
when meets

ESTELITE UNIVERSAL FLOW  combines the cavity adaptation and 

handling of flowable composites with the strength and versatility of universal 

composites. Long-lasting, highly esthetic restorations with reduced risk for 

failure are now achievable in one step. Available in three well-balanced 

viscosities to fit your needs.

Buy one, get one at no charge! New Users Only  |  Promo Code: DPRC20
It is the doctor’s responsibility to properly report and appropriately reflect any free product or rebate on their submissions to any federal healthcare program. Syringe or Pre-Loaded Tips. Of equal or lesser value. 

Valid in the U.S. & Canada from 2/1/2020 through 3/15/2020. Limit 3 redemptions per dentist. Your order must be placed through Tokuyama Dental America or an authorized Tokuyama dealer. Cannot be combined 
with any other offer. Tokuyama reserves the right to discontinue the promotion at any time.

+1 (877) 378-3548

tokuyama-us.com
Innovating Tomorrow’s Dentistry, Today.™

Three Viscosities
Ideal Flow • High, Medium, & Super Low for a Wide Range of Indications

High Strength
High Resistance to Wear and Abrasion Comparable to Universal Composites

Beautiful Results
Unsurpassed Gloss and Superb Shade Blendability for Outstanding Esthetics

DPR0220_A-CVTP_Tokuyama A.indd   1 1/21/20   8:44 AM



,

DPRJ20

 Toll Free: +1 (877) 378-3548
*This offer is limited to 1 per doctor*
It is the doctor’s responsibility to properly report and appropriately reflect any free product or rebate on their submissions to any federal healthcare 
program. Offer valid 2/1/20 to 3/15/20. Tokuyama does reserve the right to discontinue the promotion at any time. Not compatible with any other 
offers. To redeem promotional offers, your order must be placed through an authorized Tokuyama dealer. Allow 2-4 weeks for free goods delivery.

BUY 1 KIT, GET 1 SET OF REFILL (BOND A&B, FULL-SIZED) AT NO CHARGE!
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RESTORATIVE DENTISTRY How to achieve 
long-lasting, natural-looking restorations

DENTAL EQUIPMENT & SUPPLIES 
Product Roundup: Loupes

TECHNOLOGY How an all-tissue laser 
helped bring one practice’s vision to life
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[ APEX DENTAL MATERIALS ]

PinkWave
Patent-pending QuadWave Curing 
Technology is designed to enhance 
polymerization when compared to other 
curing lights.

[ ORTHOFX ]

OrthoFX
A direct-to-consumer sold, face-to-face, 
doctor delivered clear aligner orthodontic 
solution.

Trade Show Do’s and Don’ts

BEST PRACTICES

There are many things to consider before deciding to 
attend a trade show. Our experts offer advice on how 
to get the most out of your experience.

What to know about the current state of clear aligners, what innovations 
have changed the game, and what is happening in a competitive 
landscape loaded with big names and new technologies.

NEW DENTAL PRODUCTS

[ PULPDENT ]

ACTIVA Presto
A white � lling material featuring a mois-
ture-friendly resin said to promote the dif-
fusion of bioavailable calcium, phosphate, 
and � uoride ions.

DENTAL SPECIALTIES

CLEAR 
ALIGNERS       
THE CLEAR PATH AHEAD
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New compliance standards
apply to dental practices in

the U.S. excluding some specialties 
such as oral pathology, oral
and maxillofacial radiology, 

oral and maxillofacial surgery, 
orthodontics, periodontists, 

prosthodontics, and 
mobile units.

WHOA new EPA ruling 
requires most dental  
practices to own an 
amalgam separator 

with at least a
95% removal e�  ciency.

Some dental facilities may be 
subject to additional

or more stringent state
or local requirements
than those in the rule.

NXT HG5® SERIES NXT HG5® HIGH VOLUME NXT HG5® MINI

*For full details and rebate redemption information, visit: www.henryscheindental.com/amalgamcompliance

New Amalgam Separator Compliance Required! 
Henry Schein can help you meet compliance standards.

IMPORTANT!

Receive a $300 rebate with the purchase
of any NXT Hg5 Series Amalgam Separator!*

Amalgam separators
must be installed and
working properly by:

JULY 14, 2020

WHEN

For complete requirements visit:

www.epa.gov
www.epa.gov/eg/dental-e  uent-

guidelines-documents

For more information and to order, contact your
Henry Schein Sales Consultant or visit:

www.henryscheindental.com

© 2020 Henry Schein, Inc. No copying without permission. Not responsible for typographical errors. 20DS4322

S U P P L I E S   |   E Q U I P M E N T   |   P R A C T I C E  M A N A G E M E N T  S Y S T E M S      D IG ITAL  TECHNOLOGY  |   TECHNICAL  SERVICE   |   BUSINESS SOLUTIONS

Start The Year O�  Right with  Special O� ers From 

For more informaton and full product listing, visit www.henryscheindental.com/curettescaler20

1/2 EagleLite Resin Purple (X)

Blackjack

XP SHARPEN-FREE THIN™ 
DOUBLE END

AMAZING GRACEY™ DOUBLE END

1/2  Regular 

BARNHART DOUBLE END

5/6 

GRACEY 5/6

#9 Everedge 2.0

GRACEY 17/18

#9 Everedge 2.0  

XP GRACEY DOUBLE END

Are Your Instruments on Point?
 Dull or mis-sharpened tools may have detrimental e� ects to both the hygienist and patient. 

 Approximately 17% to 64% of 
calculus remains after scaling and 

root planing, and 7% to 24%

remains after surgical intervention.2
Remaining calculus may lead to 

chronic gingival disease.

    Up to 93% of hygienists are 
managing some type
of occupation-related 

musculoskeletal disorder1

causing hand or arm pain, 
numbness, or tingling.

DID YOU KNOW?

 1.  Anne Nugent Guignon, RDH, MPH, “What are you Willing to Risk?” 
RDHMag, 2010. 

  2.  Linda Brookman, RDH, BSDH, MSHS and Donna Smith, BSDH, 
MSEd, RDHAP, “Th Bane of Burnished Calculus,” Dimensions of 
Dental Hygiene, 2017. 

Using sharp instruments can help prevent this from occurring.

Receive an additional 20% off
Scalers & Curettes plus special o� ers!

20DS4322_DPR_10.5x13.75_SPREAD_FEB_4.indd   2 1/10/20   1:14 PMDPR0220_CV2-003_Henry Schein_FP SPREAD AD.indd   2 1/23/20   4:02 PM



New compliance standards
apply to dental practices in

the U.S. excluding some specialties 
such as oral pathology, oral
and maxillofacial radiology, 

oral and maxillofacial surgery, 
orthodontics, periodontists, 

prosthodontics, and 
mobile units.

WHOA new EPA ruling 
requires most dental  
practices to own an 
amalgam separator 

with at least a
95% removal e�  ciency.

Some dental facilities may be 
subject to additional

or more stringent state
or local requirements
than those in the rule.

NXT HG5® SERIES NXT HG5® HIGH VOLUME NXT HG5® MINI

*For full details and rebate redemption information, visit: www.henryscheindental.com/amalgamcompliance

New Amalgam Separator Compliance Required! 
Henry Schein can help you meet compliance standards.

IMPORTANT!

Receive a $300 rebate with the purchase
of any NXT Hg5 Series Amalgam Separator!*

Amalgam separators
must be installed and
working properly by:

JULY 14, 2020

WHEN

For complete requirements visit:

www.epa.gov
www.epa.gov/eg/dental-e  uent-

guidelines-documents

For more information and to order, contact your
Henry Schein Sales Consultant or visit:

www.henryscheindental.com

© 2020 Henry Schein, Inc. No copying without permission. Not responsible for typographical errors. 20DS4322
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Start The Year O�  Right with  Special O� ers From 

For more informaton and full product listing, visit www.henryscheindental.com/curettescaler20

1/2 EagleLite Resin Purple (X)

Blackjack
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DOUBLE END
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1/2  Regular 

BARNHART DOUBLE END

5/6 

GRACEY 5/6

#9 Everedge 2.0

GRACEY 17/18

#9 Everedge 2.0  

XP GRACEY DOUBLE END

Are Your Instruments on Point?
 Dull or mis-sharpened tools may have detrimental e� ects to both the hygienist and patient. 

 Approximately 17% to 64% of 
calculus remains after scaling and 

root planing, and 7% to 24%

remains after surgical intervention.2
Remaining calculus may lead to 

chronic gingival disease.

    Up to 93% of hygienists are 
managing some type
of occupation-related 

musculoskeletal disorder1

causing hand or arm pain, 
numbness, or tingling.

DID YOU KNOW?

 1.  Anne Nugent Guignon, RDH, MPH, “What are you Willing to Risk?” 
RDHMag, 2010. 

  2.  Linda Brookman, RDH, BSDH, MSHS and Donna Smith, BSDH, 
MSEd, RDHAP, “Th Bane of Burnished Calculus,” Dimensions of 
Dental Hygiene, 2017. 

Using sharp instruments can help prevent this from occurring.

Receive an additional 20% off
Scalers & Curettes plus special o� ers!
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Interested?  Circle Product Card No. 01
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ACTIVA Presto
Designed to mimic the properties of natural 
teeth, ACTIVA Presto is a white � lling material 
featuring a moisture-friendly resin said to 
promote the diffusion of bioavailable calcium, 
phosphate, and � uoride ions. The mate-
rial’s chemistry reportedly penetrates and 
integrates with tooth structure for adaptation 
without margins. It also features a patented 
rubberized-resin designed to absorb stress 
and protect against wear, fracture, and chip-
ping. Highly radiopaque, ACTIVA Presto is a 
stackable composite that resists slumping, 
and it is indicated for all cavity classes and 
available in a variety of shades, including 
cervical shades.

Why this restorative is different than 
other materials:
Because ACTIVA Presto features a hydrophilic 
resin it is able to function optimally in the wet 
intraoral environment. The material is able to 
function much like natural dentition in the way 
it combines both the ability to interact with the 
oral environment for the exchange of calcium, 
phosphate, and � uoride ions, and the shock 
absorbing properties it exhibits. In look, feel, 
and function ACTIVA Presto aims to be as close 
as possible to the natural material it replaces.

Pulpdent
800-343-4342
pupldent.com
CIRCLE RS #2

OrthoFX
OrthoFX is a direct-to-consumer sold, face-
to-face doctor delivered clear aligner orth-
odontic solution. Unlike mail-order aligner 
companies, OrthoFX requires patients visit 
an OrthoFX preferred partner doctor to 
receive OrthoFX orthodontic clear aligners. 
In their business model, the company pays 
the doctor as opposed to the doctor paying 
lab fees. The OrthoFX offering includes 
insurance authorization, billing, � nancing, 
collections, and direct patient outreach 
through their customer care team. The com-
pany’s clear aligner solution is an all-in price 
of $3,950 to patients and includes a 3-year 
guarantee with one set of free retainers.

Why this aligner company is different:
By offering a transparent, affordable retail 
price through a hand-picked doctor network, 
OrthoFX keeps doctor supervised care at the 
forefront of the patient’s orthodontic solution 
to ensure safe results. The company’s next 
generation polymer, FXTetra™, is designed 
for patient comfort, with an elastomeric 
middle layer, and offers predictable outcomes 
where eight out of 10 patients needed no 
re� nement. The company is technologically 
forward and will soon launch more innova-
tions, such as a retainer subscription solution. 

OrthoFX
415-936-0006
orthofx.com
CIRCLE RS #3

PinkWave
Described as the next generation of curing 
lights, the PinkWave features patent-pending 
QuadWave Curing Technology that is said to 
enhance polymerization when compared to 
other curing lights. The new curing technology 
reportedly increases composite hardness by 
more than 20 percent while also decreas-
ing shrinkage by 15 percent or more. The 
light features a large curing area and offers 
standard, ramp and boost curing modes. The 
buttons are ergonomically placed and it’s 
fabricated with a single piece aluminum body. 
The light charges cordlessly and features a 
replaceable battery pack.

Why this curing light stands out:
The PinkWave does a lot more than just bring 
a new curing technology to dentistry, although 
it’s new curing technology is certainly worth 
noting. Still, along with curing restorative mate-
rials, it also can be used for crack and caries 
detection with its built-in transilluminator. 
This allows the same instrument to be used for 
diagnosis and treatment. 

Apex Dental Materials
877-418-4782
apexdentalmaterials.com
CIRCLE RS #4
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Cover Products and other EDITOR’S CHOICE products throughout 
this issue are chosen based on innovation or their perceived 
impact on improving patient care and practice ef� ciency.

ON THE 

COVER PRODUCTS3
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• A 1:1 auto-mix product used in the standard “gun”

• Superb strength and fracture resistance

•  Extended rubber-setting phase allows removal from 
interproximal undercuts

•  Thicker thixotropic consistency allows easy mixing and 
placement, with or without the mixing tip. No Dripping!

• This viscosity drives SHARP, CLEAR MARGINS

• No exothermic heat

• Available in shades A1/B1, A2 and A3

800.388.6319

advantagedentalinc.com

P E R F E C T  F O R  M A K I N G  T E M P S
W I T H  O U R  M AT R I X  B U T TO N S

Another “Crowning Achievement”
F R O M  A D VA N TAG E  D E N TA L

• No gag, odor or taste issues

•  Small, stable impression that can be saved to make a 
new temporary, in the rare event of fracture or loss of 
the original

• Isolate sensitive teeth while operating in another area

• Anterior anti-bruxing device to o� set clenching & grinding

• Block out of the space for the pontic

• Bite registrations

• Implant shims to guide placement

• Border molding trays for denture impressions

C U S TO M  T E M P O R A R I E S  H AV E  N E V E R
B E E N  Q U I C K E R … O R  E A S I E R !

MatrixButtons™ MatrixTemp™

“Let me put it this way: excellent consistency, 
very good shading providing excellent 
provisionals. I would recommend this to 
any colleague looking for same results 
with less cost than leading brands.”

B R I A N  G R AY,  D M D
WA S H I N G TO N ,  D C

“What a time saver. A superior rigid matrix 
in less time than an impression. Will not 
distort. The dental button simplifi es making 
lab quality temps at the chair. What a great 
product. We wouldn’t be without this one.”

J O S E P H  A  B L A E S ,  D D S
S T  LO U I S ,  M O

MatrixTemp™

Another “Crowning Achievement”
F R O M  A D VA N TAG E  D E N TA L

Can be purchased individually Interested?  Circle Product Card No. 05

DPR0220_005_Advantage Dental_FP AD.indd   5 1/20/20   4:19 PM
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DENTAL SPECIALTIES | Clear aligners are in 
demand by patients and a range of new aligner 
systems, work�ows, and providers are vying to 
meet that demand. Making sense of this crowded 
space is a challenge, but having an aligner game 
plan is important to just about every practice.

THE CLEAR 
PATH AHEAD 

[42]

NEW DENTAL PRODUCTS

NEW PRODUCTS

14 The newest launches 
from the industry 

RESTORATIVE DENTISTRY

SOLVE MY PROBLEM

18 Eliminate inaccurate model 
fabrications and cleanup 
Wonder�ll makes easy a process that 
can be inef�cient and messy. 

19 Strong bonds without the post-op 
sensitivity 
Hemaseal & Cide™ Desensitizer from Advantage 
Dental Products has proven to deliver optimal 
bond strengths without post-operative sensitivity. 

20 A single choice to simplify direct 
restorations 
Admira Fusion x-tra from VOCO America 
streamlines almost every aspect 
of using a dental restorative.

CLOSER LOOK

22 A dual monomer cement that 
eliminates the guesswork   
How Kuraray’s PANAVIA™ SA Cement Universal 
lightens the workload for one clinician.

23 Delivering bioactivity directly at the 
adhesive/tooth interface 
The RE-GEN suite makes it possible to place 
bioactive material directly in contact with the tooth. 

24 How a self-adhesive resin cement 
changed one doctor’s bias 
Ivoclar Vivadent’s SpeedCEM Plus 
works so well it changed an experienced 
dentist’s mind about resin cements.

DENTAL TECHNOLOGY

TECHNOLOGY EVANGELIST

 30 The short & sweet on going 
straight 
With 3D and the new technologies it brings, 
the state of the art is no longer the realm of 
incredibly smart specialists. Practices that 
embrace this new philosophy will look to 
better solve the “immediately deliverable” 
puzzle, especially when it comes to clear 
aligner treatment. by Dr. John Flucke 

SOLVE MY PROBLEM

 32 Virtually solving patient anxiety 
New OperaVR virtual reality headsets 
allow dentists to relieve anxiety, reduce 
pain, and attract new patients.   

CLOSER LOOK

 33 Taking intraoral scanning to the 
next level 
The Planmeca Emerald S™ allows this 
dentist to deliver a seamless digital 
work�ow and patient comfort.   

CASE STUDY

 34 How to reignite a career with 
innovative dental technologies 
and the power of perseverance, 
forward thinking 
How the Solea® all-tissue laser from Convergent 
Dental helped a North Carolina dentist bring 
her practice vision to life. by Sarah Pless, DDS   

DENTISTRY TOMORROW

 36 Let’s get things straight 
Introducing OrthoFX, a company ready to 
realign the teeth straightening industry, one 
case at a time. by Lou Shuman, DMD, CAGS, 
CEO and Founder of Cellerant Consulting  

DENTAL SPECIALTIES

SOLVE MY PROBLEM

 38 Understanding the details saliva 
can share 
With results ready in just 5 minutes and 
easy-to-understand reports ready to share 
with patients, the SillHa Oral Wellness System 
makes chairside salivary analysis simple.

  CLOSER LOOK

 40 Treating more than just the 
mouth 
How Devdent’s complete sleep system 
is helping patients sleep easier and 
improving oral-systemic health.

30

26

  CASE STUDY

 26 Achieve long-lasting, natural-
looking restorations   
With OMNICHROMA one-shade universal 
composite, clinicians can now simplify even 
the most complex procedures. This article 
showcases the bene�ts of the material’s uses 
as well as its longevity. by Dr. James Chae

 10 Chairman’s Letter

 12 From the Board by Dr. Sarah Jebreil 
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CEREC Primemill
The all new CEREC. Now is the time.

Speed

Zirconia crowns in 
only 5 minutes

Excellent 
manufacturing 
precision

7” touch interface, 
integrated block 
scanner, and RFID 
reader

Broad range of 
indications and 
materials

Quality Versatility

Convenience

Enhanced speed, convenience, versatility and quality.

Learn more at: dentsplysirona.com/primemill

Interested?  Circle Product Card No. 06
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Same products.
Big savings.
Join 38,000+ dental o�ces saving an average of 48% on over 90,000 products. Shop smarter by letting 

Net32 automatically compare pricing from multiple sellers. Go to www.net32.com to start saving!

Save
62%

Save
38%

Save
37%

Save
72%

* Savings may change without notice.

(65)

Kuraray Clearfil SE 3M Express STD Putty GC FujiCEM 2 Septodont Septocaine

(70) (74) (169)

DPR0220_008_Net32_.5 AD.indd   1 1/21/20   8:34 AM

BEST PRACTICES

TRADE SHOWS

 58 Show do’s and don’ts: A guide to 
navigating the trade show �oor 
There are many things to consider before deciding to 
attend a trade show. Our experts offer advice on how 
to get the most out of the experience. by Terri Lively

50

For more content online...
Find deep wells of content on key areas of interest 
in our online Topic Resource Centers including 
sections focused on Infection Control, Evaluating 
Dental Materials, Cements and Adhesives, and 
more at: dentalproductsreport.com.

NEXT MONTH: We’ve Got Chemistry takes a look at modern dental materials and examines the 
question of whether or not using a system of materials yields better outcomes compared with 
using a collection of complementary materials from different manufacturers.

DENTAL EQUIPMENT & SUPPLIES

PRODUCT ROUNDUP

 50 The right loupes should have you 
seeing and feeling great 
Rounding up dental loupes.

SOLVE MY PROBLEM

 54 Reduce the plastic provided to patients 
OraLine’s OraBrite Natural line of preventive products  
offer sustainable home care options.

BENCHMARK

 56 High-quality diamond burs 
aid in delivering predictable 
restorative dentistry

  Catapult Education Educators �nd high-quality diamond 
burs in the Two Striper® product line. by Dr. Jennifer Bell

Interested?  Circle Product Card No. 07

CLOSER LOOK

 61 Teaching dentists the ABCs of sales 
How sales training from MGE Management  
Experts helped one dentist raise his collections  
by 500 percent.

DATA MANAGEMENT

 62 Leading the way with rules-based 
features 
With CareStack, users get “next gen” functionality 
such as rules based EHR and customizable 
clinical documentation. by Mike Uretz

 64 8 common problems to avoid 
when performing network 
assessments 
Dental practices can avoid catastrophic data loss, 
HIPAA violations by a network failure or breach by 
taking the proper precautions. by Dr. Lorne Lavine

INFECTION CONTROL

 66 Basic guidelines for dental water 
quality 
While it’s dif�cult to completely eradicate waterborne  
pathogens from healthcare water systems, infections  
caused by these microorganisms are preventable.  
by John A. Molinari, PhD

THE LIST

 70 Five �nancial don’ts to boost your 
credit score 
by Zach Raus

DPR0220_006_008_TOC.indd   8 1/27/20   10:58 AM



For more information, call us at 1-800-533-6825 in the U.S., 1-800-263-8182 in Canada.
© 2020 Ivoclar Vivadent, Inc. Ivoclar Vivadent, IPS e.max, ZirCAD and SpeedCEM are registered trademarks of Ivoclar Vivadent, Inc.

 A BIG 
PLUS

FOR ZIRCONIA
+ Excellent self-cure performance  
    ideal for zirconia and metal-ceramics

+ User-friendly handling and easy clean-up

+ Efficient process with just one component

THE PLUS FACTORS:

SpeedCEM
®

 Plus
Self-adhesive resin cement

GET A  FREE  ZIRCONIA  
CEMENTATION KIT!
Learn more: www.ivoclarvivadent.us/speedcem-plus

13126_SpeedCEM Plus _DPR.indd   1 1/16/20   4:01 PM

Interested?  Circle Product Card No. 08
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CHAIRMAN’S LETTER

LOOKING FOR CLARITY IN 
A CHANGING WORLD
MANY CREDIT ANCIENT GREEK 
philosopher Heraclitus of Ephesus 
with de�ning the idea that change 
is the only constant in this world.

He laid out this philosophical 
concept some 2,500 years ago, 
and yet it’s a sentiment that rings 
even more true today than it 
must have in his day. The pace 
of change in our world seems to 
only grow faster and faster. Tech-
nology is making it easier to con-
nect and share information, and 
this means the spread of ideas 
faces fewer obstacles, which in 
turn is able to spur on further 
technological advancements.

In just the last century or so, 
we’ve raced our way through a 
dizzying number of technologies 
that have changed the world. In 
the area of home entertainment, 
we’ve seen the rise of radio which 
gave way to broadcast television, 
which was then consumed by cable 
TV. Now, online streaming is the 
main way people �nd entertain-
ment in their own homes. In that 
same time, we’ve worked through 
a number of ways of storing 
recorded entertainment as vinyl 
records, gave way to magnetic 
tape, which in turn, gave way to 
laser-read discs, which have �nally 
been replaced by amorphous data 
stored in the cloud. 

We’re now living in what is often 
referred to as the information age, 
and it sometimes feels like the 
internet and its endless amounts 
of information has always been 
around, but in truth many of the 
current hubs of our online lives 
aren’t even old enough to drive 
a car. Facebook, YouTube, and 
Twitter are just 15, 14, and 13 
years old, respectively. Google is 

just 21 years old, and Amazon has 
drastically rede�ned consumer 
commerce in just 25 years.

