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BEST PRACTICESSecrets to 
optimize your health during COVID-19

[ REVENUEWELL ]

Virtual Offi ce
Providing access to the dental practice 
when clinicians and team members can’t 
be on site, this service makes it possible to 
take the practice anywhere you go.

[ SIMPLIFEYE ]

Connect
Driven by human interactions, Connect is 
a teledentistry platform designed to make 
it easy for clinicians to virtually see patients 
and then bill for the appointment.

NEW DENTAL PRODUCTS

[ ALIGN TECHNOLOGY ]

iTero Element 5D
The latest version of the iTero intraoral scan-
ner adds a new near infrared scanning tech-
nology to enable imaging of tooth structure.

How to deliver effective 
case presentation

RESTORATIVE DENTISTRY

Dr. Jason Olitsky provides advice and best practices 
for using photography and social media to get patients 
on board with treatment plans.

DENTISTRY
DURING
COVID-19

SPECIAL REPORT

FACED WITH THE UNDEXPECTED, the dental industry is forced to adjust. 
With most practices shut down for weeks, dental professionals and 
businesses are adapting, helping, and just trying to stay productive.

FINANCES  •  TELEDENTISTRY  •  PITCHING IN TO HELP OUT  •  MAKING USE OF FREE TIME
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We’re in This Together
Maximize cash flow with our 
Step-Up payment assistance program

Now through May 31, get dramatically 
reduced payments on the best in 
profit-boosting technology, plus free 
remote instructor-led training.

From intraoral scanners to complete 
in-office systems, we have an 
award-winning solution for you.

Packages for Full Solutions 
Starting at $99/month*

Call (855) 687-7941 to speak with a product specialist.

*$99 for the first 6 months, $360/mo for remaining 54
Subject to credit approval. 3 mos. Business bank statements required

Turn over for sample packages

upgradeyourdentalpractice.com
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Award-Winning Solutions from an 
Award-Winning Provider

Solution for restorations made from zirconia, PMMA, 
PEEK, Pekkton, lithium disilicate, nano-composites, etc., 
and pre-mill titanium custom abutments.

Includes: Machine, CAD & CAM soft ware, starter 
tooling and materials packages, 3D-scanner, furnace, 
computer workstation, and more.

Equipment Cost: $79,975

Term: 60 months*
Months 1- 6 payments $99
Months 6 - 9 payments - $500
Months 9 – 12 payments $1,000
Months 13 – 60 payments -$2,090
*Subject to credit approval. 3 mos. Business bank statements required

InPractice 5X400 Crown &    
Bridge Manufacturing Solution    

SAMPLE PACKAGE

Medit top-accuracy i500 intraoral 
Scanner for only $18,000**

** Superior accuracy proven by a study published in 
The Journal of Advanced Prosthodontics and 
named “Top 10 Intraoral Scanner” by Cerec DIgest

Call (855) 687-7941 to speak with a product specialist.
upgradeyourdentalpractice.com
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82%OF
DRY MOUTH PATIENTS
WANT REAL RELIEF*

NOW THERE’S A
MOUTHWATERING SOLUTION

NEW

• 70% of su�erers say it’s better than their
 current remedy**

• Four unique ingredients that work
 like natural saliva

• Delivers deep, moisturizing relief

DRY MOUTH RELIEF
ORAL RINSE & GEL
GUM HYDRAL™®

* 2017 Gallup study of Dry Mouth
** Data on File: DOF-0026

©2020 Sunstar Americas, Inc.      P20005

For a 36 ct. box of GUM HYDRAL sachets go to: 
www.gumhydral-pros.com

Limit one box of Rinse or Gel per o�ce

FREE SAMPLES

Interested?  Circle Product Card No. 01
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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

COVERPRODUCTS3

Simplifeye Connect
Described as a “Virtual Practice in a Box,” 
Connect builds on Simplifeye’s Amplify live 
chat platform to create a seamless, billable 
telehealth platform. The process begins when 
the patient interacts with the Amplify 24/7 
live chat platform on the practice website. 
From there, the practice can obtain consent 
from the patient and collect billing informa-
tion, before placing the patient in a virtual 
waiting room and alerting the dentist via text 
message. The system allows the dentists to 
connect to the patient via a HIPAA-compliant 
video conferencing platform that displays key 
information for the doctor and supports note 
taking and billing.

Why this platform stands out:
While the system is designed to facilitate 
virtual appointments, it is guided by human 
interactions throughout the work� ow, allowing 
for unique interactions and customized patient 
management. The Amplify live chat solution 
is operated by professionals with knowledge 
of dental care and the practices they are 
representing. The Connect solution then 
provides a seamless way for clinicians to see 
those patients, manage and track key patient 
information and clinical details, and then bill 
for the telehealth appointment from any device 
with a web browser.

Simplifeye
646-846-7467
simplifeye.co
CIRCLE RS #2

iTero Element 5D
The latest model of intraoral scanner from 
Align Technology, the iTero Element 5D 
combines a trio of scanning technologies to 
provide both digital impressions and a way 
to detect and monitor interproximal caries 
above the gingiva. Designed to help clinicians 
optimize orthodontic and restorative work-
� ows, the scanner captures precise, full-color 
images using 3D scan data, color intraoral 
photos, and a new near infrared imaging 
(NIRI) technology. Using the iTero TimeLapse 
software, patient scans can be compared 
over time, allowing clinicians to track caries 
progression. The Element 5D can reportedly 
capture a full-arch scan in as little as 60 sec-
onds, and the system is designed to work with 
software applications for clinical analysis and 
treatment outcome simulations.

Why this scanner is something new:
The NIRI technology is said to be capable 
of scanning the internal structure of teeth in 
real-time, so digital impressions include a dig-
ital 3D map of the patient’s dentition, as well 
as data about the tooth structure, allowing for 
enhanced visualization and improved patient 
communication about clinical � ndings. With 
an integrated intraoral camera as well, the 
system is designed to be a powerful tool for 
any dental practice.

Align Technology
408-470-1000
itero.com
CIRCLE RS #3

Virtual Offi ce
Designed to keep dental professionals con-
nected with their practice and patients when 
they’re away from the of� ce, Virtual Of� ce 
offers a number of tools that allow clinicians 
to see patients and manage their practice 
and patients from anywhere. The platform 
includes Virtual Visits for teledentistry appoint-
ments, two-way text communications with 
patients, a remote phone system that allows 
you to interface with your of� ce phones from 
anywhere making it possible to use a personal 
phone for practice business without having to 
give your number to patients, and access to 
practice and patient data remotely.

Why this solution is noteworthy:
Virtual Of� ce is designed to provide access 
to not just practice and patient data from 
anywhere, but to allow you and your patients to 
access each other from anywhere in a secure, 
HIPAA-compliant manner. The solutions allow 
patients to reach the practice when it’s not 
open for treatments, and for the staff to inter-
act with those patients remotely regardless of 
whether or not those patients prefer to commu-
nicate via video, email, text, or phone.

RevenueWell
855-415-9355
revenuewell.com
CIRCLE RS #4
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SPECIAL REPORT | With the COVID-19 pandemic leading to 
the shutdown of most dental practices to all but emergency 
cases, the industry is being impacted in a major way. 
This quartet of articles looks at � nancial resources for 
practices, the rise of teledentistry, how the dental industry 
is helping with pandemic response, and what dental 
professionals are doing when not able to see patients.

DENTISTRY DURING 
 THE COVID-19 PANDEMIC

[10]

NEW DENTAL PRODUCTS

NEW PRODUCTS

8 The newest launches from the 
industry

RESTORATIVE DENTISTRY

SOLVE MY PROBLEM

18 Primed for Increased Bond Strength
ZR-P Zirconia Primer from Apex Dental 
Materials combines two active monomers 
to provide exceptional bond strength to 
the most challenging substrates.

BENCHMARK

20 Quick and easy temporary 
restorations with these thermoplastic 
disks
Matrix Buttons from Advantage Dental Products, 
Inc., for provisional crowns and bridges are 
evaluated and awarded the Catapult Vote of 
Con� dence. by Gary M. Radz, DDS, FACE

CASE STUDY

22 How to deliver effective case 
presentation: Build relationships using 
visual and social media
Using social media in case presentation 
can create patient con� dence and practice 
‘fans.’ by Jason Olitsky, DMD, AAACD

DENTAL TECHNOLOGY

TECHNOLOGY EVANGELIST

24 This Will Change Everything
The coronavirus epidemic will continue to 
disrupt the healthcare industry in ways we 
aren’t even aware of yet. by Dr. John Flucke

CLOSER LOOK

26 The most versatile, effi cient light 
curing unit I’ve found
The Bluephase® PowerCure™ from Ivoclar 
Vivadent allows for predictable bonding 
procedures. by David Juliani, DDS

28 A fl exible, functional 
communication solution 
Using OperaDDS software can 
improve communication, calm 
patients, and enhance ef� ciencies.

DENTISTRY TOMORROW

30 Let the cloud seamlessly integrate 
your technologies 
Curve Dental’s Jana Macon explains 
how cloud-based practice management 
software should be at the center of 
your dental technology integration. 
by Lou Shuman, DMD, CAGS

DENTAL SPECIALTIES

CLOSER LOOK

32 A simple and non-surgical solution 
for snoring
One dentist changed the name of his practice 
after adopting Solea®. Now he’s using this laser 
to change the lives of patients who snore.

34 Orthodontic technology that 
reduces offi ce visits
Propel Orthodontics’ solutions help doctors 
provide faster, more predictable, and more 
comfortable treatment to patients in fewer visits. 

SOLVE MY PROBLEM

35 A great-looking implant prosthesis 
with plenty of strength
Glidewell’s new BruxZir Esthetic Implant 
Prosthesis monolithic full-arch restoration is 
designed to provide strength and esthetics.

24

6 Chairman’s Letter

DENTAL EQUIPMENT & SUPPLIES

ROUNDUP

36 Small burs play a big role 
in your practice

  DEEP DIVE

40 Decontamination of N95 Respirators
CPAC Equipment recently began offering the 
RH-N95 Decontamination System to help the 
healthcare industry overcome and alleviate their 
N95 mask shortages. by Nelson S. Slavik

CLOSER LOOK

44 Comprehensive relief for dry mouth 
sufferers
The GUM® Hydral™ Dry Mouth Relief line 
is designed to improve patients’ quality of 
life as well as their overall oral health.

45 How one practice is using these 
toothbrushes to reduce plastic waste
The prepasted Bamboo Toothbrush from 
OraBrite can replace disposable plastic 
brushes and cut down on waste. 

Rev.040820

PPE & Infection Control Products
Protect yourself and others

Pac-Dent ‘s comprehensive infection 
control line includes hand sanitizers, 
non-contact thermometers, and 
personal protective equipment such 
as face masks, protective eyewear, 
isolation coveralls, and others.  

Scan QR Code

or visit our website
www.pac-dent.com

to learn more

20
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BEST PRACTICES

SOLVE MY PROBLEM

46 A virtual practice in a box
Simplifeye’s teledentistry solution provides a 
seamless way for clinicians to see their patients, 
manage and track key patient information and 
clinical details, and then bill for the telehealth 
appointment from any device with a web browser. 

DATA MANAGEMENT

48 Take these HIPAA privacy, security 
steps for WFH employees
As dental practices make the shift, the team 
needs to be set up to work safely from home while 
you re-evaluate your cybersecurity preparedness 
and HIPAA compliance. by Dr. Lorne Lavine

ERGONOMICS

50 Secrets to optimize your health 
during COVID-19
Whether or not you’re aware of it, this 
pandemic could be affecting your 
muskoskeletal and emotional health. by 
Dr. Bethany Valachi, PT, DPT, MS, CEAS

50

For more content online...
Visit dentalproductsreport.com  to � nd expanded 
versions of our COVID-19 special report, including 
interviews about the pandemic response from 
A-dec, HuFriedyGroup, and BIOLASE along with a 
wide array of in-depth video interviews and our new 
24/7 streaming health care news service.

NEXT MONTH: Past, Present, Future – A look at how different clinical and practice management 
work� ows and approaches have changed over time, with a focus on today’s cutting-edge products 
and some peeks at what the future might hold for dental treatment and dental practice operations.

Interested?  Circle Product Card No. 05

FINANCE

51 Expert fi nancial advice key during 
this pandemic 
The coronavirus and the � nancial struggles 
caused by it may allow dentists to take advantage 
of trying to increase the reportable income of 
their practices that have had their � nances 
decimated. by Bruce Bryen, CPA, CVA

THE LIST

54 Top 5 ways to treat patients on the 
autism spectrum 
by Dr. Ian Marion

54
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CHAIRMAN’S LETTER

ADAPTING IN A CHANGING WORLD
THE PAST FEW MONTHS have 
been a time unlike any other 
for just about everyone, but for 
healthcare professionals it’s 
been a whirl of drastic changes, 
rapidly evolving directives, 
and for everyone not working 
in a hospital, it’s been a time 
involving few actual patient 
appointments.

For dentists in most of the 
United States, the entire month 
of April was spent with the 
practice seeing only emergency 
cases, or in some cases shut down 
altogether. The impact of these 
shutdowns on the nation’s oral 
health, the dental industry, and 
individual practices is yet to be 
fully felt, but it will likely be sig-
ni�cant, and leave some lasting 
changes to dentistry, as well as to 
our entire country.

Just as you’ve had to adjust 
your businesses, your daily 
routines, and many other aspects 
of your lives, we too have made 
adjustments to both how we 
work, and to the subjects we are 
covering in this month’s issue. 
We’ve put together Part 1 of our 
special reporting on the COVID-
19 Pandemic and its effects with 
four stories in this issue and more 
content online at dentalprod-
uctsreport.com. Our goal is to 
provide a look at what’s been 
happening and how the dental 
industry has responded, while 
also offering useful advice and 
resources to help practices pre-
pare to restart their operations.

Alongside our regular coverage 
of dental products and services, 
this issue features a quartet of 
special reports looking at dif-

ferent aspects of the COVID-19 
pandemic. There’s a report on 
�nancial resources and strategies 
for practices experiencing steep 
drops in revenue. Another report 
looks at the rise of teledentistry 
as the pandemic has ushered the 
technology into the spotlight. 
We also examine what dentists 
have been doing with the extra 
time on their hands when they 
would normally be seeing 

patients. Finally, our report puts 
a spotlight on some of the dental 
companies and labs working to 
assist the healthcare response to 
the pandemic in any way they 
can. To �t in this timely coverage, 
we’ve shuf�ed out editorial plans 
and moved our 2020 Materials 
Survey to our June issue.

While those changes are 
designed to get timely, useful, 
and interesting information out 
to the world, we’re also work-
ing to innovate in the ways we 

cover the dental industry, and 
the entire health care universe. 
In April, MJH Life Sciences 
launched a 24/7 streaming news 
service for healthcare profes-
sionals. You can �nd the live 
stream from our homepage, and 
the feed is full of news and inter-
views with experts from across 
the health care spectrum. It’s 
a great resource to learn about 
the latest in dentistry, as well as 
what’s happening with other 
dental specialties.

We’ve also increased the num-
ber of videos we’re creating and 
posting to our website. Our goal 
is to connect with dental profes-
sionals from all segments of the 
industry to help them share their 
stories and their expertise with 
the wider dental world.

As we roll into the heart of 
Spring, practices are begin-
ning to return to unrestricted 
operations in some states, 
while others remain limited 
to emergencies. But reopening 
the doors of a practice doesn’t 
instantly put everything back to 
normal or make up for weeks or 
months of lost revenue. There 
will likely be new regulations 
for infection control proce-
dures, as well as other adjust-
ments as we �nd our way to a 
new normal. Be assured, Dental 
Products Report will be right 
here to provide information 
and insights to help you on that 
new path.  

[ Mike Hennessy, Sr. ]
Mike Hennessy, Sr. is chairman and  
founder of DPR’s parent company,  
MJH Life Sciences.

DPR’s Reader Service Card 
As the go-to product resource for the dental industry, 
the team at Dental Products Report wants to make it 
as easy as possible for you to get the information you 
need about new products. In each issue you’ll �nd the 
free reader service card with numbers that correspond 
to advertisements. Throughout the issue, you’ll also 
�nd numbers with each of the products that appear as 
editorial in every issue of DPR.

We want to make it easy for you to get what you’re 
looking for — on your terms. You can �ll out the product 
card to receive information on speci�c dental products, 
and you can also visit dentalproductsreport.com or the 
manufacturers’ websites for additional information. 

25115 Country Club Blvd.  
North Olmsted, Ohio 44070 
312-259-1200 | nlevine@mmhgroup.com
d e n t a l p r o d u c t s r e p o r t .c o m
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Dental Products Report—known for its trusted new product information—delivers a complete picture and in-depth coverage 
of the innovations transforming dentistry for patients and enhancing clinical and dental practice success. Dental Products
Report helps dental professionals understand the available dental products and how to select the best options for their 
practices and patients. We are committed to asking the right questions and delivering unbiased, quality content.  
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Interested?  Circle Product Card No. 06

Under FDA’s “Emergency Use Authorization” for FDA-Cleared sterilizers, CPAC has modified the 
RH-Pro11 Sterilizer functionality to decontaminate N95 Respirator Masks.  The U.S. manufactured 
RH-95 Decontamination System is the only RapidHeat HVHA Sterilization Technology o�ering 
tabletop disinfection of N95 Masks.  For more information, visit CPAC.com.

48 masks per load and 30-minute cycles   •  Masks can be e�ectively reprocessed up to 20 times
On-site disinfection assures sta� getting back their mask  •  Flash-drive download returns RH-N95 back to an RH-Pro11

•  Waterless Sterilization 
with No Chemicals

•  Start-to-Finish Cycles in 
12-20 Minutes

•  Uses 85% Less Energy 
than Steam

•  Four Large Instrument 
Trays

•  Sterilizes up to 160 
 Instruments Per Cycle

•  Documents Cycles for 
 Easy Log Retrieval

•  Self-Locking Door 
 Insures Cycle Completion

The RH-Pro11 
ADVANTAGE

WWW.CPAC.COM  •  CALL: 800-828-6011
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[ HOME CARE ]

Colgate® Zero
The Colgate Zero line has offerings for kids and adults with zero percent arti� cial 
sweeteners, preservatives, and colors in the Colgate Zero toothpastes and zero 
percent arti� cial � avors, sweeteners and dyes in the mouthwashes. The Zero 
Toothpaste for Kids 2-6 Years strengthens enamel and protects against caries. The 
kids’ toothpaste is also available for 3- to 24-month-olds in a � uoride-free formula 
that gently cleans teeth. For adults, the line includes peppermint or spearmint 
toothpaste with a micro-foaming formula that deep cleans and provides cavity 
protection. The mouthwash is available in two variants—Healthy Gums, which 
strengthens enamel, and Strong Teeth that kills 99 percent of plaque on gums.

Colgate
800-468-6502  |  colgate.com
CIRCLE RS #9

[ IMPLANT PROSTHESIS ]

BruxZir® Implant Prosthesis
The BruxZir Implant Prosthesis is indicated as a � xed restorative solution for the 
fully edentulous arch. Constructed from 100 percent solid zirconia, the BruxZir is 
designed to be a lifelike, durable alternative to the screw-retained hybrid denture. 
Its monolithic construction is said to reduce chips, stains, and fractures and it has a 
� exural strength of 1,150 MPa. BruxZir is hypoallergenic, making it gentle on oppos-
ing dentition. It features a step-by-step, � ve appointment protocol, including videos, 
support staff, and instruction guides, which are said to minimize the likelihood of 
wax resets and ensure predictable outcomes. It’s compatible with a number of 
implant systems and is available in 16 tooth shades.

Glidewell
800-854-7256  |  glidewelldental.com
CIRCLE RS #7

[ SALIVA EJECTOR ]

DOVE – SE Plus™ Saliva Ejector 
Valve & Straw Combination
The SE Plus combines DOVE Dental’s Saliva Ejector with a leading white evacuation 
straw and is said to be the only disposable SE valve and straw combination with 
back� ow protection and on/off � ow control integrated into the entire device. Copper 
wire forms the interior of the straw, allowing it to be molded into place. The SE Plus 
is a single-use device designed to increase patient safety and remove concerns of 
inconsistent cleaning between patients. Its straw is securely designed into the valve, 
eliminating fall-out during procedures and reducing the risk of contamination. The 
SE Plus allows one-way air� ow if patients close around suction straws.

DOVE Dental Products
855-800-3683  |  dovedentalproducts.com
CIRCLE RS #10

[ PRIMER ]

Universal Primer
Universal Primer is a single-component adhesive primer that is said to 
increase retention between restorative substrates and all resin cements to 
deliver long-term clinical success. The primer contains dual coupling agents, 
10-MDP and silane methacrylate, for increased bond strength to zirconium, 
alumina, glass ceramics, metal alloys, and composites. It’s easy to use as no 
pre-treatment of the restoration is required, making cementation quick and 
ef� cient, with only 60 seconds between application and dry stages. It can also 
be used with adhesive and self-adhesive resin cement to achieve maximum 
bond strength for cases that require additional retention.

Premier Dental Products Co.
888-670-6100  |  premierdentalco.com
CIRCLE RS #8

Ideal material for withstanding 
the functional stresses that full-
arch restorations must endure.

NEW DENTAL  PRODUCTS

DPR0520_008-009_New Produts.indd   8 4/24/20   2:10 PM



[ COMPRESSOR ]

Aeras Compressor by RAMVAC®

The Aeras compressor is enabled with the latest cloud-based technology that col-
lects data, shares information, and streamlines mechanical diagnostic processes 
using its embedded sensors to reach out to a technician and share diagnostics, 
allowing the Aeras system to head off potential problems. This setup is also 
designed to allow for two-way communication—practices can receive noti� cations 
via email or text when maintenance is required, power up or power down equip-
ment, and schedule when equipment turns on/off. Aeras technology reduces the 
risk of service interruptions and increases maintenance ef� ciency. Its dual desic-
cant setup is designed to produce a continuous supply of clean air.

DentalEZ 
866-383-4636  |  dentalez.com
CIRCLE RS #13

[ DIGITAL DENTURES ]

Ivotion 
Ivotion is a monolithic, single disc milling solution for advanced digital denture 
work� ows. Combining high-quality tooth and denture base materials in a 
single bi-color disc, Ivotion provides digital laboratories with an ef� cient, pre-
dictable, monolithic milling solution. It features Shell Geometry, a data-based 
three-dimensional tooth and dental arch structure suitable for the digital 
fabrication of removable upper and lower dentures. Integrated exclusively into 
3Shape Dental System 2020 CAD software, the digital denture system allows 
patient-speci� c customization with the Ivotion tooth library and the coordi-
nated Shell Geometry. 

