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Fuse

A new, cloud-based practice 

management system to keep doctors 

connected across locations.

EDITORS’ CHOICE          

The wizardry 
of intraoral 
cameras 

Imagine you were a wizard 

and had a magical wand. 

With that wand, you can 

conjure anything you need 

to achieve a task. With a 

simple wave and a fl ick, your thoughts 

come to fruition. Wouldn’t that be cool? 

In today’s dentistry that magic wand has 

arrived. It is called an intraoral camera. I 

know this may sound crazy, but it is that 

simple, and the technology is continually 

improving. With a simple wave over the tooth 

and a push of the capture button, patient 

documentation is instantly simplifi ed.

Unfortunately, there are still many offi ces 

that do not want to accept the advances in 

our profession or in the consumer profi le. 

They are content with paper records, phos-

phate plates, layering posterior composites 

and cutting PFM crowns. These methods 

are still proven to be perfectly acceptable. 

The only argument I have is, “Why work 

harder to increase production when we 

have the technology to work smarter and 

more effi ciently?” 

I cannot dispute that some newer tech-

nology is an expensive startup investment. 

... See intraoral cameras, page 10

[ AIR TECHNIQUES ]

ScanX Intraoral View

Designed to be the next generation 

of digital radiography for all intraoral 

formats.

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

vital techniques and industry insight 

doesn’t stop here. Check out 

dentalproductsreport.com.
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Technique: How to simplify 
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TPH Spectra® ST

A new composite with cutting-edge 

fi ller technology.

DR. JASON WATTS

2017

From dentists to industry voices, from technicians to educators, from dental 
team members to practice owners, these are the women who made a 
huge difference this year. Turn to page 12 to read about all the winners.

TPH Spectra
®

 ST 
Universal Composite Restorative

The key improvements in TPH Spectra® ST composite 

were made possible by SphereTEC™ filler technology, 

our proprietary method of manufacturing microscaled, 

well-defined spherical superstructures, comprised of 

submicron glass. The SphereTEC™ fillers’ morphology, 

particle size distribution and surface microstructure 

deliver the benefits that really matter to dentists:

OPTIMIZED HANDLING  

for easy placement and shaping

ENHANCED CHAMELEON BLENDING ABILITY  

for simplified shade selection and matching  

 

IMPROVED DURABILITY  

with high polish & stain resistance for lasting esthetics
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with SphereTEC™

         Filler Technology

NEW

THE NEWEST BREAKTHROUGH

IN COMPOSITE TECHNOLOGY 

BEGAN WITH A QUESTION:

WHAT MATTERS TO YOU?
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Efficiency Matters
Versatile handling, made even easier to work with.

Optimized handling characteristics in  

high and low viscosity to accommodate  

your preference and technique.

  Doesn’t stick to hand instruments

 Adapts easily to cavity surfaces

 Easy to sculpt and shape

 Excellent slump resistance

Esthetics Matter
Exceptional esthetics, made even easier to create. 

Enhanced chameleon effect for simplified shade matching, with faster finishing and excellent polish. 

 Five CLOUD shades cover the full VITA® range2

 Save money and shelf space by reducing inventory

 Polish to a high gloss, faster with the Enhance® Finishing and Enhance® PoGo® Polishing systems 

Longevity Matters
Esthetic results made even more durable.

Improved durability takes the TPH® brand’s proven record of 

long-term clinical success to the next level. 

  Excellent stain resistance

  60% improved wear resistance 
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1. Data on file. 2. VITA is not a registered trademark of Dentsply Sirona. 
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After 24-Hour Staining Test1
Visit www.IntroducingSphereTEC.com to learn more.
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1-800-372-4346
www.henryscheindental.com

Rely On Us for All Your 
Handpiece and 

Small Equipment Needs

Need Your 
Handpiece 

Repaired? 
Our new ProRepair Web Portal 

is designed to make submitting 

and managing handpiece 

and small equipment repairs 

an automated and easy process.

 Submit repairs online

  Diagnose the problem and 

understand repair options  

and pricing immediately 

with no need for estimates

 Maintain your handpiece 

inventory, warranty status 

and repair history

www.prorepaironline.com

or call Henry Schein ProRepair at: 

1-800-367-3674  (8am–7pm ET)

We carry the largest selection of handpieces and small equipment in the 

dental supply industry. Our offerings include all of the top manufacturers and our  

very own “Satisfaction Guaranteed” Henry Schein Brand. We can even handle 

all of your repair needs. Keep your practice humming and your patients smiling!

© 2017 Henry Schein, Inc. No copying without permission. Not responsible for typographical errors. 17DM3390

To view our Small Equipment and 

Handpiece Flyer with special 

discounts and offers visit: 

www.henryscheindental.com/smallequipment 
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October 9 – December 29, 2017

Interested?  Circle Product Card No. 01
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New Self- 

Activating 

Capsule 

  

Practice or Doctor’s Name

Street Address:

City, State, ZIP

Phone:

E-mail: 

My preferred distributor: [  ] Patterson [  ] Henry Schein

* Onlyy one 2+1 limited offfeerr 
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Capsule
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DPR READER  
LIMITED OFFER: BUY 2 GET 1 FREE!*

Ionolux Kit application capsule 50 pcs.  
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Application capsule 20 pcs.  
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Cover Products and other EDITOR’S CHOICE products throughout 
this issue are chosen based on innovation or their perceived 

impact on improving patient care and practice effi ciency.

ON THE 

COVERPRODUCTS3

Fuse
Fuse is a cloud-based practice management 

system that’s said to seamlessly keep doctors 

connected across multiple locations. An intuitive 

interface is designed to enable effi cient naviga-

tion, allowing clinicians to focus on providing 

excellent patient care. Patient information can 

be accessed on a smartphone, tablet or desktop. 

Fuse also comes with industry-leading training 

and best-in-class support. 

Patterson Dental

800-873-7683 
pattersondental.com/fuse 

CIRCLE RS #3

TPH Spectra® ST
TPH Spectra® ST is uniquely designed with new 

and novel fi ller technology, SphereTEC™, to simplify 

the path to long-lasting, esthetic restorations. 

The composite reportedly is easy to adapt to the 

cavity, has excellent sculptability and won’t stick to 

instruments. It utilizes an intuitive ‘CLOUD’ shading 

system that covers the entire VITA range with fi ve 

stain-resistant shades, making shade selection 

simple and accurate. 

Dentsply Sirona

800-532-2855
class2restorations.com

CIRCLE RS #4

ScanX Intraoral View
The ScanX Intraoral View is said to be the next 

generation of digital radiography systems for all 

intraoral formats. Its large touchscreen, easy-to-

use interface and multiple slots for simultaneous 

scanning enable the intuitive, effi cient and time-

saving digitization of PSPs for all intraoral formats. 

The ScanX Intraoral View reportedly makes PSP 

diagnostics quicker, more reliable and more 

convenient.

Air Techniques, Inc.

800-AIR TECH
airtechniques.com 

CIRCLE RS #2
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TECHNOLOGY

TECHNIQUE

 54 How to use a glass ionomer to 
fi ll an occlusal caries lesion

 56 How to simplify interproximal 
reduction

 58 How to place implants quickly 
and precisely using CBCT

I USE THAT

 60 I Use That: G-CEM LinkForce™             
How this universal adhesive from GC America 

streamlines adhesive dentistry in a busy practice. 

I USE THAT

 62 I Use That: Nox T3 portable sleep 
monitor | Why one doctor prefers 

recommending this home monitoring 

system to detect airway and sleep issues.

ERGONOMICS

 64 5 ways to counteract neck pain
Neck pain is a common problem plaguing dental 

professionals, but taking these ⇒ ve steps can help.

BEST OF CLASS

 34 The 2017 Cellerant Best of 
Class Technology Awards
Rounding up the winners of this 

year’s big tech award.

NEW PRODUCTS

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

launches from dental manufacturers.

TECH BRIEF

 45 Using the OptiDam™ in your practice
Exploring the new 3D, low radiopacity rubber dam.

DOUBLE TAKE

 46 “... Mosaic is an ideal composite 
because of its viscosity.”| A 

cosmetic dentist explains why she 

switched to Ultradent’s Mosaic.

INSIDE LOOK

 48 An inside look at DentiMax software 
and digital sensors | How DentiMax’s 

complete system enables practices to 

become more ef⇒ cient and detail-oriented.

TECHNOLOGY EVANGELIST

 68 Inside 2017’s award-winning 
technology | Dr. John Flucke examines some 

of the award-winning products that stood out to him.

DATA MANAGEMENT

 72 Taking charge of your software 
implementation | Implementation and 

training oftentimes don’t go as planned ... 

but there are ways to make it simpler.

 74 How to evaluate HIPAA 
compliance | How risk assessment 

and management plans can save you from 

hefty HIPAA-compliance violation ⇒ nes.

TECH UPDATE

 75 Integrating the DEXcam™ 4 HD 
into your practice | Exploring the 

intraoral camera that’s designed to yield 

remarkably clear and focused images.

DIGITAL MARKETING

 76 Automating practice growth with 
machine learning | How ChairFill 

mines your patient records to ⇒ ll your 

schedule with the most pro⇒ table patients.

33 53 67

Product launches and updates from
throughout the industry

Practical clinical advice, research 
and techniques

Content to help your practice innovate 
and stay on the cutting edge.

This year’s honorees come from all over 
the dental industry.

Now in its eighth year of recognizing exceptional women 

in the dental industry, Dental Products Report is thrilled 

to announce the top 25 women in dentistry for 2017.

2017’S TOP 25 WOMEN 
IN DENTISTRY[12]

2017
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© 2017 Dentsply Sirona Preventive. RIN01-0315-1 Rev. 3

• Fits Size 0, 1, 1.5 and 2

• Fast & Easy to load

• Less Clutter — each holder fits multiple sizes

• Autoclavable for low cost-per-use

Use with the 3-in-1 XCP-ORA® for 
accurate imaging. The single arm and 
ring design simplifies your positioning 
procedure with fewer parts.

Rinn® XCP DS-FIT®

Universal Sensor Holder

For more information, visit dentsplysirona.com/preventive/diagnosis.

 

Rinn® XCP-ORA® 
One Ring & Arm 

Positioning System

n-1 XCP-ORA® for 
g. The single arm and 
lifies your positioning
ewer parts.

ORA®

em

Designed to deliver accurate and fast oral 

radiographs, no matter the sensor size.

It fits any size, any brand.
Band stretches to 

FIT any sensor!

Anterior Anterior Thin Posterior Horizontal/Vertical Bitewing Endo Pedo

Interested?  Circle Product Card No. 05

https://corporate.dentsplysirona.com/en.html
https://www.dentsplysirona.com/en-us/products/preventive/x-ray.html
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free reader service card with numbers that correspond 
to advertisements. Throughout the issue, you’ll also 
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editorial in every issue of DPR.
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DR. LEAH CAPOZZI

Dr. Capozzi graduated from the University 

at Buffalo School of Dental Medicine in 

2009. After completing an Advanced 

Education in General Dentistry at the 

University of Buffalo, Dr. Capozzi set 

up private practice in Colorado. Profi cient in CEREC 

dentistry and Invisalign, she teaches CEREC dentistry 

to dental students with igniteDDS. Dr. Capozzi is a 

member of the American Academy of Dental Sleep 

Medicine and currently practices in Buffalo, New York.

DR. JOHN FLUCKE

John Flucke, DDS, is Chief Dental Editor 

and Technology Editor for Dental Products 

Report and dentistry’s “Technology 

Evangelist.” He practices in Lee’s 

Summit, Missouri, and has followed his 

passions for both dentistry and technology to become 

a respected speaker and clinical tester of the latest in 

dental technology, with a focus on things that provide 

better care and better experiences for patients. He 

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

DR. TARA GRIFFIN, DMD

Dr. Tara Griffi n is a 1994 graduate of 

Milliken University and received her 

Doctor of Dental Medicine degree from 

the University of Kentucky College of 

Dentistry. She completed her general 

practice residency at the Hampton Veterans Affairs 

Medical Center, and maintained a private group practice 

in Illinois for several years, with a focus on comprehensive 

restorative dentistry and treatment of TMJ disorders and 

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

DR. EMILY HOBART

Dr. Emily Hobart graduated from 

Midwestern University in Glendale, 

Arizona in 2015. During her time in dental 

school she was very involved with the 

American Student Dental Association 

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

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

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

currently practices in Columbia, South Carolina.

DR. ERINNE KENNEDY

Dr. Erinne  Kennedy completed her 

undergraduate studies at The Ohio State 

University before earning her degree 

from Nova Southeastern University 

College of Dental Medicine in 2015. 

She subsequently completed a one-year residency 

at the VA Hospital in Baltimore, Maryland. During 

dental school, she was involved with the American 

Student Dental Association (ASDA), serving as local 

vice president and national contributing editor.

DR. KRISTOPHER MENDOZA, DDS

Dr. Kristopher Mendoza attended 

undergrad at the University of the Pacifi c, 

before graduating from the UCLA School 

of Dentistry in 2015. He is currently 

completing a dental anesthesiology 

residency at UCLA. A member of the American 

Student Dental Association, Dr. Mendoza served as the 

national president of the organization in 2014/15, and 

was the offi cial spokesperson of the organization.

DR. DAVID RICE, DDS

Dr. David Rice is the founder of igniteDDS, 

the nation’s largest student and new 

dentist community. Dr. Rice travels the 

world speaking, writing and connecting 

today’s top young dentists with successful 

dental practices. He maintains a restorative and implant 

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

his DDS degree from the State University of New York 

at Buffalo in 1994, and completed his residency at the 

Allegheny General Hospital in Pittsburgh in 1995.

DR. JASON WATTS

Dr. Jason Watts is a graduate of Florida 

State University, and received his Doctor 

of Dental Medicine degree in May 2015 

from Nova Southeastern University 

College of Dental Medicine. Dr. Watts is 

a contributing editor to igniteDDS, and the lead author 

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

is a dental consultant for Medpro Dental Malpractice 

and has a private practice in Cape Coral, Florida.

EDITORIAL ADVISORY BOARD

24950 Country Club Blvd., Suite 200 

North Olmsted, Ohio 44070

440-891-2624 | ryan.hamm@ubm.com 

d e n t a l p r o d u c t s r e p o r t .c o m

[ Our Mission Statement ]

Dental Products Report—known for its trusted new 

product information—delivers a sharp focus on high-

tech innovations and their implementation as well 

as how cutting-edge technologies are transforming 

practices. DPR helps dentists future-proof their 

practices and position themselves to deliver the 

best dentistry possible to benefi t both their patients 

and their practices. We are committed to delivering 

unbiased, quality content.  

DR. AMISHA SINGH 

Dr. Amisha Singh is a Denver native and 

loves living in Colorado. While in dental school, 

she was the founder of the fi rst diversity 

oriented, nationally based organization at 

the school and she currently serves the 

University of Colorado Department of Diversity and Inclusion 

as an alumni contributor. She is a member of the ADA, CDA 

and MSCD and serves on the CDA New Dentist Committee 

as Social Chair. She is also a blogger/writer, speaker and is 

the AVID Healthcare Liaison for Denver Public Schools.

mailto:derek.hamilton@ubm.com
mailto:keith.easty@ubm.com
mailto:rocky.pedden@ubm.com
mailto:renee.schuster@ubm.com
mailto:kristen.mott@ubm.com
mailto:bkolb@wrightsmedia.com
mailto:ryan.hamm@ubm.com
http://www.dentalproductsreport.com/
http://www.dentalproductsreport.com/
http://www.dentalproductsreport.com/


Advance Beyond  
Your Typical Zirconia
If you’re not getting the highest possible strength and esthetics 

from your current restorations, it’s time you tried our newest 

full-contour zirconia formulation – Advanced Z16™ , exclusively 

from Burdette. Deliver a crown that makes no compromises 

for appearance or structural integrity and provides the most 

accurate shade consistency available today.

Burdette Dental Lab • 131 Lyon LN • Birmingham, AL 35211• 800-624-5301 • www.burdettedental.com

Exclusively from Burdette 

Preshaded for consistency throughout 

1200 MPa flexural strength

Matched to all 16 Vita® classical shades

High translucency

800-624-5301  
www.burdettedental.com

info@burdettedental.com

Ready To Try Advanced Z16? 

Call us or go online to print a free FedEx shipping label 

or schedule a local pick up. 

* Up to three units for your first case. Use 

promo code ADV_79 to redeem. Regular 

Price $109. Offer expires 11/30/17  

Send Your Case!

Only
$79

Per Unit*

Proud Member of:

ce on

Per Unit*

Interested?  Circle Product Card No. 06

http://www.burdettedental.com
mailto:info@burdettedental.com
http://www.burdettedental.com
http://www.burdettedental.com
http://terecna.com/
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.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 10 weirdest things patients 
have done in the dental practice

Sometimes things get pretty weird in the dental practice. These 
are those times. Read more: http://bit.ly/WeirdPatients

6 emerging technologies that will 
change dentistry forever

These innovations are making waves in the broader world—and soon, they’ll 
have huge implications for dentistry. Read more: http://bit.ly/EmergingDentalTech

The top 10 dental memes of 2017
The funniest dental memes that have hit the internet so far 

this year. Read more: http://bit.ly/DentalMemes

h

NEW 

CONTENT

EVERY 

DAY

Clicks & Picks 
What dentists were searching and savoring in September

@DENTALPRODUCTSREPORT.COM

3 MOST-VIEWED PRODUCTS 

01  TRIOS intraoral scanner
3Shape

02  Futurabond U
VOCO America

03  Tuff-Temp Plus
Pulpdent

3 MOST-READ ARTICLES ONLINE

01  7 ways poor infection control can 
endanger your practice
by Robert Elsenpeter

02  Ultrasonic cleaner tips for effective 
instrument sterilization
by Kara Vavrosky, RDH

03  The top 10 dental discoveries
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

ALPHASPIRIT / SHUTTERSTOCK.COM

Rated Most Effective
by Dentists*

OraCoat

Patient samples, wholesale pricing

available. Call 877-672-6541 or

visit www.oracoat.com

OraCoat XyliMelts for dry mouth

•  Oral adhering discs for use while 
sleeping and daytime

• Coats, moisturizes and lubricates†

• Stimulates saliva†

• May reduce the risk of tooth decay

• Freshens breath

• Reduces new plaque by 50%‡

XyliMelts are available at:

facebook.com/OraCoat twitter.com/OraCoat

Unlike other oral moisturizers, 
XyliMelts are non-acidic and
will not harm teeth.

*Survey of 1168 dentists, March 2016 Clinicians Report ®, an independent, non-profi t, dental education and product testing foundation. Citation available at oracoat.com
†These statements have not been evaluated by the Food and Drug Administration. This product is not intended to diagnose, treat, cure or prevent any disease.
‡In people with diagnosed dry mouth who use 6 discs per day.

Walmart.com only

Clinicians Report ® , March 2016 

Dry Mouth Survey Results

In a survey of 1168 dentists about 

effectiveness of dry mouth remedies, 

dentists who had experience with 

OraCoat XyliMelts for dry mouth 

rated it as more effective than any 

other non-prescription remedy for

dry mouth.*

Interested?  Circle Product Card No. 7

http://bit.ly/WeirdPatients
http://bit.ly/EmergingDentalTech
http://bit.ly/DentalMemes
mailto:@DENTALPRODUCTSREPORT.COM
http://www.oracoat.com
http://www.dentalproductsreport.com/
http://www.oracoat.com
https://www.facebook.com/OraCoat/
https://twitter.com/oracoat
https://twitter.com/DPRlive
https://www.facebook.com/dentalproductsreport
http://www.dentalproductsreport.com/subscribe
http://www.dentalproductsreport.com/
http://www.cvs.com/
https://www.amazon.com/
https://www.walmart.com/
https://discount-drugmart.com/


3Shape TRIOS
Scanning unplugged

The best1 just got better.

 

It delivers all the benefits of the award-winning TRIOS, without the  

hassle of annoying wires. With TRIOS 3 Wireless, you can open your  

practice up to a wide range of treatment options and same day  

dentistry. Soon there will be nothing holding you back. 

Go wireless at 3shape.com/trios 

Introducing the 3Shape TRIOS® 3 Wireless intraoral scanner. 

#changingdentistrytogether

Wireless
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Interested?  Circle Product Card No. 08

https://www.3shape.com/
https://www.3shape.com/products/trios/intraoral-scanners


10  |  DENTALPRODUCTSREPORT.COM  |  October 2017

FROM OUR BOARD

THE MAGIC OF INTRAORAL CAMERAS
Continued from cover ... However, 

when measured in production gains, 

you will see a significant return on 

investment, making it a worthy pur-

chase. When it comes to intraoral 

cameras, they have not only become 

more effi cient and signifi cantly easier 

to use, but the market offers devices at 

a wide range of price points. You can 

buy one on Amazon for a fraction of 

the price of your bill for a half-decent 

steak dinner. 

There are plenty of benef it s 

beyond cost. Here are just a few: 

1) Case acceptance: We can all 

agree, “seeing is believing.” I, as 

well as most of my colleagues, am 

exhausted by patients’ lack of accep-

tance of our treatment plans. With 

the use of an intraoral camera, before 

I even begin to explain my clinical 

fi ndings to the patient, my team has 

a photo of the cavitated lesion or their 

failing margins, and the patient tells 

me, “Doc, that’s gross! How are we 

going to fi x that?” It is a vital tool in 

patient education and increases the 

patient’s education regarding their 

diagnosis, and in turn results in a 

higher rate of case acceptance. 

2) “Maybe next time”: Have you 

ever been frustrated by society’s por-

trayal of dentistry as a luxury, or a 

form of optional therapy? If a patient 

cannot move forward with treatment 

immediately, needs to talk with their 

signifi cant others, or is in disbelief, 

we send them home with a printed 

photo of their disease process utiliz-

ing the intraoral camera. When they 

get home and discuss their diagno-

sis, visualize the amount of recession 

present or their failing fillings, we 

tend to hear from them in a day or 

two to schedule an appointment for 

treatment. 

3) Oral health education: This is 

the foundation of our contribution 

to the community as oral health care 

providers. So many individuals lack 

the necessary knowledge regarding 

prevention and management of oral 

disease. By showing the patient pho-

tos of their problem areas, we are giv-

ing them tangible evidence regarding 

their oral health status and making 

them accountable for their role in 

their oral health. 

4) Insurance: Who loves having to 

write an insurance narrative? If you 

do, you are hired in my offi ce! Since 

we started using intraoral cameras, 

the amount of denials or need for 

narratives from insurance companies 

have significantly decreased. This 

makes everyone’s life easier.

5) Chair time: Here in Florida, 

we have a large amount of seasonal 

tourism, which is great for the state’s 

economy, but translates into a steady 

fl ow of emergency dental visits in the 

private practice setting. In my offi ce, 

practice protocol is to acquire a PA, 

BW and intraoral photo of any patient 

who presents with a dental emergency. 

With the ease and speed of the team to 

utilize the intraoral camera, we have 

afforded four emergency exam slots 

in our schedule each day because we 

know these patients, nine times out of 

10, will accept treatment recommen-

dations in the hopes of resolving their 

chief complaint.  

6) Accountability: When patients 

return for their recare or hygiene 

appointments, we are able to recall 

previous clinical photos, assess pro-

gression in hygiene — or lack thereof 

— and hold patients accountable for 

their role in their oral health care. 

7) Record-keeping: It is unfortu-

nate to find that many offices have 

not made the transition to electronic 

health records. It is only a matter of 

time before it becomes enforced as 

standard of practice. Until then, we 

need an effi cient method to track the 

progress of our patients’ oral health 

status, possible detection or progres-

sion of oral cancer, advances in decay 

and many other factors, as the ability 

of our patients to recall the fi ndings 

in the previous appointment are not 

a reliable method of effi cient patient 

care. Never has it been easier to com-

pare past and present photos.

8) The priceless return: The return 

on investment of your camera cannot 

be accurately measured because it will 

become one of the most utilized tools 

in your offi ce and afford a wide range 

of profi ts in the form of patient educa-

tion, insurance acceptance, accurate 

record-keeping and so much more. 

Consider it to be the greatest adjunct 

to any procedure you do. 

At a restaurant, I never trust a 

waiter who says everything is good on 

the menu. If a waiter tells me to not to 

order something, I instantly trust their 

recommendations even though it’s all 

relative. So, let’s talk about some cons 

of intraoral cameras.

1) Clarity: Depending on the cam-

era you get, the resolution of an image 

may not be ideal; however, it’s still 

better than the alternative of not hav-

ing a photo. 

2) Misuse: Since the intraoral cam-

eras will be used frequently, there is 

a lot of wear that can be exerted on 

these cameras. Reckless pulling of 

the cords in and out the computer, 

dropping them, wiping the lens care-

lessly, inadequate storage and other 

poor habits will lead to damage. It 

is important to make sure your staff 

understands the value of the camera 

and treats it accordingly. One option is 

to buy less expensive ones and replace 

as needed. Most manufacturers also 

have good warranties and a quick 

turnaround time on repairs. 

3) Compatibility: Make sure the 

camera you buy is compatible with 

your office software. In my experi-

ence, we had to use a bridging appli-

cation for our camera, which became 

frustrating as we had to open and 

close the system for the camera to 

work, adding to delays in chair time. It 

proved to be very inconvenient — but 

was still only 30 seconds to get higher 

case acceptance. 

I am a fi rm believer that if there is no 

growth, there is no life. In life, change 

is healthy. Change brings happiness, 

growth and sustainability, among 

other things. And we live in a society 

where technology is king to aware-

ness. Marco Vuijic from the ADA 

Health Policy Institute and a leader in 

the economics of our profession and 

future trends continuously explains 

how the consumer wants more for less. 

The intraoral camera is a simple and 

affordable way to meet the demands 

of our consumers, and in turn advance 

the success of our practice. 

Plus, for those dental professionals 

who are fearful or wanting to start 

slowly, like touching your toes to the 

water before diving in, then purchas-

ing an intraoral camera is your move. 

As in the wizarding world, the more 

you practice the more your skills will 

grow —a nd soon, you can be den-

tistry’s next Harry Potter.  •

[ Dr. Jason Watts ] 
DPR Editorial Advisory Board Member

“     I, as well as most 
of my colleagues, 
am exhausted by 
patients’ lack of 
acceptance of our 
treatment plans. 
With the use of an 
intraoral camera, 
my team has a 
photo of the cavi-
tated lesion or [the 
patient’s] failing 
margins, and the 
patient tells me, 
‘Doc, that’s gross! 
How are we going 
to fi x that?’”

For more online content...
For more content from Dental 

Product Report’s editorial board, go 

online to dentalproductsreport.com.

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


4% Citanest® Plain DENTAL provides a safe and effective 

option for patients who won’t tolerate vasoconstrictors

Citanest, from Dentsply Pharmaceutical, gives patients more comfortable options for low-toxicity*, high-safety local 

anesthesia with Plain (no epinephrine) and Forte (with epinephrine). While both are safe for patients with a wide variety 

of medical conditions or circumstances, Plain offers pinchless, quick-on/quick-off while Forte works well for longer or 

extended procedures.

Citanest Plain and Citanest Forte are contraindicated in patients who are hypersensitive to local anesthetics. Citanest 

Plain and Citanest Forte should not be used in patients with congenital or idiopathic methemoglobinemia. Common 

precautions include aspiration prior to injection to help avoid intravascular injection. Local anesthetic solutions 

like Citanest Forte that contain a vasoconstrictor should be used cautiously especially in patients with impaired 

cardiovascular function or vascular disease. Please refer to brief summary for prescribing information on adjacent page.

To learn more, call us at 1-800-989-8826 or visit dentsply.com

© 2017 Dentsply International. All rights reserved.   