This also rings true in the 
dental industry. Change has 
been constant, but the pace of 
that change seems to continue 
accelerating in all areas. The 
concept of digital dentistry pretty 
much didn’t exist 30 to 40 years 
ago, but now it’s a key part of 
many practices. The same for 
dental lasers and  even practice 
management software. New 

options emerge with each genera-
tion, and technology grows more 
ingrained in practice operations 
and patient expectations.

Today, change seems almost 
like the only constant in the clear 
aligner space. Numerous new 
brands and approaches popped up 
in the last several years, and that 
makes it hard to believe that the 
�rst clear aligners, Essix retainers, 
were just invented in 1993, and 

clear aligner leader Invisalign only 
started selling aligners in 1999. 

But with some of Invisalign’s 
key patents recently expiring, 
there’s been a big boom in clear 
aligner options and it can be dif-
�cult to keep up with the choices 
and to decide what is best for your 
patients. This is true because, 
while there are many companies 
offering clear aligners via a model 
similar to Invisalign’s, there are 
many others �nding new paths 
with various direct-to-consumer 
approaches, some of which do 
not involve a trip to the dentist or 
orthodontist before treatment

This issue’s cover story, A Clear 
Path Ahead, is all about this 
changing landscape for this popu-
lar tooth straightening technology. 
The article looks into not just 
what the current options for clear 
aligners are today, but also how to 
�gure out what approach to clear 
aligners makes sense for different 
types of practices.

Whether you are a GP seeing all 
types of cases, or an orthodontic 
specialist, it’s a good idea to offer 
a clear aligner solution or have a 
trusted referral partner who does. 
Either way, it’s also important to be 
ready to answer patient questions 
about aligner systems, even when 
you don’t work with them. 

So read on to stay up to date 
with all the new brand names, 
work�ows, and approaches to 
straightening teeth with clear 
aligners, even if everything is likely 
to change once again tomorrow. �

[ Mike Hennessy, Sr. ]
Mike Hennessy, Sr. is chairman and  
founder of DPR’s parent company,  
MJH Life Sciences.
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Specs on Every IPR Strip
First and only to have

ContacEZ IPR Strip Systems make interproximal reduction safe and stress-free

Rainbow Set

Use code DPR20 to get 20% off on 
contacez.com or call us to order

• From 0.07 mm to 0.50 mm
• Superior accuracy

• No ledges or sharp corners
• Systemized and convenient

Rainbow Set

Systemized and convenient

Interested?  Circle Product Card No. 09
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FROM THE BOARD

DIVERSIFIED CLEAR ALIGNER LANDSCAPE 
MEANS EXPANDED OPPORTUNITIES

ORTHODONTIC TREATMENT HAS 
vastly transformed since its birth in 
1728, when French dentist Pierre 
Fauchard, published a book entitled 
“The Surgeon Dentist” on methods 
of straightening teeth. Rewind to 20 

years ago, the only real option for orthodontics was 
traditional wires and brackets placed in a specialist’s 
of� ce. At the time, the majority of the orthodontic 
market share were children, teens, and adults with 
severe malocclusion. Braces were not palatable to 
most adults and they were generally believed to be for 
the youth. Fast forward to today, there are a multi-
tude of options and the clinician can be an orthodon-
tist, general dentist or even the patient themselves! 

With the introduction of clear aligners, orthodon-
tists were disgruntled that training was available 
to both specialists and general dentists. But as time 
went on, it became apparent that some general 
dentists were taking on cases outside of their skill 
level and outside of the scope of aligner therapy. 
Orthodontists were still indispensable because gen-
eral dentists were unable to complete these complex 
cases and they needed the specialist to take over.

The relationship between the general dentist 
and specialist was not lost, and it helped general 
dentists understand which cases were within the 
scope of their practice. In addition, with the birth 
of Invisalign and their expert marketing, the pool 
of patients interested in orthodontics became much 
larger. It was no longer just children, teens, and 
adults with severe malocclusion who were look-
ing to straighten their teeth; it was adults who had 
always wanted straighter teeth but their parents 
couldn’t afford it or they had relapses, etc. This new 
pool of patients wanting a more esthetic solution 
to braces was very large—large enough for both 
general dentists and specialists.

The clear aligner marketplace was dominated by 
Align Technology’s Invisalign for a very long time. 
Today there are other companies available such as 
ClearCorrect, Reveal by Henry Schein, 3M Clarity, 
and SureSmile from Dentsply Sirona, to name a 
few. With the advancements in technology, doctors 
who own scanners can also fabricate their own 
aligners with programs such as SprintRay, which 
allows you to scan the patient, plan the treatment 
with their software, print the models, and then 
the dentist fabricates the aligners. 3Shape also has 
their own program, Clear Aligner Studio, which 
works in conjunction with their TRIOS scanner 
to produce aligners in-of� ce. Of these companies, 
Align takes the majority of the market share due to 
their hands-on approach with doctors, attractive 
marketing, and expansive library of training and 
resources for clinicians. 

Align’s expert consumer marketing combined 
with the popularity of social media, and our image-
conscious society has birthed an entire economy 
for esthetic orthodontic treatment. This image-
conscious generation has been a breeding ground for 
numerous consumer products which were originally 
in the teeth whitening category. Recently, companies 
such as SmileDirectClub, Smilelove, and Candid 
entered the economy of esthetic orthodontic treat-
ment. Positioning themselves directly in front of the 
consumer with attractive pricing, these consumer 
products seem to have eliminated the need for a gen-
eral dentist or orthodontist, although SmileDirect-
Club recently began to work with orthodontists.  

These companies have been very controversial, 
because by eliminating an active practitioner dur-
ing the treatment process, there are a variety of 
issues that may arise.

It’s important to realize consumer aligner prod-
ucts are not taking away treatment from general 

dentists and specialists for a multitude of reasons. 
The � rst being this product is more affordable to 
the patient pool who were unable to commence 
clear aligner therapy in the dental practice due to 
� nances. Secondly, many of the patients who start 
consumer treatment end up needing professional 
assistance from the dentist or specialist � nishing 
of their case due to bite or esthetic issues.  

In our of� ce, we like to show our patients who 
are considering orthodontic treatment iTero’s Invis-
align simulation. We show this simulation because 
it is usually very obscure, and we advise patients 
that if they were to go with a consumer company 
this is indeed what their � nal stage of treatment 
may look like. This allows patients to be aware of 
the unsightly possibilities that may occur if they do 
take treatment in their own hands. It also opens up 
the conversation of what their teeth may look like 
when they are straighter.

Consumer marketing is misleading due to 
the before and after photos, which are always 
dramatic and beautiful. But it’s important for 
patients to understand that no matter which 
method they decide to align their teeth with, 
they will still be their teeth, just straighter. I have 
found many patients think their teeth will be as 
beautiful as they see in the marketing, but this 
is unrealistic. If their teeth are worn and yellow, 
they will just be worn, straight, and yellow. Hav-
ing patients interested in straightening their teeth 
means they are motivated for an esthetic solution 
and as practitioners it is important we give them 
the correct information so they can make the 
best-informed decision. �

[ Dr. Sarah Jebreil ]
Editorial Advisory Board

Dental Products Report

Questions or comments?       NLevine@mmhgroup.com       
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www.dreamsensors.com

Adult Size Sensor
as low as $99/month*

Call (888) 891-8066 Today

*Subject to approval. Actual payments may be higher or lower.

Interested?  Circle Product Card No. 10
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[ FLOWABLE COMPOSITE ]

FIT SA
FIT SA self-adhesive � owable restorative with Bioactive Giomer Technology 
inside is formulated to simplify procedures as it eliminates the need for the 
technique sensitive bonding procedure. It is said to offer optimal strength and 
polishability, and the unique � ller structure combines the light transmission 
and diffusion properties of enamel and dentin to blend well with the surround-
ing dentition. Features include ideal handling for precision placement; high 
bond strength for reliable adhesion; release and recharge of 6 bene� cial ions 
(including � uoride); indicated for liner, small Class I (PRR), Class III and V; well-
suited for all patients. Available in low � ow and high � ow viscosities.
Shofu Dental Corp.
800-827-4638  |  shofu.com
CIRCLE RS #13

[ SCHEDULING SOLUTION ]

ScheduleWidget
ScheduleWidget allows new patients to schedule or request an appointment 
directly from the dental practice’s website. Described as a tool that can be 
very valuable to practices in multiple ways, set up and training are quick and 
simple. ScheduleWidget is more than just a scheduling tool; it has created a 
platform that allows any dental market partner—implant company, insurance, 
etc., who utilizes a “Find A Dentist” tool to allow new patients to schedule 
or request appointments with your of� ce in just a couple of clicks. This will 
allow these companies to push patients to ScheduleWidget users.  Go to 
ScheduleWidget.com to sign up.

ScheduleWidget
210-761-8117  |  ScheduleWidget.com
CIRCLE RS #14

[ DRY MOUTH RELIEF ]

GUM® Hydral™
The GUM® Hydral™ Dry Mouth Relief line features an advanced OTC formula-
tion that works like natural saliva. The line is formulated to provide a complete 
solution for all-day/all-night dry mouth relief, offering a range of convenient 
products providing deep moisturizing relief and comfort for up to four hours, 
including: GUM Hydral Oral rinse for all-day use and as part of a daily oral 
hygiene routine; GUM Hydral Oral Spray for on-the-go relief; GUM Hydral Oral 
Gel, ideal for night-time relief; and GUM Hydral Anti-Cavity toothpaste, with 
soothing natural ingredients such as Aloe Vera and Bisabolol, which is natu-
rally present in Chamomile.

Sunstar Americas, Inc.
800-528-8537  |  gumbrand.com
CIRCLE RS #11

[ HANDPIECE ]

Midwest® Stylus Plus Mini
The Midwest® Stylus Plus Mini highspeed air handpiece features an improved 
grip and shorter head to allow deeper access without compromising perfor-
mance and durability. The patented grip design with a mix of dimpled and � at 
areas helps with intuitive index positioning, and the modi� ed grip design also 
provides clinicians with clear tactile feedback on hand orientation for a high 
degree of control. As part of the Midwest Stylus Plus family of handpieces, it 
integrates the exclusive Dynamic Speed Control technology. The smaller head 
increases visibility without impacting the cutting power, and it also features 
ceramic bearings, computer aided balancing, and tuned air � ow.

Dentsply Sirona
844-848-0137  |  dentsplysirona.com
CIRCLE RS #12

According to a Nielsen BASES Product 
Advisor study, 70 percent of dry mouth 
sufferers who tried the new Sunstar 
offering reported the GUM Hydral 
formulation is better than their current 
dry mouth remedies.

NEW DENTAL  PRODUCTS
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[ ORTHODONTIC BANDS  ]

NO TRIM Best Fit bands
NO TRIM Best Fit bands will eliminate trimming of molar bands for partially 
erupted molars or those having shorter crown heights. The walls are convex 
with buccal indents designed for a much better � t. All bands are sand blasted 
inside for better retention. Orthodontic labs, orthodontists, and pedodontists 
have reported time savings and reduced patient discomfort, according to the 
company. Inventories are stocked and pre-welded for fast delivery. 

Fair� eld Orthodontics
203-610-8283  |  fair� eldorthodontics.com
CIRCLE RS #17

[ 3D PRINTING MATERIAL ]

KeySplint Soft™ 

Keystone Industries has obtained 510(k) clearance from the FDA to sell its 3D 
printing nightguard and splint resin in the United States, joining Canada and 
the EU as territories where KeySplint Soft is available. Without being brittle, 
the 3D printing material is tough and durable, like a hard splint to withstand 
the forces of bruxism, yet � exible for patient comfort. Abrasion and fracture 
resistant, it is made in the U.S., has three years of guaranteed shelf life, and is 
described as a highly-ef� cient and pro� table way to make splints and night-
guards. There are two shades available–an esthetic clear version as well as an 
open-source version with a slight violet tint.

Keystone Industries
800-333-3131  |  keyprint.keystoneindustries.com 
CIRCLE RS #18

[ COMPOSITE ]

Visalys® CemCore
The Visalys CemCore system enables both adhesive cementation and 
core build-up to be achieved with just a few components. Active-Connect-
Technology allows optimal mixing of the somewhat hydrophobic cementation 
composite, Visalys CemCore, with the hydrophilic Visalys® Tooth Primer, 
on the damp surface of the tooth. The composite achieves a high adhesive 
strength without swelling. Visalys CemCore is formulated to � ow superbly into 
every clearance, and yet displays a high degree of stability. Release the pres-
sure, and Visalys CemCore reverts to its � rm consistency so excess material 
does not expand and is easy to remove after application.

Kettenbach Dental
877-KEBA-123  |  www.kettenbach.com
CIRCLE RS #15

[ PRACTICE MANAGEMENT ]

TxConverter 
Designed with orthodontists and dentists in mind, TxConverter.com is a soft-
ware program tool for converting exams into starts. Imagine being able to track 
your potential income the same way you track your receivables. Additionally, 
the platform’s active follow up system provides clinicians with the who, the 
why, and the when to follow up. Bene� ts include custom presentations that 
are interactive with patients and a platform that ensures conversions are 
properly tracked.

TxConverter
support@TxConverter.com  |  txconverter.com
CIRCLE RS #16

NEW DENTAL  PRODUCTS

By means of patented Active-Connect-
Technology (ACT), this material meets 
the challenge of providing a single 
composite that works well for both 
cementation and core build-up.

Technology (ACT), this material meets 
the challenge of providing a single the challenge of providing a single 

DPR0220_014-016_New Products.indd   15 1/22/20   2:40 PM
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[ MATRIX SYSTEM ]

Palodent 360
The Palodent 360 circumferential matrix system features an innovative 
design that means a twist of your � ngers is all it takes to achieve tight 
contacts with anatomically natural contours without an awkward retainer 
or applicator. The integrated tightener/retainer allows matrix placement 
and retention without the need for bulky retainers or accessory placement 
and tightener instruments, allowing for ef� ciency (no set up required), ease 
of placement, better access, clear view of the operating � eld, and greater 
patient comfort. Designed to deliver better restorations, faster and easier 
than clinicians ever thought possible. 

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

[ PROCEDURE CART ]

Mobile Dental Assistant Cart
ASI’s Mobile Dental Assistant Cart is a high-quality modular procedure cart 
designed to complement your dental treatment equipment. Ample drawer 
space allows you to keep your procedure-speci� c supplies, auxiliary instru-
ments, or anything else you may require close by without the expense of � xed 
cabinetry.

ASI Dental Specialties
844-880-3636  |  asidental.com
CIRCLE RS #22

[ TEMPORARY CEMENT ]

Provicol QM
Provicol QM Plus features strong retention and secure adhesion to ensure 
that temporary restorations remain in place for as long as necessary. The 
non-eugenol temporary cement is formulated with calcium hydroxide and can 
reduce post-operative sensitivities while helping prevent caries with its antimi-
crobial properties. Its low � lm thickness increases ease-of-use and accuracy 
of � t when placing temporary crowns, bridges, inlays, and onlays. Further 
enhancing speed and convenience, Provicol QM Plus is applied from an easy 
QuickMix syringe and excess material can simply be peeled off. 

VOCO America, Inc.
888-658-2584  |  vocoamerica.com
CIRCLE RS #19

[ 3D PRINT RESIN ]

VeriModel OS Grey 
The popular VeriModel OS 3D print resin from Whip Mix is now available in 
grey. The methacrylate-based resin is designed for various dental applications 
such as full study models, models with removable dies, orthodontic, and study 
models. It was developed for dental models printed on most open-system 
DLP, LCD, and SLA printers with both 385 nm and 405 nm light sources. Like 
the other VeriModel colors, it is highly accurate, stable, provides high detail 
resolution, low shrinkage, and long-lasting toughness. Its popular grey color 
gives a visual contrast to waxes and features an easy-to-clean, smooth matte 
surface � nish.

Whip Mix
800-626-5651  |  whipmix.com
CIRCLE RS #20

Was awarded Dental Advisor’s 2019 
Top Product Award in the temporary 
cement category and holds a 96 
percent rating from Dental Advisor’s 
independent evaluators.  

NEW DENTAL  PRODUCTS
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Go Midwest®

ALL NEW
Midwest Stylus® Plus Mini
SHORTER HEAD FOR DEEPER ACCESS
IMPROVED GRIP

Only Dentsply Sirona 
offers Dynamic Speed 
Control in the head  
to limit noise and 
bearing wear

Shorter head allows for extended bur projection  
to help with deeper preparations

Patented dimple-and-flat grip design aids  
tactile feel, index positioning, and control

Dynamic Speed Control provides power  
without excessive free speeds

Single-port water spray for powerful clearing of debris

Fiber Optic   |  Push Button Chuck  

Available in Midwest and K-style Quick Connect 

Call your Midwest Specialist at 800-800-2888  
today to schedule a demo.

Interested?  Circle Product Card No. 23
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RESTORATIVE DENTISTRY SOLVE MY PROBLEM     CLOSER LOOK    CASE STUDY

Information provided  by Dental Creations, Ltd.

Eliminate inaccurate model 
fabrications and cleanup

• Pre-mixed with no setup and no 
messy cleanup

• Easy to form

• Water soluble

• Long shelf life

• Accurate model fabrications

• Fills in bubbles, missing teeth, 
and undercuts to enhance the �t 
of the appliances and bleaching 
trays

• Can be used as a temporary 
dam when making partial 
models

• Holds up under heat when  
making heat-shrink retainers

Mixing and adding 
alginate to the tongue 
area of impressions 
can be a grind

Mixing alginate �ller or 
grinding out stone from 
lower impressions can 
be tedious and time-
consuming. Using plaster 
or stone with no �ller 
often results in breathable 
dust and poor appliance 
�t. Alginate �ller is hard to 
form and messy.

Dental Creations, Ltd.
254-772-4661  |  dentalcreationsltd.com

CIRCLE RS #24

THE PROBLEM

THE SOLUTION

Wonder�ll Tongue 
and Void Filler

Wonder�ll makes it easy to complete a process that 
can be inef�cient and messy. [ compiled by Kristin Hohman ]

DPR0220_018_SMP- Dental Creations.indd   18 1/23/20   11:17 AM
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RESTORATIVE DENTISTRY SOLVE MY PROBLEM     CLOSER LOOK    CASE STUDY   

Information provided by Advantage Dental Products.

Strong bonds without 
the post-op sensitivity

• Hemaseal & Cide with 4 
percent chlorhexidine is for-
mulated to eliminate post-op 
sensitivity—precluding the 
need to do remakes 

• This desensitizer is said to 
deliver superior disinfection of 
preparations and also a reduc-
tion of microleakage 

• Chlorhexidine has been shown 
to prolong bonds to dentin, 
so using Hemaseal & Cide 
enhances and prolongs the 
bond strength. This product was 
the only one shown to improve 
bond strength with self-etch 
and total-etch products in a 
published study of nine desen-
sitizers (study available upon 
request). 

• Unlike some desensitizers, 
Hemaseal & Cide is soft-tissue 
friendly  

• The bulk bottle is designed for 
ease of use 

Even when precaution 
is taken, adhesive  
technique procedures 
often lead to post-
operative sensitivity

Additionally, bond strength 
issues may occur when 
using some self-etch and 
total-etch desensitizers, 
while some also may be  
dif�cult to use properly.

Advantage Dental Products
800-388-6319  |  advantagedentalinc.com

CIRCLE RS #25

THE PROBLEM

THE SOLUTION

Hemaseal 
& Cide™ 
Desensitizer

Hemaseal & Cide™ Desensitizer from Advantage 
Dental Products delivers optimal bond strengths 
without post-operative sensitivity. [ compiled by Stan Goff ]

DPR0220_019_SMP- Advantage.indd   19 1/27/20   11:01 AM
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RESTORATIVE DENTISTRY SOLVE MY PROBLEM     CLOSER LOOK    CASE STUDY   

Information provided by VOCO America.

A single choice to simplify 
direct restorations 

• A single-shade omni-chromatic 
nano-ORMOCER restorative 
indicated for a wide range of 
clinical situations

• The material’s nano-hybrid �ll-
ers allow light to pass through, 
picking up the shade and color 
of surrounding tooth structure to 
allow the single universal shade 
to be used to match any tooth 
shade

• A single shade of the material to 
keep in stock means less waste 
and a restorative that is always 
ready for any patient

• Curable in 4 mm increments for 
more ef�cient clinical work�ows

• Easy to polish and resistant to 
staining

• Low initial shrinkage stress of 
1.25 percent helps restorations 
last

• Compatible with all conventional 
resin-based adhesives

Dental restorative 
materials provide great 
outcomes, but getting 
there can be a time-
consuming ordeal

With a plethora of shades 
to choose from—not to 
mention to keep in your 
inventory—many dental 
restoratives add time and 
stress to procedures.

VOCO America
888-658-2584  |  vocoamerica.com

CIRCLE RS #26

THE PROBLEM

THE SOLUTION

Admira Fusion 
x-tra

Admira Fusion x-tra from VOCO America streamlines  
almost every aspect of using a dental restorative.  
[ compiled by Noah Levine ]
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A
s a dental practitioner for more 
than 25 years, and an expert on 
restorative and esthetic dentistry, 

Dr. Troy Schmedding has been using 
Kuraray Noritake products over much 
of his career. Most recently, he’s started 
utilizing PANAVIA SA Cement Uni-
versal in his California practice.

PANAVIA SA Cement Universal is 
a new product from Kuraray Noritake 
that eliminates the need for separate 
primers or silane coupling agents. 
Instead, it utilizes dual monomer 
technology to take the guesswork out 
of cementing many types of ceramics-
based restorations. Thanks to MDP 
and LCSi monomer technology, PAN-
AVIA SA is an easy-to-apply, soft tis-

sue-friendly self-adhesive resin cement 
that adheres to any material. For Dr. 
Schmedding, the product’s value lies 
in its ability to make his job easier and 
lighten the load as a clinician.

Current technology in resin cements 
and ceramic bonding
Most of the restorations Dr. Schmed-
ding used in the past were ceramic-
based. Those ceramics come in two 
different forms—glass ceramic, and 
zirconia ceramic, a non-silica and non-
glass-based material.

According to Dr. Schmedding, there 
is confusion around conditioning 
these materials prior to a bonding pro-
tocol or cementing with a resin-based 
cement. In short, a glass-ceramic 
cement was treated entirely differently 
than zirconia-based materials. With 
Kuraray Noritake’s PANAVIA SA, 
there is no more confusion because 
this material removes all guesswork.

PANAVIA SA Universal
Building on the success of the 
PANAVIA SA Cement Plus, the 
PANAVIA SA Cement Universal offers 
the same wide range of indications for 
adhesion and is designed to be suit-
able for crowns/bridges, inlays/onlays, 
posts, and adhesion bridges. This self-
adhesive resin cement contains a dual-
monomer technology that adheres to 
virtually every material without the need 
for a primer. This cement is available in 
both automix and handmix.

Kuraray Noritake
800-879-1676  |  kuraraydental.com
CIRCLE RS #28

“What’s so unique about 
PANAVIA SA Cement Universal 
is its dual-monomer technology in 
the dual-barrel syringe. The silane 
is stable and not activated until you 
mix it. This is a great advantage for 
bonding glass-ceramics,” he says. 
“Within those syringes are two very 
important new monomers, one being 
a silane based monomer that Kuraray 
Noritake created, and also the original 
MDP-based monomer. So no mat-
ter which way you’re going or what 
material you’re utilizing to cement, 
you have a product that will work on 
both of those avenues because it has a 
monomer for both sides of adhesion. 
That means you no longer need a 
priming agent for any of the ceramic 
materials in dentistry today.”

