
Being paperless is all about eliminating 

the scraps of paper, handwritten notes, 

physical patient fi les and the systems 

they are stored in, and gathering all of 

your information in one place. It’s about 

consolidating information, streamlin-

ing practices and accessing data from 

anywhere. As one doctor put it, it’s about 

pushing a button and “having your num-

bers,” making a noticeable difference in 

effi ciency and enjoyment in the practice.

But what exactly does it mean to be 

paperless, and how can a regular practice, 

making its way through red tape, insur-

ance and questions of ROI, get there? 

We interviewed several dentists in 

an effort to outline the workfl ow of the 

paperless practice, share thoughts 

on operatory design and the 

digital technologies within 

it, and discuss how their 

practices acquire, store 

and secure patient data. 

They illuminate the 

benefi ts — as well as the 

drawbacks — and share 

guidance on how to get rid of paper in 

the dental practice once and for all. 

The paperless workfl ow
For Jason Watts, DMD, being paperless 

means running a fully digital offi ce. 

That’s apparent before the patient even 

steps in the door. 

“I have a portal 

where I can upload docu-

ments that patients can 

access from any device,” 

he says. “All of the docu-

ments they fi ll out are 

digital and they instantly 

upload into their soft-

ware. When they come 

into my offi ce, they already 

have their records fully loaded. If not, I 

hand them an iPad and they fi ll out their 

documents there.” 

In a paperless practice, no longer are 

patients sitting down with a clipboard in 

the waiting room before their appoint-

ment. ... See paperless, page 34

WHAT GOING PAPERLESS LOOKS LIKE
How real dentists have gone paperless in 
their practices.
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PAX-I INSIGHT

The PaX-i Insight is said to deliver the 

unique ability to capture depth-added 

panoramic radiographs. 
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9 ways EHRs 
save time 
and money

As tools, materials and techniques con-

tinue to evolve, the things that were once 

considered high-tech became archaic. 

Amalgam fi llings and fi lm-based X-rays, 

for example, are no longer the cutting-

edge technologies they once were. So too 

is the status of one of the world’s most 

ancient technologies — paper. 

Electronic health records (EHRs) 

make it possible to rid the practice of fi le 

folders, cabinets and rooms full of paper. 

But beyond simply removing the clutter, 

EHRs make it possible for practices to do 

more with patient information, ultimately 

saving both time and money.

Productivity

Practices embracing EHRs 

typically see an upswing in their 

overall productivity.

“When all the data is at your fi ngertips, 

you’re not wasting time pulling charts,” 

says Dr. Lorne Lavine, founder and 

president of Dental Technology Consul-

tants. “At least, when I was in practice, 

I would oftentimes leave charts lying on 

my desk or wherever, so you have all that 

information available to you. Your staff is 

not spending time running around trying 

to fi nd data, giving them more time to do 

things like marketing and just being more 

productive in their day-to-day work.”

...See EHRs, page 44
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HT SHADE LIQUIDS

These new shade liquids are designed 

to deliver a perfect shade match each 

and every time. 
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Say farewell to compromise. 

Say hello to predictability. 

Introducing digit Power® Dispenser, a radically di� erent way to deliver low 

viscosity impression material. Designed with you and your procedures in mind, 

digit Power® Dispenser overcomes the challenges of traditional 50mL and back-fi lled 

syringe delivery systems by getting you up to 63% closer to the prepared tooth at up to 

42% of the weight of 50mL dispensers*. With the touch of a button, you can focus on what 

matters most: a fi nal impression procedure done with precision. 

Feel the thrill of technology that moves with you.
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Feel the thrill of 
technology that 
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IT’S TIME TO ASK: IS YOUR DELIVERY 

SYSTEM WORKING FOR YOU?

Low viscosity impression delivery systems are built 

around the material—not the procedure or clinician—

requiring extra steps to backfi ll a syringe or wrestle 

with a 50mL dispenser. Instead of su� ering with wash 

delivery that doesn’t work for you, it’s time to fi nd 

a better way.  

SAY “HELLO” TO THE REVOLUTIONARY 

DIGIT POWER® DISPENSER.

With the touch of a button, it lets you focus on what 

matters most: a procedure done with precision. 

And when used with Aquasil® Ultra+ Smart Wetting® 

Impression Material it represents an impressive step 

forward in material delivery and procedural 

excellence.

of clinicians want a 
process and material 
to deliver more value 
to their procedure*

76% 

of clinicians fi nd 
precision placement 
to be “critically 
important” to their 
procedure*

92% 

digit Power® 
Dispenser

*Data on fi le.  ©2018 Dentsply Sirona. All rights reserved. ML7860000B (8/23/17)
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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.
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COVERPRODUCTS3

PaX-i Insight

The PaX-i Insight is said to deliver the unique 

ability to capture depth-added panoramic 

radiographs, reportedly offering never-before-

seen depth and clarity to 2D digital panoramic 

images. Providing doctors with 41-layer digital 

panoramic radiographs, the PaX-i Insight is 

designed especially for endodontists, pediatric 

dentists and general practitioners. The system is 

also engineered with an optional, next-generation 

cephalometric arm that’s capable of capturing a 

lateral cephalometric radiograph in 1.9 seconds. 

        What benefi ts does this product offer                           
       patients?”

The PaX-i Insight is capable of taking a multi-

layered panoramic image called an Insight Pan, 

which provides a unique, in-depth look across a 

single focal trough. Because each patient may 

have a slightly di fferent arch, conventional pan-

oramic images may occasionally miss important 

details that land outside of a single focal layer. 

Insight Pans are capable of capturing multiple-

layered images, ensuring that all details are 

captured in a depth-added panoramic image.

Vatech America

888-396-6872
vatechamerica.com
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ProStyle E Electric 

Handpiece System

This new electric handpiece system from Lares 

Research is designed to deliver exceptional power, 

precision and sound quality while minimizing hand 

fatigue. It includes an autoclavable motor, a motor 

control box, a 1:5 high-speed fi beroptic contra 

angle, a 1:1 low-speed fi beroptic contra angle and 

a 1:1 straight attachment. The system was report-

edly designed to provide super performance while 

reducing motor/attachment weight and size. With 

exceptional performance at affordable pricing, 

ProStyle E reportedly requires no installation and 

can be easily transported between operatories.

       Why did Lares Research create this line                           
      of products?”

The Lares brand is known for exceptional quality 

at affordable pricing. We wanted to enter the 

growing electric handpiece market with a product 

line that fulfi lls the promise of our brand for our 

customers. The ProStyle E Electric Handpiece 

System meets that promise.

Lares Research

888-333-8440
laresdental.com
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VITA ZIRCONIA YZ HT 

SHADE LIQUIDs

Designed specifi cally for convenient chairside 

solutions, VITA ZIRCONIA YZ HT SHADE LIQUIDs 

reportedly deliver a perfect shade match each 

and every time. The new shade liquids are said to 

eliminate the need to stock countless pre-shaded 

blocks that don’t match. While the liquids were 

developed for use with VITA ZIRCONIA YZ mate-

rial, they’re engineered to infi ltrate zirconia by other 

manufacturers, including pre-shaded zirconia 

blocks.

        What benefi ts does this product offer                           
       dentists?”

The new VITA ZIRCONIA YZ HT SHADE LIQUIDs 

eliminate the need for dentists to stock count-

less pre-shaded blocks that don’t match, while 

simultaneously streamlining chairside inventory. 

Another convenient benefi t is the ability to cus-

tom color zirconia restorations prior to sintering, 

while also creating fi ne shade tones quickly and 

easily. Colors can also be leveraged to adjust 

intensity and characterization. 

VITA North America

800-828-3839 
vitanorthamerica.com

CIRCLE RS #2

Vol. 52  No. 3 Dental Products Report (Print ISSN# 0011-8737, Digital ISSN# 2150-640X), is published monthly by UBM LLC, 131 West First St., Duluth, MN 55802-2065. One-year subscription rates:  $150 in the United States & Possessions; $170 in Canada and Mexico; all other countries $275. Single 
copies (prepaid only) $24 in the United States; $35 in Canada and Mexico; all other countries $35. Include $6 per copy for U.S. postage and handling. Periodicals postage paid at Duluth, MN 55806 and additional mailing offi ces. Postmaster, please send address changes to: Dental Products Report, 
PO Box 6076, Duluth, MN 55806-6076. Canadian GST number R-124213133RT001, PUBLICATIONS MAIL AGREEMENT NO. 40612608, Return Undeliverable Canadian Addresses to: IMEX Global Solutions, P. O. Box 25542, London, ON N6C 6B2, CANADA. Printed in the U.S.A. Subscription 
inquiries/address changes: toll-free 888-527-7008, or dial direct 218-740-6477.

© 2018 UBM. All rights reserved. No part of this publication may be reproduced or transmitted in any form or by any means, electronic or mechanical including by photocopy, recording, or information storage and retrieval without permission in writing from the publisher. Authorization to photocopy items 
for internal/educational or personal use, or the internal/educational or personal use of specifi c clients is granted by UBM for libraries and other users registered with the Copyright Clearance Center, 222 Rosewood Dr. Danvers, MA 01923, 978-750-8400 fax 978-646-8700 or visit http://www.copyright.
com online. For uses beyond those listed above, please direct your written request to Permission Dept. fax 732-647-1104 or email: Jillyn.Frommer@ubm.com

UBM Medica provides certain customer contact data (such as customers’ names, addresses, phone numbers, and e-mail addresses) to third parties who wish to promote relevant products, services, and other opportunities that may be of interest to you. If you do not want UBM Medica to make your 
contact information available to third parties for marketing purposes, simply call toll-free 866-529-2922 between the hours of 7:30 a.m. and 5 p.m. CST and a customer service representative will assist you in removing your name from UBM Medica’s lists. Outside the U.S., please phone 218-740-6477. 

Dental Products Report does not verify any claims or other information appearing in any of the advertisements contained in the publication, and cannot take responsibility for any losses or other damages incurred by readers in reliance of such content.

Dental Products Report cannot be held responsible for the safekeeping or return of unsolicited articles, manuscripts, photographs, illustrations or other materials.

To subscribe, call toll-free 888-527-7008. Outside the U.S. call 218-740-6477.

“ “ “

http://www.copyright
mailto:Jillyn.Frommer@ubm.com
http://www.dentalproductsreport.com/
http://www.laresdental.com/
https://vatechamerica.com/
https://www.vitanorthamerica.com/


 | DENTALPRODUCTSREPORT.COM | March 20184

CLINICAL & TECHNIQUESPRODUCT WATCH

March 2018 | VOLUME 52 | ISSUE 3

BEST PRACTICES

TECHNIQUE

 28 How to achieve esthetic 
restorations with strong bonds
A clinician and a lab owner demonstrate 

how Celtra Press ceramics offer an 

excellent alternative to chairside milling.

 30 How to achieve esthetic restorations 
for the pediatric dental patient
Dr. Mark Cannon demonstrates why supra-

nano ⇒ lled composites like Estelite Sigma 

Quick are a great option for young patients.

NEW PRODUCTS

 10 The newest launches from the 
industry | Some of the latest product 

launches from dental manufacturers.

EVENT EXCLUSIVE

 12 Product roundup: Chicago 
Midwinter Meeting products    
Taking a look at some of the big product 

debuts that came out of Chicago.

CLOSER LOOK

 22 The benefi ts of Estelite Bulk Fill Flow
Exploring how the bulk ⇒ ll composite 

from Tokuyama leads to ef⇒ cient 

procedures and reliable restorations.

 24 How RelyX™ Unicem 2 creates 
predictable results for full-coverage 
crowns| Why one clinician prefers using 

this self-adhesive resin cement over others.

 26 Putting your smartphone to work 
  A new dental technology makes bringing your 

smartphone to the of⇒ ce a practical option.

TECHNOLOGY EVANGELIST

 40 How I managed to create a paperless 
offi ce | Dr. John Flucke explains how he took 

his practice paperless and the things to keep in 

mind to make the transition seem less daunting.

ELECTRONIC HEALTH RECORDS

 42 9 ways EHRs save time and 
money |  EHRs might seem scary, 

but if used well they can streamline your 

practice and make it more pro⇒ table.

THE LIST

 50 The top 5 reasons to revisit lasers 
for your practice | Should you invest 

in a laser for your practice? Here are ⇒ ve 

reasons you may want to consider it.

10 28 34

Product launches and updates from
throughout the industry

Practical clinical advice, research 
and techniques

Content to help your practice grow and prosper

How real dentists have gone paperless in 
their practices.

No one ever said that going paperless is easy (or 

cheap), but those who have done it says it’s worth 

the price. Here’s what a paperless practice looks like 

in the real world  — and tips to get you started.

WHAT A PAPERLESS 
PRACTICE REALLY LOOKS LIKE[34]

But wait, there’s more!
More how-to techniques, case studies, topical 

deep dives and other must-read clinical articles 

are available online. 

Check it out on dentalproductsreport.com.

http://www.dentalproductsreport.com/
http://www.dentalproductsreport.com/
http://www.dentalproductsreport.com/


Dentsply Sirona Preventive offers a full range of solutions & support throughout the entire preventive procedure.
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Ensure your office is complying with CDC guidelines.

The Nupro Freedom® Cordless Prophy Package provides a cost-effective 

solution designed to comply with CDC Infection Prevention Guidelines, 

with Autoclavable Outer Sheaths, Disposable Barriers for the Inner Module, 

and Disposable Prophy Angles.

Nupro® Polishing

protecting your 
patients while 
polishing.

Preventive is ...

Interested?  Circle Product Card No. 05

https://corporate.dentsplysirona.com/en.html
https://www.dentsplysirona.com/en-us/products/preventive/prophy/hygiene-handpiece.html#Freedom


6  |  DENTALPRODUCTSREPORT.COM  |  March 2018

FROM THE INDUSTRY

THE TRANSITION TO A 
PAPERLESS PRACTICE

I
’ve been working with technol-

ogy and high-tech systems for 

a while now. Sometimes I have 

to stop and consider how much 

has changed while I’ve been writ-

ing and lecturing. When I pause 

and look back, it’s pretty amazing 

how many things we now take 

for granted that were once much 

sought-after features that required 

hours of coding and analysis to 

create.

My journey into paperless began 

in 1998. I know that seems a long 

time ago, and it was. My idea at the 

time was that if I could get ahead 

of the curve it would make the 

adaptation and adjustment much 

easier.

Many things in life are a combi-

nation of timing and luck. At that 

point, I happened to hit a lot of 

those pieces head on. I saw the ben-

efi ts of paperless and thought they 

would catch on quickly, as well 

as saw the potential of the paper-

less practice and how it would not 

be a passing fad, but instead be a 

game changer that everyone would 

adopt. 

This meant that I spent a lot 

of my time analyzing new tech-

nologies and seeing how we could 

work them into a new “charting 

software” by integrating them and 

keeping all the databases into one. 

Back in the good old days, there 

were many programs that had 

to be opened and used to bring 

all of your patient data out to be 

analyzed. What I pushed for, and 

eventually got, was everything 

inside my dental software, which 

greatly simplified things such as 

overall use as well as creating a 

backup routine. 

Back then it was such an effort!  

There were lots of checklists and 

lots of planning for how to handle 

things when they went sideways.

Now, things are much more 

organized and much more simple 

to implement. When you wish to 

implement at this point in time, 

you benefit by standing on the 

shoulders of those who have come 

before you.

In the most basic terms, what I 

mean by that is that you can start 

at any point with your software. 

Many of you new graduates have 

a serious amount of debt and I will 

never make light of that. Because 

of that debt, those of you who are 

brave enough to strike out as solo 

practitioners deserve a tremendous 

amount of “pats on the back,” but 

also I’m never going to tell you 

how to spend your money. That’s 

a decision that is relevant to too 

many things I can’t be aware of as 

I type this. 

Because of that, you may need 

to choose to add small pieces of 

technology one step at a time. Sup-

port and advice for that is what I’m 

here for.

For ideas on how to implement a 

totally paperless game plan, check 

out my article in this issue on page 

40 titled  “How I managed to cre-

ate a paperless offi ce.” Best of luck 

on your paperless journey!  

