your demeanor should set the mood.

Distraction techniques 

Distractions help too. If they want to bring earbuds and listen to music 

during treatment, I’m all for it. If you have a TV in your operatory, turn 

it on and have the patient put it on a channel they like. Anything to 

help them relax, from listening to music to watching TV or a DVD, 

can improve the patient experience for a phobic patient.

Encouragement 

Most of all, be encouraging. For the patient who hasn’t been in for years, 

and has anxiety because they are embarrassed, let them know how 

great it is that they decided to come in and how they should be very 

proud of themselves for following through. Stress the point that you 

aren’t judging them – do this with actions, not just words. Additionally, 

stay on top of the products and techniques available that can be used 

in place of needles; devices like The Wand and dental lasers can 

reduce the need for needles in a number of procedures. 

01

02

03

IZABELA HABUR / GETTY IMAGES

TOP 3 TIPS FOR DEALING 
WITH ANXIOUS PATIENTS   

DPRND0416

Myth.
You can’t cut 

Zirconia.

Fact. 
NEODIAMOND CAN!

America’s #1 Selling Diamond

Get 1 Zirconia Pack FREE!
  with the purchase of any 3 packs 

Promo code: XNDDPR31
 Offer expires 10/31/16

800.235.1863
MICROCOPYDENTAL.COM/NDDPR

S

T
E R I L

E

I NDEPENDENT R ESEARCH

ZIR
CONIA

DIAMOND

The NEODIAMOND zirconia  

cutter is designed to tackle all your  

zirconia removal needs. NEODIAMOND’S 

 zirconia cutter is highest rated  

by Clinician’s Report. 

We guarantee the performance of this  

product or we’ll refund your purchase,  

no questions asked!

NEODIAMOND, multi-use  

quality/single-use price®

Zirconia Cutter 1116.8M Shown 

Interested?  Circle Product Card No. 10

http://microcopydental.com/NDDPR
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We want to know what you think about DPR. 

Your comments, good and bad, are always welcome!       
      SGoff@Advanstar.com |       @StanGoffDPR

FROM OUR BOARD

SLEEP DENTISTRY
work together to offer the best treat-

ment solutions. Each time I work with 

a patient on sleep health, I consult and 

communicate treatment progression 

with the patient’s physician for the 

best coordination of care. I am con-

tinually working to spread the word 

about oral appliance therapy and its 

benefits for patients. 

Dentists who provide oral appliance 

therapy for sleep-disordered breathing 

have undertaken a significant responsi-

bility to keep our patients airway open 

at night that should not be taken lightly. 

I feel that all I have done in my career 

so far has brought me to this place. It is 

what I am meant to do, and be able to 

change someone’s life for the better is 

what I look forward to doing everyday. �

[ Dr. Tara Griffin ] 
DPR Editorial Advisory Board Member

Continued from cover ... a medical 

cure for their discomfort. Unfortu-

nately, after years of unsuccessful 

treatment they learn to live with pain, 

often with the aid of medications. 

These patients are sleep-deprived 

and looking for help. A few years into 

practice, I began working my way 

toward treating and managing these 

chronic disorders and improving qual-

ity of life for these patients.

While in dental school I received 

my first introduction into the world 

of orofacial pain both as a student 

and as a patient. During my GPR at 

a Veterans Hospital, I was trained 

to manage medically and psycho-

logically compromised patients who 

needed multidisciplinary care. I then 

began my career as a restorative den-

tist in my home state of Illinois. Like 

many dentists, I made my share of 

nightguards over the years—but then 

I started asking these patients about 

snoring. This piqued my interest even 

more. In 2008, I began furthering 

my education in sleep medicine and 

oral appliance therapy. My passion to 

focus my practice on treating orofacial 

pain and TMD and providing OSA 

treatment was ignited. 

I quickly realized a good place to 

start with building this aspect of a 

practice was with my own patients. I 

would see hundreds of patients each 

month and already had a vested inter-

est in their oral environments and each 

patient’s overall health. Dental teams 

are in a natural position to inquire and 

ask patients about snoring and other 

sleep problems. Since oral appliance 

therapy is now a proven alternative 

or adjunctive treatment approach, it 

effectively puts this very large popula-

tion group at the doorsteps of quali-

fied dentists, begging for help. 

My practice is devoted full-time to 

the management of sleep-related breath-

ing disorders, such as snoring and sleep 

apnea, with oral appliance therapy as 

well as comprehensive diagnosis and 

conservative treatment of TMJ disor-

ders (TMD), head, neck and facial pain. 

Five years ago, I made the decision to 

leave general practice and build a full-

time dental sleep medicine practice and 

I’ve never looked back. 

Today’s dentists also are taking on 

an increasingly large role in working 

with the medical community to treat 

a widening number of medical prob-

lems that are closely linked with oral 

health and the health of the mastica-

tory system. Obstructive sleep apnea 

gives dentists yet one more opportu-

nity to interact with physicians, and 

to establish a new source of patients. 

Dental sleep medicine gives dentists 

and physicians the opportunity to 

Interested?  Circle Product Card No. 11
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[ Introduction by Debra Engelhardt-Nash / Profiles written by Anna Sachs ] 

DENTISTS  Q  LAB  Q  INDUSTRY  Q  CLINICAL TEAM  Q  RESEARCHERS/KOLS

HISTORY RECORDS WOMEN 

IN DENTISTRY AS EARLY AS 

THE MID-1800S, WHEN LUCY 

BEAMAN HOBBS TAYLOR 

BECAME THE FIRST WOMAN 

DENTIST IN 1864. SHE WAS 

DENIED ACCESS TO EDUCA-

TION BECAUSE OF HER GEN-

DER, LEARNED DENTISTRY 

WITH THE HELP OF A MEN-

TOR, THROUGH APPREN-

TICESHIP AND EVENTUALLY 

GRADUATED FROM THE OHIO 

COLLEGE OF DENTAL SUR-

GERY. (SHE LATER WENT ON 

TO TRAIN HER HUSBAND TO 

BECOME A DENTIST.) 

The first dental assistants were 

recognized as “Ladies in Attendance” 

in the same century. Emeline Roberts 

Jones assisted her husband before 

becoming a dentist and Dr. C. 

Edmund Kells hired young Malvina 

Cueria to help him in his office in 

1885. In 1906, Alfred C. Fones trained 

his assistant, Irene Newman to scale 

and polish teeth, and titled her dental 

hygienist. Irene is considered to be the 

first hygienist, and Fones went on to 

train others.

152 years since the first female 

dentist, more than one half of dental 

school graduates are women and the 

predictions indicate that percentage 

will continue to increase. Since 

2006, there have been four women 

ADA presidents and many others 

in leadership roles at state and local 

levels, as well as guiding other dental 

organizations. Women across our 

industry continue to drive change 

and deliver success through their 

professional and personal endeavors. 

In 2009, Dental Products Report 

responded to the increase of women 

in our profession—those in dental 

practices, manufacturing, research 

and education, laboratories and key 

opinion leaders such as speakers 

and consultants. DPR established an 

annual recognition for the Top 25 

Women In Dentistry to acknowledge 

their influence and leadership in our 

profession. 

Four years ago, the process of 

selecting honorees was generated 

through nominat ion by peers , 

colleagues and others who understood 

and appreciated their contributions 

to the industry. This year’s recipients 

are more than deserving of being 

named Top Women In Dentistry for 

2016. This list is comprised of women 

who have the passion and skills to be 

empowered and to empower others 

through motivation, wisdom and 

proven success.

Many of them have taken their 

passion and commitment for the 

profession beyond their vocation. 

S ome have  formed nonprof i t 

organizations for a dental cause, 

others volunteer for programs such 

as Give Back a Smile and donate their 

time and service to missions and local 

dental vans and clinics. 

Among this year’s honorees are 

program chairs and executive directors 

for major dental meetings, dental 

artists and clinical pioneers. They are 

Debra Engelhardt-Nash
DPR Top 25 WID honoree in 2014

WOMEN
IN DENTISTRY 2016

TOP 25

http://www.dentalproductsreport.com/
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WOMEN
IN DENTISTRY 2016

TOP 25

all thought leaders and innovators who strive to 

make our work and our world a better place. 

And these women are wives, mothers (and 

grandmothers!) sisters, aunts and friends. I’m 

certain they seek to live rewarding lives inside 

and outside of their work. They love and nurture 

those with whom they live and work—whether 

it is a colleague, a student or an audience. And 

they do this while they balance work and family, 

company meetings and dance recitals, school 

plays and convention floors. And that makes them 

a top woman in dentistry and in life. 

Many of those listed, I have the privilege to call 

friends. Being around them makes me be more, 

and strive harder. They inspire, they collaborate 

and they seek to grow the profession together. It 

is an honor to be among their ranks. 

Sheryl Sandberg, COO of Facebook said, 

“Leadership is about making others better as 

a result of your presence and making sure that 

impact lasts in your absence.” 

I believe these honorees have done just that. 

These women have made a difference in the lives 

of the people they have touched, and made our 

profession a little better for it. Congratulations to 

the Top Women in Dentistry for 2016.  

D E N T I S T S 

When it comes to cosmetic dentistry, Dr. Jenine 

O’Malley is at the top of her game and still climbing. 

After practicing for more than 20 years, Dr. O’Malley 

has perfected her craft, incorporating a blend of artis-

tic sensitivity and technical ability in order to perform 

a full spectrum of dental services, from cosmetic 

bonding to full mouth reconstruction. She also strives 

to apply new technologies and scientific applications 

to her practice, which has enabled her to focus on 

non-invasive restoration of esthetics and attrition.

“The greatest pleasure of my practice comes from 

seeing the positive changes in patients’ self-confi-

dence when they look and feel better after getting 

a natural and beautiful smile that blends seamlessly 

with their dentition,” Dr. O’Malley says. “Most of 

the patients that seek my care are frustrated and 

embarrassed, and some are desperately looking for 

an attainable solution to improve their smile. Even 

changing someone’s smile in a procedure as simple 

as filling an undesirable space can change someone’s 

life. If a patient is unhappy with their teeth, they 

become self-conscious and reluctant to smile. It can 

profoundly impact their personal, professional and 

social life.”

As is true for many dental professionals, finding 

balance between running her dental practice, raising 

a family, spending time with friends, and maintain-

ing a healthy, active lifestyle is a challenge for Dr. 

O’Malley. On top of those things, she has pursued the 

American Academy of Cosmetic Dentistry accredi-

tation process which, however worthwhile, was a 

particularly rigorous and time-consuming endeavour.

She believes that it is important to invest in herself 

as a professional in order to succeed, but outside of 

that she feels it is equally important to be commit-

ted to investing in her communities. To that end, Dr. 

O’Malley has worked to find channels to give back 

to those in need through dentistry.

“I have launched the Give Back A Smile program 

where I work with the YMCA to restore extensively 

broken down teeth of victimized patients, thereby 

restoring smiles and confidence to these women in 

need,” she says. “I also advocate the importance of 

tooth preservation. I have provided humanitarian aid 

through a Global Brigades mission to needy commu-

nities. I brought my own dental material and taught 

many restorative techniques to mission workers as an 

alternative to extraction, paving the way for positive, 

sustainable change.”

Outside of running her practice, her personal life, 

and her attributions to the dental community, Dr. 

O’Malley’s day-to-day work can be consuming. 

Because most of her patient’s smiles are reconstructed 

with direct bonding, the artistry is performed in the 

chair and the time required can vary significantly. So 

scheduling appointments and knowing how much time 

to dedicate to each procedure can be especially tricky, 

but she is determined to overcome each obstacle and to 

let her passion shine through with every case.

“No matter if it’s in profession, family or life, the 

catalyst for success is passion,” she says. “My most 

significant accomplishments in dentistry stem from 

my compassion to provide my patients with the best 

quality care. Passion empowers me to set a vision, 

and gives me the motivation, perseverance and deter-

mination to make my vision a reality.”

Dr. Jenine Arab O’Malley
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TRY EVO.15 IN THE COMFORT OF YOUR PRACTICE
Call us at (800) 433-2436 or go to www.bienair-evo15.com and find out more about our 7-day free trial program

BUY 3, GET 1 FREE

TRY
FOR FREE

CALIFORNIA DENTAL ASSOCIATION 

SAN FRANCISCO, CA

September 8-10, 2016 / Booth 1711 

EVO.15 1:5 L
BUY 3 GET 1 FREE

–  4 x EVO.15 Micro-Series CA 1:5L
Ref. 1600940-001

3 YEARS WARRANTY* 
(FREE 1X PLANCARE)

Only $4393 $1547

NET 3+1 = $1098 ea.+

• Small head (10 % smaller**)

• CoolTouch+™ heat- 
arresting technology

• Shockproof head

• 55 dBA

• Multi-strand optical glass  
technology

• Up to 3 years warranty*

** Compared with CA 1:5 & CA 1:1 range

*  2-year standard warranty and 1-year optional 
warranty available through Bien-Air’s PlanCare 
extended warranty program.

CoolTouch+™  
heat- arresting technology   
Revolutionizes patient safety  
by eliminating overheating  
and associated burn injuries.

Accu-Chuck PreciPlus TM

bur-locking and rotation 
drive mechanism  Provides 
staunch clamping of the bur 
resulting in vibration-free 
stability and comfort.
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When it comes to her work, Dr. Tracey Nguyen consid-

ers herself to be more than a dentist. She also loves the 

opportunity to promote self-esteem, and that’s some-

thing that makes her even more proud and motivated 

to come to work every day. 

“I love restoring my patients’ confidence and bridg-

ing the gap of dentistry and medicine. I want to break 

the barrier and make the community aware of the den-

tist’s role in overall health awareness,” she says. “With 

all the new data on oral health awareness, we should 

be more involved in the new wellness models; we now 

have a unique opportunity to educate patients.”

When Dr. Nguyen graduated dental school, she was 

focused on restoring teeth, but since then her attention 

has been broadened to the patient’s overall health. With 

more recent studies linking oral and tooth health to 

conditions like heart disease, she feels a responsibility to 

her patients and the health of their entire body, instead 

of just their teeth. Her relationships with patients and 

other medical professionals have evolved thanks to 

the industry’s emphasis on bodily health starting with 

oral health. Now, she refers children to pediatric sleep 

centers when she can’t see the back of a child’s throat, 

for instance, or she conducts DNA testing if a patient’s 

periodontal condition does not improve.

“I had a female patient with a blood pressure of 

180/110. She was adamant that that’s not her normal 

blood pressure. At her next visit, three months later at 

her next periodontal visit, it was 169/111,” she recalls. 

“We had an intense conversation about her risk factors. 

She went to her primary care physician, and everyone 

confirmed that she was high-risk hypertension patient. 

She is currently being treated with medication and 

under a strict oral health disinfection protocol. I feel 

like I’m saving lives now.”

After practicing for 14 years and watching the indus-

try change and flow over her 22 years in the field of 

dentistry, her favorite part of the journey has always 

been developing relationships with her patients and 

her team. To her, having a genuine interest in the well-

being of your team and patients leads to a connection 

and rapport that she has come to cherish.

But her job isn’t easy. Keeping up with the ins and out 

of a busy office, ever-changing health and dental insur-

ance policies, and keeping her patients’ best interests 

at heart becomes a delicate balancing act. Take those 

factors and add them to the reluctance of the medical 

community to partner with dental professionals for 

their patients’ care, and Dr. Nguyen has her work cut 

out for her. Luckily, she has a support system of friends 

and family that make the difficult days easier.

“We all need cheerleaders. I mean, you can’t be per-

fect all the time,” she advises. “We all have failures. 

The most successful people in the world have the most 

failures. You need that group of friends to pick you up. 

You also need friends around you that are going to give 

you constructive criticism. You need people around you 

that will be honest and tell you when you are wrong and 

how to improve and, most importantly, encourage and 

motivate you to get back up and do it again.”

Dr. Traci Portnoff is a dentist, but that isn’t the only 

facet of her life she feels is important. She is also a 

mother, a daughter, a friend, a volunteer and a busi-

ness woman, and to her, this equation has contrib-

uted greatly to her success as a dental professional. 

For the first half of her career, Dr. Portnoff 

worked at Massachusetts General Hospital in the 

dental residency program. While in that position 

she maintained a dental practice within the hospi-

tal while serving as a mentor and instructor for the 

general practice residents. Then, in 2006, she took 

a leap of faith and bought a relatively small existing 

dental practice near her hometown, and she’s been 

committed to growing her practice and educating 

her team and her patients for more than 10 years.

“I’ve never been one to rest on my laurels, and I’m 

always striving to both learn as well as to educate,” 

she says. “I hold high standards of our ever-growing 

dental team. Even though I was no longer teach-

ing in a hospital setting, I committed to educating 

my patients as well as my team. Additionally, I am 

extremely committed to advanced education for 

myself.”

In early 2016, Dr. Portnoff purchased another 

local practice and brought the two practices 

together to open Cornerstone Dental Care on the 

Commons in Westborough, Massachusetts. She is 

proud to have fostered her team of 17 women, three 

of whom are dentists, into a community of support 

and encouragement.

Dr. Portnoff is also involved in the Massachusetts 

Dental Society where she served as the chair of The 

Women in Dentistry committee since 2011 as well as 

a program co-chair for the Yankee Dental Congress 

held in Boston every January. In 2018 she will serve 

as the general chair for the Yankee Dental Congress 

and will be able to give her commitment to education 

and organized dentistry an even bigger voice.

“I believe your thoughts create your reality,” Dr. 

Portnoff says. “If you focus your energy on what 

you lack, or can’t do, guess what? You’ll get more 

of that negativity. So, instead of holding tight to 

your limits, keep your happiness, your goals, what 

you really want close to your chest and you’ll get 

more of it. Nurture and feed your light, not your 

darkness. You don’t have to do it alone.”

Her advice to other women in the industry? Have 

confidence. In her career, the ability to take risks 

has been key in her success. She’s never been one to 

worry about the judgment and perception of oth-

ers in making her own decisions. Instead she found 

mentors to learn from and she built a support net-

work that would lift her up and help her succeed.

“Don’t let someone else’s perception of you 

become how you see yourself,” she advises. “And, 

don’t get caught in the trap that everything needs 

to be perfect, or nothing will ever get done. Don’t 

be afraid of not succeeding; be more afraid of not 

trying something and living with regret.” 

Dr. Tracey Nguyen

Dr. Traci Portnoff

http://www.dentalproductsreport.com/


We know what you’re thinking—an impression kit is an impression kit is an impression kit. Simple hydrophilic materials, high 

tear strength, fast set times, easy pours—we know, we know. But here’s the thing about the Correct Plus™ Impression 

Material Trial Kit: it provides everything you need to get started, including our award-winning impression materials, mixing 

tips, and a dispenser gun you can use long after the kit runs out. Get started today!

Trial kit contains:   1 Thick’n Thin™ Light Body Cartridge Fast Set

 1 Universal™ Body Cartridge Fast Set

 1 Auto-Mix Putty Cartridge Fast Set 

 Mixing Tips & Dispenser Gun

Ask for part # Q34T

Unbeatable VALUE –  3 fast set cartridges  under $100!

$99

Call your local dealer or a Pentron Sales Representative today at 855-748-2964
www.pentron.com

light wash medium wash / 
medium tray

tray

This kit puts you  
in charge.

+ + + =

Interested?  Circle Product Card No. 13

http://www.pentron.com/
http://www.pentron.com/


18  |  DENTALPRODUCTSREPORT.COM  |  September 2016

WOMEN
IN DENTISTRY 2016

TOP 25

D E N T I S T S 

D E N T I S T S 

Dr. Rabab Sabbahi is a dentist, but for her the job 

means much more than what it looks like on paper. 

Dr. Sabbahi is a practice owner, a team leader and 

she takes care of people and helps restore their overall 

health through their smile and oral health. 

“The best part of my job is the ability to serve peo-

ple,” she says of her work. “The fulfillment I feel when 

I can take a person in pain or who is deathly afraid of 

the dentist and take them out of pain, or just make their 

experience with me more pleasurable, is immeasurable. 

I love that I can literally change something immediately 

using my hands. I can have a direct effect on some-

body’s life.”

Over the course of her career, Dr. Sabbahi has been 

able to take her career on the road a few times and 

take part in mission trips or days of service. To her, 

that’s been the best part of her career in dentistry. Her 

missions work inspired her to open their office one day 

for a “free dental day” event where they saw patients 

who could not afford to get dental treatment. They saw 

more than 100 patients that day. 

“It was such an incredible event, and to know that 

we have the honor to offer that to the community is 

priceless,” Dr. Sabbahi says of the experience.

She also does a lot of work with local refugee fami-

lies who have very little knowledge about dental health 

and have not had the privilege of receiving routine den-

tal care. Her staff does its best to inform the patients as 

well as to treat some of them. 

While Dr. Sabbahi appreciates the ability she has in 

her career to do things like missions and parent her two 

daughters under the age of three, it isn’t always easy. 

According to her, staying up to date on all of the new 

and changing information in the industry is a constant 

challenge,

“It’s called a ‘practice’ because you are always learn-

ing and growing,” she says. “There is so much to learn 

and so many courses to take. I always want to be the 

best at what I do. I want to offer the best services and 

the most precise treatments. When you are working 

with so many different people you can’t always make 

people happy and that’s hard to swallow sometimes.”

As a woman in this industry, and as a female dentist 

in particular, Dr. Sabbahi feels that it’s important to 

be humble enough to learn from those who are great 

at what they do, but be confident and fierce enough to 

stick to what you know is right, especially as a woman. 

To her, women are sometimes seen as easily manipu-

lated to do things in certain ways. 

“As the doctor you are in a position of power and 

you have a responsibility to your patients and to your-

self,” she says. “It’s important to know who is worthy 

of learning from and when you need to stand your 

ground and do what you have been taught is right. 

That takes humility and confidence.”

From a young age, Dr. Mary Kathryn Shields knew 

that dentistry was her calling, and today she con-

siders the first five years of what she hopes to be 

a long career to have been a challenging but fun 

adventure. Dr. Shields and her husband own a 

general dentistry practice in Louisville, Kentucky 

where the practice has just celebrated its fourth 

anniversary. While her husband is passionate about 

implant surgery, advanced bone grafting tech-

niques and full mouth rehabilitation, she herself 

is more enthusiastic when it comes to the cosmetic 

cases and treating the pediatric and restorative 

needs of their patients. 

“There has never been a moment I have regretted 

that leap of faith: starting a practice from scratch in 

a market that dental consultants advised was ‘satu-

rated,’” Dr. Shields said. “I love the relationships I 

have built with my patients and staff. I really don’t 

consider it a ‘job’ at this point; I view my daily rou-

tine as a privilege I have worked really hard for.”

Within the dental community Dr. Shields also 

works to serve a niche she believes is often over-

looked and at times misunderstood. She is cur-

rently in the process of becoming a diplomate of the 

American Board of Forensic Odontology. She will 

become one of only 100 board-certified forensic 

odontologists in the world. As a forensic odontolo-

gist, she works to identify human remains that are 

either too decomposed or burned beyond recogni-

tion, perform age estimations and offer an opinion 

on patterned injuries as to whether they could be 

consistent with a bitemark. 

As a mother of two, owning a practice and train-

ing as an odontologist while keeping time with her 

family a priority can be challenging, but Dr. Shields 

was determined from day one to keep the balance, 

and she has through a few unorthodox practices. 

“My son, Stone, was only eight weeks old when I 

opened my dental practice,” she says. “Fortunately, 

since I owned my practice, I could bring him to 

the office when I felt it would be manageable. I 

did the same thing when my daughter, Scarlett, 

was born. I worried patients would think it was 

unprofessional or too much of a distraction but 

the feedback was so positive. Most patients were 

actually disappointed once they started going to a 

childcare center. Now that our family is complete 

and we have a routine, life is getting a bit easier 

which is great especially since the practice is in a 

rapid growth phase.”

As a working mother herself, Dr. Shields looks 

up to other working mothers as her role models. 

She herself is a third generation working mother 

and she’s inspired by her mother and grandmother 

who both worked hard to provide for their families. 

Her own mother, who earned her Master’s degree 

while Dr. Shields was in grade school, set a great 

example through her life and Dr. Shields hopes to 

be as inspiring to her own children throughout 

their lives.

Dr. Rabab Sabbahi

Dr. Mary Kathryn Shields
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From a very young age, Dr. Beth Silverman wanted 

to become a dentist—so much so that when her best 

friend had a loose tooth, she would extract it. She 

started working in a dental office while in high school 

as a receptionist, but as time went on she became bored 

with administrative work and began to train under the 

doctor as a chairside assistant. From there her love of 

dentistry really took off. 

She attended dental school at Temple University 

School of Dentistry and afterwards, she worked in a 

pediatric practice as a general dentist. Today, Dr. Sil-

verman is a dentist at Lakeview Dental in Horsham, 

Pennsylvania in the suburbs of Philidelphia. She’s been 

with the practice for 16 years and she’s proud to have 

had the opportunity to build meaningful relationships 

with both her patients and her colleagues. 

“I consider myself to be a true family dentist, treat-

ing patients of all ages,” Dr. Silverman says. “I take 

pride in my honesty and integrity while presenting the 

best treatment for my patients. I am an upbeat and 

outgoing person so I like to convey that in my work. 

I try to make my patients as comfortable as possible 

along the way.”

As a dentist, Dr. Silverman has always tried to main-

tain a balance between her professional life and her 

personal life. She has been married for 27 years to her 

husband Stewart Finkelstein and she has a 23-year-

old son named Lee. She’s happy in her position as an 

associate dentist because it allows her the flexibility and 

confidence to maintain a life outside of work.

Dr. Silverman believes that your attitude affects 

your work and those working around you, so she tries 

to stay positive. She makes a conscious effort to come 

to work every day with a sunny disposition that helps 

those she’s in contact with feel the same way. She’s 

determined, goal-oriented and always willing to take 

on a challenge whether it be a frightened child or even 

a difficult adult. 

“I think I have developed this attitude as I am a two-

time cancer survivor,” she says. “I have always main-

tained a positive attitude and definitely believe laughter 

is the best medicine. I also am very thankful for my 

supportive family both at home and at the office. They 

have kept me going all these years.”

As a woman in a male-dominated profession, Dr. 

Silverman hopes to inspire other women to pursue their 

goals. 

“Over the years I’ve had young women who have 

shadowed me. I try to instill in them the motivation to 

follow their dreams and be persistent,” she says. “Some 

of those people have gone on to become dentists, that 

really makes me feel great.”

As for that friend whose teeth she used to extract 

way back when? She remains one of Dr. Silverman’s 

most faithful patients, as well as a long-time friend.

As a periodontist, Dr. Whitney Weiner special-

izes in the prevention, diagnosis and treatment of 

periodontal condition and the placement of den-

tal implants. As a surgeon, she works to reduce 

the level of inflammation in a patient’s mouth as 

research continues to show the downstream sys-

temic effects of chronic oral inflammation. She’s 

studied how genetics contribute to a patient’s risk 

profile of developing periodontitis and how oral 

health effects a person’s overall health and she’s 

dedicated to passing that knowledge down to her 

team as well as to her patients and their families.