CIT01-1216-1.0 Rev.01

* Stanley F. Malamed – Handbook of local anesthesia – 6th Ed

Citanest®  DENTAL

4% Citanest® Plain DENTAL

(prilocaine HCl Injection, USP) 

Without Vasoconstrictor

4% Citanest® Forte DENTAL

With epinephrine 1:200,000  

(prilocaine HCl and epinephrine Injection, USP)

Dentsply
Pharmaceutical

Interested?  Circle Product Card No. 09

page 78.

https://corporate.dentsplysirona.com/en.html


12  |  DENTALPRODUCTSREPORT.COM  |  October 2017

2017

http://www.dentalproductsreport.com/


October 2017  |  DENTALPRODUCTSREPORT.COM  |  13

WOMEN
IN DENTISTRY 2017

TOP 25

[ Introduction by Kristen Mott / profi les by Anna Blake ]  

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

NOW IN ITS EIGHTH YEAR OF RECOGNIZING EXCEPTIONAL 

WOMEN IN THE DENTAL INDUSTRY, DENTAL PRODUCTS REPORT 

IS THRILLED TO ANNOUNCE THE TOP 25 WOMEN IN DENTISTRY 

FOR 2017.

This year’s honorees come from across the dental industry, including dentists, 

industry leaders, offi ce managers, educators and lab technicians. 

“There are so many amazing women pushing the dental industry forward, 

and every one of them deserves recognition for their hard work, passion and 

dedication,” says Laura Dorr, managing editor of DPR.“The dental fi eld would 

not be where it is today without the visionary women who have contributed to 

its growth and success. We want to extend a heartfelt thank you to every woman 

dedicated to furthering dentistry, and also recognize these 25 women whose 

contributions stand out.”  

Dr. Heidi Dickerson

Dentists 14

Dr. Karen D. Foster

Dentists 14

Dr. Maria Maranga

Dentists 16

Dr. Pamela Maragliano-Muniz

Dentists 16

Dr. Candice Sullivan

Dentists 18

Dr. Jana S. Winfree

Dentists 18

Alessa Allen

Team members 20

Patricia Delauretis

Team members 22

Colleen Huff

Team members 22

Lauren Kroh

Team members 24

Claudia Paye

Team members 24

Mary Beth Bajornas

Industry leaders 25

Hollie Bryant

Industry leaders 25

Marna Erlich

Industry leaders 26

Joanne Klempner

Industry leaders 26

Jennifer Naylor

Industry leaders 27

Shawn Shorrock

Industry leaders 27

Julia Yelevich

Industry leaders 28

Vanessa Emerson

Researchers/Educators 28

Sigal Jacobson

Researchers/Educators 29

Kris Johnson

Researchers/Educators 29

Dr. Carolyn Primus

Researchers/Educators 30

Debbie Zafi ropoulos

Researchers/Educators 30

Jessica Proctor

Lab technicians 31

Kamilla Siekierski

Lab technicians 31
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D E N T I S T S 

The Las Vegas Institute for Advanced Dental Stud-

ies is among the premier postgraduate institutes for 

continuing education in the world, and Dr. Heidi 

Dickerson is proud to be LVI’s president. LVI works 

to educate thousands of doctors, hygienists, team and 

lab technicians a year and professionals travel from all 

over the world to learn at LVI. To date, LVI has more 

than 10,000 alumni from 48 different countries, and 

Dr. Dickerson is determined to help the organization 

grow in every way she can.

“I do whatever it takes to educate them on physi-

ologic dentistry,” Dr. Dickerson says. “Being a patient 

of physiologic dentistry is what propelled me to teach 

it. I was a lifelong migraine sufferer and my husband, 

Dr. Bill Dickerson, treated me with physiologic den-

tistry and I have not had migraines in close to two 

decades. Once you know the power of what you can 

do to help your patients, there is no turning back.”

Within her role at LVI, Dr. Dickerson is a featured 

lecturer in 10 courses, oversees two clinics with a total 

of 20 operatories, produces and edits VISIONS maga-

zine, and is the creator and producer of LVI TV, the 

institute’s YouTube channel. All that while traveling 

and giving lectures worldwide and helping run the 

business side behind the scenes. 

“I am proud of the unique ways I have tried to 

educate the doctors and the public,” she says. “For 

example, the LVI TV videos are quite funny and infor-

mative. The public needs to be educated as much as the 

dentist and education needs to be fun.”

Dr. Dickerson believes the biggest challenge to 

dentistry today is adapting in the face of change. She 

believes that everyone in the industry wants change 

but no one is willing to change when it comes to 

themselves; they would prefer to remain comfortable 

in what they know. To her, it can be frustrating to see a 

way for dentists to help their patients and to hear them 

say they want to help their patients but then not follow 

through or embrace new ways to help their patients.

“Innovation by defi nition is a new method, idea 

or product; herein lies the issue,” she says. “We can 

have all these awesome new things out there, but if 

we do not know how to use them, or how to present 

the need for using them with our patients, they mean 

absolutely nothing. That is one thing we specialize in 

at LVI—training. We believe in hands-on training 

because once you use something or do a procedure, 

you will remember it.”

One of her personal missions is to demonstrate to 

dentists the impact they have on their patients, and to 

show them that no other doctor in any other profes-

sion can help patients the way they can. Dr. Dicker-

son believes dentists have a power they don’t realize 

because annually they see their patients more often 

than any other health profession. Therefore, they have 

the ability to see changes, diagnose them and prevent 

conditions that could become pathologic otherwise. 

“Once you understand how a human develops, and 

how we as their dentists can guide and enhance that 

growth so they have proper facial development and a 

functional airway, now that becomes exciting stuff,” 

she says. “When you are actually prolonging some-

one’s life by using these principles, it is very powerful 

and rewarding.”

Dr. Heidi Dickerson

D E N T I S T S 

Dr. Karen Foster is an educator and pediatric dentist 

who strives to share her knowledge of oral health with 

patients, parents, team members and other dental pro-

fessionals while simultaneously working to serve as 

a role model for those interested in a career within 

the dental industry. She heard her calling early in life, 

specifi cally after writing a report on a local dentist at 

8 years old. As someone who works with kids, fi nd-

ing her passion early on helps her connect with her 

patients and see that kids have big dreams at an early 

age, and their fervor to achieve them runs deep. Foster 

is able to then use that connection to educate patients 

and help them develop the best habits young.

“With my young patients, I hope they develop 

excellent life long oral health habits, recognizing the 

connection between oral health and overall health,” 

she says. “In my 15 years being a dentist, I have seen 

an increased value given to oral health as a function 

of overall health and I hope to continue to see access 

to oral health care for all as a priority to allow the 

establishment of a dental home for everyone.”

Dr. Foster started her practice from scratch, and 

while that came with its own hurtles and challenges 

over the years, she’s proud of how it’s grown and the 

success she’s found within the realm of small busi-

nesses. To her, it’s gratifying to go out within the 

dental community and share her experiences as well 

as advocate for improvements benefi tting patients as 

well as the dental profession. 

Dr. Foster also serves the dental community as an 

educator and she’s the fi rst to say she’s learned as many 

new lessons as she’s taught.

“Innovation is embracing new ways of doing 

things,” she says. “I am always open to learning new 

techniques. As a dental educator since 2004, I have 

come to appreciate the importance of research to iden-

tify and instruct as to a ‘best practices’ approach when 

treating special needs patients. By surveying fourth-

year dental students before, then after, their rotation 

through the special needs clinic, my colleagues and I 

identifi ed needed curriculum changes.”

Dr. Foster is able to relate to her patients thanks 

to common ground and her own personal challenges. 

Since the end of 2012 she has been fi ghting the joint 

damaging effects of psoriatic arthritis, a chronic con-

dition she works to overcome every day. 

“Marketing gurus often tell you to humanize 

yourself to your patients and potential patients—I 

guess I am taking that advice to heart; I am a medical 

patient,” she shares. “The knowledge I have gained 

through this journey as a medical patient has made 

me better able to work with patients who have dietary 

issues as well as other health issues.”

As a woman, she is confi dent in her skills and isn’t 

afraid to challenge stereotypes, specifi cally those that 

categorize her as a “female dentist” or “young den-

tist.” Instead of letting herself be boxed into those ste-

reotypical roles throughout her journey she has sought 

out mentors who would guide and encourage constant 

development as a practitioner as well as a member of 

the dental community.

Dr. Karen D. Foster

http://www.dentalproductsreport.com/
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D E N T I S T S 

D E N T I S T S 

Twelve years ago Dr. Maria Maranga was diagnosed 

with breast cancer, but she did not let it take her life 

or her ambition. Dr. Maranga beat cancer and came 

back stronger and fi ercer than ever. Today, she is an 

educator, an endodontist, a wife and mother, and an 

activist in the breast cancer community. She believes 

that each role has helped to defi ne her and make her 

better as an overall practitioner and citizen.

“A survivor is always busy; you were chosen to 

be saved for a reason and sometimes you just don’t 

understand why,” she says.

Within her career, she believes it is of the utmost 

importance to educate and re-educate herself on the 

most up-to-date techniques, to harness them and 

implement them slowly in order to constantly hone 

her expertise. This is a trait she works to instill in the 

students she mentors—especially females, who may 

be at a disadvantage right out of the gate.

“Females represent less than 10 percent of all dental 

school deans and our medical counterparts are also 

only slightly higher as deans and department chairs. 

As a specialist, many vendors still ignore women 

at dental conventions and choose to overlook our 

potential business,” Dr. Maranga says. “Women are 

now 50-55 percent of the freshmen class of most U.S. 

dental schools. That in itself is a big game-changer. 

In the beginning of my leadership roles, women and 

diverse groups had to wait longer to be promoted, but 

not anymore.”

Dr. Maranga comes from a family that strongly 

encouraged hard work and earning what you get in 

life. Her mother and father were not college-educated, 

but she believes that their work ethic took them fur-

ther than any degree could have. She works hard to 

emulate that attitude, especially as a woman in a 

male-dominated fi eld. She has persevered and pur-

sued every leadership opportunity she could, she has 

made sure she is educated and stays up to date with 

current technologies, and she has learned to ask for 

help and never takes “no” as a fi nal answer.

“When I struggled at times with being singled 

out as a female, my dad would point to my mom 

and say, ‘Look at her, she doesn’t get upset over the 

baby things. Get up and fi nd another way to fi t in.’ 

He may not have used the word ‘adapt,’ but that con-

cept became my cornerstone forever,” she shares. “I 

adapted my style to whatever needed to be done to 

keep moving forward.”

To Dr. Maranga, to innovate is to adapt on the 

go. Whether she’s working with a patient or helping 

someone endure the trials of breast cancer, she is con-

stantly working to adapt and understand in the face 

of new knowledge, technology or unfamiliarity.

“I think that the innovation I represent has to do 

with your own self as a human being,” she said. “I 

adapt and come up with new and exciting ways to be 

original, encourage others and provide a sounding 

board for many. I use innovative ways to teach by tak-

ing a problem, applying sound biology coupled with 

the latest techniques, add a dash of common sense 

and run with it.”

Dr. Pamela Maragliano-Muniz fi rst became a den-

tal hygienist because her parents didn’t think that 

pursuing a professional career in ice hockey was 

realistic. Luckily, she fell in love with dental hygiene 

upon entering her program and never looked back. 

Today, Dr. Maragliano-Muniz is one of the leading 

prosthodontists in her fi eld and she is proud of her 

career, grateful for the opportunities she’s been able 

to take advantage of, and thankful to the mentors 

who helped her get where she is today.

“I was working for a prosthodontist and if I was 

going to go to dental school, I wanted to be the best 

dentist I could be, and it seemed to me that being 

the best dentist meant becoming a prosthodontist,” 

she remembers. “I always thank dental hygiene and 

my dental hygiene instructors for changing my life 

and inspiring me.”

Outside of her work as a prosthodontist, Dr. 

Maragliano-Muniz is also an instructor. She loves 

seeing dentistry evolve as technology and digital 

media become more readily available and bend itself 

to the will of the dental industry. 

“I’m excited to see how technology continues to 

change the dental industry,” she says. “I think it 

is an exciting time to be in the industry and I am 

constantly blown away by new technology and 

materials to allow us to provide the best care to our 

patients.”

When it comes to challenges within her career, 

she welcomes them with open eyes and an open 

mind. To her, it’s what you do in the face of a chal-

lenge that is most important. She believes that one 

has to stay positive, keep moving forward and learn 

from setbacks in order to be the best. For her, new 

opportunities mean new experiences and things she 

can learn in order to be better at what she does. 

“I am motivated to provide the best care to my 

patients, and it is an honor to be able to share my 

practices and opinions with my dental and dental 

hygiene colleagues,” she says. “I am constantly met 

with new challenges and it certainly keeps things 

interesting.” 

Dr. Maragliano-Muniz fi nds herself inspired by 

products, lectures and publications that motivate 

her to make her practice better—and to be a bet-

ter prosthodontist. She believes it is of the utmost 

importance to keep her practice current for her 

team, patients, and lectures and publications. That 

is what innovation means to her—educating her 

team on the newest practices and technologies in 

order to ensure the best outcome for patients while 

also doing everything she can to contribute and give 

back in order to encourage the next generation of 

dental professionals.

“I am very proud when I see my students happy, 

successful and enjoying their careers,” she says. 

“That really sparked my lecturing and writing 

career and I enjoy sharing my ideas and practices. 

I enjoy sharing my trials and tribulations with new 

products with my readers. I am always humbled and 

proud when I am recognized for my work.”

Dr. Maria Maranga

Dr. Pamela Maragliano-Muniz
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As someone who believes that children are the great-

est gift to humankind, Dr. Candice Sullivan found 

the perfect position to cater to her passion of making 

a difference in their lives. 

“They are our present. They are our future. Being 

able to gain their trust at an early age makes my heart 

smile,” she says. “It’s not an easy job, but it’s a job of 

constant gratifi cation. After 19 years of practice, I 

honestly cherish my job and I love my babies.”

Dr. Sullivan is glad to have seen a plethora of 

changes in dentistry when it comes to children’s oral 

health while she’s been in practice. The biggest of 

those changes is niche dentistry, where each dentist 

is able to create his or her own style of practice. As 

for her own practice, it is a style of boutique dentistry 

where she can spend real, quality time with each 

child, first building trust and then working with 

the parent to soothe any worry her or she may have. 

While helping the kids is the most gratifying part of 

her job, helping the parents comes as a close second; 

when she gets to help both, it’s a good day.

“Most recently, my proudest accomplishments are 

helping mothers who are having diffi culty nursing their 

newborns,” she said. “Using a CO
2
 laser, I am now 

releasing infants’ frenums to help them breastfeed more 

successfully. Once the lip and/or tongue is released, the 

babies can successfully nurse and the mothers can begin 

to enjoy nursing instead of dreading it. It is so reward-

ing. It is so self-gratifying. We can truly make a differ-

ence in these infants’ lives and I love it.”

In order to be the best dentist she can be for her 

patients, Dr. Sullivan is constantly learning and striv-

ing to educate and re-educate herself. Attaining more 

knowledge through continuing education classes is 

a huge motivator for her. She believes her patients 

deserve the very best version of her.

“How should we expect that we learned everything 

about pediatric dentistry in school? I attended LSU in 

New Orleans, a highly accredited dental school, but tech-

nology and knowledge change, just as people change,” 

she says. “I am humble enough to admit I don’t know 

everything. I am a forever student and always will be. 

Regardless of the time and money exhausted, once again, 

my patients are worth it and deserve it.”

When it comes to the future of pediatric dentistry, 

Dr. Sullivan would like to see oral health become a 

bigger priority to insurance companies. To her, it’s 

diffi cult to see parents struggle to get a child the care 

he or she needs based on what their insurance will 

or will not cover. She hopes that dentistry and dental 

insurance will make a turn back toward allowing den-

tistry to make those decisions instead of the insurance 

companies. As for herself, she will keep moving and 

learning and growing her practice while building last-

ing relationships with her patients and their families.

“Hanging out with those precious children put a 

smile on my face that has lasted 19 years,” she says. 

“The innocence in a child’s eyes is something that 

speaks to your soul in a way nothing else can.”

Working within the government means you have 

to see the big picture, and as the Oklahoma State 

Dental Director, Dr. Jana Winfree does just that. 

Her duties include dental public health efforts for the 

state like community water fl uoridation, oral health 

surveillance, dental education, acting as subject mat-

ter expert and administering the state dental loan 

repayment program. As if those responsibilities aren’t 

enough, she also practices dentistry on a limited scale 

for uninsured children and pregnant women in a 

county health department. 

“Innovation involves turning an idea into an action 

to meet a need,” Dr. Winfree says. “Although utilizing 

dental hygienists for oral health surveillance and using 

public health nurses to deliver fl uoride varnish are not 

new ideas, these actions had not been done before by 

the Oklahoma State Department of Health. It was 

under my leadership as state dental director that these 

needed efforts were accomplished.”

Dr. Winfree recently obtained a master’s degree 

in public health. Thanks to her education, she is able 

to view disease through the ecological. She learned 

to recognize social determinants of health and she 

became increasingly aware of the relationship between 

oral health and overall health. 

In the last two years alone, Dr. Winfree has accom-

plished great strides within her position. In October 

2015, she oversaw the implementation of the Okla-

homa Fluoride Varnish program for public health 

nurses. The focus is children under age 5 who are 

enrolled in the Women, Infant and Children (WIC) 

nutritional program. The program, which began in a 

few county health departments, has expanded to 39 

clinics. In the almost two years since inception, almost 

6,000 children have received fl uoride varnish appli-

cations from public health nurses and the program 

continues to grow.

“Nurses have embraced the service, comment-

ing that applying fluoride varnish opened a whole 

new conversation with mothers that they never had 

before,” she says. “I’m proud of this accomplishment 

because it is a successful medical-dental collaboration 

that benefi ts our youngest children.”

Then in 2016, she oversaw the Oklahoma oral 

health needs assessment. During this assessment, 

seven dental hygienists screened almost 1,300 third- 

graders at 36 different elementary schools. With a 

60-percent participation rate, they had the most con-

tributors in the history of the survey. 

“I’m proud of this accomplishment because the state 

health department had not used hygienists before as 

screeners, and they proved to be excellent as examin-

ers and as dental health educators,” Dr. Winfree says.

The fact that dental diseases are mostly preventable 

motivates her to initiate programs that will decrease 

tooth decay and periodontal disease for Oklahomans. 

This aligns with the mission of the Oklahoma State 

Department of Health: creating a state of health.

“I hope to see oral health recognized as essential to 

overall health and a key component for quality of life,” 

she says. “Oral health is related to mental, physical, 

systemic, social and economic health.”

Dr. Candice Sullivan

Dr. Jana S. Winfree
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As a self-proclaimed nerd within the dental industry, 

Alessa Allen had an interest in the dental industry 

from a young age. As a child she never missed an 

appointment with her dentist and would even go as 

far as to say she looked forward to them. Later, when 

she became a young mother, she found her motivation 

and inspiration to start her career.

“A lot of people were concerned when I became 

pregnant at a young age, thinking I would struggle in 

career choices and everything else that comes into play 

with being a young mom,” Allen says. “But if I want 

something, my passion drives me. I’m very focused on 

what I want, how I can achieve my future goals and I 

strive to be the best I can be.”

Allen started out as a dental assistant after attend-

ing Dental Careers of the North Shore—and attaining 

radiology licensing from Boston University—and her 

drive and perseverance allowed her to climb the rungs 

of her ladder quickly. Her boss recognized her leader-

ship potential early on and was eager to present her 

with a managing opportunity. Today, she is the offi ce 

manager at Dr. Dental, Methuen, Massachusetts. 

Since she took on the responsibilities of managing a 

dental offi ce, Allen has observed some meaningful and 

encouraging changes within her staff and she’s proud 

of the environment she’s created.

“My motivation truly comes from my staff. I can 

honestly say I love the people I work with and I love 

being able to help them in any way possible,” she says. 

“They know that even [during] off-hours, I’ll be there 

for them regardless of the situation. We are all like a 

family here, so we love hard but we fi ght hard too.”

Within the scope of the dental industry, she is con-

stantly amazed at the innovations and technological 

advances being rolled out every year, and as an avid 

learner, her mind is always working on ways to bet-

ter the care of her patients and the work of her staff. 

“I love seeing how the technology is advancing and 

becoming familiar with all [the] new instruments and 

procedures,” she explains.

To Allen, innovation means being creative, and 

that’s something she’s familiar with no matter what 

hat she’s wearing day to day. She believes it’s impor-

tant as an offi ce manager to maintain an atmosphere 

that is open and honest in order to satisfy every person 

individually as well as the staff as a group.

“In most offices, there’s a constant turnover of 

employees, but we have had the same employees for a 

number of years,” she says. “Being personal can go a 

long way; that’s the secret to keeping a happy staff. There 

aren’t many bosses out there who connect with you on a 

personal level and sincerely care for you like I do. Some 

professionals may say that business and pleasure don’t 

mix, but in this offi ce it does, and it clearly works.”

Even on the hardest days, Allen’s staff and the grati-

tude of their patients make it all worth it. While she 

understands that challenges with a patient’s fi nancial 

responsibility or dental insurance are a part of the 

experience, she works hard to ensure that both parties 

come out happy and healthy in the end. 

“The most rewarding thing in this fi eld is hands 

down when people walk out of here crying for joy that 

they can smile again. We change lives daily and that 

is what gives us more than satisfaction,” she shares.

Alessa Allen

Interested?  Circle Product Card No. 13

http://www.dentalproductsreport.com/
https://www.henryschein.com/us-en/zahn/Default.aspx?did=zahn
https://www.henryschein.com/us-en/zahn/Default.aspx?did=zahn


Join America’s ToothFairy: National Children’s Oral Health 

Foundation for the 2017 Virtual ToothFairy Ball and Online Auction.

 

 

 

 

Bid on top dental equipment, 
products and more!

100% of proceeds benefit children 
in need!

Learn more at 
www.AmericasToothFairyBall.org!

www.AmericasToothFairy.org

NOVEMBER 1ST – 15TH 

SAVE THE DATE!

http://www.AmericasToothFairyBall.org
http://www.AmericasToothFairy.org
http://www.AmericasToothFairy.org
https://twitter.com/AmerToothfairy
https://www.facebook.com/NCOHFAmericasToothfairy?fref=ts
https://www.instagram.com/americastoothfairy/
https://www.linkedin.com/company/national-children's-oral-health-foundation/


WOMEN
IN DENTISTRY 2017

TOP 25

22  |  DENTALPRODUCTSREPORT.COM  |  October 2017

T E A M  M E M B E R S

Patricia Delauretis grew up with a need to help 

others with their oral care thanks to being raised 

in a dental offi ce—her father’s dental offi ce, to be 

precise. Delauretis’ father owned a dental practice 

before she was born, and the fascination borne out 

of being raised by dental professionals has served 

her well. Today, she is a registered public health 

dental hygiene practitioner in her father’s general 

dental offi ce and she is thrilled to have found the 

place where her family, passion and drive meet.

“Hearing my dad brag about his daughter and 

tell others how proud he is of me means the world 

to me,” she shares. “He’s been the greatest teacher I 

could have. When my patients tell me that I am just 

like him in my mannerisms, demeanor and overall 

care and they are so happy still have a Delauretis 

care for them, it makes me unbelievably proud. He 

always put the care and comfort of patients before 

the business of dentistry, and it is my pleasure to 

carry that on.”

Throughout her career, Delauretis has observed a 

variety of changes within the dental fi eld; from dip-

ping X-ray fi lm to converting to a digital platform, 

technology has allowed the field of dentistry to 

cover leaps and bounds in a minute amount of time. 

“I remember sitting with my mom at the front desk 

while she penciled in patient appointments in the sched-

uling book that was as big as me at the time,” she says.

Practices are adapting and adopting new tech-

nologies at record pace both chairside and in the 

front offi ce and it’s making everyone’s experience 

easier and more pleasant than ever before.

Delauretis is also excited to see a huge surge in 

knowledge when it comes to the whole body con-

nection to health because the more she learns, the 

more she is able to educate her patients and make 

their lives and health better. In the future, she hopes 

to see the continual change in the scope of practice 

of a dental hygienist. 

“I have hope that more states will join in on allow-

ing unsupervised, direct access care,” she says. “It 

would allow us to get more involved with the people 

of our communities and provide care to all. I want to 

get out there, to those who need the care the most. So 

many people don’t have the access to care, whether it 

be lack of transportation or limited fi nancial ability. 

I simply love helping people, and that motivates me.”

As for running the family business, she hopes 

to keep things a little old school. She believes that 

many practices are losing their best dentists to either 

retirement or large dental factories, causing people 

to lose touch with one another. Her hope is to stop 

the degradation of the relationship that’s forged 

when working chair side.

“It’s all about profi t anymore and I refuse to let 

that happen,” Delauretis says. “These aren’t just 

patients to me. I’ve grown up with most of them, 

they are more like family and that is how I will 

treat them. With love, respect, compassion and the 

utmost care.”

Patricia Delauretis

T E A M  M E M B E R S

When you’re a full-time practice administrator for 

a practice managing three separate entities, you 

would think there isn’t much time for any other 

activities—but Colleen Huff would prove you 

wrong. 

By day, Huff manages the offi ce for her dentists, 

and after work she is the president and founder of 

the Buffalo/WNY AADOM chapter as well as an 

independent consultant and trainer on understand-

ing dental insurances and the Affordable Care Act. 

Huff created one of the only courses available that 

breaks down the Affordable Care Act for offi ces to 

understand on their unique level. It took her over 

seven months to develop the class and she continues 

to adapt the course as legislation changes.

“My seminars are one area that I’m really trying 

to branch out to a little bit more and I have doctors 

that are very supportive of that so I’m very lucky,” 

she says. “The doctors I’m working with encourage 

me to continue to grow professionally when other 

doctors at another practice might not necessarily 

be so supportive.”

Huff has been able to speak both nationally and 

locally. She considers the knowledge and education 

regarding dental insurance right now to be lacking 

and she believes that many staff members don’t have 

the training and information they need to do what’s 

best for their patients. In the years since she started 

managing a practice, she has seen a huge jump in 

how detailed dental insurance has become and thus 

an even bigger hurdle to jump over for those in the 

offi ce who have to understand the insurance process 

and what they can accept versus what they cannot. 

“When I’m doing seminars, its refreshing to 

see the dentists willing to send their front office 

team for training and I’d like to see that expand 

and develop even further,” she says of her hope for 

the future. “AADOM has started a fellowship pro-

gram and that’s a huge step. Dental assistants have 

schools, hygienists have schools, but there’s so little 

representation from the administrative side and I 

think we need to be given a voice. We’re a key part 

to the success of the offi ce.” 

For Huff, innovation has been at the forefront of 

her mind since the start of her career, even before 

she started working within the realm of dentistry. 

When she was working for MetLife, she realized 

that innovation was simply finding a solution to 

a problem instead of complaining about it. She 

put that into practice when she started her local 

AADOM chapter. She began at the national level 

but knew she needed more, so she went out and 

she made sure she had what she needed to succeed.

“Over the years, I’d find myself working with 

somebody who would just resign themselves to 

not knowing how to do something,” she says. “My 

answer to that is ‘well, how can we fi x it?’ Educate 

yourself as much as you can. Early on, I learned to 

pay attention and to take advantage of every resource 

you have. That’s what’s going to give you an edge.”

Colleen Huff
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For Lauren Kroh, dentistry is in the family. She grew 

up watching her parents work together to build a den-

tal practice that would treat patients while creating 

and building relationships. Eventually Kroh grew up 

and moved away from home to live her own life and 

have her own adventures, but two years ago she felt 

called back home to help build upon the practice her 

parents had worked so hard to start—and she hasn’t 

looked back.

Since her return to her hometown of Cleveland, 

Kroh has spearheaded the efforts to take her parents’ 

practice from one offi ce to three. Today she is proud 

to lead a team of dentists, dental assistants, EFDAs 

and front desk staff in continuing education and suc-

cessful training in hopes of providing the best dental 

services to their patients.

“I have always been familiar with dentistry; it 

has been all I have known,” Kroh says. “Seeing my 

family so involved in the dental industry and seeing 

doctors being able to help so many people made me 

want to get involved in this industry. Each and every 

patient that walks into our offi ce becomes part of our 

family.”