Ivoclar Vivadent
716-691-0010  |  ivoclarvivadent.com
CIRCLE RS #11

[ PRACTICE MANAGEMENT ]

Dental Marketing Dashboard
A data tool for dental marketing, the DMD interface delivers real-time access to key 
performance indicators, including new patient source and return on investment. 
The DMD is designed to address challenges faced by dentists and practice con-
sultants, such as how to easily identify and monitor dental marketing results in real-
time. This tool addresses these challenges by delivering practice statistics, including 
patient value (annual and lifetime); patient acquisition cost; and ROI by tactic (SEO, 
PPC, social media, etc). It can also calculate your team’s ‘batting average’—the 
percentage of calls that are converted into appointments. Dental practices do not 
need to be an AIM Dental Marketing client in order to take advantage of the DMD. 

AIM Dental Marketing
800-723-6523  |  americandentalmarketing.com
CIRCLE RS #14

[ POLISHING COMPOUND ]

Speed Polish®

Speed Polish is a polishing compound crafted from a diamond/alumina base 
specially developed for polishing zirconium and lithium disilicate ceramic 
restorations. A high-surface polish, it’s designed to polish in seconds and 
matches the esthetics of enamel. The compund reduces wear on opposing 
dentition and is said to rival glazed restorations. Excess polish can be removed 
with a soft brush, cloth, or rinsed with water, as Speed Polish is water-soluble. 
Speed Polish is said to feature a perfect balance of abrasion materials deliv-
ered in a dust-free binder. It is made of natural ingredients in small batches 
in-house. 

Harvest Dental 
714-674-7400  |  harvestdental.com
CIRCLE RS #12

Combines high-quality materials 
for an ef� cient, predictable 
milling solution. 

NEW DENTAL  PRODUCTS
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 MIKE FOUQUE/ STOCK.ADOBE.COM

B
y the time this article is published 
in print, it’s certain that a lot of 
things will have changed. Sadly, 

there will be more con� rmed cases of 
COVID-19 and more deaths related 
to this global pandemic. There will be 
new stories of dental practices strug-
gling with � nances and dental manu-
facturers trying desperately to get back 
to where they were before all of this 
disruption and economic uncertainty.

But there also will be continued 
good news, that is additional stories 
about generous donations of time, 
money, and efforts to help combat the 
coronavirus. More updates on steps 
already taken to help keep dental 
practices in business and employees 
on the payroll. Next will be plenty of 
advice and opportunity to rebound as 

quickly as possible to ensure dentists 
throughout the country can get back 
to caring for all of their patients—not 
just the emergency-only cases most 
have been limited to during the shelter-
in-place restrictions. These restrictions 
were designed to slow the spread of the 
deadly virus, but the moves clearly hit 
dental practices and most every other 
business in the nation hard � nancially.

During these tough times the ADA, 
the Small Business Administration 
(SBA), banks, dental CPAs, and 
� nancial advisors have all done their 
parts, whether it be mandating safety 
regulations, offering low-interest loans, 
or � nancial guidance on how best to 
reduce costs, cut staff, and even advice 
on possible opportunities in terms of 
retirement accounts and taxable income 
brought about by this unusual economic 
and health pandemic. Government pro-
grams to protect payroll, and in many 
cases, provide loans that will be forgiven 
are playing a big role in attempting to 
keep the industry on track. 

Dental Products Report columnist 
Bruce Bryen, a certi� ed public accoun-
tant with over 40 years of experience 
who is a part of RKG Tax & Business 
Services LLP, an af� liate of Robin 
Kramer & Green, has been offer-
ing sound � nancial advice to dental 
professionals for a long time. When 
practices were recently forced to close 
their doors to elective procedures and 
thus saw their revenues drop dramati-
cally, he offered up a novel approach 
about how some dental practices could 
take advantage of the unusual times 

to try and increase their reportable 
income for 2020 [See his column on 
page 51 for more details.] Bryen has 
also shared advice on which SBA loans 
may work best for dentists.

Communication is key
Bryen says it’s important for dental prac-
tices to communicate well with their 
patients all the time, but especially criti-
cal to have methods in place to stay in 
contact even when of� ce hours are cut.

“I would say the number one thing 
is the communication with patients 
and staff,” he says. “We really need 
to let the dental profession know, if 
you don’t have your patients’ email 
addresses and phone numbers, you’re 
really making a terrible mistake. If you 
did when this [pandemic] happened, 
you could send out emails to people 
and you could send text messages so 
they will know that you still exist.”

While communicating with your 
patients, you should inform them 
upfront that you’re still there for them 
for emergencies, but also that you’re 
thinking about them during these dif-
� cult times and preparing as best as 
possible for when the doors reopen for 
all forms of dental treatment.

“I guess the main word is communi-
cation,” Bryen adds. “That, to me, is a 
critical thing just let people know what’s 
going on. Bad news is important to 
disseminate as quickly as possible. You 
want to get out in front of it.”

Cutting costs and � nding help
During these dif� cult � nancial times 

operating with the least amount of 
personnel is important. While it’s 
never easy to tell devoted employees 
you have to let them go, under the 
current circumstances and with unem-
ployment compensation extended and 
increased, it’s a necessary evil that can 
assist all parties for the time being and 
in terms of future prospects.

What makes this pandemic so tough 
on � nances for dental practices —and 
most every other form of small busi-
ness—is that it hit so quickly and is 
so wide spread. There was no slow 
decrease in revenues over a period of 
time, but a quick shutdown of most 
businesses deemed non-essential. Some 
of these businesses, including many res-
taurants and small family-owned retail 
shops, may not survive these times and 
may never be able to re-open.

“I started out with the FDIC back 
in the 1970s and I spent 33 years with 
the Federal Insurance Corporation. 
So, I saw my share of crises there which 
would include, of course, the global 
� nancial crisis [2007-2008] and the 
Great Recession, and I thought I was 
done with crises,” explains Mark 
Schmidt, CEO of Fund-Ex Solutions 
Group, one of 14 non-bank SBA lend-
ers and a wholly-owned subsidiary of 
Bankers Healthcare Group. “There’s 
no comparison.”

With so many businesses searching 
for cash during these tough times, the 
federal government and lenders are 
offering up numerous programs to try 
and help. The ADA has been doing its 
part to inform its members about each 

New and 
established lending 
programs—both 
government and 
private—are 
doing their part 
to help dental 
practices hit hard 
by the COVID-19 
pandemic. 
[by Stan Goff ]

FINANCIAL STRATEGIES

IN TOUGH TIMES, THE DENTAL 
INDUSTRY BANDS TOGETHER

DENTISTRY DURING 
COVID-19

SPECIAL REPORT

DPR0520_010-011_FinancialStrategies.indd   10 4/24/20   2:44 PM



May 2020  |  DENTALPRODUCTSREPORT.COM  |  11

DENTISTRY DURING COVID-19FINANCIAL STRATEGIES

and every development in terms of 
SBA loan programs available to den-
tists, as well as safety guidelines during 
the COVID-19 pandemic. Bankers 
Healthcare Group (BHG) and other 
lenders are offering relief programs 
speci� cally designed for dentists and 
other healthcare businesses.

The demand has just been histori-
cally high as these businesses try to 
stay � scally sound and keep as many 
employees on the payroll as possible.

“It’s a tsunami,” Schmidt says refer-
ring to the majority of 30-million plus 
small businesses looking for � nancial 
assistance. “The application volume 
is almost overwhelming for everyone, 
to the point that you’ve seen the large 
banks limiting applications to dollar 
amounts or just certain customers; 
certainly prioritizing that way. And 
unfortunately the press has played up 
the idea that the money’s going to run 
out. You know, so everybody wants to 
apply right now.”

As business owners and profession-
als grapple with the current pandemic 
crisis, Bankers Healthcare Group, 
a provider of � nancial solutions for 
healthcare practitioners and other 
highly skilled professionals, is actively 
lending during extended hours seven 
days a week.

As a result of the ongoing demand 
for loans and to support those work-
ing the front lines of healthcare and 
other industries, BHG is offering a 
60-day deferred incentive on all new 
loans, with no payments for up to 89 
days from loan closing. In addition, 
BHG’s wholly-owned subsidiary 
Fund-Ex Solutions Group is one of 
14 non-bank lenders offering SBA-
backed loans to assist in disaster relief 
and recovery.

Financial advisors like Schmidt 
and Bryen have been in high demand 
while dentists and other small busi-
ness owners look for ways to navigate 
these tricky times. Even for those 
who heeded the advice to apply for 
the assistance programs promptly 
were not guaranteed to get the help 

they needed right away. Television 
newscasts and published reports in 
mid-April noted that the SBA loan 
programs were overwhelmed by the 
amount of applications, as well as 
shortcomings in funds.

The Economic Injury Disaster Loan 
program (EIDL), a long-standing pro-
gram run by the SBA, is separate from 
the $349 billion Paycheck Protection 
Program (PPP) for small businesses 
that has been the subject of a political 
� ght on Capitol Hill, according to a 
Washington Post article. The article 
adds that this emergency loan pro-
gram intended to get money swiftly 
into the hands of small businesses has 
“all but collapsed under an unprec-
edented crush of applications and 
a shortage of funds, overwhelming 
agency of� cials and prompting urgent 
calls for action on Capitol Hill.”

The federal government normally 
doles out EIDL loans to small busi-
nesses affected by natural disasters 
such as tornadoes and wild� res. 
Again, with this pandemic hurting the 
entire country and not just regions, 
the wide scale demand for assistance, 
coupled with the fear of the unknown, 
has created numerous obstacles.

On March 12, the SBA expanded 
the program to help entrepreneurs 
hurt by the coronavirus, offering low-
interest loans of up to $2 million. As 
of March 27, the Senate and House 
had passed the CARES Act and it was 
signed by the president. This created 
multiple SBA loan options available 
for employers but initially there was 
plenty of confusion about who is eli-
gible for the new Paycheck Protection 
Programs and the EIDL programs 
and if dentists, for example, could 
take advantage of both programs 
simultaneously.

“It seems as if there are changes 
occurring every day with government 
clari� cation and revisions to the PPP 
(Paycheck Protection Program) and 
the EIDL facilities,” Bryen says of 
these provisions that fall under the 
CARES (Coronavirus Aid, Relief, and 
Economic Security) Act. “There are 
new programs that work with banks 
and the Small Business Administra-
tion that may be part of a loan forgive-
ness package based on criteria that 
must be met.”

Banks like to work with borrowers 
who use SBA loans because the bank 
receives a guarantee of a percentage of 

the money lent, Bryen states. With so 
much of this happening so fast, it can 
be hard for businesses owners to know 
how and when to react.

The PPP works with an advance or 
loan of up to 2.5 times the amount of 
payroll in a business with the potential 
for forgiveness if a certain percentage 
is used exclusively for payroll rather 
than other expenses. The exclusions 
from the de� nition of payroll are 
important for quali� cation of the 
funds and the forgiveness data.

“These programs are available 
to dental practices and should be 
reviewed for the application process 
as soon as possible,” Bryen advised 
in early April. “It may be surprising 
to learn that a new possibility is the 
ability to receive a $10,000 grant (no 
repayment) almost immediately.”

There are always certain condi-
tions to be met to comply with these 
low interest and loan forgiveness 
programs, he adds. Some pertain to 
the maximum number of employees 
allowed by the business, but almost 
all dental practices would be included 
since the number of employees on the 
payroll of a business that is excluded 
is much larger than almost any dental 
practices pay. An exemption might 
be a large dental service organization 
with hundreds of employees. 

“It’s key to look into all available 
opportunities during these dif� cult 
times to assist your practices now and 
to help prepare for what we all hope to 
be a brighter future,” Bryen suggests.

Before getting to that brighter 
future, however, many dental prac-
tices will be counting on some of the 
available resources, including the PPP. 
Schmidt notes that many small busi-
nesses choose to go this route because 
if the funds are used as mandated, 
then you’re talking about not having 
to pay back these loans.

“With the Paycheck Protection 
Program the advantage is that you can 
use the money as authorized, and you 
don’t have to pay it back, as the objec-
tive is to preserve the payroll,” Schmidt 
says, noting this PPP is different from 
other disaster programs that consist 
of low-interest loans. “In other words, 
it’s basically a grant program adminis-
tered through forgivable loans. If you 
used the funds as required, you don’t 
have to pay it back.”

But sometimes just keeping your 
employees on the payroll for a couple 

months during a pandemic is not 
enough, and certainly not easy when 
many dental of� ces report operat-
ing at 80 to 90 percent reductions in 
revenue when only allowed to handle 
emergency cases. That’s where lenders 
like the Bankers Healthcare Group 
hope to be able to � ll in any voids.

“These practices have still gone 
backwards,” Schmidt says, noting that 
it’s one thing to keep paying employees 
and another to be able to make ends 
meet when revenues drop drastically. 
“You can supplement that (assistance). 
That’s where companies like BHG 
come in, and there are private lenders 
out there that are still actively lending.”

He says BHG’s 60-day deferred 
program is quite popular during these 
times because it’s essentially a com-
mercial loan with the � rst 60 days of 
payments waived, so the borrowers 
actually have up to 89 days from loan 
closing before making a � rst payment.

With things changing on an almost 
daily basis, the industry, with help 
from the government, has come 
together to provide as much support 
and as many resources as possible. 
At Dental Products Report we’ve 
constantly updated our website at 
dentalproductsreport.com with 
news and resources to help dentists 
stay on top of the changing regula-
tions and � nancial opportunities—
a COVID-19 Resource Center 
can be found on our home page. 
Henry Schein has a Coronavirus 
Education Center online and has 
held multiple webinars designed to 
educate and assist dental practices. 
The HuFriedyGroup website has a 
section titled Stay Informed On all 
things COVID-19 featuring tools 
for closing and re-opening of� ces. 
These are just a few of the many 
resources available as the industry 
has come together with a big push 
at helping practices and dental staff 
members stay a� oat.

The dental industry has been hit 
hard by this pandemic, just like 
many others. There are very real 
concerns about revenue, employees, 
a backlog of appointments, inven-
tory upon reopening, and more.  

The hope here is that, before 
long, the health and the economy of 
the U.S. as a whole, and the dental 
industry in particular, will rebound 
and continue to make strides to help 
recover from the pandemic.  

IN TOUGH TIMES, THE DENTAL 
INDUSTRY BANDS TOGETHER

For more content online...
For more coverage of the COVID-19 
pandemic’s impact on the dental indus-
try, visit: bit.ly/DPRCOVIDTRC
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 STUDIO ROMANTIC; MIKE FOUQUE/ STOCK.ADOBE.COM

I
n 1925, radio and publishing 
pioneer Hugo Gernsback wrote an 
article for his magazine, Science and 

Invention, that predicted a device that 
would allow doctors to treat patients 
from afar.1 Gernsback called the device 
a teledactyl,  a system that included a 
television screen and two robotic arms 
to view and examine patients from 
their homes.1

At the time, a teledactyl probably 
seemed closer to a fever dream than an 
actual tool for physicians. But over the 
decades, telehealth has grown from a 
novelty to a juggernaut with an esti-
mated worth of $155.1 billion by 2027.2

Perhaps no area of healthcare has 
seen more growth during the COVID-
19 pandemic than telemedicine. As 
it provides a no-contact approach to 

screen and advise patients, perhaps no 
moment in our history has a remote 
solution for doctors and patients been so 
necessary. This is especially true for den-
tistry, as many dentists have had to close 
their of� ces amidst this pandemic.

Whether you’re already a teleden-
tistry expert or you’re exploring the 
technology for the � rst time, this facet of 
dentistry provides an effective approach 
to practicing during this crisis. 

The teledentistry advantage
Teledentistry meets patients where 
they are, giving it an edge over tradi-
tional dentistry while social distancing 
is the norm. Before the COVID-19 
pandemic, the most common teleden-
tistry work� ows involved a hygienist 
or dental assistant traveling to the 

patient—whether that be a nursing 
home or school—and, using a por-
table device, images would be taken 
and then the hygienist/assistant would 
video conference with the dentist, who 
is able to remain in the of� ce. 

This form of teledentistry has had 
to change over the last several weeks, 
as the ADA and state dental boards 
have urged dentists to only see emer-
gency cases in order to mitigate the 
spread of COVID-19.

However, teledentistry has proven 
adaptable. Instead of sending a 
staff member out to the patient, this 
technology allows dentists to screen 
patients from home and determine if 
their case constitutes an emergency, 
says Mike Uretz, founder of dental-
softwareadvisor.com and a nationally 

recognized dental software IT expert.
“It’s changed so much with COVID-

19 in that now, you can’t really have 
anybody going into your home,” he 
says. “The cool thing about teleden-
tistry is with the sophisticated tools 
you can kind of screen. It’s a really 
good screening tool, which will cut 
down on the amount of time and the 
amount of visits for the dentists and 
the staff.”

Being able to classify patients is 
crucial to keeping these patients out 
of emergency rooms, says Dr. Edward 
Shellard, chief dental of� cer at Car-
estream Dental.

“When dealing with COVID, it’s 
very important being able to triage 
those patients,” Dr. Shellard says. “We 
all know that the emergency rooms 
and hospitals right now are inundated 
with COVID cases. Keeping those 
patients away from emergency rooms 
so that those physicians and nurses can 
work on the more critical patients is 
important.”

Teledentistry has never been more 
accessible or easy to use. With the 
spread of COVID-19, the need for 
remote appointments has emerged, 
and many vendors have added or 
expanded their teledentistry services. 

For instance, teledentistry company 
MouthWatch waived setup fees for 
their platform TeleDent after seeing 
the closure of practices—and even the 
barring of emergency procedures in 
some states—due to the coronavirus, 
says Mouthwatch founder and CEO 
Brant Herman. 

“We saw the need kind of right 
out of the gate—as practices realized 
they needed to reduce the number 
of patients, and as organizations 
all pushed toward practices closing 
initially for emergency only,” he says. 
“We responded by offering a waived 
setup fee, a waived 30-day implemen-
tation of TeleDent so that practices 
start allowing for remote exams com-
munication with patients.”

Carestream Dental will be offering 
dentists who use the company’s digital 
imaging and practice management solu-
tions access to MouthWatch’s TeleDent 
platform, something which something 
Carestream felt would be a swift 
response to the COVID-19 pandemic.

“We felt very strongly, certainly now 
with COVID, that being able to do that 
in a HIPAA-compliant, easy-to-use way 
was so important to our customers,” Dr. 

There might not be better proof of dentistry’s ability 
to adapt during a crisis than the rapid growth 
of virtual, remote dentistry.  [ by Kristin Hohman]

VIRTUAL DENTISTRY
SPECIAL 
REPORT

AMIDST A PANDEMIC, 
TELEDENTISTRY TAKES 
CENTER STAGE
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Shellard says. [MouthWatch] has a sys-
tem that they’ve been using for a while 
that was well-vetted and well-tested.”

“We’re working on integrations 
directly from Carestream practice 
management suites into TeleDent,” 
Herman adds. “But, for now, we have 
a lot of customers really just using it for 
their teledentistry consultations.”

Software technology company Sim-
plifeye has also joined the teledentistry 
� eld with the launch of Simplifeye 
Connect. The goal behind Connect 
was to create a seamless teledentistry 
platform that integrates with current 
Simplifeye services, says Simplifeye 
founder and CEO Dr. Ryan Hungate. 

Simplifeye Connect is browser-
based, meaning it launches right from 
an internet browser, eliminating the 
need for extra software downloads. 
It works on any connected device, 
allowing for real-time video calls with 
patients. Doctors can take photos and 
notes during the appointment, then 
the system will organize all of this 
information on the patient’s record, 
making billing fast and easy.

“The idea is to simplify, not com-
plicate,” Dr. Hungate says. “A virtual 
practice in a box is the easiest way to 
think of it. It works on every single 
thing that’s got a browser. If you can 
open up a website, you’re good to go. 
You can do a phone, tablet or PC.”

Teledentistry company, The Tele-
Dentists, is working with insurance 
company Cigna to provide virtual care 
in response to COVID-19. Cigna Dental 
Virtual Care will be available to over 
16 million dental customers enrolled in 
Cigna’s employer-sponsored insurance 
plans at no cost through May 31, 2020. 
Through a video consultation, licensed 
dentists can triage urgent situations 
such as pain, infection, and swelling and 
guide the customer on the next steps. 

In addition, The TeleDentists have 
seen an uptick in the number of den-
tists who would like to become consul-
tants, according to The TeleDentists 
co-found Dr. Maria Kunstadter. 

“We opened another channel, 
which is called My TeleDentist, and 
it was for dentists to have telehealth 
services for their patients,” Dr. Kun-
stadter says. “Dentists are realizing 
they have no way of really, other than 
a telephone call, working with their 
patients during this crisis. So, we’ve 
had probably 30 or 40 of� ces sign on 
to that in the past two weeks.”

The TeleDentists offer 24/7 consul-
tations for patients and have added 
about 70 new dentists as consultants 
since the beginning of the epidemic, 
Dr. Kunstadter says.

Roadblocks
As with every new technology or inno-
vation, there are bound to be some 
growing pains. And although tele-
dentistry has been around for several 
years, the coronavirus has shed light 
on some hurdles still to be jumped. 

A challenge dentists face when 
accessing teledentistry platforms are 
state-by-state guidelines regarding 
telemedicine appointments. While 
states such as Maine, Maryland, and 
Kansas have executive orders on the 
books that help expand access to 
telehealth, it’s been harder to receive 
teledentistry services in states such as 
Texas, Dr. Kunstadter says.

“It’s sort of like a showdown at the 
OK Corral in Texas,” she says. “They 
said no to teledentistry. You need to 
de� ne teledentistry. If you say that we 
can’t do our teledentistry, then that 
dentist shouldn’t be able to talk on the 
telephone to their patients—because 
all we’re doing is adding a video.” 

“I know Texas right now is hav-
ing some issues because their board 
of examiners states that you need a 
tactile exam for that to count as an 
evaluation,” Herman adds. “So, every 
dentist in Texas is basically up in arms 
of, ‘We can’t do anything now with 
our patients if we don’t have that de� -
nition re� ned.’”

Dentists or practices that are new to 
teledentistry have to determine which 
work� ow suits them best. There are 
two kinds of teledentistry, according 
to Uretz, and it’s important to be able 
to differentiate them. Firstly, the ADA 
has different codes for each model of 
teledentistry, and secondly, it’s impor-
tant to understand the difference so 
you can decide which model works 
best for your practice. 

The � rst model of teledentistry is 
“synchronous,”  meaning it happens in 
real-time. Dentists are viewing images 
and making recommendations directly 
to the patient. “Asynchronous” means 
that a messaging platform is being used 
to communicate back and forth. 

