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TRIOS 3® also features an intraoral camera integrated with the high-

speed 3D color intraoral scanner (digital impression solution).

3Shape

908-867-0144 | 3shapedental.com
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restorative material

b  BruxZir™ Anterior
BruxZir™ Anterior is the latest advancement in Glidewell’s BruxZir® Solid 
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signed specifcally to satisfy the esthetic and functional requirements of 

the anterior region of the mouth. Exhibiting an average fexural strength 
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877-755-6868 | smilelineusa.com
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VITA North America

800-828-3839 | vitanorthamerica.com
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from the Editor

Ryan Hamm

rhamm@advanstar.com

Mission Statement
Dental Lab Products provides 

dental laboratory owners and 

managers with unbiased, clear 

and concise insights into optimal 

uses and best applications 

of new products. Integrating 

original research, continuing 

education and international 

industry trends, we support 

laboratory decision-makers in 

their commitment to deliver 

optimum patient care through 

advancing their proficiency, 

productivity and profitability. 

Good 
communication  
is king
Te key to any relationship, 
experts will tell you, is communication. You 

know it’s true from your own life. Whether 

you’re talking about a spouse, coworkers, 

a signifcant other, friends, employees or 

family members, making sure you’re com-

municating clearly and openly is vital to 

fostering good relationships.

It’s no surprise, then, that communi-

cation is what we heard about from numer-

ous dentists and laboratory technicians 

when we asked about the keys to a good 

lab-to-practice workfow. Tey had plenty 

of other tips as well—turn to page 14 to 

learn all about how you can make sure 

your lab is doing everything it can to help 

your business relationships. 

Tis issue also has everything you 

need to know about dental implants. 

You’ll fnd a great infographic with lots 

of important information on pages 22 and 

23, immediately followed by an implant 

systems product roundup. It’s a great way 

to make sure you and your lab are up-to-

date with all of the innovations happening 

in the implants market.

Tis issue is packed to the brim with 

great content—Luke Kahng shows how 

to attain great esthetics with CAD/CAM 

technology, and we bring you interviews 

with  manufacturers that are committed 

to pushing the lab world forward. Let us 

know what you think—and how we can 

communicate with you even better!  lab

UBM Medica Dental Media offers many services that can 

help you build your business, find qualified employees or sell 

your services.

serve
you?

how can we

Subscriptions
Are you moving? Do you 
have a question about your 
subscription?

U.S. and Canadian 
subscribers call  
888-527-7008 

All others call  
218-740-6477

new Products
Ofer a product or service 
that you would like to have 
published at no charge in 
the New Products section?

Call Danielle Toth at 
440-891-2614 or email 
dtoth@advanstar.com

online
Looking for product 
information, technique 
tips, survey data and 
classifeds online?

Log on to  
www.dlpmagazine.com

List Services
Tinking about a direct 
mail campaign to target 

dentists or labs based on 
specifc demographics?

Call Renée Schuster at 
440-891-2613  

or email rschuster@

advanstar.com

custom reprints
Need reprints of an article?

Call 877-652-5295

ext. 121 
or email  
bkolb@wrightsmedia.

com

communicate 
with us
Would you like to 
comment on an article 
that you read, submit a 
story idea or tell us about 
topics you’d like to see 
covered in DLP? Have you 
written an article you’d 
like to share with your 
colleagues? We want to 
hear from you! 

Call Kevin Henry at  
918-613-1188 or email 
khenry@advanstar.com

PROSTHET ICS

Introducing the bellewax CAD Millable Wax Disc. Specially 

formulated to mill smooth and precise patterns. Designed 

to be compatible with the bellewax sculpturing and esthetic 

waxes for adjustments, repairs and characterization. Also 

compatible with the complete line of Kerr waxes and sprues 

for clean, consistent burnouts.

Ideal for copings for casting or pressing, as well as for full 

contour and diagnostic indications. Available in Esthetic 

White, and a medium Grey for a choice to the user, both 

with excellent visibility to detail. In two industry standard 

diameters, 98 and 100mm, in 12, 16 and 20 mm thicknesses. 

Visit Kerrlab.com for more information.

Interested?  Circle Product Card No. 7
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ATLANTIS™ Conus concept

A stable and comfortable solution
for edentulous patients

For all major 
implant systems

www.dentsplyimplants.com

ATLANTIS Conus concept allows for friction-fit, 
non-resilient prosthetic solutions for fully edentulous 
patients and is designed for optimal chewing 
function, sense of taste and oral hygiene.
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Kerr 4 7 
kerrlab.com 

Nobel Biocare USA Inc. 20-21 18 
bit.ly/nobelprocera

Primotec 31 39 
primotecusa.com

Rhein83 9 10 
rhein83usa.com

Straumann 19 17 
straumann.com

Whip Mix 33 41 
whipmix.com 

Zirkonzahn F1, F2; 7 1; 9 
zirkonzahn.com 

Amann Girrbach America Inc. 17 16 
amanngirrbach.com

Astron Dental Corp.
astrondental.com CV4 43

CIM System
cimsystem.com 11 15

Dental Arts Laboratory, Inc.
dentalartslab.com 29 37

DENTSPLY  Implants
dentsplyimplants.com 5 8

Exocad
exocad.com CV3  42

Glidewell Dental Laboratories
glidewelldental.com 27 36

Ivoclar Vivadent Inc.
ivoclarvivadent.com CV2 2

Activate the Magazine

As the go-to product resource for the dental lab 

industry, the team at Dental Lab Products wants to 

make it as easy as possible for you to get the informa-

tion you need about new products.

Right next to this page, you’ll f nd the reader ser-

vice card with numbers that correspond to adver-

tisements. In this issue  you’ll find numbers with 

each of the products that appear as editorial in this  

issue of DLP.

You also might f nd opportunities to go directly to 

landing pages that allow you to f ll in your informa-

tion to receive new product materials, QR tags that 

get you there directly from your phone and, in some 

cases, text (or SMS) codes that provide yet another 

way to get the information you want.

We don’t expect you to use every method. We just 

want to make it easy for you to get what you’re looking 

for—on your terms.

You Can:

Click

Scan

 Call

Result:

New product information 

sent directly to you!
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Top 10
implant trends>>

increase of edentulous patients
By the year 2020, it is estimated that some 38 million adults in the United States will be in need of one or two 

complete dentures.1

Continued demand for full-arch restorations
The advent of full-arch restorations fxed to dental implants is a game-changer for many patients. Implant 

surfaces that accelerate healing times can offer tooth replacement solutions that are rapid, provide immediate 

function and cause minimal disruption to the patient’s daily life.

the decline of cement
Cement-free restorations are beginning to offer patients increased safety and simplicity.  

data as a differentiator
With so many implant options, it’s more important than ever to know the products you’re using are 

scientifcally backed and clinically proven. That means making sure you’re sticking with the same components 

from the same company or ensuring you’re using approved connections throughout the workfow. 

demand for immediate satisfaction
Immediate loading following immediate placement: Patients want teeth now; they don’t want to wait six months for 

delayed loading.

advanced esthetics and ease of use
These topics are perpetual discussion fodder, but new concepts and tooling like angulated screw channels in 

full-contour solutions bring renewed esthetic and access opportunities.   

infux of low end/low cost Cad/Cam abutments
These low end options are not able to maintain the integrity of the implant/abutment interface, leading to 

restorative screw loosening and breakage, abutment fractures and surgical complications (bone loss around 

the implants and implant fracture/failure).   

reported increase in peri-implantitis cases 
This is due to the use of cement-retained crowns, shifting the trend toward screw-retained, implant-supported 

restorations. Solutions include patient-specifc abutments where the restorative margin can be designed for 

easy access for cement-removal and incorporating a comprehensive offering to meet clinical demands for 

screw-retained solutions from single units to bridges, bars and fxed cases.

increase of training in virtual reality
As virtual reality tools become more and more accessible via solutions like the Occulus Rift or the HTC Vive, training 

situations in which labs and clinicians can work on “virtual patients” are more possible than ever. 

an increasing market
According to the American Academy of Implant Dentistry, the estimated U.S. and European market for dental 

implants is expected to reach $4.2 billion by 2022, making it a better time than ever for dental professionals to 

get into this market segment. 

1 (Source:  Douglass CW, Shih A, Ostry L. Will there be a need for complete dentures in the United States in 2020? J Prosthet Dent. 
2002 Jan;87(1):5-8)
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Editor’s note: Tese trends were compiled from information provided by DENTSPLY Implants,  
Nobel Biocare and Straumann.
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DISCOVER OUR NEW COURSES:

 - Prettau® Anterior Art

 - CAD/CAM Milling Metal

 - CAD/CAM Milling Face Hunter 

For more information about our courses visit

www.education-zirkonzahn.com
Interested?  Circle Product Card No. 9
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Implant components
MIST Inc. launched MIST IC implant components, which is said to be the largest 

and most comprehensive line of precise, afordable and digitally fabricated tita-

nium implant components in the United States. Digitally executed from start to 

fnish, which is said to ensure the greatest precision and accuracy and most cost-

efective pricing possible, MIST Implant Components (IC)—Scan Body, S-Link, 

L-Link, Pre-Fit 10 mm diameter and Pre-Fit 14 mm diameter—are compatible 

with 16 implant systems.

MIST Inc.
571-313-1269 | mistdental.com

CIRCLE RS #11

Veneering ceramic
DC Ceram™ 9.2 veneering ceramic for lithium disilicate and zirconium oxide ma-

terial is, by its chemical composition, a new standard in the feld of dental ceram-

ics. Te micro structure is said to remain virtually unchanged during consecutive 

fring cycles and prevents uncontrollable dimensional changes that often result 

in cracking. Introduced with the basic components, opalescent ceramic acces-

sories are designed to lend a remarkable luminosity with adequate translucency.  