“I know it sounds cliché or corny but truly the 

best part of my job is helping people,” Dr. Weiner 

says. “I think that is what drives all of us healthcare 

providers. Having the ability to impact our patient’s 

quality, and perhaps even quantity, of life, is what 

makes me excited when I get up in the morning and 

head to the office.”

For Dr. Weiner, periodontics is just the right 

amount of surgical risk. She knows that she will be 

helping her patients without making life and death 

calls. This allows her the freedom to be a quality 

surgeon without sacrificing the other roles she plays 

in her life as a wife, daughter, mother and friend. 

Her profession affords her the opportunity to have 

a healthy balance of professional and personal suc-

cess and not have to sacrifice too much of one at the 

expense of the other.

“I can be a great mom and wife and a partner at a 

high-powered specialty office too,” she says. “This 

was always my dream, to partner in a premiere 

practice that provides the highest level of care and 

compassion to our patients, and it is so rewarding 

seeing that dream beginning to be realized.”

But, as any dental professional working in a busy 

office would understand, that balance isn’t always 

easy to maintain. Dr. Weiner considers this the 

infancy of her career, so she realizes the need to 

build a legacy while making herself known in the 

dental community. 

“There are never enough hours in the day to do 

it all. I could spend a lifetime trying to go out and 

personally meet every dentist in our referral zone, 

but that would be at the sacrifice of my family,” she 

states. “So for me, the hardest thing is delegating 

responsibility. I am a self-admitted, type-A perfec-

tionist so it is not easy for me to give up the reigns.”

Luckily, with the help of her business partner, 

she’s been able to create a team that gets the job 

done and makes her feel comfortable in allowing 

them to take charge and run their respective divi-

sions of the company.

Dr. Weiner attributes her success to her family 

and their support. She was inspired to become a 

dentist by her grandfather, a well-known and 

beloved part of the community and dentist for more 

than 50 years. 

“Life is all about choices,” she shares. “As long 

as you believe in yourself and surround yourself 

with people who believe in you and push you to be 

your best version of yourself, the sky is the limit. 

It is essential that we all remember this and that 

really, we have the ability to make these choices for 

ourselves. It is choice and not sacrifice that should 

drive our decision making process.”

Dr. Whitney Weiner

Dr. Beth Silverman
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Jan Babel leads a medium-sized dental lab in Northern 

Michigan and she considers it an honor to create smiles 

for her team of exceptional dentists. For Babel and her 

team, it’s empowering to create dental restorations that 

have the potential to be life changing for patients. 

“It is a wonderful feeling when a client calls to tell 

you that they just seated a case for a patient and there 

were tears and hugs and a beautiful smile,” she says. 

“You know that you and your team played a huge part 

in making that happen.”

Babel began her dental career in the administra-

tive arena, performing accounting functions and 

office management. Then, in 1991, the laboratory 

she worked for purchased a laboratory management 

software package and she accepted the challenge of 

installing and implementing the system. At that point 

Babel didn’t have a firm grip on the workings of a den-

tal laboratory except for the limited exposure through 

office management, so she dove in headfirst and has 

never looked back.

“I was smitten. In a short time I had to learn how 

a crown was made, schedules, tasks, materials and 

terminology,” she recalls. “Little did I know how that 

challenge would play a major role in shaping my future. 

Through 35 years I watched our little lab of five employ-

ees grow and prosper to become an employer of 63.”

In 2004, her lab became part of the National Den-

tex network of laboratories and then in 2007 Babel 

accepted the position of laboratory president. Since 

then, her lab has participated in an industry that is 

constantly changing and evolving. 

“[In] an industry where we know we have to be 

versatile and willing to meet the daily challenges,” she 

says, “New materials and new technologies all claim-

ing to be better than the rest. We have seen good times 

and we have seen lean times, but thank goodness most 

of society still needs teeth.”

Babel believes her compassion has played a big role 

in her journey to success, whether that compassion is 

for her coworkers or those who need care. She consid-

ers it an honor to have worked alongside so many car-

ing and compassionate people in the dental community 

and she loves seeing them rise to the calling and needs 

of their patients and clients. 

“They have given time and resources to helping the 

economically challenged,” she says. “We have been 

given a gift, a talent or a venue to give back to those 

in need.”

As a woman, Babel is proud to receive recognition in 

an industry that is generally considered to be male dom-

inated. To her, women have different obstacles and con-

cerns to overcome as compared to men, and she loves to 

see them succeed in the face of those hindrances.

“I believe women make great leaders. They can be 

strong, confident and still be compassionate,” Babel 

says. “From the board room to comforting a close 

friend, many great women leaders balance home life 

and careers with ease.”

As the president of one of the largest dental labs 

in the country, Kimberly Thomas is proud of the 

work she’s overseen at Green Dental. Since 1980, 

Green has been providing quality crown and bridge 

and removable appliances to dentists all over the 

United States. Thomas has been with them since 

1985 where she started in the denture department. 

She worked hard to learn every aspect of the depart-

ment and in 1999 she was promoted to manage-

ment where she trained with other departments 

and worked her way up to office/lab maintenance 

manager and finally general manager/lab president 

in 2011. 

“I love making smiles and improving lives of the 

patients,” Kimberly says. “I do enjoy the business 

side of the job but nothing is as fulfilling as getting 

pictures from our clients showing the transforma-

tion of a smile.” 

For Thomas, faith, hard work and doing the right 

thing have played huge roles in her success. While 

she didn’t start her career at Green with aspirations 

to one day become lab president, she did aspire to 

climb, to build a career, and to always better herself 

as well as serve as a resource for those around her. 

As a woman, Thomas believes it isn’t important 

whether you’re a man or a woman in the workplace, 

but rather the work you do to deserve your place 

there.

“If you want a seat at the table, then earn it. 

Never expect a handout. Always work hard to earn 

your success,” she advises. “Focus on doing your 

job to the best of your ability. Embrace change. 

Don’t be afraid to make a mistake; admit your mis-

takes and learn from them because that is a sign of 

strength not weakness.”

When it comes to her own success, she is humble 

through and through. She doesn’t consider herself a 

success, but believes she has been successful because 

of the people around her who have been willing to 

work hard with her. She believes that she succeeds 

only when those around her succeed as well.

“Josh Green, the founder of Green Dental Lab, 

and every general manager after him has been there 

to support and push me to be the best I could be,” 

she says. “I have learned so much from each one of 

them. They all have supported me and been very 

willing to help me to grow through the sharing of 

advice and their own experiences while supporting 

me in my own decisions.”

As a hard worker, Thomas is always on for a 

challenge, and there are plenty of them in what she 

does. Working at a dental lab means keeping up and 

always being on the leading edge of technology, but 

she embraces the innovation that’s almost constant. 

“Our industry has experienced a lot of changes 

over the past few years with the introduction of 

CAD/CAM,” she says. “It is my goal to make sure 

that Green Dental Laboratory is always a leader in 

the field, offering the best solutions for dental care. 

We want to be a partner to our dentists and a great 

choice for their patients.” 

Jan Babel

Kimberly Thomas, CDT
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If you ask Lonni Thompson what she does, her 

response is simple: “I make smiles.” But in reality 

Thompson works very hard to make restorations that 

look beautiful and function properly in order to help 

people with their own personal image. 

“As a middle child, I was always the peace keeper 

and it carries into my adult life,” Thompson says. “I 

am still a people pleaser so when I complete an esthetic 

case for someone it brings as much joy to me as it does 

the patient. After all, a smile is the first thing you notice 

on someone.”

Thompson came from a family of four girls, and 

her father encouraged her and her sisters to go into the 

health field so they could always support themselves. 

Since she was always the artistic sister, Thompson’s 

father found her an accredited dental laboratory pro-

gram at Columbus Technical Institute, now Columbus 

State, where her talents could be put to their best use. 

Before graduating, she was hired at Ohio State Univer-

sity to work in the dental laboratory. Working there she 

was also able to continue her education and graduated 

with her bachelor’s degree. 

After teaching at Ohio State, Thompson partnered 

with three other dentists to work in her dental lab full 

time, and after eight years she was able to buy them out 

one by one. That was 37 years ago.

“The best part on my job is the constant change. I 

embrace change because that is one of the few things 

I know I can count on,” she says. “Staying on the cut-

ting edge has always been my philosophy but you need 

to balance that with reality and make sure you stay 

sustainable. You can’t do it alone. You need really good 

people growing with you. Knowing not everyone deals 

well with change you need a system in place that allows 

productive change without stressing your team mem-

bers. Change is inevitable but allowing it to happen 

systematically, you allow your team members to move 

forward, which is very rewarding.”

Thompson started her business when there weren’t 

a lot of women around to mentor her, but she’s a survi-

vor, so she sojourned along her road, working harder 

than her male counterparts at each fork in the way, to 

be come the successful businesswoman she is today. 

“Admittedly it wasn’t always easy. I never wanted 

to be the biggest laboratory, I always wanted to be the 

best,” she states. “I had several years of financial dif-

ficulty because dentists didn’t always want to pay for 

quality. But I stuck it out and did not cave to the race to 

the bottom and built a niche for high-quality esthetic 

functional work. That determination paid off.”

Today, Thompson knows her craft inside and out, 

and she prides herself on being a good leader, a mentor 

and a role model to other women in the industry hop-

ing to reach success. 

“As a woman it is important to be yourself. Don’t 

try to be someone that you’re not. Don’t be a man or 

a woman, be a person that cares about our commu-

nity,” she advises. “This is a very complicated world. 

It doesn’t have to be so complicated.”

Gina Pristo Durkin is the North American Mar-

keting Manager for KaVo Kerr Group’s imaging 

brands, including Instrumentarium, Gendex, 

NOMAD and SOREDEX. 

“At KaVo Kerr Group Imaging (KKGI) we imple-

mented ‘transformative marketing’ when I started 

over two years ago,” Durkin says. “Every tactic we 

develop and deploy must have a meaningful action 

in it so that we can quantify the value we offer to the 

dental professional and their engagement with those 

tactics. It is what I love about my job: The everyday 

challenge of developing that ‘next best action’ and 

then ultimately seeing how it performed. When I 

was little, my father taught me the saying, ‘Good 

better best, never let it rest, until the good is better 

and the better best.’ This is how we structure our 

daily work at KKGI and I love it.”

One of the strongest examples of Durkin putting 

that ethic into action happened after the tsunami 

hit Japan in March 2011, while she was working 

at GC America. 

“Working for a ‘restorative’ Japanese company, 

I pushed to create, coordinate and deploy a cam-

paign to help provide funds to aid dentists and their 

families through the Japanese Dental Association 

(JDA),” she recalls. “The ‘Restore Japan’ Campaign 

turned into a global collaboration with GC opera-

tions around the world. That may be one of my 

proudest moments in my career.” 

Durkin’s family was the first to encourage her, 

but she’s been ultimately successful thanks to out-

standing colleagues spanning her career. People 

who she believes deserve special recognition include 

Dave Bogusz, Errol Edwards, Mari Ogura, Dr. 

Brian Novy and Susan Boyden, RDH. 

“Having built this beautiful circle of industry 

experts, clinicians, media partners and co-workers 

has enabled me to keep taking one step forward and 

now my journey at KKGI has given me the gift of 

expanding that circle to the equipment side of the 

business,” she explains.

It was a former dental agency colleague—Gary 

Piper, Creative Director at KKGI—who brought 

Durkin to KaVo Kerr Group, where she now works 

with Filippo Impieri, VP Marketing, North Amer-

ica, someone she considers a valuable role model.

“Filippo took a bit of leap in hiring someone with 

a ‘goo’ background (cements, restoratives, materi-

als), and has been instrumental in teaching me and 

patiently allowing me to bring my ideas (serious 

and not-so-serious), and enthusiasm to the world 

of imaging,” she says. “He has a natural leadership 

style that brings out the best in me.”

And Durkin, in turn, is inspiring a new genera-

tion of colleagues.

“I find myself surrounded by such talented 

younger colleagues and they continue to keep me on 

the cutting edge with new digital and social media 

applications that help to communicate our story,” 

she says. Her advice to them would be to focus on 

not only modes of communication, but better com-

munication. “If you can’t really talk and listen to 

your customers or colleagues, you are going to have 

a difficult time in this industry and taking it a step 

further in this world.” 

Lonni Thompson, CDT

Gina Durkin (Kavo Kerr Group)
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In Michelle Gabrielson’s line of work, it’s important 

that the dentists are not only surviving, but also 

thriving. As the Strategic Alliances Manager for Rev-

enueWell, an automated practice marketing and patient 

communications suite that helps foster the relationships 

between the dental practice and their patients while 

also enhancing revenue growth, she is grateful for the 

opportunity to meet some of the most brilliant minds 

in dentistry. This includes Joe McGonigal, VP of Sales, 

whom she considers an impeccable leader. 

She came into her current role with more than 15 

years of experience in the dental industry. She’s been 

a certified EFDA, office manager and owner of DDS 

Solutions, an organization that aims to provide a Cer-

tificate of Dental Assisting Training to women who 

have struggled to find their career path thanks to fac-

tors like divorce or a troubled past.

“My journey helped me evolve into my current role 

through many stumbles, triumphs, choices between 

career and family without any hesitation or regret 

of my decisions,” Gabrielson says. “I have trusted in 

myself to keep going even during the toughest storms 

in my life.”

Gabrielson attributes her success to her grateful 

heart, her family, the hardships she’s had to endure and 

the determination she learned to have through those 

tough times. She believes that the key to success is find-

ing the positive in every negative and finding ways to 

appreciate the small things in her life.

“My passion and determination have definitely 

played a key role in where I am today,” she says. “My 

middle name is ‘perseverance.’ I recently came face to 

face with health hiccups as so many people often do 

and I don’t let those obstacles detour where I am going 

or dictate who I am. I often have others ask, ‘how do 

you do it?’ I usually just look at them and wonder, ‘how 

could I not do it?’”

As a woman in business, as well as a student and 

a single mom of three, Gabrielson strives to lift other 

women up through her work and through sharing 

her experiences. She encourages women to see their 

self-worth and reminds them that every person they 

come upon has a story of their own. To her, that story 

is pivotal to who that person is.

“Our character evolves from our adversities. I 

believe that every time that I have fallen or have been 

faced with adversity, that inner flame burned brighter 

than any fire in my path. Be true to yourself, kind to 

others and never give up,” she advises. “I have a saying 

that I keep in our kitchen on a ceramic white board 

that says, ‘No matter what your day brings at the end 

of the day, it is your day. Own it, love it, embrace it 

and share it.’”

For the future, Gabrielson hopes to keep inspiring 

other women and RevenueWell clients alike in hopes 

that they are able to better their business and their rela-

tionships with others in every aspect of life. 

“There are no coincidences in life. Our reflection is 

mirrored in every moment and we are always a teacher 

and a student, therefore, always appreciate the lesson 

and teach by example no matter what your role is in 

life,” Gabrielson states.

Kim McQueen is the Executive Director of the 

American Association of Dental Office Manage-

ment (AADOM) and she considers herself very 

lucky to work with a team of professionals who 

bring much needed resources, education and oppor-

tunities for networking to who she considers to be 

an underserved group of professionals, the dental 

practice management team. In her specific role, 

she oversees the membership services side of the 

association as well as managing the planning and 

execution of AADOM’s annual conference. 

While there are many aspects of her position she 

enjoys, the part she loves best is working with mem-

bers and future members of AADOM.

“I’ve watched our members grow personally and 

professionally, watched them build lifelong relation-

ships and watched them build a bond and network 

where they lift each other up,” McQueen says. “Our 

members strive not only to better themselves but 

their practices and their peers. There is a sense of 

pride that comes with providing the platform to 

make a difference in the lives of the people you work 

with. Every day I am amazed that I have been given 

the opportunity to do what I love.”

In addit ion to her work with AADOM, 

McQueen is also the founder and president of 

Common Sense Dental Advisors (CSDA), a busi-

ness focused on helping dental practices with their 

marketing strategies.

Within AADOM, she works virtually in order 

to allow members to access resources on their own 

time. While she considers this to be one of the 

association’s greatest strengths, it can also be very 

challenging because that virtual space has come to 

replace much of the face-to-face contact she once 

had with members. Thankfully, along with virtual 

assistance came social media, which has helped to 

fill the gap from person to person and local chapters 

have gone out of their way to make up the rest.

Growing up, she always worked hard and earned 

what she wanted. Her parents were hardworking 

people who instilled a sense of drive and passion in 

her from a young age. These traits have helped guide 

McQueen down the road that has brought her to 

success and she’s glad for the opportunity to make 

her parents proud. She does admit, however, that she 

never would have found that road without the sup-

port network she’s formed as well as the tremendous 

amount of support she’s received from her husband.

“When I began to look at the prospect of starting 

my own business, he was encouraging me to take 

that next step,” she recalls. “He provided, and still 

provides, the calmness and non-emotional side to 

the process; always asking the questions and mak-

ing me think. When the opportunity came to work 

within AADOM, he was right there again. He saw 

the passion I had for this association, its team and 

its members and encouraged me to think about how 

I could share that passion.”

McQueen believes that to be successful you have 

to overcome fear. 

“Don’t be afraid to try anything, ask any ques-

tion and don’t ever feel that you’re too good for any 

job,” she advises. And she plans to see that advice 

through in her own career while helping to lift oth-

ers as well.

Michelle Gabrielson (RevenueWell)

Kim McQueen (AADOM)
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First and foremost, Jan Myskowski is a passionate 

dental hygienist with a love for education. In her cur-

rent role she is the Training and Operations Leader 

for KaVo Kerr Group Dental Imaging. Outside of her 

position, she has the unique opportunity to collaborate 

with several facets of the ever growing company. 

“Loving what you do comes easy when you have a 

great team to work with,”she says. “I am lucky to be 

surrounded by some pretty amazing people who get as 

excited about dentistry as I do. Being an integral part of 

a company that drives innovation for dentistry is power-

ful. Putting this technology in the hands of dentists and 

hygienists and watching the world of dentistry change 

for the better is even more astonishing.”

Working in the arena she does has also given her 

the opportunity to give back and share with those less 

fortunate. She is thrilled to work closely with those 

who coordinate and organize events like Give Kids a 

Smile, TeamSmile and Mission of Mercy, as well as 

providing assistance to DMORT teams in the face of 

disasters. To her, being involved in these programs is 

both fulfilling and rewarding while often times also 

serving as a sobering reality check. 

In her line of work, communicating with dentists 

and their staff all over the globe is a very special part of 

what she does, whether it is having a hand in developing 

a new product, marketing that product or educating 

dental professionals on how to use the product. 

“I speak their language, I know their fears of new 

technology, I can relate in many ways to help them 

understand the benefits of providing exceptional care 

for their patients, grow their practice and succeed in 

being the best dentist they can be,” she says. “Seeing 

that process come full circle is the best part of my job.”

And while she loves her job it can, at times, be dif-

ficult to balance her work and her life at home. With 

the evolving technology that is constantly being intro-

duced to the market, it can be almost too easy to bring 

work home and Myskowski has to stay on top of that 

in order to have a good work-life balance.

“Family and friends are an incredibly valuable and 

essential part of my life and yet work is also an impor-

tant and integral part as well. Giving myself permission 

to stop and unplug is extremely liberating yet always a 

work in progress,” she admits.

While attending dental hygiene school at Temple 

University, Myskowski came in contact with a woman 

in the program who inspired her to become a successful 

woman. Betsy Alden, the director of Dental Hygiene 

at Temple University, once told her, “Don’t let some-

one dim your light, simply because it is shining in their 

eyes.” And that is advice she has always tried to follow. 

“There is no end to the possibilities that surround 

us and learning never exhausts the mind, I have been 

fortunate enough to grow and mentor under incredibly 

talented people. I take a little bit of each experience 

and tuck it away for future reference. So many more 

possibilities ahead,” she says.”

Briana Obranovich believes our journeys are 

shaped by the choices we make. “If you want 

something bad enough, you take the risk and you 

go for it,” she says.

As a founding member and managing partner 

of Imago Group, Obranovich is proud of the work 

she does, as well as the company she helped form. 

She credits her passion and work ethic for getting 

her where she is today. And as a dental consultant, 

Briana acts as an advisor, speaker, advocate, trainer 

and champion to the dentists she works with, teach-

ing dentists about new technologies from practice 

management to digital impressioning systems and 

beyond. 

In addition to lecturing on the different manufac-

turers within the dental technologies, she mentors 

dentists, helping them improve their practices and 

their workflow through the use of various technolo-

gies. She then steps in as a trainer and helps the den-

tists she works with implement and integrate new 

technologies into their practices.

Briana first became interested in being a dental 

practice advocate after spending the first 12 years 

of her career in digital and CAD/CAM technology 

sales and management. While in that position, she 

was exposed to a vast amount of technology while 

working with two of the largest distributors in the 

industry, and that’s where she discovered her true 

passion for supporting dentists at work.

“My role as an advocate within the practice is 

my favorite part of what I do,” she says. “I’m grate-

ful that I can help dentists overcome the challenges 

of making large purchase decisions. I can work 

through the choices to offer them the best option 

to fit their current and growing needs. Being there 

through the paradigm shift of integrating any new 

technology to make it less daunting to the entire 

team is what I love to do.”

“I am so grateful that I can help inform and edu-

cate dentists, enabling them to take the stress out 

of making monumental decisions,” she says of her 

work. “I give every ounce of effort I have to every-

thing I do. If I didn’t believe in what I did, I wouldn’t 

be able to invest myself fully, and I wouldn’t get so 

much out of it.”

Briana draws inspiration from her father, a dis-

abled veteran of the Korean War. She also considers 

herself lucky to have a husband who motivates her 

and supports her in each undertaking.

“As my partner and best friend, he reminds me 

of what I’m capable of whenever I start to ques-

tion myself, and I’m so grateful for his support and 

encouragement. It’s what pushes me towards future 

goals,” she says of her husband.

Briana encourages women who are seeking to 

take their careers to the next level to take on chal-

lenges. “We only grow when we are outside of our 

comfort zone, so say ‘yes’ to things that scare you, 

but know when to say ‘no’ to things that aren’t right 

for you at that moment,” she suggests. “Above all, 

don’t spend time regretting your decisions. It’s more 

valuable to take each experience and learn from it. 

And never let failure define your future.” 

Jan Myskowski (KaVo Kerr Group)

Briana Obranovich I N D U S T R Y 
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Today, dentists are coming out of school with more and 

more student debt and dental technology is growing 

and evolving at an impressive speed, so it’s important 

that those dentists have access to capital in order to 

operate a successful practice. That’s where Natalie 

Westfall comes in. Westfall works for Henry Schein 

Financial Services where she manages a team of finance 

professionals to set up various practice loans in order 

to help clients start and grow their practices. While her 

work may seem cut and dry, she is proud of the com-

pany she works for and the team she’s helped build. 

“I am inspired by the Henry Schein leadership 

team, and incredibly proud of my HSFS team,” she 

says. “You will be hard pressed to find a more pas-

sionate and dedicated group of individuals anywhere. 

The partnership and collaboration that we have with 

the Henry Schein Dental team makes doing what we 

do so much easier. A good majority of us have worked 

together in some capacity for many years. Even at a 

company as large as Henry Schein, it feels like we are 

a family, and we have fun.”

As a company, Henry Schein is changing and grow-

ing day by day, so Westfall has the responsibility of 

managing different lenders in different countries, to 

help find solutions that meet Henry Schein’s clients’ 

varying financial needs. And while some might crum-

ble under the pressure, Westfall thrives. 

Growing up, she didn’t live an especially privileged 

life. She started working when she was 14 years old 

and she’s been committed to working hard ever since. 

Today, she draws a lot of motivation from her son and 

the life and opportunities she hopes to provide for him. 

Throughout her career, Westfall has built a network 

of people in her personal and professional life who she 

can rely on when she needed advice or support, and 

she’s grateful to those individuals for helping her grow.

“As I look back at the pivotal, game-changing 

moments in my career, the most impactful changes 

took place when I was working for people who gave 

me the freedom to make decisions, take risks and even 

make mistakes,” she says.

As a woman in business, Westfall believes that 

women often undersell and underestimate themselves. 

She sees other women looking for validation or permis-

sion to proceed and she feels that that is unnecessary 

by today’s standards. 

“The most important advice I could give any 

young female is to value and be confident in her abili-

ties and her contributions to the company,” she says. 

“Confidence is an underrated skill and I think it is so 

important.”

Over the years she has learned first hand that hard 

work and dedication can give you the circumstances 

you need to achieve greatness. She recognizes that she 

has evolved personally just as much as she has profes-

sionally, and she is proud that she can achieve anything 

she puts her mind to.

Charmaine Davis is a woman of diverse talents. 

First and foremost, she is a Registered Dental 

Hygienist who works tirelessly to advocate for 

patients to have access to quality oral healthcare. 

Second, she is a Patient Navigator and Commu-

nity Health Worker who seeks to engage, educate 

and empower the community she serves. Davis devel-

ops and implements effective solutions to frequently 

encountered barriers such as financial barriers, 

communication barriers, medical system barriers, 

psychological barriers like fear and distrust, and 

situational barriers like transportation and childcare. 

Third, Davis is founder and executive director 

of the Wings of a Dove Foundation, a non-profit 

organization dedicated to providing a wellspring of 

innovative services to those affected by oral cancer. 

Early in her career, she felt a strong desire to be 

involved in community outreach. Davis became pas-

sionate about caring for the underserved population 

after seeing her mother face a litany of barriers to 

oral health care. Sadly, Davis’s mother passed away 

in 2009 after battling stage-three squamous cell car-

cinoma (oral cancer). “She passed the baton; I will 

finish her race,” says Davis, who draws inspiration 

from her mother’s journey and keeps her memory 

alive through helping others to realize the importance 

of good oral and overall health. Davis believes that 

her family support coupled with her own passion, 

compassion, drive, ability to overcome hardship and 

faith in God have become her winning combination.

A staunch proponent of oral cancer awareness 

and a reputation for a judicious use of resources, 

Davis crafts strategic vision to achieve the goal of 

good oral and overall health for all. Her intent is 

to increase awareness of oral cancer to the general 

public and build alliances within the dental and 

medical profession. Davis says, “as a dental hygien-

ist, we are at the frontline to detect early stages of 

pre-malignant abnormalities and educating our 

patients to reach optimal health.”

“My mom is my role model. She has taught me 

value a strong commitment to community, [to] 

freely give my time and talent to benefit others,” she 

says. “As I witnessed firsthand the devastation that 

comes with a cancer diagnosis and the effects it has 

on families, the process taught me how to overcome 

obstacles. As Booker T. Washington once said, ‘Suc-

cess is to be measured not so much by the position 

that one has reached in life as by the obstacles which 

one has overcome.’”

Today, Davis is determined to further her cause 

and the mission she so passionately pursues. In 

addition to practicing dental hygiene with the Smile 

Programs in New York City’s public and charter 

schools, Davis was honored to be named the pro-

gram coordinator for the ADA Foundation “Give 

Kids a Smile” Program as well as regional coordina-

tor for the Oral Cancer Foundation. Davis says, “As 

much as I have accomplished with the Wings of a 

Dove Foundation, I still have a long, challenging 

but optimistic road ahead of me. It is a journey of 

personal growth and commitment to serve others. 