Simplifying the bonding process
“Ultimately, it takes away the scenario 
of � guring out how you’re going to 

condition your ceramic because no 
matter what material you’re going to 
use in a ceramic-based world, you will 
only have to use the PANAVIA SA 
Cement Universal,” he says. 

Before universal cement
In Dr. Schmedding’s experience, 
generally he needed to add a primer 
or conditioner to the ceramic-based 
cements he was using. There were a 
number of added steps in understand-
ing the material he was working with 
in relation to the substrate or crown 
material he was utilizing. 

“The new, universal cement has 
taken that thought process out of the 
equation,” he says. “Essentially, you 
know that PANAVIA SA is going to 
be able to adhere in relation to a glass-
ceramic or a zirconia-based product. 
Ease of use is a big plus with this 
product thanks to the dual monomer 
technology, which eliminates the need 
for different primers.” 

Comparing outcomes
“The results I’ve seen with PANA-
VIA SA versus materials I’ve used in 
the past fare favorably in the sense 
that generally, what we’re looking at 
is clean up being a big issue in deal-
ing with resin-based cements. With 
this product, a simple cure of three 
to � ve seconds, and I � nd it will peel 
off very easily from the margins and 
removal seems to be very ef� cient,” 
shares Dr. Schmedding. “It’s really 
revolutionized a lot of adhesion-
based dentistry and Kuraray Nori-
take has always kind of been the 
leader in adhesion.” 

How Kuraray’s PANAVIA™ SA Cement Universal 
lightens the workload for one clinician. [ by Anna Blake ]

A dual monomer 
cement that eliminates 
the guesswork  

TROY SCHMEDDING, 
DDS, AAACD

CLINICIAN     TEAM MEMBER     INDUSTRY
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W
hen Dr. John Kanca began 
using bioactive materials 
in his practice, he noticed 

a shortcoming. A bonding agent 
was required to hold the material in 
place, but because that bonding agent 
wasn’t bioactive, it acted as a barrier 
to the regenerative bene� ts bioactiv-
ity provides. He wanted a solution 
that would allow the bioactive mate-
rial to come in direct contact with the 
tooth, so he decided to create it. 

“A bioactive adhesive was the one 
thing that didn’t exist,” Dr. Kanca says. 
“It’s something I wanted for me, your 
typical general dentist. Many of the 
products Apex makes were developed 
because I perceived a need for them.” 

After about two years of develop-
ment, the RE-GEN suite of bioactive 
materials was introduced at the 
Greater New York Dental Meeting in 
November 2019. The line also includes 
a pit & � ssure sealant, a � owable com-
posite and a bulk � ll composite, and 
resin cement, but Dr. Kanca says the 
adhesive is really what makes this suite 
of products stand out. 

“This gives clinicians the ability 
to incorporate bioactivity right into 
the adhesive-tooth interface, which 
helps with the longevity of these 
restorations. The material resists 
bacteria if not outright stops them, so 
it becomes kind of a caries-resistant 
zone as well,” he says. “The promise 
of bioactivity is the intraoral forma-
tion of hydroxyapatite where bioac-
tive material is present. So, if there is 
any defect along the margins, there’s 
a very good possibility this can self-
repair those defects.”

RE-GEN Bioactive 
Suite of Materials
The RE-GEN line of bioactive 
materials is comprised of a � owable 
composite, bulk � ll, resin cement, 
pit & � ssure sealant, and what is 
reportedly the world’s � rst Bioactive 
universal and self-etch adhesives. 
The blend of ingredients within the 
RE-GEN products were chosen to 
provide a restoration that is osteo-
genic, antimicrobial, biocompatible, 
and BPA free. 

Apex Dental Materials
877-APEX123  |  apexdentalmaterials.com 
CIRCLE RS #29

What makes RE-GEN different?
A bonding agent must be placed on 
the tooth surface before bioactive 
composite material can be delivered. 
This adhesive layer doesn’t just 
bond the composite to the tooth, 
it seals the tooth from all external 
elements. So, while this seal keeps 
bacteria out, it also blocks the ions 
released from the bioactive material, 
meaning those ions can’t do their 
job—which is to promote the regen-
eration of the tooth structure.  

To fix this issue, bioactive materi-
als were incorporated directly into 
the RE-GEN adhesive to  enable ions 
to be delivered directly to the tooth 
to promote the regeneration of the 
tooth structure. 

The benefits of a bioactive adhesive  
Putting bioactive material directly in 
contact with the tooth will result in 
more durable restorations that stand 

the test of time, Dr. Kanca says, and 
may even make the area resistant to 
recurrent caries. 

“The main patient benefit is the 
longevity of the restorations and 
comfort,” he says. “It also adds an 
extra layer of protection against lack 
of care.” 

Dr. Kanca has used the suite of 
products in his practice for several 
months now and likes what he’s see-
ing. While he didn’t expect to notice 
drastic changes immediately, that 
will come with time, the results he’s 
been getting so far certainly have 
been promising. 

“What we hope for this early is a lack 
of noticeable difference between what 
dentists were using before,” he says. 
“Over time, we would expect to see 
differences in performance, including 
the possibility of seeing self-repair of 
defects along margins, lack of staining, 
and, hopefully, less recurrent caries.”

A complete suite of materials 
The bioactive materials feature Bio-
glass as an active ingredient, which is 
backed by more than 50 years of use 
in the medical industry. It’s proven to 
form a hydroxyapatite-like surface 
that promotes the regeneration of 
healthy tooth structure.

“The restorative pit & � ssure seal-
ant, dual-cure bulk � ll, and � owable 
are meant to be used along with the 
bioactive adhesive,” Dr. Kanca says. 
“Having bioactive restorative mate-
rials that come in contact interproxi-
mally with an intact tooth enamel 
is a potential bene� t and one more 
reason to use the rest of the suite.” 

The RE-GEN suite makes it possible to place bioactive 
material directly in contact with the tooth. [ by Renee Knight ]

JOHN KANCA, DMD

CLINICIAN     TEAM MEMBER     INDUSTRY

Delivering bioactivity 
directly at the adhesive-
tooth interface
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F
or 25 years, Dr. Jonathan Ferencz, 
an experienced prosthodontist 
based in New York City, has 

carried around a bias against resin 
cements. His concerns were two-
fold—one, the process seemed more 
complicated with more steps, and two, 
his patients frequently complained of 
post-operative sensitivity. 

Dr. Ferencz, who is a Clinical Pro-
fessor of Prosthodontics and Occlu-
sion in the Department of Advanced 
Education in Prosthodontics at the 
New York University College of Den-
tistry, where he has taught since 1972 
and is Adjunct Professor of Restorative 
Dentistry at the University of Penn-
sylvania School of Dental Medicine 

since 2014, says he � rst used a zinc 
oxyphosphate cement. However, this 
cement has to be mixed precisely or 
it would cause patients to experience 
post-op sensitivity, he says.

“Because we had so many patients 
at NYU complaining soon after the 
crowns were cemented, we switched 
to a cement that was known as EBA 
cement, and suddenly the sensitivity 
stopped,” Dr. Ferencz says. “But after 
two years, crowns started to pop 
off. So, you can imagine how many 
crowns we were faced with that had 
come off and had to be recemented. 
So, that’s a really painful mistake.”

But for Dr. Ferencz, that changed 
about three months ago when he 
� nally relented and tried SpeedCEM 
Plus from Ivoclar Vivadent.

“Ivoclar � nally convinced me 
to try this new version of cement, 
SpeedCEM Plus,” Dr. Ferencz says. 
“What amazed me was one it was 

SpeedCEM Plus
SpeedCEM Plus is a self-adhesive resin 
dual-cure cement well suited for the 
permanent cementation of zirconia 
and metal ceramic restorations. Its 
formulation is designed to be suitable 
for use in restorations with zirconium 
oxide and metal-ceramics and for the 
cementation of restorations on implant 
abutments. SpeedCEM Plus makes 
primer and adhesive unnecessary in 
zirconia and metal ceramic restorations 
thanks to its MDP-based formula. 

Ivoclar Vivadent
800-533-2285  |  ivoclarvivadent.com
CIRCLE RS #30

incredibly simple to use because you 
didn’t have to etch, and then wash, use 
another bonding agent, and then mix 
the cement,” he says. “You basically 
just isolated the tooth…injected the 
cement into the crown and seated it.

“The beauty of SpeedCEM Plus is 
that there’s an initial cure, a pre-cure 
of, I believe it’s one second in four loca-
tions of the tooth,” Dr. Ferencz con-
tinues. “So it’s on the labial surface, 
a cure on the mesial labial, the distal 
labial, the mesial lingual, and the dis-
tal lingual, and it’s a very quick cure.”

Another feature of SpeedCEM Plus 
that got Dr. Ferencz and his team very 
excited was their ability to easily trim 
the cement. If let sit past its cure time, 
resin-reinforced glass ionomer can 
often feel like chipping concrete when 
removing excess cement, he says. 

“When you cement a crown, you 
don’t put in just enough cement, 
because there, you are fearful you 

wouldn’t have enough,” Dr. Ferencz 
says. “You want to have some excess 
that extrudes at the crown margin. 
So, if the trim time is at the end of 
three minutes and you get distracted 
and go back in � ve minutes, it’s so 
hard to remove.”

After seating the crown and an 
eight-second cure, the clinician can 
then trim, he says. During the initial 
trim, he uses a curing light. Next, he 
checks the contacts with a piece of 
� oss, using caution to keep it isolated 
until it comes to its � nal dual cure, 
which is about four minutes, he says.

Since switching to SpeedCEM 
Plus, Dr. Ferencz has zero reported 
instances of post-operative sensitiv-
ity. He’s been so impressed, that it’s 
replaced his day-to-day cement.

“I � rst started on a couple of end-
odontically treated teeth where there 
would be no post-op sensitivity, was so 
impressed with the ease of use I started 
using it on vital teeth,” Dr. Ferencz 
says. “I use it virtually every day.

“You save some time at the chair,” 
he continues, “it’s easier to treat the 
tooth, it’s easier to trim. The � lm 
thickness seems to be really, really 
good because I don’t have signi� cant 
occlusal adjustments afterwards. 
If someone were looking over my 
shoulder and saying, ‘Why are you 
using it?’ I would say, ease of use is 
important, but it is the most retentive 
cement ever used in dentistry. I’ve not 
had any crowns come out after they 
have been cemented with SpeedCEM 
Plus. For me, the most important ele-
ments are excellent retention, ease of 
use, and no sensitivity.”  

Ivoclar Vivadent’s SpeedCEM Plus works so well it changed an 
experienced dentist’s mind about resin cements. [ by Kristin Hohman ]

How a self-adhesive 
resin cement changed 
one doctor’s bias

JONATHAN FERENCZ, DDS

CLINICIAN     TEAM MEMBER     INDUSTRY
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SHADE-MATCHING HAS ALWAYS BEEN 

one of the trickiest and most subtle 
parts of dentistry. In the past, den-
tists had to use countless materials 
of various shades to perfectly match 
a tooth, layering shades of materials 
and using several meticulous tech-
niques to � nally attain a natural-
looking restoration.

However, as technology has 
advanced, we now have a plethora of 
new materials to simplify even our 
most complex procedures. OMNI-
CHROMA, Tokuyama Dental’s 
one-shade universal composite, is 
one of the materials that has simpli-
� ed my restorative procedures—and 
certainly many other dentists’. I have 
been using OMNICHROMA even 
before its public launch, and below 
I describe a case that demonstrates 
the longevity of OMNICHROMA’s 
shade-matching ability. 

This restoration was completed in 
July of 2018. The patient is a 45-year-
old female. At the initial exam, it was 
noted that the lower left � rst molar 
(tooth #19) had an old amalgam resto-
ration on the occlusal, as well as seal-
ant on the occlusal and buccal surfaces 
(Fig. 1). Both of these restorations were 
failing and had recurrent caries. It was 
determined that the tooth would need 
a new restoration in the form of an OB 
composite � lling.

01STEP Bitewing and periapical 
X-rays were taken using a SUNI 
Digital X-ray system to make sure 
there were no interproximal caries 
or any periapical lesions. Further-
more, an intraoral photo taken with 
the CS1200 intraoral camera from 
Carestream Dental was used to pres-
ent and con� rm the caries before 
carrying out the treatment plan.

02STEP After using anesthetic 
with 2 percent Lidocaine with 
1:100,000 epi, a rubber dam was 
placed. The existing amalgam and 
sealant (Figs. 1 and 2) were removed 
using a 806.31.009 inverted cone 
diamond bur from Brasseler USA, 
and a 6801.31.009 small round 
diamond bur also from Brasseler 
USA. The caries are visible in Fig-
ures 3 and 4. 

03STEP All the soft caries were 
removed using carbide round burs 
(sizes RA 2 and 4) with a Midwest 
Shorty slowspeed handpiece from 
Dentsply Sirona. To make a clean 
and neat cavity preparation, all the 
super� cial caries and stains were 
removed conservatively with a small 
round diamond bur from Brasseler 
USA. Then an intraoral photo was 
taken to make sure no caries were 
left behind (Figs. 5 and 6).

04STEP After a clean and neat cav-
ity preparation, TheraCal liner 
from BISCO was placed on the 
deep cavity surface as a protective 
liner and to mask the dark amal-

gam stain (Fig. 7). The liner was 
light-cured for 20 seconds using the 
Elipar FreeLight 2 from 3M. Then, 
a wide bevel was placed on the 
occlusal and buccal surfaces. 

05STEP A selective enamel etching 
was done with 37 percent phos-
phoric acid, and then it was rinsed 
and dried. Tokuyama Universal 
Bond from Tokuyama Dental was 
placed and lightly air-dried. No 
light curing was needed for this 
bonding system.

For this case, Tokuyama Den-
tal’s one-shade universal compos-
ite, OMNICHROMA, was used 
as the composite material. This 
composite has great character-
istics—it does not stick to hand 
instruments, it is easy to handle, 
it allows good working time, and 
it has a well-balanced consistency 
(not too soft nor too hard). It can 
be easily placed on the tooth and 

sculpted with hand instruments, 
and it polishes beautifully and 
blends naturally to the tooth. 

06STEP OMNICHROMA was 
placed in small increments using 
a condenser. Before light curing, 
some occlusal anatomy was 
created using the following hand 
instruments—an acorn-shaped 
Hu-Friedy 21B Burnisher and a 
Pioneer Solution Blue Titanium 
CIB3. The photos (Figs. 8 and 9) 
show the composite before light 
curing. Figures 10 and 11 show 
the shade-matching ability of 
OMNICHROMA after light 
curing; the material generated the 
natural color of the surrounding 
tooth with a single shade through 
structural color technology. 

07STEP The occlusal adjustments 
and more detailed anatomy were 
created using an Axis 368018 C FG 
football-shaped diamond bur and a 
685231.023 FG needle-shaped dia-
mond bur from Brasseler USA.

08STEP The � nal � nishing and 
polishing were done using a large 
coarse Sof-Lex disc from 3M, a 
DET4F FG � ne needle diamond 
bur from Brasseler USA, and a 
White Arkansas Stone from 
Dedeco. Figs. 12 and 13 demon-
strate the � nal restoration, which 
looks very natural after the occlu-
sal adjustments and polishing. 

Impressive results, longevity
OMNICHROMA is incredibly 
unique in that it blends well with 
any tooth shade, even shades that 

ACHIEVE LONG-LASTING, 
NATURAL-LOOKING 
RESTORATIONS
With OMNICHROMA one-shade universal composite, 
clinicians can now simplify even the most complex 
procedures. This article showcases the bene� ts of the 
material’s uses as well as its longevity.  [ by Dr. James Chae ]

 HOW TO
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 The � rst universal composite that matches every 
patient’s tooth shade with a single shade of composite 

 Saves time and money by removing the need for 
shade selecting and the need to keep excess product 

for incidental shades
 The red-to-yellow color combines with the re� ected 

color of the patient’s surrounding dentition, to result in 
a perfect match with no added dyes or pigments

OMNICHROMA  

Tokuyama Dental America 
877-378-3548  |  omnichroma.com/us 
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1. At the initial exam, it was 
noted that the lower left �rst 
molar (tooth #19) had an old 
amalgam restoration on the 
occlusal, as well as sealant on the 
occlusal and buccal surfaces.

2. The existing amalgam and 
sealant were removed using 
an inverted cone diamond bur 
and a small round diamond 
bur, both from Brasseler USA.

3. Caries is visible after the prep.

4. Additionally, caries can 
be seen in this image.

5. To make a clean and neat 
cavity prep, all the super�cial 
caries and stains were 
removed conservatively. 

6. An intraoral photo was 
taken to make sure that no 
caries were left behind.

7. After a clean and neat 
cavity preparation, TheraCal 
liner from BISCO was placed 

on the deep cavity surface as 
a protective liner and to mask 
the dark amalgam stain.

8. Before light curing, some 
occlusal anatomy was created.

9. Composite before light curing.

10-11. Figs. 10 and 11 show 
the shade-matching ability of 
OMNICHROMA after light curing; 
the material generated the 
natural color of the surrounding 
tooth with a single shade through 
structural color technology.

12-13. The �nal photos in 
Figs. 12 and 13 exemplify 
this composite’s shade-
matching ability as it was 
able to match such a large 
restoration surface while 
matching all of the natural shade 
differences within the tooth. 

14. Final photo of the restoration 
taken in November of 2019, 
15 months after the initial 
restoration was completed. 

AT A GLANCE

13

14

are normally challenging to match. 
For this case, I wanted to see how 
OMNICHROMA’s shade would 
change after light curing and how 
well it would blend to the tooth (Figs. 
8-13). The �nal photos (Figs. 12 
and 13) exemplify this composite’s 
shade-matching ability as it was able 
to match such a large restoration sur-
face while matching all of the natural 
shade differences within the tooth. 

OMNICHROMA is also uni-
versally indicated for almost every 
restorative case, including Class II, 
III, IV, and V restorations. Most 
frequently, I use it for Class V res-
torations—these are typically very 
challenging procedures due to the 
need to match the root surface of 
the tooth. With OMNICHROMA, 
however, this restoration is no 
longer a shade-matching nightmare 
because the one-shade composite 
can single-handedly match limitless 
tooth shades. 

To con�rm the longevity of 
OMNICHROMA’s shade-
matching ability and to determine 

if Tokuyama Dental America’s 
promises with this product were 
true, a �nal photo of the restoration 
was taken in November of 2019, 15 
months after the initial restoration 
was completed (Fig. 14).

I could not have been happier 
with this follow-up, as the restora-
tion still looked incredible after 
more than a year and was continu-
ing to generate the natural color of 
the surrounding tooth. I feel truly 
con�dent in OMNICHROMA’s 
ability to match a surrounding 
tooth’s color while also feeling at 
ease knowing that the pressure 
of choosing a perfect shade for a 
patient’s restoration no longer rests 
on my shoulders.

I also no longer need to supply 
my practice with many differ-
ent composite shades to achieve 
natural-looking restorations, which 
is ultimately reducing my inventory 
and overhead costs. 

As with any material, there are a 
few tips that I would recommend 
to other doctors using OMNI-

CHROMA. In my opinion, the 
most important advice would be 
to always make a clean and neat 
cavity preparation without leaving 
any super�cial caries and stains, 
because OMNICHROMA gener-
ates the color of the tooth based 
on whatever color is beneath and 
surrounding it. Any dark amalgam 
stains should be masked with an 
opaquer, such as OMNICHRO-
MA’s supplementary material, 
OMNICHROMA BLOCKER.

I would also recommend making 
a wide bevel on the enamel surface 
so the composite can blend well 
with the existing enamel and dentin. 
Finally, use proper hand instruments 
and burs for occlusal anatomy to 
create natural-looking restorations. 

What makes my practice dif-
ferent from others is our patients 
never leave our of�ce without see-
ing before and after photos of my 
work. My patients are always very 
happy and reassured when they 
see the before and after photos of 
restorations completed with OMNI-

CHROMA. And when it comes to 
me completing their own restora-
tions, they are all happily surprised 
to see how well the composite adjusts 
to the surrounding tooth shade after 
light curing, blending perfectly to the 
tooth every time. The case described 
above is a perfect example of this 
composite in action, and the patient 
was very happy with the long-lasting 
�nal results. 

ABOUT THE AUTHOR
Dr. James Chae graduated from the 
University of California San Francisco 
School of Dentistry in 2000. He currently 
owns a private practice in Diamond Bar, 
Calif., called Diamond Bar Dental Group, 
and he has been practicing general and 
cosmetic dentistry for the past 19 years. 
He is a member of American Academy 
of Cosmetic Dentistry, California Dental 
Association, and American Dental 
Association. He has published cases 
in Dental Products Report, Dentistry 
Today, Dental Product Shopper, and 
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Facebook and Instagram at 
@diamondbardentalgroup where he shares 
his work and answer questions. 
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A little more than 10 years ago, 
my good friend radiologist Dr. 
Dale Miles contacted me. The 

reason was the American Academy 
of Oral & Maxillofacial Radiology 
was having their annual meeting in 
my hometown of Kansas City. Dale 
is an outstanding radiologist and a 

tech lover like me and he knew that 
I’d be amazed at what I saw at the 
meeting.

He was right. I sat in a huge meet-
ing room and watched many of the 
world’s preeminent oral radiologists 
show what they were doing with a 
fairly new technology called Cone 
Beam Computed Tomography 
(CBCT). My biggest takeaway from 
that meeting was, “Thank good-
ness there are radiologists.” The 
images seemed so complex and the 
experts’ knowledge base was so deep 

I couldn’t see any way that an “ordi-
nary, in the trenches” dentist like me 
could ever comprehend those images.

Fast forward to today and look 
back at that story. In our current 
environment, 3D is rapidly becom-
ing the centerpiece of many of our 
procedures. We can � nd CBCT units 
in a growing percentage of of� ces 
and digital impression systems cur-
rently enjoy about 20 percent market 
penetration. 3D and the technolo-
gies it brings are now the state of 
the art for general practices and no 

longer the realm of incredibly smart 
specialists.

As the technology permeation 
has continued, research has created 
markets allowing of� ces to use 3D 
in ways we never envisioned pos-
sible. The last decade has seen the 
profession experience the ability to 
acquire large amounts of 3D patient 
information with CBCT units and 
digital impression systems. Now we 
are seeing advancements in the next 
step, which is utilizing this informa-
tion to create � xed and removable 
prosthetics as well as surgical guides 
and aligners.

Just as our ability to create digi-
tal information has grown in our 
personal lives, our ability to create 
digital information in our practices 
has grown as well—and perhaps at a 
greater rate. In a bit of “chicken and 
egg,” our ability to store all of that 
information has expanded as well. 
That has allowed the bright people 
in research and development labs to 
then come up with new and excit-
ing ways to use that data to provide 
more ef� cient treatment.

3D and Orthodontics
One of the areas in dentistry ready 
for a rapid outgrowth utilizing our 
plethora of 3D data is orthodontics, 
and more speci� cally, the clear 
aligner space.  

The most well-known company in 
this space is Align Technologies and 
their Invisalign product. In the early 
days of clear aligners, they invested 
heavily in research and development 
and for years were the market leader. 
In the last couple of years, many of 
their patents have expired and this 
opened up the market to competitors 
and other means of moving teeth.

In the next few years doctors 
should be seeing both competitors 
doing business in a nearly identical 
manner as Invisalign, as well as other 
companies creating software that 
will help doctors develop “in-house” 
solutions.