[ Dr. John Flucke] 
DPR Editorial Advisory Board member 

and DPR’s Chief Dental and Technology 

Editor
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Prescribe Advanced Esthetics & Strength
Discover our newest full-contour zirconia formulation and give your 

patients the lifelike appearance and structural integrity that typical zirconia 

cannot achieve. Advanced Z16™ is a monolithic solid zirconia restoration 

with no porcelain overlay. It is designed and milled using the latest CAD/

CAM technology. This zirconia restoration is chip resistant and therefore 

ideal for bruxers. It is also an excellent solution for implant restorations  

and areas with limited occlusal space. 
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131 Lyon Ln  •  Birmingham, AL 35211

800-624-5301  •  www.burdettedental.com

Ready To Try Advanced Z16 and Get 
Your FREE Brasseler Bur Kit? 

Call us at 800-624-5301 or 

visit our website online at

burdettedental.com to print 

a FREE FedEx shipping label 

or to schedule a local pick up. 

*Up to three units for your first case. Use promo code: 79BUR 

to redeem. Regular price $109. Offer expires 4/30/18.

Proud Member of:

ONLY $79
Per Unit*, and Receive a 

FREE BUR 
KIT!

er Bur Kit?

t 

p. 

se Use promo code: 79BUR

Per Unit*, and Receive a 

Exclusively from Burdette 

Preshaded for consistency throughout 

1200 MPa flexural strength

Matched to all 16 VITA® classical shades

High translucency

Interested?  Circle Product Card No. 06

http://www.burdettedental.com
http://www.burdettedental.com
http://terecna.com/
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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

The risks and rewards 
of mail-order braces

While mail-order aligners continue to grow in popularity, 
several organizations are speaking up about the associated 

risks. Read more: http://bit.ly/Mail-OrderRisks  

4 benefi ts of using gingival infl ammation 
code D4346

How using this code can enhance your patient care as well as boost 
your practice’s bottom line. Read more: http://bit.ly/D4346  

6 stories that prove the dental industry is the weirdest
Sometimes the dental industry can get weird ... really 

weird. Read more: http://bit.ly/WeirdDentistry 

NEW 

CONTENT

EVERY 

DAY

Clicks & Picks 

What dentists were searching and savoring in February

@DENTALPRODUCTSREPORT.COM

3 MOST-VIEWED PRODUCTS 

01  Maxima ELITE Series
Henry Schein

02  TheraCem
BISCO

03  CLEARFIL Universal Bond Quick
Kuraray Noritake Dental

3 MOST-READ ARTICLES ONLINE

01  5 considerations for personal protec-
tive equipment
by Robert Elsenpeter

02  8 things dental professionals need to 
know about exercise
by Dr. Bethany Valachi, PT, MS, CEAS

03  The top 16 worst dental patients ever
by Laura Dorr 

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

EDWARDOLIVE / SHUTTERSTOCK.COM

Interested?  Circle Product Card No. 7

http://bit.ly/Mail-OrderRisks
http://bit.ly/D4346
http://bit.ly/WeirdDentistry
mailto:@DENTALPRODUCTSREPORT.COM
http://www.dentalproductsreport.com/
https://www.cpac.com/
http://dentalproductsreport.com/subscribe
http://www.dentalproductsreport.com/


GD-77117-013118

Dr. LeBlanc Offers 

One-Appointment BruxZir
®

 Crowns,

You Can Too

www.glidewell.io  |  844-949-7184

Visit booth #929 to see BruxZir NOW  

in action at the Hinman Dental Meeting.

The material looks very nice  

coming out of the mill and requires  

very little polishing to complete.  

That really impressed me.

– Bruce J. LeBlanc, DDS     

Morgan City, LA

e.

S

T

co

v

Hinman Dental 
Meeting Booth

#929 FREE* 
glidewell.io™ 

Warranty 
2-Year Extension 

(a $5,000 value) with Purchase
*Must purchase glidewell.io Solution  

and the Warranty and  

Licensing Package at  

the Hinman Dental 

Meeting.

Interested?  Circle Product Card No. 08

http://www.glidewell.io
http://www.glidewell.io
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PRODUCT WATCH

[ MATERIAL ]

IPS e.max ZirCAD LT blocks

These pre-shaded monochromatic zirconium oxide blocks allow for chairside 

restorations that can reportedly be completed in a single visit. The material’s 

high fl exural strength and high fracture toughness are designed to allow the 

wall thicknesses to be reduced to 0.6 mm for posterior crowns and 0.4 mm 

for anterior crowns. This is said to result in an increase in translucency, which 

enhances the esthetic appearance of the restoration. Both the Programat 

CS4 and the SpeedFire furnace can be used for sintering.

Ivoclar Vivadent

800-533-6825  |  ivoclarvivadent.us

CIRCLE RS #9

[ RETRACTION PELLETS ]

HemeRx

The HemeRx retraction pellets are designed to deliver simple and 

superior hemostasis management for pediatric restorative proce-

dures without leaving an unpleasant taste in children’s mouths. 

The pellets reportedly contain 0.55 mg of racemic epinephrine to 

deliver fast and profound hemostasis and gingival retraction. Unlike 

ferric sulfate and aluminum chloride products, HemeRx pellets are 

engineered to not stain composite or zirconia crowns

Sprig Oral Health Technologies

888-539-7336  |  sprigusa.com  

CIRCLE RS #10

[ RESIN ]

HIRO Pattern, Modeling and Indexing Resin

HIRO Pattern, Modeling and Indexing Resin reportedly features cure on 

demand in 20 seconds with no mixing, no waste cleanup and no open bottle 

exposure to methyl methacrylate. The formula is based on blue light curing 

chemistry and methyl methacrylate. The resin is said to be ideal for making 

patterns for copings and indirect cores. Additional features reportedly include 

precise layering placement, excellent detail reproduction and strong bonds 

between layers. 

Denali Corporation

781-826-9190  |  denalicorporation.com

CIRCLE RS #11

[ TOOTHPASTE ]

Tooth & Gums Essentials®

Tooth & Gums Essentials® is a Truly Natural® toothpaste formulated 

for daily brushing to promote healthy gums and teeth. With a blend 

of powerful essential oils and herbal extracts, patients can report-

edly reduce harmful bacteria and infl ammation commonly associ-

ated with gum disease. The toothpaste contains xylitol and aloe for 

additional oral benefi ts and protection. Tooth & Gums Essentials is 

available in 4 oz. tubes and trial packs. 

Dental Herb Company

800-747-4372  |  gotrulynatural.com

CIRCLE RS #12

These zirconium oxide blocks 

reportedly allow for chairside 

restorations in a single visit. 

http://www.dentalproductsreport.com/
https://www.ivoclarvivadent.us/
https://sprigusa.com/
http://www.denalicorporation.com/Default.asp
https://www.dentalherb.com/tooth-gums-essentials-landing-page/
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PRODUCT WATCH

[ CAMERA HEAD ]

CamX Triton HD Proxi head

The new Proxi head for the CamX Triton HD is the third interchange-

able head offered with the camera system. The Proxi head is said 

to enable practitioners to reliably detect interproximal caries. CamX 

Triton HD currently has an intraoral camera head and a Spectra 

caries detection head. All three camera heads are designed to easily 

change among one another. 

Air Techniques Inc. 

800-AIR TECH  |  airtechniques.com

CIRCLE RS #13

[ ENDODONTICS ]

Elasti-Vac™

This narrow, fl exible tip is designed to easily navigate curved canals. 

Intended for, though not limited to, endodontic evacuation, this 

luer lop tip is said to easily attach to a luer HVE adapter, allowing 

for connection to high- or low-speed suction valves. Designed in a 

translucent material, the tip reportedly allows for visualization of the 

suction path. Elasti-Vac is available in packages of 20 and 50 tips.

Vista™ Dental Products

877-418-4782  |  vista-dental.com

CIRCLE RS #14

[ RETRACTION PASTE ]

Traxodent® unit dose capsules

The award-winning Traxodent retraction paste is now available in unit 

dose capsules. Traxodent is said to be ideal to use prior to impression 

making, cementation, bonding procedures, or whenever hemostasis and 

retraction is required. The absorbent paste is designed to displace soft 

tissue and work synergistically with the astringent properties of aluminum 

chloride to create retraction. The unit dose capsules are packaged in 

individual foils for maximum freshness.

Premier® Dental Products Company
888-670-6100  |  premusa.com

CIRCLE RS #15

[ CLEANING SOLUTION ]

Provision™ Anti-Fog Solution

The Provision™ Anti-Fog Solution is an alcohol-free optical foaming cleaning 

solution that reportedly resists scratches, static and stains. Simply apply the 

foaming solution on the surface of eyewear or a face shield and wipe clean with 

a soft cloth. The solution is designed to be compatible with all eyewear, face 

shields, mirrors, loupes and scopes. The nontoxic and nonfl ammable formula 

is said to yield fi ve times the applications compared to a traditional pump or 

squeeze bottle. 

Palmero Healthcare

800-344-6424  |  palmerohealth.com

CIRCLE RS #16

This camera head is said to 

enable practitioners to reliably 

detect interproximal caries. 

http://www.dentalproductsreport.com/
https://vista-dental.com/
http://www.airtechniques.com/
https://www.premusa.com/
https://www.palmerohealth.com/
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EVENT EXCLUSIVE     CLOSER LOOK    BENCHMARK    TECH BRIEF

BrioShine™ Feather Lite™ 

Composite & Ceramic 

Single-Use Polishers

• Designed to automatically adapt to most tooth 

surfaces, these polishers reportedly minimize 

procedure time by reducing the number of 

steps required for optimal results. 

• BrioShine polishers are said to lessen over-

head costs by reducing dispensing labor and 

eliminating time-consuming reprocessing. 

Brasseler USA

800-841-4522  |  brasselerusa.com

CIRCLE RS #20

ASAP® INDIRECT+

• The ASAP® INDIRECT+ diamond polishing 

system is reportedly all clinicians need to refi ne 

and create an outstanding shine all indirect 

ceramic restorations.

• Fast and simple, this versatile system is 

designed to be ideal for any tooth surface.

• ASAP INDIRECT+ includes three multi-

shaped, diamond impregnated “adjusters” as 

well as two ASAP INDIRECT+ diamond impreg-

nated spiral wheel polishers.

CLINICIAN’S CHOICE®

800-265-3444  |  clinicianschoice.com 

CIRCLE RS #18

AirLight M800X handpiece

• Reportedly enables clinicians to have a 

clearer illuminated operative fi eld due to a 

Direct-LED+ that’s brighter and has a larger 

light pattern than traditional optic systems. 

• The handpiece is designed to provide extraor-

dinary torque (25W) to ensure accurate and 

powerful cutting. 

• IS Technology is engineered to provide instant 

stop capability that eliminates backfl ow and 

noise when ceasing operation. 

Beyes Dental Canada

855-603-1888  |  beyes.ca 

CIRCLE RS #19

Dentrix Ascend

• Dentrix Ascend is designed to move practice 

management to the cloud, lifting IT burdens 

from dentists so that they can focus on patient 

care. 

• Dentists can reportedly access their practice 

data at any time, from any location on any 

device.

• The software is said to increase practice effi -

ciency and eliminate time spent on backups, 

software updates and server issues.

Henry Schein

855-232-9493  |  dentrixascend.com 

CIRCLE RS #17

Carestream Dental care 

management platform

• The new platform is designed to help dental 

professionals balance the delivery of excellent 

patient care with the need to ensure practice 

effi ciency and revenue growth in today’s com-

petitive market. 

• Following a software-as-a-service model, 

the platform reportedly provides anytime, any-

where access, easy setup and confi guration, 

automated backups and seamless updates. 

Carestream Dental

800-944-6365  |  carestreamdental.com

CIRCLE RS #21

New products showcased at the 

2018 Chicago Midwinter Meeting
[ compiled by Kristen Mott ]

The Chicago Midwinter Meeting is one of the top dental meetings 

in the United States. Every year, hundreds of exhibitors and 

companies gather in the Windy City to showcase dozens of new 

products, and this year’s meeting did not disappoint. 

From new handpieces and polishing systems to updated practice 

management software and advancements in dental technology, 

there was something for everyone at the show. 

The following pages are fi lled with some of the new products and 

innovations coming out of the 2018 Midwinter Meeting that you 

don’t want to miss.

PRODUCT WATCH

RUDY BALASKO / SHUTTERSTOCK.COM

http://www.dentalproductsreport.com/
http://www.dentrixascend.com/
http://www.clinicianschoice.com/
https://beyes.ca/
https://brasselerusa.com/
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NoCord™ VPS

• Reportedly the fi rst and only one-step, self-

retracting impressioning system that removes 

the time, frustration and costs of traditional 

cord retraction.  

• NoCord™ Wash is said to be is the fi rst wash 

material that incorporates a hemostatic agent to 

control bleeding and fl uid fl ows.

• The unique NoCord™ MegaBody™ Tray 

Material is designed to work with NoCord Wash.

Centrix Dental

800-235-5862  |  centrixdental.com 

CIRCLE RS #22

Channels PT Platinum fi les

• The Channels PT Platinum fi les were report-

edly designed using the same sequence of fi les 

and geometries as the Channels PT rotary fi les 

with heat-treated metallurgy. 

• With these enhancements, clinicians are said 

to experience increased fl exibility and improved 

cyclic fatigue resistance to reduce the risk of fi le 

separation. 

Henry Schein

800-372-4346  |  henryschein.com

CIRCLE RS #24

RapidHeat Pro11 High-

Capacity Table-Top Sterilizer

• Advanced engineering is said to enable the 

Pro11 to compete with the industry’s popular 

table-top steam sterilizers with 50 percent more 

capacity. 

• Reportedly uses FDA-cleared “High-Velocity 

Hot Air” RapidHeat technology to perform a 

complete cycle in as little as six minutes. 

• Since no water or steam is used, the Pro11 

has no drying cycle.

CPAC Equipment, Inc.

800-828-6011  |  cpac.com

CIRCLE RS #26

Star® ETorque™ Electric System

• The Star®ETorque™ Electric System is said to 

combine the power and performance you’ve 

come to expect from StarDental.

• With customizable settings for multiple 

procedures, the StarETorque is engineered to 

seamlessly combine power with performance.

• From caries removal to crown preparation, 

users reportedly can move from high-speed to 

low-speed settings with one touch.

DentalEZ

866-DTE-INFO  |  dentalez.com/StarETorque

CIRCLE RS #28

MMG ChairFill

• This automated marketing software system is 

designed to automatically fi ll your schedule and 

chair with the right kind of patients. 

• Integration with all the major practice man-

agement softwares reportedly allows ChairFill 

to monitor open chairtime and then search 

existing patient records 24/7.

• The software is designed to fi ll last-minute 

cancellations as well as open appointments 

weeks or months in advance. 

MMG Fusion

844-938-7466 |  mmgfusion.com

CIRCLE RS #23

HyFlex® EDM system

• The system now includes 21 mm length and 

a new 20/0.5 preparation fi le, which is said to 

enable clinicians to treat curved canals. 

• HyFlex EDM fi les are indicated in cases with 

calcifi cation or retreatment. 

• Fabricated using EDM (electrical discharge 

machining) breakthrough technology, HyFlex 

EDM reportedly offers up to 700 percent 

greater fracture resistance compared to tradi-

tional NiTi fi les. 

COLTENE

330-916-8800  |  coltene.com

CIRCLE RS #25

DentalEZ® InOffi ce workbench

• The InOffi ce workbench is said to offer 

everything clinicians need to provide the best 

in-offi ce lab services.

• Solid steel construction, solid surface coun-

tertops, options for dust collection, and multiple 

drawer confi gurations and colors reportedly 

provide dentists with all the choices they need 

to enhance their practice and productivity.

DentalEZ

866-DTE-INFO  |  dentalez.com/inoffi ce

CIRCLE RS #27

DentiMax 18

• DentiMax 18 is said to be more graphi-

cal, powerful and easier to use than its 

predecessors.

• The new version reportedly features a new 

clinical charting screen, larger fonts and many 

new paperless enhancements. 

• Available in both cloud and server editions.

DentiMax

800-704-8494  | dentimax.com

CIRCLE RS #29

CHICAGO MIDWINTER

http://www.dentalproductsreport.com/
https://www.centrixdental.com/?SID=l19guuce41la0rfomh4cpgcfu7
http://mmgfusion.com/
henryschein.com/
https://ap.coltene.com/
https://www.cpac.com/
http://www.dentalez.com//StarETorque/
https://dentimax.com/
http://www.dentalez.com//InOffice/
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DEXIS and i-CAT voice-

controlled imaging solutions 

with Amazon Alexa

• Dental professionals can reportedly operate 

their DEXIS and i-CAT equipment with their 

voices, completely hands-free. 