“I think the challenge is you are get-
ting used to the work� ow,” Uretz says. 
“You might do a teledentistry visit, but 
how do you follow up on that? Basi-

cally, it’s going to gauge the work� ow, 
that’s going to be different.”

Another challenge is dentistry, by 
de� nition, is a very hands-on endeav-
our. Dentists can advise and consult 
with patients from almost anywhere. 
But there’s no real replacement for old 
fashioned dentistry, according to Dr. 
Lorne Lavine, founder and president 
of The Digital Dentist.

“Obviously, it’s not the same as sit-
ting in the dental chair. But at least you 
have that one-on-one interaction with 
the patient so that you can discuss 
care,” Dr. Lavine says. “I think the 
challenge, of course, is that number 
one, in order to diagnose, you need 
to be able to see inside the mouth. It 
doesn’t change the fact that almost all 
dental treatment has to be done in a 
dental of� ce.”

Maybe the most obvious chal-
lenge—as with most things done 
on the internet—are the security 
considerations that must be taken into 
account when practicing teledentistry. 
The recent hackings of Zoom meet-
ings have highlighted the need for a 
secure means of video conferencing. 

Cyber security checks should be no 
different when working remote than 
working in a practice, says Dr. Lavine.

“They need to make sure that if 
they’re using a wireless network, that 
it has encryption enabled, in addition 
to a password that you have to enter 
into in order to access it.”

Clinicians still need to make a 
good faith attempt at patient privacy 
and HIPAA compliance, Urtez adds.

“When it gets to the records them-
selves, you’re going to need to make 
sure all the things that you would 
normally check are there,” he says.

Dentists should run a security risk 
assessment and take inventory of their 
security practices, Uretz suggests. 

Teledentistry should never take 
place over unsecure platforms such 
as Facebook Live, or SnapChat, 
Dr. Lavine says. Only encrypted, 
HIPAA-compliant platforms should 
be used.

The future of teledentistry
The coronavirus pandemic has virtu-
ally transformed telemedicine in, 
essentially, a matter of weeks. But is it 
sustainable in a post COVID world?

“Patient engagement, social 
media—a lot of patients these days 
would rather do things online. So the 
train had left the station,” Uretz says. 

Once dentists get a feel for teleden-
tistry and see the value it can add to 
their practice, there’s no turning back, 
Dr. Shellard says. 

“It may not be as common post 
COVID, but I do feel that once doc-
tors start using the platform and 
start incorporating teledentistry 
in their daily lives, I think you’re 
going to � nd it’s going to become an 
important tool for them,” he says. 

Teledentistry isn’t just a tool 
for dentists during a pandemic, 
Dr. Kunstadter says, but a tool to 
increase ef� ciency and provide 
excellent patient care in the future. 
And it will be a driver of patients 
into the practice. 

“Doctors are going to experience 
this and not be hesitant,” she says. 
“After they try this and realize how 
much more streamlined it will be for 
their practices, I think more of� ces 
will integrate this as a regular service 
to their patients.”

Plus, patients aren’t as anxious sit-
ting in front of a computer screen as 
they would be, say, sitting in a dental 
chair,  and many patients will begin 
to expect some kind of teledentistry 
service, Dr. Kunstadter adds. 

“Before COVID, 125 million 
people didn’t see a dentist last year. 
Even when of� ces reopen, there are 
125 million people who don’t have 
an of� ce to go to. The average per-
son sees a dentist every three years 
now,” she says. “They are embar-
rassed to talk to dentists, but not 
embarrassed to talk to teledentists. 
They’re so much more comfortable 
using the video.”

Teledentistry is providing more 
patients to traditional brick-and-
mortar practices, Herman says.

“It’s actually going to connect more 
patients to dental care,” he  says. “If 
they can kind of take the ball and run 
with it— not just limit it to very few 
pandemic response-type applications, 
but for patient engagement and tools 
to connect patients to care—I think 
that’s going to go a long way.”   

For more content online...
To read an expanded version of this 
article and to see cited references, visit 
bit.ly/DPRTeledentistry.
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B
usy is the normal state of being 
for most dental practices, labs, 
and manufacturers because 

everyone is  a potential patient, and 
oral health care is a constant need.

So, what happens when a global 
pandemic largely idles the industry? It 
certainly doesn’t sit still or stay on the 
sidelines. Dental professionals are in 
the business of helping, so during this 
pandemic, many dentists, hygienists, 
lab technicians, dental product manu-
facturers, and other dental profession-
als are � nding ways to put their skills 
and equipment to use.

Dental practices have been shut 
down to all but emergencies in most 
states as a part of stay-at-home orders 
attempting to slow the spread of the 
coronavirus. This has left most prac-
tices with around 10 percent of usual 
revenues coming in and a lot of free 
time on their hands. The drop in prac-
tice production is felt similarly by den-
tal labs and product manufacturers.

But as oral health care providers 
are shutting down, the hospitals 
managing patients with COVID-19 
are facing supply shortages, especially 
when it comes to personal protective 
equipment (PPE) and supplies for 
administering COVID-19 tests. These 
are some of the gaps the dental indus-
try is � nding ways to � ll.

Dental businesses are donating 
excess PPE supplies to local hospitals 
and other essential services, while 
those with the right equipment are 
now producing PPE and testing sup-
plies, often using 3D printers. These 
efforts are being driven on local, and 

individual levels, but no one has been 
left to help alone. Shared information 
and digital resources are easily acces-
sible for anyone who wants to help.

“We’re all in this together, and I 
think the strength of strategic alliances 
are very, very important in this time 
and it’s proved out to be a tremendous 
advantage,” says Brian Ganey, vice 
president of oral health at Carbon.

“It’s amazing to see how people are 
helping each other develop products, 
and how everyone is opening up and 
sharing ideas,” adds Maggie Dempsey, 
vice president of information systems 
& corporate development at Dental 
Arts Laboratories, Inc., of Peoria, Ill.

3D printing in the spotlight
A lot of this online sharing has been 
centered around 3D printers. Some 

of the larger 3D printer manufactur-
ers are taking on lead roles to vet and 
distribute printable � les for face mask 
headbands, testing swabs, a wide 
range of face mask designs, and more.

At 3D Systems, the company 
focused on keeping operations going in 
a safe manner. At the same time, they 
turned attention outward to interact 
with customers to assure them of 
ongoing support and to engage them 
in helping where they can, says Menno 
Ellis, senior vice president and general 
manager for Plastics at 3D Systems.

He sees his company’s technology 
as being absolutely critical during this 
pandemic because it can be imple-
mented quickly, plans can be shared 
digitally, and the versatility of the tech-
nology can allow it to � ll gaps when 
traditional supply chains break down. 

3D printers are the perfect technology 
to keep hospitals focused on providing 
care instead of on � nding supplies.

“3D printing allows you to address 
disruptions in a relatively fast man-
ner,” he says. “This is a scenario where 
you can be the solution for that one 
broken weakest link in the chain, and 
by � xing that you can have a massive 
impact on what somebody else can do 
as part of their response effort.”

That impact is on full display right 
now, but it’s always been the potential 
of the technology, says Ben Johnson, 
director of healthcare product devel-
opment at 3D Systems. Companies 
like his moved quickly to � ll supply 
vacuums in the medical space, and the 
technology’s ability to support innova-
tive approaches to product design and 
production creates new ways to inte-
grate 3D printing into medical supply 
chains now and in the future.

“It’s been really amazing to see 3D 
printing can be used to rapidly iterate, 
develop, and provide the critical tools 
and products needed to respond to 
an unknown or unforeseen crisis like 
this,” Johnson says. “I think moving 
forward, 3D printing will be seen 
as a strategic resource to respond to 
unforeseen types of catastrophes.”

Disseminating designs
The story at Carbon has been similar. 
As the gravity of the pandemic set in, 
the company focused its efforts on 
helping increase COVID-19 testing 
capacity and helping meet the short-
ages in PPE face shields. The company 
found it was creating a lot of workable 
designs for these problem areas, and in 
order to engage with their customers, 
they made their design � les for PPE 
face shields open source and avail-
able on their website so anyone with 
a printer could get started producing 
masks, says Carbon Chief Marketing 
Of� cer Dara Treseder.

Carbon has been engaging with 
customers via the company website, as 
well as via webinars. Smaller labs are 
printing materials and supplies for local 
distribution while larger customers, 
such as clear aligner maker Candid, 
have turned their printers to producing 
these supplies on a large scale.

“It’s been amazing to see our cus-
tomers and partners really step up and 
start producing,” says Treseder.

A web page featuring sharable print 
� les has also been a key part of how 

In ways large and small, international and local, the dental 
industry is stepping up to help with the response to the
COVID-19 pandemic. [ by Noah Levine ]

DENTAL INDUSTRY

LARGELY SHUT 
DOWN, THE DENTAL 
INDUSTRY STEPS UP

An example of a face shield manufactured from medical grade material. The print � le is 
available to download from 3D Systems’ website at 3dsystems.com/covid-19-response

SPECIAL 
REPORT
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3D Systems has coordinated with 
customers. The page includes print 
� les along with detailed instructions 
on how to get the best results. The 
3D Systems page also includes ways 
for people who have speci� c needs to 
solicit requests or people with printing 
capacity to � nd places that need the 
things they can produce, Ellis says.

The 3D Systems page includes 
details about the company’s materials 
to help explain which materials can 
be used for which types of projects. 
Having materials with FDA clearance 
for intraoral use speeds up the process 
of safely designing components for 
medical uses. At 3D Systems, they’re 
working to leverage their materials 
data and processing data to create the 
most ef� cient and safest designs.

The ability to 3D print at scale is 
still a challenge for many, but when 
it exists, it can be a literal lifesaver. 
Treseder says an example of this is 
the partnership between Carbon and 
Resolution Medical. Both companies 
worked together, and Resolution is 
now printing more than a million of 
the new Resolution Medical Lattice 
Swab, Crafted with Carbon™ Tech-
nology each week. These conformal 
nasopharyngeal lattice swabs are in 
demand for COVID-19 screening 
tests and they are being printed using 
Keystone Industries’ KeySplint Soft 
Clear material which is most com-
monly used for printing dental splints.

Labs getting to work
At the individual dental lab level, the 
desire exists to jump into helpful proj-
ects, but while their efforts have been 
rewarding, labs are facing different 
challenges when working to help meet 
the shortages in supplies.

At Bismarck Mandan Dental Lab, 
a third-generation business in North 
Dakota, Ken Kincaid said his busi-
ness is down to less than 10 percent of 
normal volumes, but they’re trying to 
stay open so they’re available to help 
doctors treating emergency patients. 
But as that is not enough work to � ll 
the day, Kincaid jumped at designing 
and 3D printing face masks. After 
optimizating designs he found online, 
he began printing masks. However, 
Kincaid said he’s still trying to � nd out 
the best place for those masks, which 
are likely not approved for use in hos-
pitals. Now they’re turning attention 
to other printing projects. 

It’s been a similar story at Dental 
Arts Laboratories, Inc., where 
Dempsey says that while they remain 
fully operational and open for busi-
ness, they too have experienced a 
sharp decline in cases coming in to the 
lab. With this extra time, they are also 
producing masks along with two dif-
ferent faceshields which they hope can 
be used in dental practices.

“Our idea is to provide something 
to our customers, our dentists, our 
practices, when they start opening 
their doors again,” Dempsey adds.

But making the masks has turned 
out to be the easier part of the pro-
cess. Eric Kukucka, DD, president 
at The Denture Center in Canada, is 
also doing everything he can to stay 
busy while fewer cases come in. He’s 
focused on improving his business sys-
tems during the downtime, but he and 
his team also jumped at the opportu-
nity to help and began working with 
online � les to put their 3D printer to 
work producing face masks. 

“It was extremely exciting, and it 
actually gave you a good feeling that 
maybe you could make a difference, 
or you could help make a change,” 
he says. “We got really excited at the 
opportunity, and we hit the ground 
running and threw ourselves into it 
100 percent. Then you hit a roadblock 
and you look around and think, is this 
all for nothing?”

Caution, regulations, and scale
The hitch in the excitement at 
Kukucka’s lab is due to running up 
against the immovable obstacles of 
safety regulations, and other labs are 
experiencing this as well. While the 
masks look great, they have not been 
evaluated for effectiveness and many 
designs have not been approved for use 
by medical professionals.

“The biggest challenge is navigating 
the regulatory waters,” adds Dempsey.

That’s been the case for Kincaid 
as well. He said he’s slowed down 
producing masks after attending a 
National Association of Dental Labo-

ratories webinar where the regulatory 
questions surrounding these printed 
masks was discussed. He plans to 
try to get clari� cation from the FDA 
about where and how these masks can 
be used prior to distributing them to 
health care workers.

“For now, I’m going to get more 
information and still plan on produc-
ing masks and handing them out to 
family, friends, and then basically, if 
anybody wants one, they can call and 
say, ‘I would like one of these,’ and 
they’re going to have to understand 
this is not an FDA-approved product, 
but it’s also going to be better than a 
T-shirt,” Kincaid says.

Regulatory concerns are a part of 
the equation putting Kukucka on 
hold with mask production, but he’s 
also concerned about whether or not 
producing them at a small scale in his 
lab will make more of an impact than 
if they turn their printers toward pro-
ducing less regulated devices such as 
face shield holders or mask holders.

“That’s where we’re stuck in the 
middle of all this, and it’s a really 
unfortunate,” he says.

While lots of questions remain, Ellis 
says he appreciates the way most den-
tal labs are approaching these projects 
with pragmatism and an understand-
ing and appreciation for safety stan-
dards, regulations, and best practices. 
Even if labs are not producing � nal 
pieces that will be used by someone in 
a hospital, by working to enhance and 
improve these crowd-sourced designs, 

those labs are helping with the overall 
effort to overcome the pandemic.

3D printing potential on display
So even as every good intention 
doesn’t lead to the desired outcomes 
and impacts, the collective efforts are 
not only creating parts and goods that 
help meet acute needs, they’re also 
validating, in real time, the true poten-
tial of 3D printing as a technology in 
the medical industries.

Because of the widespread nature of 
these efforts being taken on by people 
and businesses in different locations, 
local news coverage of these efforts 
has been widespread and, in some 
cases, people not familiar with the 
technology are learning about real 
world applications for 3D printing.

“3D printing, the promise of it, has 
always been for local production, and 
you’re starting to see that when supply 
chains are disrupted, 3D printing tech-
nologies are able to really step in and 
actually meet the production needs 
of their local areas,” Treseder notes. 
“I think one of the things that we’re 
going to continue to see, even after we 
as a society overcome COVID-19, is 
I think you’re going to continue to see 
just an interest and a desire to have 
digital manufacturing being mission 
critical. It’s been really amazing to see 
again, the power of the ecosystem, the 
power of the community, and how 
we’re able to step up.”

The dental industry might not be 
helping the same number of patients 
meet their oral health challenges as 
usual, but it’s de� nitely not sitting on 
the sidelines during the pandemic. 
Some efforts are making huge 
impacts, others are being felt just 
locally, and even some projects that 
looked promising have been aban-
doned, but in every instance the heart 
of the dental industry has been fully on 
display during this crisis.

“At the end of the day, it’s not for 
nothing: What we’ve witnessed in the 
last month is what a powerful force 
the dental industry is collectively, and 
how it’s coming together in innova-
tions and ideas of these people inte-
grating their knowledge,” Kukucka 
says. “People will remember what we 
did and what others have done dur-
ing COVID-19 pandemic, and that’s 
what’s going to determine who you 
are—in terms of social responsibil-
ity—for years to come.” 

The 3D printing room at Dental Arts 
Laboratory in Peoria, Ill., has had its 3D 
Systems and Carbon printers busy produc-
ing face masks.

For more content online...
Visit  bit.ly/DPRCOVIDTRC for coverage 
of pandemic responses from A-dec, 
BIOLASE, HuFriedyGroup, and more.
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J
ennifer Sanders, DDS, acted 
quickly in her private practice in 
Frenchtown, Mont., when the 

stay-at-home orders hit. As soon as the 
ADA came out with their recommen-
dations, she began canceling appoint-
ments a week at a time. 

“We are not sure how long this 
is going to last,” Dr. Sanders says. 
“Nobody is.”

You don’t know either, but you are 
doing your part. You have closed your 
practice to all but the emergencies. With 
the “stay-at-home” directives moving 
from being counted in days to weeks 
and beyond, what else can you do?

Plenty, according to our experts. 
Here are a few things dentists are 
doing during the shutdown.

Treating emergencies
The � rst thing Jeff Lineberry, DDS, 
FAGD, did with his private practice in 
Mooresville, N.C., was cancel sched-
uled appointments. With a skeleton 
crew on hand to reschedule patients, 
process claims, and other business, he 
is treating emergencies only. 

“I see our role during this pandemic 
is to keep patients out of the emergency 
room,” Dr. Lineberry says, adding he 
now pre-screens patients on the phone.

Jason Goodchild, DMD, vice 
president of clinical affairs for Premier 
Dental Products Company, says at 
his Havertown, Penn. practice, they 
adopted the emergency-care-only pro-
tocol immediately after the CDC and 
state recommended it in mid-March. 

While he admits that everyone is han-
dling the emergency care only order in 
their own way, he feels the CDC and 
ADA put out useful guidelines on what 
a dental emergency is. 

 “We strictly adhere to that, and I 
think that’s the right thing to do,” Dr. 
Goodchild says. 

The ADA’s guidance from March 
18th de� nes emergencies as those 
conditions considered life-threatening, 
require treatment to stop bleeding, 
or alleviate severe pain or infection. 
Bleeding, cellulitis, soft tissue bacterial 
infections causing swelling that can 
compromise the airway, trauma for 
facial bones that can compromise the 
airway are all identi� ed as emergen-
cies. Additional situations that could 

require immediate dental care include 
pulpal in� ammation, pericoronitis, 
suture removal, and denture repairs.1  

It’s up to the dentist to determine if 
the situation warrants an in-person visit. 
However, the ADA published algo-
rithms in their “Interim Guidance for 
Management of Emergency and Urgent 
Dental Care” to help. The algorithms 
can “assist dentists and dental of� ces in 
making informed decisions concerning 
patient triage, evaluation, and treatment 
during the COVID-19 crisis.”

The ADA seeks to have the dentist 
help alleviate the need for these 
patients to go to the emergency room. 
However, the ADA urges dental pro-
fessionals to treat them as minimally 
invasively as possible to avoid condi-
tions that can spread the novel corona-
virus that causes COVID-19. 

Dr. Goodchild says it is incumbent 
upon dentists to be learning the facts 
about the pandemic on a day-to-day 
basis because it changes by the minute. 
He recommends monitoring the ADA, 
the CDC, and Clinician’s Report web-
sites for the daily updates they publish. 

“You have to learn what’s going 
on and do what you can to protect 
yourself, your team, your patients, and 
everybody else,” Dr. Goodchild says.

Communicating—a lot 
Tera Poole, DDS, MS, is the clinical 
director for Uniform Teeth, a doctor-
led orthodontic practice applying the 
latest technology, including telehealth, 
to orthodontic treatment. Once the 
stay-at-home order arrived, the prac-
tice increased communication with 
patients through its mobile app, email, 
and social media. 

“We’ve had a steady stream of 
updates and progress messages for 
patients. We make sure that once we 
have information on our end, we con-
tinue to pass that along,” Dr. Poole says.

Uniform Teeth is taking the same 
approach to communication with its 
entire team. They spent a lot of time 
researching the dental boards, the 
CDC, and the ADA recommenda-
tions, which they relay to the team. 

“One of the core concerns for our 
business is to preserve our team’s 
bene� ts as much as possible during this 
challenging time. We’ve focused on 
doing everything we can to support our 
team during the clinic closure period. 
Ultimately, we believe we will come out 
stronger together.” Dr. Poole says. 

DENTAL PROFESSIONALS

MAKING USE OF 
UNEXPECTED DENTAL 
PRACTICE DOWNTIME

SPECIAL 
REPORT

We spoke to dentists about what they are doing with 
themselves and their practices during the COVID-19 
pandemic stay-at-home orders.  [by Terri Lively ]
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Since February, Uniform Teeth 
has been proactively communicating 
about COVID-19 and its plans to its 
team, even on a weekly and at times 
daily basis. Since the shutdown, the 
communications are about what the 
company is working on during this 
time. From app updates to operational 
improvements, communication is 
critical for the Uniform Teeth team. 

“We still have people reaching out 
from the customer service team to our 
patients. Our model is that patients do 
not have to come in as often, so we have 
a lot of patients mid-treatment and pro-
gressing. If there is a silver lining in this, 
it’s that patients can still check-in and 
progress through their trays by keeping 
that communication line open.”

At Dr. Goodchild’s practice they 
believe it is the dentist’s responsibility to 
make a plan and communicate it with 
the team and patients. Dr. Goodchild 
suggests updating the website, using 
social media, and leveraging practice 
management and patient communica-
tion technology to this effort. 

“Over-communicate with patients 
to let them know that you’re available 
for emergencies and that when things 
normalize a bit, we’ll be ready for you 
again,” Dr. Goodchild says. 

Re-examining business as usual 
Sarah Jebreil, DDS, AAACD, has a 
private practice in Newport Beach, 
Calif. When she goes in to treat emer-
gencies, there are a few different new 
protocols. For example, Dr. Jebreil 
ensures that there are only three peo-
ple in the of� ce, and patients wait in 
the car until they can enter the opera-
tory. They also take temperatures of 
patients and staff to ensure no one is 
bringing COVID-19 to the practice. 
The team is also meticulous in their 
wipe-downs between patients. 

During the shutdown, Dr. Jebreil 
has also been using Smile Snap, a web-
site widget for virtual consultations. 
She likes Smile Snap because it allows 
her to do the consults when she has 
time, which is in short supply while she 
is working from home with children. 

“With the roles changing and not 
having a nanny or a housecleaner and 
not having the kids at school, I can’t do 
online consults on demand. So, Smile 
Snap is nice because I can do them when 
I have the time,” Dr. Jebreil explains. 

Dr. Lineberry thinks dental of� ces 
should also take this opportunity to 

reset and take care of things they don’t 
have time for when patients are there. 
They can optimize staf� ng, clean up 
patient records, and organize by active 
and inactive patients. His team is also 
taking care of other essential to-dos, 
including training and reorganizing 
materials and equipment for ef� ciency.

Dr. Lineberry thinks there will be 
changes in infection control best prac-
tices moving forward, so he is taking a 
proactive approach. They are replac-
ing the cloth chairs in the waiting 
room with something easier to clean. 
Dr. Lineberry will also demonstrate 
more infection control management in 
the practice for patients. 