Zubler USA
770-921-2131 | zublerusa.com

CIRCLE RS #14

Hand-held injector
Te JP90 Hand-Held Injector and the JP90 Flask were designed to work in con-

junction with the TCS Digital Furnace (or similar furnace) to inject thermoplastic 

clasps, unilaterals and up to fve consecutive tooth saddle/partials. Using this 

hand-held injector is said to completely eliminate the need to fask the case using 

the traditional method, saving time and money. Te innovative and diverse JP90 

fask design can be used three diferent ways to accommodate various types of 

cases. Patent pending.

TCS, Inc.
866-426-2970 | tcsdentalinc.com

CIRCLE RS #13

Attachments
Rhein83 USA recently introduced the new OT Cap Tecno line. Tis innovative 

solution is designed to complete the well known OT Cap line, which reportedly 

is the number one spherical attachment used in the market. Te line ofers more 

technical options to the dentists and dental technicians focusing on extra coronal 

solutions and bar connections. Another application is to use the Tecno attachment 

in combined prosthesis. Diferent diameters are available: micro 1.8 mm and 

normo 2.5 mm. Te titanium sphere is supported by a special TiN coating, which 

is said to allow Tecno to reach a 1600 Vickers hardness and avoid wearing in time.

Rhein83 USA
877-778-8383 | rhein83usa.com

CIRCLE RS #12
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How to create the best 
esthetics using modern 
digital technology
Using milled titanium to make a great restoration.

New methods of utilizing CAD/CAM digital dental 

technology are growing every day. In the future, 

this approach will be the most common when we 

fabricate restorations for our clients. It has cer-

tainly changed the way our laboratory industry 

operates. We can produce restorations at a more 

predictable level with less cost than we were 

able to in the past, and, as an added bonus, the 

product is better! It is another option available 

to us and, many say, the wave of the future.

Case study 

01 
Our patient presented with four screw-

retained implants placed in the man-

dibular area (Fig. 1) for the purpose of placing a 

PFM bridge. The abutments used previously were 

 using digital tools for ideal estHetiC results

Fig. 1 Multi-unit implants Fig. 2 Check bite record

  
Fig. 3 Check occlusion and access 

holes’ insertion direction

Fig. 4 Freedom scanner Fig. 5 Nesting stage Fig. 6 Milled titanium substructure

Fig. 7 Opaqued titanium substructure Fig. 8 GC Initial Titanium Porcelain

 KaHng on digital estHetiCs

Luke S. Kahng

Figs. 9, 10 Try-on model for occlusion and ft check 
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UCLA, which had involved ordering, modifying, waxing up 

and using gold and casting—a process that is time-consum-

ing and expensive, especially when the metal weight is high. 

02 
So the doctor would not have to pay a high gold 

price, the lab suggested the one-piece bridge be 

fabricated using titanium milled in-house at a less costly 

rate. The doctor agreed. 

03 
The bite record was placed on the model next 

for a proper measurement (Fig. 2). The screw-

retained occlusion was checked (Fig. 3), as were the ac-

cess holes, to make sure everything was properly placed 

and that the access holes’ insertion direction was correct. 

04 
Figure 4 is an image of a Freedom scanner from 

DOF, which was utilized in the scanning process of 

this case. The model was placed entirely inside with a semi-

adjustable articulator. Using this scanner, the technician 

is able to scan any semi-adjustable articulator for proper 

occlusion and bite.  

05 
The next stage in the process was the nesting 

stage, after design, (Fig. 5) to maximize disc 

space. During this stage, the structure’s set-up position is 

determined according to the thickness of the titanium disc. 

Our milled titanium substructure was next photographed 

inside the machine (Fig. 6).  

06 
The titanium bridge was then opaqued (Fig. 7) 

after cutting the sprue and fnishing the metal 

framework. The framework was not de-gassed because 

that step is unnecessary; however, titanium bonder was 

applied and then the restoration baked. Two or three times, 

the opaque was applied, and the substructure was baked 

after each application before moving onto the next stage.

07 
After opaquing, the dentin application was layered 

on using GC Initial Titanium Porcelain (Fig. 8). It 

was then tried on the model for an occlusion (Fig. 9) and ft 

check (Fig. 10).  Mirrored views of the porcelain to titanium 

with pink porcelain tissue are next (Figs 11, 12 and 13). 

08 
Figure 14 shows a fnal view of the mirrored res-

toration that is ready to be delivered to the client.

ConClusion

Many people are concerned about porcelain-fused-to-

titanium restorations, especially with regard to cracking or 

debonding. With the old technique dental technicians used 

that involved casting, that concern was often a legitimate 

one. That method was not trustworthy. However, in using 

CAD/CAM and milling titanium hybrid bars, no casting is 

involved. Without the extra steps or oxygen/gas involve-

ment, we do not experience those issues. The specifc 

bonder we use for titanium assures us of a successful 

outcome with our work.  lab

 KaHng on digital estHetiCs

Figs. 11, 12, 13 Mirrored view 

Fig. 14 Final result 

aBout tHe autHor

Luke S. Kahng is an accomplished lab techni-

cians specializing in high end ceramic restora-

tions. Luke has served on several major dental 

journal boards as a contributing member. Luke 

invented the Chairside Shade Guide—Volumes 

1 and 2 and then expanded the offering to a 

unique ceramic shade guide system named the 

Seasons of Life Selection. Luke is owner and 

president of his own lab, LSK121 Oral Prosthet-

ics, one of the largest dental laboratories in the 

country, located in Naperville, Ill. He has pub-

lished more than 100 articles in major national 

dental publications, along with several books.

“

”

[With CAD/CAM,] we can produce  
restorations at a more predictable level 
with less cost than we were able to in 
the past, and, as an added bonus, the  
product is better!
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what your clients want you to know to make your collaboration successful.

by Robert Elsenpeter, contributing writer

WORKING WELL
with denti 

working well with dentists  \\\\
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When you think about it, the process of 

creating a restoration is sort of a miracle. 

The fact that a piece of human anatomy 

can be replicated quickly and at reasonable 

expense is nothing short of astounding. But 

when you add new technology and materi-

als—like CAD/CAM and monolithics—pro-

ducing better, faster, cheaper restorations 

becomes even more impressive.

It’s not really a miracle, though. It’s hard 

work between the clinician and the labo-

ratory. To optimize the endeavors of both 

parties, they must be able to work together 

smoothly.

what your doctors want 

you to know

Doctors say the same thing as lab owners 

when it comes to having a fruitful relation-

ship—they want ef ective communication.

“Labs should be partners,” says Sheri 

B. Doniger, DDS, president of the  Ameri-

can Association of Women Dentists. “T ey 

should expect definite communication 

regarding cases.”

“What I’m looking for in a lab is a part-

ner,” says Dr. John Flucke, DDS, technology 

editor for Dental Products Report. “I’m a 

f rm believer in relationships. What I want 

is a lab that knows what it’s doing, has good 

employees and then I can count on it to do 

the right thing and to help me.”

Staying on top of your working relation-

ship is very important. You can learn what’s 

working and what needs to be worked on.

“T e number one thing on the lab side 

would be to reach out,” says Dr. Bob Mon-

grain, DMD, at Berkshire Dental Group in 

Broken Arrow, Okla. “If you’re not hearing 

anything and the cases keep coming, reach 

out anyway. Be proactive in talking to the 

doctor.”

“I would almost imagine that an aver-

age dentist is going to change labs prob-

ably between f ve and 20 times in his or her 

career,” says Dr. John Comisi, DDS, presi-

dent and CEO of Dental Care With a Dif er-

ence in Ithica, N.Y. “T at happens for many 

dif erent reasons; number one, of course, 

communication, is certainly a challenge. 

Sometimes what is communicated from the 

doctor to the lab and/or from the lab to the 

doctor can be paramount to a successful, 

long-term relationship.”

checking in

Another component of communication is 

checking in with your doctors from time to 

time. Even if every case sent back to the doc-

tor is received and given to the patient with-

out incident, the occasional call ensures you 

continue delivering what the doctor wants.

“Call every so often and just ask, ‘Hey, 

are the contacts too tight? Are they not tight 

enough? Is the occlusion of  on a consistent 

basis? What are we learning?’” Dr. Mon-

grain notes. “In that case, you’re not going 

to have regular communication. It’s more 

like there’ll be periodic check-ins to see how 

things are going.”

More intricate cases will necessitate 

more interaction.

“It’s more of the bigger cases or some-

thing complex or you have a question about 

something—that’s where you would reach 

out to the lab and have a conversation,” Dr. 

Mongrain says. “T at would just be occa-

sionally, depending on the practice.”

T e act of reaching out to doctors not 

only reveals problems but is also important 

in bolstering that relationship.

“If people are calling from the lab—

which they should be—then the doctor sees 

the lab trying to reach out and do as good 

as they can,” says Shaun Keating, owner of 

Keating Dental Arts in Irvine, Calif. “Doc-

tors respect that, and I think they want to 

see that nowadays.”

Keating notes solid relationships are 

PHOTO:HERO IMAGES/GETTY IMAGES

”

“
“If you’re not 
hearing anything 
and the cases 
keep coming, 
reach out 
anyway. Be 
proactive in 
talking to the 
doctor.
— dr. BoB mongrain, dmd

sts
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what keep dentists with their labs.

“We try to touch base with the doctors 

every two weeks minimum,” Keating says. 

“Tose doctors are getting solicited 20 or 

30 times a week from labs via email, mail 

and journals with print ads. Tere are lots 

of temptations for dentists that don’t really 

have that relationship with their labs. At 

the end of the day, we’re all sort of doing 

the same thing, so what sets you apart? Is 

it the low price? Is it the quality? Is it going 

to be the service? It’s a little bit of all of that, 

but, at the end of the day, the big thing is the 

relationship.”

Building a solid relationship also 

affords you a certain measure of protec-

tion if—and when—problems occur.

“Tat way, when you do screw up the 

case—mess it up bad—you won’t have a guy 

bouncing every week to another lab because 

there’s a relationship,” Keating observes.

taking the lead with new 

Products

Introducing a new product or material into 

the doctor/laboratory relationship can 

occur in several different ways. In some 

cases, the lab takes the lead.