These “in-house” solutions are 
where my technology fascination 
kicks in. We are already seeing solu-
tions that will take digital impression 
data, analyze it, and then create a 
treatment scenario where the tooth 
movement is planned from start to 
� nish. Then, utilizing this data, the 
aligner schedule and shape is deter-

With 3D and the new technologies it brings, the state of the 
art is no longer the realm of incredibly smart specialists. 
Practices that embrace this new philosophy will look to 
better solve the “immediately deliverable” puzzle, especially 
when it comes to clear aligner treatment. [ by Dr. John Flucke ]

The Short & Sweet 
on Going Straight

DR. JOHN FLUCKE
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mined. This information can then be 
used to fabricate the needed aligners. 
The reality of exam, diagnosis, cre-
ation of treatment plan today, and 
delivery of the �rst set of aligners 
tomorrow is already taking shape.

The aligner fabrication can be done 
either through a mill or a 3D printer. 
Both of these methods are viable and 
available right now. Interestingly, 
many people in the dental industry 
thought the arrival of affordable 
and incredibly accurate 3D printers 
would be the death knell of the mill-
ing market, but that doesn’t seem to 
be the case. By the time you read this, 
I will have a new 5-axis mill up and 
running in my of�ce, sitting right 
next to the 3D printer.

As we move our of�ces more into 
the 3D realm and begin to do more 
“in-house” treatment, it’s becoming 
evident that of�ces that embrace this 
philosophy will be looking to use 
both of these technology pieces to 
better solve the “immediately deliv-
erable” puzzle.

Nowhere is this more evident 
than in the fabrication of permanent 
prosthetics. While there are many mill 
options currently available that will 
create inlays, crowns, and bridges, 
those do not exist in the menu of print-
ing options. While creating a material 
that can be used to produce a printable 
permanent restoration is certainly 
possible, there will be FDA approval 
processes and expenses that must be 
met before the material is a reality.

However, in the world of clear 
aligners, both systems of fabrica-
tion are equally viable. What we are 
seeing now in the decision matrix is 
cost and speed. 

Mills can quickly create models 
used to produce aligners. Also, a 
5-axis mill can create aligners that 
are incredibly precise. This precision 
has been noted to actually increase 
the ef�ciency of tooth movement, 
allowing a schedule of changing 
aligners every two weeks instead of 
every three weeks.

For some patients, this option 
may be appealing enough to allow 
for a higher fee. After all, no one 
wants their orthodontic process to 
take longer. Because many mills can 
also fabricate aligners faster, there 
may very well be the idea of starting 
treatment today.  

Printers have the advantage of 
being less expensive out of pocket 
to purchase and materials costs may 
be lower as well. Like most things 
in life and healthcare, it all comes 
down to how much you want to 
spend. At this point, I am advocat-
ing owning both devices. The �ex-
ibility that comes with having every 
option available to you means you 
are maximizing your investment.

Also, in my practice the technol-
ogy IS the marketing budget because 
the technology is what my patients 
expect. Patients who understand 
the bene�ts of technology tend to 
refer friends who feel a similar way. 

The combination of treating our 
patients like friends and state of the 
art technology has served us well up 
to this point.

My personal feeling is the “vendor-
based model” of clear aligners is not 
going to go away anytime soon. There 
will always be doctors who prefer to 
send cases out to have them handled 
by companies with a staff and back-
ground used to dealing with these 
things. Invisalign has done a tremen-
dous job in creating the clear aligner 
market and there will always be doc-
tors who rely on them, or a company 
like them, for a variety of reasons.

However, for doctors who prefer 
a more hands-on approach and 

enjoy the satisfaction that comes 
with it, there are going to be lots of 
new approaches on the market that 
will help appease those among us 
with tech appetites. Bon Appétit! 

ABOUT THE AUTHOR

John Flucke, DDS, is Technology 
Editor for Dental Products Report and 
dentistry’s “Technology Evangelist.” He 
practices in Lee’s Summit, Mo., 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.
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 SureSmile Aligners from Dentsply Sirona are just one of many clear aligner options 
available today as dentists now have exciting options to consider when delivering orth-
odontic appliances to their patients.
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Information provided by OperaDDS.

Virtually solving 
patient anxiety

• Clinically proven to be effective 
at reducing pain and anxiety in 
medical settings

• Easy 30-second set up saves 
time for busy dental teams

• Relaxed patients offer higher 
production visits and easier 
appointments 

• A new experience patients will 
talk about, driving referrals for 
your of�ce

More than 80 percent 
of Americans experi-
ence some form of den-
tal anxiety—some avoid 
treatment altogether

Dental anxiety’s cost is not 
only measured in lowered 
production and diminished 
health, but added, constant 
stress on dental teams.
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OperaVR

New OperaVR virtual reality headsets allow 
dentists to relieve anxiety, reduce pain, and 
attract new patients. [ compiled by Noah Levine ]
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T
he Planmeca Emerald S™ is the 
newest intraoral digital scanner 
from Planmeca and combines 

all the features of its predecessor, the 
Planmeca Emerald, with new state-
of-the-art diagnostic capabilities. In 
addition to its compact size, autoclav-
able tips, and Plug-N-Play capability, 
the Planmeca Emerald S is designed 
to feature superior speed and accu-
racy for a seamless digital work� ow. 
Its ergonomic design is said to be the 
perfect balance of size and weight, 
making it easy for the user to handle 
while providing a quick and comfort-
able patient experience.

“The Emerald S provides a 
remarkably smooth scan and is over 
twice as fast as the Emerald,” says 
Walter Renne, DMD and Professor 
and Assistant Dean of Digital Den-
tistry and Innovation at the Medical 

University of South Carolina in 
Charleston. “We are routinely get-
ting full-arch scans including soft 
tissue of the palate in 30 to 35 sec-
onds. This speed and accuracy puts 
the Emerald S in the top of its class 
for cross-arch scanners.”

Fast, predictable results
Featuring premium scanning speeds 
in all situations and unmatched 
trueness and precision, the Planmeca 
Emerald S helps clinicians achieve 
more predictable results. In addition 
to the scanner’s ergonomic standard 
tip, the system also features a new, 
full-frame, high-de� nition color 
sensor which captures 20 percent 
more imaging data per scan without 
increasing the tip size. The new 
SlimLine tip makes it easier to reach 
posterior teeth and capture inter-
proximal areas.

“With additional tips supporting 
its standard tip, the Planmeca Emer-
ald S is suitable for all types of scan-
ning,” Dr. Renne says. “The SlimLine 
tip is the smallest autoclavable tip on 

Planmeca Emerald S™
The Planmeca Emerald S intraoral 
scanner is said to offer hyper-speed 
image capture two-and-a-half times 
faster than its predecessor and 
captures full arch scans quickly and 
easily. It has the same lightweight, 
ergonomic design as the original 
Planmeca Emerald and gives clini-
cians new Shade Assist technology 
to take the guessing out of shade 
matching.

Planmeca
630-529-2300  |  planmeca.com
CIRCLE RS #36

the market, and is perfect for scan-
ning second and third molars, small 
mouths and children. There is really 
nowhere this tip can’t go.” 

When fully integrated with Plan-
meca Romexis® software, it provides 
an exceptionally smooth work� ow. 
All digital imaging is stored on one 
software platform, eliminating the 
need to run multiple applications. 
An open architecture platform also 
allows easy � le sharing and col-
laboration with dental labs and other 
medical professionals. 

“The Emerald S with the Plan-
meca’s Romexis software is an 
extremely powerful tool,” Dr. 
Renne says. “This powerhouse 
software does everything from 
CBCTs, surgical guides, smile 
design, and hollow and base models 
for 3D printing. With Planmeca’s 
non-proprietary platform, you can 
easily get � les in and out of the soft-
ware and freely share them without 
restriction.” 

Providing a digital � le to the 
lab also reduces turnaround time. 

“When a lab receives a physical 
impression, they scan it into their 
computer which is time consuming 
and duplicates errors over and over 
again. With a digital � le, they can 
start working on your appliance  
immediately, resulting in a faster 
turnaround time for the patient.” 

Technology on the rise
According to Dr. Renne, approxi-
mately 20 percent of general dentists 
currently use an intraoral digital 
scanner, a number projected to 
grow to 50 percent by 2025. “The 
real cost savings comes from time 
savings,” he says. “Let’s say you 
scan an arch and notice a small 
area you don’t like. With a physical 
impression, you have to take the 
whole impression over again. With 
the Emerald S, you simply scan 
over that spot and in 3 to 5 seconds, 
you’re done, eliminating unneces-
sary chair time.”

The time required to set up and 
wait for an impression, pour the 
model, box it and send it to the lab 
is also eliminated. “With a digital 
� le, it is instantly transferred to the 
laboratory through the HIPAA-
compliant network.” 

Research shows the two things 
patients fear most with a crown or 
bridge are the anesthesia and the 
impression.

“Patients unanimously prefer 
digital impressions over physical 
impressions,” Dr. Renne concludes. 
“With digital scanning, we can 
fundamentally eliminate that stress 
point for the patient.” 

The Planmeca Emerald S™ allows this dentist to deliver a 
seamless digital work� ow and patient comfort. [ by Jo Donofrio ]

Taking Intraoral Scanning 
to the Next Level

WALTER RENNE, DMD

CLINICIAN     TEAM MEMBER     INDUSTRY
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AFTER GRADUATING FROM the Univer-
sity of Illinois at Chicago College of 
Dentistry in 2006, I moved to Wilm-
ington, N.C., and began my dental 
career at a large group practice. I 
practiced there for 10 years, leaving 
just before my second child was born.

Working in a group practice 
setting was a very valuable experi-
ence, but I was looking for a higher 
degree of freedom and � exibility in 
my schedule. I wanted my dentistry 
to accommodate my family life, 
and that was a motivating factor to 
open my own practice. Addition-
ally, the way that technology has 
changed what it means to go to the 
dentist was incredibly alluring. So 
in January 2018, I opened my own 
practice—Renaissance Dental Stu-
dio—in Wilmington, N.C. 

Technology ties it all together
As I was opening my practice I had 
a strong desire to incorporate inno-
vative and advanced technology, 
such as Convergent Dental’s Solea®

all-tissue laser, to help my dentistry 
overcome the hurdles that keep 

patients out of the dental chair. 
It’s really all about offering three 
things from our � rst interactions 
to time in the of� ce —comfort, 
convenience, and value. 

In addition to Solea, I’ve integrated 
many other technologies my team 
and I use on a daily basis, all of 
which provide added value, not only 
for our team, but also more impor-
tantly, for our patients.

I have 3D imaging, iTero® digital 
impression systems, and in-of� ce 
milling for producing single-visit 
restorations. But the one technology 
that truly sets my practice apart 
from the rest is the Solea all-tissue 
CO2 dental laser with a 9.3 µm 
wavelength. As a matter of fact, I 
purchased Solea before my practice 
was even � nished being built—it was 
the � rst new technology I absolutely 
knew I had to have.

The Solea “a-ha!” moment
I was invited to a “dinner and a 
demo” event for Solea, and was 
instantly blown away by what I 
saw—fast, ef� cient, minimally inva-
sive cavity preps without the need 
for anesthesia injections! I knew if I 
could reduce patients’ fear and anxi-
ety, we could really change the expe-
rience for the better. And if Solea 
is not the ultimate example of how 

science changes the art of dentistry, 
I don’t know what is. Being able to 
largely eliminate injections for bread-
and-butter restorative dentistry is a 
complete game-changer. There was 
no way I could NOT have Solea be 
a part of my new practice. Solea was 
in perfect alignment with everything 
I wanted my practice to be. I was 
going to start with zero patients after 
leaving the group practice, so that 
was nerve-racking, but I knew my 
soon-to-be patients were going to 
love Solea as much as I did. 

Why do I love Solea so much? 
It’s the most versatile and practical 
tool in my practice for performing 
a multitude of hard- and soft-tissue 
procedures. I wouldn’t call it a nice-

to-have; rather, it’s a must-have for 
my of� ce. Initially, I was attracted 
to Solea for hard-tissue procedures 
such as cavity preparations. How-
ever, I’ve also used it successfully for 
tongue-tie/frenectomy procedures, 
oral tissue biopsies, and esthetic gin-
gival recontouring.

We’ve used Solea successfully on 
lips, such as for blue nevus resurfac-
ing, and canker sore treatment, 
too. We started performing Icon 
whitening for white-spot lesions on 
front teeth and we use Solea � rst to 
resurface the lesions, allowing us to 
etch more effectively and ensure bet-
ter outcomes. 

An ideal team player
I have an associate now, Dr. Chris-
tian Cook, and after only 10 days 
in practice I sent him to be trained 
on using Solea. He took to the 

REIGNITE A CAREER WITH 
INNOVATIVE DENTAL 
TECHNOLOGIES AND THE 
POWER OF PERSEVERANCE, 
FORWARD THINKING
How the Solea® all-tissue laser from Convergent 
Dental helped a North Carolina dentist bring 
her practice vision to life. [ by Sarah Pless, DDS ]

 HOW TO

 Operates at a unique wavelength with 
sophisticated, yet simple computer controls that 

enable high-speed, precision cutting on both 
hard and soft tissue

 Works on everything from gingiva and dentin to 
enamel and bone

Solea  

Convergent Dental
844-GO-SOLEA  |  convergentdental.com 

CIRCLE RS #37

34  |  DENTALPRODUCTSREPORT.COM  |  February 2020

“     Why do I love 
Solea so much? It’s 
the most versatile 
and practical tool 
in my practice 
for performing a 
multitude of hard- 
and soft-tissue 
procedures.”
— DR. SARAH PLESS

SARAH PLESS, DDS
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laser right away—he’s a natural. 
Being fresh out of dental school, he 
mastered Solea immediately and he 
does practically every �lling now 
with Solea. When he shares his Solea 
stories with his dental school friends 
who are also new to practice, he 
comes to tell me how happy he is to 
be using this new technology so it’s 
been a real win-win for his start into 
dentistry, too. 

The laser has been a great driver 
of new patients to my practice, and 
I have seen more pediatric patients 
in two years than I did in the last 
10 years, hence the need to hire an 
associate. 

Differentiation’s impact
The Wilmington market is incredi-
bly saturated with general dentists—
we have roughly tripled the number 
in the last 10 years. With that many 
dental of�ces, differentiation is key 
to attracting and retaining patients; 
you have to do something a little 
bit different, and Solea was the �rst 
tangible thing I could incorporate to 
make my practice stand out among 
the others.

With the laser, I can say, “No 
injections required for �llings,” 
and that’s music to the ears of most 
patients. So if you have any desire to 
attract new clients you’d never have 
access to otherwise, you have to 
have Solea.

I have moms who tell me their 
kids are so excited to come to my 
of�ce. I always tell these kids, when 
they come in for their �rst appoint-
ment, “Dr. Sarah is not going to 
hurt you.” A lot of them will never 
know what it used to be like to have 
traditional dentistry. With Solea, 
I can say pain-free and mean it! 
It builds trust with my pediatric 
patients right from the start. 

ABOUT THE AUTHOR

Dr. Sarah Pless is a practicing dentist in 
Wilmington, N.C., and a 2006 graduate of 
the University of Illinois at Chicago College 
of Dentistry. Prior to dental school, she was 
awarded the Park Scholarship at North 
Carolina State University and graduated 
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Studio, in January 2018. 
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 Dr. Pless and her associate Dr. Cook make sure that laughter is always part of the daily production schedule. 

 Dr. Pless educates a patient about Solea while her associate, Dr. Cook, stands by to begin the procedure.

 Dr. Pless uses the Solea all-tissue laser to prepare a cavity on a pediatric patient.
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A
re there limits to the convenience 
culture? In a world where 
Amazon Prime, GrubHub, and 

Casper can keep you well read, well 
fed, and cozy in bed—all without ever 
leaving the house—consumers have 
come to not only prefer just-in-time 
service, they expect it.

Dentistry is not exempt from this sea 
change in customer service and in the 
orthodontic market we’ve seen a num-
ber of direct-to-consumer companies 
spring up and try to get aligners into 
the hands (and mouths) of people skip-
ping over the actual art, science, and 
safety of dentistry. Enter OrthoFX. 

One of the things I appreciate about 
OrthoFX is its leadership and team 
represent deep orthodontic expertise. 
Co-founders Ren Menon and Nichole 
Garcia both worked with Invisalign—
Menon for nearly 14 years—before 
transitioning to venture capital roles. 
They looked for ways to support inno-
vative new companies and concepts, 
many related to the dental � eld. Hav-
ing signi� cant clear aligner industry 
experience, they recognized the need 

for a technologically savvy, patient-
centric solution, where orthodontists 
and GPs were still the essential part of 
safe and effective outcomes. 

“We started to see these DIY teeth 
straightening companies looking for 
funding and we realized that people 
with no dental background were trying 
to copy the Dollar Shave Club model 
in dentistry, without considering the 
impact on outcomes,” Garcia shares. 
“That really concerned us, and we felt 
like we had the right perspective and 
relationships to do something to help 
the dental community and consumers. 
We brought together a brilliant team 
and set out to see if we could create 
something that was differentiated from 
Invisalign or Clear Correct, but not 
one that cuts dentists out.”

Their hybrid business model uses a 
direct-to-consumer promotional con-
cept, along with transparent patient 
pricing, and delivery from the hands 
of their curated network of GPs and 
orthodontists around the country. 

“We drive patients to the dentist’s 
of� ce through Facebook, Instagram, 

and 22 other digital channels,” 
Garcia says. “We are trying to cre-
ate a frictionless environment, an 
Uber-like approach where we take 
care of services for both the patient 
and the doctor, including � nancing, 
merchant fees, and insurance veri� -
cation. It is almost like a patient can 
just walk in for treatment and walk 
out. This resonates with GPs, who 
already have so much going on.”

OrthoFX’s model of building a doc-
tor network allows them to also work 
with practitioners to present OrthoFX 
to their existing patient bases.

“We’ve built a doctor platform web 
system where they can convert their 
patients to OrthoFX. We can do co-op 
marketing with the of� ce and on its 
website to drive interest and conver-
sion. Anything we send to patients—
calls, materials, etc.—is uploaded to 
the doctor portal so that they can see 
what comes from us versus them,” 
Garcia says. “The patient experience 
is seamless. If they’re interested, the 
doctor can take a scan, upload it to our 
system, and an OrthoFX team mem-

ber will reach out and get the patient 
moved through � nance and insurance. 
We have it set up so that the doctor—
worried about minds changing as 
patients walk out the door—can take 
a payment before the patient leaves. 
It is very helpful, and the doctors are 
happy that we are stepping up to help 
support their patients.”

OrthoFX assembled an inside Cus-
tomer Success Team of six individuals 
who, in addition to sending surprise 
and delightful gifts to patients, act 
as indirect reminders to wear their 
aligners. They also follow up on leads, 
convert them, and then take care of all 
the insurance claims and veri� cations, 
helping patients through the funnel. 
They collect the fee directly from the 
patients and then pay the doctor to 
deliver the treatment. Practices no 
longer have to buy products and carry 
inventory that can lead to large costs at 
the end of the month. 

Another pain point the OrthoFX 
team observed was the trend of align-
ment treatment plans designed by lab 
technicians, requiring multiple revi-
sions by doctors. For this reason, all 
OrthoFX treatment plans are created 
by dentists, for dentists. 

“We hired doctors who have been 
doing treatment planning for 10 to 
15 years, so our plans are accurate 
from the start,” Garcia says. “They 
can, of course, revise if they want, but 
the need for revision is signi� cantly 
less. Practice partners also have the 
opportunity to engage in one-on-one 
communication with our treatment 
planning team as needed.”

Another differentiator is the poly-
mer material innovation OrthoFX has 
invested in, resulting in a nearly 80 per-
cent reduction in re� nements, shorter 
treatment times, and greater comfort 
for the patient. Their next generation 
polymer, FXTetra™, has a lower start-
ing force yet higher retained force after 
� ve days compared to standard aligner 
material. This provides a � rm but 
gentle force to teeth continually, which 
leads to predictable, effective results.

FXTetra is a combination of three 
layers—two outer layers that provide 
a tough barrier against bruxing or 
grinding from the opposing dental 
arch, and an elastomeric inner layer 
that provides comfort to the patient 
while still maintaining needed move-
ment. The aligners are comfortable, 
stain resistant, and incredibly clear.

Introducing OrthoFX, a company ready to realign the 
teeth straightening industry, one case at a time.
[ by Lou Shuman, DMD, CAGS, CEO and Founder of Cellerant Consulting ]

Let’s get things straight
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OrthoFX’s aligners are FDA 
approved for all indications and 
for moving all teeth; not just for 
anterior teeth and esthetic-only cor-
rections. Their clear aligners can be 
used to treat mild to the most com-
prehensive cases. They have 510(k) 

clearance to print in the U.S. with 
the latest in 3D printing technology 
allowing for fast delivery. 

What comes next? 
In partnership with hundreds of 
providers, thousands of patients have 

gone through treatments. According 
to Garcia, the feedback OrthoFX has 
received so far is fantastic, with perfor-
mance and quality exceeding expecta-
tions. So, where does the company go 
from here? They’ll be reinvesting in 
innovation and design and will soon 
launch an innovative retainer product, 
with the ability for patients to enroll in 
a retainer subscription.

“We want to continue building prod-
ucts and processes that bene� t doctors 
and patients. That means not only con-
tinually improving our material science 
but investing in innovative concepts like 
sensors and remote monitoring, Garcia 
shares. “Ideas like remote monitoring 
are worth making a reality in a category 
like ortho because if there is one thing 
we’ve seen con� rmed time and again, it 
is that patients want to come to the den-
tal of� ce as few times as possible. They 
would prefer to minimize their number 
of appointments, so we want to work on 
reducing the overall number as well as 
the ef� ciency of those appointments.

“Innovation also doesn’t have to be 
something that happens in a lab or on 
a computer screen,” Garcia continues. 
“We’re working with our partner 
practices in key cities to create more 
weekend and evening appointments 
for OrthoFX patients. It is a major 
need and we’re doing what we can on 
our end to make it happen.”

Though OrthoFX is a start-up, it 
is a team of seasoned clear aligner 
experts, many of whom helped build 
this sector. For more information, go 
to orthofx.com/fordoctors.html or call 
415-936-0006. 
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Information provided by ARKRAY.

Understanding the details 
saliva can share

• A salivary screening system 
that provides a multi-point 
analysis in �ve minutes

• Uses dual wavelength re�ec-
tance to measure reactivity on 
the saliva test strip to provide 
details on activity of bacteria, 
acidity, and presence of 
in�ammatory markers, which 
may indicate an increased risk 
for caries and gum disease

• Easy to use and compact, the 
device features a touchscreen 
display and is simple to move 
throughout a practice

• SillHa software provides a 
color-coded report that can be 
customized to each patient to 
easily explain test �ndings

Patients may not 
understand the risks to 
their oral health

Without testing and data 
showing their risks and 
health problems, patients 
can be reluctant to accept 
treatment and maintain 
their home care routine.

ARKRAY
800-818-8877  |  arkrayusa.com
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THE PROBLEM

THE SOLUTION

SillHa Oral  
Wellness System

With results in just 5 minutes and easy-to-
understand reports to share with patients, the 
SillHa Oral Wellness System makes chairside 
salivary analysis simple. [ compiled by Noah Levine ]
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W
hile a dentist’s job has 
traditionally been to treat 
oral health, Dr. Todd Fincher 

believes dental practitioners should 
consider more than just a patient’s 
mouth—they should also be dedicated 
to improving sleep, and therefore a 
patient’s overall health.

“It all depends on how you want to 
treat your patients,” he says. “Do you 
want to treat your patients just being a 
dentist that just handles their oral con-
ditions or do you want to be known 
as their dental healthcare professional 
that looks at more than just their 
mouth, looks at their whole-body 
health and not just their oral health?”