 “You used to wash your hands and 
put hand sanitizer on, but you didn’t 
show the patients you were doing it. 
Now, we will. We will also do things 
like open the bags in front of the 
patients,” Dr. Lineberry says. “It’s a 
good idea to role-play what you do on 
a day-to-day basis.” 

Dr. Goodchild recommends also 
managing cash � ow. Most practice’s 
work on staggered cash-� ow. For a few 
weeks, you have some receivables trick-
ling in, but receivables will stop as the 
shutdown goes longer. Dr. Goodchild 
recommends applying for a small busi-
ness loan, line of credit, or even talking 
to creditors to push payments out. 

“The unknown of it is the worst,” 
Dr. Goodchild says. “If you told me 
that we need to batten down the 
hatches for 30 days, I could � gure 
out how to make that work. But the 
unknown is upsetting because we 
don’t know how long it’s going be 
before we can get back to normal.” 

Learning how to use what you have
Jody Rodney, vice president of mar-
keting and education for Planmeca, 
oversees education for customers and 
dealers. Usually, their continuing edu-
cation would occur in their new, state-
of-the-art education center just outside 
of Chicago. Moreover, they feel in-
person instruction is the best way for 
dentists to understand how to use their 
technology. So, virtual learning has 
been a signi� cant pivot for them, and 
one they had to do quickly.

Planmeca hosted seven webinars 
by the � rst week in April with average 
attendees anywhere between 250 and 
300. Many of these online webinars 
are like introductions to what they 
could expect to learn at an in-person 

training. Rodney says the topics gar-
nering the most interest are those that 
provide value to the practice without 
having to make an immediate invest-
ment, such as how to incorporate 
dental sleep medicine into a practice. 
Also, Planmeca had over 500 attend-
ees for a CBCT interpretation course, 
which Rodney explains helps dentists 
better utilize the technology that they 
already have. 

“One of the doctors’ biggest concerns 
or fears when they adopt CBCT tech-
nology is that they are responsible for 
all of the information within the CBCT 
scan,” Rodney explains. “It’s not some-
thing that comes naturally to them or 
something that’s taught in dental school 
unless they’re at a progressive school 
that’s using 3D technology.”

Rodney and her team are focusing on 
more user education webinars through-
out April and the beginning of May. She 
and her team are brainstorming topics 
that they believe users want to know 
about and putting those online. 

Rodney says dentists are likely to get 
bombarded with training and webinar 
opportunities. She thinks choosing 
topics that help them be more produc-
tive with what they have is the best use 
of the downtime.

“Educating people on how to do 
their jobs better will probably be the 
most relevant,” Rodney says.  

One topic they are working on is 
how to get up and running quickly 
after the shutdown. Rodney says it 
helps dentists create a game plan.

 “Some of it is how to use technol-
ogy to help them get more dental work 
because there’s more dentistry when 
you’re utilizing technology,” Rodney 
explains. “But also how they can posi-
tion their staff and get them trained 
up during this downtime so that when 
they come out, they’re going to be 
more effective and ready to go.”

Getting to some of those “to-dos”
Dr. Lineberry says dentists can’t 
control what’s going to happen, but 
you can control being ready when the 
practice reopens. From website and 
server updates, to working with staff 
on practice priorities, the stay-at-home 
order can be a productive time to work 
on practice management.

“There are so many things that are 
within our control. It’s your choice 
to decide if you are going to do some-
thing with it,” Dr. Lineberry says.

During the shutdown, Dr. Jebreil’s 
team is doing their regulatory compli-
ance, which in California includes 
sexual harassment training. The CDA 
also has OSHA guidelines to review, 
although she suspects these will change. 

“We are doing all of our stuff that 
you never have time to do, and you don’t 
always want to do,” Dr. Jebreil says. 

Dr. Poole says Uniform Teeth is 
looking at all of their best practices 
across the organization and improving 
technology and processes, including 
virtual comfort consults with patients. 
She is also taking advantage of CE 
opportunities. Whether it’s professional 
or personal development, Dr. Poole feels 
it is vital to keep moving forward. 

“In healthcare, we are always mov-
ing, moving, moving. When we aren’t 
moving, it’s scary at � rst. But if we 
embrace it, we can make sure we come 
out the other side a better version of 
ourselves,” Dr. Poole says.  

“You can look at it as a crisis or an 
opportunity. If you look at it as an 
opportunity, as a reset for your prac-
tice, the hope is when you do come 
back, you can be more effective and 
ef� cient,” Dr. Lineberry says.

“Personally, it’s a time to re� ect and 
see, ‘Am I purposeful? Is this what I 
want to do with my practice and my 
team?’” Dr. Jebreil says. 

For her part, Dr. Sanders � nds being 
home with her son, she is getting a 
whole lot less done than she usually 
does—and that isn’t all bad. 

“When I’m working, it always 
breaks my heart to drop him off at 
daycare, and I always wish I had more 
time with him,” Dr. Sanders says. “So, 
I’m focusing on gratitude.”

Dr. Sanders heard someone say, 
“The best thing that could happen is 
that we look back at this and think 
that we overreacted.” Dr. Sanders 
hopes that is true. 

“I sincerely hope we are overreact-
ing,” Dr. Sanders says.   

REFERENCES
 1. Solana, Kimber. “ADA develops guidance on dental 
emergency, nonemergency care.” www.ada.org.

For more content online…
For more coverage of the COVID-19 
pandemic’s impact on the dental indus-
try, visit: bit.ly/DPRCOVIDTRC
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Information provided by Apex Dental Materials.

Primed for increased 
bond strength

• ZR-P maximizes the bond 
strengths between zirconia, 
alumina or metal surfaces, and 
resin materials. By combining 
two active monomers, the 
primer provides exceptional 
bond strength to the most chal-
lenging substrates

• Provides high bond strength 
to zirconia, alumina, and metal 
restorations; bond strengths that 
allow for the delivery of partial 
coverage indirects 

• Also enhances bond strengths 
of resin adhesives, resin modi-
�ed glass ionomers (RMGI’s), 
and glass ionomers (GI) 

• ZR-P comes in a convenient 
bottle and syringe delivery 
system

Challenging substrates 
can make getting a 
strong bond dif�cult

Additionally, some primers 
come up short in delivering 
optimal strength for the 
delivery of partial coverage 
indirects.

Apex Dental Materials
877-418-4782  |  apexdentalmaterials.com

CIRCLE RS #15

THE PROBLEM

THE SOLUTION

ZR-P™ Zirconia 
Primer

ZR-P Zirconia Primer from Apex Dental Materials 
combines two active monomers to provide 
exceptional bond strength to the most 
challenging substrates. [ compiled by Stan Goff ]
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REFORPOST®

(parallel post) launched

A single-post solution that’s 
now available in the U.S.A. 

From a strong history of 
quality, leadership, and 
innovation comes the next 
generation in glass fiber 
posts. Reduce the number 
of drills and posts in your 
stock. Increase post 
adaptation in the cervical 
region with the unique 
conical sleeve. 

Patent Pending
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Universal

Anatomic

High retention

Conservative preparation

Low risk of root fracture
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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.

One of the most common restor-
ative procedures in a general 
dental practice is the single 

unit crown. Within the procedure 
work� ow of most crowns is the 
fabrication of a provisional crown. 
The provisional crown is critical to 
provide protection of the prepared 
tooth, allow the patient to be able to 
function on the prepared tooth, pro-
vide esthetic temporary replacement 
of the tooth, and to maintain the 
interproximal and occlusal integrity 
while the � nal crown is being fabri-
cated. The provisional crown is an 
important part of the � nal success of 
the crown procedure.

As this is one of the most common 
procedures in general dentistry it is 
important that the dental team is 
ef� cient in its work� ow. Ef� ciency 
not only increases productivity, it 
will also increase patient comfort 
and satisfaction.

In the spring of 2019 members 
of Catapult Education were asked 
to evaluate the Matrix Buttons by 
Advantage Dental Products, Inc. The 
primary indication for the Matrix 
Buttons is for use as a pre-operative 
matrix for the fabrication of a pro-
visional crown or bridge. Sixteen 
members of the evaluation team 
tested the Matrix Buttons in their 
practices for 4-8 weeks. During that 
time 78 provisional crowns and � ve 
provisional bridges were placed.

The Catapult Education members 
were asked to evaluate the clinical 
performance of the Matrix Buttons 
as well as to consider the economics 
of including the product into their 
practices. 

The Matrix Buttons is a thermo-
plastic “button” that when placed 
in hot water will become pliable and 
adaptable to the tooth/arch form 
that is being treated.

Most of our evaluators used hot 
water from the tap that was then 
placed in a microwave (for 30-60 
seconds), a few others used a tra-
ditional hot water bath that was 
already in the operatory.

Once heated the Matrix Buttons 
will become clear. This is the indica-
tion that it is ready to be placed in 
the mouth and adapted. Half of 
our evaluators did this adaptation 
themselves, the other half designated 
it to their dental assistants. Three-
fourths (75 percent) of our evalua-
tors felt that they (or their assistants) 
were able to easily establish a good 
pre-operative record. Our evaluators 
were split on whether or not this part 
of the procedure saved time, and 63 
percent acknowledged that there 
was a “learning curve” to using the 
material. Once this short learning 
curve is achieved, the placement 
and fabrication of the matrix can be 
easy and simple. One “trick” that 
has proven to be effective is to wet 
the � ngertips of the operator’s glove 
before handling the Matrix Buttons. 
If the glove is dry the material can be 
sticky on the glove.

The Matrix Buttons were used 
with a variety of different temporary 
materials. Four different types of 
temporary material were used by our 
team. All four materials worked well 
with the Matrix Buttons matrix. A 

Matrix Buttons from Advantage Dental Products, Inc., 
for provisional crowns and bridges are evaluated and awarded 
the Catapult Vote of Confi dence. [ by Gary M. Radz, DDS, FACE ]

Quick and easy temporary 
restorations with these 
thermoplastic disks

Matrix Buttons
Temporary crown Matrix Buttons from Advantage Dental Products are 
user-friendly: Just wet them in hot water for about 45 seconds to soften, 
mold them around the teeth, and blow air on them to harden for 20 to 30 
seconds. They reportedly are ideal for any crown, inlay/only, or veneer res-
toration procedure, and can even be used for an anterior bruxing appliance 
or stretched over sensitive teeth for insulation. 

Advantage Dental Products, Inc.
800-388-6319  |  advantagedentalinc.com
CIRCLE RS #17

RESTORATIVE DENTISTRY SOLVE MY PROBLEM     BENCHMARK     CASE STUDY

DPR0520_020-021_Benchmark Catapult.indd   20 4/24/20   12:26 PM



May 2020  |  DENTALPRODUCTSREPORT.COM  |  21

1

2

3 4 5

6 7

[ Figs. 1-7 ]  The Matrix Buttons thermoplastic “button”  as it is from 
the bag (Fig. 1). The button is removed from a cup of hot water or water 
bath (Fig. 2). Adapted to the tooth to be prepared for a crown (Fig. 3). 
The � nal matrix can be fabricated in just a few minutes (Fig. 4). Using 
a temporary material of choice, the provisional crown is created within 
the Matrix Buttons matrix (Fig. 5). The provisional crown before � nish-
ing and polishing (Fig. 6). The provisional crown ready to be cemented 
to place (Fig. 7). 

large majority reported they were 
able to establish good margins, con-
tacts, and occlusion when including 
the Advantage Dental Products’ 
solution as part of their technique. 

As a group, our evaluators did not 
generally see a time savings using 
the Matrix Buttons as part of their 
work� ow, but also noted that it did 
not add time. A majority did say 
that they felt inclusion of the prod-
uct in their work� ow would save 
them money.

Lastly, our evaluation team did 
note that they could see the Matrix 
Buttons as having other clinical 
applications. Two of our evaluators 
that do a lot of sleep apnea appli-
ances noted that the Matrix Buttons 

would be an excellent material to use 
for a morning mandibular position-
ing appliance. Another evaluator 
used the Matrix Buttons as a transi-
tional bruxism device (similar to an 
NTI™). It was noted by our team 
that there could be a number of other 
clinical applications for the material.

Overall, 80 percent of our 
evaluators stated that they would 
recommend the Matrix Buttons to a 
colleague. Based on our team’s clini-
cal evaluation the Matrix Buttons 
were given the “Catapult Vote of 
Con� dence”. 
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“PRESENTATION” IS THE KEY 
WORD in case presentation, and 
it begins with the patient’s �rst 
contact with the of�ce. Presentation 
has the potential to shape patient 
perception about the dentist’s 
competency and to establish a bond 
with patients.

When presentation is successful, 
trust is built with the patient, who 
makes an appointment and already 
respects your opinion. This results 
in increased case acceptance.

Presentation is about paying atten-
tion to details that in�uence case 
acceptance. It can be tailor-made to 
the case types that you would prefer 
to present in your of�ce, and it can 

promote con�dence and experience 
in selected services. 

We have so many opportunities 
to capture media for case presenta-
tions. It is obvious that photography 
is a requirement for case presen-
tation. We take pictures of our 
patients’ teeth, show them areas 
that are concerning, and recom-
mend treatments.

This can be as simple as using 
an intraoral camera or, for higher 
quality presentation, a digital 
single-lens re�ex (DSLR) camera 
with re�ned lighting (Fig. 1). In case 
presentation, the higher the quality, 
the better. Make no mistake about 
it: Dentistry is a big-ticket item. 

Think about the presentation that 
expensive products use to target and 
attract customers. 

The next logical step after taking 
high-quality images for case presen-
tation is to document the results of 
the case with high-quality images. 
This creates a presentation to use 
for a future patient. 

Now, I need to talk about stories, 
because images really do not tell 
the whole story. They just show the 
results. Every patient who has their 
teeth or smile improved has a story 
about a struggle with their teeth 
and what it took to overcome that 
struggle and get the treatment. Ask-
ing the right questions will reveal 
the struggle in the story and create 
a valuable connection between you 
and the patient (Fig. 2). 

Share another patient’s story dur-
ing your case presentations to com-
plement the high-quality images. 
You can also tell stories with visual 
media. You can play video testimo-
nials during case presentations and 
post them to social media. Not all 
video requires words. Music has a 
way of creating emotional connec-
tions, too.

Sharing “after” pictures to social 
media that re�ect the patient’s con-
�dence with their smile is obvious 
stuff (Fig. 3). Even more important, 
this moment shows that a patient 
is connecting with you as the den-
tist—and has become a fan.

Create as many raving fans as pos-
sible. More fans create more social 
proof (Fig. 4). Continue to expand 
this circle of trust by creating more 
raving fans through the use of high-
quality visual media and/or more 
targeted images and videos. 

A niche is a target demographic. 
If you are able to specify the type 
of patient you want to see in your 
of�ce, you can create a buyer per-
sona of your ideal patient and then 
design presentations to catch their 
eye. By being this speci�c, you run 
the risk of turning off some poten-
tial patients, but these customized 
images and videos are for your ideal 
customer, to create trust and to 
create more fans. Fans respect your 
opinion.

If you are convinced that pho-
tography and video are important 
for case presentation, then under-

DELIVER EFFECTIVE CASE 
PRESENTATION: BUILD 
RELATIONSHIPS USING 
VISUAL AND SOCIAL MEDIA 
Using social media in case presentation can create patient 
confidence and practice ‘fans.’  [ by Jason Olitsky, DMD, AAACD ]

 HOW TO
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Presented by the 
faculty of Clinical Mastery 

Series, the New Generation of 
Dental Education. 

Join the Movement.
www.clinicalmastery.com
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1. Using a DSLR camera with studio 
lighting allows dentists to focus on 
the details of a failing system and to 
con�dently offer treatment options.

2. Asking the right questions helps 
patients emotionally connect with 
their decision to get their mouths 
healthy and reassures the patient that 
the dentist is recommending the best 
options that align with their concerns.

3. Sharing “after” pictures to 
social media is an important way 
to develop trust and facilitates 
case acceptance. Pictured is 
Dr. Olitsky’s patient, Lauren.

4. If dentists want patients to have 
more respect for their opinions, then 
create more raving fans by frequently 
posting patients who are happy to 
share their smiles and good reviews.

5. Organizing photos and 
videos as a creative package in a 
program such as Keynote makes 
case presentation easier.

6. The results of our patient, 
starting with a high-quality 
DSLR image taken with studio 
softbox lighting, Adobe Lightroom 
editing composed in Adobe 
Photoshop with .eps logo. 

AT A GLANCEstand that being competent at 
visual media presentation has the 
potential to completely change your 
practice. 

Now, focus on building the 
relationship with your patient. 
Show that you authentically care 
about your patient by asking the 
right questions and listening to the 
answers. Remember what is impor-
tant to the patient and customize 
the case presentation and language 
to reassure the patient that you are 
recommending the best options 
based on their concerns. This will 
help them see that your values align. 

For example, if the patient wants 
conservative treatment, develop 
more trust to create more common 
ground by saying something like, 
“I understand wanting a conserva-
tive treatment plan for your teeth 
because that is what I would want 
for my own teeth. In this case, 
doing more teeth will enable me 
to give you the most conservative 
treatment because if we do this one 
tooth at a time, I will have to grind 
down each tooth excessively to �t 
into your current bite, which is fail-
ing you.”

Then present a similar case: “For 
example, another patient had a sim-
ilar concern (give background story 
about this patient), so we ended up 
doing all the teeth at one time. This 
patient did minimal preparation 
on the teeth, and we improved the 
smile at the same time.” 

You can organize case presenta-
tions in software such as Keynote, 
which keeps images and videos 
together and in sequential order 
(Fig. 5). This makes it simple to 
present a case from start to �nish. 
Consider images and videos, digital 
design, provisional images, try-in 
images, after images, and video 
testimonials. You can share these 
packages of creative content with 
everyone from laboratory techni-
cians to specialists to patients. 

The better you get at creatively 
producing high-quality content—by 
utilizing programs such as Keynote, 
Adobe Lightroom, Final Cut Pro X, 
and Adobe Photoshop—the easier 
it is to generate more presentations 
to share with patients, create more 
fans and increase case acceptance 
(Fig. 6). 

1 2

3

4

5 6
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Respond to Now. Build for the Future.

To help keep your practice connected to your patients, we’re offering a free 30 day license and waiving 
all setup fees. Launch TeleDent at no cost. Training and onboarding for your team is included. 
Satisfaction guaranteed. No contract required.

Connect and treat your patients virtually with the world’s most 
robust teledentistry solution, TeleDent.

Learn more at mouthwatch.com

Secure Patient
Messaging

Live Video
Conferencing

Cloud
Collaboration

W
e are in the middle of a 
healthcare disruption 
unlike anything many of us 

have ever seen. This pandemic has 
been frequently compared to the 
Spanish In� uenza of 1918, however 
that epidemic took about a year to 
wreak its havoc, while COVID-
19, thanks to the mobility of the 
world’s population, has propagated 
in just a few weeks.

This event caught the world’s 
healthcare system “� at-footed” and 

the necessary response has taken 
what many consider to be an exces-
sive amount of time to create the 
required pieces to � ght it.

In my time in dentistry, I’ve only 
seen one situation that is even close to 
what we are seeing now. I spent the 
� rst two years of my dental school 
education working in the human 
mouth with no gloves. That seems so 
shocking to all of us now, but at the 
time it truly was the standard of care.

We also did not wear masks and 
our handpieces were wiped down 
with surface disinfectant. They
never went in a steam autoclave. 
The only time handpieces were ster-
ilized is if the patient treated had 
active Hepatitis B—then the hand-

pieces were sent to a nearby hospi-
tal for ethylene oxide sterilization.

And then the world shook. 
HIV appeared on the scene and it 
seemed that everything in dentistry 
changed overnight. I remember 
sitting in on a mandatory lecture 
where we were told that going 
forward gloves and surgical masks 
were required. Infection control 
radically changed. There was some 
initial resistance in the profession, 
but we adapted. We went through 
the � re and emerged stronger. The 
profession became an example to 
other branches of healthcare for its 
devotion to infection control.

We may very well be standing 
at the precipice of another serious 

disruption, although at this point 
it’s a bit hard to make anything but 
an educated guesses.

This has been a dif� cult time 
for both the world and our proud 
profession. The past two months 
have been fraught with rumors, 
innuendo, and pseudo-science. Yet, 
lots of true science and research has 
also been mixed in. The problem 
has been trying to separate the 
wheat from the chaff. 

Every day, we’ve been faced with 
changing policies and suggestions, 
only to � nd that the next day the 
previous ones have been removed 
and new ones are in place. This has 
made it extremely dif� cult for den-
tistry to get a clear picture of where 
we � t in and how we can contribute.

My gut tells me that we will prob-
ably come out of this with some 
changes in PPE. There may be a 
move to require N-95 masks. How-
ever, we’ve been working in masks 
that do not � lter viruses well until 
now, and we seem to have done just 
� ne. Whether this is the tipping 
point for change is hard to discern. 
As Yoda said, “Dif� cult to see. 
Always in motion is the future.”

The other piece of this ever-
changing puzzle has been the � nan-
cial aspect that we have all had 
to face. At no other time that I’m 
aware of in modern history has the 
world been told to “stand down” in 
the manner that has happened with 
COVID-19.

In a post on my blog (blog.denti-
cle.com) that I made in mid-March, 
I stated:

“Last week, COVID-19 was a 
topic of discussion and an annoy-
ance. This week, it rocked the 
world. On Monday, March 16th 
and Tuesday, March 17th, my 
of� ce was cranking along at a pace 
that made me proud. Patient satis-
faction was high, employees were 
happy, and the � nancial numbers 
were more than sound. Then there 
was ‘that huge sucking sound’ that 
was COVID-19 tearing through 
the social fabric. On Wednesday, 
March 18th, everything changed 
for the of� ce. I was forced to fur-
lough six employees, cut the hours 
of those who remained, and begin 
dismantling a schedule that was a 
snapshot of front of� ce ef� ciency.”

As I type this now, my of� ce is a 

The Coronavirus epidemic will continue to disrupt the 
healthcare industry in ways we aren’t even aware of yet. 
[Dr. John Flucke ]

This Will Change 
Everything

DR. JOHN FLUCKE
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shadow of what it once was. From 
a staff of 15 employees, I am now 
down to one. I am going into the 
of� ce for two half-days to treat 
emergencies.

I know that all of you reading 
this are in the same situation. This 
pandemic has forced the closure 
of businesses and created massive 
unemployment. I just received an 
email that states unemployment is 
at more than 17 million (and has 
risen since), the highest level of job-
lessness since the Great Depression.