“Generally, it’s the laboratory because 

it’s in its best interest to be able to continue 

to receive work from a doctor that’s made 

the switch to technology,” says Ryan Fau-

fau, director of CAD/CAM Resources at 

Custom Milling Center in Arvada, Colo. 

“One of the fears I see with most labs is that 

everything’s going digital and doctors aren’t 

taking impressions today. How do [labs] 

maintain this working relationship with 

the clinician to continue to receive work 

and keep control of the account?”

Oftentimes, doctors are too busy to keep 

up with what’s new, so the lab brings it up.

“If the doctor is reading journals and 

literature, they’re going to be fnding out 

about the new materials, but sometimes 

the day is too packed and crammed to know 

about all the diferent things that are out 

there,” Dr. Comisi says. “Many labs will send 

out brochures and leafets regarding new 

techniques and materials that are avail-

able, and most of them say, ‘Call us to learn 

more about this material, how to work with 

it and what you can do.’ Technicians can 

give some great information. If the techni-

cians are staying up  to date and they are 

trained on these things, you can’t get a better 

insight and a better team member.”

The opportunity for a new product 

or material often arises when the doctor 

is advised by his or her lab on improving 

a case.

“That’s when a lot of folks, including 

myself, get some insights into things,” Dr. 

Comisi says. “I talk to my lab on a regular 

basis. I say, ‘Can I use this material here?’ 

and they’re going to tell me yes or no and 

why one material might be better than 

another. Or, even better, they might sug-

gest an alternative that I’m not even aware 

of. Te more we talk, the more we will be 

able to learn and probably be able to do a 

better job as we go forward.”

“Our client services people may bring 

it up to an account,” adds Bob Savage, CFO 

at Drake Precision Dental Lab in Charlotte, 

N.C. “Our technical people, as they’re talk-

ing about a case, say maybe they’re having 

a problem on this case with a material and 

maybe this new material is a good option or, 

‘Hey, maybe on your next case similar to this 

we have this XYZ product that may really ft 

into that particular modality of the case.’”

It isn’t always the lab taking the lead. 

Labs will often respond to their doctors’ 

inquiries about new products and materials.

“You have your clinicians that see a 

product and they want to try it or they have 

a case where it makes sense to try to use that 

product, so we get solicitations that way, as 

well as if we believe in the product,” Savage 

says. “Drake has always taken a proactive 

approach. We don’t want to take on products 

unless we feel they’re going to be good for 

our clients. We’re not always the early adopt-

ers sometimes because we want to do our 

due diligence on introducing new materials 

and new products into our market space.”

It is in the lab’s best interests to keep 

up on what is out there, so it can advise its 

clinicians appropriately.

“It’s really what the doctors are request-

ing, but our position is if we believe in a 

product, invest in the product and then 

educate, I think that’s really where Cus-

tom Milling Center takes a step forward 

and makes an initial investment and just 

makes our client base more aware of the 

direction of the industry and then also what 

new products have hit the market and the 

process of delivering the fnal restoration 

from that,” Faufau says.

Responding to the doctors’ inquiries 

can be benefcial for the lab because oth-

ers may also be interested in the product.

“‘I heard about this e.max material. Do 

you guys do it?’” illustrates Jason Obrokta, 

director of technical marketing, fxed pros-

thetics at Ivoclar Vivadent. “Te lab’ll say yes 

or no, and if it’s no, it’ll say, ‘Maybe I should 

look into this because my doctors are asking 

for it.’ Laboratories, by and large, tend to be 

very reactive to what the doctors are asking 

for, which is why we put a lot of emphasis on 

educating the doctor on material options.”

“What I see is primarily manufacturers 

and key opinion leader speakers that start 

talking about a new material and then the 

labs follow behind them to introduce them 

to use their clients,” Dr. Mongrain adds. 

“Tey’re usually talking to me before I’m 

talking to them.”

Te type of product also is a factor in 

who introduces it into the relationship.

“In my case, when it’s a device like a 

scanner, I’ll often bring that to the attention 

of my lab,” Dr. Flucke says. “As far as materi-

als, [the lab] will bring that to my attention 

because it is more versed in the materials 

than I am, but I’m a bit of an outlier from 

the device standpoint because I’m a gear-

head and I’m always looking for gadgets 

and stuf to try.”

new equiPment, new work 

methods

With new products and techniques, there 

are new ways to handle the workflow 

between doctor and laboratory.

“Te expectation level changes a bit,” 

Savage says. “You used to box an impres-

sion up, and you get it the next day. With 

digital, I think there’s a growing expecta-

tion of immediate access. Tat impression 

is now in our hands. Is it good while the 

patient’s still in the chair? It sets a diferent 

expectation level for us. I don’t think the 

communication really changes, but I think 

it speeds it up, and I think it’s up to the lab 

to be responsive to that in understanding 

that, going forward, as more digital impres-

sions and CAD/CAM type restorations enter 

into a lab, you have to be cognizant of that 

expectation change.”

Dr. Comisi has gone from traditional 

impression techniques to using a 3Shape 

scanner for an all-digital workfow.

“It’s made me, in my opinion, a bet-

ter doctor overall simply because as I’m 

”

“
What sets you 
apart? Is it the 
low price? Is it 
the quality? Is it 
going to be the 
service? It’s a 
little bit of all of 
that, but, at the 
end of the day, 
the big thing is 
the relationship.
— shaun keating
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preparing, after I’ve scanned, I can really 

scrutinize,” Dr. Comisi says. “I can blow that 

picture up and see were my margin is, or 

even worse, not see where my margin is. 

And I can correct it before I send that of 

to the lab. Since I’ve gone digital, I’m just 

looking at this, and I say, ‘Oh my gosh, I see 

things that I wouldn’t have seen otherwise,’ 

and it’s really remarkable.”

And while scanning has been an aid 

for doctors, that doesn’t mean they can 

be sloppy.

“If you don’t scrutinize whatever type 

of impression or whatever type of work that 

you’ve done on the preparation for the labo-

ratory case, and you don’t give yourself your 

own critique, the lab is going to have less 

of an ability to create something of value to 

you,” Dr. Comisi says.

Te ability to send the case electroni-

cally helps not only in terms of speed and 

efciency but also gives the lab a chance to 

look at it while the patient is still in the chair.

“Te communication there is instan-

taneous,” Dr. Comisi says. “Once I send an 

STL fle to the laboratory, it’s got it within 

minutes. The technicians who open up 

the fle look at the case, and, shortly there-

after, I get a notifcation that the case has 

been accepted or not so I know right away 

if there’s a problem with my case. That’s 

great because I may have that notice before 

I dismiss the patient, and I can correct the 

problem. Tat’s really the great thing that 

goes on for most of these but especially 

with the mobile apps that are available 

with many of the systems. You get a notice 

on your telephone that something’s going 

on on the Trios app, and they look at it and 

say, ‘OK,’ and the lab has communicated 

with you. Ten you type back and you tell it 

what you want or you ask it to clarify it more, 

or you just get on the horn and you talk.”

To facilitate that exchange of data, labs 

and doctors use online portals.

“If the doctor has a chairside scanner, 

how does he or she get that data submit-

ted over to the laboratory, and how do 

we make this as easy as possible?” Fau-

fau asks. “One of the things that we do at 

CMC is we help laboratories set up this 

workfow between the laboratory and the 

doctor. We use the program called DDX, 

which is Dentrix—it’s actually an online 

web-based program that enables the cli-

nician to create an account through its 

website, and the laboratory would create 

account, and this is how they both would 

connect. Te clinician would be able to 

simply pull up the web browser, attach the 

fle and submit the case to the laboratory 

without purchasing additional software.”

Tools like DDX not only facilitate the 

exchange of information, they also ensure 

regulatory compliance.

“I think it’s becoming more common 

because one of the things we also have 

to look at when we’re sending Rx’s and 

patient information over the web is, ‘Is this 

HIPAA-compliant?’” Faufau says. “‘Is it 

following patient privacy?’ And DDX fol-

lows all those guidelines, which I think 

is something that might be [overlooked] 

in the industry today, especially when it 

comes to electronic submission.”

digital dentistry

Taking advantage of the benefts aforded by 

digital dentistry can be a great opportunity 

for both doctors and labs.

“Right now, we are seeing a big infux of 

digital technology being put into the labo-

ratories, and it’s taken a long time to get to 

this point,” Obrokta says. “But the labs are 

starting to realize, ‘I see the benefts now. 

It’s a reduction in my labor costs so it helps 

me to produce a more efcient and more 

reproducible restoration, and I can do it with 

a little bit less cost for my doctors. It’s some-

thing that will look nice, perform well and 

net me a little bit of extra money in the end.’”

CAD/CAM has really come into its 

own in recent years, and many labs have 

realized that.

“Most laboratories are of the mindset 

that if they’re not involved in some sort 

of digital technology, they should be,” 

Obrokta says. “As to whether or not they 

feel defnitively that what’s out there today 

is going to be the answer in the future, I 

think there’s still some trepidation about 

that. A lot of labs are in that wait-and-see 

approach to see what technology is going 

to pan out to be the ultimate technology 

that everybody adopts.

 “Within the data acquisition part of it, 

they’re scanning models or they’re scan-

ning representations of the patient’s mouth 

to go into the digital fabrication. Tat tech-

nology seems to have pretty well panned 

out. Tere’s one company that seems to have 

the bulk of the market right now, but even 

that adoption rate is not 100 percent. A lot 

of people are still saying, ‘I want to see what 

else this thing can do before I invest in it.’”

cementation

New materials require new cements for 

the proper application, and your doctors 

might not know that.

 “In the past, you had to always do this 

bonding procedure that required a bunch of 

steps and was very easy to not get completely 

correct,” Obrokta says. “And if you didn’t get 

it right, then a restoration could fall out or 

fail because of that, so all ceramics were a bit 

limited in their exposure and their penetra-

tion into the dentist market because of that. 

Because doctors typically would just like to 

put some cement on the crown and stick 

it in place, and that’s been the procedure 

they’ve had for metal-based restorations 

forever. That was in the past. Now, with 

these stronger, all-ceramic materials like 

zirconia and lithium disilicate, there’s more 

fexibility in the cementation they can do. 