As a dental hygienist, community health worker 

and patient navigator, my ultimate goal is to engage, 

educate and empower all New Yorkers to reach 

optimal health.” 

Natalie Westfall (Henry Schein Financial Services)

Charmaine Davis, RDH
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Today, Laura Hatch is an office manager and the 

owner and founder of Front Office Rocks. But she has 

worked every position at the front desk and knows all 

the ins and outs of how to make a front desk team 

effective and efficient. Her background in human 

resources, recruiting and training helped her develop 

Front Office Rocks, where she creates online videos 

that employees can watch on demand in their offices to 

help them develop or improve in their positions.

“I am all about helping front office employees be 

more successful in their positions and help their offices 

grow,” she says. “I understand that training is the key 

to success so I developed a training program that can 

be used easily from their own computers, anywhere or 

anytime in any dental office across the country.”

Hatch met her husband in college, and when she 

asked him what he wanted to be when he got older, he 

told her a mechanic or a dentist. Today, she’s grateful 

that he chose dentistry because she’s unsure she would 

enjoy running an auto body shop nearly as much as she 

enjoys dentistry. 

While her husband attended dental school, he 

learned to be a fantastic dentist, but when it came to 

the business side of things, they don’t necessarily teach 

that in dental school so they both decided it would be 

best to let Laura run the business side of the practice. 

She and her husband started their dentistry practice 

from scratch and Hatch is glad to have worked from 

the bottom to become the successful businesswoman 

she is today. Now, she works to close the gap between 

dentistry and business for other practices just as she 

was able to with hers.

“The best part of my job is that I have developed a 

resource that addresses this challenge in most offices,” 

she says. “I believe that many times the doctors want 

something out of front office employees, but they don’t 

know exactly what that is, how to communicate that 

to them and how to train them on it. Now with Front 

Office Rocks, I become that resource. The best part 

for me is when someone who works at the front desk 

of a dental office comes up to me to thank me for the 

training.”

In a previous job, Hatch’s boss told her, “If it’s not 

fun, don’t do it” and those are words she has come to 

live by. To her the meaning is twofold: First, it means 

that if you don’t like what you are doing, then maybe 

you need a change—when she sees employees who 

don’t enjoy their jobs, she tries to work with them to 

find a position in the office that they will look forward 

to day in and day out; secondly, it means everyone has 

things to do that might not be fun but you can make 

anything fun. This meaning inspires her to find ways 

to make the things that are considered mundane more 

gratifying.

“A passion to help dental team members be success-

ful in their jobs is the main reason I get up each day and 

do what I do,” Hatch says.

As a consultant and coach for dentists, dental 

teams and patients, Dee Dee Reid wears many hats. 

Reid’s specialty is in impactful communication and 

increasing profitability by illuminating people’s 

natural advantages and using them to foster big-

ger possibilities in their careers and on a personal 

level. To her, everything is personal. It is all about 

relationships and all relationships in business are 

personal. 

Another aspect of her coaching at her company 

Amplified Dynamics is in creating systems that are 

all relationship-centered. She bases her coaching on 

ambition, achieving dreams, making a deep connec-

tion from the heart. Reid teaches these techniques 

through non-traditional learning and out-of-the-

box system development and communication with 

her patients and staff.

“I believe anything is possible and that we limit 

ourselves daily in thinking based on the past,” 

Reid says. “I am able to shine the light on these 

self-limiting underlying conversations that hold us 

back from what we want and frankly deserve so 

that people achieve results that are mind-blowing 

and life-altering both for my clients and patients.”

As you can imagine, Reid finds a lot of encour-

agement in her job but to her, the best part is mak-

ing new friends with patients and team members 

every day. Making a difference in their lives is 

important to her, and her ability to create hope or 

giving those people their own “ah-ha” moments is 

where she draws a lot of inspiration. 

“I know from the deepest parts of me that this 

was the reason I was put on this earth, to make 

a positive difference in people’s lives by having 

them see and take action into becoming their more 

expressed and biggest possible version of their true 

and authentic self,” she adds.

What keeps her going? A little bit of stubbornness 

from her dad, a little bit of competitiveness from 

her mom, and a lot of confidence in herself that she 

honed at a young age thanks to a lifetime of pag-

eantry. Reid was coached for decades on stage, and 

she believes it has made her comfortable in her own 

skin as well as enthusiastic. These traits, along with 

those she learned from the many successful women 

in dentistry who have mentored her have helped her 

find the success she enjoys today.

“My very best and most impactful mentors and 

coaches have been women in dentistry that I’ve 

respected greatly,” she says. “Inspiration came from 

their commitment, perseverance and confidence and 

from the fact that they were willing to make me 

their friend.”

As a woman in dentistry and a mentor herself, 

Reid takes pride in her ability to instill her message 

in other women hoping to find success. Her advice 

to them is to allow yourself to be vulnerable and 

curious, to be courageous and to lead with your 

heart while constantly learning along the way. 

Confidence is key, according to Reid, along with 

enthusiasm and trust, but you can do whatever you 

set your heart and mind to, as long as you’re unwill-

ing to give up.

Laura Hatch, M.S., FAADOM

Dee Dee Reid
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When her journey began, Courtney Roberts was 

inspired to be a dental hygienist. Right after high 

school she started working as a dental assistant while 

she went to school to pursue a hygiene career. A few 

years later she found herself at a practice in need of a 

practice manager and she was the only person in the 

office who knew how to use the Dentrix software. 

Soon it became clear to both herself and her boss that 

the front office is where she thrived.

“Leading the office just felt so instinctive for me and 

it was the first time I held a position that I absolutely 

relished,” Roberts explains. “Needless to say, I read-

justed my goals, took a gamble and kissed that future 

in hygiene goodbye. Experiences in time are usually 

past or future, where a fraction of a second can hold a 

lifetime of opportunity. With my perspective enlight-

ened, all of the sudden a bold new separation occurred 

where dental hygiene was the past and office manage-

ment was my future. I then put every ounce of energy 

chasing down this new dream.”

Now, Roberts not only manages an endodontic 

practice full time in San Diego, she is a published 

author and the owner and creator of Roberts Dental 

Logistics, a front office training program for dental 

students. She works hard to ensure the success of her 

office and one of her most rewarding moments in this 

industry is watching that hard work pay off. 

Managing a busy practice is definitely fulfilling, but 

it isn’t always perfect. Like all office managers, Rob-

erts wears a lot of different hats. One minute she is the 

entire HR department, the next the HIPAA security 

officer and another insurance guru, all while maintain-

ing her role as team cheerleader. 

“As office managers, not only do we have to juggle 

the positions that require the dental practice to suc-

ceed, we still have to stay ahead of the curve in this 

ever-changing world of dentistry,” she says. “It can 

all be daunting, but the challenge is entirely worth the 

reward.” 

As a successful woman in dentistry, Roberts believes 

that the American Association of Dental Office Man-

agers (AADOM) has been one of the largest con-

tributors to her success. As an accredited AADOM 

ambassador, she has completed their prestigious 

Fellowship program and she was a nominee for the 

2015 and 2016 Office Manager of the Year. Roberts 

also serves on the board of directors for the San Diego 

Chapter for Dental Office Managers.

Roberts understands that as a woman it’s easy to 

be pressured into a career where you’re put into a box. 

“If you’re out there trying to make something of your-

self, always stay true to who you are and before you 

know it, you’ll be slaying those goals left and right,” 

she advises. “Dreams don’t work unless you do. There 

will be doubters, there will be obstacles and there will 

be mistakes. But with hard work, there are no limits. 

It’s the vehicle to success.” 

When Julie Varney got her start in 1993, she was 

a struggling young mother who was looking for a 

career to support her family. That’s when a friend 

suggested she give dental assisting a chance. 

“Little did I know at that time how life-changing 

that decision would be for me,” she recalls. “That 

journey has brought many wonderful dental experi-

ences from patients, to team members, dental indus-

try colleagues and dental assistant graduates that 

have shaped me into who I am today.”

Once she got her first position, she learned the 

ins and outs of dental assisting and patient care 

from two very accomplished dentists, Dr. William 

Forth and Dr. Peter Procopio. They, along with Dr 

Brent Bradford, have shaped her career. She feels 

fortunate to have received great on-the-job training. 

“I quickly absorbed anything and everything that 

I could get my hands on,” she says. “I spent much of 

my down time reading the latest dental periodicals, 

attending continuing education classes, and joining 

professional associations, such as the ADAA.”

As her journey went on, she was able to experience 

different aspects of the dental profession under the 

supervision of a number of qualified dental profes-

sionals within different practices. In 2000, Varney 

took on more front office managerial tasks and ulti-

mately became practice manager for Dr. Bradford.

“Dr. Bradford has continued to allow me to grow 

my knowledge of dentistry by empowering myself to 

come along with him to all the CE that he attended, 

and he continues to support my ongoing education,” 

she says. “Enough so that I am currently working 

on my Fellowship for the ADAA in Dental Assisting 

and I have completed my Fellowship for the Ameri-

can Association of Dental Office Management.”

Day-to-day, Varney appreciates the ability to 

have an impact on so many different people. She is 

proud to help practitioners give patients their con-

fidence back through their smile and she’s glad for 

the opportunity to address the needs and concerns 

of each patient. She loves collaborating with her col-

leagues in the profession both inside and outside her 

practice. As Director of the Dental Assistant School 

of Syracuse, and as a Dental Assistant Coach, she 

takes great pride in facilitating the development of 

her students so they are ready to go out and success-

fully embrace the world of dentistry. 

“I often see myself in their eyes—a young, bewil-

dered student looking to make their mark in life,” 

she says. “Many have gone on to be certified dental 

assistants, registered dental hygienists and even a 

dentist. It’s so rewarding.”

While there are many joys in what she does, there 

are often frustrations too. She loves patients and 

often looks at them as extended family members but 

that makes it difficult when a patient is unable to 

afford that perfect smile she believes they deserve. 

Along the same lines, it is equally challenging when 

one of her dental assistant students is unable to land 

their first job in the field, merely because they strug-

gle to sell themselves during the interview process. 

“Even though there are new challenges every day, I 

stay passionate about dental assisting [and] continue 

to learn, not only for my career but for the growth of 

other dental assistants, the success of my team and the 

goals of my patients,” she says.

Courtney Roberts, FAADOM

Julie Varney, CDA, RDA, COA, FAADOM
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Lois Banta is a savvy businesswoman, and her work is 

inspiring office administrators, consultants and speak-

ers all over the country. As the owner of a practice 

management consulting company, Banta focuses on 

the business side of dentistry, specifically communi-

cation, team building, identifying trends and setting 

goals. She is also the owner of The Speaking Consult-

ing Network, or SCN. SCN is the number one learn-

ing lab for speakers, consultants and writers hoping to 

enhance their own businesses as well as the business 

of their clients. 

As someone whose focus is constantly on the inner 

workings of other people’s businesses, Banta finds her 

work extremely rewarding both professionally and 

personally. She considers her job a “get to go to work” 

job instead of an obligation that pays the bills. 

Within the two businesses, Banta is constantly find-

ing reasons to be grateful. To her, teaching and wit-

nessing those “ah-ha” moments of other professionals’ 

success is something she considers a privilege.

“I get to witness the success of individual practices 

taking on changes to better their practices and improve 

their bottom line,” she says. “I love seeing teams work 

together toward a common goal.”

The best part of her work within The Speaking 

Consulting Network is linking meeting planners, VIP 

guests, members and sponsoring partners together to 

grow and develop networking opportunities for their 

businesses. 

“It is so rewarding to have an organization where 

the sole focus is on networking and improving the 

dental profession,” she elaborates. “The egos are 

checked at the door and spirit of abundance is evident 

every day.”

As a successful woman in business, Banta is proud 

of her ability to foster success in those around her. She 

believes it is important to lift others up in order to help 

them achieve success, but to also help them find bal-

ance in their success. The most important advice she 

was ever given was to take care of herself personally 

as well as professionally; to plan her calendar out to 

promote equilibrium in her work and life at home.

“Carve out balance in your life so you don’t burn 

out,” she says. “This business can be very seductive. I 

recommend literally blocking off time on the calendar 

for personal time. I try to take the day after returning 

from a business trip as my ‘Saturday.’”

Three things have gotten Banta where she is today: 

hard work, tenacity and not accepting failure as an 

option in her life. To her, it’s important to learn from 

mistakes and try new things instead of accepting some-

thing as a failure and moving on. These three facets 

of her success have always been complemented by a 

positive attitude and the ability to always see the good 

in people.

“I have learned that life is full of surprises; you 

don’t get to repeat yesterday and you cannot predict 

the future,” she says. “Life is short, enjoy the journey 

and don’t overthink things.”

After 24 years in the industry, Dayna Johnson has 

seen her career change and evolve more than she 

had ever originally expected. Johnson started out 

installing computer networks into dental practices. 

Now, she’s the owner of Novonee.com, the premier 

Dentrix online community, and helps dentists and 

team members around the country make the transi-

tion from paper charts to electronic health records.

Johnson loves helping the dental team create effi-

cient, productive and stress-free systems so they can 

manage the business side of the practice and the 

doctor can focus on what he or she does best, taking 

care of the clinical side. 

“I have worked in two very successful dental 

practices and I know what it feels like to be given 

the tools and resources necessary to perform your 

job well,” Johnson says. “It feels good to be one of 

those resources and knowing you are helping that 

practice create their happy place.”

Her journey may have been unexpected, but it 

isn’t without a bump or two in the road. Currently, 

Johnson is trying to reach a target audience of 

40,000 Dentrix users across the country through 

Novonee.com and as the national office manager 

blogger for Dentrix. Managing her work and goals 

in the face of such a large population can be quite 

daunting at times. 

“It’s okay to get uncomfortable,” she advises. 

“When you are uncomfortable you are learning and 

growing. When you are uncomfortable you are tak-

ing risks—just make sure they are calculated risks.”

So, what fork in the road did Johnson have to 

follow in order to get to this successful place in her 

life? She chose to leave her dental practice of 18 

years to pursue her dream, thanks in part to the 

dentist with whom she was working at the time, 

Dr. Bob Giswold. 

“I kind of jumped off the cliff hoping there was a 

net to catch me,’’ she says. “In 2011, I was in a posi-

tion where I had to choose between turning away 

work doing what I love and the security of staying at 

the dental practice that I loved. It was an extremely 

difficult decision and I knew that my decision would 

change my life forever. My choice was to take the 

leap and get very uncomfortable. My husband was 

there holding the net so I wouldn’t fall.”

Johnson draws inspiration from a variety of 

people in her life, from colleagues to friends but 

first and foremost is her daughter, Lauren. Lauren 

was diagnosed with epilepsy and other special needs 

when she was in the first grade and she never let it 

get in her way. Instead, she worked even harder and 

stayed motivated in the face of difficulty. 

Today, Lauren is 24 years old, lives indepen-

dently and works full time. Lauren keeps Johnson 

grounded and helps her to remember what is impor-

tant in life.

“What I have learned is being unique and doing 

things that others are not doing has lifted me up 

and people have taken notice,” Dayna says. “I have 

been very uncomfortable over the years and now 

very excited about where I am both personally and 

professionally. I have learned to say yes to things 

that make me uncomfortable and not take the easy 

road. Even though this road has been financially 

and emotionally tough, I wouldn’t change a thing.”

Lois Banta

Dayna Johnson
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For the last 36 years, Linda Miles has spoken in 

all 50 states and on four different continents on 

practice and team development, and she considers 

her job a privilege. She’s worked with more than 

1,000 private practices as a management consultant 

and she’s been speaking and networking since she 

started the Speaking Consulting Network almost 

20 years ago. This networking community takes 

some of the top dental speakers, consultants and 

authors and gives them a place to enhance their own 

speaking and consulting businesses. 

“I consider speaking and consulting the best job in 

the world due to the long-term friendships developed 

with clients and their teams, meeting planners and 

audiences as well as the wonderful relationships with 

my own team and dental colleagues over the past 36 

years,” Miles says.

It all started in 1976 when Miles was working as the 

business coordinator of a start up solo-dental practice 

in Richmond, Virginia. When one of her former boss’ 

classmates asked her to help train their new admin-

istrative team, she took the opportunity and started 

working with a small group of dentists. 

“One of those early clients said I should hold a semi-

nar and share my expertise with groups,” she recalls. “I 

created my first practice management seminar in 1979. 

I was one of few dental speakers at the time speaking 

on the non-clinical business of dentistry. Today there 

are hundreds.”

As a member of the National Speakers Association, 

Miles has come in contact with a number of inspir-

ing individuals who have helped and mentored her 

while she grew her business. She learned a lot from 

these mentors, including two fundamental priorities 

every dental office should have. The first, and maybe 

the most well known, is to always put the patients 

first because a patient who feels like they’re a priority 

is a happy patient. The second priority, above all but 

patient wellness, is the health of the practice. If these 

two priorities are met then all of the other emotional 

and financial things will fall into place.

“In great work environments, very ordinary employ-

ees flourish with the right leadership and encourage-

ment,” she says. “Younger dentists are not as involved 

in organized dentistry and CE. They are not as inter-

ested in the management side of dentistry they must 

have to succeed. Training your employees and having 

them leave is not nearly as expensive as NOT training 

them and having them stay.”

Miles believes that success is a team effort for her 

clients as well as her own business. Her advice? No one 

gets to the top of the ladder without support.

In 2016, Miles retired from her role as a speaker and 

consultant in dentistry after 55 years in the industry. 

While she is looking forward to some well-deserved 

time to herself with her family, she is intensely proud 

of the impact she made on the industry throughout 

her career.

As a dental hygienist, educator, consultant and 

speaker, Nancy Miller is proud of the pleasant, 

educational and practical experiences she shares 

with her patients and her clients that make them 

want to come back to her again and again. While 

she started her journey solely in the clinical arena, 

her love for all aspects of the dental industry grew 

and she expanded her presence into other facets of 

business. 

“How I got to my position turns out to be a jour-

ney through stepping stones in my career that led 

me to the lily pad I sit on now, or hop off from,” she 

says of her vocation. “I am blessed to have a unique 

situation in that I am a clinician, educator, lecturer 

and consultant, all at the same time. This variety 

of activities and workplaces keeps me active and 

engaged in my career to this moment.”

While keeping up with the ever-changing 

research and technologies can be a challenge, Miller 

embraces the changes and takes them in stride. The 

constant research, updating and reading are worth 

it to her when she gets to witness that light bulb go 

off. She gets a great deal of satisfaction from helping 

those individuals understand something and put it 

to use. 

When you work in a field that is ever-changing, 

it’s important to keep an open mind to new ideas as 

well as a natural curiosity as to how things work, 

and Miller does both in order to be successful. 

She draws inspiration from her father, who was a 

teacher and coach. She grew up watching him refuse 

to settle for anything but the best effort. 

“When he retired, he had countless students who 

would look him up just to come and thank him for 

how he inspired them and taught them in their 

journey to become an engineer, teacher or whatever 

career they had chosen,” she recalls. “I wanted that 

same feeling of satisfaction and accomplishment he 

got when they took the time to thank him. Even 

today when a patient thanks me or asks me for fur-

ther information, or a client tells me my information 

changed their life, I get a lot of satisfaction.”

Miller teaches her students to always keep learn-

ing new things while perfecting the things they 

already know. She advises them to be willing to 

volunteer, to take on new projects and to keep 

developing relationships in every arena that touches 

their career. In her experience those relationships 

and connections have paid off, and that’s something 

she hopes to inspire in others.

“You never know who will see you or when, 

and that can lead to opportunities you never imag-

ined,” she said. “Always do the best job you can and 

remember you may be auditioning for a new role 

you can’t even imagine when you least expect it.”

Linda Miles

Nancy Miller, RDH
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[ WEB EXCLUSIVES ]

This Washinton State clinician tells us how using this whitening product 

helps him help his patients get brighter smiles. By Paul LaTour 

 http://bit.ly/2bgp0zY

DPR takes an in-depth look at these optimized curing lights 

from 3M. Compiled by the DPR Editorial Team

 http://bit.ly/2bP3JwP 

Dr. Michael Koceja on using the CAO Group’s 

Sheer White! System Teeth Whitening 

Elipar DeepCure-S LED Curing Lights

KaVo Kerr Group Imaging’s world-class educational event in 

October announces a new event moderator and welcomes 

a dynamic new speaker. Provided by KaVo Kerr Group 

 http://bit.ly/2c6EKbK

Dental 3DU updates speaker lineup

Log on to DentalProductsReport.com for up-to-date product 
news and our exclusive content

ADDITIONAL CONTENT ONLINE

   ROUNDUP

DENTAL HANDPIECES 

Check out this roundup for 
some of today’s top handpiece 
offerings as well as information on 
maintenance and repairs. 

   BENCHMARK 

A REVIEW OF 

GC AMERICA’S 

G-ÆNIAL™ SCULPT

The Catapult Vote of Confi dence is 
handed out to this new composite. 

   DOUBLE TAKE 

“CALIBRA UNIVERSAL 

HAD ALL OF WHAT WE 

WERE LOOKING FOR...” 

Easy clean up with Calibra keeps 
it simple in Dr. Phillip Kemp’s busy 
practice. 

[ IN THIS SECTION ]

CamX Spectra 

and CamX Elara 

Air Techniques announces the 

next generation of CamX Spectra 

Caries Detection Aid and debuts 

CamX Elara, a new intraoral camera. 

CamX Spectra and CamX Elara are 

designed to make a perfect pair. 

The new CamX family of products 

provides invaluable support of 

dental treatments and enhances 

patient understanding of necessary 

treatment. These products tell 

patients the complete story of their 

oral health. The cameras’ sturdy 

and lightweight designs are said to 

fi t comfortably in any practitioner’s 

hand.

Air Techniques

800-AIR TECH  |  airtechniques.com
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[ CAD/CAM ]

Planmeca PlanCAD™

Planmeca PlanCAD™ design software is a software update that expands the pos-

sibilities for a completely digital workfl ow. The Planmeca™ FIT System ™ utilizes an 

advanced all-in-one software suite featuring Planmeca Romexis™, and now Planmeca 

has added more features to enhance the digital impression experience for both the 

dentist and the patient. Planmeca PlanCAD 5.8™ features expanded material options 

with translucency selection from GC and VITA, as well as sharper models for improved 

margin detection and marking. Improved full arch and buccal bite modes allow dentists 

to scan multiple bite segments for optimal model alignment. 

Planmeca USA

630-529-2300  |  planmeca.com

CIRCLE RS #21

[ CLEANSING GEL ]

GoChx™ Restorative Cleansing Gel

TAUB Products, a long-time manufacturer of dental consumable 

products, just released GoChx™ Restorative Cleansing Gel. GoCHx 

Gel is a thin, non-alcohol-based gel containing 0.08% Chlorhexidine 

that can be used for all dental restorations, including implant 

crowns, abutments and components. The gel stays where it is 

placed and can be used on fi nal restorations prior to insertion. The 

product has a low viscosity and is water soluble.

TAUB Products 

800-828-2634  |  taubdental.com

CIRCLE RS #22

[ LASER ]

“Solid Gold” PerioLase MVP-7 

In honor of the new “Gold Standard” in periodontal treatment and the high 

return on investment general dentists reportedly can achieve by offering the 

LANAP protocol, a new “Solid Gold” PerioLase MVP-7 is now available. The FDA 

cleared the PerioLase MVP-7 through the LANAP protocol for a groundbreaking 

milestone: re-growing periodontal tissues and bone lost to gum disease, the fi rst 

and only clearance for True Regeneration—only with the LANAP protocol.

Millennium Dental Technologies

562-860-2908  |  lanap.com

CIRCLE RS #23

[ CURING LIGHT ]

FUSION® 5

Described as the biggest advancement in FUSION history, the FUSION®5 

features a 4000 mW/cm2 laser-sharp focused curing beam in an all-new, dra-

matically thin tip design. Leveraged by its patented optics and modular design, 

the device has upgraded its optoelectronics, nearly doubling the power of its 

predecessors. Additionally, the curing light improves the uniformity and disper-

sion of the optical beam while signifi cantly reducing heat generation for the most 

effi cient and quality composite cure in as fast as three seconds.

DentLight, Inc.

800-763-6901  |  dentlight.com

CIRCLE RS #24

Color has also been further 

enhanced for a sharper, more 

accurate representation of what is 

truly seen in the patient’s mouth. 
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G-ænial Sculpt®

LIGHT-CURED UNIVERSAL NANO
HYBRID COMPACTABLE COMPOSITE

“I’m so excited about the new G-ænial Sculpt 

composite. The unique uniform dispersion technology 
and silanation process of this nano-hybrid resin allow

easy polishability and self-polishing effects.

G-ænial Sculpt has amazing chameleon and 

blending effect - you don’t have to be 
an artist to create artistic results with 
G-ænial Sculpt!”

-   Dr. Wynn Okuda, Honolulu, Hawaii  
 Past National President (2002-03) and
 Accredited Fellow of the AACD 

Interested?  Circle Product Card No. 25

http://www.gcamerica.com/
http://www.gcamerica.com/training
http://www.gcamerica.com/


38  |  DENTALPRODUCTSREPORT.COM  |  September 2016

PRODUCT WATCH

[ INFECTION CONTROL ]

VistaPure AutoFill

SciCan, partnering with Vista Research, recently announced the VistaPure AutoFill, an 

effi cient, reliable and maintenance-free solution to fi lling your autoclaves with distilled, 

quality water, enabling hands-free convenience. VistaPure AutoFill accessory kits work 

with all VistaPure systems and can be easily installed on any new or older-model STATIM 

2000 or 5000, or any BRAVO autoclave. The device is said to be effi cient, with no more 

staff time spent fi lling autoclaves, meaning more time with patients; convenient, with 

no more purchasing and storing distilled water; and easy, with no more spills while fi lling 

autoclaves manually. 

SciCan, Inc.

800-572-1211  |  scicanusa.com

CIRCLE RS #26

[ GLASS IONOMER RESTORATIVE ]

3M™ Ketac™ Universal Aplicap™ 

3M™ Ketac™ Universal Aplicap™ Glass Ionomer Restorative gives dentists a 

solution with fewer steps, easy handling and reduced chair time, so they can get 

patients on their way fast with a fl uoride-releasing restoration that is strong enough 

for long-term use. The restorative is self-adhesive and self-curing, so it eliminates 

the need for conditioning, coating or light-curing steps, enabling an effi cient proce-

dure—just place, sculpt and you’re done. The material’s low stickiness reportedly 

adds to its easy handling, and it can now be used for restricted stress-bearing Class 

I and II restorations, thanks to its compressive strength and surface hardness. 

3M Oral Care

800-634-2249  |  3M.com

CIRCLE RS #27

[ COMPOSITE WARMER ]

Multi-Tray for the Calset Composite Warmer

The Multi-Tray for the Calset Composite Warmer holds a composite dispenser, 

four compules, two composite syringes and warms two fi nishing instruments. It 

fi ts conveniently on top of the Calset heater base. The top tray can be purchased 

separately for current Calset owners or as a complete kit with a new purchase. 

An extensive list of research articles on the advantages of warming composites 

can be found on the company’s website at addent.com.

AdDent, Inc. 