Stress and anxiety are high 
because no one has any answers 
about how this all plays out or 
when anyone can expect to start 
earning a living again. In the mean-
time, we sit sheltered in our homes, 
and watch our bank accounts drop 
while simultaneously praying that 
the toilet paper shortage ends soon.

So, what can we do to help create 
a more positive experience out of 
all of this? Let’s take a look at a few 
ideas for managing the pandemic 
and coming out strong.

Keep patients in the loop
I recently received a compliment 
from a patient whom I was seeing 
to smooth a sharp edge from a frac-
tured molar. She told me she had a 
friend who was a patient in another 
of� ce. The friend had an appoint-
ment in a few days and knew that 
she would need to reschedule. 
However, when she called, she 
received a message that the of� ce 
was closed and was unsure when 
they would reopen. My patient 
said her friend would be calling 
my of� ce when this was all over 
because we do such a great job of 
communicating.

In today’s environment and with 
all the digital tools at our disposal, 
there is no excuse to not be engaged 
with your patient base. We use 
Weave (getweave.com), although 
there are other options as well.

We’ve been reaching out via 
email and text messages to do 
our best to help our patients 
understand how COVID-19 has 
impacted dentistry and to let them 
know we are here to take care of 
them as best we can.

Also, if you are looking for a way 
to give back during these dif� cult 
times, try contacting your older 
patients to see if they need someone 
to run an errand or pick up a pre-
scription at the pharmacy for them. 
While I know it is risky to go out 
right now, it is even more risky for 
our elderly patients, many of whom 
are immunocompromised.

Review targets and know where 
you are aiming
Many of us take time over the 
holiday break to make plans for the 
upcoming year. That’s a great idea 
that I highly recommend, but who 
says you can only set goals around 
the new year? The downtime we all 
have right now is the perfect time 
to set goals if you have not already. 
If you HAVE set goals for the New 
Year, now is the perfect time to re-
evaluate those goals.

Until the economy came crashing 
down, we were in one of the great-
est economic upswings in history. 
That meant many of us were incred-
ibly busy and with busyness comes 
entropy. Things naturally progress 
from order to disorder and it’s dif� cult 
to stay on top of goals and projects 
when you are busier than ever before. 

Now is the ideal time to look 
at what you had planned and see 
how your goals are progressing. 
Sometimes you need to make cor-
rections to stay on target. Evaluate 
things now and make those needed 
corrections. Then when we get the 
green light to go back to work, you 
and the team will be ready.

Evaluate new projects
If everything is where you want it to 
be, it’s time to work on growth. Take 
a look at something you’d like to 
get better and stronger with in your 
of� ce. As an example, I was going to 
do some work to better understand 
teledentistry this summer. 

Today, I’ll bet you that when 
summer is here, I’ll be so busy try-
ing to catch up with treatments that 
have been postponed, I won’t have 
the free time I was counting on. 
However, I still want to learn more 
about teledentistry.

To that end, I’m spending some 
of my time now to do that learning. 
I’ve got a training session set up 
with the provider TeleDent to help 
me learn. By the time you read this 
article, I should be well on my way 
to understanding the concept and 
the program much better.

Get organized
The enemy of orgaization is 
entropy. Things naturally go from 
order to disorder. That’s the law 
of nature. When we are busy (and 
before this all started, who wasn’t
busy?) we don’t stay as organized 
as we should. As assistants and 
hygienists turn rooms over for the 
next patients, things end up being 
put where they shouldn’t. Often 
times, “I’ll put that back after the 

next patients,” turns into, “I’ll put 
that back tomorrow morning,” and 
it just continues to slide from there.
    Have some staff take this time to 
reorganizethe treatment areas so 
there is a place for everything and 
everything is in its place. That way, 
when we are cleared to be doing 
elective procedures, your of� ce will 
be ready to rock. Nothing is going 
to throw your ef� ciency a curve 
like trying to remember where you 
put something 60 days ago. Take 
advantage of the downtime and get 
things squared away.

Wrapping up
There are always two ways to look 
at things. Half empty or half full, 
up or down, yin or yang. Despite all 
the negativity and stress involved 
with our current situation, I refuse 
to let this virus or the mess it’s leav-
ing in its wake dominate me. 

I look upon this time off as a 
huge dam that is holding back 
millions of gallons of opportunity. 
When the � oodgates open, I want 
to be there with a big net to scoop 
up all the � sh. There’s plenty of 
room along the downstream area. 
Why don’t you join me? 
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W
hen I introduce new 
technology into the of� ce, 
I generally like to spend 

some time evaluating the product 
and how it integrates into my daily 
practice before recommending it to 
my friends or colleagues. With that 
in mind, my process is very simple. 
If the product can positively answer 
the following three questions for me, 
I am sold, and will happily recom-
mend it to others.

1. Do I need the product?
2. Will it make my days easier 

in the of� ce and improve the 
experience of my patients?

3. Does it make sense � nancially 
to integrate into the of� ce?

We are all creatures of habit with 
almost every procedure we do. Cer-
tain technology is now such a given, 

I believe in many instances we begin 
to take it for granted—even ignor-
ing basic maintenance needs and 
assuming it will always work and 
work predictably. Our curing lights 
almost de� ne that thought process. 
We need them. We use them every 
day on almost every procedure we 
do. But is there a difference? I have 
spent the last six months using the 
new Ivoclar Vivadent Bluephase 
PowerCure every day on every 
procedure where a light is needed, 
and I can say without a doubt, yes—
not only is there a difference, the 
Bluephase PowerCure system is the 
most versatile, ef� cient light curing 
system in dentistry.

Initially we are all intrigued by 
the Bluephase PowerCure for the 
3 second setting. Clinically, that 
comes into play a few times per day 
and is a unique feature that we use 
and appreciate when needed. But 
this light is so much more than the 3 
second setting. The PowerCure light 
has four basic settings that can be 

Bluephase PowerCure
Designed for the intraoral polymeriza-
tion of light-curing materials, the 
Bluephase LED uses Polyvision® tech-
nology, an automatic assistance system 
that helps achieve reliable curing results 
and automatically extends the exposure 
time by 10 percent. The Bluephase has 
three intensity modes that measure 
from 1,200 to 3,000 mW/cm2. The 3s 
mode allows for extremely short curing 
times of only 3 seconds when paired 
with the Tetric material line.

Ivoclar Vivadent
716-691-0010  |  ivoclarvivadent.com
CIRCLE RS #20

easily toggled to with the ergonomic 
design of the unit. Each setting has 
a different light wave intensity that 
allows you to be ef� cient and pre-
dictable as you move through your 
clinical procedure. 

The � rst setting is the “pre-cure” 
setting. This is basically a 2 second 
tack cure that, at 950 mW/cm, will 
pre-cure your Variolink® Esthetic 
cement to a state that allows easy 
cleanup without having to worry 
about the restoration moving dur-
ing the initial cleanup of the bulk-
extruded material. This is my favorite 
feature of the PowerCure. No longer 
do we have to count in our heads or 
rely on our assistants to move the 
light away before the cement over sets 
and we need to chip it away. 

The “high power” setting is the tra-
ditional 1,200 mW/cm2 setting we are 
all familiar with to cure traditional 
composites in most of our restorative 
procedures. Timing can be adjusted 
to 10, 15, or 20 seconds depending on 
the needs of the materials. 

The “turbo” setting is a 2,000 
mW/cm2 setting that allows for a 
5-second cure. Timing is not adjust-
able with the Turbo setting and will 
automatically shut off at 5 seconds. 
This allows suf� cient light inten-
sity to pass through the crown for 
ef� cient � nal curing of resin luting 
cements, compared to 20 seconds 
with most systems. 

That brings us to the 3 second set-
ting. At 3,000 mW/cm2, this setting 
allows us to cure to full set when 
used with the Tetric line—Tetric 
Power Fill and Tetric Power Flow 
composites, and Adhese® Univer-
sal bonding agent from Ivoclar 
Vivadent. This 3 second feature is 
useful for posterior restorations in 
our adult patients where isolation is 
dif� cult, or for restorations on adult 
molars in pediatric patients. This is 
a great feature to have, but probably 
only makes up 10 to 15 percent of 
the way I use the 3 second setting.

Our curing lights are one of the 
most important pieces of technol-
ogy we have in our of� ce. This 
is not a place to “save money” in 
your practice. They should be able 
to work predictably, be easy to 
maintain, and manage every aspect 
of your direct or indirect bond-
ing procedures. The Bluephase 
PowerCure light meets all of these 
requirements, and based on the 
different settings available, allows 
you to be more ef� cient clinically 
and more con� dent in your bond-
ing procedures. 

The Bluephase® PowerCure™ from Ivoclar Vivadent allows 
for predictable bonding procedures. [ by David Juliani, DDS ]

The most versatile, ef� cient 
light curing unit I’ve found

DR. DAVID JULIANI 
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A
bout six years ago, the team at 
Dee for Dentist wanted to invest 
in software that offered secure 

communication with specialists. They 
found that with OperaDDS, but at the 
time they had no idea just how much 
the software would do for the practice. 

Today, the Las Vegas-based of� ce 
also uses OperaDDS for intraof� ce 
communication and to streamline 
how patient forms are handled, Of� ce 
Manager Michael Cruz says. In 
addition, the virtual reality feature, 
OperaVR, makes it possible to calm 
patients during treatment without the 
need for nitrous. And the teledentistry 
option has enabled Dr. Dee Dee 
Meevasin to offer guidance and treat-
ment to patients during the COVID-
19 pandemic. 

“OperaDDS is a really great com-
munication tool,” Cruz says. “It’s 
all about the patient experience, 

and when your team is coordinated 
it elevates that experience. I don’t 
think there’s any better system on the 
market for communication in terms of 
the way you can customize it to your 
practice and how effective it can be. 
And you can access it on your phone, 
workstation or watch, so there are 
many ways to make sure the entire 
team is connected.” 

Intraof� ce Communication
At � rst, OperaDDS served as an 
easy, reasonably priced way to ensure 
the practice’s communications with 
specialists were HIPAA compliant. As 
the software evolved, they began to 
use it for intraof� ce communication as 
well, which has signi� cantly improved 
practice ef� ciencies.  

OperaDDS has brought more 
consistency to the practice’s work� ow 
and hand-offs, Cruz says. One of the 
biggest struggles practices face is com-
munication between the hygiene team 
and the doctor. Typically, hygienists 
let the dentist know when patients are 
ready, but that’s it. With that setup, 
dentists have no idea what they’re 

OperaDDS
OperaDDS is a � exible and func-
tional solution for paperless forms, 
streamlined staff messaging, secure 
email and text. Trusted by more than 
10,000 practices nationwide and 
designed by a dentist, OperaDDS is 
designed to save time, reduce stress, 
and deliver a strong return on your 
investment. Features of the solution 
include: Forms, Chat, Secure Email, 
CareText, Recall, Reviews, OperaVR 
and Teledentistry.

OperaDDS
800-399-9171  |  operadds.com
CIRCLE RS #22

walking into. Once in the room, the 
hygienist gets the dentist up to speed as 
quickly as possible, but there’s always 
a chance they forget to mention a 
patient concern or problem.   

With OperaDDS, you’re able to set 
up a custom checklist, Cruz says. So, 
before the hygienist calls Dr. Meevasin 
in, they can go through the checklist 
and make sure everything is complete. 

“In most of� ces, if you miss a step, 
like an X-ray, the doctor has to leave so 
the X-ray can be taken and then come 
back,” Cruz says. “That’s just wasted 
time. With the checklist, the doctor 
can be in another operatory and get an 
alert on her iWatch or workstation for 
a heads up on what she’s walking into. 
She knows everything is complete.” 

The checklist also helps ensure 
all the details go from person to 
person more smoothly. The doctor 
knows what issues to address and 
what treatment to recommend and 
can easily pass that on to the treat-
ment coordinator. 

Cruz recently started using the 
software’s form feature as well. 
Everything is now on the same plat-

form, he says, which streamlines the 
process. He’s also able to customize 
the forms quickly, which is another 
feature he appreciates. 

Virtual Reality 
The practice added the virtual reality 
feature about three years ago, Cruz 
says, and patients love it. They simply 
put a virtual reality headset on to 
escape with city, beach, and under-
water scenes. This allows patients to 
relax and stay comfortable during the 
procedure without needing nitrous. 

Teledentistry
Dr. Meevasin began using the teleden-
tsitry feature when the COVID-19 
outbreak forced the of� ce to close, 
Cruz says. It allows her to stay con-
nected with patients even though she 
isn’t chairside. 

Now, when patients call in, they 
receive a link to a questionnaire that 
asks about their symptoms, how severe 
their pain is, and when it started. 
They’re then directed to a second page 
that asks them to take photos of the 
tooth or teeth causing pain. Every-
thing is HIPAA secure, Cruz says, and 
goes right into the patient chart. 

OperaDDS has helped his prac-
tice enhance communication and 
streamline hand-offs, while helping to 
enhance the patient  experience. 

“This is an easy way to get your 
system in order,” he says. “With 
OperaDDS, the doctor is able to spend 
more time with the patient and there 
are fewer interruptions. The patient 
experience is much better and every-
body is on the same page.” 

Using OperaDDS software can improve communication, 
calm patients, and enhance effi ciencies. [ by Renee Knight ]

A � exible, functional 
communication solution 

MICHAEL CRUZ, 
OFFICE MANAGER
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D
entistry’s tech boom created 
exciting new opportunities for 
diagnosis, treatment planning, 

and delivery of care. Technology 
also allows dentists to run their 
businesses far more comprehensively 
than the old days of physical charts 
and appointment calendars. Yet all 
of these bene�ts come with some 
frustrations, especially when related 
technologies don’t seamlessly inte-
grate with one another.

No doubt you are aware of Curve 
Dental as a market leader in cloud-
based practice management software 
since they were founded in 2005. 
They were recently acquired by Bat-

tery Ventures, who brought in a new 
leadership team and is committed to 
investing over $40 million dollars into 
its platform over the next �ve years.

I sat down with Jana Macon, 
Curve Dental’s EVP of Customer 
Success, to discuss how practice 
management software should be at 
the center of technology integration.

LS: Curve has been making major 
advancements since your team came 
on board.  What’s your vision for what 
I’m calling “Curve 2.0?”
JM: Our whole team is very engaged 
and passionate about joining the den-
tal community which has this rare 

intersection where the care provider 
is also the proprietor of the business.

Prior to our coming to Curve, our 
core leadership team had almost 
15 years of experience working 
together, partnering with caregivers 
in the medical community who are 
also business people. We’ve learned 
how to give them tools and a plat-
form to help them not only deliver 
excellent patient care, but also to 
grow their business and become 
more ef�cient and more pro�table. 

In my mind, our biggest vision is 
to provide dentists with a single plat-
form that really allows them to run 
their entire business. They shouldn’t 

have to be IT experts and their prac-
tice management software should 
just work. It shouldn’t be down for 
updates and it should seamlessly 
integrate with third party software. 

LS: One of the most unique features 
of Curve when it debuted in the mid-
2000’s was that it was cloud-based.  
It turns out your company was ahead 
of the curve, if you’ll excuse the 
pun.  Now that other companies are 
offering cloud-based options, what 
questions should dentists be asking to 
ensure that a software is truly cloud-
based and not an imitation?
JM: Not all cloud options are the 
same. Not all software that claims to 
be cloud really is. So you need to look 
for a few things. 

First, can you access the software 
directly from a browser without any 
downloads or needing to log in to a 
server, then connect remotely to your 
software? A browser-only environ-
ment tells you that all of the com-
puting, security, data storage, and 
backups are happening in the cloud. 

Second, if you must own a server, 
it is NOT cloud software. A cloud-
based solution stores everything in 
the cloud, in a data center; not in a 
closet or server room or in the soft-
ware vendor’s of�ces. 

Third, make sure there is always 
a mechanism to extract your data 
easily. After all, it’s yours! At Curve, 
we have a button every customer can 
click anytime, called “Get My Data.” 

Fourth, and most important, 
cloud-based software is also known 
as SaaS—Software as a Service. 
There must be world-class service 
wrapped around the software. 
Customer care, automatic product 
upgrades, data security and back-
ups, training, and more round out 
the cloud experience. It’s almost like 
we are cheating because cloud really 
facilitates this type of experience. 
Call us with a problem, we’ll answer 
within a minute and get it resolved 
in less than eight. Any cloud-based 
solution that is not providing this 
level of service is not using your 
monthly subscription responsibly. 

LS: I can access my software from 
home. Why is that any different than 
the cloud?
JM: Some people say: “My software 
is hosted, I can access it from home.” 

Curve Dental’s Jana Macon explains how cloud-based 
practice management software should be at the center of 
your dental technology integration. [ by Lou Shuman, DMD, CAGS ]

Let the cloud 
seamlessly integrate 
your technologies 

KRAS99 / STOCK.ADOBE.COM
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Well, you can if your IT company 
installed a VPN connection for you, 
but there is still a server somewhere 
that has to be paid for and main-
tained. So having remote login and 
access is not the same thing as hav-
ing your data in the cloud. 

True cloud server facilities are 
more complex; they’re a world 
class virtual infrastructure built 
on a series of servers, with layers 
of security and intrusion detection 
wrapped around them. And not only 
is the data more secure, it’s more 
accessible. You just need a computer 
with a web browser and you’re in 
business. 

If you have to install software, go 
through a VPN, or log into anything 
other than your own web browser, 
then that’s a red �ag that you are not 
actually in the cloud. In a “hosted” 
non-cloud setup, you likely will still 
have panic calls to the IT guy on 
Monday morning, and you still may 
have downtime for system updates. 
True cloud with Curve means you’re 
essentially pooling your resources 
with over 27,000 other users to uti-
lize a solution that any practice alone 
simply could not afford.

LS: I think the COVID-19 pandemic 
has helped dentists re-evaluate their 
operations and their technological 
capabilities. What are some ways that 
Curve dentists have bene�ted from 
a cloud-based platform during the 
mandatory shutdown?
JM: Curve users have had easy access 
to their system to reschedule patients 
and handle billing. When they’ve 
received an emergency call they’ve 
been able to look up patient records 
and properly triage. Their teams can 
also remotely and safely access the 
system for training purposes or to 
catch up on some work. All of this is 
done seamlessly as if they were still 
working from the of�ce. Their user 
experience is exactly the same.

LS: Integration with third-party 
software has become an increasingly 
important feature of practice man-
agement software. I’m curious to hear 
your thoughts about open systems 
and compatibility.
JM: Something that is part of 
Curve’s DNA as a group is that we 
wholeheartedly believe that dentists 
should have all of the functionality 

they need in one place to run their 
of�ce. But that functionality is 
evolving. It used to just be things 
like patient charting and imaging, 
but now dentists see the value of 
patient engagement and business 
intelligence. 

We’re constantly adding features 
like these to the Curve platform, 
but we also realize that if a dentist 
really loves an existing solution that 
they’ve had for several years, then 
they should be able to use that with 
Curve, too.

From a technical standpoint, we 
offer simple integration for third-
party software because our cloud-
based system offers a strong API to 
connect with other technologies. 
What that boils down to is that it’s 
relatively easy for other software 
to integrate with Curve. This is 
the advantage of a mature cloud 
platform with a rich ecosystem of 
integration partners.

Connecting with other dental 
solutions is just part of what we 
call “interoperability.” Moving 
forward, there is a bigger picture, 
wherein dentists become part of 
the continuum of care along with 
hospitals, physicians, and other 

medical providers. Interoperability 
provides a true, uninterrupted �ow 
of health information for the patient 
data, which will become increas-
ingly important as the connection 
between oral health and overall 
wellness becomes more tightly 
aligned.

A true cloud-based, open architec-
ture like Curve is going to be able to 
quickly and seamlessly evolve as the 
dental market evolves. This is very 
different from having to wait for 
slow and clunky updates. 

I think the future for dentistry is 
bright despite the challenges private 
practices are facing. Technology is 
helping dentists automate payment 
processing, secure patient �nancing, 
�ll open chair time, provide levels of 
care via teledentistry…the list goes 
on. Practice management software 
is the hub for these activities and it 
should help them be realized, not 
hinder them.

While our platform is already very 
robust and easy to work with, we 
plan to invest another $40 million 
over the next �ve years to keep it that 
way. After 15 years in the business, 
we remain committed and hungry to 
continually revolutionize the ways 

that dentists leverage technology to 
better serve patients, improve opera-
tions, and increase pro�tability.  

ABOUT LOU SHUMAN, DMD 
Dr. Lou Shuman is the CEO of Cellerant 
Consulting Group, dentistry’s leading 
corporate incubator and accelerator; 
a venturer-in-residence at Harvard’s 
i-Lab; the chairman of the technology 
advisory board at WEO Media; a long-
time contributor to Dental Products 
Report; and the founder and creator of 
the Cellerant Best of Class Technology 
Awards.

ABOUT JANA MACON  
Jana Macon is Executive Vice President 
of Customer Success at Curve Dental, 
where she leads a group that focuses 
on exceeding customer expectations 
in the areas of implementation, data 
conversion, training, support, and 
other operational areas. Jana has over 
25 years of executive experience with 
organizations focused on SaaS solutions 
for medical applications. Prior to joining 
Curve, she was part of the leadership 
team at Brightree, where she helped 
to create industry-wide adoption of 
cloud computing in the post-acute care 
provider community.
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 During this pandemic, Curve users have had easy access to their system to reschedule patients and handle billing. 
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A
second-generation dentist, Dr. 
Anthony Bolamperti worked 
alongside his father before 

purchasing his own practice 25 years 
ago. The self-titled practice always 
had a reputation for providing quality 
dentistry, but Dr. Bolamperti realized 
he had the opportunity to further the 
standard of care. He put down the drill 
and began his laser dentistry journey. 

Dr. Bolamperti started with a diode 
laser before graduating to native CO2 

and erbium lasers, but something was 
missing. Although each laser per-
formed well for speci� c treatments, 
they didn’t give him what he really 
needed to provide the best care to his 
patients and truly differentiate his 
practice: A laser that can cut virtually 
any cavity prep anesthesia-free, and 

that enables blood-free and suture-
free soft tissue procedures. He was 
looking for the future of dentistry, and 
ultimately found it with Solea from 
Convergent Dental, a 9.3 µm CO2

all-tissue laser.
“I knew that if I truly wanted to be a 

laser dentist, I needed a laser that could 
be used reliably on each and every 
patient,” he says. “Not only must 
the laser cut nearly all cavity preps 
ef� ciently and anesthesia-free, but also 
perform well in soft tissue procedures, 
such as frenectomies and gingivecto-
mies. Solea does it all. Being able to use 
Solea for virtually every case translates 
to a better patient experience, and ulti-
mately, changing more lives.” 