Practicing in Greenwood and 
Columbus, Miss., for more than 30 
years, Dr. Fincher decided � ve years 
ago that he didn’t want to overlook 
whole-body health in his practices. 

He noticed there was a great need 
for extended care like this in his 
area, but no one in the region was 
providing it. So, he began offering 
sleep-apnea treatment and was 
shocked to discover that 60 to 70 
percent of the patients he sees had 
some form of sleep apnea.

“Nobody in our area was offering 
this. Overall it’s just a huge resource 
that needs to be brought to patients’ 
attention,” Dr. Fincher says.

Trial and error
But adding these services to his prac-
tice took more than just a medical 
understanding of sleep apnea—he 
needed a way to integrate it into his 
practice work� ow. After trying a 
few different software options, his 
team discovered Devdent.

“We were really unsuccessful get-
ting the results that we needed with 
the software we tried before Devdent,” 
Dr. Fincher explains. “But we found 
that Devdent made their Imagn Sleep 
Software very intuitive—and, out of 

Complete Sleep System
The Devdent Complete Sleep System 
is a six-step system that includes the 
Imagn Sleep Software, which can be 
implemented into the digital work� ow. 
The home sleep testing machine, 
Zmachine Synergy, allows for scoring 
and interpreting of data by yourself or 
a team of board-certi� ed sleep techni-
cians. The RiPPLE oral appliance fea-
tures a slim design to suit every patient. 
Imagn Medical Billing, education, and 
team training complete the system.

Devdent
855-534-1433  |  devdent.com
CIRCLE RS #41

all the software on the market, it’s the 
easiest and most user-friendly.

“The Imagn Sleep software gives 
you great medical history and dental 
history, a good screening tool, and 
then ways to track your steps through 
the progression into the follow-up,” 
he adds. “It’s a really great all-in-one 
type program. It’s very comprehen-
sive—almost too comprehensive. I 
really don’t think they can improve the 
software, to be honest. It exceeds all 
my needs. It’s powerful.”

Hands-on training
Before implementing Imagn Sleep 
in his practice though, he wanted 
to ensure he could use it effectively. 
He headed to Salt Lake City for 
intensive training on the Devdent 
software and sleep appliances. 

“Their training is so comprehen-
sive,” he says. “I trained in-person, 
and then scheduled on-site train-
ing for my team. Our trainer was 
extremely competent, and she comes 
back on a yearly basis to check in on 

us and help us re-up. We’ve also used 
the remote training and it’s excellent.”

First-hand experience
In addition to the easy-to-use 
software, Dr. Fincher has been 
impressed by the effectiveness 
of Devdent’s home sleep-apnea 
testing and oral appliances, such 
as the Zmachine® Synergy sleep 
testing and the RiPPLE appliance 
system. And he can speak from 
experience   — a few years ago, he 
tested himself and was surprised to 
learn he had moderate sleep apnea. 

“I use the RiPPLE and after starting 
treatment with it for my own sleep 
apnea, I felt better and better every 
day,” he says. “We’re at our 100th 
sleep appliance with Devdent now, 
and we have only had one unsuccess-
ful treatment. So, we are 99 percent 
successful with our Imagn appliances. 
That’s how good it is.  I know � rst-
hand how effective it can be. And if it’s 
good enough for me, I guarantee it’s 
good enough for my patients.”

Dr. Fincher is buoyed by his prac-
tice’s success with Devdent’s oral 
appliances and appreciates the bene� ts 
it brings to his patients in his commu-
nity. And he credits much of it to the 
ef� cacy of Devdent’s complete system. 

“Devdent gives us exactly what we 
need in software, as well as the screen-
ing, sleep appliances and training that 
goes along with it,” he says. “For people 
that are looking to get into sleep-apnea 
treatment, this is a great system that 
you’re going to get great results from if 
you take your training seriously and do 
it like you are trained to do.” 

How Devdent’s complete sleep system is helping patients 
sleep easier and improving oral-systemic health.  [ by Laura Dorr ]

Treating more than teeth 
so patients sleep easier

TODD FINCHER, DDS

CLINICIAN     TEAM MEMBER     INDUSTRY
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CLEAR ALI GNERS
DIGITAL CLEAR ALIGNER TECHNOLOGY HAS BEEN AVAILABLE AS 

AN ORTHODONTIC TREATMENT FOR MORE THAN TWO DECADES, 

SINCE ALIGN TECHNOLOGY FIRST INTRODUCED THE INVISALIGN® 

SYSTEM. MUCH HAS CHANGED WITH THE TECHNOLOGY OVER 

TIME, INCLUDING BETTER MATERIALS, IMPROVED TREATMENT 

PLANNING, AND MORE PREDICTABLE OUTCOMES. MOREOVER, 

THE COMPETITIVE LANDSCAPE IS CHANGING, WITH NEW WAYS 

OF MARKETING AND DELIVERING CLEAR ALIGNER THERAPY THAT 

HAVE DISRUPTED TRADITIONAL DOCTOR-LED CARE.
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W 
hile some form of clear 
aligner technology has 
been available as an 
orthodontic treatment 

for more than 20 years, quite a bit 
has changed with this technology 
over time, including superior materi-
als, improved treatment planning, 
and more predictable outcomes. 
The changes in the industry’s com-
petitive landscape have been just as 
impactful. 

Despite all this, persistent misun-
derstandings remain in some dental 
professionals’ minds about who can 
do what when with clear aligner 

therapy. One expert described these 
ideas as having “staying power.” 

With the developments and 
changes in suppliers for clear align-
ers, let’s take a closer look at the �eld 
of clear aligner technology today. 
From what you should know about 
clear aligners and choosing a partner, 
to technological innovations, to how 
competition is changing business as 
usual, here’s what some of the players 
in the industry had to say.

What you should know about clear 
aligners today
When Tera Poole, DDS, was going 

THE CLEAR PATH   AHEAD
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CLEAR ALI GNERS
through dental school and residency, 
someone asked her, “If you could be a 
utensil, what kind of utensil would you 
be?” At that time, she thought it was a 
far-fetched question. 

However, the clear aligner industry 
today reminds her of a utensil. Dr. 
Poole thinks of it as a three-pronged 
fork: One prong is the direct-to-con-
sumer (DTC) players, another is the 
business-to-business (B2B), doctor-led 
clear aligner companies, and the third 
is the hybrid of both.

“It’s kind of like the Wild, Wild 
West right now,” Dr. Poole says. 
“Everybody is innovating in differ-

ent avenues, and there’s so much 
going on, which makes it really 
exciting.”

Jerry Zilles, Vice President of Sales 
for Propel Orthodontics, has 20 years 
of experience in clear aligners, having 
been in the industry almost from the 
start. Zilles says if you haven’t had 
training on clear aligners in the recent 
past, you might be surprised to learn 
it is a different ball game than it was in 
the beginning. 

Zilles sees many applications 
for general dentists regarding clear 
aligner therapy. From minor lower 
crowding to restorative cases to pre-

implant cases, he says the possibili-
ties with clear aligners are exciting. 

“With the proper training you can 
do just about any case you wanted to 
with clear aligner therapy, no matter 
which company it is,” Zilles says. 
“They all have their different bene� ts, 
but in the right hands they can do just 
about anything traditional orthodon-
tics could do.”

Christophe Carsault, vice presi-
dent of sales for orthodontics and 
preventive for the Straumann Group, 
which owns ClearCorrect, says clini-
cians should know that clear aligners 
have almost become a plug-and-play 

for any practice. Having the right 
partner is crucial because the market 
potential is enormous. 

“Seventy to eighty percent of the 
population is suffering from maloc-
clusion. It is a great service to offer to 
a patient,” Carsault says. “And there 
is no need to work to try to develop 
a very sophisticated marketing cam-
paign for your practice because you 
already have the patients in-house.”

According to Align Technology, 
clear aligner technology offers mil-
lions of people around the world the 
opportunity for a beautiful, healthy 
smile. However, many do not realize 
that moving teeth through bone is a 
dif� cult process, requiring close doc-
tor involvement, extensive knowledge, 
training, and experience. 

Clear aligners are class II medical 
devices regulated by the FDA, and are 
an appliance prescribed by doctors. 

“Invisalign clear aligner technology, 
pioneered by Align more than two 
decades ago, is helping to expand mar-
ket growth by getting into the of� ces 
of general practitioner dentists to reach 
millions more people through technol-
ogy rather than the manual process 
of bending wires and gluing brackets 
to teeth,” noted Frank Quinn, vice 
president, and general manager, U.S. 
of Align Technology.

Jeff Rohde, MS, DDS, who practices 
in Santa Barbara, Calif., has been work-
ing with Invisalign clear aligner treat-
ment since 2004 and considers clear 
aligners a staple at his practice. Recently, 
Dr. Rohde started some new cases with 
SureSmile® from Dentsply Sirona, as 
well as some from OrthoFX™, and is 
excited about what he has discovered 
from the new companies. 

OrthoFX is a hybrid of consumer-
directed and doctor-led treatment. 
While the company is using DTC 
marketing to build the brand, the 
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Our experts share what they know about the 
current state of clear aligners, what innovations 
have changed the game, and what is happening 
in a competitive landscape that is host to big 
names in dental and disruptive new technologies. 
With new approaches and new players for clear 
aligners, what is the clear path ahead?  [ by Terri Lively ]

THE CLEAR PATH   AHEAD
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treatment has a doctor who handles 
the digital scan, the attachment place-
ments, and monitors movement. 

“They’re trying to �nd that sweet 
spot between the expensive Invisalign 
treatment and the haphazard nature of 
SmileDirect,” Dr. Rohde says. 

Dr. Rohde says the most signi�cant 
factor in whether a treatment works or 
not is patient compliance. If the patient 
wears the tray, then he thinks most 
treatments will probably work. 

“If the patient only wears aligners at 
night and doesn’t have all the daytime 
pressure on his teeth, no system is 
going to work,” Dr. Rohde says. “Suc-
cess is still based on patient compliance 
across the board.” 

According to Align Technology, the 
Invisalign product portfolio can treat 
even the most complex orthodontic 

cases providing doctors with a range 
of products and price points available 
to treat their patients. The doctor 
determines which product to use and 
the price for the patient is based on 
treatment scope and complexity. 

While compliance plays an impor-
tant role in the success of clear aligner 
treatment, many other considerations 
impact end results, according to 
Quinn. A signi�cant factor in predict-
able, effective treatment is the ef�cacy 
of the product. This includes the 
digital treatment plan, the physical 
aligner, its features, and the materials 
it is made of, as well as the ability to 
manufacture a physical aligner that 
can express the desired movements 
prescribed by the doctor based on a 
diagnosis and treatment plan. 

Zilles thinks more general dentists 

should consider offering clear aligner 
therapy in their practices. He says 
not offering it is doing a disservice to 
patients from a health standpoint. He 
sees bene�ts for patients ages 30 to 80, 
many of whom have lived with lower 
anterior crowding most of their lives.

“We need to realize that 50 is the 
new 30, and the patients are going to 
have these teeth for their entire lives,” 
Zilles says. “We can �x this today, and 
you can have straight teeth for the next 
50 or 60 years.”

Through Align Technology, den-
tists have access to Invisalign Go, 
a system designed to help dentists 
incorporate Invisalign clear aligner 
treatment into their practices. Quinn 
explains that Invisalign Go provides 
support for case selection through 
treatment planning to help dentists 

treat mild to moderate cases as part of 
a comprehensive treatment plan. 

“With tools on the iTero digital 
scanner such as the Invisalign Out-
come Simulator and TimeLapse, 
patients, many of which are in the 
everyday dental hygiene chair, can 
easily visualize their future smile,” 
Quinn says.

Dr. Rohde says it is worth the effort 
to get educated and trained for doctors 
who haven’t been using clear aligners 
or who haven’t kept up on the changes 
with the treatment. Training is a 
crucial factor for success for general 
practitioners because dental school 
barely touches on the subject. “We 
learned enough to know that there is 
something called orthodontics, and 
that’s about it,” Dr. Rohde says. 

However, many patients are 

Dentsply Sirona, the largest manufacturer of 
professional dental products and technologies, 
acquired OraMetrix and its SureSmile technology 
in March 2018. Dominique Mondou, vice president 
traditional orthodontics and OraMetrix, manages 
platforms and marketing of orthodontic products 
for Dentsply Sirona. Mondou says there are three 
things about clear aligners clinicians should be ask-
ing themselves:

1.  How does treatment planning work?
2.  Do you have control over how the teeth move, 

and will it achieve what you want?
3.   Who’s the partner that’s going to help me 

implement that into my practice?
Mondou says the ability to predict the before and 

after work�ow, and the outcome are essential con-
siderations for any clinician choosing a clear aligner 
partner. Also, it is vital to understand how you deliver 
the movement of each tooth.

“I like to compare it to driving in a place you’ve never 
been. You might have a fantastic car, but if you get a 
bad GPS, you end up lost or losing time and maybe 
not getting where you wanted to go,” Mondou says. 

Mondou says treatment planning relies on the 
concept of “garbage in, garbage out.” In other 
words, the better the treatment plan, the better the 
treatment execution will be. Excellent treatment 
planning can result in a faster treatment or one 
where there is less re�nement necessary at the 
end. In practical details, he says patients often ask 
how we approach the treatment planning, “So, do 
you have fewer attachments than we do now?

“SureSmile is known for that. A lot of our heavy users 
comment about it,” Mondou says. “Because we know 
quite well the biomechanics and the treatment, we can 
reduce the number of attachments, and the attach-
ment is the less esthetic part of the treatment.”

Align Technology’s SmartForce attachments 
are small, tooth-colored shapes that are bonded to 
the patient’s teeth before or during their Invisalign 
treatment. 

Attachments engage with the Invisalign aligners 
to deliver forces to the teeth to provide the optimal 
orthodontic tooth movement.

Align explains that in order to move teeth with clear 
aligners predictably and effectively, especially roots, 
you need attachments to achieve the desired move-
ments. Invisalign clear aligners �t smoothly around 
the SmartForce attachments, so they’re barely 
noticeable. 

The second thing Mondou recommends is looking 
at how much control you have over the treatment, 
so you can deliver the quality of care that you want. 
However, being in control means different things to 
different dentists.

“A specialist might want to be in control of the 
degree of rotation of that tooth, the exact details. For 
somebody else, being in control might mean, ‘If I 
have a question, I need support to back me up,’” 
Mondou says.

Having a dependable partner is the third vital 
consideration per Mondou. He says at SureSmile, 
their philosophy is to provide you technology that 
enables you to do things you might not do otherwise. 
So while the most advanced specialists can use their 
products, they also can help educate and guide a 
general practitioner to provide quality care they might 
have referred out before.  

“And it goes from training the doctor on the soft-
ware and the treatment planning tools to the clinical 
builds to helping the assistant treatment coordinator, 
and even how well they integrate that process into the 
regular process of the practice,” Mondou explains of 
the partner support Dentsply Sirona offers for GPs. 

Mondou says training and maximizing the use of 
technology is in the DNA of the company. He says 
it is an essential thing to have superior technology 
backed by expertise, but training users to maximize 
the system is also vital. 

“We are using more and more solutions to share 
knowledge  —from one-on-one eLearnings to large 
events that are focusing on maximizing the utiliza-
tion of the system. So, we have a very broad range,” 
Mondou says. 

Align Technology agrees that training is crucial. 
They would also say what type of treatment planning 
and educational support your clear aligner partner 
provides to support you and your practice is key. 

There are four areas general practitioner Dr. 
Jeff Rohde suggests you consider when selecting 
a clear aligner supplier or partner, which include 
price, technology compatibility, educational 
opportunities for you and your team, and support. 

When it comes to price, Dr. Rohde says it is 
essential to understand how your partner will charge 
you and what is—and what is not—included in that 
fee for each case. It is also essential to understand if 
your technology is compatible with the clear aligner’s 
system or if you will need to invest in new equipment 
to submit cases. 

Additionally, it is crucial to understand what kind 
of training you will get, not only on the company’s 
technology but also evaluating occlusion and what 
to move when correcting smiles, too. Dr. Rohde 
suggests you �nd out if there is an opportunity for 
the staff to receive training, too, because they will 
be hands-on with much of the process. 

“The fourth thing would be support. Do you have 
someone there when something goes wrong, you 
have questions, you need to expedite something, or 
something’s not working?” Dr. Rohde says. 

WHAT YOU SHOULD KNOW ABOUT CHOOSING A CLEAR ALIGNER PARTNER
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looking to � x their smiles. 
Dr. Rohde says the success of 
SmileDirectClub shows that 
to be true. Moreover, many 
doctors have an excellent rap-
port with their patients, and 
patients would prefer to stay in 
the general practitioner’s prac-
tice rather than leave to see an 
orthodontist. 

That said, Dr. Rohde still refers 
many adult cases to his ortho-
dontist. Usually, it’s because he 
feels they are on the complicated 
side and need an expert oversee-
ing the case. 

“Not that you can’t do com-
plex things with clear aligners. 
But some cases are best treated 
with traditional ortho,” he says. 

Quinn notes that Align was 
� rst-to-market with Invisalign 
clear aligner technology 23 
years ago and continues to be an 
innovator for the market. They 
have 952 active patents, per 
their website, and their technol-
ogy has treated more than 7.5 
million patients and they have 
provided hundreds of continu-
ing education courses, including 
clinical support in every market 
speaking local languages. Align 
was the pioneer in clear aligner 
education and developing the 
biomechanics of tooth move-
ment with clear aligners. 

“Now, with such heightened 
awareness from the consumer 
perspective, it is driving addi-
tional opportunity for the prac-
tices,” Quinn says. 

From a practical standpoint, 
Quinn says the most important 
thing to understand is not all 
clear aligners are created equal. 
In 2013, Align Technology intro-
duced SmartTrack® material, 
designed speci� cally for tooth 
movement, which Quinn says 
was a signi� cant change for the 
business and ef� cacy of Align 
Technology’s product.

“The massive innovations that 
went into not only the material 
itself, but also the system and the 
architecture to support it were 
game-changers for our business. 
But they were also a game-
changer for the clinicians and 
the outcomes for their patients,” 
Quinn says. 

Another critical change was 
when Align Technology made a 
signi� cant investment in digitiz-
ing the front end of the process. 
Through the acquisition of the 
iTero product line in 2011, Align 
Technology fully digitized its 
clear aligner treatment process 
from start to � nish. 

“That meant no longer having 
to use the goo to start analog 
and then convert to a digitized 
process. It’s digital through and 
through,” Quinn says. 

What to know about clear 
aligners and restorative work
Zilles says with big suppliers such 
as Dentsply Sirona, Henry Schein, 
and Straumann in the mix with 
clear aligners, the potential exists 
to use clear aligners and Propel 
for movements prior to restorative 
work and pre-implant cases done 
in-house, or, for more advanced 
cases, referred out to a specialist. 
In the past, orthodontic treatment 
before restorative work wasn’t 
happening because treatment took 
up to two years with metal braces, 

and most dentists don’t want that 
long of lead time before placing a 
crown or implant. 

Zilles works with the clear 
aligner companies to accelerate 
timelines for treatment with 
Propel’s product line. With the 
help of Propel’s in-of� ce product 
for micro osteoperforations, and 
their take-home vibration unit, 
VPro, clear aligner treatment 
is accomplished faster, and a 
general dentist can rotate teeth or 
create space needed for the resto-
ration in weeks rather than years. 

“To be the best dentist you can 
be, you need not only clear align-
ers but also you need treatment 
to be � ve visits or less versus two 
years of orthodontic treatment,” 
Zilles says. 

According to Quinn, when 
doctors start with an iTero scan, 
they have new opportunities to 
provide their patients with a bet-
ter understanding and view of 
their current and future smile. 

“We are working on digital 
communications tools, from visu-
alization of treatment through 
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in-depth treatment planning including 
restorative smile design to patient 
interaction and building the digital 
work�ows to support however a doc-
tor may want to practice,” Quinn says.  

Moving teeth results in many ben-
e�ts to the patient. Hygiene improves 
because it’s easier for them to clean 
their teeth. Occlusion improves to 
create better contact with the restora-
tion, so their teeth last longer. Also, 
no matter how skilled the dentist is, 
veneers need replacing after 20 or 25 
years. Patients who had their teeth 
straightened instead of veneers might 
get away with only wearing a retainer, 
Dr. Rohde says. 

“We often start an esthetic case by 
moving the teeth back to where they 
should be,” Dr. Rohde says. “When 
the orthodontic treatment is done, do 
a full esthetic evaluation of where the 
patient is, then. You might do a mix of 
bonding and veneers and whitening, 
too, but you’ve kind of idealized the 
situation �rst.”

Dr. Rohde says everyone has 
patients looking for this kind of care. 
Clear aligners represent a clinical 
opportunity to care of your patients. 
They also broaden your treatment 
options. Many times Dr. Rohde ideal-
izes the position of the teeth with clear 
aligners before restoring with porce-
lain. It not only restores function and 
occlusion to help the restorations last 
longer, but the restorations can also be 
more conservative. 

“In other words, maybe we’re doing 
conservative veneers rather than full 
wrap-around crowns,” Dr. Rohde 
explains. “Or, for lower anterior 
crowding, rather than chopping those 
tiny teeth down, we move them to a 
better position, and then that related 
restoration lasts longer.”

Dr. Rohde says clear aligners used 
in combination with his laser and 
CEREC technology help him keep 
more of the cases in-house. He thinks 
other practices could, too. 

“With good training, everyone can 
do this,” Dr. Rohde says. “What we’re 
doing isn’t that hard. We just have the 
tools to do it.”

The clear aligner innovations you 
should know about
Zilles says some general dentists 
don’t want to get into orthodontics. 
Moreover, their patients don’t 
want to get treatment because they 

mistakenly believe it will take two 
years to complete. However, all 
the companies have unique ways 
to make clear aligner treatment 
more ef�cient and cost-effective for 
the practice, and more predictable 
and quicker for the patient. Some 
companies are expanding their sales 
force to train doctors on how to be 
more pro�table using clear aligners 
to correct smiles. Some offer a low-
cost tier for more straightforward 
cases, while others have options to 
make trays in their practice.

“The biggest innovation, I believe, 
has been the different product offer-
ings based on case dif�culty,” Zilles 
says. 

In addition to their product features, 
Carsault says ClearCorrect is intro-
ducing innovative new technology 
to make it easy for GPs to use their 
product. 

“ClearCorrect was created by GPs 
for GPs in the �rst place. Our roots are 
here,” Carsault says. 

Carsault says arti�cial intelligence 
(AI) will play a signi�cant role in 
innovation for clear aligners as well 
as dentistry as a whole. He sees its 
impacts for clear aligners in the form 
of accurate treatment planning and 
connecting patients to the dentist. AI 
will help GPs treat orthodontic cases 
like a pro, as well as raise the patient 
consciousness with initial assessments 
about what can be addressed with the 
treatment.

“AI is already everywhere in our 
daily life as a consumer. It is what is 
going to support the market moving 
forward,” Carsault says. “It will not 

replace the dentist; it will elevate the 
game of the dentist.”

Align Technology has the most data 
available from past cases and uses AI 
and machine learning to predict how 
teeth will move using the Invisalign 
system. With more than 7.5 million 
cases to pull from, Align Technology 
has a lot of data to drive the accuracy 
of their treatment plans, help improve 
outcomes, and fuel further innova-

tion. Quinn says recent new product 
launches for Invisalign First and 
Invisalign treatment with mandibu-
lar advancement were driven from 
decades of experience and data.