855-211-3413   |  addent.com

CIRCLE RS #28

[ INFECTION CONTROL ]

BioGuard by BullFrog 

BullFrog introduced BioGuard, an evacuation system cleaner that is dispensed 

through pre-measured packets. So now you always use the perfect amount, 

helping reduce waste. And no more having to scoop powder; you just tear and 

pour. Additionally, BioGuard comes in a liquid formula. This means it saves you 

time by dissolving easily into regular tap water. Plus, since it cleans with bacte-

rial enzymes, it’s environmentally friendly and offers residual cleaning action. 

There’s also less maintenance time required because it only needs to be used 

twice a week. 

Hager Worldwide, Inc.

800-328-2335  |  hagerworldwide.com

CIRCLE RS #29

Eliminates cycle-fault errors 

caused by forgetting to fi ll 

reservoirs. 

http://scicanusa.com/
http://3M.com/
http://addent.com/
http://hagerworldwide.com/
http://www.dentalproductsreport.com/
http://addent.com/
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3 Ref. - Infect Control Hosp Epidemiol. 2011 Dec;32(12):1173-8

4 Ref - J Antimicrob Chemother. 2014 Jun;69(6):1546-50

Isn’t it time you found  

a safer disinfectant?

The Oxford Journal said that glutaraldehyde is the leading cause of 

occupational asthma
1
. And that’s only the tip of the iceberg. It smells 

bad, and studies have shown it binds infectious proteins (prions) to 

your equipment
2
. New research has shown that certain bacteria and 

virus are becoming resistant to glutaraldehyde
3,4

. Glutaraldehyde is a 

hazardous chemical that is toxic to the environment and needs 

special ventilation and disposal per OSHA guidelines.

SPOROX® II uses odorless hydrogen peroxide to sterilize. It actually 

works faster and is so much safer than glutaraldehyde.  

To learn more, visit saferwithsporox.com.

SUL02-0116-4
Interested?  Circle Product Card No. 30

http://saferwithsporox.com/
http://www.sultanhc.com/
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[ UNIVERSAL COMPOSITE ]

BRILLIANT EverGlow 

BRILLIANT EverGlow is a universal submicron hybrid composite distinguished by 

easy polishability, gloss retention, ideal handling and optimal blending properties. 

Highly esthetic outcomes reportedly can be achieved using seven universal shades in 

COLTENE’s Duo Shade system, each of which covers two classical VITA shades. Two 

enamel and three opaque shades enhance design options for customized restorations.

COLTENE

330-916-8800  |  coltene.com

CIRCLE RS #30

[ ENDODONTIC HAND FILES ]

3FBEZt4UFFMTM�1SF�4UFSJMJ[FE�)BOE�'JMFT

These sterile endodontic stainless steel hand fi les from DENTSPLY Maillefer are 

packaged pre-sterilized in perforated blister packs for single-patient use.Endodontic 

fi les can show signs of wear during use and increases dramatically with multiple 

use. Using a fi le just once reduces the risk of breaking and increases patient safety 

by maintaining cutting effi ciency. When a dentist uses a pre-sterilized fi le just once, 

the risk of cross contamination is greatly diminished and cost savings are realized by 

eliminating the need to clean, sterilize and catalog fi les.

Dentsply Sirona 

800-924-7393  |  maillefer.com

CIRCLE RS #31

An economical Starter Kit 

includes an assortment of four 

commonly used universal and 

translucent shades. 

Zero to One then you’re done!
Zero to One then there is none!

Request a free sample
http://www.palmerohealth.com/requestSamples
Please mention Dental Products Report when requesting a sample

You can’t see them or hear them! (GERMS)

You are mortified they exist! (GERMS)

You can’t see it or hear it disinfecting!

 (DisCide Ultra)

But you will be glad it’s there! 

DisCide Ultra protects YOU! 

Protection YOU can count on! 

Kills over 21 deadly pathogens!

Kills in 1 minute or less 

without you even seeing it!

MRSA  HIV E.coli H1N1 Influenza-A Staph

Among others!

RSV Pseudomonas  
aeruginosa

H3N2

Salmonella

Interested?  Circle Product Card No. 33

http://coltene.com/
http://maillefer.com/
http://www.palmerohealth.com/requestSamples
https://www.palmerohealth.com/
http://www.dentalproductsreport.com/
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[ CAD/CAM BLOCK ]

CERASMART® for PLANMILL

Featuring a flexible Nano Ceramic Matrix structure, CERASMART For Planmill is said 

to provide unsurpassed physical properties and impact dispersion due to the fully 

homogeneous and evenly distributed nano ceramic network. It is designed to combine 

the best characteristics of a high strength ceramic and a composite. In addition to the 

highest degree of elasticity, flexibility, strength and breaking energy, this hybrid nano 

ceramic helps ensure the best marginal integrity and high strength after bonding. As a 

result, it is perfectly suited for posterior, anterior, inlay, onlay and implant restorations 

and also enables minimum tooth reduction for minimally-invasive restorations. 

GC America, Inc.

800-323-3386  |  gcamerica.com

CIRCLE RS #34

[ AIR POLISHING ]

AquaCare Systems

The Velopex AquaCare Systems’ minimally invasive fluid air systems are 

designed to deliver fast prophylactic treatments through its advanced slurry 

polishing capability. AquaCare Twin preps Class I-V, and pit and fissure. Quickly 

switch from prepping to cleaning and polishing using Sodium BiCarb or Sylc ™. 

For the AquaCare Single, simply change the powder cartridge for the necessary 

procedure or prepping a tooth.

Velopex International

888-835-6739  |  velopexusa.com

CIRCLE RS #35

Interested?  Circle Product Card No. 37
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800.531.2221

www.accutron-inc.com

Contact us today
for free samples!

(3 Sizes)

ClearView™

Nitrous Sedation

Choose Classic or Capnographyhoose Classic or Capnography

((3 SSSSSizizizizizizeseseesesesess))))))))))

Ch

The only nasal hood that actually
demonstrates that your patient 
is breathing through their nose!

All our products are MADE IN THE U.S.A.

Help your patient relax!

http://gcamerica.com/
http://velopexusa.com/
http://www.accutron-inc.com/
http://www.accutron-inc.com/
http://www.dentalproductsreport.com/
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The KaVo experience 
is about more than just 
quality—it’s about care

TRUSTING IN KAVO

When it comes to handpieces, KaVo 

provides the best in quality for dentists 

to help them provide quality care for their 

patients.

Dr. Todd Engel believes that he is 

not just doing procedures, but creating 

extraordinary, life-changing smiles for 

his patients. KaVo helps him do that 

with the KaVo MASTERsurgTM surgi-

cal system.

As the owner of a private practice in 

Charlotte, North Carolina, and founder 

of the Engel Institute, a private teaching 

entity specializing in hands-on implant 

training, Dr. Engel understands just how 

important it is to trust your equipment.

“I’ve always felt safe going to the lead-

ers in the field, companies and people 

who I trust,” he said. “I’ve always had that 

with KaVo, having used KaVo products 

over the last 15 years. It is a relationship 

where we meet in the middle: I provide 

the clinical knowledge and perform the 

treatment, and they provide technology 

and instrumentation I can depend on.”

MASTERsurg

Stephanie Goss, KaVo Product Manager, 

comments that the most important things 

for doctors to consider when implement-

ing new technology are simplicity and 

reliability. KaVo’s MASTERsurgTM 

motor offers:

r�"XFTPNF�TUBOEBSE�GFBUVSFT�TVDI�BT�

one touch auto calibration, intuitive pro-

graming, large color visual display and a 

touch screen

r�'VMM�DVTUPNJ[BUJPO�XJUI�BU�MFBTU����

individually programmable steps

r�0OF�PG�UIF�XPSME�T�MJHIUFTU�TVSHJDBM�

NPUPST�XJUI�UIF�4����-&%

The KaVo MASTERsurg helps doc-

tors implement oral surgery into their 

practice with ease, allowing them to 

achieve maximum performance and 

provide the best patient care. 

GROWING WITH KAVO

'PS�%S��1BVM�4DIXBSU[NBO�NBLJOH�B�

transition to using KaVo products, espe-

cially handpieces, paid big dividends. 

He is very glad he made the decision 

as his practice has grown. Initially, Dr. 

Schwartzman set up his practice with the 

same brand of handpiece he’d used while 

in the Navy, and it got the job done.

“I was having to replace turbines at 

least annually, but I thought that was 

normal,” he remembered. “And when 

patients were bothered by the loud whine 

of the drill, I countered with, ‘that’s the 

way it has to be.’ It was the mid-to-late 

A��T�BOE�*�IPOFTUMZ�CFMJFWFE�UIBU�XBT�BMM�

there was.”

Around the start of this century, 

Dr. Schwartzman’s distributor rep-

resentative suggested he take a look 

at KaVo. “I knew KaVo was ‘top of the 

line,’ but I interpreted that as being 

the most expensive, and f rank ly, 

didn’t think I needed them,” he said. 

#VU�JO������IF�XBT�JOUSPEVDFE�UP�IJT�

local KaVo rep, who convinced Dr. 

Schwartzman to try a few KaVo hand-

QJFDFT�BOE�JOWFTU�JO�B�26"5530-

careTM Plus system for proper handpiece 

maintenance.

“I bought a few, then I bought a few 

more—not because I needed them to be 

replaced, but because we were growing,” 

Dr. Schwartzman shared. “I started with 

just a high-speed for myself, but worked 

up to outfitting all the operatories.

Three clinicians share their thoughts on 

how KaVo’s innovative and quality products 

allow them to provide better patient care.

by D.J. Wanberg 

©2016 KaVo Dental Corporation.       1.011.7008/ rev00/ 05.16.2016

©2016 KaVo Dental Corporation.       1.011.7008/ rev00/ 05.16.2016

Go to go.kavo.com/MASTERsurg 
to learn more today!

Raising the Bar
Top Performance 

in your Hands

The KaVo MASTERsurg
TM

 LUX 

Wireless Surgical System allows 

you to achieve maximum precision 

and provide the best patient care. 

Intuitive programing, a large visual 

display, wireless foot control and 

one of the lightest implant motors 

enables you to achieve the ideal 

performance to take your practice  

to the next level. 

MASTERsurgTM LUX Wireless

Interested?  Circle Product Card No. 38

http://go.kavo.com/MASTERsurg
http://go.kavo.com/MASTERsurg
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i'BTU�GPSXBSE����ZFBST�BOE�NZ�QSBDUJDF�

is triple the size of where I started, and 

we’ve transitioned everything to KaVo, 

including high-speeds, low-speeds and 

hygiene handpieces. Needless to say, I 

am completely elated with my decision 

to try KaVo.”

MASTERmatic

Goss comments that the MASTERmat-

icTM was designed to provide clinicians 

with optimal visibility and smooth 

performance.

KaVo’s new MASTERmaticTM features 

an exclusive triple gear technology and 

patented angle combination that reduces 

everyday challenges for doctors. You can 

practice virtually vibration-free and gain 

access to the posterior without the need 

for uncomfortable work. The new stan-

EBSE�BUUBDINFOU�GFBUVSFT�B����QFSDFOU�

SFEVDUJPO�JO�IFBE�TJ[F�GSPN�UIF���-13�

and the new mini version features a 43 

percent smaller head, improving visibil-

ity and effi  ciency. Doctors can see around 

the head of the handpiece to check their 

work with all the same power.

STARTING UP WITH KAVO

Dr. Thomas Pink was a regular user 

of KaVo handpieces in the practice he 

worked in and when he started his own 

practice, KaVo handpieces came with 

him. Practicing in a northwest suburb of 

MASTERmatic LUX M25L and MASTERtorque M8900 L

KaVo MASTERsurg LUX Wireless - surgical unit 

©2016 KaVo Dental Corporation.       1.011.7008/ rev00/ 05.16.2016

go.kavousa.com/try-electrics  
rt your free and easy trial today! 

LC and K 703 LED Motor

Raising the Bar
Top Performance 

in your Hands
KaVo Master Series electric handpieces  

offer unprecedented access and visibility in 

the oral cavity, particularly in the posterior. 

Experience exceptional power and low vibration 

operation for a greater level of productivity  

and performance.

MASTERmaticTM LUX M20 L MASTERmaticTM LUX M25 L

©2016 KaVo Dental Corporation.       1.011.7008/ rev00/ 05.16.2016

Interested?  Circle Product Card No. 39

http://go.kavo.com/MASTERsurg
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the Minneapolis/St. Paul area, Dr. Pink 

worked in a dental practice using KaVo 

for six years before starting his own office 

JO�������

“When the time came to decide what 

to do, I knew that we’d had great success 

with KaVo at the previous office, so we 

followed through with that in the new 

office,” he explained.

Dr. Pink acknowledges that while 

there is always temptation to minimize 

cost, when he was starting his own prac-

tice saving money on handpieces was not 

an option. 

“Some of the lower-cost handpieces 

might as well be disposable; you use 

them for six months and then need to 

throw them away because everything is 

shot inside,” he said. “I feel that paying a 

little more for KaVo up front gives us the 

longevity we need.”

When the time did come to update 

handpieces, Dr. Pink tried the new 

MASTERtorqueTM.

“When I stepped on the pedal, I wasn’t 

sure if it was spinning or not; it was so 

quiet. It is like an electric car, and even 

the patients noticed, asking if something 

had changed,” he said. “I also appreciate 

the fact that the bur stops almost imme-

diately. We see a lot of kids, and some-

times we have to let off the pedal quickly 

because they’re moving. I am confident 

now that the bur will stop moving when I 

need it to. And the torque that’s available 

on the MASTERtorque is great, easily 

cutting through porcelain crowns. Sav-

JOH�UIBU�UJNF�XIBU�XBT�QSFWJPVTMZ����

minutes to cut one off—saves me time 

and the office money.”

As these three clinicians can attest, 

KaVo provides innovation, quality and a 

variety of handpiece systems that ensure 

an ideal experience and deliver optimal 

care.

Innovation, quality and helping den-

tists deliver optimal care to their patients 

has been KaVo’s goals for decades. Those 

beliefs continue to drive the company for-

ward today.

MASTERtorque

When it comes to air-driven handpieces, 

Goss considers the MASTERtorqueTM 

KaVo’s best offer to dentists.

i0VS�.BTUFS�4FSJFT�QSFNJVN�"JS�

driven handpieces operate at a very low-

frequency range,” she said. “In fact, the 

."45&3UPSRVF�.�����-�JT�POF�PG�UIF�

quietest high-speed air-driven hand-

pieces on the market. The lower noise 

means less stress for the patient and a 

more comfortable long-term working 

environment for the doctor and staff. The 

OFX�IBOEQJFDF�PGGFST����QFSDFOU�NPSF�

power and direct stop technology that 

stops the bur in one second on average, 

for increased efficiency and improved 

safety during treatment.”

KaVo Master Series Air handpieces now features: 

Direct Stop Technology (DST) which stops the bur 

in less than one second*, 20% more power, and 

whisper quiet operation at 57dB. Perform at your 

best with our newest generation handpieces which 

allows you to work quieter, faster  

and more efficiently. 

*on average ©2016 KaVo Dental Corporation.       1.011.7008/ rev00/ 05.16.2016

Top Performance 
in your Hands

Raising the Bar

MASTERtorqueTM LUX M8900 L

Interested?  Circle Product Card No. 40

http://go.kavo.com/MASTERsurg
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HANDPIECES     BENCHMARK    DOUBLE TAKE    INSIDE LOOK PRODUCT WATCH

The dental handpiece is one of the 

most important tools in the opera-

tory. You reach for it several times 

every day and you need to be able to 

count on it.

There are many choices on the 

market and your decisions are often 

based on what types of procedures 

you do most and how important 

size, feel and even sound are when 

it comes to a handpiece. Some clini-

cans prefer electric over air-driven, 

while others prefer air or a combina-

tion of both.

Inside the pages of DPR and on 

our website at dentalproductsreport.

com, you’ll regularly find infor-

mation on new handpieces, how 

clinicians are using handpieces and 

topics such as reasons to consider 

electric handpieces and how impor-

tant ergonomics is in terms of what 

handpieces are best for you and your 

staff.

Other key factors include proper 

maintenance, and the cost of repairs. 

You need that handpiece to be work-

ing well every time you start a case 

and you should know how best to 

take care of them.

That’s why we’re including a 

Q&A from Casey Hayes, Vice Presi-

dent of Sales, Hayes Handpiece Co., 

here, along with a roundup of some 

of the many handpieces on the mar-

ket. This article is not meant to be a 

comprehensive list of all the hand-

pieces available, but to showacse a 

variety of offerings and some of the 

many features that make today’s 

handpieces and the accompanying 

technologies stand out and help you 

deliver the best care for your patients. 

High-speed, low-speed, air or electric, the 
dental handpiece options available today 
offer clinicians plenty of choices to address 
plenty of procedures and user preferences. 

[ compiled by Stan Goff ]

AVVECTOR/GETTY IMAGES

Today’s handy  

HANDPIECES 

HAVE YOU 

COVERED

http://www.dentalproductsreport.com/
http://www.dentalproductsreport.com/
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How important is handpiece maintenance and how often should 

dental handpieces be serviced?

High-speed air-driven handpieces run 400,000 RPMs. 

Electric high-speed handpieces run up to 200,000 RPMs. It is 

imperative they are processed and maintained properly before 

sterilization. This includes lubrication, running the handpiece 

to fl ush out debris and proper sterilization with the complete 

drying cycle. Proper air pressure is also required. The number 

of handpieces in service in each operatory will also effect the 

longevity. Proper use of handpieces will decrease the need for 

service. Hayes usually services a handpiece once a year. 

What is the biggest cause for handpiece breakdowns and what 

can dentists do to reduce these problems?

Bearing failure is the most common cause of handpiece failure. 

Poor maintenance, incorrect air pressure and improper steril-

ization are the main reasons bearings fail. We recommend that 

you hire a reputable repair company that uses quality parts and 

who can educate your staff on proper usage of handpieces. 

What roles do instrument processing and infection control play 

in handpiece maintenance and lifespan?

Processing and infection control will play a major role in 

handpiece lifespan if not performed correctly. Use of corrosive 

disinfectants can decrease the lifespan of a handpiece. Not 

allowing the drying cycle on a sterilizer to be completed will 

cause internal or external rusting, drastically decreasing the 

lifespan of a handpiece. Use a high-grade, handpiece-specifi c 

lubricant that will hold up through the sterilization process. 

Should dental practices have a team member in charge of main-

tenance and/or what type of protocols work best?

Having one or two people in charge of the maintenance 

protocol will help to eliminate confusion and communication 

breakdowns. Slow-speeds need to be lubricated once or twice 

per week. I like my offi ces to have set days to ensure it gets 

done. This prevents the bearings and gears from becoming dry 

and devoid of lubrication. 

What considerations should be taken when determining whether 

handpieces should be repaired or replaced?

If the handpiece shell is in good shape and free of dents (espe-

cially on the head), it is much more cost-effective to repair. One 

the misconceptions I’ve encountered in offi ces is that the hand-

piece repair bill will go away if the practice buys new handpieces. 

The reality is that new handpieces will break as quickly as prop-

erly repaired handpieces if they are not maintained. A general 

rule if thumb we use at Hayes is if the repair is more than half of 

the cost of a new handpiece we should look at a replacement. 

Since the handpiece is possibly the most important tool a dentist 

reaches for each and every day, should they have a certain number 

at their disposal and/or how quickly should they be maintained?

Manufacturers recommend three high-speeds per chair for 

proper rotation. Offi ces should also have ample numbers of 

slow-speed attachments and back-up motors. Doctors who 

perform endo and implant procedures should have at least one 

back-up attachment and a back-up motor ready to go. 

What advice can you offer to dentists thinking about switching 

to electrics? Should clinicians have both air and electric models 

around, or is it best to stick with one or the other?

Electric handpieces are a great asset to the practice. We are 

seeing huge growth in the electric market as many of the dental 

schools have switched to electrics to teach their future doctors. 

The primary benefi ts are patient comfort, speed of proce-

dures, noise level, and hand and wrist health. 

Air-driven handpiecea require “feathering” to maintain 

proper RPMs, whereas electrics have up to 60 watts of torque, 

allowing for a smooth, precise and fast cut. 

Repetitive motion of an air-driven handpiece can cause pain 

in a doctor’s wrist. 

Air-driven handpieces are alive and well in the U.S. market 

and have greatly improved over the past several years; how-

ever, it’s hard to argue that electrics are not more effi cient and 

cut quicker with better margins. 

Many doctors keep their air-driven handpieces even after 

they purchase electrics because there are certain procedures 

they feel more comfortable performing with their air-drivens. 

It’s a matter of personal preference. 

A Q&A ON HANDPIECE REPAIR, MAINTENANCE WITH CASEY HAYES

BEFORE AFTER

"I was so delighted to see the amazing results of Sani-Soak Ultra on our high quality Hu-Friedy 
instruments that we invested in more than 10 years ago. We take great pride in our work and this 
includes having instruments that are absolutely beautiful. Sani-Soak Ultra is not only cost effective, but 
has our instruments looking brand new again. It is the best that I have ever seen and used."     
                    - Charlene Castro, D.D.���+��erritos, CA

See what your colleagues are saying about Sani-Soak Ultra!

sani-soakul�a Anti-Corrosive  
Enzymatic Cleanerwww.enzymeindustries��������			������

��
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BETTER.
SIMPLER.
STRONGER.
Introducing the next generation of LOCATOR,   

The LOCATOR R-Tx™ Removable Attachment 

System – Combining improved design, system 

simplicity, and DuraTec™ Coating toughness.

*Excluding connections that utilize .048” hex drive mechanism. Please contact your implant company provider for more information.

©2016 ZEST Anchors LLC. All rights reserved. ZEST and LOCATOR are registered trademarks and DuraTec, LOCATOR R-Tx and R-Tx are trademarks 

of ZEST IP Holdings, LLC.

http://zestanchors.com/rtx


Experience the next generation LOCATOR R-Tx Removable Attachment 
System today! Please visit zestanchors.com/rtx, call us at 800.262.2310, 
or contact your implant manufacturer for more information.

Convenient all-in-one packaging.

Dual retentive surfaces for engagement & 
narrower coronal geometry for easier seating 
of the overdenture.

Enhanced geometry to resist movement 
and anodized pink for improved aesthetics.

Industry standard .050"/1.25mm* hex 
drive mechanism.

DuraTec Titanium Carbon Nitride Coating is  
aesthetic, harder and more wear resistant.

50% increase in pivoting capability to 60°  
between implants.

Available NOW for leading implant systems.
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Alegra 300 air high-
speeds
Tired of working with high-speeds 

without light, risking patient injury by 

using single-port coolant and causing 

your patients hearing discomfort? Alegra 

300 air high-speeds are said to be 

the answer to these concerns among 

others. A patented, self-generating 

LED light is said to eliminate the need for costly changes to your existing delivery 

system. Simply connect the coupler and handpiece to any air tubing (four-hole, 

five-hole or six-pin), and you now have an LED-lit handpiece that reportedly has 

the same quality you’ve come to expect from any product bearing the A-dec/W&H 

brand. 

A-dec, Inc.

800-547-1883  |  a-dec.com

CIRCLE RS #41

Evolve series with Enduro™ Chuck
AG Neovo Dental has achieved a significant development 

in dental handpiece design: Evolve series with Enduro™ 

Chuck. Designed to meet a higher level of durability and 

reliability to dental handpieces, the Enduro™ Chuck is 

specially built with hybrid of stainless steel and tungsten 

carbide—the hardest composite material on earth. With 

the Enduro™ Chuck as the core, the turbine performs 

industry-leading durability and uncompromising concen-

tricity, contributing AG Neovo handpiece performing the 

state of art smoothness and best noise reduction.

AG Neovo

408-321-8210  |  agneovodental.com

CIRCLE RS #42

Evacuation Enzymatic Concentrate
����	�����������������������	�	
��	�������To����

��������	��������������������������������	����	���

www.enzymeindustries.c������			������

��
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Before wearing  

UltraFit tray in  

the mouth UltraFit tray after 

just 10 minutes 

in the mouth

With no impressions or custom trays necessary, 

Opalescence Go is ready to use right out of the 

package! The comfortable, adaptable UltraFit™ pre-filled 

tray provides molar-to-molar coverage, and quickly 

adjusts to any smile.

800.552.5512 | ultradent.com

© 2016 Ultradent Products, Inc. All Rights Reserved.

BRIGHT SMILE, READY TO GO
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Offers valid through 9/30/16. Cannot be combined with other 

promotions or discounts. Free goods ship from manufacturer, equal or 

lesser value unless otherwise stated. *CaviWipes ship with order. Other 

restrictions may apply. Not responsible for typographical errors.

HANDPIEC
2016

Ask your Darby Account Manager 

about all our Exclusive Promotions!



888.395.1341
darby.com/equipment

EPALOOZA

Dentsply Midwest
BUY 4 Midwest High Speed Handpieces, 

Low Speed Air-Driven Motors or Attachments, GET 2 FREE!

Young Dental
BUY 2 Young Hygiene Handpieces, GET 1 FREE!

KaVo
BUY 3 Handpieces of one collection, GET 1 of the same 

collection and 1 case of CaviWipes FREE!*

Darby Dental Supply
BUY 3 Super Trac Plus Handpieces, GET 1 FREE!

Bien Air
FREE 7 Day Trial on a Tornado Handpiece 
Ask your Account Manager for details

StarDental
BUY 2 430 Series Handpieces, GET 1 FREE!

Beyes
BUY 3 AirLight Handpieces, GET 2 FREE!

J. Morita
BUY 3 TwinPower Handpieces, GET 1 FREE!

Denticator
BUY 2 ProphyPal Hygiene Handpieces, GET 1 FREE!
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Discover the 7 other Do’s and Dont’s and  
how you too can become a great dentist.

Visit TheDawsonAcademy.com/Great

or Call 844.660.5051
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FEATURED PRODUCT

FEATURED PRODUCT

StarDental® Instruments 430 Torque
A recent independent test reveals that at 27 watts*, 

the new StarDental® 430 Torque has the highest 

power output on the market. A double bucket rotor 

design and dual air control maximizes airflow to the 

turbine for a powerful performance, and the coaxial 

water spray thoroughly flushes the working area keep-

ing the instrument and operatory site cool and clear. 

Moreover, a unique vortex washer minimizes harmful 

debris and “suck back” into the handpiece housing. 

The balanced and angled head of the 430 Torque 

allows for a neutral wrist position, and a dual beam 

glass design effectively prevents shadowing. 

The full line of 430 high-speed handpieces from 

StarDental Instruments includes the 430-45, 430 

Flex, 430 RA and the new 430 Torque. Much like 

all 430 handpieces, the 430 Torque is available in 

lubricated or StarDental’s patented LubeFree version, 

and with or without fiber optics.  

*Yapp, R, Cowen, M, Powers, J. (2016). Handpiece 

Torque vs. Speed Performance (Rep.). Anne Arbor, 

MI: The Dental Advisor Microbiology Research Center. 

On file with StarDental.

Dental EZ 

866-383-4636  |  dentalez.com

CIRCLE RS #43

Midwest Tradition® Plus
The Midwest Tradition® Plus handpiece reportedly sim-

plifies each cutting procedure with confident handling 

and consistent, uncompromised power. A patented 

ceramic bearing retainer is designed to extend life 

while the innovative chuck is designed to ease bur 

release after heavy cutting. Distinctive raised knurling 

is said to offer excellent grip and control that is now 

available for the first time in both standard and coupler 

connection versions. 