To the average person, snoring may 
not seem like a serious problem, but 
dentists like Dr. Bolamperti under-
stand the effect it can have on patients.

“People who snore typically have an 
airway issue, and that can complicate 
other systemic health issues,” he says.

Solea® Sleep
Solea Sleep is an easy to administer 
protocol for use with the Solea 
all-tissue dental laser that provides 
patients with rapid relief by tighten-
ing the soft palate and reducing 
vibrations that cause patients to 
snore. Unlike surgical procedures 
that require long and painful recover-
ies, Solea Sleep is a non-surgical 
treatment that allows patients to 
immediately return to their daily rou-
tines with little to no discomfort.

Convergent Dental
800-880-8589  |  convergentdental.com 
CIRCLE RS #24

In the past, patients who needed 
intervention could opt for uncomfort-
able oral appliances, uncomfortable 
pull-forward splints, or invasive 
orthognathic surgery. With Solea 
Sleep, these patients now have a fast 
and effective alternative. 

Solea Sleep is an easy-to-administer 
protocol that tightens tissue in the 
soft palate and reduces vibrations that 
cause patients to snore. It provides 
rapid relief in a single, non-surgical 
treatment that takes 5 minutes. 

“Solea’s unique 9.3 µm wavelength 
is perfectly suited to ef� ciently and 
effectively target collagen located in 
the lamina propria layer of the soft 
palate,” Dr. Bolamperti says. “Solea 
contracts tissue, which reduces vibra-
tions that cause patients to snore.” 

Compared to Solea, an erbium 
laser’s wavelength absorption depth 
is too shallow to effectively target 
collagen in the lamina propria, which 
is why erbium treatment protocols 

require three to four treatment ses-
sions. An Nd:YAG laser’s wavelength 
absorption depth, on the other hand, is 
too deep, needlessly heating all tissues 
in the soft palate.

“It always goes back to having the 
right wavelength,” Dr. Bolamperti 
says. “With Solea, we’re heating the 
collagen to 140 degrees F, which 
allows us to effectively contract that 
collagen in a single treatment session.”

His patients have seen incredible 
results, including lessening the length 
of their snoring, Dr. Bolamperti says. 
“Patients have shown a signi� cant 
reduction in the volume and duration 
of their snoring. After treatment, they 
report sleeping and dreaming better. 
We also know Solea Sleep is working 
because we’re monitoring patient 
snoring with easy-to-use, dentist-
approved technology, such as the 
SnoreLab app.”

His patients also love how the Solea 
Sleep treatment is free of needles and 
pain. To date, Dr. Bolamperti has 
never used local anesthesia in any 
of his snoring cases. He also assures 
patients that there’s virtually no post-
operative recovery time after a session.

Dr. Bolamperti changed the name of 
his practice to Omaha Laser Dentistry 
because of the impact Solea had on 
him and his patients. But he also did 
it to inspire his colleagues, showing 
them that there’s greater purpose in 
their work and that dentistry isn’t just 
a “drill, � ll, and bill” � eld. With Solea, 
the possibilities are endless, and Solea 
Sleep is simply another way to show 
dentists what they’re capable of doing 
right in their own operatories. 

One dentist changed the name of his practice after 
adopting Solea®. Now he’s using this laser to change 
the lives of patients who snore. [ by Kristen Martinez ]

A simple and non-surgical 
solution for snoring

DR. ANTHONY 
BOLAMPERTI

CLINICIAN     TEAM MEMBER     INDUSTRY
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P
ropel Orthodontics provides at-
home and in-of� ce orthodontic 
solutions designed to comfort-

ably accelerate treatment and provide 
predictable outcomes to doctors and 
their patients. These orthodontic 
solutions double as tools to enhance 
practice growth and economics and 
help to reduce the number of of� ce 
visits, which can be paramount for 
practices dealing wit h COVID-19. 

Dr. Payam Ataii, an award-winning 
graduate of Tufts Dental School who 
has treated more than a thousand 
patients with clear aligner systems at 
his private practice in Laguna Hills, 
Calif., has used Propel Orthdontics’ 
solutions for more than � ve years and 
has found both the VPro+ ™ and 

the Excellerator® Series Drivers to be 
effective adjuncts for everyday cases, 
as well as some of the most dif� cult 
cases he encounters. 

Propel’s technologies are designed 
to help doctors treat patients better, 
faster, and in fewer visits than with 
orthodontics alone. Propel’s solutions, 
paired with a clinician’s expertise,  
provide an ef� cient, practical treat-
ment resulting in beautiful outcomes, 
and a great patient experience.

Dr. Ataii � nds the solutions 
especially valuable for those 
patients with lingering issues, such 
as impacted teeth or treatments 
taking longer than normal to move 
into place, Dr. Ataii says. Doing so 
allows him to accurately predict 
how teeth will move into place 
through the treatment protocol.  

The VPro+ is the only FDA-
cleared high-frequency vibration 
device that accelerates orthodontic 
tooth movement in just � ve mintues 

Propel Orthodontics
Propel’s in-of� ce and at-home 
products are designed to increase the 
rate of tooth movement by stimulating 
bone remodeling, which allows teeth 
to move through bone more easily 
and predictably. The VPro+ is an 
FDA-cleared, high-frequency vibration 
device, proven to accelerate tooth 
movement and increase predictibility in 
just � ve minutes a day. The Excellerator 
Series drivers are FDA-cleared for use 
in MOPs.

Propel Orthodontics
855-377-6735  |  propelorthodontics.com
CIRCLE RS #26

per day. This speci� c solution is 
designed to make treatment more 
comfortable while delivering results 
ahead of schedule.

The Excellerator Series drivers 
are FDA-cleared for use in micro-
osteoperforation (MOPs®). The 
drivers are designed to stimulate the 
maximum biological response while 
remaining micro-invasive. Designed 
for multiple perforations, the drivers 
feature surgical stainless steal tips.

Micro-osteoperforation (MOPs) 
is a technique used to accelerate the 
rate of orthodontic tooth movement. 
It is a university-developed technique 
that uses proven technology and a 
simple in-of� ce delivery to accelerate 
treatment by up to 62 percent.

Since it � rst introduced its solu-
tions to the dental industry, Propel 
has touted their impressive bene� ts 
such as accelerated tooth movement, 
signi� cantly reduced treatment times 
as well as reduced orthodontic dis-

comfort. The company also stands 
behind the way its solutions can offer 
improved treatment predictability, 
optimal aligner seating, reduced 
of� ce visits for patients and a way to 
increase treatment compliance.

Those claims can certainly seem 
too good to be true to some clini-
cians, and initially, Dr. Ataii was 
hesitant to give the technology an 
opportunity because of the claim of 
“predictable movement.” Ultimately, 
what changed his mind was a par-
ticular case where he couldn’t get a 
canine to rotate on the lower arch 
after a year-and-a-half of trying.

“After I began to use Propel, it 
took me just four weeks to move the 
tooth,” he says.

When the Propel MOPstechnol-
ogy is partnered with actual applied 
force—clear aligners or wire brack-
ets—doctors are able to “program” 
the tooth to where it must go next, 
Dr. Ataii says. Stimulating the bone 
or tissue around the tooth creates 
activity at the cellular level and lets 
the force of the aligner or brackets 
express movements more easily.

The VPro+ operates at a high fre-
quency and this helps reduce patient 
discomfort.

“Most patients say that it removes 
pain by releasing the pain receptors 
that reduce in� ammatory pressure the 
doctor just put on,” Dr. Ataii says. 

Dr. Ataii has used Propel 
Orthodontics’ solutions with more 
than 300 patients. For those with 
retainers, he � nds the VPro+ to be 
a quality tool, helpful in preventing  
orthodontic relapse. 

Propel Orthodontics’ solutions help doctors provide faster, 
more predictable, and more comfortable treatment to 
patients in fewer visits. [by Scott E. Rupp]

DR. PAYAM ATAII

CLINICIAN     TEAM MEMBER     INDUSTRY

DENTAL SPECIALTIES CLOSER LOOK     SOLVE MY PROBLEM

Orthodontic technology 
that reduces of� ce visits
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Information provided by Glidewell.

A great-looking 
implant prosthesis with 
plenty of strength

• With the introduction of the 
BruxZir Esthetic Implant Pros-
thesis, clinicians now have a 
long-lasting solution for edentu-
lous implant patients that require 
both high strength and esthetics

• Constructed from 100 percent 
monolithic zirconia, this implant 
prosthesis is designed to avoid 
the risk of fracturing the veneer-
ing material used in many 
premium full-arch zirconia 
restorations

• It features superior translucency 
paired with a high �exural 
strength of 870 MPa

• Optimized translucency and 
exceptional gingival anatomy 

• Includes provisional implant 
prosthesis 

• In addition to avoiding the chips, 
stains, and fractures known 
to compromise acrylic hybrid 
dentures and dental porcelain, 
BruxZir Esthetic is said to offer 
lifelike beauty to patients 

• To help clinicians adapt to the 
new, improved clinical work�ow, 
cases are now packaged with 
appointment-speci�c step-by-
step guides, as well as checklists

It’s a challenge to 
deliver both strength 
and optimal 
esthetics with an 
implant prosthesis

Other concerns for eden-
tulous patients include 
chips, stains, and fractures 
known to compromise 
acrylic hybrid dentures and 
dental porcelain.

Glidewell 
800-854-7256  |  glidewelldental.com

CIRCLE RS #27

THE PROBLEM

THE SOLUTION

BruxZir® 

Esthetic Implant 
Prosthesis

Glidewell’s new BruxZir Esthetic Implant Prosthesis 
monolithic full-arch restoration is designed to 
provide strength and esthetics. [ compiled by Stan Goff ]
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DENTAL BURS ARE USED IN ALL FACETS 
of dentistry and are an essential part of 
your daily practice. Dentists utilize nu-
merous styles, grits, and shapes of burs 
throughout their career while performing 
restorative dentistry. Diamond burs are 
most commonly used for cutting through 
porcelain, and carbide burs are best for 
preparing cavities for �llings, shaping bone, 
removing old �llings, and they leave the 
surface smoother than diamond burs.

Ceramic and steel burs are also used for 
other procedures and each type of dental 
bur is available in a wide array of shapes 
including common round, pear, and cross-
cut tapered designs. The preferences 
towards varieties of shape and grit also 
note the need for predictability of proce-
dures while managing overhead costs.

In order for clinicians to deliver high-qual-
ity patient outcomes in an ef�cient and pro-
ductive manner, they must choose burs that 

support the style and productivity of their 
practice. Even if you choose the best ma-
terial for a particular case, it may not be as 
effective if paired with an inef�cient shape.

Here we present a look at 12 of the top 
dental bur manufacturers. For more in-
formation on their additional dental bur 
offerings, contact the companies directly 
or visit dentalproductsreport.com. •

[ compiled by Stan Goff  ]

SMALL BURS PLAY A BIG ROLE IN

YOUR PRACTICE

DPR0520_036-038_Product Round-Up- Dental Burrs.indd   36 4/24/20   11:28 AM



DENTAL EQUIPMENT & SUPPLIESDENTAL BURS

May 2020  |  DENTALPRODUCTSREPORT.COM  |  37

ZR-Diamonds™
• A premier choice for working with modern high-

strength ceramics since their introduction
• With optimal versatility and performance, they 

address everyday challenges by providing superior 
results quickly and with minimal effort

• Offered in a range of shapes and sizes, they pro-
vide an effective, ef�cient, and easy-to-use option 
for adjusting high-strength ceramic restorations

• The ZR6801.FG.018 diamond (pictured), is 
effective, ef�cient, and easy-to-use for adjusting 
high-strength ceramic restorations and grinding all 
types of ceramics including zirconia

Komet USA
888-KOMET-USA  |  kometusa.com
CIRCLE RS #28

Alpen Speedster Metal Cutter Burs
• Features optimized blade pro�le design and geom-

etry; manufactured with the use of computer aided 
design (CAD), they provide aggressive cutting and 
rapid reduction

• Available in more than 10 options, pro�les under 
the Speedster Metal Cutter line include Round, 
Inverted Cone, Pear, Crosscut Fissure, Round End 
Crosscut Fissure, Crosscut Tapered Fissure, and 
Amalgam Prep

• Select Speedster Metal Cutter burs are offered 
within the Alpen SteriX pre-sterile pouch packaged 
line in several packaging con�gurations

Coltene Inc. 
800-221-3046  |  www.coltene.com
CIRCLE RS #31

Solo Diamond®

• Always sharp, high-quality diamonds—for a 
superior cut

• Pre-sterilized—reduces cross-contamination 
risk—ready to go right out of the package; which 
delivers an ideal work�ow ef�ciency

• Eliminate unnecessary bur blocks—simplify bur 
management

• Wide variety of clinical shapes and diamond grits
• 5-year pouch seal integrity validation

Premier Dental Products Co.
888-773-6872  |  premierdentalco.com
CIRCLE RS #29

Fissurotomy® instruments  
• Fissurotomy® instruments allow early diagnosis, 

conservative preparation and treatment of hidden 
�ssure caries, often without the use of anesthesia. 

• Designed to provide a less invasive and more 
comfortable cavity preparation.

• Developed in collaboration with Temple University, 
the Fissurotomy bur head shape allows conserva-
tive exploration of �ssures with a patient-friendly 
technique that is virtually pain-free and creates an 
ideal cavity form. 

• They  are essential when removing decay in deep 
lesions because they preserve the healthy dentin.

SS White Dental
800-535-2877  |  sswhitedental.com
CIRCLE RS #32

Midwest Once® Sterile Carbide Burs
• These single-use carbides provide a sharp bur 

every time which minimizes slipping from dull burs 
that can damage handpiece chucks 

• Each bur is packaged sterilized in a protective 
pouch 

• Available in friction grip, right angle, HP and oral 
surgical length shanks

• Friction grip versions with head diameter below 1.6 
mm manufactured with single-piece construction

• Stainless steel shanks on 2-piece con�gurations

Dentsply Sirona
800-800-2888  |  dentsplysirona.com/instruments
CIRCLE RS #30

CleanCut Diamond Burs 
• Manufactured using a brazing technique that stra-

tegically bonds uniformly-sized and shaped dia-
monds to ensure consistent orientation and height 
for optimum diamond cutting ef�ciency. The result 
of this process is the formation of debris-clearing 
channels that prevent bur clogging

• Balanced and ef�cient cutting results in faster, 
more accurate tooth reduction and margin place-
ment, without the need to re�ne

• These extended-use diamond burs feature univer-
sal length shanks making them suitable for both 
small and large handpieces

Clinician’s Choice Dental Products, Inc.
800-265-3444  |  clinicianschoice.com 
CIRCLE RS #33
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ZR-Diamonds™
• A premier choice for working with modern high-

strength ceramics since their introduction
• With optimal versatility and performance, they 

address everyday challenges by providing superior 
results quickly and with minimal effort

• Offered in a range of shapes and sizes, they pro-
vide an effective, ef�cient, and easy-to-use option 
for adjusting high-strength ceramic restorations

• The ZR6801.FG.018 diamond (pictured), is 
effective, ef�cient, and easy-to-use for adjusting 
high-strength ceramic restorations and grinding all 
types of ceramics including zirconia

Komet USA
888-KOMET-USA  |  kometusa.com
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Alpen Speedster Metal Cutter Burs
• Features optimized blade pro�le design and geom-

etry; manufactured with the use of computer aided 
design (CAD), they provide aggressive cutting and 
rapid reduction

• Available in more than 10 options, pro�les under 
the Speedster Metal Cutter line include Round, 
Inverted Cone, Pear, Crosscut Fissure, Round End 
Crosscut Fissure, Crosscut Tapered Fissure, and 
Amalgam Prep

• Select Speedster Metal Cutter burs are offered 
within the Alpen SteriX pre-sterile pouch packaged 
line in several packaging con�gurations

Coltene Inc. 
800-221-3046  |  www.coltene.com
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Solo Diamond®

• Always sharp, high-quality diamonds—for a 
superior cut

• Pre-sterilized—reduces cross-contamination 
risk—ready to go right out of the package; which 
delivers an ideal work�ow ef�ciency

• Eliminate unnecessary bur blocks—simplify bur 
management

• Wide variety of clinical shapes and diamond grits
• 5-year pouch seal integrity validation

Premier Dental Products Co.
888-773-6872  |  premierdentalco.com
CIRCLE RS #29

Fissurotomy® instruments  
• Fissurotomy® instruments allow early diagnosis, 

conservative preparation and treatment of hidden 
�ssure caries, often without the use of anesthesia. 

• Designed to provide a less invasive and more 
comfortable cavity preparation.

• Developed in collaboration with Temple University, 
the Fissurotomy bur head shape allows conserva-
tive exploration of �ssures with a patient-friendly 
technique that is virtually pain-free and creates an 
ideal cavity form. 

• They  are essential when removing decay in deep 
lesions because they preserve the healthy dentin.

SS White Dental
800-535-2877  |  sswhitedental.com
CIRCLE RS #32

Midwest Once® Sterile Carbide Burs
• These single-use carbides provide a sharp bur 

every time which minimizes slipping from dull burs 
that can damage handpiece chucks 

• Each bur is packaged sterilized in a protective 
pouch 

• Available in friction grip, right angle, HP and oral 
surgical length shanks

• Friction grip versions with head diameter below 1.6 
mm manufactured with single-piece construction

• Stainless steel shanks on 2-piece con�gurations

Dentsply Sirona
800-800-2888  |  dentsplysirona.com/instruments
CIRCLE RS #30

CleanCut Diamond Burs 
• Manufactured using a brazing technique that stra-

tegically bonds uniformly-sized and shaped dia-
monds to ensure consistent orientation and height 
for optimum diamond cutting ef�ciency. The result 
of this process is the formation of debris-clearing 
channels that prevent bur clogging

• Balanced and ef�cient cutting results in faster, 
more accurate tooth reduction and margin place-
ment, without the need to re�ne

• These extended-use diamond burs feature univer-
sal length shanks making them suitable for both 
small and large handpieces

Clinician’s Choice Dental Products, Inc.
800-265-3444  |  clinicianschoice.com 
CIRCLE RS #33
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NeoDiamond 
• With 20 percent more cutting surface, the tips cut 

clear crisp margins
• Doctors who understood the need for contamina-

tion prevention, safety, and ef�ciency knew where 
to turn and adapted their habits to this superior 
dental practice. Thirty years later, people are still 
discovering the bene�ts of single-patient-use 
products.

• The vivid pink box is well-recognized as the 
box that helped changed the industry, and 
NeoDiamond has over 130 shapes and an ever-ex-
panding product portfolio

Microcopy
800-235-1863  |  microcopydental.com
CIRCLE RS #34

Diatech Operative Diamond Burs 
• Company’s long-lasting operative diamond burs 

available in inverted cone, �at end taper, �at end 
cylinder, pear, and round shape

• Available in packs of 10 and in multiple sizes
• Golden Sharpie Carbides are optimal for cutting 

precious and non-precious metals
• Trimming and �nishing carbides are available in 

12-, 16- and 30-bladed carbides
• Diatech gold diamonds offered in a wide variety of 

shapes

Diatech USA
800-222-1851  |  diatechusa.com
CIRCLE RS #37

Shofu Robot® Diamonds
• One-piece steel shank diamonds meet strict ISO 

manufacturing standards. 
• Recognized by independent testing for their 

superior performance, cutting ef�ciency, and 
lack of clogging, Robot Diamonds are made with 
a multi-coating technique with a special surface 
treatment for durability

• The smooth cutting and long-lasting diamonds are 
available in a wide range of grits (regular, coarse, 
super coarse, �ne, super�ne), shapes, and sizes, 
including a minimally invasive series

Shofu
800-827-4638  |  shofu.com
CIRCLE RS #35

DuraBraze® Diamonds
• Patented DuraBraze line introduces new diamond 

instrument technology designed to minimize clogging
• The precision-engineered instruments feature 

improvements in diamond crystal bonding and 
spacing

• Deliver better performance, precision, and predict-
ability to your crown prep procedures

• Bulk reduction of tooth structure is smoother and 
more precise with less vibration

• DuraBraze instruments perform this way due to 
new SpotBrazing™ technology.

•    Ideal for CAD/CAM dentistry

Brasseler USA
800-841-4522  |  brasselerusadental.com
CIRCLE RS #38

FG Diamond Burs 
• Spring Diamonds are designed to reduce chair 

time through effective speed of cut in preparation 
of all restorations

• Priced at less than $2.00 a bur, so no need to 
reuse or sterilize. Yet, offers a quality that can be 
used as a multi-use bur

• Precision-made stainless steel shank made to run 
true and not get stuck inside the handpiece

• Company uses true super coarse natural diamond 
grit, which results in less heat and clogging

• Spring turbo diamonds remove material quickly.

Spring Health Products
800-800-1680  |  springhealthproducts.com
CIRCLE RS #36

Diamond Bur Friction Grip Coarse
• Flat End Taper, green, coarse grit diamond 

designed to offer ef�ciency, durability and quality
• Meisinger offers a full line of both multi-use and 

single-use diamonds
• Diamond instruments consist of a shank and a 

hardened, stainless pro�le body coated by means 
of the most modern galvanizing process with 
selected diamond grains. This guarantees an 
extremely homogenous, safe, and lasting diamond 
coating of the instruments and thus, optimal work-
ing results.

Meisinger USA
866-634-7464  |  meisingerusa.com 
CIRCLE RS #39
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To everyone who participated 
in Bid For Smiles this year, 

THANK YOU!

Proceeds will provide our nation’s most vulnerable kids with preventive 
services to protect their teeth from decay, opportunites to learn how to 

keep their smiles healthy, and best of all, a new reason to smile.

YO U  M A K E  U S  S M I L E !

Did you miss your chance to bid? You can still help us eliminate su�ering from pediatric dental 

disease and improve quality of life for underserved children. Visit AmericasToothFairy.org
to make a tax-deductible donation, ...because every child deserves a healthy smile.® 

AN ONLINE AUCTION

BENEFITTING AMERICA’S TOOTHFAIRY

20 20

Thank you to our sponsors and major product donors:

Interested?  Circle Product Card No. 40
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During these trying times, one 
common obstacle has been a 
shortage of personal protec-

tion equipment (PPE), including 
the medical-grade N95 masks 
needed by healthcare providers and 
�rst responders.

That’s why it was a big deal when 
CPAC Equipment, Inc., recently began 
offering the RH-N95 Decontamina-
tion System to help the healthcare 
industry overcome and alleviate their 
N95 mask shortages.