• Dentists can place a digital sensor while tell-

ing Alexa the X-ray they need to capture.

• Users are also said to be able to order i-Cat 

scans using only their voices. 

Simplifeye

646-681-1785  |  simplifeye.co

CIRCLE RS #30

Estelite Bulk Fill Flow

• Estelite Bulk Fill Flow reportedly requires no 

additional composites for outstanding esthetics 

and strength.

• The formula is designed to offer faster and 

simpler single-increment restorations up to 4 

mm.

• The material reportedly features 52 percent 

higher compressive strength than the leading 

fl owable bulk fi ll.

Tokuyama Dental America

877-378-3548  |  estelitebulkfi ll.com

CIRCLE RS #32

Fuse

• Allows users to leverage the power of the 

cloud, which centralizes and streamlines the 

way dentists run their practices. 

• Designed with an easy-to-learn interface, 

users can view all of their patients’ clinical 

evidence in a simple, clean timeline. 

• Fuse’s Smart Screens are engineered to 

allow dentists to view, fi lter and act on real-time 

patient information and practice data on a 

single screen. 

Patterson Dental

800-873-7683  |  pattersondental.com/fuse

CIRCLE RS #34

DGSHAPE d-CLINIC

• DGSHAPE d-CLINIC is a new open architec-

ture CAD/CAM solution that’s designed to make 

it easy and affordable for dental clinics to pro-

duce precision glass ceramic and composite 

resin restorations in-house. 

• Featuring DGSHAPE’s DWX-4W wet dental 

mill plus MillBox CAM and new CliniCAD design 

software, the DGSHAPE d-Clinic solution is 

reportedly a turnkey package for producing 

same-day prosthetics. 

Roland DGA

800-542-2307  |  rolanddga.com/d-clinic 

CIRCLE RS #31

Dental Wings Intraoral Scanner

• Available in both cart and portable versions, 

now distributed by ETI Digital Technology.

• The scanner reportedly uses Multiscan 

Imaging™ 3D scanning technology consisting of 

fi ve miniaturized 3D scanners in the handpiece 

tip, which is said to be the smallest intraoral 

scanner handpiece in dentistry. 

• The scanner is also reportedly equipped with 

voice control and gesture recognition technol-

ogy for optimal infection control. 

ETI Digital Technology

800-451-7778  |  etidigitaltechnology.com

CIRCLE RS #33

glidewell.io™ In-Offi ce Solution

• This chairside restorative ecosystem is 

designed to simplify the process of prescribing 

and delivering dental restorations.

• With this versatile suite of advanced technolo-

gies, clinicians reportedly gain immediate on-

demand access to the digital support resources 

of Glidewell Laboratories with the ability to 

quickly mill restorations in the offi ce or send 

cases to the lab – all from a single interface. 

Glidewell Laboratories

844-949-7184  |  glidewell.io

CIRCLE RS #35

AdvantaClear™ Surface 

Disinfectant

• Designed to kill a broad spectrum of disease-

causing microorganisms in one minute.

• The intermediate level disinfectant is said to 

be compatible with a wide range of surfaces, 

such as acrylic, aluminum, brass, copper and 

stainless steel. 

• The convenient and ready-to-use formula 

reportedly cleans and disinfects surfaces while 

working quickly and effectively. 

Hu-Friedy

800-hu-friedy  |  hu-friedy.com

CIRCLE RS #36

SmartTouch™ Scannable 

Impression System

• The portable handheld auto dispenser report-

edly fi lls an impression tray in only 10 seconds 

with the push of a button. 

• Dentists are said to be able to have the power of 

a countertop machine in the palm of their hands. 

• Designed for the SmartTouch auto dispenser, 

the SmartTouch™ VPS impression material is 

engineered to combine excellent fl ow and detail 

reproduction with easy handling. 

ids (integrated dental systems)

866-277-5662  |  idsimplants.com

CIRCLE RS #37

http://www.dentalproductsreport.com/
https://www.etidigitaltechnology.com/
https://www.rolanddga.com/products/dental/dental-clinical-milling
https://estelitebulkfill.com/
https://simplifeye.co/
https://www.pattersondental.com/fuse
http://glidewell.io/
https://www.hu-friedy.com/
https://www.idsimplants.com/


www.scicanusa.com

STATIM is a registered trademark and BRAVO and Your Infection Control Specialist are trademarks of SciCan Ltd. Manufactured by: SciCan Ltd., 1440 Don Mills Rd, Toronto, ON, M3B 3P9, Canada.

Fast and Dry
The perfect pair for your practice.

BRAVO™

Chamber Autoclaves

STATIM® G4
Cassette Autoclaves

Fast Cycle Times Dry

BRAVO’s closed door drying and post vacuum 

technology is able to dry faster than other 

chamber autoclaves. Wrapped cycles, including 

drying, can be completed in 35-45 minutes.

STATIM 2000 G4 wrapped cycles, including 

drying, can be completed in 35 minutes

STATIM 5000 G4 wrapped cycles, including 

drying, can be completed in 40 minutes.

STATIM 2000 G4 unwrapped cycle times are 

the world’s fastest at 6 minutes.* 

STATIM 5000 G4 can complete unwrapped 

cycles in as little as 9 minutes.* 

BRAVO 17V and 21v are two of the fastest

chamber autoclaves on the market, sterilizing 

and drying instruments in 35-40 minutes.

Learn more at www.scicanusa.com/theperfectpair

*Does not include drying. 

Interested?  Circle Product Card No. 58

http://www.scicanusa.com
http://www.scicanusa.com/theperfectpair
http://www.scicanusa.com
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Solea® Software (SW) 3.2

• Designed to provide dental professionals with 

unprecedented usability and patients with a 

more comfortable experience.

• A simplifi ed graphical user interface is said 

to eliminate the need to select different tissue 

types and streamlines the laser workfl ow. 

• Dentists can reportedly safely ablate both 

hard and soft tissue faster than ever before for 

smoother, cleaner surfaces with no increase in 

patient sensation.  

Convergent Dental

844-GO-SOLEA  |  convergentdental.com

CIRCLE RS #44

Wireless Air

• The Wireless Air is said to deliver the highest 

quality LED optics in a portable, lightweight 

package that attaches directly to existing 

loupes.

• Designed to create a clear, even light spot with 

excellent color accuracy.

• Its new compact design reportedly minimizes 

strain on the face that comes from using other 

heavier wireless LEDs. 

SurgiTel

800-959-0153  |  surgitel.com

CIRCLE RS #45

Tri Auto ZX2

• Tri Auto ZX2 is a new compact, cordless 

motor with a built-in apex locator. 

• The cordless endodontic handpiece may 

reportedly be used for achieving apical patency 

and creating a glide path with the new Optimum 

Glide Path function.

• The handpiece is engineered to allow subtle 

and delicate manipulation of the fi le, facilitating 

faster and safer treatment in even diffi cult 

cases. 

J. Morita

877-JMORITA  |  morita.com

CIRCLE RS #38

KATANA Zirconia Block

• An innovative, multi-layered zirconia block 

specialized for fabricating full-contour zirconia 

prosthetics chair side. 

• Can be used with Dentsply Sirona’s CEREC 

system to reportedly fabricate full zirconia 

restorations in approximately 45 minutes. 

• The block consists of four layers of zirconia in 

graduated shades. 

Kuraray America Inc.

800-879-1676  |  kuraraydental.com

CIRCLE RS #40

TeleDent™ Referral 

Engine Starter Kit

• The all-in-one teledentistry platform is said to 

enable out-of-the-box clinical collaboration. 

• Benefi ts are said to include improved patient 

experiences, simplifi ed workfl ow and easier 

communication among the care team. 

• Custom confi gurations are also available. 

MouthWatch, LLC

877-544-4342  |  mouthwatch.com 

CIRCLE RS #42

Veraview X800

• Veraview X800 is a newly redesigned, multifunc-

tional X-ray unit that’s said to be equipped with 

practical, unique and refi ned features that produce 

stunning images for a thorough evaluation. 

• Image clarity has reportedly been enhanced 

with a voxel size of just 80 micrometers and a 

resolution of 2.5 LP/mm. 

• An adjustable X-ray beam is engineered to 

allow the user to set ideal conditions for both 2D 

and 3D image acquisition by suppressing the 

distracting shadows of the hard palate. 

J. Morita

877-JMORITA  |  morita.com

CIRCLE RS #39

MI Paste® One

• Two-in-one application (toothpaste and MI 

Paste Plus®) contains RECALDENT™ (CPP-

ACP) and fl uoride in a cool mint fl avor.

• The formula is designed to treat sensitivity, 

remineralize tooth enamel and prevent white 

spot lesions.

• Designed to be a single step for treatment and 

cleaning. 

GC America

800-323-7063  |  gcamerica.com

CIRCLE RS #41

SleepArchiTx™ Sleep Screening 

Concierge Program

• Reportedly offers a turnkey solution that 

enables dental practitioners to systematically 

screen patients in their offi ces with customized 

forms, workfl ow protocols, patient tracking 

software and facilitation of home sleep testing 

by board-certifi ed sleep physicians.

• Designed to work in conjunction with 

SleepArchiTx Sleep Case Navigation Services.

SleepArchiTx™

888-777-3198  |  sleeparchitx.com

CIRCLE RS #43

http://www.dentalproductsreport.com/
http://www.morita.com/group/en/
http://www.morita.com/group/en/
http://www.gcamerica.com/
https://www.mymouthwatch.com/
http://kuraraydental.com/
http://convergentdental.com/
http://surgitel.com/
http://www.sleeparchitx.com/
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SwervePay

• Provides dental providers the opportunity to 

engage their patients via text messaging. 

• Reportedly enables providers to simplify 

the billing and collection processes for their 

patients with its Text-to-Pay and newly intro-

duced Zero Click payment technologies.

• The provider triggers a text message con-

taining a balance due to the patient, and the 

patient reportedly responds to the text message 

authorizing payment. 

SwervePay

888-875-4782  |  swervepayhealth.com

CIRCLE RS #46

SheerWhite! In-Offi ce

• SheerWhite! In-Offi ce 20% hydrogen 

peroxide strips are reportedly the fi rst and only 

“in-offi ce whitening strips.”

• Utilizing the next-generation SheerFilm tech-

nology, the fl exible strips are designed to easily 

conform to the teeth while holding the potent 

formula to the enamel without leakage.

• Results are said to be up to three shades 

whiter in a single application. 

CAO Group

877-877-9778  |  caogroup.com
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STELLAR DC Acrylic

• STELLAR DC Acrylic pattern resin reportedly 

increases effi ciency and production by dra-

matically reducing production times. 

• Its on-demand continuous fl ow of material is 

said to allow for quick and easy fabrication of 

pickup impression copings, indexes, abutment 

seating jigs, and more. 

• The resin is designed to light-cure in 20 sec-

onds and self-cure in 60 seconds, reportedly 

offering the fastest production times for pattern 

resin. 

TAUB Products

800-828-2634  |  taubdental.com
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The Wand®

• The Wand® anesthesia system is reportedly 

the fi rst and market-leading, computer-con-

trolled local anesthesia system with more than 

50 million injections performed worldwide. 

• It is engineered to carefully guide dental 

professionals as they perform all dental injec-

tion types. 

• The Wand is said to benefi t both the practice 

and the patient by providing more comfort and 

less anxiety than traditional syringe injection 

techniques. 

• It reportedly uses patented technology 

to control the fl ow rate and pressure of the 

anesthesia during the injection, ensuring that 

all injections are performed below the patients’ 

pain threshold.

Milestone Scientifi c

973-535-2717  |  milestonescientifi c.com
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CHICAGO MIDWINTER

All products proudly made in the USA
following strict federal guidelines

ADI’s “True” PreMounted 
Implant Delivery Package

The Implant 
Color Coded Driver   

Fixation Screw
Cover Screw

0.050” Hex Tool

The Highest Quality 
Internally Hexed Implant System  

in  the Industry 

30 Years
of 

Dental Implant Technology

$8650

®

1-800-511-0661
www.americandentalimplant.com

Interested?  Circle Product Card No. 59

http://www.americandentalimplant.com
http://www.dentalproductsreport.com/
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http://www.americandentalimplant.com
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TheraCem®

• TheraCem is a dual-cured, calcium and 

fl uoride-releasing, self-adhesive resin cement 

reportedly indicated for luting crowns, bridges, 

inlays, onlays and all types of posts.

• The material is designed to deliver a strong 

bond to zirconia and most substrates and fea-

tures easy clean up and high radiopacity.

• TheraCem is said to offer clinicians reliable 

and durable cementation of most indirect 

restorations.

BISCO Dental Products

800-247-3368  |  bisco.com
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QDfx

• QDfx patented technology reportedly offers a 

safer, chemical-free approach to disinfection of 

water lines. 

• The cartridge, which is replaced annually, is 

said to provide the highest quality of disinfec-

tion by incorporating Quantum X3, a water 

treatment technology. 

• The patented Quantum media reportedly kills 

bacteria instantly on contact, is 99.999 percent 

effective on all bacteria tested, and meets 

NSF42 & NSF61 safe drinking water standards.

Toppen Dental

508-397-9725  |  toppendental.com
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TornadoS

• The TornadoS is said to be the most powerful 

turbine with a compact head. 

• Thanks to its compact head, the TornadoS 

reportedly offers improved visibility in the work-

ing area. 

• The handpiece is equipped with Bien-Air 

SteadyTorque™ technology and is said to fea-

ture exceptional power output. 

Bien-Air

800-433-2436  |  bienair.com
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Performance Tool Organizer

• This deeper, roomier cassette is said to be 

made for large and specialty instruments, 

including X-ray positioning devices, check 

retractors, surgical elevators and forceps, 

orthodontic pliers, and more. 

• The organizer reportedly allows users to 

design their own layout with customizable, 

removable feet. 

• It’s also said to contain an antimicrobial agent 

that withstands all sterilization processes.

• Available in 16 color choices. 

Zirc

800-328-3899  |  zirc.com
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OZ Spray Bottle

• This ozone on-demand surface disinfectant 

system is said to deliver a consistent ozone 

concentration wherever and whenever dental 

professionals want it. 

• The OZ reportedly uses a patented method 

to create ozone from water while producing no 

aerosols. 

• Ozone is said to have a bacterial kill time of 

30 seconds and is safe to use on almost any 

surface.

Toppen Dental

508-397-9725  |  toppendental.com
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RODI

• This new water-on-water, reverse osmosis/

deionized water treatment system is said to 

produce the high-quality water required by ster-

ilizers, autoclaves and chairside water bottles. 

• Comes with 100 percent recyclable, replace-

able cartridges. 

• With fl ow rates seven times faster than 

conventional RO systems, the modular design 

reportedly provides the option of doubling fl ow 

capability by stacking units together. 

Toppen Dental

508-397-9725  |  toppendental.com
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Phasor™

• This patent-pending composite warming 

system uses NIR technology to rapidly warm 

highly fi lled composite compules.

• With the touch of a button, the Phasor is 

engineered to be able to heat composite mate-

rial to 150 degrees Fahrenheit in seconds and 

maintain that temperature throughout the pro-

cedure, all while remaining cool to the touch.

• Unlike other devices, Phasor reportedly isn’t 

limited to a single brand of composite.

Vista™ Dental Products

877-418-4782  |  vista-dental.com
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Cold as Ice Endo Spray

• Cold as Ice Endo Spray is said to be perfect 

for on-the-spot testing of pulp health.

• The spray is designed to cause a rapid pupal 

response in vital teeth due to its low liquid 

temperature of -26.2 degrees Celsius (-15.2 

degrees Fahrenheit).

• Includes a directional spray extension and is 

said to be environmentally friendly.

Dental Creations Ltd. 

254-772-4661  |  wonderfi ll.com

CIRCLE RS #57
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OUR BULK FILL IS FAST.

*Limit 1 mini kit per doctor. New user only. While supplies last. Offer valid until 5/31/18. Allow 2-3 weeks for delivery. 
Valid in US and CANADA only. @2018 Tokuyama Dental America Inc.  | 01081801

FREE
*

MINI KIT

Get your at EsteliteBulkFill.com

Promo Code: D P R M a rc h

No capping layer needed – highly esthetic and strong all on its own. 