DENTSPLY Midwest 

800-800-2888  |  dentsply.com

CIRCLE RS #44

Our high-performance, bright-white 

cutters feature durable ceramic 

heads to ensure gentle, intuitive 

work as well as absolute precision.

Buy Call Connect

©
 K

o
m

e
t 

U
S

A
 L

LC
 ·
 0

5
/

2
0

1
6

 ·
 4

1
8

0
9

0
V

0

kometusa.com
888-KOMET-USA

Interested?  Circle Product Card No. 68

http://dentalez.com/
http://dentsply.com/
http://kometusa.com/
http://kometusa.com/
http://www.dentalproductsreport.com/


PRODUCT WATCH HANDPIECE

56  |  DENTALPRODUCTSREPORT.COM  |  September 2016

FEATURED PRODUCT

Maxima XTEND™ Maintenance Machine
The Henry Schein Maxima® XTEND™ Handpiece Maintenance Machine is an automated performance clean-

ing, lubrication, and purging system for easy, streamlined maintenance and processing of handpieces.In addi-

tion to including a MULTIfl ex adapter (various other adapters are available), the Maxima XTEND Maintenance 

Machine features a built-in e-type motor that turns gears on electric attachments for optimal cleaning and lubri-

cation of all moving parts and an autochuck maintenance station for improved bur retention. Plus, active internal 

suction pulls oil and debris into a concealed, yet easily accessible tray, to minimize clean-up. 

Henry Schein

800-372-4346  |  henryschein.com

CIRCLE RS #45

HIGH-SPEED HANDPIECES

Smartly engineered and constructed, the new Midwest Tradition® Plus is ideal for each 

cutting procedure, providing easy, confi dent handling and consistent, uncompromised 

power. Built to deliver surefi re performance day in and day out, the Tradition Plus 

expands on Midwest’s legacy of handpiece technology with:

●   INNOVATIVE CHUCK – designed to help bur removal after heavy cutting

●   REDESIGNED TURBINE – increased power and reduced debris suckback

●   NEW CARBIDE PILOT – resists deformation from side loading to help 

maintain concentricity

●   RAISED KNURLED GRIPS – for ultimate grip and control

●   POWERFUL SINGLE-PORT WATER SPRAY – clears bur debris 

and keeps cut site cooled

●   CERAMIC BEARINGS – in a patented wear-resistant retainer

●   TUNED SUSPENSION – reduces vibration for more 

precise control and less noise vs. previous versions

●   MORE CONNECTION OPTIONS – standard 

4- or 5-hole fi xed back end or Midwest 5-hole 

or 6-pin coupler versions – to work with 

your existing hoses

1Based on SDM Sales Data on fi le for 2014.    ©2016 DENTSPLY International. All rights reserved.    MK021 0316  

SEE HOW YOUR PRACTICE CAN BENEFIT—AND PROFIT—FROM THE TRADITION PLUS. FOR 
MORE INFORMATION AND TO SCHEDULE A COMPLIMENTARY DEMO, VISIT DENTSPLY.COM.
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PrometheusTM Coupler
The patent-pending PrometheusTM Coupler from 

Johnson-Promident is a quick disconnect coupler 

with self-contained LED fi ber optics that creates bright 

white LED light with no additional power source or fi ber 

optic system needed. Simply connect a Prometheus 

Coupler to your favorite fi ber optic: Kavo, Star, NSK 

or Midwest/4 hole handpiece for bright fi ber optics 

instantly. No new equipment or service call is needed. 

Prometheus Couplers have complete compatibility with 

other manufacturers’ couplers and can be connected to 

any dental tubing. They offer LED fi ber optics for just the 

same cost as a regular coupler and come with a 1 year 

warranty. The Prometheus Coupler is designed to be 

the best way to upgrade to fi ber optics or fi x or replace 

existing systems. 

Johnson-Promident 

800-210-8945  |  johnsonpromident.com

CIRCLE RS #46

KaVo’s MASTERmatic Series 
premium electric handpieces
These premium electric handpieces are said to 

combine a triple-gear system and patented angle 

combination to provide dental professionals with 

the confi dence they’ve come to expect from KaVo 

electrics. The MASTERmatic collection offers a 20 

percent smaller head size with the same exceptional 

power and low vibration operation. Combined with the 

head angle of 100˚ and the knee angle of 19 ,̊ similar to 

the MASTERtorque M8900 L high speed handpiece, 

clinicians reportedly can experience better access with 

optimum space and freedom of work. New to KaVo’s 

electric attachment portfolio is the MASTERmatic M05 

L Mini high speed handpiece, featuring a 43 percent 

smaller head for standard length and short shank burs.

KaVo

888-275-5286  |  kavo.com

CIRCLE RS #47

Komet USA’s nonwoven, abrasive 

buff effectively smooths denture 

acrylics to create an ideal surface.

Buy Call Connect
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TwinPower Turbine®

TwinPower Turbine® high-speed hand-

pieces feature the world’s only double-

impeller technology. This unique design 

delivers up to 22 watts of superior cutting 

power even under high load conditions. 

A pressurized air system prevents the 

intake of contaminated aerosol and other 

particles into the air line resulting in supe-

rior infection control. TwinPower Turbine 

handpieces also offer a compact head size for superior access and visibility. Since 

market introduction, Morita has expanded the product line with the mini Ultra 

Series, surgical and non-optic models, and the economical Basic Collection. 

Other TwinPower Turbine features include: ceramic bearings, rapid braking, direct 

connection to popular coupling systems, a generous handpiece warranty and a 

30-day, money-back guarantee program. 

J. Morita USA, Inc.

888-JMORITA (566-7482).  |  morita.com/usa

CIRCLE RS #48

Ti-Max Z series
The Ti-Max Z Air-Driven Handpieces feature small head and neck dimensions, but are 

also said to be the most powerful turbines in the global market today with the standard 

head size, Z900L, operating at 26W. The specially shaped turbine allows for this power 

output, enabling fast cutting as well as a smooth, consistent cutting feel. The hand-

piece features a solid titanium body with a DURAGRIP coating which prevents hand 

slippage even when wet. A slim neck, angled head and a unique finger and thumb 

notch enhance ergonomics and access. The Ti-Max Z900L is equipped with cellular 

glass optics and long-lasting ceramic bearings. 

NSK Dental

888-675-1675  |  nskdental.us

CIRCLE RS #49
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Super Trac Plus
Darby’s Super Trac Plus Handpieces are made with an ergonomic design 

that reduces hand fatigue and an excellent torque for increased power. 

The Mini Handpiece contains a smaller head that makes for greater access 

and visibility. Fiber Optics offer superior light coverage. The Super Trac 

Plus Handpieces are single spray/single port water spray handpieces that 

are designed to be lightweight and quiet with increased durability and 

performance.

Darby Dental Supply

888-395-1341  |  darby.com/equipment

CIRCLE RS #50

Tornado
Swiss medical technologies company Bien-Air Dental 

S.A. recently launched a new, powerful turbine. 

Thanks to a series of proprietary technologies, the 

Tornado is designed to deliver an outstanding power 

output of 30 watts—said to be the best in the industry 

today. Operating at a reportedly unparalleled 55-deci-

bel sound level, the Tornado is designed to skillfully 

combine performance with user and patient comfort. It 

also includes features such as a new spray/illumination 

system and an improved bur-locking mechanism. 

Bien-Air USA, Inc.

800-433-2436  |  bien-air.com

CIRCLE RS #51

I have been using the Super Trac Plus in my practice for over a year. It is my experience that Darby’s Super 

Trac Plus handpiece is lightweight and very easy to manipulate. Its light featherweight touch is great for 

refi ning dental preparations with ease.

—Dr. Jennifer Chang, DDS, Columbia Dental of Santa Monica, California

DARBY TESTIMONIAL

Our high-grade, exceptionally 

durable polishers deliver the 

perfect glossy finish to denture 

acrylics.

Buy Call Connect
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2
016 kicked off to a wonderful 

start for The Catapult 

Group as we were asked to 

evaluate GC America’s new com-

posite material, G-aenialTM Sculpt, a 

light-cured, universal nano-hybrid 

compactable composite. It is univer-

sal because it can be used for both 

anterior and posterior and yet, it is 

compactable. I know what you are 

thinking: “Oh why another com-

posite?” Truth be told, composites 

continue to advance—and they need 

to! If all your composites have no 

small voids on placement, years of 

great polish, no staining, no brown 

margins, no chipping and handle 

ideally then put this article down 

and continue what you are doing. 

There are significant advancements 

with a few composites coming into 

the marketplace and this article will 

review the raves from the group 

about G-aenialTM Sculpt.

To simplify this review, I would 

like to start with why it is an 

upgrade:

r�5IJT�DPNQPTJUF�IBT�UIF�/BOP�

Filler Technology of G-aenialTM 

6OJWFSTBM�'MP�	($�/BOP�'JMMFS�5FDI-

nology) and this is unique.

r�7FSTVT�4USPOUJVN�HMBTT�JO�

G-aenial Universal Flo, G-aenial 

Sculpt utilizes a barium glass, and 

these filler particles are 300 microns.

 OK, so what does this really 

mean?  Most hybrid composites have 

much larger particles that are not 

evenly dispersed and equally do not 

have the higher density required for 

long term success in regards to polish 

retention and wear (our reviewers 

found the polish of this material to 

be in the superior category).

r�"OPUIFS�LFZ�GFBUVSF�GPS�PVS�

posterior restorations is that this 

material has low shrinkage stress 

properties and this is critical for 

our high C factor clinical situations 

(Class I’s and Class II’s). Its high 

resistance to wear and staining, and 

equally superb polish, make this 

material an ideal capping material 

for your posterior restorations.

r�:FT�JU�T�WFSZ�SBEJPQBRVF�

r�"EEJUJPOBMMZ�UIFSF�BSF����TIBEFT�

and some unique ones such as:

 ̀  Junior Enamel (JE) in addi-

tion to Adult Enamel (AE) 

 ̀ Three opaque shades that are 

A01, A02 and A03 (makes Class 

*7�T�NPSF�QSFEJDUBCMF


 ̀ Geriatric colors that include 

$7

 ̀ California colors of BW and 

XBW

The Catapult Group utilized 28 

HANDPIECES     BENCHMARK     DOUBLE TAKE    INSIDE LOOK  PRODUCT WATCH

ABOUT THE REVIEW

Catapult is an organization 

that consists of more than 50 

clinicians spread throughout 

Canada and the United States. 

As a company, manufacturers 

pay a fee for their product to be 

evaluated and what we deliver are 

truthful, independent answers 

from surveys that we develop 

with them. We have had many 

products that have either had 

to be altered before hitting the 

market or simply never arrived 

because of our openly honest 

evaluations. In this way, Catapult 

assists the manufacturer to avoid 

potentially releasing a faulty 

product, or simply a product 

that needs refinement. Lastly 

our clients are omnipresent in 

the industry, small to large, no 

favoritism, simply reviewing the 

latest products in our practices.

The Catapult Group congratulates GC America in receiving 
The Catapult Vote of Confidence for G-aenialTM Sculpt.  

[ by Dr. Lou Graham ]

Handling is just one of the 
many features delivered 
by this new composite

G-ænial™ Sculpt
This compactable, universal composite features the same high-density, uniform 

dispersion nano-filler technology found in G-ænial™ Universal Flo. This is said 

to create a resin that is easy to shape, sculpt and polish, plus it is formulated to 

provide a strong, wear resistant and radiopaque finished restoration with beauti-

ful esthetics. A self-shining effect enables simple rough finishing with a bur to 

bring the restoration to a beautiful luster and will continue to increase in polish 

over time with excellent “chameleon” shade match to enamel. This helps to 

provide an exceptional clinical outcome for a wide variety of clinical procedures.

GC America, Inc.

800-323-7063  |  gcamerica.com
CIRCLE RS #73

http://gcamerica.com/
http://catapult-group.com/
http://www.dentalproductsreport.com/
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place a direct restoration (Fig. 1). 

After bevel placement, Palident 

Matrix System was put in place, fol-

lowed by selective etching, rinsing, 

suction drying and application of 

a universal bonding agent (must be 

scrubbed for 20 seconds throughout 

the preparation due to selective etch-

ing), appropriate air drying and light 

curing (Fig. 2).

After placement of a bulk fill low 

stress flowable and again appropri-

ate light curing, the final 2 mm of 

warmed A2 G-aenial Sculpt was 

placed in one bulk fill manner. After 

finishing and polishing, the above 

restoration truly maximizes tooth 

preservation (Fig. 3).

Case 2
This case involved replacing a 

DIJQQFE�$MBTT�*7�PO�OVNCFS����	Fig. 

4) The beauty of the G-aenial Sculpt 

system is that one can get a superior 

chameleon effect from using a core 

shade (A2, for example) but in the 

case presented, we simply layered an 

A2O, then an A1 and then AE (adult 

enamel) over the very outer layer.

The first layer of A2O was placed 

on the lingual surface after etching 

and bonding (Fig. 5).

The key here is looking from the 

incisal room and leaving enough 

room to blend in your A1 or A2 body 

shade and then if you want, place-

ment of Adult Enamel.

After the layering was completed, 

a series of disks were utilized (Fig. 6) 

for finishing and polishing.

Figs. 7, 8 and 9 show the chame-

leon effect of G-aenial Sculpt. The 

great results led to congratulations 

going out to GC America in receiv-

JOH�5IF�$BUBQVMU�7PUF�PG�$POàEFODF�

for G-aenialTM Sculpt. 

evaluators and their results are as 

follows:

r�(�BFOJBM�4DVMQU�TDPSFE�FYUSFNFMZ�

high amongst the group in the 

way the material handled. Over 85 

percent of the doctors felt it carved 

easily and more than 92 percent of 

the doctors liked the fact that the 

material resisted slumping.

r����QFSDFOU�PG�UIF�EPDUPST�SFBMMZ�

liked the way the material blended 

with the natural tooth structure and 

found it extremely chameleon-like in 

matching.

r����QFSDFOU�MPWFE�UIF�QPMJTIJOH�

and that same number felt it matched 

its shade guide.

r����QFSDFOU�PG�UIF�HSPVQ�XPVME�

recommend this product to a 

colleague.

Case 1
The challenge: Easy to onlay, easier 

to crown, far more of a challenge to 

PRODUCT WATCHBENCHMARK
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[ Figs. 01-09 ]  In Case 1, it was a challenge to place a direct restoration 

(Fig. 1). After bevel placement, Palident Matrix System in place, selective 

etching followed by rinsing, suction drying and application of a universal 

bonding agent appropriate air drying and light curing (Fig. 2). After finish-

ing and polishing, the above restoration truly maximizes tooth preserva-

tion (Fig. 3). Case 2 involved replacing a chipped Class IV on No. 10 (Fig. 

4). The first layer of A2O is placed on the lingual surface after etching and 

bonding (Fig. 5). After the layering has been completed, a series of disks 

are utilized for finishing and polishing. (Fig. 6). The chameleon effect of 

G-aenial Sculpt is illustrated (Figs. 7-9). 

Case 1

Case 2

http://catapult-group.com/
http://www.dentalproductsreport.com/
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THE TOOLS YOU USE in your restora-

tions can make or break your success 

rates, quite literally. While prepara-

tion is essential to this, dental cement 

also plays a major role in their success 

rates. However, all cements are not 

created equal (by design). Finding the 

one that works for your restoration 

type is key to securing success. The 

family of Calibra Dental Cements by 

DENTSPLY Caulk provides three 

different options for adhesive resins. 

Each of them allows for fast tack cur-

ing without the added stress caused by 

concerns about over curing.

DPR talked to Dr. Phillip Kemp 

about his experience with DENT-

SPLY’s Calibra® Dental Cements. 

Here’s what he had to say:
Dentists are creatures of habit and 

changing is diffi cult. I have a busy 

practice, so changing protocols is a 

big ordeal. My sales rep urged me to 

try Calibra Dental Cement. Up to 

this point, I had used [another] resin 

cement, but I reluctantly tried Calibra 

and loved it. I used it again, and loved 

it again. Then, I tried it on a 20-unit 

case and seated it and thought, 

“Wow! This is pretty great.”

What do you like best about the 
product? 
I live by the “keep it simple, stupid” 

mentality. Calibra Universal had all of 

what we were looking for in a material. 

I found it easy and it gave me excellent 

results. It doesn’t stick and has great 

handling properties. That is so much of 

what you look for, how it fl ows, how it 

cleans upand the ease of handling. 

Obviously, post-cementation, you 

look for color stability, margin adap-

tion, all those things you look for in 

quality restorations. When we use a 

glass ionomer cement, it’s white, so 

sometimes you can have a color issue. 

With Calibra being a neutral, clear 

material, you have no color change. 

It is easy to use. I fi nd that Calibra 

Universal is easy to work with and 

Calibra® Dental 
Cements 
With three prescriptive types of cements—

Calibra Universal Self-Adhesive Resin 

Cement, Calibra Ceram Adhesive Resin 

Cement and Calibra Veneer Esthetic 

Resin Cement— you can select the 

cement you need to create the successful, 

long-lasting restorations you want. An 

online Calibra Cement Select Tool makes 

it easy to choose the right product for any 

procedure. All of the prescriptive types 

of cement come with a wide tack cure 

window (up to 10 seconds), along with a 

45-second gel phase, allowing you the 

time you need to clean up your restorations 

thoroughly and simply. The Calibra Dental 

Cement family was created to make excess 

cement on your restorations a thing of the 

past and provides you the tools you need to 

create a greater margin of success.

Dentsply Sirona

800-532-2855  |  calibracement.com
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there is no need for a bonding agent. 

There’s easy removal of excess—it will 

not harden quickly and will give you 

enough time to clean up, which is sim-

ilar to resin modifi ed glass ionomers.

Calibra doesn’t harden so quickly 

that you have embrasures that are 

diffi cult to clean up. Its good han-

dling makes it easy to make sure you 

thoroughly remove excess cement.

What have been the results and/ 
or patient responses?
A patient has no idea what you are 

doing when you are luting that mate-

rial to the teeth. They just think we 

glued their crown on, even though 

we didn’t glue it; we bonded it. One 

time, I was explaining my procedure 

to the patient when she said, “Honey,

I only eat the sausage; I don’t want to 

know how it’s made!”

So from a patient’s perspective, no 

response is a great response, mean-

ing they are happy with the outcome. 

What benefi ts to your practice 
have you experienced?
If you have ease of clean up, you save 

chair time. If you save chair time, you 

save money. We are very effi cient in 

how we try to do things. We look for 

material that works easily and quickly. 

Calibra fi ts right in with the protocols 

we already had without missing a beat. 

My students do local outreach, and 

work with Hopesmiles.org. When we 

go to the inner city or work in Uganda 

or Haiti, we are doing surgeries and 

pulling teeth; we are not doing a lot 

of restorative work. But honestly, 

CAD/CAM and the advancements of 

digital dentistry are opening up new 

frontiers. When we get to the point 

where we can mill something, and 

save a tooth instead of just pulling it, 

Calibra is a great material to do that. 

You prep the tooth, fi ll it with Cali-

bra, put it on and it’s done. 

Why would you recommend this 
product to your colleagues?
Because it’s simple, easy to use and 

it works. If you have a material that 

bonds well and is easy to use, and all 

you have to do is fi ll the crown and 

put it on, that’s pretty idiot proof. 

And in my life, I need all the help I 

can get. I use Calibra Universal for 

IPS e.max cases and I’ll use Ceram 

for cases where it’s real hard to iso-

late and fi ght blood. 

“       Calibra Universal had 
all of what we were looking 
for in a material.”
Easy clean up with Calibra keeps it simple in 
Dr. Kemp’s busy practice.  [ by Terri Lively ]

DR. PHILLIP KEMP
Brentwood, Tennessee 
Practicing since 1988

http://calibracement.com
http://www.dentalproductsreport.com/
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A
MD LASERS made a big 

impact on the dental industry 

with the introduction of a line 

of affordable diode lasers several 

years ago. Recently the Indianapolis-

based company introduced an afford-

able hard-tissue laser, the LiteTouch™ 

Er:YAG dental laser. Since its offi cial 

launch at the Chicago Dental Soci-

ety’s Midwinter Meeting in February, 

the new laser has joined AMD 

LASERS’ award-winning Picasso line 

of soft-tissue lasers to again make a 

quick impact on the industry.

The LiteTouch™, from Syneron Den-

tal Lasers, is described as a fast-cutting, 

high-energy non-fi ber Er:YAG dental 

laser for treating both hard and soft, 

oral and maxillofacial tissues. Innova-

tive Laser-in-Handpiece technology 

offers all the benefi ts of laser dentistry 

with the familiar feel of a turbine drill. 

This design makes it easy to achieve 

cleaner, gentler treatments with less 

anesthesia and minimal recovery time. 

Here Alan Miller, CEO and Founder 

of AMD LASERS, and Dr. Ron 

Kaminer, a pioneer in dental lasers, talk 

about the new laser.

Alan Miller, AMD 
LASERS, on the 
LiteTouch:
Q: How did this prod-

uct technology fi rst 

come about?

A: In 2005, a group of physicists, 

engineers and laser technology 

specialists from different dental laser 

companies came together to found 

Light Instruments Ltd., a dental 

laser manufacturer which aspired 

to develop new dental products and 

innovative concepts. These experts, 

long-time veterans of the dental laser 

industry, were well aware of the 

drawbacks of existing dental lasers. 

They joined forces, and their multi-

disciplinary research yielded the fi rst 

all-tissue, non-fi ber, non-articulated 

arm Er: YAG dental laser equipment. 

Their innovation, the LiteTouch, is 

the fi rst Laser-in-Handpiece device.

Q: How long a process was the 

development?

A: The LiteTouch development pro-

cess extended during the fi rst two 

years. Since then Light Instruments 

continues to strive for excellence, 

LiteTouch
AMD LASERS, in collaboration with 

Syneron Dental Lasers, recently 

released the new LiteTouch. This ER:YAG 

dental laser provides fast-cutting, high-

energy non-fi ber, and minimally invasive 

treatment, for hard and soft oral and 

maxillofacial tissues. LiteTouch offers 

precision for a wide range of dental pro-

cedures. With a cutting-edge ergonomic 

design, it is described as an affordable, 

user-friendly all-tissue laser.

AMD LASERS

866-999-2635  |  amdlasers.com 
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developing the best dental laser solu-

tions that elevate global standards 

for laser dentistry.

Q: How has it been received by 

clinicians?

A: Light Instruments’ innovation is 

widely recognized by scholars and 

dentists worldwide. Its widespread 

academic and scientifi c collaborations, 

as well as its close synergy with key 

opinion leaders, are fast becoming the 

leading framework for the successful 

advancement of laser dentistry. Light 

Instruments takes pride in placing the 

needs of dentists and distributors at 

the forefront of its activities, providing 

in-depth clinical training opportuni-

ties as well as special services adapted 

to market requirements.

Q: What makes this laser so special?

A: LiteTouch is the world’s smallest 

versatile Erbium YAG dental laser 

for both hard- and soft-tissue dental 

treatments. The unique “Laser-in-

Handpiece™” technology houses the 

entire laser mechanism within a small 

sized chamber. The LiteTouch is fi ber-

free (there is no fi ber in the delivery 

mechanism), thus enabling unlimited 

movement of the swivel, which maneu-

vers just like a turbine drill. The laser 

energy is swiftly delivered to the tissue, 

providing supreme cutting power and 

precise incisions for hard tissue and 

bone. With the LiteTouch, dentists 

achieve better clinical results and 

their patients benefi t from an overall 

improved experience and shorter heal-

ing time. The LiteTouch laser is FDA 

cleared and is said to be the only all-

tissue dental laser that enables dentists 

to enjoy a complete expression of their 

dental expertise and mastery.

Q: What are you most proud about 

in terms of this product?

A: AMD LASERS is pleased to partner 

with Light Instruments Ltd., continu-

ing its tradition of adopting the latest 

cutting edge technologies and afford-

able products. We believe that Light 

Instruments’ LiteTouch including the 

“Laser-in-Handpiece” technology is a 

breakthrough product, which fi nally 

encapsulates the hard and soft tissues 

dental lasers’ clinical advantages with 

a unique, barrier-free maneuver-

ability. The reaction from the USA 

dentists has been overwhelming. 

For decades our company has been 

investing in research and development 

in order to provide the USA dental 

community with the top products and 

technologies. The LiteTouch provides 

us the opportunity to continue and 

strengthen this tradition. Light Instru-

ments’ LiteTouch Er:YAG laser system 

is positioned as the next generation 

dental laser enabling dentists to pro-

vide higher quality dentistry services 

for their patients. 

Q: What does AMD LASERS do for 

owners next in terms of training and 

making sure they’re getting the most 

With the LiteTouch™ Er:YAG dental laser, AMD LASERS is making 
another splash in the dental industry. [ by Stan Goff, Editor in Chief ]

A breakthrough in all-
tissue laser technology

http://amdlasers.com/
http://www.dentalproductsreport.com/
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out of their new technology?

A: Customer satisfaction is core to 

AMD LASERS’ success. We include 

a hands-on comprehensive training 

program that ensures practices know 

how to market, treatment plan, bill 

and utilize the LiteTouch for compre-

hensive patient treatments. The entire 

staff receives certifi cation and gains 

knowledge about dental lasers, laser 

safety and the benefi ts of lasers for 

the patients. AMD LASERS is much 

more than lasers—we offer ongoing 

master training programs, webinars, 

social media and one-on-one guidance. 

This gives doctors the confi dence that 

they are offering their patients the best 

clinical treatment they can and the best 

fi nancial returns on their investment. 

What Dr. Ron 
Kaminer says 
about the 
LiteTouch:
Q: How did this prod-

uct technology fi rst 

come about?  

A: Hard-tissue lasers have been 

around for a long time. The Lite-

Touch is one of the most popular 

lasers worldwide with many experi-

enced owners in many countries.

Q: How long a process was the 

development?  

A: The newest model was a collab-

orative effort with many brilliant 

minds contributing to the features 

and design of the product.

Q: How has it been received by 

clinicians? 

A: Everyone loves the small footprint 

and the ease of use of the touch 

screen. Doctors also love how 

fast it cuts enamel and dentin and 

how much can be done without 

anesthetic.

Q: What makes this laser so special?

A: As an all-tissue laser the LiteTouch 

is half the size and far less expensive 

than any other laser in this class. Not 

sacrifi cing on any features makes 

this laser a great tool for every offi ce.

Q: What does AMD LASERS do for 

owners next in terms of training and 

making sure they’re getting the most 

out of their new technology?

A: AMD ensures that every doctor is 

trained with a full day live training 

course with some of the most expe-

rienced clinicians in the world. The 

company also sends in a hygienist to 

the offi ce to train the staff and help 

with organization and marketing. 

 Colored panels: The LiteTouch laser 

is offered in a variety of colors including 

purple, blue, orange, white and green.

 A happy new user: Dr. John 

Comisi performs a proecdure 

with his new LiteTouch laser. 

A TV without HD is like...
a mirror without HD.