One of the biggest hurdles Kroh has worked to 

overcome is making the practice’s patients comfort-

able, even the ones who hate going to the dentist. To 

her, being able to take a patient who is afraid of being 

in the chair and giving him or her an outcome and 

experience so positive that he or she looks forward to 

coming back is especially gratifying. 

Kroh is proud to be a woman in charge, but she 

also understands how other dental professionals, 

specifi cally dentists, can perceive her as a woman. 

Instead of accepting that and moving on, she strives 

to change that perception. 

“Working with mostly male doctors, you need to 

know to stand your ground and be knowledgeable,” 

she advises. “Even though I am not a dentist, I try 

to study and be knowledgeable within the fi eld. In 

return, I have found that I gain the respect of my doc-

tor peers.”

As the one in the driver’s seat, Kroh has taken it upon 

herself to ensure that the three offi ces are up to date on 

the newest advancements that could benefi t patients. 

Whether those developments are within implant den-

tistry, digital dentistry, online marketing, social media 

or maintaining an online presence, she believes the only 

way to be successful is to innovate and educate.

“Innovation to me means to think outside of the 

box,” she shares. “We are always trying to stay edu-

cated on the latest technology, involve ourselves with 

the newest patient relation methods, or provide more 

training than any other dental company in the world. 

We have a very fast-paced dental practice and I believe 

all of our innovation is what makes it run smoothly.” 

She is proud of how far she’s brought the business 

her parents started and one that is so near and dear 

to her heart and she hopes in to see continued success 

in the future. 

Change is hard and it can be daunting as well as 

intimidating—but Claudia Paye chooses to concen-

trate on change in the face of those feelings in order 

to better her practice and help it stand out from other 

offi ces. As the practice manager, she is responsible 

for making sure that the support staff’s and dentist’s 

schedules are both running smoothly. However, that 

is a pretty broad defi nition of what she does; on a 

day-to-day basis, she constantly has her mind run-

ning on a variety of different platforms to keep the 

practice running. It may seem like a lot of responsibil-

ity for one person, but Paye takes each duty on with 

confi dence and poise. In short, she gets it done, no 

matter what.

“We have the opportunity to make a life-changing 

experience into a comforting and positive experience 

for our patients,” she says. “Not only should the 

doctors be passionate about what they do, the entire 

team should be just as passionate about providing the 

ultimate care to their patients. No matter how expe-

rienced you are in billing, insurance coordinating, 

providing treatment, or completing procedures, none 

of it matters if you are not personable or passionate 

about each individual as an individual.”

Since the beginning of her career, Paye has 

observed many changes she’s grateful for within 

the realm of managing a dental offi ce. The industry 

has lent itself to more support to the offi ce side of 

things, allowing for more effi ciency and open com-

munication as well as the ability to learn from one 

another. 

“We have the ability to network and meet other 

offi ce managers,” Paye shares. “We have the chance 

to learn different skills that I may have never been 

able to learn if we didn’t have these advances in social 

media, networking, AADOM, webinars and semi-

nars. I fi nd that the ability to connect will only make 

the industry stronger and it is both wonderful and 

inspiring.”

According to Paye, her offi ce is constantly working 

to be better, more effi cient, more affordable and more 

successful, and she takes on those innovations as a 

personal challenge. Thanks to that work, a spark in 

her offi ce was lit encouraging the staff to seek out new 

learning opportunities and showcase what they’ve 

learned.

“We try to keep moving forward and we try to 

learn a new skill each day,” she says. “We point out 

to our patients new events we have been to and what 

we have learned from [seminars]. I set higher goals for 

the practice and get the team excited to reach them. I 

pride myself in never settling.

For the future, Paye hopes to continue to inno-

vate within her position and to help and learn from 

those in the industry. She looks forward to seeing the 

changes that are to come and what improvements are 

made on all fronts—offi ce, practitioner and patient 

—in order to best serve the patients.

“I’m driven by results. I like when I have a con-

crete goal to meet and enough time to fi gure out 

a strong strategy for accomplishing it,” Paye says. 

“Our yearly goals are very aggressive, but I’ve 

worked with my team to figure out a month-by-

month strategy for meeting the year-end numbers. 

We are looking forward to accomplishing that.”

Lauren Kroh

Claudia Paye

http://www.dentalproductsreport.com/


October 2017  |  DENTALPRODUCTSREPORT.COM  |  25

WOMEN
IN DENTISTRY 2017

TOP 25

I N D U S T R Y 

I N D U S T R Y 

In the early part of her career, Mary Beth Bajornas 

spent a lot of time seeking the place where her pas-

sion lay. She had started out in the banking industry 

but set out to fi nd something more. That’s when she 

found herself in an unfamiliar but fascinating place. A 

good friend had helped fi nd her an opportunity work-

ing in a dental offi ce as an admin team member and 

she knew immediately that she had found a career 

that resonated deeply with her.

“It felt so natural. I was able to take the orga-

nization style and meticulous attention to detail 

from banking and incorporate those skills into the 

dentist’s offi ce with the added bonus of developing 

personal relationships with the dentist, the team 

and the patients themselves,” she says. “I loved help-

ing patients feel good about their experience at the 

offi ce while at the same time allowing my dentist to 

maximize his time and talents. It was my calling, so 

to speak. I found my passion.”

Today, Bajornas is the founder and CEO of Dental 

Support Specialties, a business that provides adminis-

trative outsourcing services to dental practices across 

the United States. To her, it’s just as important that the 

offi ce side of the practice is taken care of so the clini-

cal side can run smoothly. She makes a point to stress 

exceptional customer service and she strives to deliver 

excellent results while working hand in hand with 

practices, coordinating each offi ce to keep production 

scheduled, collections smooth and systems solid.

“It is my mission to underscore the importance of 

exceptional customer service with every patient, every 

time,” Bajornas says. “As technology and automa-

tion bring positive changes and expedite procedures, 

it can be easy to overlook personal interactions. It is 

my goal to improve the human engagement level and 

build those long-term relationships and loyalty that 

practices thrive on.”

To her, innovation means approaching problems 

head on and coming up with feasible and comprehen-

sive answers to those challenges. She is proud to have 

started a company that is in and of itself the answer to 

a problem. She understands the struggles of the dental 

offi ce and her niche is fi nding resolutions.

“Innovation starts with fi nding better solutions, 

more manageable solutions, more result-producing 

solutions to accomplish everyday tasks,” she says. 

“Innovation is about exceeding expectations and 

trying new things.”

Since her company’s conception, she has observed 

a variety of changes and advancements within the 

dental industry, especially within the technological 

realm. She is eager to implement new software and 

programs that enhance her team’s knowledge while 

allowing them to make custom reports, predic-

tions and market analyses. She is also glad to have 

embraced technology in order to improve the means 

of communication between offi ce and patient.

“They say the bigger the boat, the harder it is to 

turn,” she shares. “Dentistry is a huge industry but 

the turn toward technology’s role in offi ce manage-

ment is in full swing. I don’t think the boat is straight-

ened out quite yet though and I look forward to even 

more innovation to come.”

When a dental owner is looking to increase progress 

and prosperity within their practice, they look to 

Hollie Bryant for help, guidance and support. As 

a practice consultant, Bryant’s main focus is grow-

ing practices, whether they need strategy coaching, 

team training or they are ready to add a doctor, add 

another practice, or even create a transition plan for 

retirement. 

“I pride myself in my business creativity and the 

ability to dream with my clients and even for my 

clients sometimes,” she says. “I am very invested in 

what I do and the teams I work with. I want them 

to love what they do and go as far as they want to 

go in their career.”

When she started Bryant Consultants seven 

years ago, she knew she would be starting from 

scratch with no clients and no independent experi-

ence. However, she also knew she had had a group 

of fantastic mentors throughout her career and a 

strong sense of faith in her abilities and determina-

tion. Once the business started to pick up, it grew 

into something more than just herself; it became 

a marketing and business consulting fi rm with the 

help of her husband, brother and sister. Bryant Con-

sultants went from a one-woman song and dance to 

a successful family production, and she is so proud 

of the work her team has been able to do since the 

company’s inception.

“This is a true rags-to-riches-type accomplish-

ment,” Bryant shares,“considering I started with no 

experience and no money and now I have my own 

consulting and marking business that is thriving. It 

gives me daily satisfaction when I get a text or email 

from a team member who has fi nally realized the 

potential I said they had, they have fi nally realized 

it their self.”

Bryant believes that innovation is the key to keep-

ing businesses moving forward as well as the best 

way to keep your own business growing. It takes 

constant advancement and modernization to create 

the best possible outcome for practice owners.

“Innovation keeps us striving for better ways to 

do procedures, serve our customers, engage new 

customers and be profi table at the same time,” she 

says. “I do not have a stamped-out process that I 

fi t all my practices in. I have some systems that I 

whole-heartedly believe in and we adapt them to the 

demographic, the practice and to the team.”

Looking back, Bryant is well aware of how far 

she’s come and the hurdles she’s had to overcome, 

but the work was well worth it considering where 

she is today. Starting from nothing and building 

her own independent reputation and network took 

some vigorous legwork, but through it all her family 

and peers made the hard times worth the effort.

“Being a business owner and practice coach has 

been the best thing I have ever done, but the hard-

est one too,” Bryant shares. “The relationships 

that I have built and invested in have sustained 

me through the difficult disappointments and 

supported me through the highs of my career so 

far. Never forget to thank everyone that got you 

where you are because you didn’t do it on your 

own.”

Mary Beth Bajornas

Hollie Bryant
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When Marna Erlich entered the dental industry, it 

was almost by chance—but since her introduction, 

her decision to move exclusively into the industry has 

been intentional. Erlich fulfi lls a specifi c niche within 

the dental industry as a transactional attorney. She 

has represented a number of dentists either in the sale 

or purchase of a dental practice. To her, it’s amazing 

that the primary focus of her dental clients was less 

on price and more concentrated on fi nding the right 

person to carry on their legacies. Most of her clients 

prior to her position within the dental industry were 

primarily motivated by the money, so from the begin-

nin, her dental clients were a breath of fresh air.

“The focus of my dental clients was on the continu-

ity of care for patients and of continued employment 

for their staff,” Erlich says. “A buyer being the right 

fi t for taking their place in the practice mattered, and I 

knew I wanted to pursue my career in the dental indus-

try because dentists know that people matter. I also 

love it that dentists provide healthcare and are entre-

preneurs and that comes with a lot of responsibility. 

My focus is to help dentists transition their businesses 

more effectively, so they can focus on patient care.”

Erlich leads a team of more than 70 dental prac-

tice transition consultants nationwide. They work to 

ensure the most favorable outcomes possible for den-

tal practice owners who are transitioning the legacy of 

their dental practices to help them ensure continuity 

of patient care. She realizes that over the years the 

growing consolidation in the dental industry elicits 

a struggle for individual dentists when they’re faced 

with the growing trend toward corporate ownership 

and dentistry as more of a business than ever before.

“In my role, educating dentists and aspiring den-

tists that the investment in themselves is worth it, 

and that buying a practice is in their best interests, 

remains my biggest challenge,” she says. “The percep-

tion associated with the cost of education in the dental 

industry is very problematic, and the fi nancial burden 

causes dentists and even those considering dentistry 

to make decisions that may not be in their best long-

term interests.”

Facing those challenges has motivated Erlich to 

innovate and strive to stay ahead of the game in order 

to predict where the industry might be going. She 

stays ahead of current trends by remaining a lifelong 

learner and challenging herself to step outside of her 

comfort zone to seek growth.

“As a consultant, your customers rely on your 

knowledge and expertise, so make sure you know 

what you are talking about,” she advises.

As a team member at Henry Schein, she fi nds her 

inspiration and motivation from the leadership she 

works under and the programs she’s able to take 

advantage of. 

“I am fortunate to benefi t from a mentoring pro-

gram and was paired with an incredible female execu-

tive on the senior leadership team who inspires me,” 

Erlich says. “I look forward to paying it forward.”

Within the dental industry, there’s the practice and 

the patient, and it is Joanne Klempner’s job to facili-

tate the care of both in the most fl uid, natural and 

effective way. As the business development manager 

at Dentsply Sirona, Klempner works to help bring 

Dentsply Sirona’s products and services to custom-

ers through Henry Schein Dental. 

“I help to foster partnerships between the two 

companies and develop strategies to achieve our 

respective goals,” she says. “Dentsply Sirona’s 

corporate mission is to provide better, safer, faster 

dentistry. Henry Schein Dental’s mission is focusing 

on practice care so the dental professional can focus 

on patient care. Dentsply Sirona’s products and ser-

vices can facilitate both and I seek to fi nd ways to 

help our teams partner together to achieve that.” 

Klempner has been with Dentsply for almost 20 

years and she is confi dent that the company was 

the best and right choice for her. During her tenure, 

she’s observed a variety of changes, both on the 

chair side and on the manufacturing side. Email and 

cell phones have changed the game for her and made 

communication much more effi cient. She believes 

that technological adoption within practices has 

evolved the most within dental practices and across 

the industry as a whole. She is also glad to see the 

growth and impact of dental service organizations 

and industry consolidation across all spaces.

“I have accepted professional changes over the 

years that I was terrifi ed about, and not one of them 

do I regret,” she says. “The only regret would have 

come from not trying out of fear.” 

As a woman in the industry, it makes her proud 

to see more women and diversity in leadership posi-

tions within dentistry.

“With roughly 50 percent of our graduating 

dentists being women, it is critical that the indus-

try which supports them is refl ective of the demo-

graphic,” she shares. “I know today it is almost 

unheard of for someone starting out in their career 

to stay with a company for 20 years, but I am truly 

grateful for the opportunities I have been given and 

believe I need to continue to earn those opportuni-

ties going forward.”

Personally, Klempner has found success by bal-

ancing her work and professional relationships and 

her life outside of the offi ce. Within both realms she 

is fi erce and driven. She believes in order to make 

the greatest contributions—in your life, in your 

work, to your family, in everything—you must start 

within yourself.

While she is proud to have fostered many rela-

tionships and strides within Dentsply Sirona, she is 

most proud of the overall contribution she’s made to 

the Dentsply Sirona-Henry Schein partnership. She 

recognized that both organizations wanted to bring 

innovation to their customers to improve patient 

care and help dentists build successful businesses, 

so she took that common ground and cultivated its 

growth. Thus, a very close and successful relation-

ship was created between two large and infl uential 

establishments.

“I am extremely proud to be part of the team 

that built the foundation of success, partnership and 

trust that exists today between Henry Schein and 

Dentsply Sirona,” Klempner says. “I am even more 

excited to be a part of where we go from here.”

Marna Erlich

Joanne KlempnerI N D U S T R Y 
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One Area of Expertise, Many Areas of Application

Tuttnauer invests its full energies and resources to sterilization and infection control. We consistently provide
solutions to the dental market offering a wide range of innovative sterilizers to choose from.

Only Tuttnauer Gives You More Choices
Fully Automatic and Manual

1.
LARGEST

SELECTION

9 & 11 inch
EZPlus Fully Automatic Autoclaves

9 & 10 inch
EZ Fully Automatic Autoclaves

9 & 10 inch
Manual Autoclaves

7 inch
Compact Autoclaves

11 inch
Elara 11 - Class B
Pre/Post Vacuum Autoclave

15 inch
Large Capacity Autoclaves



The Industry’s Best!

Tuttnauer prides itself on the quality of the machines. We are the only manufacturer to offer a 2 year parts and labor warranty 
on all our fully automatic machines

• 2 Year Parts & Labor Warranty*  • 10 Year Chamber Warranty

2.
BEST 

WARRANTY

Our EZPlus is Designed to meet 

the most current sterilization 

standards ANSI/AAMI ST55

DID YOU KNOW?
Our EZPlus models offer a closed-door drying system. 

WHY IS THIS IMPORTANT?
This ensures the door remains closed throughout the dry cycle 
to maintain sterility and efficient drying of packs and pouches.

*Standard on EZPlus, EZ & EA models

Industry’s Best!



3.
BIGGEST

CHAMBER

SIZES

EZ11Plus loaded with 4 full and

4 half cassettes (cassette rack included)

EZ11Plus loaded with 4 stainless steel

trays and 1 standard pouch rack

EZ11Plus loaded with 5 stainless

steel trays (handle included)

EZ11Plus loaded with 3 stainless steel trays

and 1 standard and 1 optional pouch rack

Deepest chamber size

At 19.8” depth, our EZPlus models have the deepest table top chamber size in the industry!



THE PERFECT

PAIR

EZ11Plus 
The Perfect Primary Unit

Designed to meet the most current sterilization

standards ANSI/AAMI ST55

Features:
• Closed-door HEPA filtered air-drying system to maintain sterility

and ensure efficient drying of packs and pouches, this ensures 
that the door remains closed throughout the dry cycle.

• 11” chamber and 19.8” deep, 5 extra-large trays for pouches and packs

• 4 FDA cleared sterilization programs. Documenting and storing cycle
data can be transferred to a PC from the USB port.

• 2 year parts and labor warranty, 10-year chamber warranty

Valueklave™ 1730 
The Perfect Cassette Alternative Unit
Features:
• Fast Cycle Time, Sterilizes unwrapped instruments in 11 min.*

• Bigger chamber size than a single cassette unit.

• 3 small stainless steel trays no need for special cassettes

• Effectively dries wrapped instruments

• Overall dimensions 17.9”D X 17.4”W x 12”H

*Come up time, sterilization exposure and exhaust

Small, Fast, Economically Priced

Buy a New EZ11Plus and Valueklave 1730 combo from October 1 

thru December 31, 2017 and receive a $600 manufacturer's rebate

To redeem, the end user must visit www.tuttnauerUSA.com/Q4-2017-combo-rebate, upload the dealer invoice dated October 1 thru December 31, 2017 (with 
doctor’s and/or practice/facility name and date purchased), complete the information required on the form(which includes the serial numbers of both autoclaves), 
and select “Submit”. All information will be verified by Tuttnauer USA upon submission. A confirmation email will be sent for your records. Keep the confirmation until 
rebate is received. Redemption deadline is January 31, 2018. Please allow 4 weeks for receipt of rebate. Excludes reconditioned and scratch and dent machines. BOTH 
MACHINES (EZ11PLUS AND VALUEKLAVE 1730) MUST BE PURCHASED AT THE SAME TIME AND BE ON THE SAME INVOICE TO BE VALID. CANNOT BE COMBINED WITH ANY 
OTHER MANUFACTURER OFFERS OR PROMOTIONS

http://www.tuttnauerUSA.com/Q4-2017-combo-rebate
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ONLY THE BEST
• Designed to meet the most current sterilization standards ANSI/AAMI ST55

• Largest selection to choose from

• Backed by best warranty in the industry

Our position as market shapers is based on years of experience and

technology leadership, but our true pride comes from the strong bond of 

trust we create with our customers, building a mutually successful future.

Ran Tuttnauer, CEO“
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Tel: (800) 624 5836, (631) 737 4850 

Email: info@tuttnauerUSA.com, www.tuttnauerUSA.com
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If you were to ask Jennifer Naylor what she does, her 

answer wouldn’t be simple because her day-to-day job 

is far from simple—but her passion and drive show in 

every task she completes and every team she manages. 

To her, managing within Hu-Friedy Manufacturing, 

LLC, where she’s worked for 15 years, means working 

to bring the industry together with the practitioner to 

help with the advancement of patient health by creating 

and providing innovative new products and education.

“I love working for a company that is passionate 

about providing high-quality products and education 

that improves the quality of care for practitioners and 

patients,” Naylor says of her work. “What motivates 

me the most is working with incredible colleagues and 

creating products and programs that hopefully make 

practitioners’ jobs more predictable and rewarding.”

Every day Naylor is presented with challenges within 

her work, specifi cally when it comes to the amount of 

information and products being presented to practitio-

ners. This challenge motivates her to create programs 

and products that are truly benefi cial and will make a 

difference for the dental offi ce and in turn the patient. 

“I am very proud of the product portfolio that has 

been created and planned, coupled with a strong edu-

cational component globally,” she says. “I love hearing 

from practitioners how much they have learned after 

attending our education programs.”

Throughout her career she has seen many changes 

within the dental industry, and the ones that impact her 

work directly have been substantial. She is happy to see 

heightened awareness of compliance and requirements 

around infection prevention as well as a major increase 

in access to education for both the patients and practi-

tioners. She believes that this has allowed the industry 

and patients to become more knowledgeable on dental 

therapies, requirements and products. She has also 

observed the impact of digital access to education and 

information leading to faster adoption of procedures 

and products in the dental industry. 

While she’s proud to have seen these changes, she 

knows there are still hurdles for the industry and many 

of them come with the embrace of complete health 

instead of simply oral health.

“As the industry grows and changes, I hope to see 

increased access to high-level care for all patients in dental 

settings that are complying with the highest standards of 

infection prevention,” she says. “Oral health is so impor-

tant to the overall systemic health that we should all have 

access to the same levels of education and treatment.”

As for personal challenges, Naylor is determined to 

face them head on and give her all in her whole life, 

from her profession to her personal life. She’s deter-

mined to innovate with the help of her mentors and her 

Hu-Friedy family.

“Innovation is never settling for the status quo and 

always looking for how to improve or leap frog your 

current product offerings or programs,” she says. “It is 

important to not get caught up in the day-to-day business 

and set aside thinking time and brainstorming time so 

that innovation stays in the forefront of your strategy.”

When it comes to innovation, Shawn Shorrock has 

what it takes to transform and adapt both herself 

and the company she works for. As the global 

director for Solvay Dental 360™, a new business 

line from Solvay Specialty Polymers, USA, LLC, 

Shorrock is proud to have led the Solvay entrance 

into the implantable polymers market with Solviva 

biomaterials back in 2007, and she’s kept a mind 

for modernization and advancement ever since. 

That eye for opportunity helped her again in 2014 

when she led her team to create and launch their 

fi rst product for removable partial dentures.

“I am extremely proud to have launched Ultaire™ 

AKP for removable partial dentures with the Sol-

vay Dental 360 team,” she says. “I’ve been involved 

with this business and this product since its incep-

tion. While I’ve launched other products and 

another business in my previous experience, I’m 

most proud of the potential for Solvay Dental 360 

to truly impact patients’ comfort, quality of life and 

overall health.”

Shorrock has a degree in mechanical engineering 

from Georgia Tech, so she’s familiar with the chal-

lenges of being a woman in a male-dominated fi eld. 

To her, the challenges with her job and throughout 

her career had more to do with moving everyone 

forward for the sake of business and her company 

instead of simply working to move women forward. 

For Shorrock, it isn’t about gender, but instead work 

ethic and knowledge.

“I have always challenged that innovation can 

apply to every aspect of a business and not just prod-

uct development,” Shorrock says. “For example, we 

are utilizing social media to create and connect a 

community of patients, clinicians and dental labs. 

We’ve had incredible results with this approach, 

allowing patients, dentists and dental labs to learn 

about a new product in a nontraditional way.”

To her, it’s important to first be authentic in 

everything she does. Second, it’s vital to know and 

understand her strengths and work to them, but 

to also know her weaknesses and use them as an 

opportunity to grow. 

In the end, her day-to-day work is all in the name 

of and for the sake of the patients she is so proud to 

help. For her, the motivation comes from seeing the 

reactions of patients who use Solvay products and 

how those products make a lasting impact on the 

lives of the patients.

“We have seen patients put their Ultaire AKP 

RPD in and suddenly break into tears of joy when 

they look at themselves in the mirror for the fi rst 

time,” she says. “They talk about the comfort 

and the fi t, but they also love the way it looks. It’s 

incredible motivation to actually give people back 

their smiles.”

In the future, Shorrock anticipates continued 

innovation within her company and throughout 

the dental industry. She hopes that innovation is 

focused fi rst and foremost on improving patient 

experience, quality of life and overall health, and 

esthetics second. Personally, she would love to con-

tinue to innovate within the dental industry as the 

needs of doctors and patients change and grow. 

Jennifer Naylor

Shawn Shorrock
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Julia Yelevich is hailed as one of the most effective and 

convincing individuals in the business of growing den-

tal practices and bringing them into the 21st century. 

Her main goal is to truly transform the practices she 

assists and to train them and inspire them to learn. 

“So many dental practice management gurus or 

business-savvy dentists crowd the marketplace, yet 

few, if any, have a true understanding of what true 

inspiration, aspiration, value proposition and value 

delivery really is,” she says. “They all know formu-

las about how much production should come from 

hygiene per day, but those are just boxes: defi ned, old, 

proven formulas that work for average practices who 

just want to have a ‘good business.’”

When she started her business, the Natural Den-

tistry Center, she was inspired by the monumental 

need she interpreted within the dental industry. She 

saw dentists, young and old, struggling to run their 

businesses and she decided to put her expertise in busi-

ness and fi nance to the best use. In Yelevich’s eyes, den-

tists, just like physicians, are trained to heal, cure and 

optimize health and not to run profi tability sprints or 

cost effectiveness campaigns or six-sigma operational 

workfl ow. That is where she found her niche.

“A real, thriving, growing and effective practice that 

isn’t just covering overhead but delivering on its mis-

sion, vision, value and driving extraordinary patient 

experiences,” she says. “If you don’t think big, you’ll 

stay mediocre, maybe even mildly successful, but I am 

not one to settle for just another dental practice.” 

However, she believes that practices rarely look 

for substantial change or the real transformation that 

her services bring. She’s observed many dentists and 

practice managers who ask for her help but are afraid 

to learn new ways to talk to patients or to try new 

methods in business.

“I push boundaries and achieve results,” she says. 

“While these seem like ethereal concepts in an indus-

try of crowns and gingival grafts, bonding resins and 

diagnostic scans, I believe in letting the value creation 

process focus on customer enrichment and brand 

experience guide the profi ts.”

As a young and fi ercely determined woman dealing 

with predominantly baby-boomer aged male dentists, 

Yelevich knows that her every move and decision is 

scrutinized and judged. She embraces the opportunity 

to showcase her expertise and ability to help make 

these businesses better in both earnings and service to 

their patients. Her hope is to leave a lasting impression 

on the businesses she works with and their staff.

“I want to set precedent for other powerful, con-

fi dent and intelligent women in the dental industry. 

We can own and grow companies, we can invest and 

we can be successful,” she says. “Women often don’t 

expect to be heard, so they either speak louder or not 

at all. I teach women to change the conversation if they 

aren’t being heard. Information is the most valuable 

resource.”

When Vanessa Emerson started working with profes-

sional speakers, she didn’t realize that she had found 

her true calling. Her fi rst position came at a time of 

transition within her career, but she’s so grateful for 

the timing. Today, Emerson helps event planners 

fi nd and work with speakers through the Directory 

of Dental Speakers and Dental Speaker Bureau. She 

also works through the Dental Speaker Institute to 

offer an educational curriculum through which dental 

professionals gain the skills and knowledge to grow 

successful speaking and consulting businesses, all 

while speaking at events herself.

“Knowing that the work we do benefi ts speakers, 

planners, meeting attendees and, ultimately, patients 

drives me to do more and be more,” she says of the 

many hats she wears. “I enjoy seeing our speaker 

clients growing professionally and when our event 

planners receive rave reviews after working with our 

speakers. I’m honored to be a speaker on the national 

and state speaking circuit, helping dental profession-

als learn how to transition into and grow a dental 

speaking business.”

It all started in 2001 when she found herself on 

the hunt for a job after the medical office she was 

managing closed. She answered an ad for an assistant 

to a dental speaker and consultant. That’s when she 

started working with her mentor and close colleague, 

Katherine Eitel Belt.

“Katherine encouraged me to provide coach-

ing and design services to help other speakers and 

consultants,” she says. “I will be forever grateful for 

her abundant mindset and mentorship. We worked 

together for a dozen years and until her business went 

in a new direction and mine required me full-time.” 