“The extensive data generated by 
AI and machine learning gives that 
clinician con�dence that the treatment 
plan and the Invisalign system is going 
to produce that outcome in the end,” 
Quinn says. “That advantage helps 
us drive the future innovations of our 
products to have more applications for 
different types of malocclusion that are 

showing up in the practices every day.”
Invisalign First treats young and 

growing children with mixed denti-
tion. AI technology recognizes erupt-
ing teeth and dentition and is used to 
build clear aligners to manage tooth 
movement through those growing 
stages. In Q3 of 2019, the Invisalign 
system was used to treat more than 
130,000 teenagers and children as 
young as seven with their system 
through the doctor. They have treated 
almost two million teens and young 
patients in their history.

“The innovation is there. There is an 
available appliance for those growing 
children and teenagers,” Quinn says of 
Invisalign First. 

With mandibular advancement, 
Invisalign aligners have wings included 
to address Class II malocclusion. Now, 
Quinn says 70 to 80 percent of all 
malocclusions can be treated with the 
Invisalign system. 

“AI helps drive those innovations 
and broadens our capability and 
ef�cacy to treat more complex types of 
malocclusion,” Quinn says. 

SureSmile is also using AI to 
automate the routine tasks in treat-
ment planning and preparation. For 
example, the SureSmile software is 
seamlessly connected to the Primescan 
intraoral scanner. They are bringing 
more tasks chairside from the central 
software, hosted on the cloud to allow 
dentists to show treatment simulations 
chairside. The goal is to produce seam-
less integration, which leads to faster 
turnaround times, enhances patient 
communication, and produces more 
ef�cient treatment timelines. Mondou 
says most of the time, it will be invis-
ible to the practitioner.

“Invisible, yes, except that they will 
do things faster,” says Dominique 
Mondou, who manages orthodontic 
platforms and marketing for Dentsply 
Sirona. “And there is a point where 
tasks that we’re doing in the lab will 
be done chairside because we’ve also 
made use of these technologies.” 

Plans for innovations at SureSmile 
include treatment monitoring with the 
auto-track software module as a way 
to engage more with the patient. For 
example, when patients come in, the 
team would rescan with Primescan in 
a few seconds and then compare the 
treatment plan with the actual position 
of the teeth to ensure the treatment is 
on track. 

 Using Carbon additive manufacturing platforms, Dentsply Sirona is able to produce 
thousands of clear aligners a day.
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“     With good train-
ing, everyone can 
do this. What we’re 
doing isn’t that hard. 
We just have the 
tools to do it.” 
— JEFF ROHDE, MS, DDS, who  
practices in Santa Barbara, Calif.
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“This helps the practitioner to track the treatment, 
so we get that GPS mindset of making sure we’re 
on the right track. And, on the other side, it’s also 
engaging with the patient and showing whether their 
treatment is right on target, or maybe that something 
is not happening,” Mondou says. “It’s a great com-
munication tool.”

Another signi�cant innovation SureSmile is work-
ing on is to facilitate collaboration in Dental Service 
Organizations (DSOs) and group practices. With 
digital technology, the team can share cases to split 
between treatment plan and treatment execution. 
For example, if a DSO has an orthodontist and 
multiple general practitioners, the GP can have the 
specialist validate their treatment plan and handle 
the execution themselves. 

“You can increase collaboration and leverage your 
resources in a large, multi-practice group,” Mondou 
explains. “This is an area where we’re working heav-
ily, as we believe there will be more collaboration like 
this moving forward.”

“Align works with a number of DSOs throughout 
the U.S. and Canada,” Quinn says. “We collaborate 
with our DSO partners and provide them with edu-
cation and training on Align’s digital platform along 
with co-marketing activities and more to support 
their doctors and help them drive interested consum-
ers to their dental practices for treatment.”

Carsault also sees that innovation in the clear aligner 
space will center around patients. It will help dentists, 
but it will also educate patients in a simple way about 
what can be done to improve the form and function of 
their smile. 

“The patient needs to be in the center of what 
we are doing because, again, we are doing that for 
them,” Carsault says. 

Dr. Poole is working with Uniform Teeth, a clear 
aligner company based in San Francisco. The biggest 
differentiator with Uniform Teeth is its balance of 
technology solutions to provide doctor-led care. 

“We have a team of engineers that are working 
on proprietary trading and planning software. We 
have this whole vertical integration where you don’t 
have to put the pieces together,” Dr. Poole says. “We 
can focus as clinicians on providing that standard of 
care that we want to provide, and Uniform brings the 
ecosystem to us.”

Uniform Teeth uses telehealth, and the platform 
centers around dedicated orthodontists from top 
universities overseeing in-of�ce care. Patients use an 
app-enabled remote check-in every week. 

“We have the app and the monitoring so we can 
have fewer appointments. But, at the same time, our 
clinicians see four to �ve times more patients than 
a typical orthodontist, although still only seeing 16 
patients a day. That is possible due to the incorporation 
of our technology in the integration we have, along 
with our team planning software,” Dr. Poole says. 

Another innovation Uniform Teeth is introducing 
in their national roll-out next year is the patient app. 
Their app integrates into the electronic health system, 
which is in-house and proprietary. They can capitalize 
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on this by reducing the number of in-
person visits. They switch the tray and 
send in a picture. Then the doctor replies 
about whether the case is tracking, and, 
if it isn’t, what to do about it. 

“There have been instances where 
patients lose the tray, or we need to 
adjust something, and these are tasks 
you can’t facilitate on all these other 
platforms, which is interesting,” Dr. 
Poole says. “We have our team of cus-
tomer support and care teams that are 
there to engage with patients directly, 
monitor their care, and ensure they get 
quality dentistry.”

Clinicians using the Invisalign 
system also have access to cutting 
edge software tools designed to make 
the process easier. The ClinCheck 
software provides a 3D digital plan 
from start to �nish to provide seamless 
digital treatment planning.

“Doctors using the Invisalign clear 
aligner system have access to Align’s 
ClinCheck software, a powerful 
and sophisticated tool that supports 
treatment planning and monitoring,” 
Quinn says.

The clear aligner marketplace 
changes you should know about
Dr. Poole thinks there are two pri-
mary challengers to the established 
brands. Some, for example, bypass 
clinicians. However, she does not 
think those challengers will succeed 
in the long run. 

“Moving teeth is very serious, and 
not having that health care oversight 
eventually is going to show the hazards 
involved with that,” Dr. Poole says. 
“To maintain their value, established 
brands will have to continue to educate 
patients about the value of having that 
in-person care and what that means.”

The second type of challenger 
embraces clinicians. Some target the 
entrepreneurial dentist and help them 
manufacture the aligners and providing 
treatment planning software. The battle 
there is that clinicians want to control 
and prefer to switch it, so they control 
the treatment plan, Dr. Poole says.

“They’re going to have to shift and 
give more control to the clinicians,” 
she says. 

Dr. Poole says understanding the 
risks and downsides of both, as well as 
the bene�ts of the systems, is essential 
to the next movement in clear aligner 
therapy. Clear aligner companies need 
a treatment plan, to manufacture the 

aligners, and give control to clinicians 
for individualized care. Uniform Teeth 
is capitalizing on all of these. 

“Everything’s centered around the 
orthodontist and that patient care. So 
I think our type of interest is going to 
be more challenging to the brands that 
exist, and it’s going to bring something 
different. That is not already out 
there,” Dr. Poole says. 

Another in�uence of the many 
competitors is that the way clear 
aligner patients communicate with 
their dentist might change. In the 
direct-to-consumer (DTC) model, 
many providers are integrating the 
dentist early on, which can lead to a 
new type of treatment. Carsault sees 
that some form of this relationship 
has a place in the market and he is 
not going to �ght it, but instead �nd 
ways to make it work for consumers 
and dentists. 

“In the future, you will see that the 
DTC model is going to stick around. 
That’s the model that patients want. 
So, this is also on us to be creative and 
bring some solutions to our dentists 
for them to provide the right services,” 

Carsault says.
Mondou believes there is a signi�-

cant market for the DTC organiza-
tions to treat uncomplicated cases for 
an expected price for a patient that 
maybe would never go to a dental 
of�ce because they think it’s too 
expensive. While he recognizes that 
orthodontic associations are challeng-
ing that clinical approach, the market 
is there. Mondou says as a manufac-

turer, Dentsply Sirona has a responsi-
bility to offer a solution to clinicians. 

“We see ourselves as empowering 
professionals and giving them the tools 
to be ef�cient and to deliver good care,” 
he says. “If there is a market that needs 
to be addressed this way, we need to 
look at it and provide tools, solutions, 
software, and devices to enable profes-
sionals to address that market.” 

Mondou sees that DSOs are best 
equipped to address this market 
because of their ef�ciency and opera-
tion model. Digital technology allows 
them to leverage expertise in a much 
more ef�cient, even disruptive way 
across the country and multiple 
disciplines.

“I think they have a strong value to 
offer to the market,” Mondou says of 
DSOs.

Also, Mondou says that because 
the medical and health care business is 
becoming fully digital, it will transform 
how it is done and how people behave. 
He compares it to how banking has 
changed from brick-and-mortar into 
coffee shops where you can do every-
thing online. Likewise, the health care 
business is becoming more consumer-
driven, and digital technology is trans-
forming how they handle it. 

“So, as a manufacturer, we need 
to be the one partnering with these 
organizations, partnering with the 
professionals and helping them adjust 
to that and deliver the right solution to 
the patient,” Mondou says. “We look 
at it as a win-win partnership with the 
professionals.”

Quinn thinks one of the bene�ts of 
having more competition is the height-
ened awareness it creates around clear 

aligner therapy. He sees a tremendous 
amount of untapped potential for doc-
tors, their patients, and Align Technol-
ogy, the most massive 3D printing 
operation in the world, with more than 
454,000 Invisalign clear aligner trays 
produced per day.

Quinn says a clear differentiator 
for Align Technology is the Invisalign 
brand. 

In the end, the doctor has to choose. 
He advises clinicians to understand 
the differentiators from one plastic to 
the other. Also, the platform drives the 
system and how well it’s integrated to 
deliver patient outcomes, as well as the 
support needed. 

“The thing that matters most is 
that the patient outcome is exactly the 
way it should be,” Quinn says. “This 
happens through a combination of our 
advanced treatment planning, doctor 
education, SmartTrack technology, and 
consumer marketing to build aware-
ness and drive demand to the doctor’s 
of�ce. We strive to be the best possible 
partner to our doctors and provide 
them with the right resources to help 
their patients and grow their practices.”

Carsault is excited about the new 
competition entering the clear aligner 
space because it creates more discus-
sion around clear aligners and treat-
ment plans. He says it will create more 
market for everybody. 

“We have to acknowledge that 
we didn’t even scratch the surface 
off the addressable market in North 
America,” he says. “So, we are super 
excited to see that all together. We are 
going to bring more discussion, inno-
vation, and more value proposition for 
patients.”  
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“     We need to realize 
that 50 is the new 30, 
and the patients are 
going to have these 
teeth for their entire 
lives. We can �x this 
today, and you can 
have straight teeth 
for the next 50 or 60 
years.” 
— JERRY ZILLES, vice president of sales 
for Propel Orthodontics

 Excellent treatment planning can result in a faster treatment or one where there is less 
re�nement necessary at the end.
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YOU CAN’T TREAT WHAT YOU CAN’T SEE,
which is why proper lighting and 
magni� cation are must-haves for every 
clinician. That’s why loupes are so widely 
used in dentistry these days. Because 
loupes are required to be worn and 
used for long periods of time, comfort 
and ergonomics are equally as critical 
as their magni� cation performance.

This is likely why manufacturers 
today offer a wide array of styles, 
frames, and magni� cation powers. 
With so many options, dentists and 
hygienists should do their homework 
before investing in loupes.

Keep in mind loupes are of little 
help if they aren’t adjusted to your 
individual measurements. If they are 
not, they can actually do more harm 
than good. The point of loupes can 
enhance patient care by improving 
your visibility while also preventing 
eye strain, and when properly � t they 
should keep your head as close as 
possible to neutral (20 degrees or less).

With so many factors involved in 
such an important piece of equipment, 
it is important to choose loupes that 
offer you comfort, ergonomics, and 
of course, performance. Here is just 
a small sampling of the many dental 
loupes offerings available today.  

THE RIGHT LOUPES SHOULD HAVE YOU 
SEEING AND FEELING GREAT

[ compiled by Stan Goff ]

She may be small,
                but she is mighty.
10% smaller and lighter*

Delicate and precise, a natural extension of your hand.

NSK America Corp.     www.nskdental.com *vs conventional angles

DENTAL EQUIPMENT & SUPPLIES        LOUPES     SOLVE MY PROBLEM    BENCHMARK
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PeriOptix® Loupes and Headlights 
• All optics are made with high-end, shatter-resistant 

glass to ensure optimum edge-to-edge clarity in a 
large viewing �eld

• With a variety of magni�cations and large selection 
of styles, DenMat ensures that most any need is 
met with an elegant and customizable solution

• Through-the-lens loupes are custom manufac-
tured for each individual user and have extremely 
precise optical quality and a large �eld of view, 
making them comfortable and easy to use

DenMat
800-433-6628  |  denmat.com
CIRCLE RS #46

Panoramic Loupes 
• See the Visible Difference® with Designs for 

Vision’s new Panoramic Field Loupes
• The revolutionary patented design doubles the 

viewable area over prismatic designed loupes
• A risk-free 45-day in-of�ce trial is available with 

both loupes and lights.

Designs for Vision, Inc. 
800-345-4009  |  designsforvision.com 
CIRCLE RS #47

Expanded TTL Loupes 
• Eclipse Loupes and Products offers high quality 

Expanded TTL loupes for dentists, surgeons and 
hygienists

• TTL is an abbreviation for “through the lens,” 
which has the loupe attached right into the frame 
lens for an expanded �eld of view

• All of the company’s TTL loupes are backed by an 
unmatched lifetime warranty, so clinicians can be 
assured they’re purchasing a quality product 

Eclipse Loupes and Products
877-585-4015  |  eclipseloupesandproducts.com
CIRCLE RS #48

She may be small,
                but she is mighty.
10% smaller and lighter*

Delicate and precise, a natural extension of your hand.

NSK America Corp.     www.nskdental.com *vs conventional angles

DENTAL EQUIPMENT & SUPPLIESLOUPES
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Vizix™ Loupes 
• Enova’s line of Vizix Loupes in Living Color are 

the �rst to offer colored aircraft-grade aluminum 
oculars 

• HQ-TriVex carrier lenses and all-glass optics 
provide superior clarity and allow for optimal 
light transmission. The all glass, high-de�nition 
lenses are housed in sleek aluminum casings, a 
lightweight, durable, and sanitary option compared 
to plastic

• Built into your preferred Oakley frames, known for 
their lightweight and dependable durability, and 
available in 2.5x, 3.0x, and 3.5x magni�cation

Enova Illumination
651-236-8857  |  www.goenova.com 
CIRCLE RS #49

Q-Optics Custom TTL Loupes
• The entire line of Custom TTL Loupes is designed 

uniquely to perfectly �t the user’s facial features 
through a proprietary measurement system—the 
True-Fit™ Digital Measurement System builds 
upon traditional measuring systems to ensure 
optimal loupe placement

• Working distances are customizable between 10 
and 26 inches. Although several levels of magni�-
cation are available, the prism loupes are available 
in 3.5x, 4.0x, and 4.5x with an expanded FOV 

• Constructed from advanced materials to produce a 
lightweight, ergonomic and comfortable design

Quality Aspirators/Q-Optics
800-858-2121  |  q-optics.com
CIRCLE RS #52

Prism TTL Loupes
• The 3.5x Prism TTL telescopes are designed to 

provide powerful magni�cation without sacri�cing 
your �eld of view

• Featuring optimal optical quality compared to 
traditional Galilean telescopes; they provide better 
contrast and greater clarity

• Both lightweight and durable, they use a unique 
state of the art digital measuring system that 
measures your interpupillary distance; each pair is 
ergonomically designed and custom made for the 
perfect �t to help eliminate neck and back pain 

LumaDent, Inc.
775-829-4488  |  lumadent.com
CIRCLE RS #50

Seiler Loupes 
• Offer the highest grade glass designed for excellent 

clarity. The optics are sealed to prevent dust and 
moisture to penetrate for prolonged longevity

• The double hinge �ip-up design allows for superior 
optical alignment. With great depth of �eld, they 
comfortably extend the natural accommodation 
capability of the human eye, while the wide-�eld 
of view highly corrected optics allows the entire 
mouth to be viewed

• Available in 2.5x, 3.0x, and 3.5x magni�cations 
and short (13.4 inches), regular (16.5 inches), long 
(19.7 inches) working distance

Seiler Medical
800-489-2282  |  seilermicro.com
CIRCLE RS #53

OmniOptic™
• Discover the �rst and only interchangeable mag-

ni�cation loupe that allows clinicians to select the 
optimal magni�cation power for each procedure 

• Accommodating four magni�cation powers rang-
ing from 2.5x to 5.5x, the OmniOptic is an ideal 
system for users looking to increase their magni�-
cation power over the course of their career

• The unique design features a magnetic anchor 
built into the carrier lens of the frame; allowing clini-
cians to upgrade their magni�cation power without 
having to succumb to the process of ordering a 
new loupe

Orsacoptic
800-369-3698  |  orascoptic.com
CIRCLE RS #51

SurgiTel Loupes 
• Spending years hunched over patients takes a 

toll on your neck and back area. Unless key ergo-
nomic issues related to dentistry are addressed, 
pain will continue to develop. SurgiTel resolves 
dentistry-related pain and posture concerns 

• SurgiTel’s ergonomically-�tted loupes address 
working pain by providing a personalized declina-
tion angle and �t, helping you keep your head up 
so you can work comfortably and safely throughout 
your career

• Available in 2.5x to 8.0x magni�cation for both TTL 
and FLM styles

SurgiTel
800-959-0153  |  SurgiTel.com
CIRCLE RS #54
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waterline
treatment

SIMPLIFIED
One-Year Lifespan
No daily, weekly or monthly protocols

2in1 Cleans and Maintains
Meets or exceeds <200 CFU/mL

User Friendly
Easily installed in just minutes

Anti-Microbial Cleaner
Inhibits growth of microbial contamination

Universal Design
Can be used with either municipal waterlines 
or independent water reservoirs

Hu-Friedy  
Waterline Filter

See our complete offering of waterline products at 
Hu-Friedy.com/Dental-Waterline-Cleaner
©2020 Hu-Friedy Mfg. Co., LLC. All rights reserved. HFL-361/0120

Interested?  Circle Product Card No. 55
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Information provided by OraLine.

Reduce the plastic 
provided to patients

• A complete line of natural home 
care products priced similarly to 
traditional plastic products

• Bamboo toothbrushes available 
in a variety of sizes are made 
from Moso bamboo, which 
is highly sustainable and the 
bodies can be recycled or bio-
degraded

• The brushes feature soft nylon 
bristles which can be recycled 
with the brush or removed for 
recycling while the brush handle 
is composted

• The interdental brushes feature 
bamboo handles and are avail-
able in a variety of sizes

• Silk dental �oss comes in 100 
percent recyclable packaging

• Reusable cotton mesh bags are 
also available to hold the home 
care items

Dental home care 
products are not made 
from sustainable 
resources

Most brushes, �osses, and 
other home care products 
are not biodegradable and, 
because they are regularly 
replaced, they contribute 
to waste. 

OraLine
888-296-6730  |  orabrite.net

CIRCLE RS #56

THE PROBLEM

THE SOLUTION

OraBrite 
Natural Home 
Care Products

OraLine’s OraBrite Natural line of preventive products 
offers sustainable home care options. [ compiled by Noah Levine ]
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Thousands of customers choose the MiniSTAR S® and Great Lakes thermal-forming materials 
to fabricate appliances for their patients. And for good reason. Our materials are guaranteed 
high quality, a good value, and Great Lakes offers a large selection of types, sizes, and colors.

Great Lakes’ website features technique videos and easy-to-download instructions to help you 
master the art of appliance fabrication. Fabricate popular appliances such as clear aligners, 
retainers, splints, invisible retainers, mouthguards, positioners, and more. 

GREAT�PEOPLE��GREAT�PRODUCTS��GREAT�LAKES�
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THERMAL FORMING...IT'S IN OUR DNA 
Providing innovative, high quality materials and equipment for over 50 years

THE POWERFUL MINISTAR S®

A WIDE VARIETY OF MATERIALS
E N D L E S S  P O S S I B I L I T I E S

Get Started Now. Visit bio-mini.info or call ���.� �.� �

Interested?  Circle Product Card No. 57
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ABOUT CATAPULT

Catapult is an organization 
that consists of more than 50 
clinicians spread throughout 
Canada and the United States. 
As a company, manufacturers 
pay a fee for their product to be 
evaluated and what we deliver are 
truthful, independent answers 
from surveys that we develop 
with them. We have had many 
products that have either had 
to be altered before hitting the 
market or simply never arrived 
because of our openly honest 
evaluations. In this way, Catapult 
assists the manufacturer to avoid 
potentially releasing a faulty 
product or simply a product 
that needs re� nement. Lastly 
our clients are omnipresent in 
the industry, small to large, no 
favoritism, simply reviewing the 
latest products in our practices.

D
iamond burs are used by den-
tists in all facets of dentistry 
and are an essential part of 

daily practice. Dentists will utilize 
numerous styles, grits, and shapes 
of diamond burs throughout their 
career while performing restorative 
dentistry.

In a recent survey following a 
clinical evaluation of Two Striper 
diamond burs from Premier Dental 
Company, 27 Catapult Educa-
tion Evaluators identi� ed many of 
their top attributes when selecting 
diamond burs. The evaluators 
highlighted “speed of cutting” (77.8 
percent), “variety of shapes” (66.7 
percent) and “price” (55.6 percent) 
as their top priorities when consider-
ing a bur purchase. Consideration 
was also given to “variety of grits” 
(55.5 percent), “feel and handling” 
(51.9 percent), “lack of vibration 
or chatter” (48.1 percent) and “bur 
longevity” (37 percent).

In today’s competitive environ-
ment, clinicians are showing strong 
preference towards speed and price 
to help manage overhead costs 
and decrease required chair time 
for procedures. The preferences 
towards varieties of shape and grit 
also note the need for predictability 
of procedures while managing 
overhead costs. 

In order to deliver high-quality 
patient outcomes in an ef� cient and 
productive manner, clinicians must 
choose diamond burs that sup-
port the style and productivity of 
their practice. After evaluating the 

various properties of multiple types 
of diamond burs, a clinician will 
undoubtedly develop a preference.  

Catapult Evaluators were provided 
samples of Two Striper diamond 
burs. Two Striper burs are leading 
the industry with the development of 
faster, longer lasting, cooler cutting 

technology in their diamond burs. 
Two Striper burs feature a propri-
etary P.B.S. brazing process for all 
their diamonds to bond natural 
diamond crystals to the shank of the 
bur. This bonding process ensures 
diamond crystals do not fall off the 
shank during clinical procedures. 

The purpose of this evaluation 
was to garner feedback on perfor-
mance, longevity, and the cutting 
quality of Two Striper diamond 
burs compared to the other brands 
each clinician has used.