([SHULHQFH�+LJK�'H��QLWLRQ�4XDOLW\

The brighter the workspace, the better the illumination and visibility. With 
Zirc’s Crystal HD® lens, you are visually working in a 40% brighter environment 
compared to the Rhodium lens that is currently the industry standard.�ΖI�\RX�

KDYHQȇW�PDGH�WKH�FKDQJH�WR�+'���ZKDW�DUH�\RX�ZDLWLQJ�IRU"

Call or visit us online to order 1.800.328.3899  -  zirc.com

Crystal HD® lens + mirror magic® system = the perfect pair for the highest quality vision!

$75 |12pk Mirrors 4 mirror style options 
available to order 
visit zirc.com+ FREE SAMPLE of mirror magic® anti-fog

PROMO CODE: FREEMM

Interested?  Circle Product Card No. 77

http://zirc.com/
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http://zirc.com/
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Just sayin’ :-)

My water is good.

My cassette is not 
pushed all the way in.

STATIM® is the world’s fastest cassette autoclave from start to sterile™, gentle on your instruments due to its innovative 

steam process and relied upon by the busiest of practices.

STATIM G4 Technology, now WiFi enabled, automatically records, monitors and helps troubleshoot every cycle 24/7 

so you can operate with the utmost efficiency. It detects human or mechanical error before it costs you time and money.

STATIM is a registered trademark and from start to sterile and Your 

Infection Control Specialist are trademarks of SciCan Ltd.

The future of sterilization is at www.scican.com/STATIMG4

My WiFi is connected.

Sends data to any device.

Fast, Gentle, Reliable. And Now Smart.

STATIM G4 Cassette Autoclaves.

Interested?  Circle Product Card No. 78
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REPLACING A 
SINGLE MOLAR FOR 
STUNNING RESULTS 
How to get great esthetics and 
strength via an implant and a screw-
retained, direct zirconia crown. 
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IMPROVED OPTIONS, 
PATIENT COMFORT 
DELIVERED 
How using the MX2 Motor System 
and EVO 15 1:5 handpiece from 
Bien-Air helped one clinician. 

26     I USE THAT 

DENTATUS ANEW 
How one clinician uses this 
narrow-bodied implant to great 
effect in his practice. 
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Using tried-and-true smile design principles, 

Dr. Ross Nash uses this step-by-step technique 

to explore how dentists can ensure amazing 

esthetic results by paying extra attention to every 

aspect of a smile. This particular case showcases 

veneers with remarkable beauty. More on page 68

CREATE A BETTER 

SMILE

[ WEB EXCLUSIVES ]

In this sponsored ebook, learn how cone beam technology allows your 

practice to offer more options for patients facing obstructive sleep apnea.  

 http://bit.ly/2bFR8MO

How it’s possible to get hand-finished esthetics using digital tools. 

by Luke S. Kahng, CDT 

 http://bit.ly/2b2oP9A

How to treat sleep apnea with 3D imaging 
technology

Technique: Using digital dentistry for esthetic  
implant work

A technique for immediate implant placement after extraction 

followed by immediate temporarization. by Chris Halke CAD/

CAM Supervisor, Albensi Dental Laboratory; Dr. Michael Pikus 

Director of Clinical Education, Albensi Dental Laboratory 

 http://bit.ly/2bOqqjo

Step-by-step: Providing immediate 
esthetics for implant cases

Log on to DentalProductsReport.com for up-to-date product 
news and our exclusive content

ADDITIONAL CONTENT ONLINE

http://bit.ly/2bOqqjo
http://bit.ly/2bFR8MO
http://bit.ly/2b2oP9A
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IN THIS ARTICLE, I WILL DEMON-

STRATE smile design principles that 

can help in achieving esthetics in 

a smile. The patient was a young 

woman who had benefi tted from 

porcelain veneer placement to 

achieve a better smile. 

In Figure 1, you can see her smile 

as she presented to me. She had 

porcelain veneers in place on teeth 

numbers 8, 9 and 10. The clinician 

who placed these restorations was 

obviously talented and achieved an 

excellent color match and marginal 

integrity as well as good anatomy. 

In a photograph the patient brought 

with her (Fig. 2), you can see her 

original smile before treatment. The 

left maxillary central incisor had an 

incisal edge fracture that had been 

smoothed off. She also exhibited a 

central diastema.

In nature, the average adult 

maxillary central incisor is 10 mm 

long. The ratio of width to length is 

normally 70 to 80 percent. So the 

average width is about 7.5 mm. The 

maxillary central incisor should 

be about 1.6 times as wide as the 

adjacent maxillary lateral incisor 

and the central incisors should be as 

close to mirror images as possible. 

As you look at the patient’s pre-

operative image, the right central 

and lateral incisors seem to be close 

to these parameters. However, the 

left central incisor appears almost 

square due to the shortened incisal 

edge.

The fi rst attempt
In Figure 3, you can see the anterior 

teeth in centric occlusion. Note the 

excellent tissue health indicating the 

restoration margins were superb. 

The difference in mesio-distal width 

of the two maxillary central incisors 

can be noted in Figure 4. 

Since the patient desired for the 

diastema to be closed, the veneer 

on the left central incisor was obvi-

ously made wider. This again gave 

the appearance of a more “square” 

tooth. However, the width of the 

left central was made to be about 

1.6 times the width of its adjacent 

lateral incisor. If one were to evalu-

ate only the central incisor width 

compared to its adjacent lateral 

incisor, the proper proportions are 

there. However, the central incisors 

are not mirror images and have 

different widths.  In the incisal view 

in Figure 5, you can see that the left 

central incisor is slightly rotated at 

the mesial and the incisal edges of 

the maxillary canines, while worn 

short, had been restored with com-

posite resin.

The patient’s concerns
The patient reported that she appre-

ciated the previous treatment to 

restore the length of her broken cen-

tral incisor and close the central dia-

stema but she felt that her front teeth 

look “big” and she would like a more 

“natural” appearance. While the 

previous restorations actually mim-

icked the anatomy of her original 

teeth, she wanted a different look. 

When evaluating images of other 

cases I had performed, she found 

that she liked the ones that exhibited 

some incisal translucency and subtle 

mammelons. She requested slight 

imperfections for realism.  It was 

decided that we would replace the 

three porcelain veneers but add one 

more on the right lateral incisor to 

achieve more symmetry and proper 

proportions.

Preparation
01STEP The three porcelain 

veneers were removed and the prep-

arations refi ned. 0.5 mm of space 

was provided for the ceramic lami-

nates and subtle but defi nitive cham-

fer margins placed at the height of 

the tissue. Butt margins were pre-

pared over the incisal edges and 

rounded corners were created. 

02STEP Since the left central inci-

sor was rotated, I chose to prepare 

for a 360-degree laminate so the lab 

could control the lingual contours. 

Figure 6 shows the fi nished prepara-

tions from the incisal view. The pre-

pared teeth can be seen from the 

facial aspect in Figure 7. Shade 

OM3 on the Vita 3D shade guide 

was chosen (Fig. 8). Final impres-

sions were taken (Panasil, Ketten-

bach) and an occlusal registration 

was made. Provisional restorations 

were fabricated with bisacrylic resin 

and the patient was appointed for 

placement.

Lab communication and 
fabrication

03STEP Preoperative and prepara-

tion digital images were sent to the 

dental laboratory (Viax) and e.max 

restorations were requested. The 

“natural” look with slight incisal 

translucency and subtle mammelons 

was requested.

DR. ROSS W. NASH, DDS

CREATE AN ESTHETIC 
SMILE WITH SMILE 
DESIGN PRINCIPLES
Utilizing these principles can provide highly esthetic results.

 HOW TO

http://www.dentalproductsreport.com/
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1. The patient’s smile 

as she presented.

2. The patient’s smile before 

her first treatment.

3. Occluded view of the patients 

anterior teeth as she presented.

4. Close-up view of the patient’s 

six anterior teeth as presented.

5. Incisal view of the patients 

anterior teeth as presented.

6. Incisal view of prepared teeth.

7. Close-up facial view 

of prepared teeth.

8. Shade chosen, OM3.

9. Four e.max restorations 

on the working model. 

10. The four restorations 

on a mirror surface.

11. Close-up view of the 

new restorations in place.

12. Incisal view of the new 

restorations in place.

13. Occluded view of the 

new restorations in place.

14. The patient’s new smile.

AT A GLANCE

Figure 9 shows the four e.max 

(Ivoclar Vivadent) restorations on the 

working model. They can be seen on 

a mirror surface in Figure 10. Note 

the symmetry, the proportions and 

the desired aesthetics. It seemed that 

everything we asked for was present.

Try in and placement
04STEP At the delivery appointment, 

the provisional restorations were 

removed and the ceramic restorations 

were tried in, using water as a try-in 

medium. The fit and esthetics were 

evaluated and the patient was asked to 

judge the appearance. She was very 

pleased and we proceeded to place the 

restorations. They were bonded in 

place using a total etch technique and 

a universal bonding agent (All Bond 

Universal, BISCO) and a light cured 

luting composite (Choice 2, BISCO).

The final result
The final result can be seen in Figure 

11 from the facial view. Note the cen-

tral incisors are mirror images except 

for differences in the incisal edges to 

provide “slight imperfections” and 

the width to length proportions are 

approximately 75 percent as well as 

being about 1.6 times as wide as the 

adjacent lateral incisors. Direct com-

posite resin (Empress Direct, Ivoclar) 

was used to enhance the length and 

shapes of the maxillary canines. In 

the incisal view (Fig. 12), you can 

see that the left central incisor has 

360-degree coverage. The centric 

occlusion view after treatment is 

shown in Figure 13.

The patient’s new smile with 

four e.max restorations and two 

direct composite restorations can be 

seen in Figure 14. She told me that 

we achieved exactly what she was 

looking for and that she was getting 

many compliments on her smile.

Conclusion
By using smile design principles and 

an excellent dental laboratory using 

state-of-the-art ceramic restorations 

combined with composite resin 

bonding, we achieved a smile that 

exceeded the patient’s expectations.

Lab work for this technique was per-

formed by VIAX Dental Technolo-

gies, viaxdental.com/ 844-842-9522.

When patient safety 
is priority, place 
your trust in the  

high performance

The Profin Directional System is a 

reciprocating handpiece allowing 

unlimited access in hard-to-reach 

areas. Unlike rotary instruments and 

diamond strips that may ditch ena-

mel or damage underlying tissues, 

Dentatus’ companion Lamineer tips 

are flat, safe sided and will not effect 

adjacent surfaces. The newly intro-

duced Profin IPR tips now apply the 

same well known benefits of safety, 

control, performance and esthetics to 

interproximal reduction procedures.

� Safety is a  
 top concern. 

� Control is in  
 your hands. 

� Performance  
 made easier. 

� Esthetics have never  
 been more natural.

(800) 323-3136 
www.DentatusUSA.com ©
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 One Stage 8° Morse Taper & Internal Octagon 

for secure fi t of crowns and abutments
 

1.5 mm implant collar height remains above bone level; implant 

length is insertion depth plus 1.5 mm implant collar 

TAPERED TITE FIT WIDE PLATFORM 5 mm 

HI-TEC IMPLANTS

800-452-0582 | hitecimplantsusa.com
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REPLACING A MISSING MOLAR by 

means of a dental implant and single 

crown prosthesis is a challenging 

procedure. 

There are several possible pros-

thetic failures: a loosening and/

or fracture of a prosthetic screw, 

a fracture of the implant or food 

impaction and the diffi culty of 

maintaining oral hygiene due to 

altered emergence profi le. 

The high rate of prosthetic fail-

ures are due to the large mesiodistal 

and bucolingual aspect of a molar 

compared to the size of an implant.

Material fatigue is created by 

the large occlusal forces on a molar 

crown when connected to a regular 

platform implant. It is diffi cult to 

fabricate a crown with the natural 

emergence profi le of molars on a 

regular platform implant. 

Placing a very wide diameter 

implant can overcome these fail-

ures, but this is not possible in most 

cases as the ridge is often resorbed 

following the loss of tooth and the 

bucolingual dimension does not 

enable placing a wide diameter 

implant. The following case report 

presents how these drawbacks can 

be overcome by using a 5 mm diam-

eter implant with a tissue-level 6.5 

mm platform.

The 6.5 tissue level platform 

enables the creation of an anatomic 

emergence profi le without the need 

for a deep subgingival crown.

A prosthetic screw and implant 

can bear the occlusal forces as the 

platform is wider. The crown is well 

seated on the implant’s shoulders 

and the height is smaller compared 

to using a bone level implant.

A WIDE PLATFORM 

TAPERED TITE FIT 5 mm thread 

(HI-TEC IMPLANTS) can be 

placed in most conditions.

Fabricating a direct, screw-

retained zirconium crown provides 

the ultimate esthetics, hygiene and 

fl exibility. 

01STEP  A 51-year-old female 

patient had her lower fi rst left molar 

extracted due to a vertical fracture 

of a root (Fig. 1). Two months later, 

the extraction site was prepared for 

placing an implant (Fig. 2).

02STEP In order to achieve the 

required result, a WIDE PLAT-

FORM TAPERED TITE FIT 5 mm 

implant (HI-TEC IMPLANTS) was 

selected (see below).

03STEP Drill sequence was com-

pleted with 4.2 mm Final bur (Fig. 3).

04STEP The implant was inserted 

and minor bone augmentation was 

performed (Figs 4-7).

05STEP Six weeks later, an impres-

sion was taken (Figs 8-11).

06STEP A screw-retained direct 

zirconia crown was fabricated and 

placed (Figs 12-15).

DR. ROY LESHEM

REPLACE A SINGLE MOLAR 
WITH AN IMPLANT
Getting great esthetics and strength with the combination 
of an implant and a screw-retained, direct zirconia crown. 

Information provided by HI-TEC IMPLANTS.

 HOW TO

http://hitecimplantsusa.com
http://www.dentalproductsreport.com/


NEW!

ClearView
Sectional Matrix System

The Difference is Clear.

Unique Hourglass Ring Design

PROFESSIONAL

The unique hourglass shape allows you 

to see and access the site to help you 

achieve outstanding restorations with 

tighter contacts, and it retains its 

strength for consistent and predictable 

restorations over time. The innovative 

gripping tines are designed to eliminate 

"spring-off,” and reduce flash. 

The Difference is Clear!

25% More Access
and Visibility*

Up to 35% More
Tooth Separation
Force*

*Versus other rings. Data on file. *Versus other rings Data on file

Save Over
$10000

Get your Trial Kit today! 
Introductory Offer for only $14900 
Go to clearview.waterpik.com 
or call 1-800-525-2020
 

Interested?  Circle Product Card No. 100

http://clearview.waterpik.com/
https://www.waterpik.com/oral-health/pro/
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12 1413 15

8 109 11

1. X-ray of tooth demonstrating 

lesion around mesial root. 

2. Extraction site two months later. 

3. 4.2 mm final bur.

4. Inserting TFR-W 5-13 implant.

5. Buccal bone defect; two threads.

6. Bone augmentation and 

1.5 mm Healing cap. 

7. Sutures around healing cap.

8. Six weeks later. 

9. After removing healing cap.

10. Open tray impression transfer.

11. Taking open tray impression.

12. Placing abutment. 

13. Abutment for screw-retained crown.

14. Zirconia crown.

15. Final restoration.

AT A GLANCE

The latest in digital dentistry for every part of your team.

Featuring techniques, tips and how-tos, product information and interviews with real users, 

the newest addition to Modern Dental Network reaches early adopters of digital technology like you.

Start reading now at www.digital-esthetics.com — subscribe to our print edition, too!

http://www.digital-esthetics.com/
http://www.dentalproductsreport.com/


www.karlschumacher.com
8 0 0 - 5 2 3 - 2 4 2 7

TAPERED BEAK PROFILE

AGGRESSIVE SERRATIONS

IMPROVED APICAL GRIP

LIGHTWEIGHT DESIGN

SLEEK DURABLE FINISH

ATRAUMATIC

EXTRACTION

INSTRUMENTS OF THE BETTER GRADE

Category:
ORAL SURGERY & IMPLANT 
HAND INSTRUMENTS

2008 2009 2010 2011 2012 2013 2014
2015

Product:
PROXIMATORSTM

SPADE PROXIMATOR
™

AETRANOX
™

 EDITION

ROBA FORCEPS

INCISE THE 
LIGAMENT SMOOTHLY

EXTRACT THE 
TOOTH EFFICIENTLY

PRESERVE THE 
SOCKET COMPLETELY

EASY ACCESS 

TO THE APEX

EXR2007AE

Proximators
™

17.007.05

"I have been using the AETRANOX Forceps in my office for 3 years now and can say 

without hesitation they are the best Forceps I have ever used. The ROBA beaks grip 

tooth structure securely, which imparts great confidence when extracting any tooth. 

The ergonomics feel comfortable in your hand and the weight is light, yet strong. 

Fit and finish is second to none, which I have come to expect from any Karl Schumacher 

product. If you extract teeth in your practice on a regular basis, these are a must have."  

-Sean T. McCauley, DMD

"No instrument or technology has 

benefited my practice more than the 

Proximator. I call them my "jewels" 

and they have made me a much 

better oral surgeon. They allow me 

to use the drill less and cause much 

less surgical trauma. I can do 

extractions in less time, therefore 

giving me the ability to see more 

patients. It's the instrument I've been 

looking for my entire career." 

-Robert G. Zborowski, DDS

Discount15%
for new KARL SCHUMACHER

CUSTOMERS

Promo Code: DPRNC15
Interested?  Circle Product Card No. 101

http://www.karlschumacher.com/
http://www.karlschumacher.com/
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DR. MATTHEW GIUNTA

MX2 motor and the EVO 15 1:5 

handpiece, after trying multiple 

handpiece brands.

THE PROBLEMS:  
Different dental procedures 
require different handpiece 
speeds. Also, all mouths are not 
the same size. A dentist needs 
a handpiece that can reach all 
teeth and is lightweight for easy 
operation by the dentist.

THE SOLUTIONS: 
Using Bien-Air’s EVO.15 contra-
angle and the MX2 motor to 
allow the dentist options in how 
to approach different dental 
procedures and for optimal 
patient comfort.

“When you are going into deep 

decay, close to the nerve, you need a 

slow hand. You can get down to 500 

rpm and have fi ne control and avoid 

pulp exposure,” Dr. Giunta says. He 

adds that it’s the fi rst micromotor 

that he’s used that had a touchpad 

and again he appreciates the options 

regarding speed. The touchpad 

also provides the option of storing 

settings that a dentist uses and in a 

practice with more than one dentist, 

multiple settings can be stored.

“You can have 200,000 rpm 

all the way down to 500 rpm, an 

exclusive feature to Bien-Air’s MX2 

system,” says Dr. Guinta, whose 

family practice includes his father, 

a dentist involved in sleep dentistry, 

and his wife, the offi ce manager. “It 

works great on all materials. It’s a 

nice feature to have and you can do a 

very nice polish of composites.”

Dr. Giunta, a graduate of the 

University of Florida School of 

Dentistry, says the MX2 reduces 

vibration to the patient and reduces 

chatter which is important to proce-

dures such as cutting crowns. Also, 

Bien-Air’s MX2 motor has the high-

est advertised torque, 3.5 Ncm, and 

will never stall.

He also likes the water ports on 

the MX2 and how they deliver water 

during a procedure. There are four 

different water ports that can pro-

vide both high or low-water cooling.

“I have always been happy with 

the water fl ow. It adequately cools 

the tooth every time,” he states.

The EVO.15 just became part of the 

practice this summer and the reduced 

weight and the length of the handpiece 

make procedures easier according to 

Dr. Giunta.

“You can get to back molars much 

easier, especially with patients with 

smaller mouths,” he says.

Dr. Giunta adds he never had a 

problem with his previous hand-

pieces overheating. However, this 

became a concern of public health 

offi cials after patients were burned 

on the inner check after contact, no 

matter how brief, with an instru-

ment’s push-button and the patient’s 

inner-cheek, causing the instrument 

to overheat.

Bien-Air developed the EVO. 

15 to prevent this and it has been 

proven never to exceed body tem-

perature thanks to the patented 

COOLTOUCH+™ heat-arresting 

technology, constructed of a ceramic 

push button. This is different than 

other heat reducing/heat sensing 

technology—this is a heat arrest-

ing technology, preventing the heat 

from even being produced in the 

handpiece. 

Bien-Air’s EVO.15 contra-angle 

and the MX2 brushless micromotor 

allow Dr. Giunta and dentists around 

the world the ability to adapt to differ-

ent situations as they do a variety of 

procedures. Dr. Giunta also comments 

on Bien-Air’s LED, the brightest in the 

industry, 38,000 LUX, saying the light 

is “great and real bright.”

Additionally, the MX2 LED 

motor is exceptionally stable and 

powerful. It is effective at low 

speeds (as low as 100 rpm), due to 

the Smart-Logic electronic control. 

The unit is also 30 percent shorter 

and 23 percent lighter when used 

with the new Bien-Air Micro-Series 

Instruments. 

IMPROVED 
OPTIONS, PATIENT 
COMFORT 
DELIVERED 

DR. MATTHEW GIUNTA, owner of 

Giunta Dentistry in Tampa, Florida, 

knows that one speed does not fi t 

all for different dental procedures. 

That’s why he likes Bien-Air’s MX2 

motor which he has been using for 

three years. Dr. Giunta has found 

that using Bien-Air products has 

helped him with effi ciency as well as 

with resolving problems. Here, the 

third-generation dentist explains 

the benefi ts he realizes by using the 

How using the MX2 Motor system 
and EVO 15 1:5 Handpiece helps this 
dentist solve problems. [ by D.J. Wanberg ]

http://www.dentalproductsreport.com/
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One clinician talks about his experience using Dentatus 
ANEW, a narrow-body implant system designed to 
work when other options won’t.  [ compiled by Paul LaTour ]

“... I realized this  implant 
was just what I needed”

ANEW narrow-
bodied implants
Dentatus ANEW is a narrow diameter 

implant system that can grow with you: 

from overdentures, to single tooth, to 

full mouth reconstruction. Whether you 

place implants yourself or refer them to 

a specialist, Dentatus ANEW offers the 

versatility to ensure that your patients 

can benefit from the treatment they 

deserve.

Dentatus

800-323-3136  |  dentatususa.com

CIRCLE RS #83

I
n this installment of “I Use 

That,” we asked Dr. Peter 

Karsant about his use of Den-

tatus narrow diameter implants. 

With a thriving practice in 

a middle-class neighborhood 

of San Francisco, Dr. Karsant 

treats patients ages two to 102, 

many of whom are in their 90s. 

Narrow diameter implants are a 

cost-effective solution for older 

patients.

Dr. Karsant believes the 

implants have changed his 

patients’ lives.

What Dr. Karsant says about 
ANEW narrow body implants 
by Dentatus 
I use ANEW in my practice on 

a daily basis in both the upper 

and lower arch anteriorly and 

posteriorly for fixed or remov-

able patients with a 98 percent 

success rate. Narrow diameter 

implants are implants, and once 

they integrate, your body can’t 

tell the difference between a 

regular diameter implant and a 

narrow diameter implant. The 

results have been no different 

than the results I have gotten 

with regular diameter implants, 

but narrow diameter implants 

are minimally invasive and 

reduce procedure times, which 

is very attractive to my older 

patients. I can help my patients 

who would have otherwise fore-

gone treatment.

What I like best about the 

ANEW implant is the ability to 

change the abutment heads just as 

you would for regular diameter 

implants. These implants are 

less expensive for the dentist, 

require no special surgical motor 

and I pass that savings onto the 

patients. All patients love the cost 

savings and the end result. Ben 

Grieve, the national sales repre-

sentative for Dentatus, is always 

Also available from these 

and other fi ne dental dealers:

Distributed by Practicon, Inc.

For dealer inquiries call 1-866-429-4902 

Cool Cassette® instrument 
containers are cooler, safer, 
lighter, quieter than metal—
and less expensive!

Our smooth, soft-touch Cool Cassettes 

will change the way you feel about 

instrument cassettes—literally! 

%�  Cooler—Solid silicone construction 

dissipates heat faster than steel for 

faster removal from the autoclave.

%� Safer—No sharp edges that can tear 

gloves and pouches, or injure hands.

%� Quieter—No metal surfaces to create 

noise, scratch instruments, or mirrors.

%� Lighter—10% lighter weight than 

equivalent steel cassettes.

%� Lower cost—Cost about 40% less 

than equivalent steel cassettes.

Three colors

and sizes!

BUY 4

Get
 One

FREE

Clean Green

True Blue

Pure Purple

Interested?  Circle Product Card No. 84

http://dentatususa.com
http://www.practicon.com/
https://www.darbydental.com/home/default.aspx
http://nashvilledental.com/
http://benco.com
http://www.dentalproductsreport.com/
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available to answer questions, as 

are the people in the main office 

in New York. Everyone is readily 

available and questions are han-

dled immediately. This system is 

very easy to navigate for both the 

dentist and the dentist’s lab.

I learned to place implants 

after graduation through the 

University of Pacific (UOP) Larry 

Lum implant study club. When I 

was teaching pre-clinical remov-

able at UOP, Dr. Gene LaBarre 

and I started a narrow diameter 

implant continuing education 

course. We were teaching the 

ATLAS by Dentatus and after 

finishing my part of the lecture 

I stepped out into the lobby to 

think about a difficult case I had 

before me.

The patient could not wear a 

partial lower denture and had 

failing bridgework. He would 

not do a bone graft and did 

not have sufficient width for a 

regular diameter implant. When 

I stepped into the lobby, the Den-

tatus representative asked me if 

I had seen their ANEW implant, 

which I had not. Once I saw it, 

I realized this  implant was just 

what I needed for my patient. 

I purchased the kit on the spot 

and placed my first two ANEW 

implants shortly thereafter, one 

in the second bicuspid and one 

in the first bicuspid on the man-

dible. They were a lifesaver and 

the case has been in function now 

over seven years as a roundhouse 

lower.

Unpacking the benefits 
of using narrow diameter 
implants 
Narrow diameter implants, 

which were introduced in the late 

1990s, present a cost-effective 

alternative to larger implants, 

particularly when there is limited 

interdental space or where bone 

grafting would be required. 

Narrow diameter implants 

are particularly beneficial for 

older patients who, despite hav-

ing financial resources, tend to 

be conservative about how they 

spend money and care very much 

about wanting to limit the num-

ber of dental visits that treatment 

requires.  

Interested?  Circle Product Card No. 85

Verifying the content of 
every case has never 
been easier.
More than 50 leading producers and 
suppliers of dental restorative materials 
now back up the quality, integrity and 
value of their products with certificates 
from the IdentAlloy/IdentCeram Council.

Provided free to labs and dentists, 
IdentAlloy and IdentCeram certificates confirm the 
composition and ADA classification of the restorative 
materials you’re using with patients. 

Remember to ask your lab for the certificate attesting to the
content of every case you order. Show the certificates to your
patients. Keep them on file. And use them to make your own
commitment to quality a matter of record.

Find out if the restorative materials you rely on are certified 

IdentAlloy.org/verify

� The IdentAlloy/IdentCeram Certificate Program 

�

4 reasons 
to use 
DryDent® Sublingual

#2
Dry Dentistry
DryDent Sublingual absorbing properties collect 
saliva quickly, providing an optimal dry area for 
a successful treatment every time.