Emerson is proud to have helped introduce some-

thing valuable and new to the dental industry with 

her business. She saw a need and she decided to fi ll 

it. Over the past 10 years, she’s developed a vigorous 

offering of products and services that bridge the gap 

between event planner and speaker and help both 

meet their business goals. 

“I believe that dentistry is home to the most gen-

erous, kind people on the planet,” she says. “I have 

received many opportunities and experienced few 

challenges. Networking has been a major factor in my 

businesses development and growth. Organizations 

such as Speaking Consulting Network and Academy 

of Dental Management Consultants offer network-

ing opportunities that skyrocket a business and create 

supportive, lifelong relationships.”

Throughout her tenure as a speaker and organizer, 

Emerson has observed many shifts and changes 

within the industry. While she sees fewer young den-

tal professionals at traditional meetings, she is happy 

to have adopted online education and digital means 

of communication. She also believes that corporate 

dentistry has introduced many new opportunities 

within the industry.

“Meetings are more important than ever,” she says. 

“Dental meetings, whether large or small, are where 

dental professionals can meet face-to-face with indus-

try experts and mentors, where new ideas are heard 

and born, where brainstorming occurs, challenges 

are resolved, decisions are reached and knowledge is 

expanded.”

In the future, she hopes to see more dental pro-

fessionals embracing the opportunity to share their 

unique experience and knowledge from the podium. 

Julia Yelevich

Vanessa Emerson
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Dr. Sigal Jacobson is a dentist and a lecturer who is 

proud to also have “inventor” on her resume. She is 

the creator of the Uveneer system—used by dentists 

all over the world—and more products currently 

under development. As a 22-year veteran of the den-

tal industry, Dr. Jacobson has taken it upon herself 

to invent simple methods and products that aim to 

make the general dentist’s work more effi cient and 

more predictable, while simultaneously making it 

easier and more affordable on patients. 

“Innovation means improving the quality of 

work and makes the dentist’s life less stressful,” Dr. 

Jacobson says. “I always have been open to trying 

new materials and technologies. There is so much 

to be gained from utilizing the latest and greatest in 

dental materials and innovations; there is very little 

reason for us to not take advantage.”

That openness and adaptability has helped her 

throughout her journey to success, and she is grate-

ful to her family for instilling a strong sense of pas-

sion in her. Dr. Jacobson has been in practice for 

22 years across three different continents working 

as a restorative dentist with a passion for cosmetic 

dentistry. She has witnessed many developments in 

all areas of dentistry. 

“As a restorative dentist, there were many 

changes that improved the way I worked, includ-

ing the improvements in adhesive technology, new 

generations of state-of-the-art composites, bioac-

tive materials and CAD/CAM systems, along with 

ceramic materials, caries detection devices and 

more,” Dr. Jacobson shares. “Those improvements 

enable me preserve the healthy tooth structure and 

keep the pulp vital, which in my opinion is the most 

ethically correct treatment approach.”

For the future, Dr. Jacobson can already see the 

gears of change turning. The way companies will 

provide educational information to dentists about 

new technologies is already changing and those 

changes can be seen in the decline of the traditional 

tradeshow in favor on online learning and explora-

tion. She believes the availability of information and 

the convenience of being able to learn from your 

own home ultimately leads to more affordability 

and ease. The use of webinars, dental forums, den-

tal websites and social media are giving dentists 

the opportunity to interact, communicate across 

a variety of platforms and share their experiences 

with one another. 

“I believe the companies that will endorse these 

changes and learn how to do it effectively will fl our-

ish in this market,” she says. “This is a whole new 

game that I am excited to see take shape in the not-

too-distant future.”

Not many people can say they found their calling at 

8 years old, but for Kris Johnson it always felt like 

her natural path to success started with her fasci-

nation with dentistry. She followed her heart and 

became a dental hygienist, and through continued 

education and a passion for helping her patients, 

she became a prosperous RDHAP, educator and 

mentor.

“I have refl ected many times about how blessed 

I am to belong to a profession that has so much 

to offer to health care,” Johnson says. “The more 

I learn about whole-body health, nutrition and 

whole-plant healing, the more I see how oral health 

is key to total body health.” 

Johnson is currently working to educate others 

about incorporating a more holistic approach to 

how chronic diseases are treated, including peri-

odontal disease. She is also on a constant journey 

to educate herself about nutrition and functional 

medicine.

“We still have so much to learn about how the 

human body achieves and maintains wellness,” she 

says of her studies. “Innovation means something 

new or different, like taking preventive oral health 

care beyond the mouth.”

While she may have found her passion early 

on, Johnson’s journey hasn’t been without its hin-

drances and obstacles. The fi rst of her hurdles was 

fi nding her way to higher education. She was the 

child of teenage parents and the only one in her fam-

ily to fi nish high school and go on to get a college 

degree. In the beginning of her career she thought 

her path would lead to fi nding a husband and set-

tling down, but as her career evolved she came to 

the realization that her calling was in further edu-

cating herself so she could go on to educate others.

“Thank goodness for the evolution of women in 

dentistry,” she says. “In my 24 years as an RDH, 

and seven years as an RDHAP, I’ve been able to 

take advantage of this evolution and share what I 

learn with others. I educate yet also get to learn so 

much from my students and fellow colleagues. I like 

to inspire others to believe in themselves.”

Throughout her tenure within the dental indus-

try, Johnson has observed many changes. Some of 

those changes are thanks to a more digitized world, 

like text and email appointment confi rmation or 

paperless offi ces, and some thanks to advancements 

in dentistry, such as digital X-rays with immedi-

ate images and improvements in the ease of use for 

periodontal probes.

As an educator, she believes the industry has a 

long way to go. She has made it a personal mission 

to advocate for online, accelerated programs as well 

as a Ph.D. program in dental hygiene. She is also 

dedicated to encouraging her students to pursue 

interprofessional collaboration so they come out of 

school as well-rounded as possible. She feels this is 

her way to give back to an industry that has made 

her so proud personally as well as leave a legacy that 

impacts both practitioners and patients.

“Never give up,” she advises. “Keep climbing, 

keep setting new goals and reaching them.”

Dr. Sigal Jacobson

Kris Johnson
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When it comes to innovation, Dr. Carolyn Primus is 

a familiar face within the dental industry. While she 

has worn many hats within her career, many of the 

opportunities she’s had come from her eye for inven-

tion and modernization. When she started working 

within research and development of medical and dental 

devices, she really found her niche. After being awarded 

an SBIR grant from NIH based on her ideas for bioac-

tive materials, she was inspired to open her own busi-

ness, Avalon Biomed Inc., a medical device corporation 

to manufacture bioactive materials. 

“In my corporation, our mission was to help people 

in developed and developing countries have access to 

the newest, bioactive dental materials at affordable 

pricing for all,” Primus says. “Inventing cost-effective 

materials to save teeth from extraction or restoring 

teeth with reliable, durable and esthetic materials is a 

big motivator for me.”

One of the innovations she is most proud of is her 

NeoMTA root and pulp treatment material. This bioac-

tive material is now used in many countries as well as 

within veterinary dentistry. 

“Innovation for me is the synthesis of one’s knowl-

edge to improve an outcome,” she says. “I read articles 

from many sources, in- and outside of dentistry, to learn 

what others have invented or thought or need. Some-

times those ideas can be used in my current research.”

Primus has three engineering degrees in materials 

science and engineering; she’s glad to see her fi eld and 

the growing fi eld of biomedical engineering opening 

up and welcoming more and more women.

“Women of my age in science and engineering 

have faced many obstacles for our ideas being heard 

and appreciated. I joke that my career would have 

been easier if I were a few inches taller and had 

an operatic alto voice. It’s nice not to be the only 

woman in a meeting anymore.” 

In 2016, Primus sold Avalon Biomed Inc. to NuS-

mile Ltd. Since then she has served as an adjunct asso-

ciate professor at Augusta University and Texas A&M 

dental colleges for research and lecturing opportuni-

ties with great minds in dentistry. She also works part-

time doing consulting within the dental industry.

In the future, Primus foresees that dental educa-

tion of children and their parents will reduce car-

ies and that more bioactive dental products will be 

commercialized. 

“We must emphasize prevention and minimally 

invasive care and affordable products globally,” Pri-

mus says. 

She also believes in the importance of mentoring 

students or junior researchers when you can. 

“Interacting with dental students to enhance their 

appreciation of dental materials has been enriching 

for me,” she says. 

Her advice to those students?

“Do more of what inspires you, although it may 

take time to come into focus. Learn about the materi-

als you use to enable you to make the best choices for 

effectiveness for the patient.”

Originality, confidence and drive come naturally 

to Debra Zafi ropoulos because her family instilled 

them in her at a young age. Thanks to those facets of 

herself, she is a respected and pursued key opinion 

leader, adviser to many corporations in health and 

wellness as well as a published author and founder of 

NationalCancerNetwork.org.

“I guess if I have to defi ne my daily activity and 

what, at times, I receive a financial exchange for, 

[it] is to lead a passionate life by example; my daily 

[work] encompasses my passion to help others, and 

the pursuit of happiness,” she says. “I am humbled 

and proud to have earned the respect of my colleagues 

and continue to fi nd ways to better myself in hopes of 

being the best for humanity.”

When she says she started her career young, she 

isn’t kidding. She began her career in dentistry at 

13 years old when she mentioned to her father that 

she wanted to be a dentist. Back then, most Greek 

daughters were not encouraged to think of careers 

outside the home. Luckily, her father encouraged her 

to follow her dreams and, with the help of a dentist 

from their family church, she started working in her 

fi rst dental offi ce.

“I loved it,” she says. “The patient interaction, 

the equipment and the smells, I can close my eyes 

and still smell orange solvent and rubber impression 

material.”

Unfortunately, Zafiropoulos suffered a career-

ending injury in 2006. After going through three 

surgeries that didn’t give her back the mobility and 

sensation she needed to work chairside, she decided 

to take her experience and put it to new use.

“Some may have left dentistry to pursue other 

modes of employment, but I could not,” she recalls. “I 

fi gured if I was successful clinically and comfortable 

with my ability to educate and communicate with my 

patients, then I could put my experiences into action 

by learning the corporate side of dentistry. I was a 

quick learner and rose through the ranks of success 

in sales and consulting with several companies in the 

industry.”

That is around the time she started speaking and 

writing as well, and she is thrilled to have each aspect 

of her new undertakings fi nd success in some way. 

While she’s the fi rst to recognize that not every road 

led her to success, she continued to move forward 

unafraid and to continued to grow from every expe-

rience, good or bad. 

“My career has taken on many journeys and I have 

been exposed to so many different opportunities,” 

Zafi ropoulos says. “Some have been great, fun, edu-

cational and productive, others have been disappoint-

ing, draining and yet still a learning opportunity. I 

love to see and be part of the profession’s opportunity 

to lead the charge in health care. I love being involved 

in ground fl oor opportunities for product develop-

ment, education, marketing and training. I love the 

one-on-one conversation with people who attend my 

programs and building relationships with them as 

they fi nd the ‘why behind their do.’ I love my passion, 

and my passion is people.”

As for the future, Zafi ropoulos hopes to continue 

spreading her infectious attitude and working with 

her fi ery appetite for knowledge to educate, impas-

sion and support people in every aspect of the dental 

industry and beyond.

Dr. Carolyn Primus

Debra Zafi ropoulos
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The technology surrounding dental implants has been 

transformed in recent years, and the innovation just 

keeps on coming. Jessica Proctor is one person who 

is very familiar with those immense changes—and 

is a bit of a visionary herself. Proctor is the CEREC 

inLab Specialist and Implant Coordinator for an 

implantologist’s busy practice. The offi ce’s specialty is 

referred to fondly as “teeth in a day,” where full-arch, 

implant-supported prostheses are completed in one 

day. She started her journey with the same dentist she 

currently works under, and she considers it a blessing 

to have had the sustained on-the-job training from the 

day she started to her work today.

“Dentistry has completely changed in my 16 years 

here,” she says. “We used to wax, cast, fi nish, apply 

porcelain and then fi re crowns. Today, most every-

thing we design is on the CAD/CAM computer and 

milled. The fi eld of dentistry is constantly changing; 

you have to be a full-time technician and a full-time 

student.”

Proctor’s start was a bit of a rocky one; she dropped 

out of high school due to a teen pregnancy, but later 

was able to go back and get her GED. Since then she’s 

made herself a strong, independent woman with a 

successful career. She’s proud to say she has worked to 

become a valuable part of a team that provides state-

of-the-art dentistry and in return makes a good living.

“Don’t be afraid of going the extra mile,” she 

advises. “Study on your time off to be the knowledge-

able resource that your boss needs. Realize when you 

are wrong and admit it. Do better the next time.”

She fi nds motivation both intrinsically and exter-

nally. To Proctor, seeing what she and her team can 

do for their patients’ lives is wholly rewarding. She 

loves her offi ce and her ability to have one-on-one 

contact with patients and being able to see cases from 

start to fi nish. To further serve patients, she hopes to 

see innovation within her offi ce as well as the dental 

industry as a whole.

“Innovation is the ability to think outside of the 

box,” she says. “I work hand-in-hand with my dentist 

to help solve problems, improve quality, save time, 

save money and achieve superior results.”

Proctor believes a big factor in the success she’s 

found is the great mentorship she’s received over the 

years. For her, having a mentor focused on providing 

high-quality dentistry who was unwilling to accept 

anything but the best results has helped her to under-

stand what the best is, and why staying up to date 

and knowledgeable of the best technology available 

is so important.

She is proud to have started as a model technician 

and then to have climbed the ladder of success by 

working harder and smarter. In the future, Proctor 

hopes to continue to fi nd solutions that will benefi t 

her patients.

Earning the respect of your peers in a male-domi-

nated industry is hard enough for a woman, but add 

to it living as an immigrant with no ability to speak 

English and you’ll start to understand the hurdles 

Kamilla Siekierski overcame. When she moved to 

the United States, it was just herself and her young 

daughter. While Siekierski had a good education in 

dentistry from her home country, the language barrier 

and the fact that she was a woman offered challenges, 

but her hard work and perseverance over the years 

resulted in success for herself and her family.

“I worked a minimum wage job for the fi rst three 

years while living with my small daughter, but we 

managed live decently and we were never a burden to 

anybody or society,” she says. “I made it my goal to 

earn the respect of dentists, but not demand it, and 

throughout my career I have worked to educate both 

dentists and technicians on what they need to do 

and how to do it in hopes of satisfying their mutual 

patients.”

Since the days of her humble beginnings, she has 

observed many monumental changes within the den-

tal industry, especially pertaining to women. She’s 

thrilled to see women working as professionals and 

being respected for what they do by doctors and their 

clients. She is also happy to have had the ability to 

see the industry revolutionized by digital dentistry, 

basically eradicating the imperfections that naturally 

occur from hand working.

In 1963, one week after arriving in the United 

States, Siekierski started working for a dental lab 

as a professional dental technician in Connecticut. 

According to Siekierski, back then there were no 

women in that capacity either at the bench or at dental 

shows, but she knew it was the position that fi t her 

best and allowed her the life she dreamed of. 

“My contribution is giving training and jobs to 

men and women in the dental technology fi eld, which 

has always been male-dominated. What I learn, I 

teach others,” she says. 

Siekierski is proud to have been the fi rst female to 

serve in leadership roles within many aspects of the 

dental industry. Whether it was on the job or within 

local organizations, her goal was to leave her unique 

mark and help others. After six years in the U.S., she 

became a dental lab owner herself, where she worked 

until recently, when she sold her lab and retired.

“Now I enjoy life every day doing what I want, 

when I want and where I want, however much I 

want,” she says of retirement. “That translates to 

lectures and consulting for doctors and laboratories 

worldwide. I’m giving back in concentrated form 

what life gave me in education and experience. When 

you think big, you become big, too.”

Today, Siekierski has concentrated her efforts on 

helping those less fortunate in Afghanistan build labs 

and dental clinics by advocating within the dental 

community. To her, giving is the biggest pleasure and 

she hopes to continue to make a difference in the lives 

of those in need.

Jessica Proctor

Kamilla Siekierski
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The polishers are designed as a two-step system for zirconia fi nishing

and polishing.

 http://bit.ly/AlpenShapeGuard

The company recently announced its new Wireless LED and SurgiCam HD. 

 http://bit.ly/SurgiTel

COLTENE introduces Alpen ShapeGuard Zirconia 
Plus Polishers 

SurgiTel launches two new products 

The digital panoramic radiographic system has the unique 

ability to capture depth-added panoramic radiographs. 

 http://bit.ly/PaX-i

Vatech introduces the PaX-i Insight 
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TRIOS intraoral scanner 
A fi ve-time winner of the Cellerant award for best intra-

oral scanner, 3Shape TRIOS is recognized for its fast, 

easy and accurate real-color impressions. 

3Shape

908-867-0144  |  3shape.com

CIRCLE RS #19

Tornado
Operating at an unparalleled 55-decibel sound level, 

the Tornado reportedly delivers an outstanding power 

output of 30 watts, the best in the industry today.

Bien-Air

800-433-BIEN  |  dental.bienair.com 

CIRCLE RS #20

Blue Sky Bio
A U.S. web-based dental implant and software com-

pany, Blue Sky Bio offers six implant systems compat-

ible with major brands.

Blue Sky Bio

888-446-6724  |  blueskybio.com 

CIRCLE RS #21

[ compiled by the DPR Editorial Team ]

Rounding up winners of this year’s 
big tech award. 

E
ach year, a team of dental experts meets in Chicago—often long into the 

night!—for a spirited discussion about the Cellerant Best of Class awards. 

These awards are not given out haphazardly; each member who votes care-

fully weighs the pros and cons of every considered product, and the fi nal winners are 

the ones who really did blow away the voting panel. 2017’s award-winning products 

are no different—these technologies are game-changers and will be talked about for 

years to come in the dental industry. Take a look at this year’s winners, read some 

background on several of them and see them in person at the ADA’s Annual Meeting 

in Atlanta. The future of dentistry is already here, and many of its tools are on the 

next few pages.

http://www.dentalproductsreport.com/
https://www.3shape.com/
https://blueskybio.com/
https://blueskybio.com/
https://dental.bienair.com/


LIGHT-CURED RESIN MODIFIED 

GLASS IONOMER RESTORATIVE

Ionolux®

VOCO · 1245 Rosemont Drive · Suite 140 · Indian Land, SC 29707 · www.vocoamerica.com · infousa@voco.com

• Composite-like esthetics and handling

• Light-curing for fast finish and flexible working time

• Immediately packable after application

• Does not stick to the instrument, easy to shape

• Excellent translucency for better esthetic results

• High fluoride release minimizes secondary caries

• Highly radiopaque

• Fits virtually all GIC applicators

• No dentin conditioner or adhesive required

New Self- 

Activating 

Capsule 

BEFORE AFTER

Call 1-888-658-2584

BEFORE AND AFTER PACKING …
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The New RMGI Restorative

EXCLUSIVELY  

2+1  

LIMITED OFFER

for DPR readers with 

inserted card only

Interested?  Circle Product Card No. 18
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FUSION 5 Curing Light with 
Twinhead Curing Attachment 
Delivering a laser-sharp curing beam penetrating up to 

10 mm deep, FUSION 5 is a 3-second curing light with 

4000 mW/cm2 uniform intensity.

DentLight

800-763-6901  |  dentlight.com

CIRCLE RS #22

CariVu™

DEXIS CariVu is a compact, portable caries detection 

device that uses patented transillumination technology 

to identify caries without using ionizing radiation.

DEXIS™

888-883-3947  |  dexis.com/carivu 

CIRCLE RS #23

Form 2 3D Printer
The professional precision, automatic resin handling 

and industry-leading print reliability of the Form 2 have 

simplifi ed 3D printing for dental businesses of all sizes.

Formlabs

617-702-8476  |  formlabs.com/dentistry

CIRCLE RS #24

“Spark truly stands out as a leader”

Q: What makes the Spark so special? 

A: Spark strikes a perfect balance of performance, 

comfort and ease-of-use. It provides a high-quality, 

uniform light at just the right intensity, without hav-

ing to change batteries multiple times a day. 

Q: Why do you think it won the Cellerant 2017 Best 

of Class Award?

A: I think it’s the combination of thoughtful design 

and industry leading innovation. [Innovations 

like], for example, the consistency and quality of 

the headlight spot, the balance of light output and 

battery run time, and the ease of operating the light. 

Q: What do you think it has provided to the industry 

that other headlights had not?

A: A cordless, lightweight solution that attaches 

securely to virtually any loupe on the market. 

Q: What has been the user experience with the 

Spark?

A: Users appreciate the freedom from cords and ease 

of use. 

Q: What’s the ergonomic advantage to the Spark?

A: I think good lighting is just as important as 

magnifi cation when it comes to providing the best 

patient care. Loupe-mounted lights like Spark pro-

vide coaxial illumination, eliminating shadows in 

the fi eld of view. 

Q: What is one thing you really want everyone to 

know about Spark?

A: There are several cordless headlights on the mar-

ket; Spark truly stands out as a leader among the 

rest. 

MATT OREN

Engineering Manager 
at Orascoptic

SPONSORED BY ORASCOPTIC

http://www.dentalproductsreport.com/
http://dentlight.com/
http://www.dexis.com/carivu
https://formlabs.com/materials/dentistry/
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Why limit yourself to just one magnification power? With interchangeable  

telescopes you have the power to select the optimal magnification for each  

procedure. Offering a range of magnification powers from 2.5x-5.5x, the  

OmniOptic™ system is your ideal solution for simplified magnification upgrades. 

A lighter weight option when compared to adjustable magnification loupes, the  

OmniOptic system gives you a customized comfort from start to finish. 

Discover the power of interchangeable magnification today. 

Experience Interchangeable  
Magnification Today!
Orascoptic.com/DPR

WHY CHOOSE

JUST ONE?

Interested?  Circle Product Card No. 39
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SPONSORED BY DENTLIGHT

VELscope Vx®

The VELscope Vx® is an easy-to-use tool 

designed to aid in the visualization of 

oral mucosal abnormalities during oral 

exams. It’s reportedly the market leader in 

adjunctive screening technology. 

LED Dental

844-952-7327  |  velscope.com

CIRCLE RS #25

MMG Fusion
With its newest addition of MMG ChairFill, 

MMG Fusion continues to expand its 

all-in-one practice marketing automation 

platform. MMG ChairFill runs in the back-

ground and can grow your patient base. 

MMG Fusion

844-938-7466  |  mmgfusion.com

CIRCLE RS #26

OmniOptic™

OmniOptic is the first and only inter-

changeable magnification system that 

allows clinicians to easily upgrade their 

magnification power over time or change 

their magnification between procedures.

Orascoptic

800-369-3698  |  orascoptic.com

CIRCLE RS #28

Ease-in-Shields™

Available in two colors and featuring 

a lightweight design, Ease-in-Shields 

easily protect eyesight during hard- and 

soft-tissue laser procedures as well as 

procedures performed with a curing light. 

Orascoptic

800-369-3698  |  orascoptic.com

CIRCLE RS #27

“... Customers are really wowed”
A Q&A with Dr. Richard Liu, president of DentLight, 

on the Best of Class Award-winning FUSION 5 Curing 

Light with Twinhead Curing Attachment.

Q: What makes the FUSION 5 Curing Light with 

Twinhead Curing Attachment so special? 

A: What makes the FUSION 5 Curing Light so 

unique is its power, speed and capability to cure 

from both the buccal and the lingual at the same 

time to minimize shrinkage.

Q: Why do you think it won the Cellerant 2017 Best 

of Class Award?

A: Trans-enamel polymerization (TEP) is a tech-

nique invented by Dr. Paul Belvedere many years 

ago, involving curing the buccal and the lingual 

using two curing lights at the same time. Rather 

than standard curing from the occlusal surface 

when composite pulls toward the light and shrinks 

toward the top,  TEP allows composite bond to the 

tooth structure first where the light energy is the 

greatest. However,  it is very inconvenient to use 

two separate curing lights to accomplish the task. 

Furthermore, adding to the difficulty of delivering 

light through tooth structure, most curing lights 

are dispersive by nature and have much less inten-

sity going across the distance to reach the bonding 

interface. We believe that Cellerant recognized us in 

finally overcoming this unsolved challenge, which 

could have significant implications for improving 

the quality of restorations in particular for bulk 

cure. 

Q: What do you think the FUSION 5 Curing Light 

with Twinhead Curing Attachment has provided to 

the industry that other options have not?

A: FUSON 5 with Twinhead delivers uniform, low 

dispersion, laser-like curing beam not only from one 

source but from an incredibly compact dual head 

that can direct two curing beams at any angles to 

either one or multiple curing targets. It delivers 

4000 mW/cm2 from a single head and 2000 mW/

cm2 at the same time from dual head. 

Q: What are your customers saying about the 

FUSION 5 Curing Light with Twinhead Curing 

Attachment? And what has patient reaction been? 

A: When we first introduced the product in Chicago 

this year, many of our customers were really wowed 

by the ingenious design and fascinated by what it 

can do.  

Q: How does it improve the dental workflow?

A: Improving the speed and quality of the cures will 

allow for the dental workflow to proceed smoother. 

For dentists, we see this as opportunity to decrease 

costs while improving patient satisfaction. 

http://www.dentalproductsreport.com/
https://www.orascoptic.com/
https://www.orascoptic.com/
http://www.velscope.com/
http://mmgfusion.com/
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“Laser eye protection in a single design”  
A Q&A with Dr. Anthony Podrow, founder of Ease-In-

Shields™, and Dr. Chris Owens, founder & CEO of Ease-

In-Shields, on the Best of Class winner Ease-In-Shields.

Q: What makes the Ease-In-Shields system so 

special? 

A: Our idea was to simplify laser eye protection, 

making it easier for our colleagues to do the right 

thing and protect their eyesight. Being able to buy 

one pair of Ease-In-Shields no matter what style of 

loupes you own creates a universal fi t for the vast 

majority of users. By combining our Universal Fit 

with one of our three broad spectrum fi lter options, 

Universal Soft Tissue, Universal Hard Tissue or 

Curing Light, we’re able to offer eye protection for 

almost every dental laser on the market. 

Q: Why do you think this product won the Cellerant 

2017 Best of Class Award?

A: Because of its simplicity and ease of use, and 

[because of] the incredible reaction of everyone who 

has seen and tried our product! I cannot explain how 

fun and exciting it’s been to see eyes “pop open” and 

excitement build whenever we show the product. The 

universality of fi t and function have made a product 

that is much easier to use than past options. 

Q: What do you think it has provided to the industry 

that other protection solutions have not?

A: Ease-In-Shields have provided laser eye protec-

tion in a single design that fits all brands, sizes 

and shapes of loupes, eyewear and face types in 

an incredible way. Ease-In-Shields don’t interfere 

with headlights or telescopes, and the protection 

they provide is unprecedented. Ease-In-Shields are 

lighter, have anti-scratch and anti-fog coating, while 

the simpler design lends itself to being more hygienic 

than past designs. 

Q: What has been the user experience with 

Ease-In-Shields? 

A: Our user experience has been a series of surprised 

compliments with people wondering how “such a 

simple shape could work so remarkably well.” We 

often hear, “How soon can I get my set?” We’ve 

also experienced several people who have excitedly 

recommended a large variety of “other uses” that 

our design would “be perfect for,” and we’re explor-

ing many of those areas, too. 

Q: How do Ease-in-Shields provide improved safety 

and security for the dental professional?

A: Ease-In-Shields provide improved safety and 

security in that there is virtually not a single area 

where laser light can “sneak in” to damage your 

eyes. Our patented design ensures your full protec-

tion in every area and from every angle. We gave 

special attention to protecting the nasal opening, 

medial, lateral, inferior and superior borders where 

“stray” refl ected light energy could cause signifi cant 

and life-changing eye damage. Some products on 

the market for use with loupes provide much less 

coverage and thus less protection! We also provide 

optional, clip-on elastic head-straps, which assure 

your complete protection even if your loupes are 

ill-fi tting, or if you don’t wear loupes, wear some 

other kind of eyewear or no eyewear at all. 