A no-compromise approach to even faster bulk fill restorations.

NEW

Introducing     

Interested?  Circle Product Card No. 60

https://estelitebulkfill.com/
https://www.tokuyama-us.com/
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FREE

MINI KIT

tokuyama-us.com

*Limit 1 mini kit per doctor. New 

users only. While supplies last. Please 

allow 3-4 weeks for delivery. Multiple 

submissions will not be accepted. 

O� er valid until 5/31/18.

Promo code: DPRMarch
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The software is designed to move 
practice management to the cloud. 

[ compiled by Kristen Mott ]

Integrating Dentrix 
Ascend into your 
practice

Henry Schein Dentrix Ascend moves 

practice management to the cloud 

and lifts IT burdens from dentists so 

that they can focus on patient care. It 

is designed to help increase practice 

effi ciency and reduce time spent 

on backups, software updates and 

server issues. 

Dentrix Ascend also reportedly 

offers the ability to standardize and 

simplify workfl ow processes across 

an entire organization with a single 

patient record, a single provider 

record, single fee schedules, single 

coverage tables and more. 

EASY TO USE: The natural, role-based 

interface in Dentrix Ascend is report-

edly easy to learn and always up to 

date. When a team member logs 

in, the software displays a Practice 

Overview that shows the current 

status of his or her primary work 

items. Each day it will also display a 

customized to-do list, ensuring that 

important tasks don’t slip through 

the cracks. 

COMPREHENSIVE: Dentrix Ascend 

is a software as a service, delivering 

comprehensive clinical tools and 

front and back offi ce automation 

tools in one monthly subscription. 

Patient communication, electronic 

claims, insurance eligibility, billing, 

custom reporting and digital imag-

ing are reportedly all included. With 

no need for on-premise servers, it is 

said to reduce up-front costs and help 

make it easier for growing practices 

to expand to additional locations. 

ACCESSIBLE: Since Dentrix Ascend is 

cloud-based, dentists can access their 

practice data at any time, from any 

location and on any device with an 

internet connection. It is designed to 

simplify the management of multisite 

practices, providing a central data-

base and business reporting for the 

group while allowing individual sites 

the fl exibility they need. 

Henry Schein

dentrixascend.com

855-232-9493

CIRCLE RS #61

ARE YOU READY 
TO APPLY THIS 
TECHNOLOGY IN 
YOUR PRACTICE?

Information provided by Henry Schein.

http://www.dentalproductsreport.com/
http://www.dentrixascend.com/
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The new release of Solea software (SW) 3.2 
is designed to provide signifi cantly faster 
cutting and rapid analgesic onset. 

[ compiled by Kristen Mott ]

Incorporating the 
Solea® dental laser 
into your practice

The 3.2 version of Solea software 

is the latest in a series of updates 

that are designed to continually 

improve the performance of Solea 

since its launch in 2013. Solea SW 

3.2 is designed to offer a signifi cant 

increase in cutting speed, smoother 

surface fi nishes and Solea’s industry-

renowned analgesic effect. It’s 

delivered via Wi-Fi free of charge to 

all existing Solea uses with an active 

service contract. 

ALL-NEW ALGORITHMS: Everything 

from cutting speed to patient 

comfort is designed to be dictated 

by complex algorithms that run 

behind the scenes. Data received 

from existing users is engineered to 

be leveraged to continually improve 

how  energy is delivered, providing 

optimal performance for the dentist 

and an optimal experience for the 

patient. Since the algorithms run 

behind the scenes, dentists don’t 

have to manage complicated settings 

or become laser experts. 

SIMPLIFIED GRAPHICAL USER INTER-

FACE: A single mode for either hard 

or soft tissue is designed to allow 

dentists to select a spot size, place 

Solea’s aiming beam on the target 

tissue, step on the variable-speed 

foot pedal and go. Easy and intuitive 

ON/OFF push buttons have also 

been added, eliminating steps 

required before starting up the Solea 

or shutting it down. A low power 

mode is designed to enable more con-

trol at the low end of the power range 

for more sensitive applications. 

Convergent Dental
convergentdental.com

844-GO-SOLEA

CIRCLE RS #62

ARE YOU READY 
TO APPLY THIS 
TECHNOLOGY IN 
YOUR PRACTICE?

Information provided by Convergent Dental.

http://www.dentalproductsreport.com/
http://convergentdental.com/
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DR. GREGG FINK HAS PUT his trust in 

composites from Tokuyama Dental 

America for more than 10 years, so 

it made sense for him to incorporate 

Estelite Bulk Fill Flow into his prac-

tice, Dental Arts of Delaware, when 

it was released in late 2017. 

Because it’s so new, he’s only had 

the opportunity to use the material 

for a short time, but he says he’s 

already experienced the benefi ts the 

new bulk fi ll material has to offer. 

For instance, with this material 

there’s no need for a capping layer for 

restorations of up to 4 mm, which 

leads to faster, more effi cient pro-

cedures at Dr. Fink’s general family 

practice — and that benefi ts both 

him and his patients. 

What Dr. Fink says about 
Estelite Bulk Fill Flow
I’ve been using Estelite Bulk Fill 

Flow in my practice since it was 

released in the third quarter of 2017. 

The material comes from a company 

I trust and one that is well regarded 

by independent researchers. Not 

only that, the composites I’ve used 

from Tokuyama over the course of 

my career are reasonably priced and 

dependable. They’ve always worked 

very well and have held up over time. 

Bulk fi lls are starting to gain accep-

tance in the dental world, so I knew 

if Tokuyama developed a product 

that fi t into the bulk fi ll category, 

it would be a product that I would 

want to try.

So far, the material has brought 

a variety of benefi ts to my practice. 

First, there’s the speed of the proce-

dure. The material cuts down how 

much time each procedure takes to 

complete by a few minutes, which 

can really add up over the course 

of a day. It’s also very easy to use 

and adapts to the shape of your 

preparation very nicely. The material 

features good fl ow and good adapt-

Estelite Bulk Fill Flow

Estelite Bulk Fill Flow is a light-cured, 

fl owable bulk fi ll composite that report-

edly utilizes spherical fi ller technology 

to deliver simple restorations with 

superior results. Higher shade, opacity 

and glossiness are said to offer greater 

esthetics, while higher compressive and 

fl exural strength, higher wear resistance 

and lower shrinkage stress are designed 

to provide worry-free restorations that 

last. No additional layers or composites 

are reportedly needed up to 4 mm.

Tokuyama Dental America

877-378-3548  |  tokuyama-us.com 
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ability, and it is easy to dispense 

exactly where you need it. This all 

leads to time savings. It also polishes 

up really nicely. 

The benefi ts Estelite Bulk Fill Flow

offers also extend to my patients. 

Because the procedure is shorter, 

patients spend less time in the chair. 

That means they don’t have to keep 

their mouths open as long, helping 

to lessen any soreness they might 

experience after the procedure. The 

material also makes it easier for me 

to complete multiple restorations 

at the same time, again reducing 

the amount of time patients have to 

spend in the chair. 

Using this material doesn’t change 

the fl ow of how you perform a typi-

cal composite procedure, which I 

like. There’s no need to use multiple 

compules of composite for the same 

restoration, which is common with 

other bulk fi lls. You don’t have to 

spend time going back and forth 

between a fl owable that adapts and a 

posterior hybrid composite. It really 

is just a more effi cient way to place 

restorations. 

While I’ve only used this bulk fi ll 

material for a short time, I have to 

say so far so good. I plan to continue 

to use Estelite Bulk Fill Flow in my 

practice and to keep tracking how it 

performs over time. Overall, Estelite 

Bulk Fill Flow is easy to use and 

makes composite procedures more 

effi cient. And, of course, the material 

is backed by a company that consis-

tently receives high rankings from 

independent researchers, making it a 

product I know I can trust. 

The benefi ts of Estelite 
Bulk Fill Flow
How this bulk fi ll composite leads to effi cient procedures 
and reliable restorations.  [ compiled by Renee Knight ]

“      Bulk fi lls are 

starting to gain 

acceptance in the 

dental world, so I 

knew if Tokuyama 

developed a prod-

uct that fi t into the 

bulk fi ll category, 

it would be a prod-

uct that I would 

want to try.” 

http://www.dentalproductsreport.com/
https://www.tokuyama-us.com/


For more information visit FlowDental.com,  

call us at 1-800-356-9729, or contact your local dealer

Digital Accessories

Adjustable Camera Sleeve

Quickly and easily achieve a tight, custom-

fit on virtually any size camera head!

Quick and easy! Your image is always crystal 
clear and sharp!

Slide On

Fold Excess

Wrap & Stick

For more information visit FlowDental.com,  

call us at 1-800-356-9729, or contact your local dealer

The Only Sleeve  
You’ll Ever Need!

One sleeve fits them all!

SNUGGIES™ 

The only sensor sleeve that  
custom-fits your sensor 

Protect your equipment and your patients with 
a snug, custom-fit sensor sleeve - regardless of 
sensor size. Simply peel, stick, and go!

Snuggies work with sensors of any size, shape, 
and thickness. Patients love Snuggies because 
there’s less loose plastic to gag on. Practitioners 
love Snuggies because one-size-fits-all, 
eliminating the need to buy and stock many sizes. 
Plus, with Snuggies, you don’t have to twist the 
sleeve around delicate sensor cords to keep the 
sensor from sliding around.

Snuggies are economically priced in boxes of 500.

Digital Accessories

Interested?  Circle Product Card No. 64
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DR. JOHN WESTON, DDS, FAACD, HAS 

been practicing for nearly three 

decades and for a little more than 

half of that time, he has been using 

RelyX™ Unicem 2 Self-Adhesive 

Resin Cement from 3M. As an early 

adopter, he recalls when it came in a 

capsule that you mixed in an amal-

gamator. While the delivery system 

has changed over the years, Dr. 

Weston says the need for an adhesive 

to hold full-coverage crowns and 

work in areas with short vertical 

height of preparations hasn’t. 

“Previous to Unicem 2, in my 

experience, you had to use adhesive 

techniques, usually etching and 

then placing adhesives by treating 

the surfaces of both the crown and 

the tooth. What Unicem 2 did was 

eliminate the need for those steps 

and give you the adhesive qualities 

with just a single step,” he says. 

Unicem 2’s elimination of surface 

preparations and multiple steps 

streamlined and simplifi ed the pro-

cess for Dr. Weston. It also created 

a more predictable outcome. Dr. 

Weston says he likes how using Uni-

cem 2 helps to avoid mistakes.

“There are fewer chances of doing 

something wrong, missing a step or 

not doing a step exactly right. This 

is important for the assistants and 

doctors as well,” he says. 

One of the reasons dentists utilize 

RelyX™ Unicem 2 Self-

Adhesive Resin Cement

RelyX™ Unicem 2 Self-Adhesive Resin 

Cement is said to feature convenient dis-

pensing and optimal consistency. This 

time-saving product requires no priming 

or bonding, and patients reportedly 

experience virtually no post-operative 

sensitivity. Excess material is designed to 

be easily removed.

3M™

888-364-3577  |  3m.com 
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adhesive dentistry is to properly seal 

the tooth and avoid sensitivity for 

patients. Dr. Weston explains that 

Unicem 2 is an adhesive cement with 

good sealing properties, which leads 

to excellent patient response. 

“I don’t think the patient cares 

what kind of cement you use; they 

just want it to be easy, comfortable 

and have no sensitivity in their 

tooth,” Dr. Weston says.

Dr. Weston knows a common 

problem with cements is that they 

can be diffi cult and time-consuming 

to clean up. Early on, his practice 

experienced challenges cleaning up 

Unicem 2. Now, he uses the Elipar™ 

Curing Light’s one-second tack 

feature to initiate the cure on the 

excess cement on buccal and lingual, 

enabling him to “pop it right off.” 

However, he recommends curing for 

no longer than one second.

“Don’t over cure it. If you spot 

tack longer and accidentally cure 

for fi ve or 10 seconds, it’s going 

to be very diffi cult to remove,” he 

explains. “Also, if using a self-cure 

technique, don’t start cleaning it 

before it’s starting to set because 

that can be messy. I hear about 

people blowing air through the 

proximal contacts and then it sprays 

everywhere. It can be a real mess.”

Once you have removed the 

excess, Dr. Weston says to cure for 

another 20 seconds on buccal and 

lingual for the fi nal cure or, if time 

allows, let it completely self-cure for 

fi ve minutes. 

Another common concern about 

self-adhesive cements is that they 

are not as strong as fourth- or fi fth-

generation bonding agents with 

multi-step systems. While that is 

true, Dr. Weston says that isn’t a fair 

comparison. No self-adhesive resin 

cement will have the same bond 

strength as those products by the 

nature of their one-step procedure. 

However, when comparing Unicem 

2 to a traditional cement or to a 

resin-modifi ed glass ionomer cement 

for full-coverage crowns or in areas 

where you have a short vertical 

height for preparations, Unicem 2 

has superior advantages.

“That’s why people get confused 

and say, ‘It doesn’t have great adhe-

How RelyX™ Unicem 2 
creates predictable results 
for full-coverage crowns
Why one clinician prefers using this self-adhesive 
resin cement over others.  [ by Terri Lively ]

http://www.dentalproductsreport.com/
https://www.3m.com/
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sion.’ Well, it does compared to 

other one-step cements. You have 

to qualify what you are comparing 

it to,” he says. “The bond strengths 

are plenty reliable to the situations 

we are using it for, which is typically 

full-coverage crowns. We would not 

use this cement for ceramic veneers 

however.”

Dr. Weston also addresses the 

discussion regarding Unicem 2’s 

lack of fl uoride release, a feature 

found in resin-modifi ed glass 

ionomer cements. He asserts that a 

well-fi tting restoration with a proper 

seal doesn’t need to rely on fl uoride 

release. Moreover, research shows 

that resin-modifi ed glass ionomer 

cements release very little fl uoride at 

the margin. As a result, Dr. Weston 

believes the benefi ts of working with 

Unicem 2 outweigh any advantages 

resulting from fl uoride release, espe-

cially in cases where you have short 

vertical height preparations.

“If you have a crown that has 

a short vertical height, you likely 

would not use a resin-modifi ed 

glass ionomer because it’s not 

strong enough. Now, you fi nd 

yourself using a different cement 

that the doctor and assistant are 

not as familiar with,” he explains. 

“Unicem 2 allows you to use one 

cement for everything and have the 

adhesion you need for the very short 

vertical height preparations that 

traditional cements don’t offer.”

Dr. Weston appreciates the fact 

that using Unicem 2 for all full-cov-

erage restorations, whether they are 

metal, pressed-ceramics or zirconia, 

means they only need to order one 

material. They don’t have multiple 

materials in the drawer, resulting in 

a streamlined chairside process for 

the dental staff. 

“They know what to put out when 

we have the full-coverage crowns,” 

he says. “We can deliver crowns 

effi ciently, fast and predictably. And 

we have reliability. You don’t have 

to worry about things coming off or 

failures. It solves a lot of problems 

for us.” 

“     Unicem 2 allows 

you to use one 

cement for every-

thing and have 

the adhesion you 

need for the very 

short vertical height 

preparations that 

traditional cements 

don’t offer.”
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LAST MONTH, I HAD THE OPPORTU-

NITY to meet with a team that is revo-

lutionizing how dental practices use 

technology. In the past, we’ve told 

our staff to keep their smartphones 

away from work, reasoning that 

these devices would get in the way of 

productivity, as well as client service. 

Dr. Ryan and Zach Hungate, found-

ers of Simplifeye, have a different 

take. They believe smartphones are 

ubiquitous and have an unquestion-

able place in today’s dental practices.

I sat down with Ryan and Zach 

to learn how smartphones and 

smartwatches are changing how we 

run our practices. Ryan is a trained 

orthodontist with prior experience at 

Apple, while Zach is an entrepreneur 

and private equity investor. The two 

started Simplifeye in 2015 to help 

healthcare providers run the business 

side of their practices.

Why should smartphone use 
be encouraged in dental 
practices?
According to Pew Research, 95 

percent of Americans now have a cell 

phone of some kind and 77 percent 

have a smartphone. When smart-

phones fi rst came into existence, 

they were seen as a distraction, and 

many dental practices introduced a 

zero-tolerance phone policy.