#3
Soft and Gentle
DryDent Sublingual reduces the swallowing 
reflexes due to its smooth comfortable 
designed which provides maximum patient 
comfort.

#4
Improved Comfort
DryDent Sublingual improves patient comfort 
when noisy and painful saliva ejectors can be 
placed over the DryDent rather than over soft 
tissue.

#1
The First Sublingual
Super Absorbent
DryDent Sublingual is the only super absorbent, 
designed to collect unwanted moisture under 
the tongue.

Call us today!
Samples available.                                 
infousa@directadental.com

Available through your favorite dealer.

DIRECTA INC
64 Barnabas Road, Unit 3
Newtown, CT 06470
203.491.2273

Interested?  Circle Product Card No. 80

http://directadental.com/
http://directadental.com/
mailto:infousa@directadental.com
http://IdentAlloy.org/verify
http://IdentAlloy/IdentCeram
http://www.dentalproductsreport.com/
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EARLIER THIS YEAR, Dr. Alan Young 

decided to make the switch to Mr. 

Thirsty One-Step from Zirc. He saw 

the product at the CDA meeting in 

Anaheim, California and knew it 

was something he wanted to incor-

porate into his periodontal practice 

in Garden Grove, California. 

Before he found Mr. Thirsty One-

Step, Dr. Young used an isolation 

device that required a proprietary 

hose and came as sterilizable units 

that were actually pretty diffi cult to 

sterilize—two challenges he doesn’t 

have to worry about with Mr. 

Thirsty One-Step. This is a dispos-

able, hands-free isolation device that 

requires no maintenance and can 

be used with his existing hosing and 

HVE system. 

What Dr. Young has to say about 
Mr. Thirsty One-Step 
This device keeps the fi eld dry with-

out additional suction and just does 

a good job. The mouth block helps 

patients maintain their position and 

can be adjusted—which is one of 

the best things about Mr. Thirsty 

One-Step. You’re basically using 

one unit for each patient, so if you 

need to adjust it you can. It’s dispos-

able, so you’re just going to throw 

it away any way. I’d also have to 

throw the other unit away if I made 

adjustments, but that unit wasn’t 

disposable. 

Mr. Thirsty offers tongue retrac-

tion, cheek retraction and suction, 

all in one unit, so you’re not pulling 

on the patient’s cheek as much. It’s 

more of a gentle motion. The bite 

block gives you access, so you don’t 

need to worry about patients closing 

and it offers constant suction. Even 

with saliva ejectors you can miss and 

have to adjust. So it’s inexpensive, 

disposable and uses your existing 

hose and equipment. 

How it benefi ts his team 
members
Mr. Thirsty One-Step makes you 

more effi cient and, if used in the 

right way, it can free up the assis-

tant’s job to suction or to retract. 

Mr. Thirsty eliminates that because 

it does the retraction and the vacu-

uming for you. My assistant likes it 

because if I’m using it, she doesn’t 

have to do half the things I usually 

need her to do. There’s always some-

thing that can be done in the dental 

offi ce, and this frees up the assistant 

for other tasks. 

This product also offers a big 

benefi t for hygienists. This is a 

wonderful product for them. Most 

hygienists don’t have an assistant, so 

Mr. Thirsty One-Step makes their 

job easier. They have visibility. They 

have suction. They can use it for root 

planing and don’t have to keep ask-

ing the patient to stay open. 

His favorite features 
Cost is the main benefi t, and I also 

like the fact that it’s disposable. 

Another big selling point is the abil-

ity to use existing high-speed tub-

ing, which wasn’t the case with the 

product I used before. It’s a really 

good, inexpensive, reliable aid that 

frees up your assistant and gives you 

access and a clean fi eld.  

How this isolation device makes periodontist Dr. Alan 
Young more effi cient.  [ by Renee Knight, contributing writer ]

Mr. Thirsty One-Step 
from Zirc 

DR. ALAN YOUNG 

Mr. Thirsty® One-Step
This device retracts, isolates and evacu-

ates while providing an unobstructed 

fi eld, creating the ideal intraoral work 

environment. Hands-free isolation 

means you don’t need to stop repeat-

edly to use the saliva ejector. With the 

time savings, users have the freedom 

to perform additional tasks, increas-

ing effi ciency and productivity. Mr. 

Thirsty One-Step has two sizes and is 

100-percent disposable, eliminating any 

post-procedure processing. Mr. Thirsty 

One-Step acts as a shield to the airway. 

The bite block allows the jaw to rest while 

keeping the mouth open.

Zirc Company

800-328-3899   |  zirc.com

CIRCLE RS #87

http://zirc.com
http://www.dentalproductsreport.com/


                  Coupler 
The Greatest Advancement 

in Handpiece Technology in 40 Years

These self-contained LED couplers let you upgrade to 

fiber optics or expand/fix/replace your fiber optic system.

Tel 800-210-8945   www.johnsonpromident.com   info@johnsonpromident.com

*No implication is made that any of these products are original factory products or that any of the companies endorse our products. 

Midwest® is a registered trademark of Dentsply International. Star® is a registered trademark of DentalEZ.

The patent pending PrometheusTM Coupler provides bright LED light without the need or cost of traditional fiber optic 

systems. Simply connect the corresponding PrometheusTM Coupler to your favorite fiber optic handpiece (Star®, Kavo, 

NSK, Midwest® or fixed back) and eliminate the power supply, fiber optic hoses and installation. Enjoy bright LED light 

instantly for about the same price as a standard quick disconnect coupler.

For Kavo

For Star 

For NSK 

Adapt 4 to 5 Hole/

Adapt 2 to 5 Hole 

 ONLY
$349
1 Year Warranty

Interested?  Circle Product Card No. 88

http://www.johnsonpromident.com/
http://www.johnsonpromident.com/
mailto:info@johnsonpromident.com


changing the game with

major league savings

Don’t miss the Midmark Operatory 
Promotion going on now through 
December 31, 2016! 
 
Ask your dealer or Midmark representative how to SAVE 25%  
on select operatory equipment.

*Options, upholstery and accessories qualify for promotional discount.

Questions regarding the promotion, contact 1-800-MIDMARK ext. 107575.  
midmark.com/DPRsept

chair and delivery*

UltraTrim® or UltraComfort® Chair when purchased with a delivery  

system. Asepsis 21® Delivery System* when purchased with an  

UltraTrim® or UltraComfort® Chair. 

light
Halogen Light when purchased with an UltraTrim® or UltraComfort®  

Chair and a delivery system. The light does not need to be chair mounted  

to be included in discount.

stool
Dentist or Assistant Stool when purchased with an UltraTrim®  

or UltraComfort® Chair and a delivery system.

Midmark Corporation, Dayton, OH.
Interested?  Circle Product Card No. 89

http://midmark.com/DPRsept
http://midmark.com/DPRsept
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TECHNOLOGY EVANGELIST

TECH UPDATES

TIPS & TRICKS

DIGITAL MARKETING

INNOVATION IN ACTION

      TIPS & TRICKS

HOW TO SUPPORT YOUR 
STAFF WITH PRACTICE 
MARKETING SOFTWARE
Practice marketing software can help 
automate many office processes, 
making life easier for your staff.

      DIGITAL MARKETING

THE NEW FACEBOOK 
BUSINESS PAGE 
Facebook has implemented 
changes for business pages—but 
what does that mean for your 
practice? 

      TECH UPDATES

THE IMPORTANCE OF 
SOFTWARE PATCH 
MANAGEMENT
Security is crucial in avoiding 
HIPAA violations, and updated 
software patches can be critical in 
ensuring your systems are secure.

84   

[ IN THIS SECTION ]

86

89

The threats are changing, making  

security in the dental practice all 

the more critical. More on page 82

IN THE DENTAL PRACTICE

SECURITY

[ WEB EXCLUSIVES ]

Think you can’t be a victim of a ransomware attack? Think again. Underestimating 

the dangers of ransomware could have big consequences. by Steven W. White 

 http://bit.ly/2bgCdHK

While you work hard to build up your practice, you must work even 

harder to maintain its reputation. by Dr. Nichole DeMars, DDS

 http://bit.ly/28HTO2W

4 things you need to know about the dangers of 
ransomware

How to use technology to manage your pratice’s 
reputation

Digital photography can be a valuable resource in opening up new 

channels of communication with patients. by Kim Dickinson

 http://bit.ly/2bjO72e

The benefits of digital photography in 
case presentation

Log on to DentalProductsReport.com for up-to-date product 
news and our exclusive content

ADDITIONAL CONTENT ONLINE

THE IMPORTANCE OF

http://bit.ly/2bjO72e
http://bit.ly/2bgCdHK
http://bit.ly/28HTO2W
http://www.dentalproductsreport.com/
http://www.dentalproductsreport.com/
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Continued from cover ... practices 

from analog to digital, we’ve seen 

some incredible advantages in speed 

and effi ciency. Unfortunately, along 

with those benefi ts we’ve also been 

confronted with a series of risks that 

exploit those same technological 

advances.

In the early days of our techno-

logical revolution, the biggest digital 

outside threat came from recre-

ational hackers. These were almost 

always technology lovers who were 

breaking into systems for the thrill 

and also just to see if they could do 

it. The concept of stealing data or 

damaging the victimized system 

were rarely considered. Instead, 

this was about bragging rights and 

adrenaline rushes.

However, as with most things 

in our world, at some point along 

the journey, crooks came up with a 

way to make money from it. In the 

early 2000s, a new term began to 

be heard in security circles and then 

the term spread into use by the gen-

eral public. Identity theft became 

an incredibly hot topic as more and 

more people became victims of it 

and criminals kept fi nding better 

and better ways to pull it off.

So, how does all of this affect 

us in healthcare? In simple terms, 

the more information criminals 

can gain about an individual, the 

easier identity theft is to accom-

plish. Because of that simple fact, 

healthcare records, with all of the 

info they contain, are the most 

sought-after pieces of data by those 

committing identity theft. I’ve been 

told by some folks in the security 

fi eld that stolen credit card data is 

frequently sold for a dollar or less, 

while a single healthcare record can 

go for $15-20.

This means that those of us in 

charge of patient data need to be 

extremely cautious with it and 

make sure that it is as safe as we can 

make it. The days are gone where 

hackers were trying to break into a 

system for bragging rights or just to 

see if they could. According to the 

Identity Fraud Study, released by 

Javelin Strategy & Research, it was 

estimated that $15 billion was stolen 

from 13.1 million U.S. consumers 

in 2015. Nowadays, hacking and 

stealing confi dential data is very big 

business. 

Let me give you an example:

Three to four months ago 

(roughly May to June 2016 from 

what my research indicates) four 

large healthcare fi rms had their 

systems breached by a sophisticated 

hacking group. This group, who 

used the online handle thedark-

overlord, used a very sophisticated 

hack to gain access to these systems. 

Once access was gained, thedar-

koverlord downloaded databases 

that contained patient demographic 

information as well as information 

classifi ed as private by HIPAA.

The number of individuals who 

had their data compromised are as 

follows:

` Organization #1

48,000 patients

` Organization #2

210,000 patients

` Organization #3

397,000 patients

Each organization was contacted 

by thedarkoverlord and attempts 

were made to even contact each 

member of the company’s Board 

of Directors. The hackers stated 

publically they were willing to 

explain how they got into the system 

and to return the copied data if 

the companies involved paid a fee. 

The companies did not respond 

and the hackers put the data up 

for sale on the Internet with prices 

for the databases ranging between 

$100,000-$395,000.

A few days later, thedarkoverlord 

announced another data breach 

from a fourth company (a health 

insurer) of 9.3 million patient 

records. The same scenario unfolded 

and the database was priced for 

online purchase for $485,000.

Has anyone purchased these 

databases? It’s hard to say. It’s likely 

the hackers won’t be talking about it 

and the same goes for any criminal 

group who purchased them. Why 

draw attention to yourself from law 

enforcement?

The main takeaway here is to safe-

guard your data. With healthcare 

records being worth so much on the 

illegal market, we are going to con-

tinue to be targets. Private practices, 

of course, won’t be storing millions 

or hundreds of thousands of records, 

but we still are keeping records that 

have a good amount of value to 

those looking to steal identities.

Talk to your IT folks and make 

sure you have your network as 

secure as they can make it. The best 

offense is a good defense.

The ransomware threat
If you haven’t heard of ransomware 

yet, you will. In the most simple 

terms, it is either a virus-type pro-

gram that gets on your computer 

the same way a virus does or the 

program is placed there by a hacker 

who breaks into your computer or 

network and installs it.

That means the standard prob-

lems of opening an infected email, 

running a malicious program that 

you think is safe, using a jump drive 

that infects your computer in the 

background, etc., are all ways you 

can end up with a ransomware 

problem.

The ransomware program 

encrypts the hard drive of the com-

puter it is installed on. When the 

computer is started, all the user sees 

is a screen that tells the user how to 

contact the criminal in charge of 

the ransomware. This person wants 

money and will hold your data hos-

“      According to the 
Identity Fraud Study, 
released by Javelin 
Strategy & Research, 
it was estimated that 
$15 billion was stolen 
from 13.1 million U.S. 
consumers in 2015. 
Nowadays, hack-
ing and stealing 
[...] data is very big 
business.”
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tage until they get what they want.

If you are lucky, the scammer will 

get their money, give you a password 

that restores your hard drive, and 

all is well. However, in many cases 

the money is taken and nothing ever 

happens past that. No password or 

instructions … nothing. Basically 

the computer owner is left hung out 

to dry and ends up having to refor-

mat their computer.

Ransomware is becoming more 

and more common and it is espe-

cially happening more in healthcare. 

According to a recent threat report 

by Solutionary’s Security Engineer-

ing Research Team, in the second 

quarter of 2016, 88 percent of all 

ransomware attacks targeted hospi-

tals. They also claim that 94 percent 

of the attacks in the healthcare sys-

tem were linked to the same ransom-

ware program called CryptoWall.

So, how do you fight this threat? 

The first way is to not be fooled 

into running anything that can 

infect your computer or your office 

network. The second way is to have 

a vigorous and robust backup and 

recovery process.

In addition to utilizing USB por-

table hard drives and large capacity 

jump drives, I highly recommend 

using a system called DDS Rescue.

DDS Rescue is a self-contained 

computer that is shipped to your 

office and plugs into your network 

via standard network cabling. A 

program is then installed on your 

server that allows the DDS Rescue 

system to see the server on the net-

work and connect to it.

The DDS Rescue system creates 

multiple bootable backups of your 

data onsite. However, that’s only 

half of the amazing part. The other 

half is that these same bootable 

backups are uploaded to the cloud 

and stored in a secure server farm.

If a disaster ever befalls your 

office, these bootable backups can 

be accessed, giving you access to 

your data.

Since DDS Rescue creates a 

backup once every hour, if you ever 

are unlucky enough to face ransom-

ware you can recreate your data 

with minimal downtime. I know of 

several offices that have been saved 

from ransomware by DDS Rescue 

the system is running in my office as 

I type this.

Security requires professionals
We are now at a point in the digital 

evolution that we must have IT 

professionals whose job is to make 

sure our networks and data are safe. 

In the same way that we don’t want 

patients diagnosing and treating 

their dental problems, IT pros don’t 

want dentists trying to configure 

and protect their IT infrastructure.

In order to keep things safe and 

HIPAA compliant, you need a good 

IT company.

Also, should you ever have the 

disaster of a security breach, here 

are a couple of recommendations to 

help you. Before disaster strikes, talk 

your insurance professional about 

coverage called “Data Compromise 

and Identity Restoration.”

Data compromise is coverage for 

data that is breached that impacts 

a customer. Identity restoration is 

for helping to deal with the impacts 

on the practice. They are separate 

endorsements but sold as a pack-

age. My current cost for these two 

products is $157 per year and I sleep 

much better knowing those policies 

are in place.

Security is serious business
It’s important that we take the nec-

essary steps to make sure we are pre-

pared for any type of outside attack 

before they take place. By thinking 

things through and having profes-

sionals on your team that can help 

when disaster strikes, you’ve already 

won half the battle. Remember, just 

because you’re paranoid doesn’t 

mean they’re not out to get you! 

Visit us at www.jsdental.com
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P
utting the work into market-

ing your practice can seem 

daunting and unfamiliar, but 

the truth is you need to commit to 

this strategy. Today, a patient can 

walk down the street and find a new 

dentist who is promoting him or 

herself, talking about the latest and 

greatest they have to offer. Chances 

are, you’re already offering much of 

what patients want and you simply 

need to get the word out. 

I have used a practice marketing 

system called RevenueWell from Pat-

terson Dental for the last two years 

and have seen an increase in office 

efficiency and an ability to reach 

patients in ways we hadn’t been able 

to previously.

Re-tool your technology
We all understand the importance of 

technology. It helps run our practices 

in more ways than we could imag-

ine—technology processes payment, 

schedules visits, follows up with 

patients, streamlines communication 

between team members and ensures 

we have all data in place. One of the 

biggest issues for any company is when 

different technologies don’t sync up. 

For example, if we have one system 

that houses our patient files but it 

doesn’t talk to our imaging system, 

it can be hard to coordinate the two 

technologies during a patient’s visit. 

One thing I always look for is 

technology synchronization. My 

practice marketing software auto-

synchronizes with my practice man-

agement system, Eaglesoft, so I can 

market my practice and track new 

visitors as a result of my marketing 

campaigns very easily. For example, 

I have implemented a few marketing 

campaigns at my office when I have 

wanted to offer a special service, 

like teeth whitening, and can easily 

see what patients I bring in from the 

promotional strategies surrounding 

the programs being implemented 

through RevenueWell. I can see who 

clicks on the Facebook links that 

RevenueWell sets up, or who opens 

and responds to the promotional 

emails I send out through the system. 

Communication coordination
Your staff is a huge asset to your prac-

tice. They are the first impressions 

for your office as they greet people at 

the door or communicate with your 

patient prior to a visit. However, 

your office team can get easily over-

whelmed with the amount of commu-

nication that is sometimes needed to 

secure, confirm and remind patients 

of upcoming appointments. With our 

practice marketing system, we have 

been able to reduce the amount of 

phone calls we need to make in order 

to confirm appointments. 

Even better, our practice market-

ing system offers the ability to send 

mass email and text confirmation, 

further reducing the time my staff 

needs to spend on the phone making 

multiple reminders. 

All in all, this coordination between 

the technology systems in place at my 

practice has improved our scheduling 

process and created multiple efficien-

cies along the way. We can easily 

attract new patients through market-

ing campaigns and confirm their 

appointments in a single, synchronized 

step. This saves time for my office staff 

and helps to unify our systems.  

ABOUT THE AUTHOR
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to incorporate Schick 33 sensors and 

Digidoc intraoral cameras. 

Using technologies that don’t sync together in your dental 
practice could be very detrimental to practice success.  
[ by Dr. Travis Evans ]

How to synchronize 
technology to promote 
your practice 
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I
n our column last month we 

discussed several updates related 

to Facebook, including the News-

feed algorithm for getting seen, and 

a new search feature being tested. 

This month we are continuing with 

Facebook since they just rolled out a 

big new change.

Have you looked at your Face-

book business page lately? If not, 

you should take a look. Facebook 

quietly rolled out a new business 

page design that will impact the 

layout of your page. It is essential 

practices keep up with the constant 

changes in social media, and this 

is the latest example of why people 

need to stay on top of their social 

media marketing efforts.

Think of Facebook as one of the 

doors to your practice. When poten-

tial and current patients are visiting 

your page, it’s important for them 

to see the best possible reflection of 

your practice. Staying current on 

the updates, ensuring you’re imple-

menting any necessary changes, and 

working with new tools to increase 

patient conversion can help boost 

your practice above the competition.

We have outlined the latest 

changes below, and offered some 

suggestions on how best to use them 

to your advantage. 

Logo
The practice logo used to sit on 

top of the cover image and it was 

always tricky to create cover images 

that integrated nicely with the logo 

placement. No more! Now your 

logo stands alone in the upper left of 

your business page. Likely you won’t 

need to make any changes to the logo 

section on your page since the image 

size has stayed the same. 

Cover image
Now that the logo has its own area 

you have additional creative space on 

the cover image. This image helps tell 

the story of your practice. You might 

want to use an image of the front 

of your office, a full staff picture, 

highlight an award you’ve won, or 

use something similar that speaks to 

your brand. The cover image is the 

same size as before, but now that the 

logo has been moved you’ll want to 

redo this image to take advantage of 

the extra space.

Tabs
The tabs have moved from under 

the cover image to the left column. 

The good news is that you can now 

add even more tabs to your pages. 

You can create tabs for reviews, 

contests, events, etc. If you’ve cre-

ated tabs in the past, you might 

want to take a few minutes to clean 

up the tabs that are listed. If there 

are tabs that are no longer relevant, 

delete them.

Page interactions
These buttons are now far more 

prominent to the page. Like, mes-

sage, share, etc. are easier for your 

patients to see and interact with so 

you don’t need to take action in this 

section.

Call-to-action button
This is one of the most important 

areas of your page. The call-to-

action button has changed position 

and gotten bigger which makes it far 

more visible. That’s good news for 

lead conversion. 

You’ll want to spend time making 

sure the correct call-to-action button 

is implemented for your page. You 

can choose between “book now,” 

“call now,” “shop now,” “watch 

video,” “request appointment,” 

“send email” and a few more. We 

suggest using “call now,” “request 

appointment” or “book now” for 

the best results. 

Search posts
It’s now possible to search posts 

from a business page. Searching in 

this box only returns results from 

the business page the patient is on. 

You won’t need to take any action 

here but it’s good to know that your 

posts will have a “life” online and 

Facebook has implemented changes for business 
pages — but what does that mean for your practice? 
[by Ian McNickle, MBA and Dr. Lou Shuman]

The new Facebook 
business page 
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could be visible for a longer period 

of time now that people can search 

for and find them.

About section
The About section used to be a tab 

under the cover image but in the new 

layout it is in its own section on the 

right. This allows your information 

to have increased visibility on the 

page. As long as your about informa-

tion is up to date you won’t need to 

take any action. If your information 

is outdated though, it’s a good time 

to clean it up.

These changes all lead to a cleaner, 

more organized business page with 

a much stronger focus on the call-to-

action button and therefore increas-

ing your new patient lead conversion.

As an aside, with the newsfeed algo-

rithm changes Facebook has recently 

made, we strongly suggest you 

formulate a post that instructs your 

followers how to always make sure 

your posts show in their newsfeed. 

By hovering over the “Like” button, 

your patients can select “See First.” By 

making this selection, they will always 

see your updates in their newsfeed.

Stay tuned for future topics that 

will include social media trends, 

SEO (search engine optimization) 

strategies, PPC (pay-per-click) best 

practices, online reputation manage-

ment and more.
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“   It is essential that 
practices keep up 
with the constant 
changes in social 
media, and this is 
the latest example 
of why people need 
to stay on top of 
their social media 
marketing efforts. ”
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I
n previous articles in this series, we 

have explored many of the HIPAA 

rules and regulations that affect 

dental practices. While many of these 

involve areas familiar to dentists, such 

as data backup and antivirus soft-

ware, a number are less well-known, 

but just as critical. One of these is 

something called patch management.

You won’t find the words “patch 

management” in the HIPAA Security 

Rule, but given recent action taken 

by the U.S. government agency that 

enforces HIPAA compliance, it’s 

there. The Department of Health 

and Human Services (HHS) Office 

of Civil Rights (OCR) settled with 

a community behavioral health 

organization in December 2014 

concerning potential HIPAA viola-

tions which surfaced as a result of the 

OCR’s investigation of a breach of 

electronic protected health informa-

tion (ePHI) that was reported to HHS 

by the organization in March 2012.

The press release announcing the 

settlement included a quote from 

OCR Director Jocelyn Samuels 

who stated, “Successful HIPAA 

compliance requires a common sense 

approach to assessing and addressing 

the risks to ePHI on a regular basis 

… this includes reviewing systems 

for unpatched vulnerabilities and 

unsupported software that can leave 

patient information susceptible to 

malware and other risks.”

The basic premise of patch man-

agement is that dental offices are 

usually running a multitude of soft-

ware programs. This includes your 

Windows operating system, your 

browser, Adobe products like PDF 

viewer, Office and numerous other 

systems. Unfortunately, these prod-

ucts tend to ship with security holes, 

and as new holes are discovered, the 

company will provide updates or 

“patches” to fix these security holes. 

This is a constant battle between 

the software developers and the 

people who look for security holes 

to exploit; many times, patches are 

released on a weekly basis!

While some products, like Win-

dows, can be set to install and update 

their software automatically, others 

do not. And, even with the ones 

that can, it’s often not prudent to 

install untested patches right away. I 

often suggest waiting a week or two 

to ensure that the bugs have been 

worked out.

This is where the concept of patch 

management comes in. Sure, you 

Security is crucial in avoiding HIPAA violations, 
and updated software patches can be critical in 
ensuring your systems are secure. [ by Dr. Lorne Lavine ]

The importance 
of software patch 
management
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could pay your IT company to log 

on to each and every computer on a 

weekly basis to search for and apply 

patches to every software system 

on the computer… but this will be a 

very expensive undertaking. Instead, 

there is a whole class of software 

called Managed Services that can 

automate this process for you.

While the software will install 

and update software on the schedule 

you dictate, it can also handle many 

other functions that may not neces-

sarily be a HIPAA rule. For example, 

many of then include alerting: they 

can send an alert to you and/or your 

IT company if there’s a problem, 

such as a corrupted hard drive, 

incorrect password entered, virus, 

etc. These software programs can 

also do things like defragment the 

hard drives and clean out temporary 

internet files and other functions.

Many IT companies, including 

mine, offer patch management ser-

vices. Dentists should take the time 

to evaluate their options and decide 

on the best way to keep their patient 

data safe and secure. 
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“     Sure, you could 
pay your IT com-
pany to log on to 
each computer 
on a weekly basis  
to search for and 
apply patches 
to every software 
system on the com-
puter... but this will 
be an expensive 
undertaking.”
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- Dental Business School

Call: 704-766-0025

Web: TheNashInstitute.com

Call for information on our 
buddy pass!

Interested?  Circle Product Card No. 96
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2% Xylocaine DENTAL with epinephrine 1:50,000 (Lidocaine HCl 2% and 
Epinephrine 1:50,000 Injection)

2% Xylocaine DENTAL with epinephrine 1:100,000 (Lidocaine HCl 2% and 
Epinephrine 1:100,000 Injection)

BRIEF SUMMARY (see Package Insert for Full Prescribing Information)

INDICATIONS AND USAGE
2% Xylocaine DENTAL solutions are indicated for the production of local anesthesia 
for dental procedures by nerve block or infiltration techniques. 

CONTRAINDICATIONS
2% Xylocaine DENTAL solution is contraindicated in patients with a known history of 
hypersensitivity to local anesthetics of the amide type or to any components of the 
injectable formulations.

WARNINGS
DENTAL PRACTITIONERS WHO EMPLOY LOCAL ANESTHETIC AGENTS SHOULD 
BE WELL VERSED IN DIAGNOSIS AND MANAGEMENT OF EMERGENCIES WHICH 
MAY ARISE FROM THEIR USE. RESUSCITATIVE EQUIPMENT, OXYGEN AND OTHER 
RESUSCITATIVE DRUGS SHOULD BE AVAILABLE FOR IMMEDIATE USE. 