Q: How does it change and improve the dental 

workfl ow?

A: [The] dental workfl ow with Ease-In-Shields is 

revolutionized in that it only takes a few seconds 

to easily and comfortably place or remove Ease-In-

Shields on almost all types of loupes or conventional 

eyewear! Magnifi cation loupes or other eyewear are 

not removed for placement or removal, and posi-

tioning is foolproof. This also means you no longer 

must remove and replace your gloves to retain steril-

ity, as insertion and removal are accomplished by 

touching only a single (wipeable) “grasping tab.”  

Ease-In-Shields are also stable once in place.

SPONSORED BY 
ORASCOPTIC

Arm your practice with two premier dental insurance 

guides - all in one bundle!  Boost your bottom line - 

Decrease denials and rejections, reduce stress, and receive 

payments faster with proper coding, documentation,  and 

claim submission the first time the claim is filed!  

Only $189.95

Order Today!
PracticeBooster.com/store

or call 

866-858-7596

Coding with 
Confidence

(CDT 2018 Edition)  

Administration 
with Confidence

(2018 Edition) 
Order Today!

(Ships October 2017)  

Interested?  Circle Product Card No. 40
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“Why didn’t anyone think of this sooner?!” 

Q: What makes the Orascoptic OmniOptic system 

so special?

A: For the fi rst time, telescopes are no longer fi xed 

to your loupe. This means that magnifi cation and 

frames can be upgraded independently over time, 

and telescopes can be interchanged at will. 

Q: Why do you think it won the Cellerant 2017 Best 

of Class Award? 

A: I think it’s both an innovative and cost-effective 

way for clinicians to customize their loupe based on 

the procedures they are performing and will want 

to perform in the future. 

Q: What do you think it has provided to the industry 

that other loupe systems have not?

A: The complete fl exibility that comes from inter-

changeable telescopes and peace of mind knowing 

that their loupe investment can be upgraded over 

time. 

Q: What has been the user experience with Omni-

Optic loupes?

A: “Why didn’t anyone think of this sooner?!” 

Q: What’s the ergonomic advantage provided by the 

OmniOptic system?

A: The OmniOptic system, like all Orascoptic 

loupes, works to improve posture by delivering 

steep angles of declination. 

Q: How does it change and improve the dental 

workfl ow? 

A: Clinicians can now change out their magnifi ca-

tion for each procedure without having to remove 

their entire loupe and headlight system. 

Q: What is one thing you really want everyone to 

know about OmniOptic loupes?

A: The design features tiny magnets to secure the 

telescopes quickly and easily. It’s fun to use! 

Q: Anything else you’d like to add?

A: This system supports 2.5x, 3.5x, 4.5x and 5.5x 

power telescopes that offer a crisp image and edge-

to-edge clarity across your entire fi eld of view. 

Spark
Featuring an innovative design, Spark is Orascoptic’s 

fi rst cordless headlight to integrate with virtually any 

loupe or eyewear frame model.

Orascoptic

800-369-3698  |  orascoptic.com 

CIRCLE RS #29

DiamondClean Smart
The toothbrush for those who demand the best, now 

connected to Bluetooth technology.

Philips Sonicare

800-682-7664  |  usa.philips.com 

CIRCLE RS #30

Prism Loupes
Made with advanced materials and an ergonomic 

design, Prism Loupes redefi ne the standard in surgical 

and dental loupes. 

Q-Optics

800-858-2121  |  q-optics.com

CIRCLE RS #31

MATT OREN

Engineering Manager 
at Orascoptic

SPONSORED BY 
ORASCOPTIC

http://www.dentalproductsreport.com/
https://www.orascoptic.com/
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EyeSpecial C-II camera
With fast autofocusing capabilities, a 

large LCD touchscreen and eight shooting 

modes, the EyeSpecial C-II makes digital 

dental photography easy. 

Shofu Dental Corporation

800-827-4638  |  shofu.com 

CIRCLE RS #32

Simplifeye
Simplifeye is reportedly the only secure 

and real-time application suite for dental 

teams to get in sync. Do everything at a 

glance with Simplifeye.

Simplifeye

646-681-1785  |  simplifeye.net 

CIRCLE RS #33

Smile Lite MDP
Equipped with three groups of LEDs, 

Smile Lite MDP is the fi rst device specially 

researched for allowing beautiful dental 

photos with a smartphone. 

Smile Line USA 

877-755-6868  |  smilelineusa.com 

CIRCLE RS #34

Gemini™ 810 & 980 
Diode Laser
Featuring a sleek design and simple user 

interface, the Gemini 810 & 980 Diode 

Laser offers dual-wave technology. 

Ultradent

800-552-5512  |  ultradent.com 

CIRCLE RS #35

pulpdent.com/dprbulk

High Strength 

BioACTIVE Composite

Dual Cure

•   Penetrates, seals, stimulates 
apatite formation

•  Patented rubberized resin resists 
chipping and wear

• Fast, simplified syringe technique

• Eliminates voids and bubbles

Looks and behaves like  

natural teeth

The Best  
Bulk Fill  
is BioACTIVE

PULPDENT
®

DENTAL INNOVATION SINCE 1947
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VALO and VALO GRAND 
Curing Lights
The most powerful lights on the market, VALO and VALO 

Grand are capable of polymerizing all dental materials. 

Ultradent

800-552-5512  |  ultradent.com

CIRCLE RS #36

WEO Media
WEO Media is a full-service marketing company 

focused entirely on the dental industry, helping dentists 

acquire and retain patients and grow revenue.

WEO Media

888-246-6906  |  weodental.com

CIRCLE RS #37

LOCATOR F-Tx Fixed 
Attachment System
The LOCATOR F-Tx FIXED Attachment System is 

designed to change implant dentistry with its revolution-

ary design for fixed full-arch implant restorations.

Zest Dental Solutions

800-262-2310  |  zestanchors.com/ftx

CIRCLE RS #38
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[ LOUPES ]

OmniOptic™ 

OmniOptic™  is said to be the fi rst and only interchangeable magnifi -

cation loupe that allows the clinician to select the optimal magnifi ca-

tion power for each procedure. Accommodating four magnifi cation 

powers ranging from 2.5x to 5.5x, the OmniOptic system is designed 

to be an ideal system for users looking to increase their magnifi ca-

tion over the course of their career. 

Orascoptic™ 

800-369-3698  |  orascoptic.com 

CIRCLE RS #42

[ IMAGING SYSTEM ]

Envision
Envision, available in panoramic and panoramic/cephalometric 

confi gurations, is an advanced imaging system with a premium 

Cadmium Telluride (CdTe-CMOS) sensor technology that reportedly 

produces more than 3,000 layers of diagnostic information, a char-

acteristic unique for 2D extraoral machines. It’s also said to combine 

exceptional image quality and enhanced sharpness and contrast on 

an easy-to-use platform to position patients for high-quality X-rays. 

Panoramic Corporation

800-654-2027  |  pancorp.com 

CIRCLE RS #43

[ SOFTWARE ]

Practice Assistant
Sikka Software recently debuted Practice Assistant, which works 

from any location with an Amazon Echo device and a Wi-Fi con-

nection. A simple command connects the device to Sikka’s HIPAA 

and HITECH Platform Cloud, which is reportedly compatible with 

96 percent of practice management systems. Dentists can then ask 

for their schedules and key performance indicators like accounts 

receivable and open treatment plans.

Sikka Software

408-876-4040  |  sikkasoftware.com 

CIRCLE RS #44

[ IMAGING ]

CS Airway module
The CS Airway module is designed to aid general practitioners and 

orthodontists in quickly analyzing the airway in 3D for clearer visual-

ization, faster analysis and enhanced communication with patients. 

It reportedly gives doctors a color-coded 3D view of the pharyngeal 

region to help them visualize constrictions in airway passages. 

Images can be easily shared with referrals, patients or insurance 

companies. 

Carestream Dental 

800-944-6365  |  carestreamdental.com

CIRCLE RS #45

OmniOptic™ is the fi rst 

interchangeable magnifi cation 

loupe system.

http://www.dentalproductsreport.com/
https://www.orascoptic.com/
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http://carestreamdental.com/us/en
https://www.sikkasoft.com/
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[ RESIN STAINS ]

Minute Stains
TAUB Products reintroduced Minute Stains, ultrathin acrylic liquids 

in a variety of colors that reportedly allow natural characterization 

of milled PMMA provisionals, temporaries, composite teeth and 

denture teeth. By mixing and layering colors, Minute Stains are said 

to give an unlimited variation of color options to perfectly match the 

surrounding teeth. Each application of stain air-dries in 15 seconds, 

saving patient chair time. 

TAUB Products

800-828-2634  |  taubdental.com  

CIRCLE RS #47

[ VPS MIXING MACHINE ]

Vacu-Mixer
The Vacu-Mixer is said to be the fi rst truly portable VPS mixing 

machine. With the touch of a button, the Vacu-Mixer Automated 

VPS Mixing Machine is designed to mix and serve a completely 

homogenous mix of heavy body impression material. At a dispens-

ing rate of 2 mL per second, the Vacu-Mixer Automated VPS Mixing 

Machine can reportedly load a full arch tray in less than 10 seconds. 

Using the Vacu-Mixer is said to eliminate voids and streaks.

Ho Dental Company

702-430-9847  |  hodentalcompany.com  

CIRCLE RS #48

[ POLISHERS ]

SPIRALS All-Surface Diamond Polishers
SPIRALS All-Surface Diamond Polishers are a line of fl exible 

diamond-impregnated polishers for fi nishing and polishing com-

posites, porcelain, glass ionomers and ceramic materials. They’re 

designed to reach all tooth surfaces and are said to be long-lasting 

and autoclavable. The polishers are available in three-pack refi lls in 

coarse, medium or fi ne, or in a six-piece kit containing two polishers 

of each grit. 

Johnson-Promident

800-210-8945  |  johnsonpromident.com 

CIRCLE RS #49

[ CLEANSING PASTE ]

Cleanadent Paste
Cleanadent Paste is said to be the only cleansing paste gentle 

enough to be used both on the gums and oral appliances, making it 

ideal for cleaning fi xed and removable implant-dentures inside the 

mouth, as well as removing adhesives from dentures and gums. The 

paste is specially formulated with Vitamins A, D and E, aloe vera, 

coconut oil and tea tree oil to clean the gums, moisturize the mouth 

and reduce irritation. 

Dr. B Dental Solutions

info@drbdentalsolutions.com  |  drbdentalsolutions.com 

CIRCLE RS #50

These ultrathin acrylic liquids 

give an unlimited variation of 

color options.

mailto:info@drbdentalsolutions.com
http://www.dentalproductsreport.com/
http://taubdental.com/
http://www.hodentalcompany.com/
https://www.drbdentalsolutions.com/
http://johnsonpromident.com/
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OptiDam™ is said to be the 
fi rst three-dimensional, low 
radiopacity rubber dam.

[ compiled by Kristen Mott ]

Using the OptiDam™ 
in your practice

Kerr Endodontics launched 

OptiDam™, reportedly the 

fi rst rubber dam with a three-

dimensional shape and nipple design 

for easy and practical application. 

The dental dam is designed to match 

the contours of the patient’s mouth, 

giving clinicians perfect visibility and 

accessibility to the treatment area.

COMFORTABLE: Specifi cally shaped to 

allow patients to breathe freely, the 

dental dam is said to feature versatile 

anterior and posterior versions to 

adapt to the dental procedure as 

needed. 

PRACTICAL: Low radiopacity means 

there is no need to remove the dam 

during X-rays. Its anatomical shape 

also reportedly leads to reduced ten-

sioning, meaning dentists don’t need 

to worry about the dam snapping out 

of place. 

EFFICIENT: A distinctive nipple design 

is said to guide the clinician during 

positioning for easier assembly and 

removal. Its intelligent shape is engi-

neered to allow the saliva ejectors 

to comfortably fi t underneath the 

dam.  

Kerr Endodontics

kerrdental.com

800-537-7123

CIRCLE RS #87

ARE YOU READY 
TO APPLY THIS 
TECHNOLOGY IN 
YOUR PRACTICE?

Information provided by Kerr Endodontics

http://www.dentalproductsreport.com/
https://www.kerrdental.com/
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ULTRADENT’S MOSAIC® UNIVERSAL 

composite can be used for all 

restorative purposes, resulting in 

long-lasting biomimetic restorations. 

Available in 20 different shades in 

an easy-to-handle formula, Mosaic 

is impressing both dentists and 

patients. 

We spoke with Dr. Jaimeé Mor-

gan, a cosmetic dentist in Midvale, 

Utah, about her thoughts on Mosaic 

and why she chooses to use it in her 

practice. 

What do you look for in a 
composite? 
When choosing a composite, I start 

with the basics, specifically the 

physical properties such as strength, 

shrinkage, flexural properties and 

wear resistance. Then, I look at opti-

cal properties because, let’s face it, 

if a composite resin system doesn’t 

have similar optical properties as 

the natural tooth, they’re not going 

to match. Then, I evaluate handling 

properties because a composite 

may have the best attributes on the 

market, but if the handling proper-

ties are not good for me, it will be a 

struggle to place the composite. 

Tell us about Mosaic.
Mosaic universal composite is a 

nanohybrid with a firm consistency 

and high polishability. It has 

enhanced physical properties, which 

means that not only is it a beautiful 

composite with optical properties 

that mimic natural tooth structure, 

it is also wear-resistant and has high 

compressive and flexural strengths, 

while maintaining low stress and 

strain levels in the tooth. 

What interested you in using 
Mosaic? 
The introduction of Mosaic was 

intriguing because Ultradent 

already has a successful composite 

system that I had used for many 

years. Needless to say, I was skepti-

cal until I ran it through the rigors. 

It is a stiffer composite and very easy 

Mosaic®

Mosaic® is a universal composite that’s 

said to balance beauty and performance 

for lasting, lifelike restorations. It can be 

used for all restorative purposes. The 

composite is available in 20 intuitive 

shades, and its handling properties are 

designed to provide total control during 

manipulation. Its smooth, pliable con-

sistency reportedly ensures that it won’t 

flow out of place after being shaped or 

stick to instruments.

Ultradent

888-230-1420 |  ultradent.com

CIRCLE RS #52

to sculpt, whether I am placing an 

anterior restoration or a posterior 

restoration. I found that the exqui-

site polish that is easily obtained 

with this composite is remarkable. 

Tell us about the delivery 
system. 
It comes in 4.0g syringes, which were 

designed to decrease the potential of 

cross contamination, and 0.2g unit 

dose compules. 

What are the esthetic qualities? 
It has six enamel shades that mimic 

natural enamel translucency and a 

versatile Enamel Trans shade when 

you need even more translucency. 

It also includes Opaque White, 

which can be used for stain block 

out, crown build ups and for those 

patients who have whitened their 

teeth beyond “glow in the dark.” 

The 13 dentin shades in the system 

are fluorescent like natural dentin 

and have optical properties similar 

to natural dentin (including two 

bleached shades, B0.5 and A0.5, 

which I find extremely useful). 

What makes it ideal for 
esthetics? 
Whether you use one shade or mul-

tiple shades, this is an easy system 

to use and allows the clinician to 

implement multiple shades if he or 

she desires, but it is not a requirement 

to get enhanced esthetics. Also, this 

system can be used for anterior or 

posterior restorations. 

How does it handle and how 
does it compare to other 
composites you have used? 
It is a firm composite that is ideal for 

freehanding restorations or using 

a veneer template such as Uveneer 

(Ultradent Products). The firmness 

makes it easy to shape and to clean 

excess away from the restoration or 

the template. It also does not lose its 

shape prior to curing.

What would you say to dentists 
who may be considering 
Mosaic? 
For those using a veneer template 

system (e.g. Uveneer), Mosaic is an 

ideal composite because of its viscos-

ity. When using Uveneer, I found 

softer, less viscous materials made 

cleaning up around the template 

labor intensive, while Mosaic’s stiffer 

consistency made peeling the excess 

composite away from the template 

easy, making the process much faster 

and simpler.  

“       ...Mosaic is an ideal composite 
because of its viscosity.”
A cosmetic dentist explains why she switched to 
using Ultradent’s Mosaic®.  [ compiled by Lauren Krzyzostaniak ]

http://www.dentalproductsreport.com/
https://www.ultradent.com/InternationalLandingPage.aspx
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Call your Midwest® Specialist today for more information or a product demonstration.

Midwest Stylus® Plus
High-Speed Air-Driven Handpiece

THE NEXT GENERATION AIR TURBINE.

Power. All new rotor design provides up to 30% more 

power than previous Stylus generations.

Control. Dynamic speed control in the head helps maintain 

cutting power while also protecting against excessive 

speeds that can cause premature bearing wear.

Quiet. Unique bearing design, computer balanced rotor, 

and tuned air flow work together to minimize vibration  

and noise for a more pleasant work environment.

Durable. Ceramic bearings are protected with quick-stop 

technology to help keep a clean service record;  

2-year warranty.

+ Buy 3 Midwest® High Speed 
Handpieces, Get 1 FREE!* MNP17002

Midwest® E Plus
Electric Handpiece Attachments

PRECISION & CONTROL  

AT YOUR FINGERTIPS

Perform a broad range of procedures with  

the power and flexibility provided by the  

Midwest E Plus Electric Handpiece Attachments.  

They let you easily apply your skills to the fullest 

with confidence, accuracy, and efficiency.  

Smaller head eases access

Titanium sheath reduces weight

Ceramic head bearings extend  

durability (1:5 version)

+Buy 3 Midwest®  
Electric Attachments,  

Get 1 FREE!* MNP17006
High  

Speed

1:5

Straight  
Low Speed

1:1ST

Low  
Speed

1:1

Low  
Speed

6:1

Interested?  Circle Product Card No. 53

mailto:MidwestFG@dentsply.com
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D
entiMax and its products were 

built from the notion that den-

tists deserved better quality 

products and higher quality service. 

DentiMax meets the needs of den-

tists with its practice management 

system, open platform digital imag-

ing software and Dream Sensors. 

Additionally, DentiMax provides 

integrated benefi ts, designed to make 

the clinical and fi nancial areas of 

your offi ce work better together.

“One of the founders is a pro-

grammer and the other was a sales 

manager and a dental practice 

manager,” says Alicia Dieujuste, 

DentiMax’s practice management 

director. “They saw a need in the 

market for easy, intuitive, afford-

able software and dental products 

to meet the needs of the dental 

practice. Basically, they saw what 

others were doing, mainly because 

of their experience in the dental and 

medical worlds, and the high cost of 

running their own dental practices, 

and thought that they could make 

their own software not only less 

expensive but better.”

Jim Ramey, managing director 

of DentiMax’s Digital Imaging 

Division, says that he wanted to 

fi x the problems that he saw in the 

marketplace.

DentiMax complete 
digital sensor 
and practice 
management system
The DentiMax complete digital sensor 

and practice management system pro-

vides the integrated benefi ts that only a 

complete system can offer—making the 

clinical and fi nancial areas of your offi ce 

work in a cohesive way that takes care of 

both your patients and your bottom line. 

DentiMax

800-704-8494  |  dentimax.com 
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“I didn’t like what I saw,” Ramey 

recalls. “Dentists had a target on 

their backs and were getting taken 

advantage of—with everything they 

have to buy, but specifi cally with 

digital sensors.”

Software
In an effort to help practices 

effi ciently manage their patient 

workfl ows and day-to-day business 

operations, DentiMax offers its 

practice management software fully 

integrated with its Dream Sensors 

and digital imaging software.

“You can get a complete purchase 

all from one place, with our award-

winning Dream Sensors, imaging 

software and practice management 

software,” Dieujuste says. “On a 

tactical level, there’s no other soft-

ware that has this same ledger detail 

and fi nancial information that we 

offer. The main purpose of a soft-

ware solution is to help you collect 

your money, and there is no other 

system that does line item account-

ing and insurance management like 

we do. Our scheduler, also, is second 

to none.”

The software provides functions 

such as:

r�&BTZ�USBOTNJTTJPO�PG�9�SBZT�BOE�

other attachments

r�3FDPSEJOH�EJHJUBM�TJHOBUVSFT

r�$SFBUJOH�DMJOJDBM�OPUFT

r�2VJDL�EJHJUBM�9�SBZ�BDDFTT

For Brittney Weinholtz, offi ce 

manager at Fulmer Dentistry in 

Kenosha, Wisconsin, the software 

How DentiMax’s complete system enables practices to 
become more effi cient and detail-oriented. [ by Robert Elsenpeter ]

An inside look at 
DentiMax software 
and digital sensors

“     You can get a 
complete purchase 

all from one place, 
with our award-
winning Dream 
Sensors, imaging 
software and prac-
tice management 
software.”

http://www.dentalproductsreport.com/
https://dentimax.com/
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Kids just love it when their local dentists hand
them a sample. Call to place your order now.
Great for treasure chests or for hygiene clinics!

To order call 888-DRFRESh or visit www.drfresh.com

Dr. Fresh®, LLC. 2017 © FireFly®

Available at
Target,  Walmart, 

K-Mart, CVS,Walgreens

Dr. Fresh, LLC
Dental & International Sales

www. drfreshdental.com
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serves the clinicians’ needs, but also 

gives her the business detail that she 

requires.

“They have thought of every 

little, tiny detail, as far as what 

management would be looking for 

in a software system,” Weinholtz 

says. “With the clinical aspect of 

dentistry, they’re not digging deep 

into the software. They’re mostly 

scheduling appointments, entering 

information into the charts. When 

you’re looking at the management 

perspective of a dental software 

company, DentiMax has been great. 

I love the functions they have. It’s 

super easy to maneuver through. 

They have made it very easy to learn 

very quickly.”

For the digital imaging component 

of the software, Weinholtz praises 

the quality, especially the ability to 

send images to insurance companies.

“Jim has done a lot of fi ne-tuning 

to the imaging software,” Wein-

holtz says. “Those X-ray images 

come out so crisp and so clear. We 

haven’t had any issues regarding 

submitting X-rays to insurance. Our 

X-rays print out very clear. That’s 

always been a problem. If you don’t 

get a high-resolution X-ray taken, 

it’s hard to print them when you’re 

submitting them to insurance 

companies.”

The company’s software offerings 

are expanding with products allow-

ing for faster, more effi cient patient 

interactions.

“We recently released DentiMax 

Kiosk and Online Kiosk,” Dieujuste 

says. “Those items will help the staff 

with appointment confi rmations, get 

people back into the offi ce for recalls 

and do easy patient registration.”

For practices that want to embrace 

a cloud-based solution versus a 

server-based solution, DentiMax 

also offers that option. 

“We are happy that we have a true 

cloud imaging software, as well, to 

complement our practice manage-

ment software,” Dieujuste says. “So, 

offi ces can now exist totally on the 

cloud with us. And with our other 

new products, offi ces can be totally 

and truly paperless.

“We have been offering a cloud 

solution for about four years that is 

equal to our server product, not a 

watered-down version,” Dieujuste 

notes. 

Sensors
On the hardware end are Denti-

Max’s award-winning digital sen-

sors, the Dream Sensors. One of the 

biggest improvements in the world 

of digital sensors is the technology 

behind the sensors. When Den-

tiMax began offering the Dream 

Sensors, most other manufacturers 

still used Charged Coupling Device 

(CCD) technology. DentiMax 

instead embraced Complemen-

tary Metal Oxide Semiconductor 

(CMOS) technology. Among other 

differences between the technolo-

gies, CMOS sensors are more effi -

cient and less costly.

“All of the sensors out there were 

mainly CCD scintillators,” Ramey 

says. “The whole CMOS revolu-

tion hadn’t really hit the market. 

Their image was still marginal, 

when compared to fi lm. I wanted 

something that was better than fi lm, 

have the rounded, beveled corners, 

because almost all the other ones 

were square boxes. They were thick 

and bulky, so we came up with the 

Dream Sensors.”

DentiMax imaging has continued 

to look for ways to improve its sen-

sors for clinics, which is why the sen-

sors are durable and waterproof. 

“It’s the original waterproof 

sensor,” Ramey says. “If it needs to 

be sterilized, if there’s a procedure 

where a barrier is compromised 

and blood or other bodily fl uids 

get on the sensor itself, it can be 

soaked or rinsed off in a solution of 

glutaraldehyde or properly diluted 

CaviCide.”

The integration with DentiMax’s 

practice management software is a 

standout feature for Weinholtz.

“The nice thing about using the 

sensor with this software is it’s all 

built in one program,” she says. “A 

lot of times what you fi nd in dental 

offi ces is you use one dental software 

company and then they’re using 

another imaging software company. 

[With DentiMax,] when I am going 

to the patient’s chart, I can just con-

nect right to their X-rays. I’m not 

logging out of my software system, 

going into a whole other system, 

having to add the patient into that 

system, and then take the X-ray. 

Instead, it’s all connected.”

Cabling is an important issue for 

sensors, and DentiMax has spent a 

lot of time and effort ensuring that 

theirs are durable and deliver a high-

quality image.

“Our cable is super strong and 

it’s repairable,” Ramey says. “With 

every sensor out there, its weak 

point is where the cable enters the 

housing of the sensor. We have a 

Kevlar reinforcement right where 

the cable enters the housing. It adds 

strength, so when you need to bend 

the cable 90 degrees each way, 

you’re not hurting the sensor. In all 

the years we’ve been selling the sen-

sor—eight years now—I’ve never 

had a cable fail where it enters the 

housing. Not once.”

DentiMax has offered three 

generations of the cable. The latest 

version offers durability and a lower 

signal-to-noise ratio, resulting in a 

better image.

“The improved signal helps with the 

image quality because the better signal 

you have means the better the resulting 

image can look,” Ramey says.

Service
DentiMax’s practice management 

system, digital imaging software 

and Dream Sensors can benefi t any 

offi ce.

“DentiMax is best suited for a 

range of offi ces and dental entities, 

anywhere from a single, independent 

dental hygienist to single practitio-

ners and multi-practitioners—we 

even have a dental school using our 

software and sensors,” Dieujuste 

says. “We pretty much have a plat-

form to serve any type of practice, 

including specialties like oral sur-

geons, pedodontists, endodontists, 

periodontists—we even have some 

ortho practices using our software 

and loving it.”

For Weinholtz, an important com-

ponent is customer service.

“One of the most important 

things to me is that the staff at Den-

tiMax is amazing,” she says. “It’s 

always super scary and nerve-rack-

ing anytime you’re switching over 

software. They always say it takes 

roughly a year for you to learn the 

depths of a new software program. 

“Having a company like Denti-

Max that hires great employees that 

are knowledgeable of their system 

and are accessible every day to you 

is amazing,” Weinholtz continues. 

“I have questions all the time. We’ve 

had the system since January, and 

I still have questions. I know that 

I can email or call DentiMax, and 

I have created friendships and 

relationships with the people who 

are on the other end of the phone. 

I know, as an offi ce manager, that 

that’s important, and I would 

expect that’s important for other 

people, as well.”

DentiMax continues to identify 

the needs of its clients and provide 

solutions, allowing practices to work 

more effi ciently. 

“     When you’re 
looking at the 
management per-
spective of a dental 
software company, 

DentiMax has been 

great. I love the 
functions they have. 
... They have made 
it very easy to learn 
very quickly.” 

http://www.dentalproductsreport.com/
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Accuracy

Model-free crowns made 
from digital impressions 
have higher clinical success 
rates compared to model-
based crowns made from 
conventional impressions* 

40%  reduction in crown 
remakes due to 
margin issues

33%  reduction in crown 
remakes due to  
fit issues

27%  reduction in 
complaints for high 
occlusion

Support

•  Our Digital Team is fully 
trained on all systems 
to help you get started 
quickly with your first case 

•  If needed, our team will 
work with you and your 
staff to fully utilize your 
scanner

Price

•  Save $20 per unit off the 
list price of BruxZir® Solid 
Zirconia or IPS e.max® 

•  No inbound impression 
shipping cost and quicker 
case turnaround

*Data based on 12,000 BruxZir model-less single posterior crowns manufactured digitally from August 1, 2015, to January 19, 2016. IPS e.max is a registered trademark of Ivoclar Vivadent.