To assess the performance of the 
Two Striper diamond burs, each 
clinician was asked to compare the 
speed of cutting to other brands 
they have used; 74.1 percent of 
respondents rated Two Striper 
faster while 25.9 percent responded, 

“about the same.”
Next, to determine if Two Striper 

lasts longer than other brands, the 
participant dentists were asked, 

“How long did Two Striper remain 
an effective rotary cutting tool com-
pared to other brands you have used?” 
While 26.9 percent reported similar 

Catapult Education Educators � nd high-quality diamond 
burs in the Two Striper® product line. [ by Dr. Jennifer Bell ]

High-quality 
diamond burs aid in 
delivering predictable 
restorative dentistry

Two Striper®

The Two Striper diamond bur is unique due to its two stripes. It’s manu-
factured by a patented bonding technology that brazes natural diamond 
crystals into the instrument’s shank, chemically bonding the crystals to 
the surgical stainless steel and preventing the loss or peeling of diamond 
particles. P.B.S. bonding maximizes the exposure of diamond cutting, 
especially at the tip and upper circumference of the instrument where the 
cutting load is focused. 

Premier Dental Company
888-670-6100  |  premierdentalco.com
CIRCLE RS #58
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[ Figs. 1-3 ]  Pre-operative photo of a patient wishing to change out her anterior bondings and single-unit crown for 
esthetics (Fig. 1). After completion of orthodontics, preparations were completed using the Two Striper Diamond 
Crown pack of � ve burs. Smooth margins and walls resulted from preparation with diamond burs (Fig. 2). Final 
delivery of restorations with a high level of predictability due to well-executed preparations (Fig. 3). 

bur longevity compared to other 
brands, 73.1 percent of the dentists 
surveyed responded that Two Striper 
burs lasted longer with 34.6 percent 
noting they “last much longer.”

Lastly, the dentists were asked 
about the quality of Two Striper 
burs by assessing cutting control 
and precision compared to other 
brands they have used, and 59.3 
percent felt they created more 
precise cuts while also being more 
controllable than other brands. 
Overall, more than 85 percent of 
Catapult Evaluators would consider 
incorporating Two Striper burs 
into their practice. 

The results from the survey sug-
gest the Two Striper diamond burs 
stand out amongst its competitors 
as a preferred brand based on value, 
quality, predictability, and options. 
It is clear from the results of the sur-
vey that Two Striper diamond burs 
offer high-quality, predictably fast, 
and comfortable diamond burs that 
win high marks with the general 
dentists surveyed, and Catapult 
Education is pleased to give them 
its Catapult Vote of Con� dence. 

DENTAL EQUIPMENT & SUPPLIESBENCHMARK

“     In order to deliver 
high-quality patient 
outcomes in an 
ef� cient and pro-
ductive manner, 
clinicians must 
choose diamond 
burs that support 
the style and pro-
ductivity of their 
practice. Two Strip-
per burs stand out 
among its competi-
tors as a preferred 
brand…”
— DR. JENNIFER BELL 
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BEST PRACTICES

YOU DID IT. You registered and 
invested to attend a trade show for 
the bene� t of your career, practice, 
and patients. Well done, you. But, 
what now?

As it turns out, a lot of things. Pre-
paring for a trade show can help you 
make the most of your investment. 
We spoke to experts about what you 
should be doing in the time leading up 
to your show and during it, as well as 
common mistakes to avoid. 

DETERMINE YOUR GOALS FOR 
ATTENDING
Clinicians should remember why 
they chose to attend the show and 
then, focus on attaining those goals, 
according to Jason Goodchild, DMD, 
Vice President of Clinical Affairs for 
Premier Dental Products Company.

“Ask yourself, ‘Why do I go to these 
shows?’” Dr. Goodchild says. 

Clinicians should ask themselves 
this question because the need to travel 
to shows is not the same in 2020 as it 
was in 1999, Dr. Goodchild says. In 
the past, attendees needed to go to the 

shows to buy a lot of stuff and get a lot 
of continuing education (CE) credits. 
Now, it’s possible to do that without 
attending a trade show. 

To get the most out of the show, it’s 
important to identify why you wanted 
to go in the � rst place. The social net-
working that occurs at tradeshows is 
one way of doing business that is hard 
to replicate in other arenas. There are 
tremendous social networking oppor-
tunities at a show, Dr. Goodchild says.

“There are fantastic opportunities to 
bring large groups of people together,” 
he says. “And the booths and the 
exhibit hall, they’re just awesome.”

Some dentists like to use products 
that “feel good in their hands.” 
However, this mindset can lead to 
getting stuck in a rut and missing 
out on new material and equipment 
improvements. Seeing how other 
people do things and the latest prod-
ucts that you haven’t tried before can 
help dentists expand their horizons. 
A trade show shines in this area, 
Dr. Goodchild says. Moreover, the 
samples you collect there allow you 
to � nd out what else feels good in 
your hands. 

“There are so many opportunities 
to try new things and have your eyes 
opened about what else is out there, 
that maybe the shows can help us 
break out of that mold a little bit,” Dr. 
Goodchild says. 

There are many things to consider 
before deciding to attend a trade show. 
Our experts offer advice on how to 
get the most out of the experience.
[ by Terri Lively]
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SHOW DO’S AND DON’TS:
A GUIDE TO NAVIGATING 
THE TRADE SHOW FLOOR

 ARTISTICCO/STOCK.ADOBE.COM
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PLAN TO DIVIDE YOUR TIME
Kim Miller, RDH, BSDH, �nds bal-
ancing the different types of programs, 
such as education, exhibit hall time, 
and social events a challenge. There is 
always so much to do and see and so 
many courses she would like to attend, 
she says. Miller’s overall strategy is to 
divide her time between sessions and 
the exhibit hall. She takes morning or 
early afternoon classes and then hits 
the exhibit �oor in the afternoon. 

“Plan ahead; otherwise, you wander 
around and waste time,” Steve Jones, 
Co-Chair of Roots Summit, a global 
endodontic meeting, agrees. “Decide 
what you want to accomplish before 
you get there so you can make the most 
of your time while you are there.” 

Janis Moriarty, DMD, is President 
of the Massachusetts Dental Society 
and past General Chair of Yankee 
Dental Congress held annually in Bos-
ton at the end of January. Dr. Moriarty 
recommends people go through the 
program book as soon as it is available, 
either in print or online. 

“It’s much more of an exciting and 
ful�lling experience if you have a plan 
of attack before you get there,” Dr. 
Moriarty says. “For someone that’s 
never been before, the size of the build-
ing and the number of courses and 
events available can be intimidating.  
Doing a little homework ahead of time 
will help once you get onsite.”

Miller agrees one of the most 
important things to do before the trade 

show is to review the catalog. She looks 
for intriguing course topics and ads 
for new equipment or services she is 
interested in, which she earmarks so 
she can visit that booth. 

“My advice is to be selective with 
the courses you choose and, as I 
mentioned, divide your time between 
courses and exhibit hall. Go to a two 
or three-hour course, then hit the 
exhibit �oor for a couple of hours or 
vice versa,” Miller says. 

LOOK FOR CE OPPORTUNITIES 
AND EDUCATIONAL PROGRAMS
One of the most signi�cant commit-
tees for the meeting is Programming, 
which begins planning the CE compo-
nent two years before the meeting, says 
Dr. Moriarty, who is a private-practice 
dentist in Winchester, Mass., just 
outside of Boston and has worked at 
Yankee Dental  in various roles as a 
volunteer for more than  20 years.

“There are many reasons to attend 
the meeting, but a necessity for sound 
practice is to get CE. We have a vast 
number of courses, and we look at 
trying to balance all the different spe-
cialties and general dentistry, as well 
as courses speci�c for auxiliaries,” Dr. 
Moriarty says.

Another approach is to review what 
educational opportunities you haven’t 
taken recently, says Tina Clarke, RDH 
and instructor at Lane Community 
College in Eugene, Ore. She also sug-
gests researching new ideas emerging 

within the profession, such as diagnos-
tics or techniques. 

“The other thing, too, is the basic 
items that you have to have for state 
licensure within Oregon. If I can get 
those while I’m there, that makes it 
nice,” Clarke says. 

SIGN UP EARLY
Miller recommends signing up early 
for the courses that are of the most 
considerable interest. Seats typically go 
fast for sessions in high demand, plus, 
she adds, you won’t pay late registra-
tion fees for the courses. Miller also 
advises dental professionals to make 
their hotel reservations early, as soon as 
the blocks open. 

“Hotels �ll up fast, and you can 
always cancel your reservation, within 
limits, if your plans change,” Miller 
says. “To avoid disappointment, early 
sign up is the best.”

“I look online and pick all the classes 
I want to go to and the big-name 
speakers or the topics I’m interested 
in learning. That’s going to be my 
background,” Dr. Goodchild says 
regarding the sign-ups. “I am going to 
get the CE I want to get.

MAP OUT YOUR EXHIBIT FLOOR 
TIME BEFOREHAND
Identifying any upcoming needs is 
always a good idea, Clarke says. If 
there are any big-ticket items that are 
needed, research them before the show.

“For example, if I need to update my 

intraoral camera, I start looking to see 
what different features the companies 
have on their cameras. Then, I can 
develop questions for when I go to their 
booth for a demo,” Clarke says.

Dr. Goodchild follows a similar 
approach, considering capital pur-
chases he has coming up for the 
practice. He says for the signi�cant 
technology purchases, such as digital 
scanners, trade shows offer a rare 
opportunity to comparison shop 
in-person.

“It does allow you to see all of them 
at one time, put your hands on them, 
and �nd out which one feels the best,” 
Dr. Goodchild says. “And then when 
you zero in on it, you can contact the 
company, and the manufacturer can 
bring it to your of�ce so you can give 
it a try.”

Attendees should have an inventory 
of what they want to look at ahead of 
time, Clarke suggests. The trade show 
organizers often publish a map of the 
exhibitor �oor and where the anchor 
booths will be. Having an idea of what 
the company’s booth number is can 
be helpful, especially if you don’t have 
a ton of time on the �oor at the show, 
she adds.

Miller locates the booths she wants 
to visit on the map and makes a note 
of the booth number. She then works 
her way through the exhibit hall sys-
tematically, starting with lower booth 
numbers and moving up.

“This way, when I make an 

DPR0220_058-060_Secondary Story- Trade Show.indd   59 1/24/20   10:07 AM



BEST PRACTICES TRADE SHOWS

60  |  DENTALPRODUCTSREPORT.COM  |  February 2020

unplanned stop, I don’t lose sight of my 
goals, and I can get right back to the 
planned stops,” Miller says. 

Dr. Moriarty notes that the Yankee 
Dental Congress has an exhibit guide 
at the back of the program book. Also, 
a custom app is available two weeks 
before the meeting that has the “meet-
ing at your �ngertips.”

“You can certainly take a peek at 
companies you might want to see. 
Also, you can take advantage of some 
of our marketing programs where you 
spend a certain amount of money and 
get a certain amount back and other 
incentives to do some shopping,” Dr. 
Moriarty explains. 

“I don’t think you should want to 
walk around the exhibit �oor blindly,” 
Dr. Goodchild says. “If I’m interested 
in seeing some things, I’d like to know 
that they’re there and then make a bit 
of a plan.”

As the seasoned attendee could prob-
ably tell you, there are de�nitely things 
to avoid while perusing a trade show. 
Our experts added their own advice 
on common mistakes and how to 
avoid them. 

NOT HAVING A PLAN FOR THE 
EXHIBIT FLOOR AND BOOTH TIME
Just as having a plan is a de�nite ‘do’, 
not having a plan is a certain ‘don’t’.

Trade shows are the place to see 
the equipment in-person that you are 
interested in or want to know more 
about, Jones says. Find out where those 
are and make sure that you target those 
booths during those times.

“Too many doctors come without 
a plan, end up wandering around and 
buying something that they stick in the 
accessory drawer and never pick up 
again,” he says. 

When visiting exhibitors, it’s 
good to have speci�c questions to 
ask people and to take advantage 
of your time with them, Jones says. 
Don’t assume there’s nothing to be 
learned from someone who isn’t a 
dentist; there are a lot of experts 
who have a lot to offer in the booth, 
he adds.

At busy booths, Clarke says to be 
sure to have questions ahead of time 
because the exhibitors are trying to 
serve as many people as possible. You 
want to get the information you need 
while respecting the exhibitors’ and 
other patrons’ time. 

“If you are prepared to pay at that 
moment as well, that will expedite 
everything, too. You can leave the 
show, and the vendor can ship what 
you want off to your of�ce,” Clarke 
says. 

Dr. Goodchild admits that there is 
some fun to strolling around and win-
dow shopping. However, if something 
is needed for the of�ce, you need to 
know what is available for you to see 
in-person to determine which ones you 
want to consider.

“And then potentially making an 
appointment for a rep to come to my 
of�ce to try it out,” Dr. Goodchild says. 
“Or, if they do have a crazy show spe-
cial, is there a way to ‘buy it and try it’?” 

WARDROBE MALFUNCTIONS, 
GOING HUNGRY, GETTING COLD
Almost anyone can tell you trade 
shows involve lots of walking, so 
choosing the right shoe is imperative. 
Clarke admits she has made a mistake 
choosing something cute over some-
thing practical, and her feet paid the 
price for it. 

“Sometimes we want to get super 
dressed up, and we have on our high 
heels. Then, you’re trying to scooch 
and hurry, and that may not neces-
sarily be great for your feet if you’re 
on them for a long time,” Clarke says. 
“I’ve made those mistakes before. By 
the end, I was like, ‘Oh, I can’t look at 
any more stuff!’”

Miller agrees that comfortable shoes 
are essential. She also says to bring a 
sweater or jacket, even if you are in a 
warm climate. 

“Dress in layers. The rooms are 
always cold,” she advises.

Another important consideration 
is whether there is food offered on 
the show �oor. Clarke says if there is, 
sometimes you can pull double duty 
and eat lunch while you look at things. 
Also, take advantage of sponsored 
lunch events, too. 

“If you know that you aren’t going 
to have that [lunch], make sure you 
have snacks in your bag that you can 
munch on,” Clarke says. “It’s impor-
tant because it’s hard to make purchas-

ing decisions when your feet hurt and 
you’re hungry.” 

Dr. Goodchild attended the Star 
of the North in Minneapolis in 2019 
and appreciated a tactic they had for 
combining socializing and shopping 
on the exhibitor �oor at the end of the 
day when everyone was ready to go 
home. They gave attendees a reason 
to stick around for a while, do some 
networking, and walk the exhibit 
�oor, he says.

“They did a happy hour from 5 p.m. 
to 6 p.m. with free beer and wine,” Dr. 
Goodchild said. “The exhibition �oor 
was packed.”

GOING IT ALONE
As important as it is to search out and 
try new products, trade shows are 
about networking with other profes-
sionals as much as anything else. It’s 
a good idea to use the buddy system, 
meaning meet up with a buddy or 
travel with one, Miller says.

“These events are always more fun 
in pairs or groups,” she says. “Split up, 
go your own way, and then meet back 
up later to share what you learned, 
who you talked to, etc. Sometimes the 
exchange between colleagues is the 
best part of the event.”

When Clarke goes to shows 
that are in different areas, she also 
arranges to meet with friends and 
walk the �oor with them. This is a 
great time to network and talk with 
colleagues she doesn’t see often, she 
says. She also arranges to meet them 
at the social events or dinners spon-
sored by the show. 

“That’s some of the fun,” Clarke 
says. “Getting to experience those pro-
fessional perks with your colleagues 
makes it possible to develop those 
friendships.”

SKIPPING THE SOCIAL EVENTS
Skipping the social events at a trade 
show is a mistake, according to Jones. 
The social aspect of a trade show is an 
area that many attendees appreciate 
the most.  He highly recommends 
going to social events because meet-
ing other doctors and specialists 
broadens your network and your 
knowledge base. 

“Social events are some of the most 
important parts of a trade show. You 
meet other doctors and exchange ideas 
in ways you wouldn’t get through any 
other forum,” Jones says. 

Social events are a vital part of the 
meeting, Dr. Moriarty agrees. She 
recommends using social media to 
determine if your friends and col-
leagues are going. 

“Nowadays, with all of those out-
lets, it’s really easy to both encourage 
people to go and be encouraged to go,” 
Dr. Moriarty says. 

NOT BALANCING YOUR DAY
Clarke, who is launching a new online 
platform called “Teacher Tina, RDH,” 
says education is vital to her. However, 
too much of a good thing can be a bad 
thing. Clarke follows a basic plan to 
do courses in the morning, the trade 
show �oor at lunch, and then have the 
afternoon and evening for social events 
or sight-seeing.

“The research I’ve done suggests 
that there’s not a lot of retention that 
happens after several hours of sitting 
and learning, you’ve already been get-
ting a lot of brain work accomplished. 
For me, I’ll do my learning in the morn-
ing and have my fun in the afternoon,” 
Clarke explains. 

Breaking up the day with walks 
through the exhibits can help, Miller 
suggests. “I don’t want to sit all day, 
so, at a minimum after each course, 
I hit the exhibit hall �oor for an hour 
or two between courses whenever 
possible,” she says of her schedule 
balancing strategy. 

One of the things organizers of 
Roots Summit want to provide 
attendees are clinical tips they can 
use in the operatory, Jones explains. 
However, they also build in lunch and 
breaks, with time to get to the �oor and 
explore, as well. The idea is to balance 
between clinical learning and technol-
ogy exploration. 

“The keynotes and breakouts are for 
clinical education. The exhibit �oor 
is to talk to vendors and see the equip-
ment that you want to see. However, 
you could get great advice from the 
reps on the �oor, so don’t count that 
out,” Jones says. 

ONLY HITTING “BIG-NAME” 
SHOWS
Attending smaller regional trade shows 
periodically can offer some variety 
from the bigger shows, Clarke says.

“The product reps might have some-
thing a little bit different to offer, and 
some of the courses might be different, 
too,” Clarke explains. 
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W
hen husband-and-wife 
dentists Eddy Rodriguez and 
Sharon Schmeiser opened 

their dental practice in 2012, they 
began searching for help to learn how 
to better manage their practice. They 
experimented with a few different 
options, but they all fell short of their 
expectations—until they found MGE 
Management Experts late that year. 

MGE, which uses the Hubbard 
Management System, was different, 
he says. Instead of sending a con-
sultant out to his practice to do his 
marketing and patient communica-
tion for him, MGE gave his practice 
the sales tools they needed to start 
growing the business themselves.

Dr. Rodriguez � rst attended an 
MGE workshop called The New 

Patient Workshop in November 
2012. The following month, he 
attended his � rst “ABC” seminar, 
Sales Seminar A: Taking the Stress 
and Pressure out of the Sales Pro-
cess, and says his practice tripled in 
just the last two weeks of December.

“Once we became MGE students 
and became more and more involved 
with MGE, our of� ce became bigger 
and bigger,” says Dr. Rodriguez.

Dr. Rodriguez soon � nished Sales 
Seminar B: How to Connect With 
Any Patient and Handle Their Objec-
tions, and Sales Seminar C: How to 
Motivate Your Patients to Want What 
They Need. He says he attends the 
three ABC courses every year along 
with many other MGE courses. In 
fact, Dr. Rodriguez � ies his entire den-
tal team from Miami to MGE’s site in 
St. Petersburg, Fla., for the seminars. 

“I think the campus is about 
50,000 square feet, and I think they 
have about 100 or 150 doctors being 
trained there every week,” he says. 

MGE Management 
Experts
A leader in dental practice manage-
ment training, the MGE Power Program 
is a comprehensive series of courses, 
seminars and practical implementation 
steps. An approved PACE Program 
Provider, MGE training covers manage-
ment, case acceptance, marketing, 
executive skills, � nancial planning, and 
leadership. The average MGE Power 
Client achieves an astounding 232 
percent growth over a 5-year period.

MGE Management Experts
800-640-1140  |  mgeonline.com 
CIRCLE RS #60

“It’s basically a business school.”
Today, Dr. Rodriguez says his 

monthly collections are about � ve 
times as much as they were when he 
started his practice in 2012. That’s 
quite signi� cant, given he works two 
and a half days per week, while his 
wife works three mornings per week. 

He attributes the drastic change in 
collections to the way he approaches 
treatment plans with his patients, as 
well as how his front desk handles 
calls from potential new patients. 

Before reaching out to MGE 
Management Experts, he says that 
his receptionist would tell a prospec-
tive patient if their practice didn’t 
take that patient’s insurance, which 
would result in a “lost patient.” 

“Now, instead of focusing on 
the insurance, she would ask the 
patient why they called,” he says. 
“My staff is now trained to tell 
potential new patients not to worry 
about insurance, and make sure 
they know their � rst visit is compli-

mentary. That gets the patient in to 
experience and approve of the of� ce 
before they are even faced with 
making a purchase.” Today, he says 
his practice brings in 60 to 120 new 
patients each month. 

MGE Management Experts also 
taught Dr. Rodriguez how to stop 
approaching patients “like a doctor.” 

“MGE teaches you to talk to 
a human being,” he says. “They 
show you how to communicate 
to the patient so they can better 
understand what you are trying 
to do for them. The best person to 
present dentistry to the patient is the 
dentist. If a patient has a question 
about how they are going to pay 
for the treatment, the real question 
is that they don’t understand the 
treatment they’re paying for, so you 
have to clarify that. Before I would 
just walk into the room and say the 
patient needs a root canal, and my 
staff would take care of it. Now I 
stay and explain what a root canal 
is and give them all the options pos-
sible to save the tooth, and get case 
acceptance. Then my staff comes in 
and they handle the � nancial plans, 
and then we get started.”

Dr. Rodriguez says he no longer 
presents costs timidly, because the 
patient won’t be con� dent the treat-
ment is necessary. Instead, he says he 
is “upfront” about the cost, regard-
less of the number. That con� dence, 
he says, and the extra time spent 
explaining the necessity of the spe-
ci� c treatment to the patient, is what 
has brought his collections to the 
high numbers they are today. 

How sales training from MGE Management Experts helped one 
dentist raise his collections by 500 percent. [ by Dental Products Report ]

Teaching Dentists 
the ABCs of Sales

DR. EDUARDO RODRIGUEZ

CLINICIAN     TEAM MEMBER     INDUSTRY

PHOTO CREDIT: MGE MANAGEMENT EXPERTS
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I
f you have been following my soft-
ware related articles and podcasts 
the past few years, you are aware I 

have been a proponent of the growth 
of Dental EHRs and improved clinical 
software. And, as a matter of history, 
having been through the Medical Soft-
ware revolution, I saw certain software 
concepts introduced that, looking 
back, were industry game-changers. 

One such concept was the introduc-
tion of rules-based clinical documen-
tation and templates. This concept 
led to Medical EHRs and clinical 
software becoming more “intelligent.” 
Basically, this is the incorporation of 
logic and associated rules to make 
clinical documentation much more 
powerful, customizable and easier to 
navigate, as well as providing decision 
support for maximizing appropriate 
coding at the point of care.

When helping my clients evaluate 
and select new software, I’m always 

looking for new and innovative fea-
tures that can help a group or practice 
be more successful. Coming from a 
software and IT background, I very 
much appreciate what CareStack 
has accomplished bringing rules-
based clinical documentation and 
templates, a standard in medical 
software for the past few years, to the 
dental software industry.

With this “next generation” con-
cept, CareStack is bringing more intel-
ligence to dental software. CareStack 
has, thus far, incorporated logic and 
customized rules in two major areas: 
Care Audit Rules and CareNotes rules-
based documentation.

Care Audit Rules
Have you ever been concerned about 
the distinct possibility that an incorrect 
procedure code was entered without 
consideration of a more appropriate 
alternate code? Or are you paid less than 

what you could have received if you had 
entered the appropriate procedure spe-
ci�c code during the visit? Or have you 
ever been audited where the auditors 
found that a number of procedure codes 
entered into the software were incorrect. 