However, smartphones are every-

where and they should be leveraged 

at dental practices, rather than toler-

ated — or worse, prohibited. These 

are powerful personal computers that 

can enhance productivity and the 

patient experience. We feel there is a 

need to fundamentally support dental 

professionals’ interests in technology 

and provide them with 21st century 

options.

Why have people been resistant 
in the past?
When a new technology is intro-

duced, it’s natural to be resistant. 

As humans, we’re wired to worry 

about change and how it will impact 

our lives, our businesses and even 

our code of ethics. When smart-

phones burst onto the scene, many 

dental practices subscribed to the 

idea that they should continue to 

operate exactly as they had in the 

past, even though they were missing 

out on amazing advancements in 

technology.

Many practices also worried about 

security, HIPAA compliance and 

how they would implement a change. 

Additionally, many practices did not 

understand how they could use a tool 

like a smartphone or smartwatch in the 

offi ce. Thanks to custom-built solu-

tions made specifi cally for the dental 

industry, that’s changing. Dental prac-

tices everywhere are now implement-

ing these new technologies and seeing 

the positive results.

How do you deal with HIPAA 
compliance?
There’s no question that HIPAA 

compliance is important. Dental 

practices want to be sure that they are 

compliant and doing everything they 

can to protect their patients’ medical 

information. As long as the app uses 

A new dental technology maximizes the use of 
smartphones and watches at work, making bringing 
your smartphone to the offi ce a practical option.  
[ curated by Dr. Lou Shuman, with Ryan and Zach Hungate, founders of Simplifeye ]

Putting your 
smartphone to work

“     ...99 percent of 

Americans now 

have a cell phone 

of some kind and 

77 percent have a 

smartphone.”

Simplifeye

Simplifeye reportedly connects you, 

your patients and your business using 

state-of-the-art consumer tech, and is 

the number-one mobile experience for 

healthcare providers. Simplifeye is said 

to help you and your offi ce reduce wait 

times and create a more personal patient 

experience.

Simplifeye

646-681-1785 |  simplifeye.co

CIRCLE RS #67
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proper encryption, it can be HIPAA 

compliant. That’s why it’s essential 

to use apps built specifi cally for the 

healthcare fi eld. Using apps like 

Google Hangouts, Facebook Mes-

senger or texting are not compliant. 

With apps like Simplifeye, an owner 

can pick and choose which employees 

have access to patient information.

What applications are smart 
devices used for?
We’ve seen dental offi ces across the 

country leverage smart technology to 

improve operations. Apps via smart-

phones and smartwatches provide 

staff immediate access to patient and 

procedure lists, thus increasing effi -

ciency. These apps also allow staff 

members to instantaneously col-

laborate with each other. Simplifeye 

on a smartwatch gives staff members 

comprehensive appointment infor-

mation the instant they need it. 

Why are dentists, their teams 
and manufacturers so excited 
about Simplifeye’s technology?
The reason we built Simplifeye is 

because interoffi ce communica-

tions in dental offi ces have not been 

updated since 1998, when desktop-

to-desktop chat systems were intro-

duced. Light systems are antiquated 

and distracting, desktop chat requires 

you to be at a monitor to view the mes-

sage, walkie-talkie radios are disrup-

tive and there’s too much background 

chatter, and sticky notes or face-to-face 

communication are ineffi cient.

Simplifeye is the only secure work-

fl ow and communication suite for 

dental offi ces. It’s designed to make 

you and your team more effi cient by 

providing offi ces with data, such as 

average wait time and how long it takes 

to do certain procedures, which you 

can then use to optimize your opera-

tions. Plus, Simplifeye’s end-to-end 

encryption with all operating systems 

means it’s entirely HIPAA compliant.

Smartphones and smartwatches 

are becoming fi xtures in our lives. 

They’re revolutionizing how we work 

and communicate and improving how 

dental providers serve their patients. 

Simplifeye’s technology not only makes 

it easy to bring smart devices into the 

offi ce, it dramatically improves dental 

practice interoffi ce communication 

and information fl ow. 

To learn more about Simplifeye, go 

to www.simplifeye.co. 

ABOUT DR. RYAN HUNGATE 

AND ZACH HUNGATE

Dr. Ryan Hungate and Zach Hungate 

founded Simplifeye in 2015. Simplifeye’s 

mission is to create an immersive clinical 

environment for healthcare providers 

surrounded by the needed information 

to deliver the best patient care. Based 

in New York City, Simplifeye was rated 

Best New Product - Technology by 

Henry Schein Dental in 2017 as well as 

Best of Class - Emerging Technology by 

Cellerant Consulting in 2017.  

ABOUT DR. LOU SHUMAN

Dr. Lou Shuman is a long-time contributor 

to Dental Products Report and is president 

and CEO of Cellerant Consultant Group.  

He is also the chairman of the Technology 

Advisory Board at WEO Media, a Venturer-

in-Residence at Harvard’s Innovation 

Lab, and he founded a dental-education 

internet company.
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DENTISTRY IS FORTUNATE ENOUGH 

to have access to a wide selection of 

chairside CAD/CAM monolithic 

blocks, ranging from the fi rst 

feldspathic block introduced back 

in 1991 to more recent advances in 

zirconia chairside milling technolo-

gies. As dental professionals, we 

have witnessed a general increase 

in chairside monolithic block MPa 

strength over the years yet, many 

times, at the expense of esthetics. 

For example, we have an extremely 

strong material like zirconia but 

with less-than-desirable esthetics, 

or sometimes even more disap-

pointing, an esthetically-pleasing 

restoration with low to moderate 

strength.

Fortunately, industry profes-

sionals have been working hard 

to address these issues and over 

the years have made signifi cant 

improvements by marrying strength 

and esthetics. The best example 

of this that I’ve seen to date has 

been with Celtra® Press (Dentsply 

Sirona), a pressable material 

offered exclusively to dental labs 

that satisfi es both strength and 

esthetics while clinically displaying 

a beautiful blending effect with 

surrounding teeth known as the 

“chameleon effect,” as seen by its 

natural opalescence, translucency 

and fl uorescence. 

I had been milling chairside 

with Celtra Duo for most cases for 

approximately two years before I 

recently requested Celtra Press from 

my lab partner. What a pleasant 

surprise! Celtra Press provides a 

natural vibrancy while reducing 

the “greying effect” often seen 

in similar materials due to high 

translucency without enough opac-

ity. Celtra Press uniquely brings 

together the best of both worlds: 

strength and esthetics and not hav-

ing to compromise a bit on either. 

Celtra Press also has a natural 

vitality that I haven’t seen before 

in other materials. The two areas 

that always concerned me when 

using comparable materials were 

marginal chipping and, as men-

tioned, the greying effect in anterior 

restorations. With Celtra Press I 

can polish or recontour the margins 

without chipping the restoration, 

and its chameleon effect assures a 

natural looking restoration.

Moreover, Celtra Press can be 

either bonded or cemented. Celtra 

Press fi lls a defi nite void in my 

restorative cases that’s been there 

for years; it’s a highly esthetic mate-

rial with exceptional strength.  

Case presentation: Dr. William 
Claytor
The patient presented with 

chipped, worn and discolored teeth 

#8 and #9. Teeth #10 and #11 had 

PFM crowns placed approximately 

15 years prior. The challenge we 

faced was to not only match the 

15-year-old crowns on #10 and 

#11 but to blend #8 and #9 as far 

as shape, hue, value and saturation 

(Figs. 1-2).

Due to these esthetic and strength 

challenges (i.e., dark stump shade, 

tight interocclusal space, reten-

tion) that this case presented, my 

plan was to place two Celtra Press 

crowns ordered, designed and cre-

ated from my lab.

01STEP Using my CEREC® Omni-

cam (Dentsply Sirona), I created a 

digital impression of the case and 

then sent the image over to my lab 

partner directly through Sirona 

Connect. Using a digital communi-

cation system, as opposed to send-

ing a physical model, provides so 

many advantages: superior accu-

racy and stability of the impression, 

immediate feedback from my dental 

lab technician and, moreover, I am 

able to make any preparation 

adjustments while the patient is still 

in the chair. 

I used a shoulder preparation, 

preserving as much enamel as pos-

sible for retention (Fig. 3).

02STEP I also sent pre-op photos 

of the unprepped and prepped teeth 

along with the corresponding shade 

tabs for enamel and stump abut-

ment shades to help my dental lab 

technician evaluate the case pre-

operatively in order to lessen poten-

tial issues, such as the restorations 

being too translucent or too opaque 

(Figs. 4-5).

ACHIEVE ESTHETIC 
RESTORATIONS WITH 
STRONG BONDS
A clinician and a lab owner demonstrate how Celtra Press 
ceramics offer an excellent alternative to chairside milling.   

[ by William Claytor, DDS, and Bill Atkission, owner of Bella Vita Dental Designs ]

 HOW TO
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1. Pre-op, open. 

2. Pre-op, occluded.

3. Intraoral prepped view. 

4. Shade guide for dentinal.

5. Enamel shade guide for #8 and #9.

6. Prepped #8 and #9, facial view.

7. Prepped #8 and #9, occlusal view. 

8. Lab design proposal, facial view.

9. Lab design proposal, 

facial view, upper jaw. 

10. Lab design proposal, 

incisal view, upper jaw.

11. Final cementation.

12. Final cementation complete.

AT A GLANCE

Strength of 678 MPa (biaxial) 

Can provide exquisite light-optical properties 

Low viscosity for optimum fl ow properties 

Celtra® Press

Dentsply Sirona

844-848-0137  |  celtra-dentsplysirona.com

CIRCLE RS #69

From the lab: Bill Atkission
03STEP Here is the beautiful crisp, 

clear image sent over that shows the 

case that we received at the lab. The 

image was sent through the Sirona 

Connect portal and was scanned 

with Dentsply Sirona’s Omnicam by 

the doctor. Using my inLab 

(Dentsply Sirona) software, I was 

able to view the image and start to 

work on designing the restoration 

with the “edit restoration” function. 

This particular image shows the 

complete facial view with all upper 

and lower opposing contacts and in 

occlusion (Figs. 6-7).

04STEP Once the design of the 

restorations was complete, I was 

able to send an image of the fi nal 

proposal in complete facial occlu-

sion view to the doctor for approval 

(Fig. 8).

05STEP An up-close image of the 

fi nal restorations, ready to mill, can 

be seen in Figure 9, and a lingual 

and incisal view of the restorations 

can be seen in Figure 10.

Here at the lab, I was able to do a 

model-free pressing of full-contour, 

monolithic restorations due to the 

fact I had a great scanned image. 

The restorations were designed 

using my inLab software, and then 

I was able to mill the wax puck on 

my inLab MC X5. I then sprued 

and invested the restorations with 

Celtra Press investment and then 

pressed using Celtra Press ingots.

Back at the offi ce
06STEP Once I received the 

restoration back, I bonded the 

restorations with Calibra Ceram 

Adhesive Resin Cement and 

Prime&Bond Elect® universal 

dental adhesive (Dentsply Sirona).

The fi t was extremely accurate 

and I had minimal adjustments. The 

chameleon effect was readily appar-

ent and mimicked the surrounding 

teeth. The new crowns on #8 and #9 

blended extremely well with their 

surroundings (Figs. 11-12).

The patient was extremely 

pleased with the results. He was 

happy with the fi t, feel and the look 

of his new smile. The nicest compli-

ment a dentist can receive is when 

the patient is completely satisfi ed. 

The natural opalescence, translu-

cency and fl uorescence that Celtra 

Press offers are what make a tooth 

appear natural in the mouth. Celtra 

Press is a revolutionary material 

that provides consistent, reproduc-

ible and predictable outcomes as far 

as esthetics, strength, handling and 

vitality. Using Celtra Press results in 

a “win-win-win” situation for the 

patient, dental lab technician and 

dentist. 

Slideshows of step-by-step 

techniques delivered right to 

your inbox each week. Go to 

DentalProductsReport.com 

and click “Subscribe.” 

Sign up for our 

E-newsletter!

“     Celtra Plus is a 

revolutionary mate-

rial that provides 

consistent, repro-

ducible and pre-

dictable outcomes 

...  Using Celtra Plus 

results in a ‘win-

win-win’ situation 

for the patient, den-

tal lab technician 

and dentist.”

http://www.dentalproductsreport.com/
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ESTHETIC DENTISTRY CONJURES 

up a specifi c concept in the mindset 

of most people. When presented 

with the concept of esthetic den-

tistry, many people think of glamour 

and the “Hollywood” stark-white 

veneers, and believe they are as 

simple as paint-on whitening. 

But at the same time, many in the 

dental profession are attempting 

to create a specialty of cosmetic 

dentistry devoted to the true 

dental arts. The truth of the mat-

ter is that all dental professionals 

should strive for esthetic results 

and, equally important, maintain a 

practice devoted both to preventive 

care and conservative interventions. 

This is particularly true in the treat-

ment of the young dental patient, 

who particularly benefi ts from both 

preventive care and the conserva-

tion of tooth structure. Sadly, some 

discount the importance of esthetics 

when treating young children. And 

yet the concept of esthetics is well 

understood even in the very young, 

possibly starting as soon as 3 

months of age1. Therefore, esthetic 

dental treatment is as equally 

important in the young as it is in the 

more mature patient.

Conservative esthetic treatment 

is virtually all based on adhesive 

dentistry, starting fi rst with Buono-

core (1954) and the acid etching of 

enamel2,3, followed by Nakabayashi 

(1982) with bonding to dentin4, and 

cumulating more recently with the 

development of seventh-generation 

single-step adhesives. Concurrent 

with the improvements in adhesion 

has been the evolution of dental 

resin-based composites from the 

early days of Bowen5 (1962) to the 

highly esthetic, supra-nano fi lled 

composites of today6,7.

Case study
J. H. presented as a 14-year-old 

male in no acute distress and with-

out signifi cant medical history but 

with a chief complaint of “ugly 

front teeth.” His maxillary incisors 

displayed excessive spacing, abnor-

mal morphology and a mottled 

appearance. Potential treatments 

could include ceramic veneers, orth-

odontic treatment or a combination 

of the two. Considering that the 

patient did not want orthodontic 

treatment and the requirement 

of some tooth reduction prior to 

veneer placement, the decision 

was made to place an esthetic, 

supra-nano fi lled resin-based 

composite restorative material, 

Estelite Sigma Quick® (Tokuyama 

Dental). Estelite Sigma Quick has 

a fi ller particle mean size of 200 

nanometers (supra-nano), which 

delivers exceptional esthetics while 

maintaining excellent physical 

properties as a result of its spherical 

fi ller technology6,7. The exclusive 

use of spherical fi ller particles 

provides not only high polishability 

and wear resistance but also creates 

a high diffusion and refraction of 

light resulting in a superior natural 

blending effect8,9. Clinicians have 

also been very satisfi ed with the 

handling characteristics of Estelite 

Sigma Quick as well as with the 

now well-proven track record of 

long-term clinical success10. 

To ensure complete acid etching 

of the enamel surface, a thorough 

dental prophylaxis was performed 

with a non-glycerin abrasive paste 

(Fig. 1). All surfaces were cleansed 

of any plaque or debris and the 

defective, hypo-mineralized enamel 

was carefully prepared with a 

super-fi ne diamond rotary bur 

followed by abrasive disks (Fig. 2). 

The enamel surface was acid etched 

for 30 seconds and two coats of 

the adhesive seventh-generation 

bonding agent (ALL-BOND UNI-

VERSAL®, BISCO) was applied 

ACHIEVE ESTHETIC 
RESTORATIONS FOR THE 
PEDIATRIC DENTAL PATIENT
Why supra-nano fi lled composites like Estelite Sigma 
Quick® are a great option for young patients.

[ by Mark Cannon, DDS, MS ]

 HOW TO

“      Clinicians have 

also been very 

satisfi ed with the 

handling charac-

teristics of Estelite 

Sigma Quick, as 

well as with the now 

well-proven track 

record of long-term 

clinical success.”
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1. Pre-operative image of patient 

with the obvious spacing and esthetic 

issues. The dentition is thoroughly 

cleansed prior to operative procedure. 

2. Enamel defects removed to enhance 

bonding procedure utilizing both super-

fi ne diamond stones and abrasive disks.