Send us your next digital impression and  
put these advantages to work in your practice!

AS t P i

 ALIGN 
TECHNOLOGY

3M ESPE

Three Powerful Reasons to Prescribe Glidewell for Digital Impressions                   

For more information

glidewelldental.com   �   800-471-9758

Interested?  Circle Product Card No. 56
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http://glidewelldental.com/
http://carestreamdental.com/us/en
https://www.3shape.com/
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http://www.aligntech.com/
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laser, Solea delivers reliably anesthesia-free, blood-free, suture-free, and pain-

free procedures. It helps eliminate three major fears patients have when going 

to the dentist – noise, needle, and numbness. Patients love the experience and 

so will you because Solea is changing what it means to go to the dentist.
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NECK PAIN
           TECHNIQUE

HOW TO USE A GLASS 
IONOMER TO FILL AN 
OCCLUSAL CARIES LESION
Why the Ketac™  Universal Aplicap™  
Glass Ionomer Restorative from 
3M™ is an excellent choice for 
pediatric dental procedures.

           TECHNIQUE

HOW TO PLACE 
IMPLANTS QUICKLY AND 
PRECISELY USING CBCT 
i-CAT imaging and related 
technologies facilitate the 
implant process from planning to 
placement. 

          I USE THAT

NOX T3 PORTABLE 
SLEEP MONITOR
Why one doctor prefers 
recommending this home 
monitoring system to detect airway 
and sleep issues.
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Neck pain is a common 

problem plaguing dental 

professionals, but 

taking these fi ve steps can 

help. More on page 64.

TO COUNTERACT

[ WEB EXCLUSIVES ]

Researchers in Germany have developed a type of chew-

ing gum that could be used to diagnose infl ammation and 

eventual dental implant failure. by Kristen Mott

 http://bit.ly/ChewingGumStudy

How Dentsply Sirona’s Single-Unit Crown Total 

Practice Solution can create better results.

 http://bit.ly/SingleUnitCrowns

Can chewing gum be used to detect gum 
infl ammation? 

How to improve single-unit crown procedures 

Sometimes dental practices make their lives more dif-

fi cult than they need to. by Robert Elsenpeter

 http://bit. ly/ExtremeInfectionControl

4 extreme measures taken in the name of 
infection control 

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

ADDITIONAL CONTENT ONLINE

5 WAYS

http://bit.ly/ChewingGumStudy
http://bit.ly/SingleUnitCrowns
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CHILDREN CAN BE RESTLESS. 

Managing their fi dgeting and keep-

ing them on track for treatment is 

often as challenging as the dental 

treatment itself. Families today 

have many commitments related to 

work, the children’s school, home-

work, sports and social activities. 

Because of this normal daily chaos 

of life, dental appointments need to 

be tightly scheduled, and treatment 

that can be simplifi ed is desirable 

for patients, parents and dentists 

alike.

When treating children and 

teens, glass-ionomer systems offer 

remarkable advantages.  They are 

biocompatible and suitable for 

many applications. They chemically 

bond to tooth structure and have 

good resistance to wear and frac-

ture. They also have a coeffi cient of 

thermal expansion similar to that 

of tooth structure, and the glass 

component has fl uoride ions that 

are released into enamel and dentin. 

In addition, their tooth colored 

appearance is pleasing to parents.

Back in the 1970s and 1980s, 

the glass ionomers got off to a 

slow start in the United States, 

compared to their use in Europe 

and Australia. As time passed, and 

the materials improved, dentists 

worldwide came to appreciate their 

better handling properties, versa-

tility and durability. Besides their 

use in children, glass ionomers are 

well suited for certain geriatric 

applications, cervical restorations, 

core buildups and many interim-

type restorations.

Recently, a mother brought in her 

six-year-old daughter who had an 

occlusal caries lesion of a mandibu-

lar primary second molar (Fig. 1). I 

told the mother about all the advan-

tages of glass ionomer fi lling mate-

rials, and I also related that Ketac™ 

Universal, introduced in September 

of 2016, was the latest advance-

ment and an excellent choice for her 

daughter’s treatment.

3M™ Ketac™ Universal Aplicap™ 

Glass Ionomer Restorative has all 

the favorable properties of glass 

ionomers, along with the following 

key advantages:

• No need for conditioner or 

coating

• Bulk fi ll, no layering

• Non-sticky formulation makes for 

easy placement

• Aplicap mixes and injects material 

most conveniently

• Chemical bond to tooth structure

• Rapid hardening after placement

• Six tooth-colored shades

• Good radiopacity

AT A GLANCE

1. 6-year-old with occlusal caries lesion 

of mandibular right primary second molar. 

2. After appropriate local anesthetic 

injection, rubber dam was placed 

using “slit-dam” method.

3. Outline form cut using high-

speed diamond bur. 

4. Carious dentin debrided with 

slow-speed round burs.

5. Cavity preparation completed.

6. Ketac™ Universal Aplicap™ activated. 

Squeeze and hold for 5 seconds.

7. Aplicap placed in Rotomix™. 

8. Restorative material 

expressed by injection.

9. Preparation fi lled carefully from 

bottom up, avoiding air bubbles.

10. Ball burnisher compression.

11. Hardened glass ionomer 

material ready for fi nishing.

12. Large round bur at slow speed 

trims material to margins.

13. Polishing with 3M™ Sof-Lex™ 

Diamond Polishing System.

14. Seven-week post-operative photo.

USE A GLASS IONOMER 
TO FILL AN OCCLUSAL 
CARIES LESION
Why the Ketac™ Universal Aplicap™ Glass 
Ionomer Restorative from 3M™ is an excellent 
choice for pediatric dental procedures. 

[ by Theodore P. Croll, DDS]

 HOW TO
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02STEP The Ketac™ Universal Apli-

cap™ was then placed in the activator. 

The capsule was activated by squeezing 

the handle and applying pressure for 2-4 

seconds to ensure that the acid was fully 

expressed into the glass powder (Fig. 6). 

The acid component chemically “melts” 

the glass powder, creating a mixture that 

hardens and resembles tooth structure.

03STEP The Aplicap was then placed 

into the Rotomix™ Capsule Mixing Unit 

and set for eight seconds (Fig. 7). The 

power unit blends the mixture into a 

putty-like state, ready for injection into 

the cavity preparation (Fig. 8). After the 

Aplicap was placed into the injection 

applicator, the blended Ketac Universal 

was injected slowly, from the depth of 

the preparation to overfi ll (Fig. 9). Care 

is taken to avoid air entrapment during 

injection.

04STEP As soon as injection was com-

pleted, the cement was compressed into 

place with a ball burnisher (Fig. 10). Not 

only is Ketac Universal non-sticky, but it 

also has a working time of 110 seconds.

05STEP Once set, the material was ready 

for fi nishing (Fig. 11). A large round bur 

at slow speed trimmed excess material 

from the margins (Fig. 12). With the rub-

ber dam still in place, polishing was com-

pleted with a 3M™ Sof-Lex™ Diamond 

Polishing System wheel (Fig. 13). 

06STEP After removal of the rubber 

dam, occlusal contacts were evaluated. 

The Ketac Universal restoration is shown 

seven weeks postoperatively (Fig. 14).

Conclusion
Ketac™ Universal Aplicap™ is a remark-

able advancement in direct application 

glass ionomer restorative materials. The 

pre-measured capsule makes for rapid 

mixing and easy delivery. The material 

has exceptionally good handling proper-

ties, excellent biocompatibility, fl uoride 

ions in the glass and a good range of use in 

clinical dentistry. 

Treatment
The 6-year-old patient was told that she had a tooth in the back 

of her mouth that needed a little bit of fi xing. She was extremely 

cooperative and treatment proceeded as follows:

01STEP After appropriate local anesthesia, the tooth was isolated 

with a rubber dam, using the “slit dam” method (Fig. 2). Outline 

form was prepared using a high-speed diamond bur, exposing the 

extent of the caries lesion (Fig. 3). Carious dentin was debrided 

with slow-speed round burs and the cavity preparation was com-

pleted (Figs. 4 and 5).

Time
ismoney.

REF: ERK2-s (Premium Kit)
ER2SK-s (Starter Kit)
ER2-s (with metal ruler)

QUALITY MANUFACTURED IN THE U.S.A.

Reduces the risk
of cross-contamination and 

minimizes the passing of sharps 

between dentist and staff.

Enables the clinician
to directly place, store, measure 

and clean endodontic hand and 

rotary instruments within the 

operating field.

Perform safer
endodontic procedures while 

saving time by reducing patient

chair time.

To order contact your 
dental supply dealer

Order online at
www.jordco.com
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INTERPROXIMAL REDUCTION (IPR) 

involves the selective removal of 

enamel from the contact surfaces 

of teeth, usually incisors. A viable 

alternative to tooth extraction, 

IPR is particularly suitable for 

adult patients undergoing braces 

or aligner therapy. IPR is an indis-

pensable component of successful 

orthodontic treatment, and it has a 

range of indications. These include 

correcting tooth size discrepancies 

in the upper versus the lower arch, 

eliminating crowding, and increas-

ing the stability of orthodontic-

treatment results by lengthening the 

contacts between teeth, especially 

in the lower incisors. The most 

common uses for the procedure are 

to correct a Bolton Discrepancy, to 

help upright teeth, to relieve crowd-

ing and to reshape teeth to close 

black triangles:

r�Bolton Discrepancy: The 

mesiodistal widths of the teeth 

are measured to determine if 

there is a discrepancy between 

the size of maxillary and man-

dibular teeth. Often, small lateral 

incisors, large lower incisors or 

oversized premolars can create 

less than optimal inter-arch rela-

tionships. Small reductions can 

be made to several teeth to bal-

ance these discrepancies, allow-

ing the doctor to achieve a Class 

I canine and molar relationship 

with ideal overjet and overbite.

r�To help upright or “lingualize” 

teeth: Performing IPR on flared 

upper and/or lower incisors, 

followed by closing the resul-

tant space on round wires, can 

improve esthetics and anterior 

coupling.

r�To relieve crowding: IPR can 

aid the alignment of moderate to 

severe crowding by creating extra 

space to move or rotate teeth. 

IPR is also extremely helpful in 

aligner cases.

r�To reshape teeth to close black 

triangles: Fan-shaped teeth that 

are wider at the incisal aspect 

are oftentimes associated with 

“black triangles,” small spaces 

that form between the interden-

tal papilla and the base of the 

contact in incisors, effectively 

ruining an otherwise perfect 

orthodontic finish. Much like 

a carpenter sanding two pieces 

of wood in order to form a tight 

joint, teeth can be reshaped to 

create longer and more esthetic 

contacts.

A variety of options are avail-

able for performing IPR, including 

interproximal strips, IPR strip 

systems (Fig. 1), mosquito burs, 

reciprocating IPR systems (Fig. 

2) and rotary discs (Fig. 3). Some 

methods can be unpredictable, 

time-consuming, uncomfortable 

for the patient and awkward for 

the doctor. Specialized rotary discs 

(used with a slow-speed handpiece) 

offer the fastest and most comfort-

able option. The newly introduced 

DISCtance™ IPR system (Kit 4671) 

from Komet USA (Figs. 4-5) fea-

tures a range of specially designed 

stripping discs that ensure the 

amount of enamel is easily, effi-

ciently and precisely removed (usu-

ally 0.15/0.20/0.30 mm). 

The DISCtance IPR kit contains 

three 0.15-mm-thick, fine-grit IPR 

discs in three coating versions: the 

RS15FV.HP.200 is coated on the 

upper side; the RS15FH.HP.200 

is coated on the underside; and 

the RS15F.HP.200 is coated on 

both sides. The kit also includes 

the medium-grit 0.20-mm-thick 

RS20M.HP.200 and 0.30-mm-

thick RS30M.HP.200 discs, which 

are coated on both sides. Using 

diamond discs with sequentially 

increasing thickness simplifies pre-

cise removal of the required amount 

of enamel. 

Please note: The diamond-grit 

sizes for the DISCtance instruments 

were created based on an optimal 

ratio of the efficiency of substance 

removal and the resultant surface 

polishability of the tooth. Com-

monly used discs are generally 

too coarse for this application, 

often leading to iatrogenic plaque 

accumulation. 

The DISCtance IPR System also 

addresses three issues associated 

with traditional rotary discs: dura-

bility, rigidity and precision. 

r�Durability: The diamond-

coated DISCtance discs keep 

their flat shape longer than tradi-

tional discs. 

r Rigidity: Some traditional discs 

are too flexible, leading to dura-

bility issues, or they are too rigid, 

which can increase ledging and 

decrease control. The DISCtance 

discs are specially designed for 

SIMPLIFY INTERPROXIMAL 
REDUCTION
How Komet USA’s DISCtance™ System offers a new and 
improved option for interproximal reduction procedures.

[ by Kyle Fagala, DDS, MDS ]

Information provided by Komet USA.
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1. An IPR strip system is one option 

available for performing IPR.

2. Reciprocating IPR systems provide 

another option for IPR treatment.

3. Rotary discs can also be 

used for IPR procedures.

4-5. The DISCtance™ IPR system 

(Kit 4671) from Komet USA.

6-7. At the midpoint of treatment, 

the patient presented with spaces 

closed and black triangles visible.

8. Breaking initial contact with a 

medium-grit diamond strip (DS25, 

Komet USA) will ensure that rotary 

diamond discs do not jam.

9. Measure the enamel to be 

removed with a thickness gauge.

10. Cool the area with water and work 

with a disc guard while removing the 

enamel (RS20M.HP.200, Komet USA).

11-12. The fi nal result following 

IPR. Once the spaces are closed, the 

black triangles will be eliminated.

AT A GLANCE

Rotary diamond discs designed for 

interproximal enamel reduction 

Sharp-stripping discs ensure substance is 

effi ciently removed

Optimum speed of 5,000 rpm

DISCtance™ IPR System 

Komet USA LLC

888-566-3887 | kometusa.com

CIRCLE RS #59

optimal control, making them 

neither too fl exible nor too rigid.

r�1SFDJTJPO� Traditional discs only 

come in one thickness, and that 

thickness varies between discs; 

these stand-alone discs do not 

comply with recommended IPR 

specifi cations. The DISCtance 

IPR System includes fi ve different 

discs for superior precision, and 

the thickness of each disc is based 

on frequent specifi cations in 

popular aligner systems.

Case study
The patient is a 30-year-old female 

undergoing aligner therapy for 

mild, generalized spacing. The digi-

tal setup indicated that the patient 

would have black triangles between 

her maxillary and mandibular 

central incisors, so 0.2 mm of IPR 

was planned in both locations. She 

presented at the midpoint of treat-

ment, with spaces closed, and with 

the predicted black triangles visible 

(Figs. 6-7).

 IPR was undertaken to lengthen 

the contacts between these incisors 

and eliminate the black triangles 

once space closure was completed.

01STEP To avoid ledging and for 

best results, always make sure inci-

sors are properly aligned before 

performing IPR.

02STEP Break initial contact with 

a medium-grit diamond strip 

(DS25, Komet USA). This also 

ensures that rotary diamond discs 

do not jam (Fig. 8). 

03STEP Place the 0.15-mm disc 

(RS15FH.HP.200) buccally and 

guide it slowly through the contact 

starting at the occlusal-most aspect. 

Approaching from the buccal will 

help reduce the likelihood of ledging 

the teeth.

04STEP To ensure the removal of 

the appropriate amount of enamel, 

assess and measure the enamel to be 

removed with a thickness gauge 

(Fig. 9). Continue to use the gauge 

throughout the procedure to con-

fi rm the desired amount of inter-

proximal reduction.

05STEP Follow with the diamond 

discs incrementally in ascending 

order of thickness until the 

required amount of enamel has 

been removed. In this case, con-

tinue with the IPR disc RS20M.

HP.200 to achieve the desired sub-

stance removal of 0.2 mm. Note: 

Be sure to cool the area with water 

during use, and work with a disc 

guard (Fig. 10). 

06STEP Once IPR is complete, 

fi nish each contact with an inter-

proximal strip, contour interproxi-

mal and incisal edges as necessary 

with the specially designed mos-

quito bur (8392.FG.016, Komet 

USA), and follow up with fl uoride 

treatment to protect the enamel.

07STEP Figures 11 and 12 exhibit 

the fi nal result. Once contacts are 

closed, black triangles are 

eliminated. 

Conclusion
Mastering the technique of IPR is 

often essential in providing patients 

with the best possible orthodontic 

outcome. While there are several 

methods for performing IPR, rotary 

discs offer the best combination of 

quality, simplicity and effi ciency. 

The new DISCtance IPR System 

offers some key improvements 

above and beyond traditional discs, 

including a stiffer and more resilient 

disc that remains durable over time, 

and the three different thicknesses 

enhance precision and ease of use. 

http://www.dentalproductsreport.com/
https://www.kometusa.com/V2/us/


58  |  DENTALPRODUCTSREPORT.COM  |  October 2017

CLINICAL&TECHNIQUES

1

2

3

4

5

TECHNIQUE     I USE THAT    CLINICAL    TEAM APPROACH        

IMPLANTS ARE A MUCH REQUESTED 

alternative to traditional bridges and 

partials in the dental practice. As 

implants become more sophisticated 

and adaptable to individual dental 

anatomy, dentists have greater oppor-

tunities for serving a wider patient 

base. Many technologies contribute 

to this popularity. The American 

Academy of Implant Dentistry 

(AAID) notes that “advanced, highly 

precise computer-guided dental 

implant surgery has made implant 

procedures faster, highly predicable 

and long-lasting with a success rate of 

97 percent.” For my practice, CBCT 

(i-CAT™) and surgical guides make 

the process even more predictable. 

Case study
When a member of my front offi ce 

staff, Yari, confi ded in me that she 

had a toothache, I took a bitewing 

radiograph (DEXIS™ Platinum) 

and discovered that she had deep 

distal decay on tooth #20. Intraoral 

examination revealed a fracture 

beyond the cervical extent of 

the tooth (Fig. 1). The tooth was 

non-restorable, so she was facing 

extraction and had several choices 

about how to replace that tooth. We 

discussed the possibility of a remov-

able partial denture, a fi xed bridge, 

or an implant. 

Since she worked in the offi ce 

each day, she said that after hear-

ing my discussions with patients 

about cutting down healthy teeth 

and making a three-tooth problem 

instead of a one-tooth problem with 

conventional bridges, she wanted to 

have an implant. 

01STEP To start the process, we 

took an i-CAT CBCT at 16 cm x 11 

cm as a 0.25 voxel size (Fig. 2). I 

chose a full fi eld of view size because 

Yari had some dental issues on the 

lower right-hand side to check as 

well, so I needed to have additional 

information on that area.  

02STEP I extracted the tooth and 

used autogenous platelet-rich fi brin 

(PRF) and bone graft to preserve 

the space. After the extraction, I 

allowed healing time (Fig. 3). 

Approximately four months later, 

we placed the implant. 

03STEP I started with the capture 

of a post-extraction i-CAT CBCT 

scan (Fig. 4), focusing in on the area 

of interest. I reviewed the implant 

site carefully and also used the 

Hounsfi eld tool in Tx STUDIO to 

assess the density of the area, which 

was 662 HU (Fig. 5). 

04STEP Then, I captured an STL 

scan (Fig. 6) using PlanScan (E4D), 

an open source scanner that pro-

duces a vector fi le composed of 

thousands of tiny triangles that 

map out the 3D shape of the 

scanned area. Because i-CAT is 

also an open source, I am able to 

use both of these scans together in 

many third-party planning soft-

ware programs. For this case, I 

used BlueSky Plan® to virtually 

and precisely place the implant 

(Figs. 7 and 8). I decided on the use 

of an OCO Biomedical 4 mm x 12 

mm TSI implant with the guided 

implant kit.  

05STEP When I fi nished my plan-

ning, I packaged up the scan fi les 

and plan and sent them to Digi3D-

works for the fabrication of the sur-

gical guide. The CBCT and STL 

information create very accurate 

data from which the surgical guide 

could be printed by the lab. I had 

the surgical guide back in my offi ce 

in a week. 

06STEP When the guide arrived, 

Yari was working in the offi ce, so 

between her fi ling insurance claims 

for patients and checking in patients, 

she became my “next” appointment. 

During the implant placement, I cap-

tured several intraoral radiographs to 

verify the placement of the implant 

(Fig. 9). Using the guide offered preci-

sion placement. I placed the implant 

PLACE IMPLANTS QUICKLY 
AND PRECISELY USING CBCT
i-CAT imaging and related technologies facilitate 
the implant process from planning to placement.   

[ by Christopher Hoffpauir, DDS ]

 HOW TO

“     While I use many 
implant-related 
technologies 
and products, my 
implant planning 
begins with an 
i-CAT CBCT. It offers 

a detailed perspec-

tive of the dental 
anatomy before 
placing implants...”
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1. Initial bitewing radiograph showing 

extensive caries on distal of tooth #20. 

2. Initial i-CAT scan used for full 

survey and investigation of tooth #20.

3. Implant site after extraction 

and four months of healing. 

4. Limited scan for use to 

investigate site density, plan implant 

and create surgical guide.

5. Hounsfield tool in i-CAT Tx 

STUDIO measured 662 HU.

6. Capture of STL files 

with intraoral scanner.

7. Implant planning in 

BlueSky Plan software. 

8. 3D rendering used to 

create surgical guide.

9. Intra-surgical X-ray with 

directional post. 

10. X-ray of seated restoration; 

implant is in ideal placement.

AT A GLANCE

in 15 minutes, and she went back to 

work. To restore, I covered the screw 

hole with Grandio A2 (VOCO); a 

screw-retained crown (ProEsthetic 

Lab) was placed (Fig. 10).

While I use many implant-

related technologies and products, 

my implant planning begins 

with an i-CAT CBCT. It offers a 

detailed perspective of the dental 

anatomy before placing implants 

such as location of the nerve and 

the condition of the crestal bone. 

On the 3D scan, I can see vital 

bone information through the 

volume and its slices; make sure I 

have 2 mm between the nerve and 

the implant and 2 mm between the 

roots and the implant; measure the 

space the tooth is going to occupy; 

and choose an implant that is 

appropriate for that space so that 

I can achieve a good emergence 

profile. And, better yet, I can 

use the scan information to take 

advantage of CAD/CAM tech-

nologies for more exact placement. 

With CBCT, like Christopher 

Columbus, my world is not flat 

anymore—I have a well-rounded 

3D view that helps me to hone my 

technique for a quick, efficient 

and precise implant placement 

experience.

ABOUT THE AUTHOR

Dr. Christopher Hoffpauir graduated 

magna cum laude from the University 

of Houston Clear Lake with a bachelor’s 

in biology with a focus on molecular and 

cellular studies. He received his DDS from 

the University of Texas School of Dentistry 

in 2012. In 2013, Dr. Hoffpauir opened a 

new startup practice in Alvin, Texas. Dr. 

Hoffpauir utilizes the latest technology to 

offer the best possible patient care, while 

focusing on helping dental-phobic patients 

overcome their fears. He has no financial 

interests in i-CAT.
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C
linicians have no shortage of 

options for types of cement. 

When it comes to choosing a 

product, bond strength to both tooth 

and restoration is a crucial feature 

in their decision process—but not 

the only one. Dentists often find that 

some of the additional features in 

a product can prove as vital as the 

strong bond. 

We asked Dr. Mark Kleive, DDS, 

PA, and his dental assistant, Tara 

Bishop, CDA, about their experience 

with GC America’s G-CEM Link-

Force™ universal dual-cure adhesive 

resin cement and what features of the 

product they appreciate most. 

Dr. Kleive graduated from dental 

school in 1997, making this past sum-

mer his 20th year practicing dentistry. 

For five years, Tara Bishop, CDA has 

been a dental assistant in Dr. Kleive’s 

practice. Between them, they share 

a quarter of a century of experience 

practicing adhesive dentistry. 

With a private practice in Black 

Mountain, North Carolina, Dr. 

Kleive and Bishop have been using 

G-CEM LinkForce for some time on 

all their direct and indirect restora-

tions, including CAD/CAM dentistry 

workflows. They are enthusiastic 

about their results, both for esthetic 

outcomes and material properties. 

What Dr. Mark Kleive, DDS, says 
about GC America’s  
G-CEM LinkForce
The thing that attracted me to 

G-CEM LinkForce is that it is a very 

nice, all-in-one system you can bond 

anything with, whether it be a metal 

crown and bridge, all-ceramic crown 

and bridge, or hybrid-ceramic crown 

and bridge. I use it for cementations of 

all types of ceramics, resins, metals, 

for partial restorations or whole res-

torations, inlays, onlays, and crowns 

and bridges. It really is a one-size-fits-

all type of scenario.

In dentistry, it is common for dental 

practices to have multiple materials 

they are using for different indica-

tions. You end up having all kinds of 

inventory.  Efficiency to me is that I 

don’t have to go hunting for different 

materials in the office. I like to keep 

things as simple as possible. I appreci-

ate having an all-in-one kit because 

it’s easier for me. The workflow is 

simpler when you are not thinking 

about, ‘What bonding agent or what 

adhesive system are we going to use 

for this?’ Maybe it’s just because I am 

getting older, but simplicity is such an 

improvement. 

It is more color stable than other 

products I have used before, and there 

are more shades of cement, so you 

have a little bit more room to alter the 

colors of the final restoration. Also, 

the shades of cement are included in 

try-in paste. A lot of companies don’t 

do that. With G-CEM LinkForce Try-

In Paste™, you can see if the shade of 

cement you are using is the right color 

because cement will show through in 

some of your restorations. So, in other 

words, you can try different shades of 

cement without the adhesive present 

to ensure you match as much as pos-

sible to achieve the proper esthetics of 

a restoration. 

When it comes to the consistency of 

the materials, some materials are really 

sticky before they are cured. The han-

dling properties of this material are 

less sticky, and I like that better than 

other materials I have used before.

I do lots of CAD/CAM dentistry in 

my office. I have found G-CEM Link-

Force is an ideal cement for virtually 

every material. For every milling block 

that CAD/CAM dentists have in their 

office, for all the milling blocks that 

are out there, it works for all of it.

What Tara Bishop, CDA, says 
about GC America’s  
G-CEM LinkForce
I like that the adhesive can be used for 

multiple purposes. It simplifies the pro-

cess because I do not have to find out 

which adhesive to use. I automatically 

know I can use G-CEM LinkForce for 

cementing my veneers and crowns. It’s 

just a smoother process between me, 

as the assistant, and the doctor. 

I place orders for the practice, too, 

so instead of ordering multiple adhe-

sives and cements, I can just order the 

G-CEM LinkForce kit. It simplifies 

ordering tremendously.

I also like the fact that there are 

more try-in shades and more cement 

shades, which include the option of 

opaque or translucent, because every 

patient is different.  If we have those 

options, we can get the best cosmetic 

outcome, and even more so in the 

anterior. 

With G-CEM LinkForce Try-In 

Paste, we can make sure the shade 

looks good. We know exactly what 

it’s going to look like using that shade 

of the cement. And if we don’t like the 

way it looks, we can choose a differ-

ent shade. The system we were using 

before just had one tube of try-in paste.

When we cement the crown with 

G-CEM LinkForce, the excess cement 

is so much easier to clean off than a 

different type of cement, so you are 

actually saving time. Overall, it sim-

plifies many things. 

How this universal adhesive from GC America streamlines 
adhesive dentistry in a busy practice. [ compiled by Terri Lively ]

I Use That:  
G-CEM LinkForce™ 

G-CEM LinkForce™ 
G-CEM LinkForce™ is a universal, dual-

cure adhesive resin cement offering 

secured adhesion with one system. It is 

indicated for cementation of all types of 

all-ceramic, lithium disilicates, and resin- 

and metal-based indirect restorations. 

With exceptional color stability, G-CEM 

LinkForce comes with four shades in 

both the cement and try-in paste.