It becomes more application-based now 

versus just material-based.”

It is up to the lab, ultimately, to com-

municate correct usage.

“Some doctors know that and under-

stand that,” Obrokta says. “Most doctors, I 

feel, don’t, so it’s up to the laboratory. What 

ends up happening a lot of times is a doc-

tor will get a new crown of a new material 

type from a new laboratory, and they get 

“Provide the necessary information,” said Dr. Bob Mongrain, DMD, at Berkshire 

Dental Group in Broken Arrow, Okla. “Provide a good impression, adequate lab 

slips that give the necessary detail and good photos, as appropriate. Today, 

with digital photography, it’s so easy to send really high quality photos by email. 

Some labs are very digitally oriented, and others are not, but make sure your 

lab is digitally oriented and provide it that information.”

Finding time to strategize with your lab on cases will result in better end results.

“Ask to have a conversation,” Dr. Mongrain said. “Lab techs can give you 

advice on things that’ll keep you out of trouble. It’s a really good idea to take 

several minutes. You’re looking at the photos, and the lab tech is looking at the 

photos; just walk through it. That can make a huge difference. The lab doesn’t 

always know when it should be reaching out because it doesn’t know what’s 

coming from the doctor.”

While techs can do some impressive things in the lab, they aren’t mind readers.

“Don’t expect them to be magicians,” said Dr. John Comisi, DDS, president 

and CEO of Dental Care With a Difference in Ithica, N.Y. “If you don’t give them 

the heads up on what you’re doing ahead of time, they’re not going to be able 

to guess what you need, especially if you’re not sending them the appropriate 

scans, impressions, wax-ups or models you need to get before you do the case.”

—from the May 2015 issue of Dental Products Report

what dentists are telling other dentists

”

“
It’s an interesting 
time, but 
regardless of 
whether it’s 
CAD/CAM or 
it’s traditional 
impressions, 
communication 
is a big piece to 
our business.
— BoB savage
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that restoration, and they’ve got the patient 

and they go, ‘Let’s get the lab on the phone 

because I don’t know what to put this thing 

in with.’ To that end, we’ve also done a lot 

of work trying to educate the laboratories 

on cementation so they can answer those 

questions. Every time there is something 

diferent that’s ofered to a dentist, the den-

tist will say, ‘Great. What am I supposed to 

cement this with?’ We’ve tried to educate the 

laboratories so they can be a better resource 

for their doctors.”

teamwork

For the best working relationship—and for 

the best results—clinicians and their labs 

must work as a team. To smooth out com-

plex cases, Dr. Flucke brings each member 

of the team together.

“What I’ve seen is the lab will call me 

and say, ‘You know, John, we’re going to 

have a hard time getting this the way you 

want it because the surgeon or the perio-

dontist didn’t put these where they need to 

be for easy restorability or for angulation 

or whatever,’” Dr. Flucke says. “Unfor-

tunately, in those situations, the general 

dentist becomes caught in the middle. So 

what I’ve started doing when we get com-

plicated things—and this is something I 

would really advise with cases like this—if 

there is a chance that it could go haywire, 

have a meeting.”

Tat meeting can be done in person or 

even through conference calls or online. In 

Dr. Flucke’s case, he built a conference room 

in his building with a screen so he can host 

meetings. He brings in the lab tech and any 

specialists, and puts the case on the wall 

so they can all go over the details together.

“We can review the X-rays, photos, 

everything,” Dr. Flucke says. “We can all 

treatment plan the case together so that we 

all know the nuances of it. It’s nice to do that 

because you end up with a case that every-

body is involved with from the ground foor. 

I have no problem with having a big meeting 

and getting everybody together and making 

the decisions together as a group so we all 

know where the limitations are with difer-

ent potential stopping points.”

Realizing the skills and talents of the 

other members of your team will help you 

deliver the best for the patient.

“It’s definitely an interesting time, 

but, regardless of whether it’s CAD/CAM 

or whether it’s traditional impressions, 

communication is a very big piece to our 

business,” Savage says. “We have to com-

municate because I think both parties bring 

diferent talents and diferent experiences 

to the table. We learn from our clients, and 

I hope our clients learn from us because 

that’s the way it should be and can really 

build a synergistic relationship—not be just 

one-way communication.”

Ult imately, a solid relat ionship 

between the clinician and lab comes down 

to that vital quality of a great relationship: 

communication.

“At the end of the day, it’s just about 

talking,” Savage says. “It’s two people com-

municating. Whether it’s a lab and a doctor 

or two friends talking to each other. It’s 

about being respectful. It’s about being 

positive and really showing what the gen-

eral intent is. Communication is difcult 

and easy at the same time. It sounds easy, 

but, as you get into it, you can’t be afraid 

to talk to your clients.” lab

”
“

The communication there is instantaneous. 
Once I send an STL fle to the laboratory, it’s 
got it within minutes.
— dr. John Comisi, dds

Interested?  Circle Product Card No. 17

More than a  
    fixed rehabilitation.
  A reason to smile.

With Straumann® Pro Arch, labs benefit from a high-end  solution  

that brings a new quality of life, and a beautiful smile:

Straumann Pro Arch:

 • Provides options for immediate temporization

 • Boosts efficiency with new prosthetic portfolio

 • Bars and bridges for abutment level or implant level, or combination

 • Accessibility for every lab via CARES and Scan & Shape Service

 • Connects you to Straumann’s network of referral clinicians, delivering incremental business 

Visit straumannproarch.com for more information

In combination with:

CARES SRBB
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Find out more at: http://bit.ly/nobelprocera

Screw-retained at its best – the NobelProcera 

Angulated Screw Channel (ASC) Abutment offers 

optimized esthetics without cement.

Innovations, not imitations  

– NobelProcera® restorations

No one knows industrially produced CAD/CAM like 

we do. Nobel Biocare was the first to produce 

restorations in this way. Over 30 years and more than 

11 million units later, NobelProcera remains a leader 

in the precision engineering and manufacturing of 

medical device restorations.

Precision-manufacturing at its best

Nobel Biocare products and solutions aspire to give 

patients functional and natural-looking tooth restorations 

to last a lifetime. We approach the development of each 

new product with advanced engineering, thorough 

verification, validation and specialized manufacturing 

strategies and tooling. The results of these efforts are a 

consistent precision of fit and exceptional product qual ity. 

In studies with a follow-up of five years, survival rates of 

Nobel Biocare CAD/CAM abutments and implant bridges 

have consistently reached 100%.1-6  

In a single study with 10 years’ follow-up, the survival 

rate was an outstanding 95.6%.7

From single-unit to full-arch restorations – Nobel Biocare 

offers the full range of screw- and cement-retained solutions.

References: 1 Jemt et al. Part 1. Int J Prosthodont. 2011; 2 Jemt et al. Part 2. Int J Prosthodont. 2011; 3 Pettersson et al. Clin Implant 

Dent Relat Res. 2013. [epub ahead of print]; 4 Pozzi et al. Journal of Oral Implantology. 2013 [epub ahead of print]; 5 Zembic et al. 

Clin Oral Implants Res. 2013; 6 Calandriello et al. Clin Implant Dent Relat Res. 2011; 7 Ortorp et al. Clin Implant Dent Relat Res. 2012.

Interested?  Circle Product Card No. 18
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©Nobel Biocare Services AG, 2015. All rights reserved. Nobel Biocare, the Nobel Biocare logotype and 

all other trademarks are, if nothing else is stated or is evident from the context in a certain case, 

trademarks of Nobel Biocare. Please refer to nobelbiocare.com for trademarks, references and more 

information. Product images are not necessarily to scale. 

*Nobel Biocare uses an external accredited institute for production of cross-sections and micro gap measurement (SEM).

All NobelProcera products are delivered with authenticity 

labels for the patient, clinician and dental laboratory. In 

addition, an extensive warranty covers both the restorations 

and implants, including implants not from Nobel Biocare.

Thorough quality controls ensure that NobelProcera 

restorations are ready-to-use (production plant in  

Mahwah, New Jersey).

Perfect fit is essential

The NobelProcera interface is designed for a precise  

fit between abutment and implant. Although not  

visible to the naked eye,  mismatching components 

lead to uncontrolled peak loads on the implant collar, 

which may cause implants to fracture. Micro gap 

measurements confirm that Nobel Biocare produces 

restorations with a perfect fit, be it on Nobel Biocare  

or on other major implant systems.*

NobelProcera Abutments for other implant systems

Scientific evaluations consistently demonstrate the high 

quality of NobelProcera products. These investigations 

show that NobelProcera Abutments on non-Nobel 

Biocare implants also provide excellent abutment 

seating and a comparable rotational play.

Cross-sectional SEM images of a Zimmer® 4.5 implant highlight the precise fit and friction-fit 

of the NobelProcera Abutment over the critical interface area of the implant*

NobelProcera Abutment

Total average micro gap measurement  

P95% (n=25) X=0.23μm ± 0.06μm 

10 x enlargement 10 x enlargement 10 x enlargement

100 x enlargement 100 x enlargement 100 x enlargement
Friction-fit

100 x enlargement 

Friction-fit
100 x enlargement 

No friction-fit
100 x enlargement 

Zimmer® CAD/CAM abutment 

Total average micro gap measurement

P95% (n=25) X=0.46μm ± 0.07μm

Other competitor CAD/CAM abutment

Total average micro gap measurement

P95% (n=25) X=0.86μm ± 0.16μm
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IMPLANTS
Dental

You will rarely hear a patient ask for an implant. That’s because patients 

don’t want implants ... they want teeth. While the tooth is the focus, implants 

are steadily gaining in popularity as the core component of a total and 

individual solution for patients. With restorative solutions advancing rapidly, 

and emerging technologies changing the treatment process, it’s more 

important than ever to understand that choosing the right implant is critical 

to building a foundation for treatment success.

What’s behind a smile?

66% say replacing teeth is a medical necessity.