To minimize the likelihood of intravascular injection, aspiration should be performed 
before the local anesthetic solution is injected. If blood is aspirated, the needle must 
be repositioned until no return of blood can be elicited by aspiration. However, the 
absence of blood in the syringe does not assure that intravascular injection will be 
avoided.

Local anesthetic procedures should be used with caution when there is inflammation 
and/or sepsis in the region of the proposed injection.

2% Xylocaine DENTAL solutions contain potassium metabisulfite, a sulfite that may 
cause allergic-type reactions including anaphylactic symptoms and life-threatening or 
less severe asthmatic episodes in certain susceptible people. The overall prevalence 
of sulfite sensitivity in the general population is unknown and probably low. Sulfite 
sensitivity is seen more frequently in asthmatic than in nonasthmatic people.

2% Xylocaine DENTAL solution, along with other local anesthetics, is capable of 
producing methemoglobinemia. The clinical signs of methemoglobinemia are 
cyanosis of the nail beds and lips, fatigue and weakness. If methemoglobinemia 
does not respond to administration of oxygen, treatment with a standard clinical 
regimen such as a slow intravenous injection of methylene blue at a dosage of 1-2 
mg/kg given over a 5 minute period is recommended.

The American Heart Association’s recommendations regarding the use of local 
anesthetics with vasoconstrictors in patients with ischemic heart disease: 
“Vasoconstrictor agents should be used in local anesthesia solutions during dental 
practice only when it is clear that the procedure will be shortened or the analgesia 
rendered more profound. When a vasoconstrictor is indicated, extreme care 
should be taken to avoid intravascular injection. The minimum possible amount of 
vasoconstrictor should be used.”

PRECAUTIONS
General: The safety and effectiveness of lidocaine depend on proper dosage, correct 
technique, adequate precautions and readiness for emergencies.  

The lowest dosage that results in effective anesthesia should be used to avoid high 
plasma levels and serious adverse effects. Repeated doses of lidocaine may cause 
significant increases in blood levels with each repeated dose due to slow accumulation 
of the drug or its metabolites. As tolerance to elevated blood levels varies with the 
status of the patient, debilitated, elderly, acutely ill patients, and children should be 
given reduced doses commensurate with their age and physical condition. 

If sedatives are employed to reduce patient apprehension, reduced doses should be 
used to avoid an additive effect of central nervous system (CNS) depression. 

Lidocaine should be used with caution in patients with severe shock or heart 
block or impaired cardiovascular function. Local anesthetic solutions containing a 
vasoconstrictor should be used with caution in areas of the body supplied by end 
arteries or having otherwise compromised blood supply. Patients with peripheral 
vascular disease or hypertensive vascular disease may exhibit exaggerated 
vasoconstrictor response. Preparations containing a vasoconstrictor should be used 
with caution in patients during or following the administration of potent general 
anesthetic agents, since cardiac arrhythmias may occur under such conditions. 

Cardiovascular and respiratory vital signs and the patient’s state of consciousness 
should be monitored after each local anesthetic injection. Signs and symptoms of 
depressed cardiovascular function may commonly result from a vasovagal reaction, 
particularly if the patient is in an upright position: placing the patient in the recumbent 
position is recommended when an adverse response is noted after injection of a local 
anesthetic.  (See ADVERSE REACTIONS.)

Small doses of local anesthetics injected into the head and neck area, including 
retrobulbar, dental and stellate ganglion blocks, may produce adverse reactions 
similar to systemic toxicity seen with unintentional intravascular injections of larger 
doses due to intra-arterial injection of the local anesthetic with retrograde flow to the 
cerebral circulation. Patients receiving these blocks should have their circulation and 
respiration monitored and should be constantly observed. 

Lidocaine should be used with caution in patients with severe hepatic disease; 
because of their inability to metabolize local anesthetics normally, they are at greater 
risk of developing toxic plasma concentrations.

Many drugs used during the conduct of anesthesia are considered potential triggering 
agents for familial malignant hyperthermia. Since it is not known whether amide-
type local anesthetics may trigger this reaction, and since the need for supplemental 

general anesthesia cannot be predicted in advance, it is suggested that a standard 
protocol for management should be available. 

Lidocaine should be used with caution in persons with a history of known drug 
sensitivities. 

Information for Patients: Patients should be cautioned to avoid inadvertent trauma to 
the lips, tongue, cheek mucosa or soft palate when these structures are anesthetized. 
The ingestion of food should therefore be postponed until normal function returns. 
The patient should be advised to consult the dentist if anesthesia persists or if a rash 
develops.

Clinically Significant Drug Interactions: 2% Xylocaine DENTAL solutions containing 
epinephrine or norepinephrine should be used with caution in combination with 
monoamine oxidase inhibitors, tricyclic antidepressants or phenothiazines as these 
drugs may produce severe prolonged hypotension or hypertension. 

Concurrent administration of vasopressor drugs and ergot-type oxytocic drugs may 
cause severe, persistent hypertension or cerebrovascular accidents. Concurrent use 
of `-blockers (propanolol, timolol, etc.) may lead to dose-dependent hypertension 
and bradycardia with possible heart block.

CARCINOGENESIS, MUTAGENESIS, IMPAIRMENT OF FERTILITY:
Studies of lidocaine in animals to evaluate the carcinogenic and mutagenic potential or 
the effect on fertility have not been conducted.

PREGNANCY:
Teratogenic Effects: Pregnancy Category B

There are no adequate and well-controlled studies in pregnant women. Animal 
reproduction studies are not always predictive of human response. General 
consideration should be given to this fact before administering lidocaine to women of 
childbearing potential, especially during early pregnancy.

Nursing Mothers: It is not known whether lidocaine is excreted in human milk. 
Because many drugs are excreted in human milk, caution should be exercised when 
lidocaine is administered to a nursing woman.

Pediatric Use: Dosages in pediatric populations should be reduced, commensurate 
with age, body weight and physical condition.

ADVERSE REACTIONS
Adverse experiences following the administration of lidocaine are similar in nature to 
those observed with other amide-type local anesthetics.  These adverse experiences 
are, in general, dose related and may result from high plasma levels, injection 
technique, volume of injection, hypersensitivity, idiosyncrasy, or diminished tolerance 
on the part of the patient.

CNS manifestations include lightheadedness, nervousness, apprehension, 
euphoria, confusion, dizziness, drowsiness, tinnitus, blurred or double vision, 
vomiting, sensations of heat, cold or numbness, twitching, tremors, convulsions, 
unconsciousness, respiratory depression and arrest. 

Cardiovascular manifestations are characterized by bradycardia, hypotension, and 
cardiac arrest. 

Allergic reactions include cutaneous lesions, urticaria, edema, anaphylactoid 
reactions, and dyspnea. 

Persistent paresthesias of the lips, tongue, and oral tissues have been reported with 
the use of lidocaine, with slow, incomplete, or no recovery. These post-marketing 
events have been reported chiefly following nerve blocks in the mandible and have 
involved the trigeminal nerve and its branches. 

You are encouraged to report negative side effects of prescription drugs to the 
FDA. Visit MedWatch at http://www.fda.gov/Safety/MedWatch/default.htm or call  
1-800-FDA-1088. 

OVERDOSAGE
Acute emergencies from local anesthetics are generally related to high plasma levels 
encountered during therapeutic use of local anesthetics or to unintended subarachnoid 
injection of local anesthetic solution. 

Management of Local Anesthetic Emergencies: The first consideration is prevention, 
best accomplished by careful and constant monitoring of cardiovascular and 
respiratory vital signs and the patient’s state of consciousness after each local 
anesthetic injection. If severe CNS or cardiovascular symptoms occur, these may 
be treated immediately by administration of anticonvulsive drugs, institution of 
respiratory support and/or circulatory support as necessary. If the convulsions persist 
despite adequate respiratory support, and if the status of the circulation permits, small 
increments of an ultra-short acting barbiturate (such as thiopental or thiamylal) or 
a benzodiazepine (such as diazepam) may be administered intravenously. If cardiac 
arrest occurs, standard cardio-pulmonary resuscitative measures should be instituted. 

Dialysis is of negligible value in the treatment of acute overdosage with lidocaine.

DO NOT FREEZE.  Store at controlled room temperature, below 25°C (77°F). Protect 
from light. Once opened, the box should be reclosed by closing the end flap. Do not 
use if color is pinkish or darker than slightly yellow or if it contains a precipitate. 

Rx only

Manufactured for
DENTSPLY Pharmaceutical by
Novocol Pharmaceutical of Canada, Inc.
Cambridge, Ontario, Canada N1R 6X3

Rev: 01/2016   (BS 2616-1)
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D E N T A L  S U P P L I E S

F I N A N C I A L  S E R V I C E S

PROTECT YOUR BUSINESS
BECOME EMV READY 

Be ready to accept

Apple Pay.

866-481-4604
ENROLL NOW - CALL A SPECIALIST TODAY!
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 Wireless / Land Line / High Speed / Dial-Up
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2� NAB will reimburse your business up to $295** if you have  
 an early termination fee with your current processor

www.nynab.com

WHOLESALE RATES
INTERCHANGE % RATES AS LOW AS
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U P H O L S T E R Y

E Q U I P M E N T  F O R  S A L E L A B  S E R V I C E S

S U P P L I E S

New Equipment  -  Quality Refurbished Equipment

Custom Replacement Upholstery Kits Starting at $575

We can make your dental chairs look new again.

www.superiordds.com
407-347-5992

www.superiorupholstery.com

Standard

Style
(ADEC 1005)

Aging Assets?

Contact us and

We take care of

the rest!

Plush Style
(ADEC 1040)
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Contents not part of the product.
For display only.

Visit our Website and order direct:

http://www.healthguardproductcenter.com

For hundreds of more items

Was $65.00
Now $49.95

case of  288 pcs

Barrier Film for Keyboard -  Disposable &

Versatile, and  protect surface areas such as keyboard
from cross contamination.  Self adhesive, durable,  and do
not leave any residue.  Dispense from slot or plastic stand.
300 sheets per roll, each sheet size 20” x 8”

Item No. PCBF09 - Clear Film

1 roll each box

Dental Supplies Carry Case  -  Vinyl and see

through dental carrying case for toothbrush, and accessories.
Comes with or without Business card holder.  Assorted colors
on top with zip lock.  Great to promote your business with.

Item No. DENCSC - with Card Holder
Item No. DENCAS - without Card Holder

48 pcs/box,
6 boxes/case

Shipped  by case only

Was $35.00
Now $25.00

Roll of 300 sheets

PRODUCTS + SERVICES SHOWCASEGo to:   dentalproductsreport.com/Products
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http://www.superiordds.com/
http://www.superiordds.com/
http://www.superiorupholstery.com/
http://www.dentalproductsreport.com/


ADVERTORIALADVERTORIAL

5 things to explore before opening your door

Opening your new practice is an exciting time. 

Whether you’ve transitioned from a previous owner 

or are starting fresh in a brand-new building, there is 

much to determine in establishing a new culture. But 

before you open your doors and welcome a new wave 

of patients, set yourself up for success by paying spe-

cial heed to these five Patterson solutions to minimize 

mistakes and maximize results.

2IÀFH�GHVLJQ

Patients often associate the quality of the care they 

receive with the overall appearance of an off ice. 

Reception areas and waiting rooms can make a lasting 

first impression, so take the opportunity to customize 

your space in a way that helps to relax and build con-

fidence. Whether with accent paint, calming music, 

plant life or even pleasant aromas, your office is an 

ideal showcase for your personal style.

Whatever your needs and vision are, Patterson’s 

DesignEdge team can walk with you every step of the 

way. From selecting ideal equipment to choosing car-

pet in each operatory, we offer resources to help guide 

you to the best decision for your practice. Perhaps you 

haven’t thought about where you’d like to be located, 

how many treatment rooms you need, or what colors 

and design fit your personal style? Let our specialists 

help you navigate the complex world of dental office 

design.

0HUFKDQGLVH

It should come as no surprise that purchasing den-

tal merchandise is an essential investment. When it 

comes to consumables used in procedures, or every-

day giveaways like toothbrushes, floss and toys for 

kids, we offer a nearly endless selection of products 

to fit any preference.

Our exclusive partnerships with premium brands, 

combined with our signature in-house value brand, 

virtually guarantees we’ll carry merchandise at a price 

point that fits your budget. You can find it all on Pat-

tersonDental.com—simply search for what you need, 

and keep your inventory perpetually stocked.

(TXLSPHQW�DQG�WHFKQRORJ\

Using state-of-the-art equipment and technology 

sends a strong message to your patients. A well-

equipped office with modern technology demon-

strates a commitment to providing the best care 

available. 

Likewise, patients place high value on practices 

that offer the convenience of single-visit restorations, 

reduced radiation exposure and immediate diagnosis. 

Imagine being able to instantly compare images side 

by side, or educate your patients with readily available 

charts, images and videos. Don’t forget Patterson’s 

team of experts who are ready to help you install and 

use all this technology so that you can spend more of 

your valuable time caring for patients!

)LQDQFLQJ

Setting up your own dental practice can be quite 

costly, and not all practices have the capital to bring 

dream scenarios to life for the grand opening. Still, 

buying cornerstone equipment is essential, and if 

you’re concerned about the expense, dental financ-

ing may be an excellent option.

To help out, Patterson Financial Services offers an 

easy approval process and convenient, customized 

financial packages. And for patients who aren’t able 

to afford the expense of certain treatments, we offer 

consumer financing solutions with payment plans to 

help ease their financial burdens as well.

3UDFWLFH�PDQDJHPHQW�VHUYLFHV

Balancing clinical concerns with office management 

issues is a key challenge in every practice. Each deci-

sion you make on a clinical product, technique or 

piece of equipment impacts patient satisfaction, effi-

ciency and overhead costs. Utilizing practice manage-

ment services creates a happier and more productive 

environment and can help alleviate anxiety.

From patient scheduling and insurance claim track-

ing to business and clinical solutions, our eServices 

can help you select and implement the solutions that 

will uniquely benefit your business and help you give 

more of your time to patients. 

At Patterson, we help you begin your new venture 

with confidence, building systems that support your 

success. And when you pull the focus away from 

administrative details, you can pay attention to the 

things that truly make your practice stand out—excel-

lent patient care and the best possible dental solutions.

&RQVLGHULQJ�WKHVH�ÀYH�WKLQJV�

can help streamline the 

launch of your new practice.

by Patterson Dental

https://www.pattersondental.com/
https://www.pattersondental.com/


Whether remodeling or building new, allow Patterson to be your office design  

partner. Our experts will help you find the perfect location, choose the ideal  

equipment, secure the financing you need, and design the interior that  

reflects your style. Patterson office design will bring your dream practice to life.
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Call 1-888-658-2584

NANO-ORMOCER
®
 

DIRECT RESTORATIVE

THE IDEA IS NOW A REALITY

VISIT THE 

ADMIRA FUSION WEBPAGE AT 

www.vocoamerica.com

TO REQUEST YOUR 

FREE SAMPLE!

NANO
ORMOCER 
TECHNOLOGY

ADMIRA 
FUSION

NEXT GENERATION
SOLUTION

 1.2% 
SHRIN-
 KAGE

NANO
NEW

INNOVATION
PRECISION
EXCELLENCE

VOCO

ALL CERAMIC-BASED

BIOCOMPATIBILITY
EVOLUTIONARYPARADIGM SHIFT

PURE SILICATE

A NEW 
LEVEL OF

THE FIRST ALL CERAMIC-BASED DIRECT RESTORATIVE
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Journal of Cosmetic Dentistry, 

the profession’s premier clinical, 

peer-reviewed print publication. 

Also includes exclusive access 

to the digital edition of the jCD 

wherever you are.

inica

nt publication

des exclusive access 

the digital edition of the jCD

wherever you are.

AACD has given me enough

AACD 2016 has been the be

–  Alex Shalman, DDS

 NETW
he American Academy of Cosmetic Dentistry 

helps the world’s top cosmetic dentists get 

ahead personally and professionally.

Enroll today, and you will . . .

· Grow professionally and take your practice to the next level

·  Learn the latest cosmetic procedures and technologies and 

become a better clinician

·  Benefit from pursuing AACD Accreditation or learning from 

those who have

·  Treat more big cases (and get the confidence to tackle the 

complex ones)

·  Fill your schedule with more fee-for-service patients and 

improve treatment acceptance

·  Offer your patients superior treatment options and provide 

them with better, more predictable results

·  Learn from—and be a part of—dentistry’s elite

T

Reach your goal of clinical excellence 

with these AACD career-enhancing 

educational resources and benefits:



Plus, AACD Members receive premium access 

to Dental XP online eLearning (a $395 value).

Members-only access to ALL AACD educational resources, 

including hundreds of hours of videos, scientific session recordings, 

jCD CE articles, slide shows, white papers, and more in AACD’s 

Virtual Campus. 

Get found online!

Take advantage of the 

investment AACD makes 

in consumer awareness 

initiatives. Claim your 

member profile page and 

make it easy for new 

patients to find you with 

AACD’s Find-a-Dentist 

locator. You can even 

have patient reviews sent 

to multiple review sites, 

improving your SEO for 

more new patients.

h passion for cosmetic dentistry to last a lifetime. 

est dental conference to date. To many more!” 

WORKING • CREDIBILITY • SUPPORT •



For quick and easy enrollment, join online and 

get instant access to select member benefits. 

Plus, you’ll save $40 if you act now: 

www.aacd.com/save

Display your membership in good standing with a certificate 

suitable for framing announcing your AACD affiliation. Plus, 

you’ll earn instant credibility with your membership in the 

world’s largest cosmetic dentistry-focused organization, 

including the ability to use the AACD member logo on your 

marketing, promotions, and website.

Add patient education video content to your website on 

veneers, whitening, implants, choosing a cosmetic dentist, and 

more, giving your practice more authority and expertise with 

prospective patients and facilitating case acceptance.

Plus, exclusive savings and benefits that will save you 

money and improve practice production.

For a complete list of the benefits of AACD Members

visit www.aacd.com/benefits

• ENCOURAGEMENT • EDUCATION

http://www.aacd.com/save
http://www.aacd.com/benefits


AACD Accreditation:

Be Better For It

he Accreditation process, which was developed by the 

American Academy of Cosmetic Dentistry and is the world’s 

most recognized advanced cosmetic dentistry credentialing 

program, encourages further education, interaction with like-

minded colleagues, and the opportunity for professional growth. 

Accreditation requires dedication to continuing education and 

responsible patient care. 

Whether or not AACD Accreditation is something you’re personally 

interested in, your membership in AACD will ensure that you have 

access to the same education, the same hands-on workshops, 

and the same expert educators that members in the process of 

Accreditation have. You can benefit from the advanced clinical 

expertise of fellow members as you continue to be challenged and 

grow professionally. 

T

“Where I was, and where I’m 

at right now, is amazing. The 

workshops, the seminars I’ve been 

to, and the people I’ve worked with 

have greatly increased my ability.”

– Deborah J. Gennero, DDS, AAACD



402 West Wilson St. 

Madison, WI 53503

800.543.9220

aacd.com

“I’m a big fan of the AACD. 

Everyone listening should be 

a member, I feel that strongly. 

There’s that much value in it. Some 

of the best continuing education 

available as it relates to world of 

cosmetic dentistry is available at 

their annual conference.”

–  Gary Takacs,

 The Thriving Dentist Show

For quick and easy enrollment, join online and 

get instant access to select member benefits. 

Plus, you’ll save $40 if you act now: 

www.aacd.com/save

http://www.aacd.com/save
http://www.aacd.com/
http://www.aacd.com/
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What is the Dark Side Of Dentistry?
dŚĞ��ĂƌŬ�^ŝĚĞ�ŝƐ�ĂŶǇƚŚŝŶŐ�ƚŚĂƚ�ŚŝŶĚĞƌƐ�ǇŽƵƌ�ĂďŝůŝƚǇ�ƚŽ�ŵĂŬĞ�ŵŽŶĞǇ��ŵŝƐŝŶĨŽƌŵĂƟ�ŽŶ�ĂďŽƵƚ�ŚŽǁ�ƚŽ�
�ƌĞĂůůǇ��ĂƩ�ƌĂĐƚ�ŶĞǁ�ƉĂƟ�ĞŶƚƐ��Žƌ�Į�ůůƐ�ǇŽƵ�ǁŝƚŚ�ůŝŵŝƟ�ŶŐ�ďĞůŝĞĨƐ��&Žƌ�ĞǆĂŵƉůĞ 

Dark Side Belief #1: �ůů�/�ŶĞĞĚ�ƚŽ�ĚŽ�ŝƐ���Ğ���'ƌĞĂƚ��ĞŶƟ�Ɛƚ�Θ�/�ůů��Ğ�^ƵĐĐĞƐƐĨƵů��
Dark Side Belief #2:�DĂƌŬĞƟ�ŶŐ�ĂŶĚ�^ĞůůŝŶŐ�ŝƐ�hŶƉƌŽĨĞƐƐŝŽŶĂů�Žƌ��ĂĚ�
�ĂŶĚ�DKZ��
dŚĞƌĞ�ĂƌĞ�ĂĐƚƵĂůůǇ�Ϯϭ��ĂƌŬ�^ŝĚĞ�dŚŽƵŐŚƚƐ�ƚŚĂƚ�ĂƌĞ�ƉƌĞǀĂůĞŶƚ�ŝŶ��ĞŶƟ�ƐƚƌǇ�ĂŶĚ�ŽĚĚƐ�ĂƌĞ�ƚŚĞǇ�ƌĞ�
ŚŽůĚŝŶŐ�zKh�ďĂĐŬ�ĨƌŽŵ�ƚŚĞ�D�^^/s��ƐƵĐĐĞƐƐ�ǇŽƵ�ĚĞƐĞƌǀĞ$�

dŽ�ƚŚĂƚ�ĞŶĚ%�/�ǀĞ�ĐƌĞĂƚĞĚ�Ă�ƐƉĞĐŝĂů�&Z���ƌĞƉŽƌƚ�ƚŚĂƚ�ƐŚŝŶĞƐ�Ă�ůŝŐŚƚ�ŽŶ�Ăůů�Ϯϭ�ƐƵĐĐĞƐƐ(ůŝŵŝƟ�ŶŐ�ďĞůŝĞĨƐ$�
/Ŷ�ƚŚŝƐ�&Z���ƌĞƉŽƌƚ%�ǇŽƵ�ůů�ůĞĂƌŶ)

• Who the real villains are and how they’re robbing ǇŽƵ�ĂŶĚ�ǇŽƵƌ�ĨĂŵŝůǇ�ŽĨ�ĂĐŚŝĞǀŝŶŐ�ǇŽƵƌ�ŵŽƐƚ�
ůŽŌ�Ǉ�Į�ŶĂŶĐŝĂů�ŐŽĂůƐ�

• tŚǇ�ƐŽŵĞ�ĚĞŶƟ�ƐƚƐ�ŚĂǀĞ�ƚŽ�ƚƵƌŶ�ĂǁĂǇ�ŶĞǁ�ƉĂƟ�ĞŶƚƐ�ďĞĐĂƵƐĞ�ƚŚĞŝƌ�ƉƌĂĐƟ�ĐĞƐ�ĂƌĞ�ƐŽ�ƐƵĐĐĞƐƐĨƵů�
ǁŚŝůĞ�ŽƚŚĞƌƐ�ĂƌĞ�ƐƚƌƵŐŐůŝŶŐ�ƚŽ�ŵĂŬĞ�ƉĂǇƌŽůů�ĂŶĚ�ŬĞĞƉ�ƚŚĞŝƌ�ĚŽŽƌƐ�ŽƉĞŶ�;ĞǀĞŶ�ƚŚŽƵŐŚ�ƚŚĞŝƌ�ƐŬŝůůƐ�ĂŶĚ�
ƉƌĂĐƟ�ĐĞƐ�ĂƌĞ�ĐŽŵƉĂƌĂďůĞ$�
 
• dŚĞ�ǀŝƚĂů�ƚƌƵƚŚ�ĂďŽƵƚ�ǁŚǇ�ǇŽƵ�Dh^d�ŝŐŶŽƌĞ�ƚŚĞ�ƐĞůĨ�ĂƉƉŽŝŶƚĞĚ�ŵŽŶĞǇ�ƉŽůŝĐĞ�ĂŶĚ�ǁŚǇ�ĨŽůůŽǁŝŶŐ�
ƚŚĞŝƌ�ĂĚǀŝĐĞ�ŵĂǇ�ůĞĂĚ�ǇŽƵ�ĐůŽƐŝŶŐ�ǇŽƵƌ�ƉƌĂĐƟ�ĐĞ�ĚŽŽƌƐ�ĨŽƌ�ŐŽŽĚ�

• >ĞĂƌŶ�ŽŶĞ�ƐŝŵƉůĞ�ƐŚŝŌ��ŝŶ�ǇŽƵƌ�ƉƌĂĐƟ�ĐĞ�ƚŚĂƚ�ĐĂŶ�ŽƉĞŶ�ƚŚĞ�ŶĞǁ�ƉĂƟ�ĞŶƚ�Ň�ŽŽĚ�ŐĂƚĞƐ and ƉƵƚ�Ăƚ�ůĞĂƐƚ�
ĂŶ�ĞǆƚƌĂ�ΨϮϱϬ�ϬϬϬ�ŝŶ�ƚŚĞ�ŶĞǆƚ�ϭϮ�ŵŽŶƚŚƐ�ŝŶ�zKhZ�ďĂŶŬ�ĂĐĐŽƵŶƚ,

• /Ĩ�ǇŽƵ�ǁĂŶƚ�ƚŽ�ůĞĂƌŶ�ƚŚĞ�ƋƵŝĐŬĞƐƚ��ĞĂƐŝĞƐƚ��ĂŶĚ�ŵŽƐƚ�ƉŽǁĞƌĨƵů�ǁĂǇƐ�ƚŽ�ŐĞƚ�Ă�ƐƚĞĂĚǇ�ƐƚƌĞĂŵ�ŽĨ�ƉĂ�
Ɵ�ĞŶƚƐ�ǁŚŽ�ĂƌĞ�ŐŽŝŶŐ�ƚŽ�ƉĂǇ��ƐƚĂǇ��ĂŶĚ�ƌĞĨĞƌʹ�ƚŚĞŶ�ǇŽƵ�ǁŽƵůĚ�ďĞ�ĨŽŽůŝƐŚ�ŶŽƚ�ƚŽ�ŐĞƚ�ƚŚŝƐ�ǁŚŝůĞ�ǇŽƵ�ĐĂŶ��
'Ğƚ�ǇŽƵƌ�&Z���ĐŽƉǇ�ŽĨ�ƚŚŝƐ�ĐŽŶƚƌŽǀĞƌƐŝĂů�ƌĞƉŽƌƚ�ǁŚŝůĞ�ƐƵƉƉůŝĞƐ�ůĂƐƚ�;ǁĞ�ƌĞ�ƌƵŶŶŝŶŐ�ŽƵƚ�ĨĂƐƚ$,
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