GC America

800-323-7063  |  gcamerica.com
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M
ore and more, dentists are 

becoming the fi rst line of 

defense for patients with 

sleep problems, and a new portable 

device from Whip Mix is helping doc-

tors identify those issues.

Dr. Andrew Cobb, DDS, is a 

general dentist in Washington, D.C., 

and director of core curriculum at 

The Dawson Academy. He says the 

Nox T3 device makes spotting sleep 

problems easier than ever.

“We have our own protocol for 

the things we do and check for when 

we do a complete comprehensive 

patient exam,” Dr. Cobb says. “A 

couple other things that we check for, 

besides bacterial stuff, functional 

and esthetic things, is we also do a 

screening for the airway. There are 

a couple of issues we check as we do 

our exam, and if it comes out that you 

have some red fl ags, and if it seems 

like there could be an airway issue, 

then we generally refer the patient to 

their primary care physician and go 

through the sleep airway evaluation 

and get a polysomnogram.”

But Dr. Cobb says that isn’t always 

the ideal way to proceed. The Nox T3 

ameliorates some of the issues.

“Not everybody wants to do that,” 

he says. “So, it’s super helpful for 

those patients if you can do the home 

monitor without them having to go 

through that whole network (back to 

their primary care physician and do 

a polysomnogram). It’s more expen-

sive, they have to go to a center, and so 

forth. With this, you can show them 

in fi ve minutes how to use it in your 

offi ce; they take it home, they sleep 

and they bring it back to you. 

“The advantage to this is that we 

get to uplink it. We get a sleep doc-

tor to look at it, then we get a report 

back and the diagnosis, much like I 

get from a radiologist. And if it ends 

up that everything is OK, wonderful, 

we’ve screened for it, and now we can 

continue with the dental stuff. If it 

ends up that there is a sleep issue, we 

can then forward it to their medical 

team and they can take it from there.”

Dr. Cobb says he was attracted to 

the comprehensive amount of data 

that the Nox T3 collects.

“It checks for a lot of the major 

things that we’re looking for,” he 

says. “It’s not just a pulse oximeter. It 

checks for some of the top eight things 

that you’re looking for, and then also, 

for us, it has that lead to the masseter, 

so you can also monitor clenching or 

bruxing. It’s easy to use and easy to 

teach patients how to use.”

Once the data has been recorded, 

the information is transmitted to 

Whip Mix, who then sends it to a 

certifi ed sleep specialist for analysis.

“It’s very easy then to uplink this 

and get the report back by certifi ed 

sleep doctors, because we can’t make 

a diagnosis,” Dr. Cobb says. “They 

have their own team, so it’s super 

simple. When the device comes back, 

we download it onto the computer. I 

can certainly look at the information 

and, intellectually, I’m curious about 

it. But it’s just an uplink to them and 

they have their sleep doctors look 

at it, and a few days later you get a 

report back.”

While dentists can’t diagnose sleep 

problems, they tend to be the fi rst 

ones to notice such issues.  

“I wasn’t originally interested 

in doing a lot of home monitoring 

myself,” Dr. Cobb observes. “But 

as airway and airway obstruction 

become a much more common 

thing that we have to check with our 

patients, once you start looking for it, 

you’re going to fi nd a lot of patients 

who may have an issue.”

Dr. Cobb believes that screening for 

sleep issues is going to become a more 

integral part of examinations, mean-

ing doctors will need the right tools. 

“This is something that you have 

to start screening for,” Dr. Cobb says. 

“I think it’s going to be part of your 

complete examination. What I’ve 

found is the minute you start looking, 

you’re going to fi nd patients that have 

a potential issue, and you’ll be faced 

with the same decision: Where do you 

go from there? This isn’t, necessarily, 

about turning all of our practices 

into sleep dentistry, although if that’s 

where somebody wants to go, I think 

there’s certainly an avenue for that. 

It’s our responsibility to be able to 

screen, and this is just a very nice 

screening tool that we can do in our 

offi ce, especially for those patients 

that we’re just not quite sure of.” 

Why one doctor prefers recommending this home monitoring 
system to detect airway and sleep issues.  [ compiled by Robert Elsenpeter ]
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portable sleep monitor

Nox T3
The Nox T3 is a complete home monitor-

ing system for diagnosing bruxism and 

airway issues for patients. The easy-to-

use system is engineered to measure 

14 different channels. The dual arch 

transitional oral appliance is designed to 

protect the teeth, stabilize the mandible, 

reduce bruxism and maintain the airway.
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N
eck pain is the most prevalent 

musculoskeletal complaint 

among dentists. The inter-

ventions are numerous, and it can 

be a daunting task to fi gure out 

exactly where to start. Try these 

fi ve strategies to put yourself on the 

road to wellness.

1. Good declination angle 
Since bending the neck forward 

greater than 20 degrees while work-

ing is signifi cantly associated with 

neck pain, loupes with an excellent 

declination angle are your fi rst and 

foremost ergonomic safeguard 

against neck pain. I have found only 

one style of loupe that consistently 

keeps all operators within this safe 

head posture. This style is a verti-

cally adjustable fl ip-up loupe, which 

provides a very steep declination 

angle (Fig. 1). 

When properly adjusted and posi-

tioned low in relation to the pupil, 

this loupe easily enables dentists to 

work with less than 20 degrees of 

neck fl exion. Weight is no longer an 

issue with fl ip-ups, as there are ultra-

lightweight fl ip-up loupes on the 

market today that rival the weight 

of through-the-lens loupes. For a 

list of recommended fl ip-up loupes, 

please visit posturedontics.com/

equipment-recommendations. 

2. Postural correction exercise 
Rounded shoulders (slouching 

posture) can exacerbate neck pain. 

The position of the shoulders in 

this forward position places great 

strain on the trapezius muscle, which 

attaches to the cervical vertebrae. 

This exercise retrains the shoulder 

girdle muscles to develop healthy, 

neutral shoulder posture that will 

reduce neck strain. It can easily be 

performed chairside with gloves on 

(Figs. 2a, 2b and 2c). 

3. Support the cervical curve 
The natural curve of your neck is 

constantly pulled into a fl attened 

position during the delivery of den-

tal care. The loss of this curvature 

can result in a myriad of musculo-

skeletal problems, and to restore the 

cervical curve, you will likely need 

the help of a licensed healthcare 

practitioner. Therefore, it makes 

sense to do everything you can to 

prevent fl attening by supporting 

and reinforcing your cervical curve.

Use of a neck support cushion at 

night will greatly aid in preserving 

your natural cervical curve. These 

come in a variety of shapes and 

sizes. Contoured memory foam pil-

lows will support side-sleeping and 

back-sleeping postures, but discour-

age stomach sleeping, which is the 

worst position for the health of your 

neck. Another method to support 

the cervical curve is by inserting 

a round, cylindrical cervical roll 

into your pillowcase (Fig. 3). When 

considering pillow type, studies 

show that buckwheat hull pillows 

may be the best for chronic neck 

pain, while feather pillows should 

be discouraged.

4. Use arm support
Simply the weight of the arms hang-

ing dependently at your sides can be 

enough to set off neck pain for some 

dentists. In consultations, I perform 

a test to determine if, indeed, arm-

rests would be benefi cial. Armrests 

also provide a constant reminder 

where neutral, relaxed shoulder 

posture is. This is helpful, since 

many dentists operate with their 

arms lifted away from their sides 

without realizing it. Many operator 

stools can be retrofi tted with arm-

rests. Contact your manufacturer to 

inquire if this may be a possibility. 

5. Self-treat your trigger points
Studies show that the upper trape-

zius muscles are the most responsive 

muscles in the human body to emo-

tional stress. Managing your stress 

response can prevent accumulation 

5 WAYS TO
COUNTERACT NECK PAIN
Neck pain is a common problem plaguing dental 
professionals, but taking these fi ve steps can help. 

[ by Dr. Bethany Valachi, PT, DPT, MS, CEAS ]

CLINICAL:ERGONOMICS

 Flip-up loupes with steep 

declination angle (Fig. 1).
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of tension in the upper trapezius 

muscles that results in neck pain.

You can also self-treat these painful 

trigger points yourself using a trigger 

point tool (Fig. 4). A treatment pro-

tocol that research shows to be most 

effective includes moist heat, trigger 

point treatment and stretching. For 

more information on this highly effec-

tive treatment technique, please visit 

http://bit.ly/TreatTriggerPoints. ●

Dr. Valachi’s doctorate research 

focused on neck pain in dental pro-

fessionals. For information on the 

two most effective therapies to per-

manently resolve neck pain, please 

e-mail info@posturedontics.com. 

ABOUT THE AUTHOR

Dr. Bethany Valachi, PT, DPT, MS, CEAS 

is Ergonomics Editor for Dental Products 

Report. She is author of the book, “Practice 

Dentistry Pain-Free” and clinical instructor 

of ergonomics at OHSU School of Dentistry 

in Portland, Oregon. A doctor of physical 

therapy who has helped thousands of dental 

professionals prevent pain and extend their 

careers, she is recognized internationally 

as an expert in dental ergonomics, and 

has provided over 700 lectures worldwide. 

She has published more than 50 articles 

in peer-reviewed dental journals and offers 

additional dental ergonomic resources on 

her website at posturedontics.com.  Using a neck cushion at night 

will greatly aid in preserving your 

natural cervical curve (Fig. 3).

 Postural correction exercise: Sit tall, lift the chest toward the ceiling and maintain 

ear-over-shoulder posture throughout the exercise. Begin with arms at sides, palms 

forward, and fingers pointing up (Fig. 2a). Slowly raise the arms and when the elbows 

get to shoulder height, begin to squeeze the shoulder blades down and together (Fig. 

2b). Continue to raise the arms up and outward in a “V” shape, still squeezing shoulder 

blades down and together, till arms are fully extended (Fig. 2c). Repeat 3-5 times.

2a 2b 2c

3

 You can self-treat painful trigger points 

yourself using a trigger point tool (Fig. 4).

4
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AS MANY OF YOU KNOW,  every Febru-

ary during the Midwinter Meeting in 

Chicago, a panel of dental technol-

ogy experts convenes to discuss and 

vote on what we consider to be the 

industry’s Best of Class in a host of 

categories.

We spend the prior couple of 

days scouring the exhibit fl oor for 

anything new and exciting as well 

as pooling our collective knowledge 

and experiences with products over 

the last year. Late on Friday evening 

we sit down to discuss what we’ve 

seen and experienced since the last 

time we’ve met. This meeting usually 

doesn’t let out until very late or very 

early (depending on your own sleep 

schedule). Let’s just say it’s way past 

the Technology Evangelist’s bedtime.

However, every year the meeting 

is a great time. We really get into the 

nitty gritty of different products and 

devices, while sometimes challeng-

ing each other on why we believe that 

one product may be more deserving 

than another. Because of that, you 

can be assured that the Cellarant 

Best of Class awards are defi nitely 

awarded to products and devices 

that we truly feel are the best of the 

best.

This month I’d like to give you an 

insight into some of the products that 

really revved my engine this year.

Ultradent VALO Platform 
The VALO curing light family is 

a fi ve-time winner that has been 

around for the past several years. 

The fi rst year on the market, the 

VALO was a game changer. How-

ever, one of the things I love about 

Ultradent is that the company never 

ceases to innovate. Over the time 

the VALO family has been on the 

market, Ultradent has continued to 

innovate and improve the product. 

The latest member of the VALO 

family is the VALO Grand.

The VALO Grand (as its name 

implies) is larger than its older sib-

lings. The size of the curing head is 

107mm2, which allows for full cover-

age of any molar occlusal surface. 

This eliminates the need for as many 

curing cycles, which makes treat-

ment quicker and allows the tooth to 

be exposed to not as much heat.

All of the VALO lights are made 

out of rugged aluminum and are 

built to be durable. If you are in the 

market for a new curing device, put 

VALO on your list.

Bien-Air TORNADO
I love companies that take existing 

technologies, especially ones that 

have existed for a long time, and are 

bright enough to make signifi cant 

improvements to the technology. The 

smart folks at Bien-Air make some 

incredible products. Their latest is 

the TORNADO handpiece.

The TORNADO is an air-driven 

handpiece that shows some amazing 

improvements over other devices 

in the category. It can produce 30 

watts of sustained power that allows 

the operator to work smoothly and 

precisely.

As anyone in our proud profes-

sion knows, patients absolutely 

delight in the sound of the dental 

handpiece. OK, that’s not true, but 

I wanted to make sure you were still 

paying attention. Due to the fact that 

patients really dislike the sound of 

the high speed, anything we can do 

to help decrease the noise is always 

greatly appreciated. The TOR-

NADO has the lowest decibel level 

(55) of any air-driven handpiece on 

the market, and that helps decrease 

patient anxiety.

The device also has an impressive 

chuck system call the Accu-chuck 

PreciPlus™. This chuck is remark-

ably effi cient and decreases vibration 

substantially. This means less vibra-

tion is felt by the patient, while also 

allowing the operator to have more 

precision during preparation.

Shofu EyeSpecial C-II 
Those of you who are regular read-

ers of my columns know that I am a 

huge fan of using anything we can 

to visually share and discuss with 

patients.

Intraoral cameras are a great asset, 

but you can only do so much with a 

device that is more or less designed to 

show a tooth or two. Because of that, 

it’s a great adjunct to have a camera 

that allows you to take full face 

and full smile photographs. Now, 

Examining some of the award-winning products that 
stood out to the Technology Evangelist. [ by Dr. John Flucke ]

Inside 2017’s award-
winning technology
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the problem with that becomes that 

many of those types of cameras are 

extremely diffi cult to use and require 

a steep learning curve.

For the above reasons, that’s why I 

love the Shofu EyeSpecial C-II (which 

is a three-time Best of Class winner). 

The people at Shofu have created an 

incredibly easy-to-use camera that 

also provides incredibly beautiful 

shots. The EyeSpecial was designed 

strictly with the idea of dentistry 

in mind. It is water and chemical 

resistant, so it can be wiped down 

between patients and touched while 

wearing gloves (which is something 

you really cannot do with any other 

extraoral camera).

It has a fast autofocus and anti-

shake mode, which helps produce 

really great pictures. The device also 

has a large and bright LCD on the 

back. Even better is that the screen 

is a touchscreen. That allows you to 

switch between photo modes (such 

as bleaching) and seven other built-in 

modes.

If you are looking for a camera that 

is easy to use by anyone in your offi ce 

and will provide stunning photos, 

you defi nitely need to give the Eye-

Special C-II a look.

Ultradent Gemini Laser
I have been using lasers for about 20 

years now. I have embraced them to 

the point that it is a very rare day in 

my offi ce that a laser of some type is 

not used. Because of that, I’ve seen 

and used a lot of different types, 

styles and designs.

I’m not usually overly impressed 

with a new laser, but this year I was 

blown away by the arrival of the 

Gemini from Ultradent. This highly 

esthetic device has two wavelengths, 

810 and 980 nanometers. The most 

amazing and forward-thinking part 

of the Gemini is that it has the abil-

ity to use both of these wavelengths 

simultaneously. This allows the user 

to work with the benefi ts of both 

wavelengths, and this is defi nitely one 

of the reasons that the Gemini is a 

Best of Class winner, in my opinion. 

The device is also by far and away 

the most impressively esthetic  laser I 

have ever had the pleasure to lay eyes 

on. When you consider the combina-

tion of amazing science and beauty, 

that makes the Gemini Laser a stan-

dard against which other devices in 

the category are measured.

Wrapping up
This year, the Cellerant Best of Class 

voting resulted in 20 winners from 

many areas of our profession. My 

attempt here was to give you an idea 

of what I consider when I’m looking 

at the products. You’ll be seeing more 

about the winners as 2017 progresses, 

so make sure to keep your eyes open 

for more information on the winners. 

However, you can rest assured that 

the winners listed above were defi -

nitely things that made me sit up and 

take notice. 
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“     Because of 
[the rigorous pro-
cess], you can be 
assured that the 
Cellerant Best of 
Class awards are 
defi nitely awarded 
to products and 
devices that we 
truly feel are the 
best of the best.”
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W
hether you are upgrading 

your present vendor’s 

software or purchasing a 

new software system, chances are your 

implementation and training will not 

go as smoothly as you would have liked. 

And why do these bad implementations 

occur time and time again? Is it the fault 

of your software vendor? … Yes. Is it 

your fault? … Yes. Point is, there is not 

one party to blame as usually both sides 

fall short in the implementation game.

The good news is that after hav-

ing provided oversight on numerous 

implementations of group practice 

software systems over the years, I can 

assure you that if you take control of 

the process, hold the vendor account-

able for their work, and commit to 

addressing your responsibilities during 

implementation and training, you 

can be successful, avoid interruption 

in your practice and keep your staff 

happy during this process.

Using your contract as an 
implementation hammer
Too many times dentists and offi ce 

managers don’t realize that if they 

address implementation and training 

in their software contract, they can at 

least set up some basic rules that hold 

their vendor accountable later. This 

also puts the vendor on notice that they 

need to meet their commitments. When 

I negotiate software contracts, I always 

make a point of discussing the vendor’s 

commitments and then making sure 

these are documented in the contract. 

Some major areas to address are:

1) When will the project start after 

the contract is signed?

2) Will there be a detailed project 

plan that lays out an implementation 

and training roadmap?

3) Are there penalties if the 

vendor doesn’t meet their project 

commitments?

4) Will there be a commitment 

to hold regular status and triage 

meetings?

5) Do you have a right to replace the 

vendor project manager if needed?

There are additional implementa-

tion and training project related items 

you can address in the contract, but 

these are a good start and worthy of 

conversation during your contract 

negotiations.

How can you help?
Over the years, I’ve received numerous 

calls from practices that had failed 

software implementation and training 

efforts and wanted to know what I 

could do to help. I wish they had asked 

for assistance before the implementa-

tion, but no sense looking back. The 

fi rst thing I typically do in this situa-

tion is to bring the vendor and practice 

together to discuss the project, what 

went wrong and what could have been 

done better. When I do this little post-

mortem exercise, practices are often 

surprised that it wasn’t just the vendor 

that caused issues, but that there was a 

lack of engagement from the practice 

that also caused the implementation to 

go south. 

There is a tendency (especially from 

clinical staff because of their patient 

workload) to pull away a bit from the 

process once the system is purchased. 

But the implementation and train-

ing is where a lot of the heavy lifting 

begins and, especially in the case of a 

dental EHR system that is fl exible and 

customizable, the vendor needs direc-

tion from the practice staff during the 

project. Absence of this direction and 

input will give you a system that might 

not meet your expectations. As a start, 

the most important thing you can do is 

assign a person from your practice to 

be a project manager for the practice 

during the implementation and work 

closely with your vendor project 

manager. 

How do you hold your vendor 
accountable?
As discussed earlier, salespeople are 

infamous for assurances of a smooth 

and relatively seamless implementa-

tion and training when asked during 

the sales process. But unless you hold 

your software vendor accountable for 

their role, you can only blame yourself 

when it doesn’t go as planned. Holding 

your vendor accountable and making 

them live up to their commitments can 

pay off big time when it comes to a suc-

cessful implementation and training.

The most successful implementa-

tions I have been part of were ones 

where I took as much control and over-

sight of the project as the vendor using 

the following processes and steps:

1) Worked with the vendor during 

project planning for the implementa-

tion to make sure that needs and time-

lines were being met.

2) Held regularly scheduled status 

meetings with the vendor to make sure 

that things are on track.

3) Audit vendor service hours and 

billing for accuracy. To reinforce this 

point, I once saved a large group over 

$200,000 by catching errors in the 

vendor’s implementation and training 

charges.

4) Report vendor issues on a timely 

basis. Also, when there were issues, I 

demanded a plan and timeframe for 

resolution.

5) Escalate issues to vendor higher-

level management if necessary.

Finally, let your vendor know that if 

they have any issues with you or your 

staff not doing what is expected during 

the implementation, they need to make 

you aware of this. As you can imagine, 

vendors are very hesitant to call out 

their clients, but it is critical that they 

feel comfortable making you aware of 

issues coming from the practice side. 

Implementation and training as a 
partnership
Implementation and training is not 

a one-way street and the better the 

partnership is with your vendor during 

this stressful time, the more successful 

the outcome will be. Issues can come 

from both the group and the vendor, 

but a timely recognition of these issues, 

along with the willingness to work 

together to resolve them will go a long 

way in ensuring that your implementa-

tion and training goes smoothly. 
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Implementation and training oftentimes don’t go as 
planned ... but there are ways to make it simpler. [ by Mike Uretz ]

Taking charge 
of your software 
implementation
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O
ver the past few years, we’ve 

examined many of the HIPAA 

laws, looking specifi cally at 

some of the most egregious types 

of mistakes that dentists make, and 

what not to do. Of course, having a 

plan in place before you do anything 

is far better than waiting for disaster 

to strike and hoping you can recover 

from it in one piece!

The best analogy I can give is the 

new patient who shows up at your 

offi ce. You’re not going to start treat-

ing the patient the moment he or she 

shows up. You can’t treatment plan 

until you diagnose. You’re likely 

going to take any needed radiographs, 

do perio probing, restorative chart-

ing, intraoral and extraoral exams, 

cancer screening, etc. And, based on 

that evaluation, you will put together 

a treatment plan, and then start the 

treatment with the patient.

HIPAA compliance is pretty much 

handled the same way. You can’t 

really start to handle HIPAA viola-

tions in your practice until you’ve at 

least done a thorough evaluation of 

where you stand. HIPAA refers to this 

as a risk assessment.

What is a risk assessment and 

why is it important? HIPAA section 

164.308(a)(1)(ii)(A) is quite clear, and 

it states, “Conduct an accurate and 

thorough assessment of the potential 

risks and vulnerabilities to the confi -

dentiality, integrity and availability 

of electronic protected health infor-

mation held by the covered entity or 

business associate.” This is a required 

section; you must do this. Another 

section, 164.316(b)(2)(iii), says you 

must update it periodically.

The challenge, as is true for much 

of HIPAA, is that it doesn’t really 

give you a whole lot of guidance. The 

only formal publication I know that 

addresses this is NIST Publication 

800-30, Guide to Conducting Risk 

Assessments. Forget for a second that 

NIST only offi cially applies to federal 

facilities, as many in the IT world 

consider it be the de facto standard. 

It’s a 95-page document that honestly 

will put you to sleep faster than any 

sleeping pills!

In my experience, a proper risk 

assessment should include at the very 

least:

1. A site survey of the physical 

layout of the practice, looking at the 

locations and security of the comput-

ers, alarm systems, windows and 

doors, locks, etc.

2. A comprehensive evaluation of 

the IT systems, looking at security 

holes, patching of the software, 

fi rewalls, anti-malware software, 

password policies, screen savers and 

many others.

3. An external vulnerability scan. 

Basically, someone should try to hack 

into your network to see if you are 

able to keep the bad guys out.

Once the risk assessment is com-

pleted, you should then develop a 

HIPAA management plan. This is the 

“treatment plan” we discussed ear-

lier, the actual nuts and bolts of what 

steps you need to take and what order 

to take them in to get the practice 

more compliant.

It’s impossible to get 100-percent 

HIPAA compliant, as there are 600 

or so pages of rules and regulations. 

However, being audited without 

having a risk assessment and HIPAA 

management plan is the best way to 

incur thousands of dollars in fi nes 

and penalties. You need to be pre-

pared. In almost all cases, this is not 

something you should tackle yourself; 

you simply don’t have the knowledge 

and training to do a proper job. Talk 

with your IT people, or feel free to 

contact me directly if you want some 

assistance on this. 
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Being 100-percent HIPAA compliant may be impossible, 
but risk assessment and management plans can 
save you from hefty violation fi nes. [ by Dr. Lorne Lavine ]

How to evaluate 
HIPAA compliance
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DEXIS

dexis.com

888-883-3947

CIRCLE RS #89

ARE YOU READY 
TO APPLY THIS 
TECHNOLOGY IN 
YOUR PRACTICE?

The intraoral camera is designed to yield 
remarkably clear and focused images. 

[ compiled by Kristen Mott ]

Integrating the 
DEXcam™ 4 HD into 
your practice

The DEXcam™ 4 HD intraoral 

camera is designed to help clinicians 

create and keep a clear history of 

improvement or decline of a patient’s 

oral health over time for both 

dental and medical purposes. The 

intraoral camera is engineered to 

yield remarkably clear and focused 

images in real-time that are crucial 

for diagnosis and fully documenting 

patients’ overall oral health. 

The high-defi nition, highly 

detailed photos remain clear even 

when enlarged and can help to 

increase patients’ understanding of 

clinical fi ndings and support treat-

ment recommendations. DEXIS 

makes it easy to share images with 

colleagues by offering a choice of 

formats that can be sent directly 

from each patient’s record.

DURABLE: The DEXcam 4 HD is 

designed to feel solid and balanced in 

clinicians’ hands. The anodized alu-

minum housing has a high-quality, 

professional esthetic and adds a 

degree of durability. 

PRECISE: The latest advanced 

1.3-million-pixel CMOS sensor 

delivers high-resolution images. The 

precision 7-element glass optical lens 

is designed to produce exceptional 

image quality and helps prevent 

image distortion. 

FLEXIBLE: Capture buttons are 

located on both sides of the camera 

to accommodate both right- and 

left-handers. The buttons are highly 

sensitive and easy to trigger.

PORTABLE: The USB connection 

makes the DEXcam 4 HD a highly 

portable, plug-n-play camera. A 

reliable, industrial-grade connector 

offers quick disconnect/reconnect 

functionality. 

Information provided by DEXIS
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E
ach month, Dr. Lou Shuman con-

sults with a dental digital market-

ing specialist to discuss the latest 

developments in website optimization, 

SEO strategies, social media trends, 

online reputation management, mar-

keting and more. This month, Dr. Shu-

man sat down with Paul Intlekofer, JD, 

MBA, CEO of MMG Fusion to talk 

about his latest innovative technology 

game-changer ChairFill and how it can 

grow practice production through an 

ingenious, turnkey software program.

What motivated you to create a 
product like ChairFill?
The founding partners of MMG Fusion 

have been working in and around the 

dental industry for years. Our products 

and services have all been developed 

with a “by dentists, for dentists” mind-

set. We saw that our individual tools 

and services were helping dentists to 

manage, market and grow their prac-

tices as intended, but had the potential 

to do so much more. We also knew 

that our intelligent software mindset 

and our focus on automation gave us a 

unique view of problems in the dental 

space and how to solve them. 

After evaluating the marketplace 

and speaking with many of the top 

KOLs, we saw that a practitioner’s 

focus after providing quality care was 

on keeping their chairs fi lled with 

the right kind of patients. And they 

wanted to do this while spending only 

a reasonable amount of money and 

staff time on marketing, branding 

and patient reactivation. 

We applied our unique technology 

and mindset to what we saw as the 

largest problem facing practitioners, 

and ChairFill was born. 

What is MMG ChairFill?
MMG ChairFill is a personalized 

marketing software system with a 

brain. Thinking and running all the 

time in the background, ChairFill will 

automatically grow a patient base and 

achieve practice production goals by:

• Monitoring available chair time 

to fi ll in the right kind of patients at 

the right time

• Selectively mining an existing 

patient base for the most profi table 

patients and proactively fi lling a 

schedule in advance

• Detecting last minute cancella-

tions and fi lling those openings 

• Automatically running your 

highest ROI “smart” marketing cam-

paigns to continuously acquire new 

patients 

• Building a positive brand pres-

ence, reputation and image for the 

dentist’s practice.  

What makes ChairFill unique?
ChairFill does not just seek to fi ll in 

cancellations, but it is proactively 

using our other tools to fi ll out the 

dentist’s schedule with new patients 

and existing patients. The software is 

constantly analyzing, recommending 

and executing marketing campaigns 

as well as mining patient records. 

ChairFill is customizable to be able to 

achieve specifi c goals. A dentist can set 

specifi c goals such as to target highest 

margin patients. 