99% of adults believe a smile is an important social asset.

74% believe an unattractive smile can hurt your career.

96%
believe an attractive smile makes a person more 
appleaing to members of the opposite sex.

Sources: American Academy of Cosmetic Dentistry, Guardian Insurance research

Nearly all or nothing  
The rising Tide of edenTulism

More than 20 million people in the U.S. are missing all of their 

natural teeth. More than 30 million people in the U.S. are missing 

all their teeth in one or both jaws.

Missing all teeth

1 in 200 edentulous | 0.5%

1 in 20 edentulous | 15%

1 in 4 edentulous | 25%

Sources: The American Dental Association, Surgeon General’s report on Oral  

Health: 2000, The Centers for Disease Control

One by one  
every TooTh is imporTanT

Statistics show that 69% of adults ages 35 

to 44 have lost at least one permanent tooth to  

an accident, gum disease, a failed root canal  

or tooth decay. 

Source: The Centers for Disease Control (CDC)

According to the American Dental Association, 

80 million teeth are extracted annually in the U.S., 

50 million of which should be treated.

Age

20-39

 

40-59

60+
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®

         Today, implant dentistry has developed into a standard 
of care, and professionals involved in the specialty not only 
include periodontists, oral surgeons and prosthodontists 
but also general dentists.” 

                                      DR. JOSEPH GIAN-GRASSO, periodontist and AO Past-President

 FUNCTIONAL BENEFITS EMOTIONAL BENEFITS
QUALITY 

OF LIFE

Investing in a higher quality of life Telling trends

Greater 
chewing
capability

Improved 
esthetics

Improved 
speech

Greater 
comfort

Less bone 
resorption

Improved 
self-image 
and self-

confi dence

Improved 
social life

Choose your partner wisely [ sponsor’s message ]

Each year, Americans spend about $70 Billion on dental services, 

ranging from basic checkups to sophisticated dental implants and 

new cosmetic whitening treatments.

In 2014, the U.S. market for dental implants (including f nal abutments, 

dental instrument kits, treatment planning software and surgical 

guides) was valued at nearly $1 Billion. 

In 2013, the U.S. market for dental prosthetics (including crowns, 

bridges, inlays/onlays, veneers and dentures), exceeded $10 Billion.

15 million people in the U.S. have crown and bridge replacements for 

missing teeth.

3 million people have implants, and that number is growing by 500,000 a year.

“

Industry f rsts

● Industrial production of dental implants

● Industrial production of individualized CAD/CAM restorations

● Introduction of the f rst comprehensive concept for 3D 

    treatment planning and guided surgery

● Owner of the one-and-only All-on-4® treatment concept for 

    eff cient and reliable full-arch solutions (pictured to the left)

● FDA approval for Immediate Function (immediate loading)

98%

90%

50%

15%

Training & education

is the success rate of dental implants 
as reported in scientifi c literature.

of dental 
professionals 
believe those  
who practice 
implant dentistry 
should adhere 
to specifi c 

guidelines. 

is the estimated 
number of all 
implants placed, 
with slightly 
more in the 
posterior than 

the anterior.

of all U.S. 
dental implant 
procedures 
in 2014.

18,000,000+ Nobel Biocare 
implants inserted worldwide 
to date

5,500,000+ components 
produced worldwide per year

4,400+ independent scientif c 
publications with data on 
Nobel Biocare products and 
solutions

Single-tooth restorations

Immediate-load procedures

Nobel Biocare has been 

the pioneer of dental 

implant treatment since 

the f rst patient was treated 

in 1965, introducing many of 

the products and solutions 

that have become industry 

standards.

Sources: Academy of Osseointegration 

member survey, iData research, Inc., 2014/2015

Sources: Reed Abelson, New York Times, iData research, Inc., 2014/2015, American Academy of Implant Dentistry
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implants360º 

tHE impORtanCE OF 
imPlaNts

ZEST Anchors 

loCator® oVerDeNtUre imPlaNt sYstem 
T e LOCATOR® Overdenture Implant System, or LODI, by ZEST Anchors is growing 

in popularity for treating edentulous patients who wish to secure their traditional 

dentures or partials. Known for its effi  cacy for use 

with narrow ridges by providing a less invasive and 

predictable implant, the LODI system is said to be 

a durable and cost-ef ective solution for securing 

traditional dentures. Other features include a lower 

vertical height, which reportedly makes it ideal for 

f tting under partials. Also, the LODI system features a 

two-piece system that includes an attachment placed 

following the implant, enabling replacement of the 

attachment in the case of wear over time.

800-262-2310  |  zestanchors.com

CirCle rs #19

T ree million people in the United 

States have implants, according to 

the American Academy of Implant 

Dentistry, and that number is growing 

by 500,000 a year. With an implant 

success rate of 98 percent, the U.S. 

dental implant and prosthetic mar-

ket is projected to reach $6.4 billion 

by 2018.

Getting a piece of that market 

is even easier now, thanks to the 

myriad options available. T ere are 

implants that work with full or partial 

dentures at the bone or tissue level. 

Some specialize in narrow or sloped 

ridges while others are designed to be 

minimally invasive. Options range 

from single-tooth to full-mouth res-

torations and from tapered to angled. 

T ese varieties allow implants to be 

placed at the right height and bone 

density for optimal esthetic results. 

We wanted to bring you a quick 

roundup of some of t he leading 

implant options out there. Whether 

you’re a small lab, large lab or some-

where in-between, here is a snapshot 

of some of the top implant companies 

and products.

the implant market is set to grow in the coming years and, with more options than ever, now is the time to learn 
about these products.

[ compiled by Danielle Toth ]
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3M ESPE 

mDi miNi DeNtal imPlaNts 
3M ESPE’s MDI mini dental implant system is said to be minimally invasive and immediately stabilizes full or partial 

dentures, often completed without a f ap and frequently using the patient’s existing denture. MDIs are designed for stability 

in bone tissue, which frequently allows immediate loading. Attachment designs are available for custom retention with 

three retention options, as well as attachment designs that forgive up to 30 degrees divergence with no need for an angle 

correction inventory. 3M ESPE mini dental implants are available in diameters of 1.8 mm, 2.1 mm, 2.4 mm and 2.9 mm at 

lengths of 10 mm, 13 mm, 15 mm and 18 mm to accommodate a wide range of patient needs.

800-634-2249  |  3mEspE.com/implants

CirCle rs #20

Biodenta 

boNe-leVel taPereD imPlaNt sYstem
Biodenta of ers innovative implant systems with comprehensive solutions. Primary stability and 

f nal osseointegration of the bone-level tapered implant are expedited via its surface treatment. 

Final restorative outcomes are optimized and micro movement is minimized due to its 6° internal 

conical connection. Varieties of restorative options, from single units to full-mouth restorations 

and stock abutments to customized solutions, are available. 

Biodenta’s bone-level tapered implant system is designed 

to feature the necessary modern design elements to ensure 

effi  cient and esthetic clinical results. 

240-482-8484  |  biodenta.com

CirCle rs #21

“Biodenta is truly a total solutions 

provider. They take you from an implant all the 

way through the workfl ow of scanning, transfer 

of data, designing, milling and delivery. They 

have support systems and training that allow 

one to get into the technology at whatever 

pace you’re comfortable with.”

– Dr. Vincent Prestipino, prosthodontist, 

Prestipino Dental Group private practice, 

Bethesda, Md.

bioDeNta testimoNial

“The 3i T3 Implant is BIOMET 3i’s most 

advanced implant design intended to 

address key clinician needs for effective 

osseointegration, bone preservation and 

patient esthetics.” 

– Rick Sajewski, global product manager, 

BIOMET 3i

biomet 3I testimoNial

BIOMET 3i

3I t3® imPlaNt 
T e BIOMET 3i T3® Implant is a contemporary hybrid implant designed to deliver esthetic 

results through tissue preservation. T is implant features a multi-surfaced topography 

composed of a coarse micron surface obtained via resorbable calcium phosphate media 

blasting along the implant body up to the base of the collar. T e entire length of the implant 

is then overlaid with a f ne micron surface achieved with a dual acid-etching process. T e 

option for a more complex, sub-micron topography with the discrete crystalline deposition 

of calcium phosphate nanoparticles is also available. In addition, the 3i T3 Implant is said 

to incorporate integrated platform switching provided by a medialized implant/abutment 

junction. Furthermore, the implant’s Certain® internal connection is designed to help form a 

stable implant/abutment interface.  

800-342-5454 | biomet3i.com 

CirCle rs #22

DENTSPLY Implants 

astra teCH imPlaNt sYstem™ eV
T e new ASTRA TECH Implant System™ EV is said to of er surgical simplicity and f exibility, as well as restorative ease without 

compromising long-term esthetic results. T e versatile implant assortment covers a wide range of clinical situations, including 

limited vertical bone height (6 mm options), narrow horizontal and wide spaces (3.0 mm & 5.4 mm diameters) and sloped ridge 

situations (OsseoSpeed™ Prof le EV—coming soon). T e self-guiding impression component requires only one hand for precise 

seating. T e system also includes an extensive restorative assortment, including a unique interface designed for one-position-

only placement for ATLANTIS™ patient-specif c abutments and a wide range of prefabricated abutments based on a crown-down 

philosophy.

800-531-3481  | dentsplyimplants.com

CirCle rs #23
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Glidewell Laboratories 

iNClUsiVe® taPereD imPlaNts
Inclusive® Tapered Implants, available in three diameters and f ve lengths, are machined from high grade titanium 

alloy. T e implants incorporate an array of time-tested features, such as RBM surface treatment, designed to simplify 

surgical and restorative protocols while maximizing clinical and esthetic outcomes. Inclusive Tapered Implants are 

also available as part of the Inclusive® Tooth Replacement System. T is all-in-one system contains everything required 

to predictably restore a missing tooth and is said to of er a simple, convenient and af ordable treatment option.