3. Acid etching performed with constant 

agitation of the 32% phosphoric acid 

gel, but not with scrubbing the enamel.  

4. Application of a seventh-generation 

universal adhesive bonding agent 

(ALL-BOND UNIVERSAL®). Two 

layers were placed to ensure full 

penetration of the conditioned 

enamel with resin tag formation.

5. Light curing of the bonding 

agent for 20 seconds to guarantee 

full set. The light units are regularly 

calibrated with a radiometer.

6. Application of the Estelite Sigma 

Quick resin-based supra-nano fi lled 

composite. The material perfectly 

adapts to the enamel without 

sticking to the instruments.

7. A brush is used to further place 

and smooth the Estelite Sigma Quick, 

greatly reducing the need for any 

extensive fi nishing procedures.

8. Initial fi nishing performed with 

spiral fl uted carbide burs that leave 

an extraordinarily smooth surface and, 

unlike diamonds, will not leave scratches 

in any adjacent tooth structure.

9. Polishing discs further contour 

and smooth the surface of the 

composite restorations.

10. Buffi ng is achieved with an abrasive 

fi ber cup, leaving a brilliant fi nish.

11. Patient at the following recare 

appointment is extremely pleased with 

the new look and very appreciative. 

AT A GLANCE The patient was ecstatic with his 

new “look” (Fig. 11, at recare visit). 

In summary, improved resin-based 

composites allow for very esthetic 

and conservative restorations with 

great polishability for the pediatric 

dental patient. 
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and then light cured for 20 seconds 

(Figs. 3, 4 and 5). The Estelite Sigma 

Quick shade OA1 was easily applied 

and contoured with a composite 

instrument (titanium nitride coated), 

then smoothed with a sable bonding 

brush (Figs. 6 and 7). The composite 

restorations completely blended into 

the adjacent tooth structure. Finish-

ing and polishing was accomplished 

with 12 fl uted spiral carbide burs 

(NeoBurr, Microcopy Dental) and 

E.C. Moore’s MooreFlex Polishing 

Discs (Figs. 8 and 9). The extremely 

glossy fi nal fi nish was achieved with 

“buffi ng” from an abrasive brush 

cup (Ultradent Products) (Fig. 10). 

Polishing a supra-nano composite 

such as Estelite Sigma Quick requires 

only a minute of the clinician’s time. 
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Always a new bur, always sharp.

Comprehensive selection, many with one-piece construction.

Popular shapes 25 per pack, specialty shapes 10 per pack.

Midwest® Carbide Burs, the #1 choice of dentists.

Midwest® Carbide and Diamond Burs

+ Buy 4 Packs,  

Get 1 Pack FREE* MN801
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Free goods of equal or lesser value.
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WHAT A

REALLY LOOKS LIKE

No one ever said that 
going paperless is easy 
(or cheap), but those 
who have done it say 
it’s worth the price. 
Here’s what a paperless 
practice looks like in 
the real world — and 
tips to get you started.  
[ by Lauren Krzyzostaniak ]

PAPERLESS 
PRACTICE

http://www.dentalproductsreport.com/
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Continued from cover ... Their per-

sonal information precedes them so 

that they can instead walk into the 

practice and relax before the appoint-

ment, or be led directly to the operatory. 

In practices where patient informa-

tion isn’t gathered beforehand, patients 

can fi ll out their information on iPads 

or computers. 

In many offi ces, patient information 

is still gathered in the waiting room just 

before the appointment, although in a 

paperless practice, it’s done on a tablet 

or computer. 

“There are two computers in the 

check-in area of our reception room,” 

says John Flucke, DDS, Technology 

Editor for Dental Products Report. “The 

front desk hits a button in Eaglesoft, 

their practice management software, 

that signals the computer to display 

a personal welcome message to that 

patient. They’ll press a button to con-

tinue, and they put all of their informa-

tion in electronically. The screens are 

touch screen, so they can tap through 

all of the information. At the end, they 

sign on the screen, and when they click 

‘done,’ the system takes that information 

and puts it into the standard health his-

tory and patient demographic areas.”  

Dr. Flucke says it’s much easier this 

way because the moment the patient 

is fi nished fi lling something out, he or 

she can go to the operatory. 

Mark E. Hyman, DDS, who practices 

in Greensboro, North Carolina, says 

he does it in three ways: in advance, 

in the reception area on a tablet or on 

paper. “For some patients who aren’t 

comfortable with it, we’ll go old school 

— though I’d rather not,” he says. 

The paper form is then scanned and 

imported into their software. 

Going paperless means that all chart-

ing, imaging and impressioning is done 

digitally. 

“Our radiology is all digital,” Dr. 

Hyman says. “We can take a panorex 

and a full series on the patient. We also 

have a CBCT, which we will take when 

that’s appropriate. When we do the chart-

ing on the patient, we’ll have our hygienist 

do the full-mouth periodontal probing. 

And we do a tour of the full mouth with 

our intraoral camera. It’s a neat way to 

engage the patient in their own learning.” 

Incorporating digital technologies 

at the front desk and in the operatories 

makes multitasking much easier. Marty 

Jablow, DMD, a self-named dental 

technology coach, has computers at the 

front desk and in the operatories. 

While the front desk uses one moni-

tor for work and one just to display 

the schedule, multiple monitors in the 

operatory means that the dentist can 

display radiographs on one and chart-

ing on the other. 

“It minimizes the amount of time 

that you have to look away or bring up 

an image to view it,” he says. “All of 

the images are available all the time.” 

“Digital images are taken with a 

variety of different products,” Dr. 

Jablow continues. “We use both sensors 

and phosphor plate systems because 

we don’t believe that one size fi ts all. It’s 

also good for the redundancy. In case 

something breaks down, we’re never at 

a loss for taking radiographs. Having 

both gives us that fl exibility.” 

Digitizing the process from start to 

fi nish can make things smoother for 

both dentist and patient. 

“Digital X-rays are all done digitally, 

from digital pan to sensor-based bite-

wings and PAs,” Dr. Flucke says. “We 

also take photos of the patients. From a 

restorative standpoint, it’s kind of similar. 

We have them update their health history 

every six months because things change. 

We take images with a combination. We 

have a couple of nice, digital SLR cam-

eras, so we can take really good high-end 

photos outside the mouth. Not only can 

you take pictures of profi les in addition 

to teeth, but we can also switch out lenses 

and get really enlarged photos of different 

clinical situations that we’re dealing with. 

WHEN IT COMES TO GOING PAPERLESS, THERE’S A LOT TO THINK ABOUT. 

FROM TRAINING TO HIPAA COMPLIANCE TO CLOUD BACKUPS TO SOFT-

WARE PURCHASING, IT CAN BE INTIMIDATING. BUT GOING PAPERLESS NOT 

ONLY GIVES YOUR PATIENTS A BETTER EXPERIENCE, IT MAKES YOUR PRAC-

TICE RUN SMOOTHER — AND MORE PROFITABLE.

http://www.dentalproductsreport.com/


36  |  DENTALPRODUCTSREPORT.COM  |  March 2018

COVER STORYBEST PRACTICES

That all becomes part of the record, and 

we can send that on to the lab. We do 

digital impressions with the iTero. They 

get sent to the lab and if we have a ques-

tion, we can call the lab pretty much 

in real time so they can see what we’re 

doing and offer any advice.”

For Dr. Watts, scanning has 

become a huge part of his practice.

“I have a scanner, so I digitally 

scan about 90 percent of my work,” 

he says. “The only thing I don’t 

scan yet is dentures or anything 

that’s heavily involved with blood 

or liquid. Other than that, I scan all 

partials, crowns, inlays and onlays.”

Those scans upload directly to Dr. 

Watts’ lab. Being able to see the fi le 

the lab gets helps make sure there are 

no issues with the scans. But when 

there are, it’s easy for the two sides 

to communicate. “It’s much more 

seamless of a transition,” he says. 

Dr. Jablow feels similarly about 

his scanner. 

“For digital impressions, I use the 

Carestream CS 3500 with their soft-

ware, which makes taking impressions 

easier and more accurate,” Dr. Jablow 

says. “And we get quicker turnaround 

times because we are not losing the 

transportation time from the offi ce 

to the lab since it’s going digitally. It’s 

being touched less than it would be in 

a conventional impression. We have 

a more effi cient process now. Our 

biggest problem is that we can’t get the 

patients in fast enough once we get the 

lab work back.”

Another major advantage of going 

digital is the security it offers. 

“We use Curve for the software, 

and that’s all backed up in the cloud,” 

Dr. Hyman explains. “We also have a 

redundant server, so we have on-sight 

storage plus a cloud backup.” 

Dr. Watts also sees value in a 

cloud-based system. He says it is 

benefi cial because he can work from 

home and access his encrypted fi les 

there, if needed. 

“From the IT standpoint,it’s less 

complex, so it’s more cost effective,” 

he says. “My electronic costs are only 

a third of what a normal offi ce would 

be with an IT storage room, where 

everything is hard downloaded. A lot 

of offi ces might only have one or two 

backup servers, so if something hap-

pens, all your fi les are lost and you’re 

starting from scratch. It’s nice to know 

that all your stuff is backed up.” 

Increased effi ciency
The benefi ts of a paperless practice are 

numerous. It increases the practice’s 

effi ciency and profi tability and reduces 

the opportunities for errors to arise. 

And, Dr. Hyman says, it’s more fun. 

“It’s a joy to have your informa-

tion digital,” he says. “Having your 

digital radiographs up in front of you 

in a nanosecond — instead of going 

through a processor — and having 

your intraoral camera photos right in 

front of you so that the patient can see 

it on a big monitor in front of them is 

a joy. You can do treatment planning 

through your software, so the patient 

can see their fees and the number of 

visits that you’re estimating.” 

Digital tools improve the ability for 

the doctor to communicate with their 

patients and their lab as well as for 

teammates to communicate with the 

doctor. 

“When we do our morning hud-

dle, everyone is looking at our day 

to identify roadblocks to us being 

maximally effi cient and effective,” 

Dr. Hyman says. 

Another benefi t of being digital is 

that there are multiple ways in which 

the team can access information. 

“We don’t even have computers 

in our operatories,” Dr. Watts says. 

“Everyone on our dental team has 

their own personal tablet that they 

walk around with, which is super 

cost effective comparatively. I have 

fewer computers, no paperwork, and 

I’m not worried about printing and 

buying ink cartridges.” 

It also saves time for the doctor and 

the patient because the data is mobile. 

“I don’t have to be in the hygiene 

operatory with the hygienist to review 

anything,” Dr. Flucke says. “I can 

check a patient’s health history from 

my desk or any computer in the offi ce. I 

can look at bitewings on any computer 

in the offi ce. Being able to do those little 

things makes everything fl ow better.” 

Dr. Jablow agrees. What impacts 

him the most in the operatory is 

having all of the information at his 

fi ngertips for any patient, including 

old and new images. 

“The general workfl ow allows us 

to be continually updated with what’s 

happening in the schedule and respond 

to it,” he says. “We can see our appoint-

ment book in real time, so if there are 

changes being made, nobody is running 

from the front of the offi ce to the back. 

It’s just updated on the screen.” 

For instance, if he has a patient 

in the operatory and sees, from 

chairside, that his next patient has 

cancelled, he can then continue to 

do more treatment on his current 

patient if necessary. 

“If I didn’t know that, I’d tell the 

patient we’re done for the day and bring 

them to the front desk, and we would 

have lost that opportunity,” he says.

Patient benefi ts
A paperless system allows for easier 

and more fl exible scheduling. 

“If you walk in and there’s a 10 

o’clock opening in hygiene, where’s 

your short call list? You can have some-

thing written on a piece of paper, or you 

can push a button and there’s everyone 

that’s due for hygiene,” Dr. Hyman 

says. “We work very closely with Solu-

tionreach as well, so we can zip an email 

fi rst thing to 50 patients who are due for 

hygiene and say, fi rst one in gets this 10 

o’clock appointment today.” 

Dr. Hyman says that in one six-

month period of working like this, 

his practice experienced a $100,000 

increase in appointments that had 

“fallen through the cracks.” 

Of course, not having paperwork 

lying around the offi ce means no grow-

ing piles to fi le or scan and no chance 

to lose information. Having digital 

prescriptions (i.e. “e-scripts”) also 

keeps them safe from forgery. Doctors 

can issue e-scripts with their software, 

which are instantly sent to the pharma-

cist. E-scripts keep patients and doctors 

safe from lost or altered prescriptions. 

Paperless fi les also make patient 

communication easier. With patient 

portals, patients can access patient 

forms online, upload completed forms 

and even pay through the portal. And 

with mobile, digital fi les, doctors can 

help patients stay on top of their diag-

noses and treatment plans — even if 

they aren’t currently following one. 

“I have two screens in my offi ce, 

so if someone comes in with four 

bitewings, I’ll put an enlarged bite-

wing on one screen and the patient’s 

chart on another screen and look it 

over,” Dr. Flucke says. “If someone 

has something from their last visit 

that they didn’t get done, I see their 

chart and know that I can remind 

them to have a situation taken care 

of since it’s been six months or a year 

since we told them about it and it’s 

not getting any better.” 

Having imaging software in the 

operatory that captures and displays 

the images to the patients has helped 

to enhance patient education for Dr. 

Watts. 

“I have the imaging software 

on tablets and they can instantly 

load into the cloud software,” he 

explains. “From there, I’m able to 

analyze and educate patients by 

handing them the tablet I use. We 

go over their X-rays together and we 

dictate the treatment from there.” 

Beware of crashes
With a digital, paperless practice, 

there has to be some form of backup. 

A practice can choose to back up 

their data to a local server, or they 

can back it up to the cloud. There are 

“     Don’t think 

about the amount 

that the software 

costs. What’s it 

costing you if it’s 

freeing your team 

up ... The biggest 

part of the digital 

offi ce is increased 

effi ciency. Time is 

money. That’s what 

it comes down to.”

http://www.dentalproductsreport.com/
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risks to both, which is why having 

more than one form of backup is 

smart. As Dr. Flucke says, it’s good 

to have a “backup chain” with as 

many links in the chain as possible. 

To ensure a good backup chain, he 

says, practices should strongly con-

sider having an expert set up a good 

backup system for the practice. 

“A lot of times, dentists think that if 

they have a carbonite backup, they’re 

good,” Dr. Flucke says. “You might 

be. But you need to have a disaster plan 

in place. I’ve had my system go down 

three times in my career. If patients 

come in and don’t remember what 

they’re here for, it’s a nightmare.” 

“If you’re backed up in the cloud 

and the cloud crashes, everyone’s in 

trouble,” Dr. Hyman adds. “That’s 

why I think you should have a redun-

dant backup.” He utilizes both an 

on-site and cloud backup. 

Because of the risk of a crash, some 

practices still rely on paper. While hav-

ing digital fi les makes things run more 

effi ciently, the risk of losing that data 

keeps many from fully committing. 

Those are the practices that keep paper 

fi les — just in case. 

“I don’t consider a backup a solu-

tion, I consider it a minimal effort 

because it’s about offi ce continuity,” 

Dr. Jablow says. “In my offi ce, we use 

DDS Rescue, a redundant server that 

takes a snapshot of the entire server 

— not just my data — 30 times a day. 

In effect, I’m not just backing up my 

patient data, I’m backing up the entire 

server. At the end of the day, that infor-

mation is transferred online to mul-

tiple service centers to protect it. In the 

event that the server fails, the in-offi ce 

redundant server can be switched over 

in about 10 minutes. In the event that 

the offi ce is totally compromised in 

terms of fi re or theft, the entire server 

can be virtualized online.” 

Dr. Jablow’s practice made it 

through Hurricane Sandy. Because 

his offi ce was without power, he had 

to rely on virtual access to his data. 

While dentists fear a server failure 

or a cloud crash, physical damage to 

paper fi les is a very real possibility, so 

the only semi-secure option is to have 

multiple backups — which is why Dr. 

Watt’s decision to store data on a local 

server, in the cloud and in paper fi les 

isn’t as over-the-top as it may sound. 

“Many practices in the U.S. 

face a grave danger of a hurricane, 

tornado, fl ood, theft or hardware 

failure,” Dr. Hyman says. “You can 

lose your data and what a nightmare. 

I think it’s imperative for every prac-

tice to backup in the cloud.” 

The cloud is far from risk-free, 

however. Aside from the fear of a 

crash, there is also a fear of a breach. 