ChairFill also provides unique 

methods to be able to communicate 

with prospective patients: voice, text 

and even recorded video of the practi-

tioner or staff. Additionally, ChairFill 

provides dental-specifi c incentives to 

increase/ensure the practice is achiev-

ing their goals.

Does ChairFill address brand 
management?
ChairFill manages all social media 

properties, directories, ratings and 

reviews smartly to ensure the prac-

tice enjoys a positive and wide online 

presence; is highly ranked across 70 

directories; and is getting the best 

reviews and ratings across the inter-

net. Negative reviews are addressed 

as well. 

For more information on ChairFill, 

please go to mmgfusion.com. 
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How ChairFill mines your patient records to fi ll your 
schedule with the most profi table patients.
[ curated by Dr. Lou Shuman with Paul Intlekofer, JD, MBA, CEO of MMG Fusion ]

Automating practice 
growth with 
machine learning
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Citanest® Forte Dental
(prilocaine and epinephrine injection, USP) 4% Injection  

with epinephrine 1:200,000

4% Citanest Plain Dental
(prilocaine hydrochloride injection, USP)

BRIEF SUMMARY. 
[See Package Insert For Full Prescribing Information]

USE

Citanest® Forte Dental and 4% Citanest Plain Dental are 

indicated for the production of local anesthesia in dentistry 

by nerve block or infiltration techniques.

CONTRAINDICATIONS

Prilocaine is contraindicated in patients with known history 

of hypersensitivity to amide type local anesthetics and in 

patients with congenital or idiopathic methemoglobinemia.

WARNINGS

PRACTITIONERS WHO USE LOCAL ANESTHETICS SHOULD 

BE WELL VERSED IN DIAGNOSIS AND MANAGEMENT 

OF EMERGENCIES THAT MAY ARISE FROM THEIR USE. 

RESUSCITATIVE EQUIPMENT, OXYGEN AND OTHER 

RESUSCITATIVE DRUGS SHOULD BE AVAILABLE FOR 

IMMEDIATE USE. To minimize the likelihood of intravascular 

injection, aspiration should be performed before the local 

anesthetic is injected. If blood is aspirated, the needle must 

be repositioned until no blood can be elicited by aspiration. 

The absence of blood in the syringe does not assure that 

intravascular injection will be avoided.

Citanest Forte Dental Injection contains sodium 

metabisulfite, a sulfite that may cause allergic-type 

reactions including anaphylactic symptoms and life-

threatening asthmatic episodes. The overall presence of 

sulfite sensitivity in the general population is unknown and 

probably low. Sulfite sensitivity is seen more frequently in 

asthmatic than in nonasthmatic people.

Methemoglobinemia: Prilocaine has been associated 

with methemoglobinemia. Very young patients, patients 

with congenital or idiopathic methemoglobinemia, or 

patients with glucose-6-phosphate deficiencies are 

more susceptible. Patients taking drugs associated with 

methemoglobinemia (e.g., sulfonamides, acetaminophen, 

acetanilid, aniline dyes, benzocaine, chloroquine, 

dapsone, naphthalene, nitrates and nitrites, nitrofurantoin, 

nitroglycerin, nitroprusside, pamaquine, para-aminosalicylic 

acid, phenacetin, phenobarbital, phenytoin, primaquine and 

quinine) are at greater risk.

PRECAUTIONS

General: Prilocaine’s safety and effectiveness depend on 

proper dosage, correct technique, adequate precautions, 

and readiness for emergencies. Resuscitative equipment, 

oxygen, and other resuscitative drugs should be available 

for immediate use (see WARNINGS). The lowest dosage 

that results in effective anesthesia should be used to avoid 

high plasma levels and serious adverse effects. Repeated 

doses of prilocaine may cause significant increases in 

blood levels with each repeated dose because of slow 

accumulation of the drug or its metabolites. Tolerance to 

elevated blood levels varies with the status of the patient. 

Patients that are debilitated, elderly, acutely ill, and children 

should be given reduced doses commensurate with age and 

physical status. Prilocaine should be used with caution in 

those with severe shock or heart block.

Local anesthetic injections containing a vasoconstrictor 

should be used cautiously in areas of the body supplied 

by end arteries or having otherwise compromised blood 

supply. Patients with peripheral vascular disease and those 

with hypertensive vascular disease may exhibit exaggerated 

vasoconstrictor response. Ischemic injury or necrosis may 

result. Preparations containing a vasoconstrictor (Citanest® 

Forte Dental) should be used with caution during or after 

administration of potent general anesthetics, since cardiac 

arrhythmias may occur.

Cardiovascular and respiratory (adequacy of ventilation) 

vital signs and the patient’s state of consciousness 

should be monitored after each local anesthetic injection. 

Restlessness, anxiety, tinnitus, dizziness, blurred vision, 

tremors, depression or drowsiness should alert the 

practitioner to the possibility of central nervous system 

toxicity. Signs and symptoms of depressed cardiovascular 

function may result from a vasovagal reaction; particularly 

if the patient is in an upright position (see ADVERSE 

REACTIONS, Cardiovascular System).

Since amide-type local anesthetics are metabolized by the 

liver, prilocaine should be used with caution in patients 

with hepatic disease. Patients with severe hepatic disease, 

because of their inability to metabolize local anesthetics 

normally, are at greater risk of developing toxic plasma 

concentrations. Prilocaine should be used with caution in 

patients with impaired cardiovascular function since they 

may be less able to compensate for functional changes 

associated with the prolongation of A-V conduction 

produced by these drugs.

Many drugs used during the conduct of anesthesia 

are potential triggering agents for familial malignant 

hyperthermia. Since it is not known whether amide-type 

local anesthetics may trigger this reaction and since the 

need for supplemental anesthesia cannot be predicted 

in advance, it is suggested that a standard protocol for 

the management of malignant hyperthermia should 

be available. Early unexplained signs of tachycardia, 

tachypnea, labile blood pressure and metabolic acidosis 

may precede temperature elevation. Outcome success is 

dependent on early diagnosis, prompt discontinuance of 

the suspect triggering agent(s) and institution of treatment, 

including oxygen therapy, indicated supportive measures 

and dantrolene (consult dantrolene sodium intravenous 

package insert before using).

Prilocaine should be used with caution in patients with known 

drug sensitivities. Patients allergic to para-aminobenzoic 

acid derivatives (procaine, tetracaine, benzocaine, etc.) 

have not shown cross sensitivity to prilocaine.

Use in the Head and Neck Area: Small doses of local 

anesthetics injected into the head and neck area, including 

retrobulbar, dental and stellate ganglion blocks, may 

produce adverse reactions similar to systemic toxicity 

seen with unintentional intravascular injections of larger 

doses. Confusion, convulsions, respiratory depression and/

or respiratory arrest, and cardiovascular stimulation or 

depression have been reported. These reactions may be 

due to intra-arterial injection of the local anesthetic with 

retrograde flow to the cerebral circulation. Patients receiving 

these blocks should have their circulation and respiration 

monitored and be constantly observed. Personnel for 

treating adverse reactions should be immediately available. 

Dosage recommendations should not be exceeded (see 

DOSAGE AND ADMINISTRATION in package insert).

Information for Patients: The patient should be informed 

of the possibility of temporary loss of sensation and 

muscle function after infiltration or nerve block injections. 

The patient should be advised to exert caution to avoid 

inadvertent trauma to the lips, tongue, cheek mucosae or 

soft palate when these structures are anesthetized. The 

ingestion of food should therefore be postponed until 

normal function returns. The patient should be advised 

to consult the dentist if anesthesia persists, or if a rash 

develops.

Clinically Significant Drug Interactions: The administration 

of local anesthetic injections containing epinephrine or 

norepinephrine in patients receiving monoamine oxidase 

inhibitors, tricyclic antidepressants or phenothiazines may 

produce severe, prolonged hypotension or hypertension. 

Concurrent use of these drugs should generally be avoided. 

In situations when concurrent therapy is necessary, careful 

patient monitoring is essential. Concurrent administration 

of vasopressor and ergot-type oxytocic drugs may 

cause severe, persistent hypertension or cerebrovascular 

accidents. Prilocaine may contribute to the formation of 

methemoglobinemia in patients treated with other drugs 

known to cause this condition (see WARNINGS).

Drug/Laboratory Test Interactions: Intramuscular injection 

of prilocaine may result in increased creatine phosphokinase 

levels. Thus, the use of this enzyme determination, without 

isoenzyme separation, as a diagnostic test for the presence 

of acute myocardial infarction may be compromised by the 

intramuscular injection of prilocaine.

Carcinogenesis, Mutagenesis, Impairment of Fertility: 
Studies of prilocaine in animals to evaluate the carcinogenic 

and mutagenic potential or the effect on fertility have not 

been conducted. Chronic oral toxicity studies of ortho-

toluidine, a prilocaine metabolite, in mice (150–4800 mg/

kg) and rats (150–800 mg/kg) have shown that ortho-

toluidine is a carcinogen in both species. The lowest dose 

corresponds to approximately 50 times the maximum 

amount of ortho-toluidine to which a 50 kg subject would 

be expected to be exposed following a single injection (3 

mg/kg) of prilocaine. Orthotoluidine (0.5 mg/mL) showed 

positive results in Escherichia coli DNA repair and phage-

induction assays. Urine concentrates from rats treated with 

ortho-toluidine (300 mg/kg, orally) were mutagenic for 

Salmonella typhimurium with metabolic activation. Several 

other tests, including reverse mutations in five different 

Salmonella typhimurium strains with or without metabolic 

activation and single strand breaks in DNA or V79 Chinese 

hamster cells, were negative.

Use in Pregnancy: Teratogenic Effects — Pregnancy 

Category B. Reproduction studies have been performed 

in rats at doses up to 30 times the human dose and 

revealed no evidence of impaired fertility or harm to the 

fetus due to prilocaine. There are, however, no adequate 

and well-controlled studies in pregnant women. Animal 

reproduction studies are not always predictive of human 

response. General consideration should be given to this fact 

before administering prilocaine to women of childbearing 

potential, especially during early pregnancy when maximum 

organogenesis takes place.

Nursing Mothers: It is not known whether this drug is 

excreted in human milk. Because many drugs are excreted 

in human milk, caution should be exercised when prilocaine 

is administered to a nursing woman.

Pediatric Use: Dosages in children should be reduced, 

commensurate with age, body weight, and physical 

condition (see DOSAGE AND ADMINISTRATION in package 

insert).

ADVERSE REACTIONS

Swelling and persistent paresthesia of lips and oral 

tissues may occur. There have been reports of persistent 

paresthesia lasting weeks to months, and in rare instances 

paresthesia lasting greater than one year. Adverse 

experiences after prilocaine administration are similar to 

those observed with other amide local anesthetics. These 

adverse experiences are generally dose-related and may 

result from high plasma levels caused by excessive dosage, 

rapid absorption or unintentional intravascular injection, 

or may result from patient hypersensitivity, idiosyncrasy 

or diminished tolerance. Serious adverse experiences are 

generally systemic in nature. The following types are those 

most commonly reported: 

Central Nervous System: CNS manifestations are 

excitatory and/or depressant and may be characterized 

by lightheadedness, nervousness, apprehension, euphoria, 

confusion, dizziness, drowsiness, tinnitus, blurred or double 

vision, vomiting, sensations of heat, cold or numbness, 

twitching, tremors, convulsions, unconsciousness, 

respiratory depression, and arrest. Excitatory manifestations 

may be brief or may not occur at all. The first manifestation 

of toxicity may be drowsiness merging into unconsciousness 

and respiratory arrest. Drowsiness after administration of 

prilocaine is usually an early sign of a high blood level of the 

drug and may occur as a consequence of rapid absorption.

Cardiovascular System: Cardiovascular manifestations 

are usually depressant and characterized by bradycardia, 

hypotension and cardiovascular collapse, which may 

lead to cardiac arrest. Signs and symptoms of depressed 

cardiovascular function may commonly result from a 

vasovagal reaction, particularly if the patient is upright. Less 

commonly, they may result from a direct effect of the drug. 

Failure to recognize the premonitory signs (e.g., sweating, 

a feeling of faintness, changes in pulse or sensorium) 

may result in progressive cerebral hypoxia and seizure or 

cardiovascular catastrophe. Management consists of placing 

the patient in the recumbent position and ventilation with 

oxygen. Supportive treatment of circulatory depression 

may require administration of intravenous fluids, and, when 

appropriate, a vasopressor (e.g., ephedrine) as directed by 

the clinical situation.

Allergic: Allergic reactions are characterized by cutaneous 

lesions, urticaria, edema or anaphylactoid reactions. Allergic 

reactions as a result of sensitivity to prilocaine are extremely 

rare and, if they occur, should be managed by conventional 

means.

Neurologic: Adverse reactions (e.g., persistent neurologic 

deficit) associated with the use of local anesthetics may be 

related to the technique used, the total dose administered, 

the particular drug, the route of administration, and the 

physical condition of the patient.

You are encouraged to report negative side effects 

of prescription drugs to the FDA. Visit MedWatch at  

http://www.fda.gov/Safety/MedWatch/default.htm or call 

1-800-FDA-1088.

OVERDOSAGE Acute emergencies from local anesthetics 

are generally related to high plasma levels encountered 

during therapeutic use of local anesthetics (see WARNINGS, 

PRECAUTIONS, and ADVERSE REACTIONS).

Management of Local Anesthetic Emergencies: The first 

consideration is prevention, best accomplished by careful 

and constant monitoring of cardiovascular and respiratory 

vital signs and state of consciousness after each local 

anesthetic injection. At the first sign of change, oxygen 

should be administered. The first step in the management 

of convulsions is immediately attending to the maintenance 

of a patent airway and assisted or controlled ventilation 

with oxygen and a delivery system capable of permitting 

immediate positive airway pressure by mask. Immediately 

after the institution of these ventilatory measures, the 

adequacy of the circulation should be evaluated. Should 

convulsions persist despite adequate respiratory support, 

and if the status of the circulation permits, small increments 

of an ultra-short acting barbiturate ( e.g., thiopental or 

thiamylal) or a benzodiazepine (e.g., diazepam) may be 

administered intravenously. The clinician should be familiar 

with these anticonvulsant drugs. Supportive treatment of 

circulatory depression may require intravenous fluids and, 

when appropriate, a vasopressor as directed by the clinical 

situation (e.g., ephedrine). If not treated immediately, both 

convulsions and cardiovascular depression can result in 

hypoxia, acidosis, bradycardia, arrhythmias and cardiac 

arrest. If cardiac arrest occurs, standard cardiopulmonary 

resuscitative measures should be instituted. Endotracheal 

intubation, employing drugs and techniques familiar to 

the clinician, may be indicated, after initial administration 

of oxygen by mask, if difficulty is encountered in the 

maintenance of a patent airway or if prolonged ventilatory 

support (assisted or controlled) is indicated. Dialysis is of 

negligible value in the treatment of acute overdosage with 

prilocaine. Methemoglobinemia is generally dose related 

but may occur at any dose. While values of less than 20% do 

not tend to produce any clinical symptoms, cyanosis at 2–4 

hours after administration should be evaluated in terms of 

the patient’sgeneral health status. Methemoglobinemia can 

be reversed when indicated by intravenous methylene blue 

at a dosage of 1–2 mg/kg given over five minutes.

B_S(2730-0, 2597-0) Dec 2014
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866-481-4604
ENROLL NOW - CALL A SPECIALIST TODAY!
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PROCESS CREDIT CARDS 
ON YOUR SMARTPHONE

• FREE Placement, Credit Card Terminal
 Wireless / Land Line / High Speed / Dial-Up

• Easy Setup - Quick Approval

• Integrate with your current POS

• Free Paper**

• No set-up fee

• Check Services Available

• NAB will reimburse your business up to $295** 
 if you have an early termination fee with your current processor

NEXT DAY FUNDING AVAILABLE

BECOME EMV READY

NFC & EMV ENABLED

FREE
TERMINAL & 

PIN PAD or

WIRELESS 

TERMINAL

WIFI
TABLET

TERMINAL

REDUCE YOUR CREDIT CARD
PROCESSING FEES

 

An innovative product developed at Rigo Dental Lab combining a gum colored flexible framework with acrylic saddles  

 

 

 

 

 

 

 
 

 

  

®

DENTISTS ARE TALKING ABOUT… 

 

• Flexible framework replaces traditional metal frameworks  

• Acrylic saddles simplify chair side adjustments and relines 

• Ideal for large cases with few natural teeth 

• Excellent stability • Great aesthetics 

• Minimal palatal coverage  

 

 
“Flexi-Bal partial dentures utilize flexible nylon dental technology with traditional acrylic bases onto which denture teeth are 

attached. This innovative combination results in a comfortable, esthetic appliance which is also durable and easy to adjust, 

polish, replace or add teeth and reline, making it very suitable for immediate placement after extractions. The flexibility and 

fit is outstanding and patients report that these partials are very comfortable and easy to snap into place. Based on my clinical 

success with Flexi-Bal partials over the last three years, I confidently recommend this as the restoration of choice for my 

partially endentulous patients.”                                                                             -Dr. Steven J. DeVito, DMD/ North Bergen, NJ 

Flexi-Bal is only available at Rigo Dental Lab! 

 Mention this ad and receive $35 off your first Flexi-Bal order 

Call 855-881-8555 

www.flexi-bal.com  

www.rigodental.com 

855-881-8555 

 

PRODUCTS + SERVICES SHOWCASEGo to:   dentalproductsreport.com/Products

http://www.nynab.com
http://www.flexi-bal.com
http://www.rigodental.com
http://www.dentalproductsreport.com/
http://www.flexi-bal.com
http://www.dentalproductsreport.com/products


Search for the company name you see in each of the ads in this section for FREE INFORMATION!

80  |  DENTALPRODUCTSREPORT.COM  |  October 2017

H A N D P I E C E S L A B  S E R V I C E S

10642 Lower Azusa Rd., #E, El Monte, CA 91731

888-609-2622
www.OneStopDentalStudio.com

A bad dental lab

can take your focus

away from patients. 

Good thing

we’re here

for you.

Denture &
Partial Specials!
Complete Denture 
Metal Partial Denture 
TCS flexible 
Night Guard Hard/Soft/Combo
Hawley Retainer 

Titanium
Metal Partial
Ultra lightweight 
Ultra strong
Bio compatible

$299.99 per arch

Full Service Dental Lab, please call for our crown specials. 

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

.BEF�JO�UIF�64"�t�45-�m�MFT�XFMDPNFE�t�-JNJUFE�UJNF�PGGFS

-BZFSFE�[JSDPOJB�X�QPSD�� ��� per unit

F�NBY�$"%�� ��� per unit

7FOFFST�QSFQ�OPO�QSFQ� ��� per unit

-BWB�X�QPSD�� ��� per unit

5JUBOJVN�X�QPSD�� ����unit

1'.�OPO�QSFDJPVT� ����per unit

SOLID FULL
CONTOUR ZIRCONIA

��� PER UNIT
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You can now order online 24/7 and view

our catalog through our website

www.superiorupholstery.com

Upholstery

Kits starting

at $575!

Standard Asepsis Style
(ADEC 1005)

Plush Style

(ADEC 1040)

Custom Replacement Kits

Relaxor Massage System

Memory Foam � UltraLeather

We can make
your Dental
Chairs look
brand new!

1-888-548-7282

Call u
s Toll-F

ree!

U P H O L S T E R Y

Porcelain
Layered

$84

Solid Zirconia

$62

Call today 
to get your free 

start up pack

866-572-7704

check us out at

dentalartsofsocal.com

45 
years experience

L A B  S E R V I C E S

Content Licensing for Every Marketing Strategy

Leverage branded content from Dental Products Report to create a more powerful and sophisticated 

statement about your product, service, or company in your next marketing campaign. Contact Wright’s 

Media to fi nd out more about how we can customize your acknowledgements and recognitions to 

enhance your marketing strategies.

For information, call 

Wright’s Media at 877.652.5295 or visit our website at www.wrightsmedia.com

Marketing solutions fi t for:

Outdoor |  Direct Mail |  Print Advertising |  Tradeshow/POP Displays | Social Media | Radio & TV
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ADVERTORIAL

Selecting Your Digital Technology

From imaging to constantly evolving restorative mate-

rials, technology has always been an important part 

of dentistry. In the past 20 years, one of the greatest 

technological advances has come in the form of CAD/

CAM. The workflows made possible because of CAD/

CAM are nothing short of revolutionary. But knowing 

what type of system to buy for your practice can be 

overwhelming.

Patterson Dental has enjoyed a two-decades-long 

relationship with Dentsply Sirona and its CEREC 

chairside system. And now, while continuing that 

affiliation, Patterson is broadening their offerings by 

working with other manufacturers to help practices 

get into digital workflow.

“Here at Patterson, we’re very excited to offer an 

expanded portfolio of products that will meet the 

unique needs of today’s customers. Our expansive 

range of solutions will extend from standalone digital 

impression/scanner technologies all the way to fully 

integrated options that account for every touchpoint 

in the digital workflow,” says Nick Abruzzo, director 

of marketing, technology and equipment at Patterson 

Dental. “These expanded offerings will provide a 

range of price points, as well.”

CAD/CAM solutions

CAD/CAM is a fantastic technology, but there is not 

one system that is ideal for everybody. Some practitio-

ners want to do everything in-house, while others may 

just want to send intraoral scans to their lab.

“The big differentiator for Patterson is the service, 

support and integration infrastructure that we’ve built 

over the past 20 years supporting the CEREC prod-

uct, exclusively. Now, we’ll have solutions to support 

any workflow,” Abruzzo says. The Patterson Tech-

nology Center’s dedicated support teams engage in 

more than 1 million support calls with nearly 100,000 

customers each year. 

“We feel like we are well positioned to be the best to 

take care of the customer with their future technology 

needs, and now we are going to have products that 

really are going to be flexible, based on different tech-

nologies out in the marketplace. We will have multiple 

price points from the entry level all the way up to the 

fully integrated system.”

CAD/CAM encompasses several technologies, 

from initial intraoral scans to design and then to 

manufacturing. 

“We still see same-day restorations as a growing 

segment of the market, and we’ll continue to sup-

port dentists who choose to mill a crown in-house,” 

Abruzzo says. “We’re going to have multiple milling 

options, which is different than what we’ve had in the 

past. We’ll have options that support fully integrated 

workflows, and then we’ll have milling options that 

will be f lexible, based on different digital impres-

sioning devices and design software. Our expanded 

portfolio is going to allow us to be more flexible, based 

on technologies already owned in the practice, long-

standing lab relationships, or other technologies that 

customers may be looking at as well.”

Existing relationships

Patterson has enjoyed a long-term affiliation with 

Dentsply Sirona and its CEREC family of products.

“We’ve had a great, 20-year, exclusive relationship 

with Dentsply Sirona,” Abruzzo says. “In that time, 

we built a comprehensive infrastructure around sup-

porting Dentsply Sirona products, which includes 

our best-in-class Patterson Technology Center and 

our technology advisers in the field—who come in 

after you decide to implement the technology, visit 

with the office, sit with the doctor, sit chairside and 

help you integrate the technology and get trained on 

the product, making it beneficial in the practice. We’re 

excited to continue addressing the various needs of 

dentistry together with Dentsply Sirona.”

Working with practices

An important part of Patterson’s new portfolio 

approach is helping practices find the right equipment 

while planning for future growth.

“We’ll be able to sit with the customer, talk about 

their vision for the practice, their technology goals, 

and will have a product that will meet every customer’s 

vision as they move into the future,” Abruzzo says.

“We have a great team of CAD/CAM specialists all 

across the country,” he continues. “Many of these spe-

cialists have helped deploy our fully integrated process 

for 20 years. Their job is to meet with the customer, 

talk about the practice, talk about the technology goals 

of the practice, talk about how they want technology 

to play a part in various procedures—whether it be 

restorative, implantology, orthodontics—and really 

match that customer with the technology that is going 

to best suit their current and future needs.”

Choosing the right technology to support the 

digital workflow doesn’t need to be an overwhelming 

prospect, and Patterson is helping practices find their 

best fit—no matter where they are today or where they 

want to be in the future.

For more information on how Patterson Dental 

can help your practice, visit pattersondental.com/

dental/new-offerings.

An interview with Nick 

Abruzzo, director of marketing, 

technology and equipment 

at Patterson Dental.

by Patterson Dental

IMAGEFLOW / SHUTTERSTOCK.COM

https://www.pattersondental.com/
https://www.pattersondental.com/


DISCOVER OUR 
TECHNOLOGY 
PORTFOLIO

LEARN MORE TODAY AT 
PATTERSONDENTAL.COM/DENTAL/NEW-OFFERINGS.

Here at Patterson, we’ve secured new partnerships in the 

CAD/CAM and Digital Imaging space with a number of industry-leading 

manufacturers we’re sure you’ll love. Put your confidence in Patterson, 

and start exploring our technology solutions today!
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r�  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

r�  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

r�  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

r�  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

r�  Exceptional tear strength and elastic recovery ensures dimensional  

accuracy of the impression during and after removal

Call 1-888-658-2584
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 V-Posil    
Time Optimized  

VPS Impression System

MAXIMUM PRECISION  

IN UP TO 30% LESS CHAIR TIME

SHORT
SETTING 
TIME

OPTIMAL
WORKING

TIME

VPS Impre
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In your mind’s eye, think of what it would be like if just 2 weeks from now EVERY single metric in your 
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improvement THAT FAST.
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If you’ve ever felt...
• confused about how to get more new patients and referrals more consistently
• frustrated with marketing that rarely works or at best works inconsistently 
• worried about your practice not consistently growing and feeling like your process is constantly 1 step forward 

and 2 steps back
• perplexed about why even your best patients still seem to avoid referring their friends and family to you as much 

as they should and as much as YOU DESERVE

Then you can have your own “The New Patient and Referral Magnet Formula” for FREE. 

No catch. No Hassle. No cost. No obligation.

• You’ll see how to get Google to tab you as “THE GO-TO” 
Dentist in your area.

• How you stack up against your local colleagues and competi-
tors and see how to BENEFIT from what they’re already doing

• ULTRA simple “tweaks” to make to your website that 
immediately increase referrals

• How to redirect up to 83% of your COMPETITORS new 
patient calls TO YOUR PRACTICE!

• How to outmaneuver and outSMART the big dumb corporate 
dental machine in your area.  And beat them at their own 
game!

• How to STOP losing 12% (national avg) of patients to the 
attrition of moving, death & disatisfaction… Better yet 
replace the ones you already LOST last year!  

• Find out if you’ve been unfairly or unknowingly “sand-
boxed” or targeted by Google making it impossible for 
SRWHQWLDO�SDWLHQWV�WR�¿QG�\RX

• 6HH�¿UVWKDQG�LI�\RXU�“friendly” local colleagues are 
PURPOSELY stealing patients from under your nose!

• Why new patients in your neighborhood are choosing the “not 
as good” doc down the street instead of you! 

Claim YOUR FREE & PERSONAL… “New Patient and Referral 
Magnet Formula” & Double, Triple (or even quadruple)
Your New Patients & Referrals In Less Than 120 Days!

“The New Patient and Referral Magnet Formu-
la” and the RoadMap team will get on the phone 
with you one-on-one (no garbage cookie-cutter 
downloads, pdfs, nonsense). This is REAL 
person-to-person help.  

...And you not 
only get “help” 

you get a 100% 
personal “The 

New Patient and 
Referral Magnet 

Formula” that 
lays out step 

by step how to 
H䈱HFWLYHO\�DQG�
H䈲FLHQWO\�DWWDLQ�

ALL of your 
practice goals in 
the shortest time 

possible.

“This has taken a lot of 
H䈱RUW�RXW�RI�WU\LQJ�WR�
market my practice. In 5 
of 7 months last year, my 
one-doctor practice 
collected over $90,000. 
There was one over 
$100,000. I’ve had these 
incredible months where I’m 
seeing 60-80 new patients a 
month. I can’t keep up with 
the demand; it’s great!”

-Chris Hawkins, DDS, Burleson, TX

NEW PATIENT AND REFERRAL MAGNET 
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