The use of High-Velocity Hot 
Air (HVHA) technology has been 
investigated as a mechanism to decon-
taminate N95 respirators and masks 
for re-use during their severe shortage 
caused by the COVID-19 pandemic. 
Published reports have demonstrated 
that dry heat processing is the pre-
ferred method to assure that both 
viral inactivation and N95 respirator 
performance ef�cacies are maintained 
for numerous re-use cycles.

Because of this, CPAC Equip-
ment has repurposed its RH-Pro11 
medical/dental sterilizer for N95 mask 
reprocessing, developing a dedicated 
decontamination cycle based on docu-
mented time-temperature parameters 
necessary to inactivate coronavirus 
without interfering with mask �ltra-
tion and breathability performance for 
up to 20 re-uses.

This countertop unit can process 
approximately 100 masks per hour 
and can be located anywhere within a 
dental clinic or hospital, requiring only 
110-115/12A service for its operation. 
The RH-N95 Decontamination Sys-
tem meets the FDA criteria for emer-
gency use authorization during this 
crisis, with permanent 510(k) status to 
follow upon completion of microbial 
kill ef�cacy testing.

Regulatory authority 
The COVID-19 pandemic has 
induced critical shortages of N95 

masks which are used as the primary 
�rst line of defense to stop the virus 
from entering the respiratory system 
and manifesting disease. The world 
was not prepared for the magnitude 
of this crisis, resulting in the use of 
inadequate masking or the attempt 
to decontaminate a previously used 
mask. For the latter to be successful 
in the decontamination process, the 
mask must be assured to have met the 
criteria for coronavirus destruction 
and for the maintenance of the mask’s 
original performance standards.

The FDA has recently released its 
guidance document entitled “Enforce-
ment Policy for Sterilizers, Disinfectant 
Devices, and Air Puri�ers During the 
Coronavirus Disease 2019 (COVID-
19) Public Health Emergency” (FDA1), 
which provides the guidance to provide 
the necessary safeguards of devices 
for mask re-processing. Meeting these 
FDA recommendations will allow 
devices not yet receiving the usually 
required FDA clearances to enter 
the market safely to relieve the N95 
shortage. FDA emergency use autho-
rization only grants authorization for 
previously cleared sterilization and 
disinfection devices which have been 
temporarily repurposed for decontami-
nating N95 respirators. No authoriza-
tion has been granted by the FDA for 
devices that are used in the control of 
hospital acquired infections (HAI’s) 
such as UV room disinfectant units or 
other repurposed devices or technolo-
gies that have not been issued a 510(k) 
as a sterilization or disinfection device. 

The CPAC RH-N95 meets those 
criteria, allowing the unit to enter the 
market under the FDA’s emergency 
authorization until �nal quantitation 
testing is complete for the issuance 
of an FDA 510(k). Until that work 
is completed, recognized (peer-
reviewed literature) decontamination 
parameters for coronavirus inactiva-
tion and Mycobacterium inactiva-

tion allow the use of the RH-N95 
as a decontamination device. This 
decontamination technology does 
not introduce any chemicals to the 
mask, nor does it affect the mask’s 
performance for breathability and 
�ltration prescribed for the N95 
mask performance by ASTM. 

High-Velocity Hot Air RapidHeat 
The CPAC Equipment RH-Pro11, 
which has been repurposed to the 
RH-N95, differs from the traditional 
dry heat sterilizer in which air remains 
static (air movement only by gravity 
convection) or in which air is mini-
mally re-circulated by mechanical 
convection to enhance heat distribu-
tion. High-velocity hot air technology 
employs directed, uniform high-
velocity hot air across the surface of a 
medical device which enhances heat 
transfer. As a heat conduction process, 
this thermodynamic mechanism heats 
and sterilizes/decontaminates both 
the surface and the solid interior of the 
device, including residues that may 
still be retained. The result is a marked 
reduction in time required for medical 
device sterilization or decontamina-
tion from hours to minutes by tradi-
tional dry heat sterilization. 

The original Cox RapidHeat™ 
Transfer sterilizer serves as the predi-
cate device to the RH-Pro11 and was 
granted 510(k) status from the FDA 
as a Class II (Performance Standards) 
device issued under K872643A and 
K881371. The RH-Pro11 sterilizer 
has been designed to sterilize medi-
cal instruments at temperatures of 
375°F for 6-minute (unwrapped) 
and 12-minute (wrapped) cycles. 
High-velocity hot air sterilization has 
since been recognized and validated 
for use in healthcare applications 
including medical and dental of�ces, 
laboratories, ambulatory care clin-
ics, and hospitals by the Centers for 
Disease Control and Prevention in 

their publications “Guidelines for 
Infection Control in Dental Health-
Care Settings-2003” and “Guideline 
for Disinfection and Sterilization in 
Healthcare Facilities, 2008.” Stan-
dards for use and process validation 
have been issued under the auspices 
of the American National Standards 
Institute and the Association for the 
Advancement of Medical Instrumen-
tation in standards ANSI/AAMI 
ST40:2004(R)2010 and ANSI/AAMI 
ST50:2004(R)2018. 

The high-velocity hot air process 
eliminates issues otherwise found 
in other thermal, chemical, or UV 
decontamination methods. Treatment 
mechanisms that introduce liquids to 
the mask run the high risk of severely 
lowering the mask’s �ltration and 
breathability performance (Liao). 
This is especially true of water or 
water vapor that destroys the electro-
static nature of the mask’s �ltration 
fabric which gives it the ability to meet 
its stated performance level. This 
would include steam sterilization 
and any liquid disinfection method. 
Chemical liquid/gas phase disinfec-
tion/sterilization technologies also 
introduce issues with: 

 } Incompatibilities of mask 
materials with the disinfectant/
sterilant (includes electrostatic 
performance, band elasticity; 
adhesive performance, and 
metal reactions)

 } Providing uniform concentration 
of the introduced (and mainte-
nance of) required disinfectant/
sterilant concentration

 } Providing uniform mask 
penetration

 } Mask wetness and required dry-
ing times

 } Mask �ber matting and required 
�ltration and breathability 
performance

 } Toxic chemical residue retention 
and the ability to eliminate resi-
dues and monitor their removal

 } Mask deformation
UV is not reliable due to its inability 

to penetrate the deep mask �bers and 
the “shadowing” interferences from 
mask �bers and dust residues that pre-
clude the UV from contacting patho-
gens. No FDA-cleared UV sterilizers/
disinfectors are known to be available, 
except for their use in mitigating 
hospital-acquired infections.

High-velocity Hot Air technology 
provided through the RH-N95 offers 

CPAC Equipment recently began offering the RH-N95 
Decontamination System to help the healthcare industry 
overcome and alleviate their N95 mask shortages. [ by Nelson S. Slavik ]

DECONTAMINATION OF 
N95 RESPIRATORS

DPR0520_040-042_Deep Dive- CPAC.indd   40 4/24/20   12:08 PM



DENTAL EQUIPMENT & SUPPLIESDEEP DIVE

a simple mechanism that provides a 
relatively low, uniform temperature 
(155°F; 68°C) and a moderate expo-
sure time of 30 minutes to decon-
taminate masks from coronavirus 
and other pathogens. Documented, 
peer-reviewed literature offers ample 
guidance in the temperature and 
exposure time required to inactivate 
coronavirus and other pathogens. 
No drying or residue removal is 
required of the process and at the 
relatively low temperatures required, 
little or no change in mask perfor-
mance is expected.

Documented parameters
Data from peer-reviewed literature 
provides a strong indication of those 
temperatures and exposures that are 
prescribed for the RH-95 can inacti-
vate coronavirus and will maintain 
structural integrity and performance 
of the re-processed N95 respirator. 
This data has been instrumental in 
the construction of a decontamina-
tion cycle that should provide > 6 
Log10 reduction (>99.9999 percent 
reduction) as demonstrated by 
Rabenau et al. (See references online 
for additional information) for 
SARS-Co-V and Mycobacteria (Sung 
and Collins) at 60°C for 30 minutes. 
Rabenau et al. noted that heat treat-
ment at 56°C for 30 minutes reduced 
a >7 Log10 SARS virus concentration 
to below the detection limit. Process-
ing at 60°C for 30 min resulted in no 
infectious virus remaining (>7 Log10 
reduction), regardless of the presence 
of any protein. 

This data is also consistent with 
data provided by the World Health 

Organization for coronavirus (SARS) 
demonstrating an extrapolated 6 
Log10 reduction in 22.5 minutes 
at 56°C (133°F). The data gleaned 
from these references leads us to 
believe that temperatures between 
65-72°C (149-162°F) are adequate to 
fully inactivate the coronavirus (>6 
Log10 reduction) at an exposure of 
30 minutes without damage to mask 
components or to the mask’s perfor-
mance. Although these microbial 
concentrations would seldom or ever 
be seen on a mask, these reduction 
levels provide the margin of safety 
necessary for mask re-use (FDA). 

The studies presented above come 
from observations with liquid viral 
suspensions heated to temperature 
with various exposure times. How-
ever in a study by McDevitt et al. 
with inactivation of H1N1 virus on 
glass and stainless steel surfaces, it 
was demonstrated that with dry heat 
temperatures of 60°C and 65°C, this 
virus could be inactivated to the limits 
of detection at >5 Logs at 30 minutes 
exposure. This inactivation level is 
above the threshold required pres-
ently by FDA of > 3 Log10. This data 
supports the time-temperature param-
eters seen in the previously stated 
studies and supports the re-processing 
time and temperature prescribed for 
the N95 mask cycle. 

The FDA is requiring that Myco-
bacterium inactivation be assessed, 
recommending a >6 Log10 reduction. 
Mycobacterium represents the most 
heat resistance of microbial species 
(other than spores and prions) and is 
used as the demonstrative surrogate 
for inactivation of other vegetative 

bacteria and of fungi, parasites, 
viruses, and Mycobacterium. The 
demonstration of >6 Log10 reduction 
of Mycobacterium would further 
assure user safety from the destruction 
of other pathogens that might accom-
pany a used mask.

Literature searches have dem-
onstrated that Mycobacterium 
paratuberculosis, can be inactivated 
in solution to a >6 Log10 reduction 
in 6 minutes at 65°C (149°F) and at 
68°F (155°C) in 2.2 minutes. Myco-
bacterium paratuberculosis is more 
thermally resistant than M. bovis, the 
heat-resistant surrogate designated for 
Mycobacterium challenge inactivation 
studies. The time-temperature pro�les 
selected for N95 mask re-processing 
exceed those pro�les required to 
inactivate >6 Log10 reduction of 
Mycobacterium.

For completion of the requirements 
necessary for an FDA-clearance, 
testing will be conducted using a coro-
navirus surrogate such as a Murine 
Hepatitis Virus or Human Corona-
virus 229-E to assure the coronavirus 
is inactivated by >3 Log10 (FDA1,2).  
Additionally, testing will be conducted 
to assure a reduction of >6 Log10 can 
be achieved on a Mycobacterium 
species to denote the destruction of 
other microbiological pathogens that 
may have also contaminated the mask 
during its use. These studies will be 
initiated shortly to meet FDA 510(k) 
marketing clearance requirements.

Mask performance analysis
Inherent for the re-use of an N95 mask 
is the requirement to assure that the 
decontamination process does not 

jeopardize the safety and health of the 
healthcare practitioner re-using the 
N95 mask. N95 respirators/masks are 
commonly made of nonwoven fabric 
consisting of three composite layers: 
Outer-layer consisting of spunbond 
polypropylene; mid-layer consisting 
of meltblown polypropylene; and an 
inner-layer consisting of spunbond 
polypropylene). Some N95 respirators 
also incorporate an additional layer 
of cellulose/polyester nonwoven, the 
outer active layer coated with a hydro-
philic plastic laminated to a second 
inner layer treated with copper and 
zinc ions. This additional dual layer 
is designed to inactivate in�uenza 
viruses using deferent mechanisms 
of action. Those masks containing 
this additional inactivation layer 
containing cellulose is incompatible 
with hydrogen peroxide re-processing 
technologies. 

The polypropylene, polyester, 
and cellulose components all are 
compatible with the HVHA process 
employed in the RH-N95, including 
the retention of the electrostatic charge 
in the polyethylene layers. Typically, 
the other components of N95 masks 
are also thermally compatible with the 
lower temperatures associated with 
the HVHA process: (e.g., straps com-
posed of thermoplastic elastomers; 
nose clip made from aluminum; nose 
foam derived from polyurethane; and 
thermally resistant adhesives).

Speci�cation performance of the 
mask’s integrity, composition, �ltra-
tion and breathability are physical 
parameters that require analysis 
after the mask has been re-processed 
(FDA2). All visible indications from 
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testing conducted by CPAC demon-
strate the masks have not been altered 
by the decontamination process after 
twenty 30-minute re-processing 
cycles, the limit of the number of cycles 
conducted to date.

Observations are consistent with 
a report from Stanford University, 
which reported that after the N95 
�ltration fabric was dry heat treated 
at 75°C for 30 minutes after 20 cycles 
there was no change in �ltration 
ef�cacy or pressure drop. Whole 
mask studies after 20 cycles at this 
time and temperature also showed no 
deformations in the mask or changes 
in elasticity of face/ear straps (Liao). 
To demonstrate the maintenance of 
the recognized performance testing 
for �ltration ef�cacy and breathability, 
masks undergoing 20 re-processing 
cycles will be tested against ASTM 
Standard criteria under F2100 in 
accordance with documentation 
required for 510(k) FDA-clearance.

RH-N95 capabilities
The RH-N95 consists of four trays 
each capable of holding 12 N95 
masks (nested, double-stacked), 
allowing ninety-six N95 masks to 
be processed in just over an hour. 
The decontamination cycle time for 
N95 decontamination is presently 
set at 30 minutes at a temperature of 
68°C (155°F) in accordance with the 
parameters gleaned from the litera-
ture cited above. Total processing time 
is 34 minutes to allow for mask pre-
heating before the decontamination 
cycle initiates. There is no water used 
in the process so the masks are dry at 
retrieval. The unit runs on 110-115V, 
12 amps or 220-230V, 6 amps. It is a 
countertop unit and requires no other 
utilities, allowing mask processing to 
occur department-by-department or 
�oor-by-�oor. 

The RH-Pro11 has been recon�g-
ured to the RH-N95 to accommodate 
these mask-required re-processing 
temperatures of 155-156°F. Changes 
in software have enabled CPAC to 
create a speci�c cycle for mask decon-
tamination. The graph in Figure 1 is 
thermocouple temperature data (Lab-
jack T7-Pro, T-Type thermocouples) 
derived from two N95 3M 8210 
masks nested together under full load 
conditions, one thermocouple on the 
outside mask (Series 2) and the second 
on the inside mask (Series 1). Arrows 
indicate Process Start (left), Decon-
tamination Cycle Initiation (middle), 
and Process Finish (right).

As seen in Figure 1 these cycle 
parameters meet all conditions that 
allow the masks to retain its speci�ca-
tions and function and provide the 
necessary viral kill levels to assure 
mask reliability and safety in its re-use. 
Temperatures do not exceed 69°C 
(156°F) with a temperature range of 
155-156°F from 4 minutes into the 
cycle to completion of the 30-minute 
decontamination cycle (total 34 min-
utes from start of processing to �nish). 
These time-temperature pro�les are 
identical to single, non-nested masks, 
assuring nested masks present no bar-
rier to high-velocity hot air technology.

These conditions will allow the 
RH-N95 to process up to 48 masks 
per 30-minute cycle or approximately 
100 masks per hour, enabling health-
care facilities to meet the demand for 
N95 masks placed on them by this 
epidemic. Two models of N95 masks 
have been tested for repetitive re-pro-
cessing at this time: 3M N95 8210 and 
Kimberly-Clark Corporation PFR95. 
It should be further noted that by 
visual inspection, no heat incompat-
ibilities were found through 20 cycles 
of re-processing in the elastic bands, 
foam nose �ttings, and adhesives to 
detract from secure and form �t to 
nose and face. 

We have demonstrated that an 
approach to replacing CIs with the 
CIR does provide the time and temper-
ature data far superior to that of a CI. 
The CIR is placed onto a tray within 
the RH-N95 unit, generating the 
graph shown in Figure 2. Tabular data 
is also generated and computer stored. 
Data retrieved is within one degree 
Fahrenheit of that data retrieved 
from the Labjack thermocouple data 
(described previously) once the CIR 
data logger has had the opportunity 
to come to temperature about eight 
minutes into the cycle. 

It should be noted that the time 
required for decontamination of the 
N95 masks in the RH-N95 may be 
signi�cantly lower than the 30-minute 
exposure time derived from the litera-
ture. However, investigations will con-
tinue to determine if lower exposure 
times can provide a more expedited 
decontamination process. 

Studies will soon be underway to 
quantify viral inactivation and mask 
performance in accordance with 
FDA 510(k) marketing clearance 
requirements. ●

References and author biography available 
online at www.dentalproductsreport.com.
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Recon�gured from CPAC Equipment’s RH-Pro series of FDA-cleared sterilizers, 
the RapidHeat RH-N95 Mask/Respirator Re-processor has been designed to 
decontaminate N95 respirators, to counteract the severe shortage of N95 masks 
during this pandemic. The RH-N95 offers the following features/advantages over 
other thermal, chemical, and radiological alternatives as listed below.

RH-N95 Features

 } Preferred decontamination process (Stanford Report, March, 2020), that 
provides documented evidence of maintaining �ltration and breathability 
performance (no electrostatic charge reduction in meltblown �bers used 
as viral �ltration fabric)

 } Meets or exceeds published (peer-reviewed) >6 Log10 reduction require-
ments for coronavirus and Mycobacterium to assure coronavirus kill and 
that of other non-spore pathogens as well

 } Meets FDA criteria to market device for coronavirus decontamination 
under FDA’s emergency authorization

 } Dedicated unit for the re-processing of N95 respirators/masks

 } Requires no water in its operation; requires only 110-115V/220-240V 
electric service that is commonly available

 } No ancillary chemical or other treatment or supply products required

 } No drying time required after treatment; masks are cool to the touch in 
seconds after their removal from the unit and ready for immediate re-use

 } No residues to evacuate from treated masks after treatment; no worry 
about lingering toxic chemical residues to sensitive nasal passages, facial 
skin, and other respiratory passages

 } Ability to monitor decontamination parameters (time-temperature). Other 
non-thermal processes have no method to measure chemical concentra-
tions at site of required kill

 } No deformation in mask structure or change in �ltration/breathability 
performance for at least twenty (20) re-use cycles

 } Low cost for RH-95 Mask Re-Processor (~ $7,500)

 } Multi-purpose unit that functions as N95 mask re-processor, but can be 
simply re-programed via USB port to be used as a medical/dental sterilizer 
(FDA-cleared) post-pandemic

 } Countertop unit with small footprint which can be placed almost anywhere 
electrical service is available

 } Four-tray con�guration allowing approximately 100 masks to be pro-
cessed per hour

CPAC Equipment, Inc.      
800-828-6011 | cpac.com
RS #41 

SUMMARY OF CPAC EQUIPMENT’S HVHA 
RAPIDHEAT™ RH-N95 MASK/RESPIRATOR 
RE-PROCESSOR
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A
s an educator and a periodontist, 
Dr. Joan Otomo-Corgel is well 
aware of the prevalence of xero-

stomia and the negative effects it can 
have on a person’s oral health as well as 
their quality of life.

She has been in private practice 
limited to periodontics, oral medicine 
and implantology in Los Angeles since 
1981, and she lectures extensively on 
periodontal medicine, medical emer-
gencies, OTC  dental products, and 
clinical periodontal topics.

An aging population, combined 
with new and numerous medications 
being used by patients, has led to a 
greater need to combat dry mouth. Dr. 
Otomo-Corgel, who is currently a full 
clinical professor in the UCLA School 
of Dentistry, Department of Peri-
odontics, and faculty at the Greater 

Los Angeles VA Health Care Center 
Dental Service, has always been on the 
lookout for solutions to help patients 
and even her own family members 
with xerostomia.

Because of this, Dr. Otomo-Corgel 
was excited  when she � rst learned 
about the GUM Hydral Dry Mouth 
Relief line of products. A non-prescrip-
tion dry mouth relief solution designed 
to sooth the oral mucosa, the products 
were recently launched by Sunstar. 
Olympic soccer gold medalist Shan-
non Boxx, who suffers from Sjögren’s 
syndrome and therefore symptoms of 
dry mouth, has been helping get the 
word out as a spokesperson. But even 
before these products became avail-
able early this year, Dr. Otomo-Corgel 
and her colleagues were testing it out.

“Most dentists do not diagnose  
xerostomia until > 50 percent of the 
saliva is reduced or it becomes prob-
lematic for the patient. Because life 
expectancy has been going up and 
up,” she explains, “we will have to 
manage other systemic issues of aging 

GUM® Hydral™
The GUM Hydral Dry Mouth Relief 
line features an advanced OTC 
formulation that works like natural 
saliva. It 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; GUM Hydral Oral Spray 
for on-the-go relief; GUM Hydral Oral 
Gel, ideal for night-time relief, and 
GUM Hydral Anti-Cavity Toothpaste.

Sunstar Americas, Inc. 
773-777-4000  |  gumbrand.com
CIRCLE RS #43

as well as the medications associated 
with xerostomia.”

There are autoimmune disorders like 
Sjögren’s sydrome, as well as radiation 
therapy patients whose symptoms 
include xerostomia, but many patients 
she sees are getting dry mouth as a side 
effect of medications. Elderly patients 
taking blood pressure medications, 
or drugs for the treatment of diabetes, 
Parkinson’s disease, or urinary inconti-
nence are more susceptible. Patients on 
medications to elevate their mood from 
depression may also note a decrease in 
salivary out� ow.  

“Most patients don’t even realize 
that their mouth is dry until they lose 
most of their saliva,” she says. They 
are then bothered by a variety of 
related side effects such as dental car-
ies, speech and swallowing problems, 
and reduced taste, which have an 
impact on nutrition and even sleep.”

She and fellow researchers took on a 
clinical case series project prior to the 
launch of the GUM Hydral products 
and worked closely with nine patients. 

A pre-test  involved a battery of 
questions about how dry your mouth 
is, how it impacts the quality of your 
life, and if it disrupted sleep.

“You know overall health depends 
on the quality of your sleep so we 
asked them a series of questions and 
then we had them use GUM Hydral 
Oral Rinse for a couple of weeks,” she 
says. “They kept a daily diary, came 
back two weeks later and reported on 
the � ndings.”

Next the patients added the GUM 
Hydral Gel to their daily routine 
along with the rinse. The results were 
very positive. Some patients reported 
getting a better night’s sleep, some 
reported they were speaking better 
than when their mouths were dry, and 
the GUM Hydral products left these 
patients feeling better overall.