“We’ve got HIPAA to be concerned 

with, so you have to protect your data 

and make sure that your network is 

safe,” Dr. Flucke says. That’s why he 

suggests having an expert set it up for 

the practice. “I don’t do the security on 

my own network. No way.” 

Dr. Jablow agrees. “Having the 

right IT guy is critical,” he says. “It’s 

like going to the dentist. You have to 

trust the person and hope they know 

what they’re doing.” 

What about the cost?
Having technology means signing up 

for constant updates and add-ons. 

That’s just the way of the digital world, 

so it’s something dentists should be 

prepared for, Dr. Jablow advises. 

 “Everything now is an add-on,” 

he says. “I call it the monthly creep. 

Every month, I have services that cost 

me more and more money but are 

considered ‘essential,’ such as remind-

ers, social media, backup, redun-

dancy. All of these come with a price 

tag that never goes away, and they 

become critical parts of our offi ce.” 

These expenses, which cost Dr. 

Jablow’s practice thousands of dollars a 

month, weren’t a concern 10 years ago. 

“Where does it start or stop?” he 

asks. “Does the price decrease, or 

are we just going to be looking at 

paying more and more for software 

as a service in what we’re going to be 

considering essential add-ons?” 

For those who only have paper 

charts, this is not a concern. Of 

course, they risk losing their data 

completely. Pay for the insurance, or 

take the risk of paying dearly when 

your worst fears come true. 

“The drawback is that you have 

that initial investment in your equip-

ment, but you also have to recognize 

that it’s not a one-time expense,” Dr. 

Hyman says. “You’re going to con-

tinue to upgrade your hardware and 

software, because that’s the way of 

the world. It has to be budgeted for.” 

Going digital comes with a harsh 

reality of risk and cost. And now, there 

is less of an option for practices to wait 

for the release of retirement, when new 

owners will be responsible for moving 

the practice into the future. 

“As a Baby Boomer doctor transi-

tioning the practice, if you bring in a 

young gun and you’re not fully digital, 

the young doctor is going to look at 

you as being old school and behind the 

times, and they’re going to know that 

they will have to invest in more com-

puters and hardware and software and 

intraoral cameras, cone beam scanners 

and digital sensors,” Dr. Hyman says. 

“Those are the dues you pay as a Baby 

Boomer doctor to have your practice 

look cutting-edge to your patients and 

to your young potential associates and 

partners that are going to come in and 

buy your practice some day.” 

As with everything in business, the 

obstacles to being paperless for many 

doctors are cost and the feeling that 

things are good enough.  

“I would ask doctors to think of the 

big picture,” Dr. Jablow says. “Don’t 

think about the amount that the soft-

ware costs. What’s it costing you if it’s 

freeing your team up and you’ve got a 

hold of your information to fi ll in holes 

in the schedule and you can make sure 

doctors and hygienists are reaching 

their daily goal? If you don’t have con-

trol of your information, you are just 

shooting in the dark, or you’re spending 

tens of thousands of dollars on market-

ing, trying to get new patients in when 

you already have $1 million of undone 

treatment sitting on your books.” 

And the most important thing? 

“The biggest part of the digital offi ce 

is increased effi ciency,” Dr. Jablow 

says. “Time is money. That’s what it 

comes down to.” 

Getting started 
“I think the trying parts are making 

the decision that you need to go to the 

next step and getting past the fear,” 

Dr. Jablow says. “That’s usually the 

biggest problem with people in inte-

grating technology. They’re scared 

of making bad decisions that will 

cost them money, so they just freeze 

and don’t do anything because what 

they’re doing works.” 

A good place to start is to make 

the most out of the software that’s 

already in the practice, since the 

majority of practice management 

software features go unused. Then, 

start building slowly from there.

“Most of the paperless stuff is about 

reducing fi ling issues and fi guring out 

how to get the paper into the digital 

system,” Dr. Jablow explains. “One of 

the fi rst things practices need to do is 

purchase a paper scanner and a shred-

der. That will allow your front desk to 

at least get a little more effi cient to get 

those documents into the computer.” 

The next step is to get computers in 

the operatories and get comfortable 

with using them there. 

“If you’re not the tech guy in the 

offi ce, get out of the way,” Dr. Jablow 

says. “There is usually some tech 

person in the offi ce who’s a lot more 

comfortable than the doctor. If that’s 

the case, empower them. Let them be 

in charge of it. Don’t do something 

you’re not comfortable with.” 

Dr. Hyman’s fi nal piece of advice 

is to not worry about scrimping and 

saving on those early costs. 

“I hear so many doctors ask-

ing, where can I save $100 on my 

software?” he says. “How about 

getting the fi nest software and the 

fi nest intraoral cameras so that you’re 

maximally effi cient and effective and 

you can add hundreds of thousands of 

dollars to your practice? 

“Be a big-picture thinker,” he 

continues. “Have the confi dence to 

know that the most successful dental 

practices in the country are highly 

digital, paperless and cutting-edge. 

And they have a budget every year for 

technology, knowing that they are 

going to have to continuously invest 

in the practice so that they can keep 

it at a superior level. It’s good busi-

ness to know that this is a consistent 

investment — and getting better.” 

http://www.dentalproductsreport.com/
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BACK IN THE DAYS BEFORE CHART-

LESS,  it was absolutely mandatory 

to have everyone as organized as 

possible. That’s because if you didn’t 

have a high degree of organization, 

the offi ce was destined to spend lots 

of time (and hence, overhead) look-

ing for items that should have been in 

a chart but unfortunately were not. 

I can personally remember several 

times in different doctors’ offi ces 

where I sat for 30 minutes or more 

while staff scrambled desperately 

looking for my chart, or something 

missing from it. Luckily that never 

happened in my dental practice, but 

it certainly was not immune from 

that possibility.

Seeing the light
In the early days of the “technology 

curve,” there was a lot of printing 

and storing in an actual physical 

folder that held chart notes, all 

radiographs, images, referrals, let-

ters, etc. That manila folder was the 

center of the patient universe as far 

as the practice was concerned. If you 

couldn’t fi nd it or couldn’t fi nd some-

thing that was supposed to be in it, 

you were dead in the water. 

Then came the new millennium 

and with it the ever-expanding 

power of the computer. As computer 

power expanded, so did the integra-

tion of clinical technologies. This 

meant that you no longer needed a 

digital X-ray program, an imaging 

program, an accounting program 

AND a dental management pro-

gram. Suddenly all of those processes 

could take place in one central area. 

The offi ce management program 

became the hub of the wheel and all 

of the sundry uses became spokes off 

of that wheel. For the fi rst time in the 

history of clinical practice, the com-

puter became the center of informa-

tion storage instead of the chart. 

So, a few of us jumped on the 

tech train at this point and began to 

work on eliminating the paper from 

our offi ces (as much as possible). 

However, this is not some business 

proposal that can be adopted easily 

and mastered on the fl y. 

On the contrary, even though 

myself and my entire team saw the 

tremendous advantages to being 

totally digital, we also understood 

that making such a wholesale change 

could be complicated and might even 

be initially disruptive to our business 

and cashfl ow. However, all involved 

also understood that, long term, this 

would be a tremendous business 

advantage and so we undertook the 

journey. We knew and agreed that 

there would be bumps in the road, 

but we also knew and agreed that the 

benefi ts would certainly outweigh 

the disadvantages. With those 

thoughts in mind, we attacked this 

head on!

To kick off the process, we knew 

we would need to take small steps 

and that each step would need to be 

totally conquered before moving on 

to the next. One day, we had a very 

exciting all-hands staff meeting. We 

had been discussing the chartless 

concept for three or four months at 

this point, so the staff knew what we 

would be discussing, but it was still 

important to get us all together at 

the same time and get our bearings 

for the journey ahead. At this meet-

ing, we discussed the idea of what 

it would take to go chartless. We 

agreed to meet again in one month 

and for each department (assistants, 

admin and hygiene) to meet before-

hand and bring to the meeting their 

The transition to paperless can seem daunting, but in 
the end it could have big benefi ts for your practice.

How I managed to 
create a paperless offi ce

DR. JOHN FLUCKE
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strengths and weaknesses about 

going chartless. We referred to this 

meeting as the Strategic Planning 

Session.

Mapping the journey
One month later, I rented a confer-

ence room in a local hotel. We 

brought along a laptop and a com-

puter projector. Each department 

had submitted its information in a 

Word document. I ordered in all the 

food necessary for the day and had 

informed the staff that we wouldn’t 

be leaving until we had a plan in 

place. Utilizing a computer projector 

and a whiteboard, we began ham-

mering out a plan.

Each department came forward 

with its advantages and disadvan-

tages. Once they were done with 

where the problems would be, we 

had a brainstorming session to come 

up with solutions for those problems. 

I was truly, happily surprised to see 

how the team worked together to 

solve each other’s potential problems 

as well as their dedication to making 

things work smoothly. It took most 

of the day, but we came away with 

action plans to overcome the needs/

challenges of each department.

Some of the problems listed would 

require inter-team coordination and, 

once again, I was excited to see the 

different teams throwing out poten-

tial solutions. It was a great example 

of people truly caring for each other. 

These are going to be different for 

each offi ce, as we all have unique 

processes and systems that will need 

to be changed in order to accommo-

date a chartless environment. 

Once we had a list of poten-

tial problems and solutions, we 

reworked each department’s list to 

include the solutions as well as the 

action items. We then agreed to a 

mandatory monthly meeting where 

we could review our processes, 

tweak them if necessary and hold 

each other accountable. 

The drop-dead day
Whenever our offi ce decides to 

implement some new device, 

technique, procedure or situation, 

we set what we humorously call 

a “drop-dead date” or a “go-live 

date.” These are important because 

if your implementation date is 

something nebulous such as “third 

quarter,” this gives a lot of wiggle 

room and also sets a mentality of, 

“It’s OK to move the date.” Short 

of a catastrophe, there is never a 

good reason to move the date. Study 

after study has shown moving the 

date once increases the likelihood 

of moving it again, which can even 

have the effect of canceling the proj-

ect altogether. The best words of 

advice I can give in this section are 

“hold each other accountable” and 

“stick to the plan!”

On the day we stopped using 

charts, we began to put all data into 

our software. This included clinical 

charting, perio probing, treatment 

notes, etc. We continued to pull the 

charts in case patients had ques-

tions about previous treatment, but 

that was all we used the old charts 

for. There is absolutely no reason 

to scan and enter all previous data 

unless that is something you want 

to do. As long as you can access the 

past data, you will be fi ne. One of 

the things we determined during 

our strategic planning meeting was 

that most patients’ questions have to 

do with things that have happened 

within the last six months. That 

meant we pulled charts until we had 

six months of “back data” and then 

we put the paper charts into storage. 

It’s much easier if you have room 

for chart storage on site. We were 

fortunate enough to have room to 

keep retired and unretired charts in 

separate areas, which helped with 

the organization somewhat.

What I noticed was that the fi rst 

month or two, when we were no 

longer pulling paper, I needed to 

access the old chart maybe 10 times 

per month. That number continued 

to decrease the longer we were chart-

less. Now, I cannot remember the 

last time I touched a paper chart.

Wrapping up
The journey to chartless was well 

worth the effort. While it did require 

meetings and commitment to 

change, the advantages in effi ciency 

and organization were huge. The 

time savings alone was worth the 

effort. I began to leave the offi ce 30 

to 60 minutes earlier simply because 

I wasn’t forced to deal with all of 

that paper. The time to embrace the 

chartless environment is now. You’ll 

be glad you did.
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Today’s electronic health record (EHR) 

can be an important part of a dental 

practice’s workfl ow, bringing together 

clinical information, financial data, 

practice management systems and 

patient communication under one 

umbrella. Because there are many 

misconceptions about EHRs, we need 

to get some of the facts straight.

MYTH #1: There is no demand 

to implement EHRs.

Fact: Many dental schools and pro-

grams across the country have imple-

mented or are implementing EHRs 

because they are considered to be a 

standard and may also be part of their 

program’s accreditation requirements. 

Therefore, more and more graduating 

dentists, assistants and hygienists are 

most familiar with EHRs as the way to 

document patient information. This 

can create a barrier between dental 

offices not yet implementing EHRs 

and new dental professionals leav-

ing school and joining the workforce. 

Practices without a fully functioning 

EHR system may be compromised in 

attracting these new associates and 

team members if they are not utilizing 

this technology.

  

MYTH #2: EHR implementation 

is expensive.

Fact: Many certified products have 

become very affordable because 

EHRs are very quickly becoming the 

industry standard. Competition among 

software companies is also forcing the 

prices down, making many systems’ 

price tags within reach of even the solo 

dental practice.

MYTH #3: EHR implementation 

is going to solve all of a prac-

tice’s issues.

Fact: EHRs will resolve some practice 

issues right away, but it will also uncover 

other matters that may not have pre-

sented themselves previously. EHR 

implementation will often make a prac-

tice run more effi ciently and force more 

organized record keeping behavior. A 

customary improvement is with leg-

ibility. Think about how often you may 

struggle to read someone else’s record 

entry — if not your own. It is important 

to keep a realistic approach; an EHR 

can’t fix everything, but it can show 

you where you may need to focus your 

organizational efforts. ...

Read about the other three myths 

online at http://bit.ly/EHRMyths.

6 MYTHS  AND FACTS ABOUT ELECTRONIC HEALTH RECORDS

by Kathy Zweid, LDA, CDA
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Continued from cover ...  In many 

cases, practices using EHRs are prob-

ably still not getting the most out of 

them. Lavine observes that there is an 

abundance of capabilities that most 

practices don’t even tap.

“Keep in mind that, in dentistry, 

we don’t have true EHRs,” Dr. Lavine 

says. “We have practice management 

software systems that have been cob-

bled together to get them more like 

in an EHR system, like they have in 

medicine. Almost every major dental 

practice management system existed 

before HIPAA, before EHRs were a 

‘thing.’ Those systems, as a rule, most 

people are completely underutilizing 

what the software can do. They are 

using maybe fi ve to 10 percent of the 

software’s capabilities. They are using 

it for scheduling, for treatment plan-

ning, for billing, for insurance. They 

run some reports on a monthly basis. 

They’re using it, in a lot of ways, like a 

glorifi ed QuickBooks. Where I think 

a lot of practices can really improve 

is utilizing that information where 

it relates to how they schedule their 

days, how they market their practice. 

There’s a lot of data they have that 

they’re just not using.”

That underutilized data can be 

used for such capabilities as market-

ing and effective scheduling.

“A lot of it is understanding the 

patient demographics,” Dr. Lavine 

says. “For example, you can run 

reports that let you know if there are 

certain times of the day that are more 

productive than others. Are there 

certain demographics, whether it’s 

age group or socioeconomic standing, 

male or female? There is a lot there 

that will allow you to schedule more 

productively, that will allow you to 

tailor your marketing for certain 

groups, and it’s all there, but people 

just don’t run those reports. They 

don’t know that they have access to 

that data or that they can utilize that 

data to change the way that they run 

their practice.”

Time
Time savings is, of course, 

an important factor, and just 

being able to spend a few minutes 

here and there over the course of the 

day adds up. For instance, Dr. John 

Flucke, DDS, Technology Editor for 

Dental Products Report, went paper-

less in the late ’90s, and he immedi-

ately saw the time savings affording 

him a better work/life balance.

“I’ve always had my assistants and 

my hygienists write up their patients, 

and then I would always review it and 

make any additions,” Dr. Flucke says. 

“I did that to save time, so that at the 

end of the day, I wasn’t writing every-

thing and trying to keep up during the 

day. So what would happen is, this 

big stack of charts would hit my desk 

at 5:15 p.m. When we went digital, 

just having the digital chart notes, 

and people writing in them during 

the day, and then I would add to them 

when I had time over the course of the 

day. Then, at the end of the day, rather 

than getting this big stack of charts 

sitting on my desk, I would just pack 

up and go home. I was getting home 

from the offi ce about an hour earlier. 

That was huge. Having an hour more 

with my family was well worth the 

trouble of converting.”

Effi ciency
Being paper free can 

certainly be liberating for 

a single practice. However, those 

capabilities are almost critical when 

practices expand into multi-location 

organizations. If a group practice does 

not have a standardized, electronic 

system, it is just asking for trouble.