Let the software automatically 
“watch your back” by giving you alter-
nate codes to consider. For example 
you enter a D1120 Prophylaxis child 
and an alert pops up reminding you 
that if the patient is 14 years old or 
older you need to change the code 
to a D1110 Prophylaxis adult and 
allows you to change it with a simple 
click of a mouse (Fig. 1). Or, if you 
mistakenly enter a D3320 Endodontic 
therapy Bicuspid when it is actually 
a retreatment which calls for a more 
appropriate D3348 Retreatment 
code—changing it to the correct code 
is still just a mouse click away.  

A library of alternate codes is 
included in the underlying database. 
Customization allows you to easily 
add your own rules-based alterna-
tive codes. 

CareNotes rules-based
I �nd one of the biggest worries with 
providers is input screens and clini-
cal templates can be too busy and 
confusing. This could possibly slow 
them down and cause extra work. 
There is concern with some software 
that there are many �elds presented 
which are unnecessary in certain 
cases and can make the documenta-
tion experience cumbersome.  

At this point, it is important to dis-
cuss what I mean by clinical templates. 
Many software systems claim to have 
Dental EHR functionality, but in real-
ity you are just capturing the note as a 
blob of text, kind of like a Word docu-
ment. You can’t really do anything 
with the data in the note because the 
�elds aren’t captured separately. A true 
Dental EHR provides you with “clini-

cal templates” for exams and proce-
dures that capture all the information 
as separate pieces of data in a database. 
CareStack is one of the few true Dental 
EHRs I have found. 

CareStack has answered the call. 
It is unique in its ability to add condi-
tional rules logic to the navigation of 
templates, which you can customize to 
your own needs. These are referred to 
as “�eld” and “form” rules.

For example, a customized �eld rule 
would be “if yes was chosen for nitrous 
administered, then present additional 
options for percentage, minutes, etc.” 
However, if the answer was no, then 
the additional options for nitrous 
administered would not be presented 
(Fig. 2). The navigation through the 
note is quicker and unnecessary �elds 
are not presented.

An example of a customized form 
rule would be adding a check box to the 
clinical template if a consent form was 
needed. The rule would be “if consent 
form was needed and was not previously 
�lled out, then display on alert.” This 
makes sure all conditions are met before 
completing documentation (Fig. 3).

Where are we going?
The dental software industry is expe-
riencing a revolution and evolution in 
features and functionality similar to 
what the medical software industry 
went through. Innovation is sorely 
needed in our dental software industry 
to address the rapidly changing needs 
of practices and groups.

Some vendors are innovating and 
some vendors are just resting on their 
laurels, hoping their customers won’t 
notice. With the incorporation of 
“next generation” functionality such 
as rules based EHR and customizable 
clinical documentation, CareStack is 
showing its commitment to being one 
of the leaders in software innovation. 

ABOUT THE AUTHOR

Mike Uretz is a nationally recognized dental 
software and dental EHR expert. He is the 
founder of DentalSoftwareAdvisor.com and 
is dental software editor for Dental Products 
Report. As a leading industry consultant and 
educator, Uretz has helped dental groups, 
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and select software vendors and solutions, 
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With CareStack, users get “next gen” functionality, such as rules-
based EHR and customizable clinical documentation. [ by Mike Uretz ]

Leading the way with  
rules based features
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 Figures 1-3: Care Audit Rules Alert: Changing it to the correct code is still just a mouse 
click away (Fig. 1). Care Notes– Field Rules Setup: The navigation through the note is 
quicker and unnecessary �elds are not presented (Fig. 2). Care Notes – Forms Rule Alert: 
This makes sure all conditions are met before completing documentation (Fig. 3). 
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O
ver many of my past articles, 
I’ve written about the need for 
dental of�ces to conduct regu-

lar network assessments. In the close 
to 20 years that I’ve been doing this, 
I’ve seen practices go through cata-
strophic data loss and HIPAA viola-
tions by a network failure or breach 
that should never have happened.

I’m sure many of you may think, 
well, it could never happen to me. 
That’s pretty much the same attitude 
I had until I started seeing it happen 
to my clients. Here are the eight most 
common problems I see when doing 
network assessments:
1. Inactive users: The only people 

who should have access to the 
network are current users of that 
network. When we show the user 
list to our clients after a scan, 

they often see names of people 
who haven’t been employed by 
the practice for years—or, more 
worrying, names they simply 
don’t recognize!

2. Computers that have not logged 
in: A common situation in every 
of�ce is computers are replaced 
by newer computers and the 
old ones given to staff, chari-
ties, etc. However, if you don’t 
remove those computer names 
from the domain, they can, in 
theory, still access the network 
over the internet.

3. Misalignment of IT asset organi-
zation: Our scans reveal how the 
Active Directory is organized and 
lists all the security groups, com-
puters, and users. When we com-
pare the network con�gurations 

against the practice’s security 
policies, there are often discrep-
ancies that need attention.

4. Single point of failure: You 
probably don’t need a network 
scan to realize this, but there’s 
value in a report that shows 
that if your server fails, you’re 
dead in the water. This is why 
I’ve been preaching for years for 
of�ces to have a great backup 
and disaster recovery plan in 
place, as having two domain 
controllers and two servers for 
a small dental practice doesn’t 
really make sense �nancially.

5. Inappropriate user access: Most 
of you would be surprised to 
know that for many networks 
we evaluate, every single user 
has full system administrator 

access; many of the practice 
management software compa-
nies are involved in this, as they 
recommend everyone have full 
access, meaning even a �rst-day 
employee has the same rights and 
privileges as the doctor. Obvi-
ously, this is NOT a good idea, 
even if the fact remains most 
users wouldn’t even know what 
level of access they have or how 
to exploit that—but some do! 

6. Weak passwords: When we do 
a scan, we almost always �nd 
the practice doesn’t have good 
password policies in place. At a 
minimum, the password should 
have a certain complexity 
(eight or more characters and 
at least one number and capital 
letter), you should require the 
passwords to be changed on a 
regular basis, you shouldn’t be 
able to re-use older passwords, 
and the systems should lock out 
anyone who repeatedly tries to 
enter an incorrect password.

7. External vulnerabilities: One of 
the most common vulnerabilities 
we �nd are open ports on the 
router or �rewall. In some cases, 
clients know about this and are 
willing to take the risk as it’s 
required for how they work. But, 
in many cases, of�ces have no 
idea about these ports.

8. Lagging patch management: 
The entire reason that most 
of�ces replaced their Server 
2008 and Windows 7 machines 
was the lack of patches available 
after January 14, 2020. By all 
de�nitions, this is a HIPAA vio-
lation, and should be addressed.

Pretty much all the issues I dis-
cussed above can easily be discov-
ered during a risk assessment…you 
know, the one HIPAA requires by 
law. I urge all of�ces to re-evaluate 
their risk assessment and make sure 
their networks are safe and secure. 
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Dental practices can avoid catastrophic data loss,  
HIPAA violations by a network failure or breach by taking  
the proper precautions. [ by Dr. Lorne Lavine ]

8 common problems to 
avoid when performing 
network assessments
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N
ews reports and clinical 
articles documenting micro-
bial infections traced back to 

contaminated public and healthcare 
water sources have increased at an 
alarming rate within the last decade 
(Table 1). Four incidents in dental 
practices have also been reported 
during this period.1-4 Localized 
cutaneous infections, bacteremias, 
and even disseminated, life-threat-
ening diseases have been diagnosed, 
especially when they develop in 
immune compromised and/or criti-
cally ill patients. 

Clinicians are asked to devote 
more attention to understanding 

possible treatment sequelae for the 
increasing number of compromised 
patients, while also minimizing 
microbial exposure for all patients 
using established infection preven-
tion practices.

Efforts to prevent contamination 
of water sources in healthcare set-
tings have improved at a rapid pace. 
With speci�c regard to dentistry, 
colonization of dental treatment 
water can be greatly reduced by 
appropriate application of a number 
of direct and indirect antimicrobial 
technologies. Progress aimed at 
addressing this emerging issue has 
led to the development and availabil-

ity of a number of products for use 
in dental settings. Unfortunately, 
clinicians may become confused by 
competing and con�icting ef�cacy 
claims. In such cases, resultant den-
tal unit waterline (DUWL) infection 
control procedures can be compro-
mised and/or ineffective due to lack 
of following proper instructions.

In order to maximize infection 
prevention efforts, dental profes-
sionals should be aware of a few 
basic guidelines when selecting and 
using products. 
1.  EPA-REGISTRATION: Most den-

tal unit waterline treatment 
products are EPA-registered to 

reduce microbial contamina-
tion. Product manufacturers are 
required to submit appropriate 
test data to validate and ensure 
ef�cacy of their product(s). If 
used according to the manufac-
turer’s instructions, EPA-reg-
istered products will perform 
according to its approved label. 

2. MANUFACTURERS’ INSTRUCTIONS: 
Follow the manufacturer’s 
instructions for use (IFUs) 
in order for the product to 
perform as indicated on the 
label. Compliance with IFUs is 
a major factor contributing to 
success, as well as a common 
reason for failure of a prac-
tice’s dental water infection 
prevention efforts. The ef�cacy 
of products is dependent on 
properly following IFUs. For 
example, ongoing protocols 
may vary from initial protocols 
and/or some products may be 
required to sit in the lines over-
night as compared to others 
with a �ve-minute time frame. 

3. NOT ALL PRODUCTS ARE TREATED 
THE SAME: Some products are 
used to clean (often referred to 
as “shock”) on a periodic basis, 
whereas others are meant to be 
used for ongoing maintenance 
of DUWLs (often daily or 
weekly) in conjunction with a 
cleaner. Treating cleaned water-
lines to minimize subsequent 
microbial colonization may 

While it’s dif�cult to completely eradicate waterborne 
pathogens from healthcare water systems, infections caused 
by these microorganisms are preventable. [ by John A. Molinari, PhD ]

Basic Guidelines for 
Dental Water Quality
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dental treatment 
water can be 
greatly reduced by 
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cation of a number 
of direct and indi-
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DPR0220_066-067_Infection Control.indd   66 1/23/20   11:25 AM



BEST PRACTICESINFECTION CONTROL

involve the same or a different 
product. For example, combi-
nation cleaner/maintenance 
system products are available 
which contain separate water-
line cleaning (i.e. “shock”) 
agents and maintenance chemi-
cals. They are very effective 
when used appropriately. This 
is where compliance with a 
manufacturer’s instructions for 
use procedures is important. 
In this instance, manufactur-
ers include both a separate 
cleaner for periodic use to 
remove accumulated microbial 
contaminants, along with a 
maintenance product for more 
frequent, routine use. Others, 
especially those treatments 
employing the daily application 
of antimicrobial tablets, call for 
a separate cleaning solution. It 
should be noted using bleach as 
a DUWL cleaner and treatment 
is not approved by the EPA for 

dental waterline use. Corrosion 
and compromise of waterline 
components can occur with 
prolonged use of bleach. Mul-
tiple highly effective and com-
patible waterline cleaners have 
been extensively tested and 
are readily available with EPA 
approval for DUWL use.

4. PERIODIC DUWL TESTING: Periodic 
sampling and testing is the 
most reliable way to evaluate 
dental water quality. By doing 
this, it is possible to monitor 
compliance with IFUs and cor-
rect problems which may arise. 
Recently, the Organization for 
Safety, Asepsis, and Preven-
tion (OSAP) published a white 
paper discussing infection 
control issues along with rec-
ommendations for maintaining 
dental water quality.8 In addi-
tion, The Centers for Disease 
Control and Prevention (CDC), 
American Dental Association 

(ADA), and other public health 
agencies recommend dental 
treatment water meets the 
EPA drinking water standard 
of less than 500 colony form-
ing units per milliliter (CFU/
mL). OSAP and an increasing 
number of state health depart-
ments have also recommended 
quarterly (or more often) test-
ing of waterlines. Two available 
dental water quality testing 
options are mail-in water-
testing services and in-of�ce 
methods. Comparisons of both 
options can be found in Table 
2. Whichever test method is 
used, it should be able to inform 
the user of an estimated count 
of colony forming units per mil-
liliter (CFU/mL). When used 
appropriately and according 
to the instructions, monitoring 
products and services can aid 
dental facilities in accomplish-
ing dental water quality goals.

Advances in microbial identi�cation 
techniques and epidemiological inves-
tigations of waterborne outbreaks 
have allowed improvement in docu-
mentation of infections caused by a 
variety of bacteria. While it is dif�cult 
to eliminate waterborne pathogens as 
natural inhabitants in healthcare water 
systems, infections caused by these 
microorganisms are preventable.5 

Multiple choices are available for 
controlling and monitoring coloniza-
tion of water delivery systems and 
reservoirs, and other technologies 
continue to be developed. With spe-
ci�c regard to dentistry, the keys for 
accomplishing DUWL asepsis goals 
remain the same as for other infec-
tion control areas: One, application 
of basic infection prevention prin-
ciples; and Two,  compliance with use 
of approved products.

Colonized waterlines should be 
cleaned �rst to remove accumulated 
microbial and extracellular material 
prior to implementation of routine 
treatment procedures. Subsequent 
compliance with step-by-step IFUs 
is essential for controlling and main-
taining low microbial levels in pota-
ble (<500 CFU/mL) treatment water. 
Periodic testing of water quality can 
also ensure that ongoing water treat-
ment procedures are effective.

When monitoring is performed as 
a component of a practice’s DUWL 
infection prevention routine, it can 
assist in identifying compliance prob-
lems and also provide documentation 
of water quality. 
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  Table 1 Representative Public and Healthcare Waterborne Illness Outbreaks 

Year Infection Etiology Contaminated Water Source Outcome/Impact

2010 Legionella pneumophila Hospital decorative water fountain Legionnaires’ disease

2011 Klebsiella oxytoca Hospital handwashing sink Pneumonia; abdominal abscess

2011 Legionella pneumophila1 Handpiece waterlines in a dental practice Legionnaires’ disease

2012 Pseudomonas fluorescens Drinking water in bone marrow transplant unit Febrile nosocomial infection with neutropenia

2014 Legionella pneumophila City water system Legionnaires’ disease

2014 Mycobacterium chimera Surgical heater-cooler units in surgical operating rooms Endocarditis; blood stream infection

2015 Legionella pneumophila Cooling towers on commercial building Legionnaires’ disease

2015 Mycobacterium abscessus2 Tap water used to perform pulpotomies Odontogenic infection

2016 Mycobacterium abscessus3 Tap water used to perform pulpotomies Odontogenic infection

2017 Pseudomonas aeruginosa Electronic tap water faucets in neonatal units Bacteremia

2017 Legionella pneumophila4 Dental waterlines Legionnaires’ disease

2018 Legionella pneumophila Hotel hot tub and other non-maintained water sources Legionnaires’ disease

  Table 2 Comparisons Between DUWL Microbial Testing Options

Professional Commercial Testing Services In-Office Monitoring Kits

Laboratory testing – control many variables Useful, qualitative screening method

Use standard plating methodology (R2A agar) Rapid results within 72 hours

Trained technicians working under controlled conditions with regulated equipment Can identify microbial overgrowth issues during ongoing management procedures

Provide accurate, quantitative results May be less reliable than laboratory testing 

Samples must be sent through overnight shipping Burden of test accuracy on dental personnel for required training and sample 
processing

Costly Less costly
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B R O K E R A G E

Reach your target audience.

Our audience.

Joanna Shippoli
(440) 891-2615

jshippoli@mmhgroup.com

Contact me today to place your ad.

Content licensing for every marketing strategy.
Dental Products Report® can leverage our branded content for your products, services, 
acknowledgments and recognitions in an enhanced campaign strategy.

Contact
Eric Temple-Morris  •  (415) 947-6231  •  etemple-morris@mmhgroup.com

Whether for automatic 
or manual handpiece 
maintenance, Midwest® 
lubricant/cleaners are 
designed to flush debris, 
lubricate internal parts, 
and protect metal during 
sterilization.

800-800-2888
©2020 Dentsply Sirona

NEW 
Midwest® Plus 

Automate® Spray
For use in the Midwest® 

Automate® Automated 
Maintenance System.

500 ml   |   Ref. 380180

NEW 
Midwest® Plus Spray

For manual maintenance of  
high speed, low speed and  

electric dental handpieces.

250 ml   |   Ref. 380080M

Visit www.MidwestAirRepair.com  
for a special offer.

C L E A N E R S / C A R E
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REDUCE YOUR CREDIT CARD 
PROCESSING FEES

SINGLE SOLUTION TERMINAL 

ACCEPTS
CREDIT & DEBIT

PLUSPLUS

OPTIONAL PROGRAMS:

NON-CASH ADJUSTMENT
Eliminate up to 100% of your 
credit card processing fees!

NAB makes it easy to offset your credit card processing 
fees with our non-cash Adjustment.

POINT OF SALES SYSTEMS
Recommendations, Solutions 

& Integrations

CALL US TODAY

888-548-7282

YOU CAN ORDER ONLINE 24/7!

VISIT OUR WEBSITE:

WWW.SUPERIORUPHOLSTERY.COM

WE SHIP NATIONWIDE!

GIVE YOUR

DENTAL CHAIR

THE MAKEOVER

IT NEEDS

MAKE YOUR

PATIENTS FEEL

AT EASE WITH

OUR   RELAXOR

MASSAGE

SYSTEM &

MEMORY FOAM.

WE CAN MAKE YOUR

DENTAL CHAIRS LOOK

BRAND NEW!

MOST

POPULAR

CHAIRS

AVAILABLE

WITH NO

CORE

RETURN!
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NEXT MONTH: Reasons patients love their dentist

can help keep it active and count toward the length of your credit history. 
As an added bonus, when you keep an old card active and use it only infre-
quently, your utilization ratio goes down, which can help boost your score.  

Don’t Open Too Many New Accounts at Once
FICO Score Breakdown: New Credit = 10 percent

When applying for a new card or loan, your credit could take a hit if 
the lender makes a hard credit inquiry. If you’re shopping around 
for the best offer, be sure you know how the credit check might 
impact your score so you can limit the number of inquiries.  

Don’t Forget Card Diversity
FICO Score Breakdown: Credit Mix = 10 percent

Having a variety of cards and loans shows creditors that a borrower has 
experience managing and paying back different types of accounts. 

Your credit score matters. It can take as few as 30 
days to see a score change, for better or for worse, so 
be mindful of how you manage your credit. 

ABOUT THE AUTHOR
Zach Raus is President of BHG’s Lending Division. An expert on � nancing for 
physicians and healthcare professionals, Raus oversees the lending team 
responsible for funding � nancial solutions for licensed healthcare practitioners and 
other highly-skilled professionals. bankershealthcaregroup.com/specialties/dentists.

Your credit score is a powerful three-digit number. A good score 
can enable you to advance your career, start a dream busi-
ness, reach personal goals, and make smart investments; a 
bad score, however, can hold you back in many ways. 

Your credit score can � uctuate monthly, depending on how 
you manage your bills and debts. Keeping your credit score 
intact will serve you well in the long run, so if you want to give 
yours a boost, here are � ve “Don’ts” to keep in mind.

Don’t Miss a Payment
FICO Score Breakdown: Payment History = 35 percent

The most important factor of a FICO score is payment history. If you’re 
guilty of missing a payment, it’s time to commit to making all of your 
payments on time every month. A late payment can signal you’re a 
risky borrower or someone who doesn’t respect what they owe to 
someone else. Don’t let payments slip by and hurt you; you can put 
your bills on autopay so you don’t even have to think about it.

Don’t Max Out Your Credit Limits 
FICO Score Breakdown: Amounts Owed = 30 percent

The more you owe, the more overextended you appear (even if you’re 
not), so strive to keep your cumulative balances under 50 percent of 
your actual credit limits. If you approach maxing out your cards, you 
don’t need to wait until the due date to make a payment. Chipping 
away at the overall amount owed throughout the month can be viewed 
favorably by credit bureaus (and help you maximize cash � ow). 

Don’t Close Old Credit Cards  
FICO Score Breakdown: Length of Credit History = 15 percent

The age of your credit history matters. If you have a card that you opened 
years ago but don’t use, don’t close it; swiping it even just once in a while 

[ by Zach Raus, Bankers Healthcare Group ]

OLIVIER LE MOAL / STOCK.ADOBE.COM

TOP 5 FINANCIAL DON’TS TO BOOST 
YOUR CREDIT SCORE
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ADVANCED
Mini Dental 
Implant Training

at the Largest Mini 
Dental Implant Training 

Center in the World!

LIVE
SURGERY

EARN 
27 CE
CREDITS

THURSDAY & FRIDAY
MARCH 12th & 13th
SATURDAY - MARCH 14th

with Matt Lasorsa
OVERCOMING THE CHALLENGES OF 
MINI DENTAL IMPLANT PLACEMENT

BUFFALO, NY

INCREASE your Practice Revenue
with Mini Dental Implants

REGISTER at SHATKINFIRST.com 
or Call 1-888-4-SHATKINfor implants & prosthetics

LIVE SURGERY:
MINI IMPLANTS: CHANGING 
LIVES ONE SMILE AT A TIME
THURSDAY,
FEBRUARY 2Oth - 1:30-4:30 

CHICAGO

One Company...Many Solutions

SAVE 
$100
ON OUR 2 DAY 

COURSE

2020 TRAINING COURSE SCHEDULE 
EARN 18 CE CREDITS
Buffalo, NY ........................ (ADVANCED) MARCH 12, 13 & 14
Sacramento, CA with ANDREA JOY SMITH, DDS ..MARCH 26
Buffalo, NY ...........................................................APRIL 17 & 18
Buffalo, NY ............................................................. MAY 29 & 30 
Buffalo, NY ............................. (ADVANCED) JUNE 25, 26 & 27 
Orlando, FL Disney .............................JULY 31 & AUGUST 1
Buffalo, NY .......................................................AUGUST 21 & 22
Buffalo, NY .................................................SEPTEMBER 17 & 18
Buffalo, NY ................................................... OCTOBER 23 & 24
Buffalo, NY ..................(ADVANCED) NOVEMBER 19, 20 & 21

BOOTH#816
FREE MINI DENTAL IMPLANT SPOTLIGHT LECTURES
at the CORPORATE LEARNING THEATER
FRIDAY, FEBRUARY 21st • 11:00am & 2:00pm
FREE MINI DENTAL IMPLANT LECTURES AT BOOTH #816
SATURDAY, FEBRUARY 22nd • 10:30am & 12:30pm
TOPICS DISCUSSED:  SINGLE TOOTH REPLACEMENT
DENTURE STABILIZATION & FIX-ON-SIX® (ROUNDHOUSE BRIDGE)

 Upcoming 2 Day
Introductory Course
APRIL 17 & 18

Interested?  Circle Product Card No. 62
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STRONG.
FAST.

CLEAN!
A CEMENT SYSTEM FOR ALL 
YOUR RESTORATIVE NEEDS.

ENHANCED STRENGTH 
Superior self-etch adhesion to retentive 
and non-retentive surfaces

QUICK CLEAN-UP
3 second tack cure, easy clean-up

UNIVERSAL APPLICATION
All materials, one system – no activators 
or primers required

HIGH ESTHETICS 
Excellent resistance to marginal discoloration
due to minimal water absorption

*This offer is limited to 1 per doctor*
It is the doctor’s responsibility to properly report and appropriately reflect any free product or rebate on their 
submissions to any federal healthcare program. Offer valid 1/1/20 to 2/15/20. Tokuyama does reserve the right 
to discontinue the promotion at any time. Not compatible with any other offers. To redeem promotional offers, 
your order must be placed through an authorized Tokuyama dealer. Allow 2-4 weeks for free goods delivery.

BUY 1 ESTECEM II KIT, RECEIVE 1 ESTECEM II SYRINGE AT NO CHARGE!  
PROMO CODE: EC201DPR

EsteCemII.com                Toll Free: +1 (877) 378-3548

Interested?  Circle Product Card No. 63
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