“The beautiful thing was, one 
patient cried because he felt the prod-
uct improved the quality of his life,” 
Dr. Otomo-Corgel states. “Everybody 
complied with the research because 
they felt improvements and wanted to 
get more products.”

Even her mother has bene� tted 
from the products, and now is not 
struggling to swallow some foods, 
especially her medications, that were 
dif� cult due to xerostomia. 

Dr. Otomo-Corgel believes dental 
hygienists, who are a critical part 
of the dental team, now need to ask 
patients up front about xerostomia 
and be informed about the bene� ts of 
products like the GUM Hydral Dry 
Mouth Relief line. 

The GUM® Hydral™ Dry Mouth Relief line is designed to improve 
patients’ quality of life as well as their overall oral health. [by Stan Goff ]

Comprehensive relief for 
dry mouth sufferers

JOAN OTOMO-CORGEL, 
DDS, MPH, FACD 

CLINICIAN     TEAM MEMBER     INDUSTRY
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A
bout a year ago, orthodontist 
Dr. Claire Ferrari came 
across the Bamboo Prepasted 

Toothbrushes from OraBrite at a 
dental show. As an environmentally 
conscious clinician, she knew she 
had to have them for her practice, 
Ferrari Orthodontics, located in 
Kensington, Calif.

Previously, she gave patients 
traditional disposable toothbrushes 
so they could brush before their 
appointment. Most patients don’t 
carry toothbrushes with them, so 
she keeps the disposable options in 
the brushing area for them to use 
once they arrive. Dr. Ferrari didn’t 
like the waste the plastic brushes 

created, which is why she decided 
to make the switch to the OraBrite 
brushes, which feature a 100 per-
cent natural and decomposable 
bamboo handle.

“I’ve built a fairly green of� ce and 
I just can’t stand the plastic waste 
that goes with using disposable 
toothbrushes,” Dr. Ferrari says. 
“With the bamboo brushes, the 
bulk of the toothbrush material is 
biodegradable. And even though 
they’re disposable, a lot of patients 
take them with them. It seems like 
this option creates the least amount 
of plastic waste.”

The bene� ts 
These natural toothbrushes have 32 
tufts of soft bristles, feature a com-
postable and biodegradable bamboo 
handle, and come in eco-friendly 
paper packaging. The toothbrushes 
are available in one prepasted mint 

Bamboo Prepasted 
Toothbrush
The Bamboo Prepasted Toothbrush 
comes ready to use out of the packag-
ing with a mint � avor paste that is good 
for 1-2 uses. It can also be reused with 
traditional toothpaste for about three 
months total. The brush features 32 
soft bristles and a biodegradable bam-
boo handle. The Bamboo Prepasted 
Brush comes individually wrapped with 
recyclable paper retail packaging, cut-
ting down on single-use plastics. 

OraBrite
888-296-6730  |  orabrite.net
CIRCLE RS #44

� avored style and � ve traditional 
styles and are ready for use right out 
of the package. The nylon-6 bristles 
are recyclable. 

There is enough toothpaste on 
the brushes for one to two brushing 
sessions, but they have life beyond 
that. Patients can take them home—
which Dr. Ferrari encourages—and 
reuse them with traditional tooth-
paste as well. 

Why patients like them 
Ann Wasserman, a registered dental 
assistant at Ferrari Orthodontics, gets 
a lot of feedback from patients about 
the bamboo brushes. Patients are 
happy to see an alternative to the plas-
tic disposable toothbrushes they’ve 
always used, she says. They love the 
fact the brushes are biodegradable 
and that they can use them more than 
once, which isn’t usually an option 
with traditional disposable brushes. 

“They think it’s great,” Wasser-
man says. “Everybody takes the 
toothbrushes home with them; they 
don’t throw them away. I tell them 
to bring the brushes camping with 
them or when they go on a trip.” 

Wasserman is also impressed by 
the toothbrush’s quality. The bristles 
don’t fall off like she’s experienced 
with traditional disposable brushes. 
They can even hold up to clean 
impression trays and are the perfect 
size to clean clear aligner trays. 

Why switch to bamboo
Dr. Ferrari and her team are always 
looking for environmentally 
friendly products to incorporate 
into the practice, and these tooth-
brushes � t in perfectly with that 
goal. They offer a great alternative 
to traditional plastic options. She 
can feel good about offering the 
prepasted brushes, knowing her 
practice is producing less plastic 
waste—which is something her 
team members and her patients 
appreciate. 

“If you need to supply patients 
with a way to brush their teeth 
before their appointment, this is 
the way to do it,” Dr. Ferrari says. 
“This is a good, quality product 
that is taking the planet into 
account. We are basically treating 
the planet like a toilet with the 
amount of plastic we put into the 
waste stream. If we can do some-
thing to slow the amount of plastic 
going into the environment, I think 
that’s bene� cial.” 

The prepasted Bamboo Toothbrush from OraBrite can replace 
disposable plastic brushes given to patients. [ by Renee Knight ]

How one practice is using 
these toothbrushes to 
reduce plastic waste

DR. CLAIRE FERRARI

CLINICIAN     TEAM MEMBER     INDUSTRY
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Information provided by Simplifeye.

A virtual practice in a box

• With Simplifeye, a practice can 
implement Amplify 24/7 Live Chat 
to capture prospective patients 
via the website. With consent 
obtained digitally, you  can collect 
billing information ahead of the 
telehealth appointment

• SimplyZero allows for 0 percent 
merchant fees or costs to the 
practice, saving them 3-5 
percent of total revenues. It 
provides a digital telehealth 
platform that practices can bill 
for, called Connect 

• The Amplify team collects the 
insurance and billing informa-
tion from the patient, places the 
patient into a turnkey virtual “wait-
ing room,” and alerts the dentist 
via text message. The dentist can 
accept the virtual teleconferenc-
ing invitation from any device, 
which allows for HIPAA-compli-
ant video conferencing 

• It is guided by human interactions 
throughout the work�ow, allowing 
for unique interactions and cus-
tomized patient management 

• Provides a seamless way for 
clinicians to see their patients, 
manage and track key patient 
information and clinical details, 
and bill for the telehealth appoint-
ment from any web device 

A billable digital tele-
health platform can be 
dif�cult to implement 
into dental practices

Additionally, capturing 
prospective patients via a 
practice website, and also 
having the ability to allow 
HIPAA-compliant video 
conferencing, has been a 
challenge in the past.

Simplifeye 
646-846-7467  |  simplifeye.com

CIRCLE RS #45

THE PROBLEM

THE SOLUTION

Simplifeye 
Connect 

Simplifeye’s teledentistry solution provides a seamless 
way for clinicians to see their patients, manage and 
track key patient information and clinical details, 
and then bill for the telehealth appointment from 
any device with a web browser. [ compiled by Stan Goff ]
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I
hope that all of you are staying safe 
and healthy during this dif�cult 
time. Few—if any—dental of�ces 

are unaffected by the COVID-19 out-
break, and many are reduced to seeing 
emergencies only, while some are com-
pletely shut down. However, the task of 
running your practice is still very much 
intact. You still have a business to run, 
bills to pay, patients to contact, etc.

Many practices are setting up 
their team members to work from 
home (WFH). While I highly recom-
mend doing this, it’s important to 
understand that HIPAA privacy and 
security laws are still very much in 
place. This article will discuss the con-
siderations to make when setting up 
your work-from-home team.

The most critical decision you need 
to make is the choice of software, 

for a few reasons. First, there are 
certain criteria that HIPAA uses to 
determine if a software system meets 
their criteria or not. The company 
must be willing to sign a Business 
Associates Agreement with you since 
you are accessing protected health 
information. The software must 
have auditing and logging. Basically, 
HIPAA requires that anytime some-
one accesses patient information, 
you need to know who accessed it, 
when, for how long, and what they 
did. Also, the software needs to have 
“auto shutoff.” What that means 
is that if you walk away from your 
home computer that is connected to 
your of�ce, the connection should 
terminate after a certain period of 
inactivity, otherwise anyone with 
access to your computer (spouse, 

kids) could potentially be accessing 
your data. Finally, the software has 
to use an encrypted connection.

So, what are the options I recom-
mend? I’m a big fan of TeamViewer 
and LogMeIn. TeamViewer is usu-
ally the best option as they offer a 
free version for home use. LogMeIn, 
like TeamViewer, is HIPAA compli-
ant, but their least expensive option 
is $350/year.

What about some of the better-
known programs like Windows 
Remote Desktop (RD) or VNC? 
While we sometimes use VNC or 
RD for internal use, they aren’t good 
options for HIPAA. Besides not meet-
ing most of the criteria I mentioned 
above, both require that you open a 
port on your �rewall to allow access 
through, which is never a good idea. 

Both TeamViewer and LogMeIn do 
not require making any changes on 
your �rewall.

The other thing that of�ces need to 
be aware of is that most people’s home 
networks are nowhere near as secure 
as their of�ce, so there are a few things 
you should focus on to increase your 
level of security:

1. Learn to recognize emails that 
are scams or phishing attempts. 
Never click on links from emails 
that you weren’t expecting, and 
avoid too good to be true offers, 
things like that.

2. Tighten up the security on your 
home router. Change the default 
password, use a password that 
isn’t easy to crack, limit access to 
just devices that you approve.

3. Change, or at the least re-evaluate 
the passwords you use for all 
your major sites like banking and 
credit cards, make sure they are 
complex, and never use the same 
password on more than one site. 
If you have trouble remembering 
passwords, use a password man-
ager like Roboform or LastPass.

4. Update all your operating sys-
tems, programs and apps on your 
computer, phone, and laptops.

5. Limit access to your work device 
to just you; family and friends 
should use their own devices.

This is a challenging time for all 
dental of�ces, but of�ces should make 
the best possible use of this downtime. 
Not only should you ensure that your 
team is setup to work safely from 
home, now is a great time to re-evalu-
ate your cybersecurity preparedness 
and HIPAA compliance. When this 
crisis is over, once again, time will be 
your most precious commodity!  

ABOUT THE AUTHOR
Dr. Lorne Lavine, founder and president 
of The Digital Dentist, has more than 30 
years invested in the dental and dental 
technology �elds. A graduate of USC, he 
earned his DMD from Boston University 
and completed his residency at the 
Eastman Dental Center in Rochester, N.Y. 
He received his specialty training at the 
University of Washington and went into 
private practice in Vermont until moving 
to California in 2002 to establish TDD, a 
company that focuses on the specialized 
technological and HIPAA needs of the 
dental community. He can be reached 
at drlavine@thedigitaldentist.com or 
866-204-3398.
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Take HIPAA privacy, 
security steps for 
WFH employees
As dental practices make the shift, the team needs to be set up to 
work safely from home while you re-evaluate your cybersecurity 
preparedness and HIPAA compliance. [ by Dr. Lorne Lavine ]
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Do you have questions about proper 
ergonomics or overall wellness? 

Dr. Valachi wants to hear from you 
and will be answering one reader 

question each month.
Please send your questions to
info@posturedontics.com.
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FREE COVID WEBINAR: This article is based on Dr. Valachi’s FREE webinar, 
“Secrets to Optimize Your Musculoskeletal & Emotional Health During COVID-19: 
Ensuring Your Body Is Prepared for Return to Work.” Participants may earn 
1 CE credit while learning evidence-based stress management strategies 
& exercises you can implement TODAY AT HOME to optimize your health. 
Ensure your body is ready to return to work before social distancing measures 
are lifted, and the onslaught of patients arrive at your dental practice!

WEBINAR OBJECTIVES
} State how stress can lead to musculoskeletal changes

} Perform exercises at home to correct painful muscle imbal-
ances to which dental professionals are prone

} Implement a new breathing exercise proven to activate your 
parasympathetic nervous system (relaxation response), de-
crease low back & neck pain and improve posture

} Learn an easy 4-step Cognitive Exercise to quickly reduce stress

} Implement 2 important ergonomic modi� cations during computer usage.

} Identify which aerobic activities are best for dental professionals

https://posturedontics.com/webinars/

FREE WEBINAR

There is no denying that the 
COVID-19 pandemic brings 
myriad stressors, many of which 

can negatively impact your health. 
Some of these risk factors we have little 
control over, however there are numer-
ous techniques we can implement to 
mitigate their damaging effects on our 
bodies. 

The literature is clear that stress 
tends to ‘live’ in two areas in our bod-
ies—the neck and low back. Interest-
ingly, these are two areas where dentists 
report the highest incidence of work-
related pain. The causal factors being 
muscle imbalances, trigger points, 
ischemia, disc degeneration, and stress. 
Add to this milieu of mechanisms the 
mental stressors of COVID-19, and the 
stage is set for a painful return to work.

When we become clear about the stress 
risk factors that lead to pain, we can more 
effectively take preventive action.

It hurts to be economically insecure
The COVID pandemic has left many 
dentists in economic uncertainty. A meta-
analysis showed that economic insecurity 
and lack of control were correlated with 
physical pain and reduced pain toler-
ance.1 The study found that economic 
insecurity predicted increased consump-
tion of over-the counter painkillers. 
More speci� cally, where there was a rise 
in job insecurity and a concurrent rise in 
economic insecurity, there was a greater 
likelihood that back pain will actually 
become disabling. In summary, it was 
established that the psychological experi-
ence of lacking control helped generate 
the causal link from economic insecurity 
to physical pain. If we can recognize 
and short-circuit the downward spiral 
initiated by economic insecurity, a more 
positive cycle can be initiated.1

Poor communication leads to pain
Since the shelter at home order, some 
individuals may � nd themselves in 
close quarters with family members 
with whom communication is chal-
lenging. Mounting evidence suggests 
that chronic interpersonal stressors 
have a detrimental in� uence on mental 
and physical health, and one emerging 
hypothesis regarding the mechanism 
of these effects involves the ability of 
stress to alter physiologic in� ammatory 
processes. Increased family con� ict was 
associated with increased distress and 
increased pain. 

Loneliness hurts
With the COVID pandemic came social 
distancing measures. Loneliness and 
lack of social support are also highly 
correlated with low back pain. Perceived 
social isolation (loneliness) is a risk fac-
tor for morbidity and mortality. 

Stress can be a pain in the neck
Studies reveal that the upper trapezius 
is the muscle that responds the most 
strongly in the body to mental stress. 
Incidentally, it is also the muscle that is 
the most active during the delivery of 
dental care. About 91 percent of den-
tists reported that neck pain interfered 
in their work.2

When the “spigot opens” and social 
distancing measures are lifted, dentists 
may experience a deluge of patients in 
their practice. During this pandemic 
and the return to work, it will become 
increasingly important for dentists to 
integrate evidence-based strategies to 
down-regulate their sympathetic “� ght-
or-� ight” response to mitigate the physi-
cal impact of stress on their bodies. 
For a list of references, visit dentalprod-
uctsreport.com.

ABOUT THE AUTHOR
Bethany is a Doctor of Physical Therapy, 
author of the book, “Practice Dentistry 
Pain-Free,” Ergonomics Instructor at OHSU 
School of Dentistry, and has presented over 
1,000 lectures internationally. Recognized 
worldwide as “the expert” in dental 
ergonomics, she has helped thousands of 
dental professionals prevent pain and extend 
their careers with her relevant, evidence-
based dental ergonomic education. Dr. 
Valachi has published more than 80 articles 
and offers online CE video training on her 
website at posturedontics.com.

Whether or not you’re aware of it, this pandemic could be 
affecting your muskoskeletal and emotional health. 
[ by Dr. Bethany Valachi, PT, DPT, MS, CEAS ]

Secrets to optimize your 
health during COVID-19

https://posturedontics.com/webinars/
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A
lmost all the dental practices in 
the U.S.  have been advised to 
close their of�ces by either their 

local dental organizations or by the 
ADA. Additional advice during this 
COVID-19 pandemic has been to lay 
people off and to cut expenses to the 
maximum. Those still maintaining 
an of�ce presence are doing so with a 
minimal staff.  

The essence of the organizations’ 
and �nancial advisors’ advice has been 
to do what it takes to retain as much 
cash as possible. Money should be con-
served to maintain the dental practice 
presence in the minds of the patients as 
well as potentially new clientele.

Cutting costs during this crisis is 
sound, as is doing so when there is no 
crisis. Whatever expense item that 
can be eliminated is good to follow 
up upon, so long as the practice can 
maintain its reputation and communi-
cative skills.

There has been one suggestion that 
has not been made in any article or by 
any �nancial advisor or dental CPA 
that this author has had the opportu-
nity to relate. The concept that no one 
seems to be paying any attention to is 
one of trying to increase the reportable 
income of the dentists who have had 
their practice’s �nances decimated by 
the coronavirus.  

Cut costs, but be wise with income
For those with good dental CPAs, as 
well as other creative types of �nancial 
advisors, there is a way to manufacture 
income so that the reduced reportable 
income from the practice won’t go 
to waste. Having a much lower tax 
bracket because of the coronavirus 
can be utilized in a sound business-like 
approach. When markets return to a 
good performance level and when the 
dental practice gross revenue bounces 
back, the ability to utilize this creative 
plan will no longer exist. 

Conceptually, what would occur is 
that those who have reached age 59.5 
or older should consider withdrawing 

more from their retirement plans now 
so that they can report more income in 
2020 while the retirement plan distri-
butions will be taxed at a much lower 
income tax rate.

In order to do this before age 70.5, 
the retirement plan document should 
have an “in service withdrawal” provi-
sion. Age 70.5 is the normal required 
minimum distribution age for most 
retirement plan participants. If the 
dentist is age 70.5 or older, a required 
minimum distribution is required.

This does not prevent the dentist 
from distributing more than the 
minimum, especially if he or she is 
still practicing. This is because the 
coronavirus reduced the taxable 
income of the practice so signi�cantly 
that the additional taxable withdraw-
als from the retirement plan will not 
have a detrimental effect as it would 
have had with continued high income 
being reported from the practice as 
well as the required minimum tax-
able distribution. 

Each dentist’s own dental CPA 
or other advisor should review the 
concept to see if it makes sense for him 
or her based on the direct knowledge 
that the dentist’s own advisors have of 
his or her �nancial structure so that a 
plan is approved by that advisor and 
not by merely reading this article. 

The opportunity for a total review 
of the retirement plan and the advice 
surrounding its implementation is 
available to overcome any asset loss. 
If the advice is taken to reduce the 
asset value of the 401k/pro�t sharing 
plan by taking additional taxable 
withdrawals, the following should 
be discussed. This opportunity 
may never be available again, but 
the dentist’s own advisors must be 
tax-oriented, understand retirement 
plans, and be able to communicate 
the upside and downside to the 
potential that will be explained. To 
understand the possibility of saving 
huge amounts in taxes now, it is 
important to understand the differ-
ence between the de�ned bene�t plan 
and the de�ned contribution plan.  

These are very sophisticated plans 
and should be addressed with those 
who understand the rami�cations of 
the many issues being addressed. 

For an expanded version of this article 
and for more about the author, go to 
dentalproductsreport.com.

The coronavirus and the financial struggles caused by it  
may allow dentists to take advantage of trying to increase  
the reportable income of their practices that have had  
their finances decimated. [ by Bruce Bryen, CPA, CVA ]
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Expert �nancial 
advice key during 
this pandemic 
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appointment. Some tools that can be helpful for patients include social 
stories, picture exchange communication systems, and sign language. 

Gradual Desensitization 
Going to the dentist can be a scary experience for many children with ASD. A 
typical dental of� ce is full of unusual sights, sounds, smells, and even tastes. 
Helping patients with this condition get used to the new sensations of a dental 
of� ce little by little over a period of many visits can help them cope with the ex-
perience of visiting a dental of� ce much better. This requires patience and com-
mitment from the dentist and family and can result in greatly improved visits. 

Parent Encouragement 
Dentists normally only see patients twice a year, which means we count on par-
ents to help make sure oral hygiene needs are being met outside of the of� ce. A 
dentist can make a huge difference by empowering and encouraging parents 
and giving them tools to help teach their child oral hygiene and maintain it. The 
skills the patient learns can end up paying dividends throughout their lives.

In addition to the information listed above, I advise dental professionals 
who want to learn more about implementing methods to treat pediatric 
patients with ASD to do their own research and decide what processes 
would work best for their of� ce and staff. As an active member of the 
Chicago Dental Society, I also have the ability to turn to other dental 
professionals for their insight and advice to help me stay at the top of my 
� eld, an added bene� t of being involved in organized dentistry. I hope that 
reading through these tips and recommendations provides more clarity and 
comfort when it comes to providing dental care to patients with ASD. 

ABOUT THE AUTHOR
Dr. Ian Marion is a Clinical Assistant Professor at the University of Illinois at Chicago 
College of Dentistry who specializes in treating pediatric patients with ASD, and is an active 
member of the Chicago Dental Society. His goal is to share simple recommendations and 
tips to help more dental of� ces feel comfortable treating kids with this condition and, in 
turn, ensure a comfortable experience and safe delivery of care for patients with ASD.

While dental care is widely available and often routine for the general 
public, pediatric patients with Autism Spectrum Disorders (ASD) can 
face certain challenges when it comes to visiting the dentist. Treating 
pediatric patients with ASD can be a challenging experience for not only 
the patient, but the provider as well. The good news is that there are steps 
of� ces can take to help make a visit to the dentist more comfortable and 
productive for patients with these conditions. Treating children with this 
condition won’t always be easy, but it is most certainly rewarding.

Plan Ahead
It is important that the entire dental of� ce has a plan in place and is on 
the same page when it comes to treating patients with ASD. From the 
front desk staff, to the assistants, to the doctor, everyone can contribute to 
making visits smooth and productive. A good place to begin is designating 
a speci� c room for these patients and scheduling a little extra time to help 
the patient get acclimated to the noises and smells of a dentist of� ce. Also, 
minimizing waiting time as much as possible allows the patient to focus 
all their energy on the appointment, rather than the waiting room.

Ask Questions 
This may sound like a no-brainer but asking questions to learn as much as you 
can about the patient before their appointment—even before seeing them 
for the � rst time—will give the staff a great head start. Children with ASD can 
have a wide variety of symptoms, and the more a dentist knows, the better they 
can design a plan to meet that individual’s needs. This can be accomplished 
through a simple questionnaire or by having the parents or caregivers come 
to the of� ce without their child to review questions and medical history.  

Alternative Communication Methods
Children with ASD can have a wide variety of communication skills, ranging 
from typical verbal skills to those who are completely non-verbal. Having 
a variety of communication methods and using those most effective 
for the patient can be the deciding factor in the success or failure of an 

[ by Dr. Ian Marion ]
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