“How do you manage consistency 

and standardize how you treat 

patients?” Mike Uretz asks. Uretz is a 

dental software and EHR expert and 

the founder of DentalSoftwareCom-

pare.com, which compares dental 

EHRs for groups and practices.  “As 

an effi cient group, you don’t want 

to necessarily have, for example, 20 

EHRs might seem scary, but if used well they can 
streamline your practice and make it more profi table.  
[ by Robert Elsenpeter ]

9 ways EHRs save 
time and money 
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locations in your organization and 

10 of them are doing the procedure 

a certain way and the other 10 doing 

it a different way, with no quality 

control over how you do your clinical 

processes. With electronic health 

records, the group itself can standard-

ize how they do their examinations, 

their procedures and overall clinical 

workfl ow.”

For those who may worry that 

standardization means that a com-

puter is telling the doctor what to 

do and how to do it, that is not the 

case. Clinical standardization is not 

dictated by EHR, per se. EHRs are a 

tool that a clinical committee would 

use to help implement their agreed-to 

clinical best practices. This would 

include evidence-based dentistry as 

determined by the individual group.

“Once these best practices are 

fi nalized, they are rolled out to all the 

locations and all the clinicians,” Uretz 

continues. “Electronic health records 

let you develop that consistency, so 

it gives you the tools so that you can 

decide how you, as a group, do things. 

Because if you’re doing things all over 

the place, you don’t have any control 

or know what’s going on. This stan-

dardization and clinical consistency 

helps the group from both a liability 

and patient care standpoint. From a 

marketing standpoint, we all know 

that groups and DSOs have some-

times been viewed negatively as being 

too large to have good quality of care. 

But EHRs can actually help improve 

quality of patient care throughout a 

large organization.” 

Integration
When software fi rst came 

along, it streamlined all sorts 

of daily functions — but some ineffi -

ciency still existed. Initially, different 

applications did not work with each 

other. Modern software streamlines 

those ineffi ciencies.

“When digital dentistry fi rst came 

along, you had digital X-rays, and it 

didn’t interface with your software,” 

Dr. Flucke says. “What you would 

have to do is open a patient in Den-

trix, for instance, and then when you 

wanted to look at their X-rays, then 

you had to open a separate X-ray 

program, and then you had to enter 

that patient into that. So basically 

you had two or three programs open 

all the time, and you had to switch 

between all of them, which could be 

a little bit of a pain and a little clumsy. 

Over the years we’ve gotten to this 

system where everything is so tightly 

integrated that most of the stuff now 

that I use, I just use right out of my 

dental software. I don’t have to have 

other programs open and have data 

entry for the practice management 

software and then have to put that 

data into the X-ray software and then 

have to put that into the intraoral 

photo storage software, and all that 

kind of thing. So there are a lot fewer 

steps. Being able to click in just one 

program makes a difference as well 

because you’re not jumping between 

programs.”

Space
Getting rid of paper fi les 

means getting rid of the stor-

age space. That also means that one is 

free to do something more productive 

with that dead space.

“A lot of offi ces have space that is 

taken up with charts, and if you can 

fi nd a way to get rid of those you’ve 

just created space,” Dr. Lavine says. 

“Whether it’s for another operatory, 

whether it’s more space for staff — if 

you want to bring in somebody else 

who can do marketing or serve other 

functions. On the fl ipside, if you have 

a truly effi cient system, you can mini-

mize the need for staff. You may not 

need as many people, so you can do 

some cutbacks as necessary. If you’ve 

got data already entered, you don’t 

need as many people handling those 

responsibilities.”

Interoperability
While having a standard-

ized system is vital within 

an organization, Uretz points out 

that EHRs also facilitate the ability 

to work with outside providers like 

specialists, even if they have differ-

ent software systems. Being able to 

transmit a complete, comprehensive 

patient clinical fi le between members 

of the patient’s care team makes the 

work more effi cient and timely. No 

more faxes, returning phone calls and 

other hassles.

“EHR technology exists where, 

for example, the oral surgeon can get 

the clinical information for a specifi c 

patient electronically from the refer-

ring dentist, including medication, 

allergies, past procedures, recom-

mendations and so forth,” Uretz says. 

“The information for the oral sur-

geon is invaluable because they want 

to know what you did and, in return, 

once the oral surgeon completes his 

or her work and you have to treat the 

patient, on the fl ip side, as a referring 

dentist now you have a record of what 

the oral surgeon did with your patient 

— and it’s all electronic and at your 

fi ngertips.”

Patient information can be shared 

between dental and medical providers 

via EHRs, allowing all providers on 

a patient’s care team to give care with 

the best, most complete information.

“It is truly an ‘organic patient 

health record,’” Uretz says. “Wher-

ever that patient goes, whatever spe-

cialists they see — including hospitals 

— all pertinent clinical information 

is available at the touch of a button. 

So different specialists, different 

hospitals can see and can add to 

that record. What we’re developing 

with the electronic health records is 

an organic growth of that patient’s 

health records, no matter what hap-

pens to them — whether it’s medical 

or dental.”

Another issue with EHRs comes 

down to a matter of doing business. 

There may come a time when EHRs 

are the standard way to conduct 

interoffi ce communication. From a 

business standpoint, Uretz observes 

that having an interoperable EHR 

can lead to more effi cient business 

relationships. 

“Over the years, as I’ve helped med-

ical and dental clients of mine select 

and purchase EHRs, they point out 

that they would prefer to do business 

electronically, if they have a choice,” 

Uretz says. “If they have a choice of 

having to fax somebody or make 

phone calls, or they can just push a 

button and get that information on 

their computer, what the patient did 

with another group, obviously, they’d 

rather do business with them. I believe 

that more people want to do business 

with each other that way.”

Convenience
Another timesaver, Dr. 

Flucke notes, is simply the 

ability to have convenient access to 

patient data. 

“You don’t have to be with the 

patient to look at something about 

the patient,” he says. “I can be at my 

desk and review X-rays or I can be at 

my desk and I can look at intraoral 

photos or I can check a new patient’s 

health history, or anything like that. 

The data goes anywhere you want 

it to, so it’s not like I have to go to 

a certain spot in the offi ce and do 

everything. I can be sitting at my 

desk and when a new patient comes 

in, the minute their data is available 

for viewing, I can do that right then. 

There’s no having to fi nd the health 

history or having to go down to the 

hygiene operatory to access it. And 

that just streamlines everything. You 

don’t always have to go up and do 

things when the data is mobile.”

Marketing
It’s not only staff directly 

benefi tting from EHRs. 

Patients are becoming more and more 

reliant on the ability to access their 

own patient data online. Being able to 

provide that data to your patients is a 

marketing benefi t.

“Patients are requiring more and 

more information about themselves, 

about their health,” Uretz says. 

“EHRs help you with the clinical 

aspects of patients. In the past, we 

just had our dental software support 

practice management functions. 

Now with EHRs, they are about the 

clinical information and health of 

patients. Medical groups have long 

seen the benefi t of this, and I think 

this will start happening in the dental 

world as we get more competitive 

with each other and looking for that 

edge. The ability to give patients 

better care through the use of EHRs 

is going to be a differentiator when 

patients compare their options.” 

EHRs are not widely available cur-

rently, but Uretz expects the technol-

ogy to be more prevalent as demand 

develops. 

“It’s expensive to develop and 

implement in their software and 

vendors have to have a reason to do 
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it,” Uretz says. “Unless more and 

more dental groups ask for it and see 

the benefi ts of it, they’re not going to 

want to spend money or time doing 

it. They’re just going to want to keep 

going along how they are with their 

standard software. However, I have 

seen more and more innovative ven-

dors entering the EHR market, just as 

we saw in medicine over the last few 

years — the industry started asking 

for it, so then the vendors started 

doing it.”

And that capability, Uretz says, 

may attract patients. 

“With the way consumers are 

interested in their own health, they 

would be more interested in a group 

that has that ability,” he adds. “I 

think it will be a differentiator 

between groups having it or not hav-

ing it.”

Analytics
There is a lot of data made 

possible by EHRs. The abil-

ity to analyze the data can be used by 

the practice or group for a variety of 

purposes — both directly for patient 

care as well as for business functions.

“We can see the outcomes, we can 

see how we’re doing,” Uretz says. 

“We can see if certain clinical tech-

niques and procedures work better 

than others. We have all that data, 

but you can only capture that with the 

electronic health records. So now we 

can do analytics, which leads to better 

dentistry, better outcomes. Analytics, 

along with electronic health records, 

let you analyze on a higher level how 

your practice is doing from a clinical 

standpoint. 

“Those analytics can also be help-

ful, especially as insurance companies 

start requiring more and more 

comprehensive clinical information 

surrounding submitted claims.”

Uretz has seen those insurance 

requirements become standard in the 

medical world, and he expects to see 

the same happen in dentistry.  

“Accountable care has come to the 

forefront and EHRs are critical in 

satisfying where insurance is going,” 

he says. “You’re starting to hear more 

and more insurance companies talk-

ing about changing their reimburse-

ment models, where now you have 

to actually show what you did and 

how you did it. You have to justify the 

procedure you did. Once insurance 

in dentistry changes that way, then 

you’re defi nitely going to see a need 

for EHRs and associated clinical 

analytics.”

Practices may be resistant to mak-

ing the switch to EHRs because it can 

be seen as a headache and an unneces-

sary expense.

“We see an increase in productivity 

and effi ciency, that’s in my mind, for a 

lot of practices, diffi cult to quantify,” 

Dr. Lavine says. “What you see is, 

‘Gee, I have to buy more software and 

now I’m paying for more tech-support 

time,’ and ‘We have more issues,’ and 

‘We’re down more often,’ ‘We need 

new computers,’ ‘We need a bigger 

server,’ and ‘We have to do all this 

stuff for HIPAA compliance and it’s 

really hard to see that they are saving 

money.’ In the short run, you don’t see 

that, because you’re just writing all 

these checks.”

While EHRs can be a great way 

to save money and time, they may 

be critical to practices’ growth and 

overall health.

“Groups that do not incorporate 

electronic records as part of their 

software will really have issues with 

how they grow and their success,” 

Uretz says. 
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no core return.

U P H O L S T E R Y

L A B  S E R V I C E S

833-234-2411
digitaldentalstudiousa.com

info@digitaldentalstudiousa.com

WE OFFER 99% OF ALL PRODUCTS.
SATISFACTION GUARANTEED

Special promotion 
Full service Dental Lab ask for our denture specials
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-BWB�X�QPSD�� ��� per unit
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1'.�OPO�QSFDJPVT� ����per unit

SOLID FULL
CONTOUR ZIRCONIA

��� PER UNIT
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QUICK BITES 
for team development 
and practice success

THE LIST NEXT MONTH: 5 ways composite advances can 

change your workfl ow

MICHAL BEDNAREK / SHUTTERSTOCK.COM

Since being cleared by the FDA for use in dentistry more than 30 years ago, lasers 

covering a range of formats have been introduced with varying degrees of adop-

tion. In recent years, advances in the core laser technology, improvement in the 

laser units themselves and the expansion of dental applications are moving lasers 

into the mainstream of dentistry where daily use is becoming commonplace. If 

you are among the estimated 80 percent of dentists not yet offering laser dentist-

ry, here are fi ve reasons to consider whether a laser should be in your near future.

Flexible, cost-effective lasers have 
value in the operatory

Lasers of varying types, including solid state lasers (NdYAG and ErYAG), 

gas lasers (CO
2
) and diode lasers have been increasingly used in dentistry 

over the last 20 years. In the last fi ve years, erbuim and CO
2
 lasers with both 

hard and soft tissue treatment capabilities have declined in price and can 

now be purchased for as low as $25,000. Diode lasers have become an 

easy  choice for soft tissue procedures due to extremely small footprints, 

fl exibility, greatly enhanced ease of use and dramatically lower pricing.

Simple fi ber management 

Lasers cut and coagulate by focusing laser light energy, which is converted 

into heat at the operative site. For example, diode units incorporate a fi ber 

optic tip, which delivers the laser beam. These tips or fi bers must be cut 

or changed from patient to patient to avoid cross contamination. Early 

versions were diffi cult to trim or change, resulting in damaged fi ber cables 

that interfered with effi cient energy transmission. Now with high-quality 

powered retractable fi ber cartridges in some models and easy to change 

disposable tips in others, it’s a simple matter to change or trim fi bers, ensur-

ing patient safety and maximizing cutting and coagulation effi ciency. 

TOP 5
REASONS TO REVISIT LASERS FOR YOUR PRACTICE   

01

02

03

04

05

Improved ease of use 

While early lasers came with large fl oor-standing enclosures, many of the 

newer models offer sleek tabletop form factors (about the size of a toaster 

oven). Today’s lasers also incorporate intuitive displays, allowing for easy con-

trol of functionality such as variable power settings, continuous or pulse modes 

of cutting, and procedure-specifi c presets. Some models even include touch-

screen or iPod® touch interfaces, which provide a familiar interface capable of 

delivering tutorials and training videos right to the unit. Small and compact wire-

less foot pedals, which are battery operated, provide additional ergonomics. 

Expanded clinical solutions 

The most signifi cant advancement in lasers is in the variety of routine 

clinical procedures for which they are indicated. Treatments that would 

have once been referred out can now be done in offi ce. Procedures like 

tissue troughing, gingivectomies, crown lengthening, ulcer and cold 

sore treatment, orthodontic exposure of impacted teeth and implant 

uncovering can now be performed with less bleeding, quicker healing 

time and improved patient comfort relative to traditional methods.

Laser prep for digital impression scanning 

One of the biggest challenges with digital impressions is being able to take 

high-quality digital scans that completely capture the margin. Creating a 

dry open area below the margin is critical. Without proper site preparation, 

digital impressions may not capture deep sulcus points. This defi ciency 

can result in a poor scan, leading to ill-fi tting restorations. Lasers are a 

fast and less traumatic modality for creating adequate space between the 

tooth and tissue required for a quality scan. Additionally, because the laser 

cauterizes the capillaries as it cuts, it naturally creates a stable, drier site.

[ by Densen Cao, Ph.D. ]
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Call 1-888-658-2584

•  

  

  Heavy Soft Fast material offers an optimal viscosity to load the tray  

but remains soft enough after it sets for easy removal from the mouth

•  

  

MAXIMUM PRECISION  

IN UP TO 30% LESS CHAIR TIME

OPTIMAL
WORKING

TIME

SHORT
SETTING 
TIME

Exceptional tear strength and elastic recovery ensures dimensional  

accuracy of the impression during and after removal

 V-Posil    
Time Optimized  

VPS Impression System

Up to 2-minutes of adjustable working time gives control  

over the pace of the procedure, while the abbreviated 2-minute  

thermo-activated set time, saves time and improves patient comfort

• The rapid snap set reduces the time in the critical zone by up  

to 50% minimizing potential distortion due to human error  

resulting in less re-takes

•

Due to its low polyether-like contact angle of less than 10° V-Posil’s  

UWRGTKQT�J[FTQRJKNKEKV[�FKURNCEGU�ƃWKFU�
UCNKXC��DNQQF��GVE���ETGCVKPI�CP� 

enhanced contact to the dental anatomy – yielding more precise impressions

•
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http://www.dentistmarketingtemplate.com/


End The Dental Marketing Confusion!

Get Your FREE Template TODAY!

SO...What Are The Top Dentists Saying 

About The Dental Marketing Template?

“The techniques we discovered from reviewing 

the Dental Marketing Template were, in a word...

amazing. I’ve shared it with my staff, and they now 

spend less than 10 minutes a day implementing the 

techniques. It’s completely hands off for me, and has 

resulted in a HUGE lift in new patients and referrals. 

There’s no question...you need to get this now.”

-Dr. Eric Compton, DDS, Indiana

“The Dental Marketing Template has become the 

lifeblood of our marketing, and resulted in a windfall of 

new patients. We’re getting tons of calls every day...I 

almost can’t handle the new production! Absolutely 

essential resource...and best of all it was free!” 

-Dr. Kevin Flood, DDS, Michigan

Mail This

“Plain, Simple 
English Showing You 

EXACTLY How To 
Market Your Dental 
Practice In Today’s 

Economy”

A

NO More Confusion About How To Get New Patients & Referrals

NO More Frustration With Inconsistent & Wasteful Marketing

NO More Worry About Empty Chair Time Or The Phone Not Ringing

✓

✓
✓
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