888-854-7256  | glidewelldental.com

CirCle rs #24

Hi-Tec Implants 

imPlaNt sYstems
Hi-Tec developed an extensive range of eight implant systems designed to be compatible and interchangeable with other 

major systems and provide the ultimate solution in every case. T e eight interchangeable implant systems include: the 

Tapered Self-T read Implant, an internal hex connection with tapered thread implant; the Logic Plus Implant, a self-tapping, 

bone-condensing implant with internal hexagon; the X-6 Implant, an extra-short, unique body and wide-thread design; 

Vision and Implex Implants, which are root-form tapered implants suitable for the upper and lower jaw; the Expert Implant, 

cutting-edge root-form implants with high initial stability; Logic Implants, self-tapping, bone-condensing implants with an 

internal taper and hexagon; Tite-Fit and Tapered Tite-Fit implants, which are tissue-level implants; and Summit Implants, 

external hex implants for simplicity and universality. 

800-452-0582  | hitec-implants.com

CirCle rs #25

 integrated dental systems 

aNYriDGe® imPlaNt sYstem
With its patented, innovative KnifeT read design, the AnyRidge® Implant System is specif cally designed for minimal 

disturbance of crestal bone and soft-tissue volume while ensuring both high initial and ongoing stability and better 

aesthetic outcomes in even the most challenging applications. T e unique design, which features 10 implant diameters 

with three core sizes, allows you to match the implant to the patient’s bone density, cut through the bone smoothly 

and condense it simultaneously. AnyRidge delivers progressive bone condensing, ridge expansion, maximized 

compressive force resistance and minimal shear force production. Each implant features XPEED® nano bone matrix 

surface treatment for reportedly faster and stronger integration.

866-277-5662  | idsimplants.com

CirCle rs #26

Implant Direct 

sWisH™ imPlaNt sYstem
Part of Implant Direct’s expansive portfolio of industry-compatible solutions with enhanced features, the Swish™ 

Implant System is now said to of er the simplicity of one surgical tray and one price at any level. Swish implants of er 

surgical compatibility with the Straumann drills and deliver the industry’s original All-in-1 Packaging with a transfer/

carrier, cover screw and healing collar. T e new bone-level SwishActive implant features platform shifting and a 

conical hex connection. T e hex is designed to provide six indexing positions for precise prosthetic placement while 

matched transgingival prof les on a range of prosthetics also allow for consistent soft tissue management. T e tissue-

level SwishPlus and the versatile SwishTapered both feature a Straumann-compatible internal octagon connection.  

888-649-6425  | implantdirect.com

CirCle rs #27
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Nobel Biocare 

NobelParallel CoNiCal 

CoNNeCtioN
Te new NobelParallel Conical Connection implant 

system combines a parallel-walled implant body 

that is well documented with an advanced internal 

connection to ofer extraordinary fexibility. It is 

engineered for use in all bone qualities and for a wide 

range of indications. A 5.5 mm-wide platform option 

is designed for an optimized emergence profle for 

molar crowns. Together, the surgical protocol and 

implant design form a unique combination that’s 

intended to allow immediate function in more cases 

by providing high primary stability. Te thread design 

and tapered apex of NobelParallel Conical Connection 

are designed for underpreparation of the surgical site 

and bicortical anchorage-techniques that support 

immediate loading.

800-322-5001  |  nobelbiocare.com

CirCle rs #28

“I have been impressed with NobelParallel 

Conical Connection. The drill protocol is 

straightforward, and the implant performs 

well in all bone qualities. I have found that 

NobelParallel Conical Connection provides 

excellent primary stability, making it a good 

implant choice for different indications.”

– Dr. Sascha Jovanovic, periodontist and 

academic chairman, gIDE Institute, Los 

Angeles

Nobel bioCare testimoNial

Great shades, less inventory & lower cost

  Obsidian™ ceramic blends so well with natural dentition, with just 14 
shades, you can match vital translucency with less inventory.

  Indications include: individual crowns, veneers, inlays and onlays.

  In a clinical study, The Dental Advisor concluded the performance and 
esthetics of Obsidian crowns were exceptional, resulting in a 99% rating*.

After

Before

“These are the most beautiful crowns I have seen.”

The Dental Advisor

LITHIUM SILICATE 

CERAMIC MILLING BLOCKS

TM

14 Shades 
(including 2 bleached)

(unglazed/glazed) (unglazed/glazed) (unglazed/glazed)

VITA® A2 Shade Tab Obsidian A2

Obsidian 
Ð Great Match Ð

(unretouched photo)

Product A Product BObsidian

*2014 Dental Advisor one-year clinical performance study. THE DENTAL ADVISOR 3110 West Liberty, Ann Arbor, Michigan 48103,  

info@dentaladvisor.com. VITA is a registered trademark of Vita Zahnfabrik.

Obsidian’s high flexural strength provides you with greater confidence

Conventional ceramics High-strength glass ceramics
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Flexural strength tests conform with  
ISO 6872

ISO specification for cementable all-ceramic crowns
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1-800-496-9500
www.zahndental.com

Interested?  Circle Product Card No. 36
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implants360º 

Straumann 

blt imPlaNt
T e shape, surface and material combination of the Straumann® Bone-Level Tapered (BLT) 

Implant are designed to deliver primary stability in all bone classes, reportedly making it ideal 

for immediate placement and loading. T e Straumann® BLT Implant features a tapered apex with 

three cutting notches, which is said to make this implant 

particularly suitable for situations involving soft bone or fresh 

extraction sockets where primary stability is key. In addition 

to enabling placement in underprepared osteotomy, the 

tapered form also gives you the f exibility to make the most 

of your patient’s limited anatomy, such as facial undercuts, 

converging root tips, concave jaw structure or narrow 

atrophied ridges. 

800-448-8168  |  straumann.us

CirCle rs #31

“I have found the BLT design extremely 

benefi cial for my single- and multiple-tooth 

immediate provisional cases. The new tapered 

apical design allows for very predictable 

insertion torques of 35 Ncm and excellent 

primary stability.”

– Brad McAllister, DDS, PhD, Periodontal 

Associates, Tualatin, Ore.

straUmaNN testimoNial

ZEST Anchors 

satUrNo™
T e SATURNO™ narrow-diameter implant system features an angled o-ball implant option and patented, pivoting o-ring 

technology. T e new SATURNO implant is a one-piece narrow diameter implant with a 1.8 mm o-ball connection that 

incorporates many features, including a 20° angled o-ball implant to address the challenges associated with implant 

placement in the maxillary ridge, patented, pivoting cap technology providing maximum resiliency while maintaining a 

minimized prof le, a narrow body implant design incorporating progressive threads for increased primary stability, a self-

tapping feature for ease of implant insertion and a proven RBM surface on the entire length of the implant. Each SATURNO 

implant is available in a choice of 20° angled or straight o-ball conf gurations; 2.0, 2.4 or 2.9 mm diameters; 10, 12 or 14 mm 

lengths; and cuf  heights in 2 or 4 mm. 

800-262-2310  | zestanchors.com

CirCle rs #32

Simpler Implant Solutions 

simPli tWo-PieCe imPlaNt
SIMPLI™ threads are said to have at least 50 percent more surface area in contact with bone than any other 

implant for greater support. SIMPLI™ has at least 50 percent less core-to-thread ratio, reportedly requiring 

fewer drills and allowing less bone removal than other implants and making it easier to place. SIMPLI™ 

threads have a 250 cutting edge, which is said to make them cut easier, producing  less trauma to the bone. 

SIMPLI™ is available in 3.0, 3.7, 4.3 and 5.5 mm diameters and in 15, 13, 10, 8 and 6 mm lengths.

800-565-3559  | simpliimplants.com

CirCle rs #29

Sterngold 

imPlaNt solUtioNs
Sterngold, an industry-leading removable solutions provider and manufacturer of dental implants and attachment systems, 

is located in Attleboro, Mass., and has been in continuous operation in the dental industry since 1897. T e company is widely 

known for its high quality, innovation attachment systems, such as the ORA, ERA and the all-new Stern SNAP Overdenture 

Implant Abutment. Sterngold also makes and distributes implant systems, including the Stern EX, the ERA Mini Implant 

and the Stern IC. Sterngold plans on launching a new bone-level internal connection implant system in the summer of 2015.

800-243-9942  | s terngold.com

CirCle rs #30
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Get Started with the cubeX2 Starter Kit!

The cubex2 Starter Kit includes:

• Two 98.5 x 12 mm cubeX2 Cubic Zirconia Discs

• Six 98.5 x 14 mm cubeX2 Cubic Zirconia Discs

• One Monolith Zero Shading Liquid Kit with 

 - Sixteen 30 ml Dentin Shade Bottles

 - Five 30 ml Plus Shade Bottles

 - Five 15 ml Incisal Shade Bottles

 - 40 Applicators

$995

To order, call 1.888.894.2148 

THE NEXT  EVOLUTION IN ZIRCONIA

• Translucency of 

   Lithium Disilicate

• Strength of Zirconia

• Flexural Strength of

   720 MPa’s

• Available in 10, 12, 14, 

  16 and 18 mm discs

DT TECHNOLOGIES
3813 Mississippi Avenue, Davenport, IA 52807-1816

1.888.894.2148 Interested?  Circle Product Card No. 37
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The Lab

Murray Kaizer Dental Laboratory was incorporated in 

1962 by Murray Kaizer. Te core of the business is in 

removables, but they do adjunct crown and bridge work, 

primarily in conjunction with removables. Tey ofer 

a full complement of CAD bars, all removable, along 

with fxed removables—from the simplest appliance 

to the most sophisticated hybrid. Murray Kaizer works 

closely with four of the leading implant companies 

and handles approximately 500 private accounts and 

two dental schools across the United States. Te lab 

prides itself on being painstaking in its commitment to 

doing the work correctly. Tey seek to have a dialogue 

with the doctor rather than risking a failed result. Te 

lab does about 10,000 cases per year and has 16 tech-

nical people, seven CDTs—one in partials and six in 

full dentures—and then another eight people in more 

support/admin roles. 

The aTTachmenT ParTner

Rhein83 specializes in the designing and manufac-

turing of castable spherical attachments and implant 

overdenture abutments with a connecting nylon female 

component processed into the removable prosthetic 

device. Mr. Ezio Nardi, founder of the company, pio-

neered this simple concept of ball and cap connectors. 

Over the past 30 years, this technology has become a 

go-to solution for RPDs and overdenture prosthetic 

design, improving superior oral health, functional-

ity, esthetics and patient comfort. Today, Rhein83 is 

recognized worldwide for its technical expertise in 

spherical and low profle dental attachments, super-

structure frame designs and direct implant abutments 

with universal compatibility.

The resuLTs

Murray Kaizer Dental Laboratory has been a long-time 

user of Rhein83 products. And not only has it been a 

long-time user—it’s also been a happy user. “We’ve used 

almost every Rhein83 product they’ve made over the 

years,” says Jerry Kaizer, CDT, owner of Murray Kaizer 

Dental Lab and son of its founder. “We’ve used them 

since the mid-80s. We’ve had great results. Rhein83 

works better than many of the other systems.”

Kaizer has been impressed with solutions ofered 

by Rhein83, such as the OT Equator system. Te OT 

Equator system is a line of low profle castable, threaded 

components for bars and direct implant overdenture 

attachments, engineered to be the smallest attach-

ment system on the market. “There’s nothing that’s 

100 percent in this world, but in terms of strength and 

being forgiving, [the OT Equator system] seems to ofer 

some advantages over some of its competitors,” Kaizer 

notes. “Most of the attachments that are currently made 

have a titanium nitride coating on them. It gives resis-

tance but gives the doctor a visual cue—if he sees shiny 

spots on any of the male components in the mouth, he 

should know something’s wrong. So with the Equator 

attachments, we have seen the least amount of wear 

in that context. It’s the most forgiving system that we 

have worked with out of all of them. Additionally, we’ve 

done no less than 25 bars with Equators on them, and 

they’ve all been pretty much problem-free.”

For Kaizer, one of the biggest attractions with 

Rhein83 isn’t necessarily with the products it makes—

though those are great too. Kaizer says he is impressed 

by a specifc service ofered that sets Rhein83 apart 

A small solution 
with big results
How one lab’s partnership with Rhein83 USa has paid big dividends. 

by Ryan Hamm

Rhein83

877-778-8383  |  rhein83usa.com | CiRCLe RS #38
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from other options. “Te one thing that Rhein83 has 

going for it that no other company has going for it: It 

will make any abutment for us up to 7 mm in cuf height 

for any manufacturer in the world as long as we can 

provide them with a thread pattern,” Kaizer says. “If I 

send a healing cap to Italy with a cuf height, I get an 

abutment. Whatever I want on top, they make for me. 

Tat has made it a much easier system to work with.”

Todd Mercier, chief technology ofcer at Murray 

Kaizer Dental Laboratory, says recently, Rhein83 per-

formed that exact service for them, helping them com-

plete a particularly tricky case. “We just did a case this 

year, and a patient had four locators on a mandibular 

case,” he remembers. “The ones all the way back in 

the molar area were 6 mm diameter implants, but the 

company that made those only supplies abutments for 

a locator with a 4 mm abutment. When you looked at 

the X-ray, you saw a 4 mm abutment on a 6 mm implant, 

which was terrible for the patient. I called Rhein83, told 

them the cuf height and implant size and got back a 

custom abutment. Normally, that case would have lead 

to an implant having to be removed.

“Another nice feature is that Rhein83 makes a lot of 

components to rehabilitate cases,” Mercier continues. 

“Tere have been instances we’ve had an old CAD or cast 

bar and all of the old attachments were broken or worn 

out, and I’ve gotten attachments back from Rhein83 with 

a threaded sleeve for bonding so you can screw diferent 

sized Rhein83 balls into it and you can screw Equator 

into it. So you can take where the old attachment was 

threaded, ream it out, put in the pieces, cement it and 

you have a bar with brand new attachments.”

“Tere are a lot of old implants out there, and they 

need service from time to time, and they need atten-

tion,” Kaizer adds. “I’ve known [the people at Rhein83] 

for 35 years, and they’re some of the most customer-

oriented people I’ve ever met. If there’s a problem they 

can take care of, they will, and if they can’t, they’ll direct 

you to somewhere that can.” 

Both Kaizer and Mercier are also flled with praise 

for the customer service and support provided by 

Rhein83—both stateside and from the headquarters 

in Bolgona, Italy. “Tey’re exceptional in terms of sup-

port,” Kaizer says. “Tey’ve actually helped us get a 

little smarter in what we do. Tey manufacture a cuf 

height tool—most dentists use a perio probe and it’s 

a guess, at best, but this tool is color-coded, and you 

hold it on there, and you place it on the top shoulder 

of the implant, and you screw it down until it touches 

tissue, and you use the color coding to see what the 

measurement is. Te other suggestion they gave us is 

never take an order for an implant abutment over the 

phone but to always tell the doctor to send you the chart 

and sheets so you know you’re ordering the right part 

and it minimizes the risk you’ll take. It’s been excep-

tional. With other companies, sometimes you get a 

customer service person, and they’re wonderful, but 

they can’t answer your question. But with Rhein83, 

there’s someone where the buck stops, and if he can’t 

help you, then the product is not made.  He’s got the 

staf over there to help him. Tese guys are making it 

and selling it—not just selling something someone else 

made. It’s like having a valuable resource you know is 

always available to you.”

It’s high praise, but it’s echoed by Mercier. “ Every 

time I’ve worked with them, it’s always pleasant and 

positive,” he notes. “Most doctors want everything 

done as quickly as possible. But when we have situa-

tions where the abutments aren’t available or they’re 

just not made anymore, I tell them I have a resource 

in Rhein83 and give them the specs, and within two 

weeks, they’ll have a custom-made abutment that fts 

perfectly. Tey’re willing to wait that extra time and 

know it’s going to work.” 

“I’ve gone so far as to tell a doctor and say, ‘if you 

don’t like [the Rhein83 attachment system], we’ll eat 

the cost,’” Kaizer says with a laugh. “I haven’t eaten a 

case yet! I want my doctors to have a diferent tool in 

their toolbox. You can’t do projects with just two tools. 

If I can help an account of ours broaden its toolbox, 

that’s a home run, and that’s what Rhein83 has allowed 

us to do.” lab

The OT equator system is one of 

the latest from Rhein83.

the NEW standard  

for milled temporaries

Primotec  

PREMIOtemp  

the ultra esthetic multilayered PMMA

t�mWF�MBZFST�PG�DPMPST��

t�OBUVSBM�nVPSFTDFODF�

t�IJHI�TUSFOHUI

t�'%"�BQQSPWFE

t�FYDFMMFOU�DPNCJOBUJPO�PG�DPMPS�

BOE�USBOTMVDFODZ�

t�FYDFMMFOU�NJMMJOH�QSPQFSUJFT

t�BWBJMBCMF�GPS�BMM�TZTUFNT

Call now:   866-643-3129$
BT
F�
C
Z�
$
SJ
TU
JB
O
�1
FU
SJ

www.primotecusa.com 

info@primotecusa.com

Interested?  Circle Product Card No. 39
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Unpacking the features of BEGO’s new Varseo 3D printer.  

compiled by Ryan Hamm. Information provided by BEGO USA.

Models printed by the Varseo Some of the other indications possible with the 

Varseo

BEGO’s new Varseo 3D printing system offers eight 

different high performance resins that can be changed 

from one job to the next in less than 30 seconds. 

Varseo is engineered to produce highly accurate 

splints, surgical guides, CAD/Cast partial frames and 

C&B patterns, as well as custom impression trays. 

Coming in 2015, indications will be expanded to include 

denture bases, models and temporary crowns and 

bridges. The printer accepts any STL f le and comes 

standard with 3Shape CAMbridge software for sup-

port positioning and nesting. Varseo is said to feature 

excellent building speed, high accuracy, a user-friendly 

display and a cartridge system that allows the material 

to be changed in seconds. lab

Features

• Created specif cally for dental applications 

• Eight printing solutions 

• USP cartridge system reportedly allows material 

change within 30 seconds

• Ejector system is engineered to eliminate 

distortion 

• Designed to provide the highest possible 

construction speed 

• Qualif ed and verif ed by BEGO 

BEGO
begousa.com

800-342-2346

CIRCLE RS #40

TECH BRIEF

Varseo 3D printer
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With So Many Options, How Will You Choose?

“I could have purchased my Roland Mill 

from any number of sources, but I chose 

to partner with Whip Mix. Why? It’s 

simple.

Anyone can sell you a mill, but for me 

it is all about the service and support 

af er the sale. From Whip Mix, it is simply 

exceptional.

They’re good people and they stand behind 

their customers. It is true, they really are ‘our 

Kentucky friends’.”

Gary Iocco, Owner

Dimension Dental Design

Hastings, MN

Roland Mills • 3D Printers • High Quality CAD/CAM Materials

Whip Mix Corporation

800 626-5651

www.whipmix.com

Connect With Us!

Interested?  Circle Product Card No. 41
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Search for the company name you see in each of the ads in this section for FREE INFORMATION!

LAB PRODUCTS LAB SUPPLieS

LAB SUPPLieS Refining SeRviCeS

“Methods evolve.”
The Monotrac V2 Supermodel with 

full-featured capability provides  

efficient, accurate, simple solutions  

for all your model,  

die and articulation needs.

T H E  M O N O T R A C  V 2  S U P E R M O D E L

Fast, Accurate, Simple.

Toll Free: (888) 942-9494

See our latest technique videos  

on You Tube or at 

www.monotrac.com

SearchAESTHETIC_PRESS

Tel: 800- 929- 6362 • Fax: +1- 626-797-7149
Email: anthony@hi-techwax.com

HI-TECH WAX MILLING DISC
FOR CAD/CAM MIL L ING SYSTEMS

HI-TECH WAX Has created unique MILLING DISCS with Ring (Shoulder) for CAD/
CAM Milling Systems. These super quality Opaque easily millable discs have 
smooth carvability with precise margin and excellent ft for copings and full crowns. 
They let you repair any accidental defect by using the remnants of these discs. They 
burn out cleanly because of their purity; free of casting problems.

Made in the U.S.A. by HI-TECH WAX Company

Available Colors: OPAQUE-White, Tan, and A2, A3 shades.

Dimension: 98 mm diameter x 14, 16, 18, 20mm thickness.

Note: Custom color also available for 24 and up.

5245 Bell Court
Chino, CA  91710

SearchALMANON
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ShOwCASe Products & service
Go to:   dlpmagazine.com/Products
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PRODUCTS & SeRviCeS
LAB & OPeRATORy PRODUCTS

eqUiPmenT fOR SALe

DenTAL eDUCATiOn

COmPUTeR SOfTwARe

LAB SeRviCeS

PRODUCTS & APPLiAnCeS

RePAiR SeRviCeS

WinVoice 
      

 

 

 

Bi l l ing  •  Case Managemen t  

Schedul ing  •  PC  or  Mac  

Mult i -User  •  Mult i -Locat ion  

QuickBooks  Integrat ion  

880000--666655--00009911

FFRREEEE  DDEEMMOO

Starts at just $$5500..0000

Featuring
Jay Tyler,
CDT, FNBC.

Featuring
Jay Tyler,
CDT, FNBC.

It couldn’t be

made any better,

see for yourself!

MasterCard/Visa/Amex  

accepted

1-800-323-4144

• Digital Waterbath

• Safety: Auto Shutoff

• Stainless Steel Inside 
 & out

• Dual Stage Curing

• Extra-large Capacity
 Holds 16-18 Flasks

• Longer Life & More 
 Efficient

PROFESSIONAL GRADE CURING UNIT

Lab~ProM
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FREE SHIPPING FOR ORDERS OF $150 & UP

www.diamodent.com

European Style Framework
German-trained technicians A.D.V. Dental Lab 
will provide you with the best framework. $85 per 
case. 3 days in Lab. 50% off 1st case. Vitallium 
2000 available. 8064 W. 21 Ct., Hialeah, FL 
33016. 888-254-6655 www.advdentallab.com

ACCURATE METALS &

REFINING LLC

For info/FREE Shipping Supplies

Call Toll Free: 866-973-3463
Assay results with your payment for
Gold, Silver, Platinum & Palladium

60 Industrial Park Rd. E., Tolland, CT 06084

ACCURATE METALS &

REFINING LLC

Unbeatable Prices on Porcelain Furnace Muffl es

Advanced Dental Products, Inc. manufactures state-of-the-art 
Even Temp™ quartz and non quartz porcelain muffl es. We have 

proudly served dental laboratories for over 30 years.

Even Temp™ Muffl es are available for the following porcelain furnace manufacturers:

Jelenko
Jelrus
Ney
Whip Mix

IntraTech
Dentsply
Ceramco
Unitek

Ivoclar
Degussa
Jeneric Pentron
CMP

We guarantee that you will not be able to beat our price, service or quality.
Call us at 1 (800) 645-7237 • dentaladp@gmail.com • www.dentaladp.com

DDS
Handpiece Repair & Sales

• Ney, Jelenko, NSK, Osada, Brasseler, Kavo, Ram, etc.

• Repair electric micromotors, high speed air-drive, 
most low speed air-drive & other small equipment.

• 55 years experience • 2 day turnaround on most repairs 
• Buy and sell new and used handpieces and equipment

DDS Handpiece Repair & Sales 
1000 Waverly St. or PO Box 2158

Oldsmar, FL 34677 • (813) 855-2347 

(800) 722-8691 then CODE 01

Advert ise  todAy!

For Marketplace Advertising

Call Linda Barrier at  

1-800-225-4569 • ext. 2701

lbarrier@advanstar.com

Let Marketplace Advertising

Work For

YOU!
MARKETPLACE OFFER  

YOU AN EXCELLENT RETURN  

ON INVESTMENT!
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NEXT MONTH: RITA ACQUAFREDDA, VP AND GM, ZAHN DENTAL

01. 
Nobel Biocare celebrates 

the 50th anniversary of P-I 

Brånemark’s first implant patient 

this year. Looking back, which of your 

innovations do you feel stand out? 

As the pioneer of dental implants and science-

based evidence, we have long played a unique 

role contributing to innovation within the dental 

implant industry and will continue to do so. We 

were the first to bring industrial production 

of dental implants and individualized CAD/

CAM restorations. We introduced the first 

comprehensive concept for 3D treatment 

planning and guided surgery. We own the 

one-and-only All-on-4® treatment concept for 

eff cient and reliable full-arch solutions, and our 

NobelActive® implant system continues to be a 

game changer where we see more and more 

companies trying to replicate it each year.

02. 
How do you feel customers—

and, by extension, patients—

benef t from those innovations? 

We don’t develop individual products but entire 

solutions that provide fully functional, natural-

looking results that aspire to last a lifetime. Our 

clinicians, lab customers and their patients can 

be conf dent all our components are designed 

to complement each other in a precisely 

harmonized system to meet the requirements 

of long-term clinical performance and cost 

eff ciency.

03. 
One recent innovation from 

Nobel Biocare is a cement-

free posterior solution. What does that 

offer the dental professional? 

Our new posterior solution consists of a 

selection of wide-platform implants, new 

anatomically designed temporary components 

and a full-contour zirconia implant crown, which 

is available with an angulated screw channel 

design. These components are an impressive 

lineup when a patient needs to replace a molar 

tooth and can’t open his or her mouth very 

wide. The increased access then provides a 

real solution to a real problem. But, of course, 

it is also a great solution whenever you need to 

angle the screw access hole for any reason and, 

as you said, it’s 100 percent cement-free. Even 

the titanium adapter is mechanically retained. 

04. 
How impor t ant  i s  i t  for 

dent a l  pr ofess ionals  to  

avoid “mixing and matching” random 

components in implant dentistry?

That is a very serious issue in the industry 

today. We firmly believe not all products are 

created equal. All dental professionals should 

be very careful they are using products that 

were designed and tested as complete systems 

whether they are all from one company or not. 

A key aspect of performance assessment is that 

a system is only as strong as its weakest link 

and that the performance of any component 

depends not only on the component itself but 

also on its interactions within the system. For 

this reason, we conduct research and testing 

not only on individual components, such as 

implants, abutments and screws, but always 

on the entire system too.

05. 
There are a lot of implant 

options out there. How is Nobel 

Biocare’s approach to customers any 

different from others? 

We are driving innovation in a way that 

our customers can provide solutions that 

their peers can’t. One such innovation is 

the restorative component in our posterior 

solution, a full-contour zirconia implant crown 

that takes advantage of our unique angulated 

screw channel concept. Our Omnigrip tooling 

is something that has to be seen to be 

believed with a screw that literally sticks to the 

screwdriver.

06. 
Where do you think the 

biggest opportunit ies in 

implant work exist for dental labs? 

One of the biggest opportunities for dental labs 

that we see is getting involved in the treatment 

process much earlier than they might be used 

to. Many labs come in near the end and are 

often forced to adjust to a situation in ways they 

might not prefer. Our integrated and eff cient 

digital workf ow brings in dental labs using the 

NobelProcera® 2G Scanner at the planning stage 

with new scanning capabilities. This new feature 

adds value as a treatment partner by providing 

intraoral model surface information that assists 

with the clinician’s diagnostic treatment plan.

07. 
How is Nobel Biocare a great 

option for labs? 

Our more eff cient second-generation scanner 

delivers direct access to our comprehensive 

assortment of NobelProcera restorations; and, 

with our new open access program, users of the 

3Shape Dental System who have integrated into 

the global NobelProcera production network 

gain access to NobelProcera’s high quality CAD/

CAM abutments. And, open access won’t stop 

there, as more products are on the way.

08. 
How does Nobel Biocare 

ensure its customers are 

properly trained and receive education 

in working with Nobel ’s implant 

systems? 

Our comprehensive training programs cover 

every step of the treatment workf ow and every 

stage of professional development. Hands-on 

sessions play a key role in our training courses 

both at our smaller events and larger symposia. 

We believe in peer-to-peer training through 

expert professionals, and our customers can 

access them close to home or around the world. 

Just in North America, we deliver more than 

10,000 dental educational programs annually 

to help dental professional treat more patients 

better and more eff ciently.

09. 
W hi ch i s s u es  d i s c u s s e d 

at conferences or in the 

media do you think could be solved 

through more extensive training and 

education? 

We are learning from both scientif c study and 

customer experience that the use of cement 

has become an increasingly discussed topic. 

While a cement-retained restoration is a great 

solution when restoring natural teeth and it can 

be a perfectly f ne solution when done properly 

on implants, more extensive training and even 

simple awareness is needed. We are working 

on providing industry-leading screw-retained 

solutions so our customers don’t have to even 

worry about cement-related issues.

10. 
In your own words, what is 

Nobel Biocare’s f nal goal for 

your customers? 

We focus our knowledge and expertise on 

supporting our customers with a shared goal: 

treating as many patients as possible in the 

best possible way. Everything that we do aims 

to empower dental professionals to treat more 

patients better.

Joe Day
VP OF MARKETING, 
NORTH AMERICA,
NOBEL BIOCARE
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Now with even more possibilities:

Completely reworked user interface New tools for free forming

Optimized user guidance Advanced 3D-PDF export

Native multi-touch support Webcam integration

Optimized 3D-Engine and much more!      

The new sofware generation has arrived!
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®

•  800.323.4144  •  astrondental.com
®

•  Composite formulation, a mixture of powder & liquid, can be press-packed or poured

•  Self-adjusting when placed in warm water before inserting in the mouth

•  Material is stronger with greater stability, ideal for bruxism patients

•  Optical clarity is nearly invisible while wearing

•  MMA-free*/BPA-free

•  Wearability and patient comfort are rated excellent

*MMA - Methyl Methacrylate

From the makers of 

CLEARsplint®

www.duraclean2.com

®
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